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Forsite has used the approach described here in 5 TSA's to get results quickly (6-12 months) and with very little resistance.  We initially developed the process and tools while working with Licensees in the Merritt TSA when they needed to find an operating area for a First Nation who had been awarded replaceable volume (AAC) as part of an IFPA uplift request.  The existing licensees needed a transparent, equitable method for finding an appropriate amount of landbase for the FN and make sure they were not unfairly disadvantaged.

We have since successfully used the process in 4 other TSA’s to rebalance operating areas among existing licensees with the goal of equitable access to harvest opportunities.  The basic process is as follows:
1. Identify the 'mature available' volume on the landbase. Assumptions used to define this area/volume are developed through a series of meetings with all parties and are subject to consensus agreement or failing that, binding arbitration.  Baseball arbitration is used (no compromise – must pick one side of the other) to encourage the parties at the table to look for compromise themselves.  Our experience has been that arbitration is rarely used – its always better to find a compromise than risk losing (and it avoids additional costs).   Licensees are basically negotiating the outcome of the process (who gets or gives up area) at this stage before they really know where they stand so they are less ‘positional’ in their negotiations.   
2. Proportionately share this volume relative to AACs’.  The measure of equity is ‘years of mature volume’ (m3 in operating area / AAC).  Goal is to get everyone within an agreed upon tolerance of the TSA average years of mature volume.  Current operating areas are the starting point and change only occurs where licensees need to give up or get area to bring them into the tolerance.  Many other factors are considered by licensees who need to get or give up areas (species, terrain, haul distances, etc) but these are not part of determining initial equity as it avoids the debate around past practices.

All assumptions and negotiation guidelines are agreed upon before finding out where you stand.  The process requires a facilitator and someone to do the analysis work – Forsite has worked in both capacities in three TSA’s.  Once this agreement document is signed off then licensee-to-licensee negotiations start and the ‘have’ licensees must offer up planning cells to ‘have-not’ licensees who can choose to take them or propose alternatives.  Final trades are arrived at by negotiations between licensees or, failing that, binding arbitration.  Arbitrators are agreed upon prior to licensees finding out where they stand.  
Licensees giving up areas can protect areas of investment.  Investment in a planning cell can be retained by the current licensee or sold to the new licensee.

All assumptions can be tailored to fit the needs of the TSA.

Forsite provides a database tool developed to allow participants to game with moving planning cells between licensees and immediately see how the numbers change.
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