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4,,Oloo imon-Telelect 
Hi-Rangers have 
been used throughout 

the tree care industry for 
many years and are 
known for their high quality 
fl 	and durability. Through 

'. extensive discussions 
/ with Arborists from 

around the country, we 
have developed a new 
aerial device that provides 

: maximum user benefits 
while minimizing downtime 
and maintenance. 

The new Simon-Telelect Hr-Range 
XT-5 Series now provides you with 

4 	2 units from which to choose: 
XT-52 and XT-55. 

XT-52 provides: 
• 57 ft. of working height 

• 42.2 ft. of side reach in the .. c zoe 
• 135 degrees lower boom 

• 270 degrees upper boo- 

XT-55 provides: 
• 60 if, of working he 
• 42.2 ft. of side reach in the 

• 125 degrees lower boom 

-neet your XT raordinary requiremern 
ookno farther than 

XT-55 
Now 

Available! 

Simon-Telelect Inc. • 600 Oakwood Road 

• 	 P0 Box 1150 Watertown, SD 57201 USA 
Phone: (605) 882-4000 • Fax: (605) 882-1842 
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OUTLOOK 	p 
A New Day, A New Way 

	

There are very few words in the English language, which, when used together, can 	Tree Care Industry 

	

make my blood pressure rise. Lately, though I've been hearing those words, over and over 	 U 

	

again, and it troubles me, because those words are "We've never done it that way before." 	 Publisher 
Robert Felix 

	

Consider the things that our society would be without if nobody ever tried doing some- 	 (1934-1996) 

	

thing in a new way. There would be no chain saws, for instance, and no bucket trucks. 	 Editor 

	

There would be no improvements in modern medicine, and no advances in world peace. 	
Mark Garvin 

Technical Editor 

	

Think of the inventions inspired by somebody who thought "there has to be a better way..." 	Peter Gerstenberger 
Staff Writer 

	

I field a lot of calls on the NAA hotline from members who need advice on legal or 	 Sachin Mohan 

	

business matters. I very much enjoy talking to these members. I like to hear about their 	Publication Manager 

	

companies, how they are doing, the gains they have made this year. Their dilemmas alert 	 Patricia Felix 

	

the Association to problems that the entire industry might be facing. Occasionally, though, 	Marketing Communications 

	

a member calls for advice and finds the answer unacceptable. Why? Because "We've 	 Manager 
Chris Brown never done it that way before." 

Circulation Manager 

	

I recently spoke with a member who had a question about obtaining references for po- 	 Lisa Brown 

	

tential employees. During the course of our conversation, he indicated that he had a policy 	
. 

	

against hiring women as climbers, and likewise he has never hired a man for landscape 	Accounting/Editorial/Sales Offices 
The Meeting Place Mall 

	

crews. We discussed his policy from a legal standpoint. I advised him to run his policy 	Route 101, P.O. Box 1094 

	

manual over to a good attorney in his area. While we were on the subject, I asked if his 	Amherst. NH 03031-1094 

	

labor law posters were up, if his harassment policy was written, and if had complete per- 	PHONE: (603) 673-8952 

sonnel files. 'Why 9  he asked. "I've never done those things before." 	 FAX: (603) 672-2613 
E-Mail: 

	

Another member called with a question about business forms. We talked about the NAA 	76142.463@compuserve.com  

	

Handbook on Forms and I sent her a copy. She called me a few weeks later. None of the 	HTTP://newww.coni/org/naa  

	

samples in the book served her needs. She was looking for a way to increase productivity 	 U  

	

and record keeping. We discussed a number of options. "Well," she said as we concluded, 	National Arborist Association 
1997 Officers & Directors 

"you've got some good ideas, but I don't think they'll work for us. We've never done 
anything like that before 	 Richard Proudfoot, President 

Pruett, Inc. 
Lake Oswego, Oregon 

To stay successful in business, you have to keep an eye to the future. Challenge your- 
Paul Wolfe. President-elect 

	

self every day to find a better way to do one thing. Try a new idea. Solve a problem. The 	Integrated Plant Care, Inc. 

	

people who get ahead in this very competitive world are not the people who find one way 	 Rockville, Maryland 

	

of doing something and then cling to it forever. The movers and shakers among us are the 	John R. Wright. Vice President 

	

people who say, "why not, let's give it a try." These are the people who make innovation 	Wright Tree Service. Inc. 

	

work for them, who are ready for changes in the marketplace and come out on top, who 	
West Des Moines. Iowa 

	

are never caught unprepared. The future is coming no matter what. You can control your 	Peter Sortwell. Treasurer 
Arbor Care 

	

place in it by evaluating new things and trying them, or you can let the future control you 	 San Jose. California 
by clutching the past like a life raft. 	 James Allard 

Asplundh Tree Expert Company 

	

Did you hear about a good idea today? Something you've never done before? Go ahead, 	Willow Grove. Pennsylvania 

give it a try. 	 Tim Johnson 
Artistic Arborist 

	

Amelia Reinert 	 Phoenix, Arizona 

	

Deputy Executive Director 	 Mark Tobin 
Hartney/Greyrnont 

Needham. Massachusetts 
TO Is 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 	 Vince Newendorp 

	

as the definitive resource for commercial, residential, municipal and utility arborists, as well as for 	 Vermeer Manufacturing 

	

others involved in the care and maintenance of trees. The official publication of the non-profit Na- 	 Pella. Iowa 

	

tional Arborist Association, we vow to sustain the same uncompromising standards of excellence as 	 Rusty Girouard 
our members in the field, who adhere to the highest professional practices worldwide. 	 Madison Tree Service. Inc. 

Cincinnati, Ohio 
Copyright 1997 by the National Arborist Association. All rights reserved. Reproduction in whole or in part without written per- 

	

mission is prohibited. The National Arborist Association is privileged to lead commercial arboriculture into the 21st century. 	 Gregory S. Daniels 

	

Reference to commercial products or brand names in editorial does not constitute an endorsement by Tree Care Industry maga- 	The F.A. Bartlett Tree Expert Co. 

	

zinc or the National Arborist Association. Tree Care Industry (ISSN 1059-0528) is published monthly by the National Arborist 	 Stamford. Connecticut 
Association, P.O. Box 1094, Amherst, NH 0303 1-1094. Subscriptions $30 per year (Canadian/International orders $45 per year. 

	

U.S. funds: S2.50 per single copy). Second-class postagepaid at Amherst. NH and additional mailing offices. POSTMASTER: 	 \V/ B PA Send address changes to TCI. P.O. Box 1094, Amherst, NH 03031-1094. 
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An Important New Tool 
for the Fully Equipped Arbor*lst. 

SAMSON'S NEW ARBORIST ROPES CATALOG 
SHOULD BE IN EVERY ARBORIST'S TOOLKIT. 

' 	The most important pieces in the arhorist toolkit are his ropes. Climbing and 

rigging lines are basic pieces of equipment that require the same attention and 

regular inspection as more mechanically complex equipment. 

Until now, current and reliable 

information on inspection, 

retirement and use of ropes 

in the workplace has been 

hard to come by. Samson has 

teamed up with the Arborist commu-

nitv to promote and provide current 

information on effective and safe use 

of this basic piece of equipment. 

Our newest catalog features an 

extensive section of information 

on basic climbing and rigging 

techniques, rope inspection, and a guide 

to determining when to retire ropes that 

iiia '  compromise safety and performance 

on the worksite. 

MA, 	

'All 
The Samson Professional Arborist Ropes 

• 	 Catalog also includes complete informa- 

tion and specifications for selecting 

	

4 	Samson Ropes and products developed 
RE- spec 	for the professional Arborist. 

To get a cops see sour local Samson 
V 	•J44fL\*r. 

} \• 	 Arborist Products dealer, or contact 
,- r . 	 . 	 - - - 

I 	 "t' t-', 	 us directl at 1 800 22 	6i3 
J 	 . 
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Rope Inspection and 
Retirement. Clear-cut 1007natlon on 
how to inspect a rope for weal; and when to retire 
it from working life. This section a/one is an 
inraliiable too/for increasing safety in the 
workplace. A checklist is included that should be 
kept by anyone whose safety and peiformance 
depends on the use of rope. 

Tall' 	floors 4 life 4  

A 	if 
a 

j 
Knots and Rigging: 	 - - -- 
.1 cctiouu wit!.' l'isic rigging iuif17nation, as 

as lying diagrams and photos of commonly used 
Air-its eveiy clien her and rigger should he familiar with. 

Jim SAMSON - 	_ 	.  
For 	

- 	The Strongest Name In Rope 
morc infr ........ii nli 	-ill 	r writ- 

	

'[HF AMERICAN GROUP —Samson Division 	A

RGR
09() Thornton Street, Ferndale, WA 98248 
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Quality Equipment Plus Good Training = Safety and Profitability 

CARABI NERS 
Bishop Company stocks a variety of climbing and rigging alumi-

num and steel carabiners- screw gate or auto-lock. Multiple shapes 
and gate sizes to fit every arborist's dreams. 
020011 Carabiner Keeper 	$8.16 ea 

K48912 Kong Lg "D" Steel 	$11.47 es 
Screw Gate Carabiner 7875 lbs. 

K73700001 Kong Lg 'D" Alum 	$9.70 ea. 
Screw Gate Carabiner 6075 lbs. 

K706003 Kong Pear Shape 	$1325 ea. 
Alum. Auto-Lock Carabiner 4950 lbs. 
(For Utility Use Only) 

K98112 Long Extra Lg "D" Steel $12.95 ea 
Screw gate 11,250 lbs. 

A967 DMM Captive Eye Alum. $31.95 ea 
Auto-Lock 5625 lbs. 

A852 DMM BOA Shape Alum. $14.95 ea 
Screw Gate 5625 lbs. 

0967 DMM Captive Eye Steel $22.95 ea 
Auto-Lock 10,125 lbs. 

A857 DMM BOA Shape Alum. $17.75 ea 
Auto-Lock 5625 lbs. 

All New Bishop Company 
50th Anniversary Catalog 

is now available upon request. 
Offer expires June 30, 1997 

Se habla Español, Jerry Anaya. ext. 350: 
Steve, ext. 340: Jack. ext. 110: or Keith. ext. 220 

to 

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

Proud tobea 	 -. 

VIS4 

NATIONAL ARBORIST  
ASSOCIATION 

//V N\  

Training: For 
Safety and 
Efficiency 
Sponsored by7 The Bishop Company 
for the advancement of our industry. 
BRip Tompkins 
ArhorMaster Training Inc. 

Everyone would like to have a company that 
is profitable, safe and free from accidents. A 
well-oiled machine that runs smoothly and 
efficiently is more productive. And a more 
productive machine is more profitable. Greater 
profits with fewer accidents means everyone 
wins. So how do we arrive at this goal! 

If we work together and through our own 
ANSI Z-133.1 committee, which sets industry 
standards, we can control our own destiny. 
However, if people refuse to comply and con-
tinue with unsafe working practices. then 
OSHA will come down hard. Our goal should 
be to reduce accidents. This can only be accom-
plished through accident prevention training. 

Many in the tree care industry see OSHA 
as the bad guy, a bureaucracy that is only there 
to make life difficult and hand out fines. I think 
people would be surprised to know that they 
can ask OSHA to evaluate their companies and 
OSHA will help them to comply. The fact is 
that tree work can be very dangerous. and 
OSHA will be looking more closely at our in-
dutrv in the future. 

I L 

Companies need to institute training sys-
tems or seek out already established programs 
to help them work more safely. Unfortunately, 
profit margins in the short run often steer com-
pany policies. Training programs cost money 
and result in a temporary loss in production 
time and potential profits. We need to see the 
bigger picture and look at the long-term ben-
efits. 

Lets face it, the fastest and easiest way to 
get a job done many not always be the safest. 
It can be very easy to take shortcuts and once 
this starts, bad habits begin to form. This type 
of thinking will get passed on down through 
the ranks like a virus. The young guys will 
learn from and look up to the crew leaders, so 
it pays for them to be learning more good hab-
its than bad. Though we would like to think 
that all of our employees are safety conscious, 
this is not always the case. Most workers will 
need guidance to become safer and more effi-
cient in their work practices. 

I know that I did not always working as 
atclv as I could have. But through experience, 

meeting certain people and getting involved 
with safety training. I have seen the benefits 
of safety. This is how I know it can be so re-
warding to pass on knowledge to others, see 
the excitement in their eyes and know that they 

ill he working more safely in the future. 
There will be some work and effort involved 

iii instituting a new program to weed out bad  

habits. but the long term results will benefit 
everyone. Make training fun by setting up 
small competitions with rewards for achieve-
ment. This gets the workers excited and gives 
theit something to work toward. This is turn 
will give them a better sense of self-esteem 
and a feeling that their employer cares enough 
about them to invest in their future. 

A good training program will teach workers 
to use certain thought processes. Though every 
job is different. by using these thought processes 
they can tackle any situation. I have always been 
amazed by the resourcefulness of tree workers 
in finding ways to get the job done. A well-
trained worker will look for hazards and ob-
stacles. make a work plan, decide on the equip-
ment needed. then complete the job. Plan the 
work and work the plan. This repetition will 
not only help them work more safely but also 

 more efficiently. With good training and coor -
dination, there can be efficient planning. 

A good maintenance program for equip-
ment results in less downtime. Similarly, good 
training and follow-up programs for employ -
ees will reduce costs and time off the job in 
the long run. Look for the problem areas be-
fore they become liabilities. This leads to more 
time producing for the company and less time 
cleaning up after mistakes. It may even lead 
to reduced insurance rates. This would be 
money and time very well spent. 

Climb safe! ......... See you at the Top. 

Please ctrcle 12 on Reader Ser\ ice Card 
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11$, OW  Responding to 
Changing Needs 
Specialty rope products replace one size fits all 
Br Keith Reoii 

M any of the technological ad-
vances engineered for ar-
borists by rope and safety 

equipment companies developed in an 
empirical fashion: They were invented 
at the base of a tree or modified by 
working arborists who would borrow an 
idea here, a piece of equipment there—
and see how the innovation worked. 

Likewise, most of the companies 
serving arborists today have a long his-
tory of making rope or climbing 
equipment, but that history dates to 
other industries. For example, Yale 
Cordage—founded almost 50 years 
ago—first supplied nylon twines for lob-
ster traps. Wall Industries was 
incorporated in 1830, but the arborist 
products division is five years old. 

As the arborist market has grown in 
recent decades, so too has research and 
development targeted specifically to-
ward tree care. Arborists in the United 
States spend an estimated $6 million a 

1 
Spools of polyester fiber 
are lined up on the New En-
gland Ropes factory floor, 
ready to be spun into rope. 

A New England Ropes employee 
splices the end of a bull rope. The 
process involves separating the 
rope core and cover, then inter-
twining the two, which makes a 
seamless loop. 
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MONEY $NG IDEA: 

Compare us with PVC, other pipe! 

Tube irrigation saves up to 2/3 labor over flood methods! 

Tree Feeder 	Others 
THE FIET1UZIE IS IN THE TU•E' 

Biodegradable? YES NO 

Controls water flow? YES NO 

Self-contained fertilizer? YES NO 

Need not be removed? YES NO 

Helps prevent cavity YES NO 

Esthetic color Green White/Black 

Tree Feeder 
THE FERTILIZER IS IN THE TUBE 

Three Biodegradeable Sizes 

800/822-8733 
Haimbaugh Enterprises 

2392 N. Boeing 
Warsaw, IN 46580 

3 
w  

uzOO 

Wall Safety Products combines syn-
thetic fibers on its high-tech braiding 
equipment. 

year on rope and related products, ac-
cording to the Cordage Institute, an 
industry trade group. To serve that mar-
ket a half-dozen major rope 
manufacturers offer a dizzying array of 
climbing lines, bull ropes, rigging lines, 
lanyards, throwing lines and related 
equipment. With an increased market 
has come more specialized products. 

Synthetic rope fibers were first de-
signed during World War II to 
substitute for scarce natural materials. 
The products were used mainly in the 
marine industry until the early 1970s, 
when the first true arborist ropes were 
produced. Before that, states Peter 
Hopkins, marketing manager for New 
England Rope, arborists relied on rope 
made for other uses. "The days of an 
arborist having one rope in the tool box 
for all occasions are gone." he says. 

"There is a lot of room for growth and 
new products in the arborist market," 
agrees Tom Selman of Samson. a 
Ferndale. Washington-based division of 
the American Group. "This is an industry 
that is less than 20 years out of manila." 

"There's a lot of competition. consid-
ering it's a pretty small market." notes 
Dan Pockman. sales manager of the 
Buccaneer Rope Company. The 

Clearwater. Fla.. manufacturer 
sells its ropes nationwide through 
catalogue sales and a network of 
distributors. Its two biggest sell-
ers in the climbing line field are 
the Arbor Boss, a braided rope, 
and its three-strand counterpart. 
Safety Orange. 

Pockman credits a small number 
of major rope companies with most 
of the technological advancements 
in the industry. In his view, arborist 
ropes have undergone dramatic changes 
in terms of safety through increased 
strength over the years. "There aren't a lot 
of fancy products. but the basic tools have 
gotten better and stronger over the years." 
he says. 

There are two main types of synthetic 
rope. Three-strand tends to be stiffer, 
more likely to stretch under heavy 
weight, and more closely mimics the 
feel of old manila rope. Braided rope. 
on the other hand, appears to be pre-
ferred by most arborists for its softer feel 
and ease of handling and is gradually 
coming to dominate the market. See 
Sidebar, "Arborist Ropes: A Pruner" 

Promaster, Arborplex and Stable Braid 
ropes from the Samson Division of the 
American Group. 

While different ropes from different 
manufacturers may look and feel differ -
ent. the ropes begin in the same place: 
a laboratory. The strong ropes used to 
lower tree limbs or allow a climber to 
hang safely above the ground begin at a 
chemical company such as DuPont or 
Dow. Polyester, polyolefin and similar 
materials are spun into thin fibers that 
resemble fishing line. The same raw 
material used to make ropes goes into 

Please circle 26 on Reader Service Card 
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STUMP GRINDERS 
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MODEL 2500-4 
25 HP Kohler Command Engine r Stable Four Wheel 

Stance * Complete Hydraulic Control Including Steering & 
Propulsion * Compact 35" Width Fits Easily Through Gates • 

-44 	 it -• 	 * 1" Thick Cutter Wheel * Shown With Dual Wheels Option 
tA 

L*  
MOUEL 3500 	 :4 

* Economical Tow Behind Unit *Shown With 
Optional Remote Control * Heavy Duty Construction 	

- 
41 jeAJ • 	 - 

MODEL 44004 
43 HP Deutz Diesel * Big Cutting Power in 

a Mid Size Machine Optional Remote Control 

I 
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MODEL 7500 
* 75 HP Four Cylinder Turbo-Charged Deutz Diesel - 

¶ç 	 Engine * Massive 1 1/2 Thick 31 Diameter Cutler 	. 
- 	 Wheel with 48 Teeth * Unmatched Cutting Dimensions 

74A *0.We "Wr7P'  

iVIui.)IL IUOUU _ 
* 106 HP Four Cylinder Turbo-Charged Deut 	 ______ 
Diesel Engine * Great for Land Clearing 	I 
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lyester clothing. 	 Group's Samson Division, Buccaneer 

Cover 	 According to G.P. Foster, executive 	Rope Company, New England Ropes, 

	

director of the Cordage Institute, there 	Southeast Ocean Services, Wall Safety 

Story 	 are more than 200 rope makers in the 	Products, Wellington Leisure Products 

	

country. Only the following are known 	and Yale Cordage. 

	

for arborist ropes: The American 	In each factory, rope is made in more 

Arborist Ropes: A Primer 
Arborist ropes are made of synthetic 

polyester, polyolefin or a similar mate-
rial. In the past two decades, man-made 
ropes have replaced natural fiber lines, 
since the most popular natural rope, 
manila, is weaker, more susceptible to 
rot and less predictable. According to 
the Cordage Institute, a 1-inch diameter 
manila rope has a breaking strength of 
8,100 pounds. By comparison, 
Samson's 1-inch Stable Braid has a 
breaking strength of 37,200 pounds. 

The first dedicated arborist ropes 
were made in the early 1970s. The 
Samson Division of the American 
Group produced its Arbor-Plex ropes 
about the same time New England Rope 
unveiled its Safety Blue line. Today,  

those two companies and Maine-based 
Yale Cordage control more than 80 per-
cent of the U.S. arborist rope market, 
estimated at about $6 million per year. 

While three-strand rope, which more 
closely mimics the feel of natural fiber 
lines and tends to stretch more under the 
strain of a heavy load, are holding their 
own in sales, the easy handling of braided 
line is helping to make that the faster 
growing segment of the market. There is 
little difference in strength: Much of the 
difference comes down to personal pref -
erence, which is why most firms offer a 
variety of models with similar properties. 

Bull ropes or rigging lines, which have 
become stronger and lighter, are a fast-
growing segment of the arhorist rope  

market. Many are now coated with spe-
cial materials to help them withstand the 
friction of constant rubbing against a 
tree limb or sling. Several companies 
have introduced products designed to be 
used with block and tackles, cranes and 
pulleys—as those methods of lowering 
trees become more popular. 

Most rope makers recommend a 
two-year life expectancy for climbing 
lines, slightly longer for rigging lines 
if they are used less frequently. How -
ever, ropes that are cut with a saw or 
repeatedly exposed to harsh conditions 
and heavy weights can wear out faster. 
Visual inspections should be done regu-
larly, but cannot always detect 
breakdowns in the internal rope fibers. 

Ii Mu 

From Tree Tech Microinjection Systems comes a full line 
of nationally labeled insecticides, fungicides and fertilizers 

in leakproof microinjection units. 

Insecticides - Acephate, Avid® and MetaSystox®R 
Fungicides - Bayleton®, Aliette® and Alamo' 

Fertilizers - Our proprietary Nutriject' formulations 
Troe 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 Rhâne-Poulenc Ag Company 

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

MetaSystox A is a registered trademark of Gowan Company 
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Buccaneer Rope 

rover 	Company special - 

izes in producing 

St rope to arborists' ory 	specifications. 

or less the same way. Micro-thin fibers are 
spun around one another, gradually and 
carefully increased in thickness. Each 
time a strand is wound, the direction is 
switched, preventing unraveling in the fi- 	of the work twist the fibers together 
nal product. The machines that do most 	tightly, adding to the strength of the final 

product. High-quality syn- 
thetic fibers, together with the 
added control of the fibers 
made possible by today's mod- 

\ ern machinery, are responsible 

for the dramatic leap in rope 

V quality over the last 20 years. 
Several companies mark the 

. 	 . 

4 	I 	 - 

. 	

.. 

cores of climbing lines with 

. 	 - 	 .

.. brightly colored strands to pro- 
vide an alert when the lines are 

- 

- 	 - 
badly worn. Bull ropes are of- 

- 	 -- 	 . 	 . 
ten color-coded as well, with 
each company designating its 
own color scheme to identify  

three arborist kits designed withal! the prod- 
the diameter of a rope. 

ucts needed for most rigging 

72 

A stable braid 

It may take several days for a rope to 
come together, but precision and qual-
ity-control inspections at each stage are 
important. At the end of the automated 
process. human hands take over. check- 

(D copy—le 	 Cop~wme 
Omni Leasing. Inc 	 Omni Leasing, Inc ate  

H 'Id. PA 19440 	 Ha 

i 
 PA 19440 OMNI 	OMNI 	 OMNI 

E~!MK  
PURCHASE POWER PROGRAM 	••. 	 FLEX PROGRAM 

THE POWER OF CASF 	 $90/90 DAYS 
4 

Ila, 

e put the Cneck anci the I'o.  	- 	 No monthly payments [or Me 
of Cash in your hands! 	 first 90 days or skip any three 

You have control when and where to make your  
equipment purchases. 	 D 	 months during the lease up to 

- 

Obtain your equipment on the spot.  	 $75,000, your choice. 
No delays in lengthy paperwork. 	

Put valuable equipment to work for you Once you are approved we send you a check 	
immediately, with minimal impact on cash 110w. to make out to whomever you choose! 	
,to to start your lease 

BECOME A CASH BUYER AN' 	 . 	 Program available for new & used equipment. 

EMPOWER YOUR BUSINESS 	 ________ 	 EASY TO APPLY, EASY TO QUALIFY. 
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Cover 

Story 

ing, cutting and packaging each length 
of rope and performing splicing and 
other custom additions to the rope. 

Despite the care put into making rope, 
a rope's useful work life depends on how 
it is treated. 

L 1 
• 1 

1982 GMC, 7000150ft. Teco Saturn 
8.2 Detroit, 5sp2sp. 62.904 miles, 

$26.500. New paintlwhJwh. 

"When you tell people that their rope 
is made of the exact same material as a 
pair of pants, that helps them under-
stand," relates Hopkins. "If you wore the 
same pair of pants every day, they would 
wear out pretty quickly, too." 

Industry experts recommend a two-year 
life span for most ropes. That useful life 
can be shortened though, by chain-saw 
nicks or constant high-weight impacts on 
the rope. Much of the wear on ropes takes 
place out of sight, on the internal core that 
provides the line's strength. While ropes  

have improved, their costs have also risen 
over the years. But given the longer life 
and improved safety, today's ropes are 
probably a better buy. 

Changes in throw lines, lanyards and 
other accessories will continue as arborists 
change the way they work. The never-
ending concern with improving safety will 
help drive new product innovations, as 
will different attitudes of the next genera-
tion of tree climbing professionals. 

"We seem to have hit a plateau," re-
ports Foster. "There hasn't been a major 
breakthrough recently, and the technol-
ogy seems to have found its level. But 
one never wants to say never." 

While there may have been few 
breakthroughs in rope-making in recent 
years, there have been some recent in-
novations in the products that rope 
makers offer. Most arborist ropes now 
feature special protective coatings that 
help the lines withstand the high heat 
and friction that is an inevitable 
byproduct of roping heavy logs, whether 
it's through a pulley or against a limb. 

Yale Cordage was the first company 
to introduce colored lines, first for the 
sailing market. "Now, people can rec-
ognize the Yale brand and the type of 
rope it is by the color," says Susan Cook. 
Yale's arborist products manager. 
"Color has become fashion." 

Yale's best seller now is the XTC 
plus, a red and white, 16-strand rope. 
"We know when we go to shows, we talk 
to hands-on users," notes Cook. "They 
are the ones who are asking the tough 
questions. Because arborists are so in-
volved in the safety of equipment, the 
users are far more aware and educated 
than rope users in other markets. 

What makes the climbing lines 
unique is that they all use a taut-line or 
Blake hitch," explains Cook. "It is the 
only rope market for which we recom-
mend the use of a knot. If the rope is 

not constructed so it will run with a taut 
line hitch, it really has no place in an 
arborists's gear bag." 

In 1993, Samson introduced its Stable 
Braid ropes, used in heavy industry for 20 
years, specifically to handle the rigors of 
rigging techniques. "They needed some-
thing with higher strengths and easier 
handling," says Selman. "That made it an 
easy transition for that product." 

Adapting products originally de-
signed for other uses is a common theme 
among manufacturers.." Arborists we 

ft  BRUTE TM FIREWOOD EQUIPMENT 

F/P 130 PTO Powered 	 Firewood Processor with Conveyor 

AW 
i 	 . al 

i: 
---- 

FROM s2,345 
• Professional Log-Splitters 	 FROM $5,060 
• Heavy Duty Conveyors 	 FROM $14,500 
• Firewood Processors, 1 1/2-3 1/2 cords per hr 

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

RR 2, Box 314, Route 103, EAST CLARENDON, VT 05759 

Please circle 15 on Reader Service Card 

Lewis Utility Truck Sales, Inc. 	8 
628 N. Portland Street, Ridgeville, IN 47380 	

() 

 AA 0 L_ 	'z 
8 

1986-1989 Split Dumps, 	 L.-R(!1. sI.LEC 1 IoN - 55rt w.h. Aerial Lifts/Dump & 	5 & up. 	 ChipIGMC & Ford, 1986-91, gas & diesel, $32,500 & up. 

DRIVEN TO BE THE BEST! 6 
Airport Pickup • Delivery Available Financing Available 

ALSO- 
• Pick Up Trucks 
• Chippers 
• Split Dumps 
• 45' Skyworkerfflat 
• Asplundh LR-5(} Lifts 

0 

1985 Ford, F700IVO-50Teco 	4 
Vanguard 5sp2sp, $23,500. 

New paint. 
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Polyester fiber "beam," 
the beginning of an ar-
borist rope from the 
Yale Cordage factory. 

a wilts Rikilt,2111it 

P1eae circle 14 on Reader Service Card 

interviewed said they were Just throw-
ing money away buying new products, 
then trying to integrate them," says Wall 
President Stanley Swider,. "At climbing 
demonstrations, nationally known 
climbers show off all these products, but 
in the real world it takes too much time 
to rig all of this. Arborists need speed 
to make a living. 

"We designed a rope, Ultramax, that 
has a firm 'hand,' which is an old rope 
term meaning 'able to go around a pul-
ley without flattening," explains 
Swider. "And since arborists don't have 
the time to splice in the field, we splice 
in the factory. 

"A chain saw might sever the flipline, 
so we built one with a steel cable inside. 
Initially, a cable was pushed through a 
hollow-braided rope. Then we braided 
a jacket over the cable. For our new 
rope," Swider continues, 'we buy air-
craft cable, run it through the machine 
and braid a rope over the cable, which 
helps eliminate slipping because it is 
braided so tightly. I defy you to cut it 
with a chain saw." 

Wall Safety Products recently un-
veiled what it calls a complete rigging 
kit designed to eliminate the need for 
arborists to search out all of the prod-
ucts they need. Swider credits working 
arborists with the idea. "We watched 
what they were doing and we learned. 

"Look in their tool boxes. They have 
things they bought from a catalog or a 
hardware store, all thrown together." 
continues Swider. "We are trying to 
eliminate some of that guesswork and 
trial and error. 

The kits, which were developed after 
sales representatives spent hours at job 
sites watching certified arborists take 
down trees, have been tested on 10,000 
tree removals. They include the 
company's bull line, slings, pulleys and 
accessories. In other words, everything 
an arborist needs to take down a tree 22 
inches in diameter at eight-feet off the 
ground. 

Making an arborist rope means mak-
ing something that lasts, is reliable and 
can withstand daily use—even occa-
sionally abuse. "An arborist rope is a 
tool," says Hopkins. "It doesn't need to 
be flashy like a mountain-climbing line. 
It just needs to work." icI 

Keith Regan is a certified arbor/st 
and freelanc'e cuiter. 
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TCI EXPO'97 
Columbus show promises to be the best ever! 
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Zenith Cutter introduces Brush Chipper Knives 

The world leader in precision knife 
manufacturing guarantees: 

_$2609. 	
Factory Direct Prices 

 OEM Quality Specifications 

-top 	 dip 

f 85 	 -- 

JAVE EVEN MOP F! 
For a limited time, mention this ad and get 10% off 

on your first order from Zenith Cutter Co. 
No other offers pply - Offer Expires May 30 1997 

-,, 

5200 Zenith Parkway, 	P.O. Box 2252, 	Rockford. IL 61131-0252, 	Fax 815.282.5232 

800.223.5202, Canada 800.228.5206 
Please circle 67 on Reader Service Card 
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T ree Care Industry Exposition '97 
(TCI EXPO '97), the trade show 
for the business of tree care, will 

be held at the Greater Columbus Con-
vention Center in Columbus, Ohio from 
November 6 - 8, 1997. Co-sponsored by 
the National Arborist Association and the 
International Society of Arboriculture. 
TCI EXPO is the nation's largest tree care 

industry show under one roof. 

TCI EXPO '97 features: 

•FREE ADMISSION TO THE 
TRADE SHOW!! 
• 	Over 150 exhibitors under one roof, 
bringing you cutting edge tree care 
technology, products and services 
• The SMART MANAGER and EX- 
PERT PRACTITIONER SEMINAR 
SERIES of seminars that allow you to cus- 

tified Arborist CEUs for several seminars 
• 	Great networking opportun ties. 

Seminar speakers and topics will be 
announced soon. 

The Greater Columbus Convention 
Center is a modern-day architectural 
marvel located in downtown Columbus. 
This facility offers convenience, acces-
sibility and an active central location. 
Numerous restaurants, galleries, histori-
cal sites and museums, shops and city 
tours are just a few of the adventures 
Columbus has to offer. 

The host hotel for TCI EXPO 97 is the 
Hyatt Regency Columbus. The hotel is lo-
cated at 350 North High Street and 
connected to the Greater Columbus Con-
vention Center. Room reservations can be 
made by calling 1-614-463-1234. Call-
ers must reference the National Arborist 
Association room block. 

For information about reserving a 
booth or attending TCI EXPO '97, 
please contact: The National Arborist 
Association, P.O. Box 1094, Amherst, 
NH 03031-1094; 1-800-733-2622; 
Fax: 1-603-672-2613. TCI 

tomize your educational experience to fit 
your needs 
• 	Live demonstrations of climbing, 
rigging, aerial rescue, and cabling and 
bracing 
• 	Pesticide applicator and ISA Cer- 
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Introducing the 335XPT arborist saw, built for life in the trees. It's light 

and balanced, and features our exclusive ArborGrip;" a textured handle 

with thumb and throttle finger supports to give you a stronger grip for 

better control. Plus, its snag-free shape and built-in rope ring make it 

a cinch to haul up. Now nobody is more committed to the arborist 

than Husqvarna. We offer a full line of specially designed safety gear, 

and are proud to sponsor ArborM aster training programs. To find 

your nearest Husqvarna Power Retailer,just call 1-800-HUSKY 62. For 

information about ArborMaster, call 770-934-4745. 

() Husqvarna 
Over 308 Years of Superior Value 
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Events & Seminars 
May 9 & June7, 1997 
New Jersey Society of Certified Tree 
Experts Seminar and Prep Course for 
tree expert exam 
Contact: Gary Lovallo, 908-591-1113 

May 16, 1997 
Southern Chapter ISA 
The Carolinas Arborist Workshop 
Columbia, South Carolina 
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 

June 9-10, 1997 
Maryland Department of Natural Resources 
Licensed Tree Expert Training 
Heritage Center, Annapolis, Maryland 
Contact: 410-768-0830 

June 13, 1997 
California Arborists Association! 
Western Chapter, ISA 
Regional Meeting 
San Francisco, California 
Contact: Phil Evans, 415-338-1845 

September 4-6, 1997 
McCullough's Tree Care! 
Western Chapter, ISA 
Sustainable Tree Care Conference 
University of California. Los Angeles 
Contact: 818-248-4425 

September 10-11 
Michigan Chapter, ISA 
Educational Summer Conference 11997 
Southfield, Michingan 
Contact: 5 17-482-5530 

September 16-17 
California ReLeaf 
"Tree Science for Better Tree Care" 
Dr. Alex Shigo 
Santa Rosa, California 
Contact: John Phillips, 707-459-3015 

September 16-17 
Mountain Lake Vegetation Managment 
Council, Inc. 
43rd Annual Meeting 
Valley Forge Hilton, Valley Forge, Penn. 
Contact: Dave Krause. 717-766-6651 

September 17-20 
American Forests 
Cities by Nature's Design 
Hyatt Regency, Atlanta, Georgia 
Contact: 202-667-3300 

October 6-8, 1997 
Mid-Atlantic Chapter, ISA 
"Set Your Sights on Arboriculture" An-
nual Meeting and trade show 
Hagerstown, Maryland 
Contact: Don Blair, 301-842-2544 

November 6-8, 1997 
TCI EXPO '97 
Columbus Convention Center 
Columbus, Ohio 
Contact: 603-673-3311 	 10 

Send event and seminar listings to: 
Editor, Tree Care Industry, PG BOX 

1094, Amherst, NH 03031-1094 
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Fire Wood Processing Equipment 
• SPUTTERS, PROCESSORS & CONVEYORS 

FOR THE PROFESSIONAL AND HOMEOWNER 

Contact us for your nearest dealer 

Tel: (802) 775-4227. Fax: (802) 773-1275 
Visit our web site: http://www.timberwoIfcorp.com  

118 SPRUCE STREET' RUTLAND, VT 05701 
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COMMERCIAL- 	No other company offers arborists such a INSURANCE 

comprehensive program of insurance protection. Which is tvhy no other 

program has earned the endorsement of the National Arborist 

Association. Through this cost-effective plan, you can get insurance 

that's specifically designed to meet the needs of arborists. It couers 

herbicide and pesticide applications. Worker's compensation and liability 

cia ilns. Property and commercial auto losses. And niuch more. So u'hy 

n a 10U nd t ryi ig to piece together your ins u rance Plan? Simply call or 

have your agent call us at 1-800-533-7824. 
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Green Industry 
Associations 

American Horticultural Society 
E-mail: garde@ahs.com  
http://email.com  

American Forests 
http://www.amfor.org/ 

American Society of Landscape 
Architects 
E-mail: landnet@asla.org  
http://www.asla.org/aslal  

International Society of Arbori-
culture/University of Illinois 
E-mail: isa@scorpion.ad.uluc.edu  
http://www.ag.uiuc.edu/—isal 

National Arborist Association 
E-mail: 76142.463@compuserve.com  
http://newww.com/org/naa  

National Gardening Association 
E-mail: nga@together.org  
or: 7671 1.4l7compuserve.com  

R.I.S.E. (Responsible Industry for 
a Sound Environment) 
E-mail: lawder@acpa.org  

Vendors 

ACRT, Inc. 
http://www.acrtinc.com  

Aerial Lift, Inc. 
E-mail: aerialinfo@aol.com  

http://www.aeriallift.com  

Altec Industries, Inc. 
http://www.altec.com  

Bailey's, Western Division 
E-Mail: balleys@bbaileys.com  
http://www.bbaileys.com  

John Bean Sprayers 
E-mail: JohnBean@durandwayland.com  

Ben Meadows Company, Inc. 
E-mail: Mail@benmeadows.com  
http://www.benmeadows.com  

Buccaneer Rope Company 
E-mail: BUCROPE@aol.com  

Corona Clipper 
E-mail: sales  @coronaclipper.com  
http://www.coronaclipper.com  

Cummins Engine Company, Inc. 
http://www.cummins.com  

Environmental Consultants, Inc. 
E-mail: 103-135.107@compuserve.com  

Gravely International 
E-mail: info@gravely.com  
http://www.gravely.com  

Husqvarna Forest & Garden Co. 
http://www.husqvarna.com  

Karl Kuemmerling, Inc. 
E-mail: kuemmerling@ezo.net  

Landscapes by Barrows 
E-mail: DRDIRT@LawInfo.com  

Landscape Management 
E-mail: 5553.502@compuserve.com  

Leonardi Manufacturing 
Company, Inc. 
E-mail: leonardimfg@worldnet.att.net  

Natural Path Forestry 
Consultants, Inc. 
http://www.montana.com/n  itpi ft 

Omni Leasing, Inc. 
http://www.omnilease.c ,) Ill 

Oregon Cutting Systi.. 
http://www.oregonchain.com  

TECO, Inc. 
E-mail: teco@cioe.net  
http://www.tecointl.com  

Vermeer Manufacturing Company 
http://www.vermeer.com  

Wood/Chuck Chipper Corp. 
E-mail: woodchuck@shelby.net  
http://www.woodchuckchipper.com  

General Interest 

GardenNet 
http://www.olympus.net/gardens/  
welcome .html 

Ohio Division of Forestry 
http://hortwww-w.ag.oh  jo- state. edu! 
ODNRlForestry.htm. 

Chamber of Commerce 
http://www.uschamber.org  

Occupational Safety and Health 
Administration 
http://www.osha.gov/ 

Department of Transportation 
http://www.dot.gov/ 

General Government 
http://www.dot.gove/internet!  
govt.www.html 

EiIe Edit dicess Samm 1!mdow Help  
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 Cutting Systems 	Information is the key to 
cess in today's ever-expanding 
business environment. And the 

..!! 	Internet has become a part of 
our daily lives. In our this 

Mc Hood outside Ponia,Id.Tein 	 month's feature on new Web 
Sites, we explore Oregon Cul- 

..4..'l..-4.... .................. 	 I ting Systems. With some 
excellent graphics, the site 

walks you through Company History, Worldwide Locations, Where to Buy Our Prod-
ucts, Safety Issues and Employment Opportunities. A "What's New" feature introduces 
all the new products that have been introduced by Oregon. It has some good pictures 
for chain saw safety and wood cutting. 

Oregon Cutting Systems is the flagship division of the Outdoor Products Group of 
Blount Inc. The group manufactures and markets saw chain, bars, sprockets and main-
tenance accessories for chain saws, industrial cutting products, riding movers and 
yard and garden tools. It sells to over 50 original equipment manufacturers and is 
spread over 130 countries worldwide. Oregon Cutting System's site can be found at 
http://www.oregonchain.com  
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Lola 

low- 
1969 Ford F800 Tandem. - 	iopc 
20 143 original miles with 14 Ton JLG 1989 mt. S2674 Cummins 315. 8Spd 
Crane 76 Hook Height ,  18 Flatbed ,  Tandem  Tractor with 11 Ton Hiab (5 Under CDL Ford i lot.. 

very good condition . ........... $56,900 Knuckleboom Crane 	$46500 Stakes or Utility Bodies ... Call for List 

Not Actual Picture (3) 1987-88 Ford 
& GMC; Gas V 8 Pony Motor. LR50 
Aslundh o. C liip Bod i es  Call for List 

1981 Int'l. 2554; DT466, 13 Spd w 1 15  
Ton RO TC15O Crane; 90' Hook Height 

$39500 

Lill 

1978 mt 1850 Diesel, auto trans.. 12 Dump 
..;:HiabLogLoaoe' .......S11.90( 

1 
(15) Material Handling Buckets in Stock, 
41 42 42 50 & 55 knian AIundh 

-. 	Call 'o- Li st 

1981 Mack R685ST 	Spd With 8- 
Ton Nationai Crane 4T-28. 38 Hook 
Height 	 . 	$22508 

OMNI 

1994 F600 4x4; C.. 	-  D --s - 	 ",... 2 
Spd Transfer, 16 Flatbed w Bed Winch 
6,000 Orig. Mii es Like New 	$37,500 

t)c ( 1OoMs 

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

S4.500 And Up 

(30) 1 Ton Buckets; 28 0 36' l S;oc 
Call For Price List 

Ah  

..-..-.---.-.---.----.==,- 	,, 

1987 GMC. V8, S Speed 2 Speed. Hoian 50 
0 Dump Ch Box 	$29500 

20; Digger Derricks In Stock! Single & 
Call for List  

1993 Ford F700.  
with Versalift \JQ  50 Bucket. Steel Flat 
Bed. 17.500 Miles, Like New . S53.500 

51
, 

(3) Asplundh LRSOs Just In, from major 
udlity cx. 88. 89. O Fords, with 7.8 
D i esels and utility boo 	Call for Info 

SHEETROCK LOADERS BOUGHT AND 
SOLD . CALL `: QP CURRENT INVENTORY 

(10) Chip Body Dumps in Stock Cal 10 32 to 42 Bucket 
Call for Sale Pri e 

•I' TP 

\j4 

- M 

1988 Chev.; 8.2 Diesel Allison Auto 
4 Ton Hiab ,vith Grapple. 12 21 

JURA 

3; Ford. Cneu. In;. 	- 	-- 
Boc -, 	 Lb Gates 	Call for List 

(2) 1989 C8000's. 	...A  

33 GVW 12 Utility Body, Onan Gen. Set - 
& 26K Miles 	 . . 	. .$135C. 
1987, Same Specs 	.. . 	. $115 
1986. Same Specs ....... ............ .........S1O,50u 1986 Mace Diesel,  

Very Clean Utility Trucks 	 S12.900 

(2) 1988 GMC 4x4 s: 62 	5 Sco 2  
Spd. Transfer: 35.000e GVW: Chassis &  
Cabs.................................. $22,500 Each 	1986 Ford F8000; CAT 3208. Aison 

(4) Other 4x4 Diesel Trucks In Stock. 	14 Bed w 11 Ton Effer Knuckleboom, 27 
Side Reach s Remote Control ..... $44,500 

Please circle 45 on Reader Sers ice Card 
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Close 
OSHA? 

By Amelia Reinert 

"The National Arbor/st Association 
receives calls daily from business 
owners who have been cited, but 
have no idea why." 

T he gauntlet has been thrown 
down. The Cato Institute, a con-
servative public policy organiza- 

tion, has called for a shut-down of OSHA 
in its latest handbook for Congress. The 
handbook, released February 28, 1997, 
stated that "As it currently operates, 
OSHA does not increase worker safety in 
a cost-effective manner." 

At a minimum, the handbook recom-
mends that OSHA should be prevented 
from issuing new citations or federal stan-
dards to employers. The Cato Institute 
further calls on Congress to reduce 
OSHA's enforcement budget, increase 
exemptions for companies with strong 
worker safety and health programs, and 
repeal the general duty clause of the Oc-
cupational Safety and Health Act. Anyone 
who has been cited by OSHA knows this 
as the clause that requires employers to 
provide a workplace free from recognized 
hazards which could cause death or seri-
ous injury to employees. When the 
inspector visits and cannot find a particu-
lar section of code to enforce, it is often  

reference to this clause that appears on 
your citation. 

The Cato Institute recommendation is 
sharp criticism of a federal agency de-
signed to improve health and safety 
conditions in the workplace. Others have 
criticized OSHA as well. Members of the 
last session introduced several bills that 
targeted OSHA for reform. Specifically on 
the table, among other things, were OSHA 
requirements that field inspectors fulfill 
citation quotas and the vast amount of 
paperwork which business owners must 
complete in order to be in compliance. 
None of the bills were signed into law last 
year, but it would appear that the alarm 
had been rung. 

OSHA might have been prudent to be-
gin initiating internal changes that would 
satisfy critics. Substantial changes in the 
agency's operations could have been 
gracefully attributed to the Clinton 
Administration's line-by-line review of 
government. Some real heros could have 
emerged from OSHA had one of its own 
come forward with a plan to make it easier  

for employers to comply with record-
keeping requirements, or by concentrating 
efforts on training field personnel so that 
inspection visits resulted in a safer work-
place, not in high fines and confused 
business owners. The National Arborisi 
Association receives calls daily from busi-
ness owners who have been cited, but have 
no idea why. 

Unfortunately, bureaucracy blindly 
plods ahead. OSHA recently announced 
that it intends to re-issue an injury and ill-
ness data-collection survey that was first 
attempted in 1996, only to be interrupted 
by a lawsuit from the American Trucking 
Association (ATA). The ATA claimed 
that OSHA did not have the authority to 
collect data that could later be used against 
the responding employer. A federal dis-
trict court judge agreed. 

In February 1996, OSHA decided not 
to use the collected information for en-
forcement purposes, even though the 
survey regulatory preamble suggests the 
agency could inspect or seek administra-
tive subpoenas against employers who did 

Peavey Tree Pruning Poles & Supplies 
v--1 	 Peavey Manufacturing Company is pleased to offer 

	
We have a variety of poles including white ash in 

a complete line of top quality tree pruning poles and 
	

solid lengths; and also six foot sectional poles with 

equipment for the professional as well as the 
	

lightweight aluminum couplers. There is also 

amateur who wants a quality made tool. 	 available a line of non conductive sectional, or full 

For years we have made a limited line of pruner 
	

length fiberglass poles for the electrical contractors. 

poles for the large industrial users, and we feel that 
	

Included you will find a complete price list and 

if we can satisfy these customers on a nationwide 
	

order form for all pruner poles and equipment. 

basic that we can satisfy 

L 

20 

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

' PEAVEY 
MANUFACTURING Co. 

P.O. Box 129 East Eddington, Maine 04428 

(207) 843-7861 - 843-6778 - FAX (207) 843-5005 

Please circle 46 on Reader Service Card 

TREE CARE INDUSTRY . MAY 1997 



not respond. This is language similar to 
that used in state Voluntary Participation 
Programs, where the threat of "respond or 
get inspected" was so thinly veiled that 
OSHA had to withdraw the programs. 

To add fuel to the fire, field inspectors 
are increasingly criticized by the green 
industry for improper or incorrect cita-
tions, or for issuing citations 
unreasonably. Consider these instances 
suffered by members of the National Ar -
borist Association: 
• 	A company is cited because em- 
ployees are not wearing steel-toed shoes. 
When the job foreman tells the inspector 
that steel-toed shoes are not required for 
the tree care industry, the inspector cites 
the logging standard. The foreman repeats 
his position. The citation is issued under 
the general duty clause. 
• 	In another case, in another state, an 
individual owns his company and his 
bucket truck. He has no other employees. 
The business owner, his wife and his teen-
age son happen to be using the bucket 
truck for transportation because the fam-
ily car is in the shop. The family parks at 
a local restaurant to order a take-out din-
ner. The parents enter the restaurant, the 
son stays in the truck. The business owner 
and his wife emerge from the restaurant 
to find that they have been cited by OSHA 
because an off-duty field inspector hap-
pened to notice the teenager riding up in 
the bucket without a shirt. Never mind 
there is not a tree in sight. Never mind that 
the teenager is not an employee, but a 
child who is about to be in some serious 
trouble with his parents. To date, that in-
cident has cost the business owner 
S15.000 in lawyer's fees and court costs. 
• Another incident involves a more 
serious matter. An employee suffered a 
fatal accident. When OSHA investigated, 

it was determined that the employer was 
not responsible for any wrong-doing, yet 
the inspector did find a broken buckle (un-
related to the incident) during the course 
of the inspection. The business owner in-
quired about the amount of the fine and 
told the inspector he was going to be away 
for two weeks. He would leave a check in 
the correct amount to pay the fine. The 
inspector stated that the fine would be no 
more than $300. The owner cut a check 
and went on about his business. He re-
turned to his office two weeks later to 
discover a $6,000. citation for a broken 
buckle. Even worse, the two week dead-
line for appeal had passed. The owner 
called his local OSHA office. OSHA's 
response? In short, "tough." 

Is OSHA really a government agency 
that protects worker health and safety, or 
has it become a self-perpetuating bureau-
cracy that can't see beyond its own walls? 
Does the agency answer to anyone? 

Certainly the objections already raised 
about OSHA's operations have not re-
ceived much attention within the agency. 
Working Americans must be protected 
from gross negligence on the job site, 
which is why so many responsible em-
ployers offer safety training programs that 
far exceed government requirements. But 
who protects small-business owners from 
a government agency out of control, an 
agency that apparently feels so secure in 
its current state of being that it is willing 
to proceed with a data collection survey 
that a federal district court judge has al-
ready found improper? 

Perhaps the Cato Institute is right. Per -
haps OSHA should not continue to exist 
if it cannot carry out its mission success-
fully and cost-effectively. Maybe there are 
other measures, such as employer train-
ing programs and insurance guidelines.  

that will better protect worker safety. In 
the meantime, business owners in the tree 
care industry must continue to demand 
that OSHA citations are correct, proper 
and reasonable. 

If you think you have been inappro-
priately cited by OSHA, call the National 
Arborist Association at (800) 733-2622. 

Amelia Reinert is depurv executive di -
rector of tit c Va tiotial 4 rho rist 
Association. TCI 
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By William M. Steigerwaldi 

A s many of you are aware, the 
Association of Consulting 
Foresters of America (ACF) 

has joined the Council of Tree & 
Landscape Appraisers (CTLA). Ini-
tially, this would appear to be an odd 
mix of talents and a rather poor mar-
riage. Most consulting foresters are 
engaged with trees at the forest level 
and spend little time involved in land-
scaping, arboriculture or single tree 
matters. 

Many consulting foresters, however, 
are very active in real estate and tree 
damage appraisals. National member-
ship in ACF is now approximately 475, 
of which more than 80 members are li-
censed or certified real estate appraisers. 
For many of us, our entire professional 
focus is the valuation of many types of 
real estate—from traditional timberland 
to more urban properties with signifi-
cant numbers of trees and elaborate 
landscaping. Many ACF members are 
also involved in tree damage appraisals 
for the same situations as many ar-
borists, landscaping contractors and 
nurserymen. 

My personal interest in serving on 
CTLA is to bring various aspects of 
real estate valuation to the tree ap-
praisal profession. Quite often 
individual tree values are estimated 
without any relation to the overall real 
estate value of the property in ques-
tion. Frequent criticism of current tree 
valuation techniques is that the esti-
mated values from the cost to cure, 
trunk formula or replacement ap-
proaches are too high. I have  

v itnced nian cacs lost h\ compe-
tent arborists and nurserymen because 
the tree values are excessive and th 
appraiser fails to consider the under-
lying property value. In most cases, 
the tree appraiser must analyze the 
total real estate value and then esti-
mate the trees' contributory value to 
the property and situation at hand. 

A few of the real estate appraisal is-
sues that must be addressed and 
understood by tree and plant appraisers 
include highest and best use of a prop-
erty, the contributory value of trees and 
landscaping, and perhaps depreciation 
of tree value (due to condition, quality, 
abundance, overstocking, location or 
other factors). It is our intention that 
these issues will be addressed as we 
work together on revisions to the Guide 
for Plant Appraisal. 

For those of us actively involved in 
tree and plant appraisals, consulting 
with certified real estate appraisers or 
other real estate professionals in your 
specific area may prove very enlight-
ening and rewarding. Many of us in 
ACF can be another source of advice 
and help on specific cases. I feel that 
the background in forests and real es-
tate that ACF brings to CTLA can 
advance the tree appraisal profession. 

I sincerely hope that ACF's role in 
CTLA will be constructive. I look for -
ward to serving on CTLA and bringing 
many of these valuation issues to the 
forefront. 

Wi//join M. Sreigerwaldt is the A CF 
representative to CTLA. 
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Total Customer Service 
Ae secret to sales, profits 
and happiness in the 
world of business 
By W'avne OutIa%t' 

 lie as in business, when you In 
ive the right answers and do the 
ight thing, you are rewarded. In 

the tree care business there is a tremen-
dous need to satisfy the customer. In this 
profession customer service is a primary 
determiner of success. 

You never know what is going to hap-
pen when you start serving customers. 
You think about how to make your big-
gest, most important customer happy and 
fail to realize that all of them are our most 
important customer. Yet just making a 
customer happy often is not enough. 

Would you be happy if 90 percent of 
your customers were satisfied? You 
shouldn't be. If your customers are 
merely satisfied with what you do, that 
is not enough to guarantee your success. 

Of course, there are different levels 
of satisfaction. 

1. 	The first level is the dissatis- 
fied customer. You can relate to it, and 
you might be able to recall an unhappy 
customer's face as you are reading this. 
A dissatisfied customer is someone who 
is unhappy with what you did. 

That unhappiness may be valid or not, 
but he is unhappy. You may have per- 

formed the work correctly, 
but your crew didn't quite 
cleanup as much as they 
should have. Maybe the 
customer looked at his 
trees or shrubs when you 
had finished and said, I 
thought it would be prettier when 
you finished." 

Has a customer ever said that to you—
especially after you have cleaned up 
from storm damage? 

2 9 The second level is a satisfied 
customer. For this customer the job was 
done properly, you cleaned up and you 
were courteous. While there was not a 
lot of interaction with the customer, but 
when it was all over she was satisfied. 
That customer is happy with you, but 
guess what? She is not ecstatic about 
your company. 

3 0 A very satisfied customer is a 
person who is happy with almost every-
thing you did, and the work you 
performed went beyond her level of ex-
pectation. Now most people in business 
ask, "Can I afford to do something like 
that? Can I afford to spend that kind of  

time and money to make my customers 
very satisfied"? 

You bet, and here's why. AT&T did 
some consumer research to find out what 
made a difference in customer retention. 
If customers said they were very satis-
fied, AT&T lost 3 percent of them. Of 
customers who said they were merely 
satisfied, AT&T lost 32 percent of them. 
The effort it takes to take it up that next 
notch represented a difference of 29 
percent. Now you understand why you 
get those AT&T sales calls about 7:30 
every evening. They are trying to get 
some of those satisfied customers back. 

Xerox Corporation discovered simi-
lar results. Xerox found that six out of 
seven people who were very satisfied 
would buy from them again. However, 
only one out of seven who were merely 
satisfied would buy again. 

What does it take to get customer sat- 

Cummins Diesel Power 
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isfaction up to the very satisfied level in 
the tree care business? The amount of 
money it costs to take people from satis-
fied to very satisfied is far less than the 
cost of generating five new customers. 

If you could increase your customer 
retention by 5 percent, what do you 
think it would do for your profits? What 
would happen if you kept 5 percent more 
of your customers this year, 5 percent 
more next year, and 5 percent more the 
year after that? 

Research shows that if you increase 
the number of customers you retain by 
5 percent, you will almost double your 
profits in one year. Maybe this is the 
place where you ought to put your time 
and attention. 

What is service? 
Service is everything but the product 

itself. In other words, it is the way crews 
arrive at the job site, their attitude—
even their grooming. It is everything the 
customer senses and experiences while 
a crew is on the job. 

Over the lifetime of an average cus-
tomer, what is that customer worth in 
sales? Ten thousand dollars, $50,000, do 
I hear a million? Whatever the number, 
they are valuable. They are like money in 
the bank, and we cannot afford to lose 
customers. 

A little company called the Forum 
Group did a study on customer service 
and one of the things they found was that 
when people stop using a business, only 
30 percent switch because of product or 
price. Fully 65 percent left because of 
the way they were treated or the attitude 
of the employee. Buying newer trucks 
and more types of equipment—doing all 
those things to expand your capability—
will not make you successful unless you 
make customers happy when you inter-
act with them. 

Every company owner is interested in 
delivering great service. What is the one 
thing that is keeping you from delivering 
the level of service you would like? The 
problem is the owner doesn't serve most 
customers. The way to improve service is 
to help employees recognize a customer's 
importance, give them some customer 
skills, which will help them be more suc-
cessful. Since you can't interact with all 
of your customers all of the time, you must 
train and develop employees with cus-
tomer service skills. 

VEIISALIFT. 
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Customer 
Service 

Learn from other companies as to how 
to overcome barriers to deliver a higher 
level of service. SAS Airlines, for ex-
ample, was losing $17 million a year. The 
problem in the airline industry is that ev -
ery airline has the same planes and the 
same routes. One of the few things they 
can change to distinguish themselves is in 
increasing customer satisfaction. The 
CEO said that he wanted every contact 
with the company to be a positive one. In 
one year, SAS went from losing $17 mil-
lion to a profit of $54 million. 

A few years ago, Delta decided it 
wanted to cut costs. Most companies 
start there when they want to be more 
profitable. So they laid off some senior 
baggage handlers. Guess what hap-
pened? Their bottom line increased 
immediately, and the stock market was 
very happy about it. The problem was 
they hired contract workers to replace 
senior baggage handlers at Thanksgiv-
ing, a time with the greatest potential 
for error. They lost a lot of bags in 1995 
around the holiday season. 

What is interesting is most of the 
people laid off came back to work in 
February, but the customers did not 
come back with them. They remem-
bered. Another airline. Continental. was 

Committed to your 
success. 
INNOVATORS of 

TECHNOLOGY for the 
ENVIRONMENT 

not doing well a few years ago. Yet the 
CEO understood one key thing. Custom-
ers want to take off on time and they 
want to arrive with their bags. He also 
figured out that if the planes take off on 
time, the chances of bags being there 
when the passengers arrive increases. 

He offered a $65 bonus for every 
employee for every month that Conti-
nental was in the top 5 in on-time 
departures. They recently had their first 
profitable year since their bankruptcy, 
and they had their highest level of prof-
its in 61 years—all because he figured 
out what customers want. 

He found a reward system that linked 
what the employees do to the satisfac-
tion of the customer. Many times we say 
that if we don't hear from customers—
if they are not complaining—then 
everything must be fine. Trust me, a lack 
of complaints does not equal satisfied 
customers. Statistic after statistic proves 
that only a small portion of those people 
who are unhappy will ever complain. 
Instead, they tell other people about 
their negative experiences. 

Studies have found that, on average, 
an unhappy customer will tell 14 people. 
Most people don't have the time to write 
a letter or call a number to complain. 
So don't assume that folks are happy. 
Find a way to make them happy because 
customers have choices. They can com-
plain by taking their business elsewhere. 
And they can tell other people. 

Winning at the 
defining moment 

Sam Walton. the founder of Wal-
Mart, once said the customer can fire 
everybody in the company. from the 
chairman on down, simply by spending 
money somewhere else. 

Not only won't they complain, they 
may offer reasons other than bad service 
as an excuse to leave. I developed a pro-
gram called "Winning the Value Battle: 
How to sell against a cheaper price." 
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Customer 
Service 
One of the things we found is that when 
people say they can get services cheaper 
somewhere else, that is a cover for "I 
really don't want to tell you why I am 
going somewhere else because you let 
me down or you upset me." 

This is a defining moment—when 

something goes wrong in your business, 
when something falls through the 
cracks—from that point on, the cus-
tomer will define you and your 
capability and your desire to satisfy him. 

When something goes wrong, that is the 
chance to shine because if you jump on a 
problem and really change things dramati-
cally, the customer will stick with you. 
Problems are not what lose customers: It 
is a failure to respond to problems. 

If something goes wrong, react. Do it 
right the first time. If it is not right the  

first time, do it very right the second 
time. Go above and beyond and let the 
customer and your employees know 
what you are doing. Everyone in busi-
ness has had a customer who is irate. 
Here are 10 steps to satisfy a customer. 

Show understanding. Figuratively 
put yourself on the same side as the cus-
tomer. Don't make yourself an antagonist. 

Deal with feelings. Get the emo-
tion out of it. Let that person vent, then 
get logical. 

Express concern. A lot of people 
have trouble saying "I am son 
goes a long way. 

Verify the reasons and the situa-
tion. Tell the customer, "Now I need you 
to help me a little bit and tell me what 
exactly happened." 

Suggest some alternatives. Your 
suggestions may not be what the cus-
tomer has in mind, so listen as well. 

Ask for suggestions. 

Determine your solution. 

Verify your solution will make the 
customer happy. The one thing we of -
ten fail to do is ask the customer a 
simple question, "If we take these steps. 
will you be happy with us""  

Do what you promised. 

Follow up. The most important 
phone call you can ever make in your 
business is to a customer who has been 
unhappy and you have done something 
to fix it. Pick up the phone and get some 
of that positive feedback, which also 
reinforces in the customer's mind that 
you did do what you promised. 

My philosophy is "The problem is not 
fixed until the customer feels that it is 
fixed. 

Customer Perception 
A big problem in the tree care busi-

ness is that a customer's perception does 
not always match reality. Customers are 
dealing with tree care from another 
framework. Their perceptions involve 
judgments, what is right, what is wrong. 
what should be done, what should not 
be done. It involves evaluations of how 
well you did and also assessments on 
what could have been done. They make 
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these judgements, but how many have a 
degree in arboriculture? 

As trained professionals, you know a 
lot more than they do. You are the ex-
pert. Nevertheless, you must figure out 
what is on the customer's mind because. 
right or wrong, that is what drives the 
customer to make decisions. The sum of 
a customer's perception is his level of 
satisfaction. 

The key question to discover with 
customers is whether they would recom-
mend your business to other people. If 
the answer is no, find out why. You ei-
ther failed to impress them or you have 
done something to make them feel less 
than happy. 

The number one hotel in America in 
terms of guest satisfaction is Ritz Carlton. 
Every time a guest checks in, he is asked 
if he requires anything unusual. A foam 
pillow instead of feather, ice in their wine 
or coffee. If a customer has an unusual 
request, they ask you to fill out a card, and 
they develop a profile for you. When you 
check in the next time, they know exactly 
what you want for a pleasurable experi-
ence. Collecting those profiles costs 
money, but they realize it is nothing corn- 

pared to building a profile on a guest that 
will come back again and again. 

Measuring Cus- 
tomer Satisfaction 

Identify the key factor in customer 
satisfaction. What makes a customer 
happy or unhappy in the tree care busi-
ness? The airlines have figured it out,  

and the tree care industry should too. 
Figure out what four or five things cus-
tomers value from your business. Do 
they want value? Do they want you to 
arrive on time and finish the job in a 
timely manner? Do they want you to 
meet their expectations? I might do a 
better job than the customer expected, 
but if I do something different than the 
customer expected. I have a problem. 
You have to make sure you and the cus-
tomer have the same expectations. 

Understand what customers want, 
because you cannot start measuring their 
satisfaction level until you clearly un-
derstand that. Forget about what you 
think they want. Ask them and listen to 
what they say. 

Once you have created some way to 
measure satisfaction, determine how 
often you should measure it. Do you 
measure every customer or do you want 
to measure every tenth customer? 

You also have to define the questions 
that will allow you to gauge it. 

There are several ways to measure 
satisfaction. One is simply to listen. A 
more scientific way would be to create 
a survey or questionnaire. Also, tabulate 

Now's the Time 
to be treating 
American Elm Trees 
for Dutch Elm 
disease and 
Oak Trees for 
Oak Wilt Ad 

ni 
 vou Cm 

1 Nfl Voul 

wu.cN. ay 
tosis. 

wIesIso iiuuw cuuiu 
SIc. — 	 Ft 

Is MOW OW Mft SWO 

The Phimps,  
Gas Gun 	. 

Providing a iplick, clean, easy 
way to inject trees or soil 

with fungicides, insecticides 
and micronutrients! 

¼ 

for 	Fact Sheet & Free 130-Pg Catalog: W.L 
P1eae code 4 on Reader Service Card 

: 	 L 

TREE CARE INDUSTRY - MAY 1997 	 29 



Brush Bandit, Wood/Chuck, Morbark and 
Vermeer disc style chippers! Car/ton, Rayco and Vermeer stump grinders! 

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

Customer 
Service 

the results to see your improvement. If 
you are going to measure something, 
you really need to track it to make sure 
that what you are doing is getting bet-
ter. Track the quality of the sales force, 
their level of service, the delivery. How 
can you improve your service? What do 
other people do better than you? What 
do we do better than other people? 

Levels of Customers 

A buyer may pick your name from 
the Yellow Pages, call and say I have a 
job would you please come out and give 
me a quote. You go out and give them a 
quote, do the job, they pay you and that is 
it. They may be terrifically happy, but it 
is only a one-time event. 

A client is someone that you have  

developed a relationship with. She may 
buy from you all the time, and you may 
do all of her tree care work. You may even 
have a contract to care for her trees over 
a period of time. This is fine, but you need 
to get to the third level: the advocate. 

An advocate is someone who is 
so happy with what you do that not only 
would he never consider buying from any-
body else, and at every chance he gets he 
tells other people you should do their tree 
work. Create advocates because those 
people pay. In general, studies outside of 
the tree care industry have shown that it 
costs 15 times more to acquire a new cus-
tomer than it does to service or sell to an 
existing customer. Yet if a business is to 
grow, new customers are a must. The 
most cost-effective marketing is creat-
ing advocates. 

Create a 
Service Culture 

Outstanding service starts with a com-
mitment at the top. An employee does 
not wake up one day and say. "You  

know, today I am going to be the abso-
lute best person ever, and I am going to 
make all my customers happy." 

Employees listen to and watch the 
owners. The owner does not deliver all 
the service, even in a small organiza-
tion, so it begins at the top: The 
decisions made at the top in terms of 
hiring the right people, the resources 
they have and the commitment the 
owner gives to development, training 
and education. All of this is reinforced 
daily. Show me somebody who is pas-
sionate about delivering a great service 
to a customer and I will show you a per -
son who has a tremendous potential t 
be profitable. 

The employees are the key in creat-
ing and maintaining a service culture. 
Business owners often ask, 'Why can't 
I find people like me." Well, they prob-
ably own their own businesses. 

The key is to hire attitudes, values and 
capabilities. You can't give an em-
ployee an attitude transplant, you can't 
send them to a class on honesty, and you 
can't make people with weak perfor -
mance records perform miracles. Past 

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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Customer 
Service 
performance is the best indicator of fu-
ture performance. If someone lands in a 
new job every six months, the same 
problems will follow him. Who you 
bring on to serve your customers is the 
most important decision you make. 

Summary 
If you really want to improve your 

level of service, you first have to declare 
its importance. Not just to yourself but 
to everyone in your business. Employ-
ers talk about developing the sales skills 
of employees, but it is people skills that 
you have to develop to make sure that 
the customer is happy. Being technically 
proficient in tree care is not enough if 
you or your employees can't interact 
well with the customer. 

Measure customer perceptions, set 
some objectives and targets, track your  

improvement and reward performance. 
Psychologists tell us that if we make up 
our minds to do something, and we do 
not take action within 24 hours, there is 
only a 50 percent chance that we will 
do anything. If we wait 48 hours, it 
drops to 25 percent. 

Within the next 24 hours take the time 
to decide what you want to do to improve 
the level of service you are giving to your 
customers. Serve your customers well and 
you will be very successful. 

Wayne Outlaw spent 13 years with 
Xerox Corporation. At Xerox, he held 
the record for the quickest promotion 
to Branch Marketing Manager. He 
also developed the Benchmark Sales 
Strategy used worldwide by Xerox to 
beat lower-priced competition. He is 
a certified speaking professional and 
also holds a designation of certified 
management consultant. He is presi-
dent of the Outlaw Group, Inc. in 
Mount Pleasant, S.C. 

Breaking Through Barriers to Service 

• Employee Problems • Unaware of Importance • Lip Service • Not See and Hear • Process Oriented • Don't Measure • Tomorrow, Not Today 
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By Robert Rouse 

( 	Learning to prune properly 
is an art and skill that takes 

years in the field to per 
 fect. Most arborists 

would agree that no 
book can substitute for 

practical experience under the 
watchful eye of a master pruner. 

However, Dr. Edwin F. Gilman's book, 
An Illustrated Guide to Pruning, may be 
the next best thing and deserves consid- 
eration for your personal library. Gilman 
is on the faculty of Environmental Horti- 
culture Department at the University of 

Proper canopy reduction 
using drop-crotch 
technique 
(Figure 3-8) - 

I 	Tree is smaller and 
could be thinner if 
you desire 
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Florida, Gainesville. He conducts educa-
tional programs in tree selection and 
management nationwide for most mem-
bers of the green industry and received an 
award from the Florida Urban Forestry 
Council for his educational efforts in ur-
ban forestry and arboriculture. This book 
evolved from Gilman's frustration with 
the lack of drawings and photographs in 
pruning books. He decided to create a 
book built around photos and diagrams be-
cause, as he states in his introduction, "you 
cannot learn pruning by reading words." 
This is a refreshing approach that makes 
the book easily accessible to the newest 
tree worker on your staff and the student 
fresh out of school. Even veteran arborists 
find this a valuable resource. 

The experts continually stress the posi-
tive and negative effects pruning has on 
the health and structure of trees. However, 
when pruning day after day, we sometimes 
consider pruning as a static process. A 
hazard must be removed or a reason to 
change the habit of the tree exists, so a 
pruning solution is given. The books we 
read do inform us about the role pruning 
plays in tree growth, unfortunately they 
usually are unable to dedicate enough 
space for diagrams that illustrate these 
principles. The Illustrated Guide to Prun-
ing helps to remind us that a tree is a 
living, growing and ever-changing thing, 
and that the pruning we do today deter-
mines the health and viability of the tree 
for years to come. The language is 
straightforward and scientific, allowing 
the diagrams to speak more to the artistic 
component of pruning. 

Gilman's understanding of the time and 
energy that are invested to grow a tree 
with a healthy structure are evident. The 
skillful hands of various green industry 
professionals touch the tree in many dif -
ferent ways. Propagators select new plant 
material with demonstrated improvements 
in traits such as habit, branch structure or 

Figure 1. Proper thinning of the canopy can Improve tree strength and lon-
gevity, and it opens views (top and center). The service life of trees that are 
considered too large for a site may be slightly extended by properly reduc-
ing the size of the canopy (bottom). 
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disease resistance. Nursery workers, while 
training young trees, make the first im-
portant pruning decisions when they select 
which branches to remove. Arborists and 
landscapers make the crucial decision of 
selecting the best species and cultivar for 
the environmental conditions at the plant-
ing site, as well as selecting high quality, 
properly trained trees from the nursery. It 
is at this point that the arborist finally has 
some control of the trees' development 
through proper planting and pruning. 

Gilman provides many diagrams that 
demonstrate the growth changes that a tree 
goes through and how arborists can direct 
those changes through pruning. In Chap-
ter 5, "Pruning for Strength," a two-page 
diagram demonstrates how trees can be 
pruned at a young age to prevent low 
drooping branches from developing as the 
tree matures. The growth of two trees is 
traced with drawings at three separate 
stages of growth, representing the trees 
when young, 10 years later and 20 years 
later. One tree was left unpruned and the 
other was pruned with modest subordinat-
ing cuts or thinning cuts designed to 
shorten and slow the growth of the lower 
branches as well as encourage faster 
growth in the upper canopy. Ten years 
later, the unpruned tree has long lower 
branches that are beginning to droop in 
contrast to the shorter, rigid lower 
branches of the pruned tree. After 10 
years, the lower branches on the pruned 
tree are cut once again, utilizing similar 
subordinating and thinning cuts. In the 
third stage, representing 30 years later, the 
unpruned tree has lower limbs drooping 
to the point that they may need to be cut, 
especially if the specimen is a street tree. 
The procedure at this point is radical and 
will be costly to the client. The pruned 
tree, however, is in no need of further at-
tention thanks to the modest, insightful  

work performed earlier. 
Unfortunately, by the time an arborist 

is summoned to the scene, many of the 
important pruning and cultural choices 
that determined the mature tree's struc-
tural health were made incorrectly. 
Sometimes the tree simply was neglected 
and the arborist on the scene will give the 
tree attention for the first time in its life. 
Many issues such as these are addressed 
in Chapter 7, 'Pruning Established Trees." 
The diagram titled Thinning the Canopy 
is shown in Fig. I and is another good rep- 

resentative of the book's illustrations. 
In short, An Illustrated Guide to Prun-

ing would be a welcome addition to your 
personal library. It is enjoyable reading 
that will teach even experienced arborists 
a thing or two. 

Robert Rouse is staff arborist for the 
National Arborist Association. 	TCI 

An Illustrated Guide to Pruning is avail-
able from Delmar Publishers for $25.95. 
To order copies, call 800-347-7707. 
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By Richard Ensinan 

Telemarketing. 
A Low-Cost Way to Boost Profits 

Hear the phrase "telephone sell 
ing" and all you can visualize is 
a rude caller interrupting your 

dinner hour in a pitch to sell some ob-
scure household product. Use telephone 
selling in your tree care business? "No 
way," you might exclaim. 

But wait. A lot of weighty research—
and the enormous success of the 
constantly-expanding telephone sales 
industry—suggests that teleselling. 
when done courteously and well, can 
build profit and positive customer rela-
tions at the same time. 

The Telephone 
A Tool of Sales and Service 

While the telephone can be used to sell 
tree care services directly. it can help build 
your business in other ways as well. For ex-
ample, you can use the telephone to: 

1.Offer a free pamphlet or newsletter 

Assess customer satisfaction 

Call prospects who may have questions 

Announce special sales 

Extend invitations to special offers 

Take a customer survey 

Follow up on inquiries 

Reach out to lapsed customers. 

Here, then, are key ingredients of suc-
cessful telesales programs. Whether you 
simply make an occasional sales call by 
telephone, or wish to begin a massive 
telemarketing effort, use these sequential 
steps to prepare to use the telephone as a 
sales tool. 

Before You Get on 
the Telephone 
• First, sell yourself. Before you or 
your employees can attempt to sell ser- 

vices by telephone, you've got to 
be convinced that the telephone 
is a valid and valuable sales tool. 
If you have doubts, talk with a 
professional telesales consultant 
before moving further. 
• 	Know yourself. Before you 
can begin a true telephone sales 
program, you must know how to 
describe your tree care services to 
the general public. Be prepared to 
offer helpful details to someone 
who has never heard of arboricul-
ture. 
• 	Target your audience. A 
telesales program works best when 
it's targeted toward niches in the 
marketplace: new arrivals in town 

young families with new babies 
who no longer have time to care for 
their properties themselves ... a par-
ticular neighborhood of 
high-priced homes. The more 
tightly you can define your audi-
ence, the more tightly you'll be 
able to target your telephone mes- 

sage. Of course, you might market differ-
ent services to different audiences. 
(Fertilization services for new housing 
developments.) In this case, you'll end up 
with multiple telesales messages as well. 
Naturally, you need to be able to identify 
the people who make up your target audi-
ence through your own data base or 
through a rented prospect list. 
• 	Condition your prospects. First 
time out, you'll introduce yourself to 
prospects not by telephone, but by let-
ter. The letter need not—and should 
not—speak about tree care or landscap-
ing in any depth. Rather, it should assure 
prospects of your integrity and alert 
them that you'll be calling. 
• 	Give prospects a chance to opt 
out. Allow them to send you a postcard 
letting you know they don't want a tele-
phone call. The result: fewer 
unproductive calls, and homeowners 
will be reassured that you care about 
their concerns. 
• 	Script the conversation. A good 
script really isn't a script in the conven-
tional sense. Instead, it's a "call guide" 
or flow chart describing the key mes-
sages you want to get across while 
you're on the telephone, as well as talk-
ing points you can use in response to 
common questions and objections. The 
result will be an outline. You and your 
employees will convey the points con-
tained in the outline in your own words. 
• Train. Essential topics to cover in 
training: your call guide, unanticipated 
objections, voice patterns, the nuances 
of closing a sale. Quality training will 
also instill confidence. 

36 	 TREE CARE INDUSTRY - MAY 1997 



When You 
Make the Call 
• 	Offer a warm, friendly, but 
speedy opening. Introduce yourself by 
name in a warm, but professional, tone 
of voice. Briefly indicate the services 
you're offering. Absolutely avoid any 
hint of insincerity. For example, the 
all-too-common introductory line. 
"How are you doing tonight?" is inap-
propriate for most sales calls—and 
patently insincere. 
• 	Observe the law. The Federal 
Trade Commission has adopted sweep-
ing new guidelines for most telesellers. 
Chances are you must follow them. [See 
"New Telemarketing Regulations: A 
Quick Glance" for more detail.] 
• 	Once again, allow the prospect to 
opt out. After you've introduced your-
self, always ask if the prospect has time 
to talk with you. If not, offer to call back 
at a more convenient time. 
• 	Make your presentation. A pre- 
sentation during a telephone call is 
much shorter than an in-person sales 
presentation. You'll generally have only 
30 to 60 seconds to summarize your 
company and services. 
• 	Vary your tone of voice. Your pros- 
pect will respond more positively if she 
visualizes you as a real, live human be- 
ing. \Vheii describing your product. you 

might inject a touch of enthusiasm in your 
voice. When you're summing up, you 
might speak with a hint of authority. 
• Project professionalism. Keep 
personal references out of the conver -
sation. Use the prospect's courtesy title 
(Mr., Mrs.. Ms.. Dr.) and meticulously 
avoid the guessing games and probing 
questions that have become the hallmark 
of shady telemarketers. 
• 	Maintain the structure of a sales 
call. Although you're speaking on the 
telephone, you're still engaged in a sales 
call. The elements of a call still apply: 
introduction, presentation, trial close. 
presentation of objections, rebuttal of 
objections, closing. But the pace is in-
tensely concentrated. Your voice and 
your descripti e abilities arc \ our ke 
selling tools. 
• 	Limit your prospect's choices. A 
telephone conversation is not the time 
to offer all of your services. Limit the 
number of options you offer, and wait 
until the prospect evidences interest 
before even broaching the subject of 
product options. A popular approach in 
telesales today is to avoid closing the 
sale on the first call, and focusing on 
subsequent sales opportunities: review -
ing product literature, requesting a 
catalog, talking in person or offering a 
free property review. 
• 	Listen. Always be conscious of 
the tenor of the conversation and the 

subtle verbal cues offered by the pros-
pect. Listen for signs of interest and 
enthusiasm in the prospect's voice as a 
signal to proceed onward. Listen, too, 
for signs of hesitation, frustration or 
anger. These are signals to move slowly 
and remain attentive to the prospect's 
concerns or fears. 
• 	Always say "thank you." Even 
if the prospect hasn't bought, thank 
the individual for the time she spent 
with you. You never know: this may 
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Management 
Exchange 
set the stage for a more productive re-
lationship in the future. 
• 	Negotiate with gatekeepers. 
When selling to commercial properties, 
you must often get past secretaries or ad-
ministrative assistants. Don't make your 
presentation to them, but do note the 
bottom-line benefits you're offering 
their superiors. Other favorite tech-
niques to get past gatekeepers: call at 
lunchtime or at the end of the day. 
• Follow up. Whether you've made 
a sale, received a request for more in-
formation, or been the object of a 
complaint, follow up your call with a 
specific action: a quick shipment or a 
note, for example. This is one more vis-
ible symbol of your commitment to 
customer service. 
• 	Keep records. Systematically track 
the outcome of all calls. These records 
will help you generate lists of prospects 
to call back in the future. More important, 
they will help you assess the effectiveness 
of your telesales program, and make it an 
ever-more profitable part of your business 
operations. 1C1 

Richard Ensman is a freelance writer 
based in Rochester, N. Y. He specializes 
in business topics. 

New Regulations: 
A Quick Glance 

The Federal Trade Commission, in 
response to consumer complaints, estab-
lished new rules for telemarketers not 
too long ago. If you're selling by tele-
phone, you must: 
• Promptly identify yourself 
• Let prospects know you're selling 
goods or services 
• Provide specific information about 
your offer 
• Provide refund or all-sales-final dis-
closures 
• Disclose all costs 
• Disclose any restrictions on obtain-
ing merchandise 
• Limit calls to daytime and early 
evening hours 
• Observe prospects' requests that 
you avoid further calls. 

The FTC also adopted rules for com-
panies offering contests and promotions 
over the telephone, and established pen-
alties for firms violating them. 

The results of the regulations should 
be positive: They will help keep unethi-
cal telesales firms off the telephone lines 
and diminish telephone fraud. 

Be sure to obtain a full copy of the 
FTC rules from the FTC, 6th Street and 
Pennsylvania Avenue, NW, Washington, 
DC 20580. 

._ 	 TC397 

- 	 .iOK, 
1 Please send 

me a FREE 
I 	 A.M.Leonard 

catalog. 

i Name 

I Co. Name ___________________ 

Address 

City 

State 	 Zip  

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

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

_ _ 

P 	 HODGES STUMP NEW SMART 

11 	1 
 

CUTTER 	POCKETS 

L.H. ST. R.H. STUMP CLAW TEETH SiLP&hER 

J 	
- 

	

STUMP CLAW > 
- 	 POCKETS 

B-11-C 	 LONG BOLTS 	 0 

2" 
R.H. ST. L.H. 	- - 

REGULAR (STD.)  WWW SHORT BOLTS 	 ROUND 
LO B-i-C 	1/4" 	 REVERSIBLE 

POCKETS ' 
Buy from the Original Manufacturer 	 -c 

73 Border City Tool ,& Manufacturing Co. 
23325 Blackstone Warren, Ml 48089-2675 	 - 

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

Now Manufacturing and Distributing "STUMP CLAW TEETH" 
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1e1 911 is 	 -- 	D Dos 	 •; Inc. Many of the 
t pending features on the Model 911 are a direct result of suggestions and ideas from professional 
ists like yourself. We at Doskocil Industries are dedicated to design and manufacture quality equip-
for your needs. 

Dosko turns exclusive- 
to Key Knife  for th 
I ate-of-the-ar 

pper Knife  System. 
key knives are pre- 

ely positioned in 
ce assuring accu- 
e knife  point loca- 

tion with no adjustments required. Installing new 
knives or reversing worn knives can be done in minutes 
len on the job site 

Jea1ershis Available. 
: 

Swing away top f 	housing provides easy 	SCil1 	 DIAN 	I. 
access to the "Dosko Key Knives." Our Exclusive 1324 w. Rialto Ave. 
Bottom Feed Roll Housing is designed to vacuum San Bemdino, CA 92410 
debris below the anvil and directly into the chipper 
flywheel, chamber. No wrapping of fibrous materi- Phone 909-885-0988 als to jam bottom feed roller or mess to clean up 
when access door is left open as with other chippers. Fax 909481-4743 
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Sponsored by 

The National Arborist Associa- 
tion, in collaboration with Altec 

Industries, invites NAA mem- 
ber tree care companies to 
participate in the Excellence in 

Arboriculture Awards program. 
This program recognizes compa- 

nies and their clients who have 
distinguished themselves with excel- 

lence, as shown by their work and 
iedication, by preserving the health 

and beauty of trees in our 
neighborhoods, 

towns and cities. 
Such recognition 
promotes quality 
tree care and fos- 

1=1 tec 

We are the largest manufacturer of quality Rhives 
for all styles of brush chippers 

Highest quality materials 	Professional service 

State-of-the-art process 	Juge $2 million inventory 

Precision machining 	Same day shipping 

We promise to give you the best service in the industry. 

SHARP EDGE, INC.  

JikA  AIL_ IL 

TheThoird Annual 
Excellence in Arboriculture 
Awards Program 

ters a greater appreciation for the ben-
efits of trees and the professional care 
of trees. The awards reinforce the ar-
borist/client relationship, and cultivate 
higher standards for the tree care pro-
fession. 

Companies that submit entries for 
awards do not compete with each other. 
but are judged against the high standards 
of the industry. Judges look for adher-
ence to ANSI - A300 standards. 
sensitivity to species, impact of finished 
projects on site and trees, challenges 
involved in the project and appearance. 
The winners for this year will be an-
nounced at the NAA's Winter 
Management Conference in New Or -
leans. Winners receive a wide range of 
publicity through various print media 
and trade shows. The awards have been 
a great motivation for employees of 
various companies and have helped in-
crease the public's ability to 
differentiate between professional and 
non-professional arboriculture in the 
community. 

With these awards, the NAA pro-
motes and recognizes the highest 
standards in the profession. The project 
nominated for an award should be one 
which has been completed in the last 1_2  
months. The last date to enter is Sep-
tember 10, 1997. ni 

Puiiiipution i/i 1/ic iit(lII. p/o/(//c 

i.s limited to NAA members on/v. For 

more information on membership or 

details on how to enter, call the National 

.4 rhorist Association at 1-800-733-2622. 
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• Arbonsts Consulting with Professionals on a Toll-Free Hotline 

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

• An Entire Staff of Talented, Experienced People Working for You 

• Free Company Listing on our World Wide Web Site 

• 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 year's 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 Wood Wide Web at: http://newww.coni/org/naa  

1And  StSyT E  

IIIN\ 
How? The National Arborist 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 we're 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. 

We'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 Advertising and Public Relations 
Materials 

• Arborist Liability Insurance Programs 

• Member Discounts on Safety Training Programs 

• A Supportive Network of Knowledgeable, Experienced Peers 
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ItTakes a V16 	.1111116 

to Save a Tree 

Volunteers in Hot Springs, Ark., rush to put 
burlap around the root ball. Unfortunately, 
time ran out and the trees were moved with 
the roots bare. 

BY Mark Garvin 

W hen the City of Hot Springs, 
Ark., decided to build a new 
Civic Center to bolster its 

tourist business, a group of local residents 
became concerned. The downtown site 
in question was home to 15 mature water 
oaks that many felt gave the city its spe-
cial character. The trees, some with 12-
to 14-inch caliper trunks, were believed 
to be more than 100 years old. 

The concern led members of the Hot 
Springs Council of Garden Clubs to call 
Jean Wallace, parks superintendent for the 
city. "People looked to me for advice, 
since I am past president of the Arkansas 
Urban Community Forestry Council," 
says Wallace. "I was glad to offer advice, 
because trees are my passion, but as a city 
employee I was not comfortable in the 
leadership role " on a municipal project. 

A private citizens' group, called the 
Save the Trees Committee, was formed 
to raise enough money to move at least 
some of the trees. There were 15 at the 
site that were slated to come down, but 
an analysis showed that three had inter-
nal defects and probably wouldn't  

survive transplanting. 
Steve Clark, a consultant from 

Tennessee who was called in to 
look at the trees, speculated that 
some of them might have been 
planted by "Diamond Jo" 
Reynolds, a businessman who 
brought the first railroad to Hot 
Springs. 

Wallace contacted several major 
tree-moving companies and found 
that their asking price was expen-
sive for this ad-hoc group. "The 
group was given until October to 
raise $160,000 to move 12 trees," 
recalls Wallace. "At that point, 
people wondered what to do next, 
because they knew they couldn't 
raise that kind of money." 

In mid-September, the Hot 
Springs/Garland County Beauti-
fication Commission asked the 
city for $10,000 to "assess the 
value of the trees and supervise their re-
moval." Citing the "potential conflict in 
the scheduling of construction," the city 
denied the request. 

Not willing to give up, the Save the 
Trees Committee started raising money in 
a variety of ways. However, the people 
who had taken on the job of fund-raising 

Does Your Community Have a Tree It Wants to Save? 
The National Arborist Foundation 

(NAF) now provides networking re-
sources and fundraising assistance to 
qualified local efforts to relocate signifi-
cant trees in danger of destruction from 
road or building projects. 

"We have long had the technical ex-
pertise in this country for moving trees 
of all sizes," says NAF Director of De-
velopment, Martin Novom. "The 
professional tree moving services are 
also widely available. The missing part 
is often that community groups don't 
think they can raise the money to pay 
for the tree moving costs. The NAF has  

developed the Tree Preservation Project 
to help communities gather those funds 
locally," he continued. 

Any community that has a significant 
tree can request and submit a Resource 
Request form. The NAF can then deter-
mine: 

a)is this a tree of significant commu-
nity value? 

is there strong community interest in 
saving the tree? 

is there a core group of individuals 
ready to create a "save a tree" project? 

is there a public accessible site ready  

to accept the tree? 
The NAF does not provide any 

funds for such projects, but rather pro-
vides the core group with the skills 
and techniques to marshal local pub-
licity and raise the funds locally to pay 
for the relocation of an endangered 
tree. Assistance is limited and based 
on timeliness and the potential for 
strengthening community self-percep-
tion. Those interested may phone the 
National Arborist Foundation at 603-
673-3311 to request a Resource 
Request form or further information. 
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had never raised money before. They just 
knew they wanted to save the trees. They 
sold buttons and yellow ribbons that were 
then tied around the trees. 

While the committee had good inten-
tions, they were floundering because they 
realized that they were probably wasting 
their time," relates Wallace. "They knew 
they couldn't move all the trees, but they 
hoped to raise enough to save some of 
them. And they hoped that local people 
could donate things that would help them 
do the job. 

"We were in a time crunch when Mar-
tin Novom contacted me and offered the 
National Arborist Foundation's support 
and fund-raising advice by phone," recalls 
Wallace. "He introduced us to the psy-
chology of working with the big players, 
as opposed to just raising a dollar here and 
a dollar there." 

Novom, who is director of development 
for the NAF. made the fund-raising exper-
tise and networking resources of the NAF 
available to the group. "The people I 
spoke with in Hot Springs all had the right 
attitude and the necessary personal com-
mitment to save the trees," he reports. 
"When it came to knowing what to do to 
raise the money, however, they were 
adrift. In just a few telephone meetings, 
we were able to create a much clearer pic-
ture, develop a stronger volunteer 
committee structure, formulate a fund-
raising plan, stress the value of public 
relations and pull together a solicitation 
strategy for major donors. My only regret 
is that if we had been involved from the 
beginning, we could have helped them 
even more." 

Despite the odds against them, the com-
mittee marshaled an outpouring of support 
in the form of in-kind donations. "My job 
was to find donated equipment," says 
Duane Vanderberg, chairman of the Save 
the Trees Committee. "Nabholz Construc-
tion Company sent a crane up from Little 
Rock for two days. Without that, we never 
could have moved the trees. The city pro-
vided bulldozers, Hot Spring Excavating 
dug trenches. Bemis Tree Farm provided 
expertise, Van Slaight Moving lent a 
house trailer to put the trees on ... I can't 
believe the number of people who offered 
time, goods and services. There must have 
been hundreds who donated something. If 
you put a dollar figure on that, it must add 
up to $60,000 to $70,000." 

Vanderberg believes that the largest 
benefit that came out of all this may have  

been education. As part of the fund-rais-
ing effort, Lucy Green, the committee's 
education coordinator, took the campaign 
to the schools. She organized a student 
poster contest, and the entries were dis-
played at one of the monthly gallery walks 
downtown. At the school, kids donated 
their allowance money, or they sold cook-
ies or ribbons to raise money. They also 
wrote letters to the editor of the Hot 
Springs Sentinel-Record. 

In the three months that the committee 
worked on this project—September, Oc-
tober and November—more than 20 
stories, pictures or letters to the editor 
about saving the trees appeared in The 
Sentinel-Record. It made the front page, 
with color photos, five times. A local stu-
dent filmed the process for a documentary 
film that will be shown at the annual Hot 
Springs film festival. 

As hard as the group worked, their late 
start meant that not all of the trees could 
be saved. While the group was still in the 
process of raising money, on December 
17, bulldozers arrived at the site and 
started knocking down the trees. The larg-
est ones were the first to fall. 

"When seven trees were knocked over. 
we were all in shock.." reports Wallace. 
"We were at our wits end after that, when 
people stepped forward and helped save 
the remaining trees." 

On January 2, a virtual army of volun-
teers sprang into action to move the 
remaining trees. 

With the largest ones gone, the volun-
teers and city employees concentrated on 
the remaining five—the smallest of the 
original group—that stood up to 35 feet 
high and weighed 25,000 pounds. 

"The methods we used were kind of 
crude, because of the timing," admits 
Wallace. "Unfortunately, we didn't have 
time to put burlap around the root ball. 
We had to move these trees, bare root and 
all. We had the material there and ready, 
but the bulldozers had already taken out 
seven trees and they were up there on the 
hillside, chomping at the bit. The trees had 
been thinned and trenched, but then we 
ran out of time. We used bulldozers to 
gently push the trees off some rock. A 
crane lifted them and placed them on a 
house-moving trailer. On a scale of 1-10, 
I would give the transplant methods a one 
and a half." 

The five trees were moved six blocks 
into a new area the city is developing 
called Transportation Plaza. They now  

form the beginning of a 4.2-mile long 
green belt the city is building. At the plaza 
a berm was built of compost and soil. An 
irrigation system is under consideration to 
keep the trees watered. 

"So many people donated time and 
materials," marvels Wallace. "Without 
the involvement of every person or 
agency, it wouldn't have happened. There 
are people in every community who can 
get together and get this type of job done." 

Mark Garvin is editor of TCI 	TCI 

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

Prentice 
Loaders Models 
F90 and 120 
with Telstick, 
1985 thru 
1990. Installed 
on your chassis 
or ours. Call 
for more 
information. 

Aerial Lift 55' NOW 
w.h. over- 
center chip 
box, cab 	- 

to  

guard, 1990 	 . 
-I, GMC diesel, 	 - 

auto. trans.. 
44.000 miles. 	 -. 

Brush Bandit 
Vill Disc Chippers 

Models 100, 
200, 250. Gas 

1k' 	-rgF' 
 :. 	. 	 -.:.  

and diesel 
powered. 

.tidA 	I 	. .\:so, Wood- 

' 	

-'-- 	I 	-' buck Diesel 
-. Chippers. 

FINANCING • LEASING • RENTALS 
RENTAL/PURCHASE OPTION 

fl, Pete Mainka 
LVA Enterprises, Inc. 

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

25 years of Success 
Specializing in Pre-Owned Equipment 
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Gloves In A Bottle is rap-
idly absorbed into the 
outer layer of skin, form-
ing a matrix between the 
dead skin cells. The result 
is a one-way barrier that 
helps prevent most irri-
tants and toxins from 
penetrating the skin. This 
barrier will allow the skin 
to breathe and perspire 
naturally, while it in-
creases the retention of 
the skin's natural moistur -
izers. It protects against a 
wide range of irritants, in- 

'Iuding grease, solvents, 
hinners, paint, herbicides, pes-
icides, poison ivy, poison oak, 
ridustrial detergents and disin-
ectants, epoxies and glues, 
cement and lime, gasoline, die-
sel and most other chemicals. 
Gloves In A Bottle leaves no 
greasy or tacky feeling. All 
ingredients in Gloves In A 
Bottle are accepted as safe 
by the FDA and USDA, and 
are non toxic and 
hypoallergenic. Call 800-
600-1881 for the store 
nearest you. 

mm. IL 	 w w - 

NEW PRODUCTS & SERVICES 

Tec Laboratories, Inc., 
manufacturer of Tecnu 

L 	 Poison Oak n Ivy 
Cleanser, introduces 

!7 PowerDeet 25 Insect 

• 	 Repellent This insect 

r repellent combines the 
active ingredient, 

- 	DEET (Diethyl-m- 
Toluamide), with the 
best of nature: cit- 
ronella, peppermint 
oil and isopropyl 
myristate. This formu-

lation has a light, pleasant scent; not a 
heavy, pine odor. PowerDEET 25 com-
bines 25 percent DEET with biting fly 
repellents to provide outdoor enthusiasts 
and workers hours of protection from 
ticks, mosquitoes, deerf lies, chiggers, 
horseflies, no-see-urns and most other 
insect pests. For more information on 
where to find P0werDEET 25 or other Tec 
Labs products in your area, please call 
800-482-4464. 

Please circle 80 on Reader Service Card 

STIHL's new model 019T is a corn-
pact chain saw designed for arborists 
and other professional users. This 
saw, made for precision work in tight  
spaces, has a 2.15 cubic inch (35.2  
cc) engine, which produces 1.6 hp. 
The saw weighs only 8.9 pounds, and 	 - 
is equipped with a hinged loop for 
rope attachment, single-lever master 	 STIRL 
control, lifetime warranted electronic 
ignition systems, anti-vibration sys-
tem, see-through, high-capacity oil 
and fuel tanks, Quickstop chain 
brake and easy-access air filter. The 
019T also features STIHL's Picco Micro Narrow bar and saw chain combination, which 
produces a very smooth cut that promotes the healing process. For more information 
or for the name of the closest STIHL retailer, call 800-GO STIHL (800-467-8445). 
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Dymax announces a 10-inch tree shear, 
a new addition to their line. The light 
weight and slight offset make it more vis-
ible for the operator. The shear comes 
standard with a removable grab tower, 
which allows the choice to kick the trees 
off to the side or grab them for stacking. 
The 10-inch shear uses a single shear -
ing cylinder, which improves the cycle 
time. The spherical blade makes a slic-
ing action through the tree, which takes 
less force than a flat blade, and improves 
the approach of the cutting action to the 
grain of the tree for a more consistent cut. 
Hydraulic tilt unit also available with tilt 
from 30 degrees below ground 90 de-
grees up. For more information, contact 
Dymax, P0 Box 297, Wamego, KS 66547. 
Phone: 913-456-2081; Fax: 913-456-8328. 

Vermeer introduces the TG-400A and TG-
400AL with all-new thrown object 
restraint system. Powered by a 400 hp 
(298 kw) Caterpillar engine, both the 27 
foot (8.2m) loader and non-loader mod-
els feature thrown object protection 
mechanisms. This system includes 
an all-new tub cover and rotor deflec-
tor that together reduce the quantity 
of thrown objects and the distance 
those objects can be ejected. Addi-
tional safety features include: the 
Falling Object Canopy, which is po-
sitioned directly above the 
ground-control panel; an enhanced 
load operator cab with .25 inch 
(.64cm) LEXAN windows and a front 
intrusion guard. Vermeer also offers 
a Tub Grinding Specialist Certifica-
tion Program that allows participants 
to receive tub-grinding instruction 

and hands-on field training. For more in-
formation, contact National Sales 
Manager, Doug Hundt or International 
Sales Manager, Daryl Bouwkamp at 888-
VERMEER (888-837-6337), or at 
www.vermeer.com . 
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Trees weakened by in-
sects are prone to attack 
from disease organisms. 
In some cases, insects are 
vectors of diseases, such 
as the elm bark beetle in 
Dutch Elm Disease. 
Mauget's Abasol solves 
two problems with a 
single treatment. This 
low-exposure, micro-in-
jected product places 
long-lasting Abamectin 
insecticide and Fungisol fungicide in the tree's vascular sys-
tem. Debacarb, the active ingredient in Fungisol, is highly 
effective against Fusarium and Verticillium wilts, Ceratocystis 
and Cytospora cankers, and anthracnose of sycamore and ash. 
Abamectin provides season-long control of spider mites, leaf 
miners, elm leaf beetle, fall webworm and the sycamore lace 
bug. For a distributor near you, contact: J.J. Mauget Company, 
5435 Peck Rd., Arcadia, CA 91006-5847. Phone: 818-444-1057. 
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Ladder Help-Mate is a new bracket fab- 	 extension ladders as a staging support. 
ricated from 3/4 inch ID, zinc-plated 	 Ladder Help-Mate has been laboratory 
steel tubing with vinyl coating for pad- 	 tested to withstand 900-1,000 pounds. 
ding on protective contact surfaces. It 	 lt fits either 'O' rung or'D' rung type alu- 
mabe used singly or in pairs. Singly it 	 - 	 minum extension ladders. For further 
serves as a seat, safety harness/re- 	 rI Q! 

	
information contact: Burton Madison, 

tamer, wall stand-off, ground-level 	 lJ- 	Ladder-Help Mate Division, Embassy 
stabilizing base, ladder jack and a tool 	 Studio, 3029 Grand, Kansas City, MO 
platform. In pairs, it teams up with two 	 64108. Phone: 816-531-1502. 
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Front wheels 
turn in allowing 
the KAN-DU to 

go through a 
30" gate. 

Compact enough to get into tight spaces, 
big enough to take on any size stump 

You KAN-DU large or uprooted stumps 
• Designed by tree men for tree men. 
• Self propelled - Fast walk travel speed. 
• Except for cuffing wheel, all work done with hydraulics - including steering. 
• Cuts over 30" above ground & 24' below ground. 
• Excellent stability for going over curbs, steps, & sidehills. 
• Powerful 24 H.P. engine. 
• Will out perform all grinders on the market today in all around grinding. 

Don't say you can't, say you KAN-DU! 
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6255 E. TAFT ROAD N. SYRACUSE, NEW YORK 13212 	- 

We Also Have Special 
Pricing On Bars !!! 
Call Today To Discover Our 
Other Monthly Specials On 
OREGON Products As Well 

As Other Premium Brands I 

AVAILABLE NOW II! 
OREGON Vanguard 72L 
The FIrat 
No-Compromie. 

3/8-Inch Pro 
Chile[ Chain 

Call 1-880-458-5553 To Place AN Order.. 

T FPPI, -w Ik T 
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INDUSTRY NEWS 

From September 4-6. 1997, an inten-
sive conference on soil fertility, tree 
health and insect/disease resistance will 

• BRUSH CHIPPER 
KNIVES 

• BRUSH CHIPPER 
ANVILS 

• BAND SAW BLADES 
• WHEEL SAVERS 
• POCKETS 
• TEETH 
• BOLTS 
• FILES  

be held at the University of California 
at Los Angeles. The conference is pre-
sented by McCullough's Tree Care, ISA, 
Western Chapter and several other or-
ganizations. 

Many arborists are becoming con-
cerned about the continued use of 
certain kinds of chemicals in tree care. 
The purpose of the conference is to of-
fer practicing arborists new information, 
ideas and procedures to solve tree and 
landscape problems—primarily through 
optimal nutrition. 

The conference features 14 speakers 
who will share their thought and exper-
tise on a variety of subjects. Below are the 
some of the presenters and their topics: 
• Neal Kinsey, a consultant and author 
of Hands-On Agronomy: Soil Fertility 
in Tree Care 
• Bob Perry, owner of Perry Agricultural 
Laboratory: Lab Procedures and Soil 
Fertility 
• Dr. Donald Marx, chairman and chief 
scientist of Plant Health Care, Inc.: 
Mycorrhizae, The Root's Best Friend 

• Dr. Marion Moses, founder of the Pes-
ticide Education Center: Pesticide 
Health Concerns 
• Malcolm Beck, president of Gardenville 
Fertilizer Co.: Compost and Humus 
• John Schoustra, Rancho Los Alamitos: 
Archival Arboriculture (historic tree 
preservation). 

For 	more 	information, 	call 
McCullough's Tree Care at 818-248-4425. 

Calling All 
Cartoonists 

American Arborist Supplies is look-
ing for a few good comic strip artists for 
a national ad campaign. A contest is 
being held and prizes in the form of AAS 
gift certificates will be awarded. The. 
search is open to anyone with amusing, 
yet simple, tree stories to tell via illus-
tration. All ideas are welcome, and 
drawings need not be perfect to win. All 
ideas used will be awarded with prizes. 

Send your most clever ideas and com-
ics to: Lapchick Advertising, 82 Main 
Street, Yarmouth, ME 04096. Materi 
will be returned with SASE. 	TO 

Sustainable 
Tree Care Conference 

g iø4 

t,EONARDI MFG. CO. INC. 
2728 ERIE DRIVE, 

WEEDSPORT, NY 13166-9505 
Phone: (315) 834.6611 

FAX: (3 15) 834.9220 
TOLL FREE 1.800-537-2552 

E-mail: 
leonard imfg@world  net. att. net  

r 	1 AMERICAN 
kM0rC0r0 	 EXPRESS 
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It 
 	0fl S nse that electric wires can be ha:ardous 	to anyone doing treeIS comm  

work. OSHA Standard 19 10.331 states that only qualified 
employees can Collie with in ten feet of an overhead energi:ed electrical conductor. Plus, OSHA Standard 19 10.269 clearly 
defines who is legally permitted to work within the ten foot boundary. Finally, ANSI Z133.l dictates very specific 
training and operational requirements that all tree care personnel need to follow for safety's sake. 

NM Training Makes Sense.  The National Arborist Association 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 be used by line clearance 
tree workers to supplement mandatory training requirements specified in 1910.269. 

Like all NAA training materials, EL-lAP 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/ftix the coupon below. 

&~7 	National Arborist Association 
PO. Box 1094, Amherst, NH 03031-1094 1-800-733-2622 

Fax: (603) 672-2613 

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

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

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

Bill my 	Mastercard 	Visa Number: 	 Exp. Date:  

Contact/Credit Card Holder Name:  
'Company Name:  

All 	 ml Address:  	Phone:  

City: 	State: 	Zip: 

Please send me membership information. 	Please mail with payment or fax with credit card intormalion to:' 
The National Arborist Association I 

PO. Box 1094, Amherst, NH 03031-1094 • Phone: 1-800-733-2622; FAX 1 -603-672 -2613 

*RETAIL :  $135.00 per enrollee; MEMBER DISCOUNT PRICE: $85.00 per enrollee. If ordering, please include a list of enrollees. 
Please circle 39 on Reader Service Card 



a Chair? 
By Sachin Mohan 

p
icture this: It's late fall, and you are 
reclining in the backyard enjoying a 
cup of coffee while drinking in the 

rhythms and colors of the season. As you sit 
appreciating the wonders of nature and the 
beauty of your carefully maintained yard, a 
leaf drops on your shoulder. What if that leaf 
had fallen from the live tree chair in which you 
are sitting? 

If Richard Reames has his way, live tree 
chairs, coffee tables and gazebos will become 
a special touch, a piece of outdoor art, that 
completes the perfect landscape. His new 
book, How to Grow a Chair, is an introduc-
tion to using live, growing trees as a building 
medium. Would you enjoy a set of table and 
chairs in your backyard made with trees? 

It sounds a bit strange to tell somebody, "NI ,  
chair grew an inch this year." Reames' book 
tells you all about how you can grow a chair 
or create other living sculptures using tree'. 
Written with co-author Barbara Delbol, the 
book explores the intriguing field known as 
Arborisculpture. It is dedicated to Axel 
Erlandson, the pioneer of this art. Sharing 
Erlandson's work with the public was Reames' 
principal motivation in writing the book. 

"I wanted to give recognition to Erlandson, 
as his work is so unknown," says Reames, who 
made arboriscuipture his career five years ago. 
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One of Erlandson's original 
works. The tree was moved to 
Gilroy, Calif., when the Tree 
Circus closed. 
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A chair and coffee table 
under cultivation at 
Arborsmith Studios. 
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"1 asked the universe for the best pos-
sible career, and immediately I had the 
vision of Erlandson's trees. Knowing no 
one else had done this, it was a great op-
portunity. With his trees, Erlandson 
opened up a number of possibilities as to 
what trees can do and how they can be 
used and shaped. He opened the door to a 
field of possibilities that he only started 
to scratch the surface of. I've only just 
begun to grasp the potential." he says. 

Thirty years ago. Erlandson created 
"The Tree Circus," a tourist attraction 
Scotts Valley. Calif.. featuring all of his 
work. Reames has done an incredible 
task of rediscovering Erlandson's se-
crets through old photos and trial and 
error. He does not plan to open his own 
"Tree Circus" yet, because his works are 
young and his present location is not 
ideal to attract tourists. 

"Axel strikes me as someone who re-
ally had an imagination, at a time when 
people were satisfied with a farmer's life," 
relates Delbol. "He saw there was some-
thing more. Old photographs show him as 
a dour sort of a guy, but he couldn't have 
possibly been that way. To create these 
wonderful arbor sculptures, you must have 
a great sense of humor about it, and as well 
as a skill level in botany and grafting. 

"His imagination stretched beyond the 
not-so-practical to the visually stunning." 
says Delbol with a sense of wonder. "He 
must have had an incredible imagination. 

Erlandson stands with one of 
his creations in 1947. 

A 9-year-old weeping willow on display 
at the Tree Circus in 1963. 

It's a very popular thing now to wea e 
Ficus stems, but he did those sorts of 
things 40 years ago. He was way ahead of 
his time." 

In the book, the authors explore and 
share all the techniques that Reames has 
used to practice his art at his nursery. 
called Arborsmith Studios. He started 
with grafts on manzanita limbs. In 1992, 
he purchased a number of trees and be-
gan the shaping process. The initial 
in-ground project used six hybrid pop-
lar trees that were planted in a double 
row three feet apart. The idea was to 
grow a living archway. 

The stems of two trees were grafted 
with the vascular system going in oppo-
site directions. which is the opposite of 
standard practices. But Reames' approach 
works. Trees are planted as close as pos-
sible in the beginning and later become 
one tree with an extended root system. If 
a portion of the design outgrows another 
portion, the fast-growing section can be 
slowed using ring barking and scoring. In 
addition to chairs and tables. Reames has 
grown a gazebo that is about 20 feet tall, 
a peace sign in the trunk of a cherry tree 
and a cube in the trunk of a plum tree. 

Forestry Body Builders Since 1944 

Capacity From 122/3  to 35 Cubic Yards! 
(If 	'STANDARD FEATURES 

60" in Height 

i: ' ;::::tionsin 
Front & Side Panels 

- 	
All Galvanneal Construction 

- 	 " 40% More Welding for Added 
Strength 

Quality Sherwin Williams Acrylic Finish 

High Security Lock Rods on Tool Box Doors 

Chassis Available . . . And More! 
OPTIONS: 

Removable Aluminum Roof • Dump-Thru Lift Gate 
Customized Heights • Extra Tool Boxes 

5CH!JZWRF 
885 Harmon Avenue, Columbus, OH 43223 

Call Tom Siefert at: 1-800.2880992 

Please circle 50 on Reader Service Card 
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November 6 - 8 
Columbus, Ohio 

For more information, please call tollfree: 

11*800=733m2622  
Please circle 59 on Reader Service Card 
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"I can make tree chairs and coffee 
tables for people who want them." ex-
plains Reames. "I made some two years 
ago that are done now. They seem to have 
grown well in the pot, so far, but they have 
a great potential to be really fine art 
works—even if they don't survive for 
more then 10 to 15 years." 

If a tree chair were to die, Reames plans 
to cut the tree off at the soil line and bring 
it inside. "Then I would have chair with-
out any glue or nails," he notes. 

He has about 200 tree sculptures grow- 

ing at his studio, most of which start in 
pots so he can plant them wherever he is 
commissioned. Some of his creations 
can't be contained in pots, however. On 
his property he has planted 27 red alder 
trees in a 20-foot diameter circle. He be-
lieves the trees will grow together to the 
point where they will become a solid, cir -
cular wall. He hopes to see that in about 
seven years. 

Reames has found red alder to be very 
flexible and best-suited for chairs. He is 
experimenting with 14 other species to see 

Your 
End of 

Show 
From meeting old friends from 
TCI EXPO 's past to learning 
new technologies for the 
future, TCI EXPO is the show 
foryou! 

which survive and thrive the shaping pro-
cess best. None of his works are 
completely finished, and most are still in 
the early stages, though he is most pleased 
with the peace sign he created in the trunk 
of a tree. 

He completed two years of college 
study in horticulture and botany, but no 
school teaches this kind of artwork. He 
seems to have a true love for the shaping 
of the trees. 

Delbol describes her co-author as "a 
creative, imaginative plant lover. He truly 
does love plants and tries to infuse those 
plants with his spirit as he sculpts them 
into various shapes. He has an enthusiasm 
for the various growth patterns and what 
can be achieved in terms of these unique 
sculptures. People have seen all these vari-
ous techniques before, but they've never 
seen them in a form that is art." 

Some might view Reames work as 
torture to trees. Delbol jokes, "Having 
been in the nursery business as long as 
I have, I think that the people would 
perhaps be a little anthropomorphic 
about trees. If they feel that way, they 
would never prune a shrub, shape a fruit 
tree or mow their lawn." 

How to Grow a Chair is a nuts-and-
bolts book that is meant to open people's 
imagination and help them to see there is 
more to plants than providing shade or 
fruit. There are so many other aspects of 
trees and shrubs, this is another aspect to 
which arborists could bring into their hor -
ticultural skills. 

The book covers most of the techniques 
used in the field, with some good picto-
rial displays of works by Reames and 
Erlandson. Reames shares some of his 
imagination and ideas with readers, giv-
ing a good overview of the various tree 
growth and shaping techniques. This book 
covers how to grow and select trees, graft-
ing, bending, framing and multiple 
planting to create living works of art. 

This is visionary art, an art form that 
embraces time. Live housing and furni-
ture just may be the ultimate ecological 
solution. TCI 

Sachin Mohan is staff writer for TCI. 

To obtain a copy of How to Grow a 
Chair, write to Richard Rea,'nes, 1607 
Caves Camp Road, Williams, OR 97544. 
Phone: 514-846-7188; E-Mail.' 
arborstu@niagik.net. The cost is $18, in-
cluding shipping and handling. 
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BIGGER AND MORE 
WHEELS HEAD A LIST OFNEW )EATIJRES THAT 
INCREASE PRODUCTION AND LOWER OPERATING COSTS. ' 

• FEED WHEELS ARE 40% LARGER IN DIAMETER 
• HYDRAULIC POWER TO THE FEED WHEEL IS 60% GREATER 
• OTHER IMPROVEMENTS INCLUDE: 

More powerful chip throwers' Longer-lasting knives • New bottom feed wheel & 
enclosure - eliminates hang-ups. New, simple, dependable engine throttle' 
Mechanical top feed wheel lift. Easy turning swivel discharge' Simple compres-
sion feed wheel couplers 

CONTACT BANDIT TODAY AT (800)952-01780,R A BANDIT DEALER 

FOR A FREE VIDEO, LITERATURE OR TO ARRANGE A DEMONSTRATION 

BANDIT INDUSTRIES,_INC. 	-_ L 
5750 MLL8ROOK ROAD • REMUS, MI 49340 PHONE: (800) 952-0178 OR (517) 561-2270 • FAX: (517) 561-2273 
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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 
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HELP WANTED 

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. 

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. 
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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. 

SALES PERSON, CLIMBING ARBORIST, 
PLANT HEALTH CARE DEPT. MAN-
AGER: Collier Arbor Care, since 1937. An 
industry leader in arboriculture. Positions 
available for outstanding individuals with 
minimum of two years horticultural experi-
ence. Horticulture degree a plus. Candidates 
must be committed to highest industry stan-
dards of workmanship, safe work practices, 
and customer service. Excellent communi-
cation skills, sales ability. Excellent benefit 
package including medical, dental, profit 
sharing. Competitive wage. Send resume to: 
9032 S.E. Division St., Portland, Oregon 
97266. 503-774-9642 

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 residential arboriculture are 
available in the Northeast. All positions 
offer an excellent compensation package. 
Sales Representative • Tree Care Fore-
man • PHC Technician • Utility Supervisor. 
Forward resume to Human Resources, 58 
Beechwood Ave, New Rochelle, NY 
10801, or fax to 914-576-5448. 

JOB SEEKERS-A fresh source of USA ar-
boriculture/horticulture jobs-twice monthly. 
6 issues just $24.95. Satisfaction Guaran-
teed. EMPLOYERS-List job opportunities 
quickly, inexpensively. For details-1 -800-428-
2474, Fax 1-800-884-5198. Internet: http:/ 
/abacus-mall.com/agquestl  Ferrell's JOBS 
IN HORTICULTURE, 8 Terri Dr., Carlisle, 
PA 17013-9295. MCNisa. 

Utility Arborist 
Florida Power & Light Company is seek-
ing qualified candidates for the position 
of Utility Arborist for four (4) openings 
within its Vegetation Management 
Department. Candidates should have 
knowledge of forestry and/or arboricul-
ture practices as well as a knowledge of 
the electric utility industry. A degree in 
forestry or green industry and I.S.A 
arborist certification is desirable. 

Responsibilities include the inspection 
of work activities to ensure compliance 
with FPUs Vegetation Management poli-
cies, as well as the ability to schedule and 
assign work while maximizing productivi-
ty, system reliability and customer needs. 
This position requires an individual with 
the ability to work and communicate 
effectively with the general public, cus-
tomers, contractors and employees. 
Computer and analytical skills are a 
basic job requirement. 

Salary for this position commensurate 
with experience. Please fax resume 
and salary history to: Florida Power & 
Light Company at (305) 552-4234. 
Include source code 
AARBOR97 on the top 
right of your 

Equal Opportunity 
Employer. 	 FPL 
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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. 

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. 

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 
organization. Drug-free workplace. For more 
information, contact Mark Tobin, Hartney 
Greymont, 433 Chestnut Street, Needham, 
MA 02192. (617) 444-1227. 

Experienced Tree Care Specialists-Chi-
cago North Shore. Full service tree care and 
landscape firm serving exclusive, residen-
tial clients has various positions in 
management & production. Superior com-
pensation & benefits package. Contact 
Robert Kinnucan at: 28877 Nagel Court, 
Lake Bluff, IL 60044. Tel: (847)234-5327; 
Fax: (847)234-3260. 

Golf Club seeks highly motivated, hard 
working Certified Arborist to continue our 
tree care programs. We are a seventy-
year-old private club in suburban 
Rochester, NY. Prefer an individual with 
a bachelors degree in Urban Forestry or 
related field. Year round position. Must 
be proficient in climbing, removals, diag-
nosis of problems, fertilization, plant 
protectant applications. Salary to $30K, 
based on experience. Send resume to 
Patrick Gertner, 155 Golf Ave., Pittsford, 
NY 14534 or Millsite6@A0L.com  

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. 

Please circle 6 on Reader Service Card 
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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 Tree Experts 

BARTLETT Box 3067 

Y 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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ACRT is Hiring Instructors. Positions open 
to teach Urban Forestry to young adults who 
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 401K retirement plan. ACAT 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  

Arborist, climbers, salesperson, foreman 
needed for fast-growing quality-oriented 
Tree Care Co. Great wages, paid vacations, 
health insurance, 401 k plan. Positions avail-
able in central N.Y., and VA Beach. Send 
Resume to: Sun Valley Tree Experts, 818 
13th Street, Virginia Beach, VA 23451-4319. 
ATTN: Human Resources Division, Kevin 
Alberico. 

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 (Westchester County & LI), NJ (Northern & 

Central), CT (Fairtield 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: 
SavATree 

Attn: Human Resources 
205 Adams Street 

Bedford Hills, NY 10507 

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

C"pIe Tree and sn,,n c. NaluraOy 	 to explore opportunities. 

SavATree is a division of Nature's Trees, Inc. 

Please circle 49 on Reader Service Card 
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Arborists/Climber/PHC Technician/ 
Salesman. Tree Care & Landscaping 
Company located 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. 

Relocate to Portland, Oregon and join 
our growing, full-service landscape busi-
ness dedicated to quality since 1964. 
Experienced arborists, applicators, con-
struction and maintenance crew leaders 
desiring to join our team should contact 
our office below. Drug testing, drivers li-
cense and good driving record are 
required. Tree Care Unlimited, Inc., P0 
Box 1566, 5600 SW Rosewood St., Lake 
Oswego, OR 97035. Phone: 503-635-
3165; Fax: 503-635-1549 

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. Illi-
nois Pesticide Applicator's License, well 
developed sales skills, and substantial 
operations experience. Responsibilities 
include profit and loss performance, per -
sonnel attraction/retention, purchasing, 
scheduling of personnel and equipment 
for daily operations involving take downs, 
routine pruning, fertilization and chemi-
cal application. We offer salary 
commensurate with experience and per-
formance, an excellent benefits package, 
outstanding production and supports 
staffs, as well as a 50+ year reputation 
for high-quality service in Chicago's most 
prestigious communities. Please mail or 
fax resume to: Matt Synnestvedt, 
Synnestvedt Company, 24550 W. High-
way 120, Round Lake, IL 60073, Fax 
(847) 546-9044 

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. 

Climbers, foremen - positions available im-
mediately. Established Midwest tree care 
company seeks experienced climbers and 
foremen. Must be skilled in trimming/removal 
techniques, CDL licensing required within 30 
days of hire. Top pay for qualified individu-
als, O.T. available, paid holidays and 
vacation. Contact Rich Raposh at (815) 838-
0320 or forward resume to Homer Tree 
Service, 14000 S. Archer Ave., Lockport, IL 
60441. Fax: (815) 838-0375. 



The new ANSI A300 Pruning Standard is THE tool to help us 
communicate more clearly with our customers, our employees, 
and each other. You'll want to incorporate this standard, created 
by arborists for arborists, into your daily activities. 
And now, we can help you do that - quickly and easily - with 
the new video, Pruning Standards and Techniques for the 21st 
Century, produced jointly by the NAA and the ISA. 
This comprehensive video is the ideal complement to ISA's Tree 
Pruning Guidelines. It will help you accelerate right through 
the learning curve with the plain language answers you need to 
make ANSI A300 work for you! 
Call, fax, or mail your order today. The 21st Century of Tree 
Care is just around the bend. 

STRAIGHT 
ANSWERS 

ON 
ANSI A300 

CAUTION 

LEARNING 
CURVE 
AHEAD 

RETAIL: $90.00; NAA ZISA-M&BTR  DISCOUNT PRICE: $60.00 - 
I Shipping and handling: $5.00 in the U.S.. $15.00 outside the U.S. 

I Send me 	Pruning Videos, at $ ________ each. 

Enclosed is $ ___________ or please bill my LI Mastercard LII Visa 

i Number: 	 Expiration Date: 

Company Name: 

Contact/Credit Card Holder Name:  

Address: 

City: 	 State: 	Zip: 

Phone: 
Please mail this coupon with payment, or fax with credit card information to: 
The National Arborist Association, P.O. Box 1094, 	The International Society of Arboriculture. 
Amherst, NI-I 03031-1094 Phone: 1-800-733-2622: 	P.O. Box (11G. Savoy. IL 61874-9902 . Phone: 
FAX: 1-603-672-2613 Please circle 35 on Reader Service Card 1-217-355-9411: FAX: 1-217-355-9516. 
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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. 
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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. 

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. 

1993 F 800 diesel with 65 foot Hi-Ranger 
unit, inspected yearly. Air brakes. 14,000 
miles. $43,500. 65 Hi-Ranger unit 1971 in-
spected yearly. Dielect. Load tested. 1990 
Morbark chipper 250 Cummins 4B diesel un-
der 1,000 working hrs. 4 knife system. 
$9,500. 810-349-4636. 

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. SW., 
Olympia, WA 98512-2368. (360) 357-5116. 

Brilliance TM  Wheelbarrow 
Support Rack 

Secure your wheelbarrow for easy access 

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

Big Business, L.P. 
." ' 1 fj Herbertsville Rd. 

Howell NJ 07731 

- For more information 

-. or to order, call 

- - 
908-458-4371 
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Here ' s a comprehensive program that 	I 	 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 

ilL t 	about Tree Care Specialist or any of 
The Tree Care Specialist Program is: 

the training materials available from 

• Flexible 	 the National Arborist Association. 

• Employer Guided 

• Self-Paced  

The Tree Care Specialist Program offers you: 

• Increased knowledge in the field of tree care 	
NATIONAL ARBORIST

ASSOCIATION 
pa. Box 1094, Amherst. NH 03031 

• Ways to increase your productivity 	 \ \....7. .J , 	 Fax: 603-672-2613 
E-Mail: 761 42.463@compuserve.com  

• Thorough training in safety techniques 	 Visit us on the World Wide Web at http://newww.com/org/naa  

Please circle 41 on Reader Service Card 



Brush chippers, stump grinders, shred-
ders, muichers, 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. 1974 
Dodge w/Knuckle boom, $5,000. 1986 
Ford Van w/28' Versalift bucket w/new 
engine, $3,500. All equipment is in mint 
condition. Ryan Tree Service, Inc., 516-
691-2381. 

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. 

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 

Complete truck packages for sale or rent 
at highly competitive prices, ready for quick 
delivery. Chip trucks and bucket trucks fea-
turing galvanneal steel bodies on Ford diesel 
chassis-cabs. M.I.R.K., Inc. Phone: 
216-669-2000. 

Hydraulic Stick Saws and Circular 
saws. Completely rebuilt. Will ship any -
where. $650. Also have Aerial Lift of 
Conn. Bucket Trucks. 1-800-858-0437 

BUCKET TRUCK-1980 International Die-
sel (DT466) with Asplundh LA 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). 

Replacement Fiberglass Booms, Buckets 
and Accessories and Polyethylene 
Bucket Liners for Most Brands of Bucket 
Trucks-Repairs too. Each boom, bucket 
and liner is dielectrically tested. Bucket in-
serts are imbedded in the fiberglass- not 
bonded on. Every boom-not the first one or 
a sample-is structurally tested. For best 
price, quality in workmanship, and fast de-
livery, call Plastic Composites Corporation, 
Fort Wayne, IN (800) 747-9339, FAX (219) 
483-2532 

CRANE TRUCK-1 979 RO Stinger TO 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. 

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. 

1996 Vermeer 630 B stump cutter, 34 
horse power gas engine. Actual hours-30. 
Like New. Asking $9,600.00. Lancaster, PA. 
Phone: 717-393-6710 or 717-399-3269. 

1995 280 Brush Bandit - 18 inch capacity,  
200 hp, tandem axle, auto feed, hydraulic, 
feed wheel lift, chip discharge and winch 
$26,000. 275 hours. Excellent condition. Call 
Tony at 914-677-8800. 

TREE ANATOMY 
BY 

DR. ALEX L. SHIGO 

THE CODES FOR READING THE TREE'S LOG 

This book has 94 large, full-color photographs of the insides of trees. Most of the 
photos were taken at low power-8X to 64X—using state-of-the-art microscopes. 

Hard cover of Kivar 9, full-color front and back, 9 x 12 inches, 80 pound 
glossy, high-quality paper, 104 pages. 

Order code (S). $79.00 + $5.00 shipping & handling = S84.00. 

Tree Anatomy Slide Packages: 
Tree Anatomy, Below Ground 

Order code (T). S79.00 + S5.00 shipping & handling = S84.00. 

Tree Anatomy, Above Ground 
Order code (U). S79.00 + $5.00 shipping & handling = S84.00. Or, 

shipping & handling for both sets of slides add $6.00. 

The slide packages include all of the photos in the book plus  many more. Each 
package has 80 slides, a detailed script, and an audio tape narrated by the au - Z__ 

 The tapes have silent cues for slide-changing on automatic equipment. 
TO ORDER: 

SHIGO AND TREES. ASSOCIATES 

P0 BOX 769, DURHAM, NH 03824 

PHONE: 603-868-7459 FAX: 603-868-1045 

Payment by Master Card or Visa: or a check drawn on a US bank, in US dollars. 

Please circle 53 on Reader Service Card 
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9 Innovative & productive 

• Easily transported 
from job to job 

• Four models 
priced right 
to fit your budget 

• Hedge trimming 
& circle saw 
accessories 
available on 
some models 
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Check Out Our Web Site At - 
http://www.power-prune.com  

For Dealer Locations Call 1.800.243.9592 

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: 
S7,000. Call Bush Transportation Systems, 
Lisa Morris 1-800-766-2874. 

niiii:: I so 

The Power 
To Prune 

1)1 995 Morbark 12-inch, 4-cylinder, gas, 
hyd. feed brush chipper. Like new, $11,500. 
2)M&M 300, 12-inch, 6-cylinder brush chip-
per. Good shape, new paint, $5,000. 3)1990 
1665 Rayco Stump Cutter, 65 hp Wiscon-
sin, new motor, 4 new drive bearings, new 
poly chain, good paint, very good shape, 
$9,000. 4)1972 GMC 6000 14 inch steel 
dump, twin cylinder hoist, 40 inch steel sides, 
power steering, good shape, $3,500. 

Aerial Equipment Inc. Used Equipment 
and Arborist Supply Specialists in the 
Midwest. Buy Now and Save - 10 used drum 
chippers starting at $3,500- 3 used disc chip-
pers starting at $5,500. Call Ron or Joel for 
details: (847)398-0620. Wheeling, IL 60090. 

GREAT SELECTION OF USED CHIPPERS 
& GRINDERS! Several Morbark Model 17 
drum chippers. Morbark, Vermeer, Bandit & 
Woodchuck disc chippers. Asplundh drum 
and Vermeer, Rayco & Carlton stump grind-
ers. All units "ready to work" and include our 
satisfaction guarantee! Alexander Equip-
ment Co., 1054 N. Dupage Avenue; 
Lombard, IL 60148. (630) 268-0100. Visit 
our web site at www.alexquip.com  to view 
our complete inventory list. 

1980 Ford F-700 Prentice Loader, diesel, 
single axle. 16 foot steel bed, $15,900. 1990 
Teco, 55 foot single man bucket over cen-
ter with chip box, 1990 Ford F-700 Diesel. 
$42,000. 1988 Brush Bandit 200+ Chipper, 
Cummins turbo diesel, 4 blades, new paint, 
$8,900. Floral City Tree Service, Monroe, Ml. 
Phone: 313-241-7510. 

1990 Rayco Model 1665 AC stump 
grinder with 65 hp Wisconsin engine, 300 
actual hours, $9,500, in Boise, Idaho. Phone: 
208-342-8764. 

Please circle 60 on Reader Service Card 
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USED EQUIPMENT FOR SALE: (1) 1996 
Model 1254 Tree Bandit (14 inch diameter 
capacity) w/Cummins 200 hp engine and 
many options. (1) 1995 Model 3680 Beast 
Recycler w/Cummins 325 hp. (1) 1995 
Model 250 Brush Bandit (12 inch diameter 
capacity) w/Cummins 116 hp diesel en-
gine. (1) 1995 Model 250 Brush Bandit wI 
Cummins 100 hp diesel w/winch, lift cylin-
der & auto feed. (1) 1993 Model 250 Brush 
Bandit w/Cummins 116 hp diesel engine. 
(1) 1992 Model 1254 (14 inch diameterca-
pacity) Brush Bandit w/ Cummins 200 hp 
diesel engine. (1) 1991 Model 1250 Tree 
Bandit w/Cummins 200 hp diesel engine. 
(1) 1989 Model 1200 Brush Bandit wI 
Cummins 200 hp (rebuilt) winch. (1) 1988 
Model 100 Brush Bandit with 4.23 gas 
engine. (1) 1990 Model 100 Brush Bandit 
with 80 hp diesel engine. (1) 1993 Model 
1290 Drum Bandit w/John Deere diesel 
engine. (1) Morbark E2-1 0 w/20 hp Perkins 
diesel engine. (1) 1988 Morbark Model 290 
Eeger Beevers w/Cummins 4133.9, 76 hp 
diesel engine. (1) 1987 Morbark Model 16 
(Super Beever). (1) 1986 Morbark Eeger 
Beever w/Cummins 4133.9, 76 hp diesel 
engine. (1) 1984 Morbark Eeger Beever 
w/4.23 gas engine. (1) 1989 Asplundh 16 
inch drum w/Ford V-8 gas engine. (1) 1969 
Asplundh 12 inch drum w/Ford 4-cylinder 
gas engine. (1) 1974 Asplundh 12 inch 
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) 1991 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) Asplundh Whisper chippers wI 
6 cylinder Ford gas engine. (2) 1981 
Chipmore drums w/6-cylinder Ford gas 
engine. For further information, please 
contact: Bandit Industries, Inc., 6750 
Millbrook Road, Remus, Ml 49340. Phone: 
800-952-0178; Fax: 517-561-2273. 

Crane/Log/Chip Truck - Want to make your 
tree business easier, faster, more profitable 
with less people? This is the piece of equip-
mentto do the job. Late model, 92 ft. vertical 
reach Hab. 30 metric ton knuckle boom 
crane mounted on C70 Chevy Kodiak truck 
(275 hp diesel/9-speed transmission) with 
15foot long x 3 foot high dump bed with (2) 
removeable chip tops. Used just three years 
with 17,000 miles. We like it so well we pur -
chased a new 88 metric ton similar to this 
one. Call or fax for more detailed informa-
tion. Taylor Tree Care. Phone: 
919-299-8200; Fax: 918-299-0034. 

1996 Rayco 106 DXH stump cutlers - ex-
cellent condition, 350 hours or 650 hours. 
Also, 1994 106 DXH - 1200 hours and 
Hodges self-propelled 25hp stump router. 
Save up to 50% off new cost. Call Wayne at 
(601)371-8733 (Matthew 16:26). 

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. 

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. 

Established tree care business for 33 
years on Maryland's Eastern Shore. Long-
term contracts and good work force in place. 
Year-round work with good growth opportu-
nity. Box PL, TCI, P0 Box 1094, Amherst, 
NH 03031. 

Located near Sandpoint, Idaho in a quickly 
growing area of incredible beauty. This busi-
ness has shown growth every year. Owner 
wants to retire. Phone: 208-267-3469. 
Richardson Tree Care. 

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 avail-
able to you, able to ring directly into your 
office. Increase visibility ... increase 
sales.. .generate new business. Make it 
easy for your existing customers to call 
you, and reach out to new customers with 
a toll-free number that is easy to remem-
ber, clearly indicates your service and sets 
you apart from the competition. Very af-
fordable. Exclusive territories available. 
Reserve your area before a smart com-
petitor beats you to it. Also available 
1-888-TREE-EXPERT. Call today - 800-
244-3561. 

SERVICES 

Expand Your Business using newslet-
ters. Keep existing customers and get new 
customers at the same time. Custom-de-
signed newsletters can do it! Monthly, 
Bi-Monthly, Quarterly. Don't let your valu-
able advertising $s go in the trash. Get 
Free word-of-mouth advertising as cus-
tomers pass your direct mail piece along. 
We can take all the hassle out. Call Taylar-
Braedon Publishing for information. 
1-800-654-2655. E-mail: TayBrae@aol.com  

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

NAA MEMBERS. Boost your 
company's credibility. Enroll your em-
ployees in the NAA's Tree Care Specialist 
Program. First five employees registered 
are free. Training consultation over the 
phone. Allows employers to certify em-
ployees. 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 publi-
cation. Send ad and payment to: TCI, P0 Box 
1094, Amherst, NH 03031. 
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Come for the Conference, stay for the fun! 

Whether your idea of fun is sports, music, shopping, food, or 

jLL 

- 

just plain being lazy  Salt Lake City  has it all. 

Take a walk along the beach, go for a swim, or just relax with 

a picnic lunch and a good book. It's up to you. 

If shopping is your pleasure, spend a day  at one of Salt 

Lake's shopping malls of toda y, or, to find a real treasure, 

visit one of the antique stores and step back into yesterday. 

For the adventurous, there are man y  river rafting and biking 

expeditions. Also available is rock climbing, hiking, 

camping, and fishin_all within your reach. 

T0 entertain the kd in all of us, Salt Lake City  is 

1105t to numerous museums, adventure parks, a 

planetarium, a zoo, laser tag, and gardens and 

arboretums. Schedule a driving or walking tour for 

the whole family. Your energ y  will run out before 

your options d0! 

And, of course, your trip would not he complete without 

L O I 	enjoying  the Mormon Tabernacle Choir. Sit in on one of the 

Choir's open rehearsals. 

International Society  of Arboriculture 
73rd Annual Conference and Trade Show 

August 2-5, 1997 
Salt Palace Convention Center 

Salt Lake City, Utah 
Please circle 30 on Reader Service Card 

WATCH FOR MORE INFORMATION IN UPCOMING ISSUES OF ARBOR/ST NEWS 
All images courtesy of The Salt Lake Convention & Visitors Bureau 



2. Establish financial and inventory controls 	
\ 	\ 

Experts in theft prevention 
admit that no system is fool- 
proof. People will steal, but hit-

ing employees with proven 
work records - whom you 
have verified as honest - is a 
good start. One question for 
employers is whether the 

level of theft justifies the 
expense of insurance cov - 
erage or employment- 
screening consultants. 

Fortunately, the tree care 
industry isn't regarded as 
high risk. Consider your-
self lucky you aren't in 
the restaurant, liquor or 
retail business. 
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Where DID All the Equipment Go? 
One of the costliest problems facing tree care busi-
nesses is fraud and theft by employees. According 
to insurance company data, business losses from 
theft exceed those from fire. Small businesses are 
especially susceptible because few are likely to 
have effective systems to monitor employees. Also, 
the close nature of small businesses means that 
employees are often treated like one of the family 
(who would never lie, cheat or steal). Don't assume 
that friends or even relatives can automatically be 
trusted. According to the Association of Certified 
Fraud Examiners, fraud and other employee crimes 
cost more than $400 billion a year, or about $9 a 
day per employee. The Association also found that 
women are more honest than men. 

Who steals? Everyone. 

Why do they steal? To pay for a 
drug or gambling addiction, 
a personal financial setback, 
or revenge because a raise 
wasn't large enough. Maybe 
the employer made it too 
easy and they couldn't 	 S  / 
resist. Or, they are 	 IA 

criminals and steal- 
ing is what they do. 

How do you protect 

	/ 

4A, 

	

/ 	SS•\ 
yourself? 

1. Screen employees 

Any number of compa- 
nies specialize in pre- 	 4 
employment screening. 
Some offer tests to gauge an 
applicant's honesty through a se- 
ries of questions. Others will check 
references and verify degrees, certification 
and past employment. (Experts report that the level 
of exaggeration and outright fraud or resumes is ris-
ing.) Drug testing can help weed out those who 
would steal to pay for their drugs - and head off a 
variety of other potential problems. 
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The secret to firewood is volume 
and the secret to volume is... 

r\ 

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 
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An Invaluable-, Mature B ur  Oak 

T he tragic fate that befell the tree 
in these photographs was the 
result of treatments that amount to 

a torturously sad and preventable outrage. 
In the beginning, the mature bur oak 

pictured here was a magnificent, open-
grown type specimen of a rugged species 
with legendary landscape character. The 
observations that follow are of a sequence 
of events, the specific details of which are 
unknown. From what is know of the cur-
rent condition of this tree—and the 
treatments it suffered—a cause-and-effect 
relationship is surmised. 

The tree was apparently valued as an 
asset to the property by its owners who as 
good stewards of a valuable resource 
thought it should be pruned. However, 
they were not armed against the unin-
formed, or ill-informed. "professionals" 
who proposed to trim it. In keeping with 
archaic tradition, the tree was "thinned" 
to reduce weight on heavy limbs and to 
reduce the "sail effect" of the canopy in 
the wind. To accomplish these objectives, 
the tree was egregiously over-trimmed. 
Large volumes of woody vegetation—and 
with it a large proportion of the tree's abil-
ity to capture and store life-giving 
energy—was summarily removed. 

As insurance actuaries have learned, the 

subsequent probability of storm damage 
to the tree, and as a result the house, was 
increased instead of reduced. More impor-
tant, however, is the fact that old trees like 
this cannot make up for such an extensive 
loss of food storage and productive capac-
ity. As starvation inevitably sets in, major 
branches begin to die back dramatically. 
An opportunistic insect called the two-
lined chestnut borer was found in the 
dying branches, but that was because they 
lacked sufficient resources to defend 
themselves from the attack of even such 
a weak invader. 

At this point, the ill-informed profes-
sional crossed the border all the way into 
a state of ignorance. Apparently, he must 
have hoped that what life remained in 
some of the major structural branches 
would flow into the dead ones if they were 
all cut back at the same length. As you 
can see, the tree is now a very large 
"hatrack" burning up the last of its stored 
reserves in a vain attempt to stay alive. It 
will soon be completely dead, the sad vic-
tim of well-intended ignorance. 

This same fate need not befall our in-
valuable mature trees if we take just a 
moment to understand them, even if only 
in a small way. It is imprudent to prune 
mature trees by the pound, where the qual- 

)eath 
ity of the job is mea-
sured by the size of 
the brush pile when 
we are finished. 
There is no benefit to 
making sure the trees 
look pruned. In fact. 
the best maintenance 
practices result in 
safe and healthy 
trees that meet both 
our practical and 
aesthetic needs. Ju- 
dicious 	pruning 
when 	indicated. 

supplemental water during periods of dry 
weather and occasional fertilization are all 
important practices that lead to safe. 
healthy and attractive trees. 

Invaluable mature trees deserve the ser-
vices of competent professional arborists. 
Professionals will not be found going door 
to door and offering "today only" bar -
gains. They will not use climbing spikes, 
recommend topping trees or rush to sug-
gest removal for healthy trees. They will 
have technically competent personnel and 
field staff who are certified by the Inter-
national Society of Arboriculture. 
Customers have every right to expect 
prompt, courteous service from profes-
sionals who can provide current insurance 
certificates for automobile liability, prop-
erty damage, personal injury and workers' 
compensation. Customers should also be 
able to expect a wide range of tree care 
services, including pruning, fertilizing. 
structural-support systems, and disease 
and insect management. Highly qualified 
professionals are rarely the source of the 
lowest bids. Our irreplaceable trees de-
serve the best. TCI 

Mark Stennes is a plant pathologist with 
Top Notch Treecare in St. Louis Park, 
Minn. 

Do you have a story for From the Field? TCI will pay $100 for published articles. Submissions become the 
property of TCI and are subject to editing for grammar, style and length. Entries must include the name of a 
company and a contact person or they will not be considered for publication. 
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"My business has a municipal contract that pays me 
once a year. When I went to Aerial Lift of 
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 payments. All it took was a few phone calls! 

APPLY TODAY FOR YOUR ARBORCARD 
Accepted at dealers nationwide 
Approvals up to $150,000 total 

$75,000 max. per transaction 
Fast application and approval by phone 
No financial statements under $150,000 
Flexible or seasonal plans for arborists 
You choose the new or used equipment, 

dealer, and plan you want 

Call today to apply or for complete information 

1-800-537-9108 
Fax: 1-800-344-7712 

IL 

4 Corporal:. 
I apita/ 

9R1711P INC 

CORPORATE CAPITAL IS NOW A FIRST SIERRA COMPANY 

109 East Evans Street, Box 504, West Chester, Pennsylvania 19381 	
F I R ST 	

FINANCIAL,  I N C 
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The first time those teeth bite bark you'll know this is the ultimate limb-eating machine. The powerful Shindaiwa 357 
chain saw, improved for '97, was designed for pro arborists. A smooth, rounded shape minimizes job-stopping hang-ups 
in tree limbs. A high-torque, 1,000-hour-life engine delivers superior cutting performance. And when you drop it 
(and you will drop it, won't you?) the durable casing bounces back for more. Shindaiwa doesn't just take a bite 
out of the competition. We swallowem whole. . Call 1-800-521-7733 for the dealer near you. 
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