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Let’s face it, your Alaska fishermen have their choice of processors to
sell their fish to and you may not always be the processor offering top
dollar for their catch, so what can you do to keep them happy and
fishing for you? You may be surprised by how much people are willing
to sacrifice for better communication, clarity, and consistency. So,
even if you aren’t offering the highest dollar amount, you can make
sure you're offering the highest amount of communication, clarity,
and consistency and that can help you SEAI the deal [we had to]. And
it all starts with setting expectations around repricing.
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1. Set Expectations Around What Will Happen When the
Repricing Does

For your fishermen to stay happy fishing for you, they shouldn’t be wondering about
how they'll get paid and what the amount they'll get paid is based on. So, you need to

tell them what they can expect before they're left confused and concerned. You can do
this by explaining to your fishermen the following:

How do you determine your reprices?

The amount you pay your Alaska fishermen likely depends on the region, species, type
of fishing gear, and global market conditions - so tell your fishermen that! Maybe you
also offer bonuses for various chill techniques, delivery methods or are open to other
agreements to be made with specific fishermen - you should tell them that, too. Any in-
formation you can offer up front to your fishermen will help them put their mind a little

more at ease among the pricing uncertainty of waiting for the fish to be sold at whole-
sale, determining the final market price.

How do you pay your fishermen?

Equally as important as understanding how the amount they're being paid is deter-
mined, your fishermen should understand how they'll be paid. Should they expect a
check in the mail or do you offer ACH/direct deposit? Should they expect to have to pay
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their crew members themselves after being paid or do you offer split payments? Don't
leave your fishermen wondering.

2. Set Expectations Around When You Reprice

Once your fishermen understand how you reprice, you need to be clear about when you
reprice and therefore when they'll get paid. Provide clarity to your fishermen by explain-

ing:

When do you reprice & when do you pay your fishermen?

Do you make all your price adjustments at the end of the season when the market hits
or do you periodically reprice for a gear or chill type bonus in the middle of the season?
If you do periodic reprices do you pay your fishermen each time you reprice or all at
once? These are questions your fishermen shouldn't be asking because you should be
clear with them from the beginning about when they can expect to get paid. For exam-
ple, when your fishermen make a delivery they should know if they can expect a per-
centage paid to them upon that delivery and then the rest at the end of the season once
the price adjustments are made or if they should expect all payment at the end of the

season, after reprices.

3. Set Expectations Around Communication in the Meantime

Regardless of when your pay your fishermen, they shouldn’t be wondering why they
haven't heard from you or when they can expect to get communication from you next -
they should know. You should be clear with your fishermen about:

How do you communicate with your fishermen & when?

Communicating with your fishermen can mean notifying them of their current balance,
providing fishermen statements, communicating about items they may need and pur-
chasing them on their behalf, etc. For any type of communication, you fishermen need
to know how they can get a hold of you, when you'll be available, and when they can
expect to hear from you. For example, if you'll be providing them fisherman statements
they need to know how regularly they can expect to receive them, in what format, and
how they can reach you if they have questions about it. Or, if you offer fisherman loans
so your fishermen can be charged for purchases you make on their behalf during the
season before they've been paid, your fishermen should be aware of their loan balance
and that’s on you to communicate it with them.
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4. Set Expectations Around How They Can Get More Money
An essential piece of communicating with your fishermen is letting them know how they
can earn the most for the catch they bring you. You can do that be answering:

What bonuses and premiums do you offer your fishermen?

Imagine you got paid for a job after it was completed only to find out you could have
been paid more if you had done the job with different tools or using a different method.
You'd probably be pretty frustrated and if not, you're a better person that we are be-
cause we definitely would be! Well, that's what you're doing to your fishermen when you
don't let them know before they fish the premiums and bonuses you offer for certain
chill types, gear, delivery, etc. For instance, the first landings of the season traditionally
fetch the highest prices - so should your fishermen expect to get paid more if he or she
provides one of the first landings? Or, maybe you pay more for iced or RSW fish, or for
hook instead of net, or for chilled/bled or floated fish. If so, your fishermen should know
that before they fish so they know the expectations they need to meet to earn the most
- it's a great way to encourage them to keep fishing for you. And, if you're like us and like
a little healthy competition, maybe you rank your fishermen based on delivered weight
and pay out more to your top ranked fishermen, not only is that important to tell your
fishermen up front, it's a great motivator for them to keep delivering to you all season
so that all their delivered weight can be tracked with you, increasing the likelihood that
they'll rank number one.

Communication, Clarity, & Consistency Around

Repricing Are Key to Keeping Your Fishermen Fishing For
You

To offer your fishermen the most communication and clarity, you need to set expec-
tations around what will happen when you reprice, when they can expect to get paid,
how and when you'll communicate with them, and how they can actually make more
money when fishing for you. Then, once you've set these expectations, you need to
follow through on them in order to provide consistency. By being clear and transpar-
ent with your fishermen they're more likely to keep coming back (with more Alaska
seafood!).
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Repricing at the end of an Alaska fishing season can be daunting.
But, by following our four steps of best practices, this process can
get easier and more efficient year over year.
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Step 1: Audit Fish Tickets & Make Corrections

As the fishing season ends, it's time to figure out final prices so you can pay your fisher-
men and report for ADF&G purposes. But hold on! Before you start making price adjust-
ments, you need to audit your fish ticket data and make any corrections so that when
you do reprice, you know you're repricing the right tickets. For instance, maybe there
was an error made on a fish ticket that caused an applicable premium not to be applied
so if you were to reprice all tickets with that premium, that fish ticket wouldn't get the
reprice - AKA: that's an error that needs to be corrected before you reprice. While au-
diting your data is tedious (we're not going to lie), the time it can save you by catching
the error before you reprice is well worth the effort. If you have the bandwidth, maybe
consider auditing your fish ticket data on a regular schedule throughout the season so
the effort at the end of the season isn't as big.
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Step 2: Put Processes in Place to Avoid Recurring Issues &
Corrections

Once your audit is complete and you've corrected the errors you found, you should
inspect what needed correcting and put any necessary processes in place to avoid need-
ing those same corrections next season. Using our example from before, maybe there
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was a premium that was missed for some fish tickets because the person entering
the fish ticket data wasn't aware the premium was applicable, or maybe didn't even
know it was offered. To prevent that same thing from happening next season, maybe
you need to implement more training in the off season or create a premiums cheat
sheet documenting what premiums are applicable and when. Or, maybe you accept-
ed inconsistent Grade codes (i.e. inconsistent spacing and hyphen usage) throughout
the season just to get you through because changing procedures mid-season can

be too much. Well, now that the season'’s over, you have to find all versions of each
Grade, correct them for accuracy, report on them, maybe even reprice premiums for
them, etc. To avoid this happening again next year, you should create a requirement
that Grades be entered with the correct code and maybe even take it so far as to pre-
vent incorrect codes from being entered into your system at all.

Pro Tip: Using a system that can automatically apply premiums to fish tickets

that meet the criteria you set is a great way to reduce auditing needs and
have the peace of mind that your data is accurate!

Step 3: Determine Your Repricing Strategy & Reprice in Bulk
Determine what you'll offer for premiums and bonuses that you'll need to reprice
tickets based on, in addition to making price adjustments for the fish itself. For ex-
ample, maybe at the end of the season you decide to pay $1.35 for sockeye with a
$.08 bonus for bled sockeye in RSW only, $0.15 for sockeye chilled in ice or RSW, and
$0.05 premium for floated fish for drifters and a $0.15 bonus for chilling for set net-
ters, like Icicle Seafoods determined for their 2019 season. Or, maybe you're like Pe-
ter Pan Seafoods for their 2019 season and decide to pay set netters $0.25 for chum,
$0.15 for ice and an additional $0.05 for premium chill and no bonuses for bleeding.
Whatever you decide, make sure you adjust for these premiums and bonuses accu-
rately on all applicable fish tickets.

A good strategy to help make sure all your applicable fish tickets get repriced accu-
rately is to reprice all tickets for a single specie at a time. Instead of repricing fish
tickets individually, if you reprice all tickets for a single specie at a time, you'll know
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no tickets were missed for that specie, so long as you audited and corrected your data
accordingly. You should have a record keeping system that allows you to filter for all fish
tickets that meet the criteria of the specie you're repricing for in order to make this pro-
cess as efficient and accurate as possible.

Step 4: Pay Your Fishermen

Once your repricing is complete, it's time to pay your fishermen what you owe them. Be-
fore the season began, you should have determined how you would pay your fishermen
- i.e. via check, ACH/direct deposit, etc. Now that it's time to pay them, make sure you do
it in a timely manner, with a statement of the balance they're being paid that illustrates
what they're being paid for, and via the method you previously agreed upon.

Pro Tip: Offering ACH/direct deposit payment for your fishermen can be a
great motivator to fish for you instead of a competitor that doesn’t offer it
because it means your fishermen can get paid sooner and avoid having to

wait for a check and getting to a bank to deposit it since they’re out at sea.
Also, offering split payments can also be a great motivator to fish for you
because it can alleviate some of your fishermen'’s stress around paying their
crew by offering to do it for them!
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Streamline Your Fisherman Payment Operations

As an Alaska Seafood Processor, you want to be the best option to fish for so your
fishermen keep coming back and understanding what they deal with can help you
achieve that. So, before you decide on your practice for paying your fishermen, con-
sider their perspective.

AN orthScope
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Consider Your Fishermen’s Perspective

Your fishermen'’s responsibilities go far beyond simply catching seafood and deliver-
ing it to you, as do their stresses. Regardless of when they'll get paid, your fishermen
have to fork out the money for taxes, fees, permits, maintenance, etc., which is es-
pecially taxing (pun intended) when you consider the fact that your fishermen can
never be certain how much money they'll make in any given season until the money
is in their hand - or bank account. In addition to the patience and uncertainty they
must have, your fishermen have crews to manage and crew shares they have to pay
out from what they make on their catch. Essentially, your fishermen are managing
their own businesses so whatever you can do to take things off their plate can set
you apart from the competition by better serving your fishermen. One way you can
do this is by streamlining your payment operations for fishermen.

Streamline Paying Your Fishermen

Considering the above, we've rounded up your good, better, and best options for
streamlining your fishermen’s payments.
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Good

Your simplest option for paying your fishermen is to cut one big, fat check to the cap-
tain/paid fisherman and let him/her be responsible for paying out the crew shares
manually. While this option is simple, it's not exactly the most helpful for your fisher-
men since they still carry the brunt of the responsibility. However, they're still getting
paid so that makes this a good option, especially if you implement our pro tip below
of offering ACH/direct deposit for your fishermen to get their money sooner.

Better

A better option for your fishermen is for you to write multiple checks to cover the
crew shares and pay the fisherman, all of which affect the captain’s/paid fisherman’s
balance. Then, you would mail the payments for each crew member on the fisher-
man'’s behalf. You can also offer the option to pay the fisherman less than he/she is
owed and use the rest as a line of credit so the fisherman and his/her crew don't run
up a balance when they go back out on the water.

While this option takes a lot of responsibility off of your fishermen, making them hap-
pier, it means you have a lot more record keeping to do. For example, you’'ll need to
manage the paid fisherman’s balance, you'll need the information for crew member’s
payments, you'll need to know the amounts to split, etc. Plus, there's the added com-
plication of crew members potentially switching boats so if you don’t keep a clean
record of who you paid and when, you won't know whose balance should be affected
by paying out the crew member since they have fished under multiple fishermen.

@ NorthScope” MyFoodSoftware.com
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Best

Because the better option adds a lot of responsibility to your plate, the
best option is to let NorthScope do the heavy lifting for you. NorthScope
can help you:

Track individual fisherman balances with ease

Print and distribute Fisherman Statements that are easy to under-

stand

Conveniently access all fishermen transactions

Pay fishermen with checks or ACH/Direct deposit

Split payments to cover crew wages

Track individual loans to fishermen

Charge interest on fisherman loans

Print and distribute loan statements

Apply payments to fisherman loans

Apply Fish Ticket balances to fisherman loans

Record purchases from fishermen with Fish Tickets

Record sales to fishermen

Transfer balances between fisherman accounts

Issue Purchase Orders to fishermen

Charge fishermen directly for AP purchases

Record payments from fishermen

Record sales made by tenders to fishermen

And more!
Whether you choose our suggested good, better, or best option - or some-
thing else entirely - for streamlining your fisherman payments, remember
that the best practice is to treat your fishermen like the business owners
they are.

 NorthScope’ MyFoodSoftware.com



When it comes to finalizing fish tickets post-season and accounting for bonuses and
adjustments, these post-season price adjustments can be daunting. In order to report
your purchasing and processing activities by the time it's due on April 1st, you have

to dedicate the time to deciphering the post-season adjustments and making them,
which can be significantly tedious due to the need to be extremely accurate with po-
tentially unreliable data, all while managing expectations based on original forecasts.
In order to help you with this overwhelming juggling act, we've detailed these three
challenges of Alaska Seafood Fish Ticket repricing and provided some suggestions to
make these challenges a little less challenging and a lot more manageable.




NorthScope The Complete Fish Ticket Repricing Guide for Alaska Seafood Processors

Challenge 1: Time

So much to do, so little time.
When it's time to figure out the price adjustments that need to be made and the bo-

nuses that need to be added and then follow through with them, you may just realize
how tedious and time-consuming this process can be. For example, you must filter
out each unique set of fish tickets requiring specie reprices, chill type bonuses, etc.
and then apply the adjustments. Then, once those price changes are made, you need
to make sure they've accurately affected your fishermen'’s balances and then pay out
your fishermen and potentially their crew.

Solution: Get more time in your day.

If you're manually tracking or juggling multiple systems to track your fish tickets, fish-
ermen balances, payments and more then this process can become significantly lon-
ger than it needs to be. The solution? Stop the manual tracking! Between chill types,
gear codes, specie IDs, stat areas and more, there are a lot of data points you need
to keep track of on your fish tickets in order to make the correct adjustments when
post-season repricing begins. That also means a lot of data to sift through in order to
find the right fish tickets to reprice to then manually adjust fishermen balances and
pay out. Instead, by using a system that specifically supports Alaska Seafood proces-
sors, you can alleviate a lot of manual work (and therefore save time) as the system
can track, sort, filter, apply, pay, and integrate at the click of a button.

Challenge 2: Accuracy

So much data, so little reliability.

In addition to the time it takes to manually sift through data in order to find the
correct fish tickets to adjust post-season, there’s the added uncertainty of is the data
you're relying on to determine which fish tickets to reprice actually accurate? Was the
correct gear code entered at the dock? What about the specie ID? Did the fisherman
really use ice to chill his catch? The accuracy of this data is essential to making the
right adjustments, so you need to be able to rely on it because once the money is
gone from paying out an adjustment, you can't get it back.
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Solution: Get data you can trust.

Unfortunately, you can't guarantee the data is accurate if someone entered the wrong
code for a specie or the wrong gear type. However, you can use a system that will check
your data to make sure it's relevant and within standards. Additionally, you can use a
system that will track the net change from a reprice before it's done to verify its accuracy

as you can check to see that the amount difference is what you expected to see.

Challenge 3: Forecasting

So many expectations, so little transparency.

Before you even get to making adjustments and repricing your fish tickets, you have cost
expectations influenced by run forecasts and harvest projections while your fishermen
also have expectations on how much they'll likely get paid based on these same metrics.
However, forecasts and projections aren’t always accurate, just like your chum/red split
projection may differ from your actuals, and that means you have to manage expecta-
tions as best you can. By managing expectations you can do your best to avoid angry
fishermen at the end of the season who didn't get paid what they were expecting to get
paid or, in the worst case, broke even or now owe you! So how do you manage your ex-
pectations and your fishermen’s? Through the transparency offered by tracking your real
time data.

Solution: Get to tracking.

It's easier to manage expectations when the expectations are rooted in reality. In order
to establish those roots, you need a system that can track real time balances so you can
see how close or how far you currently are from original projections and you can keep
your fishermen informed as to what they can expect based on these real time numbers.
With a system that tracks real time balances, including total fish received, fishermen bal-
ances, transaction history, and more, you can make better informed decisions and set
clearer expectations for yourself and your fishermen.
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Make the
challenges less
challenging.

With the challenges of
time, accuracy and fore-
casting, fish ticket repric-
ing can be a drag. But,
with a system like North-
Scope that was built spe-
cifically for Alaska Sea-
food processors, you can
make these challenges

a little less challenging
with solution that allows
you to get more time

in your day, get data

you can trust and get to
tracking.
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