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In the real world, one requirement that
never changes is finding ways to help
your crews work more safely. That’s
why Altec tree care equipment is built
rugged, reliable and designed with
integral safety features. Our complete
line of aerial devices and wood
chippers is highlighted by our newest
machine – the Altec LRV60-E70. It
will help your crews work smarter and
more efficiently. This unit combines
75 feet of working height and smooth
maneuverability with the lowest cost
of equipment ownership in the
industry and unmatched financing
options. For tree care units that help
you work safer and smarter, call the
company that builds them – Altec.

Atlanta • Birmingham • Dallas • Denver • Indianapolis • Portland • West Palm Beach • Creedmoor, NC
Dixon and Pomona, CA • Elizabethtown, KY • Millbury, MA • Plains, PA • St.Joseph, MO • Roanoke, VA
Duluth, MN • Frederick, MD • Columbus, OH • Phoenix, AZ • Surrey, BC • Winnipeg, MB • Milton, ON
For more information, call: 1.800.958.2555 or visit: www.altec.com

The Lesser Pain of Lessons
Learned from Others…….
When I was little, I used to come home from school every day, do my homework at the kitchen table, and spend a lot of time talking with my Mom. We
were the old-fashioned family - you know, the kind that looked forward to
the Dad coming home from work; sitting down together to do one of the
most sacred things that communities can do together - eat and talk. It was
during those times together that I listened to my Dad talk about what was going on at the church or at
the State Mental Health Hospital. Dad was a two-career kind of guy; one who spent his entire life giving and serving others. Both of my parents are well-educated, graduate school leaders. While my Mom
worked as a Christian educator and later at a not-for-profit; she chose to spend most of her adult life
while I was a kid as a teacher - teaching me every day.
So what does my family background have to do with being out in the trees every day and running a tree
care company? Well, you see during story time every evening - not that we called it that - but that's
what it was; I had the chance to listen to stories of my grandparents; great grandparents; of daily life in
the work place; of community; of activities in a city; of trying to help other people. I learned vicariously. I had no idea that that was what I was doing; but it was. Every day, I learned how other people
tried out different things in their lives and whether or not they had worked. What is the advantage of
that? By learning from others' experiences, I didn't have to make the same mistakes. I'm not saying I
wasn't silly enough to make some of the same ones - but the key is that - I didn't HAVE to.
Coming into February 2004, the papers and news broadcasts have been telling a story - a story of disaster; a story of repetitive mistakes; a story of poor management; a story of lack of caring - real caring
about the people they worked with; a story of hubris; a story of mediocrity. I'm talking about the loss
of our space shuttle a year ago.
I learned that only 4 days after our fellow Americans blew up, 15 minutes away from touching the
ground and being reunited with their families, that the Columbia's former pilot, Col. Richard Searfoss,
left NASA. Here is why he left a career that he loved and the kind of professional achievement that
takes a commitment few of us ever give. I quote from the New Hampshire Sunday News, Feb 1, 2004:
"Coming up as a pilot, you learn very early on in your career - quite often it's by seeing one of your
buddies die - that complacency kills."
Let me repeat that:
"seeing one of your buddies die - that complacency kills."
When I read that, sadly, I thought of us. We can put out all of the videos that we want; certify and
accredit 'til we've run out of gold seals; hold seminars and work with OSHA every day of the year.
In the end, you're the person that matters. The day that you walk onto a job and you don't think that
your actions could kill yourself or your buddy THAT DAY - that this could be YOUR LAST DAY….It
just very well may be. "Complacency kills."
And the thing that kills me …..THAT is a pain we CAN prevent by lessons learned from others.
We DON'T have to have any more people die if we choose not to.
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TCI's mission is to engage and enlighten readers with the latest industry news and information on regulations, standards,
practices, safety, innovations, products and equipment. We
strive to serve as the definitive resource for commercial, residential, municipal and utility arborists, as well as for others
involved in the care and maintenance of trees. The official
publication of the non-profit Tree Care Industry Association,
we vow to sustain the same uncompromising standards of
excellence as our members in the field, who adhere to the
highest professional practices worldwide.

A Forestry Mower
Second To None.

C87FM Turbo Diesel Forestry Mower
This compact forestry mower features a rotor-style cutter head that shreds trees and underbrush
to mulch. The C87FM combines maximum performance and safety in a compact crawler design.
Special Features
I The C87FM features a heavy duty, rotor-style cutter head with fixed teeth.
I The C87FM maneuvers easily in confined areas.
I An optional skidder winch is available.
I The C87FM reduces trees and underbrush to mulch.

Rayco Earth Moving and Forestry Equipment
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Managing
Major Storms

By Michael Roche
hat do you do when a storm so
violent strikes that suddenly
your company gets 10 times
the phone calls seven days a week, and
everyone needs you right now? Nothing
can make a company totally insulated from
a major storm, but there are things you can
do both before and during a major weather
event to work efficiently and help as many
people as possible. No matter what, it’s
going to be hard.

W

“How can you prepare for chaos?” asks
Michael Zimmerman of Zimmerman Tree
Service in Lake Worth, Fla. “If a hurricane
hits, maybe my employees are devastated.
Maybe they lost a roof, and they’ve got a
family. They’re not coming in.”
Zimmerman was describing the total devastation from Hurricane Andrew that hit
southern Florida several years ago. The
hurricane’s epicenter was 60 miles south of
8

his office, but when he worked in the hardest hit areas he encountered the realities of
such a storm.
“Our county doesn’t have enough of
anything,” says Zimmerman, “whether it’s
tree companies, roofers, gas, electricians,
anything. You just can’t prepare for total
devastation.”
Zimmerman knew he had long tough
days ahead but he also had a plan. “I prioritized based on who I worked for before
and based on the severity of the job. During
Hurricane Andrew we worked primarily
for the South Florida Water Management
District and the city of Miami.”
Though Zimmerman hasn’t had a hurricane hit directly into his area he has had
many emergencies from what he calls, “Noname storms.” Here again he tries to
prioritize existing customers, who are mostly residential, and “I tell people they are
TREE CARE INDUSTRY – MARCH 2004

responsible for paying for the job and they
have to deal with the insurance company.”
Bernie Spigt of Northern Virginia Tree
Service says much the same thing. “We’re
already booked solid one month, so when
a major storm approaches, we just
cringe.” After Hurricane Isabel struck in
the fall of 2003, says Spigt, “It got to the
point where we only handled previous
clients. People calling from the Yellow
Pages just made us spin our wheels. We
usually let them go.”
Keeping customers happy is the hardest
part. He tries to perform a tree removal
triage over the phone. “The first thing we
ask is, ‘Have we worked for you before?’
Then I’ll try to just send someone over
with a pick-up and a saw and take the
emergency out of the job,” like clearing a
driveway. Otherwise, he may send a crew
with a crane to take a tree off a house and
put it on their lawn.

Zimmerman would agree. “People get
pissed off because they think you’re a buzzard ripping them off. They aren’t happy;
because at the end of the day it’s money
they weren’t planning on spending.”
Because of this Zimmerman and Spigt
don’t get real excited about storm damage.
They have developed a reliable clientele
over many years, and a storm disrupts their
routine. They may make a few extra dollars, but in the end their regular customers
have been pushed back, sometimes for
months.
“For our company, a storm is more problematic than an asset,” says Spigt. “Our
backlog is incredible because of it, but I’ve
written contracts in November (for regular
clients) that I still haven’t even scheduled.”
Zimmerman agrees – “I guess it all
depends on your temperament. Some people are into storm chasing, and God bless
them.”
Zimmerman and Spigt are located in
Florida and Virginia, respectively, but hundreds of miles further north in
Massachusetts, Mark Tobin, CEO of
Hartney Greymont Inc., says much the
same thing.
“We have a policy that when a storm hits
we take care of existing clients first,” says
Tobin.
This is especially so when a storm first
hits and Tobin sends two workers in a pickup with saws to clear a driveway. The crew
may get stuck in traffic from downed
power lines, and what should be a 20minute drive ends up taking an hour and a
half each way. So now someone has to pay
for three hours of travel time, for 10 minutes to clear a driveway, and it shouldn’t be
the tree company. “The regular client will
always be great; the new client will think
you’re taking advantage of them,” says
Tobin.
Tobin has an interesting angle when it
comes to storms. Being located in eastern
Massachusetts, his company is exposed to

When the panic is on, price doesn’t matter. But after you take a tree off someone’s house, suddenly, your value isn’t so
great. It is better to get paid at the time of service.

both hurricanes and ice storms. Hurricanes
arrive during the growing season and are a
nuisance. Winter ice storms and windstorms of moderate intensity are viewed
differently.
“Our regular clients are usually okay,”
says Tobin, because they have taken care of
their trees. Instead it becomes an opportunity to pick up new clients. “If you handle
it well, a storm can be a great opportunity;
if you don’t, you’re sunk,” he says.
“Let me tell you a story. In 1977, I got
out of college. I had worked for Hartney
Greymont during my vacations and was
expected to start on May 20th of that year.
On May 9th, one-foot of snow fell while
the trees were in full leaf. It damaged every
tree, at every house, in every town. By the
time I started on the 20th, the company had
doubled in size; two weeks later, we were
three times the original size. By the end of
the fall, we were in serious financial trouble.”
Tobin tells this story to emphasize that
storms possess the classic crisis and opporTREE CARE INDUSTRY – MARCH 2004

tunity situation. If you are prepared and
you get paid on time, you can do well. If
you handle a storm poorly, taking on lots of
new clients and trusting them to pay you in
a timely manner, then you can get into serious trouble. As Zimmerman points out,
“When the panic is on, price doesn’t matter. But afterwards, people (new
customers) are saying you gouged them.”
In other words, one month after you take
a tree off someone’s house, they have had
time to think about it. Suddenly, your value
isn’t so great, and they become reluctant to
pay. Better to get paid at the time of service
and avoid giving someone the opportunity
to rethink your value.
So how do you plan for a major storm
event? Well, it’s rather simple, as Chuck
Ouellette of Yards Are Us, in Falls Church
Va., points out. Ouellette runs two tree
crews, one with a crane. Even though he
saw the forecasts for a hurricane, “We didn’t do anything different to prepare for the
storm. Our modus operandi is the same
after the storm as before, because we do
this every day. Our saws are sharp every
9

day. We sharpen our chipper blades every
day. Our trucks are gassed every day.” In
other words, everything is ready no matter
what.
Paul Wolfe of Integrated Plant Care in
Rockville, Md., does add two major
points. He has worked in a few hurricanes
and points out that it’s important to fill
several five-gallon jugs with gas because,
“Where you’re going probably won’t
have power and so the gas stations won’t
be working either.” He also says it helps
to change the message on your answering
machine.

When responding for storm damage, be willing to take on new customers, but get a signed contract before performing
any work.
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Four months after Hurricane Isabel hit,
Ouellette is still buried. Seventy percent of
his work is still clean up. “We are just
beginning to carve into the work we had on
the books before the storm,” this in spite of
working 10 hours a day, six days a week.

®
Est. 1975

The Worlds Largest Mail Order Woodsman
Supplies Company - Selling at Discounted Prices.

Bailey’s new 2004 Master
Catalog is out and it’s jampacked with great items for
the professional arborist. To
get your F R E E catalog, just
mention source code N4A4
when you call.
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“California
a Special”
n Saw
Chain
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g Rope
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Huge 600’ Reel
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Arboristt Bars
14” Bar Only $15.95
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Fastt Cutting
g Chain
n
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Arborists

p Cutter
Greenteeth ® Stump
s and
d Tooth
h Inserts
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14” Loop Only $8.95
16” Loop Only $9.95

Echo ®® CS-341
Arboristt Chain
n Saw
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Chain Only $2 7 9.95

Call Bailey’s for all of your Arborist needs!
TOLL FREE 1-800-322-4539

www.baileys-online.com
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“If you work for residential customers,
storms are trouble,” says Jones, “but if you
work for utilities, storms are part of the job
and you expect it.”
He tries to schedule work so that 60 percent of a contract is finished by 50 percent
of the way through the year. That way
when a storm hits, they are ready to mobilize crews.

Take care of your existing clients first, then prioritize jobs based on 1) trees through the house and the house is leaking,
2) trees across driveways and walks, 3) trees on the house but not through it, and, 4) clean up.

Ouellette has a slightly different take on
dealing with new customers and storms.
He’s willing to take them on but first he
screens them to make sure they are serious.
Then he takes a pick-up to their house and
gets a signed contract. While he is traveling
between jobs he schedules his crews by
cell phone to take care of the most severe
cases first.

A company that works for utilities looks
at a major storm very differently than modest sized tree firms that work primarily for
residential customers. Jeff Jones is the
executive vice president of Nelson Tree
Service in Dayton, Ohio. His company
covers areas from northern New York to
Michigan, through the Midwest and down
to Louisiana.

“We can move over 300 crews in less
than 24 hours,” says Jones. “In the utilities
business it’s important to have a certain
critical mass.” It allows them to have a program in place to move efficiently, he says.
“We have a system to Pony Express cash,
because where we’re going doesn’t have
power, so bank cards and gas stations don’t
work.” Supervisors scout out towns with
power, which become the source for fuel.
In the direst situations they fuel up at the
utilities’ offices themselves. Those same
supervisors also find hotel accommodations for up to 400 personnel.
For a hurricane response, Jones says the
process usually goes like this:
1) They get a call of a severe hurricane
approaching the coast.
2) They call their current customers to
get released.
3) They send a crew to, perhaps,
Tennessee to wait until the storm passes,
“Because you don’t want your crew on the
coast when the hurricane hits.”
4) Coordinate with the utilities on where
to prioritize.
5) Get it done.

R
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Crews working for Nelson after storms
typically work 15 to 16 hours per day,
seven days a week. It is important to note,
however, that although 200-350 crews with
bucket trucks maybe mobilized, none of
them have chippers. The days are long, but
they are working two- or three-man crews
with one man in the air and the others on
the ground. No one is running a chipper or
dragging brush 16 hours a day.
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someone else.
In terms of hours worked, Nelson Tree
Service expects crews to work super-long
days, but, as stated, they rarely do clean-up
during storms (though back on their normal line jobs, most trucks travel with
chippers). It’s important to note that all
those spoken to for this article from residential companies stressed the need to not
overwork the crews. Most companies took
Sunday off; many took Saturday off, and
most tried to stop after nine, perhaps 10
hours a day.
Each company has its own way of organizing but all stressed a few key points:
• Take care of your existing clients first;
they are the ones who looked after you
before the storm and they are the ones who
will look after you years down the road.
• Prioritize based on 1) trees through the
house and the house is leaking, 2) trees
across driveways and walks, 3) trees on the
house but not through it, 4) clean up.

Work near energized lines should only be performed by E.H.A.P. trained employees.

Jones points out that, as the storm is
winding down, “Typically, we’re one of the
last released. The utilities tell us our crews
were the best. That tells me we are doing
something right. We are one of the leaders
in storm response. We pride ourselves in
responding rapidly on a large scale, working well with utilities, doing quality work,
and equipping people with the necessary
tools to succeed. And by tools I mean funding, equipment, experience, supervision
and communication to get the job done.”
Nelson Tree Service has prearranged
contracts that determine how much is
14

charged. When it comes to residential work
there are more variables. Typically most
companies say 30 percent to 50 percent
extra is fair. Anything above that and
clients would think they are getting
gouged, especially since you could be
making multiple trips to their home.
Customers have been known to quickly
spread the word that someone overcharged
in a crisis situation. Most tree companies
pointed out that the premium rate should be
based on the danger aspect, the amount of
machinery needed, the skill level, and
whether or not you might lose a present
customer because you spent time helping
TREE CARE INDUSTRY – MARCH 2004

Tobin at Hartney Greymont points out
that any of those visits is a great opportunity to pre-sell future work. If a tree split
apart during a storm and you left half, point
out that winter would be a good time to
take down the rest, or if can be saved, to
fertilize it in the spring. Look around the
property and point out other potential areas
of concern.
It’s good to hear stories like these,
because sometimes tree care company
owners might wonder, “Am I the only
company that gets calls from someone with
a tree on their house getting five estimates.” Obviously, everyone does and
smart companies have figured out how to
handle big storms and still get paid in a
timely manner.
In the end, when it comes to dealing with
storms, perhaps its best to heed the advice
of Michael Zimmerman, who says, “How
do you deal with a major storm? Well, how
do you eat an elephant? – One bite at a
time.”

CHECK THE ENGINE DECAL FOR AN “A” RATING
OR 300 HOURS; HERE’S WHAT IT MEANS:

How would you feel if you paid $500 for a
chain saw and found that the manufacturer
certified it to only 50 hours of useful life?

This durability makes Echo chain saws
the favorite choice among Arborists
and Tree Care Specialists worldwide. And
every Echo chain saw is confidently
backed with an industry leading one year
commercial warranty.

When you buy an Echo, you get premium
features such as light weight, superior
balance and exceptional power – in a chain
saw that’s certified with CARB and EPA to
their highest useful life rating – 300 hours.
That’s the highest possible “Emissions
Durability” and “Useful Life” rating.

So next time, “Grab an Echo” and get the
highest level of durability!

Call 1-800-432-ECHO for more
information or visit www.echo-usa.com.

* EDP is defined by CARB as “Emissions Durability Period.” EPA uses the term
“useful life,” which is defined as “…when engine performance deteriorates
to the point where usefulness and/or reliability is impacted to a degree
sufficient to necessitate overhaul or replacement…” (U.S. Government,
Code of Federal Regulations, Vol. 40, Chapter 1, Sec. 90.105, par. 5, §ii)
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Washington in Review
By Peter Gerstenberger

Attention Pesticide Users

Current regulatory activity could
impact the EPA’s ability to register pesticides
f your business uses any pesticide
product, then it could be in your best
interest to read on. Current regulatory activity could profoundly impact the
Environmental Protection Agency’s ability
to register pesticides. At stake is a potential
“fix” to a 30-year-old problem that has
already impacted many pesticide manufacturers as well as a handful of products used
in lawn care, landscape and tree care
operations.

I

Here is the issue in a nutshell: Enacted in
1973, ESA set up specific consultation
processes for EPA to follow, during the
registration process, in evaluating the
impact of pesticide products upon threatened and endangered species. Incidentally,
“pesticide product” is defined very broadly
under ESA. The intent of the consultation
requirements in the ESA legislation – getting federal agencies to share their
expertise and data – was laudable.

The U.S. Department of the Interior,
Fish and Wildlife Service and the U.S.
Department of Commerce, National
Oceanic
and
Atmospheric
Administration,
National
Marine
Fisheries Service, after coordination with
the EPA, are proposing joint “counterpart
regulations” that are intended to provide
flexibility in the ways that a federal
agency may meet its obligations under
the Endangered Species Act (ESA).

However, EPA found the details impossible to comply with, and so it simply
chose not to comply. An environmental
group learned of EPA’s non-compliance,
filed suit, and won an injunction that prohibited the use of certain products in buffer
zones around an endangered species’ habitat. Since the so-called “Washington
Toxics” case, there have been a string of
me-too lawsuits, and there is no end in
sight. That is, until now.

By creating counterpart regulations –
alternative procedures to the existing consultation process described in ESA – the
efficiency and effectiveness of the consultation process will be enhanced and
interagency cooperation will be encouraged. The habitats of endangered and
threatened species will be carefully protected – label restrictions will be backed up
by better science and more data. At the
same time, the interests of pesticide manufacturers and users will be more carefully
protected.
Comments or materials concerning the
proposed rule should be sent to the
Assistant Director for Endangered
Species, U.S. Fish and Wildlife Service,
4401 North Fairfax Drive, Room 420,
Arlington, Virginia 22203. You may also
comment via the Internet to:
PesticideESARegulations@fws.gov.
Please submit Internet comments as an
ASCII file avoiding the use of special characters and any form of encryption. Please
also include “Attn: 1018-AI95” and your
name and return address in your Internet
message. Alternately, you may go to:
http://www.pestfacts.org/esa.html and follow the instructions to craft your own letter
or e-mail in support of the ESA
Counterpart Regulations. Please do so
immediately – the comment deadline in
March 30.
Peter Gerstenberger is TCIA’s senior advisor for safety, compliance & standards.
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200+SPECIALIZED TRUCKS AT WWW.OPDYKES.COM
6228

6244

6252

6262

6156

95 MACK RD690S: EM7300, 300 hp, 7 spd, 73,280
lb GVW, 12 ton HIAB 250-3
knuckleboom, picks 2,090
lb at 50 ft max reach, 20’6”
steel flatbed. $64,900.

97 INT 4700: DT466, 190 hp,
5 spd + 2 spd rear, 33,000 lb
GVW, with 14 ton TEREX
TC2863 crane, 113 ft hook ht,
cap alert, 19 ft wood flatbed.
$49,500.

88 FORD F900: 7.8L diesel,
13 spd, 48,000 lb GVW,
with 12½ ton JLG 1250BT
crane, 77 ft hook ht, 20 ft
steel flatbed. $34,500.

94 FORD LNT8000: 8.3L
Cummins, 275 hp, 8 spd +lo
+lo/lo, 56,000 lb GVW, 15 ton
TEREX TC3067 crane, 117 ft
hook ht, cap alert / shutdown,
20 ft steel flatbed. $49,500.

2000 VOLVO WG64:
Cummins ISM-305Y, 305hp,
engine brake, 10 spd auto
shift, 52,250 lb GVW, 20 ft
wood flatbed w/18" steel
sides. $39,500.

6219

6039

5912

6212

6195

92 MACK RB690S: EM7300, 300 hp, 8 speed +lo,
with 8 ton NATIONAL N-95
knuckleboom, picks 1,850
lb at 39 ft max reach, 20 ft
wood flatbed. $39,500.

87 FORD F800: 429 gas
engine, 5 speed + 2 speed
rear, 31,000 lb GVW, 66 ft
ALTEC AM900 bucket,
joystick controls, 14 ft steel
flatbed. $29,500.

94 GMC TOPKICK: CAT
3116, 215 hp, Allison 5 spd
auto, 31,000 lb GVW, 50 ft
ALTEC AA600L bucket,
end hung 2 man basket, 15
ft utility body. $26,500.

93 GMC TOPKICK: CAT
3126, 215 hp, Allison 5 spd
auto, 33,000 lb GVW, with
50 ft ALTEC LRIII-50
bucket, joystick controls,
14 ft utility body. $29,500.

88 INT 1954: DT466, 210 hp,
5 spd + 2 spd rear, 33,000 lb
GVW, with 5 ton IMT 6425
crane, picks 2,200 lb at 25’8”
max reach, remote ctrls, 16 ft
steel flatbed. $14,500.

6024

6189

6177

6188

6118

97 FORD LNT8000: Cummins
8.3L, 275 hp, 9 spd, 58,000 lb
GVW, with 22 ton MANITEX
2284 crane, capacity alert, 119 ft
hook ht, 20 ft steel flatbed.
$84,500.

98 INT 4900: DT466E, 250
hp, 10 spd, 54,000 lb GVW,
17 ton USTC 1700 JBT
crane, 120 ft hook ht, 20 ft
wood flatbed. $69,500.

87 FORD F900: 7.8L diesel,
210 hp, 10 spd, 46,000 lb
GVW, with NATIONAL
656B-NY crane, 87 ft hook
ht, 20 ft wood flat. $29,500.

98 INT 4700: T444E, 210
hp, 6 speed+lo, 33,000 lb
GVW, with 14 ton USTC
1410JBT crane, 71 ft hook
height, 18 ft steel flatbed.
$44,500.

92 MACK DM690SX: EM7-300
diesel, 300 hp, 7 spd, 70,300 lb
GVW, with 6 ton PALFINGER
PK14080 knuckleboom, 27’11”
max reach, radio ctrls, 14ft dump
body w/24” sides. $39,500.

6150

6094

6015

6037

6045

97 FORD LT9000: CAT 3306,
300 hp, 8 spd +lo, +lo/lo, 58,000
lb GVW, 27½ ton PIONEER
4000 crane, 148 ft hook ht, 360°
full cap operation, roofers pkg,
18 ft wood flatbed. $89,500.

97 PETERBILT 330: 8.3L
Cummins, 250 hp, 9 speed,
with 14 ton MANITEX 1461
crane, 111 ft hook ht, 18 ft
wood flatbed. $64,500.

87 GMC 7000: 8.2L Fuel
Pincher diesel, 230 hp, 5
spd, 2 spd transfer, all
wheel drive chassis,
35,000 lb GVW. $17,500.

97 GMC TOPKICK: CAT
3116, 275 hp, 8 spd +lo,
+lo/lo, 56,000 lb GVW, with
22 ton MANITEX 5084
crane, 140 ft hook ht, 20 ft
steel flatbed. $79,500.

99 FORD F800: Cummins
5.9L, 215 hp, 6 spd, 33,000
lb GVW, with 67 ft ALTEC
AM900 bucket, 2 man
bucket, 16 ft steel flatbed,
27K miles. $69,500.

5699

5775

5818

5769

97 FORD LT8000: 8.3L
Cummins, 275 hp, 8 speed
+lo +lo/lo, 58,000 lb GVW,
with PIONEER 2000 crane,
124 ft total hook ht.
$79,500.

93 INT 4900: DTA466, 230 hp, 6
speed +lo, 32,900 lb GVW, 4 ton
PALFINGER PK8000A knuckleboom, 23’6” max reach, 18 ft
steel flatbed with fold down steel
sides. $27,500.

99 FORD F800: Cummins
5.9L diesel, 215 hp, 6 spd,
33,000 lb GVW, 55 ft TECO
V5A-55IP-2TFE2 BUCKET,
2 man end hung basket,
14 ft utility body, 25K miles.
$44,500.

98 FORD FT9000: 8.3L
Cummins, 225 hp, 8 speed
+lo, +lo/lo, 52,000 lb GVW,
with 18 ton MANITEX 1870
CRANE, 80 ft hook height,
20 ft steel flatbed. $69,500.

Opdyke Inc.

Tr u c k & E q u i p m e n t S a l e s

KNUCKLEBOOMS
HIAB, IMTCO,
NATIONAL, ETC...
15 UNITS IN STOCK

Call Toll Free

866-250-8262

3123 Bethlehem Pike • Hatfield, PA 19440 • Phone 215-721-4444 • Fax 215-721-4350 • sales@opdykes.com
Please circle 52 on Reader Service Card

Avoiding Potential Payroll Tax Pitfalls
By Mark E. Battersby

he White House has proposed,
Congress argued about and now
the U.S. Department of Labor
plans to issue new rules about who is and
who isn’t eligible for overtime payments.
In fact, the new rules, issued by Executive
Order, are expected to define just when and
under what circumstances overtime payments are required. In the meantime, every
tree care and landscape maintenance professional will continue to wrestle with the
little-understood withholding tax rules.

T

Surprisingly, many of the withholding
rules that every employer must comply
with are contained in old statutes – at least
old by tax standards. In recent years, a few
of the relevant Internal Revenue Service
forms have been revised, but not much has
changed at the conceptual level. Do you
understand the withholding issues as they
apply to your tree care business?
Withholding taxes on wages
At it’s most basic, as an employer, every
tree care and landscape maintenance business must withhold income taxes and other
amounts from the “wages” of workers each
time that worker is paid. According to the
tax rules, “wages” includes all remuneration for services performed by an
employee for an employer – including the
cash value of all remuneration (including
benefits) paid in any medium other than
cash. Salaries, fees, bonuses, commissions
on sales or on insurance premiums, taxable
fringe benefits, pensions and retirement
pay are, if paid as compensation for services, subject to withholding.
Naturally, the term “employee” must be
distinguished from an “independent contractor” for purposes of employment tax
obligations. An employer is not required to
18

withhold taxes on payments made to independent contractors. A common law
definition of “employee” focuses on the
control that is or isn’t exercised over what
is done and how it is done. The Internal
Revenue Service also uses a 20-factor test
to assist in making the determination of
whether a worker is an employee or an
independent contractor.
Withholding FICA
Under
the
Federal
Insurance
Contributions Act, an employer is
required to withhold social security taxes,
including hospital insurance tax, from the
wages paid to an employee during the
year. What’s more, the tree care operation
must also match the amount withheld
from the employee’s wages. In 2003, the
combined tax rate was 7.65 percent, consisting of a 6.2 percent payment
compound for old-age, survivors and disability insurance (OASDI) and a 1.45
percent component for hospital insurance
(Medicare).
TREE CARE INDUSTRY – MARCH 2004

The OASDI rate applies only to wages
paid within an OASDI wage base ($87,000
in 2003 and $87,900 in 2004). There is no
cap on wages subject to the Medicare tax.
FUTA tax rates
Another law, the Federal Unemployment
Tax Act, imposes a tax on employers who
employed one or more persons in “covered” employment. In this case,
“employer” is defined as a tree care and
landscape maintenance operation that had
workers who were employed at least one
day in each of 20 weeks during the current
or preceding calendar year, or who paid
wages (in covered employment) of at least
$1,500 in a calendar quarter in either the
current or preceding calendar year.
The FUTA unemployment tax is based
on the first $7,000 of wages paid during the
calendar year to each employee. The full
rate of the tax is 6.2 percent, but the
employer is usually allowed a partial credit against this tax based on its state

unemployment insurance tax liability.
Forms and filing
Not only must every tree care business
withhold income taxes, social security and
unemployment taxes from the wages and
salaries paid to workers and match the
social security amounts withheld, they
must also report these amounts to the government – plus pay over the withheld
amounts, of course.
A tree care business/employer subject to
either income tax withholding or social
security taxes, or both, must file Form 941,
“Employer’s Quarterly Federal Tax
Return.” That return combines the reporting of income and FICA taxes withheld.
Form 941 is due on or before the last day
of the month following the quarter
involved. However, an extension of time
for filing is automatically granted to the
10th day of the second month following the
close of the calendar quarter if the return is
accompanied by depository receipts showing timely deposits in full payment of taxes
due for the period.
Forms W-2, 1099-R and transmittal
FormW-3 must be filed with the Social
Security Administration by the last day of
February following the year included in the
return. The SSA transmits the income tax
information on the return to the IRS.
Depositing legitimately
Generally, an employer must deposit the
income tax withheld and the FICA taxes
with an authorized commercial bank
depository. Most tree care operations are
classified as either monthly or semiweekly
depositors. An employer’s status for a
given calendar year is determined annually,
based on the employer’s employment tax
reporting history during a 12-month lookback period ending on June 30 of the
preceding year. The IRS will inform
employers by November of each year
which schedule they are to follow for the
upcoming year.
Generally, an employer must deposit

employment taxes on a monthly basis during 2004, if, during the lookback period
from July 1, 2002 through June 30, 2003,
the amount of the aggregate employment
taxes reported was $50,000 or less.
Monthly depositors are required to deposit
each month’s taxes on or before the 15th
day of the following month.
An employer that reported more than
$50,000 in aggregate employment taxes
during the 2002-2003 lookback period will
be a semiweekly depositor in 2004.
Semiweekly depositors are generally
required to deposit their taxes by the
Wednesday after payday, if payday falls on
a Wednesday, Thursday or Friday. For all
other paydays, the deposit is due by the
Friday following payday.
According to the IRS, both monthly and
semiweekly depositors will always have at
least three banking days after the payday to
make the deposit. Remember, however,
only an original Form 8109 (Federal Tax
Deposit Coupons) may be used to make
deposits of withheld amounts. Under the
IRS’s AUTOGEN program, taxpayers
automatically receive a new FTD coupon
book as they are needed.
Electronic fund transfers
Many tree care businesses are required
to make their deposits using the IRS’s
Electronic Fund Transfer system. Any tree
care business that exceeds threshold aggregate amounts of employment and other
taxes must deposit by EFT.
Under the rules, a tree care and landscape maintenance business is required to
make deposits using EFT in 2004 if (1) the
total deposits of all depository taxes (such
as employment taxes, excise taxes and corporate income tax) in 2003 was more than
$200,000, or (2) the business was required
to use EFT in 2003.
Once a taxpayer is required to make EFT
deposits, all future deposits must be made
via EFT, regardless of whether the amount
is reached in each calendar year thereafter.
If a taxpayer is required to to use EFT and
fails to do so, a 10 percent penalty may be
TREE CARE INDUSTRY – MARCH 2004

imposed. Any tree care operation not
required to use EFT may, of course, voluntarily participate in the payment system.
The downside penalties
Not only is the tree care business responsible for withholding and paying over
payroll taxes, any “responsible person” –
typically an officer or employee of the tree
care operation – who willfully fails to withhold, account for or pay over withholding
tax to the government is subject to a penalty equal to 100 percent of such taxes. This
penalty is a collection device, usually
assessed only when the tax cannot be collected from the employer. It does, however,
result in a personal liability not dischargeable by bankruptcy.
In general, a four-tier graduated penalty
applies to failures to make timely deposits
of tax – unless the failure is due to reasonable cause and not willful neglect. The
penalty amount varies with the length of
time within which the taxpayer corrects the
failure to make the required deposit.
The penalty is assessed as follows: (1) 2
percent of the amount of the underpayment
if the failure is for no more than five days;
(2) 5 percent of the amount of the underpayment if the failure is for more than five
days but for no more than 15 days; and (3)
10 percent of the amount of the underpayment if the failure is for more than 15 days.
A rate of 15 percent applies if a required
tax deposit is not made on or before the day
that is 10 days after the date of the first
delinquency notice to the taxpayer – or, if
earlier, on or before the day on which
notice and demand for immediate payment
of tax is given in cases of jeopardy.
Whether the tree care business has one
employee or one hundred, understanding
and complying with the basic rules can go
a long way toward avoiding – or even eliminating – unpleasant confrontations. IRS
examiners are well aware of the confusion
that exists – and the mistakes that are made
– by many tree care and landscape maintenance professionals when it comes to
payroll withholding.
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Events & Seminars
March 2-5, 2004
Work Truck Show 2004 & 40th Annual NTEA
Convention
Baltimore Convention Center,
Baltimore, Md.
Contact: Kristen Simpson, (330) 666-3450,
ksimpson@urdacompany.com
March 3-5, 2004
Michigan Green Industry Association
Annual Trade Show & Conference
Novi Expo Center
Novi, Mich.
Contact: www.landscape.org
March 4-5, 2004
Missouri Community Forestry Council
Annual Conference
Columbia, Mo.
Contact: Justine Gartner, (573) 522-4115, Ext. 3116,
Justine.Gartner@mdc.mo.gov
or www.mocommunitytrees.com
March 11, 2004
Building with Trees Seminar
National Arbor Day Foundation
Denver, Colo.
Contact: 1-888-448-7337; fax (402) 474-0820;
arborday.org/phcseminar
March 19, 2004
Pesticide Applications Techniques Workshop
Connecticut Tree Protective Association
Connecticut Agricultural Experiment Stations
New Haven, Conn.
Contact: CTPA 1-888-919-2872 or (203) 484-2512;
wwwctpa.org

More almanac online!
www.treecareindustry.org  news  industry calendar

April 23-24, 2004
Climbing Workshop/Texas Tree Climbing Championship
Bobo Woods, Fort Worth, Texas
Contact: Mike Walterscheidt (512) 281-4833
May 3-14, 2004
Arboriculture I - "Basic Tree Climbing Course"
Committee for the Advancement of Arboriculture
Jackson, N.J.
Contact: John Perry (732) 833-0500
May 9-12, 2004
ISA Western Chapter Annual Meeting
Konocti Harbor, Clear Lake, Calif.
Contact: (530) 892-1118, www.wcisa.net
May 20, 2004
Oklahoma State Univ. Nursery and Turfgrass Field Day
Stillwater, Okla.
Contact: Mike Schnelle, (405) 744-7361
or mas@okstate.edu
May 25, 2004
IPM for Landscape Professionals OSU Campus,
Stillwater, Okla.
Mike Schnelle, (405) 744-7361 or
mas@okstate.edu
May 27-28, 2004
Oak Wilt Workshop
Austin, Texas
Contact: Gene Gehring (817) 307-0967 or
ggehring@mailcity.com
June 26-29, 2004
North American Commercial Real Estate Congress
and The Office Building Show
Royal York Hotel and the Metro Toronto Conv. Ctr.
Toronto, Ontario, Canada
Contact: www.boma.org

March 25-27, 2004
TCIA Expo Spring
Tree Care Industry Association
Sacramento, Calif.
Contact: Carol Crossland, 1-800-733-2622;
crossland@treecareindustry.org or
www.treecareindustry.org

July 16, 2004
2004 Conference on Woody Plants
The Scott Arboretum, Swarthmore College
Swarthmore, Pa.
Contact: Kelly Ronafalvy (610) 328-8025
Brochure: (610) 388-1000 Ext. 507

April 22, 2004
Building with Trees Seminar/Nat. Arbor Day Foundation
St. Paul, Minn.
Contact: (888) 448-7337; fax (402) 474-0820;
arborday.org/phcseminar

August 7-11, 2004
ISA Annual Conference & Trade Show
Pittsburgh, Pa.
Contact: Jessica Marx, (217) 355-9411, ext.24
jmarx@isa-arbor.com, www.isa-arbor.com
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Sept. 15-17, 2004
Texans for Trees
ISAT/TUFC Annual Convention
Round Rock, Texas
Contact: Mike Walterscheidt (512) 281-4833
September 22-23, 2004
Multi-State Plant Materials Conference
Stillwater, Okla.
Contact Mike Schnelle, (405) 744-7361 or
mas@okstate.edu
October 8-9, 2004
Nursery/Greenhouse Trade Show and Convention
Cox Convention Center, Oklahoma City, Okla.
Contact Mike Schnelle, (405) 744-7361 or
mas@okstate.edu
October 20-21, 2004
Garden Expo
Canada's Fall Buying Show for the Green Industry
Toronto Congress Centre, Toronto, Canada
Contact: Landscape Ontario Horticultural Trade
Assoc., (905) 875-1805; fax: (905) 875-3942;
showinfo@landscapeontario.com
October 28-30, 2004
TCI EXPO 2004
Tree Care Industry Association
COBO Conference/Exhibition Center
Detroit, Mich.
Contact: Carol Crossland, 1-800-733-2622, Ext. 106;
crossland@treecareindustry.org
or www.treecareindustry.org
November 3, 2004
Tree Care Issues Workshop
Stillwater, Okla.
Contact Mike Schnelle, (405) 744-7361 or
mas@okstate.edu

Send information on your
event to:
Tree Care Industry, 3
Perimeter Road, Unit 1,
Manchester, NH 03103
E-mail:
staruk@treecareindustry.org

Please circle 37 on Reader Service Card

Cutting Edge

Cutting Edge New Products & Services
Carlton Chippers

GB CN40 Titanium Pro Bar

J.P. Carlton Company announces a complete new line of disc style chippers. These chippers are a result of years of testing and design. At this time Carlton is offering a 9-inch,
12-inch and 18-inch brush chipper. These machines will feature reversing auto feed, digital tachometer, live hydraulics, twin
lift cylinders, hand crank swivel discharge, hand crank
height adjustable discharge, hydraulic variable flow
control, 36-inch telescoping tongue, lockable tanks
with gauges, rear jack stand, 7,000 pound front jack
stand, and Dupont Imron paint. A winch is available
as an option for these machines. For more information contact
J.P. Carlton Company at 1-800-243-9335; 121 John Dodd Rd. Spartanburg, SC 29303.

Griffiths & Beerens has developed a new
guide bar that combines advanced materials with a special hardening process to
achieve greater durability and service life.
The CN40 Titanium Pro Bar’s titaniumalloy harvester-bar steel has proved its
strength and resilience in the demanding
world of mechanical harvesting and processing. GB cuts the CN40 Titanium Pro
Bar’s profile, slot and holes on super-precise, computer-controlled laser cutters. GB
uses
precision
grinders on the
titanium-alloy to
form the groove
in the bar, creating
a rounded gullet
that adds even
more strength
to the rails.

Please circle 194 on Reader Service Card

Mini Skid Grapple Attachment
Mini skids are the latest labor-saving machine in the industry. Save the backbreaking labor! Top Notch Equipment’s
grapple will haul, load even feed your chipper, saving time and
labor costs. Top Notch has developed these attachments and
has worked with them in the field for several years. A universal mounting plate fits Thomas, Dingo, Finn, Ramrod,
Multi-Trac and Bobcat mini-skid loaders, and custom mounts
are available. Contact Top Notch Equipment by phone at (763) 253-0027;
fax (763) 253-2273 or via www.topnotchequipment.com.
Please circle 195 on Reader Service Card

The CN40 bar features a
self-clearing, directional, oil
injection hole, and the new bar is fitted with
GB’s three-rivet, Pro-Top replaceable nose
assembly, which is also made of titanium
alloy steel. The .404-inch pitch nose uses a
special, larger radius, 11-tooth sprocket that
was originally developed for GB harvester
bars. This sprocket is thicker at the bottom
of the gullet than ordinary sprockets, so
there is much less chance of breakage.
CN40 bars are currently available in
Husqvarna and Stihl mounts only. Lengths
range from 20 to 42 inches, in both standard
3/8-inch and .404-inch pitches. For more
information, contact GB American Inc. at
1-800-765-9357 or gba@gbbars.biz.
Please circle 196 on Reader Service Card

Send Cutting Edge News to:
Tree Care Industry, 3 Perimeter Road, Unit 1,
Manchester, NH 03103
E-mail: staruk@treecareindustry.org

Please circle 76 on Reader Service Card
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Cole Hersee circuit breaker blocks with grounding plates
Cole Hersee Company, a manufacturer of electrical and electronic products for the vehicle industry, has introduced new circuit breaker/fuse blocks with grounding plates. The circuit breaker/fuse blocks with grounding plates provide a cost-effective
solution that protects wiring, equipment and subsystems. They are designed for use for marine, trucking, off-road,
transit, agricultural, forestry, mining and many other applications. The user can choose between three items: a
6-gang (46379-6), 8-gang (46379-8), or 10-gang (46379-10). They accept plug-in fuses (ATC and ATO) and
other circuit breakers. The circuit breaker/fuse blocks are protected by recessed fuse contacts. The units are also
available without a grounding plate. Available for 12V or 24V DC applications, the blocks have plated steel blade terminals and 10 to 32 stud terminals. Contact Cole Hersee Company at 20 Old Colony Avenue, Boston, MA, 02127-2467; (617) 268-2100,
Please circle 197 on Reader Service Card
Ext. 329; or via www.colehersee.com.

Terex Linesman Series

New walk-on, drive-on VersaMats

One of Terex Telelect’s latest introductions is the Hi-Ranger Linesman Series
Non-Overcenter, material handling aerial
device. This machine was first displayed in
September at the 2003 ICUEE Expo and is
targeted for the transmission industry. The
non-overcenter Linesman Series has a
working height of 105 feet and side reach
of 51 feet. The total capacity is up to 2,100
pounds combined platform and material
handling. The platform and optional jib,
with up to 1,500 pounds capacity, is leveled with a hydraulic platform leveling
system. The jib will level with the platform and rotate as the
platform rotates but
also be positioned
manually relative to the
platform. This unit features
a
pilotoperated
b o o m
control
system
and offers continuous, unrestricted rotation. Other features include a 4-function,
one-hand, single stick control, hydraulic
platform tilt at the upper and lower controls, variable volume hydraulic pumps,
dual lower and upper boom cylinders, and
a closed-center, load sensing hydraulic system. Options for the Linesman include
radio or fiber-optic upper controls, single
and multiple phase lifters, removable jib
and winch, mechanical or hydraulic jib
extension, hydraulic tools at the platform,
engine stop/start at platform, and many
more. Contact Terex at (605) 882-4000 or
via www.telelect.com.

AlturnaMats, developer of the original, black ground-protection mats, has come out
with a new mat design created for pedestrian and vehicular traffic. Identified as
VersaMats, the mats feature a new flat, slip-resistant finish called AltumaGrip, which
lends itself to foot traffic on one side and vehicle traffic
on the reverse side. VersaMats are ideal for applications
found in work environments relating to municipalities,
cemeteries, tree care, landscaping, golf courses, general
construction and many other uses. The mats are warranted
for a full three years and are made of half-inch thick polyethylene and are available in sizes ranging from 4-by-8
feet to 3-by-8 feet. The mats have been field tested in
record heat and cold. They are flexible, conforming to ground
variations and they eliminate the need for plywood, which splinters and warps. Predrilled
holes are designed to accept AltumaMats’ new, flat Tum-A-Links, which lock the mats
together to form a continuous walkway or roadway. For further information, call
1-888-544-6287 or e-mail sales@alturnamats.com.
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Cutting Edge
News & Information

Bartlett Tree Experts
Appoints Key Managers
he F. A. Bartlett Tree Expert
Company, one of the largest tree
care firms in the world, has
announced the following appointments.

T

At their last quarterly meeting, Jack
Bedosky was elected to the company’s
board of directors. Bedosky joined Bartlett
30 years ago and has held several financial
posts there. He has been in his current position, senior vice president for field
operations, since 1986. His responsibilities
include overseeing the financial performance of the firm’s domestic and
international sales force.
David G. Marren, esquire, was promoted
to vice president of safety and regulatory
affairs. Marren is responsible for ensuring
compliance with all safety, transportation
and pesticide laws, rules, regulations and
policies for the company’s domestic and
international operations. Marren has conducted significant legal work on, and
contributed to the development of, many
laws affecting the tree care industry. In
addition, he has testified before the United
States
Congress’
Committee
on
Government Reform, on behalf of the Tree
Care Industry Association’s membership,
regarding how the government regulates
the industry.
Peter M. Andreucci is now serving as
vice president and Western Division manager. Andreucci is directly responsible for
the company’s sales and service operations
in their six California and two Arizona
locations: San Rafael, Sonoma, San
Francisco, Pleasant Hill, San Jose, Santa
Barbara, Phoenix and Tucson.
Matthew Farin was appointed to director

24

of contracts. Farin has been with the corporation since graduating from the
University of Connecticut more than 10
years ago with a bachelor’s degree in economics. He began his career with Bartlett
in their Purchasing Department and has
served as their internal auditor since 1996.
Bartlett Tree Experts was founded in
1907 by Francis A. Bartlett and is the
world’s leading scientific tree and shrub
care company. The organization’s current
chairman, Robert A. Bartlett Jr. represents
the third generation of Bartlett family management. Bartlett has offices in 27 states,
Canada, Ireland and Great Britain.
Services include pruning, integrated pest
and disease management, soil analysis and
management, cabling and bracing, tree
lightning protection systems and
tree/stump removal. Its corporate offices
are located in Stamford, Conn.

Stihl Promotes Promotional
Communications Manager
Stihl Inc., of Virginia Beach, Va., recently promoted Roger Phelps from sales
promotion specialist to promotional communications manager. In his new position,
Phelps will oversee all event marketing,
corporate partnerships, public relations
programs and collateral development for
the company.
Phelps, who has served as Stihl’s sales
promotion specialist for two years, will
also continue to create and manage Stihl’s
national sales promotions and sports marketing programs, and relationships,
including the Stihl Timbersports Series,
Cabela’s National Walleye Tournament
and ESPN’s Great Outdoor Games as well
as the Stihl Outfitters merchandising program. Phelps has more than 15 years of
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project management experience working
within the special events area. Prior to his
association with Stihl, he was the coordinator for the Virginia
International Tattoo,
the assistant managing director for
OpSail
2000
Virginia and the
operations manager
for the Norfolk
Department of Civic
Facilities.
Roger Phelps

Stihl Inc. is a
manufacturer
of
chain saws and outdoor power equipment.
This year marks the 30th anniversary of
Stihl Inc., the U.S. subsidiary and one of
four manufacturing facilities of the
German-based Stihl Group organization.

Bartlett Manufacturing
Changes Company Name
John Nelson, president of Bartlett
Manufacturing Company, announced that,
to better identify the company, the name
has been changed to Bartlett Arborist
Supply and Manufacturing Company now
has
an
online
store
at
www.bartlettman.com.
Bartlett
Arborist
Supply
and
Manufacturing Company is not a division
of Bartlett Tree Expert Company.

Send Cutting Edge News to:
Tree Care Industry, 3 Perimeter Road, Unit 1,
Manchester, NH 03103
E-mail: staruk@treecareindustry.org

Introducing Onyx™ Insecticide. Tough protection against tough tree pests.
Onyx is the new cost-effective insecticide that provides long
residual activity and broad-spectrum control of the toughest
pests that attack trees, including bark beetles, wood borers
and clear wing borers.
Onyx insecticide is formulated with the proven capabilities of
its active ingredient bifenthrin. This, combined with a patented,
proprietary carrier that optimizes trunk spray applications,
allows for low use rates and high-performance effectiveness.
It is particularly effective when used as a preventive treatment,
prior to the adult flight of selected pests.

And unlike other pyrethroids, Onyx has no alpha-cyano
group in its chemical structure, which means it’s tough on
pests, but easy on you.
So start protecting precious trees with Onyx insecticide. For
more information, contact our Customer Satisfaction Center at
1- 800 - 321-1FMC, or visit us at www.pestsolutions.fmc.com.

©2004 FMC Corporation. FMC, the FMC logo, Onyx, and the Onyx logo are
trademarks of FMC Corporation. Always read and follow label directions.
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Pricing Fertilization,
Insect and Weed Control Work
By Jim Huston

large number of contractors apply
chemicals in the form of lawn
fertilization and/or insect and
weed control. This work can be very lucrative. However, many applicators do not
know how profitable it is or what their
break-even point is regarding specific
products or applications.

A

The following scenarios will help
address these issues.
1. A high-end residential installation and
maintenance contractor on the East Coast
does work in a very upscale area. He’d like
to know his costs and break-even point for
applying a fertilizer, weed-control mixture
on his clients' lawns. The average lawn is
approximately .75 acres. This contractor
believes his crew can do an average of 10
to 12 lawns per day. He'd like to know the
following:
How much should he bill per day, per
1,000 square feet, 10,000 square feet and
per acre for this type of work?
What is his BEP (break even point) per
day, per 1,000 square feet, 10,000 square
feet and per acre for this type of work?
Additional scenario information:
Crews will work and get paid for 10
hours per day, 50 hours per week.
The equipment cost per hour is as indicated on the figures.
The overtime factor, risk factor, sales
tax, etc. are also as indicated on the figures.
The owner desires to obtain a minimum
of 25 percent net profit margin for this work.
2. A commercial maintenance contractor
in the western states is bidding on a 40-acre
26

Fertilization work can be very profitable. Know exactly what your costs and break-even points are, then adjust your margins and prices according to market expectations.
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site. He needs to know his costs and breakeven point for applying fertilizer on this
site. The specifications call for three
pounds of fertilizer per 1,000 square feet. A
50-pound bag of fertilizer will cost him
$13. He believes his two-man crew can
apply five bags of fertilizer per man-hour
using a utility cart with a spreader. The second man on the crew will help load the
bags of fertilizer and blow off sidewalks
with a backpack blower. The contractor
would like to know the following:
How much should he charge per acre for
this type of work?
What's his break-even point per acre for
this type of work?
Additional scenario information:
Crews will work and get paid for 10
hours per day, 50 hours per week.
The equipment cost per hour is as indicated on the figures.
The overtime factor, risk factor, sales

tax, etc. are also as indicated on the figures.
The owner desires to obtain a minimum
of 15 percent net profit margin for this
work.
3. A residential lawn maintenance contractor in the mid-Atlantic states does work
in middle- to upper-middle-class neighborhoods. He'd like to know his costs and
break-even point for applying a fertilizer,
weed-control mixture on his clients' lawns.
The average lawn is from 5,000 to 10,000
square feet. This contractor believes his
one-man crew can average 100,000 square
feet of lawns per day. He'd like to know the
following:
What should be his minimum charge for
a lawn up to 5,000 square feet?
How and what should he charge for
lawns over 5,000 square feet?
Additional scenario information:

The technician will work and get paid
for 10 hours per day, 50 hours per week.
The equipment cost per hour is as indicated on the figures.
The overtime factor, risk factor, sales
tax, etc. are also as indicated on the figures.
The owner desires to obtain a minimum
of 25 percent net profit margin for this
work.
Large residential estate lawn fertilization with a two-man crew
Figure 27.1 outlines this scenario.
Note that each member of the crew
works eight hours on site per day. Two
hours per day are allotted to general condition drive time, load time, etc. An extra
two labor hours, one crew truck and one
utility cart hour are included for call
backs. The spray rig, which has a cost
per hour of $10, is running approximately six hours per day.
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To achieve the desired 25 percent net
profit margin, this two-man crew has to
bill over $1,700 per day. This will cover
all costs, both direct and indirect. The
price per 1,000 square feet is $5.35 and
the price per 10,000 square feet is
$53.49. The per acre price calculates out
to be $233.01.
The prices calculated with a 25 percent
net profit margin (NPM) are a little light .
This contractor thinks he can charge up to
a 45 percent NPM and still get plenty of
work.
Large commercial lawn fertilization
with a two-man crew
Figure 27.2 outlines our commercial scenario. The crew works eight hours on site
per day. Two hours per day are allotted to
general condition drive time, load time,
etc. An extra four labor hours, two crew
truck and two utility cart hours are included for call backs The spray rig, which has a
cost per hour of $10, is running approximately six hours per day.
To achieve the desired 15 percent net
profit margin, the crew has to bill a little
over $79 per acre. This will cover all costs,
both direct and indirect. The break-even
point per acre calculates out to be just over
$67.
Small to mid-size residential lawn fertilization with a one-man crew

*Figure 27.1 Residential Applications

Figure 27.3 outlines this scenario. Note
that the technician works seven hours on
site per day. Three hours per day are allotted to general condition drive time, load
time, etc. An extra labor hour, crew truck
hour and utility cart hour are included for
call backs The spreader, which has a cost
per hour of $3, is being used approximately six hours per day.
To achieve the desired 25 percent net
profit margin, the technician has to bill
$840 per day. This will cover all costs, both
direct and indirect. The price per 5,000
square feet works out to be just over $42.
However, after considering the small size
Please circle 49 on Reader Service Card
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Evaluate your lawn fertilization and/or insect and
weed control work and
determine
break-even
points, gross profit margins and daily revenue
goals.

of the job and market conditions, the contractor decides to charge $55 for a 5,000
square foot job and $8.50 per additional
1,000 square feet up to 10,000 square feet.
Lawns with at least 10,000 square feet of
turf are charged a minimum of $85 and
$7.50 per additional 1,000 square feet over
10,000.

Summary
These contractors now have the basic
information they need to price lawn fertilization and insect control work. They were
aware that this type of work was very profitable, but now know exactly what their
costs and break-even points are. They can
now adjust their margins and prices
according to market expectations.
*They were aware that this type of work
was very profitable, but now know exactly
what their costs and break-even points are.
Evaluate your lawn fertilization and/or
insect and weed control work and determine break-even points, gross profit
margins and daily revenue goals.

Note:
The costs used in our scenarios are for
illustration purposes only. Your costs will
vary from the ones used in these examples.
The key is for you to build a typical oneday scenario for the different crew,
materials and equipment mixes you use.

*Figure 27.2 Large Commercial Applications

Round up these rates as appropriate. If
your costing structure is accurate, the rates
you calculate should be very close to your
current ones and to those generally seen in
your market.
This article was adapted from James
Huston's new book and audio book, How
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to Price Landscape & Irrigation Projects,
released in July 2003. The author is
president of J.R. Huston Enterprises
Inc., which specializes in construction
and services management consulting to
the Green Industry. Mr. Huston is a
member of the American Society of
Professional Estimators and he is one of
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*Figure 27.3 Small Residential Applications

only two Certified Professional
Landscape Estimators in the world. For
further information on the products and
services offered by J.R. Huston
Please circle 24 on Reader Service Card
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Enterprises, call 1-800-451-5588, email jrhei@jrhuston.biz, or visit
www.jrhuston.biz. To order a copy of the
book, call 1-800-733-2622.
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New Hands-On Program Slated for TCI EXPO Spring

C

ome on out for the first ever outdoor “Demo Day” at TCI EXPO
Spring Saturday, March 27!

“It’s the fist time we’ve ever done it,”
says Carol Crossland, vice president of
membership, meetings & expositions for
TCIA.
The Outdoor Product Demonstrations
and Educational Exhibits will be held on
the CalExpo fairgrounds, home of the
California State Fair and the CalExpo
Speedway and Rodeo Arena.
So, what it the value of an outdoor Demo
Day?
“What’s the value of test driving a car
versus seeing it in the showroom?” poses
Peter Gerstenberger, TCIA’s senior advisor
for safety, compliance & standards. “That’s
the basic difference – it’s experiential.”

Exhibitors taking part in the outdoor Demo
Day include:
Altec Industries: Aerial lift trucks
Bishop Company: Arborist supplies
Cal-Line Equipment Inc.: Bandit chippers, J.P.
Carlton stump grinders
FAE-USA: Skid steer attachments and land
clearing equipment
J. P. Carlton Co.: Stump grinders
Loftness/U.S. Attachments: Land clearing
equipment, skid steer attachments, brush
mowers, shredders
MAT-3 Inc.: Aerial lift trucks
Morbark Inc.: Chippers, tub grinders/wood
processing equipment, forestry products
Stihl: Chain saws
Rayco Manufacturing Inc.: Log splitters,
stump grinders, land clearing equipment
Redmax-Komatsu Zenoah America: Chain
saws, pole saws
Rotochopper: Tub grinders/wood processing
equipment
Superior Helicopter LLC: Aerial saw
Vermeer Manufacturing Company: Chippers,
stump and tub grinders/wood processing
equipment
Wood/Chuck Chipper Corporation: Log chippers, truck bodies
32

Superior Helicopter LLC will debut its new 50-foot-long Aussie Sky Saw, its first U.S. exhibition, at TCI EXPO Spring. Shown
here with the Sky Saw is Superior’s Peter Crumblin. The saw extends vertically down from a helicopter for use in vegetatioin management along rights of way.

For those who may not be able to attend
other aspects of the EXPO due to time constraints, Demo Day on Saturday will be
well worth their time – and it will be fun as
well, says Gerstenberger. There will be
chain saw skills demonstrations, best practices and techniques demonstrations, and a
free, catered barbecue lunch for all
Saturday attendees.
“It’s going to be a real carnival-like
atmosphere,” says Gerstenberger. “You’ll
be walking around to different shows.”
Because of the variety of exhibitors taking part in Demo Day, it is feasible that you
will see saws lopping limbs off a tree or
cutting up logs, chippers turning the brush
and logs into mulch, then perhaps
Rotochopper putting the mulch through its
grinder to refine and color it.
Often at expos, attendees may be interested in products they see, but are not
buying right away because they want to see
the product or equipment work, says
Sachin Mohan, vice president of corporate
relations and marketing for TCIA. “This is
an opportunity for you to see the equipment on the floor, and the next day you see
it running.”
At most shows, the manufacturers collect leads then go back home and make
phone calls to arrange equipment demonTREE CARE INDUSTRY – MARCH 2004

Live product demonstrations will rule the day on
Saturday, March 27, at TCI EXPO Spring.

strations. It could take weeks or months for
someone to see the equipment in action and
make a buying decision. The Demo Day
allows that process to happen the same day.
An attendee may be in a hurry to make a
purchase, but is looking at a company that
offers 15 different chain saws. Here you
get to try them and see which one feels best
and works best for you, and you buy it. “So
there is more opportunity to close deals
right away. You can put your order in right
there,” says Mohan.
“It’s a great opportunity to come have
fun, network with your peers, get some
safety tips for you and your crew and see
some of the finest equipment in the industry in action,” says Mohan. “And always a
big thing – free food!”
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How to Get Top Dollar for Every Job
By Jeff D. Stokes
POP QUIZ

ome owners of tree care companies
don’t submit bids. Their phone
rings, they service a property, get
paid, and stay very busy. That’s great as
long as they like working out of the back of
their pickup trucks. If your schedule is
completely filled and you can’t take on any
more work, then your prices are probably
too low.

S

The price for your work must be based
on an accurate accounting
of
costs,
factoring in the
level of quality
and service
you plan to provide on that
j o b .
Everybody
makes
the
claim that they
have better quality and
service than the next
guy. The key to getting top dollar for every
job is knowing when the customer is willing to pay for the best. Then, of course, you

How many of your overhead activities are related to job size?
1. List your overhead activities that increase proportionally with job size (e.g.project management).
2. List your overhead activities that do not increase proportionally with job size (e.g. advertising).
3. What percentage of your overhead expenses fall into the second category?
Over the next several pages we will explore two overhead activities that often
should be allocated on a different basis than job size: (1) sales and marketing and (2) operations
support. We are going to show you why expensing your sales and operations support expenses to specific projects is in your best interest.
Figure 1

have to back up your claims.
In an analytical way, you need to figure out what your customers want and
what they are willing to pay – whether
you are selling pruning, removals, property maintenance, stump grinding or
spraying. Sometimes people shop at WalMart and sometimes they shop at
Neiman Marcus. Customers are willing
to pay a premium for some of your services, but not all of them. The goal is
determine the top dollar for each customer for each service you offer.

How do you know what the top dollar is
for your work? When the customer says,
“No.”
Top dollar is the point at which you win
or lose jobs. In order to know where that
point is, you need to track your bids. As a
business owner your goal is higher prices
and lower costs. Most contractors only
focus on lowering costs; they do not focus
on the pricing component of their businesses. In the end they say, “well, the market
determines price.” That is true, but only to
a point.

Figure 2
Figure 2 is a very important graph. In order to get top dollar you must analyze your finances in this way. You will know when you are getting enough for your work when you start to win
or lose bids. You must put a chart like this together by job size with direct costs, total sales, total bids, total wins, win percentage, average price per job and gross margin or mark up
on those jobs.
There is something tremendously wrong with this data. There are too many small jobs. There are 234 jobs in the zero to $1,000 range. How many bids did they have to do to get that?
312. How much margin did 234 jobs bring them? $134,000, which translates into approximately $575. How much did the 11 jobs at the bottom that got them $90,000 leave them with? I
am not saying not to do small jobs. What I am saying is that in many cases you have just as much ability to do the $30,000 jobs as you do to do the $2,000 jobs. The reason that you are
doing the $2,000 jobs is what? Because you have $60,000 in yellow page advertisements and your phone is ringing off the hook and you’re too busy to do anything differently.
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I was a contractor myself for 12 years. I
took over the family business from my
father. He was from the old school. His
accountant told him that his overhead was
21 percent, so if his direct cost was $3,000,
he put 21 percent on top of it for overhead.
If the direct cost was $100,000, then he put
21 percent on top of that. When I took over
and started to analyze the bids, I couldn’t
understand why I got all of the small jobs
and none of the big ones.
Effective pricing is based on two critical
components:

ALLOCATING SALES OVERHEAD
Your sales staff has a limited number of hours to measure sites, read plans, create proposals, visit with
clients and leads, and follow up with customers after their project has been completed.
These time demands are not only related to job size.
The combination of required selling efforts and bid winning percentages is more of a driver of sales
department size than is project price.
Sales and marketing overhead should be allocated as an indirect job cost that accounts for the sales
effort and advertising required to land the job. This includes burdening winning bids with the cost of
unsuccessful bids in that market and price range.
SALES EXPENSE ALLOCATION

1. A strong history of understanding
your bid prices;
2. Understanding and allocating overhead.

1. Average number of bids to win job: 3
2. Budgeted Sales Expense: $150,000*
3. Planned number of jobs: 150
4. Planned number of bids: 450
5. Expense per bid: $333

Don’t add the same percentage of overhead for each job. Figure out how much
overhead to charge for each job. What gen-

*Includes sales support, salaries, commission, etc.

Figure 3
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erally happens is that most contractors will
say that if the direct cost is $2,000, and my
accountant told me to add 10 percent for
overhead, plus a profit of 10 percent, I
should price the job at $2,400. Sound
familiar?
Let’s say you want to sell $1 million in
work for the year. If the average price of a
successful bid is $1,000, you need to win
1,000 bids to reach $1 million. If you only
win 33 percent of the jobs you bid, you
need to make 3,000 sales calls to reach $1
million. That’s 10 bids a day, six days a
week, 50 weeks a year.
The problem with the fixed percentage
of overhead approach is that you will
always under price your small jobs and
over price your large jobs. You can challenge me on that, but I guarantee you that
if you send me your company data I can
prove it.
Some overhead items, such as project
management, increase proportionally with
job size. If a project is more complicated, it
will take longer to sell. Other overhead

items, such as advertising, do not increase
proportionally. In order to get top dollar for
the job, determine your exact cost, which
will allow you to determine the correct
markup.
For example, consider sales and marketing overhead. How many small tree
companies have true sales people? How
many have sales support people that type up
contracts, etc? If the majority of their time
is spent typing up contracts, there is a cost
involved in that and it should be allocated
directly to the jobs. Sales and marketing
overhead generally includes the sales force,
selling expenses, printing and mailing
expenses and advertising expenses.
I had a contractor in Kansas City call me
one day to ask for help because he was
doing $4 million worth of business, but not
making any money. I sat down with him
and the first question I asked him was what
type of marketing he did. He proudly
reached for the yellow pages and told me
he spent $60,000 a year. Generally, the yellow pages only attract one type of customer
– a cheap one-time customer. When you

don’t have an ongoing relationship with a
customer, you can never charge more. He
had $60,000 in advertising expenses and
three people in the front office answering
the phones for all of these yellow pages
calls. He was working harder and harder
and never getting anywhere. He made his
best money on commercial work, but he
didn’t have time to cultivate that side of his
business because the phone kept ringing
for cheap, yellow pages residential work.

Allocating expenses
Your sales staff has a limited number of
hours to pursue sales, measure sites, read
plans, create proposals, visit with clients,
etc. When I was a contractor, there were
criteria that we employed to determine
whether the customer fit our sales funnel or
not. If we decided they didn’t fit, we would
politely call the customer back and decline
an appointment. I know some of you will
disagree with me on this point, but I guarantee there are some customers that your
company should not be serving. The companies that make money have the
discipline to know who those customers
are, and they do not service them.
Let’s assume a company has $150,000 of
sales expenses that include salaries or commissions, sales support people, cars, cell
phones, etc. To land 150 jobs, you have to
bid 450 jobs. Therefore, the expense per
bid is $333. In other words, it may not be
worth your time to bid very small jobs if
you realize that just bidding it will cost
$333. Add in direct costs of $300, and your
total cost for even the smallest job is now
$633. Before profit.
As they grow, some company owners
don’t realize that even though they are getting a lot of jobs, they are getting the small
to mid-range jobs and losing out on the top
jobs. One reason is they are still using a
fixed overhead strategy.
Hourly sales estimates may be determined by estimating the time available,
dividing it into the amount of money spent
annually, and reviewing the previous
year’s bid success. Crucial to this process
is determining the total effort required to
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land one job.
In order to determine sales expenses
effectively, you have to start calculating the
number of hours it takes. For a commercial
client, for example, determine how many
hours you would spend on estimating a job.
Then determine how much time your
supervisors spend on project management
These two numbers – sales and project
management costs – will be added to direct
costs – plant, materials, labor and equipment.
Once these numbers are added up, you
will find that large jobs are more efficient
to land than smaller projects.
Let’s create a tree care company with six
crews. Two crews handle removals, one
grinds stumps, one trims trees and two handle IPM. Each crew receives a different
mix of equipment to perform its service. If
the owner were to allocate all equipment
costs to overhead (a common practice), the
stump removal and trimming work would
be over priced and the tree removal would
be under priced.

in 30 or 40 percent less. You scratch your
head trying to figure out how that company
can make money. The reason this happens
is really simple. I was just working with a
large company and they set a budget for the
year of $8 million. By October they had
done $10 million. I told the sales staff not
to add any more profit to the jobs. The
owner thought I was insane, but I told him
to trust me. I told them to add their allocation for overhead onto future bids, but no
more profit. Why?
Since that company had already exceeded its sales budget for the year, they had
also already met their overhead number for
the year. Therefore, the overhead they had
built into previous bids would become
profit on future bids. Once a contractor has
met overhead allocation for the year, every
other dollar above direct cost becomes pure
profit.
Now do you understand why the big can
destroy the little. Now do you understand
why the little guys can’t go play in the big
guy’s back yard.

To continue our example, take a direct
cost of a job – labor, equipment and material expense of $10,000. You add a sales
expense of $150 and you have an indirect
operations overhead expense of $300. Your
total direct cost on that job is $10,450. Your
G&A expense is $800, making your break
even price $11,250.
This article is about getting top dollar.
This is where the market comes in. Now
you have to determine how much above
$11,250 can you get. As a salesperson, I
always want to get paid off of gross margin. Any salesperson who wants to get paid
by salary only really doesn’t want to be a
salesperson. Ultimately, great salespeople
know that as long as they have a company
that can produce the product and as long as
you give them the system to determine the
direct costs, they’ll make money. If the
breakeven price is $11,250, and the salesman thinks his customer will spend
$17,000, that’s what he’ll get! If he thinks
he can only get $13,000 then that’s what
he’ll try for. My point is that, as owners, if
you want to grow then you have to get your

Now let’s examine allocation of operations overhead – equipment, site
management and project managers. Some
tree care companies have on site supervisors. If that supervisor has to be on certain
types of jobs, then that cost should be factor in. If the supervisor roams around to all
the jobs equally, then allocating a straight
percentage of operations overhead will
work. My experience tells me this is rarely
the case. Job costing will help estimators
know how much to add for project management on a project with $10,000 of
direct costs.
Miscellaneous operations expenses
should be lumped together with general
overhead and profit to form a single factor.
Overhead items like accounting, payroll,
etc. can be allocated per dollar of revenue
on all projects until annual overhead has
been covered.
Most tree care companies have lost out
on a nice project when a competitor came
Please circle 7 on Reader Service Card
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system down to this level. When you do,
you can hire people who will know the
numbers and know what to do.
Sometimes you need to perform a job at
direct cost to secure a new client or maintain a valuable one. That is controversial
but I advised a two-year-old company to
set their prices at close to cost. Their only
goal in year one would be to “buy the market.” They were a division of another
company. I told them that if they really
wanted to own this town they were going
to have to buy it. You should have heard
the competitors all year wondering how
the new company could do what they were
doing. It’s a strategy. By year two we
raised prices a bit and by year three we had
taken the company from zero to $2.2 million. We knew our bottom-line, direct cost
– anything above that was profit.
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Under-pricing work is the most common
error made by contractors because they
don’t always know these calculations. Get
paid what you are worth! Guidelines for
accepting projects are as follows:

year and if that includes your sales and
overhead expenses.
With my approach you track your numbers every day and the most important
chart in your office will be the contribution to overhead and profit (OH&P).
Every day. Measuring contribution to
overhead and profit every day tells you
that when you meet a certain level, you’ll
meet your overhead and profit number for
the year. After that point you cal alter your
prices to attract long-term business for
future years.
Below are some clues that will tell you
whether or not a customer will buy at higher prices:
• Wealth
• The “Just come do it” attitude
• The entertainer (function or party coming up)
• They say, “Get me on the list right
away”
• Referral from another customer
• When they say “Price doesn’t matter”
• Already a good customer
• Rely on a professional

1. Estimate the direct cost;
2. Predict the price the client will pay
and compare the two;
3. Decide whether the difference sufficiently contributes to overhead or not
to make the job worthwhile.
Ultimately the market does determine
the price to some degree. If you determine
your direct cost and it is already higher
than what you think the market will buy,
what will you do?
If your costs are $11,250 and you think
the market is $9,800, you are probably
inefficient. It may mean your crews are
not able to do that particular job efficiently. The way to make money is to figure
out what you are most efficient at doing.
Once you estimate direct cost and estimate a sale price, if the marginal profit is
only $200 is the job worth taking? Maybe
or maybe not, it all depends on whether or
not you have met your overhead for the
Please circle 33 on Reader Service Card
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Your clients need to know the best and
long-term solution, price vs. serviceability
trade-offs, and the processes you use. In
your marketing, stop telling them that your
company is ABC Tree Company and then
underneath say, “We trim trees and take out
stumps.” They already know this. Tell
them how fast your response time is or
how many hours of training your crew has
or your safety record.
Monitor customer pricing by following
up with each client on each lost bid. As
painful as it is, call them up and find out
why you lost it. Compare the field crews
that won the bid to your own. I used to
take my crews out and let them look
around. There are all kinds of ways to
determine what the competition’s overhead is. Go by and look at their building.
Gather the information that will give you
a competitive advantage. If you can estimate what their overhead is, you can
figure out where you can be competitive
and where you can’t.
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Setting up a
Prescription-Based Fertilization Program
By Michael Roche
hanging a fertilization program
from one that is broad-based and
general to one that is based on the
needs of individual trees is a big leap for
most tree care companies.

C

Sometimes, it’s easier to continue with
what you’ve always done, but change is
good and scientific improvements are
ongoing. Arborists now have more information and better products that make it
easier to inject the exact nutrients into a
tree that it needs, as opposed to adding a
broad-based fertilizer and hoping something works.
The first step is a soil analysis. It’s a
“prerequisite in a fertilization program but
hardly anyone does it,” says Don Marx, a
scientist for Plant Health Care, a
Pennsylvania-based biotechnology company specializing in the development of plant
health care products. “It’s like a doctor prescribing vitamins when he has no evidence
you have a vitamin deficiency.”
However, a soil analysis tends to be a big
leap for many companies. After all, it’s easier to look at a tree that is struggling and
simply stick a feeding needle in the ground
with fertilizer. But that isn’t necessarily
what is best for the tree. Once ground has
been disturbed during construction, chemical imbalances can occur. Adding a
balanced fertilizer can change the deficiency, but will not change the chemical
imbalance.

Look at the foliage, get a soil sample, and then use your knowledge and instinct in setting up a fertilization management
program.
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We need to decide, “What is the purpose
of amending the soil,” stresses Lee Gilman,
director of products and services for the
Tree Care Industry Association. Gilman
comes to TCIA after 15 years running a
division for a large tree care company. His

specialty is designing soil amendment programs to meet the individual needs of
stressed trees.
“We need to look at the process and
decide what is the end result desired,”
Gilman explains. “Fertilization is a process
to an end and we must define a goal. We
need to look at the tree and the site and
decide – are we trying to maintain the tree,
grow it, save it, or a combination of
those?”
Another important reason for doing a
soil analysis is that municipalities are
beginning to regulate fertilizers in a manner similar to pesticides. We can justify our
fertilization program if we can show that
the soil is deficient in some chemicals. A
good soil analysis can show nutrient retention capacity or cation exchange capacity.
You don’t have to know what a cation is to
realize that both methods measure the
soil’s ability to buffer, capture and release
nutrients. The nutrients then become avail-

Municipalities are beginning to regulate fertilizers
in a manner similar to
pesticides. We can justify
our fertilization program
if we can show that the
soil is deficient in some
chemicals.
able to plants and are not leached. Nitrogen
is the most leached nutrient, and therefore
the most regulated. The soil analysis
should give the necessary information for a
correct amount of nitrogen to be added and
retained in the soil.
The soil analysis can also steer you in the
right direction when you decide how to
mix your fertilizer. If, for instance, you see
intravenal chlorosis on a birch or sweet-

WE TAKE
TREE CARE
TO
GREAT
HEIGHTS

gum (and you didn’t do a soil analysis),
you might assume iron deficiency. But if it
turned out to be manganese deficiency
(also a sign of intravenal chlorosis), and
you applied a balanced fertilizer, you
wouldn’t help the tree. According to
Gilman, if you added chelated iron, you
would make the problem worse. Soil
analysis would give you the right information so you could add manganese to your
fertilizer and solve the imbalance.
Manganese is a micro-nutrient. Getting a
soil test with micros is vital because micros
are just as important for plant health as
macronutrients. A good soil analysis therefore should give you levels of the
macro-nutrients – nitrogen, phosphorus and
potassium; micro-nutrients – calcium, sulfur, manganese, magnesium, iron, zinc and
copper. It should also give you estimated
nitrogen release, soil pH, organic matter
content and nutrient retention capacity.
Knowing your micro-nutrient levels is

Simple but superior design, quality construction, performance enhancing
options and accessories. John Bean
Sprayers have always set the standard.
Nothing’s changed. Our legendary
Bean pumps still deliver lasting value
and performance. We still believe in
tough. rugged construction. And we’re
still turning out an impressive lineup of
sprayers for serious tree care professionals. In fact, Bean sprayers are more
versatile than ever. We have skid models for utility vehicles or pickups. We
have 1000 and 2000 gallon models for
big trucks. We even have an optional
DOT package for highway use. And
best of all, Bean sprayers are built to
give you years of trouble-free service.
Like we say. Nothing’s changed.
®

P.O. Box 1404
LaGrange GA 30241
800 241-2308 706 882-8161
706 884-3268 (Fax)
www.johnbeansprayers.com
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important to improve deficiencies, but
Gilman points out that they can also overdose a plant. He has seen copper toxicity
on foundation plants below copper roofs
and gutters, and zinc toxicity below galvanized roofs and gutters. He has also seen
salt toxicity on plants near roads that get a
lot of spray or run off from salt applied to
roads in the winter. Salt damages plants
because it causes spaces in the soil to compact and the aggregates become harder.
This gives a compacted soil effect without
anyone driving on the ground.
If you are going to check for salt toxicity
you need to check it in the spring as salt can
leach out of the soil by fall, even though it
damaged a plant earlier in the growing season. If you do have salt damage, gypsum
can be added to the grass and watered in
heavily once a week for three weeks.
Another advantage of soil analysis is that
low soil pH is one of the most difficult
problems to correct after trees have been
planted. Calcium is used to raise pH but
does not move well through the soil. If you
do a soil analysis prior to planting, you can
correct the problem by mixing calcium to
the soil of each dug hole.
Doggett Corporation touts its packback soil injector as ideal for spot applications of minor elements and soil conditioners
for trees and shrubs.

There are several ways to get a soil
analysis, but the best way is to send your
soil to a national lab where you get the
most reliable results. Purchasing a test kit
to carry in your truck is by far the quickest
way to check the soil, but you need to be
exact in how you use the re-agents, and
you have to make sure you don’t use a reagent past its shelf-life. Local universities
with an extension service are also good,
but often they are staffed with graduate students who are not as knowledgeable as a
national lab.

Setting up a
prescription fertilization program
Decide with the customer what the goals
are for the tree. Is it stressed from construction damage and you want to try to
save it? Is it a mature tree that needs to be
maintained? Do you have 100 newly planted trees that need a jump start? There are
Please circle 78 on Reader Service Card
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many situations and you need a predetermined goal.

does leaf analysis and they will analyze
them with a full report.

Take a soil sample from several places
under a tree canopy and send it to a lab.
Diagnose the results. Do you have imbalances or is the soil deficient in most
chemicals? How is the soil pH? Every situation is different, and setting up a
prescription fertilization program requires
that you are prepared to tailor your program to each site’s needs.

If a tree has been on a regular nutrient
program, the macro-nutrients are probably
fine, but the micros may be off. The leaf
analysis will give that information. A leaf
analysis therefore becomes another arrow
in the quiver for a good arborist.

Talk to the lab and find out how to
change the analysis from parts-per-million
(ppm) or pounds per acre (ppa) into pounds
of active ingredient per 100 gallons. (One
of the more uncoordinated parts of a fertilization program that uses soil analysis is
that the scientists at the labs like using ppm
or ppa, when their customers are mixing
fertilizer in pounds per 100 gallons. It
makes a program more difficult and adds
another hoop we have to go through, but for
now you’ll have to get out your calculator.)
Fertilize to recommendations, making
sure the soil can utilize the amount of soil
applied. Have an arsenal of nutrients in
supply. It’s important to have balanced fertilizer in stock, but you should also have
supplies of the individual micro- and
macro-nutrients. If you don’t then it’s easy
to just say, “I don’t have any manganese,”
when there is a manganese deficiency and
apply a typical balanced fertilizer. Supplies
of micro-nutrients are especially inexpensive so it’s not hard to carry the inventory.

What else?
Go the next step. Bill Urbanowicz of
Spectrum Analytic, an Ohio-based laboratory, recommends a leaf analysis as well.
“A soil test is the starting point for a fertilization program and gives information of
what is available to a plant; a leaf analysis
tells what the tree actually has.”
To do a leaf analysis, wait till the newest
leaves are developed and pull off several
leaves that when compressed make the size
of a golf ball. Use the leaves at the end of
the twig. Send these leaves off to a lab that

When does low mean low?
The question then becomes who decides
what is a low pH or nutrient deficiency.
Everyone interviewed for this article struggled with that issue, because what might be
sufficient for a seedling in a greenhouse
where a study is performed is not necessarily adequate for an over-mature tree in an
urban environment. Urbanowicz points out
that studies have been done by universities,
arboretums, botanical gardens and labs;
from those everyone tries to make his or her
best judgments.

find out what’s been damaged.
Fortunately, setting up a prescription fertilization program is one aspect of tree care
that doesn’t require a big investment up
front, if you already have a fertilization
program. The client pays for the soil or leaf
analysis and you only have to stock a small
amount of nutrients on top of your balanced fertilizer. Good chemical suppliers
that sell fertilizer frequently sell the individual nutrients plus blends of micros.
After trying it on a few trees, the improved
results will probably encourage you to
expand the program.

In the end, it does come down to the
experience of the arborist. You set goals for
the program, you study the plant, you give
yourself the most information possible with
a soil and leaf analysis, and from that you
give it your best effort.
“Arborists in a particular area know
more about trees and what works than any
scientist in a lab,” insists Marx from Plant
Health Care. There are just too many variables. What may work on a sugar maple in
its native environment may not be the same
thing as one that has been transplanted to
someone’s yard in Las Vegas. He recommends looking at the foliage, getting a soil
sample, and then using your knowledge
and instinct.
“If we can get arborists to recognize what
a normal canopy looks like, we can understand fertilization needs better,” says Marx.
“How do we recognize normal if we don’t
know what normal is? So much comes
down to an arborist knowing what a healthy
tree looks like.”
Sometimes it’s something as simple as
getting out a shovel and digging around to
Please circle 81 on Reader Service Card
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Coming in spring & fall from
Tree Care Industry magazine!

Make the used
equipment
SOLD list for
less than
3 cents a lead.*
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Locator is a separate used equipment color magazine mailed with TCI twice a year. It arrives on
the desks of owners and managers strategically
timed with seasonal purchase decisions.

FREE advertising on our website!

62/'

www.TreeCareIndustry.org averages more than
400,000 hits per month. Get web advertising in
the on-line edition of Locator FREE.

FREE LEADlink leads Service!
Reader service numbers for your ads. Prospects
circle number on bind in card. Includes FREE;
Advertiser’s Sales Lead Activity Report, leads on
peel-off labels, respondent data including source
and demographics for entering into databases.
(On average, more than a thousand leads are
distributed to TCI advertisers every month.)

62/'

GUARANTEED BPA Circulation!
TCI magazine is BPA Audited (27,527 circulation)

*Based on 1/3 page 4-color ad and circulation 27,500.

and 100% qualified so advertisers always get
measurable, targeted reach.

Advertisers please call:
Tree Care Industry Association

516-625-1613.
www.TreeCareIndustry.org
Don’t miss TCI EXPO ‘04
Detroit, MI • OCT 28-30
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TCIA EXPO Spring 2004:
March 25-27
Sacramento, California
Acme Saw & Supply/Golden Eagle Dist.
A distributor of Echo Products Inc.
ADI Pruning Tools
Hydraulic pruning tools for the professional
arborist.
Aerial Lift Inc.
Manufacturer of aerial lifts in Milford, Conn.,
since 1958. Lifts range in height from 38 to
80 feet.
Agape Designs
Beautiful copper sculptured trees and custom
manufactured wooden belts and jewelry;
uniquely designed tree T-shirts.
AgriChem America
Agri-Fos Fungicide for control of sudden oak
death. Pentra-Bark-Bark penetrating surfactant systems. (330) 721-0602.
Air-Spade/Concept Engineering Group
Manufacturer of the genuine Air-Spade product line, which can uncover roots without
damaging valued trees, shrubs and plants.
Air-Spade uses powerful supersonic air jets
that excavate root area soils.
Altec Industries Inc.
For more than 70 years, Altec has provided
equipment solutions, exceptional customer
service and the most advanced manufacturing
and engineering techniques. We’ve made a
business of understanding the unique requirements of every industry we serve and remain
committed to total customer satisfaction.
That’s why we can stand behind our products
with the most comprehensive warranty in the
industry. Guaranteed, only from Altec.
Alturnamats Inc.
Super tough polyethylene drive-on matting
system for easy accessibility over lawns and
ground that needs to be protected. Great outrigger pads also!
Arborscape Pro
Arborscape Pro is tree care industry special-

Exhibitors

ized customer-management software. It
offers streamlined bid, billing and contact
management. Fully integrated with
Quickbooks, Outlook and handhelds.
ArborSoftWorx
ArborSoftWorx suite of business management software specialized for the commercial
arborist (ArborWare), and Municipal/
Campus Arborist. Manage unlimited customers, work sites, proposals/contracts, work
orders, work history, plant/tree inventory,
invoicing, receivables and more. Also
includes pest/disease, plant/tree and chemical
libraries with application tracking, with state
reporting, foreign language translation, link
to QuickBooks, synchronization with field
devices, routing and mapping, comprehensive landscape drawing, link to all external
word processing and spreadsheet software.
ArborSystems
New – ArborSystem’s Tree Injection Gun.
Arbortech
Arbortech is a leading manufacturer of chip
bodies, utility tree vehicles and toolboxes for
the professional arborist. With a variety of
body sizes and options, one will fit your
needs.
Arborwear LLC
The original tree climbers’ gear: Arborwear
clothing designed by tree climbers, for tree
climbers. Pants, shirts and belts combine
comfort and function.
Arborwell
Arboricultural commercial and residential
services company serving the San Francisco
Bay area and Los Angeles. 1-888-969-8733;
www.arborwell.com.
Bailey’s
Hydraulic grapple log trailer and a brush
chipper.
Bartlett Arborist Supply & Manuftg. Co.
Bartlett provides tools, climbing, rigging,
TREE CARE INDUSTRY – MARCH 2004

safety and cabling supplies for the professional arborist. Come see what’s new at
Bartlett!
The F.A. Bartlett Tree Expert Co.
Bartlett Tree Experts is the world’s leading
scientific tree and shrub care company. It has
offices in 27 states, Canada, Ireland and
Great Britain. Services include pruning, integrated pest and disease management, soil
analysis, cabling and bracing, tree lightning
protection systems and tree inventories.
Guided by the scientists at the Bartlett Tree
Research Laboratories in Charlotte, N.C.
Bishop Company
Bishop Company presents a complete line of
arborist supplies for the professional. Phone
1-800-421-4833 for the newest product innovations and industry catalog.
Buckingham Manufacturing Co. Inc.
Buckingham Manufacturing is the leading
manufacturer of climbing equipment and
related accessories for the professional
arborist.
Calif. Assn. of Tree Trimmers/State Fund
Complete insurance resource, (209) 5775132; 1-888-436-2541.
Cal-Line Equipment Inc.
We are the Northern California/Nevada distributor for Brush Bandit chippers, J.P.
Carlton stump grinders, and Green Mfg.
green teeth. We also offer a complete line of
arborist supplies and tools, including rope
and climbing gear. Call 1-800-654-8749 for
free catalog. In addition to equipment and
supplies we have a full-service parts and
service department and provide professional
knife sharpening.
Christmas Decor & Nite Time Décor
Holiday and event decorators.
Climb Max Ltd.
Distributor of arborist carabiners, professional rope and climbing accessories.
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DICA Marketing Co.
Outrigger pads, ground cover mats and wheel
chocks.
Doggett Corporation
Manufacturer of specialty tree fertilizers, soil
amendments and supplements. Slow release
specialty formulations, trace elements for specific deficiencies, pH correctors, organics for
soil injection and vertical mulch. Doggett is
also a clearing house for information and
research dealing with tree health and nutrition.
Dynamic Manufacturing Corp.
Cone-Head wood chippers; Stumpro selfpropelled riding stump grinders.
Dynamic Tyre
A division of Magnum Systems.
FAE-USA Inc.
Forestry mowers for the commercial residential tree care company, municipality, landscape
contractor and property management.

Fanno Saw Works
Manufacturer of folding saws, curved-blade
tree saws, pole saws & special-purpose saws.
Also, supplier of pole pruners with wood or
fiberglass poles. Fanno International, supplier of Tri-Edge pruning saws with durability
in mind.
Foley Enterprises
Non-immigrant labor certification for H2B
work permits.
Forestry Suppliers Inc.
Climbing and rigging equipment and supplies, clinometers, tree corers, soil
penetrometers, diameter tapes, pH meters,
sprayers, GPS, laser pointers, soil testing suppliers, tree/log scale sticks.
Fred Marvin Associates
Manufacturers of pole pruners and pole saws
since 1943.
Future Forestry Products Inc.
Manufacturer of equipment for safe and
ergonomic high pruning, selective forestry
harvesting and virtually zero-impact log
moving.
Growtech Inc.
Featuring ‘Smooth Operators’ – easy-to-use,
lightweight, professional pruning tools.
Folding and arborist straight saws, pole saws,
long reach pruners, loppers, hedge shears,
horticultural and flower knives, scissors,
accessories.
The Hartford
Property, casualty and commercial insurance
(except workers’ compensation) for the tree
care industry.
Hill Manufacturing
www.marshalltreesaw.com; (918) 251-1164.
Husqvarna
Chain saws, safety apparel, trimmers and
blowers.
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benefited from the tremendous cost savings,
increased safety, and better profitability from
IMX grapples. Take the ‘work’ out of ‘tree
work’ by mechanizing the task of handling
debris.
International Society of Arboriculture
Brochures, publications, videos and services
available through ISA, including membership and certification information. The latest
books, manuals and videos on tree care will
also be available for purchase at the show.
ISA – Western Chapter
International Society of Arboriculture chapter
for Arizona, California, Hawaii and Nevada;
for those engaged or interested in the practice
of arboriculture.
J. J. Mauget Company
The time-proven micro-injection system that
promotes tree health and protects the environment. Mauget’s pharmacy of cures
includes three fungicides, four insecticides,
seven fertilizers, two combinations and one
antibiotic.
J. P. Carlton Company, Div. DAF Inc.
Professional stump grinders – ranging from
25 hp self propelled to 125 hp turbo diesel –
highest quality, most advanced machines
available today.
Jameson
Tree care tools – poles, pruners, pole saws,
boom mount tool holders
Jarraff Industries Inc.
For more than 20 years Jarraff Industries has
been manufacturing the tallest and fastest
mechanical tree trimmer.
John Bean Sprayers
High-pressure sprayers and accessories suitable for all tree spraying needs, 50 to 1,000
gallon, capable of spraying 100 foot trees.
Compartment tanks. Skid-mounted or DOT
approved axle assemblies.

IML – Instrument Mechanic Labor Inc.
Featuring the Resistograph – a mechanical
drilling instrument providing a true picture of
the defect zones within a tree. Fractometer –
measuring bending movement, angle of fracture and compressive strength.

Kanzawa Seiko Ltd.
Triple edged pruning saws and pruning
shears. www.kanzawa-samurai.co.jp; phone:
0794-82-0387.

Implemax Equipment Co. Inc.
Join the other successful arborists who’ve

Karl Kuemmerling Inc.
Tree trimming equipment and outdoor work
clothing.
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King Kong Tools
High quality carbide teeth for wood grinding
machines (tub/horizontal grinder and stump
cutters).
KMC Kootrac
KMC high speed steel track vehicle complete
with rear engine hydrostatic drive carrier for
multi-purpose uses in the utility and fuel and
fire management areas.
The Knifesource LLC
Manufacturer of brush chipper knives.
Lemco Tool Corporation
Manufacturer of professional-grade tools.
Leonardi Manufacturing
Three new items: Tomahawk teeth, Ultimate
Pocket, bolts with newly-designed head and
threads. All built to give you the highest performance on the market.
Loftness/US Attachments
Loftness Specialized Equipment Inc. provides a full line of Tractor 3-point mounted or
skid-steer mounted tree and brush shredders,
orchard and vineyard shredders, flail mowers, rock pickers, sod roll-laying, snow
blowers. The product line is known for state
of the art design, durability and workmanship. The Loftness Web site includes
complete listings of product pricing, product
videos, literature, by state listing of dealers
and sales representatives.
Magnum Systems Inc.
Mechanical tree trimmers, fixed/flail tooth
mulcher mowers on Cat carriers. www.magnummulchers.com.
MAT-3 Inc.
Manufacturer of aerial devices for the
arborist industry, featuring the unique
extendable upper boom for easy access to
the work area.

Nationwide Auction Systems
Nationwide specializes in the sale of used
forestry and aerial equipment on behalf of
tree service companies, utilities, contractors,
distributors and manufacturers throughout
the United States.
Ogilvy Hill Insurance
Full-service insurance brokerage serving
Santa Barbara and Southern California. (805)
966-4101; 1-800-566-464; www.ohins.com.
Oregon Cutting Systems Group
Advanced cutting products: cutting chains,
guide bars and drive sprockets for chain
saws; chain saw-related accessories and
maintenance
tools.
Visit
www.oregonchain.com.
OSHA
The federal Occupational Safety and Health
Administration works to prevent accidents
and injuries by establishing protective standards, enforcing those standards, and
providing technical assistance and consultation programs for employers and employees.
www.osha.gov.
Payeur Distributions Inc.
Distributor of The Wheeler log loaders and
The Forester – all to help arborists be more
efficient in the operation of their commercial
tree care business.
Portable Winch Co.
Portable capstan winch, powered by 2.5 hp
Honda engine, provides 2,500 lbs. of pulling

Practical Solutions Inc.
The Service Solution – Software designed for
the chemical lawn and tree care industry.
Includes marketing, billing, routing, scheduling, service timing, estimates, work orders,
statements, renewals and much more!
Preferred Processors Company LLC
Log Splitters.
Preformed Line Products
Specialized cabling and bracing equipment
for the tree care industry: Tree-Grip deadend, Tree-Crotch grip and safety guy-wire
dispenser.
Rayco Manufacturing Inc.
Only Rayco builds the most complete line of
high performance stump cutters and cutting
teeth in the world for professionals who
demand maximum field production and safety.
Redmax-Komatsu Zenoah America Inc.
Komatsu Zenoah manufactures a complete
line of RedMax trimmers, brush cutters,
handheld and backpack blowers, edgers,
short and long reach hedge trimmers, as well
as top handle, rear handle and pole chain
saws, and an exclusive gas powered scissors
called a reciprocator. The quality, durability
and workmanship of all RedMax products
are field proven in the green industry, and are
sold only through sales and servicing dealer-

Lewis Utility Truck Sales, Inc. ♦ 628 North Portland St., Ridgeville, IN 47380 ♦
♦ Hours: Mon.-Fri, 8-5; Sat., By appt. only ♦
Call: 1-800-856-2064 ♦ Fax: (765) 857-2225

www.Lewisutilitytrucks.net

E-Mail: Lewisutility@jayco.net

♣ Airport Pickup ♣ Delivery Available ♣ Finance Companies Available
♣ Affordable Pricing for Everyone ♣ D.O.T. ♣ Cert. Dielectric Testing

Large Enough to Serve You, Small Enough to care

84-92 GMC, FORD, INT.
TECO Saturns, Gas/Diesel,
Dump/Chip/Flatbed/Utility

JJ Kane Sale at this Location
March 27, 9:30am -- Big Liquidation
of Excess Equipment.

Minnesota Wanner Company
Manufacturer/distributor for IPM/Plant
Health Care sprayers, pumps and accessories.
Morbark Inc.
Morbark manufacturers a complete line of
durable, dependable brush chippers. From the
massive 2400XL Hurricane to the compact
2050 Clipper, Morbark offers 13 machines to
fit any brush chipping operation.

power single line, 5,000 lb. double line, using
unlimited length of synthetic rope. Full line
of accessories available.

BRAND
NEW
2003 & 2002
GMC & Int.
XT 60/70-foot
Hi-Ranger
Terex Telelect.

NEW AND USED:Aerial Lifts of CT, Hi-Rangers, Teco,
Cab & Chassis, Chip Trucks, Chippers, Chip Boxes.
Also available: 11 ft. used chip box, $850.

’92-’95 GMC & Int’l, gas and
diesel, LRIII Altec. 60’ w.h.
Dump & Chip, low miles

NEW 2004 Under CDL GMC &
International XT 55’ Hi-Ranger
Terex Telelect. 60’ w.h.
Also XT60-65 ft. w.h.

NEW AND USED CHIP
TRUCKS — 1988-2002 GMC,
International & Ford. 11’ to 16’
Extra high standard bed. Also,
removable top and sides.

87’ - 91’ Aerial Lift of Conn/Rebuilt Booms
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ships nationwide. Many RedMax products
are equipped with lightweight RedMax
Strato-Charged engines, which meet all
CARB Tier II and EPA Phase II regulations
without the need for a catalytic converter.
Rotochopper Inc.
Rotochopper is an international manufacturer
of wood waste grinders, mobile bagging systems and wood chip processor/colorizers.
Rotochopper is unique in that it is the only
U.S. company that markets a mobile bagging
system and the only wood waste grinder that
can grind and color mulch in one pass.
SafeTree
The SafeTree Program is a five-year public
awareness program funded by Pacific Gas
and Electric Company. SafeTree provides
information about, and funding for, the
planting of trees safely away from electric
power lines.
Samson Rope Technologies
Braided and twisted lowering ropes, climbing
ropes and accessory cords. Ask to see our
ropes at your professional arborist dealer or
contact us for our new product guide.
Schodorf Truck Body & Equipment Co.
Manufacturer of Silver Knight forestry body
for more than 50 years. Get the advantage of
DRS (dust release system). Options include
removable aluminum roofs, lift gates, cranes
for all applications, and more. Complete
packages with chassis and demo specials.
Attractive lease/purchase programs and
delivery available.
Sierra Moreno Mercantile
Work proven tools for tree health professionals. Our company leads the industry in new
product innovation.
Simonds International Corp.
Manufacturer of Limb-inator brand brush
chipper knives for all types of machines.
Spyder Manufacturing U.S.A.
Climbers, ascenders, pole pruner poles, shovels, rakes and tarps.
Stihl
Stihl is the number one selling brand of chain
saws worldwide. See a full range of Stihl
chain saws. The BT45 wood boring drill and
BT45 earth auger drill, along with Stihl
48

Precision Series hand tools.
Stump Removal Inc.
Kan-Du Stump Grinder: Fast, efficient, economical and proven reliability –
hydraulically controlled, self-propelled, easy
to operate; grinds 24 inches deep with 48
inches working width yet will pass through a
29-inch opening.
Superior Helicopter LLC
Aerial heavy lift operations for a variety of
missions, including timber harvest and environmental forest thinning; will debut a new
aerial saw at the show. www.superiorhelicopter.com; (541) 832-1281.
Terex Utilities – West
Terex Telelect is the manufacturer of the HiRanger XT Series aerial tree trimmers and
distributes the Effer Articulating Crane.
Timberwolf Manufacturing Corporation
Professional firewood processing equipment;
splitters, conveyors and processors.
Tree & Landscape Equipment Trader
Publisher of Tree & Landscape Equipment
Trader.
Tree Care Industry Association
Five Part Climbers Safety Program, educational and safety training programs,
business management guidelines and valuable membership information for the
arborist industry.
Tree Management Systems Inc./
Arbor Gold Software
Management software designed specifically
for tree care companies. Features include:
phone center, proposals, scheduling, work
orders, invoicing, direction maps, built-in
landscape CAD designer, and most importantly, a 100 percent synchronizable database
for mobile offices. Also offers a QuickBooks
posting option.

more than 29 years. Recently, U.S. Rigging
was appointed the exclusive U.S. importer of
Kong carabiners and accessories. Our sister
company, Pelican Rope Works, has been
manufacturing superior quality braided synthetic ropes for over 23 years. Together, both
companies provide the arborist and landscaping trades with an unbeatable combination of
service, safety lanyards, flip lines, carabiners,
fittings and attachments.
Vermeer Manufacturing Company
Vermeer Manufacturing Company is scheduled to display several environmental
innovations from our proven line of brush
chippers, stump cutters, horizontal and tub
grinders, and tree spades.
Versalift, Time Manufacturing Co.
The complete line of Versalift truck-mounted
aerial devices, from 29 feet to 65 feet,
includes articulated overcenter and articulated non-overcenter aerial devices, telescopic
and telescopic/articulated aerial devices as
well as digger derricks.
Weaver Leather Inc.
Arborist supplies including positioning saddles, climber pads, straps, guards, pruner
pouches, sheaths, holsters, scabbards, axe
guards, replacement pads and more.
West Coast Shoe Co.
Maker of rugged work and recreational
boots. www.westcoastshoe.com.
Wood/Chuck Chipper Corporation
Superior chippers since 1969. Wood/Chuck
combines years of manufacturing experience
with the latest technology to produce quality
equipment for the tree care industry.
Woodsman Chippers
Complete line of professional Woodsman
brush chippers – whole tree and hand-fed;
durable, safe and highly productive.

Tree Tools
Importation, distribution and manufacturing
of forestry and horticultural tools, distribution of hand planting and pruning equipment.
www.treetools.co.nz.

Yale Cordage Inc.
Manufacturer of XTC – ropes for expert tree
care. Supplier of sliced rope tools for the
arborist. Demonstrating special rope braider
machine – come see what goes into your
rope!

U.S. Rigging Supply
U.S. Rigging Supply has been manufacturing
wire rope assemblies and accessories for

Zenith Cutter Co.
Chipper knives for all makes and models of
brush chippers and other industrial knives.
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Safety is
critical
in every
language.
Since 1938, TCIA, the
Tree Care Industry Association
(formerly NAA) has been
keeping your workers safe.
No other professional tree care
association has more experience
to help you with your Spanish
training needs. Order now, from
a robust suite of Spanish
training products.
TCIA’s Spanish product suite:
EHAP - Electrical Hazards
Awareness Program; Tailgate
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Guide Series.
Phone: (603) 314-5380
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Rope
Splicing
By Michael Roche

good splice, just like a good
rope, is an essential piece of
equipment that all arborists must
have. The important thing to consider is
should you splice your own rope?

A

You can buy it spliced from distributors
for a minimal amount more, and then you
know it is done correctly. Perhaps there are
some occasions that warrant splicing your
own rope. For instance, you nicked your
rope with your chainsaw and you had to cut
off the bad end, removing the splice. You
live too far from a rope distributor and
you’re climbing tomorrow, so you look up
splicing on the Web and figure you’ll give
it a try. Perhaps you could justify this circumstance. But to be honest, unless you’ve
been trained in rope splicing, you would be
better off going with the old style of tying
into a clip and using a taut line hitch.
Winging it isn’t worth it.

Photo courtesy of American Arborist

From left, Yale Double Esterlon 5/8, orange; Samson/Arbormaster Blue Streak; New England 3-strand Dacron (large soft
eye); Samson/Arbormaster Gold Streak; New England 3-strand Dacron (with thimble); New England Hi-Vee Safety Blue
Braid; New England Safety Blue Braid; American Arborist Independence Line; Yale Double Esterlon 3/4, blue; and American
Arborist Independence Line (spliced into a prussic loop with snap clip).

“We recommend people buy from a distributor who splices,” says Steve Parola,
New England Ropes customer and technical service manager. “We don’t certify
individual splicers, the idea being we only
want to certify people who do it all the time
and they are the distributors. If someone
wants to save some money, it’s better to
learn knots than learn how to splice.”
These words are echoed by Melvin Fast,
a Samson Rope research and development
technician, who says, “Don’t take a
chance, have a pro do it.”
Fast points out that rope manufacturers
have equipment that periodically tests
splices for minimum breaking strength,
and they give pass or fail reports based on
those tests. “I want to stress using a particular manufacturer’s guidelines,” he says,
“because they have done the legwork, the
testing, and made sure everything works.”

Photo courtesy of American Arborist

Samson/Arbormaster Blue Streak; Samson/Arbormaster
Gold Streak; American Arborist Independence Line; New
England Safety Blue Braid; New England Hi-Vee Safety
Blue Braid.
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Fast goes further by cautioning against
books that include directions for splicing,
because unless the writer has equipment
for testing splices, he or she can’t be as certain as buying a line spliced by a
distributor. If you do splice your own rope
based on the directions from a book, then
you should have it checked by a certified
rope specialist.
TREE CARE INDUSTRY – MARCH 2004

Which brings us to the whole certification process. It always seems that if
something is in need of certification, and
there’s money to be made from it, there is
always some organization that will try to
establish themselves as the official governing body. Rope splicing, however, is too
small an industry for an outside organization to create a certification process. As a
consequence, the rope manufacturers do it
themselves, with each one writing strict
guidelines for splicing. Perhaps as the business increases, splicing will have an
independent group keep tabs on it, but for
now, arborists must rely on the rope manufacturers to oversee the certification. It is
probably better that way, as each company
can research and test what works best for
its rope and can be confident in what they
approve. They then certify distributors or
an independent rope specialist.
And where would you find an independent rope specialist? Well, there aren’t many
of them out there. It’s a niche business and
the volume of work doesn’t sustain a
nationwide network.
One of the few people in the country that
you could call a certified rope specialist is
Stanley Longstaff, who owns RopeWorks
in Eliot, Maine (stanley@ropeworks.com).
Longstaff learned his trade over many

Please circle 53 on Reader Service Card

years involved with ropes. He was a
climber for 13 years, and then became a
tugboat captain on a major river in Maine.
While on boats he would work with ropes
up to 9 inches in circumference and splice
everything from three-strand rope to 16strand braided rope. About this time – the
mid-1990s – George Mellick of Shelter
Tree, a Massachusetts based arborist supply distributor, was seeing an increase in

This is
our lab.

demand for split tails. He approached
Longstaff to fill the niche. Longstaff knew
he had a found a good business when he
went to TCI EXPO in 1995. At that show,
he says, “Split tails were new on the floor
and they all sold out fast. You couldn’t find
one for the rest of the show.” That proved
to Longstaff that there was a market for a
qualified person to establish his own rope
splicing business.

When you set out to craft
the finest arborist ropes in
the world, it makes good
sense to listen to the
people who use them.
At Yale Cordage, we not
only listen to arborists, we
rely on them to help us
make our ropes better.
But crafting top-quality
rope is only part of our
commitment. At Yale, we
take pride in our ability
to provide complete custom fabrication capabilities, developing rope and
rope assemblies specifically
designed to meet the
needs of arborists around
the world.
Whether you’re seeking
bull ropes, climbing lines,
rope tools, or the solution
to a specific tree-care
challenge, turn to
Yale Cordage.

YALE CORDAGE
We make rope work.

77 Industrial Park Road Saco, Maine 04072
(207) 282-3396 fax (207) 282-4620 www.yalecordage.com
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Now Longstaff goes to arborist supply
distributors like Sherrill and Buckingham
and trains their employees on splicing.
Every couple of years, he flies to Germany
to train employees of German rope manufacturers. He is also a Samson rope
distributor, buying rope in bulk, splicing it
and selling that rope to distributors.
Longstaff has found a nice niche in this
business because, “Climbers come to me
all the time with new ideas. These climbers
can’t go to rope companies because those
companies have huge responsibilities to
other customers and distributors.” He can
work with those climbers on their specialty
order and satisfy their particular needs.
This brings up the point of why splice in
the first place?
“A splice is more efficient than any knot
for retaining strength; a knot is just a series
of bends and a bend is a weak point,” says
Fast at Samson.
New England Rope’s Perola adds,
“Splicing is great. It makes it easier. You
can use a split tail and burn up the split tail
but not the rope. You also don’t have to
teach a beginner another knot. Mostly, it’s
a convenience thing.”
“A split tail makes a climbing line
become a long adjustable lanyard,” says
Longstaff. “It’s easier to re-crotch.”
For those of you who don’t understand
what a split tail is; it is a short piece of rope
about four to six feet long with an eye
splice at the end. The eye splice attaches to
a carabiner, which then attaches to your
saddle. The tail is then used to tie a taut line
hitch to your climbing line. If you want to
re-crotch in a tree, first you put on your
safety line. Then all you have to do is
unhook the carabiner to get your rope
around a crotch or to affix to a new crotch.
Without a split tail you still have to set your
safety line, then untie your knot, move
your rope, then re-tie the knot.
There are a few other key points that
these rope specialists wanted to stress

TEREX UTILITIES NETWORK
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Access the best in
equipment, application expertise and support.
It’s the Terex Utilities organization, an uncommon network of equipment distributors working together.
Terex Utilities Network provides an unparalleled level of application expertise and product support to help
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Terex Utilities Network Representative now.

600 Oakwood Road • Watertown, SD 57201 • (605) 882-4000 • FAX (605) 882-1842
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sliding a knot. Ropes are lighter and
stronger than they were a decade ago; they
often come with a special coating for abrasion resistance and to reduce sap build-up.
• Never lower a piece of wood with your
climbing line. You can damage it and the
damage may be internal. You should
inspect your rope every time you use it and
don’t share it.

Photo courtesy of Yale Cordage

The crossover has been made and the taper cut for a splice in this Yale Double Esterlon. It is now ready for the “milking”
process en route to finishing the splice.

involving ropes:
• Splicing can only be done by hand,
making it time consuming – and justifying
the additional cost.
• Each type of rope has a different splice.

• If you insist on splicing your own
climbing line, use only 16-strand cord. If
you go with a 12-strand line, don’t splice it.
Most climbers have gone to the 16-strand
because they are stronger but not stiffer,
which allows for better performance when
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• If you do retire a climbing line, it’s a
good idea to put some spray paint on it, so
no one else uses it.
If you do all these things, and buy quality ropes that a certified distributor splices,
then you should be able to move safely and
efficiently through the trees for years.
Michael Roche is a certified arborist and
the owner of Stowe Tree & Landscape in
Stowe, Vt.

1. Does your business produce chips?
2. Do you spend a lot of time and
money getting rid of them?
3. Now you can turn those chips into
premium mulch in one pass
through a Rotochopper CP 118.

Ron Van Beek from Tree Care, Inc., in Holland, Michigan recently told us:
“I’m amazed. The mulch I’m making with my CP 118 is the best looking
product in our entire area and it sells as fast as we make it. Purchasing
this machine was the best decision I’ve made in a long, long time.

The CP 118 will turn your wood chip disposal PROBLEM into a money making OPPORTUNITY.
Change the LOOK, FEEL, COLOR, and VALUE of your chips in one quick and simple pass through
the Rotochopper CP 118. You can stop worrying about where to dump those chips and start selling
them into the highly profitable premium mulch market.
N
N
N
N

Regrind and create any color you choose in one pass.
Pull with a pickup - feed with a skid steer.
Sets up in minutes.
Call today for a free video or on site demo.

608-452-3651

“PERFECT IN ONE PASS”
info@rotochopper.com
http://www.rotochopper.com
320-548-3586

Rotochopper, Inc.
217 West Street
St. Martin, MN 56736
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Arborists
Should Be
Par

On Any
Golf Course
Even in arid parts of the country, such as Las Vegas, Nev., golf courses have trees that provide ample work for arborists.

By Don Dale

I

t seems that arborists who familiarize
themselves with the game of golf are
more likely to get more work caring
for trees on golf courses than those who
don’t.
At one upscale country club, Robert
Wallace, a consulting arborist at several
Southern California golf courses over the
years, once trimmed a large lateral eucalyptus limb that hung out over the fairway.
“It turned out that that limb was a key
play,” Wallace recalls. He heard a lot of
angry comments from staff and golfers
over that mistake, though he was doing
what was right for safety reasons. “The
arborist has to be aware of some of those
things.”
And golf courses can be a huge market
56

for arborists. At Woodland Hills Country
Club in Southern California, which has a
course known for its trees, Steve Sinclair,
superintendent, has used at least three
arborists in the last year.
“What we have used arborists for mostly
this year is preservation of our oak trees,”
says Sinclair, who has a consulting arborist,
a regular arborist who does a variety of
jobs, and a company that recently moved a
large oak to a better spot on the course. He
has also used arborists to help him compile
an oak management program for the
course, an undertaking that is ongoing.
There is hardly a course in North
America that doesn’t have trees, and those
trees are not just for aesthetics and shade.
Trees are integral to playability in the game
of golf, and a golf course construction
superintendent often requires technical
advice prior to planting or moving trees.
TREE CARE INDUSTRY – MARCH 2004

Once the course is built, maintenance is
ongoing and sometimes hectic.
Some courses use their own maintenance staff for some or all of the pruning,
nutrition and general tree maintenance, but
many hire arborists and tree care companies to do even that work. For example,
Robert Wallace, a consulting arborist at
Woodland Hills, is “buried in work” from
golf courses, and one of the most important
services he provides is to check trees for
potential problems before they become
issues for the superintendent or golfers.
“Soon the need for an arborist becomes
real to them,” says Wallace, because they
understand how tree health will affect
them. Take collar disease, for example.
Wallace says that Woodland Hills’ Sinclair
has taken his advice to keep turf well away
from the trunks of trees so that irrigation
water does not splash on them and lead to

root rot or fungus conditions.
Hazard assessment is certainly a big part
of the value of an arborist to golf course
management, and he can point out upcoming agronomic or injury problems as well.
Wallace takes a golf cart and rides around
the course at least quarterly, looking at
trees that could become a problem in the
future. Those are billable hours.
When caught early enough, damaged
trees are not nearly as much of a problem.
For example, hard-hit golf balls can damage the cambium layer of trees, and a
superintendent can protect them if alerted.
Or, replacement trees can be planted while
damaged trees are still in place. Wallace
has started a program at Woodland Hills
that calls for planting replacement trees on
either side of a doomed old-timer. By the
time it dies or is removed five years later,
new trees will be growing nearby.
“We have six golf courses under contracts around here now,” reports Les Fritz,
CEO of Fritz Brothers Tree Service in
Shalimar, Fla. Golf has become a big part
of his business, utilizing approximately
half of his 20-plus staff at any one time.
But he works hard to keep that business.
“Superintendents are busy. They have so
many responsibilities,” Fritz points out,
and they want a tree service that will not
only be there for them, but one that will
also take some of the management load off.
That’s what Fritz prides himself on, and
when they ask him to jump, he jumps
“higher than they say.”
The winter is when most of his contract
work is done on the top-end private and
semi-private courses he caters to (those
include a Fred Couples course and a Greg
Norman course). Pruning of the courses’
live oaks, pines, magnolias and hickories is
done then. During that four-month period
he also fertilizes the trees.
But it isn’t just pruning and fertilizing.
The contracts call for pruning and fertilizing to ANSI A300 standards, which include
specific elements, such as pruning to raise
the canopy and to allow sunlight in, and

This oak near a clubhouse in Southern California has been moved to this site and is typical of trees that require lots of
arborists’ time over the years.

fertilizing to exacting standards. Fritz
makes sure this is done whether the superintendent is on the course at the time or not,
and ANSI compliance standards actually
make this easier for him.
“We’re sending the same guys back each
year” to each course, Fritz notes, for several reasons. For one, his workers get to
know the course and are able to do a better
job more efficiently. Two, the superintendent and other golf course workers get to
know and feel comfortable with his
employees.
“To be able to manage that continuity
we’ve got to manage our workload,” he
TREE CARE INDUSTRY – MARCH 2004

adds. The rest of the year, his contracts call
for him to be on standby for calls from the
course. He will drop whatever job he’s
doing to go out and remove a lightningstruck tree or spruce up a course for a
special event, for example. It’s a light load
in the summer, but it’s a bit of a burden to
him because he may have to reschedule
other work.
For that reason, Fritz has to be quick on
his feet. He uses wireless e-mail and
mobile phone service to communicate
from the field. He retains his golf course
business by being able to do exacting work
and respond quickly to any and all
requests.
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grounds to be safe. “Guys like Jim
McGarvey really want to make sure the
trees are safe,” Veitch says.
Because of a death on an area golf
course due to a falling tree several years
ago, the Worker’s Compensation Board in
Canada requires a high degree of compliance. Davey Tree markets to that need.
“We do a fair amount of golf courses,”
Veitch says, estimating that since he got his
first golf course job 12 years ago it has
come to comprise about 15 percent of his
work.

A Los Angeles golf course, where the trees in the background can come into play, illustrates why arborists who work on
golf courses must be aware of how the game of golf is played.

Fritz’ company, which won an
Excellence in Arboriculture Award from
the Tree Care Industry Association for golf
course work, says that you get golf course
work by proving yourself in the rest of the
community. You keep it by dedicating the
number of staff necessary to get the job
done, then doing good work. “Servicing
the customer,” that’s the key, Fritz says.

Keeping prices competitive also helps.
Blair Veitch with the Davey Tree
Expert Company in Vancouver, British
Colombia, services eight to 10 courses at
any one time. Jim McGarvey, superintendent at Seymour Golf & Country
Club in North Vancouver, says that
Veitch caters to their need for the

He says that it is a give-and-take relationship with superintendents. They ask
him to cruise their courses once a year to
look at tree safety concerns in the areas
trafficked by golfers and course staff. “We
make a decision on what to do with those
trees,” Veitch says, and who should do the
work. Sometimes he does it; sometimes
some of the less arduous work, such as
clean-up and brush removal, may be done
by golf course staff. “That’s probably been
the number one reason I’ve been able to
stay on golf courses,” he says, though on
some courses Davey does all the tree work.
None of his work on golf courses is contracted, Veitch says. It is all “site specific,”
and most of it is in the removal of hazardous trees or the pruning of limbs that
might be dangerous. Some of the Douglas
fir and cedar trees in this area reach 150
feet high, but it is usually hemlocks that
cause the most hazards.
Although Davey Tree doesn’t have specific advertising aimed at golf course
clientele in Vancouver, Veitch goes to golf
course conferences about once every two
years and sets up a booth. Most of his work
from superintendents, however, comes
from word-of-mouth – which is why it is
essential to do quality work every time.
Some of his clients are upscale private
clubs that demand the very best work, but
all courses hold aesthetics as a top priority.
“We definitely make sure the guys that
are out there are capable of doing a good
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This Vancouver, B.C., golf course is located in thick timber, where arborists are needed to prevent dangerous tree
conditions.

job,” he says, noting that Davey’s head
office in Kent, Ohio, is so focused on golf
business that it has a special golf course
division.
Gary Mullane, of Mullane Associates in
Hilton Head, S.C., gets a lot of golf course
business by specializing in an area that is
highly interesting and valuable to them –
tree management plans. “One of my best
customers is a golf course,” says Mullane,
who after 38 years in the tree industry has
become more of a consultant.
Having a good, cost-effective tree management plan gives a golf course
superintendent security and a way to
schedule pruning and safety compliance.
Mullane gets together with a super or a
greens committee chairman and draws up a
set of priorities. That plan is going to assist

the superintendent – and create more work
for arborists later.
That planning and collaboration ability
brings us back to what Sinclair, the superintendent at Woodland Hills Country Club,
says he looks for in an arborist. They
should know something about the agronomics of turf and how trees affect sun
shading and air movement. But they should
also understand how trees affect the playability of the game. “It helps if they
understand the game of golf,” Sinclair
says.
Sounds like an invitation to play a few
rounds – as research for work, of course –
doesn’t it?
Don Dale is a freelance writer in North
Hollywood, Calif.
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Reader’s Forum

When is it Time to Say Goodbye to a Tree?

Several hundred of these Yoshina cherry trees line the streets in neighborhoods around Washington, D.C., many in worse condition than this one. The question is, when should they be cut
down and replaced?

By Lew Bloch
hen is it time to say goodbye to
a tree that has been a good friend
for many years? Is death with
dignity really appropriate for trees? Should
euthanasia be appropriate for our leafy
friends as well as our furry friends?

W

These questions have been in my mind
for many years but really hit me recently
60

when I was driving through a local community and noticed many of the pitiful
street trees. This is a very prestigious area
of homes worth a million dollars – or more
– and composed of numerous movers and
shakers in the Washington, D.C., community. I took the accompanying montage of
photos without really spending a lot of time
looking for the most extreme examples.
There are several hundred of these Yoshina
cherry trees (the same species as around
TREE CARE INDUSTRY – MARCH 2004

the Tidal Basin) lining these streets, and
there are many that are similar, and worse,
in the community. I ask myself, when
should they be cut down and replaced?
This community has numerous “tree
huggers” who will not allow any live tree
to be removed. As long as it has leaves on
it, it must be alive and cannot be removed,
they say. Actually, most of the suffering
trees could be considered healthy, but they

‘Most of us have seen trees
that we think are ready to
fall last many years, as
well as seen trees fail that
we thought were relatively
safe.’
are certainly structurally unsound – a huge
difference, as we know. I consider myself
to be a tree lover, but not a tree hugger. In
other words, not all trees are worthy of
being saved and, while some trees are
assets, others are liabilities.
Most of us, whether contractors or consultants, have had clients with mature trees
much larger than those in my photos suffering serious health or structural
problems, who want to know how long the
tree will last. It is a no-brainer to tell the
client that their tree will definitely fail, but

Not all trees are worthy of being saved and, while some trees are assets, others are liabilities.

Whereas some trees are safer than others, and some
trees can be made safer, there is no such thing as a safe
tree.
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the really difficult questions are when and
if damage or personal injury might occur.
Even with the most sophisticated diagnostic equipment available, no one can predict
exactly when the tree will fail.

certain that – with weather-related events,
further insect/disease infestations, extreme
soil saturation, drought or root problems,
etc. – the tree will not fail in the first or second year? Of course not, and we better
realize this. Most of us have seen trees that
we think are ready to fall last many years,
as well as seen trees fail that we thought
were relatively safe. Even if we know the
characteristics of a certain species, a tree

Let’s say, for example, that with all of
our years of experience along with our testing, we predict that the tree has three to
five years left before it fails. Can we be

species’ ability to survive varies depending
on the micro-site in which it is located, and
conditions must be monitored regularly as
they change.
So who is responsible for the decision as
to when to remove a tree? It should always
be the client who decides just how much
risk he or she is willing to take. We do have
several formulas and a great book to guide
us on risk assessment. The most prominent
book is Evaluations of Hazard Trees in
Urban Areas, by Nelda P. Matheny and
James R. Clark. They also have a sophisticated rating form in which they suggest we
rate a tree’s failure potential, the size of the
tree part and the target in making these
assessments. This article is not meant to be
about hazard tree evaluation, but if a large
unstable tree threatens the children’s bedroom, this should be a warning that it might
be time to say goodbye to the tree instead
of hoping for another year or two. Actually,
the Yoshina Cherry Trees in my photos are
not real large, but they could pose a danger
to school children as well as other pedestrians and motorists.

For over 20 years
the Jarraff All-Terrain Tree Trimmer
has been safely and efficiently clearing
and maintaining utility right-of-ways.
A new all rubber track model and completely
enclosed high-performance cab make the Jarraff the most advanced
tree trimmer on the market.
• Low ground pressure

• 75-foot cutting height

• Single-person operation

• Dynamic range of operation

• Simple joystick controls

• Three models available
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1-800-767-7112

•

www.jarraff.com
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If a large unstable tree poses a danger, it might be time
to say goodbye to the tree instead of hoping for another
year or two.

Quite often a savvy client will ask what
we, as arborists, would do if it were our
tree. A good question! I guess it depends on
the particular experiences of the arborist
involved, but I have seen a lot of cases
involving fatalities and severe personal
injuries from tree failures as well as large
property damage cases that certainly affect
my decision making. As an aside, whether
you a tree contractor or a consultant, you
should always provide a written disclaimer
to the client. This should be done even if
you don’t become involved in a tree contract. Whereas some trees are safer than
others, and some trees can be made safer,
there is no such thing as a safe tree.
We all know that many people get quite
emotional about their trees and, as stated
earlier, some of them cannot grasp that a
tree full of leaves might be a danger.
Sometimes a heavily foliaged tree is even
more dangerous than a sparse tree during a
wind or saturated soil event. Hurricane
Isabel and other severe storms have uprooted a lot of very healthy trees and
sometimes left the sickly ones standing.
The public is eager for tree information,
and we need to educate them about trees
and tree management. Of course we also
know that some trees are over-managed
and some are neglected. Many years ago I
read an article entitled “The Worst Enemy

of the Garden: The Gardener.” The same
can be said for some arborists.
Speaking of educating the public,
wouldn’t it be nice if more people called us
for advice, opinions and/or estimates
before there is a tree problem, instead of
calling and pleading, “Come save my poor
old tree.” The message needs to be that

they should be more pro-active, not always
just re-active. Listen up, green industry
associations; help educate the tree parents
of America!
Lew Bloch, Bloch Consulting Group, is a
registered consulting arborist/landscape
architect and author of Tree Law Cases in
the USA.
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How the Great Blackout
Led to a Greener Business

A pair of Fecon track machines equipped with Fecon Bull Hog BH350 wood shredders work through a right of way. The August 2003 blackout in the Northeast is creating increased
opportunities in utility work for those with land-clearing equipment.

By Rick Howland

t all began August 14, 2003. Reports
said overgrown tree branches shorted
out three major electrical distribution
lines in the Akron, Ohio, area. In a matter
of moments, a combination of human and
mechanical failures plunged 100 power
plants and 50 million people in the
Northeast and Canada into the dark for up
to four days.

I

Although more widespread, the incident
was reminiscent of the 1996 West Coast
blackout triggered when power arced to a
close-growing tree on a main transmission
line.
While blame for the August outage can’t
be laid solely on line-clearance issues, U.S.
Energy Secretary Spencer Abraham said at
64

the time, “The blackout was initiated when
three high-voltage transmission lines operated by FirstEnergy short-circuited and
went out of service when they came in contact with trees that were too close to the
lines.” Given that fact alone, and despite
monitoring and software problems, he concluded that, “This blackout was largely
preventable.”

growth of trees.

In the wake of the blackout, the issue of
vegetation management along power transmission and distribution lines, gas lines,
railroads, highways and every other utility
has taken center stage. And the utilities are
responding. In October, Xcel Energy in the
Minneapolis-St. Paul area told state public
utilities commissioners that they will spend
$19.2 million more than budgeted over the
next two years to trim trees and replace
underground cables. The company’s own
figures show more than 16 million minutes
of customer outages due solely to the over-

Here’s the situation, as boiled down by
Ohio’s public utility organization. State
law doesn’t require utilities to keep trees
any specified distance from lines.
Additionally, investor-owned utilities, such
as the ones to which the blackout was
traced, need only establish and file a vegetation control plan with the state. The
criteria are simply to do what the utility
thinks best to establish and ensure safe,
reliable service.
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While those kinds of steps may help prevent looming outages, they do not address
a broader maintenance problem with the
nation’s utility grid. But there are plans
afoot to address that issue that would have
a direct and positive bearing on tree care
businesses and employees.

For example, Florida Power proudly

tells customers that its tree-trimming contractors follow standards and practices
approved by the American National
Standards Institute (ANSI). However, policies and standards remain a cumbersome
patchwork, many outdated in the wake of
utility deregulation. The National Electric
Code does chip in by saying that the extent
of trimming should be based on tree
growth, weather, voltage and line sag,
especially at high temperatures. Beyond
that, true vegetation standards do not exist.
The U.S. Department of Energy has only
just begun to investigate the potential for
solutions with a series of national public
meetings to discuss the Nov. 19, 2003, official report on the cause of the blackout, and
to solicit public opinion as to how to prevent similar events. Tom Welch of the
energy department’s communications staff
says that because the process is in its infancy, any solutions would seem premature,
but vegetation management would certainly seem to be an item of interest.

vegetation management plan as an additional ANSI A300 standard. “In April of
2002,” Simmons says, “we proposed to a
review committee made up of multiple disciplines in the arbor care industry that we
develop standards around integrated vegetation management. Our job is to help
develop and codify the best methods of
controlling vegetation, especially in
achieving electric utility objectives.”
Those standards will not include only
trimming and removing growth. The objective is a more planned approach, one that
takes into consideration the plant communi-

ty and species selection (i.e. lower-growing,
stable trees, shrubs and other vegetation), as
well as soil erosion, wildlife preservation
and community aesthetics.
“We are looking at a number of control
methods, too – from chemical to manual to
mechanical – to achieve the best combination of efforts to achieve an integrated
vegetation
management
program,”
Simmons notes.
It’s a progressive move, because the
standards don’t generate one set of hardand-fast rules. Instead, they help the

However, behind the scenes and long
before the lights went out, a special ANSI
A300 subcommittee had been meeting to
discuss the issue and to develop national,
workable standards that will benefit the
utility, improve the value of the arborist
and ultimately deliver improved electrical
reliability – at least as far as it’s impacted
by vegetation management.
Matt Simmons works as a regional
forester for Conectiv Power Delivery, a
four-state, mid-Atlantic regional utility
headquartered in southern New Jersey. As
a member (and a past president) of the
Utility Arborist Association, he is also a
delegate to the ANSI Accredited Standards
Committee (ASC) A300, which saw this
problem coming. They’ve been working on
the issue for nearly two years. (The UAA
represents several thousand utility
foresters, arborists, contractors and vendors around the country, is a member of the
ASC A300, and volunteered to take the
lead on developing new standards.)
The UAA executive board asked the
A300 delegates to propose an integrated
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arborist/vegetation manager decide which
combination is best given circumstances
and region of the country.

Earliest new vegetation standards review will be 2005

Simmons says that the committee is in
the very early stages of development and
nowhere near ready for public comment.
“We put together a subcommittee to help
write and edit proposed new standards. By
next spring (2005), we should have our
next draft to review and present to the
ANSI committee for comment, followed
by a public review period.”

“The earliest target for new vegetation management standards for public review will be
spring of 2005,” predicts Bob Rouse, director of
accreditation for the Tree Care Industry
Association and secretary of the ANSI A300 standards.
In his capacity, the TCIA secretariat is responsible for hosting A300 committee meetings,
managing standards and setting public review
periods. All standards provide performance
parameters for the industry to work within, and
additional guidelines for work specifications.
“The real benefit will be written work specs for

What will the new standards mean to
members of the line-clearance industry?
“The standards will be a tool they can
use in their businesses,” says Simmons.
Working together with utility managers
and others responsible for maintenance
activities, the standards can be used to
develop and implement a workable program of preferred standard procedures. Not
only will vegetation management standards help with the contract and bid end of
the business by essentially blue-printing
exact methodologies, they also will help
the arborist, utility manager and community leader to monitor work being performed,

according to Simmons. His take was that
the utilities will know what has to be done
and when, opening up business opportunities for tree care companies wanting to
work with compliance-oriented utilities as
standards eliminates procedural debate.
For the line-clearance company willing
to learn the procedures and properly train
staffers, standards will open up a new
clientele eager to execute a workable plan
in language they can relate to.
“To tree workers, new standards also
mean increased safety,” Simmons adds.

Outdoor Wood Furnace
100% Wood Heat for Your Home,
Water, Shop and More.

“Buying a Classic Central Boiler is one of the
best decisions I have made... my heat and hot water cost
me zero. Since installing the boiler I saved between
$300 and $400 per month...” - Don P., CT
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(OAC)
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vegetation management,” Rouse explains. “This
levels the playing field for the tree care professional. Communication between the tree care
professionals and utilities will be far better.
Furthermore, it will be easier to meet expectations
if everyone is working within those new industry
standards.”
Although ANSI standards adherence is voluntary, most are universally recognized as the
authority in any dispute resolution.
“The prime benefit is to ensure that the job will
be done right from both the client side as well as
the tree care professional,” Rouse stresses.

“The standards are as much about establishing the right method and procedures and
the environment as they are about results.”
Simmons concluded by saying, “The
standards represent an economic opportunity to develop a level of expertise required
to implement new strategies. That will
require someone (a professional arborist)
knowledgeable in those strategies who can
implement them in the field.”
With a similar view is the Edison
Electric Institute, the trade association representing shareholder-owned utilities,
which also has a positive take on the new
standards.
Rick Loughery, EEI director of environmental activities, works as staff liaison on
the EEI environmental management task
force. “We’re the folks responsible for programs. Some are solely electrical
transmission, some distribution, some
both,” says Loughery. “The big issues with
past blackouts over the last seven to eight
years (relate to) lines contacting trees. But
let’s not forget the forest fire issue – access,
or lack of access, to federal lands in the
West, where it’s difficult to do adequate
vegetation management to protect lines
from fire.”
It’s addressing these kinds of regional
issues that Loughery expects will put as
much sense as it does teeth into the standards. “Out West, it’s forest fires and
access to federal lands. On the East Coast

the issue is more (downed lines from)
storm damage,” he explains, pointing out
that 87 percent of power outages from
Hurricane Isabel in the Washington, D.C.,
area were due to tree damage.
“Vegetation management is quickly
emerging as a high profile issue for the utilities,” he concurs. “In terms of standards,”
Loughery cautions, “we will be watchful to
make sure not to get knee-jerk reactions,
especially in light of the last blackout. One
size does not fit all throughout the country.
Managing vegetation in Massachusetts is
far different than Florida, Arizona and the
Pacific Northwest.”
The new standards will agree with an
initiative EEI embraces called “the right
tree in the right place.” Loughery says,
“That involves arborists knowing to plant
correct species near lines and roadways.”
He says that an example of how a lack of
prior planning over time leads to trouble can
be seen in the Washington, D.C., area, with
its older neighborhoods, many built in the
immediate post-World War II era. “These
developments now have trees 50 years old,
and it’s not just branches but whole trees
taking down lines in the new urban/suburban forest. What was compatible when the
neighborhoods were built doesn’t look compatible with the area – nor is it especially
compatible with overhead electrical systems
– now. That’s why it’s so crucial for utilities
and arborists to get the right species in the
right place from now on.”

Loughery says one issue emerges regularly that frustrates utility companies even
after lines are knocked down. That is how
the public sometimes block arborists from
doing adequate tree trimming by raising
issues of ownership of land and neighborhood lines. Even with law on the utilities’
side, it’s not uncommon for locals to slam
an injunction on utility arborists claiming
inadequate warning or complaining of
damage to privately owned trees.
“While a lot of the problem seems to be
PR, it usually turns out to be the wrong tree
in the first place,” Loughery says, supporting the notion of an integrated approach to
managing vegetation.
“The main thing we’re looking to develop is a national standard on vegetation
along power lines,” explains Derek
Vannice, executive director of the Utility
Arborist Association. “There’s never been
one. Standards are the key. We need to
understand how vegetation grows and how
to use plantings, herbicides and hand tools
to ensure proper maintenance.
“Deregulation had a big impact on contracting,” Vannice notes, agreeing that in an
age of cost cutting, vegetation management

“Standards may not require work every
three to five years, but may have a periodic cycle and inspection that varies by
location. One cycle in the Northeast will
differ from Florida, for example. There
will be interpretation of standards and with
that, in turn, a level of professionalism and
understanding of growth.”
“It will be incumbent on the utility
arborist to educate the utility manager to
understand the language and importance
of vegetation management and the cost of
not properly maintaining power lines,”
Vannice says. “I see this as an opportunity for a professional utility arborist to
profit by helping to get the message out
about putting off maintenance costs.
Utilities are managed by engineers, and
the standards speak to them in their language – in their terms. Accountants will
be able to understand that if you don’t
maintain the line, it’ll cost you in the long
run,” he says.
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That philosophy, together with the new
standards, according to Loughery’s way of
thinking, means that “the arborist must be
part of the equation.”
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“Commercial companies will be able to
approach and work with the utility more
easily if arborists are properly trained,” he
says. Training and preparation will work
hand-in-hand with the new standards. “We
need to be careful with any new standards
that we include the utility, homeowner,
landowner and the arborist. We’re all
affected by these standards.”

often got left behind. “Vegetation management has historically been contracted out. I
see that continuing and I see more emphasis on regular maintenance in the wake of
the recent blackout, specifically more periodicity [regular, frequent maintenance].”
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Chippers: Can Safety Be Engineered?
By Peter Gerstenberger

T

he short answer to the question our
title poses is a qualified, “Yes.”
There are a few, fairly simple principles that need to be explained. A
“hazard,” we probably all know, is something with the potential to cause harm.
Hazards are created by conditions and by
actions.
Just as there are two broad causes of hazards, there are two ways to reduce hazard.
An engineering control modifies a condition to reduce the hazard. An
administrative control is something that
changes behavior, and therefore reduces
the hazard in an action.
In a perfect world, safety would be completely engineered. There would be
nothing to think about, and no chance of
making a mistake and causing an accident.
But of course our world, and especially
our work environment, is far from perfect.
As someone responsible for the safety of
yourself and others, you need to be aware
of every safety opportunity out there.
Brush chippers provide the perfect

Wood/Chuck developed the patent pending “Panic Bar,” painted yellow above, to provide a dedicated, durable mechanism
to stop the controlled feed system, and to lock the system out, in an emergency situation.

example of these principles. They are a
vital part of the arborist’s world. Their
very purpose – reducing large tree limbs
to small chips – points to the most significant hazard condition they create. The
best way to mitigate the hazard is with
awareness, attitude, training, specific procedures for operation, and appropriate
supervision. All of these things are considered administrative controls. These are
the areas in which you should concentrate
your efforts if you want to have accidentfree chipper operations.

Bandit’s wooden push paddle is a simple, expendable tool to help the operator resist the temptation of reaching into the
infeed chute to push small pieces.
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But our title talks about engineering, and
we started by saying that to some extent,
safety can be engineered into chippers.
There is no engineering standard for brush
chippers, nor does the ANSI Z133
Standard get into considerable detail on
chipper design, preferring to concentrate
on chipper operator procedures.
All major manufacturers adhere to three
specifications that Z133 does make: 1)
Chippers not equipped with a mechanical
infeed must be equipped with an infeed
hopper not less than 85 inches, from the
blades or knives to ground level over the
centerline of the hopper; 2) chippers without mechanical infeed also need to have a
flexible anti-kickback device installed in
the infeed hopper to reduce the risk of
injury from flying chips and debris; and, 3)
chippers equipped with mechanical infeed
need to have a quick stop and reversing
device located across the top, along each
side of, and close to, the feed end of the
infeed hopper.
Another feature that is generic to most
manufacturers (but not necessarily all models!) is some sort of feed sensor system.
These systems enhance performance, but
they also reduce the risk of injury. A feed
sensor reduces the likelihood of engine stall
and plugging. Because it reduces plugging,
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Vermeer’s upper feed control bar, combined with the bottom feed stop bar, provides a means for the operator to
stop the feed rollers.

it reduces the need for the operator to unplug the machine, reducing exposure to the
feed wheel and chipper knives.
The absence of any comprehensive standard left manufacturers free to analyze the
risks associated with chipper operation and
maintenance, and to engineer their own
solutions. The remainder of this article is
an overview of some of the newer, and
more innovative, safety features from some
of the leading U.S. chipper manufacturers.

Wood/Chuck
Some of the engineered safety features
available on Wood/Chuck chippers
include:

• Panic Bar: The Panic Bar is an innovative safety device intended to provide a
dedicated, durable mechanism to stop the
controlled feed system, and to lock the system out, in an emergency situation. In an
effort to reduce accidents that may be
caused by inattention to the surroundings,
improper feeding techniques, improper
material preparation, or ingestion of nonwood material, Wood/Chuck developed the
patent pending “Panic Bar.” The name
derives from the fact that even in a “panic”
situation all the operator must do is grab the
bar. It does not employ any electrical components, and when activated daily as
directed by Wood/Chuck, requires very little
maintenance. Also, the panic bar is activated outside of the feed chute, preventing the
suggestion that it is acceptable to place any
part of the body into the feed chute.
The Panic Bar feature is unique in the
following respects: It can be activated from
almost any location around the feed area,
even from the front of the chipper; it operates independently from the ANSI
Z133-mandated feed system control bar; it
is powder-coated a distinctive color to differentiate it from the control bar; and
unlike some devices, it must be reset
before the chipper will commence feeding.

Morbark lock pins lock the chipper drum or disc when
changing knives, and when raising the top feed wheel for
maintenance.

• Discharge deflector/chute adjustment bar: This device allows the operator
to adjust the chip deflector and the discharge chute position without climbing on
the chipper. This will reduce the opportunity for an operator to fall during adjustment
or be hit by discharged chips, while facilitating proper chute and deflector
placement.
• Chipper hood safety latch:
Wood/Chuck’s system reduces the chances
of opening the hood while the disc is still
rotating, and prevents starting the unit with
the disc hood open.

Bandit
Some of the engineered safety features
available from Bandit include:
• Last chance pull cable: Located in the
infeed hopper, these cables actuate the system that reverses the infeed rollers, giving
the operator a “last chance” to extricate
themselves from the chipper. Bandit makes
this device available to other manufacturers to retrofit their machines.
• Disc hood pin with keypad lock: The
keypad lock prevents unauthorized persons
from accessing the disc.
• Hood pin electronic limit switch:
This device positively prevents the engine
from being started without the hood pin in
place, so someone turning the ignition key
cannot inadvertently set the disc in motion.
Please circle 13 on Reader Service Card
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• Fold down feed tray cushion spring:
The spring reduces the effort needed to
raise and lower the fold-up infeed chute, a
nice back-saving feature that is standard on
some of Bandit’s heavier models.
• Wooden push paddle: This is a simple, expendable tool to help the operator
resist the temptation of reaching into the
infeed chute to push small pieces.
• Mechanical spring lock pin: With this
device, the disc’s hood cannot open until
the disc has come to a complete stop.

Vermeer
Vermeer has been a leader in brush chipper safety innovation since the mid 1980’s,
starting with long feed tables with upward
sloping sides that help keep operators from
reaching and touching the feed rollers from
anywhere around the in-feed table. To
reduce the risk of injury for maintenance
and service personnel, Vermeer designed
the access time to the cutting mechanism to
be longer than the coast down time of the
disc/drum when using the prescribed shutdown procedure. This ensures that the
sharp knives and the rotating disc/drum
have stopped before the system is exposed.

Bandit’s “last chance pull cables,” located in the infeed hopper, actuate the system that reverses the infeed rollers, giving
the operator a “last chance” to extricate themselves from the chipper. Bandit makes this device available to other manufacturers to retrofit their machines.

switch to stop the feed rollers.

operations.

• Upper Feed Control Bar: Combined
with the “Bottom Feed Stop Bar” is a fourposition upper feed control bar with dual
stop positions as well as forward/reverse
feed positions. Mounted over the feed
table, this control bar provides a means
for the operator to stop the feed rollers as
well as selecting forward or reverse feed

• Reset/Hold-to-Run Button: Dual
reset/hold-to-run buttons allow the operator to readily reset a trip to the “Bottom
Feed Stop Bar” or the upper feed control
bar and to temporarily override either
bar. By holding the reset button, a limb
with wide branches will continue feeding
even if it moves either bar to a stop posi-

Vermeer’s latest technological advancement to improve brush chipper operator
safety, include:
• Bottom Feed Stop Bar: Mounted on
the leading edge of the feed table, this
patent-applied-for system makes it possible for the operator's leg to strike the bar
and shut off the feed either intentionally or
automatically in an emergency situation.
Vermeer feels this will provide a distinct
advantage over comparative systems that
require the operator to react, pull, or push
something in order to stop the infeed mechanism. The new Vermeer system offers two
settings for sensitivity to assist in difficult
chipping conditions. The “Default” mode
is most sensitive and requires the “Bottom
Bar” to be depressed a shorter distance
before activating the stop switch that controls the rotation of the feed rollers. The
less sensitive setting requires the bar to be
depressed further before triggering the
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tion. When the limb is finished feeding,
the upper bar can be easily returned to
the forward feed position to continue
normal chipping.

Morbark
Morbark’s safety features include:
• Safety switches: Standard on all models are safety switches on the chipper
hoods that will shut down the chipper if the
pin that secures the chipper hood is
removed during operation. Also, this
switch will not allow the engine to start
until the hood pin has been installed.
• Clearance: Adapting the Z133 requirement for drum-style chippers, all models’
infeed chutes provide at least 85 inches of
clearance between the pinch point of the
feed wheels and the operator’s feet.

The hydraulic feed wheel on Woodsman chippers can be raised from either side of the machine.

A hydraulic feed wheel lift is a feature on
many chippers, but with Woodsman, the
feed wheel can be raised from either side of
the machine. Also, with its single feedwheel design, firewood length material is
much easier to feed. With less effort
required to feed short pieces, there is less
risk of the operator reaching into the feed
system.

• Lock pins: All chippers have a lock
pins to be installed to lock the chipper
drum or disc when changing knives, and
when raising the top feed wheel for maintenance.
• Safety cords: All hydraulic fed chippers have two safety cords that hang down
in the infeed that an operator can pull on to
reverse the feed wheels if he or she is being
pulled into the chipper.
• Non-slick pads: Chippers have nonslick pads on all fenders to prevent the
operator from slipping when climbing onto
the chipper during maintenance.

Conclusion

Woodsman chippers are equipped with a removable
access panel in the chipper housing that allows access
for changing, turning and adjusting the four-sided anvil.

Woodsman

Morbark’s chippers have non-slick pads on all fenders to
prevent the operator from slipping when climbing onto
the chipper during maintenance.
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Adjusting the anvil (or bed knife) in
many chippers is a two-person job, with
the requirement for one person to climb
inside the feed area to gauge the setting.
This is a potentially unsafe situation, placing a person inside the feed chamber.
Woodsman chippers are equipped with a
removable access panel in the chipper
housing that allows access for changing,
turning and adjusting the four-sided anvil.
One person can easily accomplish the task
without entering the feed chamber.
TREE CARE INDUSTRY – MARCH 2004

The “take-away” from this article is that,
to some extent anyway, safety is engineered into brush chippers. Safety features
should be an important consideration in
your next chipper purchase. And because
these features vary considerably from manufacturer to manufacturer, it is left to you to
evaluate which feature or collection of features will provide your crews with an
optimal safe work environment.
Keep in mind that the most important
“device” we can use to stay safe in the face
of workplace hazards is the one housed
between our ears. Therefore, make your
hiring decisions as carefully as you make
your purchasing decisions. Invest in
employee training and education, and provide appropriate supervision. These actions
will reward you over time.
Peter Gerstenberger is senior advisor
for safety, compliance & standards at
TCIA.
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How to Fire Up Your Yellow Page Ads –
And Save Money While You’re Doing It
By William J. Lynott

ost members of the tree care
industry work on a tight advertising budget. Unfortunately,
many are wasting precious advertising dollars on poorly designed Yellow Page ads.

M

Yellow Page advertising forms the heart
of most tree care professional’s marketing
efforts. That makes it especially costly
when an owner is stuck with a one-year
contract for an ineffective YP ad.
“One of the most common Yellow Pages
mistakes is allowing sales reps to make
important ad decisions,” says Doug Berdie,
Ph.D., author of the highly regarded
Yellow Pages Report (www.yellowpagesreport.com). “It’s not that they don’t know
their business,” he says, “They do. But you
should never allow yourself to forget that
your YP rep is first a salesperson.”
Yellow Page publishers pay their sales
reps on the amount of advertising revenue
they generate – period. It doesn’t take
much imagination to recognize that it is in
a sales rep’s best interest to get you to place
the largest ad he or she can sell you.
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That would be OK if larger were always
better. However, studies such as The
Yellow Pages Report have shown that isn’t
the case. “One of the most common misconceptions,” says Dr. Berdie, is that
bigger ads get disproportionately more
response. That is, an ad twice as large as
another will get more than twice as many
calls. This is simply not true in most cases,
despite what some Y.P. reps might claim.”
Dr. Berdie’s research indicates that ads as
small as a quarter-page, or even an eighthpage, can be as effective as full-page ads,
provided they are skillfully designed.
This is not to suggest that ad size is not
important. All things being equal, a big ad
will generate more response than a small
ad. In the real world, however, all things
are seldom, if ever, equal. A well-designed
small ad will outperform a poorly designed
large ad every time.
You can make your next YP ad more
effective by avoiding these common mistakes:
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Don’t make your company
name the dominant feature of the ad
Seeing your name in headline type
spread across the top of your ad may be an
ego boost, but experts agree that it’s the
wrong thing to do, unless you happen to be
the General Motors of the tree care industry in your area.
“What you offer to the potential customer, not who you are, is the point you
must make in your Yellow Page ad,” says
Dr. Berdie.
Your headline has perhaps one or two
seconds to grab your prospects attention –
one or two seconds to direct the reader’s
attention away from the other ads promoting the services you sell. Your name, no
matter how fond of it you are, isn’t going to
do the job.
If you offer such services as tree and
stump removal, land clearing, insurance
work, pruning and shaping, or cabling and
bracing service, tell that to your prospective
client in the few seconds allotted to you.

Otherwise, your prospect’s eye will move
on to the next ad before you can blink yours.
Don’t try to cram too
many words into the available space
Advertising pros know that plenty of
“white space” around advertising copy can
measurably increase the impact of an
advertising message. An ad that is “too
busy” will cause many people to turn away.
Don’t try to be cute or fancy. Tell your
prospect why he or she should call or visit
you instead of your competitor. Feature
your strong points and try to see your ad
from the viewpoint of a prospect who
needs or wants what you have to offer.
“Question each item in the ad,” says Dr.
Berdie. “Ask whether it gives the prospect
a specific reason to call you?” If the
answer is ‘no,’ either cut out that item and
substitute something else that does, or save
money by paring down the size of your ad.
Experts know that if your ad is difficult
or burdensome to read, prospects won’t
bother to read it. Today, most consumers
are busy, impatient people. Your ad should
take that into consideration.
Don’t rush the design of your ad
The first job of a sales rep is to sell you
a bigger ad. Once that’s out of the way,
there’s not much motivation to hang
around helping you to design an effective
ad. Most YP ads are put together quickly
on the assumption that the size of the ad is
more important than its content.

ly enhanced by innovative artwork.
When you’re satisfied that your ad is just
right, be sure to ask for a proof. Some publishers are reluctant to furnish proofs; it’s
an extra expense for them and often results
in more work when the advertiser spots
something that needs to be changed. But
it’s your money. Remember, once your ad
is published, you’ll be living with it for a
full year.
You need more than just words
to capture the reader’s attention
An illustration in perfect sync with the
text of your ad can lift it from mediocrity
to attention-grabbing stardom. That old
chestnut about a picture being worth a
thousand words may seem trite, but don’t
let that fool you. Many of your competitors’ ads will have illustrations or
graphics that are so trite and overused
that they detract from the ad’s effectiveness. Time spent finding or creating just
the right illustration for your ad will be a

wise investment.
Don’t believe that adding
color is always worth the extra cost
Modern technology has made it easy to
splash your ad with reds, greens, blues,
even colors with exotic names. The result
may be an ad that looks “pretty,” but that’s
not what you’re paying for.
Says Dr. Berdie, “In some settings, color
actually detracts from the effectiveness of
the ad. This is not to suggest that color has
no place in Yellow Page advertising, only
that it is an expensive luxury that you
should treat with caution. If the use of color
under your headings is rampant, a blackand-white ad may prove to be a profitable
attention getter.”
So, how can you tell if your YP ad is well
designed and effective? Here are a few tips:
• Ask yourself, “Why should a prospect
pick out my ad instead of one of the many
others on the page?

Mickey’s Truck & Equipment Sales, Inc.
RR 2 - Box 509 - Sugarloaf, PA 18249
Financing Available
$90 Down / No Payment for 90 Days
Flexible Delivery Terms !!

Now offering
Bucket Truck
Service and Repairs !!

’91 to ’95 GMC and Ford,
Gas & Diesel, Man-Cabs
and 14-Ft. Chip Trucks

Ford & GMC Gas or Diesel
Aerial Lift of Conn.
Forestry Bucket Trucks

1991-96 GMC & Ford LRIII
Forestry Trucks, 60 ft. WH
Gas & Diesel low miles

1997 Brush Bandit 200XP
12” Disc Chipper, 6 cyl. Gas,
New Paint $13,500.00

In truth, content will be critical to the
effectiveness of your advertising message.
You’re paying big money for your YP
space, so you should insist that the publisher of your directory design an ad that
justifies the money you’re spending.
Avoid cluttered ads that depend on clumsy-looking block lettering and out-of-date
artwork. Unless you’re satisfied that your
ad is the best one under your heading, you
should consider the one-time expense of
hiring a graphic designer to design it for
you. Ads for tree care services can be great-

1994 Int Crew Cab 4700/7 Ton, 32ft.
Palfinger Knuckle Boom DT 466
Diesel, 6 spd., Front Bumper &
Boom Winch,76K miles, Will build bed
to suit your needs! Call for pricing

2003 Int XT60 Terex Telelect/
Rev.Mount Flat Bed 65’ Working
Height, 4 Outriggers Diesel/215
HP, 6 spd. $85,900

Visit Our Web.....www.mickeysbuckettrucks.com.....to view special offers.

Call Toll Free 1-888-340-1756
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”If you can’t come up with a quick
answer to that question, you need to take
a hard look at the ad’s design. Readers
looking under “tree care” headings are
looking for something specific. Try to
determine what the most important considerations are and make sure that your ad
addresses them: experience, reputation,
specialties, emergency service. If your ad
doesn’t provide the information your

prospect is looking for, he or she will
move on quickly.
“Most of the time, when people go to the
Yellow Pages, they’ve already decided to
buy,” says Dr. Berdie. “At that point, they
are simply trying to decide from whom to
buy. Many advertisers waste lots of space
and money on ads designed to convince the
reader to buy the product or service, a deci-
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sion that the reader has already made.
Instead,” he says, “your ad should be
showing them why they should patronize
you and not your competitor.”
• Monitor the results of your ads
There is no way for you to know whether
an ad is paying its own way if you don’t
keep a close eye on the results. You should
ask all new customers and prospects why
they selected you. Then, tabulate the
results carefully so that you can compare
advertising dollars directly against results.
Getting this information from people who
call takes only a few seconds. You’ll find
most
people
happy
to
help.
And there’s another plus: asking for that
information makes a good impression –
gives an air of professionalism.
Keeping track of why each new customer
came to you (YP ads, newspaper, referral
by a friend or neighbor, etc.) may provide
results that will surprise you. Many advertisers who do a thorough survey of that
type over a sufficient period discover that
Yellow Pages produce a much smaller
share of their new clients than they
thought. If they have been in business for a
while, most new clients probably come
from – you guessed it – referrals.
That’s a point you should remember. Every
dollar you spend to keep your customers
happy is an investment in the world’s most
powerful advertising – word-of-mouth.
Finally, you should avoid the temptation
to put all of your advertising eggs into the
Yellow Pages basket. “Yellow Pages are
only one part of the marketing mix,” says
Dr. Berdie. “Every advertising dollar
should be spent where it will get the most
return.”
While Yellow Pages are a necessity for
most tree care and landscaping professionals, they are not always the most profitable.
William J. Lynott (www.blynott.com) is a
former management consultant and corporate executive who writes on human
interest, business and financial topics for a
number of consumer and trade publications, and author of Money: How to Make
the Most of What You’ve Got.
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Council Corner

CTLA Aims to Cut Fractured Use of Guide for Plant Appraisal
By J. B. Ingram, CTLA Chair, ASCA Rep.

T

he Council of Tree and Landscape
Appraisers met at the CTLA executive office in Rockville, Md., Jan.
26 to discuss appraisal issues. The meeting
primarily focused on the 9th Edition of the
Guide for Plant Appraisal and plans for the
next edition. Dick Gooding (ANLA), Russ
Carlson (ISA), David Hucker (TCIA) and
myself agreed that education in the form of
seminars and training sessions should be
provided to assure proper use of the 9th
Edition of the Guide. In the near future,
CTLA reps will offer sessions that provide
greater guidance for those appraisers with
appraisal questions.
We feel there is a need to diminish fractured use of the Guide in appraisals and
workshop presentations, which have led to
widely varying standards in some circumstances. After the ASCA annual conference
at Lake Tahoe in December, CTLA realized that workshop interest is high, as more
consulting arborists become aware of the
need to improve their understanding of
plant appraisal. The book itself provides
enough detail to make it easily usable, once
the appraisal methodology is understood.
We feel that workshops should help
appraisers better understand how to
research each one of their cases and develop sound, reasonable appraisals. In some
cases, misunderstanding the Guide results
in using it in a ‘cookbook’ manner.
Appraisals are seldom cut and dry. Future
workshops will help increase an appraiser’s awareness of appraisal considerations
and the proper use and intentions of the
Guide.

comments and suggestions are welcome
(please contact your organization representative). We discussed other issues that
ranged
from
the
wholesale/
retail/installed cost factor questions to the
location factor in appraisal. Discussion was
thoughtful and
thought provoking at the
same time. We
all agreed that
appraisals
should be more
consistent
from case to
case.
C T L A
believes it could be a better service to our
respective green industry groups by reviewing the procedures used in appraisal. CTLA
has always been more concerned about the
procedures than the results – if the procedures are properly applied, the results will
follow. Reviews have always been from an

advisory standpoint. To this end, CTLA
appreciates the verbal and written appraisal
feedback and we encourage appraisers to
communicate opinion and case study to the
Council. I appreciated the attendance by
Dick, Russ and David. Eight inches of
snow in the Washington, D.C., region made
our meeting travel a tad difficult.
CTLA contacts:
Jim Ingram, ASCA, Chair (617) 803-9724,
jingram@bartlett.com
Russ Carlson, ISA (302) 832-1911,
rcarlson@tree-tech.com
Dick Gooding, ANLA (330) 364-3339,
rfg@wilkshire.net
Bret Vicary, ACF (207) 827-4456,
bret@jws.com
David Hucker, TCIA (610) 251-2200,
ldgreyoak@aol.com
Lew Bloch, ALCA (301) 983-2781,
lewbloch@aol.com

Aside from discussion of education topics, Russ Carlson offered a new outline for
a future 10th Edition of the Guide, derived
from industry appraiser feedback and
Council feedback over the last four years.
We further refined Russ’s outline and
assigned work accordingly. All appraisal
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Letters to the Editor

A few points in ‘Green Roofs’ article require clarification
n response to the January article,
“Green roofs and roof gardens” [TCI
January 2004] I would like to bring
your attention to a few points requiring
clarification.

I

Firstly, the notion that water leakage into
a building is ongoing or a “main construction problem” is inaccurate. Various
methods of green roof drainage have been
extensively researched, developed, and are
actively used as a means to prevent standing water and eliminate leakage. Excess
water is drained by means of roof outlets,
boxes or eaves gutters, and water spouts.
These are typical safety precautions, which
should be addressed by the green roof
designer and incorporated into the original
design. The basic functions of a drainage
system are: maintenance of the overlying
growth media in a drained condition, preventing the drowning of vegetation; acting
as the principal mechanism for discharging
storm water run-off; the retention of water
following irrigation or rainfall for subsequent use by plants; providing an
additional layer to prevent roots of unwanted plants from reaching membranes; and

physically separating the growing media of
membranes, allowing them to drain and
dry between storm events.
Secondly, regarding the choice of growing mediums, the assertion that “regular
soil” or clay provides a better growing
environment for plants than a lightweight
mix is debatable. Terry McGlade of
Perennial Gardens is an expert in the
design, installation and maintenance of
green roofs. According to McGlade, claybased soils have two major drawbacks –
weight and moisture retention. Clay tends
to bind water to itself and, in a closed system such as a green roof, this prevents the
root system from processing the oxygen in
water as nourishment. Clay often stops
roots from absorbing water, leading to
major death.
McGlade has also found that the risk of
wind blowing through a lightweight
growing medium and causing damage to
trees or plants is minimal. As plants grow,
their roots become a dense matt completely enveloping the soil and thereby
creating their own windbreak. Also, due

to the containment of a green roof within
multiple layers of membrane usually surrounded by a protective wall, wind
damage is more frequently found as a
result of wind catching the canopies of
large trees (over 30 feet) rather than disrupting the growing medium.
All aspects of green roofing, including
growing medium, plant selection, and irrigation concerns, should be considered and
discussed with a professional prior to
installation. For more information on green
roofs, to get in touch with a professional, or
to learn about the upcoming international
green roof conference, taking place June 2
to 4 in Portland, Ore., visit www.greenroofs.ca.
Finally, I would like to thank Tree Care
Industry magazine for profiling green roofs
– we look forward to your upcoming issues
and learning more about the tree care
industry!
Steven Peck
Executive Director
Green Roofs for Healthy Cities

Lightning Protection for Trees
Your complete source for lightning protection needs.
●
●
●

Independent Protection Co., Inc.
1607 S. Main St.
Goshen, IN 46526
800-860-8388
Fax: 574-534-3719
info@ipclp.com
www.ipclp.com

●
●
●

Provide your clients an additional service.
Limited investment, quick profits.
Consider golf courses, parks, large estates and historic trees.
Lightning protection systems for all types of structures.
Send for a free Tree KitA folder containing
information about adding this service.
Order our video or CD RomThe How-to Presentation for
Installing Lightning Protection in Trees - $19.95, Visa or
MasterCard.
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Run
Rings
Around Your

Competitors.

We don’t have to tell you how competitive the tree care
business is — YOU live it every day. But did you know that
joining the Tree Care Industry Association (TCIA) will give
your business a solid competitive advantage?

By joining TCIA you’ll gain immediate access to a team of business management
consultants — experts in marketing, finance, sales, estimating, accounting and
human resources who are dedicated to your business and only a phone call away.
You’ll learn about the latest innovations in tree care safety, equipment, technology
and techniques. You’ll also become part of TCIA’s extensive list of new business
referrals. And you will also add your voice to the thousands of others seeking fair
and beneficial governmental regulations and legislation. Call 1-800-733-2622
or go to the Web at www.treecareindustry.org, today. And start running rings around
your competitors tomorrow!
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Freeman Parr Awards
More than 20 years old, the program was
named for the late Freeman L. Parr. Mr. Parr
was a partner in the tree care firm of Parr &
Hanson on Long Island and was widely
regarded among his peers as an outstanding
communicator as well as one of the
founders of the modern commercial arboriculture profession in the United States.
Truly international in scope, the program
is open to the tree care company members
of TCIA. The entries were evaluated on
their overall appearance, content quality,
and their respective success in achieving
the company’s marketing and communications goals.

Shown with their Freeman Parr Awards at TCIA’s recent Winter Management Conference are Spence Rosenfeld,
Arborguard, and Sandy Burns, The Davey Tree Expert Company.

TCIA Recognizes Excellence in Communication
n the tree care profession, just as in
any other, there are companies as
well as individual practitioners that
distinguish themselves by going beyond
what is expected. It is a curious phenomenon in this industry: As standards of
professional practice grow more accepted
and even expected, arborists lose the ability to distinguish themselves by simply

I

“Doing good work.” One of the ways that
arborist firms of all sizes can distinguish
themselves is by being proactive in their
marketing and communication efforts.
The Freeman Parr program recognizes
such firms. The program’s entries epitomize marketing and communication
excellence for this industry.

Winning entries – depicted in this article
– were selected in four categories:
Brochure, Newsletter, Company Web Site
and Special Entry. Within the newsletter
category, separate consideration is given to
employee newsletters and external publications, i.e. client newsletters. In the Special
Entry category, TCIA gave separate consideration to electronic media, print media
and “identity products.”

Employee
Newsletter winner:
The Davey Tree
Expert Company’s
“Davey Bulletin”

Freeman Parr Award Winners

Brochure winner:
SavATree’s “Climb
Higher” recruitment brochure
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Client Newsletter
winner: SavATree’s
“Timely Tips”
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Special Entry,
Electronic Media
winner:
Arborguard’s promotional CD

TCIA Safety Awards
Promoting safety in the field is one of
TCIA’s core values, because after all, safety is fundamental to success in this
industry. The TCIA Safety Committee
developed the TCIA Safety Award program. It recognizes two broad areas of
outstanding contribution by recognizing
companies as well as crews or individuals
who have accomplished something positive and noteworthy.
There were three awards last year.
Recently, TCIA Safety Committee outgoing Chairman Joseph Tommasi (The
Davey Tree Expert Company) was gratified to present six very well deserved
awards.
The winners this year were:
• The F.A. Bartlett Tree Expert
Company, for its effort to make the
company’s extensive safety resources
instantly accessible to all employees,
on its company intranet site as well as
in written form.
• The Davey Tree Expert Company and
Davey Tree Surgery, and to special
crews in Ohio and California, respectively, for those individuals’ acts of
heroism.

Shown receiving their safety awards are: Parnell Barner, Winkler’s; Peter Becker, the F.A. Bartlett Tree Expert Company;
Howard Bowles, Davey Tree Surgery; with Joe Tommasi, TCIA Safety Committee chairman; Ken Celmer, the Davey Tree
Expert Company; Judd Scott, Vine & Branch; and Eric Redmond (general foreman) and Jeff Berlin (general manager), Owen
Tree Service.

• McCullough’s Tree Service of
Zanesville, OH, for its overall safety
program.
• Owen Tree Service of Attica Michigan
for its comprehensive, ongoing effort
to control accidents.
• SavATree, for the culmination of a
four-year effort to reduce injuries
by 50 percent and lost time by 75
percent.

• Vine & Branch Inc of Carmel Indiana,
for their client-focused Tree Risk
Advisory program.
• Parnell Barner, outstanding employee
from Winkler’s Tree Service of
Chicago, who for close to 25 years with
the company has been setting a standard for tree care safety.
Congratulations to all!

Freeman Parr Award Winners

Special Entry, Print
Media winner:
SavATree’s door
hangers

Special Entry,
Identity Product
winner: The Davey
Tree Expert
Company’s Big
Trees calendar
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Web Site winner:
The Davey Tree
Expert Company
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Maryland Tree Expert Licensing Law and Regulations
By Michael F. Galvin
aryland’s
Tree
Expert
Licensing law was passed in
1943 and enacted in 1945.
According to a 1998 report (Galvin,
Michael F. and Peter Becker. 1998. A survey of licensed Tree Experts in Maryland.
Journal of Arboriculture. 24(1):35-41),
Maryland’s tree care industry at that time
employed approximately 2,800 people and
generated more than $130 million in annual gross revenue.

M

Why have tree expert licensing? What is
the difference between tree expert licensing and arborists’ certification? Having
been in place for 60 some odd years, is it
worthwhile?
This article will review one state’s
licensing program, including the points
noted above, the requirements for examinees, the exam itself, and enforcement
against violators.

This licensee, a utility tree care contractor, pruned trees on private property adjacent to a state highway for clearance
from facilities. The trees were outside of the easement held by the utility. These trees had not been treated for line clearance in 15 years, and the judge found that they were not pruned to industry standards (ANSI A300) or the utility’s own
standards. The contractor did not get permission of property owners prior to treating the trees. The licensee was found
guilty of negligence or wrongful conduct in the practice of tree care.

Why have tree expert licensing?
The specific situation that prompted
passage of the initial legislation is not
known as no one from that time is currently practicing. We do know that in
general, the impetus behind passage of the
law was consumer protection. Though
Maryland’s law predated most other occu-

pational licensing mechanisms in
Maryland, some states were even more
proactive. Connecticut’s tree expert
licensing law was passed in 1919. It is the
oldest consumer protection law in
Connecticut and the oldest tree care
licensing law in the country.
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The chance of injury or fatality on the
job for arborists is likely less than 1:1,000
(Ball and Vosberg. 2003. “How Accidents
Happen and Why: Arboricultural Safety in
the U.S.,” TCI August 2003).
According to the Better Business
Bureau’s 2002 report card:
• Tree care was ranked 89th highest in
the complaint category, out of a possible
1,103 business categories.
• Disputes were resolved at a D-minus
rate of 53.5 percent, with a very high “no
response from company rate” of 34.1 per-

Figure 1 - Tree Expert exam domains pass rates
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The tree care industry had sales of $2.9
billion in 1999; this figure increased steadily to $3.9 billion nationally in 2002 (TCIA
Reporter, March 2003, Number 229).
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Tree Expert exam scores

Is tree expert licensing a good idea
today? Yes, particularly when you put
together the following elements:
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cent, which compares unfavorably with
an average resolution rate for all businesses of 70.9 percent, and an average “no
response from company” rate of 18.1 percent (TCIA Tree Care Manager, Vol. III,
Number 5, May 2003).
When you have an industry that has a
rapidly expanding customer base, is inherently extremely dangerous compared to
other professions, and has a relatively high
customer dissatisfaction rate, you have a
situation ripe for regulation.
Why license Tree Experts now
that we have arborists’ certification?
There are a number of reasons for this.
The two are apples and oranges: one is a
professional business license; the other is
a professional credential. It is kind of like
being a licensed doctor and being a board
certified surgeon – the latter is a worthwhile credential, but it does not give you
in itself legal standing to practice in a
given state.

unsuccessful.
The law, regulations, exam application,
license renewal application and related
information can be viewed or downloaded at www.dnr.state.md.us/forests/programapps/tel.html.
Qualifications of applicants
To qualify for the exam, applicants must:
Pay the $30 exam fee, be 18 years of age;
and have two years of approved college
and one year experience working under a
licensed Tree Expert, or, for at least 5 years
immediately preceding the date of the
application been engaged continuously in
practice as a tree expert with a licensed tree
expert in Maryland or with an acceptable
tree expert company in another state.
Upon qualification for the exam, they
must take and pass the exam and then post
proof of liability and property damage

insurance, in the form and amount required
by the department at the time it issues the
license. The licensee must maintain the
insurance protection for the period the
license is in effect.
The qualifications for the exam are
established in statute. That means that they
have been established by the General
Assembly rather than by the agency, and
cannot be changed without passage of a bill
altering the law.
Tree expert exam
To coincide with industry recommendations received by way of the Licensed Tree
Expert Survey, the Department of Natural
Resources re-wrote and re-formatted the
licensing exam in 1998.
There are 10 domains to the exam. A 70
percent score is required for each domain,
as well as a 70 percent overall score. There

The tree expert exam also covers certain
areas that are not appropriate for the certified arborist exam, such as state forestry
laws and laws regarding issues such as
trespass and self-help.
Applicability of Maryland’s law
The Maryland Tree Expert law requires
that persons engaged in the practice of tree
culture or care (pruning, fertilization,
cabling & bracing, management of insects
or diseases of trees, consulting, etc.) for
compensation by making diagnoses, prescribing, and supervising the treatment for
trees obtain a tree expert license from
Maryland Department of Natural
Resources-Forest Service.
The law does not cover tree removal or
stump removal. Licensees can remove
trees, but a license is not required to perform removal. This is one of the biggest
weaknesses in the law, and one of the
biggest issues for industry. Industry has
worked with the agency in repeated
attempts to change the law to address this
shortcoming, but efforts to date have been
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are 14 questions in each domain except
Tree Identification, which has 20 questions.
The Tree Identification domain is administered in the field looking at whole trees.
According to the Tree Expert law, a candidate who has passed the examination in
all but one of the subjects given may be
reexamined in that subject only at any sub-

sequent examination held, and if he passes
that subject he is considered to have passed
the examination. This means that: an
examinee that passes all domains passes
the exam; examinees that pass nine
domains retake only the domain they did
not pass; and, all other examinees must
retake the entire exam.
Tree expert exam scores

CUTS
BRANCHES
UP TO
22 FT.
HIGH

PYGAR
TELESCOPING
POLE SAW
Manufacteured by
Silky in Japan, this
saw has proven itself
to be the most
preferred pole saw for
professional
use. The blade
maintains its
razor sharp
teeth even after heavy
duty use. Unlike typical
poles that are too
flimsy to be considered
a professional tool, this
pole is made of 3
aluminum sections.
The pole is oval
shaped to allow for
stiffness needed to cut
with control, yet is very
lightweight.

The changes in the exam resulted in an
initial significant drop in the pass rate.
However, examinees are spending more
time in preparation as word has spread and
the pass rate for domains is on the increase
(Fig. 1). It is particularly gratifying to see
the change in the pass rate for the Safety
domain. When we rewrote the Safety
domain to reflect the ANSI Z133, early
pass rates were around 40 percent. The
pass rate for this domain has risen to
almost 80 percent in the current year. This
is exactly the type of impact we are hoping
to have on the profession.
Tree expert regulations
Effective September 2, 2002, Maryland
Department of Natural Resources for the
first time adopted regulations to the Tree
Expert law. A few things to keep in mind
during the discussion:
• Regulations and statutes are different;
Bills are normally broad, and are passed by
a legislative body (Congress, General

Assembly, etc.); and, Regulations are
specific, and are usually adopted by an
agency to lay out the specifics of implementation of a law (statute) that has been
passed.
• In Maryland, agencies adopt regulations for laws under their purview via a
uniform process during which the proposed regulations are posted in the
Maryland Register, allowing the opportunity for public review and comment.
Tree expert offence enforcement
Tree expert enforcement comes under
two categories: those for licensed practitioners and those for unlicensed
practitioners.
If the tree expert in question is unlicensed, penalties apply for: Operating a
tree care business without a license; or
advertising a tree care business without a
license.
We cannot take issue by this mechanism
with standards or practice or other issues;
only the fact that they were practicing or
advertising without a license.
Penalties in this situation are criminal
(misdemeanor offences), and are handled
through the District Court system.
Defendants are served with a citation, or
ticket; the process is similar to getting a
speeding ticket. You are assigned a court

S-78 16 ft.
with 2 extensions

S-79 20 ft.
with 3 extensions
Send for your free
color catalog today

PYGAR INCORPORATED
P.O. Box 3147 Kirkland, WA 98083
Tel: 800-825-9646 Fax: 425-488-4325
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date and can plead guilty and pay out prior
to trial or stand trial and be found guilty or
not guilty.
If the tree expert in question is licensed,
penalties apply for: Fraud or deceit in
obtaining the license; negligence or wrongful conduct in the practice of tree culture or
care; or violation of rules of ethics the
department may promulgate.
The penalty in this situation is suspension or revocation of the license. The
investigation is handled through MD
DNR-FS initially. If no remediation or resolution can be reached between the
department and the licensee, the case is
heard by an administrative law judge at
Maryland’s Office of Administrative
Hearings.
Although in Maryland anyone found
guilty of committing such an administrative violation is also subject to criminal
penalty, DNR has not pursued such criminal sanction against any of our
licensees.
Tree expert enforcement history
From July 1, 1995 through November 1,
2003, we handled 366 cases; 57 percent
(192) were against unlicensed practitioners
and 43 percent (144) were against
Licensed Tree Experts.
Of the cases against unlicensed practi-

tioners, 45.8 percent of complaints were
related to practicing tree care without a
license; 9.09 percent were found guilty.
32.7 percent of complaints involved advertising tree care services without a license;
7.27 percent were found guilty.
Of cases against Licensed Tree Experts,
41.1 percent of complaints were for negligence or wrongful conduct in the practice
of tree care and 29.71 percent of those
charged were found guilty.
There are a number of reasons for the
fact that the rate of guilty findings is much
higher for Licensed Tree Experts than for
unlicensed practitioners:
• Most work in Maryland is performed
by Licensed Tree Experts;
• Offending licensees tend to be recidivists, while we do not receive subsequent
complaints against most unlicensed practitioners we enforce against;
• Our initial interaction with an unlicensed practitioner is a certified letter
advising of the law and exam and the
need to comply, and advising of how to
sit for the exam; licensees already know
the rule; and,
• There are differences between criminal
and administrative procedures. Judges generally expect someone licensed as an
expert to have a higher level of knowledge
than someone who is not.

Licensed tree expert
enforcement process
A complaint or incident report is brought
to DNR’s attention. We send a certified letter to the licensee and request their side of
story within 30 days of the date of our letter. When we receive the licensee’s
response, we compare the complainant’s
and licensee’s accounts of the events. If
there is cause to proceed, we then perform
a site visit. If there is no cause to proceed at
this point, we send a letter to the licensee

1-800-597-8283
60’ w.h., LRIII Asplundh/
Altec Forestry pkgs. on
GMC or Fords, 19911996, gas or diesel. Also
Aerial Lifts of Ct.
available.
1993 IHC 6 Cylinder Turbo
Diesel, 14 ft. chip box with
tool boxes & hydraulic
front mount winch,
automatic transmission.
Many to choose from;
different sizes & models!

Large selection of chippers. Many to choose from.
All makes and models. All sizes. Gas and Diesel.
Aerial Lift of CT’s.
Many to choose from.
Diesels, under CDL,
chip boxes, some with
new motors. Gone
through.
55’ w.h.
Aerial Lift of CT’s,
rear mounts, flatbeds,
custom build units, gas or
diesel, automatics or
standard transmissions.
1997 Ford F800 w/ Hood
7000 Loader. Air Brakes,
Allison MT643 4-Speed
Auto. Trans., 52,183
Miles, 5.9L 210 HP
Turbo Charged Diesel.

RENT & RENT TO OWN:
BUCKETS AND CRANES

Pete
Mainka
E n t e r p r i s e s, I n c.
633 Cecilia Drive • Pewaukee,WI • 53072
Phone:
262-691-4306
Over 34 years of Success
Specializing in Pre-Owned Equipment
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advising that the matter is closed and the
departments does not find them guilty of
negligence or wrongful conduct in the
practice of tree care regarding this matter.
If there is cause to proceed after the site
visit, we send the licensee an offer of settlement that includes acknowledging
wrongdoing and acceptance of a suspension. We also advise the licensee of his or
her right to a hearing, and request that they
advise us which way they would like to proceed. If they plead guilty, we execute a
document and conclude the matter. If they
elect to go to hearing, we try the case before
a judge. The judge has 90 days to render a
written opinion. When the judge’s decision
is issued, the licensee is advised of duration
and dates of suspension. Very few cases
(one to four per year) against licensees go to
hearing. We have never lost a case regarding negligence or wrongful conduct in the
practice of tree care. We do not go to hearing unless we have a strong case.
What types of actions will get a license
suspension?
The types of actions that have historically resulted in suspension of a license to
practice include:
• Trespass;
• Property damage during tree care operations;
• Breach of contract;
• Improper crown reduction using topping;
• Improper handling and installation of
trees;
• Improper tree fertilization;
• Use of spikes when pruning;
• Improper pruning – cutting to insufficient laterals;
• Failure to obey a court order to reimburse a client for actions taken by the
tree expert pursuant to his license;
• Improper pruning – use of heading
cuts;
• Removing a tree without the owner’s
permission;
• Failure to use ropes to lower a limb
when warranted; and,
• Improper installation of tree support
system (cabling).
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The complainant’s neighbor hired a tree expert to prune
limbs on the complainant’s trees that overhung client’s
property (swimming pool). Neither the tree expert nor
client had complainant’s permission to be on property.
The tree expert pruned the limbs by bucket truck; he
never physically touched complainant’s property. The
judge ruled that he treated the tree properly but had to
trespass in doing so; the licensee was found guilty of
negligence or wrongful conduct in the practice of tree
care.

Determination of penalty
Factors that we consider, and which we
request that the judge to consider, when
assessing penalty include:
• Type of offense;
• Process/failure to cooperate to resolve
the issue;
•Past course of dealings with the licensee;
• Past penalties to others for similar conduct;
• Duty to protect the public; and
• Making penalty carry some weight.
Points to take home
If you are the subject of an inquiry or
investigation related to tree expert licensing or any similar mechanism, please
respect the process and respond to the letter! This will serve you well as proceed
through the process. Due process is your
right as an American. Please do not be put
off by an initial letter – it is simply intended to relate and gain information rather
than to assign blame.
Know the rules.
Be represented by counsel.
Know and follow ANSI.
Remember, you don’t need to be perfect,
but, as an expert, you need to be very good!
Tree expert licensing will not cure all the
TREE CARE INDUSTRY – MARCH 2004

world’s ills … it does not even address all
of the issues in the tree care industry.
However, it does provide a mechanism to
address public concern and provides a platform for the industry to interact with the
agency. We collaborated with industry on
the tree expert survey, the exam revisions,
and now meet annually to discuss program issues related to law, regulation,
education and enforcement. We are very
appreciative that TCIA is a participant in
these processes.
Respondents to the 1998 tree expert survey advised us that they consider the tree
expert credential very worthwhile (mean
response=4.33 out of possible 5.0). The
standard of the practice of arboriculture in
Maryland is, generally, higher than it is in
many other places due to the licensing program. This has a number of positive
results.
Though they represent the minority
view, some in the industry are not happy
with the program. One even asserted during an enforcement proceeding that the
increase in enforcement and improvements
to the exam were an act of collusion by the
Maryland Arborist Association and DNR to
decrease competition and reduce the number of Tree Experts practicing in Maryland.
At the time of the tree expert survey data
analysis in fall of 1996, there were 278
firms with licensees practicing in
Maryland. Despite a very adverse economy
for many years in the interim, as of
November 2003, the number of firms practicing with licensees has more than
doubled; there are now 599 firms with
licensees practicing.
We have always held the position that
good practice is good for business, and
these numbers bear that out. We look forward to continued partnership with industry
to improve customer satisfaction for clients
of tree care services, safety for working
arborists, and greater economic growth for
Maryland’s tree care industry.
Michael F. Galvin is supervisor for
Urban & Community Forestry at the
Maryland Department of Natural
Resources-Forest Service.
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for safety...
THINK Model Company
Safety Program from
TCIA - the Tree Care
Industry Association.
We've been helping tree
care businesses keep workers
safe since 1938. No other
professional tree care association has more experience
and expertise to help you:
Prevent injuries,
accidents and property
damage.
Lower insurance costs.
Satisfy stringent bid
requirements.
Boost productivity.
Provide OSHA compliance.
Produce better motivated
employees.
Improve ability to finish jobs on
time and within budget. Enhance
your company’s reputation.

The TCIA Model Company Safety
Program represents the best practices of some
of the foremost companies in the industry.
Phone: (603) 314-5380
1-800-733-2622
Fax: (603) 314-5386
E-mail: tcia@treecareindustry.org
Web: www.treecareindustry.org

Member $60
Non-member $90
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Business of Tree Care

Managing for success
By Ted Tate

you do, your actions and hesitation caused
by your personal involvement may create a
fatal problem down the line for others.

he first lesson I learned as a manager, taught to me by my employees,
was the old axiom, “Authority is
given, respect is earned.” Your employees
may obey you because you are their boss,
but they will never work very hard nor give
you their best efforts unless they respect
you. Here are some ideas from my own
‘school of hard knocks’ that, over the years,
have helped me manage people to get them
to give their best in a very positive working
atmosphere.

That’s the extreme version. In the normal
scheme of business there will be times
when you must deny someone a raise,
when you must discipline them, when you
must refuse them a favor, or when you
must let someone go. We must order them
to do unpopular jobs. They can ask for
unreasonable favors or create discipline
problems on the job and we have to take an
unpopular stance. This is where being
“buddies” can create resentment and anger
towards you, the manager.

Don’t mingle

Familiarity breeds contempt

It’s late Friday afternoon after a very difficult week. Your job foreman says, “Hey
boss, some of the folks are going to wind
down with a brewski at the local watering
hole after work. Wanna join us?”

Here’s a second issue about socializing
with people you manage. The more time
you spend with your employees, the more
they know about your personal life – warts
and all. Your kid is in trouble for delinquency. Your wife’s sister is an alcoholic,
your cousin beats his wife, you and your
wife are having marriage problems – the
list is endless.

T

Do you? Now if you are like me, you get
to enjoy most of the people working with
you. The temptation to join them in a few
innocent beers, especially if you also feel
the need to unwind, is great. It’s a good
idea for everyone except for the boss. For
the guy or gal in charge, it’s a bad idea.
For those of you who’ve served in the
armed services you may remember that the
commissioned officers never “hung out”
with the enlisted people. The reasoning, by
the armed services, was that in combat you
must at times order your people into danger
and at times certain death, and there can be
no hesitation. Other lives may hang in the
balance if you hesitate.
But, goes the reasoning, how can you
order people you socialize with, perhaps
some guy who had you to his house for
dinner with his wife and children, into a
dangerous but necessary situation? You
may or may not be able to do so. Even if
88

None of us are perfect, but if people
don’t know all this personal stuff they will
assume you don’t have those problems.
The minute people find out negative things
about you they will start to lose respect.
The next time you discipline someone they
will direct their anger and resentment at
you, “He has a nerve, who is he to discipline me” goes the mantra. The less they
know about your personal life and problems outside the job, the more they can
only focus on the business aspects of your
relationship. If you need friends then find
them away from people you supervise.
Keep business problems quiet
Don’t allow business problems to be
known by your employees. If you get in an
argument with a peer or business partner
TREE CARE INDUSTRY – MARCH 2004

then do it behind closed doors or go off the
premises. If your business has money problems, don’t let people know; deal with it
privately. Your best employees are the kind
of people who can easily find employment
elsewhere and if they believe there is no job
security, that one week they may not get
paid, they will be the first to go. Deal with
all business issues away from prying eyes.
Keep confidential records locked up and
available only to those with a need to know.
Treat your employees with dignity
While it’s not good to hang out and
socialize with employees, it is critical that
you never demean or insult people working
for you, and that you treat them with
respect. There is nothing worse that watching your boss scream at someone over a
relatively minor work problem or calling
someone a rude name such as “dummy.”
Don’t try management by intimidation,
yelling, calling people demeaning names
or otherwise insulting their integrity. By
simply being their boss you have all the
power you need. Acting out and losing
your temper just makes people think you
are not very stable. You will never create
employee loyalty nor even keep anyone
but the weakest people around by doing so.
People with good skills and abilities don’t
usually have a problem finding a job and
therefore will not tolerate abuse.
Tell people how they are doing
This doesn’t mean making a big deal
and gushing on and on when someone
does something right. That’s what they are
paid to do. However if someone does
something a little above the normal –
maybe makes a good decision on their
own or gets a positive comment from a
customer – then say something. They
need to know they are on the right path
and that when they do the right thing, you
and the business appreciate it.

Lead by example

Don’t do anything

You can’t listen with your mouth open

The best way to train people is to demonstrate with your own behavior. When you
speak to customers, do it the way you want
them to do it. If you have a problem customer, never make nasty comments after
you hang up where employees can hear you.
Keep those thoughts to yourself.

A manager’s job is to “plan, organize,
control and direct.” Don’t let yourself
waste valuable time by falling back on
what you did before you became a manager. You may enjoy it and you are good at it.
That’s why you were promoted. Now you
need to concentrate your efforts on managing others, not on “doing.”

Your associates, your employees, your
suppliers, your customers all have something of value in what they have to say.
Listen to the people around you. You will
never learn what it is if you drown them
out by talking all the time. Remember, the
only thing that can come out of your mouth
is something you already know. Shut up
and learn.

Be willing to listen
You may have employees working for
you that know more than you do about certain situations; be open to taking advantage
of their experience. Remember the old saying: ‘The better those a manager supervises
look, the better the manager looks.’
Avoid procrastination
Nothing will make a manager look
weaker and more uncertain of his or her
authority than failing to address problems
and issues promptly. Stalling an unpopular
decision or discipline problem only allows
the issue to get worse. This does not mean
to rush to judgment.
Before you make any decision, make
sure you have all the facts, not just one version. Ask yourself if what is going on is the
actual problem or is it the symptom of a
deeper problem. Get everyone’s version
involved in the situation. Try to distinguish
between a good employee having a problem or a person who is a problem
employee. If you correct a good employee
by overreacting you can lose that person’s
trust and confidence. There may be a case
where an employee just misunderstood
what was expected of him or her.

Keep your time managed – delegate
The things you do everyday are the
things to delegate. For instance, I know a
guy who, after 20 years in business, still
fills out the bank deposits and then walks
to the bank every day! He refuses to
teach someone he supervises how to do
the job, afraid they’ll make a mistake.
He’s always complaining he never has
enough time. Delegating to people under
you allows them to grow in addition to
freeing you up for the actual job managing. Anytime a manager does the work of
those he supervises, the business has no
manager.
Learn from the mistakes of others
You can’t live long enough to make them
all yourself.
Set S.M.A.R.T. Goals
Goals you set for yourself, or others,
should
be
Specific,
Measurable,
Achieveable, Realistic and Time-based.

Practice what you preach
To lead, you have to lead by example.
Don’t expect your people to work unpaid
overtime if you leave early every day.
Don’t book yourself into a four star hotel
on business trips and expect your employees to stay in the motel off the freeway.
It’s not how hard you work, it’s what
you get done.
Anybody can work hard, and most people
do. The really successful people focus on
accomplishing results not on effort expended. At the end of the day it does not matter
how many papers you shuffled, how much
you filed or organized. That’s called “busy
work” and it gets you no place. What matters is what you actually get accomplished!
Ted Tate is an author and recognized
authority on sales and marketing. His website: www.trainingexpert.com offers free
success tips on sales, negotiating and time
management.

The main goal is always to find a solution to the problem if that’s possible. Once
all the facts are in and you feel you understand what is going on, however, then
make a decision and get on with it.
Tell employees what you want
But not how to do it. You will find people
more responsive and less defensive if you
can give them guidance, not instruction. You
will also see more initiative, more innovation, and more ownership in them over time.
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Classified Ads
Help Wanted
Arborist/Sales Representative
22 Reasons to make a career at Hartney Greymont
Job stability. Growth potential. Competitive salary.
Excellent benefits. Year-round employment. Growing
company. Quality reputation. Tuition reimbursement.
Learning experiences. Nationally-recognized company. Team spirit. Employee stock ownership.
Up-to-date equipment. Safety focused. Rewarding
client relationships. Award-winning service. Ideal
facility. Participation in decision-making. Skill
enhancement incentives. Knowledgeable peers &
mentors. Value driven organization. Drug free workplace. For more information contact: Scott Mcphee,
Hartney Greymont Inc., 433 Chestnut Street,
Needham, MA 02492. Phone (781) 444-1227, fax
(781) 455-6698, e-mail scott@hartney.com.

Operation Manager & Experienced Climber
Arbor Images Complete Tree & Shrub Care is a well
established and fast growing company serving
Southern Wisconsin and Northern Illinois. We are
seeking a highly motivated and organized ISA
Certified Arborist for operations management and
sales. Successful candidate must have 5-plus years’
experience with proven track record of achievement
and possess strong leadership skills. Also seeking an
experienced climber, 5-plus years’ experience
required. We offer a complete benefit package. Fax
resume to (262) 763-5090 or call (262) 763-4645.

Syracuse, New York
General Foreman. ISA Certified, NY State pesticide
certified. Excellent opportunity for experienced tree
care professional with good leadership skills. Michael
Grimm Services Inc. Call John McCaffery at (315)
477-0124; fax resume to (315) 477-1286; or e-mail
mgsvcsoffice@aol.com.
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Illinois, 15 min. East of St. Louis
Tree Climber/Foreman
Drivers license req., CDL pref. Must have exp. in pruning, removals & rigging. Working knowledge of bucket
truck & cranes. Fax resume (618) 538-9526, phone
(618) 538-5949. Lillis Tree Service.

Jobs in Horticulture Inc.
www.hortjobs.com
Online & In print
1-800-428-2474. Fax: 1-800-884-5198

Mountain High Tree Service & Lawn Care
Denver, CO
Experienced tree climbers needed. Top pay, full benefits. PHC and Lawn Techs also needed. Come work for
Denver’s leading arboricultural and lawn care company. Please call (303) 232-0666; fax (303) 232-0711;
or apply online at mhttree@pcisys.net.

Come work in beautiful northern New England!
Experienced IPM technician and arborists/climbers
needed. Excellent pay, benefit packages, bonus programs and year-round work available. Contact us via
e-mail at markl@chippersinc.com or via phone (802)
457-5100 to schedule a confidential interview.

Ira Wickes/Arborists
Rockland County-based firm since 1929 seeks qualified individuals with experience. Arborists/Sales
Reps, Office Staff, Crew Leaders, Climbers, Spray
Techs (IPM, PHC, Lawn). Great benefit package
includes 401(k) matching, advancement opportunities, EOE. Check us out on the Web at irawickes.com.
E-mail your resume to info@irawickes.com; fax (845)
354-3475, or snail mail us at Ira Wickes/Arborists, 11
McNamara Road, Spring Valley, NY 10977.

Salesperson/Arborist – Exp. motivated individual,
ISA Cert. Arborist a plus, Exc. pay & bnfts., vac. Tree
Climber – Exp., motivated individual, D.L. required,
year-round work guarntd., exc. pay, bnfts., vac.
Downes Tree Service, Ph (973) 238-9800, fax (973)
238-0222.

Climbers/Foremen Needed in Philadelphia

Do You Have What It Takes …

Growing residential and commercial Tree and
Landscape company seeks individual who exhibits all
aspects of tree climbing, knowledge and proper care.
Must be dedicated to quality, safety, good work
habits. 3 years’ climbing experience and current CDL
a must. $18-plus per hour starting depending on
experience. Year round employment, paid holidays
and benefits. Also PHC technician position available
– great pay. Shades of Green Inc. Call (215) 860-2150
or fax resume to (215) 860-8269.

… to be a part of Atlanta’s leading tree care company? We are searching for experienced tree climbers
and crew leaders to help our successful team stay on
top. Year-round work, relocation assistance, excellent
compensation and benefits package. Driver’s license
required; CDL preferred. Drug Free Workplace. Submit
resume to Chris Nasca at: Arborguard, P.O. Box 477,
Avondale Estates, GA 30002. Phone: (404) 299-5555;
fax:
(404)
294-0090;
e-mail:
cnasca@arborguard.com; Web: www.arborguard.com.

G & A Equipment, Inc.

Knoxville, TN

60' W/H, OC, Altec, Mat'l on 1991
Ford F-800, Flat Bed, Diesel, 5/2, 53k
Stock #: 1077 $29,500

57' W/H Hi-Ranger on 1993 Int'l,
Diesel, Auto, 98k
Stock #: 1110 $29,500

48' W/H Holan Bronco Mat'l, 1991
Int'l, Diesel, Auto,
Stock #: 1134 $13,900

55' W/H Teco on 1993 Ford F-800,
Diesel, Auto, 95k
Stock #: 1136 $19,500

55' W/H Altec AA-600 on 1993 Ford
F-800, 8.3 Cum Dsl, Auto, 95k
147k Stock #: 1138 $21,500

60' W/H Telelect Mat'l on 1988
GMC, Diesel, 10 Spd, 122k
Stock #: 1145 $10,400

55' W/H Altec on 1997 GMC Top
Kick, Gas, 5 Spd,
Stock #: 1147 $35,500

55' W/H Versalift on 1994 Ford
F-700, Diesel, 6 Spd, 130k
Stock #: 1156 $26,900

55' W/H Altec LB-650 on 1995 Ford
F-800, Diesel, 6 Spd, 91k
Stock #: 1159 $29,500

1995 GMC Top Kick, 11' Box,
Gas, 5 Spd, 42k
Stock #: 1150 $15,900

1998 Brush Bandit 200 plus
Chipper, Gas
Stock #: 1142 $12,500

1997 Ford F-Super Duty, Flat Bed,
4x4, Gas, 5 Spd, 15k
Stock #: 1155 $14,500

Visit us on the Web:
www.gaeq.com

800-856-8261

Lowest Prices
on the Market
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Exciting Career Opportunities
for Service Industry Managers
Come join one of the largest Vegetation Management
Companies in North America. DeAngelo Brothers Inc.
is experiencing tremendous growth throughout the
United States and Canada, creating the following
openings:
Division Managers, Branch Managers
We have immediate openings in the U.S.: Mo., Ga.,
Fla.
We have immediate openings in various provinces in
Canada:
British Columbia, Alberta, & Saskatchewan
Responsible for managing day-to-day operations,
including the supervision of field personnel.
Business/Horticultural degree desired with a minimum of 2 years’ experience working in the green
industry. Qualified applicants must have proven
leadership abilities, strong customer relations and
interpersonal skills. We offer an excellent salary,
bonus and benefits package, including 401(k) and
company-paid medical coverage.
For career opportunity and confidential consideration, send or fax resume, including geographic
preferences and willingness to relocate, to: DeAngelo
Brothers Inc., Attention: Paul D. DeAngelo, 100 North
Conahan Drive, Hazelton, PA 18201. Phone 1-800360-9333; fax: (570) 459-2690. EOE/AAP M/F/D/DV.

Please circle 2 on Reader Service Card

Crew Foremen, Climbers, Groundspersons
Growing mid-size San Diego-based tree service company hiring crew foremen, climbers and groundsmen;
minimum 2 years’ experience, $15-$20 an hour, EOE.
Certified Arborist a PLUS. Benefits, drug screening.
Must have valid driver’s license. Immediate openings, year-round work. Fax resume to (760) 727-3813
or call (760) 941-3992.

Climbers/Foreman
Tree Company in Atlanta area. We are searching for
experienced tree climbers and crew leaders. Yearround work. Drivers license required, CDL preferred.
Fax resumes to Kim at (770) 472-8611 or e-mail
krowe@highstream.net

Pleasant View Tree Service
We are looking for certified arborist/climbers/
groundsmen. Must have CDL license. Must have
motivation for advancement through continued education & certifications. Also have the highest
standards in quality control & customer relations.
Compensation depends on position held & experience. Starts at $15/hr highest in industry. Medical,
dental, pd vacation, holiday & bonuses. Call Pleasant
View Tree Service, Inc. – Aric – Stillwater MN (651)
430-0316.
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Boston Area

HAWAII – Tree Climbers and Working Foremen

Serving the finest properties from Boston to Cape
Cod, we are seeking arborists with the typical credentials to join our team of professionals. We offer
state-of-the-art equipment, facility, benefits and
working environment; relocation assistance available. Contact Andy Felix at Tree Tech Inc., PO Box 302,
Foxboro, MA 02035; phone (508) 543-5644; fax (508)
543-5251; e-mail treetech@earthlink.net; or visit
www.treetechinc.net.

Climbers MUST have a minimum of 5 years’ climbing
experience (which includes pruning, shaping, rigging,
take downs and removals) and a current driver’s
license (a CDL license is preferred). Foreman applicants MUST be a certified arborist (with knowledge of
disease diagnosis and fertilization), have a minimum
of 5 years’ climbing experience (which includes pruning, shaping, rigging, take-downs and removals), 5
years’ utility-line clearance experience, experience
working with cranes, and have a current driver’s
license (a CDL license is preferred). Pay starts at $18
per hour but is based on experience. Benefits include
paid medical and dental insurance, paid federal holidays, vacation pay, 401(k) pension plan and a
profit-sharing plan. Send resume with salary history
and employment references to:
Jacunski’s Complete Tree Service Inc.
PO Box 4513, Hilo, HI 96720
Phone: (808) 959-5868; fax: (808) 959-0597

Crew Foreman Wanted
Trees Inc. is looking for qualified, hard-working crew
foreman for power line clearance in Flagstaff, AZ.
Must have 3-plus years’ line clearance experience, be
hard working, and drug-free. Send resume to
wemur@hotmail.com or call 928-220-0051.

Please circle 21 on Reader Service Card

P

assionate about trees...?
we are.

People with a passion for trees and a
drive for success are not always easy to
find. Your a special breed. So why not
work for a special company. Almstead
is the Northeast’s most rapidly expanding tree & shrub care company with
over 40 years of dedicated service.
Almstead provides full administrative
and marketing support, state-of-the-art
equipment and continuing education
programs. Unlimited growth potential
awaits those who share our passion.
Positions currently open in NY
NY,, CT & NJ.

Passionate people call
1-800-427-1900, or fax your
resume to 914-576-5448,
attn: HR Manager.

PHC-IPM Technician – Must have NYS Spray
Applicator’s license and clean driving record. $22/hr.
to start with minimum 3 years’ experience. We offer
full administrative and field support and continuing
education classes. Benefits include health insurance,
paid vacation, holidays, personal and sick days.
Located on the east end of Long Island, N.Y. Will help
relocate. Send resume with employment history and
references to: Ray Smith & Associates, PO Box 5024,
Southampton, NY 11969; e-mail to rsatree@optonline.net or call (631) 287-6100.

Westcoast Tree Care Inc. is currently seeking a highly motivated Salesperson. Successful candidate must
have a minimum of 2 years’ experience in all phases
of arboriculture. Certified Arborist a plus. Position
requires excellent communication skills. Please do
not respond unless you have tree care related experience. Salary, bonus, benefits, including medical,
dental & retirement plan. Call Mr. Mosher (425) 9221515 or e-mail resume to trees1@comcast.net.

Live and work in God’s country –
Beautiful Long Island, New York
Devoted Arborists (2) needed for cutting edge IPM
company on Long Island, N.Y. Successful candidate
must be able to diagnose and treat tree problems, be
thoroughly acquainted with tree species of the
Northeast, have good written communication skills
and possess fastidious work habits. ISA and/or NYS
DEC category 3A certification a plus. We offer a handsome salary, medical benefits, paid vacation, ongoing
industry training, and encourage continuing education, including full tuition reimbursement. Owner is a
hands-on, ISA certified arborist and flexible to terms
of employment. Join us! For immediate consideration,
e-mail resume to sterlingtree@prodigy.net or fax
(631) 581-0580.

www
.almstead.com
www.almstead.com
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ArborCare Resources Inc.
Sun Valley, Idaho
Arborists, Tree Climbers & Spray Techs needed to join
leading arboricultural company in Sun Valley, Idaho.
Top pay with 401(k), medical insurance, vacation &
holiday pay benefits. This is an opportunity to live &
work in one of the best outdoor recreational areas in
the U.S. Call (208) 788-1611; fax (208) 788-1610; email arborcare@sunvalley.net.

Crane Operator
Min. 2 yrs. Exp. On Tree/Crane application; health
card, CDL and hoist license required! Full benefits
$38 - $56k. Community Tree Service Inc., 163 Billerica
Road, Chelmsford, MA 01824. Phone (978) 256-0341;
fax: (978) 256-2697.

Arborist
Call us if you have the drive, the knowledge and the
personality to develop a territory of your own. Arborist
needed for a motivated, respected Chicagoland company. Contact
Dan:
847-729-1963,
fax
847-729-1966, dank@autumntree.com.

Lawn applicator needed for lawn care company on
Long Island, N.Y. Position can lead to management for
the right candidate within 6 months – excellent
opportunity! Applicants should have minimum of 3
years’ experience and possess New York State DEC
category 3A card or ability to receive one immediately. Excellent salary and medical benefits, paid
vacation, friendly work environment, top-notch equipment and great office support. Fax resume to (631)
581-2622.

Please circle 79 on Reader Service Card

PHC Technicians – Southeastern Pennsylvania

Don’t miss the TCI Equipment Locator coming in the
May issue of TCI magazine. Call Sachin Mohan to
place your used equipment ad! Call (516) 625-1613
or e-mail mohan@treecareindustry.org.

Full-time employment with advancement opportunities. Formal training provided by The Bartlett Tree
Research Laboratory. Experienced applicators only
need apply! Excellent wage and benefits package
with 401(k). Driver’s license required, CDL preferred.
Bartlett Tree Experts – Exton office. Phone (610) 5944740;
fax
(610)
594-4743;
e-mail
rdexter@bartlett.com.

Rich’s Tree Service is looking for full time candidates for both Portland and California. We need both
Experienced Climbers as well as a Skilled, Certified
Arborist. We need candidates with exceptional character and skill. We are offering a sign-on bonus as
well as offering health insurance, 401(k), paid holidays and paid vacations. If you qualify please call
(503) 465-2133 or fax (503) 665-8730 Att: Bev. This
is a drug and smoke free company.

Call us if you have the drive, the knowledge and the
personality to develop a territory of your own.
Arborist needed for a motivated, respected
Chicagoland company. Contact Dan: 847-729-1963,
fax 847-729-1966, dank@autumntree.com.

Multi Talented Arborist...
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Black Diamond Tree Service Inc. in southern Vermont
ski country seeks experienced, career-oriented
climber/crew leader with 3 years’-minimum climbing
experience. Candidate must possess knowledge of
proper pruning practices and excellent climbing and
pruning skills. Arborist certification a plus. Selfmotivation is an absolute must. Experience in other
aspects of tree care, equipment operation and maintenance is also a plus. Please call (802) 464-3603,
e-mail resume to bdfoery@pkfamily.com or fax to
(802) 368-2975.

Tree climbers/sales reps
Enjoy working year round with fellow easy-going,
skilled employees. Be financially appreciated for
what you can produce while working in a Virginia
oceanfront community. Call (757) 425-1995.

AUCTIONS
Holkenborg Nursery Auction
Holkenborg Nursery Auction – Trucks, Sprayers &
Equipment, Nursery Stock. Sat. April 3, 2004, 10:37
a.m., SR 250, South of SR 2, Sandusky, OH. Call Larry
(419) 626-5140; see Web site for listing & photos,
Baker Bonnigson Auctioneers, www.bakerbonnigson.

96

TREE CARE INDUSTRY – MARCH 2004

EQUIPMENT
FOR SALE

Tree Care Equipment For Sale – Bucket Trucks
1984 GMC 7000 Truck w/45 ft. lift & forestry body.
1989 GMC 7000 w/45 ft. lift & forestry body. 1988
Ford 50 ft. lift & forestry body. All trucks are currently working & DOT inspected. Reason for selling –
bought new trucks.
Stump cutters – Vermeer Model 630 Stump Cutter
w/rebuilt engine, less than 10 hrs. and new teeth.
Vermeer Model 1560 Stump cutter w/65 hp Wisconsin
engine, good condition. For more information, call 1800-427-4890.

Allied Equipment of Wisconsin
Local rentals, bucket trucks to 70 feet, stump
grinders, chippers, aerial lift parts & service. Rayco
parts, Rayco & Wood/Chuck dealer. We rent Rayco
Hydra stumpers/forestry mowers. www.alliedutilityequipment.com. Call 1-800-303-0269.

Fertilizer Tank/Sprayer
Lesco 300 gal. gas powered poly/fiberglass
tank/sprayer – 8 hp engine, 14 gpm pump, 300 ft. of
hose on reel. Like new – less than 25 hours use. Can
be mounted on truck or trailer. Must sell. $4,000 obo.
(919) 989-1919.

Repossessed Chipper
Vermeer BC1000XL – 250 hours, 85 hp engine, great
condition Located in Ohio. Accepting offers. Contact
Doug or Darryl, 1-800-347-4977. Accord Financial
Group, Your Leasing Solution. Ask us about financing
your next equipment acquisition.

Hydraulic knuckle boom trucks with dumping
flatbeds; Ford, International; 1988 to 1991; single
axle, CDL or non-CDL. We can custom design and
build sides, tailgates, chip boxes or continuous-rotation grapples. Call us for any specialty truck needs.
Atlantic Fabricating Inc., Jack or Paul, Sayreville, N.J.
(732) 938-5779; www.atlanticboom.com.

AL50 Unit, 10 Forestry Package and cab guard.
Mounted on 1997 International 4700. DT466 diesel.
Manual transmission. Air brakes. 36,000 miles.
Asking price $55,000. (571) 436-8020.

Rayco & Vermeer
Stump Cutter Remanufacturing
Retip your Rayco Super Tooth for only – $3.95
Rebuild & Retip your Rayco Super Tooth – $5.95
Retip your Vermeer Pro-Tooth for only – $2.75
Free return shipping on orders over 100.
Toll Free 1-888-999-1778.
See what we do at www.stumpcutterking.com.
We buy used Rayco & Vermeer Cutters.
Hardware and software by an arborist for the
arborist. For more information about the industry’s
best-selling package, call or write Arbor Computer
Systems, PO Box 548, Westport, CT 06881-0548.
Phone: (203) 226-4335; Web site: www.arborcomputer.com; e-mail: phannan@arborcomputer.com.

Alexander Equipment Company
We have a huge selection of used chippers, stump
grinders & tub grinders! Call Matt or Steve for details
or try our Web site at www.alexequip.com for complete
list & pictures. Financing available! We can ship anywhere! 4728 Yender Ave., Lisle, IL 60532. (630)
663-1400.

Ropes, Ropes, Ropes
All types and brands of professional climbing and
lowering arborist ropes at warehouse prices. Call for
current price list. Free shipping. Visa, MC, AX. Small
Ad – Big Savings 1-800-873-3203.

Conserv-A-Tree
2000 Sterling L7500 w/ 17-ton Manitex M1768 crane,
118-foot working height, mint condition. $75,000.
Conserv-A-Tree, Long Island, (631) 271-2998.

PRODUCTS
& SERVICES
ArborGold Software – Complete job management!
Phone message center, proposals with built-in landscape CAD designer, scheduling, invoicing and more.
Posts to QuickBooks. Print estimates on site with new
hand-held PCs and download to office. Call Tree
Management Systems, 1-800-933-1955. See demo at
www.turftree.com.

ArborSoftWorx is the Proven Leader in the Tree Care
Industry providing feature rich software and hardware solutions. ArborSoftWorx Commercial is
designed for the “for-profit” Arborist, Landscaper and
Lawn Care Specialists to efficiently manage their
business. ArborSoftWorx Municipal is designed for the
Municipal/City, Campus Arborist to effectively manage their Urban Forest from Inventory/Survey to work
schedules, budgets and mapping. Discover the
ArborSoftWorx difference. Serving our customers
throughout the U.S.A., Canada and Europe since
1983. Visit us at: www.ArborSoftWorx.com or call us
1-800-49-Arbor for more information.

15 Used Professional Spray Trucks
Totally equipped, excellent condition! Also Tuflex
tanks, beds, fert. boxes, hose reels, more. REDUCED
MUST SELL! www.getgreenthumb.com/trucks.html or
call Russell (214) 733-8700, Dallas, TX.

BUSINESSES
FOR SALE

Two Off Road Camper Trucks
2.5 ton ten wheel diesel Army Truck with 22’ Camper,
with toilet, shower, stove, Fridge, double bed, table,
sink, heater, 2 propane tanks, 100 Gal. water, separate batteries for camper. For information call Dick
603-496-2415

Established Tree and Landscape Co.
Tools, bucket truck, chipper, chip-crew truck, business name, phone number, reputation and clients.
$35,000. (541) 888-6596.

Factory Reconditioned & Reworked Equipment
From the leaders of chippers & waste reduction equipment. Hand-fed chippers – whole tree chippers –
stump grinders – horizontal grinders (models from all
major manufacturers), more than 100 units to choose
from. For our selection, visit: www.banditchippers.com
or call Bandit Industries Inc., Remus, MI 49304, 1800-952-0178 or (989) 561-2270.
TREE CARE INDUSTRY – MARCH 2004

Business for Sale
25 years established tree service with good clientele
and great reputation. Huge potential for growth.
Located in Solvang, California, (Santa Ynez Valley)
heart of Santa Barbara County wine country. Priced
for quick sale. Asking $65,000 firm. Serious inquires
only. (805) 686-1174
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BEST PRICE
FASTEST DELIVERY
GUARANTEED.

17 TON

23.5 TON

2004

BT-4792

· 146’ TIP HEIGHT
· FULL DIGITAL LMI OVERLOAD
· 2 SPEED WINCH
· 21’ BODY
· 2004 STERLING 7500
· 60,000 LB. G.V.W.
· 300 HP CAT TURBO DIESEL
· 10 SPEED TRANS. W/ LOW LOW
· AIR CONDITIONED
WITH OPTIONAL JIB

2004

· 120’ TIP HEIGHT
· FULL DIGITAL LMI OVERLOAD
· 2 SPEED WINCH
· 20’ BODY
· 2004 FORD F-750
· 33,000 LB. G.V.W.
· TURBO DIESEL
· 6 SPEED TRANSMISSION
· AM/FM STEREO

BT-3470

WITH OPTIONAL JIB

$69,900

$113,500
Financing Available from

6635 SOUTH 13TH STREET
MILWAUKEE, WISCONSIN 53221
WWW.GIUFFREBROS.COM
UTAH - 801-973-7939

ARIZONA - 414-588-6661

NEVER OPERATE ANY EQUIPMENT NEAR LIVE POWER LINES OR ELECTRICAL CONDUCTORS. SEE OPERATORS MANUAL FOR IMPORTANT SAFETY INFORMATION. NEVER USE ANY EQUIPMENT FOR
ANYTHING OTHER THAN WHAT IT WAS INTENDED. ALL EQUIPMENT SHOULD ONLY BE OPERATED BY TRAINED QUALIFIED PERSONNEL. SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE.

Green Waste Recycling Facility
Near Houston – Equip. includes Morbark 1200 Tub
Grinder, Morbark 975 Waste Recycler, dozer, front-end
loader, trucks, chippers, tractors and other equip.
Established Tree Service, Land Clearing and
Recycling operation with 15 yrs clientele. $1 million
annual sales; many commercial accts.; 30-acre tract
in Brazoria County. Asking $1.5 million. (281) 4823511;
fax
(281)
648-3850;
Web:
www.friendswoodfirewoodco.com; e-mail: bradymora@friendswoodfirewoodco.com.

Come to sunny Florida and purchase profitable tree
service. Owner in business over 37 years – good reputation and repeat business – must sell due to
health. Business and equipment too much to list –
great working crew. $500,000 cash/trade – owner will
partially finance, land negotiable. Call (727) 5413888.

WORLD HEADQUARTERS

(414)764-9200
FLORIDA - (414)531-9555
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WHAT’S
THE DAVEY
DIFFERENCE?
It’s Davey people that make the difference and Davey can make
a difference in your career.
You’ll be part of a growing team of certified arborists, technicians,
botanists, agronomists and horticulture scientists in a company
that offers over 120 years of tree care history and knowledge.
Positions with training, benefits, and advancement opportunities
are now available throughout the United States and Canada.
Eastern, Mid-Atlantic & Southeastern States
Call Brian Tarbert 800-531-3936 brian.tarbert@davey.com
Great Lakes, Central, Southwest & Western States
Call Mark Noark 800-445-8733 mark.noark@davey.com
Canadian Operations
Call Gordon Ober 800-445-8733 gordon.ober@davey.com

Or Visit:
www.davey.com

High-quality, self-adhesive decals come
in three sizes and two finishes. Distinguish your company by touting
membership in the industry’s finest trade
association -- on vehicles, office doors,
windows, helmets, etc. Printed in full
color on super durable, weatherproof
vinyl for long lasting quality. Available
with white or highly reflective metallic
fleck silver background.
Size

Quantity

(inches)

Price
(ea.)

2 x 2.5 ................. ALL ....................... $.75

(white only)

}

*6.5 x 8.5 ............. 1-10 .................... $6.25
or .................... 11-25 .................. $6.10
*9.5 x 12 .............. 26-100 ................ $5.90
............................ 100+ ................... $5.75
*For Reflective, add $2.50 each.

EOE/DFW
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New Member Decals!
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Call 1-800-733-2622 to order.

DOES YOUR INSURER HAVE THIS MUCH EXPERIENCE?

OR THIS MUCH?

As a tree care expert, you know the value of experience, knowledge and the right tools. It’s the same in the insurance
industry. The Hartford put down roots and began growing almost 200 years ago. For years, we’ve been helping
arborists to protect their livelihood with an insurance program designed especially for your industry. Find out why
hundreds of arborists across the country choose The Hartford to protect their business.
Call your agent today or call The Hartford at 1-800-533-7824. For more information, visit our Web site at
www.thehartford.com/arborists.

I N V E S T M E N T S. I N S U R A N C E. 19 0 Y E A R S O F W I S D O M.

Always thinking ahead.

SM
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©2002 The Hartford Financial Services Group, Inc.

www.thehartford.com

Are Biostimulants
the Next Generation of Fertilizers?
By Dr. Glynn C. Percival

ver the past 10 years, developments in fertilizer technology
have led to the formulation of a
range of what are termed biostimulants.
These biostimulants differ from traditional
nitrogen, phosphorous and potassium
(NPK) fertilizers in that their active ingredients tend to consist of a range of organic
compounds such as humic acids, marine
algae extracts, vitamins and other chemicals that can vary according to the
producer.

O

Originally biostimulants were developed
and marketed as root growth stimulators
primarily for the agricultural sector to
increase yields of root and tuberous crops,
such as leek, carrots and potatoes, which
when tested produced very successful
results, i.e. increased root crop yields of 2030 percent. It is also claimed that benefits of
biostimulant application to plants – in addition to improved shoot and root growth –
include increased stress tolerance, disease
resistance, crop yield and quality.

It is now widely recognized that the survival of newly planted trees is largely dependant on rapid extension of roots following transplanting to absorb water, replenish transpirational water loss and reduce drought-related water stress symptoms.

bed, significantly reducing the root:shoot
ratio and consequently the tree’s ability to
uptake sufficient water and nutrients for
survival of the newly expanding leaf
canopy in spring. Although tree root systems can be manipulated to reduce the

Uses in urban tree care
Although very little published literature
exists to support the manufacturer’s
claims of increased stress and disease tolerance, one area of research that has been
actively explored is the potential use of
biostimulants as a treatment to alleviate
transplant shock in urban trees by improving root vigor post-planting. For example,
it has long been accepted that droughtrelated problems are often responsible for
poor growth and deaths of newly planted
urban trees. As little as 5 percent of a
tree’s root system may be moved with a
tree following lifting from the nursery
100

Influence of an appropriate biostimulant on root vigour of
young transplanted birch trees; non-treated control on
left; biostimulant treated on right.
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effects of transplant shock by increasing
the amount of root to be transplanted by,
for example, root pruning, wrenching or
undercutting in the nursery, the effects of
these techniques are still inconsistent and
a high proportion of the root system can
still be lost in the lifting process. This limited root system post planting leads to
water stress, resulting in “transplant
shock” that is generally characterized by
reduced shoot growth, branch dieback and
possibly tree death.
It is now widely recognized, however,
that the survival of newly planted trees is
largely dependant on rapid extension of
roots following transplanting to absorb
water, replenish transpirational water loss
and reduce drought-related water stress
symptoms. If the manufacturers’ claims of
enhanced root growth of crop plants can be
duplicated with urban trees, then such biostimulants may provide a means of
significantly reducing transplant shock
after planting.

For this reason, a number of trials have
been instigated at the R.A. Bartlett Tree
Research Laboratory in the United
Kingdom over the past five years to compare the effectiveness of these
commercially available biostimulants on
reducing tree deaths following transplanting by promoting root vigor.

determined by measuring the root growth
potential, or RGP. Simply put, root vigor is
composed of increases in the length of
existing roots and formation of new roots.
Newly formed roots can be easily identified as they are white. The total number of
new white roots is known as the RGP.
Importantly, an RGP of 5 is associated with
survival after transplanting.

Small tree experiments
With the wealth of biostimulant products
flooding the market, testing them all would
have been impossible, however, a rapid
and effective system was devised to test as
many biostimulants as possible. Basically,
initial trials used smaller, 4-year-old transplants that were lifted from the nursery and
then containerized. A range of biostimulants were applied both as a foliar spray
and root drench, and at week eight after
application trees were lifted from the pot,
and the root systems gently washed with
water. Improvements in root vigor were

Root Growth Potential (RGP)
Tree Species

Red Oak

Birch

Beech

Biostimulant
Product
Control

4

7

5

Generate

8

12

9

Fulcrum CV

7

11

12

Fulcrum Blade

8

8

10

Although more than 20 biostimulant
products were tested, results for only 10 are
presented. Red oak, birch and beech were
chosen as experimental species since these
trees are known to be transplant sensitive.

Redicrop 2000

7

6

4

Table 1 highlights some of the problems
of using biostimulants that are frequently
encountered, not just in our trials but elsewhere as well. These are:
1. Many of the products tested do not
live up to the root-promoting claims of the
manufacturers. Indeed no beneficial effects

Crop Set

9

7

6

Axon

3

10

10

Bioplex

4

11

7

Axis

3

6

4

Maxicrop

6

5

6

Seamac

3

3

6

All values mean of 10 trees
Table 1. The influence of biostimulants on
RGP of three urban tree species. An RGP of
5 is associated with survival after
transplanting.
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were recorded in the 10 products not mentioned!
2. In instances where a root promoting
effect is observed, in many cases this was
species dependent. For example, both
Redicrop 2000 and Crop Set almost doubled the RGP of red oak but had no effect
on birch and beech. Contrary to this, Axon
proved useful when applied to birch and
beech yet had little effect on root vigor of
red oak. Such a response is disadvantageous to professionals involved in urban
tree care where products with universal
applicability for a wide range of species are
preferred rather than individual products
for specific tree species.
3. Few of the biostimulant products tested worked on all three test species.
This then begs the question as to why do
we see these marked differences between
species? The answer may lie in the fact in
that the active ingredient present in each

Graph 1. The influence of four biostimulant products on root density (g./cubic foot; y/axis) of transplanted
birch and lime at month eight.
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In instances where a root promoting effect is observed,
in many cases this was species dependent.

biostimulant product tends to vary. For
example, we know Generate contains a
range of zinc complexes combined with
acetate. Fulcrum on the other hand is
derived from molasses, a sugar based compound while Maxicrop is formulated from
seaweed.
In many cases manufacturers are
extremely “cagey” about informing exactly what is present in the product using the
vague term “natural plant extracts” or
“organic molecules” on the product label.
Previous research does exist supporting the
idea that the effects of biostimulants on
plant growth can differ as a result of differing active ingredients, such as auxins,
cytokinins, vitamins and salicylic acid
present in the product. Likewise, even
when the active ingredient is the same,
effects on tree vitality can differ from
marked increases to no significant effects
depending on tree species.

Larger tree trials
The next stage was to test these biostimulants using half or full standards where
the problems of transplant shock are more
critical.
For this reason experiments used larger
2- to 2.3-meter-high stock with girths ranging between 18 to 20 inches. Trees were
planted in November 2001 and treated with
four biostimulant products applied via soil
injection in April 2002. Trees soil-injected
with only water acted as controls, and five
trees per treatment were used. Root densiPlease circle 6 on Reader Service Card
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ty was then measured at month six after
application and, as the results of Graph 1
show, only two of the products tested had
any beneficial effects on root density.

The take home message
Based on results of our work over the
past five years, much of which has not
been presented here, in combination with

DICA OUTRIGGER PAD

NO

... Splinters
NOT
... Delamination
EVER
... Warping

“G u a r a n t e e d”

DICA Marketing Co.
800-610-DICA(3422)
www.dicaUSA.com

¨

work that has been published by other
workers we would conclude that:
1. Biostimulants can improve root vigor
following transplanting and in turn promote tree vitality; however, selection of an
appropriate biostimulant is critical as
effects on growth and vitality can vary
widely between tree species, possibly as a
result of the differing active ingredient
used in the formulation of a product.
2. With the influx of biostimulants
released into the marketplace, each containing differing active ingredients,
evaluating all of them independently may
prove difficult. Consequently, where independent scientific data is not available to
support the claims of manufacturers, growers and urban tree managers should be
aware of the potential disadvantages of
using biostimulants highlighted above.

Differences in size of young birch at the end of the growing season between biostimulant treated (right) vs.
non-treated control (left).

Carroll, IA 51401
FAX 712-792-1106
info@dicaUSA.com

Useful Further Reading
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Ferrini, E. and Nicese, F.P. (2002).
“Response of English oak (Quercus robur
L.) trees to biostimulant applications in the
urban
environment.”
Journal
of
Arboriculture, 28(2), 70-76.

97 Freightliner / Aerial lift of
Conn. AL 40 – 8.3 Cummins,
31K miles, air brakes, a/c, 6
spd, 45 ft. working height, over
center articulation, joystick
controls, cross body toolboxes,
heavy duty cab guard, recently
inspected. $52,000

Fraser, G.A. and Percival, G.C. (2003).
“The influence of biostimulants on growth
and vitality of three urban tree species following transplanting.” Arboricultural
Journal. 27(1), 43-57.

Biostimulant effects on root vigour of young transplanted
birch: non-treated control on left, and biostimulant treated on right.

Kelting, M.; Haris, J.R.; Fanelli, J.; and
Appleton, B. (1998). “Humate-based biostimulants affect early post-transplant root
growth and sapflow of balled and
burlapped red maple.” HortScience, 33(2),
342-244

trees following root removal.” Journal of
Horticultural Science and Biotechnology.
73(3), 353-359.

96 Ford F800 / Teco Saturn 52
– 5.9 Cummins, 42K miles, 6
spd, 57 ft. working height, over
center articulation, joystick
controls, Arbortech chip body
and toolboxes. $36,000

2000 GMC 6500 / 14’
Arbortech chip dump –
Caterpillar diesel, 19K miles, 6
spd, 22 cubic yard capacity, L
shaped cross body toolboxes.
$32,000

99 Bandit 250 XP wood
chipper – 100 hp. John Deere
diesel, 1475 hours, Auto feed,
hydraulic lift cylinder, just
serviced and ready to go.
$16,000

Tree Medics, Inc.
3518 Broadway St
New Orleans, LA 70125

Phone: 504-488-9115
Fax: 504-488-9177

Kelting, M.; Haris, J.R.; Fanelli, J.; and
Appleton, B. (1998). “Biostimulants and
soil amendments affect two-year post
transplant growth of red maple and
Washington hawthorn.” Hortscience, 33,
819-822.
Percival, G.C. and Gerritsen, J. (1998).
“The influence of plant growth regulators
on root and shoot growth of containerized
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Russo, R.O. and Berlyn, G.P. (1990).
“The use of organic biostimulants to help
low-input sustainable agriculture.” Journal
of Sustainable Agriculture, 1(2), 19-42.
Dr Glynn Percival is the plant physiologist and technical support specialist for the
F.A. Bartlett Tree Expert Company Ltd and
head of their research laboratory based at
the University of Reading in the UK.

Treat more trees in less time.
Add to your profits.
• Treat almost any tree in 5 minutes
or less – no waiting for uptake.
• Use less chemical because chemical is
injected right where the tree can use it.
• Inexpensive startup. Wedgle Direct-Inject
unit retails for only $495 00.

Control Adelgids, Borers,
wilt, chlorosis and more.
• ArborSystems Direct-Inject insecticides,
fungicides, nutrients, and PGRs
control a broad range of tree pests,
diseases, and problems.
• Direct-Inject chemicals come in readyto-use, self-sealing containers.
• See our website for chemical details
and disease/pest control chart.

Don’t drill. Direct-Inject!
Eliminate drilling damage.
• Inject chemical directly into the cambial
zone without drilling. The Direct-Inject
system prevents long-term wounding
and lets you make multiple treatments
without damaging trees.
• Don’t hassle with drills, spray equipment,
external power, or trucks.
Don’t drill! Every drill hole permanently damages tree vitality.

Everything you need
to treat trees in one
convenient, lightweight
12" x 10" case.

For more information, to locate the dealer nearest you,
or to receive our free email newsletter, visit us at:

www.ArborSystems.com

It’s right for the trees. It’s right for your company.
800-698-4641 Offer No. TC304
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We heard you ...
Reporter back
in print
In response to overwhelming demand, the TCIA Reporter will
return in print. Beginning with the next issue, members will have
two options – print or electronic. An e-mail will continue to arrive
alerting members to the latest association, industry and business
news. Approximately ten days later, a printed version will arrive
in your mail boxes. Two versions, for your choice, for your convenience, at your request.

Reporter is the monthly news
letter of the Tree Care Industry
Association. TCIA members can
access the complete publication
at www.treecareindustry.org.

Accreditation pilot
program fills quickly
The TCIA Accreditation program is underway.! After a call for companies to take part in a pilot
project, more than the anticipated number of companies signed up. Those companies are

Arborworks Tree Care Inc.
Almstead Tree & Shrub Care
Arborcare Professional Tree Service
Arborist Enterprises Inc.
Broad Oak Tree & Shrub Care Inc.
Buckley Tree Service

C.L. Frank Company
Collier Arbor Care
Finch Tree Surgery
Garden State Tree Care & Lawn
Gary’s Tree & Shrubbery Service Inc.
Heartwood Tree Service
McCullough’s Tree Service, Inc.
Owen Tree Service, Inc.
Rainbow Treecare
Schneider Tree Care
St. Croix Tree Service Inc.
The Natural Way, Inc.
Top Notch Tree Care
Tree Specialists Inc.
Wachtel Tree Science & Service Inc.

The forward-thinking companies listed above recognize that the new TCIA Accreditation program:
• Gives tree care companies a means of evaluating themselves against industry standards and best
business practices.
• Helps tree care companies of any size create and maintain safety and technical training programs.
• Gives consumers a way to find tree care companies that are trustworthy in their business and tree
care practices.
• Gives governmental and institutional agencies a means of finding companies that meet industry
standards for safety and performance.
• Will give insurance companies a way to identify safer companies.
• Will help TCIA develop a sorely needed coop insurance program for our industry.
We congratulate these pioneers and eagerly anticipate the results of their efforts.
TREE CARE INDUSTRY – MARCH 2004

Important announcement
for the industry
The TCIA Board and ISA Executive Committee have committed to a meeting together on March 3. The purpose of that
meeting is to engage in a process to explore new organizational relationships, which includes the possibility of unification.
Today, we cannot answer any of the detailed questions about how, when, or what it means for any of us - because the
conversations have not been held; nor have any conclusions been reached.
What we do promise is that as the exploration occurs, we will have a regular communications plan in place to keep our
members briefed and that enhancing value for the community of arboriculture will always be at the core of the conversation.
Our world is rapidly changing, and we owe it at this time in our history to at least have the conversation about how the
community of arboriculture can best be served by associations.
Stay tuned for an update after March 3.
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Frenchman’s Reef and Morningstar Beach Resort,
St. Thomas, U.S. Virgin Islands

TCIA Board of Directors
meets at Frenchman’s
Reef and Morningstar
Beach Resort
Rusty Girouard, Chair of the Board, called the meeting to order. Those present included
Greg Daniels, Tim Harris, Tom Golon, Dan Christie, Jeannie Houser, Mark Shipp, Tom
Tolkacz, Scott Jamieson, Stacy Hughes, and Cynthia Mills. Randy Owen and Terrill
Collier attended as guests and incoming 2004-05 Board members. Agenda items:

• The Board held a discussion of the feedback from membership on the publication of
members’ dues categories in the TCIA Membership Directory. The Board asked the
Finance Committee to review membership dues structure options and to bring a recommendation to the Board for consideration.
• The Voice for Trees Political Action Committee established an Award to recognize
policy-makers (name to be determined) for their efforts in support of the
industry’s agenda.
• The Board held a discussion on the progress to date on one new vision for arboriculture, discussed appropriate communication at the Winter Management Conference,
and prepared for upcoming meetings in March.
• Tom Tolkacz provided an update on The TREE Fund.

Incoming TCIA Chair Greg Daniels, The F.A. Bartlett Tree
Expert Company, presents the association’s gavel to
outgoing Chair Rusty Girouard, Madison Tree Service, Inc.
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The state of the association and industry, awards, and
the installation of officers were the highlights of the
opening breakfast.
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Tree News

The Plant Health Care Report of The Morton Arboretum
By Donna Danielson

W

ant to know what’s bugging
your trees?

The Morton Arboretum in
Lisle, Ill., has the answers. During the
growing season (April through early
September), the Arboretum publishes the
Plant Health Care Report, a weekly bulletin with the latest news about pests and
diseases that may be threatening your
trees. Covering the Chicago region and
hardiness zone 5, the first bulletin for
2004 is tentatively scheduled to be avail-

able on the first week of April.
Assembled by the Arboretum’s recognized Plant Pathology program, each
bulletin includes information on:

– Weather trends and accumulated
degree days;
– In-depth articles by Morton Arboretum
research and collections and grounds staff;
– Links to valuable references.

– Diseases, insects and other problems
plaguing the region’s woody plants;
– How to identify pests, including color
photographs;
– Plant Health Care (PHC) strategies,
emphasizing non-chemical controls;

Many professional arborists have raved
about the report, especially the timeliness
of the useful insect and disease information
and the terrific photographs. Several companies even use it to train their employees.
The Plant Health Care Report is available free on the Arboretum’s Web site at
www.mortonarb.org.
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The report is also available in a paper
version sent to you via the U.S. mail; subscription cost of this version is $35. To
subscribe to the paper version of the Plant
Health Care Report, send your address
along with a $35 check made out to The
Morton Arboretum, c/o Plant Health Care
Report, 4100 Illinois Route 53, Lisle, IL
60532. For more information, call Donna
Danielson at (630) 719-7945.
Known for its practical scientific work in
breeding hardier, more insect and diseaseresistant trees and shrubs and determining
ways to help woody plants thrive in the
challenging northern Illinois environment,
the research program at The Morton
Arboretum is the largest of its kind at any
arboretum in the country. The Morton
Arboretum is home to the largest U.S. collections of plants from Russia, China, the
Balkans and Northeast Asia. The 1,700acre arboretum features more than 40,000
labeled plant specimens representing 3,700
different types of plants.
Donna Danielson, M.S., is a plant health
care technician at the Morton Arboretum.
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From the Field

Lessons Learned
By Eric L. Graefen
rboriculture is one of the most
interesting and fascinating careers
in the world. Virtually every day
contains a new adventure, challenge or
experience. At every trade show and seminar the favorite pastime seems to be story
swapping. The one common denominator
in each story is that there is a lesson to be
learned.
Some of these lessons are quite serious,
and others are just plain fun. Having just
enjoyed my 15th anniversary in the tree
care game, I decided to sit down and compile a list of my favorite “lessons.” No
doubt everyone reading this could create a
list of their own; I’d love to hear from you.
In the meantime, here’s mine:

A

16. If you can’t identify poison ivy, and
you’re working in the woods, makedoubly certain you follow lesson No. 3.
17. Poison ivy rashes are really itchy, in
some places more than others.
18. Trees sometimes fall the wrong direction.
19. When felling a tree, make sure your
truck is parked farther away than the
height of the tree.
20. Trees can crush a truck when they fall.
21. Trucks are also expensive to replace.
22. Every time a customer doesn’t pay on
time, it’s somehow your fault.
23. Every dent, crack and ding on your
customer’s property must have been
caused by your crew, because the customer “never noticed it before.”

37. All trucks should have a first aid kit.
38. Stitches are no fun.
39. Beehives and wasp nests should not be
knocked down with a pole saw; nor
should they be snipped with a pole
pruner and allowed to drop.
40. Wasps and bees get pretty riled up
when you knock their houses down.
41. Wasps and bees fly faster than you can
run.
42. Chippers can dispose of beehives
awfully quickly.
43. When someone on the crew says
“Watch this!” become very afraid.
44. Ditto for “Check this out!” and “Do I
look like a sissy?”

24. Sometimes people don’t tell the truth.

45. If the log you’re lowering is too heavy,
let go of the rope.

25. Always tie a knot in the end of your
climbing line.

46. A heavy log is very effective as an
ascender to get someone into a tree.

3. Always keep a roll of toilet paper in the
cab.

26. Fifteen feet really is a long way to drop
to the ground.

47. Trees are hard to climb out of without
gear.

4. Never spread wood chips with your bare
hands.

27. Mulch beds don’t provide much cushion when you drop the last 15 feet out
of a tree.

48. Heavy logs can cause back injuries.

I. Never let anyone bring beans for lunch.
2. If anyone brings beans for lunch, make
them ride back to the shop in the chip
box.

5. Squirrels can pee.
6. If you feel rain on your hardhat and it’s
not raining, don’t look up.
7. Squirrels can climb pole saws.
8. Squirrels can’t fly.
9. Never swing a log into the chipper
before untying the lowering rope.
10. A chipper can suck up a lowering rope
in about 5 seconds.
11. Lowering ropes are expensive to replace.
12. Never throw a log into a drum chipper.
13. Drum chippers can spit a log a long way.
14. Logs spit out by a drum chipper can
break safety glasses.
15. Know how to identify poison ivy.

28. Sprained ankles hurt.
29. Foremen are not fond of working late
because someone did something stupid.
30. Wet trees are slippery.
31. Rubber boots are especially bad to
climb in when trees are wet.
32. When you slip off a limb while climbing, you should point your feet at the
trunk.
33. Tree stubs are quite painful when you
swing into them with your back.
34. Always check for dogs before you go
into someone’s backyard.
35. Dogs can run really fast.
36. Dogs have sharp teeth.

49. Logs are lighter when cut in half.
50. Logs are also easier to pick up with two
people lifting.
51. Electrical wires to houses are really
strong. When you misjudge a log and it
swings into electrical wires, it can rip
the whole comer off of a house.
52. Use an experienced spotter to help you
back up a truck.
53. Porsches are expensive to repair when
you back into them with a bucket truck.
Well, gang, thanks for indulging me.
These are just a few of the many lessons
I’ve learned. Perhaps after my next 15
years I’ll make another list. Stay tuned.
Eric L. Graefen is a district manager for
Winkler’s Tree Service in Naperville, Ill.

TCI will pay $100 for published articles. Submissions become the property of TCI and are subject to editing for grammar, style
and length. Entries must include the name of a company and a contact person. Send to: Tree Care Industry, 3 Perimeter Road, Unit
1, Manchester, NH 03101, or staruk@treecareindustry.org.
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