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Oregon Timber Sale BPI Review Final Assessment 

part of Long-term Recommendation #3: "Evaluate Cost Effectiveness of Designation by Prescription, 
Designation by Description, and Use of Scale Sales." 

Short-term Recommendation 3:
 
Expand Existing Training Opportunities.
 

Recommendation summary: The training opportunities available to Westside District personnel have 
generally been excellent. Training programs and opportunities such as the Cruiser/Appraiser 
Certification / Training Program, Westside Thinning (Prescription Development) Program, and the 
NEPA Road Show were mentioned by the SMEs. Additionally, several of the specialists mentioned 
various opportunities for training in their particular field of expertise. It is recommended that training 
opportunities be continued and potentially expanded in scope and frequency in the following areas: 

.. Prescription Development Program 

.. Western Oregon Plan Revisions (WOPR) 

.. NEPA Road Show 

As these training opportunities are offered, it is recommended that additional training needs be identified 
in conjunction with all other recommendations and built in to the courses as appropriate. For example, 
information regarding ID Team best practices (Short-term Recommendation #1) could be built into the 
NEPA Road Show training. Any long-term training needs that surface should be considered as part of 
Long-term Recommendation #11: "Establish Timber Sale Related Training Requirements and 
Opportunities." 

Implementation strategy: The Prescription Development Program, WOPR, and NEPA Road Show are 
all ongoing training opportunities. The Prescription Development Program is planned to be offered 
twice per year over the next two years. Additional training needs should be identified in this calendar 
year so that they can be incorporated into the training. WOPR implementation in the fall of 2008 will 
provide an opportunity to define further training needs for Districts. The NEPA Road Show is planning 
engagements to be begin early 2nd quarter 2009, initial querying of requirements should be performed in 
preparation for this schedule. 

Implementation lead: OR-930, OR-93 1 (State Silviculturist), WOPR team 

Timeframe: Review training needs every six months across all Districts. 
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Short-term Recommendation 4:
 
Update Timber Sale Contract Stipulations and Provide an Update Mechanism.
 

Recommendation summary: The issue of outdated Timber Sale contract stipulations was consistently 
mentioned at all Districts. The Districts typically reuse previous contracts as a template for the next 
Timber Sale contract. This creates potential problems with sale specific language or previous errors 
being repeated in subsequent contract documents. Along with the development of the new Timber Sale 
Handbook (Long-term Recommendation #9), the Oregon State Office and District Offices (in the case of 
District-specific stipulations) should review, update, and eliminate contract stipulations as necessary. 
During this update, the potential for including results-based contract language should be considered. 

It is further recommended that an automated format for the updated stipulations be researched and 
implemented, along with a mechanism for updating the stipulations with authorized revisions. The 
revised automated version will simplify the contract preparation process and improve the accuracy of the 
contracts. The standard stipulation package should also contain a checklist of common stipulations and, 
in conjunction with the updated guidance, should explain when each should be used. 

Implementation strategy: Since the contract stipulations currently exist and several templates are 
being used amongst the Districts, the initial implementation step should be to query the Districts for an 
current stipulations. Each District should submit their stipulations to the Oregon State Office along with 
any proposed changes. The Oregon State Office should determine the desired format for the stipulation 
update initially, then review the information submitted from each District. 

To consolidate the input and eventually develop the revised stipulation package, the Oregon State Office 
should convene a meeting with the Forestry Leads from the five Westside Districts plus Lakeview. 
From this input, the revised stipulation package should be compiled and reviewed by a subset of Field 
Managers. The revised stipulations should then be made available in the short-term as hardcopy manual 
release of the Timber Sale Handbook appendices. An electronic, approved stipulations package needs to 
be developed and made available for long-term use with a mechanism for monitoring, measuring, and 
updating the stipulations. 

Implementation lead: OR-931 

Timeframe: Begin December 2008, target completion by May 31, 2009. 

Short-term Recommendation 5:
 
Develop and Standardize the Process for Collecting and Providing Log Values.
 

Recommendation summary: Recent changes to the available log price information have caused 
problems in the appraisal process. At the time of the District interviews, log cost data was no longer 
available in a single location and Cruiser/Appraisers had to call around for prices on every sale. This 
resulted in duplicative efforts across the Districts with little or no information sharing. The Oregon 
State Office is aware of this and the situation is well on its way to being resolved. The Oregon State 
Office has found a new source for log prices and has completed a contract with them to buy the data. 
This information has been made available to District Cruiser/Appraisers. 
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Implementation strategy: The planning and implementation has begun. An IB will be issued that 
clearly defines the three log price sources. A determination by the Oregon State Office will need to be 
made as to the frequency that information will be updated or made available to be updated and the 
mechanism to communicate this information and data. 

Implementation lead: OR-931 

Timeframe: A draft IB has been completed, and a target date for issuance is November 30, 2008. 

Short-term Recommendation 6:
 
Develop Idealized Timber Sale Process Flow Diagram to Reflect an Efficient Timber Sale Process.
 

Recommendation summary: Appendix C represents a consolidated high-level generic view of the 
existing Timber Sale process. The specific process varies within each District and often within each 
Resource Area. A review of the existing processes within each District should be completed in order to 
design a consistent process flow that provides maximum efficiencies within the timber sale process. 
This process should then be disseminated and reviewed with representatives from each District. 
Modifications to this process flow should be incorporated as steps are taken to implement the 
recommendations detailed in this BPI review of the Timber Sale Process. 

Implementation strategy: To consolidate and implement the development of an efficient process, a 
small team with District representation should review the existing timber sale process flows and process 
documentation. The team should develop the "ideal" flow diagram based upon the existing flow 
diagrams, their experience with the timber sale process, and while considering the BPI recommendations 
accepted by the SLT. The "ideal" process flow document should be included in the updated Timber 
Sale handbook and related training. 

Implementation lead: OR-931 

Timeframe: December 31, 2008. 
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Long-term Recommendations 

Long-term recommendations are defined as those recommendations that will require longer than six 
months to implement. However, implementation of these recommendations can begin immediately. In 
fact, implementation of several of these recommendations has been initiated. 

Long-term Recommendation 1:
 
Design and Implement a Standard Template (Outline) Tied to the Revised NEPA Handbook for
 
Timber Sale EA Document and Implications for ID Team Process.
 

Recommendation summary: EA documents have grown larger and more complicated over time. 
Previous decisions and interpretations related to environmental and mitigation concerns tend to get 
copied into each succeeding document. Documents that were 15 to 20 pages have become over 100 
pages in some cases. A common thread needs to be followed throughout the EAs to explain and address 
how the conclusions are reached. The EA emphasizes the role the BLM has maintained for many years 
of protecting the habitat and shows, with research references, that it is taking precautions to protect the 
environment. This provides validation that there is no significant effect to the environment by 
Timber Sale activities beyond the effects already analyzed in the resource management plan final EIS. 
This should also demonstrate a tie back to the resource management plan. This common thread 
explanation will potentially reduce the litigation impact on the Timber Sale process. 

The NEPA Handbook has recently been revised and distributed by WO-210. This could present an 
opportunity to the Oregon State Office and Districts to revise the EA guidance for Timber Sales. It is 
recommended that a team be formed to develop a streamlined standard outline (template) for a Timber 
Sale EA. The basic template should contain all the required sections of a complete EA and could be 
used as the starting point for every document. More than likely, multiple templates may be needed to 
address common circumstances. When implemented, the EA document would present a consistent look 
and would be easier for the BLM, its partners, and the public to review. 

Implementation of this recommendation will impact several other recommendations including the 
identification of ID Team Best Practices, Testing the Contracting of All Aspects ofNEPA, and the 
Development of Training Requirements and Opportunities. 

Implementation strategy: Identify a small team of planners and NEPA experts to develop and analyze 
requirements and develop draft templates. The templates must tie back to the Resource Management 
Plan. Researching other organizations, such as The Department ofNatural Resources DNR, to analyze 
potential applicability to the BLM EA documents should be included in the analysis. Present and 
discuss the draft templates with the Oregon State Office, District Managers, Field Managers, Timber 
Leads, and Solicitors. Upon completion of the templates, issue an 1M or other directive requiring the 
use of the Timber Sale EA templates along with the appropriate guidance for use. 

Implementation lead: OR-930, OR-931, OR-933 

Timeframe: Begin immediately to design the EA template. Incorporate the review of ID Team best 
practices (Short-term Recommendation #1) when completed in six months. Complete templates and 
associated guidance and begin to test within one year. Continual review of the new EA documents and 
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the resulting litigation should be maintained and the documents adjusted after an initial six month 
period. 

Long-term Recommendation 2:
 
Test the Contracting of All Aspects of the NEP A Process and Evaluate for Efficiency.
 

Recommendation summary: In conjunction with Long-term Recommendation #1 (Design and 
Develop a Standard EA Template), the Districts should pursue additional contracting opportunities to 
supplement the BLM specialists. Standard templates (outlines) would simplify the process of 
contracting the EA documents. Different aspects of the NEPA process should be tested and evaluated to 
determine if significant improvements to some or all of the process could be realized. 

Contracting portions of the Timber Sale process (e.g., resource surveys) in some Districts has been 
successful. Currently, EA development exhausts a significant portion of the BLM specialist's time. 
Contracting all or portions of the EA would allow ID team members to use their time more efficiently. 

Implementation strategy: The Oregon State Office has already solicited a proposal from the Districts 
in an effort to test at least some portion of the NEPA process in FY09. Research regarding previous 
experience with NEPA contracting should be conducted to assist in the development of an effective 
contract package. Research should include Oregon State Office Procurement, District Offices, other 
States, and WO-21 0, as necessary. 

When the information is available, review the other EA recommendations (Short-term Recommendation 
#1 and Long-term Recommendation #1) to determine implications to the NEPA process that may impact 
potential contracting opportunities. Contract at least one EA or some portion of the NEPA process in 
order to evaluate potential savings and provide a feedback loop for sharing the results. 

Implementation lead: OR-931, District Planning Leads 

Timeframe: Research, collect, and compile NEPA contracting examples within six months, Contract at 
least one EA or some portion of the NEPA process within one year in order to evaluate potential 
savings. 
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Long-term Recommendation 3:
 
Evaluate Cost Effectiveness of Designation by Prescription, Designation by Description, and Use
 
of Scale Sales.
 

Recommendation summary: The standard method for offering Timber Sales is the lump sale method. 
This method is often times the most effective Timber Sale design, although there may be situations 
where other methods may provide the most value. It is important to emphasize that there may be 
options to consider as to the method of the timber harvesting. It appears that several Timber Sales have 
gone no-bid or have been bid at a lower price due to the reluctance to use alternate sale options. It is 
recommended that further investigation and evaluation be performed for the cost effectiveness of the 
following methods of harvesting and the conditions that are appropriate for each method: 

.. Designation by prescription/scale sale 

.. Designation by description/scale sale 

Pilot tests within each District should be conducted as part of the evaluation. Implementation of this 
recommendation would include evaluation of the cost/benefit analysis for each method and to provide 
guidelines for the development of the Timber Sale to maximize the purchaser interest and bidding on a 
particular sale. The prescriptions developed should be concise and readily implemented. 

Implementation strategy: Perform several pilots in various Districts to test the different sale methods. 
Determine if these pilots can be funded with 2009 Strategic Funds. Assign Westside Forestry Leads to 
gather the data and do the evaluation of the designation by prescription, designation by description, and 
scale sales methods. Westside Forestry leads should be supported by a team of SMEs, to include 
silviculture staff, sale planners, and other District forestry staff. 

Implementation lead: OR-931, Districts 

Tlmeframe: FY2009 
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Long-term Recommendation 4:
 
Conduct Business Process Review of the ESA Consultation Process. Consider Inplications of
 
Recently Published Draft Regulatory Changes. (State Leadership Team SLT to take next steps.)
 

Recommendation summary: In some cases, a considerable amount of time in the Timber Sale process 
can be spent waiting for a Biological Opinion (BO) from an outside agency. It is recommended that a 
BPI effort be undertaken to evaluate this process, identify inefficiencies, and make recommendations to 
improve the process. By reviewing and analyzing the consultation process, it is expected that numerous 
opportunities to identify and address process improvements and efficiency gains will emerge. 

It is recognized that the consultation process is not entirely in the control of the BLM, and this should be 
considered during the BPI planning phase. As an example of potential improvements, there may be 
several ways to package the document for consultation that may improve the review process. During the 
BPI process, the evaluation should also consider any recent regulatory changes, for example, the 
recently published counterpart regulations. Benchmarking other organizations should be part of the BPI 
effort to help identify alternatives. 

Implementation strategy: Timber Sale Steering Committee District Managers should brief the SLT on 
the BPI process and request support for a new BPI effort on the consultation process. A lead SLT 
member should be named to champion the effort. The scope of the effort, desired outcomes, key 
stakeholders (including outside agencies), and timeframe for completion should be established by the 
SLT prior to commencing the effort. 

Upon completion of the upfront planning, standard BPI process steps should be initiated. These steps 
should include the documentation of the existing processes, analysis of process strengths and 
weaknesses, design of future processes', development of recommendations to achieve desired results, and 
development of implementation strategies and feedback loops. Identification and involvement of SMEs 
and key stakeholders will be critical to the success of the effort. 

Implementation lead: State Leadership Team (SLT) 

Timeframe: FY2009 
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Long-term Recommendation 5:
 
Pilot/Test Evaluate Contracting Cruising/Scaling Skills and Layout to Evaluate for Efficiency and
 
Cost Savings.
 

Recommendation summary: Cruising, scaling, and layout are very labor-intensive activities within the 
Timber Sale process. This recommendation is to evaluate the potential costs, benefits and efficiencies of 
contracting this work. As the new Resource Management Plan is put into place, the volume 
expectations are greatly increased. To meet these volumes, additional staff will be needed to perform 
these activities. 

The objective of this recommendation would not be to replace the existing highly skilled 
Cruiser/Appraiser staff, but to potentially supplement the staff to handle increased volume. Once the 
evaluation is completed, the Districts will be able to use the results to determine the most cost effective 
method to staff for the annual volume projections. 

Implementation strategy: Conduct an initial fact-finding process to determine if current actual data 
can be used to demonstrate potential efficiencies and cost savings in contracting these functions. Collect 
data from actual sales that have contracted layout or cruising. Solicit input from other agencies that may 
have contracted cruising, scaling, or layout. 

A team of Westside Forestry leads should be formed to perform the evaluation. Additional data may 
need to be collected through District pilots. Determine if these pilots can be funded with FY2009 
Strategic Funds. 

Implementation lead: OR-931, District Offices 

Timeframe: Conduct an initial evaluation within three to six months. Perform and evaluate pilots 
within one year of the initial evaluation. 
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Long-term Recommendation 6:
 
Manage the Message to Show How BLM Manages Public Land for Long-term Health,
 
Productivity, and Sustainability,
 

Recommendation summary: The BLM is an industry leader in sustainable forestry and has been for 
many years. However, it appears that the general public and environmentalist perception is that the 
BLM is not a good land manager and is focused on "getting Timber Sales out" at the expense of the 
environment. 

The BLM appears to be losing the public relations battle with environmental groups. The BLM should 
make an investment in publicizing and emphasizing the excellent land management work that is being 
done and that it is focused on and is a leader in sustainable forestry. This could include several avenues 
from tours in the woods, sponsoring educators, attending conferences, and developing materials in hard 
copy and for the Internet distribution as well as forming partnerships with other "land management" 
focused agencies. 

Implementation strategy: The Oregon State Office should develop an outreach plan for BLM as a 
whole in Western Oregon. Public Affairs should involve District personnel to develop creative ways to 
develop a cohevise, current, and informative message to the public, other agencies, and internally within 
the BLM. A comprehensive plan should detail how the BLM would use existing publications, such as 
the recently developed Northwest Passage magazine, to intially conduct outreach. 

The plan should also focus on involving local educators and interest groups to determine where the 
BLM should focus its outreach. The BLM should encourage BLM employees to promote the BLM 
forestry programs at local schools. Additionally, the Oregon State Office should consider providing 
funding to hire strategic summer interships to work with forestry crews. 

Implementation lead: OR-912 (Office of Communications), District Management 

Timeframe: Develop the outreach plan within three months. Actual outreach to the public will be an 
on-going initiative for several years. 
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Long-term Recommendation 7:
 
Invest in Testing and Evaluating Emerging Technologies and Innovative Processes for Efficiency
 
and Cost Savings.
 

Recommendation summary: BLM Oregon has earned a reputation of being a leader in the application 
of technology to support the business processes, particularly in the areas of GIS and mapping. There 
was some concern during the interviews, however, that the BLM may be losing its technology edge, 
particularly when compared to the private sector. 

BLM Oregon should develop a process to evaluate emerging technologies and encourage the use of new 
processes in order to continue to lead the field in the development of innovative technologies and 
processes. This should provide a method to allow for piloting of emerging technologies (e.g., use of 
LiDAR infra-red technology for surveys), communicate results of pilots, invest and provide employee 
incentives for innovation, and allocate funding for implementation of cost beneficial technologies in all 
Districts. Ideas for innovation should be cultivated from internal BLM employees, outside agencies, 
research and industry. 

Implementation strategy: Form a team of Oregon State Office and District personnel to explore 
various methods to encourage BLM employees to suggest and pursue innovative ways to conduct 
business. Mechanisms, such as the recently created Northwest Passage magazine, could provide an 
excellent communication tool and could provide recognition and rewards for suggested improvements to 
the Timber Sale business processes. 

Implementation lead: OR-931,OR-933 

Timeframe: Establish mechanism for soliciting employee input within six months. The investment in 
emerging technologies, research, and conducting pilots for innovative processes should be ongoing with 
no established timeframe. 
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Introduction 

In November 2007, the Oregon State Leadership Team initiated a project to review the Oregon Westside 
Timber Sale program. To support this effort, the Oregon State Office engaged the Bureau Enterprise 
Architecture (BEA) Business Process Improvement (BPI) team in Denver. 

The primary purpose of the review was to examine and gain understanding of the Oregon Westside 
District Timber Sale processes. The review focused on identifying potential process improvements, 
efficiency gains and associated risks, defining and documenting future processes, and identifying roles, 
responsibilities, and training needs. 

The review has been limited to the following Westside Districts: 

(I Coos Bay 
(I Eugene 
(I Lakeview (Klamath Falls Resource Area)
 
(I Medford
 
(I Roseburg
 
(I Salenl
 

The business process review included the entire Timber Sale process, from long-range planning through 
the administration of the Timber Sale contract. The Timber Sale process includes determining cadastral 
and access needs, establishing biological design and harvest system criteria, environmental analysis, 
sale and road layout, cruising, scaling, appraisal, engineering, preparing the Timber Sale contract file, 
conducting the sale, award and approval of the contract, and administering the contract. 

The review also considered the key areas that are integral to the Timber Sale program, such as planning 
(schedule and scale of project planning), interdisciplinary (ID) team process, protest and appeals, 
litigation response and coordination, decision timing, cumulative effects, and analytical assumptions and 
models. Other areas, such as consultation and the compilation of resource information, were outside the 
scope of the review but will be evaluated later with respect to the sequencing within the overall process. 

The result of the business process review will be a series of prioritized recommendations and 
implementation timelines to aid in accomplishing the objective. Recommendations and implementation 
timelines must be consistent with the Western Oregon Plan Revision (WOPR) Record of Decision 
(ROD) schedule. 

Approach 
To conduct the review, the BEJ\ BPI Team documented and implemented standard BPI methodologies. 
This approach included up-front planning and documentation of expectations, developing an 
understanding of the current processes, identifying potential improvement areas, and documenting 
recommendations for consideration. 

Interviews were conducted with subject matter experts (SMEs) and discipline representatives from each 
of the Westside Oregon Districts to document their current processes. The BPI Team interviewed over 
170 individuals in the six Westside Districts to capture how each employee and District play their roles 
in the Timber Sale process. J\ wide variety of individuals involved in the process were interviewed: 
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senior managers, foresters, resource specialists, planners, engineers, information technology specialists, 
and multiple other disciplines involved with the Timber Sales. 

The interview discussions identified elements within the process that are currently working well, 
potential areas of improvement, and capturing problem areas that are vital to the process. During these 
interviews, the BPI Team identified many areas of significant accomplishments in each of the Districts. 
The BPI Team also learned about current initiatives and innovative ideas for streamlining the Timber 
Sale process. 

A complete list of interviewees is provided in Appendix A. 

Trends 
Several themes became apparent during the interviews while discussing the strengths of the current 
process. These strengths included: 

• A stable Five-Year Timber Sale Plan (when present) 
• ID Teams are effective when some of the following traits exist: 

o	 Strong facilitation during team interaction 
o	 Documentation of decisions to avoid "plowing old ground" 
o	 Open discussion encouraged by Team Lead 
o	 Realistic timelines 
o	 Post project review/monitoring 
o	 Field work, including combined inter-disciplinary visits 

• Landscape Level Environmental Assessments (Ei\s) 
• Management's open door policy 
• i\vailable training opportunities to include: 

o	 Westside Thinning Program 
o	 NEPA Road Show 
o	 Skills training for specialists 
o	 Career development 
o	 Cruising certification process/program 

• Effective technology and equipment (including GIS support) 
• Knowledgeable, skilled, and motivated workforce 
• Hiring initiatives (e.g., use of Federal Career Intern Program) 
• Oregon State Office communication link between Solicitor's Office and District Office 

There are aspects to the current process that were perceived as weaknesses by the interviewees. Below 
is a listing of the common issues: 

•	 NEPA process is cumbersome and inefficient due to: 
o	 Changing guidance 
o	 Extensive Ei\ documents 
o	 Ineffective ID teams 
o	 Continual plan adjustments and changes causing rework, missed timelines, and 

reprioritization of work 
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o Decreasing amount of knowledge by permanent employees as to "what is on the ground" 
.. Impacts of staffing reductions combined with increasing difficulties in hiring and difficulty in 

retaining newly hired staffhas left the permanent staff only "one deep" in many areas 
.. Inconsistent and sporadic guidance from the Oregon State Office and Solicitor's Office 
.. Downward trend of funding availability and disjointed funding schedule has impacted Timber 

Sales 
.. Trend toward centralization of functions of several functions (Cadastral, GIS, Procurement, Road 

maintenance) may create increasingly longer lead times
 
.. Insufficient coordination to address purchaser needs
 
.. Labor-intensive cruising standards
 
.. Duplicate efforts in collection of current prices and logging costs
 
.. Inconsistency in Timber Sale contract administration as a result of:
 

o Numerous contract modifications (resulting in a considerable amount of time and money 
expended)
 

oVery little training related to contract administration
 
o Sub-optimal silviculture prescriptions
 

.. Inconsistent, unstructured contract development to include outdated stipulations, lack of
 
consistency of who develops the contract, and lack of consistent guidance and updated templates 

.. Problematic consultation process 

.. GIS stream layer data cannot be edited 

Benchmarking 

Interviews were also conducted with organizations outside BLM to gain insight into the needs of BLM 
customers and to benchmark the Timber Sale process of other similar organizations. There were several 
advantages gained from benchmarking interviews: gaining an insight into potential areas of 
improvement, identifying potential of areas of risk, documenting relevant lessons learned, and 
comparing similar organizations in order to capture an external viewpoint into the current process. The 
interviews were conducted with a combination of 14 organizations to include: state agencies, industry 
representatives, and timber purchasers. The specific names of the benchmarked organizations are list in 
Appendix B. 

A majority of the interviews were conducted on-site at the agency/business office locations. Several 
interviews were conducted with groups of three to five representatives and others were one-on-one. At 
each interview, the BPI Team and a BLM representative encouraged candid discussions. Several themes 
were consistent amongst the interview groupings and are summarized in the following three paragraphs. 

The State agencies perceive the BLM as "doing the right things", but noted that in 
comparison to themselves the BLM faces more litigation issues. The State agencies 
believe they have stronger relationships with NOAA and have a smoother consultation 
process. They each conduct year round sales with a variety of methods and also sell 
specialty products, such as "poles", to increase revenue. Each of the agencies are "green 
certified" and carry a strong perception to the community and public that they favor the 
environment in their business dealings. Their EAs are linked to the Habitat Conservation 
Plan and are less litigated than BLM's EAs. Each of the agencies has a checklist tool that 
supports EA process. They actively practice and implement getting the 
"conservation" message out to the public. 

Author: cervin Page 4 of 27 Printed 01/15/09
 
File: oregon _bpi_asmnt_final.doc - Final- Revised 01/15/09
 

Atch 1 6 



Oregon Timber Sale BPI Review Final Assessment 

Industry representatives have varying points of view as to how well the BLM works with 
them. Collectively they perceive the BLM as good land managers. It is agreed that the 
BLM reciprocal right-of-way agreements are working well. They have a concern with 
the ability the BLM has to address fire concerns in a proactive manner. They agree that 
the BLM has significant issues with litigation and several offered some general 
comments to address this. They suggest a stronger "get the land management message 
out" campaign. The major of the industry representatives we interviewed actively 
announce and advertise this message to the public. They all support varying methods of 
Timber Sales, allowing year round sales and a variety of logging methods that would be 
more attractive to the end purchaser. One was a "boutique" seller of specialty timber. 

Generally, the purchasers work well with the BLM yet, are frustrated in the number of 
sales currently being offered, the amount of litigation that stops the sale and the 
restrictions the BLM puts on each of the sales. They offered numerous suggestions to 
make the sale more appealing for their bidding. They also have a collective perception 
that the BLM is reactive to the litigation vs. focusing on proper land management. They 
shared numerous "get the message out" strategies in which they are involved. They were 
receptive to continuing the dialog with the BLM as we move forward. 

Existing Process 

The Western Oregon Timber Sale process is fairly complex and each sale development spans several 
years. One thing that became apparent immediately was that each District, and in many cases, each 
Resource Area, has developed their own unique variations of the Timber Sale process. The basic process 
steps, however, are consistently performed despite these differences. 

The following high-level steps are conducted as part of the Timber Sale process: 

.. Conduct initial (long-term) planning
 

.. Develop Timber Sale plan
 
/I Establish ID Team
 
.. Conduct stand and resource surveys
 
.. Develop Environmental Assessment (EA)
 
.. Design and layout Timber Sale
 
.. Design road system
 
.. Secure access
 
.. Cruise and appraise timber
 
.. Prepare Timber Sale contract
 
.. Advertise sale/issue record of decision
 
/I Resolve protests as necessary
 
.. Award and approve contract
 
.. Administer contract
 

Appendix C presents a process diagram that contains a generic high-level view overall timber sale 
process steps. 
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As mentioned above, there are several process differences from District to District. Many of these 
variations result from legitimate differences in the characteristics of the disparate locations such as 
physical environment (e.g., landscape, stand, age, weather), and the ongoing legal/litigation situation. 
Differences are also driven by specific management direction and philosophy. Some of the key 
differences include: 

..	 EA Development. The use of landscape EA rather than project-specific EA has increased over 
the past several years. Most Districts are using some combination of landscape EA and project
specific EA among their different resource areas. 

..	 ID Team Process. There is no consistent ID Team process with respect to team composition, 
oversight, and decision processes throughout the Westside Districts. 

..	 Contract Preparation. Timber Sale contracts are prepared using a variety of methods and 
authors. In some Districts, the layout foresters write the contracts. Elsewhere, the contract 
administrators or cruisers are the primary authors. Frequently the contracts are written by 
multiple staff disciplines and then compiled by Resource Assistants. 

..	 Type of Sales. The majority of sales are done by lump-sum bidding. Based upon local 
environmental factors, some Districts offer scale sales or smaller cash sales. The District and/or 
Resource Area generally consider a variety of factors and design the most appropriate sale for 
the situation. 

..	 Silviculture Involvement. In the majority of Districts, the Silviculturist is involved upfront in 
the development of prescriptions. In one District, the Silviculturist involvement comes at the 
very end of the process and is involved with the post-operation fuels analysis. 

Recommendations 
The BPI Team has identified several barriers that are impacting the Timber Sale process, including the 
complex and dynamic legal/litigation environment, falling log prices and market conditions, changes in 
staffing, decreasing areas to harvest, and the shift in skills and expertise. Presented below are a series of 
recommendations that are intended to address these barriers. Recommendations are based upon a 
consolidation of information from the discipline experts, manager and benchmarking interviews that 
have been completed to date. Initial recommendations were reviewed and categorized with the Steering 
Committee and Technical Core Team in August 2008. Recommendations are categorized into short
and long-term as determined by the Steering Committee. The recommendations reflect general steering 
committee priority. Some items may be implemented concurrently and others started earlier due to 
opportunities and the availability of resources. 
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Short-term Recommendations 

Short-term recommendations are defined as those that can be completed within six months. 
Implementation of several of the short-term recommendations has already begun. 

Short-term Recommendation 1:
 
Identify and Implement ID Team Best Practices, Clarify Manager and Resource Specialist Roles,
 
and Provide Related Guidance.
 

Recommendation Summary: The formation of ID teams is critical to the development of the 
Environmental Assessment and/or Environmental Impact Statement, which is integral to the Timber 
Sale process. These EA documents are getting longer and more detailed in an effort to address previous 
legal/litigation issues and prepare for potential environmental concerns. EA documents are also getting 
larger as the trend for landscape EA versus individual sale EA increases. 

ID teams are formed uniquely and operate within each District and within each Resource Area. ID 
teams provide a mechanism to allow multiple disciplines to analyze and resolve issues that impact the 
varied resources present on BLM lands. ID teams can lose focus on the team goal if the decision space 
they operate under is not clearly defined and understood. 

The intent of issuing a list of Best Practices is not to duplicate the ID teams from District to District, but 
to identify common characteristics that some Districts have found useful and could possibly be adopted 
elsewhere. Through the discussions with the SMEs, the following common characteristics of successful 
ID teams were identified. The characteristics are not listed in any particular order. 

.. Development of team charter 

.. Issuance of a project initiation letter 

.. Strong and neutral facilitation 

.. Combined field visits 

.. Documentation of decisions 

.. Post sale review 

These characteristics are described in Appendix D as a starting point for further discussion. 

Implementation strategy: A phased implementation approach is recommended to take advantage of 
the work that has already been done to identify ID Team best practices. Initially, the results of the BPI 
interviews and characteristics of successful ID teams should be disseminated to the Districts. A team of 
SMEs should be formed to further define ID best practices, roles and responsibilities, and any necessary 
templates (e.g., project charter, initiation letter, etc.) This information should be issued in the form of an 
Information Bulletin (IB), with follow up provided through the NEPA Road Show presentation as 
opportunities arise. A re-evaluation and "tune-up" of the best practices should be provided after six 
months. 

The implementation of this recommendation should correspond with the Resource Management Plan 
revision and Long-term Recommendation #1: "Design and Implement a Standard Template (Outline) 
Tied to the Revised NEPA Handbook for Timber Sale EA Document and Implications for ID Team 
Process Review." This would allow for further refinement of the ID team process to include any 
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changes in the EA process or products, particularly with respect to roles and responsibilities of the
 
individuals that comprise the ID teams.
 

Implementation lead: OR-930, with a team consisting of one Field Manager and other District
 
representatives (e.g., a subset of the Technical Core Team who has experience leading and working as
 
part of an ID team.)
 

Timeframe: Three to six months. Results should be provided to the team that is implementing Long

term Recommendation #1: "Design and Implement a Standard Template (Outline) Tied to the Revised
 
NEPA Handbook for Timber Sale EA Document and Implications for ID Team Process Review."
 

Short-term Recommendation 2:
 
Re-evaluate/Update Current Guidance on Conducting Scale Sales for Efficiencies and to Provide
 
Incentives.
 

Recommendation summary: There seems to be some confusion or misconceptions about the ability to
 
use scale sales in some Districts. The standard method for offering Timber Sales, as established by
 
policy, is the lump sum sale method. Some Districts only offer sales through lump sum contracts and do
 
not pursue the use of scale sales for any planned sales. Guidance has been issued by the Oregon State
 
Office that provides criteria for using scale sales to supplement the standard lump sum method. This
 
guidance, Information Memorandum (1M) OR-2008-020, provides fairly clear guidance and criteria for
 
when the scale sale option can and should be used in the design of a Timber Sale.
 

In addition, it became apparent from the District interviews that the guidance is perceived as being too
 
restrictive, which may limit the number of proposed scale sales. It is recommended that the scale sale
 
criteria be further evaluated, adjusted as appropriate, and reissued to the Districts. Furthermore, the
 
Oregon State Office should explore the use of incentives to encourage the evaluation and use of scale
 
sales.
 

Implementation strategy: Within the next month, an IB should be issued to the Districts to solicit
 
information from the Districts regarding the criteria for using scale sales. The District Foresters should
 
identify the rationale for the "too restrictive" District viewpoint and document suggested changes to the
 
guidance, and how those changes still represent acceptable risk and statutory/regulatory compliance.
 
District feedback should be coordinated through the District Managers.
 

A revised 1M should be reissued that would adjust restrictions as appropriate and provide incentives for
 
using scale sales to the degree possible. In addition to identifying what restrictions should be adjusted,
 
the District Foresters should identify any incentives that could encourage increased scales sales, and
 
identify any specific District sales that could be candidates for a scale sale for evaluation purposes. The
 
District Managers would provide this feedback regarding potential "pilot" scales sales to the Oregon
 
State Office for consideration for Long-Term Recommendation #3: "Evaluate Cost Effectiveness of
 
Designation by Prescription, Designation by Description, and Use of Scale Sales."
 

Implementation lead: OR-931
 

Timeframe: Issue an IB by December 31, 2008, for the purpose of soliciting input from the Districts. 
a revised 1M by March 31, 2009, with the potential of performing a pilot test at each District as 
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Long-term Recommendation 8:
 
Design Timber Sale Contracts to Improve Marketability and Purchaser Flexibility (Re-emphasize
 
Augmentation Policy, Offer Variety of Sales, Emphasize Results-based Contracts.)
 

Recommendation summary: If a Timber Sale is not optimally designed, the risks increase of not 
meeting the government's expectations or the purchaser's needs. Sales that result in a "no bid" or are 
protested/litigated do not get the desired volume to market to fulfill the mandate of the O&C Act. This 
can result in inadequate revenues being generated to support the counties. Currently, many Timber 
Sales offered have perceived restrictions that make the purchasers reluctant to bid top dollar for the 
sales. Benchmarking interviews supported the observation that sales could be designed to provide more 
economically feasible sales. 

The BLM should stress the importance ofmaximizing the economic viability of sales by not adding 
unnecessary work into the sale design. Ultimately, the BLM must offer sales that potential purchasers 
are willing to buy, while continuing to achieve the land use plan objectives. More economically feasible 
sales could potentially be accomplished by adjusting restrictions when possible, i.e., providing only the 
restrictions that are contained in the current RMP. Methods for avoiding unnecessary or inappropriate 
restrictions currently exist in the Timber Sale Handbook (H-5480-1, Appendix 1) through the 
augmentation policy that is in place. 

Additionally, the use of alternative logging methods, allowing year-round logging, and using a variety of 
methods to allow for purchasers to aggressively bid more for the sale should be explored. Contracts 
might also be designed to emphasize the desired results, not to mandate the techniques used to achieve 
the specified results. The BLtv1 should work with the purchasers in determining the needs for a results
based approach to sale and contract design. 

Implementation strategy: Formulate District teams to review current restrictions, Timber Sale 
contracts, and augmentation policy to recommend improvements to the Oregon State Office. 
Specifically, the District Forestry Leads should summarize this information in order to provide a 
succinct listing of the issues that are restricting the formulation of cost-effective Timber Sales. 
Recommendations could include re-emphasis of the augmentation policy, exploration of results-based 
contracts, increased Timber Sale marketing in conjunction with Long-term Recommendation #6 
"Manage the Message." 

Implementation lead: District Managers 

Timeframe: FY2009 

Atch 1-21 

Author: cervin Page 19 of 27 Printed 01115/09
 
File: oregon_bpi_asmnt_final.doc - Final- Revised 01/15/09
 



Oregon Timber Sale BPI Review Final Assessment 

Long-term Recommendation 9: 
Update the Timber Sale Handbook. 

Recommendation summary: The Timber Sale process within Western Oregon is lengthy, complex, 
and involves a wide variety of disciplines. Clear, comprehensive, updated guidance on the process is 
necessary to ensure efficient completion of each Timber Sale. SMEs from every district indicated that 
the Timber Sale Handbook (H-5480-1) has not been updated in many years. As a result, many District 
and Resource Areas have developed their own unique processes for many of the Timber Sale process 
steps. For example, one District has developed a set of procedures for the assembling, reviewing, and 
quality checking the Timber Sale contracts. Timber Sale contracts have become complicated and errors 
can cause problems for sale administrators and set up the potential for costly contract modifications. 
Development of a standard process for Timber Sale contract preparation, assembly, and quality control, 
along with the identification of roles and responsibilities and incorporation of this information into the 
handbook is necessary. 

The Oregon State Office recognizes that the handbook is outdated and has been compiling information 
in preparation for an update. The updated handbook will be released in phases (by chapters) to help 
facilitate the transfer of such a substantial amount of information. Along with updating the handbook, it 
is recommended that training on the handbook sections be provided to the State and District staff 
involved in the Timber Sale process. Training could be provided in a format similar to the NEP A Road 
Show, which was received very well by most of the individuals that received the training. A future 
update schedule for the handbook should be established as well so the guidance remains current. 

Implementation strategy: Drafts of the Timber Sale Handbook chapters have been completed, albeit 
the drafts are several years old. Have OR-931 update the handbook by chapter and release the updates 
using a phased approach. Solicit the help from the Districts in completing chapter illustrations (perhaps 
using a retired BLM employee from Eugene for illustration work) and providing a review of draft 
chapters. Depending upon the subject of each chapter, different expertise may be needed for the review 
(e.g., Forestry Leads, Solicitor, etc.) Additionally, a Resource Technician from each District should 
review each chapter. The Oregon State Office should issue chapters as manual releases as they are 
finalized. 

Implementation lead: OR-931 

Timeframe: Target completion date is March 31,2010. 
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Long-term Recommendation 10:
 
Investigate a Regulatory Change in Decision Date to Provide for Potential Protests at the Time of
 
EA Completion.
 

Recommendation summary: Currently, the decision date for a Timber Sale is the date the sale is 
advertised, about one month prior to the sale date. The Timber Sale decision date initiates the protest 
period for the sale. It is recommended that the Oregon State Office further investigate a potential 
change to the regulations to issue decision and begin protest period at environmental assessment 
completion. This change would potentially reduce the risk to both the purchaser and the BLM by 
identifing litigation concerns earlier in the process. 

Implementation of this recommendation would require a change to existing regulations. Further 
investigation is required to determine if there is an opportunity to change the decision date on a case-by
case basis. Offered sales that are straight forward and not likely to be litigated would not benefit from 
this change. However, for sales that are litigated, this could reduce the amount of highly labor-intensive 
work (layout, marking, cruising and appraisal, contract preparation) that is performed after the EA is 
completed and prior to the advertisement of the sale. Coordination with the Solicitor's Office would be 
needed as well to confirm feasibilty of a potential change. 

Implementation strategy: Oregon State Office should develop a written proposal that details the 
advantages and disadvantages of the change. Solicitors should review the proposal to review the history 
of the regulations and provide an assessment of the impacts. The Districts should also review the 
proposal and provide input. Depending upon the Solicitor and District review, initiate discussions with 
WO-270 for a determination on preceeding with rulemaking. 

Implementation lead: OR-931/WO-270 and Solicitor's Office 

Timeframe: Development and review of the proposal within six to nine months. Pursuit of a 
regulatory change would span over several years. 
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Long-term Recommendation 11:
 
Establish Timber Sale Related Training Requirements and Opportunities.
 

Recommendation summary: The training opportunities available to Westside District personnel have 
generally been excellent. Training programs and opportunities such as the Cruiser/Appraiser 
Certification and Training Program, the Westside Thinning Program, and the NEPA Road Show were 
mentioned by the SMEs. Additionally, several of the specialists mentioned various opportunities for 
training in their particular field of expertise. There were, however, some key areas where training was 
not as readily available. It is recommended that training requirements be developed and subsequent 
opportunities be offered in the following areas: 

..	 Timber Sale Contracting Officer (CO) for Field Managers. CO responsibility is delegated to 
the Resource Area for Timber Sale contracts. A determination should be made as to whether 
formal CO certification is necessary, or if there are other requirements for the Field Managers, or 
other designated personnel, that have CO duties. Training should be established in accordance 
with these requirements. 

..	 Contract administration. A considerable amount of money is potentially saved or lost during 
the administration of the Timber Sale contract. No formal training is currently offered for 
Contract Administrators. It is recommended that a formal training program be designed and 
implemented for the contract administration function, perhaps patterned after the 
Cruiser/Appraiser training program. 

..	 Updated Timber Sale Handbook. In conjunction with the issuance of the updated Timber Sale 
Handbook, a training program should be designed and implemented in order to transfer this 
substantial amount of information. This training program could be patterned after the NEPA 
Road Show. 

..	 EA development. Several recommendation deal with potential changes to how EA documents 
are developed and how ID Teams operate. Additionally, the upcoming implementation of the 
WOPR may require changes to the EA process and products. Training requirements associated 
with these upcoming changes should be identified and incorporated into the NEPA Road Show 
as possible. 

Implementation strategy: Develop training requirements for the managing and administration of 
Timber Sales to ensure that all COs and Sale Administrators have the knowledge, skills, and ability to 
effectively perform those functions. The Forestry Leads should work with State and District personnel 
to define the training requirements. The Oregon State Office should solicit input from WO-270 to 
review the requirements and should enlist the assistance of the National Training Center (NTC) to 
develop training course materials. Training requirements and materials should be developed for other 
areas, such as the Timber Sale Handbook, in a similar fashion. 

Implementation lead: OR-931, SLT, WO-270, NTC 
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Timeframe: Define training requirements within six to nine months. Development and implementation 
of the training programs for some of the requirements will take over a year, with the need for on-going 
training likely for several years. 

Long-term Recommendation 12:
 
Develop Timber Sale Related Employee Development Program Utilizing the Mid-Career Strategy
 
Initiative and Other Mechanisms.
 

Recommendation summary: As is the case with many programs within the BLM, the forestry program 
is faced with the potential loss of institutional knowledge due to normal and expected attrition of staff. 
Oregon State Office has undertaken several initiatives to help transfer, develop, and maintain this critical 
knowledge. Several individuals mentioned the Federal Career Intern Program and how that has been 
used to fill several key positions. The Oregon State Office has also began a Mid-Career Strategy 
Initiative designed to provide opportunities for employees to learn additional skills and gain experience 
in multiple disciplines. 

The Oregon State Office and Districts should continue to offer and expand these opportunities for 
employees. Several individuals mentioned a general forestry orientation program that allowed 
employees to rotate through several disciplines. The program has, for the most part, been discontinued. 
Through the reestablishment of this general forestry orientation, and other opportunities like cross
training,mentoring, overlapping of outgoing and incoming employees, the Westside District forestry 
program can retain the vast institutional knowledge, and continue to maintain and grow an experienced 
and quality workforce. The recommended Timber Sale Related Employee Development Program 
should capitalize on any ongoing initiatives and include a documented set of employee development 
opportunities (e.g., employee development "toolbox") for employees at all stages of their career. 

Implementation strategy: The concept for the initiative should be developed with broad-based 
participation to include Human Resources staff, District Managers, Field Managers, and Timber and 
Silviculture Leads. Once the concept and requirements of the Timber Sale Related Employee 
Development Program are identified, an evaluation of the current on-going initiatives should be 
performed to see if they can be leveraged. 

Implementation lead: Westside District Manager (e.g., Mark Johnson, Coos Bay), OR950 (HR-EEO) 

Timeframe: This is a long-term employee development intiative. Initial requirements should be 
established within one year, with constant evaluation performed over the next several years. 
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Long-term Recommendation 13:
 
Evaluate Current Timber Measurement and Appraisal Standards.
 

Recommendation summary: Timber cruising is a very labor-intensive and time consuming process, 
particularly for lump sum sales. Fortunately, the Oregon Westside Districts have many experienced and 
knowledgeable Cruisers and have developed an excellent certification program to maintain and grow 
this knowledge. 

There was a notable difference in opinion as to the type of cruise methods that are currently available 
and used. Several individuals stated that they were not generally restricted on the type of methods, 
except by the automated cruiser/appraisal programs currently in use. Some interviewees stated that 100 
percent cruising is used in some cases when it may not be necessary. In one District, Cruisers have done 
an analysis of the required target sampling numbers, and determined that number of required samples 
could be reduced without changing the final volume totals. Lowering the standards could potentially 
result in substantial improvement in process efficiency. Since the lump sum sale is the standard sale 
method, the measurement and appraisal methods and standards should be reviewed to determine if the 
process is cost justified. 

Implementation strategy: Assign to Westside Cruiser/Appraiser Committee to develop a list of the 
standards that should be evaluated. District Teams should then be formed to review the standards and 
determine a recommendation for changes. District Forestry Leads should submit the results to the 
Oregon State Office. The Oregon State Office should evaluate recommendations and issue guidance 
changes in the form of an IM for testing. 

Implementation lead: OR-931 

Timeframe: District evaluations should occur within six months. The Oregon State Office should 
review, develop, and issue the IM within one year. The initial testing of the IM should also occur within 
one year. 
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Long-term Recommendation 14:
 
Consider Increasing Surveying to Identify Presence of Threatened and Endangered Species.
 
Explore Partnerships for Cost Savings.
 

Recommendation summary: Many of the Timber Sales are protested and litigated based on the
 
environmental impact of the presence of the T&E species as specified by the Endangered Species Act
 
(ESA). The ESA requires that surveying for the presence of these species be done over a set time period
 
(e.g., two year survey protocol for some species.)
 

This recommendation is that an evaluation is made for ongoing surveying both inside and outside the
 
potential Timber Sale project area, perhaps in financial partnership with other agencies and/or adjacent
 
land owners, so that the information is readily available for Timber Sale development and for defense of
 
protests and litigation. With increased surveying, it is possible that Biological Opinions (BO) could be
 
issued quicker. The results of the surveying could help to structure the Timber Sale by opening up some
 
of the seasonal restrictions for harvesting. Overall efficiencies for the Timber Sale process could be
 
gained with this current species data versus forecasted data. Costs could be shared with cooperating
 
agencies, adjacent land owners, or even environmental groups that have similar concerns with the
 
endangered species.
 

The result would be that the protest and litigation process could be expedited thus getting the Timber
 
Sale to market sooner and reducing litigation costs. The Klamath Falls Resource Area has been
 
conducing increased surveying and could potentially provide lessons learned during the evaluation phase
 
of this recommendation.
 

Implementation strategy: This recommendation can be easily implemented with increased funding for
 
conducting surveys. An intial evaluation period should be conducted, with assistance from the District
 
Offices that have been conducting increased surveying, to consider the potential benefits versus the
 
increased costs.
 

Implementation lead: OR-931
 

Timeframe: Several years in order to initially conduct the evaluation and budget for the increased cost
 
and personnel needs.
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Long-term Recommendation 15:
 
Track Progress and Establish Feedback Loop to SLT on Timber Sale Improvement
 
Recommendations.
 

Recommendation summary: Implementation of the short- and long-term recommendations will be an 
ongoing process over the several years. The commitment of resources for investigating, implementing, 
and communicating these recommendations will be significant. The establishment of a process for 
monitoring and communication the progress of the implementation is critical to ensure the desired 
results are achieved. Each recommendation should have a primary implementation lead. One of the 
implementation lead's responsibilities should be to provide regular feedback to the SLT on 
implementation progress and any issues. 

Implementation strategy: The Oregon State Office Natural Resource Advisor, in conjunction with the 
Implementation Lead assigned to "champion" each recommendation, should track the progress 
(schedule, actual versus expected results, etc.) and provide regular reports to the SLT summarizing 
progress. Reporting should also be provided to the ADM Field Committee, OR-930 DSD, and the 
Timber Sale BPI Steering Committee District Managers. 

Implementation lead: OR-931 

Timeframe: Through implementation of the Timber Sale BPI Recommendations (approximately 2nd 

quarter of FY20 11) 

Summary 

The BPI Team has documented a series of preliminary short- and long-term recommendations for 
Timber Sale process efficiencies that should be investigated further. Several of the short-term 
recommendations are in the process of being implemented or can be implemented in a phased approach 
in the near future. 

Clear execution steps and timeframes must be established in accordance with the implementation 
strategy identified for each recommendation. Additionally, responsible individuals must be identified to 
champion each recommendation. Measurement guidelines should be established so future evaluation 
can be completed and the effectiveness of the recommendation can be measured. Upon implementation, 
a schedule for reviewing the effects of the recommendations should be established and consistently 
reviewed. 
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Appendix A - OREGON TIMBER SALE SUJECT MATTER INTEVIEW LIST 
SME Name ------- DiScipline·District Resource area 

Salem Mike Allen 
Maria Caliva 
Steve Cyrus 
Jim England 
Andy Frazier 
Rudy Hefter 
Randy Herrin 
Sandra Homberg 

John Johansen 
Brett Jones 
Brad Keller 
Rick Kneeland 
Bob McDonald 
Andy Pampush 
Chris Papen 
Barb Raible 
Carolyn Sands 
Dan Scholttmann 
Scott Snedaker 
Hugh Snook 
Kevin Teigland 
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Steve 
Jim 
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Rudy 
Randy 
Sandra 

John 
Brett 
Brad 
Rick 
Bob 
Andy 
Chris 
Barb 
Carolyn 
Dan 
Scott 
Hugh 
Kevin 

Allen 
Caliva 
Cyrus 
England 
Frazier 
Hefter 

Herrin 
Homberg 

Johansen 
Jones 
Keller 
Kneeland 
McDonald 
Pampush 
Papen 
Raible 
Sands 
Scholtmann 
Snedaker 
Snook 
Teigland 

Natural Resource Specialist I Layout 
Resource Clerk 
Engineering 
Wildlife Biologist 

Forester 
Supervisor 

District Forester 
Forester/Silviculturist 

Silviculturist 
Engineering 
Field Manager 
Supervisor 
Soil Specialist 
Wildlife Biologist 
Sale Administrator 
Fuels 
NEPA Coordinator 
Silviculturist 
Fisheries Biologist 
Silviculturist 
Cruiser Appraiser 

Tillamook 
Cascade 
Mary's Peak 
Cascade 
Mary's Peak 
Cascade 
Cascade 

Tillamook 
Tillamook 
Cascade 
Tillamook 
Tillamook 
Tillamook 
Tillamook 
Cascade 
Cascade 
Mary's Peak 
Cascade 
Mary's Peak 
Mary's Peak 
Tillamook 



District SMKName Discipline Resource area 
Klamath Falls Mike Angel Mike Angel Administration 

Mike Bechdolt Mike Bechdolt Supervisor 

Brooke Brown Brooke Brown Archeologist 

Matt Broyles Matt Broyles Wildlife Biologist 

Madeline Campbell Madeline Campbell Silviculturist 

Jay Cochran Jay Cochran Resource Clerk! Finance Tech. 

Cori Francis Cori Francis Silviculturist Grants Pass / Medford 

Michelle Durant Michelle Durant Archeologist 

Shane Durant Shane Durant Layout / NEPA 

Steve Hayner Steve Hayner Hydrologist 

Don Hoffheins Don Hoffheins NEPA Planner 

Don Holmstrom Don Holmstrom Field Manager 

Kathy Kirkham Kathy Kirkham Cruiser Appraiser 

Brian McCarty Brian McCarty Engineering 

Rob McEnroe Rob McEnroe Planning 

District 

Linda Younger Linda Younger Realty 

SME Name Dlsclplme Resource area 
Eugene Jeff Apel Jeff Apel Engineering SiuSlaw 

Mike Blow Mike Blow Wildlife Biologist Upper Willamette 

Al Corbin Al Corbin District Forester SiuSlmv 

Dave Demoss Dave Demoss Forester Upper Willamette 

Chris Finn Chris Finn Contract Administration SiuSlaw 

Ginnie Grilley Ginnie Grilley District Manager 

Mike Hallinan Mike Hallinan Cruising Upper Willamette 

Christie Hardenbrook Christie Hardenbrook IDT NEPA Planner Upper Willamette 

Richard Hardt Richard Hardt NEPA Coordinator SiuSlaw 

Bill Hatton Bill Hatton Field Manager SiuSlaw 

Larry Larson Larry Larson District Cruiser Appraiser Upper Willamette 

Cheshire Mayrsohn Cheshire Mayrsohn Botany Upper Willamette 

Don Meckley Don Meckley Engineering SiuSlaw 

Bill O'Sullivan Bill O'Sullivan Field Manager Upper Willamette 

Pete O'Toole Pete O'Toole Silviculture SiuSlaw 

Emily Rice Emily Rice District Natural Resource Specialist 

Chuck Vostal Chuck Vostal Fisheries Biologist SiuSlaw 
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Kris Ward Kris Ward Hydrology, soils specialist Upper Willamette 

Jill Williams 

Debbie Wilson 

Jill 

Debbie 

Williams 

Wilson 

Layout 

Resource Technician 

Upper Willarnette 

SiuSlaw 

Janet Zentner Janet Zentner Logging systems SiuSlaw 

Jack Zwiesler Jack Zwiesler Planning Upper Willamette 



District SMEName 
-----_... _ --DIscipline Resource area 

Roseburg Dave Fehringer Dave Fehringer Forester South River 
Scott Lightcap Scott Lightcap District Fishery Biologist 

Paul Ausbeck Paul Ausbeck NEP A Planner South River 

Bruce Bauman Bruce Bauman Forester Swiftwater 

Jay Besson Jay Besson Forester South River 

Susan Carter Susan Carter Botanist Swiftwater 
Meagan Conry Meagan Conry District NEP A Planner 

Ward Fong Ward Fong Soil Specialist South River 
Liz Gayner Liz Gayner Wildlife Biologist Swiftwater 
AlJames Al James Forester / Acting Field Mgr. Swiftwater 
Chris Langdon Chris Langdon Wildlife Biologist South River 
Bill May Bill May Forester South River 
Rex McGraw Rex McGraw NEP A Planner Swiftwater 
Paul Meinke Paul Meinke Natural Resource Specialist Swiftwater 
Trixy Moser Trixy Moser Forester South River 
Steve Niles Steve Niles District Forester 

Jill Ralston Jill Ralston Hydrologist South River 

Ken Roan Ken Roan Forestry Tech Swiftwater 
John Royce John Royce Supervisor South River 

Don Sche1een Don Scheleen Archeologist South River 

Cory Sipher Cory Sipher Fishery Biologist South River 
Kristen Thompson Kristen Thompson Forestry Tech Swiftwater 
Steve Wetherell Steve Wetherell Forestry Tech Swiftwater 
Chuck White Chuck White Engineering 
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District S1VI}.~ame--------  Dlsclplme Resource area 
Coos Bay	 Matt Bailey Matt Bailey Cruiser Appraiser Myrtlewood 

Barry Brook Barry Brook Engineering Myrtlewood 
Janice Casper Janice Casper Resource Assistant Myrtlewood 
John Chatt John Chatt Wildlife Biologist Umpqua 
Meredith Childs Meredith Childs Silviculture . Myrtlewood 
Rick Schultz Rick Schultz Fuels Myrtlewood 
John Colby John Colby Hydrologist Myrtlewood 
Jim Counts Jim Counts Engineering Umpqua 
Jeff Davis Jeff Davis Timber Lead Myrtlewood 
Paul Flannigan Paul Flannigan Field Manager Myrtlewood 
Jay Flora Jay Flora GIS Myrtlewood 
Paul Fontaine Paul Fontaine Supervisor Umpqua 
Steve Fowler Steve Fowler NEPA Planner Umpqua 
Aaron Graham Aaron Graham District Cadastral 
John Guetterman John Guetterman GIS Umpqua 
Megan Haper Megan Haper Public Affairs 
Steve Hennessy Steve Hennessy Layout Myrtlewood 
Aimee Hoefs Aimee Hoefs IDT editor Myrtlewood 
Scott Hoefs Scott Hoefs Sale Administrator Umpqua 
Barry Hogge Barry Hogge Fuels Myrtlewood 
Bill Hudson Bill Hudson Fisheries Biologist Umpqua 
Mark Johnson Mark Johnson District Manager 
Paul Leman Paul Leman NEPA Planner Myrtlewood 
Tina McCarren Tina McCarren District Contracting Officer 
Estella Morgan Estella Morgan Cruiser Appraiser Umpqua 
Pat Olmstead Pat Olmstead Fisheries Biologist Umpqua 
Frank Price Frank Price Ecology Umpqua 
Tim Rodenkirk Tim Rodenkirk Botanist Myrtlewood 
Chris Schumacher Chris Schumacher Sale Administrator Myrtlewood 
Jenny Sperling Jenny Sperling Botanist Umpqua 
Larry Standley Larry Standley Hydrologist Myrtlewood 
Dale Stewart Dale Stewart Soil Specialist Myrtlewood 
Mike Taylor Mike Taylor Engineering Umpqua 
Dennis Turowski Dennis Turowski Area Manager Umpqua 
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Holly Witt Holly Witt Wildlife Biologist Myrtlewood 



District SME Name- Discipline Resource area 

Medford George Arnold George Amold Wildlife Biologist Ashland 
Matthew Azhocar Matthew Azhocar Supervisor Butte Falls 
Jim Berge Jim Berge Contract Administration Grants Pass 
John Bergin John Bergin Timber Lead Butte Falls 
Sarah Bickford Sarah Bickford Timber Lead Glendale 
Jim Brimble Jim Brimble Silviculture Glendale 

Craig Brown Craig Brown Contract Administration Butte Falls 
Jeff A. Brown Jeff A. Brown Layout Glendale 
Randy Bryan Randy Bryan Engineering Butte Falls 
Dave Caulfield Dave Caulfield District Cruiser Appraiser 

Greg Chandler Greg Chandler FirelFuel Ashland 
John Dinwiddie John Dinwiddie Fire/WOPR Team Butte Falls 
DLT DLT Managers 

Terry Fairbanks Terry Fairbanks Timber Lead Grants Pass 
Susan Fritts Susan Fritts Botanist Grants Pass 
Sean Gordon Sean Gordon Silviculture Ashland 
Linda Hale Linda Hale Wildlife Biologist Butte Falls 
Dale Johnson Dale Johnson District Fisheries Biologist 
Carole Jorgensen Carole Jorgensen District Wildlife Biologist 

Anthony Kerwin Anthony Kerwin NEP A Planner Grants Pass 
MichaelKorn Michael Kom Layout Butte Falls 
Martin Lew Martin Lew NEPA Planner Glendale 
Laurie Lindell Laura Lindell Hydrologist Ashland 
Doug Lindsey Doug Lindsey Supervisor Butte Falls 
Pat Madden Pat Madden District Cruiser Appraiser 
Kristi Mastrofmi Kristi Mastrofmi NEPA Planner Ashland 
Jim McConnell Jim McConnell District NEP A Planner 
Blair Moody Blair Moody Timber Lead (Acting) Ashland 
Mark Mousseaux Mark Mousseaux District Botanist 
Leanne Mruzik Leanne Mruzik FirelFuel Butte Falls 
Bob Murray Bob Murray Layout Grants Pass 
John Osmanski John Osmanski Silviculture Butte Falls 
Marlin Pose Marlin Pose Wildlife Biologist Glendale 
Ann Ramage Ann Ramage District Archeologist 
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Vince Randall Vince Randall Timber Lead Glendale 
Genevieve Rasmussen Genevieve Rasmussen Supervisor Ashland 
George Rentz George Rentz Cruiser Appraiser Butte Falls 
Tim Reuwsaat Tim Reuwsaat District Manager 
Phillip Ritter Phillip Ritter Contract Administration Butte Falls 



District SNlE Name -----uiSc1pline Resource area 

Medford continued 
John Samuelson John Samuelson Timber Lead Ashland 
Karen Schank Karen Schank District Cadastral 

Marylou Schnoes Marylou Schnoes Wildlife Biologist Glendale 

Roger Schnoes Roger Schnoes Supervisors (GPIO) Glendale 

Rachel Showalter Rachel Showalter Botanist Glendale 

Shawn Simpson Shawn Simpson Hydrologist Butte Falls 
Robin Snider Robin Snider Wildlife Biologist Grants Pass 
Jim H. Taylor JimH. Taylor Engineering Ashland 
Ken VanEtten Ken VanEtten Soil Specialist Butte Falls 
Dustin Wharton Dustin Wharton Engineering Grants Pass 
Jean Williams Jean Williams NEPA Planner Butte Falls 
Marcia Wineteer Marcia Wineteer Botanist Butte Falls 
Juanita Wright Juanita Wright Realty 

>
rt 
() 

::r' 

~ 

I 
W 
U1 



Appendix B
 
Oregon Timber Sales Benchmarking Interviews
 

July 14-18,2008
 

State Agencies 
Washington State Department of 
Natural Resources 
Tami Miketa, Jim Hotvedt, Steve Teitzcl 
Olympia, WA 98504 

Oregon Department of Forestry 
Dan Borg, Steve Laam 
Philomath, OR 97370 

Industry representatives 
American Forest Research Council 
Ross Mickey 
BLM Eugene District Office 
Eugene, OR 

Southern Oregon Timber Industries 
Association (SOTIA) 
Dave Schott 
Medford, OR 

Douglas Timber Operators 
Bob Ragon 
Roseberg, OR 97470 

Starker Forests 
Marc Vomocil & Mark Worley 
Corvallis, OR 97339 

Port Blakely Tree Farm 
Mike Mossman & Duane Evans 
Tumwater, WA 

Purchasers 
Murphy Company 
Jon Beck & Randy Zustiac 
Medford, OR 97503 

Boise Cascade 
Ken Wienke 
Medford, OR 97501 

Swanson Group 
Don Hardwick 
Glendale, OR 97442 

Seneca Sawmill Company 
Scott Keep 
Eugene, OR 

Hampton Industries 
Mark Kemp 
Salem, OR 97308 

Timber Products Company 
Jeremy Wuerfel 
Medford, OR 

Perpetua Forests Company/ Rough & 
Ready Lumber Company 
Dave Streeter 
SOTIA Offices, Medford, OR 
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Appendix D
 
Interdisciplinary (ID) Team Best Practices
 

The formation ID team is critical to the development of the Environmental Analysis 
and/or Environmental Impact Statement, which is an integral aspect to the timber sale 
process. These EA documents are continuing to get longer and more detailed in an effort 
to address previous legal/litigation issues and to prepare for potential environmental 
concerns. EA documents are also getting larger as the trend for landscape EA's versus 
individual sale EA' s increases. 

ID teams are uniquely formed and operate within each District and within each Resource 
Area. The intent of issuing a list of Best Practices is not to duplicate the ID teams from 
District to District, but to identify common characteristics that some Districts have found 
useful to and could possibly be adopted elsewhere. 

Common characteristics of successful ID Teams are described below. 

Issuance of a project initiation letter. Many ID Teams are initially established 
with a letter from a manager (such as the Resource Manager) to the team 
members. The letter should provide project scoping information, high-level 
time lines, and a list of all team participants. The letter can be beneficial in the 
development of priorities by team member supervisors. 

Development of team charter. The charter should document dear objectives, 
management and team member roles and responsibilities, and realistic time lines 
to include establishment of intermediate milestones. 

Strong and neutral facilitation. ID Team members are part of a team because 
they provide a particular expertise needed to analyze the various resource 
considerations surrounding a sale. Facilitation that allows discussion of all the 
various perspectives, but also keeps the team focused towards the established 
objectives is a critical aspect of the ID Team process. 

Combined field visits. Multidisciplinary visits to the field to discuss issues, plan 
changes, and alternatives seem to help consensus building towards the eventual 
decision. 

Documentation of decisions. One of the primary frustrations mentioned by 
many individuals was the tendency of teams to return to or rehash previous 
discussions. Each decision reached during the course of an ID Team meeting, or 
by the team lead or management personnel, should be documented and provided 
to the entire team. 

Post sale review. Some teams have provided a post-sale review of the team 
decisions, particularly with respect to the incorporated environmental mitigation 
efforts. This information has been useful in future ID Team efforts. ID team 
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leads and management personnel could also review the processes to identify ways 
continue improving the process and providing updates to the ID Team best 
practices. 

In addition to the characteristics listed above, some ID Teams seemed to contain a 
process "champion" that provided team focus and motivation. Perhaps more involvement 
from the Resource Manager in the establishment of teams and the recognition of these 
"champions" could improve the likelihood that these individuals emerge. 
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Appendix E. Timber Sale BPI Recommendation List 

Short-term Recommendations 

1.	 Identify and Implement ID Team Best Practices, Clarify Manager and 
Resource Specialist Roles, and Provide Related Guidance. 

2.	 Re-evaluatelUpdate Current Guidance on Conducting Scale Sales for 
Efficiencies and to Provide Incentives. 

3.	 Expand Existing Training Opportunities. 

4.	 Update Timber Sale Contract Stipulations and Provide an Update Mechanism. 

5.	 Develop and Standardize the Process for Collecting and Providing Log 
Values. 

6.	 Develop Idealized Timber Sale Process Flow Diagram to Reflect an Efficient 
Timber Sale Process 

Long-term Recommendations 

1.	 Design and Implement a Standard Template (Outline) Tied to the Revised 
NEPA Handbook for Timber Sale EA Document and Implications for ID 
Team Process. 

2.	 Test the Contracting of All Aspects of the NEPA Process and Evaluate for 
Efficiency. 

3.	 Evaluate Cost Effectiveness of Designation by Prescription, Designation by 
Description, and Use of Scale Sales. 

4.	 Conduct Business Process Review of the ESA Consultation Process. 
Consider Implications of Recently Published Draft Regulatory Changes. 

5.	 Pilot/Test Contracting Cruising/Scaling Skills and Layout to Evaluate for 
Efficiency and Cost Savings. 

6.	 Manage the Message to Show How BLM Manages Public Land for Long
term Health, Productivity, and Sustainability. 

7.	 Invest in Testing and Evaluating Emerging Technologies and Innovative 
Processes for Efficiency and Cost Savings. 

8.	 Design Timber Sale Contracts to Improve Marketability and Purchaser 
Flexibility (Re-emphasize Augmentation Policy, Offer Variety of Sales, 
Emphasize Results-based Contracts.) 

9.	 Update the Timber Sale Handbook. 

10. Investigate a Regulatory Change in Decision Date to Provide for Potential 
Protests at the Time of EA Completion. 

11. Establish Timber Sale Related Training Requirements and Opportunities. 

12. Develop Timber Sale Related Employee Development Program Utilizing the 
Mid-Career Strategy Initiative and Other Mechanisms. 

13. Evaluate Current Timber Measurement and Appraisal Standards. 

14. Consider Increasing Surveying to Identify Presence of Threatened and 
Endangered Species. Explore Partnerships for Cost Savings. 

15. Track Progress and Establish Feedback Loop to SLT on Timber Sale 
Improvement Recommendations. 
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