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In 2004, U.S. consumers spent $5.2 billion purchasing bottled water while the government only
invested 5 percent of that amount to purchase critical watersheds, parks, and wildlife refuges-
systems vital to clean water and healthy environments. How can we reverse the direction of such
powerful economic forces?A group of dedicated business-people-turned-environmental-
entrepreneurs is pioneering a new set of tools for land conservation deals and other market-
based strategies. These pragmatic visionaries have already used these methods to protect
millions of acres of land and to transform the practices of entire industries. They are transforming
the very nature of conservation by making it profitable.Drawing on his vast experience in both
business and land conservation at The Nature Conservancy (TNC), William Ginn offers a
practical guide to these innovative methods and a road map to the most effective way to
implement them. From conservation investment banking, to emerging markets for nature's
goods and services, to new tax incentives that encourage companies to do the "right" thing,
Ginn goes beyond the theories to present real-world applications and strategies. And, just as
importantly, he looks at the lessons learned from what has not worked, including his own failed
efforts in Papua New Guinea and TNC's controversial compatible development approach in
Virginia. In an era of dwindling public resources and scarce charitable dollars, these tools reveal
a new, and perhaps the only, pathway to achieving biodiversity goals and protecting our
lands.Conservation professionals, students of land conservation, and entrepreneurs interested
in green business will find Ginn's tales of high-finance deals involving vast tracts of pristine land
both informative and exciting. More than just talk, Investing in Nature will teach you how to think
big about land conservation.

"Over the last forty years, one thing that has become clear is if we can line up environmental
protection and economic incentives, we can make enormous progress. This book provides a
blueprint for how to do that and thus should be read by everyone concerned with a strong
economy and a clean environment." --William D. Ruckelshaus"The global scale of current
environmental challenges requires us to blend business savvy with conservation strategies.
Investing in Nature shows what can be accomplished when entrepreneurs and conservationists
collaborate to tackle some of the most difficult issues like climate change and sustainable
development." --Henry M. Paulson, Jr"With increasing pressure from development, land trusts
will need to make new friends and find new approaches to protect natural areas before it is too
late. Investing in Nature is a tool box loaded with powerful ways to engage business capital in the
work of land conservation. If you are looking for creative, new ways to save land, read this book!"
--Rand WentworthAbout the AuthorWilliam Ginn is a business strategy consultant who has
served in senior leadership positions in both non-profit organizations and businesses.After



graduation from College of the Atlantic with a degree in Human Ecology, he served as Executive
Director of the Maine Audubon Society. He was the first citizen chair of the newly established
Maine Pesticide Control Board and was appointed by the governor to the committee responsible
for removing Maine's billboards. He received an Honorary Doctorate in 1980 from Unity College
for his work on behalf of Maine's environment.In 1983, he founded Resources Conservation
Services Inc., a business that manages recycling programs for industrial clients, the paper
industry and electric utilities through New England and New York. The business was twice on
the INC 500 list of fastest growing companies, and he received the Governor's Award for
Business Excellence in 1990. During this period, he was also a founding board member of
Maine Employers' Mutual Insurance Company, now the largest workers insurer in Maine.In 1996,
after selling Resource Conservation, he and his family moved to New Zealand, where he worked
for the Nature Conservancy's Asia and Pacific program. After returning to the U.S., he managed
large forest conservation transactions for TNC, which he chronicled in his book, Investing in
Nature (Island Press, 2005). In 2008, he was appointed Chief Conservation Officer, responsible
for all conservation programs across 35 countries and 3,000 employees. In 2014, he became
Executive Vice President of TNC and, among other accomplishments, established a new
program in India and founded NatureVest, a partnership with private investors that has brought
over $200 million dollars of investment into conservation problems worldwide.After leaving the
Conservancy in 2018, he became a business strategy consultant. He serves on the Board of the
Davey Tree Company, a $1 billion green industry service company, and works on projects for
clients from Maine to India.Excerpt. © Reprinted by permission. All rights reserved.Investing in
NatureCase Studies of Land Conservation in Collaboration with BusinessBy William J.
GinnISLAND PRESSContentsAbout Island Press,Title Page,Copyright Page,Table of
Figures,List of Tables,Acknowledgments,Introduction - The Scale of Nature,Part I - Conservation
Investment Banking,1 - Partnering with Big Timber,2 - Debt for Nature: The Story of the Katahdin
Forest,3 - Bankruptcy and Biodiversity,4 - Investing with an Attitude,Part II - Creating New
Environmental Markets,5 - Carbon and Forests,6 - The Bank of Nature,Part III - Incentives,7 -
Greening Business,8 - Tax Credits for Conservation,9 - Incentives for Working Landscapes,Part
IV - The Path Forward,10 - If You Build It, Will They Come?,11 - Conservation at the Scale of
Nature,12 - Crossing the Divide,Notes,Bibliography,Index,Island Press Board of
Directors,CHAPTER 1Partnering with Big TimberThe record clearly shows that conservation
can't succeed by charity alone. It has a fighting chance, however, with well designed appeals to
self interest. The challenge now is to change the rules of the game so as to produce new
incentives for environmental protection, geared to both society's long-term wellbeing and
individual's self-interest.—Gretchen Daily and Katherine Ellison, The New Economy of
NatureWhen rumors of a gigantic sell-off of forestlands by International Paper (IP) reached the
state capital in Concord, New Hampshire, it set off alarm bells in Governor Jean Shaheen's
office. At nearly 4 percent of the entire state, such a land sale was bound to get attention, and
New Hampshire's fragile North Country economy was already suffering. Months before, the



paper mill complex in Berlin and Gorham had filed for bankruptcy and was shuttered. For the first
time in a hundred years paper machines stood idle, putting one thousand mill and forest workers
out of jobs and undermining the local economy. The timing of a sell-off could not have been
worse.Working quickly, the governor and the state's powerful senior U.S. senator, Judd Gregg,
arranged for high-level meetings at IP's Stanford, Connecticut, offices. Still a major land and mill
owner in the Northeast, IP recognized that the political fallout of not working with the state would
be significant so they gave their grudging agreement to a few months' stay. A consortium of
conservation groups, led by the Trust for Public Land (TPL), was designated by the state to lead
the negotiations.At a property valuation of over $30 million, no conservation group had nearly
enough money to buy the land alone, and certainly the state, embroiled in an intense debate
over education funding, was in no position to front the money. What's more, the communities in
the region were wary of conservation groups that might undermine the already suffering forest
economy by reducing forest productivity or reversing the long history of public use for
snowmobiling and hunting.What could have been a protracted conflict over the future of the
property, however, evolved into a remarkable partnership that met both the needs of the local
community for a solution honoring the long tradition of a forest-based economy, and the interests
of the conservationists in protecting the property's biodiversity values. The key partners in this
effort were a private investment group managed by Lyme Timber Company; the Society for the
Protection of New Hampshire Forests, a savvy and capable statewide conservation group; The
Nature Conservancy (TNC) with its focus on reserves and biodiversity; and the TPL, with its long
experience in developing recreation access and insuring sustainable management of working
landscapes.TPL proved a good choice for managing the exhausting negotiations. Working with
the community was at the heart of the challenge in northern New Hampshire. For the past
decade the TPL under the leadership of Will Rogers has been shifting its focus from "doing
deals" to embracing land conservation as a way to strengthen and heal divided communities. As
Rogers observed, "We need to realize that the work is not about conserving places. It is about
conserving people and our fellow species in the web of life. It is about helping people find a
different way to live."Community members were conflicted. On one hand, they desperately
wished the whole thing would go away—they had become comfortable with the status quo and
feared that all of this outside interest would cause them to lose control over their livelihoods. On
the other hand, they recognized that change was inevitable and the communities had a golden
opportunity to shape their future. TPL's capable north country manager David Houghton and a
bright, articulate forester, Charlie Levesque, hired on as the local project manager, lived and
breathed this project for nearly a year, developing a relationship of trust with all of the parties.
This investment in understanding the community went a long way in keeping the political
coalition together that ultimately resulted in a multimillion dollar legislative appropriation and $12
million in forest legacy funding.When the deal closed in March 2003, Lyme had put up $12
million in private capital to purchase one hundred and forty-two thousand acres of working
forest; TPL had secured a working forest easement over the property, at a cost of about $15



million; and TNC had purchased twenty-five thousand acres as a wildlife management area for
over $5 million for later transfer to the State with TNC retaining a conservation easement. The
needs of the stakeholders for a sustainable solution that incorporated conservation shaped the
transaction, and each of the partners benefited from the wholesale price negotiated with IP. But
above all, the private capital investment by Lyme made the economics of the deal
work.Engineering the financial components of the deal proved challenging for TPL, the
partnership's leader. Because of IP's timeline, the forest easement could not be negotiated
before the deal needed to close. At that point Houghton convinced Lyme to provide its money
upfront as a loan, with an agreement that the fee purchase price would be adjusted up or down
once the final easement was appraised. This proved beneficial because it took nearly two full
years for the details of the easement to be negotiated and for a final transfer of the easement-
encumbered land to Lyme. This saved TPL the cost of commercial borrowing, and bought time
in what otherwise would have been a nearly impossible schedule to meet. For its part, Lyme had
the comfort of knowing its inventory of trees was growing and that it would receive forest harvest
revenues during the loan period.The Connecticut headwaters transaction is not an isolated
example of working with private capital. Opportunities for conservationists to create these
partnerships are significant and growing. An unprecedented sea change in corporate ownership
of working forests has resulted in millions of acres of land that have suddenly become available
for purchase. In some states, the challenge has been extreme. In dozens of huge transactions in
Maine, over 35 percent of the entire state has changed hands in the last five years. This crisis of
opportunity has been the crucible in which many interesting new conservation agreements with
private capital have been forged. The strain on the resources of conservation groups and
government has made working with private capital an imperative, not an option.Since the early
1990s another reality has emerged. Over $20 billion has been invested in timber investment and
management organizations (TIMOs) and real estate investment trusts (REITs). In 2003 alone,
these new alliances invested $4 billion, largely from pension funds and endowments, to
purchase 5.2 million acres of timberland in the United States. The creation of these investment
vehicles is a fascinating bit of financial history. Until the 1980s integrated paper and pulp
companies owned most of the large commercial forest estates in this country. The land was
viewed as essential to the supply of fiber to their nearby mills. A few major companies began to
realize that they had a huge asset in their timberlands, yet they were being managed by mills
interested only in reducing the costs of operating the forest holdings, not in increasing their
profitability. IP and Georgia Pacific were among the first to set up their forestland holdings as
separate business ventures and to expect both the mills and the forests to make a profit.Two
significant trends emerged with this seemingly subtle change in management strategy. First,
forest managers could no longer look to the mills for investment cash—they had to manage the
forests to make money. Quietly, some began to sell off nonstrategic assets that were too far from
markets or unproductive as tree-growing land. And, of course, selling land, especially lakeside
property, to developers also generated profits without cutting significantly into the harvestable



wood supply.Secondly, mill managers, freed of buying fiber from themselves, began to find that
in a global marketplace, pulp from overseas and fiber from other landowners were often
cheaper. Senior managers at the major forest products companies began to question openly
whether maintaining their own fiber supply made any sense. Why not buy fiber or pulp from the
cheapest source and thereby increase company profitability and shareholder value?When
Hancock Life Insurance Company put together the last piece of the puzzle, the ownership
transition began in earnest. The insurance company formed Hancock Timber Resources, thus
putting its financial stamp of approval on a new way of owning timberlands—limited
partnerships. The genius behind this idea was the recognition that the traditional paper
companies pay high taxes at the corporate level and shareholders paid taxes again when they
received dividends, resulting in tax inefficiencies for corporate landowners. By forming limited
partnerships, "passive" tax-exempt investors such as pension funds, university endowments,
and foundations could own interests in forestland directly. The profit for businesses owning
forestland jumped by the amount of the tax savings—as much as 20 to 35 percent. And no more
trees need be cut. Almost overnight these huge sources of capital began to look for limited
partnership investments in timber.Tax-saving benefits began to play a big part in the creation of
REITs. REITs were originally set up to allow real-estate owning companies to sell shares on
stock exchanges. Like limited partnerships, the ultimate recipient of the income, not the REIT,
pays the tax. The objective of early REITs was to attract investment capital for commercial real
estate—shopping centers and office buildings—but a group of astute businesspeople at
Burlington Northern Company, a land rich railroad company, realized the REIT approach was
equally applicable to owning forestland. Shareholders would have tax advantages such as
limited partnerships, but also be able to simply sell or buy stock on the market without selling the
forestland to get their return. Today, the successor corporation to Burlington Northern, Plum
Creek, organized as a REIT, is the largest private timberland landowner in the United States,
owning over 8 million acres. Thus, with powerful new tax structures and increasing recognition in
the traditional paper industry that fiber supply and land ownership were separable, the race for
America's timberlands is on.Five years ago none of the TIMOs or REITs would have appeared in
a list of the fifteen largest forestland ownerships, and today the major sellers to investors
continue to be traditional industrial landowners. IP owned 11 million acres in the year 2000. Now
it has been eclipsed by Plum Creek as the largest forest owner.One major difference between
traditional owners and the new investors is the relatively short time the investors intended to hold
their land. In 2003 new investors Plum Creek, Campbell and Hancock were the biggest buyers
and the biggest sellers. With TIMO partnerships typically having a limited life of eight to twelve
years, the exit strategy is the sale of the land. Pension funds, the largest source of capital for
TIMOs, are required by law to return the highest profit to their pensioners, and that value is often
achieved by splitting up the land or developing high-value shore frontage.The industry is so new
that the conservation impacts of these secondary sales have yet to be fully realized, but we have
two good examples that suggest cause for alarm. In late 2002, Hancock Timber began selling off



five hundred thousand acres acquired for the California pension giant CALPER. This land was
bought in a handful of units over the years for CALPERs and was resold in dozens of blocks.
Similarly, IP has begun to act more like a TIMO in its sales of land. In 2003, IP created a new
company called Blue Sky that sold about 885,000 acres last year in an astonishing 548 separate
transactions. For conservationists these trends are troubling. As holdings become fragmented
into smaller and smaller blocks, development, liquidation harvesting, and conversion begin to
rise dramatically.Yet this very trend makes for extraordinary conservation opportunities. Unlike
the past when industrial owners spurned conservation organizations, the new owners look to
conservationists as major buyers of their lands. In fact conservation interests were the fourth
largest buyer of forestlands in the United States in 2003.The central problem for
conservationists is to avoid being a retail buyer of small parcels at a premium price while adroit
TIMOs, with access to far greater capital, pick up all of the large properties on the market, giving
them control of the properties' future. The solution is simple but not easy to implement.
Conservationists and their allies need to be prepared to purchase the large parcels that contain
properties of high conservation value within them. This allows conservation to control the deal
and to set priorities for the ultimate use of the property. But purchasing large properties can be a
daunting proposition. In 2003, the most expensive purchase of forestland was Campbell Group's
$401 million acquisition for Mass PRIM, a pension fund, and in that year there were ten other
transactions in excess of $100 million.Assembling the conservation capital to bid on these huge
projects is possible, as demonstrated by TNC's $35 million St. John purchase and the
Conservation Fund's $72 million/three-hundred-thousand-acre Champion International project in
New York, Vermont, and New Hampshire. Still, this is a daunting prospect for most land trusts
and has not been often repeated, partly because of the new model forged in the IP Connecticut
Headwaters transaction and dozens of similar deals. In these new joint ventures conservation
groups and private investors have purchased properties together, sharing the risks and benefits.
As in the Connecticut deal, working-forest portions of the properties, usually encumbered with
easements, are transferred to the investors while key conservation assets are retained. Both
parties get the benefit of wholesale transaction prices.In TNC's purchase of the St. John's
185,000 acres in Maine, private donors contributed the entire $35 million dollars. Today TNC
owns the full property and has a model demonstration forest project on ninety-five thousand
acres, with the rest in reserves, where biodiversity is the main management focus. The almost
identical scale purchase of the Connecticut Headwaters from IP cost $32.8 million dollars, but
instead of conservation footing the entire bill, private investors provided $12 million to purchase
timber rights, reducing by more than a third the conservation capital required. Here is a
comparison on the two transactions.In many cases the question of whether to buy it all or to split
the cost with private capital is academic. Without private capital, most land trusts will not be able
to take the financial risks in these huge projects. How these costs are shared is highly specific. In
the IP Connecticut Headwaters project, TNC wanted at least twenty-five thousand acres of
reserves—and was willing to raise the money. Thus the costs were more heavily weighted



toward conservation than a pure easement deal. The capital from private investors will be
determined by the income from forest harvesting, the timber inventory on the property, the local
markets for wood products, and the conservation restrictions on harvesting and
development.The IP headwaters transaction was preceded by a number of smaller but equally
interesting transactions such as TNC's Tug Hill project, sandwiched between New York's
Adirondacks and the eastern end of Lake Ontario. Tug Hill is well known for its heavy snows,
averaging three hundred inches of snowfall and fifty-five inches of precipitation annually. TNC
had long been eyeing a forty-five-thousand-acre parcel owned by Hancock Timber right in the
geographic bull's eye of this northern hardwood landscape. Tug Hill is also one of the poorest
regions in all of New York. While the Carnegies and Rockefellers lounge just over the Adirondack
border, Tug Hill has attracted few tourists and even fewer philanthropic dollars over the years. To
make this purchase work, it was critical to use conservation dollars efficiently and to attract
public funds.(Continues...)Excerpted from Investing in Nature by William J. Ginn. Copyright ©
2005 William J. Ginn. Excerpted by permission of ISLAND PRESS.All rights reserved. No part of
this excerpt may be reproduced or reprinted without permission in writing from the
publisher.Excerpts are provided by Dial-A-Book Inc. solely for the personal use of visitors to this
web site.Read more
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John Matel, “The new conservation makes even more sense today than when this book was
published in 2005. “Investing in Nature” was published in 2005, i.e. more than ten years ago. It is
useful to remember that, since some of the ideas in it are now more mainstream than they were
back then and we need to appreciate it in its time. Books like “Nature’s Fortune” (2013) have
since laid out the case that we can and should integrate profitable human activities with nature
and well-made documentaries such as PBS’s “Earth: a New Wild” or BBC’s “Earth: Human
Planet” have made popular, at least among those who consider such subjects, the of long-term
sustainable human activity complimenting nature, not opposing it. On the other side, E.O.
Wilson in his latest book, “Half Earth” rejected the idea calling it the “new conservation” and
evidently considering that a pejorative term.In “Investing in Nature,” William J. Ginn embraces the
fact the humans will be involved in conservation. He recognizes that communities are arranged
around economic systems and we cannot defeat human nature. The way to conserve nature,
therefore, is the use the human systems. Commerce, with the proper incentives, is the best was
to secure a sustainable environment. You can see why this sort of thinking might be considered
apostasy by the hand-off or deep green environmental movements that usually considers
humans generally and human commerce in particular to be the enemies of the environment. Let
me reveal my own bias. I am firmly on the side of Mr. Ginn.Mr. Ginn illustrates his point with his
own experience. Years ago, he was a leader int the movement to reduce solid waste in the State
of Maine by imposing a deposit fee on bottles and cans. Maine enacted a deposit law and
millions of bottles and cans were diverted from landfills. Very good. A few year he was trying to
grow crops on piece of land with very acidic (sour) soil. He knew that ash could be used to
“sweeten: the soil but needed a supply and found a source at a local mill. Things grew better.
The ash was a waste product and it cost the mill around $5 million to get rid of it each year. Ginn
formed a company to take this “bioash” and instead of being a solid waste product to be dumped
turned it into a product to be sold. His firm eventually had $8.5 million in revenues and recycled
over a million yards of waste each year. This was twenty-five times the volume of waste
removed by the bottle bill and a much more elegant and profitable solution to an environmental
challenge. Stuff you have too much of is both a problem AND an opportunity.The book features
other examples of working with human systems to conserve nature and improve sustainability.
By working with businesses, landowners and investors, conservationists can leverage much
greater resources than they could if they tried to use their own or the government’s money.
Maybe more importantly, they bring others in as enthusiastic partners, using their intelligence
and imaginations to think up innovative ways to improve sustainability rather than deploying
those same talents to finding ways to avoid regulation. It is a win all around.He quotes Will
Rogers from the Trust for Public Land who said, “We need to realize that the work is not about
conserving places. It is about conserving people and our fellow species in the web of life. It is
about helping people find a different way of life.”The book covers various methods of leveraging



resources to conserve nature, things like debt for nature swaps, tax incentives and grants and
various ways to make a working natural landscape profitable enough that it can stay in a
sustainable natural state. An interesting one is the “grass bank” that provides places for
ranchers to graze their cattle while parts of their land are being restored and/or allowing
ranchers to use grass banks at below market rates on the condition that the money saved go
into ongoing conservation efforts. Again, if you provide positive incentives, people figure out
ways to make them work. If you threaten or harass, people figure out ways to get out from under
the coercion. It works better when all are created.I was interested in the chapter on “partnering
with big timber” and Mr. Ginn’s explanation of how timber land ownership changed in recent
decades. I bought my first tree farm in 2005, and so was/am part of this. Until the 1980s, pulp
and paper companies owned vast tracts of timberland that they managed to supply fiber to their
mills. But they began to figure out that they did not need to own the timber in order to get the
timber. It was part of the general corporate divestment trend in the 1980s and they started to sell
off timber land.It also had favorable tax treatment for investors. Besides owning land outright,
investors could buy into Timber Investment & Management Organizations (TIMOs) TIMOs own
the forest land and manage it for fiber. The tax advantage is that the TIMO passes income
directly to investors and they pay the taxes. If the pulp and paper firm owns the land directly, its
profits are subject to corporate tax and then stockholders pay tax on their dividend, double
taxation of the same money. The TIMO has an advange over actually owning land in that
investors have somebody else manage the land. They do not need to put big money up front and
can buy and sell shares as they would a mutual fund.The TIMO and small landowner model has
significant environmental benefits and risks. On the plus side, TIMOs and landowners are more
likely to be innovative in their approach to the land. (In the South we have seen this applied to
tree genetics. The big firms were interested in this, but the tended to have a kind of monopolistic
slow pace. There are more players now and things are accelerating). On the other hand, there
is increased danger of forest fragmentation, as small parcels are divided. On the third hand (yes
three) conservation organizations can more easily approach landowners of ecologically
important parcel and persuade them to be better stewards of the land and/or buy land
themselves to manage. This latter is exactly what organizations like Nature Conservancy have
done. They own timberland and manage it sustainably, but still carry out harvest and earn
revenue that can support more conservation.Anyway, I recommend this book. It is still current
after more than ten years and you can get it for a penny (yes one cent) plus shipping of course,
from Amazon.”

Rocky, “Investing in Nature worth a read. I am new to the land conservation arena and found the
book readable and interesting. It was just as advertised, a collection of stories summarizing the
wins and losses, ups and downs, of different projects. Each story is nicely summarized with
bulleted learning points. I suspect a land conservation veteran would find the book very helpful
because it got into fancier and innovative partnership concepts that might appeal to the more



experienced deal makers.”

B McC, “A very good primer on land conservation. Recommended to me by a land conservation
professional, this book is an excellent primer on some of the various strategies pursued by
cutting edge conservation organizations. Balancing the needs of multiple constituencies, while
raising the necessary funds on a timeline is tough work, but the benefits often result in
permanent, thoughtful land use, rather than willy-nilly development that has carved up many
communities and habitats.”

J. Walsh, “Enlightening Book. By describing TNC actions involving large tracts of land, the
author illustrates the industry -- NGO cooperation that is required if we wish to take land
protection beyond the token tracts that are are the norm for actions using only conservation
funding.”

Randy P, “Good Book. Cases presented are excellent.”

Richard Henderson, “Interesting case studies. Not finished with the book yet, but an easy to
read and interested set of case studies on partnerships that have been successful in
conservation strategies.”

Mallory Marshall, “Use Your Head to Work with Your Heart. This is a book for people who are
ready to get very creative! Prepare to learn how to braid industry, energy, and conservation into
a plan for America's future. Bill GInn begins the converstation with a great and very practical
story about his own inability to grow food on his own farm in Maine because his soil was too
acidic. Lookiing for solutions led him to his discovery that the " cheap miracle" he needed was in
the waste product the paper mill in his own backyard was spending millions of dollars trucking
out of the state. From this beginning, he saw a new life for waste materials, and an industry
growing from it. Realizing he could do as much as an " eco-business man" than he could as the
head of Maine's prestiges Audubon Society, he launched on an odessy which will inspire and
ignite the interest of others looking for a new way to move ahead in our quest for a future for
America's Conservation Movement.Hooray for Mr. Ginn's documentation and careful focus. I
look forward to his future and his next book!”

The book by Jesús Hernández has a rating of  5 out of 4.5. 8 people have provided feedback.
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