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T
he coming year will be special in two ways. From the 
Association of Consulting Foresters’ perspective, it 
signals a major milestone, with the 70th anniversary 
celebration. From a personal perspective, 2018 will 

end a very enjoyable and fulfilling 20-year period as your 
Executive Director.

The decision to retire from ACF was not an easy one. I find it 
difficult to contemplate leaving behind the friends I have made 
and the colleagues from whom I have learned so much. I have 
worked with Executive Committees who have shown strong 
leadership and I truly appreciate the level of trust and confidence 
demonstrated toward me. Of course, these successes over the 
last 20 years would not have been possible without the support 
and dedication of ACF members.

I joined ACF in 1998, at a time when the organization was 
facing major challenges, including financial insecurity and 
a loss of confidence among a growing number of members. 
Thankfully, those bleak and challenging times are now behind 
us and the organization has evolved into the dynamic and suc-
cessful group it is today.

I have always felt that I was fortunate to work for the “good 
guys.” The folks who have integrity and try to do the right 
thing, with honor. Living so close to our nation’s capital and 
the politicos who inhabit it, I am ever grateful that I work for 
ACF and not one of the many other groups here. Many have 
commented favorably to me on the fact that ACF not only has 
a Code of Ethics, they actively hold members to the standard.

When I attend a briefing with a national conference hotel, I 
am asked to review the meeting details and describe the group. 
First, I explain that the President’s Reception isn’t a reception 
at all. It’s a family reunion. Then I tell them that ACF has 
never been in a hotel that didn’t beg us to come back. That if 
the waiter’s tray is overloaded, or if the luggage is too heavy, 
or if the bus gets stuck (this happened), the foresters do not 
hesitate to pitch in and help. I also tell them that most of you 

FROM THE EXECUTIVE DIRECTOR

End Notes

LYNN WILSON

work outdoors and have big appetites. The hotel in Stevens 
Point really got this!

One of the highlights of my tenure was the Alaska national 
conference, where we celebrated the 60th anniversary of ACF. 
The weather was perfect and we had a private train to Seward 
where we boarded boats for a cruise on Resurrection Bay. We saw 
amazing wildlife and, best of all, everyone got back on the train 
in Seward. This wasn’t a foregone conclusion, as there was some 
risk in giving 375 guests an hour’s free time in Seward. There 
would be no other train back. The joke was really on me at the 
annual awards banquet. I was sitting next to Charlie VanOver 
and noticed that everyone was having a wonderful time and 
there was a very long line at the bar. What I didn’t realize was 
that the hotel had turned a cash bar into a hosted bar and we 
were picking up the tab. As always, Charlie talked me off the 
ledge and we decided to leave the bar open. (In my early years 
with ACF, I thought they must preach abstinence from alcohol 
in forestry schools. My first “open bar” event made me realize 
that your college experience was probably a lot like mine!) Those 
of you who were fortunate enough to be with us in Alaska will 
remember it as one of the most enjoyable meetings ever.

I am hoping that the 70th anniversary meeting in Asheville 
will be equally memorable. As you can imagine, I have amassed 
a lot of anecdotes about people and places. This isn’t the time 
or place to relate these, but meet me in Asheville and we can 
share our memories of the good, the not so good and the 
downright comical.

I believe I am leaving an organization that is stronger than 
it has ever been in its history, thanks to the members and their 
elected leaders. I am confident that ACF is well positioned to 
plan for the 100th anniversary – although I am quite certain 
that I will not be present to celebrate that milestone! I hope to 
remain in contact with as many of my friends and colleagues 
in ACF as possible, so when I leave to start a new chapter in my 
life, my parting words will not be goodbye, but see you soon! 
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I 
have been thinking a lot lately about the mission and purpose 
of ACF and how it relates to our members and their individual 
practices and, on a larger scale, their companies. Of course our 
members are interested in the consulting forestry aspect of ACF 

membership: educational opportunities, networking, publications 
such as the ACF newsletter and The Consultant magazine and our 
insurance program are just a few benefits of membership. I believe 
our association does a good job of providing these normal and 
customary services to its members, as any relevant and forward-
thinking association should.

There are additional aspects of membership in ACF that relate 
to the fellowship of membership, which I believe is integral to 
the health and prosperity of our association. I also believe the 
forestry and fellowship aspects are intertwined.

One of the things I enjoy most about involvement in ACF is 
the opportunity to meet and become friends and colleagues with 
foresters from different parts of the United States. We also have 
a member from the Republic of Ireland. I was reminded of the 
fellowship of membership during the terrible hurricanes that 
affected Texas, Louisiana, Georgia and Florida during the 2017 
hurricane season. Through my ACF membership, I personally 
know foresters in all of those states. I called and checked on my 
friends to see how they fared during the storms. Fortunately, 
their damage was minimal, although they all know folks who 
suffered greatly. This fellowship among members makes our 
association stronger and our members more relevant in their 
individual practices. In a time of crisis, there can be sharing of 
personnel, equipment, talent and resources – all because of a 
network of professionals.

I was recently talking with one of our members who said that 
in his practice, his company is consistently being asked (required) 
to provide more services to clients, but at the same price point. 
We talked about the concept of value of services, and also value of 
ACF membership as it relates to supporting our members in their 
day-to-day practices. These informal conversations with fellow 
members, relating mainly “don’t do this” stories from their own 
experiences, demonstrate the real value of member fellowship. 
Any time we can learn from another member what does or does 
not work, we can shortcut the learning curve and become more 
efficient and profitable. In my mind, this value of membership 
alone is a bargain.

ACF: Forestry, 
Fellowship and Value

FROM THE PRESIDENT

JERRY TUGWELL, ACF

Our members are the lifeblood of our association, and we owe 
it to ourselves as professionals, and to our association, to recruit 
worthy prospects to our ranks. We have all heard that there are 
qualified foresters who never get around to applying for member-
ship. Maybe they do not know of ACF. Maybe they do not think 
they qualify for membership. Maybe, they have just “not gotten 
around to it.” In the membership campaign announced at the 2017 
Lake Tahoe Conference, a program was announced to address the 
issue. What has so far eluded us is an understanding of the reasons 
so many potential members who could clearly benefit from being 
a part of ACF failed to begin or complete the membership process.

When these seasoned foresters do get around to applying, the 
number one reason they give when asked why they waited to 
join – aside from the cost of membership, a barrier which has 
been lowered through the end of March – is simply that no one 
had ever asked them to join ACF. Simply put, that means we have 
failed in our efforts to recruit qualified foresters who would be an 
asset to the association.

Why should we recruit new members? I have sometimes heard 
members say, “We already have everyone in our chapter who we 
want as a member.” That attitude seems destined to facilitate stag-
nation in a chapter. ACF has created new membership categories 
specifically designed for quality growth. What chapter wouldn’t 
benefit from enthusiastic new members who will someday lead 
the chapter, volunteer at the national level for a committee or 
run for office?

I have even recruited potential members who have been told in 
error that they do not qualify for membership, when in fact they 
do. We need to do a better job of recognizing suitable prospects 
and offering them the same opportunity someone once offered 
us – ACF membership.

The $50 recruitment incentive rebated to chapters for each spon-
sor signature on candidate members’ applications wasn’t necessar-
ily offered as a motivation to recruit. It is, however, recognition of the 
importance of chapters to the health and vitality of the organization.

Let us all put excuses aside and redouble our collective efforts 
to add quality members to our association. I am certainly glad 
someone asked me to join ACF many years ago. I think others will 
also be appreciative. Think of the benefits to ACF if each member 
recruited just one colleague.

Let’s get moving! 
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INSIDE ACF

SHARING THE STORIES
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SHARING THE STORIES OF THE TREES

of the Trees

J
im Able, ACF, might describe 
himself as patient, hard-working 
and practical.

But put him in the setting of 
his beloved redwoods, and the forester 
comes alive with enthusiasm and a sense 
of fascination and wonder.

Able has been at the helm of James 
L. Able Forestry Consultants, Inc., a 
California-based forest property man-
agement and appraisal company, since 
1979. He’s still one who prefers honing 
his insight and knowledge in the woods 
rather than within four walls.

“It’s like the difference between a 
research doctor and the horse and buggy 
doctor,” says George “YG” Gentry, 
ACF-MI, in describing his longtime 
friend. “The research doctor does valuable 
things. But the horse and buggy doctor is 
the one who delivers your kids, or is there 
when you have the flu. Jim is that kind of 
guy, the horse and buggy doctor. He’s a 
dirt forester, and to me, that’s the high-
est compliment I can pay to somebody in 
the profession.”

LESSONS LEARNED, 
INSIGHT SHARED
In some ways, Able has always wanted to 
be a forester; he just didn’t realize it until 
college. Growing up outside Houston, 
Able always enjoyed the outdoors; he 
still likes fishing. But he was expected to 
go to law school, and it didn’t seem the 
right fit. He considered a degree in animal 
husbandry, but didn’t want to end up in 
fertilizer sales. Then a horticulture course 
at Texas Tech University introduced him 
to the idea of forestry, and he “perked 
right up.”

His family didn’t share his joy in the 
discovery. His mother, he said, told 
him he had lost all of his ambition with 

his choice of career. He ended up with 
a degree in range management from 
Colorado State University, a minor in for-
estry and a dream of working for the U.S. 
Forest Service. Deployment to Vietnam 
and time in the infantry helped put things 
in perspective.

“My military experience was very trau-
matic,” Able admitted. “So I can always 
say at least I’m not doing that anymore… 
I always try to keep a sense of humor, and 
I think that helps take some of the ten-
sion out of things. I know it does for me.”

Before striking out on his own as a 
consultant, Able worked for Louisiana 
Pacific, Georgia Pacific and the Forest 
Service. Along the way, he found numer-
ous mentors who were willing to teach, 

share their experiences and encourage 
him, a value he still endeavors to pass 
along to others today.

“Mentoring meant so much to me, so if I 
can do the same for you, I will,” said Able, 
77, who lives in California with his wife, 
Kay, and has two grown sons. “I’ve been 
amazed by people who were so generous 
with their time. I’ve been blessed to work 
with those people, and I know you could 
never buy that kind of education.”

Able also has mentored – and been 
mentored – through ACF, which he joined 
not long after starting his own business. 
He joined at the suggestion of OG Gentry, 
YG Gentry’s father; the three worked 
together on a timber sale appraisal and 
the friendship solidified.

FIONA SOLTES

 STORIES



10 THE CONSULTANT    2018

SHARING THE STORIES OF THE TREES
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“One of the things you should know 
about how these jobs work is that you’re 
pretty far out in the field,” YG Gentry said. 
“Out here in the West, it’s not like you 
go drive out and then come back home. 
You spend some extended time there.” 
They stayed at a “beat-up hotel in the 
middle of nowhere,” he said, “and in that 
environment, you get to know a lot about 
someone, and what kind of person they 
are.” Able and the elder Gentry simply 

understood each other, he said, and “it 
was always fun to watch those two guys 
banter back and forth. My dad liked Jim 
right away – his conversation, his outlook. 
He thought quite highly of him.” Able felt 
the same, and was the friend who knew 
to call and check on the younger Gentry 
on his first day back in the office after OG 
Gentry’s sudden passing in 2001.

“He had a diagnosis on a Tuesday, then 
was gone on Sunday,” YG Gentry said. 

“That Monday morning was the hardest 
day of my life, having to go to the office, 
the one I’d shared with my father for 
25 years. I remember sitting there, star-
ing at my desk, wondering, ‘What do I do 
now?’ when the phone rang. It must have 
been 7:30 in the morning, and it was Jim. 
He wanted to know if it was true. But he 
didn’t call for information; he called to 
make sure I was OK.”

TAKING THE COMMON-SENSE VIEW
Beyond simply being a good guy and solid 
friend, Able has long been known for his 
forestry expertise. He has been recognized 
for his silviculture approach to managing 
property and functional thinning of red-
woods, one based on the idea of slowing 
down diameter growth while increasing 
height. He also has been known to set 
National Geographic straight on environ-
mental perspectives and the cutting of 
trees, is featured in an oral history video 
project produced by Northern California 
Society of American Foresters and has 
been honored with ACF’s Distinguished 
Forester award.

“Jim has a very practical, common-
sense perspective on things, and it’s very 
refreshing to hear,” Gentry said. “It’s not 
couched in a lot of fluff.” It is, however, 
couched in a good Texas drawl, one that 
can be disarming when he speaks truth.

“At the end of the day, when you go 
into a discussion with Jim about the phi-
losophy of forestry, I don’t care if you’re 
a Ph.D. or someone with an advanced 
degree and you think you know what 
you’re talking about. You’re not going 
to win that discussion,” said Gentry, 
now vice president of regulatory affairs 
for the California Forestry Association. 
“When Jim speaks, that’s the answer. 
It’s not in a pound-the-fist-on-the-table 
way. He does it with this folksy charm. 
I’ve had it happen to me: I’ll go in and 
pontificate and bloviate and throw out 
my theories, and Jim will just sit there 
and patiently listen. He’ll tent his fin-
gers, and say, ‘YG, that’s an interesting 
theory, but let me explain to you how this 
is going to work on the ground.' And he’s 
right. People may be disarmed by that 
down-home charm, but his intellect is 
incredibly sharp.”
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Dan Cohoon, RPF, who has worked 
with Able for more than 35 years, admit-
ted that they haven’t always seen eye 
to eye.

“We argue, but that doesn’t count,” said 
Cohoon. “We may disagree on how to 
achieve a certain task, but at the end of the 
day, we agree on what needs to be done.” 
All in all, he said, they’ve gotten along 
pretty well for an almost four-decade run.

Time has brought mutual respect, he 
said, “and I’ve always appreciated the fact 
that he allows me and the other members 
of the crew flexibility to do things the 
way we deem necessary. He just provides 
guidance and oversight.”

Cohoon, now 65, started working at 
Able Forestry in his early 30s as a forestry 
technician. Able was by his side through 
the licensing process, he said, and in the 
years since, his role has continued to grow 
in responsibility and opportunity. He 
has overseen harvesting operations and 
appraisals – and overseen crews doing 
the same. Cohoon considered starting 
his own business, “but I respect Jim. I like 
what we’ve done here. And I enjoy work-
ing with him. I appreciate him from both 
a professional and personal standpoint. 
I’ve never reached the point where I’ve 
had all the fun I could have.” Besides, 
he said, Able has been a great mentor to 
his son, too.

WONDER, BEAUTY AND WISDOM
Able, in his signature drawl, notes that 
there are a lot of “experts” in the field 
of forestry today who know just enough 
to be dangerous. Education of those 
in the industry – and outside of it – 
must continue, he said.

“One of the problems we have as 
foresters is that pretty soon you start 
taking things for granted,” Able said. 
“You start thinking, ‘Well, everybody 
knows that.’ But everybody doesn’t know 
that. You may be talking to very intel-
ligent people, but that doesn’t mean they 
know your jargon. They may be com-
ing from a completely different angle. 
Learning to communicate with people 
is a constant problem.”

But get them out among the trees, he 
said, and things are different. The “train-
ing aids” are right there to prove a point. 

There’s also the wonder and beauty of 
nature, and the slightly slower pace just 
might allow for a bit of reflection and 
added insight.

Over time, as Able has shared the sto-
ries of the trees, he also has been willing 
to share his accomplishments and failures, 
something that makes him all the more 
relatable and worthy of trust.

“Sometimes you learn more from fail-
ing and recognizing it than you do from 

any accomplishment,” he said. “It’s good 
to be able to say, ‘Everything worked 
out great.’ But sometimes it’s better to 
say, ‘I did that, and it didn’t work, and 
here’s why.’”

Taking that into account, he pauses for 
a moment when asked what he feels he’s 
brought to the industry.

“Hopefully,” he said, “not a 
headache.” 
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T
urning a portion of my family’s 
tree farm into a maple syrup 
operation had been a dream of 
mine since I started acquiring 

forestland early in my career. My wife, 
Mary Lee, and I finally made that dream 
a reality in the spring of 2001. Since that 
time our hobby operation has grown and 
changed, but one thing remains the same: 
There is no better way to welcome spring 
than making hand-crafted maple syrup 
with family and friends.

Our maple tree farm is located on a 
300-acre parcel of land just outside of 
Tomahawk in north central Wisconsin. 
The predominant forest types are north-
ern hardwood and pine sawtimber. Maple 

INSIDE ACF

EDWARD F. STEIGERWALDT, ACF

trees are plentiful in a picturesque grove; 
in fact, some of the same trees are grow-
ing from the time a previous landowner 
tapped maple trees there about 70 years 
prior. Relics of that old operation can still 
be found in the woods. We chose that site 
to build a small log cabin and an open-
air log sap shack, and production began.

Our operation is an old-fashioned tra-
ditional approach to syrup making. No 
vacuum pumps to extract sap, plastic lines 
or reverse osmosis to separate water from 
sap. Yes, there are some high-tech proce-
dures that can be used for sap collection 
and syrup making. We like tradition.

We carefully select sugar maple and soft 
maple trees for tapping. Trees are tapped 

with 7/16th drill bits, metal spouts and 
a battery-operated drill – a concession 
to progress. Then we hang tapered alu-
minum pails from the spouts and attach 
metal lids to keep out debris. Sap pails 
are collected by hand and emptied into 
5-gallon buckets. These are then carried to 
and emptied into a 100-gallon stock tank 
that is positioned on a small trailer pulled 
behind a four-wheeler. (Unfortunately, we 
have no horses or sleighs.)

Collected sap is then pumped from 
the stock tank to a 140-gallon stain-
less storage tank. This tank is placed on 
a six-foot high platform so the sap can 
gravity-flow into the wood-fired evapora-
tor pan located in our sap house. The fire 

MAPLE SYRUP 
A Steigerwaldt Family Tradition

Tapping trees begins in February.



THE CONSULTANT    2018  13

MAPLE SYRUP: A STEIGERWALDT FAMILY TRADITION

is regularly stoked with hardwood from 
thinnings instead of oil or gas, which are 
used by many other operations. The sap 
house is made from red and white pine 
logs harvested from Steigerwaldt Tree 
Farms’ land. The structure is open above 
the four-foot high walls, so the steam 
evaporates and disperses quickly.

The season begins in February, when 
we tap five to ten trees so we can check 
for any sap run. If there is any at all, it is 
typically short-lived. Most big runs start 
about the second or third week in March. 
We tap between 150 and 200 trees over a 
two-week period as the weather warms 
up. The best sap runs and collection occur 
when nights cool to below 25 degrees 

and days warm to above 40 degrees. It 
is a veritable symphony in the forest on 
those days as a steady plunk, plunk, plunk 
of the dripping sap emanates from all the 
maples, in all directions.

Occasionally there will be really cold 
nights, which leave ice blocks in the 
pails. Big freezes complicate collecting 
and cooking, but the bright spot is that it 
gives us the opportunity to pick the ice out 
of each aluminum pail. All of the sugar, 
then, is concentrated into any unfrozen 
sap, bringing the sugar content of the 
sap up to 5 or 6 percent instead of the 
usual 2 percent. The end result is much 
less cooking evaporation time required 
to produce a gallon of syrup. Instead of 

evaporating 40 to 50 gallons of sap per 
one gallon of syrup production, we can 
evaporate 20 to 30 gallons of sap to pro-
duce one gallon of syrup, saving cooking 
time and a lot of firewood.

Sugar content is always an interesting 
variable from year to year. Usually, it starts 
out the season high and then tapers off. 
Sometimes the ratio of sugar maple trees 
to soft maple trees can have an effect. 
Our testing shows that the sugar maple 
and soft maple have similar sugar content 
early in the season, but then soft maple’s 
sugar content drops fast after two to three 
weeks. Whatever the mix of maple spe-
cies, the first two gallons of finished syrup 
in any season are typically very light in 

Collecting sap is a favorite part of the process for the grandkids.

Warm days and cool nights keep the sap flowing.

We hang tapered aluminum pails from the spouts and attach metal 
lids to keep out debris.

Big freezes concentrate the sugar content of the collected sap.
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MAPLE SYRUP: A STEIGERWALDT FAMILY TRADITION

color while the last few gallons usually 
finish to amber. Syrup contest judges like 
light syrup, but it all tastes great to us.

Once we have collected enough sap to fill 
the storage tank, we begin evaporating the 
sap batch by batch. The early risers will start 
the fire around 5 a.m. with coffee in hand, 
and the day doesn’t end until well beyond 
sunset, with family and friends joining us for 
a big meal and gathering around the evapo-
rators late into the evening. Then we take 
the sap off the evaporator when it is “near 
syrup” – not yet finished cooking, but ready 
to be saved for finishing on another day.

When enough “near syrup” is stored 
up, we devote a weekend to finishing, 
filtering and bottling. A small gas-fired 
stainless steel unit helps control the 
temperature so the syrup can be fin-
ished perfectly. This unit holds up to 10 
gallons, which we boil at 212 degrees 
until the temperature moves up to about 
218 degrees. At this point, we start test-
ing the sugar content with a hydrometer. 
When the hydrometer floats at the special 
red line, the syrup is done.

The syrup is then pumped through 
a filter to remove any impurities and 

then is bottled while still very hot to 
ensure a tight seal. We use a variety of 
bottle sizes and styles to suit different 
preferences.

Our production really depends on the 
season. Some years a fast warm-up stops 
the sap from running and the season is 
over quickly. Other years the weather is 
just perfect and the sap runs for weeks 
on end; in those years we end up dump-
ing out buckets of sap because our crew 
of family and friends is “tapped out” by 
the end. Overall, we gather about 2,000 
to 2,500 gallons of sap to produce about 

The evaporator in the sap shack, hard at work.

Firewood crew on break.
We use a variety of bottle sizes and styles to suit 
different preferences.
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40 to 50 gallons of syrup. This is really a 
lot for a hobby operation.

Maple syrup season is now something 
our whole family looks forward to. Mary 
Lee and I started the operation when our 
daughters, Lee and Julie, were away at 
college and starting first jobs. Now they 
are back home and working for the family 
business, and sharing the tradition with 
their husbands and children. Our grandson, 
Edward, and granddaughters, Jennie, Greta 
and Arden, make up the third generation 
of syrup makers learning the tricks of the 
trade. For them, the highlight, of course, 

to visit us northerners to experience real 
maple syrup production first-hand. 

Edward F. Steigerwaldt is the President and 
CEO of Steigerwaldt Land Services, Inc., 
which just celebrated its 60th year in busi-
ness. A full-service land consulting company, 
Steigerwaldt specializes in forestland man-
agement and inventory, appraisals, resource 
analysis, real estate brokerage and acquisi-
tions for right-of-way projects. Steigerwaldt is 
a family-owned business that employs a staff 
of more than 50 real estate professionals with 
offices in Wisconsin, Michigan and Ohio.

is all the different ways we consume the 
maple syrup, from pancake breakfasts to 
maple pecan ice cream. We’ve also been 
known to make a lunch out of brats cooked 
to perfection in maple sap – something 
special from Wisconsin, indeed!

Maple syrup is a multimillion dollar 
business in Wisconsin, but the enjoyment 
that comes from making the syrup and 
tasting the end product with family and 
friends is priceless. I hope that by sharing 
a little bit about our tradition you may be 
inspired to start your own or, if your for-
ests are not populated with maple trees, 

MAPLE SYRUP: A STEIGERWALDT FAMILY TRADITION

At the end of the season, we let the woods rest for another year.

Lots of hand-split firewood keeps the evaporator going all season.
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INSIDE ACF

TOM STRAKA AND PRESTON DURHAM

Clemson students Austin Harris and Austin Phillips seek advice from ACF member Rob Drummond (left).

The South Carolina Chapter 
and Forestry Students
Developing Relationships and New ACF Members
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One of the seniors in the “capstone” forestry course was asked for some insights on 
what interested the students in ACF. Those insights are below:

Why would a forestry student want to get involved with an organization like 
ACF? The reason centers on networking opportunities with forestry professionals 
and gaining hands-on experience within the profession. ACF members may benefit 
from the student perspective in terms of expanding student involvement in the future 
and in bridging the current disconnect between students and senior professionals.

Clemson students clearly recognize the importance of networking and that ACF 
provides a wonderful opportunity for this. This interest relates to their upcoming 
job search. ACF members are a friendly source of senior-level professional forestry 
contacts. Students report back to fellow students on how easy it is to “connect” at 
an ACF meeting and this is a clear benefit of attending an ACF meeting.

Students also desire opportunities to analyze first-hand the various fields within 
the forest industry before deciding to specialize in one. They like to be exposed to 
options before choosing a career path that best fits their specific needs. Because ACF 
requires such a high level of consulting forestry experience, it is an ideal opportunity 
for students to get an understanding of what consulting will involve.

Students learn how consulting foresters conduct business. They are mentored and 
advised by senior ACF members about interacting with landowners and developing 
a forest management plan that meets the landowner’s objectives. Most valuable was 
developing a long-lasting relationship with local consulting foresters who will likely 
become peers as the students move into the profession.

Students recognized that working with ACF to accomplish a learning goal, while 
gaining hands-on experience with consulting and making professional contacts, was 
invaluable. These types of activities will surely lead to more student involvement in 
ACF and the growth of the organization in the future.

CHAPTER PROFILE

N
atural forests are great for any 
number of ecological reasons, 
but for top yield a forester 
will need to plant a few 

superior seedlings.
The same goes for ACF.
For top membership yield, the focus 

should be on planting some “supe-
rior seedlings” by developing a crop of 
student members. The South Carolina 
Chapter has been doing that for years – 
even before student membership was an 
option – by fostering relationships with 
Clemson University forestry students who 
have an interest in becoming consultants. 
The chapter’s efforts to welcome students 
into the organization have resulted in 
an enthusiastic response that seems to 
be enhancing both growth and yield of 
future ACF members.

It started with making the twice-a-year 
meetings more convenient for students to 
attend, combined with members making 
the students feel welcome. As interest 
developed, ACF members became guest 
lecturers in forestry classes, and now they 
are even helping with the field component 
of the forest management plans course. 
Serendipitously, ACF developed the 

Milliken Forestry CEO Trip Chavis (center) agreed to be the point 
man to work with the student chapter and South Carolina Chapter. 
He and South Carolina Chapter Chair Patrick Lee (right) travelled to 
Clemson to discuss bylaws and chapter development issues with 
Student Chapter Chair Ben Match.

STUDENT PERSPECTIVE

Clemson University forestry students at a South Carolina 
Chapter technical meeting. Standing, from left: Trevor Stamey, 
Ben Hall, Austin Phillips, Christian Ingraham, Jonathan Cantrell and 
Ben Match. Front row, from left: Madison Dominick, John Bryan, 
Matthew Miller.
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CHAPTER PROFILE
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associate member category that allowed 
for student membership. This long-term 
effort is now reaping dividends for the 
South Carolina Chapter.

MECHANISMS TO ENCOURAGE 
STUDENT MEMBERSHIP
The South Carolina Chapter has spring 
and fall technical meetings, usually in 
Columbia (the center of the state) as a 

one-day event. This allows the students 
to leave Clemson very early and just make 
it for the start of the meeting. Student 
registration fees are kept low through 
subsidies. While the technical program 
is important, students also recognize the 
networking opportunity. Members go out 
of their way to interact with the students, 
even providing opportunities for them 
to moderate or introduce speakers. The 

meetings end with a social event, per-
fect for the students to get to know new 
professional acquaintances. The meetings 
are held at a Forestry Commission educa-
tion facility in a state forest among the 
longleaf pines. What better place for the 
students to feel comfortable introducing 
themselves to ACF members?

To expose Clemson forestry students 
to consulting forestry and ACF members, 
the South Carolina Chapter agreed to 
provide management planning oppor-
tunities for Clemson’s Forest Resource 
Management Plans “capstone” course. In 
this field project, students develop man-
agement plans for ACF member client 
tracts. The students meet with the ACF 
forester, who explains the management 
planning process and provides landowner 
contact information. Next, the students 
meet with the landowner to obtain tract 
information and management objectives. 
Then the students do the field work and 
develop the plan. They meet with both the 
forester and landowner and present the 
final product. The forester and landowner 
then provide feedback to the professor on 
plan quality and their impression of the 
students’ professionalism.

ACF members spoke to several forestry 
classes and added a consulting focus to 
appropriate courses. Tom Henderson 
spoke to the forest economics class, for 
example, and ACF President-Elect Mike 
Wetzel lectured at the Management Plans 
course. Both also supplied clients for the 
management planning exercise. Wetzel 
first spoke about the fundamentals of 
forest management plans from a con-
sulting perspective and expectations for 
the class field projects. He closed with a 
discussion on consulting forestry and ACF 
as an organization. He used the “ACF 
Initial Landowner Contact” and “Forest 
Management Plan Checklists” as teach-
ing tools.

Wetzel was peppered with questions: 
How does a consultant get paid? Do you 
walk the tract with the landowner? How 
long did it take for you to prepare this 
plan? (He provided a sample manage-
ment plan.) How do you obtain timber 
volume information for a management 
plan; what level of field work is expected? 
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What do you charge to develop a man-
agement plan? On a timber harvest, do 
you charge on a percentage basis? (This 
led into a discussion on the ethics of 
working on a percentage basis.) How 
often do you talk to the landowner to 
determine when a revision of the plan is 
needed? How do you handle road build-
ing as part of a plan? How do you handle 
wildlife issues? How often do you inspect 
a client’s timber sale?

A dozen ACF members volunteered to 
shepherd the Clemson seniors through 
their field work. The students worked on 
tracts near their homes so they could do 
the field work on weekends. Given the 
geographical breakdown of the class, 
some ACF members were in areas of the 
state where there was no “demand” for 
client tracts. Usually, volunteers con-
sider themselves lucky when released 
from an assignment. Not so in this case. 
Surprisingly, when the notice went out to 
the foresters without assigned students, 
many were sincerely disappointed. This 
project just started a year ago, but next 
year more effort will be made to send 
at least one student to each volunteer 
forester. Besides Henderson and Wetzel, 
ACF members who helped this year were 
Corbin Crittenden, Trip Chavis, Alvin 
Feltman and Steve McMillan.
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THE CLEMSON UNIVERSITY 
STUDENT CHAPTER
These development opportunities paid 
off when the Clemson students found out 
about associate membership for forestry 
students. They realized Clemson had the 
critical mass and interest among forestry 
students for some sort of professional 
association. An idea emerged: Why not 
an ACF student chapter along the lines 
of the SAF chapter?

The idea was broached to SC Chapter 
Chair Pat Lee, who passed it around the 
chapter and up to the national office. 
Chavis was given an assignment to 
flesh out the idea. After guest lecturing 
to the management plans course, Wetzel 
met with the main student organizer to 
summarize the chapter’s feelings. He 
stressed that all members of the pro-
posed student chapter would be expected 
to become associate members of ACF, 
with responsibilities to become aware of 
the ACF constitution, bylaws and vision. 
Later, Chavis and Lee made a special trip 
to Clemson to further develop bylaws 
and to offer encouragement. Chapter 
structure might take several forms, 
from a stand-alone state chapter to one 
closely allied with the state chapter. At 
this point, the chapter is being formed. 
Without the investment in the students 

over the past few years by the South 
Carolina Chapter, no one at Clemson 
would have come up with the idea of a 
student chapter. Sometimes investments 
pay dividends. 

Thomas J. Straka is a professor of forestry 
at Clemson University in South Carolina. 
W. Preston Durham was a forestry senior at 
Clemson and is currently a forestry graduate 
student at Oregon State University.

A Clemson forestry senior in the woods 
doing some of the required field work.
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FEATURE

THE ASSOCIATION 
OF CONSULTING 

FORESTERS

CELEBRATES

ACF’s Objectives and Code of 
Ethics are revised and policy 

and position statements 
clarified. Membership 

rules are changed to 
provide for Candidate and 

Retired Members and 
employees of firms.

The Practicing Foresters 
Institute is established on 

January 1, 1984.

Membership dues are doubled 
to $100 in April to support the 

Washington office. Art Ennis is 
hired for $150 per month and the 
use of a leased car. The office is 

a sublet space from the American 
National Metric Council. Art spent 
$6,000 of his own money because 
ACF needed a computer, and while 

paid for two days a week, he 
worked nearly full time.

Legislative Committee 
Chairman Harry Murphy 

arranges a tax symposium 
sponsored by PFIT and Auburn 
University in cooperation with 

ACF to recommend changes 
in federal taxation. Dues are 

now $250.

1995

Jack Winn is elected the first 
ACF Distinguished Forester. 1993

1983-
1990

1983

ACF enters a Memorandum 
of Understanding with the 

USDA Natural Resource 
Conservation Service 

to streamline members’ 
certification as third party 

technical service providers. 
The West Virginia Chapter 

wins the first Chapter of the 
Year Award.

2004
The Michigan 

Association 
of Consulting 

Foresters merges 
with the Michigan 

ACF Chapter.

2003
The Kentucky 

Association of Consulting 
Foresters invites Lynn 
Wilson, Rick Burgeson 

and Less Ott to address 
its membership on the 
feasibility of becoming 

an ACF chapter. In 
February of the following 

year, the groups merge. 
Members total 638.

2001
The North Carolina Society 

of Consulting Foresters by an 
overwhelming majority votes to 
affiliate with the North Carolina 
Chapter of ACF. ACF sponsors a 

Congressional staff seminar with the 
School of Forestry at Auburn University 

to provide information about the federal 
tax impact on private non-industrial 
forest landowners. Full and Retired 

Members total increases to 466.

1999
Lynn Wilson is 

hired to run the 
ACF national 

office.

1998
ACF keeps pace 
with advancing 

technology by 
launching a web 

page on the 
“World Wide Web.”

1996

1966-1968

President Bill Schofield 
focuses on the need for 

continuing education. 
Course 1 of what became 

the Practicing Foresters 
Institute (PFI) is held at 

the University of Georgia 
in 1968. ACF is first in 
developing continuing 
educational programs, 

including ethics.

1969

Specialization Directory 
is compiled and begins 

production on an annual basis. 
ACF Member Eley Frazer and 

Bill Greaves of the Tennessee 
Valley Authority (TVA) agree 
that the consulting forester 

would negate the need of 
a staff forester for TVA. 

ACF/TVA Project is conceived 
of and carried out.

1972

The USFS finances the 
states providing one-on-one 

services to landowners 
from state employees. One 

state marked as high as 
a million board feet every 

30 days. ACF members 
go to Congress to testify 

before the Appropriations 
Committee to request that 
the situation be corrected.

1973

ACF 
membership 

count reaches 
180 with an 

annual income 
of $6K. Ed 

Stuart continues 
to serve as 
executive 

director.

1976

The ACF Code 
of Ethics 

passes the 
first revision 
since 1949.

1979

At the annual 
meeting, 

$9K is raised 
to fund 

representation 
on the Hill and 

plans for a 
Washington 

D.C. office are 
formed.
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THE ASSOCIATION OF CONSULTING FORESTERS CELEBRATES 70 YEARS

T
his year, the Association of Consulting Foresters (ACF) 
commemorates its 70th anniversary of service helping 
premier forest consultants advance the practice of 
professional consulting forestry. Since its founding in 

1948, ACF has advocated for consulting foresters, provided policy 
leadership, connected members and provided continuing education. 
Through professional and ethical excellence, a belief in a strong free 
enterprise system, commitment to science-based stewardship of 
natural resources and cooperative relationships among ACF foresters, 
the association has and will continue to ensure excellence in the 
practice of consulting forestry.

YEARS

Halsey Hicks from Vermont, Robert Moore from 
Pennsylvania, Clinton Peltier from California, Ed Stuart 
from Virginia and J. Atwood Whitman from North 
Carolina form the Association of Consulting Foresters 
upon failure of the Society of American Foresters (SAF) 
to recognize consulting forestry as a division within SAF.1948

Clemson students form the first student chapter. 
Membership in all categories totals 715.2017

The membership votes to approve an 
amendment to the ACF Constitution 
allowing the creation of a new membership 
category for Affiliate Members. 

2016

The ACF Code of 
Ethics is revised 
for the fourth time 
since 1949.

2015
Ken Kane testifies 
before the House 
of Representatives 
Agriculture Subcommittee 
on Conservation, 
Energy and Forestry 
regarding national 
forest management 
and its impacts on rural 
communities.

2013
The Associate 
Member category 
is created, allowing 
students and 
recent graduates to 
join ACF.

2011
“Lights, Action.... 
Forestry!” ACF sponsors 
Spotlight On: Private 
Forests starring NASCAR 
driver Ward Burton for 
viewing on PBS stations.

2010
Mike Stanford 
and Dean Solinsky 
become the first 
ACF Lifetime 
Members.

2005

ACF approves the same Code of Ethics 
as SAF and is incorporated in the state of 
North Carolina.1949

1950

Bob Moore is elected president; ACF 
makes it first appearance before 
a congressional committee. ACF 
continues growth, becoming recognized 
as a professional society in the field of 
consulting forestry. Members present 
papers at various national meetings. 
ACF opposes the proposed Conservation 
Forest Management service program. 
Senator Harry Bird, Sr. agrees with them 
and the bill fails.1951

Al Hall is appointed 
District of Columbia 
representative 
for ACF while 
publishing “What’s 
Happening in 
Forestry," a flagship 
association 
newsletter.

1956

The ACF Board 
appoints Sy Somberg 
as its first executive 
secretary, tasked 
with producing the 
first edition of The 
Consultant, which 
was published 
February 1, 1956.

1960

Somberg 
is elected 
president. Stuart 
is appointed 
executive 
director. Annual 
meeting is held in 
conjunction with 
SAF meeting.

1962

State chapters 
are formed, 
beginning with 
Georgia, led 
by Chairman 
Jack Hall

1966-1968
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FEATURE

THE DECARBONIZING GLOBAL MARKET
The global marketplace is decarbonizing. Decreasing costs and 
rapidly growing demand for wind and solar energy, electric 
vehicles, renewable biofuels, cellulosic nanomaterials and engi-
neered wood products are lasting trends and highlight the vital 
role of forests and forest products in reducing greenhouse gas 
(GHG) emissions from human activity. However, GHG emissions 
are still rising in several of the world’s largest countries and the 
transition to a low carbon economy will take decades. During 
that transition, voluntary and regulatory efforts to place a price 
on carbon emissions are an important part of the overall strategy 
to curb GHGs, and to spur innovation in low-carbon energy and 
products. The recognition of the environmental and social costs 
of GHG emissions and internalization of these costs into the 
production of energy and products has created a significant but 
momentary economic opportunity for some forest landowners.

In the 2013 issue of The Consultant, we posed the question of 
whether U.S. forest landowners had a viable path to the domestic 
forest carbon market. At the time, the voluntary forest offset 
market in the U.S. was relatively quiet after the demise of the 
voluntary Chicago Climate Exchange GHG trading system in 
2010 and the delayed launch of California’s GHG emissions 
trading program, aka Cap-and-Trade (C&T). Since that time, 
more than six million acres of U.S. forest have been listed for 
development as forest carbon offset projects under California’s 
C&T program. And to date, nearly 60 million forest offsets worth 
more than $500 million have been issued by California’s Air 
Resources Board (ARB).

Forest landowners have received most of this revenue from 
carbon offsets created on their sustainably managed forests. 

DYLAN H. JENKINS, ACF, CF

CARBON OFFSETS 
A Viable Opportunity for Forest Landowners?

While scores of private forest owners of all types, i.e., non-profit, 
family, tribe, corporate, TIMO and REIT, across all regions of 
the U.S. have benefited from this new forest product, would-
be participants still face headwinds in successfully navigat-
ing an ever-changing market for compliance offsets. With the 
assistance of their consulting foresters, many landowners are 
overcoming the barriers to access this potentially significant 
source of forest product revenue. The larger questions today 
are: Does the compliance offset market have staying power and 
should forest landowners participate?

FOREST CARBON OFFSETS DEFINED
Regarding a property’s carbon performance and revenue poten-
tial, forest carbon offsets are fundamentally a forest product. 
Carbon offset production is a function of the same abiotic, 
biotic and managerial factors that influence conventional wood 
product flow and value: climate, geography, length of growing 
season, soil fertility, species mix, genetics and harvest regime.

However, forest carbon markets and offsets are distinct from 
conventional forest product markets in two important ways. 
First, unlike conventional wood product markets that are sup-
ported by the invisible hand of global demand from billions 
of consumers, offsets only exist in the context of either a self-
imposed (voluntary) or government imposed (regulatory or 
compliance) framework that caps and places a cost on GHG 
emissions. In a compliance framework, this GHG emissions cap 
is imposed on either a specific economic sector, as is the case of 
the Northeast’s Regional Greenhouse Gas Initiative on fossil fuel 
based electricity generation across nine Northeastern states, or 
across an entire jurisdiction’s economy, i.e., on manufacturers, 
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CARBON OFFSETS

transportation and fuel refineries, as is the case with the state 
of California. Second, the potential carbon volume that may be 
monetized from a forest is a function of a complex set of rules 
that defines the “additional” (rather than the total) amount of 
carbon in a forest over a baseline scenario.

Whether in the voluntary or compliance offset market, a forest 
carbon offset is created when a landowner’s voluntary action 
results in the sequestration or the prevention of carbon dioxide 
from being released into the atmosphere. This additional carbon 
volume, which is quantified and then monetized, is referred to 
as a carbon offset or credit, measured in metric tons of carbon 
dioxide equivalent (MtCO2e) and is the unit of trade on most 
of the world’s carbon markets.

Forest offset project types include improved forest manage-
ment (IFM), avoided conversion (AC) of forestland to a non-
forest use and afforestation/reforestation (AR). Challenging 
eligibility requirements for AC and high capitalization costs 
and extended ROI horizon for AR make these two project types 
a limited opportunity for most forest owners. At least over the 
next several years, IFM projects will continue to contribute 
most of the compliance offsets demanded under California’s 
C&T program.

As the names of these project types imply, forest carbon 
projects are designed to encourage landowners to manage 
their forests in a manner that increases and maintains forest 
stocking at or above a “business as usual” level. That is, a level 
higher than the landowner could or would have maintained had 
they not committed to the carbon project. Under modern forest 
carbon standards, actions that qualify forests for offset proj-
ects include commitments to maintain forest in forestland use 

(e.g., conservation easements), enrolling in forest certification 
programs, extending rotations, managing for long lived wood 
products and reduced harvesting in special areas or across entire 
ownerships. From the landowner’s perspective, a carbon offset 
project is essentially a supply agreement where the landowner 
is compensated to maintain a minimum stocking level for a 
specified period. From the buyer’s perspective, a forest carbon 
offset is a cost containment mechanism relative to their other 
GHG emission reduction options.

STATE OF THE NORTH AMERICAN  
COMPLIANCE CARBON MARKET
The U.S. carbon market is divided into voluntary and compli-
ance sectors. Voluntary buyers purchase offsets to demonstrate 
corporate social responsibility and strengthen their connection 
to buyers of their products. Compliance buyers purchase offsets 
to satisfy a legal obligation to meet mandatory GHG emissions 
targets. The market for voluntary offsets remains a small fraction 
of the U.S. carbon market. While the global voluntary market 
saw substantial growth between 2005 and 2008, the recession 
and political uncertainty caused it to scale back significantly. The 
voluntary market has recovered somewhat from its low, but sup-
ply has always outpaced demand. In 2016, prices averaged $2.90 
per offset (all project types) and $5.10 per offset (forestry and 
land use projects) with over half of all offsets remaining unsold.

Conversely, the market for compliance offsets continues 
to expand. Compliance markets are driven by industry- or 
economy-wide GHG emissions caps that are mandated by a 
government body. As the world’s sixth largest economy and 
14th largest GHG emitter, California is notable as the largest 

Robert Bradbury, ACF, 
and Adam Trenholm 

of LandVest on the 
Massachusetts 

Audubon IFM Carbon 
Project site verification.
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compliance market in the world allowing the use of forest off-
sets. California implemented its statewide GHG cap in 2013 
with the goal of reducing statewide emissions to 1990 levels 
by 2020. Approximately 600 facilities are now covered by the 
C&T regulation and covered facilities must now account for 
their total annual GHG emissions. In 2016, California passed 
legislation to further reduce statewide emissions to 40 percent 
below 1990 levels by 2030 and in 2017 extended the C&T and 
offset program to 2030.

Through 2020, covered entities may use ARB-issued compli-
ance offsets to meet up to 8 percent of their annual emissions 
obligations. However, the law passed by the California legis-
lature in 2017 that extended the offset program to 2030 also 
reduced covered entities allowed use of offsets from 8 percent 
to 4 percent from 2021 to 2025, increasing to 6 percent from 
2026 to 2030. Further, at least half of the offsets used by a 
covered entity during the 2021 to 2030 program period must 
then be sourced from projects providing “direct” air and water 
quality benefits to California, which is currently interpreted as 
projects based within California.

The unintended, but likely impact is the creation of two dis-
tinct but parallel offset markets. California-based projects will 
now enjoy guaranteed demand while out of state projects could 
generate a surplus of credits. However, the likely reduction in 
allowed use of out-of-state offsets by California covered enti-
ties may be somewhat mitigated by the linkage of California’s 
C&T program to other jurisdictions’ programs. For example, 
Quebec linked with California in January 2014 and Ontario will 
likewise join their C&T program with California and Quebec in 
January 2018. Because the majority of forestland in Canadian 
provinces is Crown owned and forest offset protocols are not 
currently in place in either province, linked Canadian jurisdic-
tions will, for now, likely be net buyers of compliance offsets, 
which is good news for U.S.-based forest projects. Both Oregon 
and Washington state are also currently contemplating C&T 
programs that would link with California, Quebec and Ontario.

Covered entities in California may meet their annual GHG 
emissions goals through a combination of pollution control 
technologies, emissions fees paid directly to the state via the 
purchase of “allowances” and through the limited use of offsets 
as described. The cost of low carbon production technologies is 
decreasing and therefore these technologies are being adopted in 
new energy and manufacturing facilities and facility upgrades. 
However, low carbon technologies are still relatively expen-
sive at $50-100+ per MtCO2e. For GHG emissions remaining 
after adoption of control technologies, entities may purchase 
a combination of allowances and offsets. A limited number of 
California Carbon Allowances (CCAs) are sold at a quarterly 
auction and for most entities satisfy 92 percent or more of their 
emissions obligation. CCAs have a floor price established by 
the state, which as of 2017 is $13.57 per ton and increases by 
five percent plus inflation per year. California Carbon Offsets 
(CCOs) have no floor price, have historically traded at a 15 to 
30 percent risk adjusted discount to CCAs, and are therefore 
the lowest cost emissions compliance mechanism for covered 

entities. From the first CCO issuance in September 2013 to 
October 2017, CCO prices have gradually increased from a low 
of $8.75 to over $12 per offset (Figure 1).

CARBON OFFSETS

Figure 1. California Carbon Allowance and broker-quoted 
California Carbon Offset prices (2013 Q3 to 2017 Q4; 
CaliforniaCarbon.info).

Significant offset transaction costs translate to less than 
100 percent potential offset utilization rates, especially among 
entities with relatively small emissions obligations. Consequently, 
market reporting service CaliforniaCarbon.info estimates 
total offset demand for California’s first program period 
(2013 through 2020) at approximately 180 million tons, less 
than the 220 million tons forecast in 2013. To date, more than 
83 million California Carbon Offsets (CCOs) have been issued 
by the California ARB, of which nearly 60 million are from for-
est projects across the U.S. (Figure 2). Ninety-eight percent of 
forest offsets issued to date are from IFM projects, and most of 
the remaining volume demanded will likewise be supplied from 
IFM. Under the 2021 to 2030 program period where offset use 
will be constrained, initial forecasts by CaliforniaCarbon.info 
and the American Carbon Registry place potential offset demand 
for California in-state, domestic non-California and Canadian 
linked jurisdiction (Ontario and Quebec) offsets at approximately 
70 million, 70 million and 46 million offsets, respectively.

Figure 2. California 
Carbon Offsets issued 
by offset project type 
(2013 Q3 to 2017 Q4; 
CaliforniaCarbon.info).
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While compliance projects based in California have been 
awarded the most forest offsets to date, large volumes have also 
been issued to landowners in Washington, Maine, Arizona, West 
Virginia, Virginia, Michigan and South Carolina, demonstrating 
that private landowners from all U.S. regions are successfully 
participating in the program (Figure 3).

• Sustainable forest management (SFM). For forests that are com-
mercially harvested, SFM requirements include: (1) main-
taining a management plan across all landowner holdings 
that is (a) certified under SFI, ATFS or FSC, (b) prepared 
and enrolled under a state or federal forestry program (e.g., 
Stewardship Program or land use taxation program) or (c) 
adheres to uneven-aged harvest as defined by the offset 
protocol; and (2) that even-aged harvests defined as 50BA 
or less residual stocking be no greater than 40 acres with a 
green-up buffer requirement. It is critical that landowners 
adhere to the SFM requirements from project commence-
ment onward. Failure to follow the SFM requirements will 
make a project ineligible to receive offsets. This is especially 
important for IFM projects during the first reporting period 
when a major portion of project offsets are issued. Project 
owners can minimize their exposure to potential violations 
of the SFM requirement by ceasing commercial harvesting 
during the first reporting period.

THE IFM PROJECT  
DEVELOPMENT CYCLE
At a minimum, end-to-end project development requires an 
integrated knowledge of inventory design and implementation, 
carbon modeling, economic analysis, GIS, verification manage-
ment, and offset marketing and transactions. Whether paying a 
service provider to develop some portions of a project or work-
ing with a turnkey developer like Finite Carbon who is paid a 
success-based fee in offsets, it is important that landowners 
work with a project partner who has the experience to determine 
if a project is viable, establish transparent and clearly defined 
commercial terms, and align incentives between both parties 
to eliminate surprises and ensure project success.

Feasibility. While the compliance offset market has matured 
and many service providers now more fully understand their 
respective roles and the forest offset protocol, the cost of project 
development has only increased, with initial costs exceeding 
$150,000-250,000+ for even smaller projects and long-term proj-
ect maintenance and operations costs starting at $300,000+ in 
today’s dollars. Therefore, before diving into project development 
it is imperative that a landowner receive a realistic and accurate 
appraisal of potential carbon performance before committing 
to the program’s lengthy and exacting requirements.

Feasibility studies can be performed on a fee basis or, if work-
ing with a developer, may come at no charge or obligation to 
the landowner. Most evaluations of project potential are com-
pleted using the owner’s most recent inventory, current forest 
management plan and GIS shape files. Since the inception of 
the compliance program, increasing project cost and complex-
ity has resulted in a rising threshold for project viability. At 
current prices of $11+ per offset, minimum feasibility require-
ments for an ARB IFM project throughout most of the U.S. are 
5,000+ acres, stocking at or above regional common practice 
and conservative management, meaning harvest is less than 
growth when considered across the entire project area. An 
accurate assessment of project potential cannot be overstated 
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Figure 3. California 
compliance forest 
carbon offset volume 
issued by state 
(2013 Q3 to 2017 Q4; 
CaliforniaCarbon.info).

IMPROVED FOREST MANAGEMENT  
PROJECT FUNDAMENTALS
As the world’s largest GHG compliance trading program to 
accept forest offsets, and with increasing linkage to other C&T 
programs, California’s compliance offset program remains the 
most viable path for U.S. landowners to realize carbon offset 
revenue. In addition to the fundamental concept of additional-
ity described earlier, major eligibility and forest management 
requirements for California IFM projects are as follows:
• Ownership. The primary opportunity remains on private 

forestlands, including tribal trust and fee forests. Non-federal 
public forests are eligible, but must adhere to a more strin-
gent additionality standard than that used for private forest-
lands, and that essentially precludes public land participation 
in the program.

• Commencement date. Actions that trigger the start of a 
project include a change in ownership, recording a con-
servation easement or, most common, committing to the 
carbon project itself.

• Location. Forest projects may be developed anywhere in the 
continental U.S., and southeast coastal Alaska.

• Project commitment. Also known as “permanence,” or project 
life, ARB requires that projects maintain credited carbon 
stocks for 100 years. Periodic inventories and verifications are 
required to demonstrate that committed carbon stocks and 
other program conditions are being met and are the primary 
costs associated with program compliance.

• Forest use protection. AC projects require a qualified conserva-
tion easement naming ARB as a third party with standing to 
enforce the easement. IFM projects do not require an ease-
ment, but may receive more offsets if a qualified easement is 
present due to the additional layer of project protection from 
land use conversion. Easements that predate IFM project com-
mencement only impact project performance to the degree 
that the easement restricts harvesting.
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and is key to successful planning and decision making. Our 
firm takes a conservative approach to feasibility, meaning an 
accurate and realistic estimation of offset delivery and pricing 
tempered against a full accounting of project development and 
long-term operations and maintenance costs.

Project development. Once project feasibility has been estab-
lished and a developer engaged, a project is listed with an offset 
project registry. Listing a project, which is akin to obtaining a 
building permit, requires submittal of information regarding 
project type, location, ownership, forest types, and condition 
and estimated performance to the registry to ensure the project 
meets eligibility requirements. After listing, project development 
hits the ground with the design and installation of a carbon 
inventory. Carbon inventories differ from most conventional 
inventories in that all standing above and below ground and 
standing dead carbon stocks must be quantified. Further, data 
must be collected in a manner that allows for the develop-
ment of statistically defensible carbon stock estimates meeting 
the protocol’s demanding requirements and that prepares the 
inventory for initial and long-term verification and monitoring.

Following carbon inventory, the modeling and project doc-
umentation phase begins. Inventoried onsite carbon stocks 
are modeled and averaged over a 100-year project period and 
then compared against the common practice stocking level for 
the region. The difference between the project’s onsite carbon 
stocks during the first reporting period and common practice 
stocking for the region equates to the project’s initial offset 
volume. Thereafter, annual offsets credited to the project are a 
function of how a landowner manages their forest’s net annual 
biological growth. Growth retained in the forest may 
be quantified, verified and sold as additional offsets 
in subsequent reporting periods.

Project development next advances to prepara-
tion of the Offset Project Data Report (OPDR) and 
project verification by an independent auditor. The 
OPDR details all aspects of the project inventory and 
modeling process, asserts the offset volume for which 
the project is eligible and is the primary document 
used for verifier and regulatory review. Like forest 
certification, all offset projects must undergo initial 
and periodic audits by an independent verification 
body that is accredited by the California ARB. The 
verifier conducts a comprehensive site visit to ensure 
that inventory methodologies and field measurements 
match the procedures and support the carbon volumes 
asserted in the OPDR. A desk audit is also conducted examin-
ing the OPDR, ownership records, and other documentation to 
ensure all protocol standards and procedures were followed. Full 
field verifications are required every sixth year and desk audits 
of OPDRs are conducted in intervening years when landowners 
want the regulator to issue annual offsets.

Once a project has been successfully verified, an offset 
verification statement (OVS) is issued to the project reg-
istry which serves as an intermediary between the project 

development team and the regulator. The registry reviews the 
OVS and then delivers all project documentation, including the 
OPDR and OVS, to the regulator for final regulatory review. 
Registration is the final phase of project development and results 
in offsets being issued by ARB to the project owner. Under 
California’s offset program, an OPDR must be submitted to 
the regulator every year attesting that the onsite carbon stocks 
within the project area are being maintained in compliance 
with the offset regulation and protocol.

Offset transactions. Compliance-grade offsets are currently 
in high demand and offset marketing generally occurs well 
before a project is registered and offsets are issued. As a com-
modity, forest offsets may be sold as they are issued by the ARB, 
held for possible price appreciation or a combination of the two. 
There is no commodity exchange for compliance offsets; rather, 
all transactions are direct party-to-party, over-the-counter 
(OTC) trades. Therefore, as with timber, it’s incumbent on sell-
ers to conduct their due diligence and secure knowledgeable, 
experienced and impartial representation when negotiating 
offset sales agreements.

FOREST CARBON PROJECT RETURNS
Like consulting foresters, offset project developers are frequently 
asked to speculate on potential project returns with little prop-
erty-specific data upon which to render an informed opinion. 
While rules of thumb are scarce in the forest carbon industry, 
having evaluated over eight million acres of U.S. timberlands 
and developing more than 30 IFM projects on 2.5 million acres, 
regional performance trends have emerged (Table 1).

A fortunate and unique feature of IFM offset projects among 
other offset types is that a large proportion of total project vol-
ume and revenue is front-loaded for most projects. This is due to 
a conservatively managed property’s initial onsite carbon stock-
ing being above common practice, often to a significant extent. 
Once a project is registered, annual offsets are a more modest 
yield based on site productivity, growth rates and the amount 

CARBON OFFSETS

Table 1. Characteristics of example registered Finite Carbon IFM  
offset projects. 
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of annual growth retained on the project property. In short, the 
more favorable the growing conditions for conventional wood 
products, the more favorable the conditions for forest carbon off-
sets. That said, even the best growing conditions can’t overcome 
management approaches where harvesting regularly exceeds 
growth for extended periods. Conversely, tenures of relatively 
conservative management on large acreages in poorer growing 
conditions can yield exceptional carbon projects.

Forest landowners of all types and from all regions of the U.S. 
have successfully developed and registered forest offset projects 
(Table 2). Offset projects are not a fit for every landowner, nor 
will every forest perform under the eligibility rules and feasibility 
constraints of the compliance offset protocol. But landowners 
from every corner of the U.S. have demonstrated that habitat 
conservation, industrial timber management and carbon yields 
can co-exist on the same property and complement traditional 
financial returns. Many landowners are discovering that con-
servation values and long-term sustainable management can 
have synergy with the compliance carbon offset market.

A VIABLE OPPORTUNITY FOR U.S. LANDOWNERS?
Our experience in the compliance market across the U.S. has 
only reinforced our conviction that active participation of con-
sulting foresters is key to project success. Consulting foresters 
have a deep understanding of their clients’ property, ownership 
goals and management approach. As the landowner’s trusted 
advisor, the consulting forester is in the best position to assist 
the landowner in evaluating carbon opportunities, identifying 
an experienced and competent project service provider and 
serving as the landowner’s liaison during the development 
process. While many consulting foresters lack forest carbon 
development experience per se, they are well-acquainted with 
several of the major components of carbon projects and can 
provide essential development services, specifically initial and 
periodic forest carbon inventories, integration of carbon projects 
into forest management plans and ongoing project accounting 
and reporting support.

Forest carbon revenue can diversify and complement a land-
owner’s portfolio of forest assets and therefore stabilize and 
increase long-term timberland ROI. As both an asset and man-
agement strategy, forest carbon can be well aligned with active 
forest management if applied by knowledgeable practitioners 
in the right situation. However, several factors continue to cre-
ate barriers to widespread landowner participation in carbon 
markets, notably high development and long-term operations 
and maintenance costs, overly complex and dynamic project 
standards and increasing verification and regulatory review 
periods. These barriers exist for all ownerships, but can be 
overcome in many cases with the proper alignment of essential 
property attributes and an experienced project team to guide 
the landowner through the project development process.

The world’s economies will continue to decarbonize and 
forest offsets will be part of that effort. But recent changes 
to the North American compliance offset market leave much 

to be determined and beg the question: Should forest land-
owners participate? Projects originating in California are 
fortunate to have relative clarity on market viability through 
2030. Outside California, uncertainty prevails and forces are 
working to both contract and expand the compliance offset 
market. In addition to increased jurisdictional linkage of C&T 
programs, a possible move toward market expansion is the 
nascent Carbon Offsetting Scheme for International Aviation 
(CORSIA). Significant as the first global GHG reduction pro-
gram covering an entire industrial sector, CORSIA seeks to 
mitigate 1.3 percent of global GHG emissions in 2021 and 
upwards of 25 percent by 2050. Beginning in 2021, many of the 
world’s aircraft operators will be required to purchase offsets 
to account for their increased emissions beyond 2020 levels. 
While CORSIA could create tremendous demand for forest 
offsets, final decisions on qualifying offset project types and 
protocols are still several years away.

While the market for forest carbon offsets has always 
been dynamic, our advice to potential participants remains 
unchanged. Landowners who meet compliance offset program 
eligibility requirements and manage their lands in alignment 
with protocol requirements should assemble an experienced 
team to help determine if an offset project is a fit for their 
property and institutional personality. When the point of deci-
sion arrives, project performance and landowner goals will 
be weighed against current offset rules and relative market 
strength. As the compliance offset market continues to trans-
form and mature, the encouraging news is that this market 
has demonstrably rewarded forest landowners for their com-
mitments to sustainable forestry and appears to have staying 
power. Moreover, landowners can now rely on an industry of 
knowledgeable and seasoned project developers and consulting 
foresters to navigate this evolving market. 

Dylan H. Jenkins (djenkins@finitecarbon.com) is Vice President of 
Portfolio Development for Finite Carbon, which focuses exclusively 
on the development of forest carbon offset projects.

CARBON OFFSETS

Table 2.Approximate first year and annual IFM offset project 
revenue by U.S. region (revenue based on $10/offset).
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R
emember the good old days 
in the South when “timber 
was king”? There was a broad, 
diverse, healthy and competitive 

market. For decades, timber prices were 
strong and rising. Clients were confident, 
even enthusiastic, about spending money 
on reforestation in anticipation of good, 
competitive financial returns and future 
revenue. Every raindrop grew a sheet 
of paper and there was a pot of gold at 
the end of every rainbow. Consulting 
businesses were thriving and the number 
of consultants was increasing. ACF was 
healthy and growing as well.

Today, the South’s forestry community 
has changed. Free market influences that 
produced an abundance of timber and 
a profitable enterprise for growers have 
diminished significantly, at least for a 
time. Over the past few decades, increas-
ing sawmill efficiencies and reforestation, 

including government-sponsored pro-
grams, have created a surplus of timber. 
In addition, the forest industry is con-
solidating and repositioning. Each mill 
now dominates in its respective region, 
i.e., there is less competition. Today a 
landowner’s average timber revenue is 
40-70 percent less than 20 years ago.

The housing collapse logically drove 
lumber prices down, and along with it 
came lower timber prices. Interestingly, 
2009 lumber prices increased and have 
continued upward while delivered log 
prices either remain at 2009 levels or 
declined. There is now a complete dis-
connect between lumber prices and 
log prices. This has never happened in 
modern times. The natural and historical 
landowner reaction to such price behavior 
is to withhold timber from the market 
until prices “return to normal.” Over the 
past eight years the disconnect between 

BILLY HUMPHRIES, ACF

50 years of Forestry in the South
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sawlog prices and lumber prices remains 
and is likely to continue indefinitely. We 
seem to be living in a “new normal.”

What the heck is going on? Let’s take 
a glimpse at the past 50 years. History 
may not be a predictor, but combined 
with some economic principles, it will 
help us understand the future of our 
forestry community.

THE PROMISED LAND, A LAND OF 
MILK AND HONEY…1970-1990
The timber industry was expanding. The 
development of new glues and processes 
brought southern pine plywood into 
being and opened new markets for tim-
ber. Family-owned mills remodeled and 
increased capacity as the demand for tim-
ber increased. Small log processing tech-
nology emerged, calling itself chip-n-saw, 
a process that generated lumber plus chips 
for expanding paper mills. Prices for all 

forest products were rising and whole 
tree logging and better mill utilization 
left less waste and contributed to lower 
reforestation cost.

Private non-industrial landowners 
responded and began planting more trees. 
Genetic research increased the quality of 
trees that grew faster, straighter and more 
resistant to disease than ever, thereby 
increasing lumber outturn from the same 
load of logs. Herbicides replaced bulldoz-
ers for site preparation, leaving fragile 
topsoil intact. Domestic consumption 
of forest products increased. Export and 
import of forest products increased. Times 
were good. The free market economy was 
thriving, rewarding growers, foresters 
and processors alike.

During the latter half of this period, 
pulp and paper mills came under pres-
sure from Wall Street to separate their 
timberland from manufacturing. Paper 

companies were seen as good manufac-
turers, but not so efficient at maximiz-
ing returns from their forests. The pulp 
and paper industry was encouraged to 
divest itself of timberland, thereby allow-
ing more efficient investment owners 
to produce timber. Hence, by the mid 
1980s the Timberland Management 
Organization was born.

The first Timberland Management 
Organizations (TIMOs) met lim-
ited success in the first few years, but 
they persisted in educating investors 
(mostly pension funds). Slowly but 
surely, investment capital began to flow 
into timberland.

TIMBER KINGS GROW CROPS FOR 
THE MULTITUDES…1990-2000
Bowing to the pressure from Wall Street 
to sell, forest products companies, with 
approximately 20 percent of the South’s 

CHANGES OF BIBLICAL PROPORTIONS
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productive timberland, began offering 
lands for sale. TIMOs with bundles of 
pension fund cash were ready buyers. By 
the end of the 90s a considerable por-
tion of industrial lands were owned by 
investors, mostly large pension funds. 
Eventually, publicly traded Real Estate 
Investment Trusts (REITs) also emerged 
to serve the average investor who wanted 
to own an interest in timberland without 
taking on the management responsibility 
required by outright fee simple purchases.

Competition for timber (sawlog and 
pulpwood) came from a broad and stable 
market of private family-owned mills and 
large publicly owned mills. Competition 
for timber in some market areas was 
almost brutal, yielding 10 to 15 bids for a 
single timber sale offering. Bid openings 
almost became social occasions. Timber 
prices continued to rise. Timberland 
owners were happy and experienced 

increasing revenue and returns on their 
investment. With the prospect of a bright 
future in growing timber, tree planting 
increased, and cultural practices became 
more intense and more frequent. Market 
incentives were working to produce more 
and more. Also, government programs 
with “free money” encouraged even 
more planting on wild lands as well as 
surplus cropland.

Markets for fuel wood expanded in the 
form of chips as well as pellets for export 
and domestic use. Computerized technol-
ogy improved sawmill production and 
efficiency, thereby producing even more 
lumber from the same log.

Pulp and paper company forests, once 
managed on a short rotation to produce 
a high component of pulpwood, are 
now owned and managed by investors 
and their advisors. Along with a change 
in ownership came a change in forest 

management strategy, a shift to longer 
sawtimber rotations. This was a big shift 
in management strategy for 20 percent of 
the most productive lands in the South. A 
wall of sawtimber was quietly in the mak-
ing, but still far away below the horizon.

By the late 1990s timber – particularly 
sawlog – prices were at an all-time high 
across the South.

CHARIOTED WARRIORS STORM 
THE KINGDOM…2000 TO TODAY
During the early part of this new century, 
pulp and paper mills continued to divest 
of their timberland and institutional 
investors continued to buy. Eventually, 
the pulp and paper industry became 
manufacturers exclusively. Another huge 
change was quietly occurring. No longer 
bound to a particular location by their 
timberland base, mills began restructur-
ing and repositioning for the future.

CHANGES OF BIBLICAL PROPORTIONS
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Forest products companies were selling 
sawmills here and buying mills there, 
positioning themselves for a future that 
would result in mills dominating their 
respective geographic timber supply 
regions, resulting in less competition and 
lower wood cost to their mills. During this 
period the housing bubble burst, sending 
real estate prices spiraling downward, 
followed by lumber and timber prices.

During the economic depression, 
many small, less efficient family-owned 
mills closed, while larger, more mod-
ern mills were sold. Georgia mill sales 
went mostly to Canadian sawmill opera-
tors; one Canadian company now owns 
seven mills in Georgia and their Canadian 
cousin recently purchased an additional 
six sawmills. Five or six mills that once 
competed with one another for sawtimber 
are now owned by one or two sawmill 
operators. As competition declined, so 
did timber prices irrespective of rising 
lumber prices. In Georgia, sawtimber 
that in the late 1990s sold for $70/ton 
now sells for $25/ton, which, coupled 
with more restrictive log specifications, 
effectively reduces prices even more and 
generates more waste that was once 
merchantable material.

REFLECTING ON THE EVENTS
First, foresters have done a tremendous 
job of growing trees – some might say 
too good. We now have a huge surplus 
of wood; according to a recent timber 
supply report, this surplus will continue 
to build over the next 20 years, assum-
ing existing mills continue to run at or 
near capacity. Remember Economics 101? 
Scarcity creates value. Timber is no longer 
a scarce commodity, and timber prices 
reflect that fact.

Second, sawmill operators have 
acquired, consolidated or repositioned 
so that their mills dominate a respective 
timber supply area. Whether by design 
or happenstance, the effect is the same: 
there is little or no competition for saw-
logs in many areas of Georgia. The major 
sawmills set the price and the smaller 
operators (if they exist) follow the major 
mills’ lead. Competitive bidding for a tim-
ber sale is essentially a thing of the past. 

Domestic mills have repositioned and 
Canadian sawmill companies have moved 
into the South and dominate their geo-
graphic timber supply areas. They control 
the market, pay as little as possible for 
logs and sell lumber at the highest pos-
sible price. That’s the American way. No 
wonder businesses love it here in America.

In the past, landowners participated in 
the market. Timber prices closely tracked 
the ebb and flow of lumber prices. This 
relationship no longer exists. With insig-
nificant or no competition, landowners’ 
timber prices are now set by the mill, not 
by the ebb and flow of the marketplace for 
lumber. How can this happen? It’s a big 
subject open to considerable discussion, 
but it can be summarized in one sentence: 
The “wall of wood” is now above the hori-
zon; future timber supply far exceeds the 
drain or demand.

What is the landowner’s reaction? 
There is a growing reluctance in the pri-
vate sector to spend money for intensive 
culture and expensive reforestation in 
the face of today’s low timber prices and 
monopolistic timber sale environment. 
In regions where sawlog prices are low, 
but pulpwood prices are still somewhat 
competitive, landowners are planning for 
shorter pulpwood rotations. Meanwhile, 
government continues to feed tax subsi-
dies to landowners to encourage more tree 
planting. This ill-advised, non-market 
influence to plant more trees further 
exacerbates the oversupply problem. It’s 
the classic definition of insanity: “If you 
continue to do the same thing, you will 
continue to get the same results,” in this 
case an oversupply of timber.

Does anyone remember when there 
was a fear of a timber shortage? For 
30 years my uninformed city friends have 
been saying, “With the number of log 
trucks I see going down the road, there 
won’t be a tree standing in 10 years!” How 
about signatures at the bottom of email 
messages: “Save our forest, don’t print 
this document”?

THE FUTURE AND BEYOND...
SEARCHING FOR A SAVIOR
What will happen in the future? If we 
believe in the free market system, then 

we must also believe that a surplus tim-
ber supply will attract new forest prod-
uct industries, and/or existing mills will 
substantially increase production, prob-
ably both. This will eventually reduce the 
surplus, increase competition and cause 
sawlog prices to rise to a profitable and 
sustainable level for both growers and pro-
cessors. One thing is certain, the absence 
of competitive financial returns will lead 
to less investment, less forest management 
and therefore less timber production. Price 
is the great sustainer, the great negotiator. 
Price balances supply and demand.

Enthusiasm for timberland investment 
has and will continue to decline – for a 
time. Money follows opportunity, and if 
timber is no longer viewed as a profitable 
opportunity, money will naturally flow to 
alternative investments. This is especially 
true for the new “investor class” (TIMO) 
that currently owns/manages approxi-
mately 20 percent of the South’s most 
productive timberlands.

Large landowners who have histori-
cally been driven by timber revenue may 
not get out of the business, but they will 
change their management strategy by 
reducing forest management expendi-
ture (less intensive cultural practices) 
and altering rotation lengths and target 
product objectives.

In the distant future – say 2040-2050 – old 
man scarcity will again appear and pres-
sure timber prices to rise. If you are under 
60 years old, you may be a witness to this 
event. If you are over 60, maybe your chil-
dren will “drone” you over your woods 
to watch a harvest that has returned 
to profitability.

No, I’m not a prophet, but I do believe 
history is a good teacher, and that in a free 
market economy, economic principles are 
the gospel. 

CHANGES OF BIBLICAL PROPORTIONS
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In both forest and aquatic ecosystems, lots of downed, dead wood can indicate a healthy ecosystem. Log jams are great habitats for fish.
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B
ryan Burroughs, Ph.D., has come 
to a rather surprising conclusion 
of late – and it’s one he’s more 
than happy to share with any 

forester who will listen.
“I did not have this in my head a 

year ago,” admits Burroughs, Executive 
Director of Michigan Trout Unlimited. 
“But it’s heartfelt and sincere now: I try 
to leave foresters with a genuine appre-
ciation that they, in all likelihood, have a 
greater ability to ensure our grandchil-
dren have healthy watersheds and trout 
streams than I do as a fisheries conserva-
tion person or fisheries biologist.”

That conclusion has come as a result 
of Forests for Fish, a three-year initiative 
aimed at bringing together landowners, 
anglers and natural resource profession-
als for greater understanding. Managed 
by the Michigan Department of Natural 
Resources (DNR) with funding by the 
U.S. Forest Service’s State and Private 
Forestry, it’s a partnership between 
the DNR Fisheries Division, Michigan 
Trout Unlimited, Michigan Tree Farm 
Committee, Michigan Association of 
Timbermen and Michigan Association 
of Consulting Foresters.

Now more than a year in, the program 
has offered financial incentives and other 
benefits in which each group can take 
part. But already, those involved say, 
they’ve gained more than expected.

Sure, Burroughs was aware of the 
technical aspects of the relationship 
between forests and streams, but the 
more he reflects on it, he said, the more 
possibility he sees for even greater 
collaboration.

“There are a hundred ways that forests 
around the stream and in the watershed 
make a healthy flow regime, so it affects 

the way water gets into a river and at what 
speed and pace,” he said. “It affects the 
leaf litter that goes in that drives the entire 
ecosystem of the stream, the whole food 
web, and the trees that die and fall into 
the river.” 

In Michigan, he continued, because 
of the topography and geology, the trees 
that fall into the river “have everything to 
do with the shape and complexity of the 
habitat that’s available in the river. In 20, 
50, 75 years from now, the decisions that 
have been made by landowners and land 
management plans are really what will 
make or break whether we have enough 
healthy fisheries.”

Fisheries people are lucky, he said, if 
they can pull together a five-year strategic 
management plan. But foresters tend to 
have a longer view – and one that can 
benefit all involved.

“This has been a wonderful opportu-
nity to be proactive and productive with 
another group that has a great deal of 
influence over the success of something 
that we care about: cold-water fish,” 
Burroughs said. “Salmon, steelhead trout, 
they’re really very intolerant of lots of 
stressors in their environment. They’re 
wonderful and beautiful, but they do 
require very healthy, high-quality con-
ditions to persist. And there are a lot of 
things we do on the landscape and in 
the world that seem to go against them.”

Different conferences and meetings 
have provided the opportunity to talk “at 
great length about how forests play a role 
in creating watersheds and fisheries,” he 
said. “And one of the most exciting things 
about working together is that I get to tell 
the story of how forests are absolutely 
essential and incredibly tightly linked to 
healthy watersheds in Michigan.”

He doesn’t believe foresters fully 
recognize their impact on watersheds 
and streams – and the general public 
doesn’t make the connection, either. 
Mike Smalligan, Forest Stewardship 
Coordinator for the Michigan DNR, tends 
to agree.

“That’s why my tagline for this proj-
ect is, ‘Forests provide abundant clean 
water and quality fish habitat,’ Smalligan 
said. “I don’t think people think that 
way. Americans think clean water comes 
from their kitchen faucet. As our soci-
ety becomes more urbanized, we’ve all 
become more disconnected from nature.”

Even as a forester – one recently hon-
ored with the 2017 National Leadership 
Award from the American Tree Farm 
System – Smallington admits he hadn’t 
fully made the connection. “I see a forest 
as a bunch of trees that might be con-
nected with the soil. And as a forester, 
I’m perfectly happy when those trees 
are not connected with the soil because 
they’re on their way to the mill, and that’s 
what pays the bills. I think of water as 
something different, something ‘other.’ 
But I’m learning to retrain myself to look 
at forests, soil, water and habitat as more 
integrated ecosystems – to think of water 
as part of the forest and not something 
separate from it.”

In recent years, Smalligan said, he had 
started hearing foresters in other areas talk 
about water. But they still weren’t talking 
about it in his state – a state, incidentally, 
with some 76,000 miles of streams and 
25 million acres of water, which exceeds 
the 20 million acres of forest.

“Here we are, surrounded by the Great 
Lakes,” he said. “We have a lot of water 
here. So much water, in fact, that my per-
ception is that we take it for granted as 

FORESTS FOR FISH

Forests for Fish
In Michigan, Foresters and Anglers are 
Learning from Each Other.
FIONA SOLTES
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foresters. I wanted to do a project to help 
foresters, loggers and landowners think 
about and talk about water quality. Trout 
Unlimited is one of the major partners 
because, even more than foresters, fisher-
ies biologists spend a lot of time think-
ing about how land management impacts 
water quality and fisheries. They’re turn-
ing out to be a very good partner to help 
loggers, foresters and landowners think 
about the impact immediately onsite, on 
property, as related to managing forests, 
as well as the potential benefits and harms 
to the downstream part of the ecosystem.”

It’s been fun to learn more about fisher-
ies biology, he said, and he’s had “a-ha” 
moments of his own. Among them, the 
realization that a fisheries biologist likes 
a messy stream just as much as a forester 
views what looks like a messy forest as 
diverse and healthy. “Culturally, the public 
thinks a park-like effect is good,” he said. 
“But in both forest and aquatic ecosystems, 
messy with lots of downed, dead wood 
can actually be a very healthy ecosystem.”

As an avid canoer, he said, “I know I 
like to see streams that don’t have a lot 
of wood in them, because I don’t want to 
have to get out of my canoe to prevent 
tipping over when I’m going over a log 
jam. But from a fisheries biologist’s per-
spective, those log jams are great habitats 
for fish.”

As the Forests for Fish project contin-
ues, lessons and advice will be available 
for study; the hope of both Smalligan 
and Burroughs is that the collaboration 
will lead to greater awareness, increased 
adherence to best practices and proactive 
creative solutions. Extension bulletin-
type materials will be available to a vari-
ety of audiences.

“One of the things we realize is that 
BMPs (best management practices) are 
not universally required or mandatory,” 
Burroughs said. “They’re still voluntary. 
There is still a real cost associated with 
doing things in an ideal manner. Through 
some of these communications, I think 
we’re leaving folks with a greater appre-
ciation of why the ideal way is the right 
thing to do and that it does make a differ-
ence. I really hope these landowners and 
foresters can at least take an appropriate 

level of extra pride that is rightfully theirs 
when they do pay the cost to do things 
the right way. And I hope they know other 
people recognize that, and know what 
they’re doing.”

In years two and three, Burroughs said, 
he hopes the effort can move past the 
“101 course” in basic communications, 
“and get into real, back-and-forth dialog 
about how we can do better.”

One example is with buffer or riparian 
management zones, which traditionally 
have meant, “Please do not do anything 
within this distance of the river, because 
you can cause a lot of problems,” Burroughs 
said. “Essentially, a lot of the best manage-
ment practices are set up to say, ‘Would 
you just please stay out of these areas?’ 
But it’s already popped up with some of 
the consulting foresters; now it’s, ‘Let’s 
roll up our sleeves and go past that.’ What 
are some active things we can do within 

those zones to go much further than a ‘do 
no harm’ perspective? What can we talk 
about that would do extra good?”

It could be a great discussion to explore 
what kind of trees actively should be 
planted rather than shouldn’t, he said.

“If we don’t do anything, it might be 
tag alders,” said Burroughs. ”But those 
come with some issues. There’s some 
argument about aspen along those areas. 
But that sometimes promotes beavers, 
which can be good and bad. Is it ash? Is 
it elm? Those might die off, but that actu-
ally might not hurt. We like trees dying 
and falling into the river after 20 years. 
We don’t want to wait 75 or 100 years. 
But we also need shading, so is it cedars? 
Fisheries people are not very good with 
their trees. That’s just one minor exam-
ple. There’s a lot of fun to be had learning 
from each other about how we can move 
past the point where we are.” 

FORESTS FOR FISH

A bald eagle perches on a snag looking for salmon along the Betsie River in 
Benzie County, Michigan.
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T
hirty-seven growing seasons 
ago, in January of 1980 and at 
31 years of age, I purchased a 
16-acre parcel that included a 

4-acre cornfield and 12 acres of woods. 
My primary purpose was a long-term 
timber production investment. I also 
decided to track the growth of the timber 
and the cost and income from sales, so 
that someday I could write an article 
such as this. I paid $1,150 per acre for 
16 acres. I planted the 4-acre cornfield 
to trees in the spring of 1981. Of the 
remaining 12 acres, 1.5 acres was a 
stand of young elm. I sold the elm as 
firewood and planted black walnut. 
These 5.5 acres of tree plantings are 
doing very well and will be a good 
topic for a future article; however, this 
article is about the productivity of the 
remaining 10.5 acres of woodland.

This woodland is located on rolling gla-
cial till sandy loam soils, making it a little 
better than the average timber producing 
site for northern Indiana. This woods has 
a small stream that has water flow only 
during wet periods and a log yarding area 
of about one-half acre within the woods 
and next to the county road. 

FEATURE

Richland Township Woods, North Central Indiana
BRUCE WAKELAND, ACF, CF

66 trees, having 19,404 bd.ft. Thirty-five 
of them were over-mature hickory with the 
rest being largely defective oak. After the 
harvest, I did timber stand improvement 
(TSI) work to complete the harvest open-
ings, kill cull trees, cut grapevines and to 
do some crop tree release among the pole 
sized trees. The income from the sale, after 
deducting consulting forester, timber sale 
and TSI cost, was $2,919, or $278/acre.

I conducted my second timber sale 
in 1995. This was also an improvement 
type harvest including 99 trees, having 
22,396 bd.ft. Doyle. Fifty of these trees 
were hickory and the other 49 were again 
mostly lower quality oak trees. I also did 
TSI after the harvest, completing regener-
ation openings and crop tree release. The 
income from this sale, after consulting 
forester, TSI and sale costs were deducted, 
was $3,934 or $375/acre. 

In 1997, after this second harvest was 
completed, I did my second 100 percent 
inventory of the merchantable timber and 
found 4,923 bd.ft./acre having a value of 
$2,277/acre. The beginning 1980 volume 
had been 5,320 bd.ft./acre with a value of 
$1,010/acre. That worked out to a growth 
rate of 224 board feet per acre per year, 
which is a volume growth rate of 3.5 per-
cent per year. The value per acre was now 
2.25 times greater than the beginning 
value. After 16 growing seasons and two 
timber harvests, I was just 400 bd.ft. per 
acre below my beginning timber volume, 
but my timber quality, species mix and 
timber value were now much better. 

In 2017 I did my third 100 percent inven-
tory of all merchantable trees. It had been 
20 growing seasons since the last inven-
tory with no timber harvested in between. 
The timber volume went from 4,923 bd.ft. 
per acre in 1997 to 10,190 bd.ft. per acre in 
2017. That works out to 263 bd.ft. per acre 
per year, for an improvement of nearly 

Previous owners had high grade har-
vested the woods and had periodically 
grazed livestock there. This resulted in 
the overstory being dominated by hickory 
and low-quality oak. Hickory is a slow 
growing and lower value species, making 
it a poor tree to have as the main species 
in a timber investment woodland. 

The younger trees were much more 
encouraging and the main reason 
I bought the property. These younger 
trees were mostly eight to 12 inches DBH, 
and included many quality black walnut 
and black cherry. My 100 percent inven-
tory of all merchantable trees 12” DBH 
and larger showed there to be 5,320 board 
feet per acre Doyle scale at the time of 
purchase. I appraised the 1981 beginning 
volume to have a stumpage timber value 
of $1,010 per acre. The beginning volume 
included 13 species, of which 35 percent 
was hickory. This woodland was produc-
ing well below its potential because of a 
poor species mix, low timber quality and 
a less than ideal stocking level among 
over story trees.

My first step in the management of this 
woods was to have an improvement type 
timber sale in 1981. This sale included 

CASE STUDY
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CASE STUDY: RICHLAND TOWNSHIP WOODS, NORTH CENTRAL INDIANA

statement for the value of good timber 
management, because a 35 percent stand 
of hickory and defective oak would not 
have come close to these earnings. 

40 bd.ft./ac/yr. from what it was during 
the first 16 years of my ownership. The 
species mix had gone from 35 percent 
hickory in 1980 to 6 percent hickory in 
2017. Black cherry (23 percent), white oak 
(21 percent), black walnut (16 percent), red 
oak (10 percent) and burr oak (10 percent) 
were now the main species. My appraisal 
of the timber value went from $1,010 per 
acre in 1980 to $8,490 per acre in 2017, 
and that is after $754 per acre had been 
sold in the two timber sales. Considering 
2017 timber values, and the current tree 
species and timber quality in this woods, 
the current growth rate of 263 bd.ft. per 
acre per year works out to $219 per acre 
per year of timber growth. 

After the 2017 inventory, I conducted 
my third timber sale. I sold 119 trees hav-
ing 41,640 bd.ft.. The main species in this 
sale were white oak, black cherry, red oak, 
burr oak and walnut. Trees were selected 
based mostly on economic and biologic 
maturity, and with the idea that the next 
sale would be in 10 years. I would call this 
a fairly high-quality sale, which included 
three white oak and three black walnut 
that I estimated to have veneer quality. 
After deducting the consulting forester 

sale costs, the income was $33,590, or 
$.80/bd.ft. That is a long way from the 
1981 sale that got $.16/bd.ft. That is an 
increase of five times the value per bd.ft. 
received because of increases in timber 
prices over time and an improvement of 
the species mix and timber quality sold.  
This is strong evidence that good timber 
management pays. 

This woods has been a good invest-
ment. If you factor out the land value and 
just consider the timber values, my 1980 
to 2017 investment has earned an annual 
compound interest rate of seven percent 
per year, which I think is quite good. I 
also think this case study makes a strong 

Bruce Wakeland 
founded Wakeland 
Forestry Consult-
ants in 1976 provid-
ing tree planting, 
timber sales, tim-
ber stand improve-
ment and timber 
appraisal services. 

He is a woodland owner and an American 
Chestnut Foundation Director.

Inventory trees/acre bd. ft./acre $/acre % Hickory

1981 29.3 5,320 $1,010 35

1997 33.1 4,923 $2,227 6

2017 40.6 10,190 $8,490 5

Harvest trees/acre bd. ft./acre $/acre % Hickory

1981 6.3 1,848 $278 53

1995 9.4 2,133 $375 50

2017 11.3 3,965 $3,199
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I
nvasive species – they’re bad, they kill 
native species, they cost us money. We 
hear these statements all the time. So, 
what, exactly, are invasive species? 

Where do they come from? How do they 
affect us? What can we do about them?

Anything – plant, animal, fungus – not 
originally from this country is consid-
ered an exotic (or alien or non-native) 
species. But an invasive species has two 
characteristics: it’s not from this coun-
try and it’s doing great damage from a 
financial or ecological perspective. Maybe 
it’s contributing to the death of native 
trees or greatly reducing the amount of a 
tree growth in a stand. In either case, it’s 
causing measurable damage. This is what 
differentiates invasive species from alien/
exotic/non-native species.

Forests across the United States are 
under constant threat from invasive 
species. We live in an era where cross-
continental travel and trade is at an all-
time high, and will likely keep increasing. 
In nearly all cases, invasive species are 
inadvertently (though sometimes on pur-
pose) brought here by humans, usually in 
shipping containers or on airplanes. Once 
here, they’re often spread by movement 
of infected material (especially wood or 
wood products) by people, like hauling a 
load of firewood from one place to another. 
In fact, this mode of invasive species trans-
portation is so common there is a major 
program in the U.S. and Canada called 
the “Don’t Move Firewood” program 
(https://www.dontmovefirewood.org/).

Let’s take a look at some of the most 
important invasive species in U.S. forests 
and what we can do to better manage 
them once they’re there or, better yet, 
prevent them from ever getting there in 
the first place.

Many management strategies involve 
the use of pesticides. Always read and 
follow the herbicide label for specific 
information concerning applications 

FEATURE

near water and in grazed areas, non-
target injury, specific rates and applica-
tion guidance. Keep in mind that it is 
illegal to use herbicides in a manner that 
is inconsistent with the label. It is highly 
recommended to contact a professional 
when working with herbicides. A free 
publication on invasive plant manage-
ment is available at https://www.srs.
fs.usda.gov/pubs/36915.

INVASIVE PLANTS
Shrubs
The two most common invasive shrubs 
impacting forests in the U.S. are privet 
(Ligustrum spp.) and bush honeysuckle 
(Lonicera spp.).

Privet (There’s a Chinese and Japanese 
type; both are in the U.S.) was originally 
brought to the U.S. back in the 1700s as a 
landscape plant and is still a commonly 
planted shrub, used in hedges and land-
scapes all over much of the southeastern 
U.S. But if allowed to grow, this shrub 
will produce lots of berries that birds 
gladly eat and spread to new areas (after 
the digestive process has occurred). This 
has contributed to the rapid spread of 
privet in natural areas, where it crowds 
out native plants. Just having privet 
(instead of native plants) contributes to 
a reduction in butterflies, bees and other 
pollinators. While birds readily eat the 
fruit, they get very little nutritional value 
(think of privet seeds as fast food for 
birds – tasty, but not very good for them).

Honeysuckle may be the most widely 
distributed invasive shrub in the U.S., 
and is spread similarly to privet. There are 
several non-native species (collectively 
called “bush honeysuckles,” they include 
Japanese, Amur, Morrow’s, Standish’s 
and Sweet-breath-of-spring), all of which 
have a similar life history and impact on 
forest systems. These, like privet, were 
introduced as ornamentals in the mid 
to late 1800s.

Privet and bush honeysuckle shrubs 
are detrimental in commercial forestry 
situations. In areas with a lot of inva-
sive shrubs, measures have to be taken 
to remove the plants before commercial 
trees are harvested. If this doesn’t happen, 
they will completely take over the area 
the minute the mature trees are removed, 
and it will be nearly impossible to replant 
trees in that area until the invasive shrubs 
are eliminated.

Privet is the first thing to green up 
in the spring, and easily visible in most 
understory areas. This particular trait 
makes privet most effectively managed 
with early spring foliar applications of 
herbicide (a 3-5 percent glyphosate solu-
tion works well). Cut-stump applications 
of glyphosate (at least 20 percent) or tri-
clopyr amine (at least 8 percent) also work 
well for both privet and bush honeysuck-
les any time of the year except spring 
(because at this time the plant is moving 
fluids upward in the stem, not down to 
the roots). In some cases, repeated fires 
can kill bush honeysuckle seedlings and 
will top-kill established plants, which 
will resprout. For these and all invasive 
plants, plan on multiple years of treatment 
to eradicate the population, as there is 
often a healthy seed bank waiting for an 
opportunity to sprout.

Trees
Tree-of-heaven (Ailanthus altissima) was 
first brought to the U.S. in the late 1700s 
as a landscape tree and is now common 
throughout much of the continental U.S. 
Tree-of-heaven spreads by root sprouts 
(especially after being cut) and by seed. It 
was recently found that a 40-year-old tree 
could produce about 10 million seeds over 
its lifetime. This tree grows incredibly 
fast and produces chemicals (called alle-
lopathic chemicals) that inhibit growth 
of other plants. While the trees aren’t 
shade-tolerant, they are extremely good 

Invasive Species
DR. DAVID R. COYLE
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at being the first to colonize light patches 
from blowdowns or harvests, and that’s 
all they need to get established and limit 
growth of native, more commercially-
relevant tree species.

Chinese tallow tree (Triadica sebifera), 
believed to be brought to the U.S. by 
Benjamin Franklin in the late 1700s, was 
initially envisioned as an agricultural 
crop (the high tallow concentration in 
the seeds was to be used in a growing 
soap industry). Unfortunately, that didn’t 
work out, and the tree became arguably 
the worst invasive tree in the U.S. It is a 
prolific seed producer (a mature tree can 
produce up to 100,000 seeds per year!), 
and sprouts readily from cut stumps or 
root suckers. Because of its bright red fall 
foliage, some people still like Chinese 
tallow as a landscape tree. The tree can 
form dense thickets, crowding out native 
vegetation and even negatively impacting 
vertebrates like amphibians because of 
the chemistry of the decomposing leaves.

Fire is rarely an option for invasive tree 
control, as most invasive trees respond 
to fire stress by vigorously resprouting 
(though there is limited evidence pre-
scribed fire may reduce tree-of-heaven 
seed germination rates). As such, 
mechanical methods and chemical con-
trol are most often recommended. Foliar 

applications of 2 percent imazapyr or 
triclopyr to seedlings can be effective, 
while basal bark treatments of 25 per-
cent triclopyr ester have also been proven 
effective. Several chemical options are 
available for cut-stump control.

Grass
Cogongrass (Imperata cylindrica) – one of 
the worst invasive weeds in the world – 
is native to Asia and was introduced to 
the southern U.S. both unintentionally 
(as packing material) and intention-
ally (as potential forage for livestock). 
Cogongrass spreads through rhizomes 
and, to a lesser extent, by seed. It forms 
dense monocultures and competes with 
trees for water and nutrients. There is 
evidence that dense cogongrass cover 
can reduce tree fine root growth and 
native plant regeneration. Cogongrass 
burns readily and extremely hot – hot 
enough to kill fire-tolerant tree species 
like longleaf pine – and for this reason 
fire is not a viable control option. Multiple 
treatments of chemical (glyphosate/ima-
zapyr) are required to eliminate cogon-
grass once an infestation has occurred. 
Due to the severity and spread potential 
of this weed, it is highly recommended to 
contact a local state or extension forester 
for assistance. In many cases, there are 
programs to help combat cogongrass in 
forestry settings.

Vines
Several invasive vines can be problems in 
forest settings. Generally, they are a prob-
lem on forest edges and in clearings. Their 
impacts vary depending on the size of the 
forest trees. In younger stands, invasive 
vines can grow over the top of trees, act-
ing as a blanket that blocks sunlight and 
bends/injures terminals. In older stands 
the weight of the vines can cause branch 
breakage, and in some cases old, dead 
vines can act as fire ladders, providing a 
means for a fire to reach the tree canopy.

Wisteria (Wisteria spp.) is an invasive 
vine that was originally used as an orna-
mental plant. There is a Chinese species 
and a Japanese species, and they’re quite 
similar in appearance. (Fun fact: Chinese 

wisteria vines spiral clockwise, while 
Japanese wisteria vines spiral counter-
clockwise.) This vine has bright pink/
purple flowers and is often thought to 
be a very beautiful part of the landscape 
in the spring.

Kudzu (Pueraria spp.), nicknamed 
“the vine that ate the South,” is com-
mon throughout much of the eastern U.S., 
especially along roadsides and power-
lines. This green vine grows over any and 
everything, including trees, buildings and 
up power lines. Originally brought to 
the U.S. in the late 1800s, it was thought 
kudzu could act as a landscape plant, a 
forage for livestock and would be useful 
to prevent soil erosion on steep slopes. 
Instead, this plant has spread over vast 
swaths of the southeastern U.S., com-
pletely choking out other vegetation.

Japanese climbing fern (Lygodium 
japonicum) was introduced to Georgia as 
an ornamental in the early 1900s and has 
since spread throughout the deep South. 
This invasive plant reproduces vegeta-
tively and by spores, which are hearty 
and can travel long distances in the wind. 
Further, pieces of Japanese climbing fern 
can be inadvertently collected and spread 
in bales of pine straw. This plant can act as 
a fire ladder, allowing fire to climb dead 

INVASIVE SPECIES 101

Chinese tallow tree.
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Wisteria in full bloom near Athens, GA. 
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While most insects are active during the 
summer, adelgids are dormant. They 
“wake up” in the fall and begin to feed, 
and do so over winter. They also create 
cotton-like material, giving them the 
characteristic cottony appearance that 
makes them so easy to see. They hatch 
from eggs in the spring and have what is 
called a “crawler” stage, which is the only 
time in their life that they’re able to move. 
Once they find a suitable spot, they settle 
down and never move again.

The emerald ash borer (Agrilus pla-
nipennis) is arguably the worst invasive 
pest this continent has ever experienced. 
Originally from China, this insect was 
first discovered in 2002 near Detroit, 
MI. Since then it has spread throughout 
eastern North America. What makes this 
particular insect so bad is that it attacks 
all species of ash tree, and unless the tree 
is protected with chemicals, the attacks 
result in tree death. The adult doesn’t do 
much damage – just a little nibbling on 
the leaves – but the young (larvae) are 
the ones that eat the phloem of the tree 
and are responsible for tree death. The 
emerald ash borer continues to spread to 
new areas in the southeastern U.S.

INVASIVE SPECIES 101

Invasive species control and management is extremely important to forest health, and there are many programs in place to assist 
forest managers. In the case of cogongrass, for instance, it is always recommended to alert the state forestry agency if you find 
an infestation. In some states, like Georgia, the state forestry agency (Georgia Forestry Commission) will provide cogongrass 
control and eradication for free – all you have to do is let them know it’s there. Many state forest agencies and university forestry 
and entomology units can provide help with emerald ash borer (EAB) management, including the deployment of parasitic wasps 
that may help reduce beetle populations. Often, these agencies are looking for additional places to deploy the wasps, so if you 
are managing a stand with an ash component or EAB already present, it’s worth the time to get in touch with your local folks.

While not directly controlling invasive species, proper forest management in general can help reduce the likelihood of an invasive 
species infestation. To that end, there are several programs that can help with management and reforestation efforts. The USDA 
Forest Service - Forest Health Protection group (https://www.fs.fed.us/foresthealth/) is an excellent source of information and 
expertise. There are many offices around the country. One of their most successful programs in the Southeast is the Southern 
Pine Beetle Prevention Program, which provides cost-share opportunities for various forest management activities like thinning 
and replanting. Check with your local state forestry agency to see if the land you manage is eligible.

A similar program with the USDA Natural Resource Conservation Service, the Environmental Quality Incentives Program 
(EQIP), provides cost-share opportunities for conservation-related activities in forestry (https://www.nrcs.usda.gov/wps/portal/
nrcs/main/national/programs/financial/eqip/). About halfway down the page is a link to get to each state’s local information.

The U.S. Land Grant System (https://nifa.usda.gov/land-grant-colleges-and-universities-partner-website-directory) has exten-
sion units in every state in the nation, and they provide a wealth of unbiased knowledge regarding natural resource management. 
These folks are there to help whenever questions arise, so don’t hesitate to give them a call.

If you manage forest land impacted by invasive species, you don’t have to do it alone. 

HELP IS OUT THERE

vines (which act as trellises for current 
year’s growth) and reach forest canopies.

Most invasive vines can be controlled 
manually; that is, pull them up, disk 
them, etc. But many will resprout if the 
entire root is not removed. Fire usually 
doesn’t work as a control tactic, as some, 
like Japanese climbing fern, will come 
back stronger and in greater numbers 
after a fire. Chemical control means are 
usually the most effective. A 2-4 percent 
glyphosate solution is usually sufficient 
on foliage, provided there is good cover-
age. Cut-stem or basal bark treatments 
of glyphosate or triclopyr are also effec-
tive. As with any invasive plants, treat-
ing younger plants is more effective than 
treating older, more established plants.

INVASIVE INSECTS
There are plenty of invasive insects in 
forests as well, though in many cases con-
trol is much more difficult because they 
move and/or may be inside the tree. The 
hemlock woolly adelgid (Adelges tsugae) is 
responsible for massive hemlock mortality 
throughout the eastern U.S. This pest was 
first found in eastern North America in 
the mid-1900s and has a curious lifecycle. 
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Japanese climbing fern near Andalusia, AL. 
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In natural forested areas there is little 
that can be done to control these insects, 
but there are several biological control 
agents that are being evaluated and 
deployed in natural areas. Preemptive 
harvesting is an option. However, there 
are several chemical options – like stem 
injections of emamectin benzoate – to 
control these pests on individual, high-
value trees, but this type of chemical 
treatment is not feasible in a forest stand.

The gypsy moth (Lymantria dispar) was 
accidentally introduced to Boston, MA, 
in 1886 by a French man who wanted to 
crossbreed it with silkworms (Silkworms 
made silk, gypsy moths ate many woody 
plant species, so he would have silk-
producing caterpillars that weren’t picky 
eaters.) Once the gypsy moth caterpillars 
escaped, they began eating and moving 
across the northeastern U.S., into the 
Great Lakes region and into the Southeast. 
Severe defoliation usually won’t kill a 
mature tree, but defoliations over suc-
cessive years can weaken trees and make 
them susceptible to other stress factors. 
When necessary, aerial applications of B.t. 
(Bacillus thuringiensis) can be used to con-
trol gypsy moth caterpillars. The USDA 
Forest Service has a very robust and suc-
cessful program to manage gypsy moths 
called Slow the Spread, which includes 
trapping and chemical applications. There 

are several silvicultural strategies to deal 
with gypsy moths, including thinning 
out preferred species, pre-or post-salvage 
harvesting or converting the stand to non-
preferred species.

WHAT CAN WE DO ABOUT 
INVASIVE SPECIES?
It seems like we regularly get new inva-
sive species in our forests, and although 
it may seem hopeless at times, there 
are some things we all can do to help 
in the fight against them. While these 
pests can move on their own, most of 
them are helped along by human activi-
ties. For instance, did you know that 
insects can live in firewood for up to 
three years? For this reason, please don’t 
move firewood around; get it locally 
if you go camping, to deer camp or 
wherever you might be (safely!) hav-
ing a fire. Did you also know that 
cogongrass rhizomes or seeds of many 
invasive plants can survive weeks or 
even months in a clump of dirt on a 
skidder? To prevent weed movement, 
it’s important to make sure contracts 
require harvester crews to adequately 
clean equipment before moving from 
one stand to another. Finally, if you see 
something that looks out of place, report 
it to your state forestry agency or uni-
versity extension agent. These agencies 

have a lot of great information regarding 
invasive species, and they would very 
much prefer an attitude of caution over 
one of nonchalance. For forest health 
issues in the southeastern U.S., visit 
http://southernforesthealth.net, which 
has all sorts of information.

Invasive species are here to stay. But 
there are ways we can manage them and 
still reach our objectives for a given for-
est stand. 

INVASIVE SPECIES 101

David R. Coyle, 
Ph.D., runs the 
Southern Forest 
He a l th  an d 
Invasive Species 
Prog ram for 
Southern Regional 
Extension Forestry. 
He is also a mem-

ber of the University of Georgia – D.B. 
Warnell School of Forestry and Natural 
Resources Outreach team, and has more 
than 20 years of experience dealing with for-
est health issues. He provides resources and 
training to forestry professionals and land-
owners throughout the southeastern U.S. He 
routinely translates forestry and forest health 
research into understandable points, and 
posts this information on his Twitter account 
(@drdavecoyle) and Facebook page (https://
www.facebook.com/southernforesthealth/).

Emerald ash borer. 
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Evaluating Forest Inventory
MAX NOVA

 consulting forester must wear many 
hats: cartographer, silviculturist, 
cruiser, entomologist, planner, 

harvest supervisor, accountant. 
For each of these roles, there is a constant 
stream of new technologies. Which are 
worth adopting? Which will best help 
private landowners understand and relate 
to their land? Given the many options, how 
can you decide among them?

The many facets of our profession 
require that we be sparing with our focus 
in any one – and that we make use of effi-
ciencies that can help us collect data and 
relay information in meaningful ways. 
That is the promise of technology: to save 
time and improve outcomes. At their best, 
new tools improve our ability to under-
stand our forests and direct their growth. 
At their worst, new “technologies” can 
increase confusion, complicate processes, 
increase costs and generally distract us 
from what is really important.

When it comes to technology for con-
necting private landowners with their 
land, it is important to remember both 
the heart and the mind. Heart is the emo-
tional connection to the land – the story 
landowners tell their children about their 
property. Mind is the detail-oriented, 
analytical focus needed to create and con-
tinually revise an optimized management 
plan for achieving the landowner’s most 
important objectives. Any technology can 
be evaluated by how well it helps land-
owners in these two areas.

In this article, we will lay out a frame-
work for evaluating which technologies 
can help you empower landowners to 
connect to their properties with both 
hearts and minds.

HEART
Small landowners have a personal, emo-
tional connection to their land. There are 

often decades of stories and shared his-
tory on a particular tract. Consultants 
can use technology to help landowners 
explore their property through new per-
spectives, deepening and enhancing their 
bond with their land.

No article about new forest technology 
would be complete without a section on 
drones. In the past few years, several user-
friendly $1,000 drones have emerged that 
make it possible for even small consult-
ing shops to own and operate their own 
drone. Drones give landowners a new 
point of view, creating a powerful visual 
tool for a consultant explaining proposed 
management plans. Drone imagery par-
ticularly shines as a communication tool 
because clear, high-resolution images of a 
single property lend a sense of immediacy 
and reality to a discussion.

The typical scale of consulting forestry 
is well-suited to drone flights. Drones 
have limited utility in larger, industrial-
scale forests because of restrictions on 
flight ceiling, battery life and line-of-sight 
operation. Because most consulting work 
is done on a parcel-by-parcel basis, con-
sulting foresters neatly avoid most of these 
logistical issues.

But drones are not the only way to get 
imagery for a property. Many landowners 
already know how to use Google Maps 
to view recent satellite imagery for their 
tracts, but few know of an even more 
powerful tool: Google Earth. Consulting 

foresters can use Google Earth to zoom 
to a landowner’s parcel and then drag a 
timeline slider to view historic satellite 
imagery. This is a visually compelling way 
to discuss past land use changes on and 
around the property. There is nothing like 
being able to see a series of photos to tell 
a story about the silvicultural history of 
a particular stand and how that history 
plays into future management possibilities.

Technology has more to offer the heart 
of the landowner than just pretty pictures; 
it can also help get younger generations 
involved in the land. We frequently hear 
that older landowners struggle to get their 
children and grandchildren interested in 
their property. Technology offers a way 
to bridge the gap by letting the “digital 
native” generation connect with the prop-
erty on their own terms.

One of the best examples of this is the 
iNaturalist app. Developed by the California 
Academy of Sciences, iNaturalist is an iOS/
Android app for recording and identifying 
plant, insect and animal species. A pic-
ture of an organism is taken and the app 
records the date and location and saves 
the picture to the account. With multiple 
observations, you can begin to build up a 

Technology for Small Landowners

The 
iNaturalist 
app is great 
for getting 
the younger 
generation 
engaged.

The DJI Phantom 4 Advanced is a 
professional-grade drone that retails 
for $1,200.
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record of the species diversity and the vari-
ous habitats present on the property. You 
can even become a “citizen scientist” by 
sharing your observations with the scien-
tific community. And, for unknown species, 
you can share the picture with experts on 
iNaturalist to get probable identification. 

MIND
A landowner’s emotional connection with 
the land is a key driver in determining the 
values and objectives of a management 
plan. But rigorous and efficient long-term 
planning must include quantitative analysis 
as well. The mind gets involved when land-
owners want to optimize the management 
of their property to achieve their values. 
When is a new technology a cost-effective 
way to improve management outcomes? 
As consulting foresters, how can we show 
that a management plan is truly optimal?

This is a particularly difficult question 
to answer in an analytically rigorous way. 
There are so many interconnected factors 
involved in forest management that it is 
hard to quantify the impact each decision 
has on the ultimate outcome. We can use 
the question, “How many plots should I 
put in this stand?” as an example to show 
how you can put some hard numbers to 
deceptively complex questions like this. 
There is a detailed explanation of this 
approach on the SilviaTerra blog, but we 
will sketch out the top-level view here.

Good inventory information is critical for 
developing a good management plan. If the 
underlying inventory data is off, a manage-
ment plan might recommend suboptimal 
treatments – harvesting too early, too late, 
etc. No forester has the time to conduct 
a census on each parcel, so we always 
accept that our inventories (and thus our 
management plans) will be a bit off. Most 
of us have rules of thumb that we use to 
decide how many plots to install in a given 
stand – maybe one plot every three acres in 
pine and one plot every acre in hardwood. 
But is that actually optimal? Are we cruising 
too little relative to the value of the decisions 
we are making based on that data? Or are 
we spending too much on cruising?

Here is how we can know. Let us con-
sider a 200-acre, 10-stand ownership in 
Northern Georgia that is predominantly 
12-year-old loblolly pine. We can use the 

excellent, spatially explicit USFS FIA data-
set to select a plot from a similar forest 
type and generate a “virtual forest” where 
we know the location, diameter, species, 
etc. of every tree. Because we have perfect 
information, we can establish a baseline for 
what a perfectly optimal management plan 
would look like and how much revenue it 

would generate. Then we simulate cruising 
our virtual forest. We can put in a BAF 10 
plot every three acres and see what inven-
tory estimate comes out. Then we build a 
management plan based on that estimate 
and see how we do. Because we will be 
working off of imperfect information, it is 
likely that we will be cutting some stands 
too early and others too late.

But now we can quantify exactly how 
much money has been lost compared to 
having perfect information. Adding in the 
per-plot cost of data collection, we can 
get a sense for the overall economics of 
our sampling strategy. We can try many 
other sampling intensities and methods 
to see how they perform. At the end of 
our process, we see which strategy has 
the lowest cruising cost + expected man-
agement loss, and that is our optimum.

This process can be run for many differ-
ent sampling strategies and in many dif-
ferent forest types. It can also be adapted 
for non-commercial objectives like creat-
ing species habitat or other ecosystem ser-
vices. An example of this type of analysis 
can be found on the SilviaTerra website.

This approach also points toward a way 
of evaluating new technologies like recent 
developments in remote sensing. Most 
remote sensing forest inventory technolo-
gies work by reducing the number of plots 
that we have to cruise. Many foresters 
already stratify their forests to reduce the 
variability within each strata – remote 

sensing extends this approach by work-
ing at a finer resolution and by applying 
statistical models to identify areas that 
are similar to each other. If the cost of the 
technology is not too great, this enables us 
to get better data and make better deci-
sions while coming out ahead financially. 
In general, we should consider adopting 
a new technology if the improvement in 
our management outcomes outweighs 
the cost of implementing the technology.

Over the past few years, several exciting 
advances in remote sensing platforms, 
sensors and software have opened up 
new possibilities for forest managers. 
However, there are several structural 
barriers that make it difficult for consult-
ing foresters to adopt some of the latest 
remote sensing technology – primarily 
high fixed costs and technological exper-
tise. Which of the available options makes 
sense for most consulting foresters?

One of the buzziest technologies out 
there now is called LiDAR – short for light 
detection and ranging. It’s essentially a 
rapid-fire laser rangefinder on a swivel. 
The basic idea is that you strap a LiDAR 
sensor onto the bottom of a plane, it takes 
high resolution scans of the trees below, 
and then you analyze the resulting “point 
cloud” to develop a forest inventory.

There are a couple of problems with 
this for most forestry consultants. The 
first is cost. A LiDAR scanner costs tens 
or even hundreds of thousands of dollars, 
to say nothing of the plane or pilot. The 
second is that converting a point cloud 
to a forest inventory is far from a solved 
problem, particularly in closed-canopy, 
mixed forests. It is simple and straight-
forward to read off average heights, but 
there are no readily available off-the-shelf 
tools for deriving accurate and unbiased 
forest inventories from point clouds, and 
most consultants do not have the time 
required to learn the advanced statistics 
and computer programming to take a 
crack at it. While the cost of LiDAR sen-
sors is beginning to drop and new drone 
and satellite LiDAR platforms are being 
developed, at this point, the cost of the 
equipment and experimental nature of the 
analysis outweigh the potential benefit of 
incorporating LiDAR data into a consult-
ing forester’s inventory strategy.

A “virtual 
forest” 
created 
using the 
USFS FIA 
dataset.
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We previously discussed how drone 
imagery can help catalyze conversations 
with landowners. The widespread con-
sumer adoption of drones has driven their 
cost down while spurring the develop-
ment of user-friendly software for stitch-
ing together drone imagery. This makes 
drones a compelling option for forest-
ers looking to conduct quick, qualitative 
assessments of stands. Some research-
ers have even been able to develop point 
clouds from drone imagery by using a 
technique called “structure from motion.” 
Using a sequence of images taken from 
slightly different positions as the drone 
flies, it is possible to triangulate the points 
of the tree canopies and develop a model 
of the canopy’s surface. This is similar 
to combining lots of stereo pair images 
to measure height difference. However, 
when it comes to the development of a 
statistically unbiased tree-segmentation-
based forest inventory, drone imagery 
faces many of the same challenges as 
LiDAR point clouds. Drones will soon 
become a part of every forester's toolbox 
for rapid, qualitative stand assessment, 
but the days of totally remote drone-based 
forest inventory are still a long way off.

Finally, some recent developments in 
satellite platforms and analysis may be 
useful for consulting foresters. Of course, 
satellite imagery has a long history in 
forestry; researchers have been map-
ping land cover change and stratifying 
forests with Landsat for decades. And 
many of the images used in programs 
like Google Maps come from satellites. 
However, one of the challenges of using 
satellite imagery is that it is sometimes 
difficult to acquire a cloud-free image – 
particularly in the Pacific Northwest.

landowner, making the 
forest comprehensible 
to non-experts. Unlike 
institutional players 
like TIMOs and REITs, 
small private landown-
ers are not fiduciarily 
obligated to maximize 
economic returns. They 
often have a longer 
term, smaller scale and 
more emotional con-
nection to their land. 
By adapting the latest 
practices and tech-
nologies to this more 
intimate context, con-
sulting foresters serve 
as an essential bridge 
between small private 
landowners and the 
best that modern for-

est science has to offer.
The profusion of platforms, sensors 

and software means that it has never 
been a more exciting time to be a con-
sulting forester. In the next few years, 
what if every private landowner in the 
U.S. had an updated, accurate inven-
tory and a data-driven and optimized 
management plan? This is an enor-
mous dream, and it is going to take a 
lot of work from all of us in the forestry 
community. But thanks to recent devel-
opments in technology, the dream is 
edging toward becoming a reality. We 
are looking forward to continuing the 
conversation about technology in for-
estry with the ACF community. 

Microsatellite 
companies like Planet 
Labs are promising 
global imagery coverage 
with daily revisits.

1) A conventional grid of plots (green) in a stand in the Pacific 
Northwest yielded an estimate of basal area with an error of 
+/- 17% at 90% confidence; 2) Remotely sensed imagery adds 
a lot more information about the forest and helps fill in the gaps 
between plots; 3) Total basal area distribution across the stand 
(redder means higher BA). Statistical analysis of a stack of 
remotely sensed imagery tightened up the total BA confidence 
interval to +/- 10%; 4) Western Hemlock BA; 5) Douglas Fir BA; 
6) Noble Fir BA. Aerial imagery courtesy of Bing Maps

Max Nova is 
the founder of 
SilviaTerra. He 
spends his days 
helping forest-
ers use technology 
to improve forest 
management. Using 
satellites, cloud 

computing and mobile technology, SilviaTerra 
has inventoried millions of acres of forest and 
helps the top U.S. timber companies use data 
to achieve their forest management objectives. 
Born and raised in Louisville KY, Max is a 
graduate of Yale University.

A new breed of satellite is helping to 
solve this problem, though. Companies 
like Planet Labs have launched fleets of 
“microsatellites” that are close to pro-
viding daily imagery of the entire globe. 
Unlike conventional, bus-sized satellites 
like Landsat, these microsatellites are only 
about the size of a few iPhones strapped 
together. And rather than launching just 
one, the microsatellite companies launch 
upwards of 50 microsatellites at a time. 
While the data from these companies is 
generally not available to consulting for-
esters yet, competition is heating up and 
prices should be rapidly coming down.

There are several options for devel-
oping a forest inventory from satellite 
imagery and cruise data. The simplest is 
to use the satellite imagery to delineate 
stand bounds, stratify the stands and 
then work up the strata-level inventories 
using well-understood statistical methods 
taught in most introductory biometrics 
classes. To develop stand-level and sub-
stand level inventories requires more 
advanced statistical methods to ensure 
an unbiased estimate. 

Consulting foresters hold a unique 
place in American forestry because of 
their role in helping manage small private 
lands. They translate the complexities of 
forest development into the values of the 
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C
hoosing the right accountant 
or tax return preparer can be 
a crucial decision for forest 
landowners. Part of this 

important decision is based on personality, 
but there are some key questions that 
should be asked of potential (and maybe 
even current) providers of these important 
services regarding their ability to handle 
specific issues related to forests.

The questions here are certainly not the 
only ones that could be asked, and they 
should not replace “gut feelings.” They are 
meant to help landowners think through 
what to ask and what the accountant’s or 
tax preparer’s responses mean.

What are your qualifications?
Before you hire anyone to keep your 
financial records and/or complete your 
tax return, make sure he or she is qualified 
to do so. There can be several different 
qualifications. Here are some to look for:
• A degree in accounting and possibly in 

taxation; maybe a law degree.

YOUR BUSINESS

Choosing the Right
DR. TAMARA L. CUSHING

• Certification by a licensing body or the 
IRS. This may include CPA, Licensed 
Tax Consultant (LTC), Licensed Tax 
Preparer (LTP) or Enrolled Agent 
(EA). Some states require paid pre-
parers to have specific qualifications 
to complete tax returns. This type of 
information can often be found on the 
web page for your state license and 
registration boards.

What services do you provide?
You should know and understand 
whether the accountant or tax preparer 
actually provides the services you are 
looking for. Not all tax return preparers 
perform everyday accounting functions. 
Determine your needs, then find out if the 
accountant or tax preparer can provide 
those particular services.

What percentage of your clients 
have forestland?
This is a big one. You want an accountant 
who is familiar with forest operations and 
finances. Ask about experience with other 
landowners and with properties of similar 
size. Also, it is important to know whether 
they have experience filing returns with 
timber sales, reforestation and casualty 
losses if those are issues you are facing.

How will I be charged for your services?
There can be several different answers 
to this question. Be sure to determine up 
front whether you will be charged by the 
hour or by the form. Will you be charged 
for phone calls? There isn’t necessar-
ily a correct answer for this; rather, it is 
about gathering information so there are 
no surprises.

How do you handle issues you are 
unfamiliar with?
You may not be able to find an accountant 
or tax preparer with lots of forest opera-
tions experience. By asking this ques-
tion, you hope to learn how they handle 

situations that aren’t within their normal 
operations. Are they willing to attend 
continuing education in forestry-related 
taxation or to dig into some of the printed 
material on the subject? The provider may 
have a more experienced colleague they 
look to for assistance. You may need to 
connect your forester with the tax preparer.

Are you conservative or aggressive when 
handling tax matters that are “gray?”
Find an accountant who matches how 
aggressive you are willing to be on tax 
matters. If you are not willing to take 
risky positions on a deduction, but your 
accountant is, you will be uncomfort-
able. If the accountant does not want to 
deduct items that you are willing to try, 
the accountant may “fire” you as a cli-
ent. Taxes and accounting may seem like 
concrete rules, but in reality there are gray 
areas that are open to interpretation.

Will you represent me if I am audited?
If you are audited, you might want to 
have the tax return preparer available to 
explain how to proceed and to defend 
your interpretation of a specific code sec-
tion. You should also find out what you 
would be charged for help with an audit.

Are you available for consultation 
throughout the year?
There are many strategies to reduce taxes. 
Having access throughout the year to an 
accountant who is familiar with your situ-
ation may help you plan transactions with 
tax implications in mind. 

Tax preparers and accountants may 
lack knowledge about specific forestry 
tax provisions, so having a knowl-
edgeable forester assist you and your 
accountant can be invaluable. A for-
ester will not prepare your tax return, 
but he or she may know about spe-
cific provisions and can help you take 
advantage of them on the ground.

Where to look for an accountant or tax 
preparer
• Ask other landowners who they 

work with and trust.
• Ask a forester.
• In many states, CPAs and CFPs are 

required to register with the state 
licensing board for accountants/tax 
preparers.

• Internal Revenue Service directory 
of federal tax return preparers: 
www.irs.treasury.gov/rpo/rpo.jsf.

Dr. Tamara L. 
Cushing, Starker 
Chair of Private 
and Family Forester 
and Extension for-
est business special-
ist, Oregon State 
University.

ACCOUNTANT or  
TAX PREPARER
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IN THE BEGINNING
The story of Irish forests begins at the end 
of the last Ice Age some 13,000 years ago. 
The landscape changed from tundra to 
forest as the climate improved and tem-
peratures increased.

Pioneer forest
Trees such as juniper, willow, hazel and 
birch were among the first to colonise 
the landscapes. Around 8000 BC juni-
per and willow made way for oak, Scots 
pine, yew and elm. While birch and hazel 
were also present they were no longer 
the dominant species. Birch had fulfilled 
its role as a pioneer species while hazel 
would continue as an understorey tree in 
native woodlands alongside species such 
as holly and rowan.

Succession forest
During the period from 8000 to 5000 BC 
forests changed in appearance to suc-
cession-phase woodland which included 
pioneer species and climax species 
such as oak.

Climax forest
During the period 5000-3000 BC climax-
phase woodlands dominated the land-
scape. Climax forests contain species that 
exist in the final stage of plant succession. 
In Ireland these are dominated by species 

TRAVEL

The History of

capable of producing large timber yields 
such as Scots pine, oak and elm.

Forest decline – natural and 
climatic influences
Between 5000 and 3000 BC, the cli-
max forest of oak, Scots pine, elm, 
alder and probably ash dominated the 
landscape. Of these species all but two 
would disappear over time only to be 
reintroduced much later.

Elm suffered an abrupt decline around 
3100 BC probably due to a disease simi-
lar to Dutch elm disease which wiped 
out the elm in recent times. While elm 
died out within 100 years, the decline of 
Scots pine took place over a much longer 
period. The decline of Scots pine is associ-
ated with climatic changes which led to 
the spread of bogs, in particular blanket 
bogs, around 2000 BC. By early Christian 
times, the species had almost completely 
disappeared.

As the climate became wetter and 
cooler, bog development slowly swamped 
many of the primeval forests. The rem-
nants of these woodlands are often seen 
in cutaway bogs in the form of preserved 
stumps and wood. They provide clues 
about the decline of Irish forests and also 
the stature of the trees that once existed 
in Ireland.

The primeval woodlands were more 
impressive than today’s forests. An 
oak dugout canoe in the National 
Museum – found near Tuam, Co. Galway 
in 1901 – illustrates the enormous bulk 
of individual oak trees. Measuring 
15.20 metres long and 1.12 metres wide, 

the log boat dates from 2500 BC. It is likely 
that a boat of this size would have been 
fashioned from a tree with a total height 
of around 50 metres. There are only two 
oak trees now growing in Ireland that 
have reached a height of 37 metres.

Forest decline – human influence
The first three groups of early settlers 
that arrived in Ireland undoubtedly saw 
the value of these extensive forests for 
buildings and fuelwood, and also the 
value of the land for growing crops and 
carrying stock.
• The first settlers that arrived from 

Scotland around 7500 BC during the 
Mesolithic or Middle Stone Age period 
were mainly hunters and fishermen and 
made little impact on the landscape.

• The Neolithic Stone Age settlers made 
a greater impact around 3000 BC.

• Large scale clearance didn’t begin until 
around 600 BC with the arrival of the 
Iron Age settlers.
The oak forests fluctuated widely and 

while there seems to be an abundance of 
oak during the 6th to the 8th centuries, 
it declined in the 9th century. While oak 
may have emerged again in the 12th cen-
tury, it was scarce during the 14th and late 
17th centuries.

FURTHER DECLINE OF FORESTS 
DURING THE 17TH CENTURY
There is conflicting information on the 
actual forest cover in Ireland during the 
17th century. By 1600, forest cover had 
reduced to 12% but it may have been 
as low as 3%.

Forestry in Ireland
The following has been excerpted 
from Glimpses of Irish Forestry, by 
John McLoughlin and Donal Magner and 
reprinted with the permission of the Society 
of Irish Foresters.



THE CONSULTANT    2018  49

THE HISTORY OF FORESTRY IN IRELAND

Efforts made to arrest the decline of 
Irish forests from 1698 included a num-
ber of Acts of Parliament. However, they 
made little impact, with the exception 
of the Acts of 1784-1785, which allowed 
some tenant farmers the right to harvest 
trees that they had planted.

A visionary planting scheme pro-
moted by the Dublin Society – now the 
Royal Dublin Society (RDS) – initiated 
an upsurge in planting beginning in 
1741 which was to last for 140 years. 
The scheme was part-funded by the 
Irish Parliament in Dublin from 1761 
and administered by the Society. It 
halted the decline of Irish forests but 
exploitation of woodlands continued 
throughout the 17th and 18th centu-
ries. Oak was particularly vulnerable 
as it produced highly prized timber for 
shipbuilding, construction, bark for tan-
ning and charcoal for iron-ore smelt-
ing. However, ironworks were closed 
early in the 18th century indicating a 
scarcity of oak and other fuelwood. By 
the beginning of the 18th century, it 
is believed that Ireland became a net 
importer of timber.

Land Acts and forest destruction
After 1881, successive Land Acts – in 
particular the 1903 and 1909 Acts – 
transformed land ownership in Ireland. 
Within a generation, over five mil-
lion hectares of land was transferred 
from the landlords to 400,000 farming 
families or former tenants. The conse-
quences of this rapid transfer of land 
were ominous for forestry.

From 1881, many landlords who antic-
ipated the radical change of ownership 
began to fell their woods indiscriminately. 
The uncertain political and economic cli-
mate contributed to a recession in agricul-
ture, and the sale of woods provided ready 
income for both the departing landlords 
and the new incoming landowners. Less 
than two generations removed from the 
Great Famine, the former tenants intended 
to farm their new holdings for food produc-
tion. Also, they had an ingrained antipathy 
to tree growing, which they associated 
with luxury living and landlordism.

What remained of an indigenous wood 
processing industry was destroyed. The 
forester H.M. Fitzpatrick wrote: “With the 
disappearance of the woods, the sawmill 
in many a locality vanished too. With it 
went the custom of using home-grown 
timber and the lore connected with it.”

First attempts at State afforestation
The Department of Agriculture and 
Technical Instruction (DATI) was estab-
lished in 1899 to improve the quality 
of Irish farming, forestry and fisheries. 
It had a difficult task in relation to for-
estry due to an ill-advised afforestation 
scheme in west Galway. It commissioned 
Professor John Nisbet to compile a report 
on “plantations and waste-lands in the 
south-east.” Professor Nisbet advocated 
State forestry rather than private forestry.

Avondale – a new beginning
In 1904 the State made its first major 
investment in forestry by acquir-
ing Avondale House and estate near 

Rathdrum in Co. Wicklow, together with 
3,000 acres of mountain land.

A forestry training centre was estab-
lished in Avondale, the home of Charles 
Stewart Parnell. Avondale once belonged 
to Samuel Hayes, a pioneering forester 
and author of A Practical Treatise on 
Planting and the Management of Woods 
and Coppices in 1794.

Following the acquisition of Avondale, 
the State began to salvage some of the old 
woodland estates. In an effort to curb the 
exploitation of woodlands, tree felling 
legislation was introduced in 1909.

Further demands were made on the 
beleaguered forest resource during the 
First World War, when forest cover was 
reduced to 1%.

Planting continued at a modest pace from 
the mid – 1920s up to 1950, at which stage 
2% of the country was under forest. The first 
major planting programmes were under-
taken from 1948 when the first Inter-Party 
Government, strongly influenced by Sean 
MacBride, Minister for External Affairs, 
adopted a long-term economic plan which 
included an annual planting programme 
of 10,000 hectares.

THE NEW FORESTS
Apart from reforesting a number of old 
estates, planting for most of the 20th cen-
tury was confined to poor sites, mainly 
bogland and mountain. Most of the land 
made available for forestry was incapable 
of supporting relatively high nutrient 
demanding native species such as ash 
and oak, or naturalised species including 
beech and sweet chestnut.

Forestry in Ireland



The ancient Irish invented an alphabet that reflected
the special role that trees played in every day life.
This alphabet, called Ogham was invented around the
fourth century and was designed specifically for the
Irish language. The Ogham alphabet consisted of a
series of markings cut into the edge of standing
stones. Ogham is read as a tree is climbed, from the
bottom up. Each group of markings corresponded to a
letter and each letter was assigned a name. The word
for the letter B was beith and this was associated with
birch trees, while the letter D was associated with the
oak (dair). Originally eight letters were named after
trees – birch, alder, willow, oak, hazel, pine, ash and
yew. In the Middle Ages, scholars read other tree
names into the remaining letters, resulting in a tree
alphabet.

Cheap na Sean-Ghaeil aibítir a léirigh an ról speisialta
a bhí ag crainn sa ghnáthshaol. Ceapadh an aibítir seo,
ar tugadh Ogham uirthi, thart ar an gceathrú haois,
agus cumadh go speisialta í don Ghaeilge. Séard a bhí
san aibítir Oghaim ná sraith de mharcanna gearrtha
isteach in imeall ghallán. Léitear Ogham mar a dhéan-
tar crann a dhreapadh, ón mbun suas. D’fhreagair gach
grúpa de mharcanna do litir agus tugadh ainm do gach
litir. Ba é an focal don litir B ná beith agus bhí sé seo
comhcheangailte le crainn beithe, ach bhí an litir D
comhcheangailte leis an dair. I dtús báire ainmníodh
ocht litir as crainn – beith, fearnóg, saileach, dair,
coll, péine, fuinseog agus iúr. Sna Meánaoiseanna, thug
scoláirí ainmneacha crann ar na litreacha a bhí fágtha,
agus bhí aibítir na gcrann mar thoradh air.

I I Yew Iodha

E E Aspen Eadha

U U Heather Ura

O O Gorse Onn

A A Scots pine Ailm

R R Elder Ruis 

Z Z Blackthorn Straif

Ng Ng Reed Ngetal

G G Ivy Gort

M M Bramble Muin

Q Q Apple Quert

C C Hazel Coll

T T Holly Tinne

D D Oak Dair

H H Hawthorn Huath

N N Ash Nin

S S Willow Saille

F F Alder Fearn

L L Rowan Luis

B B Birch Beith

The Irish Tree Alphabet

Pr
od

uc
tio

n:
 M

ag
ne

r C
om

m
un

ic
at

io
ns

   
   

   
Pa

in
tin

g:
 E

m
ie

l S
ch

in
ke

l



THE CONSULTANT    2018  51

NON-WOOD BENEFITS
Recreation and tourism
Increased access to all forests has resulted 
in a high level of forest visits in Ireland. 
Over 20 million visits are made annu-
ally to Irish forests north and south. 
Activities such as walking, orienteering, 
pony trekking and mountain biking are 
commonplace, and the contribution of 
forests in providing a recreational and cul-
tural environment, particularly for urban 
dwellers, is now an important function.

Seed and reproductive material
Irish forest nurseries now produce 
70 million trees annually for the national 
planting programme comprising 11,000 ha 
afforestation (new planting) and 9,000 ha 
reforestation (restocking of harvested for-
ests). Most of the seed and reproductive 
cuttings are sourced in Irish forests.

Forest fruits, foliage and fungi
Well managed forests provide a rich vari-
ety of non-wood products such as mush-
rooms, berries, foliage, Christmas trees 
and cones.

Carbon sequestration
Forests contribute to lowering concentra-
tions of CO2 by removing this greenhouse 
gas from the atmosphere and converting 
it to cellulose in wood and tissues. The 
process, known as carbon sequestration, 
has the potential to play an important 
role in maintaining CO2 at internation-
ally accepted levels. Developed coun-
tries including Ireland have committed 
to reducing emissions of greenhouse 
gases. Ireland will not be able to achieve 
its commitment unless it adopts strategies 
to reduce CO2 levels.

Wood energy
Wood for energy production can reduce 
Ireland’s reliance on imported fossil fuel. 
A number of combined heat and power 
plants have been established to convert 
wood residue (wood chips, sawdust and 
bark) and small logs to heat and electric-
ity. This is an important development in 
renewable energy generation as Ireland 
imports 86% of all fuel for energy. 

THE HISTORY OF FORESTRY IN IRELAND

Instead, foresters looked outside 
Ireland to broaden the species palette. 
Scots pine and a number of European 
species such as Norway spruce and 
European larch were the preferred 
choice in the early 20th century new for-
ests. However, the botanist Augustine 
Henry believed that the Irish climate, 
with its high rainfall and relative mild 
climate had closer similarities with the 
Pacific North West Coast of America 
than Continental Europe. He favoured 
species such as Sitka spruce, Douglas fir 
and lodgepole pine, natives of a stretch 
of British Columbia, Canada, and the 
states of Washington and Oregon 
in the US.

The first Director of the Forest Service, 
A.C. Forbes, put Henry’s theories to the 
test by establishing a series of experimen-
tal plots in Avondale from 1905. The plots 
included native and naturalised species 
alongside the exotics which Henry had 
advocated. The performance of these 
trees influenced future planting pro-
grammes. Within a few years, species 
selection shifted from predominantly 
European species to exotics from Western 
North America.

Towards diversity
Sitka spruce is the core species in Irish 
forestry and has performed extremely well 
on poor sites. It is the central species in an 
industry that has an annual turnover of 
€650 million and which is responsible for 
generating €1.6 billion for the economy. 
Despite the rapid yield of Sitka spruce 
and other conifers, especially on poor 
land, there are now greater opportuni-
ties to plant more diverse species includ-
ing native and naturalised broadleaves 
as better quality land becomes available 
for forestry.

The Government target is to plant 
30% broadleaves and 20% diverse coni-
fers. The annual target for broadleaved 
planting has been achieved but there 
is still a long way to go before Ireland 
has a major native broadleaved resource. 
Ireland’s native woodland cover is a mere 
80,000 hectares or a little over 1% of the 
land area.

Wood processing
Irish forests – north and south – produce 
3.5 million m3 of wood annually. This is 
processed by Irish sawmills and panel-
board mills into the following range of 
products:
• sawn material which includes construc-

tion, pallet, fencing and other material 
such as garden/leisure products and 
flooring.

• residues, which comprise woodchips, 
sawdust and bark are converted 
into  panelboard products such as 
medium density fibre board (MDF), 
oriented strand board (OSB) and chip 
board.
In addition, woodchips and sawdust 

are used to generate sustainable energy in 
combined heat and power plants (CHPs).

Virtually all of the sawlog material 
processed in Ireland is sourced from 
sustainably managed forests and most 
of this is processed by sawmills and pan-
elboard miIls with the Forest Stewardship 
Council (FSC) recognised chain of cus-
tody certification.

Annual production from Irish forests 
will increase from 3.4 m3 to 4.9 million 
m3 during the period 2005 to 2015 and 
existing mills are capable of processing 
all this material.

The main challenge facing the indus-
try, which employs 16,000 people, is to 
process and market the increased vol-
umes which will be produced by private 
growers, mainly farmers, of which there 
are 14,000.

Forestry – wood and non-wood products
The value of forestry is no longer mea-
sured in narrow economic terms but in 
its total contribution to society. While 
wood is the main resource from the for-
est, public good or multi-purpose forestry 
provides a range of ‘non-wood’ benefits 
such as:
• Environment protection and 

enhancement
• Recreation and tourism
• Seed and reproductive material
• Forest fruits, foliage and fungi
• Carbon sequestration
• Wood energy
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TRAVEL

White oak bourbon barrels stored in warehouse.

CHRIS WILL, ACF

Midleton 
Distillery 
Creates Rare 
Irish Whiskey 
to Promote 
Sustainable 
Forestry.

The 
American 
Oak Project
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THE AMERICAN OAK PROJECT

K
evin O’Gorman, Master of 
Maturation, and Finbarr 
Curran, Director of Wood 
Planning & Purchasing from 

the Midleton Distillery in Ireland met me 
in Springfield, KY, recently. It was more 
than a year’s worth of emails, conference 
calls and planning that led to this day; 
the day in which 14 mature American 
white oak trees would be felled from 
the property of Elk Creek Timber and 
made into 50 whiskey barrels at Kelvin 
Cooperage in Louisville, KY. The new 
barrels made of American oak will be 
shipped to Ireland and will receive 
15-year-old premium Irish whiskey.

Placing the aged spirit into a virgin 
cask and continuing the aging process 
provides the whiskey a unique taste pro-
file worthy of this special project. From 
this process another rare Midleton whis-
key of the highest quality is produced, 
but it also provides a demonstration of 
how all materials used for this whiskey 
could be sustainably sourced, including 
the white oak for the barrels. The day 
was a tremendous success and addi-
tional projects are now being planned. 
Realizing the complexity inherent in the 

American Oak Project Participants at Elk Creek Timber’s shelterhouse.White oak to be process at log landing.
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Arkansas/Oklahoma
Greg Hay: (501) 908-2255 

Coastal Georgia
Freddy Dennis: (912) 565-7777

Florida 
Jeremy Miller: (386) 623-0754

Georgia/ East Tennessee
John Wood: (706) 224-4240

North Alabama/Mississippi
Dean Gillespie: (334) 322-7849

North Carolina
Jeff Tapley: (804) 514-7546

South Alabama/Mississippi
Randy Rilling: (251) 363-2173

South Carolina
Jessica Rutland (803) 351-2768

Texas/Louisiana
Jon Lunsford: (936) 433-5460

Virginia
Doug Pond: (804) 241-8118

Brendan Schnell: (804) 356-6547

Our professional staff can assist you in your turn-key 
Silvicultural Programs:

PRESCRIPTIONS

 FERTILIZATION • TREE PLANTING

HERBICIDE APPLICATIONS
(including Site Prep, Release and Herbaceous Weed Control)

CPS offers customized services to facilitate the 
management of your forest in an environmentally 

responsible manner, utilizing the concepts of 
sustainability and 

“Best Management Practices”.

886216_Crop.indd   1 21/09/17   12:46 AM

white oak supply chain, the project’s 
mission is not to change the entire white 
oak procurement system overnight, but 
rather highlight the successful efforts of 
those forest owners working toward a 
solution for maintaining oak forest types 
on their properties.

The American Oak Project idea took 
root in 2015 when Paddy Purser con-
tacted our firm. Purser is a consulting 
forester from Purser, Tarlton & Russell 
LTD in Ireland who works with Midleton 
Distillery on sustainably sourced white 
oak barrels. He was planning a fact-
finding mission in the United States to 
research American sustainable forestry 
practices. Purser explained that the cor-
porate owners of Midleton Distillery 
have adopted a policy of using sustain-
ably sourced ingredients for their prod-
ucts, but because of the unique nature of 
their barrel supply chain, this has been 
a challenge for their source of wooden 

Kevin O’Gorman, Midleton Distillery, Paul McLaughlin, Kelvin Cooperage and  
Finbarr Curran, Midleton Distillery.
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INCOME

Offer your clients more. Contact us today.
844.415.8959 l JoinUs@UnitedCountry.com

DIVERSIFY YOUR

Leverage your timber expertise to sell timberland, or add more powerful marketing to your existing real estate services. 
Increase your income through timberland sales with the unmatched timberland marketing program at United Country. 

“Since joining United Country I have been able to work with my clients from purchase to    
  management to the sale of the property, maximizing the total return on their investment 
  while increasing my income at the same time.”

                                                – E. Gage, Certified Forester & Associate Broker, Texas

834776_United.indd   1 13/10/16   8:13 pm

Chris Will is 
President of Central 
Kentucky Forest 
M a n a g e m e n t , 
Inc. The company 
specializes in for-
est management 
plans, timber sales, 
timber appraisals, 

expert witness testimony and large scale for-
est inventories.

casks. Since Kentucky produces hun-
dreds of thousands of barrels each year 
for both the bourbon and wine industry, 
it seemed like a logical starting point. 
Irish whiskey distillers already import 
thousands of used bourbon barrels from 
U.S. distilleries each year as vessels to 
age their spirits.

The timing was good for Purser’s visit 
and we were able to fill the week’s activi-
ties with meetings with stave mill opera-
tors, white oak sustainability seminars 
and field tours of a select group of our 
clients. Purser found two tours particu-
larly interesting: Elk Creek Timber and 
Tallow Creek Farm. These two family-
owned farms have been maintaining 
oak-hickory forest types on their farms 
by implementing mid-story removals of 
shade-tolerant tree species. The result 
is a thick carpet of oak and hickory 
reproduction under hundreds of acres 
of mature stands of valuable oak; the 

critical point being that advanced repro-
duction of vigorously growing oak must 
first be established before harvesting 
the mature overstory trees in order to 
maintain these species in the next stand. 
These practices increase the probabil-
ity of establishing future oak hickory 
stands and a supply of valuable white 
oak timber for future generations. When 
Purser arrived home and discussed his 
findings with O’Gorman, the American 
Oak Project started taking form.

The American Oak Project salutes 
those innovative and industrious wood-
land owners who realize that their proj-
ects will outlive themselves, but are 
still worth pursuing. Steven Taylor of 
Elk Creek Timber has a favorite Greek 
proverb that embodies the family’s for-
est management philosophy: “Society 
grows great when old men plant trees 
whose shade they know they shall never 
sit in.”

If you are fortunate enough to join us 
on the 2018 Irish forestry field tour, you 
will have the opportunity to hear about 
the American Oak Project firsthand. We 
have been very graciously invited to tour 
the Midleton Distillery and spend time 
with Kevin O’Gorman, Finbarr Curran 
and Paddy Purser as they educate us on 
the relationship between Irish whiskey 
and wood. 
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Products & Services Marketplace

800.241.6401   BENMEADOWS.COM
Dependable by Nature™

for the brands you know and trust!
Your Best Source

Call or click to find the forestry gear 
you need from a single supplier!

824938_Ben.indd   1 17/09/16   2:05 AM

Serving Timberland Investors Since 1968

Full Service Forestry Consulting, Timberland Marketing and 
Investment Analysis Services across the U.S. and Canada 

Timberland Marketing and Investment Analysis Services
Provided Throughout the U.S. and Canada

• Appraisal & Valuation
• Management Plan Development
• Operation Logistics/Roads
• Ecosystem Services/Carbon
• Timber Sale Administration
• Biometrics/Growth & Yield 

• GIS & Technical Services
• Conservation Easements
• Forest Certification
• Tax Abatement Plans
• Purchase & Sale Due Dilligence
• Wildlife Habitat Plans & Invasives Control

Foresters and Licensed Real Estate Professionals in 15 Regional Offices

Forest Management • Consulting • Marketing • Sales

www.landvest.com

889025_LandVest.indd   1 14/10/17   1:25 AM
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1-800-592-6940
www.cspforestry.com

359 Mt. Zion Road
Shreveport, LA 71106

We carry a full line of Forestry, Logging, 
Surveying, and Safety Supplies.

889618_Construction.indd   1 10/19/17   9:37 AM

BODENHAMER FARMS & NURSERY
Long Leaf & Loblolly Container Seedlings

LOUIE BODENHAMER
910-422-8118

910-608-9823 Mobile
Louie@BodenhamerFarms.com

6547 Kitchen Street, Rowland, NC 28383
Fax: 910-422-9793

We Accept All Major Credit Cards.

AARON BODENHAMER
910-422-8588

910-733-2760 Mobile
Aaron@BodenhamerFarms.com

840352_Bodenhamer.indd   1 11/2/16   12:23 PM
“Complete Woodland Resource Management”

106 FOURTH STREET, P.O. BOX 343
BIGLERVILLE, PA 17307-0343

717-677-7037 • 800-327-4772
FAX 717-677-6561

www.pennforestry.com

RONALD G. BENNETT
TNEDISERP

EVENINGS 6-10 PM
717-677-8607

Cell 717-253-4548

PENN FORESTRY COMPANY, INC.

pennforestryco@centurylink.net

711134_Penn.indd   1 9/19/14   5:43 AM
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Land and Timber Sales-Land Management-Hunting Leases

1227 NC Highway 42
PO Box 37

Colerain, NC  27924

Offi ce 252-356-2747
Fax 252-356-1206

mike@mdneal.com
www.mdneal.com

443683_MikeNeal.indd   1 10/16/09   12:22:04 PM

Products & Services Buyers’ Guide

AERIAL SERVICES

888715_Summit.indd   1 31/10/17   6:15 am

 
Summit Helicopters
PO Box 909, 525 McClelland Street 
Salem, VA 24153 
(540) 375-8909 
John.Milko@summithelicopters.com 
 

Summit Helicopters, Inc. is a premium provider of 
helicopter services for the Forest industry nationwide. 
Since 1980, Summit has been working for Forestry 
customers with a focus on customer satisfaction, 
reliable service and fair pricing. Summit’s services 
include but are not limited to precision aerial 
application of herbicides, aerial fertilization, aerial 
ignition and aerial ROW application. Additionally, 
Summit Helicopters, Inc. has distributorship 
agreements with all of the major herbicide 
manufacturers for both turn key application and direct 
herbicide sales to customers.

BEAR DETERRENT/BEAR SPRAY

715097_Counter.indd   1 24/10/14   4:05 AM

 
Counter Assault
120 Industrial Court, Kalispell, MT 59901 
(800) 695-3394 
gen.mgr@counterassault.com 
www.counterassault.com 
 

Counter Assault, celebrating our 30th year, is the 
“Original” bear spray. Our products have undergone 
over 30 years of scientific field-testing by the University 
of Montana, University of Calgary, and Cambridge 
University. Counter Assault Bear Deterrent was 
developed as a means to protect people from bears in 
a non-lethal manner, and was studied and tested by 
Dr. Charles Jonkel of the University of Montana Border 
Grizzly Project. Counter Assault meets or exceeds 
all IGBC recommendations! The IGBC consists of 
various US Forest Service, state agencies, and other 
government personnel. Look for the RED can - Carry 
what the professionals carry! www.counterassault.com 
800-695-3394

CONSULTING FORESTERS
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American Forest Management
8702 Red Oak Boulevard, Suite C 
Charlotte, NC 28217 
(704) 527-6780 • Fax: (704) 527-1245 
adrienne.walters-anders@amforem.biz 
www.americanforestmanagement.com 
 

American Forest Management. Inc. (AFM) currently 
manages over 5.1 million acres of privately owned 
timberland and has sold over $1.8 billion in real 
estate in 2,100+ transactions since 2005. With 
260 employees operating from 49 offices located in 
16 states, AFM’s team of professionals is focused on 
meeting client needs by providing a complete suite 
of forestry services. Our small regionally dispersed 
offices allow us to provide individualized services, 
and our large overall size allows us to coordinate 
teams of foresters and technical specialists for large, 
complex jobs.

FORESTRY PRODUCTS & SUPPLIES

710560_BenMeadows.indd   1 9/19/14   2:32 AM

 
Ben Meadows Company
401 South Wright Road, Janesville, WI 53546 
(608) 754-2345 • Fax: (608) 757-4645 
s.foley@labsafety.com 
www.benmeadows.com 
 

Since 1956, Ben Meadows has supplied foresters, 
surveyors, wildland firefighters and natural resource 
professionals with essential, high-quality forestry 
supplies, surveying equipment, wildland fire gear 
and more. We’ve been in your boots and know what 
you need—you can Depend on Ben. Have questions 
about repairs or which product might be best for your 
application? A Product Pro® is just a phone call away. 
You can reach one, free of charge, at 1-800-241-6401. 
Want to save on shipping costs? Buy Ben’s Shipping 
Deal and get 365 days of ground shipping for just $49. 
Visit benmeadows.com/BenShipDeal for details and 
start saving today.

LAND & TIMBER 
INFORMATION MANAGEMENT

892027_Trimble.indd   1 01/11/17   11:13 pm

 
Trimble Forestry/Cengea Solutions
560-1188 West Georgia Street 
Vancouver, BC V6E 4A2 
(604) 697-6400 
forestrysales@trimble.com 
www.trimble.com/forestry 
 

Trimble Forestry offers spatially aware enterprise 
and cost effective SaaS solutions for real time land 
and forest asset planning and optimized activity 
management critical for decision support, resource 
planning, compliance and stakeholder reporting.

LASER RANGEFINDERS/HYPSOMETERS

774831_Laser.indd   1 10/22/15   7:08 PM

 
Laser Technology, Inc.
6912 S. Quentin Street, Centennial, CO 80112 
(303) 649-1000 • Fax: (303) 649-9710 
Toll Free (303) 649-1000 
info@lasertech.com 
www.lasertech.com 
 

Timber cruisers can now measure tree heights and 
monitor slope grades with unparalleled ease. Surveying 
jobs such as sale boundaries and stem mapping 
become almost effortless. Measuring chip volumes 
can be done without having to occupy the stockpile. 
LTI offers a full range of powerful, compact lasers 
and forestry tools with features perfectly tailored for 
gathering field data. Our lasers can penetrate dense 
brush as if it weren’t even there and our Criterion 
RD 1000 provides a direct read-out of heights and 
diameters and can also be used as a slope-corrected 
Basal Area scope for variable plot cruising.
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(318) 445-5566

COMPREHENSIVE FOREST
MANAGEMENT SERVICES

2022 N. MacArthur Drive, Alexandria, LA 71303
Web Site: www.templinforestry.com
E-mail: steve@templinforestry.com

678305_templin.indd   1 9/9/14   6:17 AM

PRODUCTS & SERVICES BUYERS’ GUIDE

Quarterly timber price and news service is used by companies, consultants, 
landowners, and analysts to assess market conditions in the Southeast US. Reports 
include stumpage and delivered prices: five pine and three hardwood products as 
well as wood chip prices. Historical data series and archived reports span 1976 
to the present with archived news since 1995. The University of Georgia Warnell 
School of Forestry and Natural Resources is under contract with the Frank Norris 
Foundation to compile and publish TimberMart-South quarterly reports.

www.Timbermart-south.com

892995_TimberMart.indd   1 10/11/17   12:02 am

MILL PROCESS DIAGNOSTICS
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Trimble Forestry
560-1188 West Georgia Street 
Vancouver, BC V6E 4A2 
(604) 697-6400 
forestrysales@trimble.com 
www.trimble.com/forestry 
 

Trimble Forestry delivers process diagnostics solutions 
for determining the root cause of manufacturing issues 
and provides a fast and accurate analysis of your mill 
processes, throughput and state.

SEEDLING NURSERIES

717321_Advanced.indd   1 21/10/14   4:58 AM

 
Advanced Tree Technology
12818 Edgarton Road, New Haven, IN 46774 
(260) 749-0891 • Fax: (260) 749-1438 
Toll Free (888) 749-0799 
www.advancedtree.com 
 

For the past 25 years Advanced Tree Technology has 
grafted, grown, sold and maintained hundreds of 
thousands of genetically superior hardwood timber 
trees in many states. Our improved trees include Black 
Walnut, Oak, Black Cherry and Curly Poplar. Also, we 
have produced and sold over 2 million genetically 
superior seedlings from these grafted trees and 
currently maintain a large plantation of genetically 
superior trees from which we harvest scion wood and 
seed for propagation. The owners personally oversee 
the collection of seed and scion wood from these 
plantations to ensure the best genetics in what we sell.

 
International Forest Company
1265 Georgia Highway 133 North 
Moultrie, GA 31768 
(800) 633-4506 • Fax: (229) 890-0087 
cjohnston@internationalforest.co 
www.internationalforest.co 
 

Better Seedlings, Better Returns! Choose the genetics 
you want for container or bareroot seedlings. Order by 
March 1st each year to have the maximum amount of 
choices. Nursery production in Moultrie, GA; Jesup, 
GA; Washington, NC; DeRidder, LA; Camden, AL; and 
Shubuta, MS.

SEEDLINGS

Superior Trees, Inc.
PO Drawer 9400, Lee, FL 32059 
(850) 971-5159 • Fax: (850) 971-5416 
superiortrees@centurylink.net 
www.superiortrees.net 
 

Wholesale grower of bareroot Slash, Longleaf, Sand, 
Loblolly pine seedlings, and Longleaf tublings, Great 
selection of hardwood seedlings for wildlife plots, 
nursery stock, or restoration projects. Native trees, 
shrubs, perennials, and grasses available in  
1-15g containers.

WOOD PROCUREMENT/
SETTLEMENTS SOFTWARE
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Trimble Forestry
560-1188 West Georgia Street 
Vancouver, BC V6E 4A2 
(604) 697-6400 
forestrysales@trimble.com 
www.trimble.com/forestry 
 

Trimble Forestry offers both enterprise and simplified 
cloud solutions for the creation and management of log 
scaling & log quality, contracts, contractor payments 
and settlements required for fibre/wood procurement 
and log accounting process efficiency.

WOOD SUPPLY EXECUTION

892203_Trimble.indd   1 04/11/17   12:11 am

 
Trimble Forestry/Cengea Solutions
560-1188 West Georgia Street 
Vancouver, BC V6E 4A2 
(604) 697-6400 
forestrysales@trimble.com 
www.trimble.com/forestry 
 

Trimble Forestry lowers total delivered fibre costs with 
software and services designed specifically for the 
effective management of log supply and distribution. 
Our proven SaaS and enterprise solutions optimize 
fibre accessibility, provide timber supply visibility, 
streamlines transportation scheduling and productivity.
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T
hinking about going to the 
ACF National Conference in 
Asheville next June?

Personally, I didn’t have to 
think twice. I’m all in. From my point 
of view, it’s a chance to surround myself 
with the best in the consulting forestry 
profession. This is one opportunity I’m 
not going to pass up.

Like most associations, ACF has a 
meeting every year. It’s a chance for the 
association to boost its revenue a bit, but 
more importantly, it offers continuing 
education for members. As an added ben-
efit, the ACF National Conference allows 
members to reconnect with other con-
sultants, vendors and long-time friends.

And what about new relationships? The 
ACF National Conference is an excellent 
opportunity to develop new relationships 
in a relaxed and friendly setting with 
other consultants with similar interests.

Thinking about taking on a client in 
another part of the country? Chances are 
there are other consultants at the meeting 
who have already worked there and can 
tell you about the pitfalls, the opportu-
nities and what service offerings have 
been successful.

First of all, you want to make the most 
of the time and money you and your 
associates are investing to attend the ACF 
National Conference. Just like any busi-
ness undertaking, you’ll benefit greatly 
by planning ahead. This year’s meeting 
is being held at The Omni Grove Park 
Inn. You can make a reservation now at 
the hotel and receive a special ACF rate. I 
always prefer to stay at the hotel hosting 

MUSINGS

the meeting. You’ll not only avoid having 
to drive back and forth to the meeting 
hotel every day, you’ll be more engaged 
with the rest of the members and meet-
ing events if you’re staying at the hotel 
hosting the meeting.

Study the meeting agenda to see who 
will be speaking and what educational 
opportunities or field trips will be offered. 
Register for these early, particularly if 
there’s a limit on the number of par-
ticipants. Decide what you want to do 
and what sessions you’d like to attend. 
Plan ahead to make the most of your 
opportunities to learn and connect with 
other members.

That brings me to one main point: 
Don’t hide in your room! If you don’t 
know anyone, just mention that when 
you register. Director Lynn Wilson and 
the meeting staff are very good at their 
jobs. They’ll introduce you to at least one 
person to help get you started. That per-
son could very well be me.

If you’re an introvert by nature, like me, 
you have to work at it a little to engage 
people. From their badge, you can get 
the person’s name and the firm they rep-
resent. Just ask them about things they 
would have an interest in. For example: 
What consulting services do you offer? 
Who are your clients? Do you have a fam-
ily? Where do you live? Where are you 
from originally?

Does it sound like it’s all about the 
other person? Of course it is. That’s how 
you learn and engage with other people. 
The ACF National Conference is a unique 
opportunity to talk about all things in a 

non-business environment. It’s a rela-
tionship-building event. Just be yourself.

Here are some tips that will help you 
have a successful meeting.

Bring plenty of business cards. You’ll 
be surprised how many people have 
attended meetings intent on making new 
contacts, but fail to bring business cards. 
It doesn’t give the impression of someone 
who is fully engaged in their business or 
profession.

What about cell phones? Turn them off 
or go into vibrate mode. This is just a com-
mon courtesy to event speakers. If you 
have to take a call, step out of the room.

You also want to be healthy and alert 
for the meeting. Drink lots of water, eat 
well and move around during the breaks. 
Have a drink at the social events, but don’t 
overdo it.

Finally, my last tip for the ACF National 
Conference is to stay until the end and 
get your money’s worth. Some of the best 
speakers appear on the last day. Why miss 
out on what may prove to be the most 
entertaining part of the meeting? You’ve 
already invested the time and money to 
make the trip to Asheville. Don’t cut it short. 
Make the most of it. Stay engaged with the 
other members until the meeting is over.

I always remember what my mother 
told me: “You can’t pick your relatives, 
but you can pick your friends and associ-
ates.” I always choose to associate with 
winners…the best in our profession. 
There will be plenty of winners waiting 
for you at the ACF National Conference 
in Asheville. Why not surround yourself 
with the best? 

Why not Surround 
Yourself with the Best?
VICTOR E. HEMARD JR., ACF
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              Sales, Support, & Training         
         www.landmarkspatialsolutions.com   (866) 395-5440 

Helping You Navigate the  
Forest Technology Pathway 

Load Ticketing 

Forest Inventory 

Drones 

GIS 

Forest Measurement 

Simple Mapping or Complex GIS 
Plot Allocation Tools 

Parcel /Ownership Data 

GPS 
Rugged & Accurate  

Works Great Under Canopy 
 

Heights, Distance, Tree Location 
Log and Stockpile Volumes 

$ALE: All LTI 
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360 & 360R 
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- $300 off until 
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The most comprehensive forest inventory 
program on the market! 

New Plot Allocator & Excel Reporting 
Advanced Auditing & Growth/Yield 
iOS and Android Coming Soon! 
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Integration with Accounting Programs 

Replaces Load Sheets  
Automatic Server Sync  

Timber Security & Data Transparency 
Automated Reports & Reconciliations 

Inspections and Mapping 
Mosaics and 3D Models 
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ACF Success Stories  
 “Landmark Spatial Solutions, LLC is a game-changer in supporting the world of professional forestry consulting and the forest 
Industry as a whole.   As a privately-owned forestry consulting business, we have been extremely thankful and proud to be a 
customer and friend of Landmark Spatial Solutions. We have utilized their services and expertise on many occasions. Most 
specifically, with the recommendation, implementation, technical training and support of a timber inventory solution upgrade. 
Timber Inventory systems and data are a crucial element in a professional Consulting Forester’s services.  Landmark listened 
to our needs and desires, customized a solution using GPS navigation and the robust inventory management application, 
TCruise, and got our business outfitted with all of the software and hardware needed. The staff understands the needs of con-
sultants and forest industry professionals everywhere. They stay ahead of the curve in the technical realm.  Their expertise in 
technical systems revolving around Natural Resource management will help you remain efficient and productive. Landmark 
Spatial Solutions provides extremely timely and knowledgeable support in a friendly and easy-to-understand fashion.  We look 
forward to continuing our relationship together as we continue to grow.“ 
- Jesse A. Saarela, Natural Resource Planning Services, Inc., Lake City, FL 
 
“Whether we need a data recorder, GIS software, cruising equipment, training on software or hardware, or advice on a solu-
tion, Landmark Spatial Solutions is always available with help. Their personnel are very knowledgeable of the best technology 
to keep us operating efficiently.  I would consider their training and technical support some of the best in our industry.” 
– Seth Fillingham, Sizemore and Sizemore, Tallassee, AL 
 
“I have been working with Johnny Thompson and his great support staff at LandMark for a number of years, and consider 
them my technology partner in advancing the professional services we offer our clients.  I depend on them to sell me the tool 
that is most applicable for the mission I want to accomplish, and to supply me with the technical service I need after the 
sale.  They are truly dedicated to their customers in the same professional manner as I intend to give to my clients.”  
- Steve Templin, Templin Forestry, Alexandria, LA 
 
“We have been using TCruise for several years to meet our inventory needs – most recently we have worked with the team at 
LMSS to develop a custom export to Excel which has greatly increased the functionality and presentation of our inventory pro-
jects.  Purchasing software from LMSS is not a once and done deal – it is a partnership to keep your forestry business on the 
cutting edge of technology – complete with reliable ongoing support to help those of us who are “technologically challenged!” 
- Amy McFadden, White Oak Forestry, Georgetown, SC 
 
“We at ForestSouth, LLC have been doing business with Landmark Spatial Solutions since 2005.  We have bought over 20 
data recorders during that time... Johnny Thompson and Darian Yawn provide great customer service and products at com-
petitive prices.  If we have an issue with a data recorder or software, Darian is great at solving these issues.  If we cannot 
reach either of them by phone, they are quick to respond to a text or email.  One thing that separates Landmark Spatial Solu-
tions apart from other companies is that they are a Christian based company, and they listen to their customers.  They are 
very proactive at working with their product suppliers to improve their products based on customer need.”  
- Ryan Ramsy, ForestSouth, LLC, Flowood, MS 
 
“At my age, I consider myself a technology tweener ... young enough to recognize the potential benefits of utilizing the latest 
technology, but too old to be inherently knowledgeable and proficient with it. Sometimes, I don't even know enough of the ter-
minology to ask the right questions. Thankfully, Darian has been a great source of information and tech support for me with 
both ArcGIS and TCruise. His quick response and his willingness to go above and beyond the call of duty to help me have 
been a great blessing to me and my business."  
- Joe Shriver, Shriver Forestry , McAlpin, FL 
 
“We have relied on Landmark Spatial Solutions for all our advanced technology needs for 12 years now and highly recom-
mend them to all our colleagues.    Great products, great people, great support…” 
- Jay Mitchell, Mitchell Forestry & Wildlife Services, Corinth, MS 
 
“After buying and using Landmark’s T-Cruise and Solo software in the early stages of those programs as a sole proprietor 
consulting forester in 2004, I managed to bring that technology to GFR when I joined that firm in 2007.  Since then, the GIS 
and cruising software has revolutionized GFR’s way of doing business with regards to timber inventories, timber sales, and 
forest management technology.  While the benefits of the technology spoke for itself at that time, the real driver behind the 
decision to invest in these hardware and software packages was the reliable customer service that I enjoyed in those early 
years, and that has only continued since then with GFR.  No technology comes without some problems and/or issues, but the 
real test of good service is how that company helps to resolve those issues, quickly and efficiently.  I have nothing but good 
things to say about the customer and product service that LandMark has provided to us in the last 13 years.” 
- Bruce White, GFR Forestry Consultants, Raleigh, NC  
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