
By Roger G. Lord, ACF

In America, the 
business of consult-
ing forestry has been 
around as long as the 
forestry profession. In 
fact, Gifford Pinchot, 
the nation’s first trained 
forester, opened an 
office in New York City and placed upon 
the door the unique title “Consulting
Forester” way back in December 1893. 
The first forestry schools in the US. 
emerged around the turn of the century. 
Most early foresters, however, were em-
ployed by the newly created U.S. Forest 
Service or lumber companies. Consulting 
foresters were rare. One source opines 
that in 1910 there were probably fewer 
than a dozen consulting foresters nation-
wide. During the 1920s their numbers 
increased slowly, but they were set back 
during the Depression years of the 1930s. 
It was not until the 1940s that numbers 
began to increase significantly. In 1949, 
the SAF estimated 150 firms were selling 
professional advice or services, and em-

ploying more than 200 foresters in total.
Mason, Bruce & Girard (MB&G) is 

celebrating its 100th year of business in 
2021. We have spent some effort re-
searching and compiling a history and 
are struck by how the development of the 
company parallels the evolution of pro-
fessional forestry and forestry consulting 
in America. We believe we are the oldest 
forestry consulting firm in the western 
United States and, so far as we know, sec-
ond only to James W. Sewall Company of 
Old Town, Maine, which traces its roots 
back to 1880. If I am wrong about this as-
sertion, please contact me with proof and 
I’ll send you a bottle of Old Forester!

MB&G’s beginning
MB&G’s founders were first-genera-

tion foresters. David Mason and Donald 
Bruce graduated from the Yale School 
of Forestry’s 6th and 9th graduating 
classes in 1907 and 1910, respectively. 
Jim Girard, the eldest of the three, was a 
self-taught forester, roughhewn from the 
Tennessee Hills. 

As is often the case today, our found-
ers gained forestry work experience 
before entering the consulting world. 
Mason and Bruce had more than a 
decade of experience under their belts 
before becoming consultants. Girard 
pivoted to consulting after retiring from 
a long career in forestry. This career ex-
perience influenced how MB&G evolved 
over the years. 

Like many foresters in those days, Ma-
son’s early career was in Pinchot’s Forest 
Service, where he quickly moved through 
positions of forest ranger, silviculturist, 
and supervisor on the Deerlodge Nation-
al Forest in Montana. It was there he met 
Donald Bruce, whose early years with the 
agency included surveying and mapping 

damages after the 1910 Fire in Idaho and 
serving as forest assistant on the Helena 
National Forest and supervisor on the 
Flathead National Forest. Meanwhile, 
Jim Girard was the chief log scaler on the 
giant Blackfoot timber sale near Seeley 
Lake. The three were assigned to write 
the Manual for Timber Reconnaissance 
to standardize the agency’s timber sale 
survey work in 1914, planting the seeds 
of a future consulting firm.

Both Mason and Bruce later joined 
the faculty at the newly formed forestry 
school at the University of California at 
Berkeley. Mason taught forest manage-
ment, protection, finance, and adminis-
tration while Bruce became well known 
for his rigorous mathematical approach 
to forest engineering and mensurational 
problems.

After returning to Berkeley from 
service in France during World War I, 
Mason was appointed to head the newly 
created Timber Valuation Section of the 
U.S. Bureau of Internal Revenue where 
his task was to develop the regulations 
and procedures to apply income tax laws 
to the forest industry. Mason would later 
call this appointment “a stroke of terrific 
luck” because he gained knowledge and 
relationships with forest industry leaders 
that would later lead to a successful 
consulting business. Through this assign-
ment, he said, he learned that knowledge 
of accountancy was key to understanding 
the problems involved in forest manage-
ment. As he gained an understanding 
of the economic conditions throughout 
the lumber industry, he also began to 
outline the factors involved in estab-
lishing operating plans for “sustained 
yield management” as a solution to the 
industry’s plight and the conservation of 
a diminishing resource.

Shortly after returning to Berkeley in 
January 1921, Mason resigned to open an 
office as a “consulting forest engineer.” 
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In doing so, his objective was to promote 
the adoption of scientific forestry in the 
private sector. After studying the location 
of timber in western North America, he 
concluded that Portland, Oregon, was 
the epicenter of western timber and 
rented a one-room office in the city’s 
downtown.

Bringing in the clients
Early work came primarily from the 

relatively more prosperous redwood 
industry. Mason’s first client was Union 
Lumber Company in Marysville, Califor-
nia, which needed help valuing timber 
holdings for tax purposes and advice on 
forestry problems. Other similar requests 
followed. Mason soon found he need-
ed help and hired a former Berkeley 
student. In 1922, Mason is said to have 
“worked out a forestry program for nearly 
the entire redwood industry” —author-
ing, A General Report on Redwood For-

IMAGE COURTESY OF THE FOREST HISTORY SOCIETY 

David Mason’s opening of his one-room office in Portland’s downtown was noted in The 
Timberman, a journal started by George M. Cornwall in 1899.

The Evolution of Consulting 
Forestry: The Mason, Bruce & 
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ests, Operations and Forestry Possibilities. 
In 1923, the firm was renamed Mason 

& Stevens when Carl Stevens, a former 
Timber Valuation Section colleague, 
joined the firm. Mason & Stevens soon 
published an article in Lumber World 
Review promoting reforestation of private 
lands in the West. It was a revolutionary 
idea. To quote the article, “before 1920, 
there was some discussion of private 
reforestation, but this idea was usually 
considered fantastic in the extreme. 
Those who thought much on the subject 
concluded that prospective returns did 
not warrant private enterprise in en-
gaging in reforestation.” This article was 
followed by the publication of “Sustained 
Yield and American Forest Problems” by 
Mason in the Journal of Forestry in 1927.

Donald Bruce, who by this time was 
working at the Forest Service’s mensu-
ration office in D.C., joined the firm on 
a part-time basis in 1925. One of his first 
assignments was reporting on the for-
estry possibilities on timberland owned 
by Goodman Lumber in Wisconsin. His 
recommendations included selective 
harvesting and sustained yield instead 
of the common practice of clean cutting. 
Coached by his partners, Bruce talked in 
terms of economics and finance. “The 
thing that seemed to impress Bob Good-
man and his staff the most was the fact 
that, coached by my partners, I went in 
and started asking economic questions 

instead of poking on the ground for little 
seedlings,” Bruce said. “They said that’s 
the first time they have ever seen a forest-
er go at it that way.”

Similar projects followed. In 1927, 
Bruce and Stevens worked out a selective 
logging plan for the Clearwater, Potlatch, 
and Rutledge companies in the white 
pine forests of Idaho. These companies 
merged to form Potlatch Forests, Inc. in 
1931, the predecessor to what we now 
know as PotlatchDeltic.

Sometime in the mid-1920s, the 
firm established a good-sized cruising 
department, although the details have 
been lost to time. From 1928 to 1930, 
the firm mapped over a million acres of 
young forests from Grays Harbor to Coos 
Bay, cruised 150,000 acres of the most 
desirable parcels, and helped Crown 
Willamette Paper Co. acquire 70,000 
acres. It was during this era that Mason & 
Stevens cruisers introduced the practice 
of marking plot centers using knitting 
needles and witness trees, thus allowing 
audits of cruising data. Until that time, 
cruisers had left no trace of their work in 
the woods.

In another first, Mason & Stevens 
undertook the first known use of aerial 
photos in forestry in the United States. 
In 1928, the firm teamed with Fairchild 
Aerial Surveys, a pioneer in aerial pho-
tography, to do timber type mapping in 
California and Oregon.

Projects in the 1920s dealt largely with 
timber valuation, cruising, land acqui-
sitions and exchanges, and developing 
forest management plans for lumber 
companies. But throughout, Mason, 
supported by his partners, continued 
his promotion of reforestation of private 
lands and carefully planted seeds of the 
idea of sustained yield forestry.

Adapting to the times
The Great Depression in 1929 changed 

the course for the country, the timber 
industry, and the firm. In 1931, President 
Hoover appointed Mason to the Timber 
Conservation Board, and Mason left the 

This publication is a benefit of your membership in your SAF State Society

Editor’s Note
By Andrea Watts

Within the forestry 
profession, consulting 
foresters straddle several 

job titles. Of course, they are foresters, 
but they may also be business owners 
and educators, marketing executives 
and bookkeepers. And throughout a 
day, they must deftly switch between 
the dual hats they wear. 

In this issue, our authors explore 
navigating these dual roles and the 
business of consulting. Roger Lord 
takes us on a 100-year history tour on 
how Mason, Bruce & Girard adapted 
to meet the needs of their clients and 
the forestry industry, while Shavonne 
Sargent shares how she’s building her 
consulting forestry business. Mike 
Wolcott and Paula Hopkins share the 
importance of interpersonal skills. 
And we take to the skies with David 
Edwards as he shares his experience 
using a drone. Thank you to Mike 
Wolcott, the western region director 
of the Association of Consulting For-
esters, for partnering with the NWO 
to produce this issue. 

This issue closes out volume 66 of 
the Western Forester. Producing this 
publication is a team effort of authors, 
SAF members whose dues support 
the work of the NWO, and advertisers. 
Than you everyone who continues to 
support this publication.   WF

Continued on page 20

FORESTS
ARE THE ANSWER
At the Sustainable Forestry Initiative® (SFI), 
we believe that well-managed and certifi ed 
forests are the answer to helping address many 
of the local, national and global challenges we face.

Choose the SFI Standard for your working forest. The 
actions we take today determine the future of our forests.

Learn more at sfi program.org & wasfi .org.wasfi .orgwasfi .orgwasfi .orgwasfi .org.

 (SFI),  (SFI),  (SFI),  (SFI),  (SFI), 
we believe that well-managed and certifi ed we believe that well-managed and certifi ed we believe that well-managed and certifi ed we believe that well-managed and certifi ed 
forests are the answer to helping address many forests are the answer to helping address many forests are the answer to helping address many forests are the answer to helping address many forests are the answer to helping address many forests are the answer to helping address many forests are the answer to helping address many 



4  WESTERN FORESTER  s  OCTOBER/NOVEMBER/DECEMBER 2021

By Shavonne Sargent, CF

I often say 
I became 
a consult-

ing forester 
backwards. 
Many consul-
tants I know 
have had full 
careers and 
come out 
of semi-re-
tirement 
to become 
consultants. 
Yet working 
as a consulting forester was my first job 
after graduate school at the University 
of Maine. I met a forester during my 
graduate project who eventually gave me 
her client base and mentored me as she 
transitioned into retirement. 

When my husband Brian and I moved 
briefly to Rhode Island for his Naval De-
partment Head School, I contacted SAF 
members in the area and found a consul-
tant who hired me for six months. By the 
time we moved west to Everett, Washing-
ton, for Brian’s Department Head tours, I 
had worked as a consultant for about two 
years and found it to be a good match for 
my work style, strengths, and interests. 

After arrival in Everett, I initiated 

another search for a forestry job. Again, 
through SAF connections, I met a 
retired Weyerhaeuser employee and 
he connected me with two women in 
leadership who offered me a six-week 
project at Weyerhaeuser’s Corporate 
Headquarters in November 2010. One 
project evolved into another, leading to 
full-time employment in the Sustainable 
Forests and Products group working on 
issues surrounding forest certification. 
Ultimately, I wanted to have my boots 
on the ground and accepted an offer to 
become an area forester in Oregon. 

My seven years working for a leading 
industrial forest owner was rewarding, 
interesting, and instructive, but my 
unfiltered self knew I would return 
to consulting. I remember just a few 
months into my area forester role 
answering a boss’ question of, “Where 
do you see yourself in five years?” with, 
“Probably working with small, non-
industrial landowners.” 

Transitioning from employee to self-
employed

My decision to leave a full-time 
job with benefits was precipitated by 
need for changes to support my family, 
personal growth, and broader interests 
in forestry. Knowing this, I hired a life 
coach to help me make an action plan 
and I began saving money. I eventually 

left my job with a plan to spend a six-
month sabbatical intentionally resting 
and exploring new career options. I set 
up informational interviews with people 
working in the broader natural resource 
management community: from the 
nonprofit space to a sawmill owner, to 
extension forestry. During these conver-
sations, consulting kept coming up as a 
way to engage many aspects of forestry in 
one role. 

Around the seventh month of my 
sabbatical, a former colleague needed to 
contract a rush project and approached 
me to work on it. This required me to 
create a business and obtain insurance, 
which I did in November 2018. I hired a 
lawyer to help draft and file the doc-
uments necessary to be an LLC. That 
project was the push I needed to strike 
out on my own. 

Finding my niche and clients
As part of my sabbatical and in the 

months after starting my business, I 
spent time exploring what I offer to 
clients that’s unique. My offering became 
the inspiration for my business name—
SilvaSaunterra, LLC. Forest. Land. Saun-
ter. Sauntering has become a guiding val-
ue for my life and by extension, business. 
It is where my strengths lie, as a method-
ical, detail-oriented, and thoughtful type. 
Sauntering to me implies excellence. 
When applied to forest land steward-
ship, my sauntering approach considers 
the interaction of ecological function, 
landowner objectives, and societal needs 
and values. 

When I launched my business, early 
work came from industry contracting, 
referrals, and consulting forester friends 
who were busy enough and generous 
enough to share some of their workload. 

Consulting to Corporate Forester and Back Again

Shavonne Sargent and
her daughter
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The advice, mentoring, and encourage-
ment I’ve received from my consulting 
colleagues has been invaluable. 

Within the first year, I worked on my 
credential as a Technical Service Provid-
er (TSP) through the Natural Resource 
Conservation Service (NRCS) and that 
has given me a set of potential clients 
who are pursuing restoration work that 
matches my business philosophy. To 
further advertise my business, I’m in the 
Oregon Forest Industry, Forest Stewards 
Guild, and Certified Forester directories. 
Recently, a woman found me through an 
internet search for certified foresters and 
a visit to my website. I am thrilled to help 
her get started as a new forestland owner. 

The ongoing work of building a 
business

There are always parts of the business 
to develop, and I’ve staggered the invest-
ments of time and money based on ne-
cessity. I had business cards, even before 
I was a consulting forester, that I update 
as needed. I purchased my relascope 
and laser when plot work came in. I re-
searched cruise compiling software and 
GIS when I had cruises to summarize 
and maps to make. I didn’t have a logo or 
website for nearly two years after launch-
ing my business. Although some consul-
tants work entirely on a “I know someone 
who knows someone” basis, I wanted a 
website to communicate my consulting 
niche. It’s another way for people to learn 
about me, especially since the pandem-
ic limited in-person events. I’m in the 
process of getting my logo printed on 
apparel that I can wear out and about or 
when visiting with clients. 

A central strategy to build my business 
is showing up at everything. Attending 
forestry-related or landowner-centered 
events feed my soul, and it’s also a way 
to meet people I might be able to serve. 
I’m obviously an SAF member, but also 
a Forest Stewards Guild member and an 
associate OSWA member. And I recently 
retrained to be an American Tree Farm 
inspector and joined WOWNet.

Financial realities of self-
employment

When you’re self-employed, your 
income can fluctuate depending on the 
time of year and payment structure—
hourly vs. project-based. The fluctuation 
is challenging, especially since I am a 
planner and a worrier. There’s always a 

need to know what’s ahead. Although I 
have work into the first quarter of 2022, 
I’m still thinking about the second 
quarter. That piece is definitely mentally 
challenging. 

To lessen the impact of fluctuating 
income, I always put a significant per-
centage in my reserves, pretending that 
money doesn’t exist. That’s what I draw 
on when there are large payments due, 
such as taxes, insurance or membership 
payments, or business expenses such as 

software, equipment, or website/logo 
design. 

Self-employment is more financially 
feasible because I have health insurance 
through my spouse. Health insurance 
at the quality you receive from a sala-
ried job is expensive, and people often 
express it as a barrier to entry in self-em-
ployment. I was fortunate not to have 
to make that calculation. When Brian 
transitioned from the active military to 

Continued on next page
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his next career, I leveraged him for many 
years, and now he’s leveraging the build-
up of my business. 

One aspect of being a consultant that 
my research hadn’t prepared me for was 
how much non-billable work I would do. 
For example, fielding clients isn’t bill-
able, nor is office work, marketing, or my 
continuing education. I’m still refining 
my billing structure and rates to account 
for the work that’s needed to keep my 
business going and promote it. 

Benefits and drawbacks of 
consulting

My primary personal draw to con-
sulting is how it requires a combina-
tion of silviculture, social science, and 
education. I thrive sharing my love of 
forestry with others. Forestry consulting 
is broad—there’s an endless diversity of 
projects because every landowner and 
forest is different. I enjoy variety and am 
motivated to learn new things daily. 

I value flexibility as a workplace 
attribute more than almost anything 
else, which is a key benefit of being a 
consultant. I like to define how, when, 
and where I work. I have two young 
daughters, and prefer spending time with 
them as desired, rather than relentlessly 
managing how many vacation days I 
have left. 

Constantly having new projects is also 
the downside to sole-proprietorship con-
sulting. While I’m always expanding my 
skillset, I’ll never be an expert in every-
thing. New projects often require signif-
icant self-education and process devel-
opment that is demanding on time and 

energy. There’ll be some projects that are 
geared toward my strengths, some that I 
must stretch myself to accomplish, and 
others I will turn down. The diversity in 
consulting I like so much is also what’s 
most challenging. 

What I miss most about corporate life 
is my colleagues (many of whom also 
became my friends); I hadn’t realized 
how much time was spent thinking about 
a problem and bouncing it off someone. 
In lieu of this regular discussion, I often 
call upon my SAF colleagues to stand in 
as my watercooler gang. I may be a sole 
proprietor, but I cannot do this alone. 
I draw so much upon other people’s 
expertise and the relationships I’ve built 
with them.  WF

Shavonne Sargent, CF, is owner of 
SilvaSaunterra, LLC, a forestry consulting 
firm based in Albany, Oregon. An SAF 
member, she can be reached through 
www.silvasaunterra.com, at 603-370-
8585, or silvasaunterra@gmail.com. 

 PHOTO COURTESY OF SHAVONNE SARGENT 

When deciding upon her niche as a consultant forester, Shavonne Sargent drew 
inspiration from the word “saunter,” which is an extension of her strengths as a forester: 
methodical, detail-oriented, and thoughtful.
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By Mike Wolcott, ACF, CF

Over the course 
of my career, 
I have fielded 

one common question 
from landowners: Why 
should I hire a con-
sulting forester? Some 
landowners hadn’t 
known such a profession exists. Other 
landowners know loggers who assure 
them that they are qualified to oversee 
harvest operations. Still others have mis-
conceptions on how much I may charge 
for my services or how often they need to 
retain my services.

Through trial and error, I developed 
an elevator pitch that has had success in 
educating landowners on the value that 
I and other consulting foresters provide 
in furthering their forest management 
goals. I generally lead with this overall 
pitch.

A consulting forester is a valuable team 
player for forest owners who strive to 
practice conscientious forest management 
in a financially prudent manner. Land-
owners who engage us generally enjoy 
enhanced forest ownership satisfaction, as 
well as, increased long-term revenue from 
their land. 

Once I have engaged their interest, I 
then provide a deeper dive into the qual-
ifications of a consulting forester. These 
are the highlights I mention.

A consulting forester:
• usually has a Bachelor of Science 

degree in natural resources;
• has extensive forest management 

knowledge
• is a private business owner who 

focuses strictly on the best interest of 
clients;

• someone who does not have con-
flicts of interest (i.e., buying logs, etc.) 
that compromise their ability to promote 
the client’s welfare; and

• often is a member of the Association 
of Consulting Foresters and/or the Soci-
ety of American Foresters, and adheres to 
the Code of Ethics of these organizations.

“What are the benefits that I will re-
ceive?” the landowner inevitably asks. To 
which, I have several benefits readily on 
hand to share. These benefits include:

• peace of mind knowing a profession-

al forester is working on their behalf;
• market savvy advice to maximize rev-

enue and minimize costs;
• achievement of ownership objec-

tives (e.g., recreation, wildlife, financial, 
aesthetics, etc.);

• improved forest growth and health;
• landowner education on forest man-

agement;
• help securing agency funding for 

forest management practices;
• tax advice;
• conservation easement assistance; 

and
• assistance navigating family or 

multi-owner dynamics.
Which specific benefits I mentioned 

will depend upon the landowner’s 
management priorities. Yet every time I 
conclude by saying a consulting forester’s 
loyalty is to landowners, their forest and 
their goals. Even if I haven’t brought on a 
new client, I do know I have helped edu-
cate one more landowner on the benefits 
of a consulting forester.  WF

Mike Wolcott, ACF, CF, is owner of 
Inland Forest Management, a firm he 
cofounded in 1984. In addition to being 
an SAF member, he is the western region 
director of the Association of Consulting 
Foresters. Wolcott can be reached at 208-
263-9420 or ifm@inlandforest.com.

Selling the Value of a Consulting Forester

PHOTO COURTESY OF MIKE WOLCOTT 

With many landowners unfamiliar with what a consulting forester can offer, it’s a good 
business practice to have an elevator pitch ready when meeting a new client. 
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By David Edwards

When I opened 
Flying Beaver 
Forestry in 

May 2020, I assumed 
that remotely piloted 
aircraft, better known 
as “drones,” would be 
indispensable tools 
for my business. I had just returned to 
forestry after an eight-year stint piloting 
airplane-sized drones for the U.S. Air 
Force, and I was eager to explore drone 
applications for wildland fire and forest 
management. The argument for drones 
in firefighting seemed clear: a long-loiter, 
fixed-wing drone could orbit over a fire 
day and night, transmitting life-saving 
infrared imagery to firefighters and inci-
dent commanders. Practical forest man-
agement applications were less obvious, 
although the forestry press was abuzz 
with stories of drones’ potential. 

Inspired by the work being done with 
drones in university labs, I bought a small 
drone and began to experiment. I quickly 
saw that, while many things were possi-
ble, some ideas were better than others. 
I am the sole employee of my fledgling 
business, so it’s important that I spend my 
time and money in ways that add value. 
Drones and sensors—and the software 
or subscriptions required to exploit their 
imagery—are a noteworthy investment, so 

before I got in too deep, I asked myself the 
question, “Can drones improve the quality 
of my work, or enable me to work faster 
and more economically?” My answer was, 
“I think so,” and I began an 18-month 
journey to prove myself right.

The drone I purchased for my con-
sulting work was a DJI Mavic 2 Zoom, 
a popular off-the-shelf model with a 
12-megapixel camera and 4K video 
recording capability. It weighs only two 
pounds. Drones like mine are regulated 
by the Federal Aviation Administration 
(FAA) under “Part 107” as Small Un-
manned Aircraft Systems (sUAS), or those 
weighing less than 55 pounds. Since I am 
a licensed pilot, becoming certified to 
fly drones commercially was quick and 
free; a non-pilot might expect to invest 
up to $300 and a weekend of studying to 
become a commercial operator.

My drone’s digital camera only senses 
light in the visible portion of the electro-
magnetic spectrum, but drones with ad-
vanced multispectral sensors—and even 
LiDAR—are available, if costly. Drones 
take beautiful photographs and are 
capable of incredible feats of photogram-
metry, even with the standard camera. I 
have come to think of my drone as most 
useful in three mission areas: mensura-
tion, scouting, and storytelling. 

Mensuration
Forest mensuration, by its nature, is 

a balance between cost and required 
precision. Most of my consulting work 
involves writing management plans for 
nonindustrial private forest landowners, 
which affords me more leeway in timber 
cruise accuracy than if I was buying or 
selling timber. My clients’ parcels, like 
many in western Washington, are often 
steep and brushy; wouldn’t it be great 
to be able to cruise their timber with a 
drone from the comfort of my tailgate? 
It’s possible, but estimating the accuracy 
of my cruise data is my central concern. 

Researchers from Colorado State 
University have demonstrated impressive 
forest structure measurement results in 
western ponderosa pine forests using 
Structure-from-Motion photogrammetry 
compared to airborne LiDAR and ground 
plot measurements (https://tinyurl.com/
84fanv3n). However, I am not confident 
I can duplicate their results given the 
dense canopy closure of westside conifer 
stands. Even so, I have found canopy 
height models to be useful in my work. 
I create them through the open-source 
software wizardry of OpenDroneMap 
and QGIS. I have had less success seg-
menting the canopy model into individ-
ual trees. All this takes time, however, or 
I can pay someone to do it for me, but 
does it improve the quality of the product 
I provide to my clients? Oftentimes the 
answer is no. 

The system has other limitations as 
well: 30-minute drone battery life limits 
the acreage you can cover in one session; 
processing the very large image files 
requires considerable computing power; 
FAA altitude and line-of-sight restrictions 
often complicate the plan. In general, I 
suspect that if a stand is open and easy 
to cruise, you will have good results with 
a drone. My clients have not yet asked 
me to conduct regeneration surveys 
or to measure slash pile volumes, but I 
understand that drones perform these 
mensuration missions well under many 
circumstances.

Scouting
I once gave a drone-flying lesson to 

a local organic farmer. As he sent the 
drone careening toward the far end of his 
fields, he said, “This is awesome! I can 
use this to check on my pigs.” This is what 
I mean by scouting: using the drone to 
show you something that is too difficult, 
dangerous, or time-consuming for you to 

Taking Consulting Forestry to the Skies
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go see for yourself (Google 
“epic drone crash Iceland 
volcano” for an extreme 
example). It’s great for 
spotting snags or damaged 
trees within a stand, or to 
identify open areas where 
a root rot pocket or other 
forest health issue may 
exist. When scouting, I rely 
less on recording photos 
or video and more on 
the drone as a real-time 
eye-in-the-sky. This comes 
in handy when a forester 
needs to see what’s over 
the hill or beyond the 
locked gate. Drone pilots 
must know and comply 
with airspace restrictions 
in the area in which they 
intend to fly, but in most 
situations I’ve encountered 
in forestry, it’s legal to fly 
over private property to 
view or photograph my 
intended subject.

Storytelling
Storytelling is at the 

heart of consulting forest-
ers’ work with small land-
owners, whether we think of it that way 
or not. We tell them a story about their 
land—its ecological past, present, and 
its potential futures—and we persuade 

them to trust that our prescriptions will 
help them shape their forests to meet 
their objectives. Drone photos and vid-
eos can help us tell our story. For exam-

ple, I once shot a 45-second video flying 
50 feet over a client’s dense western red-
cedar stand. I emailed the clip to another 
consulting forester for some feedback, 
and he immediately replied, “Looks 
like it could use a harvest.” You might 
expect a professional to react this way, 
but images speak to landowners, too. Just 
yesterday, I huddled with a client over an 
orthophoto I made from drone imagery I 
had taken last spring. The variable crown 
closure across his 30-acre parcel was 
clear in the high-resolution image, and 
together we easily identified the areas in 
need of a precommercial thin. Normally I 
would deliver mini lectures about crown 
ratio and resource competition, but the 
orthophoto did most of the storytelling 
for me that day.

On balance, after 18 months of exper-
imentation, I feel my drone was a good 
investment. Its mensuration capabilities 

are less impactful than 
I’d hoped, but I suspect 
this will change as sensor 
and software technology 
is rapidly improving. For 
instance, you already have 
a LiDAR sensor in your 
pocket if you have the 
latest iPhone model, and 
I expect to see consum-
er-grade drones with 
LiDAR for less than $2,000 
on the shelves within the 
next couple of years. The 
scouting mission is a good 
enough reason to operate 
a drone if it allows you to 
gain important knowledge 
you couldn’t get by anoth-
er means. And most im-
portantly, if drone imagery 
helps me weave a steward-
ship story I can share with 
my landowner clients, then 
I’ll call my experiment a 
success.  WF

Dave Edwards is the 
owner of Flying Beaver 
Forestry, which is based 
in Langley, Washington. 
A SAF member and 
ACF Candidate 
Member, Edwards can 

be reached at 360-914-8334 or info@
flyingbeaverforestry.com.

PHOTO COURTESY OF DAVE EDWARDS

The photographs taken by drones can provide an aerial view of forests in relation to 
development that isn’t possible from on the ground. This is a view of Saratoga Passage 
taken near Langley; in the distance is Camano Island.

IMAGE COURTESY OF DAVE EDWARDS 

This is a composite created from an orthophotograph overlaid with a color-
coded canopy height model. All the images were taken with the drone, and 
the tree height data was from the drone images.
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By Mike Wolcott, ACF, CF

The role of a
successful
consulting

forester often tran-
scends the skillset
normally associated 
with the profession. 
Sure, sound forest
management knowledge, business exper-
tise, and basic communication proficien-
cy are all critical. However, many times 
an understanding of human psychology 
is the key to achieving a positive client 
relationship. 

As my 38-year career in consulting 
forestry has developed, the importance 
of tactfully navigating through family 
disputes, false client perceptions, and 
multi-owner dynamics have become par-
amount. Sometimes I think a psychology 
major with a forestry minor would have 
been a more appropriate educational 
route! To illustrate this point I will share 
two true stories, with names and details 
changed to protect confidentiality. 

Brothers in conflict
Bill and Roger inherited a significant 

forestland ownership that included two 
parcels located many miles apart. We 
completed numerous projects on one of 
the parcels over many years. Bill was our 
contact person and Roger had lukewarm 
involvement. Everything went smoothly, 
and the brothers were happy with the 
results. 

Enter parcel number two. This land 
was adjacent to Roger’s house, and he 
had been reluctant to pursue active man-
agement. Well, wildfires in the vicinity 
changed Roger’s perspective, and after 
Bill’s prodding, they decided to consider 
a timber sale. Roger happened to know a 
local logger and he arranged for a private 
tour for the logger of the property. Bill 
was upset being excluded from the meet-
ing and that I wasn’t involved. Bill then 
arranged a tour of the forest with Roger, 
himself, and me. 

Upon my arrival, there was palpable 
tension between the brothers. Roger was 
somewhat distant, repeatedly crossed 
his arms, and avoided eye contact. Bill 
was also fairly quiet and asked me to 
make a case for why I should handle the 
logging operation. As I discussed the 
advantages of my service, Roger became 
combative. He countered that the logger 
said there was no need for my involve-
ment—he knew what he was doing, etc. 
With Roger’s interruptions and accusing 
manner, I couldn’t make any headway in 
the conversation. Bill then became upset 
about how the conversation had devel-
oped. As you might imagine, things did 
not go well. 

Over the years I have occasionally 
encountered similar situations. With 
Bill and Roger, I suspect the reason for 
the family conflict was likely rooted in 
childhood. By observing the brothers’ 
interaction, it was clear there were power 
struggles, lack of trust, and pent-up anger 
issues. Experience taught me to walk 
away from these situations, which I did. 
Although I must say, it was a difficult 
decision for several reasons: I greatly 
respected Bill; my services would have 
ensured a better outcome, both finan-
cially and ecologically, for the property 
and the brothers; and the fact that my 
company needed the work. 

Unhappy Daughter
The Andrews family was one of my 

company’s first clients. In many ways 
they have been model small forest 
landowners to work with because they 
were thirsty for knowledge, embrace new 
ideas, fun and motivated to improve their 
forest. Over the years we have assisted 
them by writing management plans, har-
vesting significant volume, and planting 

thousands of trees. 
Through all these activities, one 

daughter, Libby, remained resistant to 
tree cutting. She commonly walks in 
the forest, and like many people, resists 
change. Unfortunately, portions of the 
Andrews Forest are being significantly 
impacted by root disease. And to com-
pound matters, Douglas-fir is their dom-
inant species, which is highly susceptible 
to root disease. Where root disease is 
prevalent, we have historically created 
openings and planted pine and larch, 
species that are less susceptible. 

Aesthetics are very important to the 
Andrews. Creating opening in their forest 
wasn’t welcomed idea originally, but 
over time, the parents had embraced 
the concept after seeing the long-term 
results. Libby never has. 

Last year the parents approached me 
about logging a visually sensitive area 
where root disease had killed many trees. 
We all knew Libby would be a tough sell.

First, we had a meeting in the woods, 
which Libby reluctantly attended. 
Although anxiety was present, a loving 
atmosphere encompassed everyone. Lib-
by stood off from the group and quickly 
expressed her concerns. Her voice 
carried heart-felt emotion, her pleading 
eyes searched everyone for support, and 
she paced as she talked. She also listened 
when others spoke up and her point of 
view was acknowledged. However, at the 
end, she expressed her need to remove 
herself from the discussion and went on 
a walk. 

The parents, although sensitive to 
Libby’s thoughts, felt compelled to move 
forward with the harvest. They had 
observed most of the trees die in the area 
over a 50-year timeframe. So, the harvest 
was conducted. After the logging was 
completed, the parents arranged for a 
family meeting at their house to discuss 
the harvest, with me invited as well. 
When they contacted me to attend, we 
kidded about the “dangerous setting” I 
would be entering. 

To lighten the mood, I arrived at the 
meeting wearing my hard hat and asked 
Libby not to shoot me. Laughter pre-
vailed around the table, and we were 
off to a good start. Libby still remained 
somewhat skeptical for the reason of the 
harvest, but her body language (leaning 
toward the table, open arms, easy smiles) 
and tone of voice indicated she had 

The Psychology of Consulting Forestry
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accepted the results. 
And, she didn’t shoot 
me! 

Lessons learned
I am far from an 

expert in psychology, 
but through a some-
times painful journey, 
and many mistakes, I 
have numerous lessons 
learned I bring to each 
site visit.

• Ask clients many 
questions. When 
appropriate, repeat 
back to them what 
you heard to confirm 
you’re on the same 
page and they feel 
empowered. 

• When families are 
in conflict, express 
interest in all points 
of view. Try to put 
yourself in everyone’s 
position. Let them 
know you heard them 
and can see their per-
spective. 

• Watch body 
language and facial 
expression for clues. 
If an individual avoids 
looking at you or has 
a defensive posture, 
be sure their concerns 
are being heard. Bring 
them into the conversation. Ask ques-
tions. Listen. 

• If there is disagreement among own-
ers regarding one aspect of a harvest, first 
focus on what everyone agrees on, build 
camaraderie, and then circle back to the 
sensitive subject.

• Use tactful humor to defuse tense 
situations.

• Leave your ego in the truck. Yes, you 
are an expert in forestry, but by being 
humble and sincerely striving to under-
stand each owner’s perspectives you will 
be more successful. 

• Don’t be forceful with your knowl-
edge, which might put some people on 
the defensive. Convey your information 
in a friendly, disarming manner. 

• Look everyone in the eye and use 
their names in conversations. As Dale 
Carnegie once said, “A person’s name is 

to him or her is the sweetest and most 
important sound in any language.” 

As a consulting forester, my goal is to 
learn what is important to my clients, 
evaluate their forest, and then use my 
expertise to help them achieve their aspi-
rations. Often the lessons I have learned 
from non-forestry settings become crit-
ical to reach this objective. Also, I have 
greatly benefited from being a member of 
the Association of Consulting Foresters, 
where many colleagues have provided 
sage advice about ticklish situations. 

I must say there is special satisfaction 
when a backwoods forester can use high-
falutin psychology to help bring family 
harmony to an otherwise disagreeable 
situation.  WF

Mike Wolcott, ACF, CF, is owner of 
Inland Forest Management, a firm he 

cofounded in 1984. In addition to being 
an SAF member, he is the western region 
director of the Association of Consulting 
Foresters. Wolcott can be reached at 208-
263-9420 or ifm@inlandforest.com. 

Association of Consulting
Foresters of America

ACF is an organization repre-
senting 750 independent consulting 
foresters across the United States who 
advise and assist private forest land-
owners. Regional chapters include 
Oregon, Northwest (Washington), 
and the Inland Empire.

Benefits of ACF membership
• Instant credibility with clients, 

potential clients, landowner groups 
and agencies

• Exceptional workshops and 
training opportunities to further 
your consulting forestry knowledge, 
including small business skills

• Networking with like-minded 
professionals

• Communication and information 
on timely topics

• Referrals and tools for efficiency

Membership requirements:
• Adhere to a comprehensive Code 

of Ethics ensuring no conflict of inter-
est exists in representing clients

• Meet education, business, and 
experience requirements

• Submit professional and client 
references

• Complete continuing education 
requirements

ACF members represent the gold 
standard for consulting foresters. If 
you’re a consulting forester, come 
join us and further your career.
Association of Consulting Foresters
of America
376 McLaws Circle, Suite 1A
Williamsburg, VA 23185
(703) 548-0990
Membership@acf-foresters.org

PHOTO COURTESY OF MIKE WOLCOTT 

Being a successful consulting forester is more than helping 
landowners achieve their forest management goals. The work 
also entails navigating family dynamics and adapting your 
communication style to each situation.
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By Will Putman, CF

Years ago, when 
I emerged from 
my schooling 

with freshly minted 
degrees in forestry 
and natural resource 
management, it was 
quite unclear where I 
would spend my career. The most likely 
outcome was probably as an employee 
of a federal or state agency, so it came 
almost as a surprise when my first em-
ployment as a professional forester was 
with Tanana Chiefs Conference (TCC), a 
nonprofit tribal organization headquar-
tered in Fairbanks and serving 42 tribal 
communities in rural interior Alaska. 

Much of my time at TCC has been 
strongly based in field work, which has 
afforded me the opportunity to exten-
sively travel across the region, working 
on the rivers and forested landscapes 
that are the home of the communities 
we serve. In the process, myself and my 
coworkers have essentially functioned as 
consulting foresters to a variety of Native 
Alaskan clients, providing forest manage-
ment services to tribal councils, Alaska 
Native corporations, and individual Na-
tive allotment landowners. After 36 years, 
I find I am still with TCC, having discov-
ered that working for an organization like 
TCC can be an incredibly rewarding and 
satisfying experience.  

Consulting in Alaska
TCC is a large organization with about 

900 employees, and we offer a wide 
variety of services to the tribes of interior 
Alaska. The bulk of TCC’s service are in 
the realm of health, social, and commu-
nity support services, but there are a few 

programs at TCC dedicated to services 
related to natural resource management, 
including our Forestry Program. Our for-
estry staff consists of several professional 
foresters, who are certified under SAF’s 
Certified Forester program, and several 
experienced wildland fire staff. 

Our primary clients are tribal councils 
and tribal members in our region, and 
the services we are expected to provide 
include technical and professional 
assistance with forest management and 
wildland fire issues. The core funding 
that supports a basic level of services 
provided by our Forestry Program comes 
through a self-governance compact with 
the Bureau of Indian Affairs, which is 
intended to support forest management 
services on federally managed trust 
lands on Native allotment parcels in our 
region. Beyond that, we are also expected 
to provide technical assistance to Alaska 
Native village corporations, although 
there is no dedicated funding for that 
purpose.

When I started at TCC, the Forestry 
Program was focused on conducting 
forest inventory projects on Native lands, 
but over the years we extended those 
services to include a wider array of forest 
management activities. Organizational 
stability in the form of low staff turnover 
and a stable core budget added to the ca-
pacity of our Forestry Program to provide 
forest management services. Engage-
ment with emerging technologies like 
Geographic Information Systems and 
Global Positioning System also allowed 
us to extend services and increase our 
capacity.

In recent years, we have also become 
more engaged in wildland fire manage-
ment activities. That side of the program 
has evolved to the point where we are 
now supporting a Type 2 IA wildland fire 
crew through a Cooperative Agreement 
with the State of Alaska, and a Type 2 
wildland fire crew supported through 
a contract with the BLM/Alaska Fire 
Service. 

Development of these crews has re-
sulted in the capacity to deliver wildland 
firefighter training services to our tribal 
members and contracted out to other 
wildland fire crew contractors. Being able 
to deliver these wildland fire manage-

ment services adds to the overall capacity 
of the Forestry Program and contributes 
to TCC’s overall goals of providing oppor-
tunities to tribal members and enhanc-
ing the economic development of our 
tribal communities.

The capacity that we have developed 
while providing services to our tribal 
clients allows us to extend those consult-
ing services to other “external” clients 
including municipal, state and federal 
agencies, corporations, academia, and 
other tribes and tribal organizations in 
Alaska. In turn, extending those services 
to a broader array of clients increases 
revenue and our capacity to provide 
quality services back to our primary 
clients—the tribes and tribal members in 
the region we serve. There is a synergy at 
work here that allows us to increase the 
capacity of our Forestry Program to pro-
vide services to the tribal communities 
and tribal members who are the reason 
we exist as a Forestry Program in the first 
place.

The one thing that we have to be sure 
of is that we do not wander from our 
primary mission of providing services to 
the tribes in our region. At the very least, 
any projects or activities that we engage 
in should not detract from the ability 
to deliver services to our primary tribal 
clients, and the hope is that the services 
provided to external clients enhances our 
ability to provide services to the tribes.

Projects over the years
The opportunity to engage as forestry 

consultants is enhanced by the fact that 
there are few operating private consult-
ing foresters in Alaska, and none based in 
interior Alaska. As a result, projects and 
clients looking for these services end up 
on our doorstep with little active recruit-
ing required on our part. Here are some 
examples of the kinds of projects we have 
gotten involved.

• A Tanana River Erosion Study 
conducted through a collaboration with 
the State of Alaska, Division of Forestry. 
This was essentially a GIS-based change 
analysis of the Tanana River, document-
ing changes in riverbank location over 
a 20-year period with available forest 
inventory data to quantify and locating 
erosion and large-woody debris recruit-

Making a Career in Consulting Forestry in Alaska
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ment along the entire river. The sheer 
scale of this project proved to be a real 
challenge: Our naivete led us to think we 
were capable of doing this analysis for 
the entire 824-km length of the Tanana 
River, but our research later indicated 
that nobody had ever attempted any-
thing like this at that scale. However, with 
our partnership with the State of Alaska, 
we managed to keep from being com-
pletely overwhelmed by the project and 
complete a very interesting report.

• We contracted with the Alaska Native 
Tribal Health Consortium to prepare 
woody biomass harvest plans for villages 
in interior Alaska, both within and out-
side the TCC region. These plans were re-
quired to accompany the development of 
woody biomass energy projects that were 
popping up around interior Alaska and 
came with many substantial challeng-
es. These challenges included trying to 
determine what to recommend for small 
remote communities with no existing 
capacity for commercial wood harvest, 
no pre-existing forest management 
planning, and very little available forest 
inventory data. One thing we learned 
was each community had its own unique 
circumstances, making it impossible to 
use anything approaching a one-size-fits-
all approach. 

• We partnered with researchers 
at the University of Alaska (UA) on a 
project monitoring and assessing the 
effectiveness of hazardous fuel mitiga-
tion projects that were implemented 
around a number of TCC villages. This 
project builds on work we did with UA 
researchers and will help us plan future 
fuels projects by building data collection 
capacity with the affected communities 
and strengthening our connections with 
the academic community.

“Consultation” as described in these 
projects usually involves working with 
other agencies and organizations, and 
as such could often be considered as 
“partnering” as much as it is “consulta-
tion.” But whatever label one puts on it, 
engaging in these activities benefits all 
parties involved and allows us to deliver 
better services to the tribes that are our 
primary clients.

Parting thoughts
We work in a region that is not domi-

nated by a forest products industry, and 
the opportunities for forestry consultants 

coming from this sector are not as abun-
dant as they may be elsewhere. However, 
there are certainly many other issues 
driving our work, such as climate change 
and wildland fire in the boreal forest, 
and the need for economic opportunities 
and energy independence in rural Alaska 
communities. The work is varied and in-
teresting and has us working extensively 
across interior Alaska, which is rewarding 
in and of itself. Most of the career options 
that I have seen elsewhere do not offer 
that breadth of experience and variety, 

leaving with me with no regrets as I 
reflect back on a long career.  WF

Will Putman, CF, is the forestry director 
for the Tanana Chiefs Conference, which 
is based in Fairbanks, Alaska. A member 
of the AKSAF Yukon River Chapter, 
Putman can be reached at 907-452-8251 
x3373 or wputman@tananachiefs.org. 

Why Join SAF?
Wildlife biologists, restoration ecologists, forestry technicians, policy makers, 

urban foresters, research scientists, and foresters. The membership of the Society 
of American Foresters is as diverse as the professionals who are charged with man-
aging our nation’s and the world’s natural resources for now and the future. 

SAF is a 9,000-member community that has held true to its original objective to 
bring forestry and natural resources professionals together and keep them in-
formed about the latest advances in forest science and management. 

As a member of SAF, you have access to benefits that help you stay current with 
the latest science and connect with other professionals. 

• At the SAF Career Center, you can search for jobs and post your resume.

• Working Groups provides opportunities for you to connect with other mem-
bers in a particular field of interest. 

• Internship programs help our student members get started on their career 
path. 

• Local chapters hold monthly meetings that feature engaging scientific con-
tent, and state society annual meetings provide opportunities to learn more about 
statewide activities.

What is the value that Clare Doig, CF, a consulting forester
in Alaska, gains from SAF?

When I got my first position as a forester with a timber compa-
ny in northern California, I rapidly became aware of the diver-
gence of public opinions regarding the management of forests. 
I soon realized the need to establish professional credibility, 
and the best available option was joining SAF. SAF membership 
included foresters from timber companies, the university, the 
county, the state division of forestry, and the U.S. Forest Service.

After I became a consulting forester, in many instances the 
only contact I had with other professional foresters was through SAF publications 
and meetings. The Western Forester provides important news and developments to 
inform foresters in the Pacific Northwest including Alaska.

SAF, through meetings, conventions, and the Journal of Forestry provides mul-
tiple opportunities to learn about the many changes in forestry, both as a result of 
scientific research and changing public perceptions.

Throughout the years, I have come to appreciate the many acquaintances with 
SAF foresters who have broadened my knowledge and ability to provide services to 
many landowner clients in Alaska. I thank SAF for being the foundation of our pro-
fession, and for the Continuing Forestry Education and Certified Forester programs 
that enable SAF members to be true professionals.
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By Dave Wells

When a small 
forest land-
owner asks 

me to estimate the 
market value of their 
forestland, they are 
often asking for the tree 
value because that has 
historically been the economic value de-
rived from forestland. Once I meet them 
on the proposed stand to be harvested, 
their secondary request is to finalize the 
market value. Many times, I have seen 
the most ardent forest landowner who 
prioritizes the aesthetics of their forest 
become astonished when timber value is 
discussed.

Trees and timber do matter, but 
increasingly there are other values, such 
as water, recreation, and wildlife and 
perhaps a scenic view or two, that drives 
the real estate value of the forestland and 
sways the decision to purchase. Brett 
Butler, author of the recently SAF-pub-
lished America’s Family Forest Owners, 
explains that the top three reasons for 
owning forestland in the West are beauty, 
wildlife, and nature. He later notes that 
for those who “see financial returns as 
highly important, land investment is 
more commonly cited than timber pro-
duction.” (Butler notes that the owners 
for whom a financial motivation is a 

primary interest, look at the land as “they 
acquired the land as an investment, 
manage it as an investment, and who 
intend to make a reasonable return on 
their investment.”) 

Managing for economic and aesthetic 
values are not incompatible, and there 
are opportunities to increase the aesthet-
ics to increase the value of the forestland 
beyond the timber.

Finding value among the timber
So where can consultants find 

non-timber value in the forest? The 
four sides of the Tree Farm sign provide 
a good starting point: Water, Wildlife, 
Recreation, and Wood. I might also add 
wildfire resiliency to this list because I 
am now being asked how landowners 
can manage their forest to minimize fire’s 
effects. Each of these values can often 
be enhanced with a forest management 
plan that provides an organized pathway 
toward increasing the land market value 
and enhance what many owners con-
sider their primary reasons for owning 
forestland.

Water
A naturally flowing stream’s value 

is easy to observe since it sustains all. 
It’s a gathering place for wildlife, a 
cool spot on a hot day, and where kids 
often choose to play. This value can be 
enhanced by evaluating the riparian 

area, the land adjacent to the stream, and 
enhancing where appropriate with trees 
to provide cooling shade. Oregon Water-
shed Councils may be able to help with 
some of this work. In Oregon, the Alter-
nate Reservoir Process established by the 
legislature in 1995 creates a process for 
pond establishment. There are a number 
of steps and conditions that need to be 
met but a pond is not out of the question 
provided certain conditions are met.

Wildlife
In 2016, the state of Oregon made 

changes to the Forest Practices Act that 

The Value of Forestland is More than Timber
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allows for the establishment of wildlife 
food plots on forest ownerships between 
10 and 5,000 acres in lieu of meeting 
all reforestation requirements. In the 
ORS 527.678, Wildlife food plots rules, a 
portion of the forest may be “planted in 
vegetation capable of substantially con-
tributing to wildlife nutrition.” The value 
of wildlife for viewing and hunting is 
hard to quantify, but I would equate it to 
the smell of freshly baked bread during a 
showing of a home for sale. 

Recreation
Recreation is an important aspect of 

the tree farm program and forest own-

ership, but its economic value is hard to 
quantify. Ponds, access to streams, picnic 
tables and camping sites enable genera-
tions to gather and create connections to 
the forest. The family campsite becomes 
part of a legacy “one of the more import-
ant benefit that owners associate with 
their land,” according to Butler. Trails to 
scenic points or for dog walking become 
infrastructure that is also useful for fire 
patrols, checking on forest health and 
trespass awareness. 

For many small forest landowners, 
non-timber forest products (NTFP) are 
part of the recreation side of the Tree 
Farm sign. These NTFPs include fire-
wood cutting and mushroom gathering 
and can a provide a steady revenue 
stream. Using developed or handed 
down ecological knowledge, NTFPs can 
be sold to classified based on their pur-
pose: (1) edible/culinary, (2) medicinal/
supplement, (3) decorative/floral, (4) 
nursery/landscaping, and (5) arts/craft 
products. In the recent publication, Pro-
ducers, production, marketing and sale of 
non-timber forest products in the United 
States: a review and synthesis, the “SEV 
(soil expectation value) of wild-harvest-
ed mushrooms in the Pacific Northwest 
ranged from about $17/ha to $2,500/ha 
at 4% discount rate,” which could vary 

greatly on the amount of time allocated 
to managing the natural mushroom 
populations.

Wood

For the wood value, apart from the 
obvious timber harvest, carbon capture 
is anticipated to become a more wide-
ly available source of forest value. The 
Family Forest Carbon Program (FFCP) 
is a partnership between the Ameri-
can Forest Foundation and The Nature 
Conservancy to remove barriers smaller 
landowners face to accessing carbon 
markets. Currently the FFCP is available 
to forest landowners in certain Pennsyl-
vania counties who own between 30 and 
2,400 acres of forest land. If successful in 
Pennsylvania, there is a plan to bring this 
program to the Pacific Northwest.  WF

Dave Wells is owner of Oregon Natural 
Forestry, LLC., a forestry consulting 
business. He is the chair elect for OSAF. 
Wells can be reached at 503-354-5707, 
oregonnaturalforestry@gmail.com. 

—Photos courtesy of
Dave Wells—
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By Paula Hopkins

My journey has 
not been the 
typical route 

to becoming a forest-
er—I didn’t even know 
this was an option for a 
career. I dropped out of 
school in the 8th grade 
and was pregnant at 19. After earning 
a GED, I obtained a certificate to be a 

medical assistant. After working in this 
field for 15 years, I wanted something 
more, yet having only a certificate meant 
there were no other jobs available in the 
medical field. The solution was earning 
a two-year degree. I looked at Green 
River Community College for technology 
degrees that had the most career oppor-
tunities to maximize my career options 
after graduation. 

The Natural Resources Program had 
multiple job descriptions, so I selected 

that program. I had no idea what I was 
getting myself into, and I hadn’t realized 
how much I enjoyed learning about 
forestry! I have worked in this field for 12 
years, and this has been the best decision 
I could have made. I work as a consulting 
forester with my husband, Dick Hopkins, 
who has many more years’ experience 
than me, and we mostly work with small 
landowners. 

When I began my career, I didn’t think 
my experience as a medical assistant and 
single parent was transferrable to being 
a consulting forester. However, my time 
spent interacting with patients, doctors, 
and family members is as relevant as 
knowing how to conduct a timber cruise. 
Educating patients when they were 
newly diagnosed with diabetes and what 
changes they needed to make to remain 
healthy is surprising similar to speaking 
with landowners about their dying trees 
and how to heal their forest. 

I’ve observed that many foresters are 
very much introverts, which can make 
interacting with clients intimidating, 
especially those clients who respond 
better to emotions rather than numbers. 
Here’s what I have learned over the years 
to make landowners feel that every tree 
they love is going to be cared for.  

Education and personal connection
Caring for the land and the client is a 

long-term process and it can take many 
conversations to build their trust and 
understanding. For an example, we have 
a client who purchases timberland to 
maintain wildlife corridors and pre-
vent development. Although she lives 
in Seattle, far from her land, she is very 
emotional about her forestland and every 
tree. She wants to ensure she is doing 
the right thing for the environment, and 
wildlife for the long term. 

A few years ago, one of her parcels 

Don’t Overlook the Value of Connection
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had forest health issues since a num-
ber of trees were dying. We began the 
discussion explaining that a thinning 
was needed to remove the sick and dying 
trees. Over the course of many conversa-
tions and walks in her stand, we talked 
her through what this stand needed from 
a forest health perspective. Did she really 
want to end up with a huckleberry stand 
and no trees? She agreed that removing 
most of the trees, applying herbicides to 
reduce the competition, and reforesting 
with a mix of species would be the long-
term objective she wanted.

As a forester, my instinct is to get right 
in to explain and fix the problem, yet this 
approach doesn’t work with all land-
owners. It’s important to talk with these 
landowners and understand where they 
are coming from. Why did they decide to 
purchase forestland? What is their long-
term vision of their forest? These insights 
help me tailor my advice to meet their 
management objectives. For our Seat-
tle-based client, understanding why she 
owned this property helped us customize 
our management advice to benefit the 
local wildlife and environment for the 
long run.

Business benefits of connecting
Even as I give my full attention to 

clients during our discussions, I can 
never fully stop from translating my time 
into billable hours; at the end of the day, 
my priority is ensuring our business is 
successful. Sometimes it’s unavoidable 
that the time I invest in developing 
the client-consultant relationship isn’t 
always billable. How I navigate this is 
by allocating certain times of the week 
to answer these client’s questions. I will 
often take their questions instead of Dick 
so he can focus on other projects. When 
interviewing potential clients, we decide 
how much time we might have to invest 
as their consultant. In the end, the reason 
why we prioritize connecting with clients 
is that most clients appreciate the time 
we spend with them and compensates 
us in the long run through no advertising 
costs because our reputation proceeds 
us.  WF

Paula Hopkins is co-owner of Hopkins 
Forestry with her husband Dick Hopkins. 
An SAF member, she can be reached 253-
951-1457 or Hopkinsforestry@yahoo.com.   

A Year of Washington Forestry

After last year’s 
success in 
producing 

the 2021 Tour of 
Washington For-
estry calendar, the 
Washington State 
SAF (WSSAF) and 
the Washington 
Tree Farm Program 
(WTFP) partnered 
to produce its 
sequel—the 2022 
Tour of Wash-
ington Forestry 
calendar!

All the photo-
graphs were taken by
WSSAF members and WTFP tree 
farmers and inspectors. Each 
photograph features an example 
of the pillars of the American Tree 
Farm System: water, wildfire, 
recreation, and wood. Several 
WSSAF members volunteered 
their time to produce this 
calendar, including Marisa 
Bass, Don Hanley, Jenny 
Knoth, Michelle Metcalf, Bob 
Obedzinski, Sara Shaw, and Andrea Watts. 
WTFP volunteers included Patty Vance, David New, and 
Elizabeth Ide. 

If you’d like to order a calendar for your office or to send to family,
visit https://www.watreefarm.org/calendar_sale/.  WF
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Leonard James “Jim” Brady
1931-2021

    Leonard James “Jim” Brady died on 
September 2, 2021, in Portland, Oregon at the 
age of 89. He was born on December 24, 1931, 
to Catherine and Leonard James Brady, Sr. He 
attended The Madeline Catholic School and 
Columbia Preparatory School in Portland, 
then Oregon State University, where he 
graduated with Bachelor of Science degrees 
in forest management and forest engineering 
in 1955. A proud member of the Alpha Tau 
Omega fraternity and OSU alpine ski team, 
Jim always valued the lifelong friendships he 
made during his time at university.

    While in college, Jim’s work experiences 
reflected a deep commitment to the forests of 
Oregon. He spent summers cruising timber, 
planting trees, and acting as a fire lookout for 
wildland firefighting crews. Upon graduation, 
Jim began work as a forester for Northern 
Pacific Railway Company, which merged into 
the Burlington Northern, Inc. in 1970. He was 
a longtime member of the Washington State 
Society of American Foresters. 

    On September 24, 1966, Jim married 
Diane Klepper and began nearly 55 years 
of committed teamwork. In the then-small 
town of Issaquah, Washington, Jim and Diane 
raised three children who loved the outdoors 
and cherished each mile traveled together, 
especially road trips in the family Volkswagen 
Bus and too many nights to count in camp-
grounds across the Pacific Northwest.

    Jim retired as an executive with Plum 
Creek Timber Company after more than 30 

years in the forest industry and began a sat-
isfying second career as a consulting forester, 
where he was able to spend ample time in the 
woods.

    Jim and Diane enjoyed traveling the 
world together, from Europe to Asia and the 
Mediterranean, including their most mean-
ingful trip in 1998 to Moldova and Romania 
as volunteers with Northwest Medical Teams. 
But Jim’s happiest days were found at the fam-
ily cabin in Mt. Hood National Forest, hiking 
local trails and introducing five grandchildren 
to the joy of a lifetime spent outdoors. 

    Jim is survived by his wife, Diane; son, 
Dan Brady (Pam); daughters Erin Kirkland 
(James) and Paula O’Neil (John); and five 
grandchildren, Matt, Owen, Jack, Cate, and 
Tal. He is also survived by brother-in-law Don 
Patterson.

    In lieu of flowers, please consider 
donating to your local food bank; or offering 
a contribution in Jim’s name to Washington 
State Society of American Foresters Founda-
tion Scholarship fund, supporting education-
al opportunities of college students pursuing 
a career in forestry. Please give via the WSSAF 
Foundation, c/o Darren Gooding, Treasurer, 
P.O. Box 1894, Wenatchee, WA 98807. 

    Warren R. Weathers
1947-2021

Warren Russell Weathers was born to
Cicely and Warren “Stormy” Weathers in 
LaJolla, California, on February 17, 1947, and 
died in Springfield, Oregon, of complications 
from Alzheimer’s at the age of 74 on July 30, 
2021.

He attended Southern Oregon College 
from 1965-67 and then graduated from Ore-
gon State University in 1970 with a Bachelor 
of Science degree in forest management. He 
earned a Master of Business Administration 
from the University of Oregon in 1985. In 1967 
he married Dena Drorbaugh and had two 
sons, Nathan and Stuart. Dena and Warren 
later divorced.

Warren’s work history included positions 
with the Oregon Department of Forestry in 
Coos Bay and Pendleton; Schnabel Lumber 
Company/Evergreen Logging in Haines, Alas-
ka; and Shee Atika, in Sitka, Alaska. He started 
his own forest management company, W.R. 
Weathers and Associates, in 1982. He also 
served in the National Guard from 1969-80.

He was a true renaissance man whose 
interests and talents ranged from hunting and 
trapping, to growing vegetables, canning jams 
and jellies, and baking award-winning pies. 
He appreciated the support he received from 
others while growing up and enjoyed paying 
it back by volunteering in the community as 
a hunter safety instructor, assistant Boy Scout 
leader, Creswell Masonic Lodge member, and 
Lowell Grange officer.

Warren became thoroughly involved in 
his community’s governance by serving as a 
member of the City of Lowell Budget Com-
mittee for two years, city council member for 
two years, then 20 years as Mayor of Lowell. 
He was also one of three founding members 
of the popular Blackberry Jam Festival.

The Blackberry Jam Festival is where he 
challenged then Springfield Mayor, Maureen 
Maine, to a pie baking contest. Not a cook 
at the time, she begrudgingly accepted and 
asked the McKenzie-Willamette Hospital’s 
kitchen staff to bake her pie and proceeded to 
win the contest. They soon won each other’s 
hearts and were married four months later in 
1999.

Warren and Maureen enjoyed annual trips 
to Sitka, Alaska, to visit their three grandchil-
dren. They also made many trips every year 
to their property near Paisley, Oregon, where  
they maintained 120 acres of private timber. 
From 2000-2010 they spent weekends build-
ing their beloved log cabin. Warren was very 
thankful for the help he received from numer-
ous friends, family members, and wrestling 
teams. The cabin was a place of solitude and 
a source of happiness for many years. It even 
survived the recent Bootleg Fire, thanks to 
Warren’s stewardship of the surrounding 
property.

Warren’s dedication to friends, family, 
acquaintances, and community was well 
known. If Warren was told that a proposed 
community improvement couldn’t be done, 
he took it as a challenge, set his jaw, and qui-
etly made it happen—generally by inspiring 
others to see his vision and get involved with 
him. Some of the projects he was most proud 
of included the Lowell Bridge Rehabilitation 
and Interpretive Center, acquisition of the 
Seneca property that the city developed into 
an industrial park, acquisition of three aban-
doned U.S. Forest Service houses for school 
purposes, development of Rolling Rock Park, 
and the Blackberry Jam Festival.

Warren will be sorely missed by all who 
knew him. He truly felt blessed every day.  WF

We Remember
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This year WSSAF is hosting the 
2022 Leadership Conference,
and the conference team is 
putting together an engaging 
and informative agenda that will 
appeal to emerging and seasoned 
leaders. This year the decision was 
made to hold all future leadership 
conferences in a virtual setting to 
make the sessions more accessible
to members. 

The agenda and registration details 
will be released soon so stay tuned 
for details. If you have suggestions 
for topics or speakers to feature, 
e-mail conference chair Marisa 
Bass at marisa.bass@afmforest.
com.

Wetlands: Science and Regulatory 
Management, Nov. 29, 30, Dec. 3, Live 
Remote Attendance. Contact: NWETC.

5th Annual PNW Forest Vegetation 
Management Conference, Dec. 6-8, 
Wilsonville, OR. Contact: WFCA.

Basic Statistics for Environmental 
Professionals, Dec. 14-16, Live Remote 
Attendance. Contact: NWETC.

2022 Western Region COFE Seminar, 
Jan. 13, 2022, Best Western Boulder Falls Inn, 
Lebanon, OR. Contact: WFCA.

Starker Lecture Series: Beyond the 
Land Ethic: Traditional Ecological 
Knowledge and Forest Management 
and Conservation, A Native American 
Perspective, Speaker: Cristina 
Eisenberg, Feb. 16, 3:30-5 p.m., Corvallis, 
OR. Contact: OSU Starker Lecture Series.

84th Annual Oregon Logging 
Conference, Feb. 24-26, 2022, Eugene, OR. 
Contact: oregonloggingconference.com.

Starker Lecture Series: Pyrocultural 
Forestry: Connecting People and Nature 
Through Fire, Speaker: Amanda Rau,   
March 9, 3:30-5 p.m., Corvallis, OR. Contact: 
OSU Starker Lecture Series.

Washington State SAF Annual Meeting, 
April 11-15, Virtual. Contact: forestry.org.

International Mass Timber Conference, 
April 12-14, In-person, Portland, OR or 
Virtual. Contact: masstimberconference.com.

Starker Lecture Series: The Road Less 
Traveled: How women in forestry can 
save the world, Speaker: Edie Sohn Hall, 
April 20, 3:30-5 p.m., Corvallis, OR. Contact: 
OSU Starker Lecture Series.

Starker Capstone Workshop—Women of 
Forestry, May 10, 8 a.m.-5 p.m., CH2M Hill 
Alumni Center, Corvallis, OR. Contact: OSU 
Starker Lecture Series.

Calendar of Events

Contact Information
NWETC: Northwest Environmental 
Training Center, 1445 NW Mall St., Suite 
4, Issaquah, WA 98027, 425-270-3274, 
nwetc.org.

OSU Starker Lecture Series: https://
www.forestry.oregonstate.edu/starker-
lectures

WFCA: Western Forestry and 
Conservation Association, 4033 SW 
Canyon Rd., Portland, OR 97221, 503-
226-4562, richard@westernforestry.org, 
www.westernforestry.org.

Send calendar items to the editor at
wattsa@forestry.org

2022 Leadership
Conference Update

Next year the South Puget Sound 
SAF chapter is hosting the 
Washington State SAF 2022 

Annual meeting. Due to the uncertainty 
regarding COVID-19, the meeting will 
be virtual; however, if the situation 
improves, we will add an in-person field 
trip or dinner.

To prevent Zoom fatigue, the annual 
meeting will span April 11-15, for two 
hours each day. Each day will feature a 
different topic, and the topics are: 

• Forest economics/industry

• Urban forestry/recreation

• Inventory/planning/technology

• Climate change/carbon/ecosystem 
   services

• Wildlife/ecology

The annual meeting will also fea-
ture student poster sessions, an awards 
ceremony, and opportunities for virtual 
networking. SAF credits will be available. 

Registration will open soon, so stay 
tuned! Participants will have the option 
of registering for the entire meeting or a 
specific day. 

If you have speaker suggestions or 
would like to join the planning commit-
tee, email Elijah Allensworth, WSSAF 
2022 Annual Meeting cochair at south-
pugetsaf@gmail.com.  WF

SAVE THE DATE!

Washington State SAF 2022 Annual Meeting
April 11-15, 2022  •  Virtual 
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firm to his partners, who renamed it, 
Stevens & Bruce. Business surely must 
have been slow. As the lumber industry 
struggled to survive, few would have 
money for consultants. However, things 
took a turn for the worse in 1935 when 
Carl Stevens died suddenly. Bruce soon 
reached out to Mason, telling him that 
he would continue the work of Stevens & 
Bruce “for now.” The firm’s future hung 
in the balance.

Mason by this time was executive 
officer of the National Recovery Admin-
istration’s (NRA) Lumber Code Authority 
(LCA) and busily incorporating tenets 
of sustained yield forestry into Article X 
Lumber Code to control the overproduc-
tion of lumber and support prices. But 
the Supreme Court brought the NRA and 
Mason’s LCA to a swift end, declaring it 
unconstitutional in May 1935. 

Mason closed down the LCA and 
returned to Portland to rejoin his old 
partner as Mason & Bruce. With little 
work coming in from the private sector, 
Mason accepted an appointment to head 
a new forest advisory committee of the 
Pacific Northwest Regional Planning 
Commission. Together, they worked on a 
report of the forestry situation in Wash-
ington, Oregon, Idaho, and Montana. 
Not surprisingly, they used this forum 
to recommend a plan of action based 
on the application of sustained yield 
management to stabilize industry and 
timber communities. Mason also used 
his Washington contacts to draft the 1937 
Oregon & California Revested Lands 
Sustained Yield Management Act that set 
forth the principle of sustained yield in 
the management of 2.6 million acres of 
O&C Lands in Oregon.

Following the attack on Pearl Harbor 
in December 1941, the skills of consult-
ing foresters like Mason & Bruce came 
into high demand. An immense amount 
of wood was needed to feed the war 
machine and consulting foresters were 
needed to act as valuation agents and 
intermediaries between procurement 
officers and timberland owners. Mason 
& Bruce contributed to the war effort by 
facilitating the purchase of large quanti-
ties of timber for the government while 

protecting the interests of its clients.
In 1946, Jim Girard, the long-time 

friend of both Mason and Bruce from 
their early Forest Service years, joined 
the firm after retiring from the Forest 
Service. Girard had risen from self-
taught log scaler to assistant director of 
the Nationwide Forest Survey program 
(now FIA). During that time, he became 
legendary for his timber cruising and 
volume estimation skills and developed 
many of the mensurational techniques, 
such as the Girard Form Class system, 
used in the Forest Survey. Together 
again, Girard and Bruce soon collaborat-
ed to produce Girard Form Class Volume 
Tables for Douglas-fir. The pocket-sized 
booklets, widely used by cruisers for 
years, were an important contribution to 
forest mensuration in the Pacific North-
west. The firm was renamed Mason, 
Bruce & Girard in 1948.

Consulting forestry was still a small 
world. The author of a 1948 article notes 
that the SAF at the time listed 88 qual-
ified consulting foresters or consulting 

firms in the country. There were just 13 
consulting foresters in the Northwest and 
two in the Rocky Mountains, compared 
to 33 in the South. Only two of the North-
western firms employed four or more for-
esters. But the author didn’t consider this 
a comprehensive count and estimated 
there were a total of around 200 practic-

ing foresters in total. Of those, 150 were 
in the South, although most of them were 
“little more than cruisers.” Most con-
sultants at this time worked chiefly with 
large landowners of 5,000 acres or more. 
Few were able to provide services to the 
small landowner at a fee the owners were 
willing and able to pay. 

However, that began to change in the 

post-war era when the attention of the 
forestry profession began to turn to the 
small woodlot owner. This was especially 
true of the South with the emergence of 
the southern pulp and paper industry 
but was true in other regions too. During 
the 1950s, a new generation of compa-
ny principals emerged to lead MB&G 

When Jim 
Girard joined 
the firm in 1947, 
he brought 
a wealth of 
timber cruising 
and volume 
estimation 
experience. 
Together with 
Bruce, they 
produced the 
Girard Form 
Class Volume 
Tables booklet. 
This became 
a fundamental 
resource for 
cruisers for many years.

PHOTO COURTESY OF ROGER LORD

During the 1950s, MB&G grew as the next generation of partners came on board. Gil Bowe 
was one of those partners, and here he is viewing 1962 Columbus Day Storm damage on a 
client property.

The Evolution of Consulting 
Forestry: The Mason, Bruce & 
Girard Experience
Continued from page 3

PHOTO COURTESY OF ROGER LORD
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forward and adapt it to the evolution 
of forestry. Gil Bowe, who joined the 
company in 1944 and became a partner 
in 1951, was the first of this generation. 
However, it was David Mason who first 
had a vision for a small landowner assis-
tance business when no one else in the 
West had it. 

In 1952, MB&G hired Richard Smith 
to lead a new Woodland Department 
focused on assisting private landowners 
owning less than 5,000 acres. Mason 
and Bowe mentored Smith. The firm 
also bought a 400-acre tract near Mount 
Hood for use as a demonstration forest 
and began applying the “Danish meth-
od” of uneven-aged management and 
natural regeneration. It’s unclear how 
much business was developed with 
small landowners, but the firm’s partners 
grew worried about its greater liabili-
ty exposure when dealing with many 
small private landowners as opposed 
to a few large landowners. In 1961, they 
authorized Smith to spin the Woodland 
Department off as a separate company, 
Woodland Management, thus ending for 
a time the firm’s work with small private 
landowners.

The 1950s brought many innovations 
to the field of professional forestry. One 
of those was variable radius sampling, 
based on a 1947 paper by Austrian forest 
scientist, Walter Bitterlich. In 1952, two 
American foresters, Grosenbaugh and 
Spurr, published accounts of Bitterlich’s 
method, bringing the idea to America. 
Central to the technique was the use of 
an angle gauge to determine which trees 
to measure at each sample plot. In 1953, 
MB&G developed a prism mirror device 
for establishing reference angles, and 
in 1955, David Bruce, a son of Donald 
Bruce and then a research forester at the 
Southern Experiment Station, published 
an article proposing the use of a small 
wedge-shaped glass prism as an angle 
gauge. It was a modification of MB&G’s 
device. 

The idea grew from there. In 1955, 
MB&G Principal Lu Alexander made a 
presentation at a SAF meeting in Eugene 
in which he described the technique. 
Alexander and Dr. John Bell at OSU pub-
lished an article titled, “Application of the 
Variable Plot Method of Sampling Forest 
Stands” in 1957, providing detailed field 
procedures for using wedge prisms. In 
1961, MB&G published Prism Cruising in 

the Western United States and Volume Ta-
bles for Use Therewith by Donald Bruce. 
Although more sophisticated optical and 
electronic tools have been developed 
since then, wedge prisms are still in use 
today.

The Founder’s era of Mason, Bruce & 
Girard came to an end with the passing 
of Dave Mason in 1973 at the age of 90. 
Remarkably, he was still coming to the 
office until just a few weeks before he 
died. Donald Bruce had passed away in 
1966 at age 82 and Jim Girard, the oldest 
of the three, passed away in 1952 at age 
75. But together they had created a sus-
tainable company that has been able to 
carry on, now for another 48 years. 

Notable achievements
There have been many changes as the 

company has continued to evolve and 
adapt to changes in forestry, society, and 
public policy. Here are some examples. 

• With the advent of personal com-
puters, MB&G released its first growth 
modeling and inventory management 
software in the mid-1980s and has 
continued to produce new generations 
of software, currently focusing on mobile 
and web-based applications. 

• Forestry evolved during the 1980s 
and 1990s from a traditional timber focus 
to a multi-resource, multi-disciplinary 
field. Accordingly, MB&G added an En-
vironmental Services Group in 1997 and 
diversified into wildlife, fisheries, water 

quality, and allied sciences to comple-
ment its forestry services. We began to 
refer to ourselves as ‘natural resource 
consultants’ in recognition of our broad-
er range of expertise and services.

• Shifts in the ownership of timber-
land gave birth to timberland investment 
management organizations during this 
same era. MB&G signed its first contracts 
to manage TIMO timberlands in 2006.

• In 2010, the Geospatial Services 
Group was created to enhance our geo-
spatial products and service offerings as 
these technologies became more acces-
sible, affordable, and essential to the for-
estry and natural resources professions.

• In 2016, Woodland Management was 
reacquired 55 years after it was spun-off, 
thus reestablishing services to the small 
forest landowner.

As we look back over our 100-year his-
tory, we at MB&G realize how fortunate 
we are to have been part of the journey 
that the profession of forestry has trav-
eled since its beginning in the United 
States.  WF

Roger Lord is president of MB&G and 
leads the company’s Appraisal Services 
Group. A member of both ACF and 
SAF, he has over 30 years of experience 
in the areas of timberland appraisal, 
acquisition and divestiture due diligence, 
forest economics, and planning. Lord can 
be reached at 503-224-3445 or rlord@
masonbruce.com. 
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By Mark Buckbee (District 2) and 
Chris Schnepf (District 1)

First of all, we want to thank you 
for allowing us to serve you on the 
National Board of Directors (Board). 

The work we are doing is important, 
sometimes challenging, but always grati-
fying. The Board and CEO Terry Baker and 
staff are working diligently to make SAF an 
even better professional organization.  

2021 was a year of significant accom-
plishments for SAF, in spite of having 
to deal with a second year of COVID-19 
restrictions. In many ways, COVID-19 
has shown us just how resilient we can 
be. Earlier this year, Terry and the Board 
determined that there were too many 
financial risks having an in-person con-
vention and decided to make the 2021 
National Convention virtual once again. 
Learning from 2020, the organizers have 
planned what was a well-attended and 
successful meeting. While there were 
no field trips, the plenary sessions and 
technical sessions were excellent.  

As you are aware, the National Office 
has relocated from the Grosvenor House 
in Bethesda to an office on K-Street in 
Washington, D.C. As Covid restrictions 
and concerns end, most D.C.-based staff 
will return to the new office. This K-Street 
relocation places us near many SAF part-
ners, such as the Sustainable Forestry 
Initiative (SFI), and already national staff 
have capitalized on the new location. 

Nationally, SAF is on a sound financial 
footing, thanks in part to the sale of the 
Grosvenor property, as well as other re-
forms led by Fred Cubbage. We are now 
in a financial position to increase staffing 

levels to meet the needs of the organiza-
tion. This past summer, Terry presented 
the Board with his proposal to rebuild 
the National Office staff, and the Board 
is highly supportive. The proposal calls 
for increased staffing in policy, science, 
education, and membership support.

While all our departments are doing 
important work, we want to highlight 
some of SAF accomplishments in 
policy and legislation. Our policy work 
is accomplished by a small staff and a 
volunteer committee, the Committee on 
Forest Policy (CFP). This year the CFP 
has issued new Position Statements (PSs) 
Recreation and Managed Forests, Use of 
Prescribed Fire in Forest Management 
and Forest Sector R&D. Additionally the 
CFP are working on new PS regarding 
Regeneration/Reforestation, Sustainabili-
ty of American Forests and others. 

SAF also works with numerous partner 
organizations in submitting letters of 
support or comment. This year SAF was 
signatory to support letters regarding the 
Resilient Federal Forests Act, the Disaster 
Reforestation Act, the Growing Climate 
Solutions Act, the Trillion Trees Act, and 
a group of acts affecting forest products 
workforce and supply chain. SAF also 
commented on the Presidents “30 by 30” 
proposal, Interior and Agriculture bud-
gets, Forest Inventory and Analysis fund-
ing and Forest Products Workforce and 
Supply Chain; and joined the US Chapter 
of 1t.org, with a pledge to “educate and 
empower forestry and natural resource 
professionals”.

The House of Society Delegates and 
the National Office are in the process to 
update State Society and Local Chapter 

governance and business requirements 
to help all units conform with state and 
federal incorporation and nonprofit re-
quirements, and implement appropriate 
financial liability protection. Your state 
Chairs should be able to provide more 
details on this topic.

SAF National President Gene Kodama 
and Terry held several virtual all-mem-
ber meetings on Zoom this year. These 
“water cooler” discussions gave mem-
bers an opportunity to hear directly from 
our leadership and to ask questions. 
These meetings have been quite suc-
cessful and are expected to continue in 
the future under President elect Chris 
Maisch who hails from Alaska!

This year, the National Audit Com-
mittee, of which Mark is a member, 
assembled a review team to conduct a 
program review of the Forest Science and 
Technology Board (FSTB) and Working 
Groups (WG). The Emerald Chapter’s 
Eric Sucre is a member of this review 
team. The FSTB and WGs are the basis 
of SAF’s Science program.  The Working 
Groups are inconsistent in terms of ac-
tivity, including some WGs being nearly 
moribund. In December, the review team 
will give recommendations to the Board 
on corrective measures to revive these 
very important groups. 

The Governance Committee, of which 
Chris is a member, has been working on 
orientation for new members, key per-
formance indicators for board function 
with surveys to measure progress toward 
those indicators, and development/
revision of documents, such as a Poli-
cies & Procedures Manual and a Board 
Policy Manual, that guide SAF board 
function. The Governance committee 
has also been involved in the previously 
mentioned efforts to complete affiliate 
agreements to be used between national 
society and state societies.

We encourage all of you to visit the Na-
tional SAF website occasionally and visit 
the SAF Newsroom page (a tab in “About 
SAF”) to stay abreast of SAF activities. 

And if you have any questions or 
concerns about Board activities, we 
encourage you to reach out. We can be 
reached at buckbeefamily@msn.com or 
cschnepf@uidaho.edu.  WF

2021 SAF National Board of Directors Update
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Editor’s Note: To keep SAF members
informed of state society policy activities,
Policy Scoreboard is a regular feature in
the Western Forester. The intent is to
provide a brief explanation of the policy
activity. You are encouraged to follow up
with the listed contact person for detailed
information.

OSAF Comments on S-192, the 
Oregon River Democracy Act

In July, Oregon SAF submitted com-
ments to the Senate Energy and Natural 
Resources Committee regarding S-192, 
the Oregon River Democracy Act. This 
bill was introduced by Senators Wyden 
and Merkley of Oregon and would desig-
nate an additional 4,600 miles of Oregon 
waterways as Wild and Scenic Rivers 
(WSR). Currently 1,900 miles of water-
ways are already designated as WSR in 
Oregon. 

OSAF raised concerns about the pro-
posal for the following reasons.

1) Federal land use plans already 
protect waterways and riparian areas, 
and activity planning already occurs at a 
scale that better addresses wildland fire 
concerns.

2) WSR designation will add another 
planning layer, which would increase the 
already burdensome planning workload 

on federal land managers and slow the 
current pace and scale of forest and 
range treatments. This will in turn lead to 
even more backlogs. 

3) It appears that most of the protec-
tion (approximately 85%) is directed 
to streams rather than rivers (approxi-
mately 15%). By law, waterways desig-
nated under the WSR Act must meet an 
accepted definition of a river AND have 
outstanding natural, cultural, and recre-
ational values. SB 192 appears to violate 
that standard by listing many perennial 
and ephemeral creeks and streams with 
no obvious outstanding values. 

4) With a proposed half (1/2) mile pro-
tection on each side of all proposed riv-
ers and streams, it is unclear how much 
of the existing land use allocations will 
have to be amended under the current 
USFS and BLM management plans. The 
full text of our submission can be viewed 
at: https://forestry.org/oregon-posi-
tion-statements/. 

OSAF Policy Booklet
OSAF has reprinted Important Forestry 

Issues in Oregon, which outlines our

position 
on a num-
ber of 
forestry 
policies.
If you 
want 
copies 
for dis-
tribu-
tion at 
public 
events, 
con-
tact 
Mark 
Buck-
bee at buckbeefamily@msn.com.  

National SAF Supports Federal 
Legislation 

National SAF has been actively
engaging in multiple policy and 
legislation matters. SAF members are 
encouraged to read about specific 
actions in the “SAF Newsroom” webpage 
at https://tinyurl.com/y7hrntuk.  WF

Policy Scoreboard

Western Forester
2022 Themes

This issue is closes out Volume 66 
of the Western Forester. By the time 
you read this, work is underway to 
plan for the 2022 issues. These are the 
themes for next year.

• Winter—What’s New in Forest 
Operations

• Spring—Forestry Education
• Summer—Wood Manufacturing
• Fall—What we know about wild-

fires—past and present
If you have ideas for articles or 

would like to contribute an article, 
please e-mail wattsa@forestry.org.



Gail and Gordon Culbertson (2019 Oregon Tree Farmers of the Year) 
working with Lauren Grand (center), OSU Forestry Extension Agent

Whatever you need to know 

Keep your forest healthy  •  Improve wildlife habitat  •  Reduce wildfire risk  •  Learn about certification

Find it at KnowYourForest.org
All the resources and assistance to manage your forestlands 
are in one easy to access location that is regularly updated.

• Search by County for local resources

• Find educational materials in the Learning Library 

• Refer to forest practice laws

• Register for classes
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