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Take a look at this 
year's MVC - the 

Asplundh Eeger 
Beever Model 290. 
It's packed with the 
kind of features that 

will put you in the 
Hall of Fame. 

Just compare the stats and see what 
a grand slam the 290 is! 
• Loads of extra bases - The Eeger 

Beever's safe, frame-mounted gas 
tank can be filled all the way to 
the top - some can't. 

• He slides... 
he's safe - The 

s 
Eeger Beever's
liding access 

 

panel-type disc 
housing won't 
expose a turning disc 
like a hinged hood, plus it will 
continue to run quietly season 
after season. 

• No balks —a full 2"x6"steel 
tube frame with a 3" x 6" center 

beam has the strength and stability 
a 2" x 4" frame can't match. 

• Back-to-back hits - 
The Eeger Beeve 
staggered 
knife design 
needs less 
horsepower 
and torque to 
do the same work as conventional 
single-knife style chippers. 

• Great arm - T' ---  
Eeger Beever 
290 has the 
easy-to-ser-
vice, easy-to-
adjust, reliable 
yoke arm infeei 
instead of the 
troublesome sli 
box design. 

• Powerhouse performance - 
Shaft-driven 6 gpm hydraulic 
pump needs no relief like smaller, 
belt-driven pumps. 

• The Model 290 now swings a 
bigger bat - The new feed wheels 
have been lengthened 
to a full 18 

So before 
you draft a new 

player for your team, 
get the full stats on this 

year's Most Valuable Chipper - 
the Asplundh Eeger Beever Model 290. 

Call the Chipper Hotline - 
1-800-331-1038 
This season, see what your 
Asplundh Dealer can do 
for you. 
Leasing packages available. 
Call for a quote. 

I 	I 
MANUFACTURING 
100 Asplundh Avenue 
Creedmoor, North Carolina 27522 
Phone: (919) 528-2535. 

Please circle 7 on the Reader Service Card 
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OUTLOOK   
Tree Care Indur\ 

Training is a 	center. Training is / profit 	 also a good way 
to make use of the non-productive time in the off-season. 
It's a win - win situation for all concerned. 

The company wins because employees become more pro- Publisher 

ductive and work more safely. The clients win because they Robert Felix 
get better quality work. The trees win because they get bet- 
ter care and the employees win because they are less likely Editor 
to have lost time due to accidents. Peter Gerstenberger 

U 
Let me give you an example of the cash benefits that are 

readily identifiable and bear with me as I use some very Associate Editor 
round numbers. Angela Cosgrove 

Training is a good Suppose you have a crew of four and each employee 
way to make use of earns $10 per hour. At 40 hours per week that's $1,600. Advertising Manager 
the non-productive Now suppose your workers compensation rate is $20 per Patricia Felix 
time in the off-sea- $100 of payroll. That equates to $320 per week. Now sup- 

son. It's a win-win 
pose you could improve your workers compensation rate by 
10%. That would be a savings of $32 per week or $1,664 a 

situation 	for 	all year. That is more than one whole week's payroll. 
concerned. With that kind of savings, you could do a week's training Accounting, Editorial 

once a year, almost four hours once a month or 45 minutes and Sales Offices 

• every week for 52 weeks. P.O. Box 1094 
Suppose you could increase the productivity of your crew The Meeting Place Mall 

by 10%. If $1,600 per week of payroll produces an average Route 101 
of $4,800 worth of work in a week, a 10% increase would Amherst, NH 0303 1-1094 
allow another $480 to fall to the bottom line every week, or (603) 673-8952 
almost $25,000 a year. FAX: (603) 672-2613 

How much does it cost to respond to customer com- 
plaints? How much would you save by reducing their fre- 
quency? What about lost time due to injuries? What does 
that cost, not only in dollars but in pain? Subscriptions are $24 a year. 

None of this even considers the fact that under several Canadian/International orders: 
federal laws and regulations, the Occupational Safety and 

$36, U.S. Funds. Health Act for one, employers are required to provide 
Single copy price is $2.00 training. Department of Transportation regulations also re- 

quire training. 
Where do you get the training materials? Call the Na- Copyright 1990 by the Na- 

tional Arborist Association's toll-free number, 1-800-733- tional Arborist Association. 
2622 and ask NAA to send you a copy of the Training By All rights reserved. Repro- 
The Numbers catalog. Find out what your workers compen- duction in whole or in part 
sation insurance carrier can provide. Send your people to without written permission is 
an ISA Chapter meeting or other tree meeting this winter, prohibited. 
Believe me. It doesn't cost. It pays! 

Free Care Industiv is published 
monthly by the National Arhorist 

Association, P.O. Box 1094. 
Robert Felix. Publisher Amherst. NH 03031-1094. 

2 TREE CARE INDUSTRY- OCTOBER 1990 



J,#•  :1k. 	
iI 

\ 	
." 	

;:;( 

kin 

. 	 - ... •1 	
*: 	• 	

4 	.: . . 	 . I , 	STUMP CUTTERS 

••;.: 	 . 	 . 	 . 	 ., 	 , 

)! 	 ) ; , 	
THREE z"

S 	S. 
: 	

'4 	I' 	'•'' 	
.: 

	

• 	 ' 	
:, 	

• 	, 	•: 	 •• 	 : 
1. Money. 

, 	: 	• 	• 	4eVW 	. 	 . 	. 	- 	i 	 . 	With the low. initial cost of a  
Vermeer Stump Cutter. it's possible 

. 1'uJ•• I 	• .. v4j;i': 	 .; .Y':. : 
	 to recover your original investment 

*4
: ;b 	 : 	

.4 	 . 4' 	•b 	• the first ôO-9O days you own it. 
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. t, . 	2. Money. 
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consistently hold their trade-in 

. 	: 	 j 	. 	! 	 • • 	 . I . 	
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value, are more dependable. and 
,, i4• • 	 . 	 . 	 . 	 , 	 . 	 . 	 '.$ . : 

	

operate longer than any other stump 
. 	 ... 	) 	. 	 machines in the industry. 
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3. Money. 
b 	 _ 	 In the stump-cutting business. 

downtime is dead time ... and non- 
profitable. Vermeer's 30+ years of 

. 	 proven performance means solid 

, 	 ' 	4 	 dependability and greater 
- . 	 -. I 	 'k • 

profitability. And the exclusive 
, 	 Vermeer network of sales and 

service experts worldwide means 

- - - 	 . 	 - 	 instant response. More information? 
Call toll-free today. 

, 	- 

Vermeer Manufacturing Co. 
New Sharon Road 
Pella, Iowa 50219 U.S.A. 
800-829-0051 

- 	 lfl Iowa ITh1i-3i4I 

Ask us 
about our 

- - 	I 	 full-year parts warranty. 

-. 
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Keeping crews working throughout the year takes careful planning and selling 
well in advance of the off season. Grounds maintenance is an activity suitable 
for the winter. 

Seasonal Opportunities 
How To Keep Busy All Year Long 
By Peter Gerstenberger, 
Brian Barnard, TCI Staff, and 
H. Dennis P. Ryan III 

In most areas of the country, tree 
care is a seasonal business. With the 
exception of certain regions such as 
southern California or Florida, and 
certain types of tree work - like utility 
line clearance and municipal contract 
work - tree businesses take a serious 
hit in the slow season. Tree and land- 

scape firms have a difficult time en-
suring employment and cash flow. 
This is especially true in New En-
gland and the upper Midwest. in the 
past, when the snow started to fall, 
the employees were put on unem-
ployment and the owners went to 
Florida. 

Today, this simply does not work 
for a company that is trying to do 
professional quality tree care. The 
key ingredient in any tree care opera-
tion is well-trained, mature employ- 

ees. The day when a tree company 
could lay off seasonal workers and 
expect them to be ready and willing 
to work the following April is long 
gone. Employees have year-round 
expenses and need a year-round pay -
check. 

In addition, the tree care company 
has year-round expenses; the tree 
mover purchased last April has a 
payment due during November, De-
cember and January. The question. 

then, is how do companies ensure 
year-round employment and cash 
flow? 

Some companies have managed to 
fight off the winter doldrums. The 
Swingle Tree Company in Denver, 
Colorado, has been particularly suc-
cessful in conquering winter. Others 
include Arbor Transplanters, Inc. in 
Lake Worth, Florida; Forest City 
Tree Protection Company in 
Cleveland, Ohio; C.L. Frank and 
Company in Northampton, Massa- 

chusetts; Greymont Tree Specialists 
in Needham, Massachusetts; Max-
well Tree Expert Company in Fort 
Wayne. Indiana; and Woodland TreL 
Expert Company in Madison. New 
Jersey. 

The services 
The first things that come to mind 

when we consider winter work are 
firewood and snow plowing. Surpris-
ingly, many companies find that 
there is very little, if any, profit in 
trying to keep crews busy with either. 
Terms like "marginal." "not very lu-
crative" and "tough on both crews 
and equipment" are common de-
scriptions. But, when it snows, the 
profits can be significant and carry a 
company through some lean weeks. 

Some companies are quite creative 
about keeping their key employees. 
One Northeastern company contract-
ed with an oil company for the deliv -
ery of home heating oil. In many 
ways, it's similar to running a tree 
spray route and you do have the 
qualified truck drivers. 

Another company bought a house 
each fall and spent the cold, snowy 
months renovating it. The house was 
sold in the spring for a profit. 

It usually isn't necessary to go this 
far afield for additional sources of in-
come. According to David Dickson. 
Swingle's president, the plant care 
environment offers many opportuni-
ties to provide new services. In fact, 
the company's slogan is "more than 
just a tree company." 

Fertilization and insect control are 
among the company's services. The 
company has been successful with the 
Grow Gun for soil aeration and fer-
tilization. It also pushes fall tree fer-
tilization, and has invented a new 
class of tree fertilization called First 
Four - an inexpensive liquid solution 
formulated for new plantings. In ad-
dition, the company guarantees suc-
cess with its fall spruce gall pesticide 
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Arbor Transplanters in Lake Worth, Florida, used a helicopter to move a 40-foot 
bald cypress 3 miles. 

application and its spring treatment 
for Cooley spruce gall adelgid. 

The tree trimming department is 
divided into ornamental tree trim-
ming and large tree trimming and re-
moval. Tops in the winter months is 
Swingle's Dutch elm disease preven-
tion program - still big in Denver. It 
means a lot of dormant pruning on 
elms. 

Swingle also offers grounds main-
tenance services. While Dickson 
doesn't want this division to be a 
growth area, it provides many sec-
ondary services, and it is ideal for 
IPM. "You might have 15 condos 
where you don't want to spray be-
cause of possible tenant problems. 
You can go out with a small rig, mon-
itor the plants and spray as needed," 
he says. 

While Swingle doesn't mow lawns, 
it does offer aerating, power raking 
and full lawn care. The company has 
a discounted combination treatment 
for lawns - fall lawn aeration with fer-
tilization - promoted as Swingle's Fall 
Combo - and offers a pre-emergence 
control for weeds in bed and border 
areas. This service is in great demand 
from about February 25 to March 15. 
Swingle starts pushing the bed and 
border treatment in summer because 
it can be done in the fall with excel-
lent results. Once customers are on 
that routine, the service builds itself. 

Swingle recently started repairing 
lawn irrigation systems. The fall busi-
ness consists of winterizing - blowing 
out systems so they don't freeze. 
Sprinkler repair has brought in 
$20,000 in sales in its first year. and 
"that's just three guys running 
around fixing lines!" Dickson says. 

Swingle also found that customers 
wanted a tree planting service, even 
though it's not the company's 
strongest point. Still, Dickson says 
that with good planning, the com-
pany's one planting crew brings in 
about $150,000. His company took 
what was an unprofitable service pro-
vided as a courtesy to good clients 
and turned it into a profitable 
venture. 

Denver winters aren't particularly 
severe. Even though the temperature 
dips, all the snow falls at once and 
then melts away. Most of the com-
pany's clients aren't thinking about  

their trees, so Swingle generated win-
ter work by offering a discount on 
tree pruning. 

"At first, we were afraid to give a 
discount," Dickson says. "How do 
you monitor it and what are the pit-
falls? Nevertheless, we know it can 
be done. So you set a date - for in-
stance, we kick off winter sales in 
May. We say. 'O.K. guys. don't for -
get, if you're out there looking at, say 
a crabapple with fireblight potential. 
promote winter pruning as being 
much better for the tree.' We tell the  

customer. 'By the way, if you let us 
pick the time between November and 
April, we'll give you 15c/  off.' We 
limit the offer to trees under 30 feet 
tall only because we can sell enough 
large tree trimming that we don't 
have to give a discount. Our so-called 
'dormant' sales are monitored from 
May to December - we look at where 
we are in relationship to last year. 
how much we think we can sell. We 
had to stop selling by early Decem-
ber because we were afraid we'd 
never get it all done. We succeeded 
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You're looking at the best equipment from the 
best manufacturers, bar none. Aerial Lifts by 
Hi - Ranger, Versalift and Telelect. Digger Derricks 
and Cranes by Telelect. Trailers by Butler and Hogg 
& Davis. Braden Winches, Baker Bodies, IMT Cranes 
and Stanley Hydraulic Tools. 

At Baker; our management team continually 
reviews the latest products from the best manufac-
turers, and adds those that pass muster to our 
unparalleled product line. 

But we didn't get to be the industry's leading 
distributor just by selecting the best equipment. 
Baker service is what really distinguishes us from 
other distributors. 

Our technical staff is always ready to help you 
at our Plants, one of our eight Service Centers, or 
on your job site. In addition, our multi-million dollar  

computer- monitored parts inventory is just a phone 
call away. 

Our people will train your people by setting up 
OperatorTraining sessions and Equipment Service 
sessions. Or you can take advantage of one of our 
equipment inspection programs. (Baker's Quality 
Assurance Department trains hundreds of customer 
employees each year) 

And, if capital conservation is a concern, we 
offer a wide variety of financial arrangements that 
will enable you to place late-model Baker lease 
units in yourfleet. 

For complete infor- 
mation, call Baker at  LB:  A:KK: ER1 (804)358-0481. Or 
write for our corporate 	BAKER EQUIPMENT 
brochure. 	 ENGINEERING COMPANY 

P0. Box 25609, Richmond, Virginia 23260-5609 

Service Centers in Richmond, VA. West Palm Beach, FL. Chatotte, NC Columbus, OH Forest Park, GA Pottstown, PA Tampa, FL Brewster, NY 
For rental and leasing information call 1(800)446-2610. 

See Us At TCI EXPO 90 
Please circle 8 on the Reader Service Card 



just by concentrating on this work in 
our selling." 

Lauren Lanphear of Forest City 
Tree Protection Company, Inc.. has 
a different approach to the winter 
season. About 10 years ago. the 
South Euclid, Ohio, company started 
a chimney cleaning operation. Says 
Lanphear, "Our idea was to take one 
more guy through the winter that we 
would have laid off. It involves one 
person from the summer tree crew. 
He is busy six days a week in the win-
ter. If growth continues, we may con-
sider adding another person in this 
area, though we are not convinced at 
this point to expand this operation." 

In some areas in Florida, winter 
means tourist season. Restrictive 
local ordinances mean tree care com-
panies aren't allowed to run chippers 
during the day, and tree pruning is 
curtailed. 

Still. Bill Hodges of Arbor Trans-
planters in Lake Worth, Florida. says 
the company's tree moving operation 
is in full swing and three large spades 
are kept busy moving trees for com-
mercial customers. Last winter, the 
company even airlifted a 40-foot cy-
press three miles to plant on an is-
land. The company has nine acres of 
nursery to ensure a supply of trees  

and to train employees in proper 
pruning techniques and safety. 

The winter season also allows 
Arbor employees to follow up on 
trees that were planted in the sum-
mer. This includes fertilization and 
other maintenance. 

For Les Maxwell of Maxwell Tree 
Expert Company in Fort Wayne, In-
diana, the slow season is from 
Thanksgiving to April 1. The com-
pany has a large landscaping division 
and a lot of rolling stock. During the 
slow season, Maxwell uses his equip-
ment for plowing snow for factories. 
banks, supermarkets and shopping 
malls. 

"We have everything lined up in 
early October." Maxwell says. "We 
contact previous clients to set up the 
service and notify them of any 
change in price. When the forecast 
calls for two or more inches of snow, 
each employee takes a certain period 
throughout the night to check in. If 
plowing is necessary, he contacts the 
others to come in. It works out quite 
well. It is an excellent form of winter 
capital; it keeps you from having to 
borrow money in the spring to pur-
chase new plant stock and other ma-
terial." 

One of the major pitfalls of snow 

plowing is the wear and tear on the 
vehicles. For this reason, many com-
panies shy away from this service or 
offer it on a limited basis. 

Maxwell and other companies also 
do regular pruning for golf clubs and 
country clubs, an excellent source of 
revenue in the off-season. Woodland 
Tree Expert Company in Madison. 
New Jersey, has expanded this type 
of work by offering golf course net 
installation. 

See Us At TCI EXPO 90 
Please circle 12 on the Reader Service Card 

TRAINING IS EXPENSIVE BUT TRY COSTING OUT IGNORANCE 
ACRT, Inc. provides seminars in practical and technical 

TREE CARE 
LINE CLEARANCE 

URBAN FORESTRY 

tc 
TNC  

FALL-WINTER SCHEDULE 
1990-91 at Kent, Ohio 

Aug. 27-31; Sept. 24-28; Oct. 22-26; Nov. 26-30; 
Jan. 28-Feb. 1; Feb. 25-Mar. 1; Mar. 25-29 

ACRT, Inc. can also provide CUSTOMIZED TRAINING at your LOCATION 
on any of the ABOVE SUBJECTS 

For further information or to register please call 
1-800-622-2562 

Please circle 1 on the Reader Service Card 
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ESTABLISHED 1947 

Woodland's Vincent Licari relates 
how his firm got into the business. 

One of our golf course accounts was 
having a PGA tournament. Tour-
nament rules required that the course 
have a pro driving range, and the ex-
isting driving range was not long 
enough. The tournament was going 
to help pay for the new net installa-
tion, so the course asked us to help." 

Licari reports that information to 
do the job properly was hard to find 
and that his people learned as they 
went along. The job also required an 

UICK 
TART, 

See Us 
At 

TCI EXPO 90 

Model 
#124 
Special 
Utility Saw  

engineer to determine where the 
poles should be placed and how deep 
and how high they had to be. Wood-
land used the best hardware available 
so the frame should last 35 or 40 
years. 

Little equipment is needed beyond 
the aerial lift device. An outside con-
tractor installs the poles and then 
three or four trained employees from 
the tree crew install the netting. 

Installation is a slow process and 
takes three people about a month to 
complete a job. Still, installations are 
profitable. "We make more money 
than on tree work," Licari says. "I 
bid $125,000 on one job. I figured it 
would take four men, four to five 
weeks to complete. You can get an 
idea what this is worth." 

Mark Tobin of Greymont Tree 
Specialists, Inc. in Needham, Massa-
chusetts, uses winter to build com-
munity relations. "We do most of our 
donation services in the winter," says 
Tobin. "This eliminates down time 
during the busy season. Last winter 
we completed $3000 worth of tree 
pruning for a children's hospital. This 
type of activity is good publicity." 

Many companies seek opportuni-
ties for winter contracts offered by 
various agencies. While these con-
tracts are competitive, they pay well 
and promptly. This type of contract 
will generally keep a crew busy for 
three months during the winter and  

then it's back to the more lucrative 
private work. 

Most college campuses have large 
blocks of shade trees and are closed 
from Christmas to the end of Janu-
ary. With the students away, this is 
an ideal time to prune and do remov-
als. C.L. Frank and Company of 
Northampton, Massachusetts, works 
on several campuses during the win-
ter, thus ensuring work for their key 
employees. 

Suburban industrial office com-
plexes are usually well-landscaped 
and require a tremendous amount of 
shrub and small flowering tree prun-
ing to keep them looking good. Prop-
erty management or maintenance of 
these and other properties such as 
condominium complexes or seasonal 
parks can be a major source of winter 
work. This can include more than 
tree care, with services such as snow 
removal and sanding walks. 

Other companies are involved in 
site planning. This type of work in-
volves tree protection on proposed 
construction sites, and the develop-
ment of property management plans 
for industrial parks, condominiums 
and even golf courses. 

Before a company becomes in-
volved in any of these supplemental 
services, the owner should evaluate 
his company and its resources. What 
are the company's strengths, its capa-
bilities? What can its employees do 

See Us At 
TCI EXPO 90 
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Hand 
Pruning Saws 
by Bartlett 
Manufacturing 

To order call Toll Free 
800-331 -7101 
FAX ORDERING (313) 873-5454 

Call or write for Catalog 
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SERVING THE TREE AND LANDSCAPE INDUSTRY 

WITH A FULL LINE OF ARBORIST SUPPLIES 
AUTHORIZED DEALERS 

KLEIN EQUIPMENT DEEP ROOT FEEDING NEEDLES 

NEW ENGLAND ROPES HYPRO PUMPS & REPAIRS 

BRUSH BANDIT CHIPPERS FMC SPRAYERS & REPAIRS 

INSECTICIDES J.P. CARLTON STUMP GRINDERS 

CLIMBING GEAR MAUGET INJECTION SUPPLIES 

CHAIN SAWS ACECAPS 

CABLING EQUIPMENT ROCKLAND CHEMICALS/FERTLIZERS 

PYRENONE CROP SPRAY DOGGETT FERTILZER 

HANNAY REELS GREEN GARDE 

MUCH, MUCH MORE 

YOU CAN CALL OR FAX IN YOUR ORDER - UPS SHIPPING AVAILABLE 

(201) 227-0359 	FAX (201) 227-0865 
VISA 

IMASTERCAF1 LI 
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TAMARACK CLEARING 
RD. #4, P.O. BOX 370, CANTON. N.Y. 13617 

FINANCING AVAILABLE 	 Call (315) 386-8273 Day Or Night 
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ACECAP® IMPLANTS ARE YOUR ONLY CHOICE 
IF YOU'RE LOOKING FOR AN ENVIRONMENTALLY 

ACCEPTABLE SYSTEMIC FOR YOUR IPM TREE PROGRAM 
* 

ACECAP' 97 Implants contain acephate, the only non-restricted insecticide 
available for systemic tree trunk treatment. 

* 
ACECAP Implants are a true closed-system. no measuring or mixing, 
no liquids to handle, no spills. Tiny implants are placed into and left in 
the tree. 

• When using ACECAP Implants - application is fast and easy: no waiting for capsules to 
empty, and no containers to dispose of. 

• Research confirms that the tiny implant holes callus over very quickly. with no harmful 
affects to the tree. Chemicals utilized in ACECAP & MEDICAP Implants are not harmful to the 
tree's cambium. 

YOU CAN HAVE THE BEST FOR LESS 
ACECAP AND MEDICAP' IMPLANTS ARE THE LOWEST 

"UNIT COST" SYSTEMICS AVAILABLE TO THE INDUSTRY TODAY!! 
Call or write us today 
for the name of your 	See Us At TCI EXPO 90, 	CREATIVE SALES, INC. 
nearby Independent 	 P.O. BOX 501  
Distributor. 	 1 -800 -759 -7739 CSI 	FREMONT, NE 68025 
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best and how can this be expanded? 
The owner should develop a busi-

ness plan that takes into considera-
tion the company's year-round re-
sponsibilities. This plan should be 
realistic, taking into consideration 
monetary and human resources. 

Expanding company services may 
require the obtainment of certain 
permits or licenses, and in many 
cases, the re-training of employees in 
order to provide these additional ser -
vices. 

The employees 
"We do not lay off employees as a 

rule. We have professional employ-
ees doing professional work, and 
they expect to be treated as such." 
says Tobin. Other employers agree, 
and use various tactics to avoid major 
layoffs. 

At Swingle, most of the production 
people tend to specialize. The com-
pany's department leaders get to-
gether in late summer to plan for the 
winter. Good employees who express 
an interest in staying on are given the 
opportunity to work in another de-
partment, with the stipulation that 
they will return to their respective 
departments in the spring. 

Employee attrition from summer 
to the dead of winter is about 50Y%. 
but the majority of those who leave 
are college students. Swingle actually 
lays off very few workers. However. 
management fears that some key 
workers will prefer their off-season 
jobs. 

Arbor Transplanters has three di-
visions - tree moving, landscaping 
and pruning. Hodges tries to keep a 
full staff all year, but is sometimes 
forced to release one or two. Em-
ployees are encouraged to learn new 
skills during the winter by working in 
new departments. Slow times are 
spent maintaining the nursery trees 
as well as the company's 25 trucks. 

Forest City Tree's chimney sweep 
business was started specifically to 
provide year-round work for a key 
employee, but it brought an unex-
pected benefit. "This type of work 
offers much more personal develop-
ment than his typical summer climb-
ing duties." says Lanphear. "Be-
cause he is inside the house talking 
with homeowners, it has helped with  

his self-development." 

Planning 
Keeping crews working through-

out the year takes planning. At 
Swingle, for instance, efforts are di- 

1979 FORD & GMC LR50 
Asplundh, New Engine & Paint. 

Excellent Condition $25,000 

1980 FORD F-700 SKyworker, 50 ft. 
Lift, Truck is Rebuilt Top to Bottom. 

$22,500 
Also Older units at $14,000 and up 

rected at selling services for specific 
times. Says Dickson, "You can sell 
all the tree work you want in the 
summer months, but you can't get it 
done soon enough to make the cus-
tomer happy. Take that burden off 

Brush Chippers All Types 
Reconditioned or as is. 

~&-~~77 W-0 

Starting at $1500 

1980 GMC & FORD Cnp Dumps. 
Completly Reconditioned. 

Starting at $7,500 
Also 1973-79 at $2,500 and up 
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your summer by concentrating upon 
what can be done in the winter. Six 
months before the fact, we look at 
how much work we have on the 
books, how many crews we expect to 
keep on for the winter and how much 
work they will able to do, then what 
we need to sell to keep them busy. 
This becomes our sales goal." 

There is even a seasonality to the 
functions of the manager. In the sum-
mer, keeping track of the operation 
of the business requires more time - 
managers have to make sure all de-
partments are operating properly, ef-
ficiently and safely. Hiring is sea-
sonal. 

Every Monday, each department 
at Swingle gives Dickson a quick pro-
duction report that allows him to 
track performance relative to the 
company's monthly goals. The report 
also enables him to make compari-
sons with the same period in the pre-
vious year. 

Sales goals are posted and sales are 
monitored weekly. When salesmen 
keep their costs down below the pro- 

jected costs, they get a percentage of 
the money they saved the company. 

In the winter, operations at 
Swingle proceed at a less hectic pace 
and the company does its long-range 
planning, deciding what kind of 
equipment is needed and other major 
expenditures. 

Promotion 
Planning for the slow season also 

involves marketing and selling. 
Swingle's newsletter, published in 
spring and fall, is a major marketing 
tool. Dickson and others make up a 
list of subjects for the fall newsletter, 
including human interest articles, 
public relations and, of course, pro-
motions. For example, one promo-
tion will be the sale of extra nursery 
stock offered at a discount. The fall 
newsletter also promotes IPM. 

The spring newsletter goes out in 
early February and is included with 
estimates for renewal work. It's 
written in November and is printed in 
January. The newsletter goes to any- 

one who's been a customer in the last 
three years. Dickson was at first re-
luctant to spend the time and effort 
to mail to non-active clients, but he 
was surprised at how many came 
back. 

Managers from other firms agree 
with Dickson that the key to ensure 
profitability throughout the year is 
offering a variety of services, being 
able to shuffle people around, and 
planning well ahead. 

Conclusion 
After reviewing the additional ser -

vices you are able to offer, you may 
have found that you will he best 
served doing what you already do - 
good quality tree care at a fair mar-
ket price. If this is the case, perhaps 
you need to become a better business 
manager. DCIJ 

Dr. H. Dennis P. Ryan III is a profes-
sor of arboriculture at the university 
of Massachusetts at Amherst, Stock-
bridge School of Agriculture. 
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Levco's Model HD47 is a mid-size, towable ON E ING  

stump grinder that features a 37 H.P. gasoline 
engine. The HD47 cuts vertically - with the 
grain - which is faster and smoother than  
cutting side to side. The HD47 cuts 44 inches 
above grade down to 20 inches below. 	The 
25 teeth are carbide tipped, bolted-on, sharp- 
enable and even reversible! The HD47 is one 

THE HD47 MOVES IT- 
SELF OVER AN AREA 
OF 6 x 31 	WITHOUT 

of eight models available. MOVING 	THE 	TOW 
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Excellent job 
Just a word of appreciation for the 

excellent job that's been done by the 
TCI staff on its premier issues. The 
August issue in particular was out-
standing. 

It's especially refreshing to have an 
industry trade magazine that includes 
articles from recognized experts such 
as Alex Shigo and Elton Smith. In ad-
dition, I like the fact that the authors 
of all your articles are identified, in 
contrast to some other publications 
which bring a lot of unsubstantiated 
claims by unknown sources. 

Tree Care Industry is a credit to 
our industry. 

Lauren Lanphear, vice president 
Forest City Tree Protection 

Co., Inc. 
South Euclid, Ohio 

Exercise request 
After reading your "Safety First" 

article in the July issue of Tree Care 
Industry, I feel robbed. 

On Page 8, you ask, "Is there any 
one area in your workers comp 
claims that is conspicuous...?" You 
go on to say that back injury claims 
are, by far, the most numerous and 
expensive. You then say that "there 
are six basic stretching exercises that 
can be done off the running board of 
a truck or a fender of a chipper. They 
only take about three minutes, so 
they don't disrupt the work routine. 
They virtually eliminate strain inju-
ries and have reduced claims for us 
by about 30%." 

Would you be so kind as to include 
these six exercises in your next publi-
cation. Maybe more of us could re-
duce some of these types of injuries. 

Andrew Moore, 
Certified arborist of 
Pennsylvania and Delaware 
State College, Penn. 

Editor's reply: 

Jerry Duke provided us with nine 
simple exercises that his crews prac-
tice to prevent muscle strain injuries. 
Five of them are designed to prevent 
back injury. They are all performed 
while standing. 

Butterfly, for the upper body: 
Clasp hands behind neck, press el-
bows back, breathe in to the count of 
6. Exhale, touching elbows in front 
of face. Repeat 3 times. 

Triceps/shoulder stretch: One 
hand is placed behind head between 
shoulder blades. The other hand 
pulls the elbow toward the head. 
Hold for 10 seconds. Repeat twice 
for each arm. 

Neck roll: Breathe in to count of'( 
and move head to one side, looking 
up. Exhale while bringing chin down 
to chest. Repeat 3 times each side. 

Back arch: Lean back at waist. 
Place hands behind hips for balance. 
Hold for a count of 6. 

Chest stretch: Clasp hands behind 
hack. Raise arms as high as possible 
while bending forward at the waist 
and bending the knees slightly. Hold 
for a count of 6. 

Trunk twists: Stand with feet your 
shoulders' width apart. Rotate slowly 
t the waist, letting the arms swing 

chest high. Repeat 6 times. 
One knee in: Bring one knee up to 

chest. Hold for a count of 10. Repeat 
twice with each leg. 

Hamstring stretch: Prop heel lx" 
high with leg straight. Lean forward 
until you feel tightness in the back of 
your leg. Hold for a count of 6. Re-
peat twice with each leg. 

Calf stretch: Stand approximately 
4' from a solid vertical object. Place 
one foot forward and lean forward 
against the object. Keep the front 
knee bent and the back heel on the 
ground for a count of 10. Repeat 
twice with each leg. 

Letters should be addressed to: 
Tree Care Industry, Editor 
P.O. Box 1094 
The Meeting Place Mall 
Route 101 
Amherst, N.H. 03031 
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It's TIME to 
check out VERSALIFT! 
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Time is money in the tree care business, and the time you save with 
Versalift puts money in the bank. 

Fewer set-ups, more worktime are just two reasons the VERSALIFT 
VO-50 is the choice of tree care professionals from coast to coast. It's been 
field proven to be an effective, hardworking, and dependable tool. 

The VO-50 gives you reach and movement others can't match, and 
it's done without troublesome cables or chains, meaning safer, low-
maintenance operation. 

To see a VO-50 on your work site, call or write today for more 
information and the name of your nearest VERSALIFT distributor. 
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The "M" Factor   
How It Can Mean Profits For You 

By Robert Felix 

Your income-and-expense state-
ment most likely doesn't identify the 
"M" factor as a profit center. In fact, 
most arborists don't even realize that 
the "M" factor can make a substan-
tial contribution, not only in profits 
but also in the ability to work 
smarter—not harder. Only 20% of 
the tree service companies in the 
United States even have the "M" fac-
tor on their profit-and-loss state-
ments, and they all call it something 
else. 

There is no great mystery behind 
the "M" factor. Simply, it is mem-
bership in local, state, national and 
international arborist associations 
and societies. Each of these organiza- 

tions will provide you with at least 
one idea every year that will more 
than pay for the cost of membership. 

The "M" factor has many corn-
ponents—tcchnology transfer, man-
agement assistance, networking ca-
pability and representation in the 
industry. 

Specific benefits can be gained 
through membership in the National 
Arborist Association and the Inter -
national Society of Arboriculture. 

The NAA is a trade association of 
more than 1,000 commercial tree ser-
vice firms of all sizes. With a full-time 
staff of 10 people, NAA provides 
members with management informa-
tion and services and represents the 
tree care industry in Washington with 
Congress and regulatory agencies. 

CALL TOLL FREE: 
IN PA 8003523188 

OUTSIDE PP 004 P UT 

]\M 
AK OKbJ 

KICAN 

SUPPLIL 5 
I N C 

882 SOUTH MATLACK STREET 
WEST CHESTER, PA 19385 
F\ NC 

NAA wrote the book on tree care 
safety and continues to produce new 
programs to train field personnel in 
safety and tree care operations as 
well as programs required by OSHA 
and EPA. While these programs are 
available to anyone, they are less 
costly for member firms. 

Besides serving as a consultant to 
member firms, NAA provides mem-
bers with an annual profit survey that 
allows firms to compare their income 
and expenses with others of the same 
size. One of the major benefits of 
membership is the opportunity to 
share information with members in 
various parts of the country. The re-
sult is that arhorists can work 
smarter—not harder. 

NAA's motto is "Memhrship 
doesn't cost, it pays." NAA's growth 
in recent years and its high member-
ship retention prove that point. 

ISA also has a full-time staft. As 
part of its service to member firms, 
ISA produces a monthly publication, 
"The Journal of Arboriculture "and 
holds an annual convention. Virious 
ISA chapters also publish news etters 
and hold annual meetings. 

Besides keeping its me nbers 
abreast of the latest in tree can tech-
nology, ISA provides the op )OrtU-
nity to network with other members. 

NAA and ISA work closely 
together on projects of mutual inter -
est. At the present time, the two or -
ganizations are co-sponsoring a re-
search project on Integrated Pest 
Management perceptions, mar et1ng 
and operations. 

Many of you are members o local 
organizations, and you know what 
benefits membership in those ssoci-
ations can bring. Maybe it's tine to 
consider also joining NAA or ISA. 

Apply the "M" factor to you] com-
pany. It will make a difference and it 
will pay for itself with many he iefits. 
Try it and see for yourself. 

FIN 
Please circle 3 on the Reader Service Card 
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Cunmuns Power 
For The Tree Care Industry 

Ask your Chipper Manufacturer for Cummins 
A & B Series Diesel Engine Power. 

See your Cummins Representative, Jim Osborne, 
this October at TCI EXPO '90. 
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The Art Of Interviewing 
By Jim Perrone and 
Larry Ambrose 

Do your employee-selection inter-
views give you consistently good re-
sults? Do you get the people you 
want, who turn out to be good per-
formers? 

Good interviews don't just hap-
pen; they are carefully planned. Here 
are some suggested guidelines for 
planning and conducting a good se-
lection interview. 

Know the job you are hiring for. 
Decide specifically what you are 
looking for in a candidate for this po-
sition. Also, know what you expect 
in terms of results. 

Review the applicant information 
in advance. 

Determine your interview ap-
proach. There is a variety of ways to 
conduct an interview. You should de-
cide what type of climate you want to 
create during the discussion and the 
type of impression you want to make.  

you want to find out about 'he candi-
date, such as personal characteristics, 
professional qualifications ind busi-
ness talents. Then ask questions 
aimed at giving you informtion. 

Remember, the inter 'iew is a 
two-way exchange. Applicants are 
also looking for information. While 
you are interviewing them. they are 
interviewing the organization. 

Your most important task is to 
listen and to listen well. C arify and 
confirm your understandii g of the 
applicant's answers. 

Control the discussion '0 accom-
plish your objectives. Set t ie course 
for the discussion and keep the meet-
ing on track. 

Remember, YOU are conducting 
the interview for a specific r -ason - to 
find the person who is the lest possi-
ble fit for your company's needs. 
That objective is worth reparing 
for. 	 Ra 
Jim Perrone and Larry Arrbrose are 
the principals of Perrone Ambrose 
Associates, a Chicago-basec manage-
ment and training consulting firm with 
a wide range of experien 'e in the 
green industry. 

In planning your approach, be con-
cerned with establishing an appro-
priate tone for the interview early in 
the discussion and determining when 
you will provide the applicant with 
information regarding the position 
and the organization. 

Also, decide what kinds of things 
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CONSIDER THIS 
39,500 Cash Price 
NATIONAL Crane Model 455: 65' hook height-29' 
jib; 4 outriggers; SERIAL #16300 With jib 94 ft hook 
height. '84 Ford F-800: 8.2 Detroit Diesel; 5 speed 
transmission/2 speed rear; power steering; hydrau-
lic brakes; 10.00 x 20 tires; 28,000 G.V.W.; 18' 
wood bed & tool boxes; 34,013 miles. 

1286Per  Month 
Lease Purchase 

36 Month. 1.00 Buy out 2 Payments Down 
with Approved Credit P_' 

Why   RENT 
When 
You Can OWN 

Over the years we have sold many crane 
trucks to tree experts. It is an excellent piece 
to have in your equipment fleet. It can be a 
real money maker. If you rent a crane for 3 full 
days per month you can probably lease pur-
chase one for the same money. Most crane 
rental co.'s get 250 minimum or 500 per day 
for an 8 ton unit. The crane rental business is 
a good side line for tree experts. Installing air 
conditioning, roof trusses, steel erection, etc. 
Give this idea a thought and give us a call. 

30 Boom Trucks 

40 Bucket Trucks. 

LR45 & LR50 S 

14.500 & Up 

1... 

Rayco Stump Cutters. 

1990 Int'l. V8. 5 spd.. 2 spd., ROTC 10 
11 Ton, 65 Boom - 14' Jib. $39,500. 6 Ton Crane 13.500 

Asplundh Model 290 Eeger Beaver. 4 
cyl gas 11.500. 4 cyl diesel 14.995 

10 Chip Box 
Trucks. 

1983 Chevy V 85 sp 
7 Ton Knuckleboom 

12.500 

ii 111- 4 
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NAA Scores Victory 
OSHA Makes Changes In Electrical Safety Standard 

The National Arborist Association 
has been successful in its efforts to 
convince the Occupational Safety 
and Health Administration to make 
changes in its recently issued Electri-
cal Safety-Related Work Practices 
rule. 

Specifically, the final rule, issued 
by OSHA on August 6, preserves the 
right of residential/commercial tree 
service firm employees with appro-
priate electrical hazards training to 
perform tree work near conductors 
when that work is incidental to the 
job. Utility line clearance contractors 
are exempt from this general industry 
standard, but line clearance tree 
trimmers will be covered by the elec-
trical utility vertical standard, which 
OSHA is now developing with NAA 
participation. 

The general industry standard will 
go into effect on December 4, except  

for the employee training require-
ments. By August 6, 1991, employers 
must be able to prove that they are 
offering appropriate electrical haz-
ards training for field personnel. 

Under the new rule, residential or 
commercial tree workers who hap-
pen to work near energized overhead 
power lines (including house drops, 
telephone lines, cable TV, etc.) will 
have to be trained to recognize elec-
trical hazards and to perform their 
duties safely. 

While the new rule does not allow 
residential or commercial tree work-
ers to come within 10 feet of an ener-
gized overhead electrical conductor, 
it does allow them to come closer 
than 10 feet to power lines if they are 
qualified in line clearance tree trim-
ming. Companies will have to qualify 
some employees in line clearance 
work so that they can tackle jobs to  

which the rule applies. 
The standard also stipul ites that 

aerial lift truck booms ma / not be 
brought within 10 feet of an overhead 
energized power line, urless the 
equipment is insulated to th voltage 
level involved and is operated by a 
person qualified in line clearance 
work. 

It also states that employes on the 
ground may not touch a truck or con-
nected equipment such as a chipper if 
the boom is brought within 0 feet of 
the line, unless the boom pirts near 
the conductor are insulated. 

Also, the rule prohibits the use of 
aluminum ladders near overhead 
wires. 

In effect, OSHA dropped its re-
quirement that work near )verhead 
lines could be done only if a utility 
company was your customcr as well 
as its requirement that the work near 
wires had to be directly associated 
with work for utilities. 

OSHA modified the staidard to 
exempt line clearance rimming 
trainees. OSHA further ag eed that 
the exemption should appl / even if 
the customer is not a utility company 
and even if the work is no: directly 
associated with transmission or distri-
bution wires. 

OSHA attributed its co icessions 
to NAA's efforts. Those efforts in-
cluded testimony by an N/LA panel 
and cross-examination of CISHA by 
NAA's attorney at OSHA hearings 
in Washington, D.C. NAA also sub-
mitted pre-hearing and post-hearing 
legal briefs to OSHA, and Fob Felix, 
NAA's executive vice president, met 
with ranking OSHA official;. 

NAA will continue its invjlvement 
as OSHA finalizes its vertical stand- tand- 
ard for line clearance contrctors4jD 
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The Best Tool In You Belong In The N.A.A. 
The Tree Care Industry Mail in the application form below 
Everything you need to get the job along with your payment right away! 
done right. Start getting the benefits of N.A.A. 

Provides Arborist Training Program membership. For more information 

Represents The Tree Care Industry 
call 1-800-REF-2-NAA. 

In Washington 
upplies Safety Programs 

Special Offer 

ffers Management Services 
Join now for $175 for the remainder of 

Simplifies Government Regulations 
1990, and all of 1991! 

ncreases Productivity. Efficiency, 
Your annual dues in 1992 will be based 

on your firm's gross sales for 1991. 
& Profitability 

PROGRAMS AVAILABLE TO ALL 
Membership available to commercial Tree Service Firms only. 

P 	Yes, I want to belong and take advantage of the "SPECIAL INVITATION"! 
Enclosed is my check for $175. for dues through 1991 1  

Name_ 	 Company 

Street 

City 
	 State 	Zip 

Phone 

The National Arborist Association 
The Meeting Place Mall, P.O. Box 1094 
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Lightning Strikes 
But Protection Systems Are Saving Trees 

By Robert Cripe 

Two years ago, Louise Ross, a res-
ident of Sarasota's Oyster Bay neigh-
borhood, was devastated to the point 
of tears when lightning struck and 
killed the prized oak tree in her front 
yard. The architecture of her new L-
shaped home was designed to encom-
pass the old 65-foot tree which stood 
on the property when it was part of a 
dairy farm. "Now all I have left are 
memories and a few photographs of 
this stately oak tree," she said. 

One consolation was that five iden-
tical oak trees were still standing in 
the backyard, which lies next to Ov-
ster Bay and a few hundred feet from 
the Intercoastal Waterway. So the 
Ross's contacted Tom Younkman, 
owner of Younkman's Bamboo Gar -
dens of Sarasota, to provide lightning 
protection for the remaining trees. 

"I see about 40 trees a year dam-
aged or killed by lightning. Now that 
I've added tree lightning protection 
as part of my services, I know I'll he 
able to prevent tragedies like the 
Ross's recently experienced from oc-
curring in this area," says Younk-
man. 

Younkman decided he needed 
help designing the lightning protec-
tion systems for the Ross's trees and 
called me. Fortunately, I had sched-
uled a combination business and 
pleasure trip to the Tampa Bay area 
and was available to design systems 
that would meet the latest standards 
and code requirements. 

Lightning strikes are relatively 
common in Florida, where the cli-
mate is hotter and wetter than in any 
other part of the nation, particularly 
during the June, July and August 
thunderstorm season. As a result, 
lightning protection is important not 
only for trees, but also for residences 
and public, industrial and commer -
cial structures. 

Many golf courses, state and na- 

tional parks and recreational areas 
are installing tree lightning protec-
tion systems in aesthetically valuable 
trees and trees strategically located 
near greens, along fairways or other 
areas where people congregate dur -
ing a thunderstorm. 

Materials and technology have im-
proved over the last several decades, 
but lightning protection for trees has 
not significantly changed. 

Proper design of the lightning pro-
tection systems depends on the spe-
cies of tree, height of tree, relative 
location and public safety. The key 
parts of a lightning protection system 
are copper air terminals, copper 
cables and fasteners and low-
resistance, minimum 10-foot depth 
ground rods located beyond the drip 
line of the tree. Aluminum lightning  

protection equipment shot Id never 
be used in trees since alumir urn has a 
tendency to corrode or dteriorate 
when moisture is present. k1so, the 
tensile strength of alurnirum con-
ductors is less than that of copper and 
aluminum cannot he usel in the 
ground. 

The five trees located in tie Ross's 
backyard were all about he same 
height and air terminals (points), 
downlead cables, fasteners and con-
nectors were installed on each tree. 
The grounding systems ot the five 
trees were interconnected t) provide 
one low resistance ground potential 
for all five systems. This s recom-
mended in the installation standard 
of the National Arborist As ;ociation. 

The typical tree requiring lightning 
protection is a large. open-grown 
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Bringing you the 	 00  

world's best... 
American Intertool 

We travel the world over to 
hand you the latest pruning 
saws, shears and scissors. 
With floor and counter 
"pruning center" displays 
that make it easy for you to 
offer your customers the best 
tree care tools from the U.S., 
Europe and Japan. 

• CURVED & STRAIGHT 
PRUNING SAWS with 6" 
to 26" blades and teeth 
for every application: 
- Japanese triple-edge 

grind 
- Conventional filed and 

set teeth 
- Impulse hardened teeth 
- Combination teeth 
- Raker teeth 
- Fine and course tooth 

pitches for green or 
dry branches 

• PRUNING SAWS that can 
be resharpened in the field 

• FOLDING SAWS 

14,7 

• POLE SAWS BLADES with or 
without non-slip end hooks 

• POLE SAWS with shears and 
fibre-glass poles or cast- 
aluminum heads 

• DOUBLE-EDGED PRUNING 
SAWS 

Forthe industry's most c 

'

RERICRfl 
IflTERTOOL 
1255 Tonne Road 
Elk Grove village, IL 60007 
(708) 640-7766  

)mplete line, we're always a cut above! 

For more information call toll free: 

1-800-334-3675 
Telex: 210255 (Tool UR) 
Telefax: 708-228-7067 

• PRUNING SAW SHEATHS 
in every material 

• SHEARS, FLOWER AND 
BONSAI SCISSORS 
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Downlead cable is laid in a shallow 
trench. The conductor must be 
protected from lawn mowers, etc. 

specimen. For instance, a 65-foot 
tall, 120-foot spread oak growing in 
the open would require a system con-
sisting of six miniature air terminals, 

six miniature secondary conductors, 
two standard downlead conductors, 
two grounds and miscellaneous in-
stallation hardware. Cost of materi-
als would run about $500. For the in-
stallation at the Ross residence, 
materials costs were held down be-
cause five trees shared a common 
ground. The cost of materials is ap-
proximately one-third of the total in-
stalled price, with the remaining por-
tion divided among labor, overhead 
and profit. The margin of profit for a 
tree system is often greater than 
other services and products. 

Don't scrimp on materials or the 
time needed to install a system that 
will last. As for other materials, you 
may wish to purchase a cable stand - 
a collapsible stand that holds and 
feeds out cable. You will need a 
ground driver for installing the 
ground rods. A double-ended ratchet 
wrench used to tighten fasteners and 
connectors will speed up the installa-
tion. The cost of all these tools is 
under $100. A ground tester that 
measures the resistance to the  

ground is another tool you may want 
to buy. This tool is simple to ise, but 
costs around $600. 

In many instances, it costs more to 
remove a lightning damaged tree 
than to install a protective de"ice. An 
adequately protected tree will last for 
generations, as evidenced by the 
trees around Mount Vernn, the 
home of George Washingto ; Mon-
ticello, the home of Thoma; Jeffer -
son; and other national landmarks. 
Furthermore, maintenance on a 
properly installed system is irtinimal, 
other than a periodic inspec:ion and 
adjustment of air terminals to com-
pensate for tree growth. 

As for the Ross's, they are enjoy-
ing the shade of their beauti ul oaks, 
with the assurance that thifir trees 
will never be damaged by ightning 
during a thunderstorm. fl 

Robert Cripe is president ('f the In-
dependent Protection Company of 
Goshen, Indiana. Indepennt Pro-
tection manufactures the mat rials for 
lightning protection. 

NAMES TO KNOW 
WHEN YOU'RE IN THE THICK OF IT 

Wood /Chuck Chippers are built to last, 
designed to perform. Ask about Wood / 
Chuck 12" and 16" 4-blade drum 
chippers. Check out the Hy/Roller 
hydraulic roller disc chipper. They're 
quiet, safe, and reliable—and they 
always deliver a good day's work. 

JLUiJUO /EHLJEk. 
Wood/Chuck Chipper Corp 

Drawer 400, 
Shelby, NC 28150 

See Us 
At 

TCI EXPO 90 

Skyrider makes easy work of tough jobs 
with simple operation, safety, and 
economy. Model A-50 offers a 56' 
working height, 284° articulation on the 
upper boom, and a heavy-duty. 360 0  
ball-bearing turntable. Call for details 
and to discuss your specific needs. 

— ShyRider 
Aerial Devices, Inc. 
P0 Drawer 1650, 

Shelby, NC 28151-1650 

Call today to receive your free Safety 
Test equipment catalog. Discover 
equipment designed and manufactured 
to make your job easier and safer. Learn 
why treemen, linemen, electricians, 
and industrial workers have relied on 
quality Safety Test equipment for more 
than 40 years. 

IFatp5t 
Safety Test 

P0 Drawer 400, Shelby, NC 28150 

These three companies are affiliated through 11A. Beam Enterprises. 
For more information call us toll free at 800-438-0671. 

In North Carolina, call 800-632-2256. FAX 704-482-7349. 

Please circle 10 on the Reader Service Card 
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The sensible alternative to spraying. 
Mauget® micro-injection fits today's environmentally -
conscious arborist. Capsules of premeasured and 
scientifically designed Mauget nutrients, insecticides 
and fungicides keep shade trees healthy and 
beautiful without spraying. 

Mauget micro-injection is a closed system. No 
spraying, no drift EPA registered and university 
proven materials are injected directly into the sap 
stream of the tree. Conductive vessels inside the tree 
transport products throughout the tree. There's no 
residue on non-target species and no waste. 

Arborists in the Northeast, Southeast, Midwest, 
Southwest and Northwest report success after 

success on thousands of shade trees. Mauget 
micro-injection works time after time. Its 
performance proven every day - for more than 
20 years. 

Save trees and the environment. Inject Mauget. 

J.J. Mauget Company  
2810 N. Figueroa Street  

Los Angeles, CA 90065  

1-800-TREES-RX  
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Sexual Harassment 
By Steven R. Semler 

A bank teller repeatedly was 
"propositioned" on the job by the 
manager of the branch office where 
she worked. She initially resisted the 
manager's entreaties, but finally gave 
in to them; in fact, the affair con-
tinued for months. Later, she re-
signed and sued the bank for sexual 
harassment, contending the bank was 
liable for its supervisor's action under 
the sex discrimination provisions of 
Title VII of the Civil Rights Act of 
1964. 

The bank built its defense on three 
issues: that sexual harassment was 
not sexual discrimination; the teller 
consented to the sexual relationship; 
and the bank couldn't be liable for 
not stopping the manager's miscon-
duct, of which it was unaware. 

The case was decided by the U.S. 
Supreme Court in Mentor Savings 
Bank v. Vinson. The court ruled 
against the bank on all three counts. 
Specifically, the Supreme Court 
ruled that Title Vii's ban on sexual 
discrimination encompassed sexual 
harassment. As for the bank's de-
fense that the teller "consented" to 
the harassment, the court ruled that 
the violation was the "unwelcome 
sexual advances" and that the teller's 
submission was immaterial. Lastly, 
as for the claim that the bank 
couldn't act on what it didn't know, 
the court ruled that the failure of the 
bank to have a published sexual ha-
rassment policy and complaint proce-
dure stifled employee complaints. 
Thus, the employer could not claim 
lack of knowledge. Significantly, 
however, the court suggested that if 
the employer did have a policy 
against sexual harassment and a com-
plaint procedure in place, then the 
employer could claim lack of knowl- 

edge as a defense if the employee did 
not file a complaint. 

Thus, the upshot of Mentor Bank 
is that the violation is in the pursuit; 
and an employer can defend such 
suits by showing that the employee 
failed to use a published sexual ha-
rassment policy and complaint proce-
dure that would have permitted 
prompt, thorough investigation. 

Subsequent decisions 
Subsequent court decisions, have 

ruled that the scope of sexual harass-
ment is all encompassing. Employers 
are being held liable for supervisors' 
actions against employees, employ-
ees' actions against co-employees, 
and non-employee visitors' actions 
against employees. Offensive physi-
cal touching of employees, or the im-
plication that job progress depends 
on consent to sexual advances, as 
well as the failure of the employer to 
stop a "hostile work environment" 
characterized by touching, kissing, 
dirty jokes, or constant lewd lan-
guage, all have been held actionable 
by the courts under the Mentor Bank 
doctrine. Suffice it to say, chalking 
up crude behavior to the thought that 
"boys will be boys" is a sure-fire way 
to end up in an expensive sexual ha-
rassment suit. 

Employers, therefore, are advised 
to establish a sexual harassment poi-
icy, to communicate it to their staffs 
and managers, and to implement a 
complaint/investigation procedure. 
The net result, apart from the bene-
ficial value to the workforce, will be 
the establishment of a defense to sex-
ual harassment claims, particularly 
when today's 'welcomed" overture 
becomes tomorrow's "unwelcome" 
advance used to fuel a lawsuit. 

Proposed policy 
A proposed sexual harassi lent p01-

icy follows. Even though t ee com-
pany staffs typically are mostly male, 
their office staffs are not. '1 herefore 
establishment of such a poi cy is ap-
propriate. 
Subject: Proposed sexual harassment 
policy 
Purpose: To set forth company 
guidelines regarding sexual harass-
ment 
Policy: This company is vigorously 
committed to maintaining a working 
environment free of se::ual ha-
rassment. 
Scope of policy: 

Sexual harassment is (a) any 
form of sexually offensive touching 
or verbal conduct, includin;, but not 
limited to, requests for sexual favors, 
unwelcome sexual advances, or sexu-
ally offensive comments, which 
create a hostile or offensivc working 
environment, and (b) the ase of or 
inference that an employee's sub-
mission to or rejection of ;uch con-
duct is or may be used as basis for 
employment decisions afftcting the 
employee. 

The above prohibition; apply to 
all supervisors, all non-SL pervisory 
employees of the compan j,  and to 
visitors to the company. Thus, for in-
stance, this policy prohbits non-
supervisory employees er ating an 
offensive working enviror ment for 
fellow employees, as well is prohib-
iting offensive supervisory onduct. 

Procedure: 
I. Employees are encoiraged to 

report sexual harassment b.,-cause the 
company cannot take coriective ac-
tion without being made aware of the 
problem. 

2. Employees, at the r option, 
should report sexual harassment 
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SKYWORKER 

• Largest Parts Inventory in U.S. 

• Same Day Shipments(most items) 

• Technical Assistance 

• Used Equipment For Sale 

• Rebuild Facilities 

• All Makes Trimming Equipment 

The Difference Between 
Good And Gone 

LIGHTNING PROTECTION SYSTEMS 
FOR TREES 

• More Profits 
*Needed Service 

• You Have Tools, Men 
And Equipment 

S Door Opener And Sales Closer 

• Present Customers Are See Us Qualified Prospects 
At *Minimum Investment 	

TCI EXPO 90 • Send For Free Tree Kit 
•VHS-How To Install Tree 

Systems($ 14.95) 

INDEPENDENT PROTECTION 
COMPANY, INC. 

1603-09 SOUTH MAIN STREET 
GOSHEN, INDIANA 46526 

(219) 533-4116 
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JAMESON 
CORPORATION • SINCE 1956 

AERIAL 
LIFT BUCKET 
ACCESSORIES 
Safety & Convenience 
are provided with 
JAMESON boom 
mounted tool 
holders for 
hydraulic circle 
saws, long reach 
chain saws and 

hydraulic pruner loppers 
Many other products available 
for the ARBORIST. 

I 
FIBERGLASS 
TRIMMING POLES 
JAMESON manufactures it's 
own fiberglass poles. We know  J  the quality that is needed for 
the tree expert. 

Poles are available in single 
sections and extension 
sections. 

See us at TCI EXPO 
Booth 912 

complaints to a supervisor other than 
the alleged offender. (A female em-
ployee who prefers to make a com-
plaint to a female member of the per-
sonnel staff will be accommodated.) 
Supervisors must promptly report all 
sexual harassment complaints to the 
CEO. Complaints should be specific 
as possible as to the date, time, place 
and nature of incidents complained 
of, as well as whether there are any 
witnesses to the misconduct. 

The director of personnel shall 
promptly conduct a thorough, confi-
dential investigation of the alleged 
misconduct. 

If, upon the completion of the 
company's investigation, it deter -
mines that prohibited conduct did 
occur, it shall promptly implement 
corrective and disciplinary action.fliD 

Steven R. Semler is a partner in the 
Washington, D. C. law firm of Semler 
& Pritzker, which represents corpora-
tions in labor law matters. His firm is 
labor law counsel to NI-IA and to set-
era! tree care contractors. 

AMERICAN HYDRAULICS, INC. 
Rt.#4, Box 4668 

Hartwell, GA 30643 

404-376-3192 

JAMESON Corp. • P.O. Box 240277 S Charlotte, NC 28224 
Telephone 704/525-5191 . FAX 704-522-6161 

SKYWORKER 	Please circle 18 on the Reader Service Card 
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Twelve Months Of Profits 
By Dick Proudfoot 

Now that fall has come, tree care 
professionals across the country are 
finding themselves in a kind of limbo. 

They've just come off their busiest 
time of the year, summer, with days 
and weeks of wondering if they could 
keep up with the work load. 

Now those same professionals are 
looking toward winter, that terribly 
slow period when the phone just 
doesn't ring. 

But the truly successful tree care 
firms are busy as ever. Their profits 
continue to grow 12 months a year all 
because of one thing: planning. 

The old saying, "If you fail to plan, 
you're planning to fail," is particu-
larly true for the tree care business 
because of the seasonal aspect of our 
work. When the homeowner is out-
side mowing the lawn, he is thinking 

rI4'IiiP 
BUCKET TRUCKS 
AND CHIPPERS 

Asplundh Manufacturing Division has 
used aerial devices and chippers for sale. 
All used aerial devices are fully inspected, 
using factory trained mechanics and are 
completely reconditioned before sale. 

Each unit has the cylinders rebuilt, gets 
new cylinder pins and bearings, new drive 
cables and leveling cables if required. All 
maintenance bulletins are performed. 

IF YOU ARE IN THE MARKET FOR 
A USED BUCKET TRUCK, CHECK 
THESE ASPLUNDH ADVANTAGES... 

• Six factory service centers 

• Factory trained mechanics 

• Parts shipped within 24 hours from 
our National Parts Center 

• Inspection service available 

• All units updated to ANSI A 92-2-1979 

For complete information call: 

ASPLUNDH MANUFACTURING DIVISION 

100 Asplundh Avenue 
Creedmoore, North Carolina 27522 

1-800-331-1038 • FAX 919-528-8091 

A 
MANUFACTURING DIVISION 

See Us At TCI EXPO 90 
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about and noticing the work that 
needs to be done on his trees. When 
he is inside by the fire watching a 
football game on television in the 
dead of winter, it is the farthest thing 
from his mind. 

The mistake of many tree profes-
sionals is to let tree care matters slip 
from the minds of their customers 
during the winter. In so doing, they 
are letting fate and cold weather con-
trol their livelihoods. 

Planning, planning, planning 
Planning is the key to getting 

things done and making things hap-
pen. But the sad truth is that most 
people plan trips and vacations better 
than they plan their business ven-
tures. 

When you plan your business, you 
are managing your business. The fact 
that so many new businesses fail un-
derscores the need to plan. 

The first step in maintaining year-
round profits is to draft a business 
plan. Whether your business has 
been around 20 years or it is brand 
new, a plan is essential. Simply put, a 
business plan defines what you do, 
your market, company procedures 
and marketing strategy. It also sets 
goals and helps you plot out what you 
must do at all times of the year to 
keep the money rolling in. 

Without it, you are lost at sea. 
With it, you are the navigator. 

The mechanics of a business plan 
are as individual as the people who 
use them. They can be from five to 50 
pages long. At the very least, writing 
a business plan is an exercise in help-
ing yourself define your dreams. At 
its most complex, it includes a de-
tailed accounting of your assets, fi-
nancial goals for the next five years, 
market analyses, timetables and 
schedules, and a flowchart of your 
personnel structure. 

Whatever its length, it is some-
thing that only the business owner 
can write. You wouldn't hire some-
one to write a diary of your dreams, 
so don't do the same with your busi-
ness plan, because that, in essence, is  

what it is. You need to do as much of 
the work, as much of the research, as 
much of the investigation of your 
business as possible. 

Think winter 
In writing your business plan, you 

inevitably discover which months are 
your slowest. For most of us, the 
slow time is late December through 
February. You must plan to sell for 
the slow times. 

Think of the types of work that can 
be done in winter, and communicate 
with your customers to sell those ser -
vices. Not only does this require 
planning, but it forces you to ap-
proach each client's yard with a 
broad focus. If the client called you 
to prune his apple tree, use that op-
portunity to take a look at the dog-
wood and the walnut tree. Do they 
need pruning? Do they need fertili-
zation or spraying? Is that fir tree 
near the house a hazard; should it be 
removed? 

Chances are all of those trees need 
some kind of work, and much of it 
can be done in the winter when busi-
ness slows down. The fact that you 
are in the yard now gives you an op-
portunity to talk with the client, ad-
vise him of the work that needs to be 
done and suggest a schedule of work 
that spans several months. 

By selling a series of jobs through 
the next six to 12 months, you accom-
plish several things: 

—You guarantee work for yourself 
during your slow times; 

—You make it easier for the client 
by spreading out his costs over time; 

—You free yourself up to do more 
urgent work during your busiest 
times. 

While this last point is often over-
looked by tree care firms, it is one of 
the most important keys to staying 
busy year-round. Being almost too 
busy in the summer is often looked 
upon as a luxury; unfortunately, it 
can result in shoddy work and unre-
liable scheduling that can turn off 
your customers. You don't want to 
be too busy. You want to be well 
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managed and professional. 
So unless that pruning job is an 

emergency, is there any reason why it 
can't wait until winter? Winter is 
often the best time to prune because 
the tree is dormant and the absence 
of leaves makes the branching struc-
ture easy to see. The job can be done 
in less time and the amount of 
cleanup is minimized—all resulting in 
reduced cost for the customer. You 
can further sweeten the pot by offer-
ing a special winter rate. 

You can extend this approach to 
cover not only the following winter. 
but the next few years. Proper tree 
care is no more a one-shot treatment 
than health care: it is an ongoing phi-
losophy. 

Too often, tree care professionals 
are called upon to cure 20 years of 
neglect with one treatment, but we 
all know it can't be done. Talk with 
the client about the treatment he 
wants initially, but try to convince 
him—if this is the case—that it will 
probably only be a first step. Most 
likely, the tree needs pruning now, 
but it also will need to be put on a  

fertilization program, a spray pro-
gram, followed by a second pruning 
the following winter. 

Now this one-shot treatment has 
become two or three years of work. 
This approach to selling tree care will 
build so much off-season business 
that you will have the same workload 
dilemmas in February as you have in 
June. If you don't watch out, your 
business could become an over -
whelming success. 

Promotions and advertising also 
help attune your customers to year-
round tree care. Send them a flyer 
seasonally and offer special promo-
tions for each season: a pruning guar-
antee in the winter: free fertilization 
in the spring, and so on. This will do 
wonders to round out vour annual 
work schedule. 

Keep in touch 
Without personal contact, you 

don't make sales. It's that simple. 
And it's as easy as picking up the 
phone. 

Right now, that spring treatment 
you did for Mrs. Smith's tree is six  

months in the past. When you as-
sessed her tree, you got her permis-
sion to inspect all the trees in her 
yard, and you made notes on what 
they will need. You talked it over 
with Mrs. Smith, but for her it just 
seemed like too much at one time. 

So you tucked those notes into a 
file. Now you're looking at them. 
The spraying, the fertilizing, the 
pruning—all those needs have not 
gone away. 

Give her a call. Remind her of the 
few things you can do now—or three 
months from now—to assure that 
her trees remain healthy and beauti-
ful. Do this with all the customers 
you talked to earlier in the year. 

I guarantee the dollars will be 
flowing. 

Dick Proudfoot is the manager of 
Pruett Tree Service, a full-service tree 
care firm in Lake Oswego, Oregon, 
offering pruning, removal, fertili-
zation, insect and disease control, and 
arboricultural consulting. 
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Wooster, Ohio 44691-9954 

Phone (216) 264-8699 

Please circle 26 on the Reader Service Card 

TREE CARE INDUSTRY - OCTOBER 1990 	 27 



.) 	.qE imìits today from the industry's 
- 	. . 	. irgest chassis pool - or spec 

an Arbortech body to your own 
Ford Superduty. With 24 hour 
turnaround installation and 

. . we make it easier than ever 
to own a quality Arbortech chip body. Whether you 
are looking for your first new truck or an economical 
addition to your fleet. Arbortech chip body fits your 
image - quality, efficiency. performance. 

/AR-16 0 RTECH 1 3203 West Lincoln Way 
Wooster, Ohio 44691 

E ony 

Oct. 28-31 
Tree Care Industry Expo '90 
Richmond Convention Centre 
Richmond, Va. 
Contact: TCI Magazine. (603) 673-8952 

Nov. 10-12 
65th Annual Meeting 
New Jersey Shade Tree Federation 
Grand Hotels 
Cape May, N.J. 
Contact: William J. Porter. 
(201) 246-3210 

Nov. 12-15 
Green Industry Exposition 
Nashville Convention Center 
Nashville, Tenn. 
Call: (404) 477-5222 

Nov. 29 - Dec. 1 
Arbor Expo '90 
Santa Clara, Calif. 
Contact: Ira Goldstein, (818) 781-8300 

Dec. 12-13 
ISA - Illinois Chapter 
Pheasant Run Resort 

St. Charles, Ill. 
Contact: Mike Reichenbach, 

(207) 782-2361 

Dec. 13-14 
New England Arborists Exposition 
Sheraton Inn & Conference Center 
Boxborough, Mass. 
Contact: Virginia Wood (617) 332-8683 

Jan. 10-11, 1991 
ISA - Kentucky Chapter 
Hurtsville Hotel 
Louisville, Ken. 
Contact: Win Dunwell. (502) 365-7541 

Jan. 17-19, 1991 
Mid-Am Trade Show 
Hyatt Regency Hotel 
Chicago, Ill. 
Call: (708) 526-2010 

Jan. 20-22, 1991 
Empire State Tree Conference 
New York State Arborists Association 
Syracuse, N.Y. 
Contact: Carolyn Steadman, 
(518) 783-1322 

Jan. 30 - Feb. 1, 1991 
ISA - Midwestern Chapter 
Lincoln Plaza Hotel 
Oklahoma City, Okla. 
Contact: Susan Givens. (518) 783-1322 

Feb. 12-17, 1991 
National Arborist Association, Inc. 
Annual Meeting & Management 

Conference 
Sheraton Grand Hotel 
Tampa, Fla. 
Contact: NAA, (603) 673-3311 

Feb. 25-26, 1991 
ISA - Penn/Del Chapter 
Hershey Lodge & Convention Center 
Hershey, Penn. 
Contact: Florence Boulden. 

(215) 688-9060 

May 4-7, 1991 
Menninger Sun Belt Tree Conference 
Cooperative Extensive Office 
West Palm Beach, Fla. 
Contact: Carol Smith, (813) 446-3356 

The Image Builder 
Arbortech Quality 

When quality work is your 	 - 
trademark, you need a quality - - 
image. Arbortech builds chip 
trucks that give your com- 
pany a professional look and 

heavy duty front axle; with 5 
speed 0. D. manual or automii Ic 
D. D. transmission available. 

Call Today 
1-800-255-5715 

are equipped with all the 	 .[ 	
- 	 flrrler vn  flPAT 14- fl1) (\7\AJ 

performance features you 	- 
need. Galvanneal steel body 	 I 
resists rust for years of ser- 
vice and good looks; big tool 
boxes organize your tools and 
carry them to the job site where von iv 	' : - 
adding to your efficiency; and convenient roof top 
ladder rack with heavy duty rubber coated rollers 
simplifies ladder storage and retrieval. 

Super Performance 
Put a streamlined Arbortech body on Ford's 14.500 

GVW Superduty and you have a big 12 yard load 
space at a small truck price. Superduty features 
the powerful 460 V-8 or economical 7.3 liter diesel 
engine. Standard equipment includes dual tanks, 
power steering, power brakes with rear antilock; and 
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J.P. Carlton introduces its Model 4100 
stump cutter, featuring a Deutz diesel 
engine. Its design and engine are 
geared to lower fuel consumption 
and longer engine life, resulting in 
lower operating costs. For further in-
formation, call 1-800-243-9335. J.P. 
Canton Company, 121 John Dodd 
Road, Spartanburg, S.C. 29303. 

Aerial Devices, Inc., announces the 
new SkyRider Model SR-51, featuring 
125 degrees of lower boom articu-
lation, a full 35 degrees over center. 
SR-51 has been in research, design 
and field testing for several years. 
The SR-51 uses the basic features of 
its predecessor, the Model A-50, for 
simplicity of operation, safety and 
economy. Several other enhance-
ments also have been introduced. 
For further information, call Aerial 
Devices, Inc., Airport Road, Shelby, 
N.C., 1-800-632-2256 (N.C.) or 1-800-
438-0671. 

Granberg International introduces its 
new back belt, designed to provide 
support for anyone lifting, extending 
or working in occupations that stress 
the back. The belt features tough, 
washable cordura material, a wide 
band velcro abdominal belt with a 
heavy-duty cinch strap for safety and 
adjustment, and a custom lower back 
insert, orthopedically designed. 
Sizes are 5, M, L, XL, and XXL. For 
further information, call 1-415-237-
2099 or write to Granberg Interna-
tional, 200 South Garrad Blvd., Rich-
mond, Calif. 94801-2001. 

Without our tree fertilizer, Central Park 
might look like there of NewYork. 

1 i. 

Central Park's arborists use Doggett fertilizers. And let's face it, if you can make it there, 
you can make it anywhere. For information, call 1-800-448-1862. 	DOGGETTU 

See UsAtTCI EXPO 90 	
The Tree Fertilizer Company. 
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• ArborFlo 
CLEAR LIQUID FERTILIZER 

16-3-3 (55% CRN) 

HELP WANTED 
Arbor Care is looking for some key 
people to join our growing California 
operations. We have established our- 
selves throughout the Western Region 
as the leader in high-quality tree man- 
agement, primarily for the commercial 
market. We are now positioned for 
growth and can offer interested candi- 
dates rewarding career opportunities. 
Come grow with us. Arbor Care is an 
active member of the N.A.A. and the 
I.S.A. Western Chapter. 

We are accepting resumes for fore-
man and the following positions: 
Field superintendent: San Francisco 
Bay area. Required: Field Manage-
ment of five crews, quality control, cli-
ent relations, paperflow, and equip-
ment management. EOE 

Operations Manager: California. Is 
responsible for three branch offices to 
include: scheduling, personnel devel-
opment and support services. EOE 
Send resumes to: 

Arbor Care, 825 Mabury Road, San 
Jose, Calif. 95133 

Hot career opportunity in tree care 
sales - Come work where America 
plays - in Palm Beach County on Flori-
da's Gold Coast. Expanding tree care 
company needs aggressive, knowl-
edgeable person experienced in all 
phases of tree care sales. If you want... 

- Year round work 
- Unlimited advancement potential 
—A prestigious address 
- Full benefits 
—Generous compensation based 

on experience... 
Call Zimmerman Tree Service 407-

845-1045. 

We are a Midwestern full-service tree 
care company with a commitment to 
growth and personal development and 
we have positions available in all 
phases of the tree care industry, in-
cluding a "hands-on" fleet manager. If 
you are a self-starter with experience 
in tree care, then we may have the po-
sition for you. We offer an outstanding 
benefit package plus relocation assis-
tance. Send resume with salary history 
to Josie Grosse, c/o Hendricksen, The 

Care of Trees, Inc., 2371 S. Foster 
Ave., Wheeling, III., 708-394-4220. 

Wanted: Golfers, swimmers, fisher-
men, surfers, tennis players, sun-
bathers, crabbers, shrimpers, girl 
watchers, boy watchers and it would 
help if you can climb trees or can sell 
tree care and have a valid driver's li-
cense. The fastest growing tree com-
pany in the Southeast is looking for 
people who want a future in the tree 
industry. We're based in a world class 
resort, Hilton Head Island. Write to us 
and tell us about yourself, what you 
want to do, where you want to go and 
even where you've been. Low Country 
Tree Care, Inc., P.O. Box 22828, 159 
Dillon Road, Hilton Head Island, S.C. 
29926 

Arboristlsalesperson. Terrific oppor-
tunity in the San Francisco Bay area 
selling large tree management pro-
grams. Responsible for over 
$1,000,000 worth of accounts. Must 
have good tree knowledge and back-
ground. Need solid people and organi- 

FINALLY ... A deep-root fertilizer 
that has the benefits of 
controlled-release nitrogen 
AND the ease of liquids ......... 

ArborFlo 16-3-3 (55% CRN) is a quality controlled-release clear li-
quid fertilizer ideal for surface, deep-root, and irrigation feeding of or-
namental trees and shrubs. Using ArborFlo eliminates the need for 
handling soluble products that tend to cake and settle in your tank. 
You owe yourself the opportunity to try the liquid concept! 

Available in 5 gallon containers, 55 gallon drums, and mini-bulks. 

Call or write today for prices and information. 

:F
See Us At TCI EXPO 90 

AUY&SONINC. 

P.O. Box 198 • Souderton, PA 18964 
(800) 345-0419 • (215) 723-6001 

FAX (215) 721-2800 

Please circle 21 on the Reader Sers ice Card 
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zational skills. Computer knowledge a 
plus. Salary, commission, car and 
benefits. Send resume or FAX to: Per-
sonnel Dept., Arbor Care, 825 Mabury 
Road, San Jose, Calif. 95133 FAX: 408-
437-1817. 

FOR SALE 
HOW TO BUY & SELL EQUIPMENT 
MADE EASY! Buying or selling 
buckets, chippers, specialized equip-
ment? It can be easy. Network our 
equipment pool. Save yourself time 
and money. No commission fees! 
EQUIPMENT CONNECTION, 4529 
Angeles Crest Hwy #321, LaCanada, 
Calif. 91011. Call 1-800-526-1721. 

AERIAL BUCKET TRUCKS - Large se-
lection geared for tree work. STAND-
ARD TRUCK AND EQUIPMENT CO. 
1155 Hill St. S.E., Atlanta, Ga., 30315 
Phone: 404-622-4461. Toll Free: 
1-800-241-9357 (except Georgia). 

"Blue Plate Specials" - 1987 Morbark 
Eeger Beever, complete with a 76 hp 
2-knife, Cummins diesel, in good run-
ning condition, as is, no warranty, 
$5,500; 1988 Morbark Eeger Beever, 
complete with a 76 hp, 4-knife Cum-
mins diesel, in good running condi-
tion, as is, no warranty, $6,900; 1984 
Model 100 brush Bandit, complete 
with a 70 hp, 6 cylinder Onan diesel, 
$8,500; 1988 1250 Vermeer chipper, 
complete with an 80 hp Perkins 4.236 
diesel engine. The machine has 271 

hours on it, $9,000. 
Other equipment - 1978 Olathe 16" 
drum chipper, complete with F6-
cylinder engine; 1971 Wayne 12" drum 
chipper, complete with Chrysler V-8 
engine; 1980 Chipmore 12" drum 
chipper, complete with Ford 6-cylin-
der engine; Woodchuck 12" chipper, 
complete with Ford 6-cylinder gas en-
gine; Mitts & Merrill 12" drum chipper, 
complete with a Ford 330 V-8 gas en-
gine; 1985 Vermeer 1600 chipper, 
complete with a Ford 6-cylinder, 300 
CID gas engine; FMC Wayne 16" drum 
chipper, complete with Chrysler 318 
CID, V-8 gas engine; Mighty Bandit 
brush Bandit chipper, complete with a 
30 hp Wisconsin gasoline engine, S/N 
2097, new warranty on the machine, 
no warranty on the engine; Model 30 
drop spout chipper, complete with a 
30 hp Wisconsin gasoline engine, S/N 
2152. Demonstrator unit with full war -
ranty on the machine, no warranty on 
the engine; Model 30 drop spout 
chipper, complete with a 30 hp Wis-
consin gasoline engine, S/N 2475. 
Demonstrator unit with full warranty 
on the machine, no warranty on the 
engine; Model 30 drop spout chipper, 
complete with a 30 hp Wisconsin gas-
oline engine, S/N 2193. Demonstrator 
unit with full warranty on the machine, 
no warranty on the engine. 
For further information contact: 
Bandit Industries, Inc. 
517-561-2270. 

Morbark Model 18 (18" log capacity) 
whole tree chipper, good running con- 

dition, $30,000; 1972 Mack Tandem 
tractor (6-speed trans) with wet kit, 
$5,000; 1984 Olathe disk chipper with 
4-cyl. Ford gas engine, $8,250; 1984 
Chevy SlO p/u with extra cab, $1,500: 
1974 Ford LN800 tandem with 110 
Prentice loader, $9,000; Promark 
stumper, $1,500; Hodges stumper. 
$1,500; Vermeer 665, $4,500; 2 Bean 
Rotomist 300 (older style) both ran in 
1989, $3,000 each. Call Dave Gierut or 
John Hendricksen, 708-394-4220. Hen-
dricksen, The Care of Trees. 

New and Used Brush Chippers - Disc 
or drum - lowest prices, will ship any-
where. Call evenings only 215-869-
2233. 

Two 1000-gallon spray rigs for sale. 
Both in very good condition. Call 201-
233-0600 (New Jersey) 

New portable stump cutter machine, 
28" wide, 170 lbs., 10 hp eng, 9-tooth 
cutter, 1-3/16" bearings and shaft, auto 
brake, $1795. Kinetic Stump Cutter, 
Inc., 1-800-422-9344. 

Classified rates: $40 per inch (1-inch 
minimum), payable in advance. 
Send ad and payment to: 
Advertising Department 
Tree Care Industry 
P.O. Box 1094 
The Meeting Place Mall 
Amherst, N.H. 03031 
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"The Fastest Solutions to your Splitting Headache" "s 
The GFX SUPER SPLIT" rack and pinion, 

gear-driven, Log Splitter. 
SEE IT TO BELIEVE ITY 

The patented St PER SPLIT log splitters are the fastest made, up to four - - 

times faster and more economical under a dollar a day than any other 
type of splitter. The 2 to - second cycle time makes SUPER SPLIT A 

? WORLD RECORD HOLDER, 16 minutes 51 seconds to split a cord of e 	, 

I SPLITS have 	impact 	16 wood. SUPER 	an 	of 	to 	tons and accept ans size 
log up to 25'!2' in length. They use grease fittings instead of oil for easyJ 

maintenance and offer the versatility of interchangeable gasoline or 
electric drive as well as many other options. 

Take one or more and watch your headache disappear. ' 

GFX CORPORATION 

- 	"' 

	

Manufacture of the famous LOG'N LAWN 	Carts  
3 Sullivan Street, Dept. D8, Woburn, MA 01801-4498 	Tel (617) 933-8428 
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Fertilizing Blues 
By Peter Felix 

"Excuse me! I'm not paying you 
to fertilize my lawn." the woman 
barked at me. "You're supposed to 
be fertilizing my trees." 

"Pardon me, ma'am, but where do 
you think the roots of this tree are?" 
I replied without thinking. 

I'm not proud of this response. 
The fact that I had to drag a 3/4-inch 
hose 200 yards uphill to her back 
yard might be an excuse. But, for a 
second, this woman made me feel 
like an idiot. I saw the woman's hus-
band standing behind her laughing, 
and I knew he would not expect an 
apology from me. 

Frustrating as this woman was, she 
was among the many homeowners 
who make our job difficult. We have 
had clients watching us through their 
windows or peering at us through the 
hedges. Some have even tried to 
communicate with us through their 
bolted doors. 

This particular spring week had 
been a rainy one. I had been fertiliz-
ing trees for four days straight. By 
the middle of the fourth day, the sun 
had miraculously broken through the 
clouds. I took off my muddy rain  

gear and stored it in the truck. My 
legs were soaked from sweat and I 
had large freckles of mud on my face 
and neck and particles of sand in my 
mouth. 

Two of us were fertilizing this 
property, using two hose reels and 
probes. Of course, since there were 
two of us, we were capable of doing 
twice the amount of work - if we 
could travel faster between jobs. 

It had become hot and humid. We 
had done many jobs already this 
week and had as many more to go. 
The endless counting and poking, 
counting and poking took its toll on 
us. 

Each job had its share of over-
grown foundation shrubs, large 
shade trees with 80-foot spreads and 
evergreens with low-hanging branches. 
Most of the work orders read, "Fer-
tilize all trees on property." 

Our rig was calibrated at 4 seconds 
per hole so the pace was quick. And. 
without my rain gear on, I soon 
learned how liquid under pressure 
will take the path of least resistance. 
Fertilizer spewed out of the ground 
and soaked the entire front of my 
body. 

was lucky because the soaking 

wet hemlock I was fertilizing washed 
the mud off my face and neck and 
sent cold water droplets down my 
back. I am now wet, depressed and 
frustrated. 

On jobs such as these, my partner 
and I decide which area of the prop-
erty each of us will work and then 
meet at the truck when we finish. We 
usually finish within minutes of each 
other. 

On this particular property, m\ 
partner was working in the front yard 
while I worked out back. We were 
finishing at about the same time and 
were walking backwards toward each 
other. All the while. I was muttering 
under my breath about never doing 
this again. Suddenly, I felt a cold 
hard stream hit my back. My partner 
had just given me a 3-year appli-
cation. 

At that point, I found myself reass-
essing why I had gone to college, but 
somehow we got through that fourth 
day. 

Deep root fertilization is a vital 
part of the tree care industry. It 
loosens compacted soil and adds nu-
trients to the soil. It provides work 
for rainy days. And it is profitable. 
Still... 10 
Peter Felix is employed by F.A. Bart -
lett Tree Expert Company in New 

ork. 
Do you have a story for From the 

Field? TCI will pay $50 for published 
articles. Submissions become the 
property of TCJ and are subject to 
('diting for grammar, style and length. 
Entries must be submitted by field 
workers and must bear the name of 
the worker and his employer or they 
will not be considered for publication. 
Articles and photos must be received 
b' the first day of the month for the 
following month's issue. 

32 	 TREE CARE INDUSTRY- OCTOBER 1990 



) 	 i 1L 

¼ 	 • 	 114 	

;t • 	
___:ii 

- 
1 1 r 	—. 	I -— L: • 

ru- 

1i1;frIii :xzi 

Look to the Leader 
ofr  BEEVER SALES CORP. 4 

P.O. BOX 800 WINN, MI 48896 
c / 	 (517) 866-2770 (800) 255-7691 

Call or write for free video demonstration. 
See Us At TCI EXPO 90 
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