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Prologue 

I’m basically an introvert, not that different from most natural 
resources professionals.  If I have any distinguishing 
characteristics, other than my height and slow southern drawl, it 

probably is in the fact that I decided to try to face one of my greatest 
fears head-on. I took speech in high school even though I literally 
experienced stage fright. After a few years of study in natural 
resources, it dawned on me that few of our challenges were scientific. 
Most were with people and selling our agenda to the people’s 
representatives.  Thus, I opted to take a minor in public relations. 
That excursion across campus, the first by any student in forestry or 
wildlife at Mississippi State University, was probably the smartest 
thing I ever did. (There isn’t a long list to draw from.) 

Every job I’ve ever gotten I can give credit not to my technical skills – 
for most in the profession are more technically competent than I.  No, 
most of the credit goes to the fact that I was willing to engage policy 
makers – politicians and others – in seeking solutions to resource 
problems. We must not run from “dirty politics.”  If we wish to make 
a difference for our profession and the resource, we must get fully 
engaged in the game. If you do so, you’ll have some tough lessons and 
some losses, but it will be worth it. 
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In Politics Things Are Always More Complex Than They Seem 

POLITICS 201 

In 1977, the director of the Mississippi Game 
and Fish Commission (MG&FC) offered me a 

job as head of public relations for his agency.  The 
job paid three times what I was making.  So, “I’d be 
interested in discussing the matter,” I said. 

A week later he called to inform me that the 
agency’s governing board – 11 gubernatorial 
appointees – had voted 11-0 to hire me.  There was 
just one formality.  I needed to make a courtesy visit 
to the governor.  No problem. I scheduled my visit 
and, on cue, had my five-minute session. 

“Governor, I’ve been approached about a 
position at MG&FC.” 

“So I’ve heard,” he said.  “You are just the type 
of individual we want in state government – young, 
educated, committed.” 

“Thank you, Governor.” 
“You understand that these issues are handled by 

the Commission.” 

People Choose Sides 

“Last week the Commission voted 11-0 to hire me.” 
“They did?  Oh, … well you know how 

complex these issues are.” 
A week later, the same Commission voted 11-0 

to hire a young man from the governor’s hometown 
for the same job they had extended to me, and they 
didn’t even reverse their earlier vote! 

Life Lesson: In politics, things are always more 
complex than they seem. 

“The perverse genius of rational 
organizations is that it makes it 
possible for people to make life-
threatening decisions and yet remain at 
peace with themselves.” 

— Robert G. Lee 

TO HUNT OR NOT TO HUNT? IS THAT THE QUESTION? 

In the early 70’s, the national debate about sport 
hunting was enflamed by a CBS television 

documentary called “The Guns of Autumn.”  The 
less-than-balanced review focused heavily on put-
and-take operations and exotic big game ranches in 
Texas.  Around the School of Forest Resources at 
Mississippi State, the show and the apparent 
growing anti-hunting sentiment were heady topics 
of discussions. 

For me, as an active leader in the school’s 
Wildlife Club – the loose student chapter of The 
Wildlife Society – the debate was especially hot.  It 
struck me that we would all be well served if we 

understood those on the “other side” of the debate. 
Thus, I wrote a letter to Cleveland Amory, a noted 
author and key leader in the anti-hunting movement 
led by the Fund for Animals.  In the letter I 
expressed interest in having Mr. Amory come to the 
campus to share his views on the issues of the day. 
A surprise to many, he responded.  While his book 
promotion tour would make it impossible for him to 
stop through, he would like to accept the invitation. 
He would substitute Sid Rosenthal of New Orleans, a 
leader in his organization, as the speaker. 

After an exchange of letters – the old-fashioned 
kind, snail mail – we agreed upon a date for Mr. 
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Rosenthal to be the featured speaker at one of our 
meetings. The crowd that spilled from the lecture 
room and into the hall was a testament to local 
interest in the topic. 

While I today can recall 
little that Mr. Rosenthal had 
to say, I’m still struck by two 
things. First, that he would 
agree to speak to a generally 
hostile crowd on less-than-
neutral turf.  Second, that he 
genuinely and deeply believed 
in his cause. Another 
learning for me was that 
many in our profession – 
students and professors alike – didn’t really want to 
hear Mr. Rosenthal’s views.  At times the anger and 
distrust that filled the room was literally palpable. 
My association with Mr. Rosenthal as the person 
who extended the invitation and then had to 
emcee the session didn’t do much good for my 
reputation either. 

“No matter what side of an 
argument you’re on, you always 
find some people on your side 
that you wish were on the 
other side.” 

— Jascha Heifetz 

I know the session didn’t change many views on 
either side of a highly personal and emotional 
debate. However, at least for a few of us, it was the 

first time we saw that “the 
other side” actually had some 
folks that were warm-
blooded and deep-believers. 
Mr. Rosenthal and I shared a 
great time of discussion in 
private after the public 
session ended. And, we 
corresponded for a while, 
neither trying to change the 
other.  I think we both 
developed a healthy respect 

for the fact that each was deeply committed to 
serving the cause of wildlife conservation – although 
in very different ways. 

Life Lesson: People choose sides.  If you speak to 
“the other guys,” those on “your side” will think you 
can’t be trusted. 

There are Two Kinds of People 

CONSERVATION MOTIVATION 

It has been said that the world can be divided into 
two groups...those who divide the world into two 

groups and those who don’t.  We hunger for ways to 
categorize people, places and things. Anything to 
help our finite minds better grasp the complexity 
that engulfs us. 

A few years back, I had the pleasure of spending 
a couple of days with Ron Arnold.  Ron, a prolific 
writer and speaker in great demand, had spent a 
number of years climbing the ladder of the Sierra 
Club.  Upon getting into the “inner circle,” he 
became disenchanted with what he saw.  Little 
commitment to solutions and much commitment 
to attention getting and fundraising. 

While Ron and I came from very different 
backgrounds and belief systems, we hit it off. 

Among our greatest differences were our beliefs in 
God.  I came from a traditional Christian 
background, Ron from an atheistic, or at the very 
least, agnostic persuasion. 

Ron said that over the years he had begun to 
notice a difference in the natural resources 
movement.  More often than not, those who 
believed in wise management and conservation of 
resources came from Jewish or Christian 
backgrounds. Those of the more radical 
preservationists views, a non-religious setting. 
While it is very dangerous to do the old “two types 
of people” stereotype, my own experiences support 
Ron’s conjecture. 

I have known some very dedicated and caring 
conservationists from both beliefs.  In all cases, 
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those that were most effective were those who 
sought solutions. 

Regardless of the truth of the matter, we live in a 
world having passed the six billionth living human 
inhabitant. Those people will, as is their nature, 
make demands on natural systems. To the extent 
that we can, we must view the natural world with a 
stewardship ethic — one that recognizes that people 
are part of the natural world and must be included 
in any lasting solutions. To achieve that will require 
both kinds of people. 

Life Lesson: There are two kinds of people.  At 
least that is what the other kind wants you to believe. 

“Many ideas grow better when 
transplanted into another mind 
than in the one where they 
sprang up. ” 

— Oliver Wendell Holmes, Jr. 

You Can’t Judge a Professional by Their Employer 

YOU’VE SOLD OUT! 

After two very eventful years as Executive 
Director of the Mississippi Wildlife Federation, 

it became time to consider next career steps. The 
Federation job offered rapid learning opportunities 
in a number of areas — 
fundraising, writing, 
publication, general office 
management, lobbying, and 
everything else that goes with a 
one-to-two-person non-profit 
organization. 

But, there were clearly a few 
things it didn’t offer — stable 
finances, health insurance, a 
pension plan, to mention just a 
few.  Having said all that, I 
wouldn’t take anything for the 
experience; and, perhaps, I’ll 
take a shot at another non-profit someday. 

Two years into the job I got a call from someone 
with Potlatch Corporation in Arkansas, asking if I 
would be interested in interviewing for a wildlife 
biologist’s job in association with the company’s 
600,000 forested acres.  While I knew very little 

“At the end of the day 
when a hundred things 
have gone quite well and 
one has gone slightly 
wrong, nearly all of us 
become preoccupied with 
the one thing that went 
slightly wrong. ” 

— Robert K. Cooper 

about Potlatch, I was intrigued with the idea of 
being one of the few wildlife professionals working 
inside a forest products company.  600,000 acres. 
Wow!  What a chance to influence wildlife habitat! 

The interview went well 
enough and I accepted the job. 
Heartened by the challenge, I 
called one of my good friends 
and mentors in the National 
Wildlife Federation to tell him 
of my decision. His reaction 
floored me, “You’ve sold out!” 

At first I thought he was 
kidding. “I’m the same person 
with the same beliefs and 
professional commitments,” I 
responded. 

“You’re going to work for the 
enemy,” he concluded, and the conversation ended 
rather abruptly. 

To say that I didn’t sleep well that night would 
be an understatement. Friends and mentors are 
hard to come by.  To be judged, not for my record 
and my person but by my choice of employer, 
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was a harsh learning for which my past hadn’t 
prepared me. 

Over the years I’ve seen more of the same 
from far too many professionals. Some can’t stand, 
nor trust, anyone who works for the U.S. Army 
Corps of Engineers.  Others believe that to work for 
The Wilderness Society is close to communism, but 
oh those misguided few who choose to work for the 
private sector, especially those who “use” natural 
resources.  Some would have you believe that God 
has reserved special quarters in Hell for a lot such 
as these. 

As for me, I’ve found stellar professionals in 
every organization I’ve worked with over the years. 

Politics is Actually Logical 

There are some very dedicated professionals in 
federal service, committed believers in the 
conservation community, and it has been my 
experience and pleasure to know and make friends 
with some of the best professionals in the business 
— those in the forest products industry.  Now too, 
I’ve found some laggards in all quarters.  I’ve found 
that it is the individual, not the employer, that 
makes the difference. 

Life Lesson: You can’t judge a professional by 
their employer. 

SCIENCE AND POLITICS 

Igot my first taste of “lobbying” in my job with reduce a burgeoning beaver population with an 
the Mississippi Wildlife Federation.  The lessons I economic incentive. 

learned in dealing with state, and since, federal legislators, In reality, the fund had degraded into a racket.  Each 
have stayed with me. 

Let me first dispel the myth 
that lobbying is a dark room, 
money-changing-hands type of 
experience. Lobbying, to a great 
extent, is the way the public and 
any affected group of citizens or 
businesses goes about 
“educating” their elected officials 
about the positive and negative 
effects of the laws and 
regulations being considered.  It 
is a vital part of the democratic 
process and not one to be left to others, especially when 
something you care about is up for debate. 

The Mississippi Legislature had for many years 
provided an annual appropriation to support a bounty on 
beaver.  The funds were distributed on a county-by-county 
basis where citizens could “redeem” beaver tails for the 
handsome sum of $5. Of course, the intent was to 

year, professional trappers and others would stockpile their 

“Every man has three 
characters – that which he 
exhibits, that which he has, and 
that which he thinks he has.” 

— Alphonse Karr 

beaver tails in freezers and await 
the annual appropriation.  I had 
several contacts that told me they 
knew of beaver tails from 
Louisiana and Arkansas that were 
cooling in freezers.  Another, 
which I find very hard to believe, 
said that some enterprising 
individuals had even taken to 
raising beaver in captivity only to 
cut off their tails, leaving the live, 
now de-tailed beaver to bring 

more flat-tailed offspring into the world.  If that was 
indeed going on, I think those folks deserved the $5! 

In my role as chief spokesperson for the state’s “largest 
private conservation watchdog”– the Mississippi Wildlife 
Federation – I researched the bounty system across the 
U.S. The studies were clear.  Even Native Americans 
found ways to manipulate a bounty.  As colonists paid 
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Indians for each wolf taken, the Indians kept going further 
and further from the settlements to get the wolves to trade 
for colonists’ goods.  The bounty wasn’t working to 
remove trouble wolves near settlements, only to pay 
Indians for taking wolves as part of their normal activities – 
just what the Mississippi beaver bounty was doing. 

With my research complete, I appeared before the 
House Fish & Game Committee to wow them with my 
facts and indisputable logic. In short, science didn’t 
support the bounty and the funds were simply paying for 
beaver that were already dead.  Problem beaver were not 
being removed at all. 

After my rather eloquent and convincing testimony, 
the chairman of the committee thanked me for my 
detailed comments and excellent statement.  He then 
asked for a motion. In less than 30 seconds, the 
committee moved and voted unanimously to once again 

fund the beaver bounty!  The chairman banged his gavel, 
dismissing the committee, and I stood silent as the crowd 
dispersed. 

When I regained my composure, or at least some 
reasonable facsimile of it, I made my way to the chairman 
to see what had happened. 

“That was some fine testimony, Mr. Owen.  Thanks 
for taking the time to come before the committee.” 

“But, Mr. Chairman, what happened?” 
“Son, you made a fine case.  We know that the bounty 

isn’t solving the beaver problem.  But you must 
understand, we have to show the people back home that 
we hear their concerns and are doing something about it.” 

Life Lesson: Politics is actually logical. It is more 
important to show action than results. 

A Good Name is Hard to Get 

A GOOD NAME GONE BAD 

W hen we moved from Mississippi to a small 
town in southern Arkansas in the late 70’s, we 

were bowled over by the way the 
town’s business people greeted 
us. As we looked for a home, 
one bank president assured us 
that he “already had our file.” 

“Wow,” we thought, “they 
really do up-front work to get 
your business.”  We thought our 
new employer, Potlatch 
Corporation, must have made a 
few calls to make sure that things 
would go smoothly. 

Only after several months in the small, tight-knit 
community of less than 7,000 souls, did we learn that 
several businesses indeed did have our file.  In fact, our 
name was on the Chamber of Commerce list of “very 
bad” credit risks.  Over time, we had Sears reject our credit 
card, our property listed for back taxes, and the indignity 
of having our power turned off. 

“Never measure the height of a 
mountain until you have 
reached the top. Then you will 
see how low it was.” 

— Dag Hammarskjold 

Slow learners that we are, we finally came to realize 
that as small as Warren was, there were indeed two Carlton 

Owens – one spelled Owen, the 
other Owens. 

When Earnest Sangster, 
Woodlands Manager at 
Potlatch, called me in to his 
office and then shut the door 
(something he rarely did), I 
figured I was in deep trouble. 
Earnest, a gentle man who 
didn’t like to deal with 
unpleasant situations said 

simply, “I don’t know how to say this except to be 
blunt. A constable just garnished your wages.” 

At that point I said, “You had me scared.  I thought 
you were about to fire me.”  I assured him that I had no 
bad debts anywhere in South Arkansas, or Mississippi for 
that matter, and went on to explain about my unfortunate 
namesake who owed everyone within sight.  We had a 
good laugh and went on about our business. 
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Over the seven years we lived in Warren, we got 
used to having someone call to say that they had a bad 
check or that our credit was being cancelled.  At times 
it did get to us, like the night a local deputy called 
around 10:00 pm. 

“Carlton, this is Claude Gannaway at the Sheriff ’s 
Office.  We’ve got this bond on you…” 

At that point I burst in without letting him finish, 
“Claude, I’m getting really tired of all these calls.  Can’t 

Persistence Does Pay 

folks tell the difference between Carlton Owen and 
Carlton Owens?” 

“Oh, Carlton, is that you?  I wish you hadn’t 
spoken up so fast.” The reason he was calling was that 
“the other Carlton” had posted a bond with the sheriff 
and had money coming back! 

Life Lesson: A good name is hard to get and even 
harder to keep. 

HANGED! 

The message from Bradley County Sheriff Jack 
Gambel was relayed over my company radio. 

“Please meet the sheriff at the main office.  He’s got 
something for you.” 

I pulled up beside Jack’s official car only to be told that 
he’d found something that he thought would interest me. 
At that he opened the trunk of his car and extracted a 
near-life-size stuffed dummy with OWEN plastered across 
the shirt in nice athletic style letters.  Not to be missed was 
the “necklace” dangling from around the neck – a 
hangman’s noose. 

“Made any enemies near the Saline River boat 
launch?” he asked. He’d found the dummy hanging from 
a tree in an intersection of two Potlatch Corporation 
company roads. 

“You had me scared there for a minute.  I thought 
there was a real problem.”  I explained that we were in the 
third and final year of a notification program to change the 
traditional deer hunting technique of nailing deer hunting 
stands to our trees. 

We had encouraged the clubs and put out information 
on the program for two seasons.  This year, though, I had 
provided “Christmas presents” to every one of the 
company’s foresters in Arkansas – a red or green, three-foot 
crowbar.  The message was clear; it’s time to start backing 
our words with actions. 

We had used logic, education, and patience.  We told 
the hunters to keep hunting as usual; however, to do so in 

ways that didn’t cause damage to the company’s assets.  In 
a state where the company was providing free hunter 
access to nearly 600,000 acres of prime land, it didn’t 
seem like such an onerous request. 

Just the week before I had personally pulled down a 
number of stands that had been newly constructed in 
direct violation of the policy.  It was a clear test of wills. 
Would the company back down even though we were 
losing nearly a quarter-million dollars annually from nails 
and other metal that made its way into the company’s 
sawmills? Much of that metal could be directly traced to 
nails or spikes used by deer hunters. 

The message for me – Back off!!! Instead, we stood our 
ground; and by the end of that season, deer stands built in 
violation of the policy were a rarity. 

Life Lesson: Persistence does pay. 

“Seeing ourselves as others see 
us would probably confirm our 
worst suspicions about them.” 

— Franklin P. Jones 
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Don’t Assume How Others Will Respond 

NOT ALL ARE BOUND BY COMMERCIAL AIR SCHEDULES 

As a good staff executive in a forest products 
trade association, you learn early to do 

everything you can to accommodate the schedules 
and needs of the “royalty” – the chairmen and chief 
executives of the forest products companies. 

We were putting together 
a session for the nation’s 
forestry school deans in 
conjunction with a National 
Forest Products Association 
meeting in New Orleans. 
The deans’ program was my 
responsibility.  We had the 
program complete with the 
exception of one last speaker, 
Mr. Tom Norris, then-CEO of Glatfelter Paper 
Company in Spring Grove, Pennsylvania. 

The program was to begin at 9:00 a.m. on a 
Tuesday morning.  I dutifully checked the airline 
schedules from the Pennsylvania area and 
determined that it wouldn’t be possible for Mr. 
Norris to get to New Orleans without flying in the 
night before.  Thus, I contacted the hotel to hold a 
room for him. 

With all my “stuff in order,” it was time to call 
Mr. Norris and discuss final details.  The call was 
going smoothly enough. He agreed to the program 
plan. He liked the speaking points I had drafted. 
But then, things took a turn when it came to travel 
arrangements. 

“Mr. Norris, I’ve reserved you a room at the 
hotel for Monday night, recognizing that it won’t be 
possible for you to make a one-day trip due to 
airline schedules.” 

“Carlton, not all of us are bound by commercial 
airline schedules. Cancel the room. I’ll fly in on 
Tuesday morning.” 

As I tried to fumble through a recovery with an 
apology, Norris countered,“Carlton, I didn’t mean 

for that to sound pompous. I do have access to a 
company plane, and I’ve found that I would rather 
get up at any hour of the morning and travel very 
late just to be able to sleep in my own bed when I 
can.” 

“A society can be affluent 
by having much or by 
wanting little.” 

— Marshall Sahlins 

Over the years I’ve had 
many experiences with the 
royalty that head forest 
products and other major 
U.S. corporations. Many let 
the power and perks go to 
their heads. Tom Norris 
didn’t. 

Life Lesson: If you assume that others will do 
things a certain way based on your own experiences, 
you will invariably be wrong. 
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“Complex environmental issues are easy 
compared to dealing with people.” 

— Carlton N. Owen 


