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Call 

1-800-ARBORS-1 	I 
and find out how to cut  

your insurance costs without 
cutting your insurance coverage.  

Our tree-insurance pros  
will tailor your coverage to y  our 

 

precise needs and save you 
 

as much as  

3Ø% off what 	$' 
you're 

paying now! 7 
Even if the forecast is for sunny  

blue skies, call Albiez today.  
Because  it doesn't have to rain for ,* 	 04 	

1 
you to get soaked on your insurance.  

II, 
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imon-Telelect Hi-Rangers have been 
used throughout the tree care industry 
for many years and are known for 
their high quality and durability 
Through extensive discussions 
with Arborists from around the 
country, we have developed a 
new aerial device that provides 
maximum user benefits while mini-
mizing downtime and maintenance, 

The new Simon-Telelect 
Hi-Ranger XT-52 offers: 

• 42.2 ft of side reach in the work zone 
• 57 ft of working height 
• 135 degree lower boom 
• 270 degree upper boom 
• direct acting hydraulic cylinder 

articulation system 
• low storage height 

If you're looking for an aerial device to 
meet your XT raordinary requirements, 
look no farther than the Simon-Telelect 
Hi-Ranger XT-52. 

S 	eec nc • öOC OaKvood Rood 

iI I ii pp 	ir-JO 	 PO Box ll5O. Watertown, SD57201.USA 
-[LH' 	Phone: (605) 882-4000 • Fax: (605) 882-1842 
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OUTLOOK 
Our Responsibilities 

The headline of the news story in the March 7 New York Times read, "Inspection Never 
Came for Tree That Led to 4 Deaths." The tragedy occurred in Laurelton, Queens, New 
York the day before. Four elementary school children were crushed when a 65-year-old, 
city-owned silver maple toppled on their school bus in high winds. 

The story was picked up by Associated Press, so you may be able to find information in 
your local newspaper. 

Undoubtedly, this case will play itself out in civil court, and perhaps even in criminal 
court, for some time to come. Was this an act of God, as New York Mayor Rudolph Giuliani 
declared shortly after the incident, or could this tragedy have been foreseen and averted 
had the tree received the attention of a professional arborist? The account said that the 
tree hadn't been trimmed in 15 years. Some of its roots had been cut to allow sidewalk 
repair. Neighborhood residents had been calling authorities to have the tree tended to. 
Apparently, the tree had been inspected a year before the accident, but what that inspec-
tion found is anybody's guess. 

My point is this: As arborist professionals, we carry a huge responsibility on our shoul-
ders to our clients and the public. Tragedies such as this one cannot always be foreseen, 
but many of the signs of imminent as well as eventual tree failure can be readily observed 
and quantified to help form responsible treatment decisions. We must always be vigilant 
and willing to apply the knowledge we have to help avert catastrophes. 

Sharpen your tree hazard diagnostic skills by reading "Risk Assessment Guidelines for 
Hazard Trees" on page 34. 

Sadly, most people do not share our awareness of the seriousness of tree hazard condi-
tions, nor do they understand that an arborist is a true professional with the ability to make 
accurate diagnoses and prescribe treatments. We need to be pro-active about communi-
cating to others what for us is self-evident. Get behind your local, state, regional and 
national associations' efforts to promote the importance of proper tree maintenance. 

Within 36 hours of this tragedy, the National Arborist Association broadcast faxed a 
press release to over 1000 media outlets around the country urging readers to have their 
trees checked by a trained professional. Within a half hour of the broadcast, we were 
already fielding inquiries. It's sad that it takes a tragedy like this to spur public interest, 
but if the publicity can help prevent similar incidents, then it is justifiable. 

Remember that being a professional is both a privilege and a responsibility. Sometimes, 
lives literally depend upon your decisions. 

Peter Gerstenberger 
Technical Editor 

TCIs 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 Na- 
tional Arborist 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. 

Copyright 1997 by the National Arborist Association. All rights reserved. Reproduction in whole or in part without written permission 
is prohibited. The National Arborist Association is privileged to lead commercial arboriculture into the 21st century. Reference to 
commercial products or brand names in editorial does not constitute an endorsement by Tree Care Industry magazine or the National 
Arborist Association. Tree Care Industry (ISSN 1059-0528) is published monthly by the National Arborist Association. P.O. Box 1094. 
Amherst, NH 03031-1094. Subscriptions $30 per year (Canadian/International orders $45 per year. U.S. funds; $2.50 per single copy). 
Second-class postage paid at Amherst. NH and additional mailing offices. POSTMASTER: Send address changes to TCI. P.O. Box 
1094. Amherst, NH 03031-1094. 
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GET A GRIP ON 
THE BEST THERE IS 
Introducing 16mStrand  
Samson BlfieNtreakl%l 

An all new 16-strand climbing line which is truly 
breakthrough in rope design. It is 
constructed with our newly developed 
"ProGard Finish-Tension Process" 

Made from special!)' 
treated polyester 
with a stabilized 
nylon core for high 
strei igtli. 

Very soft, strong 
and sized to 
minimize climber 
fatigue. 

Laiger size 112' 
diameter for easier 
grip and climbing. 

At Samson, we've 
spent a lot of time 

listening to the people 
who have strong ideas 

atiOUt what they want in 
a climbing rope: professional 
arborists. What we learned lead to 
the development of the highest 
quality 16-strand climbing line you 
can buy. Extensive field testing 
indicates that, even brand new 
when most climbing ropes are 
slippery, BlueStreak was easy to 
climb. Exceptional strength, high 
visibility and extreme durability 
make BlueStreak the professional's 
first choice. It is ideal for the 
"footlock" climbing technique and 
is available in popular lengths with 
eye splices as well as short "split 
tail" lengths. 

Firm and round, it holds knots 
exceptionally well, and the braided 
construction keeps it non-rotational 
for great control. The distinctive 

LFISTRE\K SPE(III( AL IONS 

	

172" 	74 lbs. 	8,lOOlbs. 

T R U E B L U E SPECIFICATIONS 

	

T1/2" 	8.5 lb 	7, 3 0 (f lb s. 

color pattern makes climbing line 
identification quick and easy, 
for increased security on 
busy job sites. 

You now can get the best 
12-strand and the best 16-strand 
climbing ropes from one source. 
Samson. True Blue and Blue 
Streak, matching colors and 
unmatched quality and 
performance. 

Samson offers a full line of 
professional Arborist products: 
climbing and bull ropes, pr\ 
lines, climbing tails, splice 
climbing lines and accesso 
cords. All are proven in the 
difficult world of the professional 
arborist, and all are available 
through your local Samson 
Arborist products supplier. Just 
ask for BlueStreak, or contact 
Samson directly 
for more 	 - - 
information. 

IiaiIuI'1 Put-uTh: 600' 0 Ll, iSo 
and 120' polybag 

Identified by 
alternating b/ui' 
tiod white strands 
with a trademark 
jid and green 
internal I.D. 
marker. 

£ SAMSON Fj 
The Strongest Name In Rope AMERIC N GROUP 

2090 Thornton Strect, Ferndale, \V.-\ 9524$ Phonr: 560) 3s4-4069 Fax: 36()) 354-0572 
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Day After Day,  Year After Year, 
They Just Keep Working. 

Dependable. Easy to maintain. Built to work hard and never take a day off. Altec's 

complete line of tree care equipment provides you with superior performance and 

maximum productivity. Our LR Series and LB Series aerial devices combine smooth. 

efficient maneuverability with working heights to 60 feet, making them the tree 

care industry 's preferred choice. Altec's new Whisperflisc Chipper is designed 

- . . 	 with the same commitment to excellence as our proven Whisper Chipper. 

I - 	

And all Altec equipment is backed by an unsurpassed warranty 

Give us a call for more information 1--0 00-95 0--2555 

Atec.,.. 
P1cic cicic 4 or Rcdcr Sr\ icc (,id 
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How to Land 
Commercial Clients 
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By Phil Nilsson 

L andimi   commercial accounts is 
like bringing in a big fish. It takes 
care, patience and a knowledge of 

the best places to troll. Some of these fish 
can be very big indeed. I know of one 
company that won a contract with a ma-
jor city for 140 parks. Of course, you need 
the capability and the manpower to do the 
work, but there is just no end to the possi-
bilities. It takes an aggressive approach to 
break into the commercial markets. which 
means more than putting an ad in the yel- 

low pa(yes. A $100,000 commercial ac-
count won't find you that way. You have 
to go to them, because as far as they are 
concerned, they won't hand over that size 
of an account to a company they know 
nothing about. Start small and work your 
way up. To (10 that, oul I nood to anwci 
four questions: 

Who are thc coniincrcial iint 
How do I find these peoplc 
How do I reach them? 
What do I charge? 

I 

s1I 

4 

The Harbor office complex in Palo Alto. Calif.. is kept in shape by Arbor Care of San Jose. 



While many municipal cemetaries are cared for by town employees, 
private cemetaries also require the attention of professional arborists. I ) Who are the commercial ac- 

counts? 
I am sure there are others that could 

be added to this list, but here's mine: 
airports, amusement parks, apartment 
complexes, auto dealerships. banks (es-
pecially ones with lots of branches), 
boat yards, botanical gardens, cemeter-
ies, churches, condominiums, 
convalescent homes, day care, elderly 
housing, factories, fast food chains, food 
distribution centers, fraternal organiza-
tions. funeral homes, golf courses, golf 
driving ranges, highway departments. 
historic sites, hospitals. hotels, land-
scape contractors, little league field'. 
military bases, mulch suppliers, minh-
ture golf courses, natural gas provider  - 

office parks. park and recreation depai 
ments. private beach clubs. prival. 
roadways. public storage. public librar-
ies, railroads, race tracks, reservoirs, 
restaurants, retail malls, retirement com-
munities, schools and universities, ski 
resorts, summer camps, tennis clubs. 
telephone companies, theme parks. U.S. 
government properties. vacation resorts. 
veterans hospitals. warehouses, water 
treatment plants, wildlife preserves. 
YMCAs and zoos. 

In other words, if a property has a 
tree, it is a potential account. You have 
to decide who you are going to target. 
which customers you feel comfortable 
in dealing with have the capability to 
deliver the services to, and those who 
will hire you. Choose your customer 
type rather than let the customer choose 
you. If you advertise in the yelloxx  
pages, what you are really saying is that 
you are leaving it up to chance. Don't 
leave it up to the customer to come to 
you, target an area. Become the special-
ist on retirement communities or strip 
malls. You can't target every market 
without a major market i me e liort. so  

Choose here to start. 

- 

-I. 	 .... 
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I would highly recommend you use a 
PRO-CD Select Phone program, which 
consists of five CD ROM disks. There 
are about 100 million names on the 
PRO-CD Select Phone System, all re-
gionalized. Dial in your state and go 
down an SIC business identification 
code listing to find funeral homes or 

--- 

-. 
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Choose John Deere engines for smooth-running chipping equipment. 

204 North 37th Rd 
(Intersection 251 & 52) 
Mendota, IL 61342 
Tel: (815) 538-1818 

NORTHSTAR POWER 
COMPANY 
2402 S.E. Hulsizer Rd 
Ankeny, IA 50021 
Tel: (515) 964-6100 

SUPERIOR DIESEL 
1632 North Stevens St, Branch Offices: 
P0 Box 1187 461 East Fenn Rd 
Rhinelander, WI 54501 Coldwater, MI 49036 
Tel: (715) 369-5900 Tel: (517) 278-2445 

Cover 
Story 

parks or cities and towns. Enter that SIC 
code, point click and wham! Hundreds 
and hundreds of names will appear on 
your screen, which will enable you to 
conduct a direct-mail campaign. All you 
have to do print those names. You will 
have a complete print-out, on mailing 
labels, direct to whichever business cat-
egories you want. 

I send out 200,000-300,000 brochures 
a year promoting books and other things 
that I sell through the mail. I can turn out 
a thousand mailing labels in 20 minutes. 
If you decide to concentrate on sending 
promotion materials to parks or water de-
partments or reservoirs, you can just plug 
that SIC code right into the program, and 
it will give you a complete listing. 

If you want to use the phone instead 
of the mail to find commercial custom-
ers, you can do that as well. With a basic 

Windows 95 program your computer can 
do the dialing. Hire somebody to come 
in on a Monday or Tuesday, give them 
the PRO-CD list and have that person 
contact all of the funeral homes in your 
area. The computer will automatically 
dial those telephone numbers right from 
the program. 

3)How  do I reach these people? 
On occasion they will reach you, but 

why let that happen? Why leave your 
whole financial future to the possibility 
that the phone is going to ring? It's not 
the customer's responsibility to know 
that you exist in business. 

The Smell of Money 
"Who wants to be around a water treatment plant? In 

Middletown, Conn., we have a water treatment plant that 
has a budget of between $200,000-300,000 just to main-
tain the grounds. It's an ugly place, but it's beautiful as 
far as the trees and landscaping are concerned. You have 
to put a clothespin over your nose to get close, but it is 
well-funded. Why? Because those dollars are coming from 
taxpayers, and the managers don't care, as long as the 
bidding process is competitive." 

IS ENGINE VIBRATION CHIPPING 
AWAY AT YOUR EQUIPMEnT? 

Switch to John Deere engine power.  
John Deere engines are balanced to run with minimal vibration,  

so they're easy on your wood chipping equipment and on your 
maintenance budgets. Plus, John Deere engines offer the best 
balance of reliability, fuel economy, quiet operation and smooth-
running performance. To make your next chipper last longer, 
ask for John Deere power. 

-- 

I PowERTEcH 

Please circle 24 on Reader Service Card 
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1978 Int 1850 Diesel, auto tans.. i2 Do 
',';rth 6 to" Hiab Log Loader  ........Sil. 

(10) Asplundh LR50's Just In, from major 
utility co 1 88. '89 '90 Fords, with 78 

- - 
	 id I  U. bodies 	Call for Info 

1979 Mack 8686S 	-, . P ., '- 

Pitman HL 857 Crane .........$23,500 

1981 Int'l. 2554; DT466 13 Spd wi 15 
Ton RO TC15O Crane 90' Hook Height 

$39,500 

" 7~iffi 

1990 mt. 25 7 4 - Uu Comniins 
Tri Axle 24' Steel Flatbed with Sices 
and 14 Ton R.O. Crane Model 2863 with 
73' Hook Height ............ $69,500 

t17 Ir 

1979 Int. 1954 Crew Cab DT466. 
Diesel Auto 16 Flat Dump . . . $11,500 
4 Other Crew Cabs. Stakes & Utilities In 
Stock 

1981 Mack R685ST, 237 6 Spd With 8- 
Ton National Crane 4T - 28 38' Hook 
Height 	 .$22-500 

1994 F600 4x4, , 	 T 	U 	'-,. 2 
Spd. Transfer, 16 Flatbed w Bed Winch 
6,000 Orig Yiles Like New 	$37,500 

00 	 001 

(20) 	HIAB. 	IMTCO, 	National, 	Et.. 
Knucklebooms Unmounted Or Mounted 

$4,500 And Up 

or Naiionai KnucK:e000ms . Call for List 

,. .w 

4-1987•88GMC's 
cc: 	3 55 Buccets 	Caii 	List 

I.i4áTT. r 

(2) 1988 GMC 4x4's; 8 2 Dese., 5 Spd 2 
Spd. Transfer, 35.000# GVW: Chassis & 
Cabs ...... .............................. .$22,500 Each 
(4) Other 4x4 Diesel Trucks In Stock. 

1987 GMC, V8, 5 Spec: I -  
DumpChpB 	S"5 

(20) Digger Derri,ks In Stock 
lance n 	Call for List 

1993 Ford F700. Cummins diesel. 6 Spd. 
with Versalifi VO 50 Bucket, Steel Flat 
Bed, 17.500 Miles, Like Nec 	553,500 

0:atne Pdi.Ct & 	crnoi 1 

1986 Ford F8000; CAT 3208- Allison A 
14 Bed & 11 'on Effer Knuckieboon' 27 
Side Reach e Remote Control 	S44.500 

SHEET ROCK LOADERS 8Ou3"'' 
SOLD . 	 F7 0R CURREN'r IN. c',`o 

101 Chip Body Dumps in 5': (30) 1 Ton Buckets: 28 to 36  in S 

All 

	

(2) 1989 C8000's. 325 C. Ail Lsc 	- 	 . 

33 GVW 12' Utility Body, Onan Gen. Set .. 

& 26 K Miles ...................................... $13,SC 
1987, Same Specs .......................... ..$115C 
1986, Same Specs ............................ $10,500 1986 Mack Diesel, S X 2 sp.. :4 stee. tar 

	

Very Clean Utility Trucks 	bum:. ..  ...... ..... ...  S12.900 

Please circle 4()  on  Reader Ser\ ice C ard 



Prentice 
Loaders Models 
P90 and 120 
with Telstick, 
1985 thru 
1990. Installed 
on your chassis 
or ours. Call 
or more 
nformation. 

Aerial Lift 55 
w. h. over- - 

center chip 
: box,ca 

guard, 1990  
GMC diesel,  
auto. trans., 
44.000 miles, 

Brush Bandit 
Disc Chippers 
Models 100, 
200, 250. Gas 
and diesel 
powered. 
Also, Wood-
chuck Diesel 
Chippers. 

FINANCING • LEASING • RENTALS 
RENTAL/PURCHASE OPTION 

fl, Pete Mainka 
.LPI Enterprises, Inc. 

633 Cecilia Drive 
Pewaukee, WI 53072 
Phone 414-691-4306 

25 years of Success 
Specializing in Pre-Owned Equipment 

Please circle 52 on Reader Service Card 

LARGE SELECTION 
FLAT BEDS AND 
CHIP BOX UNITS 
INCLUDING AN 80' 
HI-RANGER. 

day, billboards. Why? Do 

get about them if they 
you think people will for- 

	

Leave It To Experts 
don't advertise? They 	"The very first tree I tried to bring don't chance it, and they 

down myself was at my own house. are a lot better known 
than your business. The 	

It missed the chimney by about 6 question is, how well does 
your advertising work and 

	
inches. That was when I decided to 

what does it cost?. If you 	

leave this work to somebody else. As spend $10,000 on an ad- 
vertising program and end 	a landscaper, I subcontracted all up with $5,000 worth of 

tree work because I know it requires work, you have a prob- 
lem. You need to target 	

definite expertise." your market. 
You have to let your 

people know that you are 
out there. How? By being 
an active marketer. The commercial mar- 	To reach commercial accounts, you 
ket wants energy brought to it, and a lot 	have to convince the manager that you 
of confidence as well. If you humbly walk 	are capable of doing his job, which has 
up to a commercial account with your 	everything to do with image. 
head down or try to negotiate with some 	Let's take a look at some of the meth- 
of these very sharp business people, they 	ods of reaching commercial accounts. 
won't have the patience for it. 	 Direct telephone solicitation, direct mail 

Remember, everybody that you deal 	and direct canvassing: That sounds like a 
with in a commercial market has to an- 	drag, but you can get all of this stuff right 
swer to somebody else. They are almost 	off the PRO-CD program. I looked into 
afraid to hire you, thinking that if you 	all of the mailing programs. I spent a lot 
don't do the' ob their boss is going to com- 	of money on direct mail, and I can't af- 
plain ... They did a crummy job .. They 	ford to have the wrong program. PRO-CD 
overcharged us ... They didn't complete 	is the best marketing telephone address 
the work ... The trucks look shoddy.. Why 	program in the United States. It costs 
did you hire these people? 	 about S 100. 

Increase 

- 

life of chipper knives by 300%. 

c   m 

Limited firne 

"K. Receiv e 15% off  

$775.00 	$992., Ypper  
eg (cait for 	 0) W ,  

Pricing on other Chipper,) 

Offer applies to purchase 

of complete system only 

- 	I'I'I :iJR 	Ia4 

Call for our FREE Catalog 
We accept MC/VISA/DISCOVER 

M-F 7:30am . 5:00pm 
- 24 hr FAX (916) 944-4487 

WESTERN TREE & LANDSCAPE SUPPLY 7627 Fair Oaks Blvd 	Carmichael 	CA 	95608 

Please circle 74 on Reader Service Card 
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It's up to you to remind people—es-
pecially past customers—that you're 
still capable and willing perform ser-
vices. Look at McDonald's. I can't 
believe the advertising level 
McDonald's has—every day, night and 
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• Mailings 
I am a firm believer in direct mail. It 

takes seven mailings for someone to re-
member your name. A lot of people get 
into direct mail and make the mistake 
of getting discouraged when they send 
out one mailing and little happens. For 
every hundred people you mail some-
thing to, only 2.5 respond by buying 
something or inviting you out to do a 
bid. So, you have to mail consistently. 

Pick out some targets. Who are the 
people you want to work for? Do you 
want to work for large industrial sites? 
Do you want to deal with large condo-
miniums? Do you want to deal with 
government properties? Once you pick 
out a target where you think the best 
profitability areas might be for your 
company, why go after the low-ball 
work? You will get work. If you adver-
tise, put your cards out there and make 
calls, you will get work. 

• Newsletters 
The people that you should send news-
letters or brochures to are not only the 
people who you already do business 
with. Even though you should spend 60 
percent of your ad budget on your ex-
isting customers—you can't grow a 
business if you don't retain your cus-
tomers—experts say you should spend 
40 percent of your budget on potential 
customers. Send Christmas presents, 
birthday cards, newsletters. Visit their 
property. Get out there. 

With a good mail-list prgram you can 
come up with a direct telephone solici-
tation program. It has the phone number, 
the contact person and the address with 
a zip code. If you don't want to operate 
in more than a 25-mile range, you can 
dial in, point and click. You can make a 
direct mailing by just generating those 
same names from that criteria you 
picked into a mailing list, and sending 
out brochures. 

There is another program you can use 
in conjunction with PRO-CD that will 
give you a street map. After you select 
the criteria, say golf courses or park su-
perintendents, you can call, make an 
appointment and plan your day using the 
shortest routes. 

• Get on the bid lists for 
cities and towns. 

There are certain restrictions, but if 

you can't get on the bid list in your own 

hometown there is something really 

wrong with your company. Hometowns 

often offer preferences. As a citizen of 

a town, you may be given the opportu-

nity to reduce your bid to get the job. 

• Spy on the competition. 
Spying on the competition is a wonder-

ful thing. Get up in the morning and follow  

a Chem Lawn truck to every account. 
Write down every address they go to. In 
your area, if you go out to the larger tree 
companies, follow their trucks. Hey, 
you're trying to earn a living. This is se-
rious business here. I have people spying 
on me. I once saw someone with a pair of 
binoculars at one of our sites. I went up 
to him and said, "What are you doing 
here? Are you bird watching?" 

He told me the truth. He said, "I'm try- 

AmeriQuip EAGLE Towable Lifts 

- 	 .. 	 • J 	". 

77 
	 % 

CUT YOUR 
LICENSING, 
INSURANCE 

AND 	 JI 
MAINTENANCE 	 . 

EXPENSE 

Call for details:  
1-800-824-9776  

• 45 ft. Working Height 

• Proportional Hydraulic Controls 
• 3600 Continuous Rotation 

• Tow It With Your Pickup Truck 

AmeriQuip 
1480 Arrow Highway • LaVerne CA 91759 

Phone: (909) 392-2033 • Fax: (909) 392-4651 

Please circle 7 on Reader Service Card 
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ing to find out how long this job takes." 

• Cold calls 
You will have doors slammed in your 

face. I used to walk into companies cold. 
I hate cold calls because I got a lot re- 

Tree Management Systems, Inc. 

'5OTwA1 	FOE. 	.OWIr'JA A07,11 

TM 

IN peolth (cire 
Software 
Just Released January 1997 

Developed by 

Jon Garner 
Tree Management Systems, Inc. 

Dr.  Clifford $adof, Entomologist 
Purd 

L_ 	
~e  University 

With this exciting software you can: 

• Maintain Customer Information 
• Inventory Customers' Plants and Trees 
• Record Plant Health Care Visits with 

Ratings for: Plant Quality, Agent 
Ratings, and Natural Enemy Rank 

• Record Treatments 
• Generate Detailed Reports for Your 

Customers 
• Targeted Mailings for Pest Infestations 
• Forecast Pest Infestations 
• User Defined Options 
• Integrate Information With ArborGold 

Software 
• All in Easy-to-Use Microsoft Windows' 

And Much More! 

Also Offering ArborGold Software for the 
PC and Hand-Held Newton. Management 

software for your tree care business! 

all 

1-800-933-1955 

@intersource.com  

Please circle 7 1 on Reader Service Card  

jection. "Who are you? Do you 
have an appointment?" Then they 
would throw you out? But if you 
keep that up—and you are work-
ing on large targets—eventually, 
someone will say, "You know, 
I'm glad that you dropped by here. 
We're about ready to fire our pro-
vider." And all of a sudden, the 
tension goes out of your body. 

• What do they want? 
A professional company. You 

need to look like UPS. Having 
broken-down trucks and employ- 
ees in dirty T-shirts walking 
around with cigarettes hanging 
out of their mouths are not going 
to help you in commercial mar - 
kets. Look at UPS. Their people 
look sharp. They look almost like 
military personnel, and all they do is de-
liver packages. Your people are doing 
far more than delivering packages. If 
you are working on somebody's com-
mercial or residential property, that is a 
position of trust. Try going to a wedding 
wearing greasy overalls. People start 
giving you a wide berth, because looks 
are important. 

• Attentive service 
If you don't perform to the contracts, 

commercial people who have no pa-
tience whatsoever. They don't want to 

CARBIDE TIPPED 
STUMP CUTTERS 

HODGES STUMP NEW SMART 
CUTTER 	POCKETS 

X 
ID 

L HSTR H STUMP CLAW TEETH STUMP CUTTER 	 Cz 
#7O122 

STUMP CLAW 

I I I 	 POCKETS 

B-li-C 	 LONG BOLTS 	 CD 

" 2 ½ 	
*Iv > 

R .H. ST. L . H. 	- 

REGULAR (STD.) 	Y SHORT BOLTS 	 ROUND  
B-I-C 	1I4" 	 REVERSIBLE  LO 

' 

	

	 POCKETS 
Buy from the Original Manufacturer 

Rorder City Toolk Manufacturing Co. 
tJ 	23325 Blackstone Warren, MI 48089-2675 	

CIO 

810/758-5574 800/421-5985 fax 810/758-7829 
w 

Now Manufacturing and Distributing "STUMP CLAW TEETH" 
Please circle 14 on Reader Service Card 

You Can Sell 
"Almost any kind of adver-

tising works. Even if you try 
to sell ice cubes to an Eskimo, 
you would probably find one 
Eskimo who would buy ice 
cubes from you because he is 
probably too lazy to go out -
side his igloo with a hatchet 
and scrape off some ice." 

chase you. They don't have time for 
that. You have to be there when you said 
you were going to he there. 

• Competitive pricing 
There are very few companies out there 

who can afford to overpay on anything. 
They want to see three or four bids that 
are competitive, so you have to know your 
numbers. I don't know what you charge, 
but from an accounting point of view you 
are selling time. All service industries sell 
time and equipment, but mostly time, be-
cause most of your equipment is operator 
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While large universwes i1.iiiuie IIIUL ilee L.cre in-house. snenier suriuuis uaii on commercial companies. 

assisted. The truck does not move by it-
self, so you are really selling time and 
materials. 

4)"'hat  do I charge? 
In a rough way, take what you think 

you will be your total man hours for the 
coming year, divide that into your pro-
jected fixed costs, and you come up with 
a cost per hour if you put in that num-
ber of hours. In landscaping and grounds 
maintenance our fixed costs were about 
S4 a hour, but it could go as high as $6 
if you add insurance. That's not going 
to make or break a business. Most of 
your cost is out in the field. 

As soon as a person comes to work, 
puts the key in the ignition of a truck 
and turns on the motor, your direct costs 
start: gasoline, depreciation, payroll. 
Everything starts with the employee 
driving out to the customer's account 
and operating the equipment. 

You have to know your direct costs, 
especially in the commercial market, be-
cause when the potential client is sitting 
there with a contract on the table and a 
potential client says to you, "Gee, can we 
do something with this price?", you need 
to know your costs. I used to look at cost 
and profit on an hourly basis. There was 
no way that I would come out of any con-
tract without a 30 percent profit. If it were  

lower, I wouldn't take the work. 
There is no way that I would let a cli-

ent pick me based on price. That's what 
happens when clients use the yellow 
pages. In the commercial sector, yellow 
pages customers who only want a price 
over the phone are just price shoppers. 

Running a green industry business is not 
easy. You have to be an accounts receiv-
able clerk, salesman, mechanic, 
psychiatrist and a mommy, daddy and 
loan officer to the employees. This is hard 
work. So, if you are going to bid for these 
jobs, make sure there is profit in the job, 
especially with the commercial people. 

You can't go to a commercial account 
of any size without knowing your fig- 

Peavey Tree Pruning Poles 
J 	 Peavey Manufacturing Company is pleased to offer 

a complete line of top quality tree pruning poles and 

equipment for the professional as well as the 

amateur who wants a quality made tool. 
For years we have made a limited line of pruner 

poles for the large industrial users, and we feel that 

if we can satisfy these customers on a nationwide 
L-. 	 ... 	 .-., 

& Supplies 
We have a variety of poles including white ash in 

solid lengths; and also six foot sectional poles with 

lightweight aluminum couplers. There is also 

available a line of non conductive sectional, or full 

length fiberglass poles for the electrical contractors. 
Included you will find a complete price list and 

order form for all pruner poles and equipment. 

Available in threaded or clip type couplers. 	 PH4R Pruning Heads anyone else. 

Sl Saw Head mn 

PEAVEY 
MANUFACTURING Co. 

P.O. Box 129 East Eddington, Maine 04428 
(207) 843-7861 - 843-6778 - FAX (207) 843-5005 

Please circle 51 on Reader Service Card 
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OU R VI EW OF TH E EARTH HAS 
CHANGED 

ITS TIME OUR VIEW OF TREE 	Fertilizers  
HEALTHCARECHANGED 

 

The Earth is not as resilient as we used to think. Everything on earth 	Antibiotics 
has an important role to play, especially trees. Mauget is dedicated to 

providing arborists, landscape managers and property owners with tools  

to care for trees that are friendly to the earth, and beneficial to trees. 

	
Fungicides 

Mauget's Environmentally Friendly micro-injection technology allows  

everyone, after a small amount of training, to eliminate chemical invasion, 

	
Insecticides 

(to protect groundwater), and to save our trees for future generations. 

For more than 30 yrs. MAUGET has pioneered micro-injection tech- 	Combinations 
nology, a targeted, environmentally responsible 

method of tree health care. The easy-to-apply treat- 
ments are available in the widest selection of fertiliz- 

ers, fungicides, insecticides, and antibiotics. The 	Trees Can Live a Very Long Time. 
closed-system application method is friendly to trees, 	Tomorrow Is Today at Mauget 
people and the environment. 

Observe Earth Day, TI 
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Tree care profession- 	_______ 
als know "down-time" 
costs money -  that's why 	 RI ,  
more VERSALIFIS go  
into the field every month. 
Low maintenance, long 
life, dependable service, and now 60-foot working height is 
yours with the VERSALIFT VO-55! Here's your chance to get 
the best aerial device available at a down-to-earth price. 
Standard features include continuous rotation, start/stop, full 
pressure hydraulic controls and more. 
VERSALIFT ...your next aerial lift! 	#I 
Write, call or fax T11RE for a quick quote 	

MANUFACTURING COMPANY 

P.0.Box20368 • Waco, Tao 76702- 0368 ' Phone 8l7-776 -0900 ' Far 817-776 -7531 

Please circle 70 on Reader Service Card 
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ures. You have to know what your prof-
its are. To know profits, you have to 
know costs. To know costs you have to 
do some research. If you are not good 
at figuring out costs, you should hire an 
accountant. Small differences in hourly 
costs can spell the difference between 
making or losing big money. 

When I was in the landscaping busi-
ness, I always made $100,000-150,000 
a year. Why? Because I picked out my 
customers. I would not pick work that 
was marginal. There is enough business 
out there that if you go banging on 
enough doors you'll get your share of 
the work. It takes an optimistic attitude 
and it takes a lot of marketing. 

Another reason to know your numbers 
is that in commercial markets, they will 
try to get your price down. I can't tell 
you how many times I have heard, "Phil. 
I like your proposal, but there are a few 
problems. Can you come in and talk 
about it?" 

What do you do? Go back to the con-
tract. Go back to the numbers. Go back to 
the labor hours. I might even go back to 
the site over the weekend and look for 
ways to trim costs. Where can you trim 
the service? The contract might have pro-
posed sidewalk edging every two weeks. 
Bump that down to every three. What you 
are trying to do is negotiate the contract, 
not get "screwed" on the contract. In a 
negotiation, you give something and you 
get something back. Don't give it all back 
just to get the contract. That's not a ne-
gotiation. I would arrive at those 
meetings prepared to sit down and say. 
"Look, our price was $100,000. What do 
you have in mind?" 

If the answer was that the budget lim-
ited them to $80,000, I would look for 
ways to cut out certain work, which pro-
tects my profits but cuts out certain 
costs. In other words, give them their 
$80,000 worth of work. You will still 
make a profit off of the $80,000, but not 
if you give them $100,000 worth of 
work for $80,000. That's what they 
want, but there's no profit in it for you. 

Every year I want to see profits, oth-
erwise I am an unhappy camper. Do you 
want to hook a cruise and not he able to 

TTI 
71 

11 
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go? Have plans to buy a sailboat and not 
be able to do it? Time is money. If you 
are going to give away your body—
which you definitely give in a physical 
business like landscaping and tree 
work—you must have something to 
show for it. 

To know whether you are making 
money, you have to know your costs when 
you put out these proposals. If there is no 
profit in it, leave the contract on the table 
and walk out the door. You might as well 
be going fishing than to do jobs at a loss 
or even a marginal profit. 

For every hour that someone is work-
ing for you, you should be making $10. 
How much money can you make work-
ing by yourself? Maybe $500 a week? 
You must sell other people's time to 
make a lot of money, because you only 
have so much of your own time that you 
can sell. I always looked for a 30 per-
cent profit. 

I used to go into jobs knowing the 
number of hours it would take to do the 
work. If your costs per hour are $20, you 
want to charge $30 times the number of 
hours it will take to do the job. I'm go-
ing to charge $240 a day for every 
employee. These numbers are old, and 
might be low, so adapt them accord-
ingly. I don't care what tasks the 
workers are performing. We're selling 
time. If I couldn't get my price. I didn't 
want the contract. Know what your low- 

est price is. If you cant get it. close your 

folder, say thanks for the opportunity 
and walk away. 

I would come down $2 an hour for a 
big contract that would stabilize cash 
flow and keep everybody working. Oth-
erwise, I was not interested, because 
there are a lot of fish in the sea. Your 
job in the commercial market is to find 
the right fish. 

When property managers asked to re-
duce a contract price, I used to have a hit 
list ready. I would say "Look, this speci-

fication calls for pruning shrubs at the 
executive parking area three times a year. 
Let's cut that back to two times." Those 
are the kind of strategies you need, be-
cause with commercial people—even 
though you are the low bidder—they are 
still looking to get your price down. 

Brilliance TM  Wheelbarrow 
Support Rack 

Secure your wheelbarrow for easy access 

Maxi,nize precious space for storage on your 
truck, trailer or shop. Safe and secure. 

Big Business, L.P. 
316 Herbertsville Rd. 

Howell NJ 07731 

For more information 
- or to order, call 

908-458-4371 
— 

Please circle 12 on Reader Service Card  

"A.M. Leonard 
orders always 
arrive on 
time!" 	/ 
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Wolf Tree Experts, Inc. Vk  

Request 
your own 	,.. 
AM. Leonard  
catalog 
for tools 	., 
that  
work! 	 / 

It's  
FREE  
and  
youll 	•.. (0 4 
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see why 
thepros ;'' 	• 

relied
have  

 
onkM. 	 - 
Leonard 
since 1885.. 

Stick With 
The Best -2,:=..  

Jameson fiberglass pruner poles are more 
versatile and durable, safer, lighter, and more 
cost efficient to use than other brands. 
Choose from a full line of interchangeable pruning 
and sawing heads, each featuring our unique 
adapter system which enables all accessories to 
easily lock into any pole. 
Available in foam core and hollow varieties, in 
sectional and fixed lengths, all Jameson pruner 
poles meet OSHA regulations. 

Call Jameson today at 1(8W) 346- 1956 
to get the tree top of the line. 

JAMESON "A 
CORPORATION • SINCE 1956 

P0 Box 240277 Charlotte NC 28224 	ARBORIST 

Please circle 36 on Reader Service Card 

TREE CARE INDUSTRY -  APRIL 1997 

:Iifl 
: 	 ..40K, 

Please send 
meaFREE 

' 	A.M.Leonard 
catalog. 
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Co. Name_______________________ 

Address 

City 

State 	 Zip 

A.M. Leonard 
P.O. Box 816 • Piqua. Ohio 45356 

I 	 Hours: 8-8 M-F, 8-12 Sat. EST 
E-mail: info@amleo.com  

L------ --- - ------------------J 
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Rather than give them a price reduction, 
negotiate. Try to come up with something 
that is going to be advantageous to you. 
You put in less work, but maintain your 
profit percentages. 

If you don't know what your costs are, 
start with a financial statement. If you 
don't have a financial statement, you 
should get one, because a financial state-
ment is a numerical presentation of the 
physical events behind the business. If 
your accountant can't tell you what that 
means, you ought to get another accoun-
tant. On April 15 when the IRS has your 
return, you should also know what it 
costs to operate per hour. 

Conclusion 
When I had my landscaping business, 

I would get up at daybreak every Sun- 

day morning and just drive 
around Connecticut, taking a 
different road each time. Of 
course, I was looking for 
commercial properties and 
new site developments. If I 
saw a bulldozer and a con-
struction trailer, I would pull 
in. One hundred new houses 
means 100 landscapes and 
the rest of it. Get, over to that 
construction trailer, intro-
duce yourself to the site 
superintendent, offer your 
services, let him know that 
you are available. Save him cai 
the aggravation of going out 
and getting another corn- 
pany. Sure, other companies 
will offer bids, but so what? If you are 
not up, you are not in. You have to bid 
jobs to win them. 

Large corporate properties can stabi-
lize your work force. In the residential 
sector, on Monday and Tuesday you 
might have plenty of work and on 
Wednesday you don't have enough. 
Large accounts really stabilize a busi-
ness because the dollars are much  

re for their properties." 

bigger, the work is more predictable, 
and there is a budget to work with so 
you have room to negotiate in these con-
tracts. Go get that business! 

Phil Nilsson is a green industry consult-
ant with over 20 years expeience in the 
landscape industry. He was a featured 
speaker at TCI EXPO '96, and has writ-
ten over 39 books. fCj 

Fame and Fortune 
"In the southern part of Con-

necticut we have movie stars, 
authors and playwrights who 
have second and third homes on 
Martha's Vineyard or Europe. 
They will send an arborist to 
Europe, Maine or Florida to 

Call or write for a copy of our current 
Arborist Sales Flyer which includes the 
following items plus much more! jj(tem rps,Wce,  //11. 

POWER PRUNER 
	

Laser Saw Chain 
Model PP1 250 
	

#19-3/8 Mini -lOOFt. 

SALE $599.95 
	

SALE $179.95 

When ordering you must mention this ad to get above special prices! 

h1 
gutter S-- Call  or Write for our FREE Catalog and Sales Flyer 

Cutter's Choice East 
2008 East 33rd St. 

P.O. Box 10308 - Dept TCI 
Erie, PA 16514 

(814) 898-1629 
Fax 1-814-898-0275 

Cutter's Choice West 
1637 S. Main St. 

P.O. Box 939 - Dept TCI 
Willits, CA 95490 
(707) 459-3509 

Fax 1-707-459-1089 

Toll-Free Ordering 1-888-288-8371 
Please circle 22 on Reader Service Card 

18 	 TREE CARE INDUSTRY - APRIL 1997 



-: 	 -, 

ROOTS products have played a major role in 	The ROOTS 1-2-3 product is widely used on 
our plant health maintenance program for the turf grass in our area, from the finest lawns and 
past seven years. Our tree and shrub fertilization golf courses to the major athletic playing fields. 
program includes ROOTS and ironROOTS prod- The 1-2-3 program results in our having very 
ucts. Stressed plants receive a special organic satisfied customers. 
blend which includes ROOTS. These programs 
have proven successful in plant health and tree 	Landscape contractors like the dryROOTS 
preservation treatments. 	 product in their plant and sod installation. 

- Bob and Frank Thlbodcdu\ 
But' TiuL' Prt'st'ruo fbi Co. • coft Lou i 1011(1 
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May 9 & June7, 1997 	 November 6-8, 1997 
New Jersey Society of Certified Tree 	TCI EXPO '97 
Experts Seminar and Prep Course for 	Columbus Convention Center 
tree expert exam 	 Columbus, Ohio 
Contact: Gary Lovallo, 908-591-1113 	Contact: 603-673-3311 

Send event and seminar listings to: Editor, Tree Care Industry, P0 
Box 1094, Amherst, NH 03031 

BIRCHMEIER®: 

- 

Advantages of 
Closed System: 

• 	Eliminates the need to mix 
chemicals in the field. 

Reduces the amount of time 
and effort required to 

.4 change chemicals. 

For further information contact: 
Standard units also available 
in 2.5 gallon, 3.5 gallon and ITB Co., Inc. 

5 gallon capacities. 1-800-866-1357 

A Ir P S A IL T A 

A.L VA... 	/ Ali  _1 	 A Mdi 7.11 A_L VA 

Events & Seminars 

April 2, 1997 
Maryland Department of Natural Resources 
Developing the Urban Forest Symposium 
University of Maryland, College Park 
Contact: 410-768-0830 

NOW YOU CAN 
PREVENT 

Poison Ivy & Oak 

IT'S SO EASY! 
Would you take just 5 drops a 
day of Oral Ivy® in water or 
juice so you don't get poison 
ivy, oak and sumac? 

6 Months Prevention 
Just 7C A Day 

$12.50 + $1.00 Postage 
$90.00IDoz. Plus UPS Shipping 

AN OUNCE 
OF PREVENTION 

Oral 
4Ivy® 

ORDER NOW 
TOLL FREE 

1-800-553-6778 
MA 	

~ ~VISA WRO 
ARBOR 1ST 

ORAL IVY, INC. 
BLOOMSBURG, PA 17815  

April 12-16,1997 
Southern Chapter ISA 
Annual Conference and Trade Show 
Chattanooga, Tenn. 
Contact: 910-789-4747 

April 17-18, 1997 
California Urban Forests Council 
Rejuvenating Urban Forests Conference 
San Francisco, Calif. 
Contact: 415-431-6428 

April 26, 1997 
Mid-Atlantic Chapter Chapter ISA 
Climbers Jamboree 
Contact: James Martin, 703-818-8228 

April 30-May 5, 1997 
Western Chapter ISA Conference 
and Trade Show 
Disneyland Pacific Hotel, 
Anaheim, California 
Contact: 916-641-2990 

May 16, 1997 
Southern Chapter ISA 
The Carolinas Arborist Workshop 
Columbia, SC 
Contact: 803-329-5534 

May 28, 1997 
Maryland Department of Natural Resources 
Tree & Herbaceous Plant Identification 
University of Maryland. College Park 
Contact: 410-768-0830 

May 28-31, 1997 
American Association of Botanical Gar-
dens and Arboreta - Annual Conference 
Hotel Millennium, New York City 
Contact: 610-688-1120 

May 28-31, 1997 
Canadian Forestry Association 
Third Canadian Urban Forests Conference 
Halifax, Nova Scotia. Canada 
Contact: 902-428-6559 
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After fifty productive-years, professional pruner 
Brion Winship felt it was time to retire his  

faithful Corona Model 80 

Corona Model 80 circa 1946 
Brionnshi's /egendary workhorse. 
Finally retired after 50 demanding years. 

J.  

...and kick off his next fifty with our 'ädl-new 
lighter weight, easier cutting 

Corona BP 6190, circa 1996 
Lightweight, ergonomic "slimline" design for greater 
comfor6 easier pruning. Drop-forged, hollow-ground 
Radial Arc® blades and integrafCoroniurnTM steel 
handles for superior 1" cuttingperformance and true 
Corona strength. Also available in 314" models: 
BP 6170 ('angled head) and BP 6140 (straight head) 

Brion Winship 
Retired 	 Zional Pruner 

	

-- - 	Age 78 an a going strong 

For details about our new BP 6100 Series and a FREE catalog 
of our fuD line of professional cutting tools, call uuj ø 

-P 	—-1 0  

© 1996 C,  orona Clipper / A Harrow Company / 1540 E. Sixth' St. I Corona, CA 91719 
Ph:: (800) 84/717863 or (909) 37-6515 I Fax: (909) 737-8657 L http://www.coronaclipper.com  
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Leave No Trace 
Removing trees in residential areas requires care and maneuverability. 
Sometimes, land-clearing equipment just i oi i 't do. 

fi-- 	 'T 	-- 

Ii 
By Mark Garvin 

3 
 ruce M. Ladrigan, owner 

American Tree Service, Inc.. 
of Darien Conn., isn't a trav- 

eling man. But then he doesn't have to 
be: His tree care business is limited to a 
4-mile working radius along the Con-
necticut shore. He can be so 
geographically constricted because he 
operates in a wealthy area and he has 
developed a profitable niche for 
himself. 	 p 

Word has gotten around that 
Ladrigan will trim or remove trees 
without damaging the landscaping. 
To perform his delicate work he uses 
an ImpleMax Skidsteer Grapple on 
an ASV, a rubber-tracked machine 
that treads lightly on manicured 
lawns. "We drive it all over these 9 
million-dollar backyards with no 
problem," says Ladrigan. 

"This is a very congested area 
with no option for dumping any-
thing." notes Ladrigan. "Most wood 
and wood waste is trucked to upstate 
New York. But we have to get that 
wood to a place where it can be 
loaded into trucks. 

With these two machines we can pull 
things out of places where we never 
could before. It's like a set of stingers. 
It's so easy to grab a hold of things. 
Before we would roll wood out or call 
in a backhoe to drag it out. That makes 
a big mess. With the grapple we can pick 

III .  
MAROL 

rcrn 

11.6  

things up gingerly and take them out." 
The machine with the grapple only 

exerts two pounds of ground pressure 
per square inch, which is "less than a 
little kid with sneakers on," jokes 
Ladrigan. "In a straight line it really 
doesn't cause any damage. When we  

have to turn, we put down two sheets of 
plywood and turn on them." 

The grapple device evolved as a re-
sult of direct feedback from the arborist 
industry. According to Will Callahan. 
president of ImpleMax, "We were build-
ing tractor grapples to mount on 

. 	 - . 	. 	
.,• 

Bruce M. Ladrigan, owner of American Tree Service, hauls logs from Inc backyard 

directly to the truck. 

2 
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PLAN NOW FOR 1997 

Tree transplant help? . . .Ask 
these professionals: 

"rrsA:suRANcE 	

•. water easily because 
they know where and 
how much ...it reduces 	 1 

losses dramatically." 	-.----.------- 

Greg Wolber, Wolber's 	 - -- 	' 
Landscaping, Junta, MI.  

11 	A\ 1. 	lAlOR... 

- 

Fp- .:'., 

•, q 

• .1 	cut 	irrigation 
labor two-thirds on 
one 10 - tree line 

- from three hours to 
ust 0 nii Till rcs" 

I odd Taus, i'arks 
oiperintendent, Wabash, IN. 

"IT REALLY HELPS... 

.I've been using them 
and even my cus-
tomers say they can 
see the difference com-
pared to trees trans-
planted without this 
product." 

Torn Richardson, 
Changing Seasons Nursery, 
GrandSon', TX. 

Tree Feeder 
THE FERTILIZER IS IN THE TUBE TM 

THREE BIODEGRADABLE SIZES! 

CALL TOLL-FREE 800-822-8733 
219-269-5888 

Reg. U.S. Pat #5533,300 

HAIMBAUGH ENTERPRISES, INC. 
2392 No. Boeing 	 Warsaw, IN 46580 

three-point hitches when I got a call 
from an arborist who asked if we could 
put that grapple head on a skid steer in-
stead of a tractor. He thought it would 
very useful in the tree care business. 
That's where it all began. 

"Over the next year, we took the 
grapple head that we manufacture for a 
small tractor and mounted it on a dif-
ferent boom that couples to a skid steer 
loader. The concept is so simple, but this 
device makes removing trees in residen-
tial areas much easier." 

What makes this grapple so useful 
is that the operator is not limited to 
clamping onto loads at a 90 degree 
angle. If there is only one way to grab 
a load, the operator is then carrying 
the material sideways with his loader, 
which makes it hard to maneuver 
through narrow spots. 

With a grapple on a skid steer, wood 
can be snaked through narrow openings 
to access backyards. The wood doesn't 
have to be cut into 8-foot lengths, and it 
can still be hauled past the house with-
out knocking the windows out. 

"When I was a teenager, I worked for 
an arborist," recalls Callahan. "I never 
thought about something like this. They 
would shorten their loads because they 
had to fit them between ornamental 
plantings and other things. Now it is 
possible to pick things up to the full ca-
pacity of the loader and take it out." 

With loaders if you can't lift it, you 
can't do anything with it. With a grapple 
mounted on a skid steer, Ladrigan can 
drag material and is no longer limited 
to the lift capacity of the machine. If he 
wants to drag out a whole tree—and 
damaging the lawn is not an issue—he 
can grab that tree and pull it behind him. 
It becomes a horsepower issue instead 
of a lifting issue. 

Now Ladrigan can skid a much 
larger trunk out. He has two options: 
He can grab a log and drag it or grab 
it an angle that will allow him to fit 
through a gate. 

In late February American Tree Ser-
vice was already booking jobs for July. 
It would apprear that being able to travel 
across a lawn without leaving marks has 
taken Ladrigan a long wa 

- TCI 
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Courtesy E. Thomas Smiley 

injected air and a fill material from both 
the Grow Gun and the Terralift, then came 
back with a back hoe and dug up these 
sites. The fill material was fertilizer, a blue 
dye and a water-absorbing gel. This gel 
took on the blue color fairly well, so we 
could see the spread of the fractures in 
cro s s-section.  
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Class z loliage along Highway 51 outside Charlotte. N.C. 
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By Di-. Toni Smilcv 

- 	 e started our research project 
,.P 	 on soil compaction with the 

 

Wntroduction of soil aerating 
machines in the late 1980s These ma 
chines were supposed to break up soil 

~tIlij,t 	 I 	2'i , 	 compaction with compressed air injected 
AL into the soil 
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If you have ever seen these machines 
work then you know that the soil literally 
dances around these machines. It is very 
impressive. What we found was a single, 
saucer-shaped fracture pattern. In sandy 
soils, the manufacturer claims that you can 
achieve a vertical pattern of fractures, but 
in the clay soils where compaction is more 
of a problem, we didn't achieve anything 
more than a saucer-shaped pattern. 

As for other soil effects, we looked at 
bulk density and oxygen diffusion rates. 
Bulk density is sampled by putting a hol-
low probe into the soil, then taking the soil 
out and weighing it. The bulk density did 
not change in our study. All we were re-
ally doing was lifting up a big plate of soil 
and setting it back down. 

The oxygen diffusion rate is a measure 
of the oxygen movement to a simulated 
root in the soil. We used a platinum-
tipped probe about the size of a root tip. 
And if oxygen moves readily to that, that's 
a very good sign. It means the roots can 
grow very well. 

And again, we had only an improve-
ment in the oxygen diffusion rate at the 
fracture line. So, if your roots were all 
right there in that very thin line, it would 
work fine. But they aren't. They are above 
and outside of the fracture. So the bottom 
line in our study was that compaction did 
not appear to be reduced by these ma-
chines. The compressed air lifted a large 
area of soil, then set it right back down. 

So, it didn't look too good from the soil 
effects, but really the proof is in the 
growth response. We conducted an experi-
ment with Aristocrat pear trees on the 
connector road between the Charlotte air-
port and Interstate 77. This was a pretty 
tough site. The trees had been transplanted 
two years before, and the soil had been 
well compacted by the construction 
people. We put in a number of different 
treatments, the Grow Gun, the Terralift. 
core aeration and fertilization with a stan-
dard liquid soil injector. 

We watched these trees grow for a num-
ber of years. The result after three years 
was a straight line. None of the treatments 
did anything to improve the growth of 
those trees. As researchers, we don't like 
that type of result. We like significant dif-
ferences: either something really worked 
or it really didn't work. In this case, we 
had no improvement. So we went to the 
City of Charlotte and asked Don McSwain 
and Marmon Thompson for another set of 
trees we could work on. 

They provided us another very difficult 
site in the median strip of Highway 51 in 
South Charlotte. The trees had been trans-
planted two years before. The problem 
from the city's perspective was that these 
trees really hadn't grown in two years. We 
went to the site, looked it over and did 
some sampling. We dug inside the root 
ball and immediately outside the root ball, 
looking for root development. And you 
can imagine what we found. There were 
plenty of roots inside the root ball, but 
there were very few in the turf area out- 

side the root ball. These trees had no root 
development outside the root ball, which 
made this a real good site for research. 

We sampled the soil for bulk density, 
texture, organic matter and nutrient con-
tent—the whole spectrum. This was a 
sandy-loam soil that should have been fine 
for tree growth, but the level of organic 
matter was inadequate. The organic mat-
ter ought to be at least 3 percent. In this 
case, we were dealing essentially with a 
subsoil that had only six-tenths of a per -
cent of organic matter. The bulk density 
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World Famous 

Kramer Equipment Company 
Established 1947 

When In The Washington D.C. Area 
Visit World Famous Kramer Equipment 

- Arborist Supplies Since 1947 - 

1-800-500-7835 
• New England Ropes 
• Excaliber Carabiners 
• Buckingham 
• Weaver Leather 
• Snap Cut 
• Rain Gear 
• Porter-Ferguson 
• Weatherguard Tool Boxes 

7835 Richmond Highway 
Alexandria, VA 22306 

• Samson Ropes 
• French Creek Saddles 
• Klein Tool 
• Knaack Jobsite Boxes 
• Tarpaulins 
• Union Tool 
• Felco Pruners & Saws 
• & Much, Much More!!! 

(703) 360-4777 
Fax (703) 360-1065 

Soil 
Compaction 

was 1.56, highly compacted. 
Few trees would have survived in this 

soil. If loblolly pines had been planted 
in this soil, about 10 percent would have 
survived. But Marmon Thompson and 
the people with the city who planted 

The 
WOODmPAKer 

Turns Your 
Wastewood 

Firewood Into 
Profits 

SELL YOUR WOOD 
AT $3001CORD 

OR MORE! 

Double or triple your profits by shrink 
wrapping wastewood - firewood with 
WOOD-PAKer! Attractive various size 
packages can be obtained with our 
high production, easily operated and 
affordable machines. Eight machines 
available. The ideal equipment for pro-
ducing square bundles - palletizable 
for ease in storage and transporting. 
Inquire for free details. Video and 
package samples at nominal fee. 

NEW: Inquire for details on 
economy starter package 

B & B Manufacturing 
West River Road, R.D. 3, Box 495 

Olean, NY 14760 

Toll Free 1-800-654-5320 

them knew what they were 
doing and selected very 
tough trees. He planted 
Aristocrat pears and 
crapemyrtles—very tough 
species. 

Nutrient levels were also 
inadequate, as might be ex- Sons. 
pected with a subsoil. 
Nitrogen, phosphorous, po-
tassium were all very low. 

We performed a number 
of different treatments. We 
didn't restrain ourselves to 
just a few pieces of equip- 
ment. We wanted to try 	age 
some new ideas and get bet-  
ter results. 

Wood-chip mulch: This is one of the 
cheapest treatments available, since it uti-
lizes a waste product from tree care 
operations. 

Fertilization: We applied equal 
amounts of fertilizer to all treatments, in-
cluding a soil-injected water solution and 
an air injection with the Grow Gun. 

Radial trenching: This was a new idea 
that was just coming on line a few years 
ago. We dug trenches radiating out from 

It holds moisture against the 

e growth of girdling roots." 

the root ball into the compacted soil. 
Vertical mulching or drill-hole fertili-

zation: Drilling holes around trees is a 
standard treatment that has been around 
for probably 100 years. 

Rototilling: This is something we 
could do on this site because we didn't 
have root development away from the 
root ball. On established trees, we can-
not do that treatment, which is too bad 
because it is a good one. 

"Improper mulching is the flush cut 
of the '90s. You have all seen it. Up in 
Maine they call it volcano mulching. 
This is very bad for a number of rea- 

trunk, which allows a number of differ-
ent pathogens to move in. Also, this is a 
great hiding spot for insects. And if you 
don't keep that trunk dry, you encour- 
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ACRT—Your Complete Utility Forestry Resource 
FORESTERS 
PLUS TM 

Foresters Plus pro-
vides you with the 
experience and 
expertise needed to 
operate a Reliability-
Centered Mainten-
ance based line 
clearance operation. 

Our foresters' com-
munications skills let 
them work effectively 
with the public. 
They are trained to 
recognize hazardous 
tree situations and 
persuasively explain 
the advantages of 
removal over pruning 
to property owners. 
Removing undesir-
able and weed trees 
also lowers future 
costs. 

ACRT will provide 
you with qualified 
professional foresters 
selected to suit your 
exact requirements 
on a short- or long-
term basis. They 
represent you, yet 
they remain on 
the ACRT payroll 
backed by ACRT's 
experience and 
reputation. 

FORESTERS 
PLUS Services 
• Right-of-way 

management 

• Pre-notification 
of homeowners 

• Crew inspection 
& evaluation 

• Work planning 

• Vegetation surveys 

ROW 
Management 
Since its establish-
ment in 1985, ACRT 
has been providing 
utilities with state-
of-the-art vegetation 
management support. 
Today, we offer 
Windows® based 
management software, 
as well as trained, 
professional people 
to conduct vegetation 
surveys and prepare 
vegetation manage-
ment plans. 

Line Clearance 
Tree Trimmer 
Training & 
Certification 
ACRT can provide 
all the resources you 
need to assure com-
pliance with the new 
OSHA 1910.269 
requirements for train-
ing and certification. 

• With more than 
300 easy-to-read, 
illustrated pages, 
the ACRT Line 
Clearance Tree 
Trimmer Certifica-
tion Manual is 
the most compre-
hensive training 
resource. The 14 
chapters contain 
all the information 
you need to train 
and certify your 
tree trimmers. 

• ACRT Institute of 
Arboriculture & 
Urban Forestry 
faculty members 
can train your 
people at your 
facility or the 
institute. Training 
programs can also 
be developed for 
implementation by 
your personnel. 

• The ACRT Institute 
of Arboriculture & 
Urban Forestry 
offers testing, 
certification and 
documentation for 
OSHA 1910.269 
compliance. 

ACRT has been 
helping utilities and 
contractors lower 
their line clearance 
costs, improve work 
productivity and train 
their line clearance 
tree trimmers for 
more than a decade. 
For information, call, 
write or fax. 

\\ indoo. i ,  a repotered trade-
mark of Microsoft Corporation. 

'P1 i 111117 

Environmental 
Specialists 

ACRT, Inc. 
2545 Bailey Road 

P.O. Box 401 
Cuyahoga Falls, Ohio 

44221-0401 
800-622-2562 

FAX 330-945-7200 
http ://www. aCrti nC COOl 
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Soil 
Compaction 

Soil 	ndim 	'.h ir ink nii 
tcr: There are a lot of humic acid 
products on the market for tree care. We 
have tried various products in other 
studies with little positive effect. We 
thought this would be a good opportu-
nity to try the products from Roots, Inc. 
Here we were dealing with very 
low organic matter level soils, 
so we figured if this product 
would work anywhere, it would 
work here. The products were 
added with high-pressure water, 
just as we do with fertilizer. 

We left some 
trees with no treatment at all as 
controls so we could measure the 
effects of our actions. 

This experiment was done be-
fore mycorrhizae were com-
mercially available. If we were to 
redo them, we would test with 
mycorrhizae as well. 

Results 
Wood ('h11)S 
Wood chips were put down in a pattern 

about 10 feet wide, which was from curb 
to curb in that median strip, and to a depth 
of about four inches. We used fresh chips 
right off the trucks. Many people are hesi-
tant to use fresh chips, but several studies 
have looked at this and found they don't 
tie up significant amounts of nitrogen. 

Of course, there are some places I 
wouldn't use fresh chips due to diseases. 
Any place there is an insect problem 
where the insect is attracted by the smell  

of cuts. For example, you can't use fresh 
pine chips under pine trees in areas with 
southern pine beetles since more beetles 
will be attracted to the tree. 

If you cut down a tree that has verticil-
hum wilt, say a maple, ash or a number 
of other species, you should not be using 
those chips on other trees that are suscep-
tible to verticillium wilt. 

Once this material is composted, the 
story probably changes dramatically. With 
the pine beetles, certainly, it is fine to use 
those chips under pine after composting. 
With Verticillium, we aren't sure yet. 

Composting will probably bring 
the temperature up enough to 
eliminate the majority of those 
spores, but Verticillium does have 
a survival structure in the soil. We 
are not sure how that breaks 
down. In general, I would suspect 
it is safe to use composted chips 
from those species. 

Remember, too, that with al-
lelopathic species, such as black 
walnut, you should not put those 
chips under any species except 
black walnut because it will sup-
press root development. On the 
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DRUM SYSTEM 	
Cuts set-up time 

DISK SYSTEM 	 Increases knife safety 

,now  

Increases production 

Arborists: Upgrade your existing chippers and specify 
KEY KNIFE on new machines! 

HF, 
6713 SW Bonito Rood, 4,270, Portland, Oregon 97224, U.S.A. 

(503) 684-4858 - Fax (503) 684-2793 	e-mail: kk©keyknife.com  

The Edge in Performance! 
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Soil 

Compaction 

West Coast, redwood is one you have to 
be careful with. Some people try to im-
port redwood bark into other parts of the 
country. Avoid it. For the same reason, 
don't use grass clippings. 

In other words, there are spe- 
cific cases when fresh chips 
should not be used, but in gen- 
eral it is safe to use fresh chips. 

Fertilization 
We used a 28-9-9 slow-re-

lease fertilizer. The rate was 
six pounds of N per thou-
sand square feet, on a 3-foot 
spacing, one-half gallon per 
hole, six holes per tree, 
eight inches deep. 

(0row Gun 
With the Grow Gun, we put 

down three holes per tree, using four to 
five pounds of isolite, a porous ceramic, 
and three cups of a a 24-7-7 granular fer-
tilizer. The isolite porous ceramic is 
supposed to retain water and improve 
drainage. 

All nutrient levels were about the same. 
The only ones that weren't fertilized were 
the mulch and control treatments. Every -
thing else had the same six pounds of 
nitrogen per thousand square feet. 

Radial trenching 
Using a trencher, we dug 4-inch wide 

trenches, 12-inches deep, 6 feet long, 6 
per tree. Here we needed something finer 
than bark chips so we could get it into the 
trenches. We added composted yard waste 
with a fertilizer to make it consistent with 
the other treatments. 

We started right at the root ball and 
trenched out away from there. We have 
done this on mature trees, although with 
mature trees start outside the drip line and 

work your way in. When you 
start hitting roots 1/2 inch or 
larger, stop. In this experiment 
the roots stopped right at the 
root ball, so it was easy. 

And in what was probably a 
mistake for research purposes, 
we had a little bit of the 
composted yard waste left over 
on every tree, which we used it 
as a mulch. It affected the results 
of the experiment. 

Vertical mulching 
Holes were spaced a foot 

apart, 2 inches in diameter, 10 
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1I(TT17fflr7W  

PURCHASE POWER PROGRAM 

THE POWER OF CASH 

/ 

L 

_ 

OM 
XLdk014 	 l 

A5VENDOR,INC. 	- S 75.00000 

Seventy Five 1 0 	 and 00 00-- 

We put the Check and the Power 
of Cash in your hands! 

• You have control when and where to make your 
equipment purchases. 

• Obtain your equipment on the spot. 
• No delays in lengthy paperwork. 
• Once you are approved we send you a check 

to make out to whomever you choose! 

BECOME A CASH BUYER AND 
EMPOWER YOUR BUSINESS. 

Nt lu ' r.i ii F:TuTuW11 F.T'T I  

II 
LIERSING,  INC. 

LASI! 
OMENiT 

K1  

OIANI 	Hatf,W~ RA 1944~ 

TM 

FLEX PROGRAM 

$90/90 DAYS 

1u I 
No monthly payments for the 
first 90 days or skip any three 

months during the lease up to 
$75,000, your choice. 

• Put valuable equipment to work for you 
immediately, with minimal impact on cash flow. 

• $90 to start your lease. 
• Program available for new & used equipment. 

IASY TO APPLY, EASY TO QUALIFY. 

Please circle 48 on Reader Service Card 

30 
	

TREE CARE INDUSTRY - APRIL 1997 



"Mulch is an acquired taste. 

Many clients prefer turf around 
their mature trees. It is up to you 
to start encouraging clients to use 
mulch. Start with a small mulch 
ring, three feet in radius, and grow 
from there. It looks good, it's 
cheap, and it's effective." 

inches deep. We filled the holes 
with peat moss, since we needed 
something even finer than yard 
waste. Again, we used the same rate 
of fertilizer to make it all fair. 

Rototilling 
The last treatment we tried was 

rototilling around the root ball 
and working mulch in. We roto-
tilled around the root ball once, 
put down some mulch, rototilled 
that in and repeated the process. 
We went about four inches deep 
and added fertilizer. 

Fortunately from our perspective, w 
had a drought the first year of that experi-
ment. This resulted in large difference 
between treatments. Due to a lack of wa 
ter, the trees were hurting in the firs 
summer, which was good from an experi-
mental perspective because we got some 
very quick, measurable results. 

For our analysis that first summer, w 
rated the foliage on a scale from 1-10. The  
best ratings were obtained with the mulct 
treatment and the trench treatment. Th 
trench treatment worked very well, in part  

because we left some of that residual 
mulch around the tree. I don' t think the 
results would have been that good if we 
hadn't left that mulch. 

That first summer the mulch treatment 
was far and away the best. Why? There 
are several reasons that might explain this. 
We don't think that those roots had 
enough time to grow a substantial amount 
in response to our treatments. Rather, it 
was a soil moisture response. 

In the spring sampling, we had a 20 
percent soil moisture reading, which is 

fine. In the summer, we went 
about six weeks without rain and 
soil moisture went way down. 
Most of the samples showed about 
5 percent soil moisture, except for 
the mulch where we had 7 percent 
soil moisture. That 2 percent was 
enough to make a significant dif-
ference in the appearance of the 
trees. 

Unfortunately. people in Char- 
lotte saw how well some trees 
were doing compared to others 

and called the city. recommend- 
ing that all the trees be treated in 

the same way. So the city did treat all 
the trees, which was very good for the 
trees but very bad for the experiment. 

From there on, we had one other factor 
to contend with in that all the trees were 
mulched to the same degree. 

The next summer, we saw differences 
in the flowering of the crapemyrtle, which 
is an indicator of plant health. Earlier 
flowering signifies a healthier tree. While 
mulch was still a good treatment, the trees 
now had time for their roots to grow. The 
roots grew where the soil was good. and 

• a huge inventory of top-quality 
I 	

BLOCKS
____ 	 tree-care supplies. 

. 
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ALL SIZES IN STOCK 1J1'IkYitJ 1/2' PVC $ 	59 
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Soil 
Compaction 

the soil was good on two treatments: 

I . Rototilling, where we affected 100 
percent of the soil that the roots could 
grow into out of the root ball. We got a 
tremendous response. 

2 . Trenching, where we affected 10-15 
percent of the soil around the tree. We 
got a good response, but not as good as 
the rototilling. 

We achieved lesser amounts of 
growth improvement with the other 
treatments. In the middle of the summer 
in the second year we saw good results 
on the crapemyrtle. With the pear, 
things were coming back. We did not 
have the dramatic differences as in the 
first year. 

We also monitored trunk diameter 
growth for three years. With the pears, 
there was a difference in diameter growth 

CE! TEETH 
800 SERIES 

ONLY CEL TEETH HAVE A 
PATENTED CARBIDE 

DESIGN THAT IMPROVE 
THE PERFORMANCE OF 

YOUR STUMP CUTTER. 

ARBOR 1ST 

1 -800 -333 -5234 
Please circle 1 7 on Reader Service Card  

in the second year. The 	 - 
number one treatment for 
growth differences was ro-
totilling again. After that, 
both the mulch and trench- - 
ing helped. 	 .- 

Summary 
Many sites which we  

work on have problems we  
need to deal with. It is best 
to try to eliminate these  
problems before the areas  
are planted. This is the 
time to rip the soil and 
turn it over with excava- 
tors. 

But if you cannot get in there first, keep 
several things in mind. Typically, soil 
compaction in most of these sites is not 
the only factor we are dealing with. Low 
levels of organic matter, low levels of 
nutrients and high levels of compaction 
all must be treated. 

And because of the soil compaction, the 
fourth problem we have to deal with is 
water-holding capacity. Out on that high-
way median, when it rains there is a lot of 
runoff with a heavily compacted surface. 
Irrigation is something that has been 
shown to reduce the problems from soil 
compaction. Our other strategy, if we 
can't afford irrigation, is mulching to con-
serve moisture. This will eliminate 
raindrop compaction, where raindrops will 
come down and compact bare soil. If we 

Courtesy E. Thomas Smiley 

- ;w 

Using the Grow Gun on some trees at the 
entrance to Charlotte Airport. 

can prevent that with mulch, and reduce 
evaporation from the soil with mulch, we 
are further ahead. It doesn't take a lot to 
do this. In our study, 2 percent more soil 
moisture gave us significantly more 
healthy plants. 

Several studies, including one I have 
reviewed from California, confirm that a 
lot of these older treatments don't do a lot 
for soil compaction. What does help is ir-
rigation. Some of these newer treatments, 
rototilling and trenching, seem to work 
very well. But on top of that, we have to 
be concerned about water. 

The more soil we can affect, the better 
the treatments. 

Dr. Tout Sinilev is ci /)lciutt J)UIhOlOgist 

at the Bartlett Tree Research Laborato-
ries in Charlotte, N. C. tCi 
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The weak union on this maple tree is prone to failure. 

Risk Assessment 
U  'rJ i nP., q. for 

a 
A n Ea- v v - to - I /1'v P Field ii it 

By Ed Haves 

Li!L 
A dead tree with a lodged branch. 

How to Use 
These Guidelines 

The guidelines presented here use 
visual assessment of external indica-
tors to predict potential of tree failure. 
There are seven categories of struc-
tural defects and two categories of 
risk, moderate and threshold, or high 
risk. These are only guidelines! Poten-
tial to fail is a measure of risk. It does 
not mean a particular tree will fail or 
not. These guidelines are only in-
tended to provide information needed 
to evaluate the potential to fail. But 
remember, every tree is different, so 
is every site. Site, tree condition and 
past history all play an important role 
in the development of tree defects. 
Common sense, experience and pro-
fessional judgement are required of 
the trained tree inspector. It is up to 
the trained inspector to determine the 
risk potential. These guidelines were 
developed for field people and are in-
tended to be easy to use. 

These guidelines do not rate targets. 
There are many methods available for 
rating targets. Target ratings should be 
based on intensity of exposure to people.  

uring the past several de- 
cades we have witnessed 
a growing appreciation 

for the beauty and value of trees 
among the general public. In ad- 
dition to providing shade, people 
now understand that trees im-

prove air quality, provide a habitat for 
wildlife, increase soil protection and 
raise property values. People want trees, 
but they also want to be safe. This 
awareness of public safety, and the in-
creasing knowledge base of arborists 
and resource managers, combined in the 
late '80s to bring forward guidelines 
used to identify hazard trees. 

Trees have limits and defined life 
cycles. As trees become more massive, ad-
vancing in age, the signs and symptoms 
of structural defects become more evident  

to the trained eye. Dead wood, cracks, 
weak unions, decay, cankers, architectural 
and root problems appear. Guidelines can 
be written that describe levels of risk for 
each category of defect. 

Trees fail in predictable patterns. Each 
species has a profile of tree defects. Learn 
the profile of defects for the species of tree 
that you work with. Each site also devel-
ops a pattern of defects for the species 
found on that site. Begin to look for these 
patterns. 

Hazard tree programs are becoming 
common and important in high use rec-
reation areas and in urban and 
community forestry programs. Hazard 
tree assessment is now a tool used to re-
generate urban forests. Risk assessment 
programs for tree hazards is good tree 
maintenance. The goal of a hazard tree 
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Construction damage to this tree's root system could cause severe root 
decay and make this tree hazardous. 

program is not to sanitize recreation 
sites or urban areas, but to provide rea-
sonable public safety, and to maintain 
a renewable, diverse and multi-aged tree 
cover. The benefits include reducing 
exposure to liability, reducing future 
storm damage and the resulting costs of 
cleanup, and increasing awareness for 
management for what are not static, but 
constantly changing. resources. 

ciii ii&!Uii: 

Uaiard Tree: Defective tree with a 
target. 

Farget: Generally, these are defined 
areas where people are invited to move 
through, linger or stay. These include fa-
cilities and personal property. 

\lodcratc Risk lotcnt ial : Non-thresh-
old, discretionary defects. They may or 
may not result in eventual tree failure. 
Moderately weak unions and moderately 
poor architectural defects will eventually 
fail, and will increase in risk over time. 
Moderate cankers and decays can decrease 
in risk as additional wound-free wood is 
added. However, moderate cankers and 
decays on exposed sites—and with full 
crowns (sails)—may fail with significant 
loads (wind). Moderate defects are con-
sidered individually and in combinations. 
Combinations of moderate defects may or  

may not increase the risk of 
failure. For example, moder- 
ate cankers and decay in 
contact with one or more 
cracks would indicate the tree 

is failing (high risk). While a moderate 
root loss in contact with a stem decay or 
canker can remain a moderate risk. 

Iii .h Risk P n t al: Threshold level 
defects that indicate the tree has failed, 
is failing or is in imminent danger of 
failing. Action must be taken as soon as 
possible. 

cn (.. itctric' of 1)cfcct 
ad 'o wd: Dead trees and dead 

branches can fail at any time. Dead 
branches or dead tops that have all ready 
broken off and "lodged" are especially 
dangerous. 

Crack,: Cracks are physical separa-
tions of the wood fibers. Cracks indicate 
the tree has failed or is failing. Cracks are 
the component killers of defective trees. 
Wood fibers can separate in three basic 
ways. Cracks can form across the grain. 
in the up and down, or axial plane of the 
tree (radial cracks), and between the 
growth increments (ring shakes). 

These guidelines evaluate external 
cracks for the most part that are evident 
on the outside of the tree. Cracks are 
evaluated for the extent of compromise 
to the stem circumference. Any time that 
one-half or more of the tree circumfer -
ence is structurally compromised, the 
tree can fail. Cracks should be evaluated  

for the extent to which they proceed into 
the tree and with what other defects they 
are associated. Branches with cracks are 
high risk. In addition, it is useful to un-
derstand the difference between seams, 
propagating rib cracks, shear cracks and 
tension cracks. 

"caiu: Seams can be indicators of in-
ternal defect or radial cracks but are 
covered by several layers of annual 
growth. They are in effect a repair of an 
internal defect or radial crack. 

Propauat i ii ri h crack: Radial cracks 
that are opening and closing and forming 
a rib or a nose, rising off the tree surface. 
Propagating rib cracks can generally be 
assumed to be radial cracks to the center 
of the tree. Propagating rib cracks on op-
posite sides of the tree can generally be 
assumed to be radial cracks completely 
through the tree. 

hcar crack: Serious radial cracks that 
generally form in the center of leaning 
trees. Shear cracks form in what are called 
the neutral fibers, where the shear forces 
are the greatest between wood that is un-
der compression on underside of the lean 
and wood that is under tension on the up-
per side of the lean. A shear crack would 
indicate the tree is failing. 

le'n.ion crack: Fiber separation in the 
horizontal or tangential plane of the tree. 
The wood fibers are pulled apart by ten-
sion forces (the mass above is moving). 
Tension cracks are dangerous and cata-
strophic. The tree is failing! 

Van , 4 
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Hazard 
Trees 

Weak Unions: Weak unions are unions 
that have included or ingrown bark be-
tween two or more stems. There is no fiber 
attachment between the co-dominant 
stems. Weak unions are common in spe-
cies with an opposite bud set, such as 
maples and ash. All weak unions will 
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This tree's poor architecture makes it a 
hazard. 

eventually fail. Weak unions are easy to 
evaluate. Weak unions with a crack, can-
ker face or signs of decay in the union are 
high risk. Young trees with weak unions 
can be corrected. 

In weak unions, the included bark 
within the union forms a wedge that 
leads to an internal crack. Where 
cracked unions continue to open and 
close and not fail, a propagating rib 
crack will form. Eventually one stem 
becomes sufficiently overloaded enough 
to fail. Unfortunately, trees that fail 
from weak unions leave the remaining 
stem with one-half of the stem circum-
ference compromised or at high risk. 

)cca: This category includes wood 
that is decayed or missing (cavity). TI 
extent of tree decay in many instanc 
can be the most difficult category 
evaluate for risk of failure. Understan 
ing how the process of decay works 
vital to evaluating trees for defects. Tlc 
objective is to determine if there is 

enough sound wood in the outer shell of 
the tree to support the tree. Studies have 
shown that tree failures resulting from 
decay occur when the sound wood in the 
outer shell is less than 30 percent of the 
stem radius. This works out to be a need 
for approximately 1 inch of sound wood 
for each 6 inches of stem diameter or 
root collar. In addition, the cavity can 
be one-third open and the tree can have 
a full crown. Always keep in mind that 
branches with decay are high risk. 

There are many signs of decay, includ-
ing cavities, holes, canker faces, branch 
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stubs and fruiting structures (conks). Vi-
sual assessment of the extent of internal 
decay can be a reliable means of predict-
ing potential risk. 

There are several types of decay: brown 
rots, white rots, soft rots, discolored wood 
and wetwood. The brown rots are particu-
larly nasty, since they can fool the tree into 
acting as if it is still structurally sound. 
Brown rots may not produce any external 
signs or symptoms. And there are several 
problems that can result in continually 
expanding decay columns—repeated an-
nual wounds, in-rolling bark 
(rams-horning) at the edge of wounds and 
cavities, propagating rib cracks and can-
ker rot fungi.  

know something about the resistance to 
decay of each species. Some species are 
very resistant to decay while others de-
cay very quickly. 

Learn from tree failures that result from 
decay or from tree removals. The patterns 
and extent of decay will be similar for 
each species of similar age. condition, and 
history of past disturbance. 

Canker: Cankers are areas of missing, 
dead or sunken bark. In all cases the wood 
below the canker is affected to some ex-
tent. Cankers are evaluated for the extent  

of compromise to the stem circumference. 
Any time that one-half or more of the tree 
circumference is structurally compro-
mised, the tree can fail. A moderate canker 
or canker and decay where one-third to 
one-half of the stem circumference is 
compromised may fail, depending on the 
size of the crown and the exposure. 

Poor Architecture: Poor tree archi-
tectural problems arise from patterns of 
structural weakness or imbalance. They 
can occur when individual trees are 
opened up from stands of trees and when 

Cankers such as these should be evalu-
ated for the extent of compromise to the 
stem circumference. 

Invasive techniques such as increment 
cores or drilling may be used to quantify 
the extent of sound wood or decayed 
wood. This must be done carefully and 
with several considerations. Use an incre-
ment borer only when there are no other 
means to estimate the extent of decay. 
Make the hole where the symptom is most 
pronounced. This is where the outer shell 
will be the thinnest. 

When evaluating a tree, it is helpful to 

TCI EXPO... 

It's Your 
Kind of 
Show 

November 6th - 8th 

Columbus, Ohio 

For more information, please call tollfree: 

1-800-733-2622 
Please circle 66 on Reader Service Card 
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Hazard 
Trees 

A shear crack in a leaning white pine.  

large, poorly tapered branches grow into 
openings. They can also be created. 
Mistreatments such as topping, flush 
cutting or a disturbance that results in 
tree decline can all lead to architectural 
problems. 

Large epicormic branches poorly at-
tached to decayed stems are the result 
of topping. As trees become over-ma-
ture for the site conditions, large old 
branches can begin to relax or subside. 
Epicormic branches that form on these 
branches result in trees on branches, 
which are known as harp trees. These 
will eventually fail as the load increases 
over time. As large over-mature trees 
begin to shed branches, it is a clear sign 
for the need to regenerate the tree. 

All trees lean to some extent. When 
trees lean excessively, they may become 
high risk. Leaning trees with signs of fail-
ure are quite different. Compressed or 
buckling fibers on the lower or compres-
sion side of a leaning tree would indicate 
the tree is starting to fail. This is one of 
the bio-mechanical warning signals that 
can be seen in the bark. A tension crack 
on the upper or tension side would indi-
cate very high risk and a failing tree. 
Leaning trees without signs of failure but  

with other moderate defects can place the 
tree in the high risk category. 

Root Problems: When roots are sev-
ered there can be a significant loss of 
structural support. Leaning trees with re-
cent soil-lifting, soil movement or soil 
mounding would be an indication the 
tree is failing. Small-diameter, lateral 
roots under tension actually provide the 
greatest anchoring support for the tree. 
The tensile (tension-pulling strength) of 
2-inch diameter roots is very dramatic. 
If even one major supporting lateral root 
is severed, a tree with a large crown may 
fail in a storm. 

The concepts of tree failure include 
Defensive Dieback, Compartmentaliza-
tion and Adaptive Growth. 

Defense Dieback: Trees react to energy 
stress! Trees can live for long periods of 
time by storing massive quantities of food, 
water and meristematic tissue, (epicormic 
buds). As long as these energy resources 
are in good supply and replaced each year, 
the tree does fine. However, with low en-
ergy reserves, a tree under stress may die 
back defensively, shedding parts (dead 
wood) in order to survive. What the tree 
can no longer feed or defend is cut off 

Please circle 67 on Reader Service Card 
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from nutrients. Trees can dieback to de- 
fined thresholds for that species on that 
site, but beyond that point the tree dies. If 
the stress is removed or treated before the 
threshold is reached, the tree can recover. 

Trees react to 
wounds! Decay is caused by wounds. 

Decay is the highly ordered process de-
scribed by Dr. Alex Shigo in his model of 
Compartmentalization. Decay is confined 
to the wood present at the time of wound-
ing. The tree reacts to the wound by 
creating a barrier zone separating the 
wood present at the time of wounding 

from the wood that will form after wound-
ing. The wood present at the time of 
wounding will eventually be lost to a suc-
cession of micro-organisms. The wood 
that follows remains free of decay. This 
is how decay columns form! 

Grow 	Trees react to me- 

Defects Moderate Risk Potential 'IITIW11rfl 

1ad \\unii 	Dead or without bark. • Any lodged branch. • Any dead tree, top or large branch. 

('rauk: A split through bark ex- Single crack extending into stem. • Crack completely through stem. 
tending into the wood. Wood fibers • Two cracks on same stem segment 
are not fused. with cavity or decay. • Any large branch with a crack. 

\\ vaLI  nions: Included or ingrown Weak union with ingrown bark. • Weak union that is also cracked, can 
bark between stems. Wood fibers are kered or decayed. 
not fused. 

1)cca: Wood that is decayed or miss- Cavity or decay affects 1/3 to less than • Sound wood less than 1 inch for each 6 
ing (cavity). 1/2 stem circumference. inch stem diameter or root collar. • Cavity or decay affects more than 1/2 

stem circumference. • Any large branch with decay. 

C 	n 	e r 	Area of missing, dead or Canker or canker & decay affects 1/3 to • Canker or canker & decay affects 
sunken bark (mechanical injury or dis- more than 1/2 stem circumference, more than 1/2 stem circumference. 
ease). Wood is affected behind canker. 

PoorArchitecture: Growth pattern of Any large branch unbalanced with re- • Tree with excessive lean. 
weakness or structural imbalance. spect to rest of crown or with sharp • Leaning tree with moderate defect, 

bend. Harp trees. cracks or buckling fibers. • Mature tree with history of branch sheds. 

Root Prhl' 	Loss of structural One major supporting root severed to • Leaning tree with recent root-lifting, 
support. more than 40 percent of roots severed, soil movement or soil mounding. • Inadequate root support: more than 40 

percent roots severed. 

Ei Haves, Minnesota Department of Natural Resources, Division of Forestry, Rochester, MN, November 1996. 

 

Cummins Diesel Power 
for the Tree Care Industry 

B&C Series Engines that provide a wide range of Engine Power. 76-260 
horsepower. Engines that are designed to meet the new and future off-Highway 
Emissions Regulations. 

Cummins Michigan Inc. 
41216 Vincenti Court • Novi, MI 48375 

Phone (810) 478-9700 • Fax (810) 478-4663  
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e Model 911 is e 	 by Doskocil Industries, Inc. Many of the 
tent pending features on the Model 911 are a direct result of suggestions and ideas from professional 
borists like yourself. We at Doskodil Industries are dedicated to design and manufacture quality equip-

for your needs. 

• Dosko turns exclusive-  
to Key Knife  for th 
ate - of - the - ar 
ipper Knife  System. 	 - 

key knives are pre-. 
ely positioned i 
ce assuring accu 
e knife point loca- 

- 	with no adjustments required. Installing new 
yes or reversing worn knives can be done in minutes 

Swing away t 	 sy 
access to the "Dosko Key Knives." Our Exclusive 1324 W. Rialto Ave. 
Bottom Feed Roll Housing is designed to vacuum San Bernardino CA 92410 
debris below the anvil and directly into the chipper 
flywheel, chamber. No wrapping of fibrous materi- Phone 909485-0988 als to jam bottom feed roller or mess to clean up 
when access door is left open as with other chippers. Fax 909-381-4743 
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Trees 

Suggested Readings 
Albers, J.. and E. Hayes. 1993. How 

to detect, assess and correct hazard trees 
in recreational areas, revised edition. St. 
Paul, MN: DNR. 63 p. 

Minnesota Department of Natural 
Resources, and USDA Forest Service. 
1996. How To Recognize Hazardous 
Defects In Trees. USDA Forest Service 
NA-FR-01-96. 20p. 

Mattheck, C., and H. Breloer. 1994. 
The Body Language Of Trees: A Hand-
book For Failure Analysis. HMSO, 
London. 

Coder, K.M. Tree Risk Management 
and Hazard Assessment: A General 
Overview. University of Georgia. Au-
gust 1996. 8p. 

Shigo, A. L. 1986. A New Tree Bi-
ology. Durham, NH: Shigo and Trees, 
Associates; 595 p.  

chanical stress! A tree is a self-optimized, 
bio-mechanical, load-bearing structure. Its 
mass is evenly distributed over its entire 
surface. No single part is overloaded or 
under-loaded in a self-optimized tree. No 
part is made to fail more than any other. 
Loads must be transferred uniformly from 
the crown through the stem into the 
,, round. Trees will fail where there is a 
weak link. 

A tree is an chain of links of equal 
strengths. When you understand this, you 
will begin to understand the mechanics of 
tree failure. Wood is preferentially added 
to overloaded areas measured by the tree 
in order to restore a state of uniform stress. 
This is known as adaptive growth. In this 
case, the only symptom of tree defect is 
the addition of extra wood! This in effect 
is the repair response. The objective of the 
inspector is to determine if the repair has 
been made. If it has, leave the tree. 

ier Considerations 
Exposure and crown size: Trees in the 

open with full crowns have a higher ex-
posure than trees in stands (groups) of 
trees. The guidelines given for tree fail-
ure are generally for full-crown trees as 
they exist in their natural setting. 

Inspections for structural 
defects are best done in the leaf-off sea-
sons. Inspecting individual trees needs to 
be a systematic and complete process. 
Inspections should be done once a year 
and after serious storms. The first time 
through is the most time-consuming. 

IT)ocumcntat ion: Always document 
your evaluations and actions. Use a stan-
dard form that records the species, defects 
and treatment recommendations. 

Trcatiii ut: Correcting hazardous trees 
can be as creative as your imagination and 
resources allow Treatments include mov-
ing the target, re-routing traffic, pruning, 
reducing the crown, fencing, closing the 
area or removing the tree. 

rainn2: Training is essential. A good 
training session can be completed in one 
day and must include a field session to 
evaluate trees. Learning and understand-
ing can take several years. 

Investigate and learn from tree failures. 
If you want to see how trees fail, take a 
walk in the woods. 

Ed Hayes has been a forest ecosystem 
health specialist with the Forestry Divi-
sion of the Minnesota Department Of 
Natural Resources since 1979. 
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1984 to 1993 Ford and GMC chipper trucks! 
Gas and diesel. 

" 

Brush Bandit, Wood/Chuck, Morbark and 
Vermeer disc style chippers! 

Ford and 6MG 20 cu. yard chipper trucks— 
modified to your specifications! 

Canton, ayco and Vermeer stump gnnaers!  

48 and 50 foot bucket trucks—Ford and 
International chassis. Gas and diesel. 

NOR 

Asplundh, Brush Bandit, Wood/Chuck& Vermeer 
drum style chippers' 4 and 6 cylinder engines. 

ALL USED EQUIPMENT HAS BEEN COMPLETELY RECONDITIONED AND IS READY FOR WORK!! 

SOUTHEASTERN EQUIPMENT COMPANY 
A DIVISION OF SEEQUIP, INC. 
Buford, Georgia 	• 1-800-487-7089 
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A 
By Amelia Reimiert 

Don't Make a Mistake That 
Could CostYouYour Business 

T he tangled web of OSHA regu-
lations is difficult enough to 
navigate for even the most 

well-meaning, compliance-conscious 
employer. From eye protection to lanyard 
lengths, there is much for an arborist to 
think about beyond the job at hand. Now 
consider the fact that although OSHA has 
targeted commercial arboriculture as one 
of the 13 most hazardous industries in the 
United States, it is not separated as a spe-
cific industry in Department of Labor 
statistics. Arborists have been lumped into 
the field of horticulture on OSHA's SIC 
code list, yet OSHA field inspectors con-
sistently (and sometimes successfully) cite 
aborists under construction and logging 
standards—two standards under which 
arborists have specific exemptions—be-
cause the inspectors themselves too often 
don't understand the regulations they are 
enforcing. When all else fails for OSHA, 
there is always the General Duty loophole. 

As the National Arborist Association 
and large tree care companies battle with 
U.S. government representatives over 
compliance issues, what happens to the 
crew foreman in the field who is trying to 
complete ajob when the OSHA inspector  

shows up? The inspector writes out a hefty 
fine because a worker is missing gloves, 
steel-toed boots and an orange safety vest. 
The crew foreman knows better. He 
knows that steel-toed boots are required 
for loggers, not arborists, and that he could 
very well lose his arm if a gloved hand 
were to get dragged into a chipper. And 
an orange safety vest? Not required. He 
politely informs the inspector of the er -
ror, but the inspector believes he is 
correct, and any subsequent argument is 
not productive. 

The foreman takes the citation back to 
his employer, who is now faced with a 
dilemma. Pay an expensive fine for a ci-
tation that she knows is incorrect, settle 
for a lesser amount or fight it all the way 
to court. Imagine the struggle. Paying a 
fine outright both admits guilt and is ex-
tremely costly. A lesser settlement still 
admits guilt, and fighting the citation is 
both time-consuming and expensive. Con-
sidering their available resources, 
employers often make the difficult deci-
sion to settle. Be aware that your local 
OSHA representative knows this, and 
might even count on it. 

Unfortunately, the trouble only begins 

here. When an employer chooses to settle 
an improper citation, she is setting her-
self and the entire industry up for 
continued application abuse of OSHA 
standards. For instance, if an employer 
accepts a fine for an employee not wear-
ing steel-toed boots, the next citation for 
the same violation will be considered a 
willful violation. In some cases, criminal 
charges may be brought against the em-
ployer where serious injury or fatality 
occur. Although the employer knows that 
arborists are not required to wear steel-
toed boots, she has unwittingly set a 
precedent that she must now comply with: 
a logging standard that does not rightfully 
apply to her industry. She has also made 
it easier for OSHA inspectors all over the 
country to cite her colleagues in the same 
manner. Because the foregoing precedent 
has been established, if any of them 
choose to challenge OSHA, it will be more 
difficult for them to win. 

Now more than ever, it is critical to be 
aware of OSHA regulations that apply to 
you, as well as those that don't. It is criti-
cal that every improper citation be 
challenged. OSHA must be made aware 
that if an industry is going to be targeted 
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because it is considered extremely hazard-
ous, it must have a distinct identity in the 
eyes of enforcement officials. That iden-
tity must include real data on industry 
hazards, not assumed information based 
on work that is similar in appearance only. 
As an industry, every time we fight, we 
force OSHA to look at us and consider the 
fact that because tree work is different 
from construction, logging and horticul-
ture, our safety needs demand different 
requirements. What is good for a con-
struction worker on scaffolding could be 

dangerous to a climber in a saddle. Think 
for a moment about that gloved hand get-
ting caught in a chipper. 

If you are cited by OSHA, your first 
line of defense should be to call the 
National Arborist Association at 800-
733-2622. Staff members are available 
to help you determine whether or not the 
citation and fine you received might be 
improper. Although the NAA will not 
interpret regulations, staff can identify 
specific regulations and recommend a 
course of action. Staff can also put you  

in touch with your colleagues who have 
experienced similar problems. There is 
one golden rule with OSHA: When in 
doubt, challenge. Your situation will not 
be made worse if you fight, but a lot of 
damage can be done, both to your com-
pany and the entire commercial 
arboriculture industry, if you accept 
guilt that is not rightfully yours. 

Amelia Reinert is deputy executive di-
rector of the National Arborist 
Association. T 
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How? The National Arhorist Association provides small and 
medium size tree care businesses with the same information 
and tools that large corporations have at their disposal. 

Regulations, taxes, personnel - every facet of your business is 
changing. And were there to help you manage this change. 
National Arborist Association members have access to the 
latest reports on industry trends, governmental issues, technol-
ogy and more. 

W'e'll help you get to the top and stay there with membership 
benefits such as: 

* NAA Management Guidelines on Everything from Compensa-
tion to Compliance 

• Professionally-Developed 
Materials 

• National Publicity Campaign to Raise Public Awareness of Mem-
ber Companies 

• The NAA Monthly Reporter - The Management Newsletter that 
Gets Read! 

Put these benefits and more to work for you for just $150 for 
your first years membership. Just a few cents a day gives you the 
resources you need to get on top and stay there. 

Call us toll free today! 

1-800-733-2622 
NATIONAL ARBORIST 

ASSOCIATION 
P0 Box 1094. Amherst. NH 03031 

Fax: 603-672-2613; E-Mail: 76142.463@compuserve.com  
Visa us on the Wodd Wide Web at: http://newww.conVorg/naa  
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Marketing Ideas That Can Help 
Your Business Grow 

S
uccessful marketing remains es-
sential for the growth and pros-
perity of tree care businesses. 

Marketing makes your potential custom-
ers aware of your services and prompts 
them to make purchases. Few businesses 
prosper without active marketing. 

However, no single marketing tech-
nique works for every tree care business 
in every circumstance. Successful ones 
use a variety of complementary tech-
niques. You want to reach your prospects 
in numerous, different ways. That remains 
necessary because people respond to vari-
ous marketing efforts differently. 
Moreover, your marketing program 
should fit comfortably with you—person-
ally and professionally. 

No one "right" marketing plan will 
prove suitable for every tree care business. 
Each business manager has his own com-
fort level with particular marketing 
channels. Some would do anything as an 
alternative to speaking before a group of 
potential customers. Others thrive on in-
terpersonal activities. Start with what you 
know and enjoy the most. 

Choose among the options available. 
Recognize the nature of your business, 
your location, short- and long-term goals, 
financial circumstances and personal busi-
ness style. You don't want to rely on a 
single approach to marketing. But neither 
do you want to spread your marketing 
dollars too thin by branching into too 
many arenas. 

Use the ideas here as a spur to your cre-
ativity. Some tips may fit your needs "as 
is." Others may be totally inappropriate 
for you. Still others may require fine-tun-
ing to fit your particular circumstances. 

For example, one business owner re-
ceived a direct-mail solicitation 
containing a dollar bill that really grabbed 
his attention. He liked the technique but 
couldn't afford $1 per letter. So, he cop- 

By Bryan Milling 

ied the technique by attaching a dime to 
each letter. Use the ideas below as a spark 
for your own creative marketing efforts. 

The ideas below will help orient your 
marketing efforts into some logical cat-
egories. But remember that the 
suggestions remain complementary. Don't 
use one while excluding all the others. At 
the same time, recognize that a mix of 
different approaches may be appropriate 
for you. 

Marketing "Rules of Thumb." 
•Repetition works. Repeat any mar-
keting technique that is profitable. Since 
most people won't pay close attention 
to your efforts, you will get tired of your 
message long before your customers. 
Persistence often pays off with higher 
sales and profits. Try not to reduce your 
marketing efforts when the economy 
slows. An ongoing effort can offset a po-
tential decline stemming from general 
economic malaise. 
• Stress benefits over features. Don't 
focus on what you will do to a customer's 
trees. Emphasize how your professional 
services will make the customer happier. 
• A marketing plan differs from a 
sales plan. A marketing plan proceeds 
from a long-range strategy that may ex-
tend for one to five years. A sales plan 
covers shorter, more immediate periods. 
Of course, a firm's sales plan should 
complement the long-term plan. 
• Distinguish between publicity and 
advertising. You gain publicity for free 
when a printed publication or electronic 
media mentions your tree care company. 
Since the mentions come free from cred-
ible sources, publicity produces more 
impact than advertising. That doesn't pre-
clude the need for advertising, but your 
prospective customers recognize that you 
purchase advertising. Advertising makes 
claims at your command. This is not to 

suggest that advertising shouldn't be part 
of your marketing program. It remains 
essential, but try to create opportunities 
for publicity that will complement your 
advertising efforts. 
• Marketing Research. A look at mar-
keting research proceeds from the premise 
that a better understanding of your mar -
ket provides the premise for improving 
your marketing effort. Ask your custom-
ers in person, over the phone or in 
follow-up postcard if they were satisfied 
with your work. Such queries proceed 
from the logical premise that your own 
customer base provides your best source 
of market research. Surveying your cus-
tomers also remains the least expensive 
means of conducting that research. Ask 
your customers why they decided to hire 
you. This will help you evaluate the ef-
fectiveness of your marketing efforts. 
Some of the larger tree care companies 
have created marketing advisory boards 
that can include customers, suppliers 
and neutral members. Most people will 
view your request to serve as an advi-
sor as an honor. A modest honorarium 
for each meeting will add a financial 
benefit to that honor. 
• Image. A firm's image has an impor-
tant influence on its sales. That image 
develops from the collection of views of 
the nature of your operations. For ex-
ample, using a street address instead of a 
post office box often makes a business 
more credible. Also, homeowners like to 
hire companies in their own towns. De-
velop a logo for your business if 
appropriate. Use it on all your promotional 
materials to create a consistent reminder 
of your firm. Your business card should 
become part of your firm's image. Write 
a brief description of your tree care ser-
vices underneath your name on the front 
of the card. This reminds customers of 
what you do. It also introduces your full 
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range of services to new prospects. Use 
different business cards for different mar-
kets or specialties. Distribute the card 
appropriate for each customer or prospect. 
• Don't be shy about asking for re-
ferrals. Don't assume that existing 
customers know that you're looking for 
other customers. Most view the opportu-
nity to provide a potential prospect as a 
compliment. Ask your landscaping and 
nursery colleagues for referrals. Provide 
referrals to them. Offer a discount or gift 
to a customer who gives you a referral as 
a token of your gratitude. The value of the 
gift should increase in accordance with the 
financial value of the referral. A profit-
able benefit from your request from the 
referral should reward the source. 
• Freebies. Offer free samples of 
your service to charitable organizations. 
Make those offers and perform that work 
in a manner that maximizes the promo-
tional benefits. As one opportunity, 
donate your product or service as a prize 
at a charity auction. Focus on charities 
that will probably attract prospects for 
\our products. Even if they don't buy, 
your firm's name will become more fa-
miliar. The same benefit develops when 
you donate your product or service as a 
door prize for other organizations. That 
also holds true for donations to the fund 
raising efforts for your local Public 
Broadcasting Station (PBS). 
• Give away brochures. You can pre-
pare the brochures yourself. or use those 
produced by the National Arborist Asso-
ciation. Add something about your 
business in a cover letter or an insert in-
side the brochure. 
• Public Speaking. Volunteer to speak 
at local Rotary and Toastmaster groups. 
You'll reach many prospects directly or 
by referral that will reward your efforts. 
• Written Promotions. Develop a 
quarterly or monthly newsletter that you 
can send to your customers, prospects and 
sources for referrals. A regular newslet-
ter keeps your name in front of your 
prospects. Moreover, a regularly pub-
lished letter enhances your reputation as 
an expert and a professional in your field. 

Not all of these ideas will be useful for 
you. Use the ideas that you can use com-
fortably. Those ones that can help your 
business grow. TCI 

Bryan Milling is a banker and lec-
turer who has written extensively for 
trade and professional publications. 
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Are You (1n)Sure You're Safe? 	How Does Your Loan Rate?:. 
The rising number of lawsuits filed against busi-
nesses alleging discrimination based on race, sex 
or physical ability has prompted an increasing 
number to purchase employee-practices liability 
insurance. Though such policies were almost un-
heard of a few years ago, more than 20 insurers 
have jumped into the $100 million market. Many 
businesses simply do not understand what is legal 
and what isn't. For example, a law firm in Cleve-
land came up with five questions that under the 
Americans With Disabilities Act would be illegal 
to ask applicants during a job interview. In a sam-
ple survey, all 112 small businesses would have 
asked at least one of the offending questions. A 
sample question: "Have you ever filed a workers' 
compensation claim?" 

Do you ask this question when you interview ap-
plicants? Do you know which questions you 
shouldn't ask? 

Tax kiing 
A Phone 
Call Away 

Did you know that de-
pending on where you 
live, you may be able t 
file your quarterly payroll re- 
turns (Form 941) by phone? Individual taxpayers 
have been able to file simple tax returns in this 
way for years. In a pilot program underway in 15 
states (Alabama, Delaware, Florida, Georgia, Indi-
ana, Kentucky, Louisiana, Maryland, Mississippi, 
North Carolina, South Carolina, Tennessee, Vir -
ginia, West Virginia and Washington. D.C.), busi-
nesses may use the phone to file their first- 

0 
The volume of lending to small busi-
nesses tends to resemble an untamed 
river. During boom times, banks and 

other lending institutions deluge 

I
small businesses with financing 
offers. When the surge ends as risk-
ier loans fail, as happened in the 
late '80s, even the most creditwor-
thy enterprises have trouble finding 
financing. 

I 	 Computer programs that emerged 
after the last dry spell are helping banks gauge the riski-
ness of small-business loans. The new software allows 
banks to vary interest rates on loans under $100,000 based 
on what the computer indicates is the risk of default. 
With the end of semi-standard small-business loan rates, it 
has become more important than ever to shop around for 
the best deal. According to a recent Federal Reserve Board 
survey of banks, the average annual rate on loans of less 
than $100,000 was 9.61 percent in 1996. Some banks, 
however, reported rates as high as 18 percent. What con-
stitutes a good deal today? 
The Fed says that for the past 10 years the average rate 
was 1.8 percent above the prime lending rate. That num-
ber has dropped in recent years, however, and a company 
with a good credit history should be able to find a loan at 

.3 to 1.4 percent above prime. 

Higher Pay ... Less Play 
As the economy keeps roaring ahead, small-business own-
ers are finding it harder and harder to attract qualified ap-
plicants. And to keep their best employees, many are offer -
ing raises well beyond the rate of inflation. According to a 
survey of members by the National Federation of Inde-
pendent Business, 32 percent raised compensation at the 

end of 1996. 
On the other hand, vacation time is declininR. The 

quarter payroll returns that are due at the end average number of days allowed the typical 
of April. If you do plan to file by phone, or if American worker has been eroding for almost 
you plan to call to ask about the program, two decades. Some of this slippage may be 
the IRS advises the lunch hour is the worst traced to shorter tenures, as employees hop from 
time to get through. Mondays in general are job to job and thousands lose seniority when cor- 
bad, too. porations downsize. A study by Prirnark Decision 

Economics found that the average U .S. worker is now 
down to only 11.37 days a year of paid vacation. 



r m ri'! 	-r 	w'i P 

.I __ .A. A A. 	.  

INDUSTRY NEWS 

Donations Needed 
Dr. Le\\ Ps  Charlc' Chad\k ick car'. cd 

a career in horticulture that spanned 64 
years. One of the founding fathers of the 
Ohio Shade Tree Conference. Chadwick 
distinguished himself at Ohio State Uni-
'.ersity in the Department of 
Horticulture. Horticulture Extension and 
the Ohio Agricultural Research and 
Development Center. 

During his career, he coauthored three 
hooks, including 'The Modern Nurser' 
and "Ohio Trees." He was also a prolific 
contributor to numerous bulletins, and 
trade publications. 

In recognition, the Lewis C. 
Chadwick Memorial Library has been 
established in Benin City, Nigeria. The 
area is primarily agricultural, and Benin 
City has a population of more the 
500,000. Eventually the library will be 
housed at the Institute of Tropical Ag- 

riculture in Ihadan. 
Supporters of the library are asking 

for donations of new and used books—
in English—on scientific and 
agricultural topics. Magazines such as 
Smithsonian and National Geographic 
will also be gratefully accepted. 

Please send donations of books or 
money to: Mr. Frank Dawson, Learn In-
ternational, 423 East Fifth Street, 
Lancaster, Ohio 43130. Phone: 614-837- 
9933.  Learn International is a 501-C-3 
nonprofit organization. 

A Crowd of 
Thousands 

New England Grows, one of the 
youngest and fastest growing horticul-
tural trade shows in the country, drew 
more than 10,000 green industry profes-
sionals to its fifth annual show. 

At the ,ho\\. President Randolph E. 
Wright presented the six New England 
states' Cooperative Extension Systems 
with educational grant awards that to-
talled nearly $25.000. The grants will 
be used to benefit the commercial hor-
ticulture industry in New England. 

For more information, call 508-653-
3009: Fax: 508-653-4112: E-mail: 
NEGrows@aol.com  

New President 
Salvatore A. Pezzino of Artistic Arbo-

riculture in Huntington, N.Y.. was elected 
president of the New York State Arborists 
at the annual meeting in January. 

Also chosen were President-elect Tho-
mas Mullarney, Bartlett Tree Experts, 
Vice-President E. Mark Barry, 
Greenspace Enterprises and Secretary-
Treasurer Michael Grimm. Michael 
Grimm Services. Inc. TCI 
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From Tree Tech Microinjection Systems comes a full line 
of nationally labeled insecticides, fungicides and fertilizers 

in leakproof microinjection units. 

Insecticides - Acephate, Avid and MetaSystoxR 
Fungicides - Bayleton®, Aliette® and Alamo 

Fertilizers - Our proprietary Nutriject" formulations 
Tree Tech  

479 S.W. 42nd Street 
Williston, FL 32696 

1-800-622-2831 
e-mail: treetek@aol.com  

Alamo is a registered trademark of Ciba-Geigy Company 
Aliette is a registered trademark of Rhône-Poulenc Ag Company 

Avid is a registered trademark of Merck and Co., Inc. 
Bayleton is a registered trademark of Bayer. AG. Germany 

MetaSystox R is a registered trademark of Gowan Company 
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fr 
large chunks of wood are re-
jected without causing damage 
to the mechanism. The screen 
can also be utilized in front of 
a grinder to remove contami-
nants before they can cause 
grinder damage. Production 
rates up to 200 cubic yards per 
hour can be reached, depend-
ing on material. For more 
information, contact: Dan 
Brandon, Morbark, 8507 S. 
Winn Road, Winn, Michigan 
48896. Phone: 800-233-6065; 
Fax: 517-866-2280. 

A high production alternative 
to trommels, the Morbark Disc 
Scalping Screen is a two-sort 
unit that is tolerant of the 
most contaminated material. 
Nine rows of 20-inch diameter 
scalloped steel discs mounted 
on solid shafts form the heart 
of this screen. As the discs 
rotate, material drops be-
tween the discs onto the 
undergrowth discharge con-
veyor, while oversized 
material is belt discharged to 
one side. Rocks, steel and 
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NEW PRODUCTS & SERVICES 
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Pinkerton announces a technologi-
cal advance for pre-employment 
background checks. EBI Advan-
tage is a Windows-based software 
that enables clients to conduct 
searches and checks from their 
own personal computers. Whether 
ordering, receiving or analyzing, 
all the vital data is captured with-
out the paperwork, and with a great 
savings in time. Pinkerton also in-
troduces a new operating system 
for assessments, the Stanton In-
formation Resource System. This 
is a basic platform that powers ad-
ministration and scoring of 
Stanton Assessment products. All 
Stanton pre-employment tests and 
the IntelliView series of structures 
interviews are available on this 
system. Request a demo by calling 
1-888-774-9600. 
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Wood-Mizer Products introduces 
its highest performing mill ever. 
The newest LT40 Super Hydrau-
lic is capable of cutting speeds 
up to 60 feet per minute. Engine 
options include a 40hp turbo 
charged industrial diesel, 35hp 
gas engine or a 25hp electric 
motor. The mills are available in 
portable or stationary versions 
and can cut any log up to 36-
inches in diameter or 21 feet 
long. Sawyers can load, clamp, 
rotate and level any log with a 
throw of a lever. Extra-wide, hy- 
draulic roller toe boards compensate 
for log taper and allow easy log posi-
tioning. A "two-plane" clamp simplifies 
sawing of stressed logs. For more in- 

formation, contact: Wood-Mizer Prod-
ucts, Inc., 8180 W. 10th Street, 
Indianapolis, IN 46214-2400. Phone: 
800-553-1082. 
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CEI unveils the new Gladiator 
double action stump cutter 
tooth. The Gladiator's pat-
ented double head design 
results in longer tooth life and 
huge savings. Once worn, the 
Gladiator tooth is easily 
turned around and ready for 
more use. The Gladiator's 
power bend extends far past 
the pocket, significantly re-
ducing pocket wear and 
resulting in an unbelievable 
smooth cut. Securely locked 

in the pocket, the Gladiator will considerably increase your production with any 
size machine. For more information, contact CEI at 1-800-333-5234. 
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New from WaterRing is a system that conserves 
energy, conserves water, greatly reduces water re-
quirements, conserves time and reduces 
frequency of caretaking. More trees and shrubs 
survive with proper watering. The unit is available 
in three sizes and capacities: 9 inch/1.5 gallon for 
shrubs, vines and large garden plants; 14 inch/3.5 
gallon for trees and plants balled or in contain-
ers; and 36 inches/9.25 gallon for large trees in 
commercial containers, transplants and estab-
lished growth. The water will trickle over the root 
area slowly and evenly. For more information, con-
tact WaterRing Systems, Inc., 2729 West Olive, 
Rogers, AR 72756. Phone: 501-631-9464. 
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I Novarlis Turf & Ornamental Products 
announces the availability of Subdue 
MAXX, a new formulation that pro-
vides disease control at half the 
recommended rate of the original 
Subdue fungicide. Even at its low use 
rates, it delivers excellent control of 
such oomycele diseases as Pythium 
blight, Pythium damping off, yellow 
tuft in Kentucky bluegrass and downy 
mildew in St. Augustine grass. For 
more information, contact: Jerry 
Osborne, Novartis Turf & Ornamental 
Products, 910-547-1160. 
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The EAGLE 42 from AmeriQuip is a trailer mounted, articulated 
aerial lift with a 21 foot, 6 inch side reach and 42 foot working 
height. It features positive bucket leveling, 360 degree continu 
ous rotation and offers outstanding portability for easy 

maintenance access. A 
proportional control 
valve with neutral posi- 
tion interlock allows 
simultaneous two- 
function operation and 
feathering capability. 
Heavy-duty, quick-ad- 
just outriggers are an 
integral part of the lift. 

II An 8 hp gas engine is 
standard equipment, 
and a 24V electric 
power or dual power 

...•.:* (gas & electric) options 
are available. For more 
information, contact: 
AmeriQuip, 1480 Arrow 

' 	 . 	 Hwy., La Verne CA 
— 91750. Phone: 800-824-

9778 or 909-392-2033; 
Fax: 909-392-4651. 
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The newest SwapLoader hoist models, the SL-375 
and the SL-505, feature the same frame design and 
size. This makes upgrading from the 37,000 lb. ca-
pacity of the SL-505 a matter of exchanging a few 
hydraulic components. Both the SL-375 and the SL-
505 are available with the Inside/Outside Rail 
Option, and, like all SwapLoader products, are cov-
ered by their exclusive 24 month quality guarantee. 
For more information, contact: SwapLoader U.S.A., 
Ltd., 1800 NE Broadway, Box 0, Des Moines, Iowa 
50316-0386. Phone/Fax: 515-266-3042. 
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Money Is No Excuse for Topping 

"The tree trade has got to change" was 
the first thing Steve said to me as we 
shook hands. Here we were, two tree 
company owners finding ourselves bid-
ding back to back on the same property 
at the same time and ending up in some 
small talk about tall things. 

I asked him what he meant, and he 
responded, "The bidding has gone way 
too low." 

I could agree: supply was up, demand 
was down, and we were coming out of 
winter with lots of competition with low 
overheads. All were ingredients for Un- 

answered proposals. 
I mentioned that if I stayed in my 

home area of Jefferson County I'd be 
hard-pressed to stay in business. He 
noted there were a Ict of tree guys near 
me, but I told him the real problem was 
that I refuse to top trees. 

"What are you going to do if a cus-
tomer of yours wan- -.s his tree topped, 
and if you don't do it he's going to get 
someone else?" he asked. 

I answered that the customer would 
have to get someone else. In the first 
place, he wouldn't have been a customer  

of mine. 

Steve disagreed. "II' our customer 
wants a tree topped, that's what we do. 
We do what he wants." 

I countered that I attempt to explain 
the detriments of topping and the ben-
efits of careful and proper reduction to 
a prospective client. If they are still not 
interested in doing it right, then at least 
I've done a little educating. and Urn on 
my way. 

Steve and his brother had been in this 
family business all their lives. Their cli-
entele extended into Jefferson County 

continued on page 54 

Over 15,000 
Sawmills 	 $7205! 
World-Wide! 	- 	- - 	LT25 mi//s 
All products  11 kiln - 	 Lv/o trailer 
and edger catalog 
S200 Vtdeo ,and 

S10 011 	
A 

LT40HD 	 is rmil specs 

Save money cutting your own lumber; 
make money cutting for others. 

• Produce framing and grade lumber 
for buildings and projects. 

• Completely portable, easy to set up. 

• Large cutting capacity * 

(up to 36" D. x 33'L.) 

• Optional hydraulic log handling 
(LT40 and LT30 models). 

1-800-553-0219 
EIGHT BRANCHES IN U.S.A. AND CANADA 

Wood-Mizer Products, Inc. 
8180 West 10th Street, Dept. JP9 

Indianapolis, IN 46214-2400 
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Bucket Trucks 

Disk Chippers 	 I 
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- 	
. 	(1) Cat 227 Feller Bunche' 

SN#10W00282, Owned Since 
(1) 1988 12' Morbark, 4 Cyl 	(1) 1994 Wood Cnuck 12' 	New, Used Daily, High Hours, 
Cummings Diesel, 4781 Hrs. - 	Chipper, 4CyI. JD Diesel, 4368 	Well Maintained, CAT Shear 
$8,000. 	 His. - $11,000 	 Head, New Bottom - Ask 
(1) 1989 Morbark, 4 Cyl. 	 $60,000. 
Hercules Diesel, 5352 Hrs. - 
$8,000. 

	 00
IJ 

John Brown & Sons, Inc. 
Mowing Division 

	

14 B&B Lane, Sawyer Industrial Park 	96E(603) 529 7974 Fax (603) 529 7976  
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These questions came straight 
from the customers of lawn care 
operators, pest control operators 
and other professional pesticide 
applicators across the country—
and probably reflect the concerns 
of your customers. The more 
your customers know about the 
products you use, how you use 
them and how much is used, 
the more confident they will be 
in you and your service. 

Communicate With 
Your Customers 

Your customers expect 
you and your employees to be 
credible and knowledgeable 
sources of information about 
your products. Take time to talk 
with them about your safe and 
responsible use of pesticides. 

Studies show that most 
people don't know that pesticide 
products are among the most 
highly tested products sold. The 
U.S. Environmental Protection 
Agency (EPA) registers only thosc 
uscs of pesticide products that pose mmmcii 

Emphasize that pesticide products must undergo 
stringent government-monitored testing before they can 
be sold. It is a long and costly process. For example: 

- It takes a chemical manufacturer eight to 10 years 
to test and register a product, at an average cost of 
$30 million to $50 million. 

- As many as 120 tests or more are performed, many 
specific to health, safety and the environment. 

- Only one potential pesticide in 20,000 makes it from 
the research lab to the market. 

• Explain Integrated Pest Management (IPM) to your 
customers. Most do not fully understand the concept. 
Point out that a successful IPM program stresses 
prevention, pest identification and selection of the best 
method of pest control, which may require the use 
of pesticides. Tell how you incorporate IPM into your 
pest management practices. 

• Identify,  the specific pesticides you use and the pests 
they control. 

• Indicate that professionals use an array of 
products, many the same as those used h\ 
homeowners. 

Assure customers of the benefits pesticides 
provide for turf, trees and ornamentals, and 
in the home. For example: 

- Termites cause over S  billion in structural 
damage each year. 

- One large, pest- and disease-
free tree has the same cooling 
effect as 15 room-size air 
conditioners. 

- A well-maintained lawn and 
landscape adds as much as 
15 percent to a home's value. 

• Discuss your safe and respon-
sible use of pesticides as a 
professional applicator. Note 
the many steps you take to 
ensure that the pesticides you 
use are used properly 

• Advise your customers 
that you closely follow label 
instructions. The label contains 
instructions for only those 
uses approved by EPA. 

• Outline the extensive training 
that is mandatory for profes-
sional applicators in order 
ma apply specialty pesticides. 
Applicators are required by law 
to undergo training, certifi-
cation and licensing, as well as 
ma keep records of each job 
performed. 

• Explain what happens to pesticide containers once a 
Job has been completed. Note that containers are 
disposed of properly 

What Else Can You Do? 
Provide your customers with materials such as 

newsletters, brochures, fact sheets and bill stuffers that 
communicate these messages. Be sure that someone at 
your company, who has a basic knowledge of the 
products and application methods your company uses, 
is available to answer questions. 

RISE Is A Resource 
RISE is the voice for the specialty pesticide industry. 

Its members include manufacturers, formulators, distrib-
utors and other industry leaders. 

RISE works in cooperation with your national, state and 
local user/applicator associations and is an additional 
source of information regarding issues facing pesticide 
users. We can help you in your role as a knowledgeable 
and credible information source to customers and to the 

public. A brochure on communicating about 
pesticides with your customers is available. 

antact RISE to receive your copy 

We urge you to take an active part in your 
tate and national association(s). We work 

together to support your business. 

For more information, contact RISE. 1156 15th St., NW, Suite 400, Washington, DC 20005, or call 202/872-3860. 
Our Internet address: http://www.acpa.org/rise.  
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Industry 
Input   

and the St. Louis metropolitan area. 
They were well-equipped, owned a tree 
nursery, were educated, mannerly and 
well-meaning men. Yet they were telling 
me they had no problems topping a tree if 
that's what the customer wants. All to turn 
a buck. 

They were looking incredulously at me, 
and I was bewildered by them. They were 
right, the tree trade had to change. 

"I guess people will have their trees 
hacked up for cheap, and then again some 
will have theirs hacked for lots of money," 
I said. With that I ended our conversation. 

Where am I going with this? I'm going 
home, amazed at them and some of my 
other tree peers—some even members of 
arborist associations—who can't see the 
value in a tree unless half of it is laying 
on the ground. My customers are more 
important to me than their trees. But when 

I draw a line between what a potential 
customer wants and refusing to do it, it's 
for a reason equal to or greater than the 
health or longevity of that tree. It has to 
do with what integrity there could and 
should be associated with our trade. 

It says in the Book cf Proverbs "A good 
name is to be more desired than riches." 

Fellow arborists who are true to that 
name, be faithful in the realm you've been 
given and your work will vindicate you 
through the large living testimonies 
you've left intact. 

W. Phillips Berwick 
The Living Tree Care Company 
Hillsboro, Mo. 

Keep Those Shigo 
Articles Coming! 

A brief note to thank Dr. Shigo for his 

series of articles in :rCI, starting with 

"Troubles in the Rhizosphere." For the 

past few years I have been able to glean  

only a few paragraphs, from magazine 

or newspaper, which related to the sub-

ject matter of your articles. I cal 

appreciate the frustration that I sensec 

in your last article, "Arboriculture in the 

21St Century," since the direction of my 

work here at The Heather Gardens As-

sociation was initially labeled Voodoo 

Magic. 

I have been referring many in the 

Colorado Green Industry to your ar-

ticles, and I hope that your research and 

articles are ongoing. 

Tony Wv/es 
LA/Horticulturist 
The Heat/tee Ga,de,ts 45S0c1(lTi0I1 

Correction 
The artist's rendering of the handled 

ascender that appeared on page 42 of the 

March TO was positioned upside down. 

We regret any confusion this error may 

have caused. TCI 
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GrPP
ar Mount Buckets - e Trucl:s - Lump Body, 

41' to 75' Reach, Large Selection Diesel, Ford-GMC-IHC 

Zl  

!-- 
Chipper Dumps - Gas, Diesel, TBucket 

I- 
Trucks - All Types, Priced 

L-Shape, Split Right, Thoroughly Reconditioned 

ANDY'S TRUCK CENTER INC. 
1141 S. MILITARY TRAIL, WEST PALM 

407-965-6666 • FAX: 407-965-6844 
BEACH, FLORIDA 33415 
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From FANNO-Intemational 

Get the 
Eanno Edge!   
Cut Faster Than Ever with 
the Fanno Fl-1700! 

"-NEWy- 
• Extra Heass 	 $4 

Blade Construction 
• Longer Blade for 

Faster Cutting 
• Fully Enclosed Oversized 

Handle for Balance and Comt'it 
16 

' P4ODEL# Fl-17s-B 

17" Pole Saw Blade 
Saws Large Limbs Faster! 
• Extra Heavy Blade Construction 

Longer Blade for Larger Limb Capacit\ 
Serves as Replacement Blade for Fl- 1700 Sass 

P0 Box 628 • Chico, California 95927 
(916) 895-1762 • FAX (916) 895-0302 

Please circle 27 on Reader Service Card 

54 	 TREE CARE INDUSTRY - APRIL 1997 



Mroe 
MMMW  lfl; 

09 	
Ar IML 	 4 . . . . . . 

The_Wedgk 

..... 	 . . . . . 

- 

\4 1  

.II1q\4 1$j 
/w 

F
N 	 — 	

• 1 

yr 	 . 

*  
I  toll

c,I, 4 

for -Ali 

YO  

1-800-698-4641  P.O. Box 34645 • Omaha, NE 68134 • (402) 339-4459 • Fax (402) 339-5011 
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Experienced climber/foreman needed for 
established Massachusetts tree service. 
Self-motivated arborist, certificate a plus, to 
work in a drug-free environment. Send re-
sume or call Holbrook Tree Service, 252 
Union St., Yarmouthport, MA 02675. Phone: 
508-362-8085. 

RELOCATE TO FLORIDA and enjoy year-
round employment, great weather and a 
terrific working environment. We are grow-
ing fast and need: foremen, climbers, sales 
people and all-round tree care profession-
als and helpers. Excellent compensation 
and benefits with opportunity for advance-
ment. Drug-free workplace. Call 
407-968-1045. 

Experienced Tree Foreman. Established 
MA tree & landscape co. Needs self-moti-
vated 5 years experience climbing, & bucket 
truck operator, CDL. Send resume or call: 
Manning Tree and Landscape, Inc. For yr. 
round work & benefits. P0 Box 2636, Acton, 
MA 01720. Phone: 508-263-6864; FAX: 
508-266-9616. 

- A 	 4 - 	 W'W W 

AUdL .I-kJkJ.L.L 	 JUJIF  

Boston area company of professional ar-
borists has position avail, for outstanding 
indiv(s)w/min. 2 yrs exp. Candidates must be 
committed to highest industrial stds of safety, 
workmanship & cust. service. Exc. wage & 
benefit package including pension (401 K), 
medical & more. Send resume to: Lueders, 
P0 Box 279, Needham, MA 02192 or call 
(508) 359-9905. 

Salesperson wanted for largest indepen-
dent tree service in the New York 
metropolitan area, serving major corporate 
accounts and Long Island's most affluent 
estates and homes. A career with Ryan 
Tree Service, established in 1979, offers 
state-of-the-art facilities and equipment, 
top arborists, support staff and superior 
compensation packages with unlimited 
growth potential in a major market. Candi-
dates must be team players who have 
excellent attitude, communication skills and 
experience. A college degree is helpful. 
Fax resume to 516-691-2392, or mail to 
Ryan Tree Service, Inc., 235 County Line 
Road, Amityville, NY 11701. 

Experienced tree care professionals. Fast 
growing, quality-oriented company in the 
Chicago North Shore looking for top-notch 
foremen to manage crews, equipment and 
shop. Ideal candidates will have a minimum 
of 3 years experience, CDL and strong de-
sire to achieve. Excellent compensation & 
benefits package. Please send resume and 
contact the Kinnucan Company, 28877 Nagel 
Ct., Lake Bluff, IL 60044. Phone: 
708-234-5327. 

Arborist Needed to join our professional 
staff of Shreiner Tree Care Specialists, 
Inc., located in the beautiful suburbs of 
Philadelphia, PA. We provide secure, year-
round employment, and excellent pay and 
benefits based upon your level of perfor -
mance and production. Individuals must be 
proficient tree climbers with an exceptional 
pruning ability. We will train and assist with 
becoming an International Society of Arbo-
riculture certified arborist. We will happily 
assist with relocation. Please contact our 
office or fax your resume. 610-688-4122: 
FAX: 610-995-9355. 

I!RIEIIR'NitEfGmNiiViWENN 

90 
-\ 

SHARP EDGE, INC. 

For Information on Knives or 
Grinders Call 1-000-533-1918 

Video Available Upon Reiiuesf 
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SALES/PROFESSIONAL ARBORIST 

22 reasons to make a career at Hartney 
Greymont are: A nationally recognized 
landsape and tree care company providing 
service in the Boston area. Job stability. 
Growth potential. Competitive salary. Excel-
lent salary. Year-round employment. Grow-
ing company. Quality reputation. Tuition re-
imbursement. Learning experiences. Team 
spirit. Employee stock ownership. Up-to-
date equipment. Safety focused. Rewarding 
client relationships. Award-winning service. 
ideal facility. Participation in decision- mak-
ing. Skill enhancement incentives. Knowl-
edgeable peers & mentors. Value-driven or-
ganization. Drug-free workplace. For more 
information, contact Mark Tobin, Hartney 
Greymont, 433 Chestnut Street, Needham, 
MA 02192. (617) 444-1227. 

Western Opportunities. Employee-
friendly company seeking competent Ar-
borists. Position available for tree 
pruners and IPM technicians with good 
people skills. Join a company where you 
can make a difference! Year-round em-
ployment, drug-free workplace, health 
care and paid vacations. Growth oppor-
tunities, ArborCare, 3268 West 900 
South, Salt Lake City, Utah, 84104, fax 
(801) 972-1161 

Pennsylvania (York, Lancaster, 
Chambersburg) Bartlett Tree Experts 
seeks experienced, quality oriented tree 
climbers for year-round work. Arborist 
certification and CDL preferred but not re-
quired. Good wages, health insurance, 
paid holidays and vacation and 401 k plan 
for the right career-minded individual. 
Send resume to Bartlett Tree Experts, 40 
Leigh Dr., York, PA 17402 or call (717) 
764-4020 for an application. 

VEGETATION MANAGEMENT SUPER-
VISOR/FOREMAN. DeAngelo Brothers, 
Inc., one of the nation's largest and fastest 
growing Vegetation Management compa-
nies, has immediate openings for 
Supervisor/Foreman positions. Qualified 
candidates must have proven leadership, 
communication and interpersonal skills. 
Industry-related background preferred, but 
willing to train the right individuals. We of-
fer advancement potential, excellent 
salary, 401 (k) plan, company-paid health 
insurance and comprehensive benefits. For 
career opportunity and confidential consid-
eration, send or fax your resume, including 
your geographic preferences and willing-
ness to relocate, to: DeAngelo Brothers, 
Inc., Attn: Dave Jones, 100 N. Conahan 
Drive, Hazleton, PA 18201. Fax: 717-459-
5500. EOE/AAP. M - F. 

FLORAPERSONNEL INC. In our second 
decade of performing confidential key em-
ployee searches for the landscape/tree 
industry and allied trades worldwide. Re-
tained basis only. Candidate contact 
welcome, confidential, and always free. 
1740 Lake Markham Rd., Sanford FL 
32771. Phone (407) 320-8177. Fax (407) 
320-8083. 

Climber/Foreman - Well-regarded, long-es-
tablished tree care firm in the beautiful 
suburbs of Phila. is seeking experienced 
climber/foreman for fine tree care. Excellent 
wages, benefits and working conditions. 
Please write to: John B Ward & Co., 135 
Pennsylvania Ave., Wayne, PA 19087. 

SALES PERSON, CLIMBING ARBORIST, 
IPM TECHNICIAN: Collier Arbor Care, since 
1937. An industry leader in arboriculture. 
Positions available for outstanding individu-
als with minimum of two years horticultural 
experience. Horticulture degree a plus. Can-
didates must be committed to highest 
industry standards of workmanship, safe 
work practices, and customer service. Excel-
lent communication skills, sales ability. 
Excellent benefit package including medical, 
dental, profit sharing. Competitive wage. 
Send resume to: 9032 S.E. Division St., Port-
land, Oregon 97266. 503-774-9642 

TREE CARE INDUSTRY - APRIL 1997 

PUBLIC UTILITY 
OPERATIONS MANAGER 

MID-WEST DISTRICT 

Bartlett Tree Experts seeks a demon-
strated leader to manage our Mid-West 
public utility operations district. Candi-
dates should have 10 (+) years in 
operations management with solid ex-
posure to line clearance. Candidates 
must possess ability to analyze utility 
bid requests, cost out specifications, 
and formulate profitable bid proposals. 
Fleet utilization skills and knowledge of 
equipment maintenance a plus. We of-
fer a competitive salary with excellent 
benefit package. Interested candidates 
should mail or fax their resume and 
salary requirements to: 

Victor B. Fleck 
VP Human Resources 

BARTLETT 	Bartlett Tree Experts 

V Box 3067 
Stamford, CT 06905 
Phone: (203) 323-1131 
Fax: (203) 323-1129 

EEO Employer 

BARTLETT TREE EXPERTS 
Caring forAmerica's Trees Since 1907 
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I 	NEED A 
SPRAYER? 
We Got It! 

	

- .. 	Over 100 models 
to choose from. 

coo 	 Custom built to meet 
your specific needs 

HUDSON 
('ulibrator Sprayers 

UDSON 

The First Sprayers 
I)esigned for Pest Control 	

CALORATO 

& Tuiflndustrv 
Oilier HUDSON Products Available 

YOUR PARTS WAREHOUSE 
Over 2 Million Dollars of Parts Inventory on Hand! 

To Order Call Toll FREE: (USA, Canada, Mexico) 
1-800-362-3110 • FAX 1-800-843-3281 
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BRUTETM  FIREWOOD EQUIPMENT 

F/P or 

• Professional Log-splitters 
• Heavy Duty Conveyors 
* Firewood Processors, 1'/2 - 3'I cords per hour 

-,- 	.,- 	L - 1'._J1v1 
b  $3,800 

$4,395 
$15,995 

FOR INFORMATION Sc VIDEO CALL 800-261-9301 OR 802-773-9301 
BRUTE MANUFACTURING CORP. 

RR 2, Box 314, Route 103, EAST CLARENDON, VT 05759 
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RELOCATE TO PORTLAND, OREGON 
and join our growing, full service, land-
scape business dedicated to quality since 
1964. Experienced arborists, applica-
tors, construction and maintenance crew 
leaders desiring to join our team should 
contact our office below. Drug testing, 
drivers license and good driving record 
are required. Tree Care Unlimited, Inc., 
P0 Box 1566, 5600 SW Rosewood 
Street, Lake Oswego, OR 97035. 
503-635-3165 (office), 503-635-1549 
(fax). 

WITH 

YOU 	IWILL TRIM  
'MORE THAN-ITREES 

Every company is 
concerned with the cost 

of doing business. 

The PDL.EERT is not only 
affordable but offers 

numerous features that 
increase your efficiency 

therefore increasing profits. 

SELF PROPELLED OPERATOR CONTROLLED, 
HYDRAULIC LIFT 

BUCKET CONTROLS: forward, 
backward, right, left, up & down 

LIGHTWEIGHT & STABLE 

ELECTRONIC IGNITION 

EFFICIENT: can run all day on one tank of gas 

TOWS & OPERATES EASILY WITH NO TRAILER 

START TRIMMING 
COSTS TODAY. 

CALL 

• 400476=5322I 
Please circle 54 on Reader Service Card 

Almstead, Inc. - Our continuous expan-
sion leads us in the pursuit of 
career-oriented professionals in the tree 
care industry. Supported by a 32-year 
reputation for total quality, we truly stimu-
late growth potential in a team atmosphere. 
The following positions in utility and resi-
dential arboriculture are available in the 
Northeast. All positions offer an excellent 
compensation package. Sales Represen-
tative • Tree Care Foreman • PHC 
Technician • Utility Supervisor. Forward 
resume to Human Resources, 58 
Beechwood Ave, New Rochelle, NY 
10801, or fax to 914-576-5448. 

Established multiple profit center firm 
in Chicago Area seeks experienced Tree 
Care Unit Manager. Candidate should 
possess Bachelor's Degree in Business 
or Forestry-related major. Illinois Pesti-
cide Applicator's License, well developed 
sales skills, and substantial operations 
experience. Responsibilities include 
profit and loss performance, personnel at-
traction/retention, purchasing, scheduling 
of personnel and equipment for daily op-
erations involving take downs, routine 
pruning, fertilization and chemical appli-
cation. We offer salary commensurate 
with experience and performance, an 
excellent benefits package, outstanding 
production and supports staffs, as well as 
a 50+ year reputation for high-quality ser-
vice in Chicago's most prestigious 
communities. Please mail or fax resume 
to: Matt Synnestvedt, Synnestvedt Com-
pany, 24550 W. Highway 120, Round 
Lake, IL 60073, Fax (847) 546-9044 

Apprentice Position- to work with Mas-
ter Arborist in the practice of Modern 
Arboriculture, 50/50 Tree/Landscaping. 
March- December, reasonable pay and 
benefits. ISO-dependable person, flex-
ible, and productive, some combination 
of education, experience, and industry 
climbing skills required. Clean drivers 
record (no DWI), NS, phone skills. Ap-
plicants submit resume, cover letter with 
references to: STL, Box 2498, Silver 
Spring, MD 20915 

Come to Oregon and join a quality com-
pany and a winning team. Morton Tree 
Inc., based in Portland, is currently in need 
of climbers, crew leaders, sales & man-
agement personnel. We have excellent 
wages and benefits with opportunities for 
advancement. We are a drug-free work-
place. Interested? If so, give us a call at 
503-636-7902. 

Tired of the snow and cold? The heat 
and humidity? Consider moving to the 
Seattle, WA are to join up with a rapidly 
growing tree care company, in a boom-
ing economic area with one of the most 
livable and forgiving climates in North 
America. Seattle Tree Preservation, Inc. 
is looking for hardworking Arborists (ISA-
certified a plus, but not required), to join 
a highly skilled team. Top wages, health, 
dental, and retirement plans. Paid va-
cation, holiday, sick days , and continuing 
education days. Place this company at 
the head of the list. Serious inquiries 
only. Call (206) 367-4048, 3-5pm PST, 
or fax resume to (206) 367-0502. 
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is Utility Truck Sales, Inc. 
Portland Street, Ridgeville, IN 47380 

' - t ok JE 
iAR(i-, Fi.F.L1 10'. - 	t.. :LAerial LifiI)unip & 

miles. S36.500. 	ChipJGMC & Ford. 1986-91. gas & diesel. S32.500 & up. 

S 

ALSO- 
• Pick Up Trucks 
• Chippers 
• Split Dumps 
• 45' Skvworker[Flat 
• Asplundh LR-50 Lifts 

Lr 	:riL 0 
6 
4 l 	1-ord. F700/VO-5OTeco 

Vanguard Sspsp, $23.500. 
New paint. 

Second Nature Tree Care, a rapid growth 
company, is seeing an Arborist for one of 
the country's hottest tree care markets. If 
you are self-motivated and have good 
people skills we would like to hear from you. 
Excellent base salary and benefits. Call us 
today! Second Nature Tree Care, Stamford, 
CT 203-327-9456. 

Relocate to sunny Denver, Colorado! 
Year-round work. Access to great recreation. 
We are a growing tree and shrub care com-
pany in search of experienced arborists. 
Duties will include pruning, removal, tree 
health care and problem diagnosis. Excel-
lent salary, health care, and incentive 
package offered. Contact TREES FOR LIFE 
at 6429 Quail St. #226, Arvada, CO 80004. 
Phone (303) 403-4245 or FAX (303) 
432-3474. 

CAREERS IN ARBORICULTURE WITH 
CEDAR LAWN TREE SERVICE. INC. Join 
one of New England's Leaders in the 
Green Industry for over 40 years: General 
Arboriculture-Plant Health Care-Land-
scape Construction-Turf Care; We offer 
in-house training from degreed and certi-
fied arborists; Year round employment in 
modern facility for those who seek a pro-
fessional challenge. We have an 
outstanding reputation for quality work and 
client satisfaction; Climbing experience is 
a plus but more important is dedication and 
teamwork. Confidential inquiries can be 
directed to Matt Shields or Bill Maley, Ce-
dar Lawn Tree Service, 32 Nickerson 
Road, Ashland, MA 01721. Phone: 508-
881-2622: FAX: 508-881-8011. 

Lew 
628 N. 

L. 

1985 GMCI50 I 
366. 5sp2sp. lou 

L 
1982 GMC. 7000/50ft. Te 5dtut 
8.2 Detroit. 5sp2sp. 62.904 miles. 
S29.000. New paintiwh/wh. 

Boston Area: Davey Tree is seeking Ar-
borists with Tree Care experience to climb 
to the top with us. Dedicated career minded 
candidates are needed for all facets of our 
organization. Excellent wage and benefit 
package plus a big increase in personal sat-
isfaction as an employee owner of one of 
the most established and respected leaders 
in the Green Industry await you. Bring your 
experience to Davey Tree Experts, 674 
Pleasant Street, Norwood, MA 02062 or Fax 
your resume to 617-769-9795, Attn: David 
Gingrich. 

New Orleans-based company - is seek-
ing a quality minded Sales Representative 
with experience in the Arboricultural or Hor-
ticultural field to service our residential 
clientele. We are looking for a self-directed, 
dedicated individual who enjoys working in 
a professional team environment. Our firm 
is locally owned and has been in operation 
for more than 40 years providing the high-
est quality services and products to the 
community. Our company is growing, ex-
panded and diversifying into new areas of 
the green industry. Come grow with us, real 
advancement opportunity awaits the indi-
vidual who is serious minded about their 
ability to contribute to this company and the 
green industry. We are offering a solid sal-
ary and benefit's package for this position. 
Your first benefit is obvious, come and live 
in one of the greatest cities in the World - 
New Orleans, Louisiana! Please submit your 
resume for consideration. You may fax it to 
us at 504-733-8499 or mail to: Human Re-
source Director, 5817 Citrus Blvd., Suite B, 
New Orleans, LA 70123. 

Experienced, self-motivated tree climb-
ers wanted by suburban Boston, MA tree 
& landscape company. Arborist certifica-
tion, CDL and pesticide license preferred 
but not required. Company-sponsored 
training and education programs, health 
insurance and paid holiday/vacation days 
available to career-minded, quality-ori-
ented workers. Relocation assistance 
available. Fax your resume to 617-630- 
5273 or call Mon-Fri 7a.m.-4 p.m. 
617-965-8820 for an application. 

GRAPPLES FOR 
SKIDSTEERS 

"Now I have labor doing other 
things because cleanup is a one 
man project. I save time, injuries 
and money. And better yet, 
morale is upl" 

Bob Coleran 
Earn ily Tree Company 
Hanson, Massachussets 

a 
For More Information call: 

800-587-6656 

ImpleMax 
ImpleMax Equipment Co., Inc. 
Bozeman, Montana 

DRIVEN TO BE THE BEST! 6 
Airport Pickup 'Delivery Available ' Financing Available 
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Are you a person willing to put forth ex-
tra effort to help yourself and your 
company succeed? We are seeking moti-
vated individuals to fulfill positions in 
general tree care, climbing, PHC and sales 
for our offices throughout the metro areas 
of Chicago, Connecticut, New York, New 
Jersey and Washington, D.C. Our com-
pany offers excellent benefits, training and 
advancement potential. Send resume to 
Kathy Hendricksen, The Care of Trees, 
2371 S. Foster Ave., Wheeling, IL 60090. 
Phone: 847-394-4220. 

ACRT is Hiring Instructors. Posit 
to teach Urban Forestry to young adults whc 
are enrolled in Job Corps. These are full time 
positions in several locations. Successful 
candidates will have excellent work experi-
ence as tree trimmer or tree trimmer 
supervisor; training in biology and tree iden-
tification; and experience working with 
disadvantaged populations. Military experi-
ence is a plus. Candidate must be a 
self-starter and have personal and work ref-
erences. ACRT employees enjoy 
competitive salaries and full benefits pack-
age including medical and dental insurance 
and 401 K retirement plan. ACRT is an EEO 
employer. Please contact Lynn Kindsvatter, 
VP of Corporate Services, ACRT, Inc. 800-
847-3541, Ext. 211. Resumes may be sent 
to P0 Box 401, Cuyahoga Falls, OH 44221-
0401; faxed to 330-945-7200; or e-mailed 
to LynnK@acrtinc.com  

Arborists/Climber/PHC Technician. 
Tree Care & Landscaping Company lo-
cated in Eastern Long Island is looking 
for quality-oriented personnel. Must be 
enthusiastic & self-motivated. Will train 
to become an ISA-certified arborist. 
Competitive salary and benefits package 
available. Send resume to P.O. Box 
5024, Southampton, NY 11969 or fax 
(516) 287-6245, phone (516) 287-6100. 

1! 

SavATree, a leader in the arboricultural 
industry, is experiencing a period of won-
derful growth. Exceptional professionals 
will be the key to our continued success 
well into the 21st century! We have branch 
offices in NY(westctiesterCounty&LI), NJ (Northern& 

Central), CT (Fairfield County) and MA (Cape Cod) with 
continued expansion planned throughout 
the US. 

We currently have openings for: 
Plant Health Care Specialists 

Sales Positions 
Operations Managers 

Branch Managers 
We offer excellent salary compensation and 
benefits package. EOE. 

Please send/fax resume to: 
SavAlree 

Attn: Human Resources 
205 Adams Street 

Bedford 	

SA%E 	
Hills, NY 10507 

FAX (914)666-5843 
Or call 800-666-4873 

corrpat. Tr and shrub Cara. NstarIIy 	 to explore opportunities. 

SavATree is a division of Natures Trees, Inc. 
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•• is II 	C 	sense that electric wires can he hazardous to anyone doing tree 
work. OSHA Standard 1910.331 states that only qualified 

empk)vees can come within ten feet of an overhead energized electrical conductor. Plus, OSHA Standard 1910.269 clearly 
defines who is legally permitted to work within the ten foot boundary. Finally, ANSI Z133.l dictates very specific 
traininc and operational requirements that all tree care personnel need to follow for safety's sake. 

NAA Training Makes  S 	The National Arborist A-ssociation has 
exactly the training you need, whether 

you are a residential/commercial arborist or municipal arborist. Its our Electrical Hazards Awareness Program. EHAP 
offers a simple, economical and practical way to provide training needed by your employees. This program creates 
awareness of electrical hazards, which is absolutely essential for all tree workers. Plus, EHAP can he used by line clearance 
tree workers to supplement mandatory training requirements specified in 19 10.269. 
Like all NAA training materials, EHAP is easy to use and easy to apply. The program is self-paced, to put your employees 
in control of meeting their goals, and presented by you, to keep you in control of your business. For more information 
about EHAP, or any NAA program, or to order, call our toll-free hotline, or send/fax the coupon below. 

	

National Arborist Association 	800-7332622 PO. Box 1094, Amherst, NH 03031-1094 
Fax: (603) 672-2613 

EJ YES I'm ready to provide my personnel with training in Electrical Hazards Awareness. 

0 I'M interested in the EHAP program. Please send additional information. 

Send Me EP Programs for 	enrollees, at $_______ each* .  Enclosed is $ 

Bill my 	Mastercard 	Visa Number: 	 Exp. Date: 

Contact/Credit Card Holder Name:  

Company Name: 

Address: ____________________________________________________ Phone:  

City: 	State: 	Zip: 

Please send me membership information. 	Please mail with payment or fax with credit card information to: 
I 	 The National Arbonst Association 
I PO. Box 1094, Amherst, NH 03031-1094 • Phone: 1-800-733-2622; FAX: 1-603-672-2613 I 

I  —— — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — — J 

*RETAIL :  $135.00 per enrollee; MEMBER DISCOUNT PRICE: $85.00 per enrollee. If ordering, please include a list of enrollees. 
Please circle 43 on Reader Service Card 
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TOP PAY FOR NOVICE OR EXPERI-
ENCED TREE WORKER. Southern 
Westchester County in New York. It's a walk-
on opportunity. Please call James Condon 
at 914-478-0220. 

FOR SALE 

Aerial bucket trucks. Hi-Ranger, Asplundh, 
Skyworker - most major brands - 40' to 95. 
Also, brush chippers, stump grinders, tree 
spades, log loaders and Rayco stump cut-
ters. Parts for aerial buckets. Allied Utility 
Equipment, Inc., W. 204 North 11509 
Goldendale Road, Germantown, WI 53022. 
Phone: 414-255-6161. 

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, 117 Weston 
Road, Westport, CT 06880. Phone: 
203-226-4335. 

Brush chippers. Always several good, 
clean used units in stock - Brush Bandit, 
Morbark, Wood/Chuck - disc or drum style. 
New Brush Bandits in stock - all models. Call 
for current availability and prices. 
Hawkensen Equipment Co., Inc., Plymouth, 
NH. Phone: 800-299-8970. 

NIYCORRHIZAL FUNGI ON PINE SEEDLING 

Plant Health Care 
Call or write for our PHC "Green for Life" 
catalog of biologically based products for 

professional Horticultural i sts. 

Mycorrhizal Fungi 

Beneficial Bacteria 

Botanical Extracts 

Water Management 

Plant Health Care, Inc. 
440 William Pitt Way 

Pittsburgh. PA 15238 

PLANT 
HEALTH 

CARE. INC. 1(800) 421-9051 
Please circle 53 on Reader Service Card  

'79 Ford w/20' boom log loader & dump 
bed, new paint, $9,995;'82 lH V-8 gas w/53 
W.H. HiRanger, single-man bucket, flat bed, 
new paint, $26,000. S.J. Ross Co. 317-634-
4499, Indianapolis. 

CHLOROSIS TREE MEDICINE GUAR-
ANTEED. Oaks and most deciduous trees. 
10 minute application. Full color change 
in 19 days. $29/qt. postpaid. Treats 16 
trees. Pin Oak Specialist, Omaha, NE 
68112. 402-455-9384. 

Firewood processors, wood splitters, 
conveyors. Live decks, custom metal fab-
rication. The source for over 12 years. 
Dealers outside of New England wanted. 
Valley Processors, Inc. (413) 253-4867 
days, (413) 253-2091 evenings. Ask for Jeff. 

USED EQUIPMENT FOR SALE: (1)1996 
Model 1254 Tree Bandit (14" diameter ca-
pacity) w/Cummins 200-HP engine and 
many options. (1) 1995 Model 3680 Beast 
Recycler w/Cummins 235-HP. (1) 1995 
Model 250 Brush Bandit (12" diameter ca-
pacity) w/Cummins 116-HP diesel engine. 
(1) 1995 Model 250 Brush Bandit w/ 
Cummins 100-HP diesel w/winch, lift cyl-
inder & auto-feed. (1) 1993 Model 250 
Brush Bandit w/Cummins 116-HP diesel 
engine. (1) 1992 Model 1254 (14" diam-
eter capacity) Brush Bandit w/Cummins 
200-HP diesel engine. (1) 1991 Model 
1250 Tree Bandit w/Cummins 200-HP die-
sel engine. (1) 1989 Model 1200 Brush 
Bandit w/Cummins 200-HP diesel engine. 
(1) 1988 Model 100 Brush Bandit with 4.23 
gas engine. (1) 1990 Model 100 Brush 
Bandit with 80-HP diesel engine. (1) Mor-
bark 20/20 EZ Chipper w/Ford 6-cylinder 
gas engine. (1) 1988 Morbark Model 290 
Eeger Beever w/Cummins 4133.9 76-HP 
diesel engine. (1) 1987 Morbark Model 16 
(Super Beever). (1) 1986 Morbark Eeger 
Beever w/Cummins 4B3.9, 76-HP diesel 
engine. (1) 1984 Morbark Eeger Beever 
w/Cummins 4B3.9, 76-HP diesel engine. 
(1) 1989 Asplundh 16" Drum w/Ford V-8 
gas engine. (1) 1969 Asplundh 12" Drum 
w/Ford 4-cylinder gas engine. (1) 1974 
Asplundh 12" Drum w/6-cylinder Ford gas 
engine. (1) 1979 Wayne Chipper w/Ford 
6-cylinder gas engine. (1) Olathe Model 
986 w/Ford 4.23 gas engine. (1) Rayco 
Model 1665 Stump Grinder. (1) Rayco 
Super Jr. Stump Grinder. (1) 1987 
Vermeer 665A Stump Grinder. (1) 1986 
Vermeer 1600 Drum w/6 cylinder Ford gas 
engine. (22) Mitts & Merrill Drum Chippers 
w/6 cylinder engine. (4) Whisper w/6 cyl-
inder Ford. For further information, please 
contact: Bandit Industries, Inc., 6750 
Millbrook Rd, Remus, MI 49340. Phone: 
1-800-952-0178, FAX 517-561-2273. 
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1985 665 Vermeer Stump Cutter, Wis-
consin engine, new paint, $5,500. 1980 
Ford F-700 Prentice Loader, diesel, single 
axle, 16 foot steel bed, $15,900. 1990 
Teco, 55 foot single man bucket over 
center with chip box, 1990 Ford F-700 
Diesel, $42,000. 1988 Brush Bandit 250 
Chipper, Cummins turbo diesel, 4 blades, 
new paint. $8,900. Floral City Tree Ser-
vice, Monroe, Ml 313-241-7510. 

Fleet Sale. Lawn Trucks. GMC cab over 
14,000 GVW. (10) to choose 1989-1994. 
Built by Warner Engineering, total stain-
less steel body, well-maintained, fully 
equipped production ready split tank 
large dry storage area. Cost replace-
ment new ($44,000) prices start at 
$18,000. Phone: 407-781-0235, 407-
832-3650. 

65 Hi-Ranger unit 1971 inspected yearly. 
Dielect. Load tested. New bucket on 1993 
F 800 diesel. Air brakes. 14,000 miles. 
S43,500. 1990 Morbark chipper 250 
Cummins 4B diesel under 1,000 working hrs. 
4 knife system. $9,500. 810-349-4636. 

Bucket trucks, chip trucks, trailer chippers, 
cranes, skidders, track machines and cus-
tom-built units to meet your individual needs. 
For sale or rent. M.I.R.K., Inc. Phone: 330-
669-2000. 

TWENTY+ USED CHIPPERS AND 
STUMP GRINDERS IN STOCK! Most 
makes & models. We can ship anywhere 
in the U.S. - Ask about our satisfaction 
guarantee! Alexander Equipment Com-
pany, 1054 N. DuPage Ave., Lombard, IL 
60148. Phone (630) 268-0100. 

Aerial Equipment, Inc. Your used chip-
per and stump cutter supplier, serving 
the Midwest! BRAND NEW-We now are 
the Midwest's largest supplier of Arborists 
supplies and equipment-Call for a free 
price list and talk to our professional staff. 
Used equipment available-(1) 1989 Rayco 
Hydro-Stumper (Rubber-tired); (1) 1994 
Rayco RG20HD; (1) 1994 Rayco RG2HD; 
(1)1989 Mini-Chief Stump Grinder; (3) As-
plundh Whisper Chippers; (2) Brush Bandit 
Model 90 1-1989&1-1990 both with gas 
engines. (1) 1990 Morbark Model 290 Die-
sel; (1) 1991 Morbark Model 290 Diesel; (1) 
1989 Morbark Eeger Beaver Gas Engine; 
(1) Vermeer Model 620; (1) 1992 Model 250 
Diesel; (1) 1986 Ford F-600 Gas Engine-4 
Wheel Drive with a front mounted winch and 
a HOBBS chip box. Several new and demo 
Brush Bandit Chippers and Rayco Stump 
Cutters available also. CALL-Ron or Joel, 
Aerial Equipment Inc., Phone: 847-398-
0620; Fax: 847-394-1042. 

Can your stump cutter operate for $3 an 
hour and go anywhere? Ours can. The Al-
pine Magnum weighs just 88 lbs., can 
operate near fences, walkways, buildings, 
and sidehills. It can clear brush, dig shallow 
trenches and maneuver over soft ground 
without making tire tracks. Call or write: Al-
pine Machine, 7910 Thornbury St. S.W., 
Olympia, WA 98512-2368. (360) 357-5116. 

2 Asplundh LR 111 55 Bucket Truck Ford 
F-700 Gas Kubota Aux. Eng. 24K miles. 
Chip box. Tool boxes. Shed kept. Asking 
$55,000. 610-589-5164 After 7pm. 

Join us. and you'll experience profes-
sional growth with extensive training 
and education programs. Financial 
growth with competitive wages 
and benefits. Plus a big increase \ 
in personal satisfaction as an 
employee-owner of one of the most 
established and respected leaders in 
the green industry. 

Davey is seeking people with tree 
care experience to climb to the top 
with us. The people we're looking 
for should have line clearing or 
tree surgery experience, a commer-
cial driver's license, basic first aid. 
and excellent customer service skill 
So if you're interested in joining ou 
team, please mail or fax your resuni 

DAVEY01-  

Brush chippers, stump grinders, shred-
ders, mulchers, new, used and 
reconditions, small, med. and large capaci-
ties. Financing available. Cal-Line 
Equipment Co., Livermore, CA. Phone: 
510-443-6432. 

TREE EQUIPMENT FOR SALE. 1975 
GMC 6000 w/45 Sky Worker, 65k miles, 
$15,000. 1974 Dodge w/Knuckle boom, 
$5,000. 1986 Ford Van w/28 Versalift 
bucket w/new engine, $3,500. All equip-
ment is in mint condition. Ryan Tree 
Service, Inc., 516-691-2381. 

ii 

141, ~Irfl if,, 

At Davey Tree, 
you'll reach new heights. 
There's a lot of room at Davey Tree  

for people who want to grow. 

The Davey Tree Expert Company 
Personnel Dept. - TCI 
1500 North Mantua Street • P.O. Box 5193 
Kent. OH 44240-5193 
1-800-447-1667 ext. 252. http://www.davey.com  

Drug Screening Required 

Equal Opportunity Employer 
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1980 85' HD ARLO Crane with ladders. 
Mounted on 1980 International Truck. 
Excellent condition. Ready to make 
money. Pictures available. Whitman 
Crane Service 908-223-0205 

Would you invest $600 to gain better con-
trol of your customer and business 
transactions and increase your sales and 
profit growth? Stay ahead of your compe-
tition by calling 1-800-49-ARBOR for more 
information on ArborWare®, the industry's 
most comprehensive, stable and efficient 
PC-based software package from Creative 
Automation Solutions. We also provide in-
tegrated systems including LANs, LapTop 
and NEWTON hand-held data links, and 
custom software development. 

GREENPRO SPRAYING SYSTEMS for 
greater profits-customized for your exact 
needs-or our standard model-all sizes. Bud-
get priced. Early order discounts. Call 1-800-
645-6464. 

ORGANIC-BASED LAWN CARE increases 
and extends your profitable spraying opera-
tion. Turn-key assistance; education, sales, 
marketing, specialized equipment, forms, 
advertising pieces, and continuous support. 
GREENPRO ASSOCIATE PROGRAM. 1-
800-645-6464. 

Chipper Truck - 1993 Ford F700 with 
Arbortech dump body and 1 ton crane. Has 
Cummins diesel and 29,000 miles. Very 
clean, $25,000.00. Asplundh drum chipper 
in nice shape, $4,000.00 Owner retiring. Let 
both go together for $28,000.00. Call eve-
nings 540-891-5640 or leave message at 
540-371-1172. 

BUCKET TRUCK-1980 International Die-
sel (DT466) with Asplundh LR 45 Lift and 
Chipbox, and many tool boxes. Transmis-
sion and rear end just re-built. Under CDL 
weight limit. Bought new bucket truck and 
must sell. $11,900 O.B.O. 330-726-9994 
(Warren, OH). 

Vermeer Tree Spade TS44. Pony motor, 
trailer mounted/excellent condition. $11,500 
O.B.O. Hodges Backyard Stumper, good 
condition. $1900 O.B.O. Doscil Backyard 
Stumper good condition $2400 O.B.O. 1982 
F600 Newer Southco Chipper box, L-shaped 
tool box $14,500 or B.O. Brush Bandit 200T 
Four Knife, 6-cylinder gas, good condition. 
Approximately 1500 hours, $7500 O.B.O. 
Call 847-480-1520. 

USED TREE EQUIPMENT, Brush Bandit 
880 Chipper, Trailer, Cutting Wheel 55", 200 
HP Cummins Engine, 5000# Screw-Type 
Tongue Jack, Towing Hitch, 12 Gal. Hydrau-
lic Tank, Front/Rear Chipper Bearings, 220 
Hours, Sale Price $30,000. Vermeer 1230 
Brush Chipper, #BC35641, 290 Hours, 
4.236 Turbo Diesel Engine, 3 Sets of Knives, 
Hydraulic Feed, Disc-Style, Torsional Rub-
ber-Type Axles. CASH PRICE: $20,000. 
Vermeer 620 Brush Chipper, #BC32468, 
Variable Hydrostatic Drive, 180 deg Swing 
Discharge Chute, 18.5x8.5 LRC Tires, 
Screw Type Jackstand w/Caster Wheels, 
Dbl Safety Towing Chains, Lockable Tool 
Boxes & Battery Box, Std. Hr. Meter, Kohler 
M20S Gas Engine, 11 Gal. Fuel Tank, 2 
Knives, Hardened Chipper Grade Steel 
Knife, Approx. 101 hours. CASH PRICE: 
$7,000. Call Bush Transportation Systems, 
Lisa Morris 1-800-766-2874. 

Knuckleboom crane PM series 7122N, 35' 
reach, 7000 lb. capacity, garage-kept, used 
20 times. Truck not included. Asking 
$12,500. Call Kevin Thompson Tree Ex-
perts, 908-223-6800. 

1994 Tree Pup Trailer for 50" Vermeer 2-
Pod. All Hydraulic, Like New $10,000.00 Also 
1987 Ford with 50" Tree Spade. 414-529-  
2915. 

CRANE TRUCK-1 979 RO Stinger TC 85, 
three stage, 60' boom, 8-ton capacity crane. 
Mounted on 1979 F800 with steel-plated flat 
bed. Crane and truck are both operational. 
Asking $18,000. 703-471-7607. 

1974 Int. w/Asplundh 36' bucket-auto-air 
brakes; 1970 GMC w/30' Skyworker hyd. 
winch & reel hoist. $3,500 each. Log splitter 
$500. Call John at 561-498-2701. 

Before you buy any firewood equipment, 
call the people with real experience--in the 
woods and in the shop. Valley Processors, 
Inc. (413) 253-4867 days, (413) 253-2091 
evenings. Ask for Jeff. 

1994 Morbark-17 with 150 hours asking 
$185000. 1986 Ford 600 with 14' L-Box, 
new Ford engine, ladder rack, plentiful stor-
age: asking $14,000. 1995 Rayco 1625 
stump grinder with trailer: asking $7,000. 
1994 Dump trailer 10,000 GVW: asking 
$2,100. MISC saws, etc. for sale. All in ex-
cellent condition. Ask for Tom 513-829-2471. 
CINCINNATI. 

Rinse Pad, portable, 10 x 22 x 8, good 
shape $1500.00. 1-800-392-6515. 

Spray Unit FMC 50 gal ./min 1000 gallon 
stainless steel tank with Hannoy electric reel 
and lightweight hose on reconditioned GMC 
6000 Series truck. Unit hardly used. Real 
money maker. $11,500.00. 401-941-7204. 

BUSINESSES 
FOR SALE 

Relocate to the northern Rocky Moun-
tains - A full service tree care and 
transplanting business is available for acqui-
sition. This company is highly profitable and 
dominates the market. For more information, 
write Box BA-TCI, P0 Box 1094, Amherst, 
NH 03031. 

Largest Tree Care Company in a growing 
Southeastern City Avg. $450,000 per year 
(gross). Fully equipped with the latest equip-
ment. Owner selling due to illness. Call for 
more information: 1-800-487-7089. 

OREGON ARBORIST D-HANDLE PRUNING SAW 

OUTPERFORMS TRIwCUT BLADES F.4ST 
EXTRA THICK BLADE - 	 - 

rr more I jendirip thin blades due to pin( lied st,15S or 	 I 
p,rmmed cuts. 1 Blade specific ations: t u kness - .055", 

length - 14 " . iseirht - 3]bs. 	 / 

& i  4,~, 

SET - 
Neser need to eset teeth! Set position keeps difficult sap, 

including pine etch and Siberian elm blood, off of blade for 

nearls the life of the saw! 

RUST RETARDANT - - 	 / , ,' 	 ./ 	 DESIGNED FOR COMFORT - 
Chronic blade retar d, ruO and critier build-up. 	 \ta lire' treated p1s is ood, isith proper "DB' grip. Pertectiv balanced. Great on palms! 

VERSATILITY - 	 ?t °pna's 8))'.. oi,rccidental puii(trirei ,,'id cuts 	

._-.. 	pEMEYEfl 
inter( h,rrrur-,rlrlr' 1)1,11 Ii' its hand viii .ini I i,rri Iii' 	cr user compared to tri-edge or conventional tooth desiun. 	 ______________________________________
L11( d runt I or rrrrrt iii! viii Oldie 	 Division of the \iemever Corp. 

P.O. Box 355 19 So. Newtown Street Road, Newtown Square, PA 19073 1-800-327-2672 
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North central Ohio tree service business. 
Established clientele (13 years). Highly repu-
table. Annual gross approx. $100K, could 
easily double. All equipment included. Ideal 
for family operation or for acquisition by a 
larger operation. Nice progressive city with 
Tree City USA designation. Little competi-
tion. Low cost-of-living. Here's your chance 
finally! Call 419-468-2795. Possible owner 
financing. 

Well established tree care business in 
Calgary, Alberta, Canada for over 18 years. 
Excellent reputation, impressive client list 
and tremendous potential. Owner is doing 
more teaching and lecturing and will assist 
during transition. Serious inquiries only. Call 
403-240-0266. 

FOR RENT 

Save 20 years growing time. Ninety-inch Big 
John tree spade for rent with experienced 
operator anywhere in New England or East-
ern New York. Can move trees 10-12 inches 
caliper. Develop a new profit center without 
any capital expenditure. Call Residential For -
esters for details, 860-429-9972. 

MARKETING 

1-800-FOR-TREES. Consider the most 
powerful toll-free 800 number now available 
to you, able to ring directly into your office. 
Increase visibility.. .increase sales.. .generate 
new business. Make it easy for your exist-
ing customers to call you, and reach out to 
new customers with a toll-free number that 
is easy to remember, clearly indicates your 
service and sets you apart from the compe-
tition. Very affordable. Exclusive territories 
available. Reserve your area before a smart 
competitor beats you to it. Also available 1-
888-TREE-EXPERT. Call today - 
800-244-3561. 

SERVICES 

Chipper Knife Sharpening. Disc, drum, 
single or double edged, any length, up to 24". 
Knives ground parallel under .005, consis-
tent within a set, under .010." Double edged 
knives measured from center line. Improper 
grinding angles corrected. Quick turn 
around. Call for prices and specifications. 
Merson's Sharpening Service. 
1-800-981-SHARP (7427). 

MAKE YOUR ADVERTISING SS WORK AS 
HARD AS YOU DO! Your own newsletter 
can do it! Taylar-Braedon Publishing has 
done it all for you! Educational & Entertain-
ing. READY-TO-MAIL, Semi-Custom or 
Custom. Your Newsletter will be in your 
hands in 7-10 days! IF YOU DON'T TALK 
TO YOUR CUSTOMERS, YOUR COMPE-
TITION WILL! Call and a FREE sample will 
be sent to you. 1-800-654-2655 or Fax 610-
409-8604. 

NAA MEMBERS. Boost your company's  
credibility. Enroll your employees in the 
NAAs Tree Care Specialist Program. First 
five employees registered are free. Training 
consultation over the phone. Allows employ-
ers to certify employees. 1-800-733-2622. 

Classified ad rates: $50 
per inch ($45 NAA mem-
bers) 1-inch minimum. 
Payable in advance, due 
the 20th of the month two 
months prior to publica-
tion. Send ad and 
payment to: TCI, P0 Box 
1094, Amherst, NH 03031. 

Move RSI 4L= Trees 
& make 	iVAI,09W.111 4 

BIG   ihi_ cJi 

Profits! 
Join the Tree Moving Network (TMN) 
Exclusively for the Tree Transplanting Contractor 

Offering 
• Competitive Equipment Package-(Balls 30" to 156") 
• Built-in sales leads from national advertising 
• Critical training, updating and certification 
• Detailed job costing analysis 
• Specialized consumer brochures, advertisements.  

press release kits and promotional flyers 

Call Bryan Williams for details 	N The Tree Moving Network 

Please circle 72 on Reader Ser\ ice Lard 
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The Tree Moving Network 

888-5050-TMN 
FI\: 	 -117 
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Here's a comprehensive program that 	 Isn't it time you took hold of your 

puts together all the training you need 	 career and your future? Call us toll 

to move your career ahead. 	 - 	 free today for more information 
1-  1 	 about Tree Care Specialist or any of 

The Tree Care Specialist Program is: 	 ,...  the training materials available from 

• Flexible 	 . 	., 	 the National Arbonst Association. 

MTIOL ART 
• Employer Guided  

• Self-Paced  

The Tree Care Specialist Program offers you: 

NATIONAL ARBORIST 
• Increased knowledge in the field of free care 	 ASSOCIATION 

P0. Box 1094 Amherst NH 03031 
• Ways to increase your productivity 	

,<1 J 	 Fax: 603-672-2613 

6_KK~j  - -- 	E-Mail: 76142.463@compuserve.com  
• Thorough framing in safety techniques 	 Visit us on the World Wide Web at http://newww.com/org/naa  

Please circle 42 on Reader Service Card 
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The secret to firewood is volume 
and the secret to volume is... 

Super Split 
To find out more-call, write or fax 

GFX CORPORATION 
200 Recreation Park Drive, Hingham, MA 02043 

(617) 740-0350' Fax (617) 740-0355 

800-439-2188 
Please circle 30 on Reader Service Card 
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"FamilyTree"   
By Steve Rudoiphi 

Twenty-five years ago, a cus 
tomer of mine added a large 
family room to the back of his 

house. A large Chinese elm tree grew 
within the area where he planned to 
build the new room. Always one for the 
unusual, the man left the tree and built 
the room around it. Actually, the tree 
was cut down to the height of the cathe-
dral ceiling and basically left as a 
conversation piece. Over the years the 
homeowner's wife decorated the tree 
with pictures of children and grandchil-
dren, making this particular elm truly a 
"family tree." 

Eventually, this 30-inch diameter, 12 
foot tree stump died and began to dete- 

riorate. It also was taking up needed 
space. It needed to be removed. The 
homeowner called me for a consul-
tation. I considered several options 
on "topping" out this large stump, but 
finally decided on a simple set of 
scaffolding to do the job. We placed 
plastic sheeting around the tree, cre-
ating an enclosed space to shield the 
rest of the area from sawdust and dirt. 
Then it was just a matter of "topping 
out" chunks one at a time and carry-
ing them out the door. At 3 feet from 
ground level, I pulled over on the re-
maining trunk. It easily broke free 
and the complete trunk and stump 
came out of the ground. 
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Zenith C 	 1. Thpper Knives 

All r 	
The world leader in precision knife 
manufacturing guarantees: 

Factory Direct Prices 

______ 	
/ OEM Quality Specifications 

Huge Inventory in Stock 

• Fast Service and Delivery 

SA! 	'"TN MORE! 
For a limited time, mention this ad and get 10% off 

on your first order from Zenith Cutter Co. 
No othe Ce s apply Offer Expires April 30 199 

Etf7 	J 77& fT. 
5200 Zenith Parkway, 	P.O. Box 2252. 	Rockford, IL 61131-0252, 	Fax 815282.5232 

800.223.5202, Canada 800.228.5206 
Please circle 77011 Reader Service Card 
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The thought crossed my mind of the 
damage that a 12 foot, 3000 pound 
falling tree might have caused inside 
a house. 

As it was, the only "problem" we had 
was setting off the smoke alarms from 
the chain saw exhaust. In my 12 years 
in the tree business, this was definitely 
a first "family tree" removal for us. 

Steve Rudoiphi is the owner and op-
erator of Effingham Tree Service in 
Effinghain, Ill. 

Do you have a story for From 
the Field? TCI will pay $100 
for published articles. Submis-
sions 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 or they will not be con-
sidered for publication. 
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Getting Your 
Ducks in a Row 
Sponsored by The Bishop 
Company for the advancement of 
our industry. 
By Joseph A. Schneider 

It is the goal of all businesses to complete 
the job in a way that satisfies all parties. 

The tree care industry is more sensitive 
than others. We deal with living organisms. 
Whether the trees bring a financial value to a 
client's properties or an emotional 
value to their being, our clients trust 
that we will provide them with the 
most comprehensive tree work avail-
able. This must be true, for we 
wouldn't get jobs if they didn't believe 
in the quality of our service. 

Sales personnel leave an impres-
sion with the client and an expectation 
of the finished. Listen to the client's 
desires and tailor those desires to the 
needs of the tree. It is important to pro-
vide treatments that are needed. We 
are the specialists, and our eye for nec-
essary treatments is much sharper than 
the client's. Once the proposal is ac-
cepted, our first duck is in line. 

Whether the job is pruning or re-
moval, a pre-entry examination of the 
tree must accompany the observations 
of the sales person. Without this pro-
cedure, it would be difficult to make 
recommendations for the degree or 
scope of intended work. Examination 
should not only include the visible 
parts of the tree, but also the surround-
ing environment and cultural practices 
applied within the root zone. If we are 
expected to care for the tree intelli-
gently, we must be responsible for the 
entire tree system, not just the serial 
portions because ... A tree will only re-
spond as well as the environment al-
lows. 

If the tree work involves removal, 
determine the degree of difficulty. It 
is unlikely that you will be removing 
a healthy, structurally sound tree. It is  

important to intcrprct }1O\V sound the tree is 
prior to implementing dismantling proce- 

dures. You may need a crane to assist. 
If so, this type of work will require 

\\ 	yet another level of expertise. The 

	

\\ 	second duck is in line. 

	

\ 	Before your crew arrives on 
j site, the sales rep must explain 

the type of work and the poten-
tial hazards. Many arborists spe-
cialize in pruning, while others 
are much more talented at rig-
ging and dismantling trees in 
difficult situations. The office 
must assign the tasks for each 
job according to the ability of 
the practitioners. The third 
duck is in line. 

Sending the proper crew and providing the 
proper orientation will decrease the likelihood 
of communication breakdown. In some cases. 
orientation at your office may be all that's 
needed. However, some jobs are more com-
plex, requiring either the sales rep or another 
management designee to be onsite. The client 
may feel more comfortable with a 
familiar face, who can be 
the connector between cli- 
ent and field crew. Introducing the peronncl 
who will be performing the work is very ap-
propriate. The fourth duck is in line. 

Ideally, everything runs 
smoothly. Plants are not de-

molished. sprinklers are not broken, structures 
and utilities are left intact. When the cleanup  

is performed and the property is left clean and 
tidy. the crew is ready to leave. In the real 
world, however, things happen. If problems do 
occur, your field personnel must accept respon-
sibility. They must identify and address the 
problem with the client. If immediate repair 
is needed, it should be done. If outside service 
is required, expedite the process. It's when we 
are not responsible for our actions that we lose 
our connector. The fifth duck is in line. 
Is this the ugly duckling, or what? 

There are a number of different ways to 
operate a tree care business successfully, but 
a common connector in all is communication. 
Your business is a system—just as a tree is a 
system—and all systems have connectors. 
When the connector that we call 
communication is broken. 
the potential for problems 
increases. The same is true with tlic loss of 
connectors 	in the tree system. 

Once the crew performs 
the work, the crew leader 

should intrni the client that the work has been 
completed. It may even be necessary for the 
foreman to walk through the site with the cli-
ent. discussing the work performed. Your sixth 
duck is in line. 

After the crew returns, the gear is secured 
and the trucks are readied for the next day, 
paperwork must be completed and comniuni-
cation must occur between the work personnel 
and management. A discussion of the day's ac-
tivities can result in a better understanding of 
how proficiently work is being performed. If 
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glitch, you are fortunate! If problems 
occurred, those responsible for commu-
nicating these events to you must do 
so. 

As employers, you should provide 
a comfortable environment that rein-
forces communication with your em-
ployees. Reviewing problems will help 
to discourage future problems. Your 
employees must feel as comfortable in 
their saddle as they are in discussing 
mistakes or damage. We have to be 
willing to listen to our employees and 
offer them help in resolving problems. 

We all have our policies with regard 
to disclosing problems within our busi-
ness, but all policies should include the 
concept of dignity. Employees should 
feel confident in themselves to retain 
the dignity it takes to acknowledge a 
mistake, and they should not be be-
littled for doing so. Treating our em-
ployees with as much dignity as we 
would treat ourselves opens up and 
maintains the line of communication. 
If you're keeping your line open, the 
ducks will continue to fall into place. 

It is time to bill for the appropriate 
work. The client is expecting a state-
ment and will, hopefully, pay you 
promptly. You have provided a service 
of unsurpassed quality. Your employ-
ees represented themselves as dignified 
practitioners, and it is very likely that 
you will gain referrals as a result of 
your dedication toward Excellence in 
Arboriculture. 

Keeping Your Ducks in a Row 
Versatile pulley to assist 
when lowering cut limbs 
in hazardous areas. Can 
be put on your line 

0 	 anywhere for an instant 
- 	-." 	 speed line or for 

leverage assistance. 

#130090 4" Steel Sheave 	 $47.50 ea. 
with bushing for 5/8 rope. 16.000 lbs. tensile strength 

#130060 3" Steel Sheave 	 $43.75 ea. 
with bushing for 5/8 rope. 16,000 lbs. tensile strength. 

#1 3001 20 2.37" Steel Sheave 	 $31.75 ea. 
with bushing for 5/8 rope. 5,000 lbs. tensile strength, alloy 
sides. 

# CAl 85 Micro Alum Pulley 	 $7.00 ea. 
1 1/2 x 3 blue anodized micro pulley is rated at 1 Okn or 
2.240 lbs. Works great for a slack line tendor or taunt line 
hitch tender. Handy utility pulley for raising or lowering 
tools and equipment. 

All New Bishop Company 
50th Anniversary Catalog 

is now available upon request 
Offer expires 	Se habla Español. Jerry Anava. ext. 350: 
May 31. 1997 	Steve, ext. 340: Jack. ext. 110: or Keith. ext. 220 • Bishop Company 

1 -800-421 -4833 
24 hr. FAX: 562-698-2238 

VISA 	 E 
ASSOCIATION 
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Call today to apply or for complete information 

I -Ran-Lc27-cflnR 
"My business has a municipal contract that pays me 
once a year. When! went to Aerial Lift of 

 - 
Fax 1-800-344-7712 

Connecticut, they recommended financing from 
Corporate Capital Leasing Group. I picked out a new • 
ALC6050 Aerial Lift mounted on an International 
4900 DT466E truck. Corporate Capital helped me 
set up four annual payments that coincide with my 

•- contract 	All it took was a few phone calls! payments. 

APPLY TODAY FOR YOUR ARBORARD 1.f4 

Accepted at dealers nationwide 
Approvals up to $150,000 total 

$75,000 max. per transaction ,tiipw ii 
Fast application and approval by phone # 19Th7 No financial statements under $150,000 6'ROL/P, INC. 
Flexible or seasonal plans for arborists 
You choose the new or used equipment, CORPORATE CAPITAL IS NOWA FIRST SIERRA COMPANY 

dealer, and plan you want 

109 East Evans Street, Box 504, West Chester, Pennsylvania 19381 FIRST&:Wqk1RAh FINANCIAL, I N C 
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