
        

Northwest Woodlands
4033 S.W. Canyon Rd.
Portland, OR 97221

Non Profit Org
U.S. POSTAGE

PAID
PORTLAND, OR
PERMITNO. 1386

NNNNoooorrrrtttthhhhwwwweeeesssstttt WWWWooooooooddddllllaaaannnnddddssss
SPRING 2011  • VOLUME 27  • NO. 2

A Publication of the Oregon Small Woodlands, Washington Farm Forestry, Idaho Forest Owners & Montana Forest Owners Associations

This magazine is a benefit of membership in
your family forestry association

NEXT ISSUE . . .
Water and
Riparian Management

CCCCAAAAPPPPTTTTUUUURRRRIIIINNNNGGGG  VVVVAAAALLLLUUUUEEEESSSS  FFFFRRRROOOOMMMM
YYYYOOOOUUUURRRR  PPPPRRRROOOOPPPPEEEERRRRTTTTYYYY
CCCCaaaappppttttuuuurrrr iiii nnnngggg  FFFFoooorrrreeeessss tttt   VVVVaaaallll uuuueeeessss   CCCCooooooooppppeeee rrrraaaatttt iiii vvvveeee llll yyyy

RRRRuuuurrrraaaa llll   EEEEnnnneeeerrrrggggyyyy   PPPPrrrrooooggggrrrraaaammmmssss

NNNNoooonnnntttt iiiimmmmbbbbeeeerrrr   FFFFoooorrrreeeessss tttt   PPPPrrrroooodddduuuucccc tttt ssss

FFFFuuuuttttuuuurrrreeee   LLLLoooogggg  MMMMaaaarrrrkkkkeeee tttt ssss

CCCCoooonnnnsssseeeerrrr vvvvaaaatttt iiii oooonnnn
EEEEaaaasssseeeemmmmeeeennnntttt ssss

CCCCaaaarrrrbbbboooonnnn  MMMMaaaarrrrkkkkeeeetttt
OOOOppppppppoooorrrr ttttuuuunnnn iiii tttt iiii eeeessss

 



2 . NORTHWEST WOODLANDS . SPRING 2011

3 PRESIDENTS’ MESSAGES

6 DOWN ON THE
TREE FARM

28 TREESMARTS

30 TREEMAN TIPS 

31 CALENDAR

TABLE OF CONTENTS DEPARTMENTS

FEATURES

Spring 2011

STAFF:
LORI D. RASOR, Editor
MICHELE DOCY, Assistant
4033 S.W. Canyon Rd.
Portland, OR 97221
503-488-2104
rasor@safnwo.org
MINTEN GRAPHICS, Graphic Design

Northwest Woodlands Advisory
Committee Members:
Bob Brink
Rick Dunning
Mike Heath
Jim James
John Poppino
Lori Rasor
Ed Styskel

Northwest Woodlands is published
quarterly by the World Forestry
Center for the Oregon Small
Woodlands Association, Washington
Farm Forestry Association, Idaho
Forest Owners Association and
Montana Forest Owners Association.

Other than general editing, the articles
appearing in this publication have not been
peer reviewed for technical accuracy. The
individual authors are primarily responsible for
the content and opinions expressed herein.

ON THE COVER:
8

10

16

14

20

23

26

A harvester picks wild huckle-
berries, which can be sold to
gourmet restaurants.
Inset photos: Close up of wild
huckleberries, which are delicious
and fun to pick, and can be
profitable. Douglas-fir tips can
make a delicious tea. Photos
courtesy of Eric T. Jones

31 OSWA MEETING SLATED FOR JUNE 23-25

ALSO IN THIS ISSUE . . .

CAPTURING VALUE FROM YOUR PROPERTY
Creating value in this challenging economic environment is a balance of
finding the right strategies and investing your time and energy.
BY TED LORENSEN

CAPTURING FOREST VALUES...COOPERATIVELY!
Members helping members to gain leverage in selling their products is the
heart of this cooperative.
BY TOM NYGREN

RURAL ENERGY FOR AMERICA PROGRAM FOR
FORESTLAND OPERATIONS
Increased energy efficiency on your forestlands can be partially funded
through USDA.
BY JILL REES

EARNING INCOME FROM NONTIMBER FOREST PRODUCTS
Landowners can increase their income stream by selling nontimber forest
products harvested as part of their management plan.
BY ERIC T. JONES AND TERRY ANTHONY

PRODUCT BUSINESS GUIDES BY ERIC T. JONES & LITA BUTTOLPH

LOG MARKETS IN THE PACIFIC NORTHWEST: PAST,
PRESENT AND FUTURE
You ask the questions: What is the value of my trees and what will they be
worth in the future? But the real question is: What are housing starts doing?
BY STEVE BOWERS

FOREST LANDOWNERS CAN REAP BENEFITS BY DONATING 
A CONSERVATION EASEMENT
Conservation easements can help you extend the plans for your forestland
beyond your life span.
BY CHRIS DeFOREST

CARBON MARKET OPPORTUNITIES FOR FAMILY
FOREST LANDOWNERS
A challenging and at times limited market for carbon still holds
opportunities for landowners.
BY MIKE BARNES AND MATT DELANEY



view our tree farm as having both
tangible (logs, firewood) values and
intangible (beauty, serenity, solitude)

values, as I’m sure most Northwest
Woodlands readers do as well. For the
sake of brevity, I’m going to focus here
on just the tangibles.  

I was out falling dead grand fir on
Sunday, trying to keep up once again
with the mortality on our tree farm.
Grand fir of all size classes is having a
rough time in north Idaho; primarily
the result of the Scoyltus beetle infesta-
tion. I can’t skid logs at this time of
year (I am writing this near the end of
February), but I like to get the dying/
dead trees down on the ground and
preferably into the snow. This way they
keep better until skidding occurs.

I find it very relaxing to work in the
woods but am somewhat annoyed that
I’m harvesting nice trees when the log
market is so poor. My wife and I have
owned our forestland since 1988 so we
have had several “high market” oppor-
tunities in which to harvest. Being a
forester by trade, I know that grand fir
is an unpredictable, weak species and it
really should be depleted from our for-
est. It’s more prudent to grow western
larch or white pine. But like many
landowners, I’ve always thought that
log prices would trend upward and
that a market would always exist for all
of our species. The past two years have
been yet another good reminder that
log and lumber markets can change
drastically and quickly.   

When contemplating value from our
forest, I’ve really lost on three different
fronts. First, I’m selling our trees today
at a price that is 30 percent below a
long term, normal price. To compound
this, in Idaho, our market base has
diminished. With the closure of four

manufacturing plants in our working
circle over the past 15 years, we now
have just three remaining. These mills
are highly specialized and take only cer-
tain log species and sizes. Harvesting a
greater volume in 1996 and 2005 when
we had strong log prices and a more
diverse log market obviously would
have been the better strategy. Second,
I’ve squandered future value by ignor-
ing the time-value concept of money.
The proceeds from any harvest during
those “high market” years could have
been invested for many years, and

hopefully earned a positive return.
Third, and probably our biggest loss, is
that of future growth of more desir-
able, more valuable trees. In our case, a
percentage of our tree farm is com-
prised of stagnated, defective timber.
Banking these trees on the stump now
makes little sense especially when I’m
forced to salvage during poor markets.
During normal markets I prefer to
clearcut these stands and then reforest
with primarily western larch. The result
of our past clearcutting has produced
several vigorous plantations that are
adding growth at a phenomenal rate
per year. Loss of growth is disturbing
and equates to an unrealized value loss
in the future. My regret is that I had
not converted many more acres in the
mid-1990s.

While I now have 20/20 vision, I
should have taken the time years ago to
assess the market opportunities along
with the associated value gain or loss.
In the future, I intend to not repeat my
past inactions and poor judgment.  ■

Value Loss by Procrastination

I
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y first thoughts about captur-
ing value from our property
were of the monetary return

available from forest use activities. In
our case it’s enhancing the timber value
through good management practices
and harvesting of floral greens. Some
WFFA members use a portion of their
holdings to also raise Christmas trees
for an annual return. The potential goes
well beyond the aforementioned and

includes everything from trout ponds,
pumpkin patches, cell towers, and bor-
row pits. That having been said, for
many of us the intrinsic values from our
property are a very important aspect.

Our tree farms are an integral part of
our psyche. Our mental and physical
health revolves around our land as it
has been for generations long before
ours. Unfortunately, most people in our
society have evolved away from this

particular connection to the land and
see landowners as a greedy sort. The
Russian author of “War and Peace”—
Tolstoy—said that ownership of land is
theft. Tolstoy may have been a great
writer, but these are different times and
the great American experiment has
proved him wrong.

The indigenous peoples of the
Americas who have roamed this land in
excess of 15,000 years know well that
connection between their spiritual well
being and the need to use nature’s
resources to survive. The difference for
us in a supposed civilized society is that
we codify certain aspects of our connec-
tion to the land. And fortunately this
provides us assurances that we as forest-
land owners can endure.  

The great value that my wife and I
capture from our property includes in
part this connection to the land. It is our
sanctuary with its clean and clear air
that we breathe deeply when we are at
our work in the garden or cutting fire-
wood, which provide us life. We cherish
that great solitude when in the cool fall
air we pause from our chores when we
hear a flock of sandhill cranes and
watch them pass overhead in their V for-
mation headed south to their wintering
grounds, knowing that they have come
from far away in the north on their
mighty epic journey. We return back to
our toil with renewed inspiration and a
feeling of fulfillment in what we do on
the land. Then a raven will call out, his
voice echoing through the trees stirring
yet again some memory of ancient
times. The inner peace and the tranquili-
ty for us on this property cannot be
measured. We escape the world’s prob-
lems and feel a sense of calm and con-
tentment.  

Also is the feeling that a tree farm
brings a level of independence not
enjoyed in the employ of others. How
aggressively one may manage is a per-
sonal decision and not the result of out-
side influences. Being able to operate
within one’s so-called comfort zone has
value. We have come to find that the
infamous clearcut is truly a regeneration
harvest and that renewal brings us satis-
faction as well.  ■

Capturing Value is a Frame of Mind
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alue added means there is some
extra, additional benefit that
one receives from owning wood-

lands. That could mean extra income
from firewood, Christmas boughs and
trees, mushrooms, floral greens and
moss...I’ll stop with those, because
that’s the focus of this Northwest
Woodlands issue.

Whether you live on your forested
property or in town, perhaps especially
if you live in town, an additional value
you might appreciate is the peace and
quiet that nature provides. Minus the
city street lights, you can actually see
stars at night. And there are no noisy
neighbors having loud parties, just you
and the animals living together some-
what harmoniously!

It’s hard for me and my husband to
drive to the woods without some kind
of chore in mind. There’s always some-
thing to do and never enough time or
energy. Typically the car or pickup is
loaded with tools we need or might
need since a trip home would be count-
er-productive. So we’ve found it hard
to switch our mental set to appreciate
the things we’re used to seeing every
time. But as we observe our friends
and relatives that look with different
eyes at what we take for granted, we’re
learning to appreciate it more.

This summer we hosted my Garden
Club on the tree farm. Since there were
no rare flowers to rave about, I pre-
pared a short quiz for them—spiced
with Goodwill-type prizes for correct
answers. I started out with tree identifi-
cation and everyone knew “Douglas-
fir.” When asked which invasive species
were most difficult to overcome, many

answers were given, but “grass” was
not one of them. The most telling
question concerned the forest practices
act. Everyone thought that only large
industrial-type forests had to comply.
This quiz started a great discussion.
People were interested!

So, for us, added value comes from
having a place where we can invite
woodland-deprived friends to picnic,
enjoy a campfire, or hike our roads and
trails. Children can walk the roads and
discover antlers, bones, and feathers.
They can peek in the fir branches and
see newly-hatched birds or abandoned
nests, splash in the river or pond, and
find all sorts of wiggly things. For
adult friends, the forest is a place to
relax and think, or not think at all,
with a wren to serenade you. With all
those trees, surely there’s a place for a
hammock. After all, we’re making
memories here.

Once you get past money, what
more added value could you want?  ■
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u Purchase Seedlings for Winter 2011/2012 Planting

❑ My recommendation is to order seedlings for next
fall and winter now if you haven’t already.

❑ Many nurseries ran out of seedlings for planting winter
2010/2011 so seedlings may already be scarce as those
who did not get seedlings for 2010/2011 are probably
already in line ahead of you for this year’s crop.

❑ A good place to look for seedlings is our nursery
advertisers in this publication and online at
www.forestseedlingnetwork.com. Nurseries are
already posting their available stock for 2011/2012.

❑ Remember, the seedlings you plant are a long-term
investment and you need to start your investment
with the right seedling. If you can’t find the right
seedling this year wait until next year, and get your
order in early.

u Who Am I?

❑ I work from dusk to dawn.

❑ I hide and sleep when the sun is out.

❑ Women are more nervous around me than men, as I
have this bad rap for getting caught in women’s hair.
Don’t swat at me girls and I will not get caught in
your hair.

❑ I eat and drink on the fly.

❑ I am active in the summer in the Northwest when my
favorite invertebrates (bugs) are plentiful and hiber-
nate or migrate in the winter.

❑ I do have functional eyes but use biological sonar to
locate my prey.

❑ You can only speculate on why I roost upside down.

❑ My guano is prized as a fertilizer.

❑ I love mosquitoes and other yard and garden insect
pests and may eat 200 each night.

u Invasive Weed Refresher: Scotch Broom. Remember
me? Not from around these parts, pretty yellow flowers
in the spring, seeds that remain viable for 50 years or
more, possibly no endearing qualities if found on your
place. I was brought here originally for erosion control
and as a yard plant. I have many “cousins” such as
Portuguese and French broom, which have many of the
same weed characteristics that I do. Your job is to keep
me under control and possibly eradicate me from your
forest or farm. You can get the best of me by:

❑ Pulling Me Out of the Ground: This can be done by
hand if I am small and the soil is moist. Or with a tool
called a Weed Wrench (www.weedwrench.com) if I
am larger.

❑ Mowing: May take several mowings and best to mow
me before I form mature seeds.

❑ Directed Foliar Spray: I do not like triclopyr, common-
ly sold as Garlon 4. A 1-1/2% solution of Garlon 4
with a 1/2 to 1% solution of vegetable oil surfactant
in water cleans my clock. I am easy to find when I am
starting to flower and I am less hardy as it takes a lot
of energy to make those pretty yellow flowers.

❑ Cut Me Off at Ground Level: If I am a mature plant, I
probably will not sprout. If you want to make sure I
don’t sprout, or if I am a younger plant, apply 25%
Garlon 4 (20% Garlon XRT) in water or oil carrier to
the cambium layer of my cut surface.

❑ If I have produced seeds, you will need to keep an
eye out for my offspring as some of my seeds are
likely to germinate even if I am no longer around. If
you keep shade on the ground, such as in a dense
forest, I will not be able to germinate and grow.

❑ I love to travel and am a clever hitchhiker. So, you
need to keep an eye out for me, particularly along
public roads and your road system.

u Fire Season is Here: Most of us will have fire season
start in May or June. With typically more hot days occur-
ring in May and erratic summer precipitation, fire season
can grow longer even for wetter sites in northwest
Oregon and western Washington. Here are a few things
you could do to reduce fire danger and/or be prepared
for quick response.

❑ Make sure your fire equipment is in good working
order. Your best bet in preventing a large fire is to
find it early, and keep it small, until help arrives.

❑ Acquire fire equipment for quick response if you
don’t have any. Your local forest fire protection
agency has a list of required equipment to run an
operation during fire season and this might be a
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good place to look to see what you might want to
acquire. Used equipment is cheaper after fire season
than just before fire season.

❑ Make sure your power saw spark arrestor screen is
functional.

❑ Have your fire extinguishers recharged and checked
out. The contents can settle to the bottom of the
extinguisher and will not help you extinguish a fire.

❑ Make sure you have at least one operating fire extin-
guisher in each of your vehicles, on each piece of
equipment and on you when you operate a power
saw, lawn mower, weed whacker, etc.

❑ Operate equipment in compliance with the fire regu-
lations that apply to your forest property. Apply these
regulations to your home site if it is on or adjacent to
your forestland, even if it technically falls under anoth-
er fire protection jurisdiction which is less restrictive.
So, don’t mow your lawn or driveway or around your
seedlings in the heat of the day when a logging oper-
ation in your forest would be shut down.

❑ Beware of ATV riders during hot dry weather. They
can easily start fires.

❑ Build a pond for a pump chance and/or access by a
helicopter to dip water.

❑ Construct and/or maintain fire
breaks along public roads which
abut and/or pass through your
property.

❑ Prune trees around structures to
remove the fire ladder and
reduce the chance of fire getting
into the tree crowns.

❑ Cure your firewood away from
your dwelling and outbuildings
during fire season. Move it close
to your place of use after fire sea-
son is over.

u What is Your Treasure? As they say,
one person’s junk is another’s treasure.
This is true somewhat of the values

woodland owners have for various parts of their wood-
lands.While some are pretty focused on earning income
from timber, another’s treasure might be in taking a hike
on a summer day, or sharing the joy of catching a fish
from their stream with a grandchild. Capturing value from
your land is the subject for this issue. I suspect it means
something different for everyone of you. Find what you
treasure on your woodland and enjoy what you have!

Who Am I?

I am easiest to watch around dusk as I come out before it is
dark and can be seen against the sky. I need water to survive
and might be more plentiful around lakes and streams.
Leave the porch light on and you may be able to watch me
catch bugs drawn to your light.
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By TED LORENSEN

he OSU College
of Forestry’s
Dean was

recently interviewing
a prospective stu-
dent. “Why have you
chosen this career?”
he asked. “I dream of making a mil-
lion dollars in tree farming, like my
father,” the student replied. “Your
father made a million dollars in tree
farming?” echoed the impressed
dean. “No,” replied the applicant,
“but he always dreamed of it.”

While this joke doesn’t necessarily
reflect the ambition of most forest
landowners, capturing “value” from
forestland remains important for
woodland owners. However, valuation
of forestland and forest uses is becom-
ing much more complicated due to
loss of mill infrastructure, land-use
laws, forest practices regulation, site-
specific environmental considerations,
economic globalization, and greater
recognition of forest resource values
other than timber. And certainly many
family forest landowners prize their
lands for other-than-economic values.

Success in providing the forestland
values that we want requires willing

and able landowners. This is true for
both public and private landowners.
For landowners to be both willing
and able, they must be able to cap-
ture value from their property. In
order to sustain forestland conserva-
tion, forest uses must be more prof-
itable to the owner than forestland
conversion or other non-forest uses.
Due to evolving government policies
and changing market forces, the will-
ingness and ability of both public and

private landowners to sustain and
invest in our forests has changed con-
siderably over the years.  

Four general strategies are available
to create value for forest land-owners. 

1. Boost value of timber and fiber
The first of these strategies is to

increase the market value of traditional
forest products (mainly timber and
wood fiber). Landowner investment
and “sweat equity” remains the biggest
contributor to this type of value.
Government policies and programs
under this strategy have traditionally
included: (1) cooperative research in
silviculture, tree improvement, wood
products development, and mill tech-
nology; (2) cost-share and technical
assistance emphasizing timber produc-
tion; and (3) shared investment for fire,
insect, and disease protection. Forestry
extension and forest agency foresters
have been important in transferring
technology and developing knowledge-
able landowners that support increased
timber values.   

Forest landowner cooperatives are a
non-government way used to increase
the market value of traditional forest
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products. Cooperatives pool the
resources of forest landowners to
reduce costs and/or centralize market-
ing to seek the highest returns possible.
Landowners also can increase value by
finding niche or export markets or by
producing higher value timber prod-
ucts such as poles. Bio-energy is an
emerging market that may increase tra-
ditional forest value, particularly for
lands within economic haul distance of
bio-energy facilities.

2. Generate value for non-
traditional forest products

The second of these strategies is to
create or increase the value of non-
traditional forest uses or products.
Non-traditional forest products are
biological or ecological and generally
have not been cultivated. These prod-
ucts include edibles such as mush-
rooms and ginseng; floral products
such as moss; and specialty wood
products such as burls. These uses
also include the value of forests in
providing recreation and in protecting
watersheds, wildlife, fisheries, and the
storage of carbon in trees (ecosystem
services). Markets for many forest
uses, especially ecosystem services, are
limited or absent. Where markets do
exist for such values as recreation or
fuel wood, the proximity of the forest-
land to large populations and/or limit-
ed access to the forestland is often an
essential element for creating ade-
quate economic value.  

Recent policy work has focused on
creating ecosystem service markets
for carbon sequestration. One view of
ecosystem service markets is that they
should function as a mitigation bank
for those that cannot meet regulatory
standards, or as compensation for
adverse impacts that cannot be avoid-
ed. This view creates a conundrum in
that land uses or regions with existing
high regulatory standards may
receive less value or be less able to
participate in such markets than
those with lower regulatory stan-
dards. In any case, issues of valuation
need to be addressed and payment
schemes need to be developed to cre-

ate functioning markets. 
Wetland mitigation banks are an

existing example of ecosystem markets
operated in Oregon and Washington.
The Willamette Partnership in Oregon
is a diverse coalition of partners that is
trying to develop a “fair and transpar-
ent system for people to buy and sell
environmental restoration benefits.”
Nationally, several efforts to develop
markets for forest carbon sequestra-
tion are underway. Whether these
markets become “real” for most
landowners remains to be seen.  

It is fair to say that the general
public often takes the benefits provid-
ed by private forests for granted.
Such forest values as clean water have
been a bargain for downstream water
users provided by upstream forest-
land owners. 

An alternative approach to
ecosystem service markets is to cre-
ate value to a landowner through a
concept I call “equitable benefit

sharing” that recognizes a shared
interest in the “public utilities” pro-
vided by forest landowners through
a utility charge paid by the end user.
One argument for this approach is
that the public expects higher levels
of environmental performance for
forestlands than for other land uses,
and this would provide a means to
equalize those differences by provid-
ing landowner value. This concept
also provides a means for end users
to better mitigate the impacts of
their use. For example, water users
generally fully pay for their supply
infrastructure, but more often than
not only partially pay for the impacts
of their water use. Indeed, where
water use may be a factor in water
quality-limited streams, such use is
not considered in assigning the bur-
dens to recover water quality. This
approach could use an existing utility
charge or a water supply system as
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WESTAR®

The Brightest New Herbicide for
Herbaceous Weed Control

for Douglas-fir and other Conifers.

—See your Wilbur-Ellis Pro for more details—

9685 Ridder Rd. S.W., Suite 190 • Wilsonville, OR 97070

For information on this or any other herbicides, call:
Bruce Alber 503-227-3525–western Oregon & western Washington
Joel Fields 509-928-4512–eastern Washington, Idaho & Montana
Carl Sostrom 509-928-4512–eastern Washington, Idaho & Montana
Scott Johnson 916-991-4451 & Jerry Gallagher 530-570-5977–California



By TOM NYGREN

rchimedes is
famously
reputed to

have said something
like, “Give me a
place to stand, and I
will move the world
with a lever!” Forest landowners in
the last two decades have felt like
they had neither the place to stand
nor the lever to improve the income
stream from their forestlands; they
often felt they were at the mercy of
the ups and downs of the lumber
markets. And not only were they sub-
ject to nationally and internationally
controlled commodity prices, but
they only got one return from their
forestland after decades of growing
their trees!

Is there a way for forestland own-
ers to improve their lot? How can they
not only acquire more “leverage” for
their products, but also develop fre-
quent and multiple income streams
from their forestlands to pay taxes,
protect their investments in roads,
plantations, and other values, and

perhaps even sock some dollars away
for their future needs?

There is a forest owner coopera-
tive in Oregon that has been working
to create and perfect that desire. The
Oregon Woodland Cooperative (Co-
op), a member-driven registered cor-
poration consisting of 60 forest
landowners with over 20,000 acres of
forestland, has one overarching goal:
Members helping members and
working together to increase the
amount and frequency of values and
services available. The Co-op is regis-
tered and incorporated under the
laws of Oregon pertaining to cooper-
atives. Members are independent;
their membership is not restrictive on
their management options. Instead,
their membership is opportunistic—
members can participate to the
extent they desire in a variety of tim-
ber and non-timber product enter-
prises and management services.

The Oregon Woodland Coopera-
tive—originally chartered as the
Oregon Woodland Management and
Sales Cooperative—has been around
since 1981. Its genesis was the dissat-
isfaction of a broad cross section of

forest landowners in northwest
Oregon with their perceived treat-
ment by log buyers and mills. With
large acreages of forestland in indus-
try ownership—often by industries
who also owned the lumber mills—
small forest landowners felt they had
no leverage in the marketplace, either
in the prices they received for their
logs or the access they had to sell
when they wanted to. Industry lands
were the “big dog” and small private
forest landowners were the tail that
got wagged!

The original purpose of the Co-
op—more leverage—was not as suc-
cessful in the early days as hoped.
But the Co-op still served a useful
purpose by offering professional
forestry services through a forester.
By the 1990s, however, the member-
ship of the Co-op had started to
change. Ownership had transferred
to heirs, or through sale, and the few
new members that joined often had
smaller parcels than the original
members. After the high log prices of
the early ’90s, many properties no
longer had the standing inventory it
once did (and therefore few prospects
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Lyal Purinton instructs members on how
to bundle firewood at a Co-op training
session.

A

Capturing Forest Values...Cooperatively!



for immediate income). It became
apparent to the membership that
changes were needed!

The Co-op is governed by a Board
of Directors, elected by the member-
ship for three-year terms. The board
decided to survey the membership to
determine their thoughts about the
future of the Co-op. Members shared
their concerns and needs—and the
Co-op was not meeting them. The
result was a decision to “re-invent”
the Co-op to meet members’ needs and
grow the Co-op so that it was viable in
the changing times. A new vision was
developed—one that focused on three
cornerstones: Product Diversity,
Production Efficiency, and Marketing
Effectiveness. 

To help bootstrap this vision, the
Co-op applied for and received a
Value-Added Producer Grant (VAPG)
through USDA Rural Development in
2005. The VAPG program provides
agricultural operators, foresters, Co-
ops, producer groups, and others with
50 percent matching grants for plan-
ning or working capital to advance
value-added ventures. This first grant
provided funding to prepare a solid
business plan to guide the Co-op in
new directions. A second VAPG was
acquired in 2007 to develop the basis
for business plan implementation.
With this grant, several new income
opportunities were identified through
on-the-ground inventories and market
assessments. Especially notable were
the bundled firewood and retail floral

greens projects. We were also able to
include some educational opportuni-
ties and marketing assistance for our
members.  

Reflecting members’ collective goals
and interests, the business plan was
built around a future of multiple forest
product opportunities. With these
more diverse product/income streams,
innovative value-added marketing was
called for, so the Co-op applied for a
third VAPG. With this funding, the
Co-op is helping members identify
diverse new products, expand other
product lines, and increase marketing
opportunities through the Internet,
niche retail markets, and other
avenues. Though still being imple-
mented, the Co-op now envisions the
following product lines for members:

• Timber—logs, poles, pulp, and
other timber products. There is still a
need for members to produce and
market traditional forest products.
However, there is also an emphasis
on getting “value-added” prices for
these products through acquiring cer-
tified wood credentials, aggregating
high-value wood for top-dollar mar-
kets, and other means.

• Firewood—both bundled and
sold as value-added, and traditional
bulk firewood. Markets that are will-
ing to pay more for local wood from
sustainable forestlands are aggres-
sively pursued. Kindling bundles are
also being marketed as an add-on
product.

• Floral greens—high quality,
retail-ready processed greenery of
multiple species. In an effort to avoid
the large wholesaler cut, the Co-op
markets directly to retail florist mar-
kets, providing high-quality boughs
and reliable service.

• Essential oils—distilled oils and
related products from several conifer
species. The Co-op is in the testing
phase for these products—testing
both the quality of the product and
the markets available. Initial produc-
tion for this purpose has proved
exciting, as otherwise wasted needles
of six different conifer species are
used to create an aromatic product
with many potential uses.

• Medicinal plants—Oregon grape,
cascara, and others. The Co-op is cur-
rently testing production quality and
efficiency of Oregon grape, with the
help of Columbia Basin College. Amy
Grotta of Oregon State University
Extension leads the project and has
been a key partner.

• Special milling for craft materi-
als—partnering with a member to
supply and process figured woods and
other craft material for retail sale. As
a by-product of timber harvest opera-
tions in the often mixed hardwood/
Douglas-fir forests of northwest
Oregon, woods with special character
are often found—often known as fig-
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Co-op member Sharon Boge collects
boughs to sell direct to local florists.

Product Diversity
On the Now and in

Then Way the Future
Traditional >>>Multiple >>> Multiple
single product product + 
product added focus
focus value focus

Production Efficiency
Enlist and work with partners • Leverage
member skills, equipment • Refine
processes for cooperative work • Build
on experience • Economies of scale

Market Effectiveness
High Quality Product • Reliable
Delivery/Service • Credible Relationships

Center for Cooperative Forest Enterprises
Technical assistance for groups of forest entrepreneurs
seeking a competitive edge through collaboration.

Direct support complemented by a peer-based network
of cooperative leaders.

nnfp.org/ccfe  •  740-593-8733

–Continued on next page–



ured woods. These woods are highly
sought by wood turners, furniture
makers, and other craftsmen. The Co-
op is exploring these markets.

• Edible plants and fungi—primarily
Oregon truffles, both black and white,
marketed directly to chefs with high
quality standards, and to retail outlets.
Value-added production of truffles,
using trained dogs and adhering to
strict culinary standards, the Co-op
hopes to capture the value of these
valuable components of young fir
stands. Eric Jones of the Institute for
Culture and Ecology has provided
expertise and experience in getting
the project started.

All of the product lines mentioned
acquire their added value through

specific production and marketing
methods and standards. One method
is having Co-op protocols developed
from market research. Another is the
use of a Co-op “brand” that signifies
the Co-op’s standards of high quality
product, reliable delivery, and sus-
tainable production and harvest.

Co-op members are the heart and
soul of the Co-op. The Co-op serves
the members by providing them the
means to realize their goals and objec-
tives—at least in terms of the prod-
ucts they produce—and the organiza-
tion and technical assistance they
need. The basic tenet of the Co-op-
member relationship is: “You produce
and own the product from the woods
to the market—the value-added

chain. The Co-op helps you to get the
most income by providing services—
all along that value-added chain.” The
model for Co-op forest products is
based on five basic principles:

1. Ownership of the product
remains with the member from the
woods to the market.

2. Members are responsible for pro-
ducing and distributing the product.

3. The Co-op will provide brand-
ing, quality standards, training, mar-
keting services, and coordination nec-
essary to get from the woods to the
market.

4. Members help members succeed.
Much as the “barn raisings” of rural
America a century ago, members
pitch in to bundle firewood, cut
boughs, and otherwise help each other
harvest and process their products. 

5. The flow of dollars throughout
the production-to-market process is
normally handled by the Co-op to
ensure that costs and income are
accounted for and properly distrib-
uted. The Co-op takes a small per-
centage based on product value and
the role of the Co-op in the process.

The bottom line
The Oregon Woodland Cooperative

is an organization of independent for-
est landowners that have joined
together to better their future—and
the sustainability of their forests—in
the face of changing economic and
social conditions that tend to push
them toward converting their forests
to other uses. Each member has
unique management objectives, and
their forest has unique forest values.
The Co-op offers members choices in
the forest values and products that
they manage for, and provides them
valuable assistance in realizing their
objectives. 

The assistance provided depends
on the members’ needs, but can
include:

• Timber and non-timber forest
management—professional service
providers with a record of high stan-
dards and quality service. 

• Product information—standards,
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Local Wood Burns Better!
By Tom Nygren

Neil Schroeder, president of
the Oregon Woodland Coopera-
tive, has been a leader in the Co-
op’s bundled firewood program.
Neil offers these thoughts about
the growing success of the fire-
wood program:

Young, fast-growing forests
can be expensive to manage, espe-
cially at the stage before the first
sawlog can be sold. If the young
trees culled can provide some
income, the tree farmer can at the very least pay for the costs of removing those trees and
improving the health of the forest. Co-op members are converting these young culled
trees, plus any wood that might sell for very low returns, into firewood. To reach a value
that makes this activity pay a dividend, the wood is bundled and sold to grocery stores in
the Portland Metropolitan area. Considerable thought went into the marketing of the
wood. The following points were important to the success of the program:

• Consistency in quality must be maintained by each producer, and all members
must understand the firewood protocol. To ensure this, annual workshops are conduct-
ed at a member’s tree farm to be sure bundles are the same size (+ or – a half inch of
16 inches), the wood is clean with very little bark, the wood is dried for a full season,
the moisture content is 20 percent or less, production efficiencies are shared, and
invoicing and payment procedures are understood.

• Marketing and sales is done by designated individuals within the Co-op. Five per-
cent of total sales is kept by the Co-op for this service. The remaining 95 percent of
total sale return goes back to the tree farmer.

• Each part of the operation has a value. If the wood is cut, seasoned, split, bundled
and delivered by the landowner, maximum income is realized. If any segment of the
process is handled by another, the cost is borne by the landowner.  

• Branding is very important. We want the consumer to believe they are getting the
best product on the market from the Oregon Woodland Cooperative. Therefore, each
bundle of kindling and firewood carries our brand. The Co-op prints and provides the
branding labels as part of their five percent fee. The tree farmer has the option of writ-
ing a story about their tree farm that is printed on the back of the label.
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Firewood and kindling (on top) bundles show the
Oregon Woodland Co-op brand label.
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inventory and harvesting techniques,
processing training, and advice.

• Marketing assistance—product
presentation, Co-op market sources
and contracts, brand recognition and
reputation, distribution methods, and
accounting system.

• Valuable relationships with other
Co-op members, partners, service
providers, vendors, and market
sources.

In summary, the Co-op adds value
for its members at every step of the
value-added chain—from the forest
to the marketplace! ■

TOM NYGREN is a board member and
past president of the Oregon Woodland
Cooperative, Certified Forester, and a
member of the Washington County
Small Woodlands Association, in
Hillsboro. He can be reached at 503-
628-5472 or tnygren@juno.com. The
Oregon Woodland Cooperative has a
general website at www.orwoodlandco-
op.com, and is developing a marketing
website at www.oregonwoodland-
cooperative.com.

Floral Greens
By Neil Schroeder

The Oregon Woodland Cooperative
bough project was initiated by John and
Carol Belton, a very innovative pair of
landowners. They are always looking for
ways to improve the income stream off
their tree farm and have produced hem-
lock stair treads and salmon baking
planks, sold plants from the forest, and
work to add value with every operation.
John and Carol approached several local
florists in the Portland area and near
their home in Seattle. The idea was to
prepare floral boughs for holiday time at
the size and length needed by the floral
designer. The Beltons brought the idea to
the Co-op soon after they joined and it
has been a considerable success. The tra-
ditional method for selling floral greens has been for the landowner to sell to contrac-
tors at the stump; income has been in the neighborhood of 11 cents per pound. The
Beltons felt value could be added by harvesting and selling high-quality boughs cut to
the size the florist would use in a specific design. It works!  

The Co-op organizes a crew in early November to harvest noble fir, western red-
cedar, incense cedar, white pine, Port Orford cedar and even arborvitae! The limbs are
transported to a central location where the crew cuts to length, bags, and ships the
product directly to the florist. The wholesaler is bypassed and members receive nearly
10 times the price per pound than if the boughs were sold at the stump. Our forests are
improved, we have little damage, a sense of community is developed and maintained,
and returns are rewarding. 

Dollar returns to the producer vary by participation in each stage of the process.
Growing the trees, cutting the limbs, transporting to the processing location, cutting to
length, bagging and shipping are all considered when distributing the proceeds. A per-
centage is kept by the Co-op for marketing, shipping, labeling, and accounting. As we
expand the sales of boughs, new members from the eastside will be recruited and new
products such as cones, juniper and essential oils from conifers that produce the aroma
of the holidays, will be incorporated into the product mix. Our market niche is main-
tained by the high qualities of freshness, carefully selected greenery, timely marketing
and sales, and the strong community effort of the participating members.

NEIL SCHROEDER is president of the Oregon Woodland Cooperative. He can be reached
at 503-628-2344 or neilschroeder11@gmail.com.
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Anne Hanschu collects white pine boughs
on John Poppino’s Lazy RB Tree Farm.
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By JILL REES

he Rural Energy
for America
Program, REAP,

offers grants and loan
guarantees to rural
small businesses, agri-
cultural producers
and forest landowners who plan and
install energy efficiency measures and
renewable energy systems to enhance
their operations. The program is
administered nationwide by Rural
Development, an agency of the U.S.
Department of Agriculture. 

To date, forest owners in the
Northwest have not taken full advan-
tage of REAP, which has provided
significant funding to a number of
businesses, farms and ranches for
feasibility studies, technical assis-
tance, and project installation costs. 

Examples include wood-fed boilers,
rooftop solar installations, small wind
turbines and micro-hydro systems to
help power the operations, and shops

or outbuildings
associated with
a for-profit ven-
ture. With
REAP, geother-
mal systems,
anaerobic
digesters, wave
energy and even
algae-to-power
projects are also
on the table. On
the efficiency
side, projects
may include
energy-saving
lighting, heating
upgrades and
more. While
REAP grants
and guaranteed
loans will not cover a project’s entire
cost, they can make renewable energy
and efficiency measures pencil out as
a sustainable, money-saving option. 

Owners of working forestlands are
often eligible for REAP assistance
through the following options:

• REAP Feasibility Study Grants
offset the cost of a detailed, profes-
sional feasibility study. Assistance is
limited to $50,000 or 25 percent of
the cost of the study, whichever is
less. Requests are evaluated and
ranked for funding on a competitive
basis, with consideration of the need,
design, costs, benefits and other
facets of the proposed projects.  

• REAP Renewable Energy
Generation and Energy Efficiency
Grants can cover up to 25 percent of
purchase and installation costs. There

is a $500,000 per project grant limit;
however, applications requesting
$20,000 or less are more competitive
in the application ranking process. A
feasibility study is required to fund
projects over $200,000. In this case,
applicants may first apply for the fea-
sibility study grant before pursuing
funding for installation.

• The REAP Guaranteed Loan
offers a 60 to 85 percent guarantee
for loans ranging from $5,000 to $25
million. In this case, there must be a
commercial lender willing to provide
the loan, which is then guaranteed by
USDA. 

The energy produced by a REAP-
funded project can be sold to the grid
or used on-site, but it cannot be used
to power a residence or other facility
not associated with the business

Rural Energy for America Program
for Forestland Operations
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REAP funding through USDA Rural Development can provide par-
tial funding for renewable installations at a for-profit venture, such as
the solar panels at this working farm.

USDA Rural Development
Contacts

Idaho
Brian Buch, 208-378-5623
Brian.Buch@id.usda.gov
www.rurdev.usda.gov/id/ 

Montana 
Michael Drewiske, 406-585-2540
Michael.Drewiske@mt.usda.gov  
www.rurdev.usda.gov/mt/

Oregon
Don Hollis, 541-278-8049 x129
don.hollis@or.usda.gov 
www.rurdev.usda.gov/or/energy.htm 

Washington 
Mary Traxler, 360-704-7762
Mary.Traxler@wa.usda.gov 
www.rurdev.usda.gov/wa/

TREE MANAGEMENT PLUS, INC.
Working with family forest owners managing their woodlands since 1977
Professional Forester, Accredited Logger, Cut-to-Length Logging, Seedling Sales & Reforestation Services

CONTACT Tom Fox at 360-978-4305  •  422 Tucker Rd., Toledo, WA 98591



NORTHWEST WOODLANDS . SPRING 2011 . 15

enterprise. Likewise, qualified effi-
ciency measures must be installed on
portions of the for-profit operation
and not in homes. Other state and
federal programs provide incentives
for residential energy projects. REAP,
however, was designed to assist rural
businesses, including agricultural,
forestry and fishing operations.

Additional opportunities
Forest landowners may also bene-

fit from the REAP Energy Audit/
Renewable Energy Development
Assistance Grant, which offers up to
$100,000 to entities that will, in turn,
provide forest owners, rural business-
es or producers with technical assis-
tance or energy audits. In this case,
the applicant must be a public body,
university, publicly owned utility or
electric coop.

In addition, REAP has funded fea-
sibility study grants for energy genera-
tion projects that could, in the future,
benefit forest landowners seeking bio-
mass markets. One effort currently
underway in northwest Oregon’s
Columbia County will inventory the
biomass and carbon stored on private
forestlands. The information can later
be used to advance local biomass

energy generation projects, as well as
provide the baseline information
needed to tap into carbon credit mar-
kets. Another Oregon study funded by
USDA Rural Development this year
is looking at the feasibility of a 30-
megawatt thermal gasification project
that proposes to use wood chips in
Umatilla County. 

While these opportunities do not
directly involve the individual forest
landowner, they do show the potential
for new prospects moving forward.

Funding cycles and application
process

In fiscal year 2010, a combined
$7.6 million in REAP loan guarantees
and grants were awarded in Idaho,
Montana, Oregon and Washington. 

The next funding opportunity is
expected to have been announced by
USDA Rural Development by spring
of this year. Applicants then have
roughly two months to submit an
application packet, which is detailed
and project specific. As such, appli-
cants should contact USDA Rural
Development to learn more about
eligibility and project considerations
before beginning the process. It is
also important to remember that

USDA selects projects for funding on
a competitive basis. Working with the
agency as you plan your project and
compile the application will increase
your likelihood of success.

Another strategy is to limit the
funding request to $20,000 or less.
These projects may score higher in
the evaluation process. Also, at the
end of the federal fiscal year, pro-
gram monies not used elsewhere
across the country may become
available, and smaller projects are
good candidates for these leftover
funds. 

For more information, visit the
Rural Development website for your
state and contact a program special-
ist (see sidebar on page 14).  ■

JILL REES is USDA Rural Development
Public Affairs specialist in Portland,
Ore. She can be reached at 503-414-
3302 or jill.rees@or.usda.gov.

Keys to Success
• Start early and keep in touch. Begin
working with your local USDA Rural
Development specialist before you
fully develop your project or begin the
application. The program has specific
eligibility, planning and environmen-
tal review requirements. It is also
important to understand that demand
for these programs has increased
greatly in recent years, so consult with
the agency to learn what makes an
application most competitive. Also
keep in mind that some Rural
Development State Offices maintain
lists of grant writers who can assist in
developing REAP applications.

• Grant funding is limited. Requests
for $20,000 or less are most success-
ful. Also, you might consider the loan
guarantee option, which offers excel-
lent terms. Applicants may request a
combination of grant and guaranteed
loan assistance of up to 75 percent of
the total project cost.

• Identify additional funding. REAP
provides up to 25 percent of a pro-
ject’s total cost. Those showing that
the remaining 75 percent is readily
available will score higher in the
application evaluation process. 

Seedling Nursery Since 1974

“Serving Many of the Reforestation Needs of the World From This Location Since 1889”

We bring experience with owners that care about their product and customers.

Approximately 10 million seedlings in annual production
1 container site (plugs), 2 bareroot/transplant sites (p+1, 1+1)

Contract growing and spec seedlings for forestry and Christmas tree production

LET US GROW YOUR SEEDLINGS
David Gerdes          Mike Gerdes

inquiries@silvaseed.com

FORESTERS  •  NURSERYMAN  •  SEEDSMAN

SILVASEED COMPANY
P.O. Box 118 • Roy, WA 98580 • (253) 843-2246



By ERIC T. JONES AND
TERRY ANTHONY

ore and more
small- to
medium-

sized private land-
owners are venturing
into the world of bio-
diversity set-asides,
conservation ease-
ments and other con-
servation incentive
programs, and man-
aging their forests
and farms for ecosys-
tem services (e.g.,
biodiversity, clean
water, cool streams)
to earn extra income or tax breaks.
What is less commonly known is that
many could be earning additional
income selling forest products, espe-
cially nontimber forest products har-
vested as a part of the management
plan of their conservation area(s).

It’s not uncommon for people to
think conservation area implies
unmanaged wilderness, but the reali-
ty is that most conservation goals
require active management and
sometimes quite a lot of disturbance
and material removal over the course
of time. Even when you have a for-
mal legal arrangement such as a con-
servation easement you may be able
to sell by-products from your man-
agement—it all depends on the
specifics of the management activi-
ties you have agreed to in whatever
conservation contract and manage-
ment plan you have for your conser-
vation areas. Even if you have an
existing conservation arrangement
(e.g., conservation easement, biodi-
versity set-aside), you may find that
harvesting and selling materials from
the area isn’t addressed or prohibited

in your agreement. Of course, before
you rush out and start digging those
truffles it’s a good idea to discuss
your ideas with any partners you
have to get their support in helping
you succeed.

Appropriate stewardship of your
conservation area might include thin-
ning of overly dense stands, removal
of brush, burning, planting, seed col-
lection, or other actions intended to
improve and conserve biodiversity. If
you begin to inventory the diversity
of material by-products from man-
agement activities you will find a
range of commercial and non-
commercial uses.

For example, some material can be
chipped, burned, or composted, and
the nutrients can be strategically
recycled back into the system where
soil amendments are most needed.
Though some wood by-products can
be cut into firewood or milled into
lumber for personal use or sold to
market, many small landowners are
not aware of or know how to take
advantage of the many nontimber
forest product (NTFP) material that
can be salvaged and sold as well. 

NTFPs, also called special forest
products and nonwood forest prod-
ucts, generally refer to forest prod-
ucts other than industrial lumber and
includes fauna like small game or
insects. Examples of NTFP by-prod-
ucts for which there are markets
include hundreds of native species
commonly found in the Pacific
Northwest: From berries and mush-
rooms for food, to salal and ferns for
the floral industry, to cascara and
skunk cabbage for medicinal product
industries, to hundreds of native
seeds and starts for nurseries, land-
scapers, and restoration businesses
and agencies, chances are if it grows
in your forest there is a market for it.

So how do you find out what non-
timber forest products you have on
your land? First, the bad news. Few
timber cruisers, botanists or other
experts typically involved in forest
inventories on private lands can tell
you what NTFPs you have, the quali-
ty the market demands, and how to
manage and harvest them sustainably.
The good news is that if you live in
western Oregon or Washington you
likely have hundreds of species with
some sort of market, and even in
eastern Oregon and Washington there
still can be a lot of diversity of com-
mercially viable species.

We suggest starting the inventory
process yourself, even if you feel like
a complete novice at inventorying.
Walk your land, visually observe the
ecosystem, and make a simple list of
the various plants you see. If you
don’t know the common and scientif-
ic names that’s okay, take a voucher
specimen (i.e., sample) and a digital
picture, note where samples were
taken (take a GPS waypoint if you
have the capability), and roughly
estimate by low, medium, and high
what the abundance and accessibility
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Earning Income from Nontimber Forest Product
Harvests in Your Property’s Conservation Areas
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John Belton (right) explains how he and
his wife Carol have managed for a variety
of commercial nontimber forest products
alongside timber on their property near
Sandy, Ore.

Eric T. Jones

Terry Anthony



is. Make notes about
nearby vegetation, as
this will be useful later
when you need to make
decisions about manag-
ing in a way that is com-
patible with the overall
long-term health of the
ecosystem. 

Once you have this
information about your
species, you can add
them to your inventory
database. Keep your
data in a field notebook.
If you have a computer,
enter information into a
spreadsheet to make it
easy to email to others
for sharing and feedback. If you
want to get fancy, free software like
MapWindow can be used to visually
present your data (ask your local
Tree School organizers to offer a GIS
mapping class).  

Most small private landowners will
likely have a diversity of commercial-
ly valuable species, but not an abun-
dance of any individual species, nor
the quality the market demands.
However, once you find that a native
species with market value occurs on
your land (or that the species could
be reintroduced), start looking for
management guidelines and tools to
help improve abundance and quality. 

The free NTFP Information
Exchange (www.ifcae.org/ntfp/) web-
site is a good place to begin. There
you will find a growing collection of
Extension materials, business plan-
ning guides (see sidebar on page 18),
how-to videos, links to online bibli-
ographies, and a variety of other
tools and services. You should also
approach the various forestry, farm
and soil conservation extension
agents, watershed councils and land
trusts with botanists, and nonprofits
such as the Northwest Natural
Resources Group, Oregon Woodland
Cooperative, and The Nature
Conservancy that are in your area. Of
course, contacting and meeting so
many groups takes time, but a simple

email or letter stating your interest is
a good way to begin filtering the ones
that will likely be most receptive to
helping you develop a conservation
plan that includes active management
for nontimber forest products.

To learn what quality NTFP mar-
kets demand and where you might
eventually sell your products, contact

buyers and sellers in data-
bases like the nontimber
forest products section of
the Oregon Forest
Products Industry
Directory (www.orforest-
directory.com). If you
look closely you will
notice there are countless
commodities and value-
added wild products in a
variety of common mar-
ket places like grocery
stores, nurseries, farmer’s
markets, Amazon.com
and eBay. For example, go
to Google and search for
Oregon wild wreaths;
Flora Pacifica comes up,

as does a Brookings, Ore., business
that uses many wild species in their
products.

Though written materials and
online tools can help give you a base,
ultimately if you are going to succeed
at generating income from NTFP
harvesting alongside your conserva-
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This nursery uses seed collected from the wild to grow plants for the eco-
logical restoration industry.

–Continued on next page–
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tion program, you will have to
become your own expert. You may
find that taking some simple man-
agement actions can result in a sus-
tainable yield, and for some species

greatly increase productivity. For
example, under the right habitat and
climatic conditions morel mush-
rooms can produce prolifically the
year after a fire and harvesting

chanterelle mushrooms can stimulate
increased productivity. Noble fir
boughs can be regularly cut and sold
to market every few years and the
tree will thrive. Most species react

By Eric T. Jones and Lita Buttolph

Have you been thinking of managing for
or getting into commercial production of
nontimber forest products (NTFPs) like
huckleberries for food, ferns for transplants,
cascara for medicinal supplements, or salal
for floral decorations? The Pacific Northwest
has been home to thousands of commercial
NTFP businesses since the 19th century.
Regional Indian tribes harvested and man-
aged for many plant and animal species in the region for
thousands of years. Some plants, like wild camas bulbs, were
vital components of Native American economies and were
traded along far-reaching networks. The Pacific Northwest
is still an important place to find a diversity and abundance
of commercially valuable NTFPs. Today thousands of har-
vesters and small businesses make part or all of their income
from harvesting NTFPs. Just look around—the products are
everywhere—from chanterelles in your local supermarket,
moss in plant containers, elderberry in your herb tea, or
devil’s club in your nutrition center.

Although state and federal public forests and timber com-
pany lands have been the biggest sources of NTFPs, small- to
medium-sized private woodland owners have also been
sources, though arguably these lands have been grossly under-
utilized. Researchers at the Institute for Culture and Ecology
received a four-year grant from the USDA National Institute
for Food and Agriculture in 2008 to help expand NTFP and
related income opportunities on private forestlands in the
Pacific Northwest. In the winter 2010 issue of Northwest
Woodlands we reported on one key component of the grant:
the expansion of NTFP businesses in the Oregon Forest
Industry Directory at Oregon State University (www.orforest-
directory.com). This business-to-business directory has grown
to become an important resource to connect buyers and sell-
ers of a wide variety of forest products.  

This sidebar presents another important resource being
developed from our
grant for private wood-
land owners: the cre-
ation of a series of
business guides (or
market analyses) on
specific NTFPs. The
initial six target prod-
ucts or product cate-
gories include huckle-
berries, native Oregon
truffles, Oregon grape

root, ferns, native seeds, and Douglas-fir. “Wait, isn’t
Douglas-fir a timber product?” you might ask. Even tree
species have many uses beyond timber (i.e., lumber). Some
uses, like bark dust, are commonly known, but did you
know the needles are used in flavoring tea, or turned into
essential oils for soap scent, and the boughs and cones can
be used as decorations? Take a look at the NTFP species
database at www.ifcae.org/ntfp/speciesdb/ and find out
about the many parts of species and their uses. 

We chose these six products to capture the broad range of
NTFPs found in northwestern Oregon and southwestern
Washington. Many small woodland owners will find that it
will take managing for a diversity of products to generate a
decent profit. Managing for optimal habitat of one product,
however, will often lead to unintentionally managing for many.
Although for the first couple of products and years business
will likely start slowly and require some trial and error for your
specific situation, you will find that having an NTFP business
isn’t rocket science. The biggest challenges (like for most busi-
nesses) will be labor, markets, and finance. Our product guides
begin to help you think through these challenges.

Each guide provides general information on the ecology
of the species, value chain, target markets, distribution, pro-
motion, pricing, industry support, cost analysis, key success
factors, and the strengths, weaknesses, opportunities and
threats (i.e., a S.W.O.T. analysis). The guides are intended to
gather key information together in one place to help new
entrepreneurs gauge the potential and risks for commercial
production of the product for their situation. The guides are
also intended to help existing businesses by providing well-
organized and uncopyrighted text and pictures that can be
used in business plans and grant applications to raise capi-
tal. The guides will be available for free on the NTFP
Information Exchange website (www.ifcae.org/ntfp/), and
users can download and print them as they need. We have
chosen to publish the guides on our website so we can
update them periodically with user feedback and new
research findings.

Currently, the huckleberry guide is available, so if you
have an interest in income from NTFPs, download a copy
and have a look. Oregon native truffles, Oregon grape root
guides, and a guide on nontimber value-added conifer uses
will be available in summer 2011.

ERIC T. JONES is a co-founder and partner at the Institute for
Culture and Ecology (IFCAE) and lives in Eugene, Ore. He
can be reached at 541-505-1870 or etjones@ifcae.org. LITA

BUTTOLPH is a research associate at IFCAE and can be
reached at 503-331-6681 or lbuttolph@ifcae.org.

Nontimber Forest Product Business Guides for Woodland Owners

Lita Buttolph
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Oregon white truffles can sell for
over $20 per ounce retail.



favorably to particular kinds of dis-
turbance, so done wisely, fire, prun-
ing, thinning, digging, and other
activities can help you achieve conser-
vation objectives while simultaneous-
ly generating marketable products. A
useful exercise you can begin yourself
is to draft simple hypothetical active
management scenarios that estimate
commercial NTFP product yields and
values, and then share those with
extension agents and other experts for
feedback, especially those that are
already familiar with your land.

Like all business activities, labor is
a key factor. If you are just starting
out and/or have a small landholding
that you just want to earn some extra
income from, you may find that you
and your family members are a suffi-
cient labor pool. If you have a large
landholding and want to realize
more substantial income, you may
need to hire a crew to help. Some
businesses that specialize in nontim-
ber forest product harvesting may be
willing to manage your system for a
fee or commission as a lease or under
some other type of mutually benefi-
cial arrangement. You may also find
that there are opportunities to work
cooperatively with other landowners
to share the costs and benefits of hir-
ing professional crews. For example,
the Oregon Woodland Cooperative
has an active nontimber forest prod-
uct program they are developing for
their membership. They are develop-
ing a strong brand name for quality,
Northwest products. Organizations
like the Northwest Natural Resource
Group offer FSC certification,
another means for adding value that
can encompass both timber and non-
timber products. 

The Institute for Culture and
Ecology, along with university
Extension, businesses, like-minded
nonprofits, government agencies and
other partners help rural communi-
ties and landowners achieve sustain-
able livelihoods. As part of a grant
from USDA National Institute for
Food and Agriculture, we are inter-
ested in hearing from landowners,

land trusts, and others that have
working examples of biodiversity set-
asides and other actively managed
ecosystem service systems producing
commercially marketed products. We
are producing case studies and other
materials to share across forest and
agricultural landowner networks. ■

ERIC T. JONES is a co-founder and
anthropologist at the Institute for

Culture and Ecology (IFCAE) and
lives in Eugene, Ore. He can be
reached at 541-505-1870 or
eric.t.jones@ifcae.org. TERRY

ANTHONY is a graduate student in
Environmental Science and
Management at Portland State
University and can be reached at 503-
282-1953 or conservationstrategies@
comcast.net.
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By STEVE “TREEMAN” BOWERS

he first two
tenses are easy,
but that last one

has induced our for-
est economists and
“marketing special-
ists” into various lev-
els of equivocation, prevarication
and even bouts of consternation in
their prognostications of future log
values in the Pacific Northwest
(PNW). But let us try. Woodland
owners want to know the value of
their trees today, what they might be
worth tomorrow, and if there is any-
thing they can do to alter the out-
come. First, we need to understand
the context of small woodland own-
ers as they relate to log supply. In the
early 1990s, the spotted owl came to
the forefront, and by 1995 federal
timber harvest levels had declined
approximately 90 percent from their
historic highs. This harvest level con-
tinues today with much of the log
supply amended by private industry.
Woodland owners constitute between
5 and 10 percent of the total harvest
in Oregon, and these percentages are
relatively equal for all woodland
owners in the PNW. Within this con-
text are two important factors.

First, because woodland owners
comprise such a small percentage,

market share does not allow for nego-
tiation: they are price takers. When
the local log buyer quotes a price,
there is very little room for improve-
ment. Detail to log aesthetics, desired
exterior characteristics, log volumes
and dimensions (typically, more and
longer is better), and a perceived
knowledge that the seller is knowl-
edgeable as to what they have to offer
may result in a slight improvement in
price. Second, we see a trend toward
the mill infrastructure owning more
of the resource. Industry supplies the
vast percentage of raw material and
their facilities are constructed to opti-
mize efficiency by gearing those mills
to utilize their own logs. If woodland
owners want to “fit-in” with this pro-
duction scheme and procure the best
possible price for their logs, might
they need to emulate industry man-
agement regimes?

Does this mean woodland owners
must “…do as the Romans do?” Not
necessarily. There is a trend within
sawmills regarding species and their
physical dimensions as each mill is
now accepting a narrower range of
tree species with more stringent
diameter requirements. This does not
mean there are not markets for large
logs, an over-exaggerated and incor-
rect assertion, and merely that for a
woodland owner to procure the best
possible price requires matching the
unique characteristics of their timber
stand to the requirements of respec-
tive mills. Another factor involves the
displacement of mills as closures
over the past few years have been pri-
marily in areas away from timber
company land holdings and the
intermountain regions where public
sales comprised an even greater per-
centage of log supply. 

All of the above factors lead to
Douglas-fir retaining the title of “king
of the woods” in terms of marketing

potential, although some species have
seen substantial increases in demand
the past few years. In particular,
demand and value of red alder and
incense cedar have increased substan-
tially over the past decade. Demand
for incense cedar can be largely attrib-
uted to the increase in values of west-
ern redcedar in which log values out-
paced product returns and incense
cedar’s ability to enter the product
mix historically associated with red-
cedar. On the flip side, ponderosa
pine, once the industry stalwart of the
intermountain regions, has seen a
severe decline in the infrastructure to
process these logs, and an accompany-
ing decline in value. And there is an
inverse relation to value and demand
for large diameter western hemlock
and grand fir, in addition to wood-
land owners possibly finding them-
selves trucking this material substan-
tial distances to find a market.

And forget biomass and carbon
credits if money is the primary objec-
tive of a sale. 

What about those timberland
investment management organiza-
tions (TIMOs), as they have seen
substantial growth over the past
decade? Remember, the primary
responsibility of TIMOs is to find,
analyze, and acquire properties that
will provide an adequate return on
investment for their clients. Given the
market share of small woodland
owners, does anyone hear shopping
malls or rural residential housing? It
is questionable whether these entities
can do anything for the average
woodland owner that is merely
attempting to find markets for their
logs. What about co-ops, a topic of
discussion for a number of years?
The concept involves an economy of
scale, as participants hope to achieve
an increase in purchasing power and
integrating logistical processes such
as transportation and processing. In
theory, there appears to be some effi-
cacy to the model, but today’s reality
finds sort yards performing similar
functions, at a cost of course.

When all is said and done, the
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driving force behind the supply and
demand for timber involves housing
starts. Today, the U.S. is facing a
crushing national debt, deficit spend-
ing into the foreseeable future, a
“jobless economic recovery,” record
housing foreclosures, declining home
values, and a weak dollar. Currently,
interest rates are at historic lows in
an attempt to provide incentive for
investment in new homes. Figure 1
shows a direct correlation between
housing starts and Douglas-fir log
values. The Federal Reserve is telling
us they are going to continue with
the current interest rates to stimulate
investment. Will this have an effect
on housing starts (and corresponding
log values)?

There have been indicators telling
us the economy is slowly recovering,
due primarily to a demand for
durable goods and increasing com-
modity prices. But forecasters are
cautious, and uncertainty is the only

certainty in cur-
rent markets.
Usually, this is a
harbinger for
change, and for
the time being,
that change is a
good one as
Douglas-fir log
values continue
their rise. 

However,
observing the
economy gives
one pause as to why we currently are
witnessing better times as indicators
do not suggest higher log values.
Enter China. If we associate domestic
log markets with a dog and exports
with its tail, then the question arises
as to whether the tail is wagging the
dog? The China market is not of tra-
ditional export quality, as the current
log is a substantially lower “grade”
log than normally associated with

exports. And this market is not avail-
able to everyone due to trucking costs
that limits hauling distances to
approximately 100 miles. As fuel
prices continue to rise, hauling dis-
tances will become even more restric-
tive. 

Another factor affecting domestic
log values involves the lower quality
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China log: there are no “back hauls”
containing lower quality material for
the domestic mills. Everything going
to the docks is being shipped, thus
competition for any and all material:
everyone is after the same thing…
pretty much anything. Unlike “tradi-
tional” upswings, other species are
not necessarily following suit, which
further substantiates the opinion that
the tail is indeed wagging the dog.
Recently, there have been slight
increases in values for species other
than Doug-fir, but not at similar per-
centages, thus a “rising tide,” but not
in equal proportions.

The general economy is beyond
our control, as is the number and
location of mills, but history does
reveal some interesting trends. Figure
2 shows 2010 Doug-fir log values
higher earlier in the year. Access to
timberlands appears to be an impor-
tant factor in annual pricing. Another
factor is the summer building season:
Mills increase production in the late
winter/early spring months in antici-
pation of the increase for lumber
during the dry months’ building sea-
son. Figure 3 shows that since 1995
there is only one occurrence in which
prices have been at an annual low
during the spring (March 2001).
Conversely, from July through
September, at no time in the 15-year

period would a
woodland owner
obtain the high-
est price selling
their logs during
these dry months.

Of course,
everyone wants
to sell at the
market zenith,
but that is a rare
occurrence. 

Experience
shows it is better
to be early than
late when selling
logs. Today’s log
values are deter-
mined in antici-
pation of tomor-
row’s price: Is it a
bullish or bearish
market? If prices
are rising, specu-
lation will result
in higher values,
but they increase
at a slower rate
than in a declin-
ing market.

Another factor to consider if sell-
ing in a downward trending market
involves mills rationing their suppli-
ers, where they accept limited vol-
umes over extended time periods.
Exacerbating the issue is if the
rationing requires log deliveries
extending into another pricing cycle
and the purchase order re-structured
to reflect lower values. Studies show
that in calendar years with increasing
values, the average variance is 10.9
percent while markets with a price
decrease show values declining an
average of 18.0 percent.

Looking down the road, Douglas-
fir will remain in demand, allowing
PNW mills to operate, but values are
uncertain due to a dynamic housing
market along with competition of
non-wood building materials pressur-
ing any substantial, long-term price
increases. Recently, Douglas-fir
export sawlogs in the PNW has seen

an unexpected jump for lower quality
material generated by the China
market, but do not expect this to last
far into the future. If woodland own-
ers do not need the money, consider
leaving those trees on the stump as
values have yet to return to levels
seen in years past; the trees will only
continue to grow in size and value.
One aspect that is virtually guaran-
teed deals with the dynamic nature of
commodity markets, stated best as,
“What goes around comes around.”
Markets were strong in the past, and
we are now a bit on the downside,
but things will come back. So contin-
ue to monitor the market, as you
have learned what it was in the past,
what it is today, and what will be
needed to act tomorrow.

STEVE BOWERS, aka Treeman, is an
OSU Extension forester for Douglas
County in Roseburg. He can be
reached at 541-672-4461 or
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Figure 2. Douglas-fir Sawlog Monthly Trends
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Figure 3. High vs. Low Log Prices by Month
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BY CHRIS DeFOREST

any forest
landowners
think in the

long-term—they are
thinking about the
life of their forest
extending well
beyond their own life span. If you
plan to always keep your land in pro-
duction, you may wish to consider
donating a conservation easement
that permanently limits future devel-
opment of the land. Why? One rea-
son is because the federal govern-
ment offers what can be a substantial
income tax deduction for doing so. A
conservation easement may also help
you pass the land on to your heirs.

Donating a conservation easement
can be one of the smartest ways for a

forest landowner to conserve the land
they love while maintaining their pri-
vate property rights and possibly real-
izing significant federal tax benefits. 

What is a conservation easement?
A conservation easement is a legal

agreement between a willing private
landowner and a land trust or gov-
ernment agency that permanently
limits uses of the land in order to
protect its conservation values. 

You still own and manage your land
When you donate a conservation

easement to a qualified land trust,
you are only giving away some of
your rights to the land. Most ease-
ments restrict the amount of future
development of the land in order to

preserve it for open space, wildlife
habitat, agriculture, or timber pro-
duction. You still maintain owner-
ship and management of your land,
and can sell or pass the land on to
your heirs. The permanent protec-
tions run with the land and remain in
place even after you have given or
sold your land to someone else. 

What are the benefits?
One of the main benefits of a con-

servation easement is the peace of
mind that comes from knowing your
cherished land is permanently protect-
ed for future generations. Easements
preserve the conservation values of
the land—agricultural production,
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wildlife habitat, scenic beauty, water,
and air filtration, to name a few.
Easements are also a way to perma-
nently protect the land while retaining
private ownership and control. See
“Preserving Connections” sidebar.

There can be significant estate tax
benefits. The conservation easement
may reduce the value of the land so
that your estate is no longer subject
to federal estate tax. Federal estate
tax limits have changed recently.

Consult your tax advisor for details.
There are also significant income

tax benefits for donating a conserva-
tion easement. Landowners that
donate a conservation easement may
deduct the value of that charitable
gift on their income taxes, much in
the same way other charitable gifts
may be deducted. There are some
special rules for easement donations
that make this type of charitable gift
even more attractive. 

Now is an extra good time to
donate a conservation easement

Landowners have an additional
reason to donate a conservation
easement before the end of 2011.
Congress recently extended a tempo-
rary federal tax incentive that allows
qualified farmers, ranchers, and tree
farmers to take a bigger income tax
deduction and spread that deduction
out over more years. Even when the
temporary enhancements expire,
donating a conservation easement
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Preserving Connections
WFFA members Cathy Bond

Anderson and Alfred Anderson
entered into a conservation easement
with Inland Northwest Land Trust.
“We thought the forest and the family
connection were important enough to
preserve,” says Alfred. “The land trust
will watch over the land’s future.”

The conservation easement pre-
vents subdivision of the land and
requires the preservation of the for-
est so it will remain intact as wildlife
habitat and a sustainable working
forest. The easement allows the
Andersons and their successors to
manage their forest under an
approved forest management plan. 

The Andersons manage their for-
est sustainably and recently realized
some of its commercial potential
through the sale of timber from for-
est thinning. Their forester, Sheldon
Magnuson, removed excess and dis-
eased trees to maintain forest health
and reduce the impact of forest fires.
The sale of those trees more than
paid for the thinning process. 

“We want to replant cedars that
were originally present on the prop-
erty, even though we’ll never see
them fully grown. Some day we will
sell or pass this land to someone
else,” says Alfred. “The easement
allows us to focus on the long term
and it will allow our successors to
focus on the long term as well.”
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WFFA members Cathy and Alfred
Anderson donated a conservation
easement to protect their sustainably
managed forest.
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Goats from Healing Hooves clear weeds
and brush out of the Anderson’s aspen
grove.



can still result in significant income
and estate tax benefits.

For additional information, a FAQ
sheet is available at www.inland-
nwlandtrust.org, then click on the
“Land Conservation” button, then
choose “Frequently Asked Questions”
from the drop-down menu.  ■

CHRIS DEFOREST is executive direc-
tor of the Inland Northwest Land
Trust in Spokane, Wash. He can be
reached at 509-328-2939 or cdefor-
est@inlandnwlandtrust.org. More
information on land trusts can be
found on the INLT website at
www.inlandnwlandtrust.org, or to find
a land trust near you, visit the Land
Trust Alliance at www.lta.org.

When you consider that only 10% of the world’s forests are certified, we have 

a long way to go. The good news is that there are a number of credible forest

certification programs. And each one, including SFI, encourages responsible forestry.

For more on forest certification and what you can do, visit www.sfiprogram.org.

SUPPORT
RESPONSIBLE
FORESTRY.
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Protecting for the Future
IFOA members Archie and Mary

George’s land near Priest River includes
woodlands, meadows, and a “kettle
lake,” formed when a depression left by
melting glacial ice filled with water. The
lake has a permanent floating mat of
Sphagnum moss. The five-acre lake is
surrounded by a fen, which is a peat-
forming wetland that receives nutrients
from sources other than precipitation,
usually from upslope sources through
drainage from surrounding mineral soils
and from groundwater movement. Fens
differ from bogs because they are less
acidic and have higher nutrient levels.
They are therefore able to support a
much more diverse plant and animal
community. These systems are often cov-
ered by grasses, sedges, rushes, and wild-
flowers. There are other fens in the area,
but these rare and fragile habitats are at
risk due to development. Because of the
large historical loss of this ecosystem
type, remaining fens are rare, and it is
crucial to protect them. It is important
to recognize that while mining and
draining these ecosystems provide
resources for people, up to 10,000 years
are required to form a fen naturally.

The Georges donated a conservation
easement restricting development on
this special place because they wanted it
to be protected even after they are gone.

“If we could live forever, we would not
have felt the need to donate an ease-
ment. With the easement in place and
with annual monitoring by the land
trust, we’re confident the biological
diversity will be preserved indefinitely
into the future,” says Archie. “The land
trust is an independent party with an
interest in ensuring the terms of the
easement are carried out. This is the
fundamental difference between conser-
vation easements and covenants or deed
restrictions landowners sometimes use
to direct future owners’ activities. I’m
confident our forestland will remain
productive and in private ownership,

while undesirable activities, subdivision,
and development by future landowners
is off the table.”

The Georges found the process of
developing the conservation easement
an opportunity to clarify their vision,
set realistic long-term goals, and begin
the process of ensuring those goals
have permanence. One term of the
easement is that timber harvest is
allowed as long as it is in accordance
with an approved timber management
plan. The Georges worked with Inland
Forest Management to develop a tim-
ber management plan that includes
selective harvest, new plantings, and
fuel reduction under the NRCS EQIP
program. “While not everyone owns a
fen, or wants too, I believe every forest
property is unique. It is important to
preserve working forests, farms and
other ‘open spaces’ in order to maintain
the quality of life we enjoy in this spe-
cial part of the world,” says Archie.

The Georges are proud of the work
they have done over the 17 years they
have owned the property. “This is very
satisfying work. Mary and I are doing
nearly all of it ourselves, but with some
help from friends and family,” says
Archie. “It enhances our pride of owner-
ship. We envision a future with a produc-
tive forest while maintaining the pristine
nature of the lake and wetland.”
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Archie and his golden lab, Abby, explore
the woodlands in winter.
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By MIKE BARNES AND
MATT DELANEY

ver the last
two years, a
lot has hap-

pened in the carbon
offset market. Devel-
opments nationally
and regionally are
impacting carbon
opportunities for all
forest landowners,
especially family for-
est landowners. Here
is what you need to
know about the
changing marketplace
and how to prepare
you and your family to participate in
this evolving opportunity. 

Since 2008, Oregon-based
Woodlands Carbon Company—
a subsidiary of Oregon Small
Woodlands Association (OSWA)—
has been working with family forest-
land owners to develop carbon rev-
enue opportunities from working
forests in partnership with the
American Forest Foundation (AFF).
Woodlands Carbon is not restricted to
just Oregon, but to keep project costs
low, the program is focused on OSWA
members at this time.

OSWA and AFF recognized that
the vast majority of family forestland
owners would not be able to partici-
pate in the carbon market because they
own too few acres and the administra-
tive cost would be too high. Based on
today’s carbon values, it is not eco-
nomical for landowners with less than
2,500 acres to participate in the carbon
market. So, together OSWA and AFF
developed a way to pool landowners
together to increase the number of
acres and to reduce costs—this is com-
monly referred to as aggregating.  

Forest certification is required to
participate in the program through
either the American Tree Farm
System (ATFS) or the Forest
Stewardship Council (FSC). To date,
11 family forestland owners are under
four-year contracts to Woodlands
Carbon. Those contracts represent
60,000 tons of carbon, which is being
actively marketed to voluntary buyers.  

The Woodlands Carbon program is
based on the rules developed by the
Chicago Climate Exchange (CCX).
Although CCX ended its trading pro-
gram in 2010, its rules for developing
carbon projects will continue to be
used by Woodlands Carbon. Under
current market conditions, all the car-
bon from the Woodlands Carbon pro-

gram will be sold to voluntary buyers.
Alternative programs continue to

develop. The program receiving the
most attention in the marketplace
today is the Climate Action Reserve
(CAR). CAR is a California-based
program, but accepts forestry projects
anywhere in the U.S. The differences
between CCX and CAR are signifi-
cant, including a 100-year contract
requirement for CAR. Equally impor-
tant are the high CAR participation
costs that make it uneconomical for
most family forest ownerships. In addi-
tion, forestry protocols were approved
last year for use in the U.S. by the
American Carbon Registry (ACR) and
the Verified Carbon Standard (VCS)
programs. These rules offer shorter
contract lengths (20 to 100 years) and
forest management flexibility, all at a
lower participation costs.

Significant national and regional
developments in the carbon market-
place have occurred over the past
year. Last fall Congress punted on a
national law governing the regulation
of greenhouse gas emissions (also
known as a cap-and-trade system)
and it is believed by many that
national action on climate change is
unlikely until after the 2012 election. 

On the other hand, California is
scheduled to implement a statewide
cap-and-trade system on January 1,
2012. Initially,  greenhouse gases
(including carbon dioxide) emitted by
all major utilities and industrial
sources will be regulated and required
to reduce these emissions each year
after the program begins operations
in early 2012. To help meet reduction
targets of greenhouse gases, forestry
project carbon offsets will be allowed
(from anywhere in the U.S.). This
does create a potential opportunity
for family forest landowners if CAR
lowers participation costs and if a
landowner is agreeable to a 100-year
contract.

As the result of Congressional
inaction, U.S. EPA announced late
last year its intention to regulate
greenhouse gas emissions, particularly
for biomass energy production. In

O

Carbon Market Opportunities for
Family Forest Landowners

Mike Barnes

Matt Delaney



January, the agency decided to defer
action on this issue for three years. It
is unlikely that any federal cap-and-
trade system for greenhouse gases will
develop over the next few years bar-
ring significant initiatives by the cur-
rent administration or Congress.

For now the private sector focus is
on CAR and other carbon registries,
including the American Carbon
Registry and the Verified Carbon
Standard. However, CAR offsets are
currently commanding about a 40
percent premium over other voluntary
markets. A research report released in
late February by Reuters/Point
Carbon predicts that CAR offsets will
start at $13/ton in 2012 and rise to
about $75/ton by 2020 due to predict-
ed supply constraints. Voluntary car-
bon prices are expected to increase in
value as CAR values rise.

What kind of opportunities are
there for forest carbon crediting on
your land?

There are a variety of forest man-
agement activities that can enhance
carbon storage on forestland. In gen-
eral, the class of carbon project most
applicable to family forestland owners
is a type called “Improved Forest
Management” or IFM. IFM carbon
projects can involve a variety of strate-
gies designed to increase the total
amount of carbon stored in your for-
est. The existing IFM protocols typi-
cally require extending the forest rota-
tion age by as little as five to 10 years.

What steps can you take to be a
participant?

If you are interested in participat-
ing in carbon markets that will pro-
vide income from your forest man-
agement activities, the following basic
steps are necessary.

Step 1: Determine if you are eligible.
How a carbon offset is defined and

how it is accounted for varies by pro-
gram. Most carbon registries require
enrollment in a sustainable forest man-
agement program (American Tree
Farm System, Sustainable Forestry
Initiative, or the Forest Stewardship

Council). These programs require a for-
est management plan. If you decide to
participate in the carbon market, devel-
op a forest management plan or update
your existing plan, then you can enroll
in one of the certification programs
that meet your values and needs.  

Step 2: Calculate the number of acres
that will qualify for carbon crediting.

Calculate the total forest acres of
your property, but remove acres that
will not qualify because of legal
restrictions (streams, buffers, roads,
endangered species habitat, etc.).

Step 3: Complete a preliminary inven-
tory of your potential project area.

Before going through the time and
expense of a complete carbon inven-
tory, a landowner should minimize
investment by having some inventory
data in which to evaluate the carbon
opportunity. Basic forest inventory
information like species, dbh, stems
per acre, and average height will be
sufficient at the preliminary assess-
ment stage. In addition, your man-
agement plan and long-term harvest
schedule should be considered.

Step 4: Decide what kind of carbon
contract period you are comfortable
with.

The price of carbon varies by car-
bon contract commitment. Programs
that require 100-year contracts are
valued higher in the marketplace than
ones that are less lengthy. Before a
calculation of carbon value can be
made, the landowner should have an
idea of the contract length that they
are comfortable with. Carbon prices
for 100-year contracts may be double
what they are for contracts only 20
years in length.  

Step 5: Contact a carbon project
developer, a local consulting forester,
or forestry extension agent for assis-
tance with providing a carbon estimate
of your project area.  

After the landowner has informa-
tion on existing carbon stocks and
project acreage, an analysis of carbon
potential from an Improved Forest
Management strategy needs to be

conducted. Forest carbon project
developers such as Woodlands
Carbon typically can do this analysis
for free or at low cost.  

Step 6: Selling your carbon.
Depending on the carbon registry,

carbon credits can be marketed to a
variety of offset buyers. Either a proj-
ect developer or a consulting forester
can help you identify buyers that will
offer you payment for your offsets.
Landowners with less than 2,500
acres should seek out a project devel-
oper that can pool your forestland
with other landowners. 

Concluding thoughts
The year 2011 is likely to be anoth-

er interesting year for the U.S. carbon
market. Woodlands Carbon is focus-
ing on marketing the carbon it has
under contract and expanding the
number of landowners participating in
its program. Carbon project develop-
ers and investors are gearing up to
take advantage of the new regulated
market in California while still others
are preparing to serve the increasing
demand of voluntary buyers seeking
to meet their social responsibility com-
mitments as the economy recovers. 

Due to the economic downturn and
developments in the carbon registry
sector, generating carbon revenue is
currently challenging for family wood-
land landowners. However, forestry
offsets are desired in the carbon mar-
ketplace for many reasons, principally
the ecological co-benefits that come
with well managed forestlands. There-
fore, although market options are
more limited than they were a couple
of years ago, opportunities are still
available to generate carbon revenue
from family forestlands.  ■

MIKE BARNES is managing director
of Woodlands Carbon. He can be
reached at 503-588-1813 or mbarnes@
viclink.com. MATT DELANEY is owner
of Delaney Forestry Services in
Lebanon, Ore. He can be reached at
mdelaney1@centurytel.net or 541-990-
4306. For additional information, visit
www.woodlandscarbon.com.
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TreeSmarts: Forest Research You
Can Use is a new column that will
appear in every other issue of
Northwest Woodlands. Column editor
Ed Styskel will scan and review
research being conducted from a host
of sources, sort through the items of
interest to family forest owners, and
provide a short summary of the perti-
nent results to our readers in under-
standable language. If you have a sug-
gestion to share with Ed, please con-
tact him directly at esi@bendnet.com.

Consumer-Grade Global Positioning
Systems (GPS) Receiver Performance.
2008. Authored by M.G. Wing.
Journal of Forestry, Vol. 106, No. 4,
pgs. 185-190.

Consumer-grade GPS receivers
differ from mapping- and survey-
grade GPS receivers by their lower
price ($400 or less in study year
2007), fewer capabilities (measure-
ments cannot be easily differentially
corrected), and less favorable manu-
facturer-stated accuracies (16-49
feet).

This study, conducted by an

Oregon State University assistant
professor in forest engineering, com-
pared the relative measurement accu-
racy and reliability of six consumer-
grade GPS receivers in several dis-
tinct environmental settings. The six
receivers were: Brunton Atlas MNS;
Delorme Earthmate GPS PN-20;
Garmin eTrex Legend Cx; Garmin
GPSmap 60CS; Garmin GPSmap
76Cx; and Lowrance iFinder
Explorer. The environmental settings
were: open sky (unobstructed sky
view); young forest (moderate density
stand of primarily conifer trees aged
approximately 10-20 years); and
closed forest (nearly total canopy clo-
sure from conifer forest aged approxi-
mately 40-50 years).

Another objective was to examine
the influence of 30 and 60 GPS
receiver point averages on measure-
ment accuracy. A GPS with point
averaging capability can automatical-
ly calculate and store the average of
multiple points to represent a single
location.

The Department of Defense’s
NAVSTAR collection of orbiting
satellites, earth-surface monitoring
stations, and other features allows
GPS receivers to reliably record
three-dimensional positions if com-
munication is maintained with at
least four satellites. Potential sources
of GPS error are: (1) signal interfer-
ence from atmospheric conditions;
(2) timing synchronization between
satellite and receiver; and (3) imper-
fect position of tracking satellites.

Some error can be reduced by
adding satellite information from the
Federal Aviation Administration’s
Wide Area Augmentation System
(WAAS) that applies differential cor-
rections in real time so that the receiv-
er can simultaneously receive signals
from NAVSTAR and a WAAS satel-
lite. Similar to NAVSTAR satellites, a
consumer-grade GPS receiver must
have line-of-sight with a WAAS satel-
lite to receive signals.

GPS receiver accuracy can be

potentially improved by: (1) schedul-
ing data collection times when more
satellites are available (WAAS satel-
lite status can be consulted online at
www.nstb.tc.faa.gov/ index.htm); (2)
avoiding an obstructed sky view; or
(3) using an external antenna to bet-
ter receive satellite communications.
One other technique is to collect
many measurements at each point of
interest and use the average of those
measurements to represent the actual
position. However, in this study,
accuracy of these six receivers was
not statistically better than a single
measurement when the receiver aver-
aged 30 or 60 measurement points.

The author determined that the
Garmin GPSmap 60CS had the
smallest overall average measurement
error (11 feet). The DeLorme
Earthmate GPS PN-20 had the
largest overall error (25 feet). The
GPSmap 60CS had the least error for
all receivers under open sky (1-2 feet),
young forest (3-4 feet), and closed for-
est (18-26 feet). The Garmin GPSmap
76Cx had the most error of any GPS
receiver under a closed forest (36-42
feet). The GPSmap 60CS appears to
be the best for measurement accuracy
and consistency. The GPSmap 60CS
has recently been replaced by the
Garmin GPSmap 60Cx. ■

What Do Teenagers Think of
Environmental Issues and Natural
Resources Management Careers?
2007. Authored by S. Hager, T.
Straka, and H. Irwin. Journal of
Forestry, Vol. 105, No. 2, pgs. 95-98.

This study gauged teenager inter-
est in and attitudes toward various
environmental issues, ranging from
well-known ones such as global
warming and pollution to more
focused ones such as sustainability
and private property rights. It also
tried to establish what they thought
about natural resource management
and forestry as occupations.

TreeSmarts: Forest Research You Can Use
▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲ ▲▲
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Online publications of interest

Reducing Fire Risk on Your
Forest Property. 2010. Authored
by M. Bennett, S. Fitzgerald, B.
Parker, M. Main, A. Perleberg,
C. Schnepf, and R. Mahoney.
Pacific Northwest Extension
Publication PNW 608. 40 pages.
Download at http://ir.library.
oregonstate.edu/xmlui/ 
handle/1957/19402 (11.84 Mb).

Managing Organic Debris for
Forest Health: Reconciling Fire
Hazard, Bark Beetles, Wildlife,
and Forest Nutrition Needs.
2009. Authored by C. Schnepf,
R.T. Graham, S. Kegley, and
T.B. Jain. Pacific Northwest
Extension Publication PNW 609.
60 pages. Download at www.fs.
fed.us/rm/pubs_other/rmrs_2009
_schnepf_c001.pdf (1.2 Mb).



the means for collecting payment and
it would ensure that the full range of
end users would participate.  

3. Regulate forestland uses without
compensation

The third of these strategies is the
regulation of forestland uses without
direct landowner compensation.
Both Oregon and Washington have
relied on this strategy through their
land use and forest practices pro-
grams (often called best management
programs). Oregon and Washington
adopted regulatory forest practices
programs in the early 1970s. Oregon’s
land use program was also adopted
in the early 1970s while Washington’s
program was adopted in 1990. In the
case of the land use program, forest-
land is zoned, thus restricting non-
forest uses. The forest practices pro-
grams enforce performance stan-
dards for the conduct of forest oper-
ations protecting water, fish, wildlife,
air, and special resource sites.  

Regulatory programs can have
positive and negative effects on forest
productivity and value. Regulations
that erode forest economic viability
and promote forest conversion to
other uses may result in overall
reduced environmental protection. It
is essential that forest landowners par-
ticipate in the process to develop “best
management practices” to ensure that
they are science-based, effective, effi-
cient, understandable, and imple-
mentable. To the extent that rules are
truly best management practices,
landowner value is created including
the value of an equal “regulatory”
playing field, preserved soil productiv-
ity, reduced road and road crossing
costs, ensured forestland property tax
rates, and increased public acceptance
of forest practices (in Oregon that
includes limits on nuisance claims).

4. Direct compensation
The final of these strategies is the

regulation of forestland uses with
direct landowner compensation. This

strategy includes the emerging sys-
tems of private regulation based on
certification, conservation easement
programs, direct payment programs
for forested stream buffers, wetland
and other protections, and transfer
programs for development rights.
Systems and programs under this
strategy are often controlled by vari-
ous types of private groups rather
than government agencies. 

Various governmental and non-
governmental conservation easement
programs are the most mature of
these programs. Conservation ease-
ments create value by the landowner
selling either development rights or by
providing specific resource protection
valued by another party. Landowner
value may also be gained through
state and federal tax advantages for
the conservation easement. Federal
funding for conservation easement
programs has recently declined and is
likely to be more limited due to the
national economic situation.

Washington provides a direct com-
pensation program available to fami-
ly forest landowners with significant
impacts from riparian protection
standards under their forest practices
program. Oregon does not have a
similar program, but does have
grants available to assist landowners
to meet regulatory standards for fish
passage on culverts and for restora-
tion activities under the Oregon
Plan for Salmon and Watersheds.

Beginning in the 1990s, several vol-
untary regulatory (certification) sys-
tems that promote “well-managed”
forests relevant to the Northwest have
emerged including the American Tree
Farm System, Forest Stewardship
Council, and Sustainable Forestry
Initiative. By participating in a certifi-
cation scheme landowners hope to
avoid environmental controversy,
improve their public image, improve
market access (such as for green build-
ings) or gain other market advantages
for their environmental performance.

In Oregon and Washington, and
across the nation, investments that
add value to forestlands and landown-

ers have contributed to water and air
quality that is greatly improved from
the 1960s. For forestland, government
has traditionally relied upon the first
and third strategies discussed above.
State and federal investments in the
first strategy have sharply declined
over the past 30 years, while regulato-
ry programs and standards have con-
tinued to increase. Growing interest
and investment in the second and
fourth strategies has increased non-
governmental organization involve-
ment in environmental governance
and in programs that may either
increase or decrease landowner value.  

Until the current recession, in many
parts of the Northwest forestland val-
ues for residential uses were outpacing
forestland values for forest uses.
Competition from wood products
from areas with less restrictive environ-
mental standards also puts producers
from the Northwest at a disadvantage
unless they can capture value from
their higher environmental perform-
ance. As a result of these trends, a
stronger common interest among pub-
lic and non-governmental players to
sustain forestlands by providing
increased value for forest landowners
is emerging. Nonetheless, the invest-
ments and sweat equity of willing and
able landowners will remain a primary
means of creating forestland value.  ■

TED LORENSEN is retired from the
Oregon Department of Forestry as
Assistant State Forester responsible
for the Forest Practices and Forestry
Assistance Programs. He can be
reached at 503-269-1754 or
tlorensen@q.com.
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DEAR TREEMAN, Stick to trees and
leave the issue of global warming to
the qualified scientific community.
—Lee

DEAR LEE, If oxymoron did not rou-
tinely supersede “qualified” and “sci-
entific community” when examining
the concept of global warming, per-
haps we could avoid this discussion.
But alas, when you present a chart
displaying the past decade as the
warmest on record, while placing the
culprit at the feet of man’s contribu-
tion of atmospheric carbon dioxide,
then as it was at Arnhem in 1944, we
have gone a bridge too far.

While we do not profess to be a
qualified scientist, there are occasions
where mundane minds resort to the
concept of a topic passing the “smell
test,” and our carbon dioxide con-
tention has a malodorous effluence
on several accounts. Water vapor is
the Earth’s most significant green-
house gas, accounting for 95 percent
of greenhouse contributions of which
99.999 percent is of natural origin, so
exculpate us humans.

Carbon dioxide accounts for about
3.6 percent of our greenhouse gases,
of which 3.2 percent is of anthro-
pogenic (man-made) origins.Thus,
man’s contribution of carbon dioxide
to the warming of our planet amounts
to about one tenth of one percent.The
Kyoto Protocol calls for mandatory car-
bon dioxide reductions of 30 percent,
which would reduce total human
greenhouse contributions of carbon
dioxide a staggering three hundredths
of one percent! In Fahrenheit terms, we
would lower Earth’s temperature one-
twentieth of a degree over the next
four decades. One can anticipate the
upcoming global deforestation cour-
tesy of firewood!

Over the past several hundred mil-

lion years, carbon
dioxide levels
have been cyclical
in nature. More
recently, there has
been a 20 to 30 per-
cent increase in levels since the
Industrial Revolution. Can this be
attributed to the malfeasance of the
corporate world? If we can attribute
global warming to increased levels of
human-caused carbon dioxide, does
logic dictate increases in other green-
house gases? Methane levels have
not increased the past 20 years, so
who knows?

Everyone agrees the Earth’s climate
is changing. The rub occurs in the
“why.”There is an element that
blames humankind for all of Earth’s
problems while others contend the
culprit is Mother Nature. Many in the
scientific community believe the sun’s
energy output and cyclical eccentrici-
ties in Earth’s rotation and orbit are
major causes in climate change. We
have the Pacific Decadal Oscillation
(PDO) and El Nino and La Nina.
Theories abound on these dynamic
forces of nature, but we cannot
exempt ourselves from the equation.

Remember acid rain and how the
industrial world was causing global
deforestation? Next up was the hole in
the ozone and Antarctica was melting.
And how can one forget the begin-
ning of the next Ice Age back in the
’70s? Today, we’re all gonna cook!
Perhaps Shakespeare said it best in
Hamlet,“The lady doth protest too
much, methinks.”We cannot diminish
personal responsibility in the forms of
conservation, recycling and sustain-
able living practices. But to blame
humankind for every malady, false or
real, is a bit conceited and arrogant on
our part, and even more so thinking
we have all the answers! —Treeman 

DEAR TREEMAN, I was visiting some
friends on their woodland property
the other day and we saw several ani-
mals they called newts. They said not
to touch them because they are poi-
sonous. I saw a few along the edge of

the pond, but most of them were
swimming in the water. I thought
they looked like salamanders, which I
don’t think are poisonous. Can you
shed some light on the subject?
—Ralph

DEAR RALPH, Salamander is the com-
mon name for Caudata, including
nine families, of which eight are
located in North America. Newt is the
common name applied to members
of small salamanders. And don’t for-
get caecilians, or sirens (rest easy
Ulysses, we won’t be dashed upon
the rocks as our sirens make no
sound), which are aquatic salaman-
ders having no hind legs. So newts
and sirens are really salamanders, all
of which account for about 350
species out of approximately 4,000
amphibians.

What some call a salamander in
America might be labeled a newt in
Europe (remember our conversation
on caribou versus reindeer?). Others
distinguish between the two, having
salamanders living completely on land
or totally in the water, whereas newts
live on the land then enter the water
to breed in the spring. And neither is
classified as a lizard, as salamanders
have moist skin and no scales, claws,
or external ear openings. It sounds like
your specimens may well be newts.
Either way, in terms of toxicity, there is
no difference.

Whatever you want to call them,
these guys are not suitable for han-
dling. And we’re as toxic to them as
they are to us: they cannot tolerate
the oil, salt and heat from our hands.
Newts are also toxic to their natural
predators: research has shown deaths
in several species that granulose con-
sumed these critters, including our
friend the shikepoke. The rough-
skinned newt, Taricha, is very toxic.
They are relatively common in the
PNW and can be identified by their
roughish texture and being brownish
colored in their backs and an
orangish color on their bellies. A
drunken logger in Coos Bay ate one
on a dare and expired several hours
later in the hospital. So if you do
decide to inebriate yourselves, stay
away from sharp objects, automo-
biles, and salamanders. —Treeman

Tips From The Treeman
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Respectively, the three authors are
summer research intern, Clemson
University professor, and Clemson U.
research associate.

A survey of high school seniors was
conducted on the website MySpace, an
Internet social networking system that
allows people to post personal infor-
mation and to communicate online.
The poll asked 18 closed-end questions
and 4 open-end questions. A statistical-
ly valid sample size was judged to be
1,000, and because it was hoped that
geography could be evaluated as a vari-
able, 20 surveys were sent to each state.
Zip codes in each state were randomly
selected. After a single follow-up con-
tact with non-respondents, the
response rate turned out to be 14.8%
(148 teens responded).

This inquiry found that high school
seniors have a high level of concern for
the environment. Major issues that are
well-covered in the media rated their
highest level of concern (i.e. global
warming, pollution, wildlife, and sus-
tainability). There was lesser concern
for land-use changes, fragmentation,
private property rights, and invasive
species.

The proportion of teens that cor-
rectly defined job duties of four repre-
sentative natural resource occupations
were: forester (67%), park ranger
(75%), wildlife manager (80%), and
soil/water conservationist (90%). The
most attractive occupation was park
ranger (51%) and the top reason was a
liking for the outdoors. The least
attractive occupation was forester
(17%) and the top reason was a liking
for wilderness. (Comment: Intuitively,
these reasons seem reversed for their
respective occupation.)

The study found some interesting
observations about these teens. The
main source of information on envi-
ronmental issues is the media (70%). If
teens had their own forest, 43% would
manage for recreation and 10% would
manage for timber (money). Thirty
percent feel that forests are better man-
aged now than in the past. Only 15%
had been offered natural resources
career information by their guidance
counselors. Male students, political
conservatives, and students who were
not from a wealthy family were most
interested in natural resources manage-
ment careers. Rural or urban back-

ground made no difference and col-
lege-bound students were less interest-
ed in these careers than students who
were not planning to attend college. ■

TreeSmarts: Forest Research You Can
Use is edited by ED STYSKEL, a
Certified Wildlife Biologist®, tree farmer
in Pend Oreille County, member of the
Washington Farm Forestry Association,
and member of the Northwest
Woodlands Advisory Committee.
Suggestions are especially welcome;
send to esi@bendnet.com.
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Coming in June
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A Global View of Policies Impacting Forests and Forestry, May 3, Corvallis, OR. Contact:
Oregon State University, 541-737-1585.

Joint Oregon/Washington State Society of American Foresters annual meeting, May 11-13,
Portland, OR. Contact: Bob Deal, general chair, 503-808-2015, rdeal@fs.fed.us.

Capstone Field Trip—Log Export Facilities, May 20, Portland, OR and Longview, WA.
Contact: OSU, 541-737-1585, http://starkerlectures.forestry.oregonstate.edu/capstone-field-
trip-registration.

OSWA annual meeting, June 23-25, Baker City, OR. Contact: OSWA, 503-588-1813,
www.oswa.org.

Inland Empire SAF annual meeting, September 23-24. Contact: Dick Reid, IESAF
Communications chair, rreid66519@aol.com.

Send calendar items to the editor at rasor@safnwo.org.

osted by the OSWA’s Baker
County Chapter, the OSWA

annual meeting will be held June 23-
25 in Baker City at the Best Western
Sunridge Inn. The annual meeting is
linked to the Oregon Tree Farmer of
the Year tour, which will take place at
the Harry Merlo woodlands in Union
County. OSWA.  

For more information, visit
OSWA’s website at www.oswa.org.  ■

TreeSmarts
continued from page 28

Disclaimer of Endorsement: Reference to
any specific commercial products, process,
or service by trade name, trademark, man-
ufacturer, or otherwise, does not necessari-
ly constitute or imply its endorsement, rec-
ommendation, or favoring by the editor or
Northwest Woodlands. 
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Through a partnership with Oregon State University, you can address the challenges 
of transferring timberland in a way that reflects your values and extends your legacy.

CALL OR E-MAIL TO LEARN MORE
Zak Hansen  •  OSU Foundation  •  College of Forestry  •  541-737-4016  •  zak.hansen@oregonstate.edu

Family. 
Forestry.
Stewardship.

OUR EXPERTS CAN ADVISE ON:

• Transferring timberland to heirs

• Donating timberland to OSU’s research forests

• Planning a gift that provides income in retirement

• Creating a scholarship, faculty fund, or program fund in your family name 

YOUR LEGACY. YOUR UNIVERSITY.


