
This lesson will help the  
group figure out how to  
find permits and quota. 

Preparation
Retrieve your strategic planning  
summary flipchart sheet. Print out 
enough copies of participant guide. 
Make sure equipment can play  
“Buying Quota” elearning/video. 
Prepare flipchart and markers for 
brainstorming activities. If your normal 
list of participants doesn’t include 
fishermen, invite some to attend 
the meeting to talk about the quota/
permit purchasing process and help 
the group determine what the fishing 
community wants/needs from  
the permit bank. Try to get a good  
representation of fishermen from  
several different fisheries, if possible. 

Visual
Pull up the “Buying Quota” video. 
Display the strategic planning  
summary sheet somewhere  
prominent in the room. 

Buying Quota
Orientation
Lead a discussion with the group about what it’s like to hunt for quota and permits in our 
area. Invite any fishermen present to talk about what it’s like on the ground. Explain to the 
group that even if we don’t have the capital to buy permits yet, it’s good to keep that  
process in mind and come up with a strategy for what, where, and how to buy. That way, 
when we do have capital, we can jump right into serving the fishing community through 
our permit bank. Introduce brief video outlining the basics of purchasing quota. Hand out 
participant guides, explaining that everything on there was covered in the presentation.  
Give participants a few minutes to review.

Key Points
Emphasize that we may have to think “big and broad” in our search — diversify our  
holdings by looking for permits in several fisheries, and asking a lot of fishermen and  
brokers if they’ve heard of any available.  

Practice
As a group, brainstorm (and record on a flipchart sheet) what the organization wants to  
buy and what our community needs. Make sure the fishermen have a chance to say what 
they think (and that the group listens to and respects that). Once everyone’s had a chance  
to speak and ideas have stopped flowing, ask the group to brainstorm who we might buy 
those permits from — or, alternatively, how we can find people who are selling those 
permits. Determine which participants have contacts with potential sellers or brokers  
and assign inquiries (and, if necessary, cold calls) to the group members.  

Debrief
Each participant who’s assigned a lead should report back to you in the next month on what 
they find. Then, draft an informal “prospectus” of available and potential deals (including 
asking prices, where applicable). Bring the prospectus to the next group meeting to discuss. 

Time 
2.5 hours
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