


the transfer of goods and services between parts of the
business from cost-based transfer pricing to market-
determined prices. This action removed the subsidisation
by one part of the business for another part, and
facilitated value alignment between industrial sellers of
timberland and institutional buyers.

Wood processing companies that sell timberlands have
also come to realise that fibre security is available through
contractual arrangements and does not require direct
forest ownership. Institutional investors welcome the
prospect of a certain level of demand at market prices for
at least a proportion of their available wood supply, so
there can be a mutual benefit to both seller and buyer in
reaching agreement on an ongoing wood supply.

But the main driver for industrial forestry companies
now seeking to sell their forest is the recognition that for
an integrated corporate the plantation ownership business
is a very different business to the processing and
marketing of wood products. Timberland investment is
both long-term and capital intensive, but has relatively
low risk and generally stable returns. Timberland
investment therefore has the propensity to be a "balance
sheet" driven business. By contrast, the management of
processing and its associated marketing and logistics is
an "income statement" business. Processing and
marketing of wood products is management intensive,
and can be severely impacted by short-term competitive
factors that increase risk and the volatility of investment
returns.

Advantages of TIMOs over corporates

Institutional investors invariably have two major
advantages over corporates in their management of
timberlands, and thus their ability to generate investment
returns from the asset. Firstly, institutional investment
israrely leveraged. The absence of debt mitigates stresses
on the business that could otherwise arise during periods
of poor cash flow from adverse markets; or even peaks
in tending expenditure, such as a concentrated period
of pruning expenditure. Secondly, U.S. institutional
investors generally are exempt tax on distributions they
receive from tax paying businesses. The growth of
TIMOs has been greatly facilitated by their non-leveraged
positions and the tax obligation status of their U.S. clients
on qualifying distributions.

TIMOs have a great flexibility in structuring
transactions with the sellers of timberland. The deal
can involve all of an entity's plantation estate, or only a
defined proportion. Partitioning can be by geography,
land tenure, species, maturity or other selected criteria.
The transaction can be for land and timber, or a forestry
right over the trees only. Replanting and tending
obligations can be retained by the seller or pass to the
TIMO. Ongoing management of the property can be
contracted back to the seller, else awarded to a specialist
management services provider. A wood supply
agreement can be negotiated covering all or part of the
woodflow, and applicable generally or across certain log
grades only. The array of options is very wide and
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constrained only by the seller's requirements, the TIMO’s
need to meet its client’s wishes and investment hurdle,
and the creativeness of the parties involved, subject
always to the approval of their respective (and
expensive!) legal counsel.

Country criteria used by TIMOs
The criteria considered by a TIMO when investing in

any country, including New Zealand, includes an

assessment of:

* Relative risk. What is the political and economic
stability of the country, and what is the legal and
ethical framework that governs business conduct
in the country?

* Land tenure rights. Is security of the title and
certainty of occupancy available if the investment
includes the land?

* Business environment. Are central and local gov-
ernment supportive of the forest industry in their
application of legislation, taxes and regulations; or
at least neutral between industries?

* Price drivers. Is the price for stumpage driven by a
deep and competitive market place, or can it be
constrained and/or manipulated by other players
for their own purposes?

* Currency exposure. What is the revenue and
cost currency, and are they the same as the cli-
ent's reporting currency? Should a currency hedg-
ing strategy be implemented for all or part of the
Tevenues?

* Global competitiveness. Includes the quality of the
infrastructure available, the availability of a qual-
ity workforce, and access to world timber markets.

Not surprisingly, given the levels of TIMO interest
and actual investment, the New Zealand market stacks
up well on all counts with the important exception of a
lack of scale to the domestic market. If New Zealand
were to lose competitiveness as an exporter of products
due to, say, currency level or barriers to trade; then this
would also impact negatively on the forest industry and
deter the TIMOs from continued investment.

As investment advisors, TIMOs will allocate that
portion of their client's capital dedicated to the timber
asset class to the available global opportunities based on
their relative risk/return profiles at the time. Timber assets
have proven to be an attractive investment opportunity.
Investors advised by UBS Timber Investors have earned
a net IRR of 7.3% per year since inception of its first
fund in 1987. Investment funds that have gone full cycle
over a 10 or 15-year term have earned net IRRs ranging
from 7.5% to 13.7%.

Advantages of TIMOs for the forest industry
The presence of an active TIMO industry in New
Zealand brings a number of important structural
advantages to the forest industry:
* Firstly, the new capital injected to purchase the trees
allows the seller the option of further investment in



processing and market penetration, alleviating con-
cerns over the supply of capital to process the 'wall of
wood’ opportunity. Other options exist for the re-
leased capital, such as in a recent example where a
capital distribution was made to the shareholders in
a public company following the sale by the company
of forestry rights to institutional investors.

* Secondly, markets are more transparent because TIMO
investments are rarely leveraged, so they can respond
to market signals in their harvest planning without
the necessity to meet cash flow hurdles or other cor-
porate or bank imposed constraints by harvesting at
an inappropriate time.

* Thirdly, TIMOs expand the number of suppliers of
stumpage and/or logs to the open market. Though
the seller may negotiate a wood supply contract such
commitments will not extend to the full woodflow
available. The availability of open market wood in all
grades to all processors adds to the competitiveness
and depth of the wood supply market in New Zea-
land. UBS Timber Investors is the largest TIMO in
New Zealand with a current gross area of 115,000
productive hectares and associated woodflow of some
2.1 million cubic metres per annum. These assets
represent a significant market volume from a now in-
dependent and non-integrated supplier. This allows
independent processors who specialise, say, in ex-
tracting value from pruned logs, to expand their capi-
tal investment with the assurance that an independ-
ent and sustainable supply of quality logs will be
available to the most efficient competitors.

* And fourthly, TIMOs are generally small and focused
organisations staffed with specialists. TIMOs gener-
ally contract the services that are needed to manage
and market the assets they control. UBS Timber In-
vestors prefers such contract arrangements, and for
our New Zealand properties contracts the day-to-day

management either to the joint venture partner, or
the vendor or to independent forest management
companies. Particularly in New Zealand, this has
assisted the emergence and sustainability of serv-
ice providers in such areas as forest protection and
management, harvest planning and execution, mar-
keting and appraisals. The forest industry in New
Zealand is richer for the energy and commitment
from these independent service providers.

In creating these advantages to the forest sector in New
Zealand, TIMOs also bring with them certain disciplines
that need to be understood. TIMOs represent their clients
and are absolutely focused on realised investment returns.
Whilst the early years of the TIMO industry may have
included some transaction-driven individuals, the
standard now is for a disciplined team approach focused
on the financial risks and outcomes of the proposed
transaction. Investment return must be driven by the
realised cash flow and not rely on appraised valuations,
which can be erroneous. Historically, over-reliance on
appraisal value has masked the true volatility of
timberland investment and has led to inappropriate
management strategies. TIMOs have no interest in
rescuing those companies that have chosen to overvalue
their plantation assets.

The TIMOs have landed! New Zealand has provided
an attractive geography for forest investment, but it is
not the only one available to the global investment
management industry. The New Zealand forest industry
must continuously improve its global competitiveness
else the capital will flow, very freely, to other countries
offering a better matrix of risk and return. The New
Zealand forest industry has a constant challenge to ensure
the TIMO partnership continues. I personally hope that
this challenge is accepted.

Bigger role for smaller growers

Denis Hocking*

ostland based primary industries would appear
Mto have a fair bit in common. You grow things,

then harvest, process and market them.
Regardless of whether the product is wood, milk, meat,
wool, or arable crops the basic theory is much the same.
Soitis surprising that the commercial structures for these
industries are so different. In forestry vertically integrated
companies seem to have been accepted as the dominant
industry players, while farming has always been based
on the family farm, but with markedly different
processing and marketing structures beyond the farm

* Denis Hocking is a long time, second generation, farm
forester. The opinions expressed in this article are
those of the author and not necessarily those of the
NZ Farm Forestry Association.

gate for the different products. If you are looking for
parallels, the New Zealand dairy industry and parts of
the Scandinavian forest industry might be the closest.

While New Zealand pastoral industries have seen
numerous examples of farmers owning the processing
and marketing sectors, mainly through cooperative
structures and with varying levels of success, we have
not seen successful examples of processors owning the
farms. Indeed, corporate farming structures in New
Zealand, have, almost without exception, failed (is
Landcorp really a corporate?) and the family farm
structure has continued, sometimes with quite a few bells
and whistles. The reason might be debated, but I believe
key reasons are the combination of motivation and
acceptance of capital accumulation as an alternative to
cash flow. In other words, land prices are too high to
ensure adequate cash flow returns.
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