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Prologue

HALF OF LIFE IS 90% COMMUNICATION 
Seven Critical Components of Effective Communication 

1. You are a salesman. 
2. Speak your heart and mind. 
3. Nothing is confidential. 
4. Take risks to get your message over. 
5. Keep it simple. 
6. Don’t ask too many questions. 
7. Laugh, learn and go on. 

For the title to this collection, please excuse the partial theft from that great American 
thinker, Yogi Berra. A Carnegie Foundation study found that 85% of the reason 
that a person moves up in any profession — be that law, medicine or, I believe, 

natural resources — is a direct result of his or her ability to communicate with others. 

We all communicate. Some do so positively; some negatively. Natural resources 
professionals are stereotyped as notoriously poor communicators. Could that be just part 
of the reason that natural resource issues — issues vitally important to human health and — issues vitally important to human health and 
existence — are often near the bottom of concerns listed by American citizens?— are often near the bottom of concerns listed by American citizens? 

I’ve never shied away from the fact that it is my responsibility to sell others — fellow 
resource managers, bosses and others — on the importance of protecting and managing 
resources. We must all do a better job if we are to be even partially successful in meeting the 
challenges that face natural resources today and tomorrow. 
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Sell, Sell, Sell
t the height of the debates over endangered speciesAt the height of the debates over endangered species Alegislation in the late 1980’s, I was making a Alegislation in the late 1980’s, I was making a 

presentation to a major forest policy-making committee 
at the National Forest Products Association. I put 
together not only the facts on why I believed it was 
important that the industry get more aggressively 
engaged in developing working conservation examples 
on the ground, but I also put a bit of energy and sales 
spin on the topic. As I concluded, the Committee 
Chairman, Bill Berry an Executive Vice President with 
Rayonier, thanked me and added, “You could make the 
end of the world sound exciting!” 

I’ve found that each of us must be a salesperson for 
what we believe in. Packaging and marketing aren’t 
concepts that should be left only to public affairs types. 
This fact has been supported in “scientific literature” 
where I noted that a Carnegie Foundation study 
reported that 85% of the reason that a person succeeds 
in their chosen profession — any profession, law, 
medicine, sales (and I’d suggest natural resources) — has ces) — has 
little to do with knowledge or competence. 

Obviously, one must have factual knowledge and 
competence to compete. But, according to Carnegie, 
that puts you firmly in the 15% category. That magic 
85% ingredient that ensures success could be generally 
called “salesmanship” — the ability to communicate 

and articulate your proposal well and in a way that 
encourages support. 

We in the natural resources fields don’t like to hear 
that. Over the years, resource professionals have all-too-
often been drawn from the ranks of those who don’t get 
along well with people. That’s why we go into forestry 
and wildlife! We all know resource managers perhaps (perhaps 
by just looking in the mirror) who fi t the stereotype or) who fit the stereotype 
of wanting to get out in the forest and away from 
people. But, if we want to make a difference in resource 
conservation and management, we must engage people 
with our ideas. 

Life Lesson: You are a salesman. Implementing 
ideas can begin only after you effectively communicate 
(sell) your message. 

“Pursue happiness until you find “Pursue happiness until you fi nd 
it. The pursuit must include helping it.  Th e pursuit must include helping 
others, giving of yourself to a cause others, giving of yourself to a cause 
bigger than yourself, and it must bigger than yourself, and it must 

surely include lo e of family.” surely include love of family.” 
—P —President George H. W. BushW. Bush

What Would You Say If You Th ought 
Someone Was Actually Listening?
was intrigued with the idea of being on a Society of Iwas intrigued with the idea of being on a Society ofIAmerican Foresters (SAF)American Foresters (SAF) I 

panel looking at mid-career 
decisions. I didn’t think I was 
anywhere near mid-anything 
with just over a decade in the 
profession. But, what the heck,I 
was asked to speak, so I gave it 
a try. 

Not one known for 
necessarily taking the safe 
course, I launched in with 
statements like “If you don’t 

“Big things ar e almost “Big things are best said, are almost 
always said, in small words.” always said, in small words.”
—P imply Speaking —Peggy Noonan, Simply Speaking

like what you are doing, quit. Find something that you 
can get excited about.” While I 
believed what I said, it was after 
all, “just a presentation.” One 
of several from various panel 
members. 

You can imagine my shock 
when I ran into Pat Straka one 
of the profession’s most active 
and committed foresters a few 
months later and her first words 
were, “I did it! I quit my job! 
And, I have your talk at SAF 
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What Would You Say If You Th ought 
Someone Was Actually Listening?
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to thank!” 
At that point I began to wonder if my liability 

insurance covered my mouth. Could I be held liable 
for this woman and her husband’s finances? Would a 
court rule that I had led this otherwise down-to-earth 
professional to make an unwise decision for which I 
would be held forever liable? 

As all of these thoughts were spinning through my 
head, Pat continued…”and I’ve never been happier.” 
Finally, I was beginning to breathe again. My head was 
slowing from the centrifugal spin. “Pat, tell me more,” 
I managed. It seemed that she had been thinking about 
changing jobs for a while. With some (I hope small) small) 
stimulation from my talk, she had quit her job before 
beginning to look for another. As a woman of her 

Have You Seen Th is?

I’d been invited to Tarrytown, New York, as one 
of only three or four industry representatives to 

participate in the inaugural meeting of what was to 
become the Certified Forest Products Council (now 
Metafor ).  Given the potential impact on customer e). Given the potential impact on customer 
relationships and the competitive nature of some of the 
things discussed in the meeting, I drafted a report for 
my boss at Champion International. In the limited 
distribution on my e-mail I noted that the contents were 
“Confidential” and “Not to be distributed outside the 
company.” 

As I recall, the meeting 
concluded on a Thursday. I 
sent my report the following 
morning to a list of four senior 
managers in the company. 
Thus, you might imagine 
my surprise when my report 
surfaced in a meeting of the 
American Forest & Paper 
Association in Washington, DC, 
just one week later. 

John Heissenbuttel of 
AF&PA and I were meeting in his office with John 
McMahon, a Vice President with Weyerhaeuser 
Company, to discuss some committee work regarding 
the Sustainable Forestry Initiative. Near the end of 
the planning session, McMahon pushed a two-page 
document across the table with the question, “Have you 
seen this?” 

talent should, she quickly found another where she was 
imminently happy. WHEW!! 

Life Lesson: Speak your heart and mind. But, 
remember someone might actually do what you suggest. 

“One of man eatest fears is that “One of man’s greatest fears is that 
his life will not count, that he his life will not count, that he 

will look back on his investment of will look back on his investment of 
time and eff t only to conclude that time and eff ort only to conclude that

 it was a waste.”
— uthor Bill Hull Author Bill Hull

) 

— Proverbs 29:18

My face flushed red as I recognized my report of 
the Tarrytown meeting. Dozens of thoughts whipped 
through my mind. “Did I say anything that would 
be embarrassing if read by a competitor?” “Did I 
report things fairly?” “How will this one come back to 
haunt me?” 

As I regained some of my composure, I said almost 
calmly, “Not only have I seen it…but, I wrote it as a 
confidential internal report.” 

McMahon quickly responded, “It’s a great report!” 
We shifted to other things, but I couldn’t wait to 

get on the plane to re-read the 
document with an eye to how it 
would play not as a confidential 
report, but as a public 
document. In this case all went 
well. It was a clear statement 
of facts with no comments 
about individuals, customers or 
competitors. 

I did some Perry Mason 
work to determine how an 
internal document got into the 

hands of a competitor so quickly. Here’s the trail…Don 
Taylor, a Champion Vice President, forwarded the 
message and report to Don Laishley, a senior manager 
with Champion’s Canadian subsidiary in Vancouver. 
Laishley, without noting the confidential message 
wording (or not understanding it. He is Canadian 
after all. Just trying to get even Don.), forwarded the 
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“Behold the turtle. he makes progress 
only when neck out.” only when he sticks ihs neck out.”

ld folk saying — Old folk saying

attachment to the Canadian Pulp and Paper Association Life Lesson: Nothing is confidential. If it is in 
(CPPA). CPPA staff then passed it on to members writing, it is a public document. 
working on a committee with interest in the topic. One 
of those members happened to be Paul Perkins, a Vice 
President with Weyerhaeuser of Canada. Perkins then 
passed it on to McMahon. 

uthor Bill Hull 

time and eff t only to conclude that 
will look back on his investment of 

“One of man eatest fears is that “One of man’s greatest fears is that 
his life will not count, that he his life will not count, that he 

will look back on his investment of 
time and eff ort only to conclude that

 it was a waste.”
— Author Bill Hull

In less than a week, my “confidential internal 
document” had gone from coast to coast not once but 
twice, with McMahon hand carrying the report on its 
last leg from Seattle to Washington, DC. 

Th e One on the Right!

Several years ago, we at Champion talked about ways 
that we could get conservation education before 

middle school kids in ways that would engage them. 
We knew we couldn’t go about it with a simple “here 
are the facts” manner. Nor, did we have the money or 
expertise to create a hot video game. So, we decided 
to use humor and a take-off from ever-popular baseball 
cards to get our point across. 

We created a “conservation card series” that used 

engaging pictures of resource professionals past and (past and 
present) as a means to strengthen understanding about esent) as a means to strengthen understanding about 
natural resource issues and the committed folks that 
manage them. 

“You may be a bit uncomfortable with what we ask 
you to do, but remember it’s for the kids,” I told our 
people. “And, if you’ll play along, I promise that I’ll 
take a bigger risk than the rest of you.” 

With that said, some two dozen Champion 
employees from seed orchard manager to cartographer 
(map maker) were recruited as subjects.  Th e resulting maker) were recruited as subjects. The resulting 
30-card series and teachers’ lesson plan for classroom use 
were a real hit. Every once in a while, the cards surface 
and we adults get another laugh at ourselves; but, the 
message is very serious. 

Shortly after the series was released, I got a call from 
a reporter who wanted to know more about the project. 
He had a copy of my card in his hand, one where I’m 
standing locked arm in arm with a six-foot tall Pink 
Panther. He asked, “Which one are you?” 

My reply, “The one on the right!” 

Life Lesson: Take risks to get your message over. 

“Behold progress 
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Kids See Th ings in the Darndest Ways
n all-too-frequent travel schedule has taken meAn all-too-frequent travel schedule has taken me Aaway from home far more than most dads.  But, Aaway from home far more than most dads. But, 

I have been able to participate in a career day or 
two to share about my profession. To try to keep 
the interest of the kids, I’d often take animal skins, 
skulls, tree “cookies” and anything else I could find to 
stimulate discussion. 

Perhaps the most memorable career day presentation 
was one that I didn’t even make. My daughter Tabitha 
was in second grade when discussions got around 
to what each child’s parents did for a living. Before 
Tabitha could speak up, her precocious redheaded friend 
Samantha chimed-in, “Tabitha’s dad takes animals for 
vacations on airplanes!” 

Later, when we tried to reconstruct the situation, we 
agreed that Samantha had probably done a very good 
job of stating it from a second grader’s perspective. It 
was true that I was a wildlife biologist and that my work 
placed me on airplanes almost weekly. Well what else 

must I be doing but taking those animals for vacations?! 
My kids are grown, and I’m still trying to explain 

what it is that I do. I’m finding that consulting, at least 
as I practice it, is the most difficult thing to explain 
yet. Since I work from a home office, my college-age 
daughter now swears that I don’t have a real job. 

Life Lesson: Keep it simple. State your message 
in language that children can understand. 

“Life is ou “Life is what happens to you while 
plans.e you’re busy making other plans.”

— ohn — John Lennon

while 
you’r ” 

Lennon 

Speech, Speech

Over the years, I’ve given several hundred talks, 
presentations, or formal papers. None stands out 

more than a presentation I made in the middle-70’s to a 
women’s garden club in McComb, Mississippi. 

The small group gathered in the home of one of its 
more distinguished members 
to hear me provide an overview 
of wildlife and environmental 
issues in Mississippi. The 
presentation, if I do say so 
myself, went well. After I 
finished, the chairwoman 
asked if I’d join the group 
for a luncheon. Since one of 
my Board Members with the 
Mississippi Wildlife Federation 
had asked me to give the presentation, I figured I’d hang 
around for the whole experience. 

While I don’t recall much about the meal, the 
chairwoman’s presentation to me at the end of the 
morning still sticks in my mind. After thanking me for 

—Admiral William “Bill” Halsey

coming and for an enjoyable presentation (see, I told you 
so), she proceeded to present me with a check on behalf 
of the club. 

In an attempt to be gracious, I asked if she’d please 
keep the money for some of the club’s activities. She 

thanked me in her most 
gracious magnolia drawl and 
told me that she would gladly 
deposit the check in the club’s 
“special fund.” Not one to 
know when to leave well-
enough alone, I asked what the 
club did with the “special fund.” 

“We use our ‘special fund’ 
to ensure that we have better 
speakers next year!” 

Life Lesson:  Don’t ask too many questions. If 
someone gives a compliment, take it. 
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“Th eat men in this “Th ere are no great men in this 
world – only or y men who world – only ordinary men who

rise to meet great challenges.” rise to meet great challenges.”
—A ill” Halsey —Admiral William “Bill” Halsey
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A Picture is Worth . . .

In my experience, there are few presentations 
that cannot be enhanced by slides or PowerPoint 

presentations to help direct and highlight one’s main 
points. That said, there are exceptions to every rule. 

As best as I can recall, the 
group was the Florida Forestry 
Association, and I was speaking 
on endangered species and the 
role of private landowners. One 
of my favorite emphasis points 
lies in the contradiction that 
landowners who do a great deal 
for wildlife are often looked to 
by agencies and activists to do 
even more. On the other hand, 
if the landowner shows little 
concern about wildlife and perhaps converts habitats to 
parking lots or soybeans, the agencies or activists seem 
to leave them alone. I’ve come to tab this “the principal 
of piling on.” 

For this particular presentation, I borrowed a couple 
of color slides from the Clemson University Athletic 
Department to emphasize my point. They provided 
several beautiful shots showing action plays or piles of 
orange and white clad players stacked one-upon-another 
with the ball carrier reportedly at the bottom of the 
pile. Perfect! 

Imagine my surprise when after the presentation, 
one of several persons who came to congratulate me 

— Herm Albright

on the “excellent presentation” tore into me for using 
such an inappropriate slide. The lady launched into an 
emotional diatribe about how anyone could be so out of 
touch with Clemson football as to show a slide with the 

offense on the field when my 
point referred to the defense. 
Or, was it the other way around? 
Anyway, she quickly lost me. 
She said she hadn’t been able to 
follow my talk at all after such 
a blunder. When she finally 
stormed off, still waving her 
arms, I asked someone who had 
witnessed the entire exchange 
— if you could call it that — if — if 
I had said anything that should 

have required an offense or defense disclaimer. After all, 
my only point was that good landowners who try to do 
the right thing for endangered species are often treated 
like ball carriers that become victims of piling on. My 
bystander, now interpreter, had only one comment, “I 
have no idea what she was so emotional about. No 
matter who has the ball, you can still have piling on.” 

Life Lesson: Laugh, learn and go on. You can 
have the near perfect speech and great visuals and you’ll 
still have some in your audience miss the point. 
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“A positive attitude may not solve “A positive attitude may not solve 
all of y oblems, but it will all of your problems, but it will 
annoy enough people to make annoy enough people to make 

it worth the eff ort.”
m Albright — Herm Albright
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About the Author

Carlton N. Owen founded The 
Environmental Edge, LLC as a consultancy C as a consultancy 
designed to “bring business and the 
environment together.” He has spent 
more than 30 years as a professional 
conservationist working both for industry 
and the environmental movement. He 
spent 11 years with Champion International 
Corporation where he rose to the position 
of Vice President-Forest Policy for the 
company’s 5+ million acres of U.S. forests. 
He has run two not-for-profit organizations 
— the American Forest Foundation and 
the Mississippi Wildlife Federation — in 
addition to spending 7 years with Potlatch Carlton N. Owen 
Corporation. Owen holds a M.S. degree in 
wildlife ecology and a B.S. in forestry, both from Mississippi State University. 

Owen has written dozens of professional papers and given literally hundreds 
of formal presentations on integrating conservation into economically 
viable businesses. He brings an effective writing style and a keen sense 
of humor honed over a quarter-century of life experiences to this latest 
challenge — a series of “life lessons” to help others in the conservation and 
business communities. 

“Everyone is in sales.  Some sell 
products; others sell ideas.”

— en — Carlton N. Owen




