


When competing for line clearing contracts or total take-downs, you need a brush
chipper that keeps your crew working and the chips flying. The Vermeer ® BC1000XL

chipper is relentlessly productive with a 12'' x 17'' opening, 85-hp engine, 25-gallon
fuel tank and patent-pending clutchless PTO. Known for powerful equipment, the
entire line of Vermeer tree-care products is backed by a worldwide dealer network.
For more information, contact
your local Vermeer dealer or
call 1-888-VERMEER.

www.vermeer.com

REMARKABLE.

CLEAR THE WAY WITH AN INDUSTRY LEADER

VERMEER and VERMEER LOGO are registered trademarks of Vermeer Manufacturing Company in the U.S. and/or other countries.
© 2004 Vermeer Manufacturing Company, All Rights Reserved

RELENTLESS. RUGGED. 

The BC1000XL, with rubber-mounted engine
and cutter housing and optional sound
abatement package, make it a great choice
for reducing noise levels.

Please circle 51 on Reader Service Card

TCI Mag 12_04_Front_v3.qxp  12/6/2004  3:54 PM  Page B



Why spend more? Pointer ™

controls pest for less!
• One application of Pointer™ provides 

season-long control of Adelgids, Borers,

Psyllids, and other tree pests for a 

fraction of the cost of major competitors.

See our website for details.

• Fungicides, PGRs, nutrients, and other

insecticides also available, all in ready-

to-use, self-sealing containers.

Treat more trees in less time.

Add to your profits.
• Treat almost any tree in 5 minutes 

or less – no waiting for uptake.

• Use less chemical because chemical is

injected right where the tree can use it.

• Inexpensive start up. Wedgle Direct-Inject

unit retails for only $495 00.

Don’t drill. Direct-Inject!

Eliminate drilling damage.
• Inject chemical directly into the cambial

zone without drilling.

• Prevent long-term wounding and decay.

• Make annual treatments without 

damaging trees.

It’s right for the trees. It’s right for your company.

800-698-4641 Offer No. TC304
Don’t drill! Every drill hole permanently damages tree vitality.

It’s right for the trees. It’s right for your company.

800-698-4641 Offer No. TC1204

For more information, to locate the dealer nearest you,

or to receive our free email newsletter, visit us at:

www.ArborSystems.com 

For more information, to locate the dealer nearest you,

or to receive our free email newsletter, visit us at:

www.ArborSystems.com 
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TREE CARE INDUSTRY – DECEMBER 2004

John and I happen to be very blessed by wonderful neighbors; people whom we
enjoy the occasional dinner or barbecue with and kids we remember at
Christmas. One of our neighbors has a great 15-year-old grandson who has taken

care of mowing our lawn all summer; a lovely kid whom we don’t mind helping out with some pocket money.

The weekend after getting home from TCI EXPO, I had the most interesting experience, which was such a contrast
to a week of talking about safety, educating consumers, companies becoming accredited, etc. It illustrated why we have
to keep working so hard to get our message out. It also showed how much one person can do to change things.

First of all, both of our neighbors know what I do for a living – that I serve a membership of people who care
for trees. Both of these neighbors have done a little of their own tree care in their own yards – and yes, they try to
do it when they think I’m not at home or not watching. One of them has hired a tree care company to do a take-
down in their yard.

On Saturday of the weekend after EXPO, I had decided that it was a lovely afternoon for a good book and a bit
of rest. I curled up for some relaxation and a few minutes later, I thought someone was trying to saw through my
house. I looked outside and guess what? Yep – the neighbor who in the past had had the sense to hire an arborist had
his 15-year-old grandson outside operating a chain saw and a chipper in the backyard to manage a tree that had come
down in the storm the night before. I couldn’t BELIEVE it! This is the guy who, when he plays golf with my hus-
band, tells the rest of the foursome that if they keep hitting trees with their golf balls, he’s going to tell me on them.
Needless to say, the grandson was not wearing chaps. They had NO idea that the tree might not stay safely on the
ground without rolling. The base had snapped, and it was still partly attached. Let’s just say that the chipper opera-
tion didn’t give me any more confidence. I was so frustrated at the ignorance and the endangerment of this child.

The next day, while I was trying again to get a little relaxation, since it didn’t happen the previous afternoon, my
other neighbor called. He first asked the most important question – was I an arborist as well as being an associa-
tion CEO. I indicated that I was not, but that I would be happy to ask a question of my arborists on staff. He had a
tree come down from his neighbors that split one of his, and he wanted to know if there was any chance of saving
it. He wasn’t out there trying to mess with something that he had absolutely no knowledge about.

And so in one weekend, I had to handle a post-storm situation completely differently. Both knew better – one
chose to be the safest and do what we need to work on with the public constantly – CALL AN ARBORIST from
an ACCREDITED TREE CARE COMPANY.

We have nine accredited companies; 35 in the pipeline; and close to another 300 inquiries. The Better Business
Bureau is reviewing our program to sanction Accreditation to consumers and plans to advertise it for us. In the near
future, we will have that direct pipeline to your customers that will lower the risk of neighbors thinking they know
how to handle trees – standing or on the ground. One of the next challenges we have is groups such as the fire
department and the highway crews, etc. who are handling trees that are dangerous; that are in electrical hazard sit-
uations; etc.

We have a long way to go beyond our neighbors and customers, but we’re going to get there! Get in line for
Accreditation – the Better Business Bureau is going to be telling your neighbors soon that those are the companies
to call! I’ll work on my neighbor if you’ll work on yours!

Copyright 2004 by the Tree Care Industry Association. All rights reserved. Reproduction in whole or in part without written permission is prohibited. The Tree Care Industry Association is 
dedicated to the advancement of commercial tree care businesses. Reference to commercial products or brand names in editorial does not constitute an endorsement by Tree Care Industry maga-
zine or the Tree Care Industry Association. Tree Care Industry (ISSN 1059-0528) is published monthly by the Tree Care Industry Association, 3 Perimeter Road, Unit 1, Manchester, NH 03103.
Subscriptions $30 per year (Canadian/International orders $45 per year, U.S. funds; $2.50 per single copy). Periodicals postage paid at Manchester, N.H., and additional mailing offices. POSTMAS-
TER: Send address changes to Tree Care Industry, PO Box 15907, North Hollywood, CA 91615-5907.
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RAYCO
AND ITS COMPLETE LINE OF
BRUSH CHIPPERS

4255 Lincoln Way East · Wooster, Ohio 44691-8601 · 330.264.8699 · 800.392.2686
Fax 330.264.3697 · Web: raycomfg.com · E-mail: rayco@raycomfg.com

Rayco…Setting the Industry Standard

In 2005, Rayco will be introducing 10 New Brush Chippers from 6" to 20" capacity,
making Rayco your one stop manufacturer for environmental equipment. 

Rayco...Setting the Industry Standard.

“I love the
smell of wood
chips in the
morning.”

� Hydraulically engaged clutch never
needs adjustment

� Heavy duty 80 HP diesel engine
� High capacity intake rate
� Tough structural steel tubing frame
� Easy to use
� Engine enclosure design maximizes

service access

� Automatic feed control
� Large roller enhances feed performance
� Low maintenance cost
� 360° swiveling discharge chute with

adjustable discharge deflector

RC12
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8 TREE CARE INDUSTRY – DECEMBER 2004

By David Rattigan

I
n six weeks, from late summer into

fall, major hurricanes battered Florida

in series of weather events unprece-

dented in that state.

The carnage started when Hurricane

Charley “came ashore” in Charlotte

County on Aug. 13, bringing with it 10-

foot waves and 145 mph winds – which

would top out at 180 mph in Punta Gorda.

The most powerful storm to hit the Fort

Myers area since 1960 was credited with

causing at least 13 deaths. Causes of the

deaths ranged from drowning to an acci-

dental electrocution.

Over the next six weeks, three other hur-

ricanes followed. Frances made its landfall

on the east coast on Sept. 5; Ivan hit the

“Panhandle,” on the western side of the

state, Sept. 16; and Jeanne – already

blamed for 1,330 deaths in Haiti – hit Sept.

25 on the southern end of Hutchinson

Island, five miles southeast of where

Frances came ashore. 

Never in Florida’s history had four hurri-

canes struck one state in a single season.

Each storm resulted in damage from high

winds and heavy flooding. As of Oct. 15,

federal and state aid had surpassed $1.7 bil-

lion, with more than 936,000 people

seeking assistance for losses from the four

hurricanes, as well as from Tropical Storm

Bonnie, which hit the Panhandle the day

before Charley hit further south. There

were trees everywhere. Depending on the

For tree companies in Florida, and those willing to travel, the series of four hurricanes and a tropical storm that struck during late summer and early fall presented a two-fold opportunity
– a chance make money, as well as to aid communities and people in dire need of help. Photo courtesy of The Davey Tree Expert Co.

Pines, oaks, ficus and palms were strewn on streets and crashed through roofs. Trunks and limbs blocked roadways and
alleys, tore down power and telephone lines, crashed through fences, and fell into swimming pools.  Photo courtesy of The
Davey Tree Expert Co.

TCI Mag 12_04_Front_v3.qxp  12/6/2004  3:57 PM  Page 8



region, there were pines, oaks, ficus and

palms strewn on streets and crashed

through roofs. Trunks and limbs blocked

roadways and alleys, tore down power and

telephone lines, crashed through fences,

and fell into swimming pools. Some were

still standing, but barely, sometimes teeter-

ing precariously over a neighborhood. 

For tree companies in Florida, and those

willing to travel, the hurricanes presented a

two-fold opportunity: There was a chance

make money, as well as to come to the aid

of communities and people in dire need of

help. When he received a letter from the

Tree Care Industry Association asking for

certified arborists to help with the cleanup

effort, Derek McConnachie, owner of

Raleigh, N.C.-based Trees of Carolina, saw

a third opportunity. To him, it was a chance

to break the day-to-day routine and do

something different. “I have a buddy who’s

a big storm chaser,” McConnachie says.

“He’s always telling me how much money

you can make, and what it’s like during the

cleanups.” 

Welltree Inc.’s Kevin Gillis, who made

the trip all the way from Maine to Florida

to help a client in need, was also working

on his first hurricane cleanup. He found

some unexpected challenges, including a

cell phone that no longer worked, prevent-

ing him from staying in touch with his

office back home. For those who work on

hurricane cleanup, there is opportunity and

adventure, but it doesn’t come without

cost. Those who’ve helped in this year’s

cleanup effort described it as arduous

work, with long days spent in sometimes

undesirable conditions that present chal-

lenges both expected and unexpected.

Those who’ve done it in the past caution

about a lack of supplies, physical concerns,

and facing other challenges, from downed

power lines to flash flooding. 

“The main thing is to try and keep your

crew safe and not wait until you’re

absolutely fatigued,” stresses Eddie

LeBlanc of LeBlanc’s Tree & Stump

Removal of Baton Rouge, La., who has

gone on hurricane cleanup trips in the past.

In doing this work, however, tree profes-

sionals grab another opportunity – the

TREE CARE INDUSTRY – DECEMBER 2004 9

For those who work on hurricane cleanup, there is opportunity and adventure, but it doesn’t come without cost. Those
who’ve helped in this year’s cleanup effort described it as arduous work, with long days spent in sometimes undesirable
conditions that present challenges both expected and unexpected. Photo courtesy of The Davey Tree Expert Co.

Though some were still standing, trees were sometimes left teetering precariously over a neighborhood. Photo courtesy of
The Davey Tree Expert Co.
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chance to do a good deed for people in

need. “We wanted to work where it was the

worst,” McConnachie says. “Where people

needed it the most.”

Bill Gaston, president of Gaston’s Tree

Service and its division, Wood Resource

Recovery Inc., with a main office in

Gainesville, Fla., was active in debris col-

lection during the storms, including

Charley. Going back to the 1980s, his com-

pany has responded year-round to major

emergencies around the country, garnering

internal manpower and additional workers

from a core group of subcontractors to

mobilize more than 100 units, if needed. It

has responded to ice storms in North

Carolina, tornadoes in Oklahoma, last

year’s Hurricane Isabelle in Virginia, and

many more. 

“One reason we’re in demand is because

of the large footprint,” Gaston says. “For

any of these events, no company has that

many resources. So, you rely on other com-

panies.”

With his son running one arm of his

business and his brother running the other,

Gaston travels with his crews to the scene

of events around the country, viewing it as

both a good business opportunity and a

chance to provide assistance to a commu-

nity in need. “When these communities are

hit, they’re a wreck,” he says. “When we

go in there, our goal is to quickly and effi-

ciently get life back to normal.” 

The task is enormous. Tree care workers

in Florida faced the same obstacles that

other relief workers did – impassable roads

and a lack of electricity, food, water and

other basics, in addition to having to com-

pete with other relief workers for sleeping

quarters. Hotel rooms were in high

demand, and that demand was reflected in

higher rates. In some cases, those higher

rates were for hotel rooms with neither

electricity nor running water. 

Kevin Bolling is a Broward County sher-

iff’s deputy and the owner of National Tree

Trimming of Coral Gables, Fla. With the

sheriff’s office, he’s assigned to a 125-man

“Field Force Unit” that was sent (along

with the National Guard) on what became

a 10-day search-and-rescue mission into

Charlotte County after Charley. Upon

arrival, he looked at what he saw and at

2:30 a.m. made a call to his crew chief.

“There were trees everywhere – on side-

walks, buildings, cars,” he says. “So I

called the crew chief and said ‘Grab the

boys and come on over’. ”

The road trip was voluntary, but all of

the field crew went. Within days, Bolling’s

supervisors had expanded the operation

adding primarily subcontractors they had

prior relationships with. They brought

them into Charlotte, Wakulla and Lee

counties to help with tree removal and

cleanup from storm damage. Under the

direction of three supervisors, they worked

14 days clearing trees off houses and oth-

erwise helping in the disaster cleanup

10 TREE CARE INDUSTRY – DECEMBER 2004

“PERFECT IN ONE PASS”
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For over 20 years
the Jarraff All-Terrain Tree Trimmer

has been safely and efficiently clearing

and maintaining utility right-of-ways.  

A new all rubber track model and completely

enclosed high-performance cab make the Jarraff the most advanced

tree trimmer on the market.  

• Low ground pressure • 75-foot cutting height

• Single-person operation • Dynamic range of operation

• Simple joystick controls • Three models available

1-800-767-7112   •   www.jarraff.com1-800-767-7112   •   www.jarraff.com
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The CP 118 will turn your wood chip disposal PROBLEM into a money making OPPORTUNITY.
Change the LOOK, FEEL, COLOR, and VALUE  of your chips in one quick and simple pass through
the Rotochopper CP 118.  You can stop worrying about where to dump those chips and start selling
them into the highly profitable premium mulch market. 

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

Rotochopper, Inc.
217 West Street 
St. Martin, MN 56736 

“PERFECT IN ONE PASS”

1. Does your business produce chips? 

3. Now you can turn those chips into  
    premium mulch in one pass 
    through a Rotochopper CP 118. 

2. Do you spend a lot of time and  
    money getting rid of them?  

Ron Van Beek from Tree Care, Inc., in Holland, Michigan recently told us: 

“I’m amazed.  The mulch I’m making with my CP 118 is the best looking 
product in our entire area and it sells as fast as we make it. Purchasing
this machine was the best decision I’ve made in a long, long time.

info@rotochopper.com
http://www.rotochopper.com

320-548-3586 

608-452-3651
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effort. “We were taking guys who are out-

standing trimmers and turning them into

hatchet men,” Bolling says, noting that his

licensed arborists took to the task with

great enjoyment. “They could just turn on

the saw and do what they wanted with the

wood. They couldn’t resist.”

Soon, there were tree companies every-

where. 

“I was surprised how fast they opened

up the area,” he says. “There were 100

tree companies within five days, with

trucks everywhere.” With an opportunity

to make a quick score, the competition

was fierce. Bolling says that representa-

tives of other tree care companies would

approach his workers, ask how much they

were making, and promise to double it.

Some of the temporary hires took the

opportunity, although they often found the

promises to be hollow. “They’d work

them to death and then not pay them,”

Bolling reports. It didn’t take long for

those employees to return to his crew,

wiser for the lesson in business ethics.

With Federal Emergency Management

Agency (FEMA) crews and other emer-

gency personnel crowding hotels, housing

was tough to come by, as were items such

as gas, electricity and food. The crews

often worked in blistering weather, with

mid-day temperatures hitting the mid-90s,

and there were no air-conditioned fast food

restaurants to duck into for a mid-day

break. “The only place to get cool was in

the cab of a truck,” Bolling says. 

His crew found a hotel 35 miles away

from the area they were working in, and

brought their own generators to provide

power, along with pole lights, and a dozen

coolers for food. “If you didn’t bring it, you

didn’t have it,” says Bolling, who assigned

two men each day to drive from site to site

feeding the other men. Food, tools and

other items were best kept in safe places,

locked, when not in use. “Things were just

walking away,” Bolling says. 

Gillis, owner of Welltree Inc. in

Brunswick, Maine, made the trek all the

way to Pensacola following Hurricane

Frances as a favor to one of his clients who

owned a large apartment complex. The

apartment complex owner had called local

tree care companies but didn’t get his calls

returned. “The local people were overtaxed

with prior commitments,” says Gillis. “We

have a good working relationship with the

owner and felt there would be value to have

us come down.” 

In Pensacola, Gillis found substantial-

sized trees leaning on buildings and roofs.

“It was like the pictures you see on TV, an

absolute mess,” he says. “Some trees

looked untouched and others were torn

apart, like a mini-tornado had gone through.

The storm blew through and wiped out

everything in its path.”

Using a 60-ton crane provided by the

owner of the 250-unit complex, Gillis and

his one-man crew spent four long days and

a short day working. They removed “about

20 trees” that had landed on roofs or were

leaning against buildings. They collapsed at

night in a semi-furnished room on the com-

plex grounds. 

“The biggest challenge initially was that

there wasn’t any power, which made meals

and sleep a little inconvenient,” Gillis says.

There was also no running water, which

meant that for the first few days, the men

were unable to shower. “By the time we

left, all that had been restored, so we left on

a good note.” What never worked properly

was his cell phone, which stopped working

when he reached Florida and had to be

replaced when he returned home. Improper

signals had impacted the phones of several

people down there, he says, and the pay

phones weren’t working either, “even when

we left Florida.” He was not in touch with

his office for several days, until they got

past the mid-Atlantic states. “I was not pop-

ular,” says Gillis. “I anticipated some

communications problems, but not to that

extent.”
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NEW ENGLAND GROWS!
One show. A million ideas.

Discount D
eadline

January 15,

2005

Register online today

www.NEGrows.org
(508) 653-3009

Tuesday, February 1 ~ Thursday, February 3, 2005
The NEW Boston Convention and Exhibition Center ~ Boston, Massachusetts
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***

In addition to providing a new experi-

ence, Trees of Carolina boss McConnachie

had the chance to use a relatively new 17-

ton crane (on a boom truck). Teaming up

with another company, he brought his four-

man crew (eight men total) driving three

trucks, the crane, a stump grinder and an

articulating loader down to Pensacola

shortly after Hurricane Ivan. Like others in

similar situations, he was prepared – to a

point. But it was a new experience, he says,

and an educational opportunity. The dam-

age Ivan caused was similar to that created

by the hurricanes in other parts of the state

– roads and rails were wiped out by flood-

ing and shifting earth, or their paths were

blocked by fallen trees and debris. Sewer

systems and drainage systems were

washed out. The University of West

Florida helped in processing small busi-

ness loans, and the Florida Small Business

Development Center tried to find tempo-

rary work for those suffering financial

hardship. The American Red Cross ran

blood drives, and local churches and radio

stations coordinated relief efforts to pro-

vide food and household items to victims

of the hurricane. Tarps were made avail-

able to the public for those with gaping

holes in their roofs. 

“Finding work wasn’t a problem,”

McConnachie says. “What made it real

helpful is that all of our equipment is new,

and it looks new. We rolled into a neigh-

borhood, and a lady came out and asked for

an estimate. We started that job and got an

offer from another guy. We wound up stay-

ing in that neighborhood for eight days,

moving from one end to the other end.

People just kept coming out. It seemed half

the houses had trees on them.” There were

downed trees – mostly pines, and some

oaks – everywhere. They were on roofs, in

pools, through driveways. 

In some cases, the company would meet

with the client and their insurance adjuster

in the same neighborhood. Some of the

jobs paid as much as $8,000, and one paid

$11,000. “There were a lot of trees (on that

job) though,” McConnachie says. “It was

all crane work and hazardous stuff. Not just

trees on the ground.”

In total, the company serviced 12 to 14

clients on three adjoining streets. Using

Dica mats to keep his equipment from tear-

ing up the lawn, McConnachie was able to

do much of the crane work from the front

or side yards with minimal impact. “Where

there was soil, the mats were outstanding,”

he says.

The quality of the work, which was

observed by the neighbors, helped sell

additional jobs, says McConnachie, who

was also providing confirmation of mem-

bership in the Tree Care Industry

Association, proof of insurance and other

certification.

While he charged premium prices for the

work, McConnachie says the expenses

incurred by the road trip, plus the danger

and liability risks, justified it.

“In hurricanes, you always hear about

two or three or four people who die doing

tree removal,” he says. “If you take a tree

at 45 degrees and it’s cracked, and you put

a man up in it, there’s a ton of liability

involved.” His crew worked 13 to 14 hours

each day for 10 days, but they were able to

avoid some of the problems others ran into.

Because he’d reserved a room before the

hurricane hit, McConnachie was able to

put his crew into a hotel right in Pensacola,

and the hotel had electricity. “There was

power out all over the city,” he says. “We

just got lucky.”

Some of the residents in the neighbor-

hood in which they were working were not

so lucky. Two ladies living in one of the

houses had no power for several days.

McConnachie loaned them his generator,

with an extension chord. “Then I left town

and forgot it,” he says in a good-natured

way. As this was written, he was planning

to have it mailed home, paying the $100-

plus freight himself. 

Counting travel days and days of rest,

McConnachie determined that he lost four

days of work, and – even though he’d been

prepared for the trip by his more experi-

enced friend – the expenses were three

times what he anticipated. 

“I thought I’d make a pretty decent prof-

it, but after all was said and done, it wasn’t 
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Magnum has a complete line of fixed

tooth cutter heads available for skid

steers, excavators, feller-bunchers, etc.

The unique hammer arrangement gives

you unsurpassed mulching / shredding

capabilities.

With our new patent-pending

double-edged, double-sided

cutting hammer, tooth life and

replacement cost become

affordable.

APPLICATIONS:

•  Roadside •  Land Clearing •  Forestry
•  Right of Way Clearing & Maintenance
•  Fire Fighting & Prevention
•  Fuel Load Reduction

866-5-MAGNUM (866-562-4686)

WWW.MAGNUMMULCHER.COM

6014 Bonacker Drive

Tampa, FL 33610

Office: (813) 623-2699

Fax: (813) 623-2799
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as great as I thought it would be,” says

McConnachie, who estimated that he

increased his overall revenue by 25 per-

cent. “I’ll try it again. I’ll just do things a

little differently.”

***

Bolling notes that while his company

(already licensed to work in three counties)

was easily able to obtain licenses to work

in the counties they were in, local authori-

ties were making it clear to others that

proper licensing was required, with signs

informing them that working without a

county license would be treated as a third-

degree felony.

Although he personally found that treat-

ment heavy handed, feeling that a tree

worker licensed elsewhere should be

allowed to contribute to the many home-

owners in a time of need, Bolling noticed

that the signs had their intended effect.

Many of the unlicensed tree workers “fled

once they put the signs up,” he says. “In

the morning, I woke up and everybody was

gone.” 

Not all of the tree care companies inter-

viewed for this story had the proper

licenses. One says he didn’t realize it was

required, and was understandably glad

nobody checked. Another says, “From the

information I gathered, it wasn’t an issue.

The fact of the matter was, there was so

much going on, they welcomed any help

they could get.”

One thing companies also needed to deal

with when answering the emergency call

was maintaining a good relationship with

their customer base. Matthew Peed, of

Piedmont Tree Specialties Inc. in Macon,

Ga., had a full load of work from

Hurricane Frances, which hit Georgia after

running through Florida. While the four

hits that Florida took drew headlines for

obvious reasons, some others areas (such

as Mobile, Ala.) were also hit hard by

some of the same hurricanes and tropical

storms. “When the storm hit, we were

obviously bombarded with calls,” Peed

says. “We decided we’d take care of our

regular clients first, and it didn’t bring in a

bit of new business. We’ve just been taking

care of our existing clients. New clients

will come as time goes on; that’s consistent

with our philosophy as to how we build

our business.”

By Dave Rattigan

B
y late October, the office of

Florida Attorney General

Charlie Crist had filed com-

plaints against 13 companies for

alleged price gouging in the wake of

the hurricanes in August and

September. Two of the companies

charged were tree care companies,

according to JoAnn Carrin, communi-

cations director for the AG, who said

that the office fielded 650 consumer

complaints related to tree removal in

the hurricanes’ aftermath.

When a state emergency is declared

due to a disaster, the laws against price

gouging go into effect automatically.

According to information obtained

from the Web site of the Attorney

General (www.myfloridalegal.com),

complaints were filed against two tree

care companies in the wake of

Hurricane Charley. In one case,

according to press releases printed on

the Web site, the tree care company

provided an estimate on limb-removal

that was 10 times the average of three

other companies. In the other, the

company gave a $30,000 estimate and

wound up accepting $11,000 for a job

involving removals that the AG’s

office said would have cost an average

of $3,359.14 in the 30 days preceding

the state of emergency.

In the Aftermath – Pricing and Price Gouging

Determining pricing that’s fair to both the consumer and the tree care company can be a challenge in a 
post-hurricane environment, according to those who have worked in that situation. 
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LeBlanc, from Baton Rouge, who had

answered the hurricanes’ call in the past,

elected not to do so during this hurricane

season. In part, it was because he was con-

cerned about serving his own customer

base. “In October, Tropical Storm Matthew

came through,” he says. “I wouldn’t have

been here for that one had I rushed to

Florida.”

Gillis says that while his business con-

tinued to operate in Maine, it was less

efficient during the time he was away, in

part because of the communication prob-

lems he had. “There were some big bumps

that needed to be worked out,” he says.

McConnachie’s business was scheduled

eight weeks out, and he hustled to get

much of that work completed before the

storm hit. He also had his wife call other

accounts to reschedule the work. 

Bolling’s company also took a proactive

approach. Office workers called customers

to inform them of the situation. If a job

absolutely couldn’t wait (for example, if a

tree needed to be cleared before a building

project could begin) there was a five-man

crew available to handle it. Otherwise, cus-

tomers were offered a 10 percent discount,

and were asked for their understanding.

“We didn’t have one customer complain,”

Bolling says. Customers felt that, if the

hurricane had hit in their area, “they hoped

that people on the west coast would come

and do that for us.”

Dave Rattigan is a freelance writer liv-

ing in Peabody, Mass.
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Determining pricing that’s fair to both

the consumer and the tree care company

can be a challenge in a post-hurricane

environment, according to those who

have worked in that situation.

Kevin Bolling, owner of National

Tree Trimming in Coral Gables, Fla.,

says he didn’t hear of any cases of price

gouging during his crew’s stint in

Charlotte, Wachula and Lee counties

following Hurricane Charley. Prices

were higher, but so were expenses, with

additional costs for hotel and per diem,

rental costs for equipment and crews

paid at time-and-a-half.

“Per man, my profit margin was down

3 percent per man-hour,” he says,

acknowledging that the company did

make a good profit because of the num-

ber of hours they worked.

In one case, a supervisor took $4,000

less for an estimated job that was com-

pleted more quickly than expected. And

in his company’s case, as with many

others, some jobs were done gratis, for

those who needed the help but were

clearly unable to pay.

He estimates that his company did

eight to 15 jobs for senior citizens who

they surmised were living on a fixed

income, with a tree crashed through the

roof of their home.

Bill Gaston of Wood Resource

Recovery Inc., of Gainesville, Fla., says

that in a market-driven economy, driven

by supply and demand, price gouging

can be difficult to determine. A con-

sumer should use due diligence, he

advises.

“The marketplace determines the

price of everything,” he says, noting that

when he gives a quote on a job, he

encourages a potential customer to

check the company’s Web site, call its

insurer, or do whatever else will put that

customer at ease. He noted that two cus-

tomers could look at the same quote for

a $2,000 job, and one might find it a

tremendous bargain, the other an absurd

price.  

“We would not let somebody make a

decision that’s not in their best inter-

ests,” he says. “You don’t do that if

you’re an ethical business.” Like other

companies, his company did some jobs

for free. In the middle of the cleanup in

Orlando, for example, his crew pulled

away from a job in one neighborhood to

clear a path that had been blocked by a

large tree. Clearing the path let workers

from Progress Energy reach and repair a

transformer, providing electricity that

had been shut down for an entire neigh-

borhood.

“We’ve done many (charitable)

things,” Gaston says. “We don’t pro-

mote it; we just do it. Someday down the

road it will come back to us. That’s the

way it works.”

Carrin, from the Florida AG’s office,

says that additional costs and expenses

are taken into consideration by her

office, but noted that some of the com-

plaints focused on local companies that

did not have to incur such costs. She

also said that there were multiple com-

plaints against some companies.

In all, Carrin says, the AG’s office

fielded approximately 8,000 complaints

about alleged price gouging from con-

tractors, hotels and those selling food,

water, ice, and building materials. Some

investigations were still underway.

“We’ll check into all of them,” she

says.

A crew from Gaston’s Tree Service cleans up storm dam-
age in Gainesvillle, Fla. 
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Monterey IceClear
In the past ice has been eliminated in many ways, mainly with various salt-based prod-

ucts. These products tend to be corrosive and cause injury to plants and

soil where applied. Monterey Lawn and Garden Products’ new IceClear

is completely new technology in ice prevention. Closely related to chem-

ical products used to de-ice airplanes, IceClear is a  ready-to-use organic

liquid. It does not contain any toxic ingredients or corrosive salts. In fact,

it is less corrosive than distilled water. It stops ice and snow from bond-

ing to the sidewalks and driveways, taking the work out of snow

removal. IceClear is a liquid and doesn’t freeze until minus 50 degrees.

It is ready to use and can be applied by a pump sprayer. The product is odorless and will not

stain. One gallon of IceClear will treat up to 2,000 square feet. Why use IceClear? It is easy

to use, effective, and safe around pets and wildlife, will not harm plants and is non corro-

sive. Contact Monterey at (559) 499-2100 or via www.montereylawngarden.com.

Cutting Edge - Products
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Stearns Walleye Hunter Breathable Rain Parka, Bib Overalls
The new Stearns Walleye Hunter Breathable Rain Parka and Bib Overalls are construct-

ed of lightweight, waterproof and breathable material with taped seams.

For added durability, pack cloth is sewn on shoulders and outer arms of the

parka and on the knees and seat of the bib overalls. The articulated

sleeves of this parka provide for a full range of movement while the

zippered underarms allow breathability. Seven zippered pockets

keep items handy and dry. The parka has an adjustable hood, waist

and hem. Zippered, gusseted leg openings on the Bib Overalls fea-

ture snapped storm flaps. They also have one Velcro pocket on the

thigh. Visit Forestry Suppliers on the web at www.forestry-

suppliers.com or order a catalog at 1-800-360-7788. 

First Call Flagger Automated
Flagging Machine

The First Call Flagger Automated

Flagging Machine is ideal for the small

crew operations commonly used in tree

care. The portable traffic device replaces a

human flagman with a machine – reducing

labor costs while maintaining or increasing

work zone safety. A single traditional flag-

man using a First Call Flagger can control

traffic at both ends of a job site using the

wired or wireless remote control. Set up for

the First Call Flagger takes about 90 sec-

onds, allowing easy flexibility in work

zones with shifting work locations. The

robotic flagman stands over 12-feet high

with 12-inch red and yellow LED lamps

that are visible from up to a mile away. The

8-foot descending gate arm and red stop

light direct motorists exactly where to stop

and holds them until the flashing yellow

caution light activates and the gate arm

ascends and locks into the upright position.

If a vehicle runs through the gate arm while

it is in the down position, a sensor activates

a 120-decibel intrusion alarm. If a vehicle

runs under the gate as the gate arm

descends, the sensor stops the gate from

descending and activates the alarm. The

Flagger battery operates up to 100 hours

without a charge. Contact First Call

Flagging via www.firstcallflagging.com.
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Bandit’s Color Critter II
Bandit Industries’ new Color Critter II

attaches to their Beast recyclers to color mulch

during the final grind of the mulch making

process. The Color Critter II is a simplified ver-

sion of Bandit’s original system that provides

control of the disbursement of colorants onto

material as it enters the grinding chamber. The

stirring motion of the Beast mixes the colorant

with mulch. The new design has fewer moving parts, which reduces maintenance. A

plunger is used to open or close the slots that drop streams of colorant onto the wood. The

opening and closing of the slots is timed to the feed speed of the conveyor, controlling the

flow of material to be colored. A dial regulates the amount of time the color disbursement

slot is open, which controls the amount of colorant being disbursed. An oxidizing colorant

is used to penetrate deep and cover rapidly. Material exits the grinder fairly dry. In gener-

al, colorant costs are around $3 per cubic yard. A 3680 Beast/Color Critter combo,

equipped with 540 horsepower, is capable of producing 150 cubic yards of colored materi-

al per hour. Contact Bandit at 1-800-952-0178 or via www.banditchippers.com.
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Pinscher PGR reduces cleanup
Pinscher PGR, a Wedgle Direct-Inject chemical from

ArborSystems, prevents flowering and fruit set, “pinch-

ing” off the fruit. This greatly

reduces cleanup work.

Pinscher is applied with

the Wedgle Direct-

Inject tree

treatment system

prior to flowering

in the spring. With

no drilling

required, the Wedgle trunk

injection system treats trees in the fastest, least invasive

manner possible. Most trees can be treated in as little as

five minutes. Pinscher contains the same active ingredi-

ent as Atrimmec. Atrimmec is a registered trademark of

PBI/Gordon Corp. For more information contact

ArborSystems at 1-800-698-4641 or via

www.ArborSystems.com.

Timberwolf in-line firewood processor
Timberwolf Manufacturing Corp. has introduced a new top-of-the-line

firewood processor. The PRO-HD offers a high degree of customization

with an industry proven design.

Rated at 31/2 cords per hour, the

PRO-HD is a powerhouse fire-

wood processor and the “flagship”

of the Timberwolf processor line.

Features include a fast clamp-

ing, patented Top Roll

system that handles odd

or crooked logs with ease;

a super fast, hydraulic

cut-off saw; an 80-hp

John Deere engine; and

a 4-6 second cycle time.

Options include: An electric autocycle, a hydraulic cooler, an 8-way wedge,

a hydraulic deck lift, operator’s seat, DOT approved electric brakes, a 25/16

hitch and safety lights. For more information contact Timberwolf at 

1-800-340-4386 or via www.powerwolf.com.
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Frankfort, Indiana  
Ph: 765-659-1524

 www.ptostumpgrinders.com 

YES!...WE DO SKIDSTEER GRINDERS

SEVEN MODELS AVAILABLE WITH THE SAME VERY HIGH QUALITY AND VERY 
HIGH PERFORMANCE WE ARE KNOWN FOR ON OUR TRACTOR MOUNTED GRINDERS

• Performance equal to 50-80 HP engine driven grinders
• Super robust construction
• Full X-Y-Z cutter head motion
• Italian radial piston hydraulic motor
• Wheel support via tapered roller bearings in a sealed oil bath

• Blanchard ground O.D. turned cutter wheel
• 2” dia. bushed pivot pins
• 24” depth capability
• Integral back fill blade
• Unmatched quality, performance, reliability, and profitability

 • POWERFUL • PROVEN • PATENTED • PERFORMERS
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Cutting Edge - News

Husqvarna sponsors Capitol
Holiday Tree; announces
sweepstakes winners

Husqvarna is an official sponsor of the

2004 Capitol Holiday Tree, which will dec-

orate the front lawn of the U.S. Capitol

Building in Washington, D.C. This is the

fifth consecutive

year Husqvarna has

been chosen as a

sponsor for the pro-

gram. Husqvarna

provided two chain

saws for the tree

cutting ceremony

as well as safety

apparel for the individuals who performed

the tree felling. The 70-foot Red Spruce

was cut in Virginia’s George Washington

National Forest. The tree will be the cen-

terpiece of a lighting ceremony, scheduled

for December 9, in Washington, D.C.

Also, the grand prize winner of the

Husqvarna “Total Source” Arborist

Sweepstakes was announced at TCI EXPO

in Detroit in October. Charles Morris,

owner of Environmental Tree Service in

Beaumont, Texas,

won the grand

prize package,

including the new

Husqvarna HUV

utility vehicle,

Husqvarna chain

saws (a 338XPT, a

334T and a 336)

and safety apparel

(helmet systems,

roping gloves and

chaps), all valued

at more than $10,000. Morris has worked

in the arborist industry for 21 years and has

owned Environmental Tree Service for the

past 11 years. Second prize was awarded to

Turlock, Calif, arborist Ethan Autrey, who

won a trip for two to a 2005 NASCAR race

in Charlotte, including suite tickets, airfare

and lodging. The third prize winner, Ricky

Anderson of Theodore, Ala., received a

certificate for two to the Kings Experience

at the Richard Petty Driving Experience.

Bartlett recognizes Board
Certified Master Arborists

Bartlett Tree Experts in November, for
the first time, had two employees named
Board Certified Master Arborists by the
International Society of Arboriculture.
Scott Diffenderfer, arborist representative
in their Chambersburg, Pa., office, and
Deborah Green, arborist representative in
their Southampton, N.Y., office, earned the
Master Arborist title after successfully
completing an intensive exam adminis-
tered by the ISA this past August. “We’re
very excited to have not one, but two
Master Arborists here at Bartlett,” said
Robert A. Bartlett Jr., chairman of Bartlett
Tree Experts. 

The ISA has been certifying arborists for
nearly a decade to improve the level of
knowledge and standard of practice within
the tree care industry. There are currently
about 15,000 Certified Arborists and fewer
than 25 have received the Master Arborist
title. Certification as a Board Certified
Master Arborist represents the highest level
of skill in the care of trees and requires sig-
nificant experience, advanced education,
ethical standards and in-depth knowledge
of landscape plants nationwide.

Wilson promoted to GM for
John Deere Boots & Shoes 

Wayne Wilson has been promoted to
general manager of John Deere Boots &
Shoes. As GM, Wilson will be involved in
all aspects of leadership, including hiring
and managing the John Deere Boots &
Shoes sales force, account management,
working with the John Deere dealer organ-
ization on the exclusive dealer line of
footwear, inventory control, and assisting
with product development. Wilson has
more than 20 years of experience in the

footwear industry, including 12 years at
Georgia Boot. He most recently served as
key account manager, eastern division, for
John Deere Boots & Shoes, which offers a
full line of premium quality footwear for
agriculture, construction, forestry, and
lawn and turf care.

Samson, Arbormaster team
for rope test program

Samson, a leader in performance
cordage, and ArborMaster Inc. recently
teamed up to conduct a groundbreaking
test program. The testing was closely
monitored by members of Samson’s
Research and Development team as well
as other industry researchers, such as
Andreas Detter from Germany. Ken
Palmer, president of ArborMaster Inc.,
stated, “We were interested to measure, in
a scientific way, the effects that rigging
knots have on the strength of rigging lines
as well as rigging slings when tied to a
tree.” Knots reduce the strength of rope,
so the testing, which has never been
attempted in a comprehensive manner for
the arborist industry, was approached with
optimistic enthusiasm. Testing began with
a 16-foot x 13-foot log being installed in a
test bed, followed by a series of 60 break
tests at Samson’s manufacturing plant in
Ferndale, Wash. Various knots and hitches
were put through rigorous testing and the
information gathered was extremely valu-
able and will enable Samson to continue
to confidently recommend and develop
the best rope for the needs of their profes-
sional arborist customers.

Charles Morris

Testing how knots reduce the strength of rope.
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ArborMaster Training Inc.
gains grant

ArborMaster Training Inc. has been
awarded a two-year grant from the
National Urban and Community Forestry
Advisory Council for a program titled,
“Saving Tree Workers’ Lives: The
Neglected Component of Urban Forest
Management.” The objective is to exam-
ine accidents in which aerial rescue is
needed and what procedures are best suit-
ed to safely and efficiently rescue victims
with minimal risk to the rescuers. “The
tree care industry needs a realistic protocol
and methodology to teach and respond to
emergency situations in a way that can
truly save lives,” says Ken Palmer, presi-
dent and CEO of ArborMaster Training.
“This grant will help to take a disciplined
approach to stake holders around the coun-
try. This is important to address
geographical diversities and to gain buy-in
and attention from the industry, nationally
and ultimately, internationally.”

Care of Tree merges with
Oakland-based Treescapes

The Care of Trees has merged with
Treescapes Inc. of Oakland, Calif.
Founded in 1977, Treescapes is the second
West Coast company to become part of
The Care of Trees. Safe and Beautiful (now
called Safe and Beautiful by the Care of
Trees), with its West Coast office in Menlo
Park, was acquired in 2002. “Treescapes is
a perfect addition to The Care of Trees,“
says Scott Jamieson, the company’s presi-
dent and CEO. “Both companies share the
same philosophy and dedication to tree
care and client service. We plan for this
new office to become the center for
expanding operations throughout the East
Bay area.” The acquisition was also done
with an eye toward employee develop-
ment. “The Care of Trees is an
employee-owned organization,” Jamieson
says. “Consequently, one purpose of our
growth is to create additional opportunities
for our teammates, who are also our share-

holders. Our acquisition of Treescapes
enables both new and long-term employees
... to benefit from the consistent skills train-
ing and employee development programs.”

Treescapes will continue to operate under
the direction of its founder, Torrey Young,

whose new title is
district manager.
His staff remains
intact. Young is an
I S A - c e r t i f i e d
arborist and an
ASCA-registered
consulting arborist
with a long history
of service to, and
awards from, green
industry associa-
tions, which will
continue as he

assumes the presidency of the American
Society of Consulting Arborists for 2005.
The Care of Trees employs six certified
arborists and 36 staff members operating a
fleet of 15 trucks. 
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TCI EXPO Detroit 2004

No piece of equipment is too large for TCI EXPO, where the crowds and
“big iron” meet.

The biggest floor space ever sold for TCI EXPO was easily
able to accommodate all equipment as well as the near-
record crowd of 2,200 buyers.

New at TCI EXPO 2004 – The Voice for Trees Political Action Committee gave
members a free scratch ticket for a chance to win a $35,000 pickup truck.
Helping members here is Erin Hass, TCIA’s legislative & PAC coordinator.

Keynote speaker Rick Searfoss related lessons from his days as a test pilot and commander of the Space
Shuttle to help tree care companies develop a culture of safety in teams.

Attendees at the Opening Reception, held
in the Marriott Renaissance Center ball-
room and sponsored by Vermeer, pause to
watch the Excellence in Arboriculture
video presentation.

New at TCI EXPO 2004 – Three tracks of education instead of two, offering
more CEUs, pesticide credits and topics of interest to the entire green 
industry. Here, Dr. Bruce Fraedrich presents on Abiotic Tree Problems &
Management Strategies.

The expectations were high – the anticipation levels rose as TCI

EXPO in Detroit approached. A new city, a third track of educational

programming, and the biggest trade show floor ever for EXPO. 

The most booths and the highest number of CEUs ever offered

greeted attendees, who were treated to a seemingly limitless diversity

of vendors, new tools and supplies. For exhibitors, the biggest chal-

lenges were keeping up with the traffic and getting eager arborists to

leave their booths at the end of the day.

When attendees weren’t on the trade show floor they were packing

into the educational sessions, where two technical sessions ran con-

currently with the show’s always popular business management

sessions.

For more pictures of the show, or information on the upcoming TCI

EXPO Spring in Long Beach, Calif., visit www.treecareindustry.org.

And, check out the January 2005 issue of TCI for pictures of TCIA’s

National Day of Service, held in conjunction with TCI EXPO, at Belle

Isle in Detroit.
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Firewood, lumber or mulch, TCI EXPO had equipment to view that helps
arborists profit from wood waste.

Attendees had full lines of equipment from a variety of manufacturers at their disposal, helping them make the best
purchasing decisions.

The always popular Stihl booth drew customers in with a chance to
spin and win.

At the demo tree, the centerpiece of every EXPO, demonstrators
Mark Chisolm of Aspen Tree Expert Co., from left, Brian Noyes of
Heritage Tree Care, and Robert Phillips of TW Ranch Inc., share
their experiences on getting around the tree.

New at TCI EXPO 2004 – Free TCIA member hats, and the chance to
win cash by wearing them on the trade show floor. Giving out the hats
here is Brian Garnick, TCIA director of marketing.

From hand tools to biological soil amendments, more than 160 exhibitors showcased the products arborists need to
succeed in business. Above right are Sophia Kotsilimbus, account manager, and Peter Felix, president, both of Tree
Health Heallth Management Inc.

Mark Adams, left, of Downey Trees
in Atlanta and one of TCI EXPO’s
demonstrators, talks to Bill Willson,
program analyst with the OSHA
Alliance. Willson was available at
the TCIA booth to answer questions
about OSHA-related issues.
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Owen Tree Service

Attica, Mich.

Craig Van Laanen Tree House,

Trail’s Edge Camp

Category: Tree Maintenance,

Residential under $10,000

Project goal and scope of work: To locate and maintain on the

Fowler Center property a tree large enough but robust enough to tol-

erate the construction of a tree house and the resulting special-needs

camper traffic. We checked for girdling roots, height-diameter ratio,

cavities, cracks,

cankers and other

deformities compro-

mising structural

integrity, assessed the

extent of decay in but-

tress roots, trunk and

scaffold branches,

noted wind exposure,

checked soil conditions

and root plate integrity,

removed deadwood

and compromised

branches, and reduced

the risk of tree/branch

failure along the walk-

way and tree house

base.

General Tree Service

Clackamas, Ore.

The Pow Wow Tree

City of Gladstone

Category: Tree Maintenance,

Commercial under $10,000

Project goal and scope of work: To retain the original appear-

ance of the tree as much as possible, while performing

procedures necessary to stabilize the tree and minimize hazards

to the public. An in-depth examination of the tree showed

greater amounts of sound wood in the bole of the tree and less

decay in the root system than expected. We proceeded with

careful crown thinning and crown reduction in order to provide

a smaller more compact crown area, combined with cabling to

an installed

power pole for

support. This

a p p r o a c h

allowed us to

meet the objec-

tive of retaining

as much of the

original appear-

ance as possible

while providing

a more stable,

less hazardous

tree. 

What is Excellence? 
In any art or profession, excellence is only attained by persistence and

hard work. Excellence goes beyond doing a job and getting paid.
Excellence is what drives us and what helps define us as professionals in

our chosen field. It is truly the lifeblood of a profession.

Founded 10 years ago, Excellence in Arboriculture is a program that rec-
ognizes tree care companies large and small that have achieved

excellence in their work. This year, TCIA highlights 23 projects as diverse
as this industry that all represent excellence in arboriculture.
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Excellence in Arboriculture Awards

2004 Grand Award Winners

The design team's vision real as life – a branching col-
umn that blends into the woodland environment and
compliments neighboring Reta red maple.

Large stem that failed is to the left. A root crown excava-
tion around the entire root flare was performed to
determine extent of decay, presence of anchoring roots.
Note cavity in main stem, Bicentennial plaque.
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SavATree

Bedford Hills, N.Y., 

Liberty Island Allee

National Park Service

Category: Tree

Maintenance

Commercial over

$10,000

Project goal and

scope of work: To

reestablish the architec-

tural intent by restoring

the original design for

the entrance on the west

side of Liberty Island,

which intended the

allee of trees to provide

a natural line of sight

and draw attention

upward to the Statue,

create areas of shade for tourists, and emphasize the promi-

nence of the Statue of Liberty as the centerpiece of the entire

island. We performed young tree pruning, canopy elevation

and crown cleaning on 100 Littleleaf linden trees. Their

upright form was restored by promoting a dominant central

leader with the reduction of co-dominant stems through sub-

ordination.

Treeworks Ltd.

Montpelier, Vt.,

Sea Island

Company,

Sea Island, Ga.

Category: Tree

Maintenance

Commercial over

$10,000

Project goal and

scope of work: to

maintain health and

vigor of trees moved

to the site of the G-8

Summit. Expedite

establishment of 500-

plus trees transplanted to new golf course. Create management protocols

and instruments. Trees were very large transplants (20-41 inches) and

most were moved with as much as 50 percent less root system than rec-

ommended. Except for those at the Cloister, an old hotel site, all were

moved directly from the forest with no preparation. The Cloister will not

only have the old building components the local community has come to

love, but the same old trees as well. The oak that President Bush greeted

dignitaries under, previously just a forest tree, has been catapulted to

celebrity status. The North End golf course is stunning; largely due to the

mature trees throughout that would surely have perished if contractors

had tried to build the course around them.

Wachtel Tree Science & Service

Merton, Wisc.

Gardner Double Vista Project

Category: Tree Maintenance

Residential under $10,000

Project goal and scope of work: to provide adequate and pleasing vistas of

the Milwaukee River with its wildlife and boating activity; adequate and pleas-

ing vistas of the house from the river that accentuate its setting and landscaping;

provide a safe play area for the Gardner’s children and their friends and rela-

tives who often visit; additional light for the entire property, both for the desired

ambiance and for the numerous woodland plantings that Mrs. Gardner has

established; maintain a complete canopy of trees, preserving many of the inter-

esting canopy strata, and preserving the natural look of the forest community;

and, to provide improved walking access to all areas of the property, particularly to the river. Trees were selected and marked for removal

that were either defective, leaning, inferior species, species with great insect or disease potential, trees spaced too closely to other more

superior individuals, or were needed to open key sight lines deemed most important by the client. Maintenance pruning plan looked for

any residual hazard. After the pruning plan was completed, the wood chips were used to enlarge and extend a connecting path through the

woods that leads down to the river. We retained sufficient trees to maintain the integrity of the forest canopy and still achieve vista and

light goals. The greatest impact will be the visual appeal of the river viewed from the house and the house viewed while boating on the

river. The beautiful park across the river from the Gardner’s is now visible and adds to the visual appeal of the river. This was achieved

without sacrificing the natural setting, but in fact unifying the natural setting with the man-made elements.
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2004 Grand Award Winners

A post-pruning shot of the SavATree volun-
teers shows some of the definition created
within the allee of linden trees.

Thirty to 40-inch dbh oaks with safety fences installed.

View to the river: the natural woods, landscaping and paths accentuate the
house nicely. All ready to enjoy some company!
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Collier Arbor Care

Clackamas, Ore.

The Signature Oak at the Oregon Garden

Project goal and scope of work: To extend the life span of a 400-year old oak
tree and protect it from trunk and branch failures. Restore the oak grove and
area around the Signature oak to a natural condition that existed before
Europeans inhabited North America. Protect the Signature oak from com-
paction by garden visitors by fencing and path construction. Improve the
appearance and health of the tree. Manage insect and disease on the tree to pre-
vent long term health problems. Worked with the Oregon Garden Oak Grove
Committee to restore the native oak grove stand and preserve and maintain the
Signature Oak. Our company installed six cables in the large oak tree to pre-
vent trunk and branch failures in a tree that has a history of branch failures and
a potential for a trunk failure from a co-dominant trunk crack. In addition the
tree crown was cleaned by removing dead or broken branches 2-inches in diam-
eter and larger. Some partially broken branches were allowed to remain to maintain the natural appearance of the tree and provide
educational opportunities about hazard trees to the public. Soil and leaf tissue tests were performed to determine nutrient levels and iden-
tify any deficiencies. Fertilization program was recommended. Invasive plant species like Himalaya blackberry were removed and existing
native species such as camas, which was an important source of starch for Native Americans, were conserved.

Heritage Award

On Earth Plant

Care Specialists

Inc.

Putnam, Va.

West Point

Foundry Reserve,

The Scenic Hudson

Land Trust

Category:

Technical Rigging

Project goal and
scope of work:
Protect the archaeo-
logical fabric of the
industrial ruins; protect the public who visit the preserve; advance
the work of the archaeological field crew and their safety; improve
the overall health of the forest; create a more scenic landscape; and
take down large trees and move the pieces without jeopardizing the
sensitive integrity of the historical elements (walls, foundations,
furnace, underground systems, etc.) safely. Using technical rig-
ging, we took down approximately 80 trees on site. We pruned
some, relocated the wood in saw-log length, and turned some into
firewood. We set up multiple pullies, so as to be able to redirect the
wood to where it could only be handled (wood collection locations
were specific designated areas.) Large areas of the site were inac-
cessible to vehicles. The safe working load of rigging systems
varied because most of the time we used two pulleys up in two sep-
arate trees, and a pulley or a butt-line hitch in the tree coming
down. We picked up the wood off the ground/or lowered from the
tree, redirected it with speedlines to the road or a landing site.
Minimum contact – minimum impact or none at all.

Swingle Tree

Company

Denver, Colo.

Green Gables Tree

Relocation

Green Gables

Country Club

Category: Tree

Relocation

Project goal and
scope of work:
Participate in com-
pletion of tree
inventory. Evaluate
health of trees in existing inventory. Determine potential for suc-
cessful relocation using condition rating method from The Guide
for Plant Appraisal. Consult with architect to find sites for suc-
cessful relocation of healthy specimens. Direct care of trees prior
to, during, and after relocation. Ultimately, utilize as many existing
trees and incorporate them into redesigned/renovated golf course.
Utilizing architects blue prints, determine trees in the “clearing
plan.” We rated the potential of 441 trees in clearing plan using
condition rating system. We produced a spreadsheet to determine
candidates for relocation. Met bi-weekly with golf course superin-
tendent, club general manager, and greens committee members to
manage and direct tree relocation as golf course was renovated.
After the irrigation system was shut down/torn up in fall 2003, we
directed the watering schedule for large conifers. We directed bark
beetle applications prior to and after the relocations were complet-
ed. We worked with the lead golf course architect to determine
locations for specific trees.

2004 Grand Award Winners

In this photo, taken in May 2004, the transplanted Linden
is in full leaf following relocation.

The massive size and branch spread of the Signature Oak dwarfs people at
an Arbor Day ceremony.

This photo shows some rigging and the wood being cut.
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Hartney Greymont

Needham, Mass.

Boston Harbor Island Tree

and Youth Project,

Olmsted Center for

Landscape Preservation

Category: Tree Maintenance,

Commercial under $10,000

Goal: Partake in a coopera-

tive effort to introduce

arboriculture as a field and pro-

fession to inner city youth.

Showcase and develop basic tree climbing and pruning skills in conjunc-

tion with Boston Urban Youth Tree Workshop to inner city youth. To

increase the public’s safety by reducing the hazard potential of selected

trees and improve scenic vistas at the historic Boston Harbor Island’s State

Park. We were contracted to perform the tree care operations for George’s

Island and Thompson Island with oversight provided by the Olmsted

Center for Landscape Preservation. Work accomplished included safety

pruning and deadwood removal to improve safety and structural integrity

of the trees. Several trees showing signs of severe deterioration were

removed to eliminate hazard conditions.

Aspen Tree Expert Co. Inc.

Jackson, N.J., and

Beranek Publications

The Tree House Project 

Category: Tree Maintenance,

Residential under $10,000

Goal: To reduce the liability to the

clients while preserving the aesthetic beau-

ty and primary structure of a giant

redwood. The proposed work was meant to

reduce the hazards in order to protect the

many tourists who enter this tree each year.

Bartlett Tree Experts

Stamford, Conn.

Root Invigoration and Cloning of

Theodore Roosevelt Copper Beech,

Sagamore Hill National Historic Site

Category: Tree Maintenance

Residential under $10,000

Goal: To preserve an historically signifi-

cant tree that had begun to show signs of

decline, and to assist in the cloning of this

tree so that identical copies may be available

for future generations, and to care for other

trees of significance on this historic site.

Hughes Tree Service

Gretna, Neb.

Watanabe Estate

Category: Tree Maintenance,

Residential over $10,000

Goal: To remove all dead, diseased and

hazardous trees; prune out storm damage

from an October 1997 snowstorm; prune

trees to reduce the spread of disease;

restore the natural beauty of the trees;

remove invasive vegetation damaging

specimen trees; and preserve as many of

the trees as possible.
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Awards of Distinction

Crab apples after pruning. Hughes also removed under-
brush that was crowding out Concolour firs that line the
property.

Scenic vistas were enhanced while reducing safety 
hazards.

Three local Bartlett offices contributed employees and
materials to perform a “Root Invigoration,” creating opti-
mum conditions for fine root growth.

The 2003 crew that was assembled to perform the prun-
ing on the tree.

Prepare now for ’05 Excellence Awards
The Excellence in Arboriculture program is a

time-honored program to recognize and promote

the best tree care projects in the industry. Entry

requirements are simple and flexible, and there

are many categories in which work will be

judged. If you think you can’t compete with larg-

er firms for Excellence Awards, think again! The

companies featured here are small, medium and

large-sized firms. Entries are not judged against

all other entries, but against standards of quality

tree care. All deserving projects win awards, not

just the one deemed best in its category.

TCIA plans to add even more project class

and size categories for Excellence 2005. If

you are a TCIA member and have one or

more projects you are particularly proud of,

invest the small amount of time to enter. The

rewards are well worth it. For more informa-

tion or entry forms, call Peter Gerstenberger

at 1-800-733-2622.
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The Davey Tree

Expert Company

Kent, Ohio

Holding Strap for

Felling

Category:

Technical Rigging

Goal: To develop

a tree felling tech-

nique that would

allow the saw oper-

ator to complete his

or her felling plan

and safely exit the

felling area before the tree is put into motion (for a hazard tree or

tree with no escape route, this would place all parties in the clear

prior to executing the final leveraged pull.) 

Busy Bee Tree

Service

Novelty, Ohio

Kent State

University 

Beech Relocation

Category: Tree

Relocation

Goal: Removal

and relocation of

two tricolor beech

trees that were going

to be killed and dis-

posed of to create a

new delivery/load-

ing dock for the Student Center, saving a valuable resource for

present and future generations using the university.

The Care of Trees

King of Prussia, Pa.

Ann’s Choice, Erickson Retirement

Communities

Category: Construction Site Tree

Preservation

Goal: To provide arboricultural care for

the trees of significance in the tree preserva-

tion areas to minimize impact from the

construction process. All design elements,

including grading fills, and reviewed using

the critical root zone (CRZ) as a reference

point. In particular, two dozen 75-year-old

Chinese Chestnuts were preserved and serve

to make up the central courtyard and outdoor

gathering area of this retirement community.

R-TEC

Falls Church, Va.

National Zoo Farm Exhibit,

Smithsonian National Zoo

Category: Construction Site Tree

Preservation

Goal: to assure the survival of several

large trees during the demolition of the 50-

year-old exhibit and during the

construction of New Farm Exhibit. We

provided technical expertise during the

design of the project. Performed Tree

Preservation measures during demolition

of old exhibit construction of new exhibit.

Provided after-care and monitoring upon

completion of new exhibit.

Living Tree Care

Hillsboro, Mo.

Heritage Oaks Lightning Protection

City of St. Louis – Forestry Division

Category: Tree Maintenance

Commercial over $10,000

Goal: To safeguard seven of the oldest

and most valuable trees in the city park

with lightning protection. The department

of natural resources was concerned with

the health and longevity of the trees and, if

a grant was awarded, this city’s forestry

division would be able to hire a tree firm to

do a variety of work on approx. 600 trees.

We chose the lightning installation to high-

light here.
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The trees serve as a focal point in the courtyard.

The back strap is cut with 5 inches of vertical separation
above the plunge cut. The two cuts bypass each other.

Second tricolor beech in full leaf; taken May 23, 2004.

New Kids Farm exhibit accentuated by large trees. An action shot of the lightning protection being placed at
Heritage Oaks.
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A Native Tree

Service

Miami, Fla.

Historical Deering

Estate Tequesta

Burial Mound

Live Oak Trees

Category:

Heritage

Goal: To stabi-

lize this historic

tree from problem-

atic conditions,

which appear to exist due to the damage sustained during

Hurricane Andrew in 1992; minimize the disturbance of the

Historic Tequesta Indian Burial Mound on which the tree sits;

and, allow the park’s patrons to access the trail and boardwalk

path around the historic burial mound without fear of branch

failure from above.

Greenskeeper

Environmental

Ashton, Md., 

Anne Arundel County

Reforestation

Category: Tree

Maintenance,

Commercial over

$10,000.00

Goal: Three separate

projects for Anne Arundel

County, Md. – Magothy

Estates, Boyle Property, and Henderson Property. The Magothy Estates

and Boyle projects involved reforestation of the 25- and 100-foot buffers

on tidal tributaries to the Chesapeake Bay. The Henderson project involved

a riparian stream planting to stabilize a slope that was previously graded as

part of a county storm drain improvement project. In general, the goal for

all three of these sites was to remove all invasive plant species, and any

hazardous trees and then re-plant with a wide diversity of native plants. 

Swingle Tree Company

Denver, Colo.

Green Gables Country Club

Tree Maintenance

Category: Tree Maintenance,

Commercial over $10,000

Goal: To manage, direct,

supervise and consult for tree

care at an older, established

Denver-area country club. 

Winkler’s Tree Service

LaGrange Park, Ill.

St. Mary Cemetery,

Evergreen Park, Ill.

Category: Tree Maintenance

Commercial over $10,000

Goal: To improve the health,

safety and appearance of large,

mature trees on approximately

25 acres. Safety was of para-

mount importance as the trees

overhung thousands of head-

stones and graves.

Swingle Tree Company

Denver, Colo.

Green Gables Construction

Site Tree Preservation

Green Gables Country Club

Category: Construction Site

Tree Preservation

Goal: Preserve as many trees

as possible on the old golf

course and utilize them on the

new course design. To ensure

that the largest possible trees

were relocated and help them

survive and establish.

Living Tree Care

DeSoto, Mo.

Father Dickson Cemetery

Category: Heritage

Goal: To bring this historic

black cemetery back in annual

stages. Dead trees are to be

removed, stumps ground, vines

cut, and weeds pulled. This year

we divided 100-plus volunteers

into categories of brush cutting,

weeding, mulching and brush

dragging. Our crew did most of

the cutting and all the chipping.
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Awards of Distinction

Planting in action – Notice the small black container that
is being used for the slow release fertilizer that was
added to the backfill at the time of planting.

Vines had to be cut and brush cut and
dragged. Footing was precarious due to
sunken graves.

Spring application to help prevent spruce
ips beetle attack on mature spruce
throughout golf course.

Professional trimming magnified the
classic vase shape of this honeylocust.

Very old silver maple – Key trees on the
golf course were pruned for health and
safety. Pruning was restricted to dead-
wood and hazard limb removal. 

This subordination cut was made where the bark was
missing to lessen the weight. Removal of leader was
avoided as the 30-inch-diameter cut probably would
have increased decay lower into the tree.
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Aerial Lift’s Ernie DePiero Raised the
Bar for the Tree Care Industry
W

hen Ernie DePiero passed

away in early October at the

age of 70, his twin legacies in

business and in life are what people talked

about most.

Not many people know the story. They

may know him as founder of Aerial Lift

Inc., one of a handful of manufacturers of

aerial lifts and the only major maker devot-

ed to the tree care industry. Some may also

know him as a yachtsman and accom-

plished amateur photographer. 

What they don’t know, most likely, is

that Ernie DePiero’s is an American story.

He was a Milford, Conn., farm boy who

went to work for the local aerial lift manu-

facturer sweeping floors, later repairing

broken equipment and ultimately coming

to the realization that he could make a bet-

ter product. That’s the Ernie DePiero

business story.

But those who were close to him, and

there are many, all agree that no matter

who you were – employee, customer or

someone in need – Ernie DePiero would

treat you like family. 

“He put his heart and soul into the busi-

ness,” says his daughter Cheryl DePiero,

who now shares the burden of carrying on

in Ernie’s tradition. “He talked to the end

of his days about his baby – the business,”

she adds, “but it was always thoughts of

others, not himself.”

Cheryl says (with the same modesty that

Ernie was known for) that Ernie lived his

whole life in Milford and graduated from

the local high school. He was pretty much

self-taught, she says, a hands-on person.

“There wasn’t anything he wouldn’t try.

Dad’s view was always to take care of the

customer. It was something he learned

when he started off in the repair business.”

As the story goes, Ernie began sweeping

floors and later moved through the ranks as

a mechanic for the now-defunct Tey manu-

facturing plant, maker of the Skyworker

“bucket.” When Skyworker production left

town, Ernie was left without a job. Like the

subject of every good American success

story, Ernie decided to open his own lift

repair shop right there on the family farm.

His mission then was to support regional

tree service owners. That was in 1958. A

photo of the first check still hangs in the

president’s office. 

In the intervening years, Ernie and his

repair business blossomed. More and

more, he and his team were being called in

to make repairs or safety modifications to

improve aerial lifts used largely in tree

care. By 1979, Ernie was convinced he

could make a better lift, confident he could

design-out most of the problems of the day.

“He wanted to make one – to build one

product, one good, rugged product – to

keep it top-notch and make it for the tree

care industry,” Cheryl says. “That meant

quality work and, often, custom work.” 

In 1979 the first units rolled out, the

AL45. Today, the company makes four

models, all for the tree care industry.

Customers these days include tree care pro-

fessionals, utilities and municipalities;

field repair and maintenance crews criss-

cross America.

Some people, but not many, know that

when the tree care industry was maturing,

Ernie and his company were among the

first to push for what would become TCI

EXPO and Tree Care Industry magazine. 

When it comes time to reflect on an

industry pioneer, it is typical to turn to the

industry leaders for comment. But that’s

not the reason TCI contacted Gregory S.

Daniels, chairman of the board of the Tree

Care Industry Association. Rather, it was

for his longstanding personal and business

association with Ernie. Daniels is president

of the F. A. Bartlett Tree Expert Co. of

Stamford, Conn., founded in 1907. 

“I first met Ernie probably 35 years ago,

and we’ve been friends ever since,” says

Daniels. “I knew him when he was repair-

ing buckets and was the authorized

Skyworker repair shop. In the late 1970s,

he developed his own product. If my recol-

lection is correct, Bartlett bought his first

three production units. Since then, we’ve

purchased hundreds. (Bartlett is a family-

owned, multinational tree care business

with more than 1,500 employees.)

“Ernie was a guy the industry just

admired as a supplier of quality products

and service,” continues Daniels. “He was

my personal friend. His generosity went

beyond what most people would imagine.

He was an industry cheerleader and he

would give someone the shirt off his back

if need be. But he was very modest and

didn’t have an ego about things he did to

help people. He never sought the lime-

light,” notes Daniels. Even now, Daniels

knows of things Ernie did for others, and

out of respect will not share them.

“Ernie didn’t have an enemy in the

world. He was a guy you could sit down

Ernie DePiero, aboard his boat.
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with and talk about anything. He was open

minded about his lifts, because he was

focused on one thing – designing them for

the tree care industry,” Daniels says. “He

was known for unparalleled service. Ernie

stood behind everything he built ... never a

question. The industry lost a true pioneer.”

That sentiment was echoed by Oscar

Stone, director emeritus of the Connecticut

Tree Protective Association. “Ernie was

very helpful to the Connecticut Tree

Protective Association. He was given an

award from them ... for his support of the

association,” says Stone.

Stone says he knew “Dip,” laughing as he

explained that was DePiero’s nickname,

since the 1950s, when Stone was involved

with the former Alpine Tree Care in White

Plains, N.Y. “He had some engineer design

the aerial lift that he first made, and it was

improved by others. In my opinion, that was

one of the best and safest aerial lifts we had

in this country,” Stone says.

Stone says Alpine at one point was going

to buy lifts from another company because

Ernie couldn’t produce the number they

needed for their fleet, but Stone pushed for

Ernie’s product. “Because, if your truck was

down, he’d send a truck out to work on it.”

Stone recounted being up in Plattsburgh,

N.Y., and having a hydraulic hose go in the

elbow of the lift. He figured he’d lose a

couple of days waiting for repairs. But he

called Ernie and Ernie had a repair vehicle

meet the truck in Saratoga and make the

repair so the truck could go right back into

service. “That’s the kind of service he gave

everybody,” Stone says. “I can’t tell you

how much I appreciated Ernie.”

Regarding the future of Aerial Lift, the

company will continue as it has with the

same values, according to Cheryl DePiero.

“We’ll continue to do it Dad’s way,” she

says, adding, “I miss my dad’s daily input

and I respected his keen knowledge of the

business. He will be missed by all.”

In Ernie fashion, the family asked that

contributions in his name be made to the

St. Jude Children’s Research Hospital, 501

St. Jude Place, Memphis, TN 38105.

TREE CARE INDUSTRY – DECEMBER 2004 31

Please circle 20 on Reader Service Card

Please circle 5 on Reader Service Card

Ernie DePiero, right, with friend and legendary tree man
Oscar Stone. Stone was a fixture in arboriculture in the
Connecticut/northeastern New York area for many years,
one time affiliated with Alpine Tree Care (now part of The
Care of Trees).
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Rigging for Removal
Two video set focuses on techniques and equipment work-
ers can apply in the field. The “rigging team” is made up of
experts Don Blair, Ken Johnson and Robert Phillips. Includes
Basic Rigging, Technical Rigging and workbook. 4 ISA CEUs.

RIGSET  Rigging for Removal Videos (2 videos & workbook)
Regular Price: $162  
On Sale: $137.70/Online: $129.60
(Members: $81) 

Each sold separately:
ADVRIG Technical Rigging or BASRIG Basic Rigging
Regular Price: $90 
On Sale: $76.50/Online: $72
(Members: $45)

RIGWKBK Workbook only
$10    (Members: $8)

Hazard Tree – Risk
Assessment & Mitigation
for Tree Workers (DVD)
Should workers climb this
tree? Now you have the tools
to make a safer assessment.
This DVD contains brilliant,
full motion video. Navigate
instantly to any section, use
slow-motion to make a point,
or freeze a frame during
question & answer. Up to 3
ISA CEUs. 

VHAZDVD Hazard Tree –
Risk Assessment & Mitigation
for Tree Workers DVD
Regular Price: $95  
On Sale: $80.75
Online: $76
(Members: $56.25)

Hazard Tree – Risk
Assessment &
Mitigation for Tree
Workers (VHS)
Now available in VHS
format. All the video
portions of the DVD
in a convenient for-
mat for your VCR. Up
to 3 ISA CEUs.

VHAZVCR Hazard
Tree in VHS format
Regular Price: $95
On Sale: $80.75
Online: $76
(Members: $56.25)

�

Electrical Hazards Videos
This 2 video set is required for TCIA Electrical Hazards
Awareness Program training. Aerial Rescue covers rescue equip-
ment, electrical hazard rescue, personal safety during aerial
rescues and more. Electrical Hazards demonstrates the proper
safety precautions arborists should be using according to
OSHA 1910.269 and ANSI Z133.1 standards. 1 ISA CEU.

EHARK  Electrical Hazards 2 Video Set
SEHARK  (Spanish version)
Above sets includes 2 videos.
Regular Price: $162  
On Sale: $137.70/Online: $129.60
(Members: $81)

Sold separately.
AR  Aerial Rescue Video
1 video only, 1/2 ISA CEU.
Regular Price: $90  
On Sale: $76.50/Online: $72 (Members: $45)

EHT Electrical Hazards & Trees Video
1 video only, 1/2 ISA CEU.
Regular Price: $90 
On Sale: $76.50/Online: $72 (Members: $45)

�

Year-End Video Sale!
Sale runs through 12/31/04

1-800-733-2622 • www.tcia.org/store

Non-Members:
15%  Off all fax, mail and telephone orders!
(20% OFF ALL ONLINE ORDERS)
Online Coupon Code: VIDSALE
Redeem at www.tcia.org/store

TCIA Members:
25%  Off already low member pricing! 
ALL ORDERS!
Online Coupon Code: VIDEOBLWT
Redeem at www.tcia.org/store

formerly the National Arborist Association
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1-800-733-2622

Basic Training for Ground
Operations in Tree Care
Five video set with contribu-
tions from experts such as
Peter Gerstenberger and Bob
Rouse of TCIA, and Ken
Palmer of ArborMaster. Titles
are: An Orientation to the
Arboriculture Profession, Vehicle
Safety, Job Planning &
Preparation, Working Safely &
Efficiently, and Brush Chipper
Operation&Maintenance. 5 ISA
CEUs.

BGW Basic Training for
Ground Operations Set
Set of 5 videos & workbook.
Regular Price: $239.95
Sale Price: $209.95
Online: $191.95
(Members: $149.95) 

�

Each Title Available Separately
Regular Price: $59.95    
Sale Price: $50.96/Online: $47.96
(Members: $31.87)

BGO 1. An Orientation to the Arboriculture Profession
(Length 11:57)

•Some of the benefits and aspects of tree care as a 
career choice

•How to recognize and avoid the common hazards 
associated with tree work

BGVS 2. Vehicle Safety  (Length 9:30)
•Pre-trip vehicle inspections
•Defensive driving & traffic control
•Backing up & dumping

BGJP 3. Job Planning & Preparation  (Length 11:42)
•How to perform job site inspections
•The importance of the work plan, the job briefing and 

emergency preparedness

BGWS 4. Working Safely & Efficiently  (Length 21:09)
•Safe, efficient procedures and practices
•Topics such as assisting the climber, chain saw operation, 

command & response, and much more!

BGCHIP 5. Brush Chipper Operation & Maintenance
(Length 16:07)

•Safe practices with the drum chipper as well as hydraulic 
infeed disk and drum chippers
•Major safety issues associated with hooking up, towing, 
operation and maintenance

Basic Training for Ground
Operations in Tree Care
Workbook 
Tests included in the Ground
Operations workbook are
worth 5 ISA Certification
CEU credits.  

GWWKBK Basic Ground
Operations Workbook  
Workbook only.
$10  (Members: $8)

�

Ropes, Knots & Climbing
Expert tree climbers show
techniques they use every
day to increase safety and
productivity. This video
addresses appropriate ele-
ments of Z133.1, while pro-
viding clear instructions in
many climbing techniques.
Your workers will watch easy-
to-understand demonstra-
tions on the uses of ropes,
knots, carabiners and sad-
dles. Comes with supplement
which includes 50 multiple
choice exam questions,
answer key, safety atten-
dance record form, and step-
by-step illustrations for ten
of the most poular knots.
Provides an excellent
overview of climbing. 3 ISA
CEUs.

RKC  Ropes, Knots &
Climbing
Video (Length 22:00) and supple-
ment.
Regular Price: $90
Sale Price: $76.50
Online: $72
(Members: $45)

�

- 2 -

Year-End Video Sale!
Sale runs through 12/31/04

formerly the National Arborist Association
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�

www.tcia.org/store

Basic Training for Tree
Climbers
International tree climbing
champs Ken Palmer and Rip
Tompkins team up with veter-
an climbing instructor Robert
Phillips to demonstrate the
skills required to become a
top-production tree climber.
Five video set includes: Getting
Started, Rope Installation &
Ascending, Climbing Spurs, Tying-
In & Positioning and Working the
Tree. 6 ISA CEUs.

BC Basic Training for Tree
Climbers Set
Set of 5 videos & workbook.
Regular Price: $239.95
Sale Price: $209.95
Online: $191.95
(Members: $149.95)

Each Title Available Separately
Regular Price: $59.95    
Sale Price: $50.96/Online: $47.96
(Members: $31.87)

BC1V Getting Started (Length 37:00) 
•Pros and cons of the various types of climbing gear
•The importance of a daily gear inspection and pre-climb 

inspection of the tree and site
•How to tie important knots and climbing hitches

BC2V Rope Installation and Ascending (Length 29:00)
•Techniques for installing a throwline
•Detailed instruction in body thrust & footlock climbing

BC3V Climbing Spurs  (Length 18:00)
•Selecting, fitting and maintaining spurs
•Proper spur climbing technique

BC4V Tying-In and Positioning  (Length 21:00)
•Selecting a tie-in point that is safe and effective
•How to advance the climbing line and use the 

personal lanyard
•How to install and use a false crotch or redirect

BC5V Working the Tree  (Length 18:00)
•How to re-crotch and double crotch
•Techniques for limb walking

Basic Climber Workbook 
Tests included in the Tree
Climber workbook are worth 6
ISA Certification CEU credits. 

BCWKBK Basic Climber
Workbook  
Workbook only
$10  (Members: $8)

�

Back Injury Prevention 
Back injuries are one of the
leading causes of lost time in
our industry.  Don’t let pre-
ventable injuries slow your
crew and kill your profits.
Posters and decals that
demonstrate exercises and
proper lifting techniques to
prevent injuries are included.  

BACK  Back Injury
Prevention
Includes video (Length 30:00), decal,
poster and manual. 
Regular Price: $60 
Sale Price: $51
Online: $48
(Members: $33.75)

�

- 3 -

Non-Members:
15%  Off all fax, mail and telephone  orders!
(20% OFF ALL ONLINE ORDERS)
Online Coupon Code: VIDSALE
Redeem at www.tcia.org/store

TCIA Members:
25%  Off already low member pricing! 
ALL ORDERS!
Online Coupon Code: VIDEOBLWT
Redeem at www.tcia.org/store

formerly the National Arborist Association

TCI Mag 12_04_Front_v3.qxp  12/6/2004  4:01 PM  Page 34



Interested parties may pre-register for waiting
lists to attend one of the FREE Electrical
Hazards Awareness Program (EHAP) seminars,
made possible by a federal grant
from the Occupational Safety and
Health Administration.

The grant was awarded through
the Susan Harwood Training
Grant Program, which provides
funding for nonprofit organizations
to conduct training and education
programs for employers and work-
ers on the recognition, avoidance,
and prevention of safety and health
hazards in their workplaces.

TCIA’s Electrical Hazards
Awareness Program (EHAP),
introduced in 1975, has trained
thousands of arborists involved in line clearance
and those working on residential properties near
energized lines. It is widely recognized as the
training standard for complying with OSHA 29
CFR 1910.269 regulations. 

The FREE workshops will provide participants
with most of the formal requirements of an
Electrical Hazard Awareness Training Program
(EHAP). Topics will focus on training require-
ments that serve as a prerequisite for working
within 10 feet of an electrical conductor.
Participants will learn about identifying electri-
cal system components, the presence and nature
of electrical hazards, protective measures avail-
able, and common unsafe acts to avoid.
Workshops will be offered in English and
Spanish, with accompanying TCIA EHAP mate-
rials (a retail value of $135) provided at no
charge in either language. 

Approximately 34 percent of tree care worker
fatalities are related to electrical hazards. These
workshops will help reduce the number of fatali-

ties and injuries in this industry.

TCIA (formerly the NAA) is an
international trade association that
develops safety, education and
management programs and stan-
dards of tree care practices. TCIA is
the only accrediting body of tree
care firms in the United States.

Companies, organizations, groups,
or municipalities interested in
hosting an EHAP workshop in their
area should contact Lee Gilman at
TCIA’s headquarters by calling
1-800-733-2622. 

If you are interested in attending a workshop
please call Amy Waterstrat at 1-800-733-2622 to
pre-register.

Tree Care Industry Association
Announces Federal Grant for
Electrical Hazards Training
30 FREE Full-Day Electrical Hazards Awareness
Seminars to Benefit U.S. Arborists.

Advertisement

Pre-registered parties will be notified of times,
dates and exact locations. Pre-registration is
for waiting list only. At time of notification, full
registration will be accepted.  Seminars will be
located in most major metropolitan regions.

This is NOT a complete certification program. Passing chapter
exams from the manual provided and completing approved
CPR and first-aid courses are also course completion require-
ments which may be used by employers to support designation
of qualified line clearance trimmer status. For more informa-
tion about TCIA EHAP certifications, call 1-800-733-2622 or
visit us online at www.tcia.org.

This material was produced under grant number 46A4-HT33 from the Occupational Safety and Health Administration, U.S. Department of Labor.  It does not necessarily reflect

the views or policies of the U.S. Department of Labor, nor does mention of trade names, commercial products, or organizations imply endorsement by the U.S. Government.
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Allergic Reaction to
Criticism of Article

I recently was forwarded an e-mail from a

reader of Tree Care Industry magazine, in

which a number of rather snide remarks were

made about me and my writing and research.

This was based on an article about allergy-

free landscape trees, written by Janet Aird,

that appeared in the September issue. I would

like to take this opportunity to respond to that

fellow’s remarks and to a few other things I

noticed as I read the article myself just now.

First, the impression in this article is given

that “fruited mulberry” trees are the cause of

considerable pollen allergy in central

Arizona. Actually fruiting mulberry trees are

normally female trees and cause no allergy

problems at all. It is the so-called “fruitless

mulberry” trees that are the male trees, and

these male clones do indeed trigger a huge

amount of inhalant allergy in Arizona and in

a great many other places as well.

Second, it is stated in the article that

monoecious trees are much less allergenic

than dioecious trees, and normally this is not

at all true. It is also suggested that most

monoecious trees (oak, pine, spruce, pecan,

etc.) are self-fertile, and again, this is only

correct some of the time.

Third, it is stated in the article that monoe-

cious trees are “usually pollinated by

insects,” however in truth, monoecious trees

are almost never insect-pollinated.

Fourth, in the article it is said that monoe-

cious trees that have their male pollen

flowers on the top and their female flowers

on the bottom tend to be self-pollinated, often

by gravity, and indeed this is quite correct. In

the opposite flowering system, monoecious

trees where the male flowers grow below the

female flowers, the pollen grains are always

small and light, and these trees are almost

always self-infertile.

Fifth, it is stated that, per the pollen control

ordinance in Albuquerque, N.M., that all

Morus (mulberry) species are prohibited,

however in Albuquerque it is now perfectly

OK to plant any female clones (they are

pollen-free) of any of the dioecious (separate-

sexed) species, including mulberry. 

Sixth, and here the article’s author had it

perfectly correct when she wrote that: “... the

higher the ratio of males that are planted, the

fewer females there are to trap the pollen and

remove it from the air.” 

Indeed, the more male trees that are plant-

ed, the greater will be the amount of pollen

produced. Female trees of dioecious species

DO trap and remove pollen from the air. In

the negative reader e-mail that was forward-

ed to me, it suggested that this last point was

absurd. “This is like saying that a woman’s

eggs trap and remove sperm,” he wrote.

Well, in fact it is not like this at all! A

woman produces one, or on occasion two,

eggs per month. A large female tree in bloom

will sometimes produce hundreds of thou-

sands of viable pistils. And the function of

these (female) pistils is to trap pollen of its

own species – and only of its own species. It

has been known since 1971 that pistillate

flowers on dioecious trees produce a negative

electrical charge. Pollen grains from male

trees float and tumble about in the air and

pick up a positive electrical charge. When

you put the two (- and +) together, you get

what is called “mutual attraction.” The pollen

does not just get to the female purely by

accident by any means. Mother Nature is

more clever than some of us give her credit.

In addition to the large number of female

flowers on a dioecious female tree, it is worth-

while to note also that the tips of these flowers

tend to be broad, and to be sticky. The pollen

is dry. And while each pistil can trap and use

only one grain of pollen for each seed formed,

it has been shown that individual pistils can

and do often trap and hold more than a single

pollen grain. Perhaps the most interesting

aspect of this all is the selectivity involved. If

a pollen grain of a different species of plant

lands and sticks to that pistil, it will be reject-

ed. Likewise, one might expect to find a good

deal of tiny airborne particulates stuck to

these sticky pistillate surfaces, but they too are

rejected and expelled.

The bottom line is this: many monoecious

trees shed a good deal of allergenic pollen

and all of the male plants from dioecious

species shed allergenic pollen. On the other

hand, female trees never form nor shed any

pollen, ever. Female trees are allergy-free

trees.

Tom Ogren

Author of Safe Sex in the Garden
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• 360° Continuous Rotation

• 3” to 54” Grip Area

• Standard Hydraulics 

• 8,800 lb Safe Working load

• Smaller Model Available

• Optional: 9, 12 or 15,000 lb.
 Warn Winch

• Universal Quick Attach

• Class II/III 3-Point 
 Attachment Available 

1-800-457-4613
www.beaversqueezergrapple.com

Designed 
for 

Tree Work!

Letters
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Industry Almanac

Events & Seminars

Dec. 1, 2004
Insect Management in the Landscape 
Michigan Green Industry Association
Doubletree Hotel & Conference Center
Novi, MI
Contact: (248) 646-4992  

Dec. 8, 2004
Landscape and Nursery Weed Control 
Michigan Green Industry Association
Doubletree Hotel & Conference Center
Novi, MI
Contact: (248) 646-4992 

December 9, 2004
Hazardous Tree Identification Seminar
Rutgers’ Cook College
New Brunswick, NJ
Contact: (732) 932-9271 or ocpe@aesop.rutgers.edu.

January 3-7, 2005
Advanced Landscape Plant IPM PHC Short Course
University of Maryland, 
College Park, MD 20742
Contact: Debbie Wilhoit, (301) 405-3913,
debrar@umd.edu or
www.raupplab.umd.edu/Conferences/AdvLandscape/

Jan. 5, 2005
EHAP-Electrical Hazard Awareness Program
Michigan Green Industry Association
TCIA approved, OSHA’s 29 CFR 1910.269 compliant
Doubletree Hotel & Conference Center
Novi, MI
Contact: (248) 646-4992

Jan. 6, 2005
Transplanting Techniques for Sustainable Landscapes
Dr. Tom Smiley and David Boone
Michigan Green Industry Association
Doubletree Hotel & Conference Center
Novi, MI
Contact: (248) 646-4992 

January 7-February 4, 2005
Urban Forestry: Make Your Town a Tree City USA 
Rutgers’ Cook College
New Brunswick, NJ
Contact: (732) 932-9271 or ocpe@aesop.rutgers.edu.

January 10-11, 2005 
2005 Empire State Green Industry Conference
Hudson Valley Resort & Spa
Kerhonkson, NY
Contact: NYS Nursery/Landscape Assoc. 1-800-647-
0384; NYS Arborists (845) 855-0225; or
www.nysnla.org

January 11-13, 2005
Eastern Pennsylvania Turf Conference and Trade Show
Valley Forge Convention Center, King of Prussia, PA
Contact Georgene Thompson: (717) 243-1349 
or georgenethompson@comcast.net

Jan. 13-14, 2005
6TH Annual CSRA Tree, Ornamental & Turf Seminar
Central Savannah River Area 
Julian Smith Casino, Augusta GA
Contact: (706) 854-0926or visit www.empiretree.com

January 19-20, 2005
Annual Mass. Tree Wardens' & Foresters' Conference
Host Hotel & Conference Center
Sturbridge, MA
Contact: Pat Felix, (781) 894-4759

January 19-21, 2005
Kansas Arborists Assoc. 50th Shade Tree Conference 
Topeka, Kansas
Contact: Dr. Charles Long, clong@tctelco.net or
(785) 499-6670

Jan. 20, 2005
Winter Plant ID at Cranbrook – Shrubs 
Michigan Green Industry Association
Cranbrook Institute of Science
Bloomfield Hills, MI
Contact: (248) 646-4992   

January 27, 2005
Northeastern Pennsylvania Turf Conf. & Trade Show
The Woodlands Inn & Resort, 
Wilkes-Barre, PA
Contact: Georgene Thompson: (717) 243-1349 
or georgenethompson@comcast.net

January 27,2005 
Prof. Cert. Applicators of L.I. Trade Show/Conference
Holiday Inn
Ronkonkoma, NY
Contact: Susan (516) 763-2530,
pcaofliinc@groups.msn.com

Jan. 27, 2005
Aerial Rescue – A Closer Look, and Modern Climbing
Techniques – Climbing in The 21st Century  
Michigan Green Industry Association
Sponsored by Tree Care Industry Association
Doubletree Hotel & Conference Center
Novi, MI
Contact: (248) 646-4992 

February 1-3, 2005
New England Grows 2005 Green Industry Conf & Expo
Boston Convention & Exhibition Ctr.
Boston, MA
Contact: (508) 653-3009; www.NEGrows.org 

February 4, 2005
Estimating & Bidding: Charles VanderKooi
Huntington Hilton, Huntington, NY
Contact: Patricia Voges, (631) 665-2250 or
NSLGA2@optonline.net

February 6-10, 2005
Winter Management Conference
Tree Care Industry Association.
Los Cabos, Mexico
Contact: Carol Crossland, 1-800-733-2622, Ext. 106; 
crossland@treecareindustry.org or 
www.treecareindustry.org

February 7-8, 2005
Pennsylvania-Delaware Chapter of ISA 
Annual Shade Tree Symposium and Trade Show
Lancaster, PA
Contact: Elizabeth Wertz (215) 795-0411

February 12, 2005
Long Island Arboricultural Assn. Annual Tree Conf.
Farmingdale State University, Farmingdale, NY
Contact: Jean Brown  516-454-6550, 
liaatrees@aol.com or www.liaatrees.org

February 16 & March 23, 2005
Arborist: Innovations, Techniques & Solutions Seminar
Rutgers’ Cook College
New Brunswick, NJ
Contact: (732) 932-9271 or ocpe@aesop.rutgers.edu.

March 1, 2005 
Nassau Suffolk Landscape Gardeners Association
37th Annual Professional Turf & Plant Conference
Huntington Town House, Huntington, NY
Contact: Patricia Voges, (631) 665-2250 or
NSLGA2@optonline.net

March 4-5, 2005
Ecological Landscaping Assoc.
2005 Winter Conference & Workshop
Marlborough Royal Plaza Hotel
Marlborough, MA
Contact: (617) 436-5838; www.ecolandscaping.org

March 10-12, 2005
TCI EXPO Spring
Tree Care Industry Association
EXPO March 10-11; Outdoor Demo Day March 12
Long Beach, CA
Contact: Carol Crossland, 1-800-733-2622, Ext. 106; 
crossland@treecareindustry.org; www.tcia.org

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

Send your event information to:
Tree Care Industry, 

3 Perimeter Road, Unit 1,
Manchester, NH 03103

or staruk@treecareindustry.org
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The seminar, “Improve your Business

with TCIAAccreditation,” drew a standing

room only audience at TCI EXPO in

Detroit in October.

Run by Bob Rouse, TCIA’s director of

accreditation, the seminar was scheduled

for an hour but ran well over the allotted

time as Rouse fielded numerous questions

from interested companies. 

If you would like information on how to

improve your business through TCIA

Accreditation, you can:

� Call Bob Rouse at 1-800-733-2622 

� E-Mail Ritchotte@tcia.org, or

� Log onto the TCIA’s Web site

(www.tcia.org) and click on the

Accreditation link. At the bottom of

the page there is another link for

requesting information.

Also, there will be another seminar on

Accreditation at TCI EXPO Spring in

Long Beach in March to help those who

have begun the Accreditation process.

Join the 35 tree care industry companies,

representing 38 branch offices, currently

working toward Accreditation. Call to sign

up today.

Accredited Companies as of Nov. 5, 2005
Name: City State Branches

Buckley Tree Service New Berlin WI 1

Collier Tree Service Clackamas OR 1

C.L. Frank Company Northhampton MA 1

Gary’s Tree & Shrubbery Service Inc. Emmaus PA 1

Owen Tree Service Attica MI 1

The Natural Way, Inc. Englewood CO 1

SavATree-Norwalk branch Norwalk CT 1

Swingle Tree Care Denver CO 1

Tree Specialists Holliston MA 1

Total Accredited Companies - 9

Total Branches Accredited - 9
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Accreditation Seminar Wow’s Crowd at EXPO

Call Toll Free 888-340-1756  or  570-401-3972
Visit Our Website…..www.mickeysbuckettrucks.com….for special offers.

Mickey’s Truck & Equipment Sales, Inc.

RR 2 - Box 509
Sugarloaf, PA 18249

Financing
Available!!

Flexible 
Lease Options!!

’94 & ’95 GMC and Ford Chip
Trucks, Gas & Diesel

1991-96 GMC & Ford LRIII
Forestry Trucks, 60 ft. WH

Gas & Diesel low miles

1991 GMC Topkick/4 Ton Hiab 
 Knuckle Boom, Remote Control,

25’ Hook Height, 3116 CAT Diesel, 
Automatic, $19,900

2004 Int 4300 XT60 Terex Telelect
/Rev Mount Flat Bed, 65’ WH, 4

Outriggers, DT 466 Diesel
/215 HP, 6 spd. $84,900

2000 Sterling LT7500 T/A 22 Ton Boom Truck
w/Terex-RO-BT4485, 85’ – 4 Section Boom,

CAT 3126, 8LL Spd. Trans., A/C, Cruise
Control, 20’ Flatbed,  $88,500

New 2002 GMC 8500 XT 60/70 Forestry Bucket,
75’ WH, 8.1L, 494 Cu. In., V-8, 6 Spd.,

001900 Miles, Pony Motor, Cruise Control,
Excellent Condition, Like New!!   $93,900
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You do everything the right way so     
  why not get recognized for it? 

Get your company Accredited!

Call TCIA at 800-733-2622 and talk to Bob Rouse or Kathy Ritchotte for more information 
and to order a free information package.  Also visit www.treecareindustry.org to find out 

who is Accredited, or working on getting Accredited, in your area.

I need tree work.
Have you ever used
Jack's tree service?

I don't know 
"jack" about Jack.

Please circle 47 on Reader Service Card
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By David Rattigan

C
ustomers usually don’t notice them

at first. They walk in to Merrow’s

Inc., a lawn and garden outdoor

power equipment shop in Amesbury,

Mass., to a display room filled with models

of new trimmers, snow-blowers, chain

saws and other outdoor equipment and

accessories. But at some point, their eyes

drift up, and they notice the row of old used

chain saws with chipped-yellow paint.

Then their eyes get wide.

These are McCulloch chain saws, for a

time THE name in American-made chain

saws. Across the top shelf of his shop’s

public area, stretching across the length of

two walls, Bob Merrow has a display trac-

ing the evolution of McCulloch’s one-man

chain saw.

“That one’s from the late ’40s or early

’50s,” Merrow says, pointing to the oldest

one, a model 325. “I think they came out

with that saw in 1949, if I’m not mistaken.

(He is correct.) McCulloch started with

chain saws before that, but that was the

first one-man.”

There are 23 chain saws on the shelves,

running from the Model 325 through the

years to the Mini-Mac 1, which was made

in the early 1970s. “This is a broad cut of

what they had through the years,” Merrow

says. “It’s not every model, but this shows

the different models and styles they had.”

Included in the collection are a few

unusual pieces, like the one fashioned after

the Model 33, but designed for a left-hand-

ed person. It was produced but had short

life. “I thought it was a prototype, but they

actually brought it out as a production

saw,” Merrow says. “It had some prob-

lems, so they recalled the whole bunch. It

didn’t work the way it was supposed to.”

Anther unusual one is the BP-1 two-

cylinder saw. “It used one, basically, as a

supercharger,” Merrow says. “One cylin-

der pumped air into the second cylinder, to

get more horsepower.”

Duplicates of as many as 10 of the mod-

els on the shelves are kept in back rooms

(Merrow admits to being something of a

pack rat). There is also a No. 549 two-man

Bob Merrow, left, waits on customers who seem unaware of the chain saw collection perched overhead. It is hard not to
notice the wrap-around shelf filled with old McCulloch chain saws. Below, a customer is pressed into service to help
retrieve one of the collection from the display.

Collection
Exposes
Evolution of
Chain Saws
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saw on the premises. “We don’t have room

for that out here,” Merrow says. “I’ll prob-

ably hang it off the beams (at some future

point), but we’ve got to hang it real well, so

nobody gets hurt.”

Merrow, 52, has been working at the

store, founded by his father, since he was

14 years old. He began repairing chain

saws at age 16, and says of his collection,

“These are what I grew up with.”

He will still get the occasional request

from the owner of an old McCulloch, ask-

ing if he can repair it. He once bet a

salesman that he could disassemble a Mini

Mac in 10 minutes, and – using an air tool

– had the thing opened up with time to

spare. Because he’d known the bet to be a

lock, he never took the guy’s money.

In addition to repair calls, he’ll often get

calls for parts that have been out of circu-

lation for years. In part because of

Merrow’s self-confessed packrat tenden-

cies, he can frequently comply (as he also

can for Simplicity or Bobcat products, two

other longtime lines). He estimates that

he’s got 3,000 McCulloch parts.

“I once had a customer that moved to

Montana, and they had an old McCulloch,

a Super Pro-81 that they bought off me,” he

says. When a part broke, they called all

around that state trying to find a replace-

ment. Finally, the woman called Merrow,

who sent her the part. “By the way,” she

told him. “If you ever come out here,

you’re staying with us.” 

Frequently, he says, tools have sentimen-

tal value, having been passed down from a

father or an uncle.

Bob Merrow’s father, Dan, started his

business from his own father’s garage in

Amesbury in 1939, repairing outboard

motors. He eventually expanded the busi-

ness and started selling as well as repairing.

He moved the location twice, the latest

move occurring in 1956, to the current

location on Route 110, a fairly busy road in

a semi-rural area of northeastern

Massachusetts. The business sells and

services outdoor lawn and garden power

equipment, including snow blowers, lawn

mowers and trimmers, outboard motors,

and more, including, of course, chain saws.

Merrow estimates that 25 percent of his

clients are professionals, including “a

bunch of tree guys.”

His dad began selling McCulloch chain

saws in 1950.

“He sold his first one April 10, 1950.

That’s just one of those facts you remem-

ber,” says Merrow, who tried to locate that

saw when the family celebrated the store’s

50th anniversary in 1989, when

McCulloch was running a contest to locate

the oldest saw it could find. He found the

original customer, and the person who had
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At left, Bob Merrow with the oldest piece in his collection,
a model 325, manufactured in 1949.
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purchased the saw from that customer, but

the saw had been put in the trash. “I only

missed by about a month,” Merrow says.

Although companies in Europe had

already introduced the one-man chain

saw before McCulloch produced one in

1949, McCulloch was the leader in the

American market. Founder Robert

McCulloch was an innovator who devel-

oped chain breaks, and McCulloch was

one of the first companies to use an all-

position carburetor (allowing the saw to

be tipped in any direction). “Before that,

you had to turn the bar to make cuts,”

Merrow says, a step that obviously

slowed down the cutting process. 

McCulloch was also the first company to

produce a saw lighter than 10 pounds, in

1967.

Robert McCulloch died in 1975, and not

long thereafter the company was sold to

Black & Decker, one in a succession of

corporate owners the company has had

since. While McCulloch had traditionally

sold its product through licensed dealers,

Black & Decker brought the saws to mass

merchants. Eventually, Merrow’s began

selling other lines, and stopped selling

McCulloch. [In 1999, McCulloch’s North

American operation was purchased by

Jenn Feng Industrial Co. Ltd, a Taiwan-

based manufacturer. Jenn Feng currently

manufactures McCulloch chain saws and

MTD is the distributor for McCulloch in

North America.]

Merrow put up the first saws in the col-

lection in the mid-1990s. The family is still

friendly with Bill Stantial, a product repre-

sentative for EDM, a power equipment

distributorship, and his family. Stantial’s

dad, the late Elliott “Stan” Stantial, found-

ed the Stantial-McCulloch Co. Inc., the

manufacturer’s distributorship in Greater

Boston, and Merrow’s was one of one of

his first dealerships. 

“My dad had a big old barn,” Bill Stantial

recalls. “We were cleaning everything out,

and my mom was moving, and we found

these old chain saws. They were more

museum pieces than anything. I thought of

Merrow’s immediately.” There were six

different old McCulloch chain saws, which

were offered to Merrow. Bob Merrow

already had a few of his own, and when

they were placed on the top shelf of his dis-

play room, the collection took shape. They

were a curiosity for customers, who began

making donations to add to the collection.

“People will come walking in, carrying

an old saw, say, ‘Here’s one for your col-

lection,’ set it down, and walk out the

door,” Merrow says. “This Mac 15? A guy
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dropped it off here to have it tuned up. He

came back to pick it up, walked out to his

truck, had it out there idling for a bit, then

came back and set it on the counter. He

said, ‘I’ll never use it – put it up with your

collection.’ ”

“I don’t think it’s worth anything,”

Merrow says. “A lot of people will come

in, take a look, then get a funny look on

their face, especially if they know anything

about chain saws.”

Merrow enjoys the juxtaposition

888.531.9502
www.safeguardventures.com

Kickback injuries strike
tens of thousands of

chainsaw users each year. Now, keep
your crews safer, help prevent lost-time
accidents and reduce workers’ comp.
claims with the Centurion™.
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McCulloch was one of the first companies to use an all-
position carburetor, allowing the saw to be tipped in any
direction. “Before that, you had to turn the bar to make
cuts,” Bob Merrow says. At right, Merrow displays a
McCulloch model No. 549 two-man saw that predates the
all-position carburetor. The blade is in the horizontal
position in the first photo, and vertical in the second
while the position of the saw remains the same.
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between the new Husqvarna models he

now sells and the old, larger, weightier

McCullochs from the 1950s and 1960s. (In

addition to Husqvarna, Merrow maintains

and repairs Stihl, Jonsered, Echo, Redmax

and any other chain saw, as long as he can

find parts for it.)

“People will take a look at the little ones,

then look at these monsters,” he says. “It

gives you respect for the old loggers.

(Some of) these were 321/2 pounds, without

the bar and chain, and the gas and oil. They

are heavy. Sometimes, people will pick up

a new saw and say, ‘This is heavy.’ No. It’s

not heavy.”

Dan Merrow, 87, has been retired for 30

years. He still lives in Amesbury, and visits

the store every morning. When people see

the chain saws, Dan Merrow says, “They

say, ‘My God, they must be heavier than

Hell,’ and it’s true, they were. But some

others, Mall and Homelite and Mercury

Disston, those so-called one-man saws

were pretty damn heavy.”

While the old chain saws were weighty,

they were a welcome relief to loggers who

previously relied on saws and axes. The

first chain saws were developed in the

1920s. When he was young, Bob

Merrow’s dad took him to Maine, to a log-

ging camp. The loggers were mainly

French-Canadian, short and blocky.

Merrow recalls seeing them walking into

the woods swinging their arms, with a

heavy chain saw in one hand and two

five-gallon gas cans in the other hand. On

the way back, they’d be swinging the saw

and the cans, but the cans would be empty

– after a day spent cutting enough wood to

drain both gas cans.

“My dad was a big guy and he said he

wouldn’t even think of tangling with

them,” Bob Merrow says. “They looked

like tree stumps. Solid.”

Frequently, customers will come in with

their children. The kids will point at the

chain saws, and questions will begin. “It’s

like guys with old cars, people like to see

them,” says Merrow, who in the past has

loaded up the saws and brought them to old

engine shows, for display. 

Just as the collection of 23 chain saws is

a reminder of his shop’s history, it also pro-

vides a timeline for man’s ingenuity.

“This shows where we’ve been, where

we’ve come from, and where technology

has come from,” he says. “Some of the old

ones only went 6,000 rpm,” he says. “The

new ones go 14,000 to 15,000 rpm.”

For more information about Merrow’s,

check the company Web site at www.mer-

rowsinc.com.

Dave Rattigan is a freelance writer liv-
ing in Peabody, Mass.
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It’s Not Too Late
for a Big Score

By Bob Conroy

B
aseball season may have come to

an end, but you can still hit one out

of the park – with the bases loaded!

How can you and your business hit a grand

slam this year? You can do this by: 1)

Increasing after tax income, 2) Increasing

your immediate cash flow, 3) Acquiring

brand new equipment, and 4) Using very

little cash outlay. What is the key to this

opportunity? You need to act now!

Currently, there is a one-time deprecia-

tion bonus businesses can take in the first

year of new equipment acquisition. This

was mandated in the Jobs and Growth Tax

Relief Reconciliation Act of 2003. This

bonus provision expires December 31,

2004. In order to qualify for the write off,

four requirements must be met. The equip-

ment must normally qualify under the IRS

Modified Accelerated Costs Recovery

System (MACRS) (and most useful busi-

ness equipment does). This includes

equipment such as heavy trucks and equip-

ment, computer hardware and software and

office furniture. The equipment must be

acquired after May 5, 2003 and before

December 31, 2004. It must be “original

use” or new equipment. The equipment

must be placed in service by December 31,

2004. The depreciation bonus is over-and-

above the Section 179 write-off of

$100,000. This can mean two things; there

is room to take advantage of additional tax

benefits, even if the business already made

significant equipment purchases during the

year, or it gives the company additional

flexibility in managing its tax situation. 

How can you react quickly and make the

most of this opportunity? Lease the equip-

ment. Leasing will keep your cash outlay

small, usually two months of advance pay-

ments (which are credited toward the

purchase, i.e. 60-month lease less two

payments, 58 payments are left) and some

nominal administrative fees. Make sure

the lease is a $1 buyout, or at least has a

buyout option at the end of the lease term

where the buyout is not significantly

greater than the projected value of the

equipment. In order to depreciate equip-

ment under a lease, the lessee must have

the intention of ownership. In this case,

leasing becomes a powerful tool on many

levels. Let’s see in the examples. (See

Figure 1.)

Buy New Equipment Before Year End

Total Depreciation Expense ($50,000) ($100,000) ($160,000) ($280,000)
Remaining Depreciable Asset at Year-end $0 $0 $40,000 $120,000 

Cash Flow and Income Analysis
Total Depreciation Expense, from above ($50,000) ($100,000) ($160,000) ($280,000)
Lease Interest paid (2 mos.) ($969) ($1,935) ($3,876) ($7,752)
Total Deductions ($50,969) ($101,935) ($163,876) ($287,752)
Effective Tax Rate 35% 35% 35% 35%
Total CASH TAX SAVINGS $17,839 $35,677 $57,357 $100,713 
Less First Year Lease Payments ($2,224) ($4,448) ($8,898) ($17,796)
First Year CASH BENEFIT $15,615 $31,229 $48,459 $82,917 

Here are four situations that differ only by the amount of equipment purchased. You can see
the immediate impact on your cash situation by using leasing in conjunction with IRS allow-
able deductions. Let’s assume:

1) Purchase date of December 1, 2004
2) Lease financing 60 months, $1 buy-out.
3) Five year depreciable asset
4) 35 Percent effective tax rate

As you can see, each situation shows a positive cash position. This means that acting prior to
December 31 could save you money, especially if you were planning an equipment acquisition
in the near future. It is always wise to consult your tax advisor before making these decisions.

Now the Fun Part – Money in Your Pocket!

Figure 1

Given the constantly changing world in which we live, businesses need to be agile and

forward thinking enough to take advantage of opportunities when they present themselves.

This particular opportunity will be gone before we know it and new, less liberal tax regu-

lations take effect. If you can analyze your situation, seek the help and advice of financial

advisors and know your situation always improves with better, bigger and newer tools,

then you will be ready for the challenges that face us in the years to come.

Bob Conroy, owner of Lease One New England, is a CPA with more than 20 years of
practical business experience. He has owned businesses in the professional service indus-
try, as well as retail, and has consulted with a wide range of business owners. He is a
featured speaker as well as panel member at conferences related to real estate, non-profit
management and other areas of financial management. Currently, Lease One finances
about $250 million in leases annually. Contact Conroy at 1-888-234-2841 or
info@leaseonenewengland.com.

Branch Office
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By Reid Goldsborough

What's the worst thing that can happen to your com-
puter? Worse than a hard disk crash, virus infection,
spam assault, denial-of-service attack, hacker take-

over, fire, flood or other human, mechanical or natural
disaster is a faulty backup when you really need it. If the
computer blows up, as long as your data is backed up
securely, you can recover.

Tape backup is still popular among business users
because of its long use and cost-effectiveness per megabyte
of data. This is despite the increasing popularity of other
backup solutions. Many home and small businesses use
recordable CDs and DVDs to back up newly created data.
Various types of computer users are now employing an exter-
nal hard drive, connected to a USB port, to quickly and
cost-effectively back up entire hard drives. And those with
broadband Internet connections can use Internet backup
services to conveniently store selected backup data off site.

Still, tape backup has a large installed base. But like
anything having to do with a computer, backing up to tape
isn’t foolproof. Tape drives, backup tapes, and tape backup
software can fail. When they do, panicked computer users
often rely on the services of a data recovery firm such as
CBL Data Recovery Technologies Inc., a company headquar-
tered in Armonk, N.Y., with branch offices around the world
and a Web site at http://www.cbltech.com.

CBL and companies like it want your business, and they
try to be helpful in various ways. Here’s how you can mini-

mize the chances of a tape backup failing in the first place,
according to Doug Owens, managing director of CBL’s San
Diego laboratory and resident tape expert. Many of these
same precautions apply to other backup systems as well.

Make sure you have more than one copy of a backup
tape. Instead of using the same tape time after time, use
multiple tapes, rotating through them. You can use any of a
number of different systems for this. With the odd/even sys-
tem, you use one tape on one day, a second tape the next
day, reuse the first tape on day three, and so on. With the
five-day rotation system, you use a different tape for each
day of the week. Backup tapes are typically rated to be used
from 5,000 to a half million times, depending on the type of
tape. Tape backup software typically will keep track of the
tapes, regardless of the rotation system you go with. 

Make sure you verify your backups. Most backup software
will automatically do a quick “read-after-write” verification
and will optionally do a full verification. The latter is both
more thorough and more time consuming, roughly doubling
the backup time. If your data is crucial, it can make sense
to do a full verification on a regular basis. 

Make sure your equipment is being maintained properly.
You should clean your tape backup drive periodically, follow-
ing directions in its manual regarding frequency.

Consider having an authorized maintenance person from
the manufacturer of the tape backup drive, or from a third-
party repair firm, check the alignment of the drive every 12
to 18 months. Most businesses just send the drive back to

the manufacturer when it begins to have problems, but if a
drive has problems, so can the backup tapes.

Make sure you store one backup tape off site. This will
ensure that your data is preserved if your site experiences a
fire, flood, earthquake, hurricane, tornado, volcanic eruption
or other disaster. Some companies swap backup tapes with
other offices, sending them for example via Fed Ex. Others
periodically do a “remote backup” through the Internet from
one office to another. With some small businesses, a select-
ed employee takes the backup tape home with him. A further
option is using an off-site storage firm, which provides fire-
protected storage facilities for print and digital media as
well as tape.

Make sure that with the backup tapes kept on site,
they’re stored in a stable environment, without exposure to
extremes in temperature, humidity or electro-magnetism.
Don’t, for instance, store the tapes in a safe on the opposite
side of the wall from a large generator, whose electrical
fields can wreck havoc with the data on them.

Finally, make sure you periodically test your backup tapes
and your restore procedures. You can, for instance, try
restoring some of the data on them to a different server or to
a different partition or folder on the same server where the
original data is stored. With backups, the old maxim
applies: Better safe than sorry.

Reid Goldsborough is a syndicated columnist and author
of the book Straight Talk About the Information
Superhighway.

Personal Computing: Preventing Catastrophes from Data Loss
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By Thomas G. Dolan

A
few months, back we sent out

queries to readers asking who

would be willing to participate in

an article on best and worst business deci-

sions. The responses we received to both

that request and the resulting article indi-

cated that a good many of you are

interested in both sharing your experiences

and learning from those of your fellow

arborists. So here’s another article on the

same topic.

What stands out from both sets of inter-

views is the great variety of responses from

participants when

they share their

best and worst

business decisions.

For Matt Peed,

president of

Piedmont Tree

Specialty Inc. in

Macon, Ga., his

worst and best

decisions have

been intimately

related, in that the

latter have corrected the former.

Now in his fourth year, Peed, about a

year ago, realized “our marketing was pret-

ty good and our work was top notch, but I

was making decisions not knowing where

we were as a company financially. I didn’t

have a clear goal of where we were going

and how much we should be accomplish-

ing. And I also didn’t have a handle on

costs, especially hidden costs.”

Peed says he spent much of the past year

doing “homework,” and probably his best

single decision was hiring a local business

consultant, Scott Prophett, to help give the

company a clear direction.

“Where we’ve made great strides is hav-

ing a complete business plan,” Peed says.

“We have the infrastructure set up so that

now we have clearly defined sales goals,

including how much we intend to take in per

week. Along with that we’ve learned to

know our budget and costs. These include

the costs for each piece of equipment, bro-

ken down for costs for each job, fuel costs

for each piece of equipment, and actual

costs per crew. We now have accurate, up-

to-date financial data that we share with the

crews. We know how much is billed out and

how much is coming in. Before we knew

the big totals of what was going out and

what was coming in, but we didn’t know the

specifics, so couldn’t manage them.”

Two big dynamics of the new opera-

tional procedures is having a system for

employee promotion and a policy for han-

dling customers.

“For employees we now have five dif-

ferent levels of promotion. When the

applicant comes to the interview, we have

everything laid out before him, a clear

career path, and the requirements in order

to move up. For instance, a certified

arborist will make so much an hour. We’ve

found that being this specific also helps us

attract the sort of ambitious, hard-working

employee we want.” 

What goes into the computations, Peed

adds, is the increased pay for each level of

employee along with the estimated

increased productivity. Also important,

Peed says, is having an articulated policy

regarding customers. One was that, in the

case of storm damage, existing customers

would be taken care of first. 

“We had this policy in place before the

big storms hit, and at first probably turned

away several hundred people,” Peed says.

“Without this policy thought out and set

down ahead of time, we would have been

responding to people as they called in. But

by having a policy and following it, there

was a big payoff. We’ve built customer loy-

alty and they’ve shown they appreciated

our making a priority of their storm dam-

age. What having a business plan really did

is make us define our focus. We realize we

are in a relational business, not so much a
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Equipment purchases are just one of the many decisions
business owners have to make – and live with.
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tree business as a people business.”

Dave Scharfenberger, vice president of

Wachtel Tree Science & Service in Merton,

Wis., also indi-

cates that his best

decision was get-

ting on top of

costs. But he did it

not through a con-

sultant but a

computer. “We

upgraded our net-

work system with

a server and added

a database that

could provide us

with practical solutions,” Scharfenberger

says. “We’re thrilled with what the infor-

mation is doing for us. Now we can track

costs and productivity by individual

employee, by crew and by job.”

Scharfenberger adds that having more

complete information about any particular

customer readily available also helps.

“When talking to a customer on the phone

or in the field, you have the information at

your fingertips,” Scharfenberger says.

“When somebody asks about a particular

tree, you’re able to fire back the data that

it’s an eight-inch diameter white birch.

This impresses the customer and shows

you are able to take care of him.” 

He adds that the company recently pur-

chased its own property, which “makes it

easier to control and helps us be more pro-

ductive than having to depend upon

landlords.”

One of worst decisions Scharfenberger

made was “buying equipment without first

working with the crew to see if they can

use it. If they feel they can’t use it, then

they won’t. So now I always go over equip-

ment purchases with the crew first.”

Sometimes unavoidable mistakes or even

failures can be learned from and turned into

successes. That is

the philosophy of

Marty Shaw, presi-

dent of Happy Tree

in Knoxville, Tenn.

Shaw recalls

spending up to

$35,000 in a typi-

cal direct mail

campaign. In 2001,

he spent about

$26,000 on direct

mail with, he says,

“no noticeable result.” A key reason was

that 9/11 had taken place and people were

not inclined to spend on their landscaping.

“It was bad luck, but nobody cares about

STAFFING SOLUTIONS WITH
OUR MEXICAN WORKERS

• We have reliable personnel with “can do” attitudes
• Unbelievably low special rates for the Tree Care Industry
• Marcus Drake Consultants handles the entire process
• Contact us now for your 2005 season
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Placement of H2B Visa Foreign Workers
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Dave Scharfenberger
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bad luck in business,” Shaw says. “You just

have to adapt.”

What Shaw did was rethink his direct

mail strategy, and instead of paying a large

amount for bulk mailing, spent only about

$l,100 targeting new homeowners. “We got

the same or better results than we had with

the bulk mailing, even in good years,” says

Shaw. “The reason is those homeowners

had more work to be done. Whereas our

average sale from the bulk mailing was

about $200, from the new homeowners it

was about $1,000.” 

Sometimes failures aren’t the result of

bad business decisions, just adverse cir-

cumstances. What Shaw learned from the

direct mailing experience he had also

learned in a different, longer-range career

context. He had started out in a lawn care

business, then went to college to learn

more about horticulture and landscaping. 

“I tried to run my own business, but

couldn’t make it on my own,” he says. So

he took a job as the person solely responsi-

ble for tree care for a landscaping company,

both sales and production. The first year he

brought in about $8,000, and the next year

about $180,000, with a crew of two. But

there was a personality conflict with his

boss. “He fired me, which was the stupidest

decision he ever made,” Shaw says.

He was fired on a Saturday, made a few

calls, went camping, and when he came

back he had a job with Tree Injection

Products Company Inc. (TIPCO), which

wholesaled a wide variety of growth regu-

lators, disease control, fertilizer and other

natural products for trees. Out of that he

grew his tree service company, Happy

Tree, and is president of both divisions

under the umbrella of TIPCO. “I’m very

pleased with the way it worked out,” Shaw

says.

Peter Sortwell, president of Arborwell in

Castro Valley, Calif., also looks at his best

career decisions from a long-range stand-

point. He said no really bad decisions came

to mind – and that may be because he’s on

a roll.

Sortwell grew up in a family tree care

business. But he left. “It was one of the best

things I ever did,” he says. “My parents

always wanted to do things the old school

way, but I was young, and wanted to try

new things. So there was conflict. It was

better I got out on my own.”

For the past 17 years he’s worked for

large green industry organizations, leaving

one job at which he oversaw 12 branch

offices that had him traveling all of the

time. “The charms of being a traveling

executive wear off pretty soon,” he says.

In 2001 he opened Arborwell. “It felt

really good to have the buck stopping at

my desk, to be

able to make all

my own deci-

sions,” Sortwell

says. “It’s been

e m o t i o n a l l y

rewarding, and

f i n a n c i a l l y

rewarding.” Since

starting in 2001,

he’s seen 180 per-

cent yearly growth

to $6 million annu-

ally, and has the ninth fastest growing

business in the Bay Area.

When asked the secrets of his rapid suc-

cess, Sortwell replies, “A lot of it has to do

with timing; the economy had been in a

slump for a long time and had no where to

go but up. There were also huge consolida-

tions in the green industry. I thought there

was a niche for an independent tree care

company. And, because of the consolida-

tions and the changes, customers were

willing to look at options. I was able to

present one that was responded to. I knew

where the business was and, having been in

the industry for 30 years, I knew where I

could find good managers and salespeople

to hire.”

Randy Owen, president of Owen Tree

Service Inc. in Attica, Mich., reports his

worst and best decisions have had to do

with employees.

“When I started the company, I believed

if I provided employees with a good job and

quality work environment, that they would

provide me with a good living and retire-

ment. It turned out to be the opposite. It was

one of the worst career moves I ever made.

The reason is my employees took advan-

tage of me. They thought I was rich. In

reality I was being killed by overhead. They

cheated on everything,” Owen explains.
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As a result, Owen says, “I had to change

the business to make it more structured, to

tie it down to true business practices to keep

everybody in line. We made the rules more

rigid. If someone got caught cheating with

his timecard, he was fired. Before, I was

losing $100,000 a

year on people

cheating a couple

of hours at a time

on their time

cards.”

Another good

move, Owen says,

was implementing

drug testing. “It

was hard in the

beginning, and we

lost some people. But if you have employ-

ees with drug problems, they’re going to

draw in other young people. But if you get

good people, it works the other way, and

the bad ones don’t want to stay.”

A strong quality safety problem has also

been a good business decision. Whereas

the workers’ compensation modification

rate starts at 1 and the industry average is

1.25, Owen reports his is 0.62, “so we get

a 38 percent discount on our costs.” Owen

says there’s nothing special about his safe-

ty program except that “we don’t cut any

corners and rigorously enforce all regula-

tions. We change employees’ minds, so

they continually think safety.”

Another good move, Owen says, has

been participating in and having his staff

participate in professional associations to

help raise the educational level of the com-

pany. “I enjoy the participation for my own

personal growth as well as the opportunity

to communicate with a lot of people in the

industry who I would not normally have

access to,” says Owen, who is currently a

member of the Board of Directors for the

Tree Care Industry Association. “And,

since my company has become known for

promoting professional growth, I’ve

attracted staff who have stayed with me,

since they have high ideals about profes-

sional performance. They feel good about

working in an environment like this where

they can play a part in promoting positive

industry changes.”

John Brown, president of Farmer

Brown’s Outdoor Services Inc. in Raleigh,

N.C., says, “The worst decisions I’ve made

were not taking time to fill a position prop-

erly. Hiring would often take place during

times that were at a hectic pace. I’d fail to

get the qualified long-term employee by

not taking the necessary steps, such as get-

ting enough applicants before making a

decision, as well as taking the time to

screen each applicant and get enough work

references to establish work history. Not

taking this time didn’t save money, it cost

money. So now that I have been taking the

time to do it right, the number of our qual-

ified, long-term employees has

significantly improved.”

Brown says “The best thing I’ve done in

this business is, right from the start, doing

the right thing for the customer at all times.

“If a customer thinks a tree should be

taken out, and I see it can be saved with a

little bit of care, I’ll recommend that, even

if I lose the work. Sometimes people think

they need a retaining wall and I offer a

cheaper scenario, such as grading the

slope. I had one customer who had a huge

oak tree over the power lines so he asked

me to remove those limbs. I told him to

contact the utility company to remove the

limbs over the line, since I was not line cer-

tified. I suggested, ‘While you’re at it, why

don’t you ask them to remove the entire

tree?’ So the customer talked to the power

company. At first they didn’t want to do it,

but then they did agree and took the entire

tree out. The customer was so appreciative

that he later gave

me a landscaping

project four times

the cost of the tree.

“I practiced that

philosophy from

day one in busi-

ness,” stresses

Brown. “In the

beginning I didn’t

make as much

money as some

others. But I’ve

watched others take advantage of cus-

tomers and they’re out of business. They

come and go. Doing what’s right for the

customer sometimes costs money up front.

But now I have a very desirable income.

Sometimes it takes a little while, but if you

always try to do what’s best for your cus-

tomer, good word of mouth spreads, big

time.”
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©2004 Central Boiler ad3304

Outdoor Wood Furnace
100% Wood Heat for Your Home,

Water, Shop and More.

“Buying a Classic Central Boiler is one of the

best decisions I have made...my heat and 

hot water cost me zero. Since installing 

the boiler I saved between $300

and $400 per month...”

- Don P., CT

LIMITED TIME ONLY, OAC
at participating dealers

Unsecured installment loans provided by EnerBank USA to homeowners who meet bank's qualifications. Loan terms
vary from 24 months to 132 months based upon the amount of the loan. APR varies from 8.05% to 13.35% based upon
the amount of the loan, the repayment term and creditworthiness of borrower as determined by bank. Interest rates are
subject to change.  Limited time offer. Deferred First Payment loan is available only through participating Central Boiler
authorized dealers. EnerBank USA, 1245 E. Brickyard Rd., Suite 100, Salt Lake City, UT 84106.

Dealerships available in select areas.

For the maximum performance and life of your furnace,
always insist on using Central Boiler authorized 

system parts and accessories.

Randy Owen

John Brown
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Y
our business stands or falls on

how well you invest your time,

and there is no better investment

for a business owner than TCI EXPO

Spring. Circle your calendar for March 10-

12, 2005, to join us at the Long Beach

Convention Center in California. Trade

shows are great for discovering new prod-

ucts and making new contacts – and TCI

EXPO Spring is the venue for tree care on

the West Coast.

A few days at TCI EXPO Spring is time

very well spent. Where else can you have

such concentrated exposure to information

and products? There’s nothing like being

able to see the all of the equipment from

the major manufacturers in one place. The

trade show pocket program, with contact

names and phone numbers for vendors

throughout the country, is worth the price

of admission alone.You can’t forecast the

future, but you can spot important industry

trends if you meet where your entire indus-

try gathers. Are you ahead of the curve in

management practices and equipment or

behind it? You can become more knowl-

edgeable about industry trends and get an

insight into what’s ahead for your market.

Vendors talk with everyone – around the

country. You’ll be surprised at what you

hear on the trade show floor.

And don’t come alone! Suppose there

are 30 companies you want to see. If you

bring five people, each can visit six com-

panies and spend some time asking

in-depth questions. Assign different duties

to each. If you want to buy a new comput-

er program to manage sales, billing and

your customer database, make sure at least

one person on your staff visits all of the

software vendors at the show. 

Off the trade show floor, wouldn’t your

whole staff benefit from attending your

industry’s meeting – not just to get CEUs

(although there will be plenty of those), but

to see the wider profession or attend great

business seminars on OSHA compliance

and managing time? TCI EXPO Spring’s
business and technical program is filled

with innovative industry speakers and edu-

cational sessions. This year, the show will

feature three, not two, education sessions

running concurrently. 

Last year, for the first time at TCI EXPO,

one day was devoted to Outdoor Product

Demonstrations. The concept proved so

popular that once again this spring,

Thursday and Friday

will feature the indoor

trade show at the Long

Beach Convention

Center, and Saturday,

March 12, will show-

case tree care industry

products outdoors – in action. Run those

chippers and drive those stump grinders! A

hands-on day will truly help you make the

best purchasing decisions.

When you face challenges to your per-

sonal or professional growth, the most

valuable experience you can have is to

meet someone who’s “been there, done

that.” You’d be hard pressed to find a bet-

ter place for peer-to-peer networking than

TCI EXPO Spring, with 1,200 or more of

your peers from around the country! With

more than 65 years’ experience in helping

arborists run their businesses profitably,

TCIA offers you a professional growth

experience like no other. See the TCI

EXPO Spring brochure in this issue for

more information.
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What is EXPO Spring?  
Why Should You Attend?

If you did, we have a special

thank you for you. All previous TCI

EXPO Spring attendees will receive

one (1) complimentary Gold Card,

which offers complete access to the

trade show floor, outdoor product

demonstration day, and all educa-

tional seminars! Previous TCI

EXPO Spring attendees will also

receive three (3) complimentary

passes to be shared with colleagues

for the trade show floor and outdoor

product demonstration day.

Are you a member of the Tree

Care Industry Association? All

TCIA members will receive a com-

plimentary pass to attend one

educational seminar and compli-

mentary admittance to the show

floor and outdoor product demon-

stration day.

To take advantage of these special

savings, attendees must pre-register.

See the TCI EXPO Spring brochure

in this issue for more information.

Did you attend TCI
EXPO Spring in
Sacramento?

At TCI EXPO Spring, not only do you get to look at the
equipment, you also get to see it in action or even try it
out during Outdoor Product Demonstrations Day.
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Opdyke Inc. Tr u c k & E q u i p m e n t S a l e s
Call Toll Free

866-250-8262
3123 Bethlehem Pike • Hatfield, PA 19440 • Phone 215-721-4444 • Fax 215-721-4350 • tcisales@opdykes.com

150 SPECIALIZED TRUCKS AT WWW.OPDYKES.COM

KNUCKLEBOOMS

HIAB, IMTCO,
NATIONAL, ETC...

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

98 FORD F800: Cummins 5.9L, 

230 hp, 6 spd, 33,000 lb GVW, 

with 14 ton TEREX TC2863 

CRANE, 73 ft hook ht, cap alert / 

shutdown, 18 ft steel flatbed. 

$48,500.

87 FORD F900: 7.8L diesel, 

210 hp, 10 spd, 46,000 lb 

GVW, with NATIONAL 

656B-NY crane, 87 ft hook 

ht, 20 ft wood flat. $29,500.

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

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

88 FORD F900: 7.8L diesel, 

13 spd, 48,000 lb GVW,

with 12½ ton JLG 1250BT 

crane, 77 ft hook ht, 20 ft 

steel flatbed. $34,500.

90 FORD LT8000: 7.8L diesel, 

240 hp, 8 spd +lo, +lo/lo, 50,000 

lb GVW, with 12½ NATIONAL 

500B crane, 66 ft hook ht, cap 

alert, 18 ft steel flatbed. $39,500.

98 VOLVO WG64:

VED7A280, 280 hp, 8 

spd +lo, 60,000 lb GVW, 

with 24 ft steel flatbed / 

dump. $45,500.

10 TON NATIONAL

75 GMC 9500: DETROIT 6-71, 
13 speed, 44,860 lb GVW, with
10 ton NATIONAL 6T47 crane, 
57 ft hook ht, 24 ft steel flatbed. 
$19,500.

74 MACK DM685S: ENOT675,
6 spd, 49,780 lb GVW, with 95 
REINCO HG30GX-239T Hydro-
seeder, 3,000 gal cap, John 
Deere power, 200 ft hose & reel, 
spray bar, PTO driven fill pump. 
$29,500.

96 INT 4700: DT466, 190 hp, 
Allison 4 spd auto, A/C, 27,500 
lb GVW, with 3 ton PALFINGER 
PK5000 crane, picks 1,260 lb at 
23’2” max reach, 9ft steel dump 
w/ 24” sides, remote controls. 
$34,500.

2000 INT 4700: T444E, 210 hp,

6 spd +lo, 25,500 lb GVW, with 

3½ ton HFC 3016 crane, picks 

1,935 lb at 15'6" max reach, 10 ft 

steel flat/tire racks. $49,500.

92 FORD F700: 6.6L diesel, 

170 hp, 5 spd + 2 spd rear, 

28,040 lb GVW, with JERR-

DAN 22 ft steel rollback. 

$9,800.

96 FREIGHTLINER FL80: 8.3L 

Cummins, 275 hp, 8 spd +lo, 

A/C, 56,000 lb GVW, with 10 ton 

CORMACH 19000 E4 crane, 

picks 3,124 lb at 33 ft max reach, 

24½ ft steel flatbed. $49,500.

94 INT 4900: DT466, 195 hp, 6 

spd +lo, 33,000 lb GVW, 3½ ton 

AUTOCRANE A50 crane, picks 

1,250 lb at 32 ft max reach, 18 ft 

steel flatbed, lift gate. $34,500.

99 GMC C/7500: CAT 3126, 210 

hp, 6 spd, A/C, 33,000 lb GVW, 

with 15 ton NATIONAL 500C 

crane, 96 ft hook ht, cap alert / 

shutdown, 18 ft wood flatbed. 

15k miles. $59,500.

95 WHITE / GMC WG64:

Volvo diesel, 280 hp, Volvo 

9 spd, 56,000 lb GVW, with 

22 ft steel flatbed / dump. 

$32,500.

90 INT 4900: DT466, 185 hp,

5 spd, 32,000 lb GVW, 4½ ton 

83 PALFINGER PK11000 crane, 

picks 2,775 lb at 25 max reach, 

15 ft steel flat + 6 ft ramp + 6 ft 

fold ramp. $19,500.

91 MACK CH613: E7-300 

diesel, 300 hp, 8 spd +lo, 

A/C, 46,000 lb GVW, with 

21 ft steel flatbed / dump 

w/ rollers. $24,500.

95 FORD LNT8000: 8.3L 

Cummins, 275 hp, 8 spd 

+lo, +lo/lo, A/C, 71,200 lb 

GVW, 27 ft steel flatbed. 

$34,500.

2000 FORD F550 SUPERDUTY:

7.3L Turbodiesel, 235 hp, auto 

w/od, 17,500 lb GVW, with 37 ft 

ETI ETO37IH bucket, joystick 

ctrls, 9 ft utility body. $29,500.

10 IN STOCK!
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T
he Ergonomics Standard may be

gone, but the importance of

ergonomic workplace hazards –

and OSHA’s resolve to address the issue –

live on. The National Advisory Committee

on Ergonomics was scheduled to hold its

sixth, and potentially final, meeting on

November 16-17 in Washington D.C.

NACE is part of the Labor Secretary

Elaine Chow’s comprehensive approach

for reducing ergonomics-related injuries

and illnesses in the workplace. It has been

part of OSHA’s four-pronged approach to

address workplace ergonomics issues –

the other prongs being guidelines,

enforcement and outreach – adopted since

an Ergonomics rule was overturned in the

first few months of the Bush

Administration.

The Advisory Committee was chartered

for a period of two years and convened for

the first time on January 22, 2003. Its pur-

pose is to provide advice and

recommendations on ergonomic guide-

lines, research, and outreach and

assistance. By law, an advisory committee

has no rule-making or spending authority.

The committee advises the Secretary on

various industry-specific and/or task-spe-

cific guidelines; identifies gaps in research;

identifies research needs; looks at methods

of outreach; and finds ways to increase

communication among shareholders.

Early in the process, four industries have

been targeted for ergonomic guidelines:

nursing homes, retail grocery, poultry pro-

cessing and shipyards.

Employer groups as well as many mem-

bers of NACE have remained concerned

that OSHA would treat the guidelines as

standards by using them in enforcement

actions. Richard Fairfax, OSHA’s director

of enforcement programs, addressed the

committee to try to quell such concerns.

Fairfax stated that the Agency focuses its

efforts on using legal strategies designed

for successful prosecutions under the

General Duty Clause. Concerns undoubt-

edly remain, because to successfully cite

under Section 5(a)(1) of the OSH Act, one

has to prove that there is a hazard present

and that it can be mitigated. The documen-

tation of such a hazard usually relies on an

industry’s standards or guidelines.

The argument about enforcement is

unsettled but may be moot, judging by the

small number of ergonomic citations

levied. OSHA is clearly concentrating its

focus on outreach and education.

Of all OSHA’s national alliances,

approximately half address ergonomics

specifically. For example, as part of an

alliance with the American Industrial

Hygiene Association (AIHA), three

OSHA staffers participate as ad hoc com-

mittee members on the AIHA Ergonomics

Committee, enabling better information

exchange on ergonomics. An “e-tool” is

available to help the nation’s 50,000 air-

line baggage handlers avoid injuries, and

there is a biomechanical training module

available free of charge to OSHA and all

of the airlines for employees handling

checked baggage. Large employer groups

such as the Independent Electrical

Contractors and the Dow Chemical

Company have agreed to form alliances

with OSHA to work on industry-specific

ergonomic issues.

In FY 2003, OSHA announced 10 Susan

Harwood grants focused on training on

OSHA ergonomics guidelines in nursing

homes, poultry processing, and retail gro-

ceries. In addition, OSHA has 20 education

centers and has scheduled 47 different

ergonomics training classes to raise aware-

ness about how to address problems in

industries and facilities. OSHA has also

posted a new computer work station e-tool

on its Web site to help find practical solu-

tions that can be applied to work stations

around the country.

In January 2004, the fourth NACE meet-

ing was held in conjunction with a research

symposium, entitled, Musculoskeletal and

Neurovascular Disorders – The State of

Research Regarding Workplace Etiology

and Prevention. At this meeting, the NACE

Guidelines Workgroup suggested that the

Committee recommend that OSHA consid-

er developing guidelines for the 16

industries or industry groups chosen based

on the Guidelines Workgroup criteria,

excluding the four industries for which

guidelines are already complete or are in

development.

Borrowing a popular campaign catch

phrase, the tree care industry can probably

count on four more years of ergonomics

outreach and research, but no new stan-

dards.

Peter Gerstenberger is Senior Advisor
for Safety, Compliance & Standards for the
Tree Care Industry Association.
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Ergonomics Revisited

Washington in Review
By Peter Gerstenberger
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To attend this meeting or receive more information, please call 1-800-733-2622.
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Produced by Tree Care Industry Association

LEARN
NETWORK

REVITALIZE

FEBRUARY 6-10, 2005

HILTON LOS CABOS BEACH AND GOLF RESORT      LOS CABOS, MEXICO

LET US SAVE YOU A SEAT

WINTER MANAGEMENT CONFERENCE

WMC2005

Please circle 54 on Reader Service Card

tci mag 12_04_Back_v3.qxp  12/6/2004  4:26 PM  Page 55



By Jason Landers

A
200-year-old white oak stretches
out peacefully on a knoll that
overlooks the Tennessee River. On

clear days, its perch offers inspiring views
of the river, rural landscapes and the
Smoky Mountains. But this panorama is a
coveted one. An assertion that such views
are for front porches and lazy mornings
threatens mature trees like this. At the very
least, it tempts developers to disturb sensi-
tive roots by planting a house too close.

The site where this particular white oak
resides is the prized parcel of an emerging
70-acre subdivision just outside Knoxville,
Tenn. As with other lots in Oakleigh Estates,
it would have fetched hundreds of thou-
sands of dollars for the developers at
Schmid & Rhodes Construction. A guaran-
teed sale is all about location, says David
Rhodes, co-owner of the construction com-
pany. And he insists this site, at the high

point of the neighborhood, would be a guar-
anteed sale. Instead, the tree stands on what
is now protected common ground. There it
forms the centerpiece of Oakleigh and a liv-
ing testament that smart development and
tree preservation can merge quite profitably.

“If we had built a house on it, right
where the tree sits, it would have been
great in a developer’s mind,” Rhodes says.
“We took a lot of extra precautions and
costs to get around that tree.”

Those costs include splitting the con-
crete boulevard so it wraps around the
common area in a way that didn’t disturb
root zones, breaking with engineering pro-
tocols during road construction so the road
didn’t alter the grade significantly, and
installing lightning protection to ward off
the number one killer of big trees in this
stormy region.

Other trees on the property received sim-
ilar treatment. Schmid & Rhodes built their
entrance around mature twin red oaks and

a towering hemlock, all of which got the
same root care and customized lightning
protection.

Rhodes says the measures give the
neighborhood that instant character that
only mature trees can provide. “It gives
people a feel that their neighborhood has
been there a long time,” he adds. “They
want a neighborhood feel. They want
neighbors. But they want some room. They
want buffers, privacy and a retreat.” 

And he is convinced that the trees of
Oakleigh provide all of that.

Yet Rhodes and his partner, David
Schmid, were eyeing something more than
saving only the mature trees when they
undertook the venture. They were looking
at preserving the rural feel of the develop-
ment, former farmland where an
adolescent hardwood forest has taken root
around a small meadow. The cornerstone
of that effort has been a detailed tree
preservation plan that Thomas Schmitt, of
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The view of the Tennessee River and Smoky Mountains from the common area looking down on the entrance to the Oakleigh subdivision. Developers followed a detailed tree preservation
plan to help retain the aesthetics of the property. The cluster of trees to the right are the twin red oaks that guard the entrance; on the left are hemlocks and a norwegian spruce that the
previous owner planted about 80 years ago.

Preservation Plan Saves the Real
Treasures of Oakleigh
Preservation Plan Saves the Real
Treasures of Oakleigh
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Cortese Tree Specialists Inc. in Knoxville,
spent six months developing. 

This detailed plan is unprecedented in the
region, insists Schmitt, who contends that
in all of east Tennessee “there has not been
a whole development like this where the
emphasis has been on preserving the trees.”

Among other provisions, the plan
restricts where houses can be sited, estab-
lishes rules that guarantee tree zones will

not be disturbed, and calls for arborist con-
sultation throughout the construction
process, as well as annual inspections and
hefty fines should a builder or homeowner
ignore a provision.

Humble beginnings and close calls

When Schmid and Rhodes first surveyed
Oakleigh, they witnessed a forest in
decline. Southern pine beetles had invaded
the thicket, leaving a browning swath of

destruction in their path. The dead pines
obscured the view of the underlying hard-
woods – a mixture of healthy white, red
and post oaks, as well as hickory, dogwood
and poplar.

Another developer might have seen an
eyesore fit for clear-cutting. But Rhodes,
who had attended a one-day class offered
by Cortese on the benefits of saving trees,
saw potential. He envisioned a low density
development that would be built around
the existing landscape. “There were some
striking trees on it that we wanted to main-
tain,” he recalls. “We felt that those were
an amenity.”

Additionally, the hardwood canopy is
alive with birds, tree frogs and crickets –
music to the ears of anyone who has spent
time commuting through the hectic streets
of Knoxville. Deer, turkey and raccoon
sightings at Oakleigh are everyday events,
as common as the gray squirrels that forage
on a steady diet of acorns.

The partners hired crews to cut the dead
and stressed pines. “We spent a lot of
money to hand pick the diseased pines out
and grind them on site without damaging
the hardwoods,” recalls Rhodes.

Today when you look out over Oakleigh,
you will still spot short leaf and Virginia
pines scattered on two-thirds of the 18 lots
that comprise the development. But they are
noticeably absent from a third of the lots,
where the vein of infestation ran its course.

In addition to pine beetles, there were a
number of near misses that prompted the
developers to take steps to save the trees.
A tornado twisted through the area in
2003. It toppled dozens of trees in neigh-
boring developments but spared Oakleigh.
That was followed by a series of thunder-
storms that struck down several mature
specimens.

In a single year, lightning struck three
trees. It is a common occurrence in eastern
Tennessee, where lightning is the number
one killer of mature white oaks in the state.
One of the damaged trees, a 98-foot tall
Hemlock, towered over the entrance. The
previous landowner planted it some 80
years earlier. After the loss, the developers
opted for the lightning protection on the
four largest remaining specimens.
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A view of the entrance to Oakleigh during construction. Photo by Joe Key. 
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“This tree has not been struck,” says
Schmitt, as he pats the trunk of the white
oak at the heart of Oakleigh. “We’ve got it
protected,” he adds, smiling as he tugs at a
wire that runs from the height of the
canopy, all along the 120-foot spread of the
limbs, and down the trunk to lightning rods
that are buried in the ground.

Details of the plan

In addition to the large trees, the devel-
opers were, from the beginning, committed
to almost total tree preservation, says
Rhodes.

“If we had stopped there, we would have
failed,” Rhodes says of the efforts to pre-
serve the largest specimens and remove the
stressed pines. “Because people are going to
buy the lot, and then they are going to clear
cut it. So we have located house seats (125
feet x 125 feet) on these pieces of property
where people can build. Within that house
seat they can clear anything. Outside of that
house seat, you can clear underbrush, but
you can’t take down any trees.

“We will take down a tree,” Rhodes
insists. “We are not tree-huggers. But there
is a combination there between good
development and people enjoying their
surroundings.” And the not-so-secret com-
bination to that lock is found in the
comprehensive tree preservation plan. It
derives its authority from the Oakleigh
covenant – a document that governs almost
every facet of activity at the development,
from the design stage through site prepara-
tion and construction, to an ongoing
maintenance program.

The idea for the tree preservation plan
developed over time. Two years to be
exact. That is the number of years that
elapsed from the developers’ initial contact
with Cortese, in which they asked the tree
service to begin researching the elements
of a preservation plan, to the final green
light, in which they gave the nod to write a
detailed set of rules that would have teeth.

An arborist with Cortese for 15 years,
Schmitt was tasked with drafting the docu-
ment. During the six months he spent
doing so, he combined standard preserva-
tion principles with site specific goals. He
inspected each lot, handpicked the trees
that must remain and sized up the best

location for the houses. To be a keeper, a
tree must be of a species that possessed
longevity, be structurally stable and free of
disease and infestation. He also paid care-
ful attention to the lay of the land and
developed strategies that minimize drastic
changes to it.

To say Schmitt is passionate about trees
is an understatement. He’s spent his whole
adult life in the pursuit of saving them. He
graduated from the University of
Tennessee with a degree in forest manage-
ment, then received certification in forest
horticulture. Even the bumper sticker on
his rear pickup truck window screams
commitment. It depicts a topless tree with
a slash mark through it and reads, “Prune
or replace. Don’t Top!”

Under the preservation plan:

� Homeowners must consult an arborist
as detailed site and landscape plans are
drafted;
� Construction crews must take

“extreme” measures to avoid parking
vehicles and equipment, or placing mate-
rials, in tree protection zones;
� Fences must be erected around the

protection zones and may not be removed
or encroached upon during construction;
� The homeowner/builder must meet

with an arborist prior to the beginning of

the work in order to review all work proce-
dures, access and haul routes, and tree
protection measures;
� Only a certified arborist is allowed to

identify dead, diseased or dying trees that
are slated for removal. And only a qualified
arborist may remove them; 
� Debris from trenches, basements or

other excavations are prohibited from the
protection zones, even on a temporary basis;
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Joe Key, left, superintendent of construction at Schmid &
Rhodes, and Thomas Schmitt, of Cortese Tree Specialists
Inc., check the lightning protection on a giant white oak
in the common area of the Oakleigh neighborhood.
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� A certified arborist must inspect the
subdivision annually and report his find-
ings to the homeowners’ association.

Other regulations describe how and
when walking trails may be built, what
branches may be pruned, and under what
conditions and how non-native invasive
vines are to be removed.

Hefty fines are imposed on any violation
of the rules. For example, failure to follow
the recommendations in the arborist’s annu-
al report can equate to a $250 fine per item;
unauthorized destruction of a tree will result
in a fine of $500 per inch of diameter; and
damage to small trees and vegetation incurs
a $500 penalty per occurrence.

Contrasting developments

Records from the Knoxville
Metropolitan Planning Commission show
that more than 1,000 acres were rezoned
from agriculture to commercial/residential
use in 2003. According to that year’s
Development Activity Report, the average
lot size in Knox County for a new home
was .9 acres. The average size of a lot at
Oakleigh is closer to four acres, leaving
much room for tree preservation.

While every developer strives for a
neighborhood that stands out, the distinc-
tion Rhodes is banking on is that
Oakleigh will blend in. The neighbor-
hood, with its estate-sized lots, stands
miles apart from the scores of faceless
subdivisions where developers plant rows
of homes on converted, treeless farmland.
It is an equally distant departure from the
once wooded developments where ecolo-
gy is uprooted for the sake of cramming
in one more lot.

Those developments often encounter
intense opposition, concedes Tom
Brechko, principal planner of development
services for the local metropolitan plan-
ning commission. He says there was no
such opposition to Oakleigh Estates,
adding that the developer far exceeded the
planning commission’s regulations. It was-
n’t hard to do. When Schmid and Rhodes
included a tree survey in their concept
plan, they exceeded the regulations. A tree
preservation plan was just another step
above and beyond what is required,
Brechko says.

“We could have gotten 70 homes into the
subdivision instead of 18,” Rhodes
acknowledges. “But if we had gone in and
forced the issue of that many homes on 70
acres, there would have been a lot of oppo-
sition.” As it stands, “People have used our
development as an argument to not develop
some other areas in the community. They
say, ‘Why don’t you do it like these guys?’ ”

The reason is economics. In order to
make Oakleigh profitable, the developers
attached a hefty price tag. Lots at Oakleigh
range in price from just under $300,000 to
upwards of $600,000. A more affordable,
high-density development could still
implement tree-saving techniques, but
Rhodes suggests “you wouldn’t be able to
save the trees we are saving.”

Schmitt is more optimistic. He contends,
“There is lots of room for improvement.
So many developers take a fixed plan and
say, ‘this is what the neighborhood is going
to look like – period,’ no matter what’s
there. They don’t even begin to work
around the trees. They put the roads where
they want. They put the houses where they
want. With just a little bit more planning
from the beginning, it could be done on the
low or high end. It just takes a little bit
more work and the willingness to do it.”

Another contrast between Oakleigh and
other developments is the amount of time
that has been dedicated to preservation.
Schmitt has visited the site more than 20
times during the early stages of develop-
ment (Construction of the first house
started in November 2004, with four more
homes to follow suit in the spring). 

“It’s been really valuable to have him
walk with us all along the way,” says Joe
Key, superintendent of construction at
Schmid & Rhodes. Key says they con-
sulted the arborist at every major turn,
from installing irrigation lines to cutting a
single ditch for all the utilities, and from
erecting a stone wall at the entrance to
setting boundaries for the houses. “There
were certain things Thomas (Schmitt)
helped us understand that we had to be
more sensitive about and compensate in
areas where the development could have
caused problems.”

Jason Landers is a freelance writer who
lives in Glencoe, Alabama.
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Help Wanted

Green Industry Blues?

Fed up? Would you like to put your many years of horti-
cultural experience to good use? We need you for more
than just your strong back. We value your knowledge,
particularly your ability to ID trees and shrubs. To dis-
cuss how you might help us provide state-of-the-art
plant health care programs for your clients, contact us.
We’re on the Web at www.keystonetree.com or call Bob
McMullin at (215) 348-4444 to find out more about this
unique position in Bucks Co., PA.

Downey Trees Inc. based in Atlanta has immed.
openings for crew leaders, tree climbers & CDL driv-
ers. We offer vacation, holidays, ins., retirement and
adv. technical training. Cert. Arb. a plus. Please call
Mark Adams (770) 889-2822.

Crew Leader

Three C's Landscaping, Metro Detroit’s premier
Landscape Design and Maintenance company, is
experiencing tremendous growth and is seeking a
self-motivated and organized Foreman/Crew Leader
for the expanding Tree division. Excellent opportuni-
ty, benefits, compensation, training and career
development. Must possess CDL. Drug Free
Workplace. Also seeking Horticulture Care Foremen.
Contact Human Resources by phone (586) 415-4850
or fax (586) 415-4886.

Tree Climbers

We seek reliable, quality oriented people with 3-plus
years’ experience. Top wage based on qualifications.
Good benefits and bonus plan. Valid drivers license
and drug-free a must. Fax resume to Arbor Pro (503)
491-2834.

Live and work in God’s country: Beautiful Long
Island, New York

Devoted arborists (2) needed for cutting edge IPM
company on Long Island, New York. Successful candi-
date must possess ability to diagnose and treat tree
problems, be thoroughly acquainted with tree species
of the Northeast, have good written communication
skills, and possess fastidious work habits. ISA and/or
NYS DEC category 3A certification a plus. We offer a
handsome salary, medical benefits, paid vacation,
ongoing industry training, and encourage continuing
education, including full tuition reimbursement.
Owner is a hands-on, ISA certified arborist and flexi-
ble to terms of employment. This is a life changing
career track opportunity. Join us! For immediate con-
sideration call: (631) 277-5171 or fax: (631)
581-2622.

Big Sky Country

Established tree company (25 years) in rapidly growing
Montana community. Excellent reputation, excellent
clientele. Great opportunity for a quality arborist.
Please, serious inquires only. (406) 728-7942.
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Come work in beautiful Vermont & New Hampshire!

Experienced IPM technician needed. Must be able to
work independently, set up routes, and develop client
relationships. Excellent pay, benefit packages, bonus
programs, year-round work available and relocation
expenses paid for the right candidate. Our growing
company provides an excellent opportunity for
advancement. Contact us via e-mail at Markl@chip-
persinc.com or via phone (802) 457-5100 to schedule
a confidential interview

Cagwin & Dorward

CAREER OPPORTUNITIES, SAN FRANCISCO/BAY AREA:
We are accepting applications for experienced, highly
motivated people for the following positions in our
Tree Care Department:
Managers
Climbers
Groundsmen
Spray Technicians
Please call 1-800-891-7710 for applications or on-
line at www.cagwin.com

Greentrees Inc. of Rochester Hills, MI, is looking for
an Experienced Working Tree Crew Foreman and
Experienced Climbers. If you:

Exhibit strong leadership characteristics, 
Work productively with others; 
Possess a good attitude; 
Are dependable; and 
Enjoy working in and with Trees, 

Then you are the right type of person for this compa-
ny. Chauffeurs license a must, CDL helpful! Fax your
resume to Greentrees, Inc. @ (248) 852-1304 or call
us @ (248) 852-1105.

Relocate to Sunny Florida

North Central Florida’s leader in professional tree care is
looking for experienced climbers for long term employ-
ment. Our company offers a sign on bonus with year
round employment, medical, 401(k) and paid vacations.
We offer great pay and state of the art equipment. We
have been in business over 30 years and our employees
enjoy a fun and safe work environment. A valid DL is
mandatory. Please fax or mail resumes to: Gaston’s Tree
Service, Inc. 1901 NW 67th Place, Suite E, Gainesville,
FL 32653 Fax (352) 378-6308.
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Advanced Tree and Shrub Care

Need exp. arborist/tech in N. Central TX. Established,
fast growing co., needs highly motivated, aggressive
individual. PHC knowledge pref. Train w/ a degreed
consulting cert. arborist. Fax resumes (972) 569-
8370 or call (214) 544-8734.

Climbers/Crew leaders for quality, yr-round work,
contract or employee, in Winston Salem, NC. Min. 5
years’ exp. with selective pruning and technical rig-
ging. Sub-contractors w/ equip. work on %. Will aid in
relocation. (336) 650-0020, detailed msg.

Tree climbers/sales reps

Enjoy working year round with fellow easygoing,
skilled employees. Be financially appreciated for what
you can produce while working in a Virginia ocean-
front community. Call (757) 425-1995.

Kailua-Kona, HI

Foreman must have a minimum of 5 years’ climbing
experience, be a certified tree worker (certified
arborist preferred), and have a current driver’s
license. Pay commensurate with experience. Benefits
include medical, dental, vision. Must be hardworking
and drug free. Owner is a hands-on, ISA certified
arborist, the company is growing, the equipment is
new and Hawaii is paradise. Send resumes to:
Tropical Tree Care Inc., PO Box 1257, Kailua-Kona, HI
96745. Fax: (808) 331-8228.

SWINGLE TREE, LAWN AND CHRISTMAS DECOR

At Swingle, we absolutely love what we do for a living,
and we love doing it in the Rockies! With over 300 days
of sunshine a year, endless skiing and abundant out-
door recreation within minutes from our doorstep, why
wouldn’t anyone love it? If this is your idea of paradise,
come join us in one of our career opportunities for:

Supervisors/Managers
Trim
PHC
Lawns
Christmas Décor
Certified Arborists

Why not take your career to new heights! If you are an
elite professional who wants to play a key role in the suc-
cess and growth of the premier Green Industry Company
in Colorado, then we need you. In addition to the oppor-
tunity of working for an established, leading-edge
company, we also offer full benefits, including a 401(k)
with company match. To apply, contact Dave Vine at 1-
888-266-6629, visit our Web site at
www.swingletree.com and apply online, or send a resume
and cover letter to Swingle Tree, Lawn and Christmas
Décor, 8585 E. Warren Ave, Denver, CO 80231.

Rainbow Treecare - Minnesota

Rainbow Treecare is seeking professional, safety-con-
scious tree climbers with 3+ years of experience
looking for a long-term career. Foreman experience
and certifications preferred. CDL license required.
Rainbow Treecare is committed to quality service and
education of its employees. We offer competitive
wages and great benefits. Please call Greg at 1-877-
ARBORIST for more information. Rainbow Treecare,
2239 Edgewood Ave S., St. Louis Park, MN 55426.

HAWAII

UTILITY LINE CLEARANCE BUCKET OPERATORS. CDL
required. Must have 4 years’ utility line clearance
experience. Pay starts at $16 per hour, based on expe-
rience. 
CLIMBERS. Must have 5 years’ climbing experience
(including pruning, shaping, rigging, takedowns and
removals). Current driver’s license required (CDL pre-
ferred). Pay starts at $18 per hour, based on
experience.
WORKING FOREMAN. Must be a Certified Arborist
(with knowledge of disease diagnosis and fertiliza-
tion). Must have 5 years’ climbing experience
(including pruning, shaping, rigging, takedowns and
removals), 5 years’ utility line clearance experience,
and experience working with cranes. Current driver’s
license required (CDL preferred). Pay starts at $19 per
hour, based on experience.
Benefits include paid medical/dental insurance, paid
federal holidays, vacation pay, 401(k) and profit shar-
ing plan.
References required. Contact: Jacunski’s Complete
Tree Service, P.O. Box 4513, Hilo, Hawaii 96720,
Phone: (808) 959-5868 / Fax: (808) 959-0597, or e-
mail to: jacunskis001@hawaii.rr.com.
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NEW 
MEMBERS

JOIN TODAY 
AND SAVE $100
MEMBER BENEFITS:
• Increase Your Customer Base and Profits

• Access Industry Trends, Rules, 
and Regulations

• Lower the Cost of Training Employees

• Influence Lawmakers and Protect 
Your Business

• Expert Arborist Advice and Consultation

• Business Distinction with 
TCIA Accreditation

• Brand Name Supplier Discounts

• 24-Hour Accident Injury Line

• More To Come in 2005…

Over 60 years of tree care business and safety education is only 

a phone call away! Throughout the evolution of TCIA (formerly

known as National Arborist Association), we have compiled a vast

number of Business Management and Safety resources to help your

company grow and keep your employees safe.

For a limited time only, Tree Care companies who have never 

been a member of TCIA are eligible for a $100 discount. Your TCI

Magazine subscription is not an indication of TCIA membership. In

fact, you might be missing out on all the other great benefits that

TCIA has to offer.

For a $249 investment, your company will receive a comprehensive

package of business management and safety resources (valued at

over $360). Your colleagues have been part of TCIA’s past – now

is the time to become part of TCIA’s future.

To learn more, call TCIA today at 1-800-733-2622 or 

visit www.tcia.org.

Tree Care Industry Association   3 Perimeter Road, Unit 1   Manchester, NH 03103   www.tcia.org
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Exciting Career Opportunities for Service Industry
Managers

Come join one of the largest Vegetation Management
companies in North America. DeAngelo Brothers, Inc.,
is experiencing tremendous growth throughout the
United States and Canada creating the following
openings: Division Mangers, Branch Managers
We have immediate openings throughout the U.S.
We have immediate openings in various provinces in
Canada: Ontario/Quebec
Responsible for managing day-to-day operations,
including the supervision of field personnel.
Business/Horticultural degree desired with a mini-
mum of 2 years’ experience working in the green
industry. Qualified applicants must have proven lead-
ership abilities, strong customer relations and
interpersonal skills. We offer an excellent salary,
bonus and benefits packages, including 401(k) and
company paid medical coverage.
For career opportunity and confidential consideration,
send or fax resume, including geographic preferences
and willingness to relocate, to: DeAngelo Brothers,
Inc., Attention: Paul D. DeAngelo, 100 North Conahan
Drive, Hazleton, PA 18201. Phone: 1-800-360-9333.
Fax: (570) 459-2690. EOE/AAP M/F/D/DV

City Forester 
Pittsburgh

City of Pittsburgh Dept: Public Works Salary: $53,
057 per year Benefits: The City offers a comprehen-
sive benefit package. Position Summary and
Requirements: Plans, directs, manages, implements
and monitors City of Pittsburgh Forestry operations.
Qualified individuals must have an Associate
Degree in Forestry, Urban Forestry, Arboriculture,
Botany, Horticulture or a related area; and have
three years of full-time experience in one of the
above noted fields, which includes one year of
supervisory experience. Individuals must have an
ISA Arborist certificate at time of application and a
Pennsylvania Dept. of Agriculture Pesticide
Applicators License (category 6 and/or 23) within
one year of employment. City residency and a cur-
rent, valid Class C PA Motor Vehicle Operator’s
License req’d. prior to appointment. 
For applications and additional information, con-
tact: THE DEPARTMENT OF PERSONNEL AND CIVIL
SERVICE COMMISSION, Fourth Floor, 414 Grant
Street City-County Building Pittsburgh, PA 15219;
JobLine: (412) 255-2388; Web site: www.city.pitts-
burgh.pa.us/personnel. E/O/E

Coastal Maine

Seeking a crew foreman to support our company’s
dedication to excellence. Competitive benefits, ongo-
ing training, and employment flexibility. Owned and
staffed by ISA certified arborists. Please fax resume
to Jeff at (207) 729-3392. Will aid in relocation.

Ira Wickes/Arborists 

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

Mountain High Tree Service & Lawn Care, 
Denver, CO

Experienced tree climbers needed. Top pay, full bene-
fits. PHC and Lawn Techs also needed. Come work for
Denver’s leading arboricultural and lawn care compa-
ny. Please call (303) 232-0666; fax (303) 232-0711;
or apply online at mhttree@pcisys.net.

Crew Foremen, Climbers, Groundspersons

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

Chicago based tree and lawncare firm wishes to
hire a Vice-President who can take us to the next
level. President wishes to retire in the next 5 years;
at that time, Vice-President will assume leadership
role and exercise his stock option for partial owner-
ship. If you feel you are currently stuck in managing
a $3 million + company with no chance of owner-
ship, then you are the person I am looking for.
Discretion is assured. Send response to TCIA, Box
H100, 3 Perimeter Road, Unit 1, Manchester, NH
03103, or e-mail: classifieds@tcia.org w/ box H100
in subject line.
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Do You Have What It Takes …

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

Operations Mgr, Orange Cty

Tree Maintenance Co. searching for certified arborist
to oversee tree maintenance functions within busy &
profitable operation. Must be able to manage crews,
equipment and jobs. Fax resume & salary history to
(818) 225-2334.

DO YOU WANT TO WORK IN A LAND DOWN UNDER

We are looking for an expert tree transplanting fore-
man to join our team and assist in the hands-on
operation of moving trees all over New Zealand.
Auckland based, you will need to possess the relevant
arboriculture experience in large tree relocations. In
return, we offer an excellent life style opportunity with
a salary based on skill and experience. Free airfare to
New Zealand, initial relocation package and assis-
tance with work visas and residency. So if you want to
work with our quality international team at New
Zealand’s largest arboricultural provider, send you
resume to: Transplanting Foreman’s Position,
Treescape Limited, PO Box 35-642, Browns Bay,
Auckland 1330, New Zealand or e-mail
info@treescape.co.nz; Tel +64 9 414 1310.

EQUIPMENT 
FOR SALE

Bucket Truck

Asplundh 55’ W.H. mounted on 1988 Ford F700 gas, 5
speed. Tool boxes, chip box, dump. Quick sale needed
- $12,500. New Jersey (732) 548-8438.

Rayco & Vermeer
Stump Cutter Remanufacturing

Retip your Rayco Super Tooth for only - $3.95
Rebuild & Retip your Rayco Super Tooth - $5.95

Retip your Vermeer Pro-Tooth for only - $2.75
Free return shipping on orders over $100

1-888-999-1778 Toll Free
See what we can do at www.stumpcutterking.com

We buy used Rayco & Vermeer Cutters.

Factory Reconditioned & Reworked Equipment

From the leaders of chippers & waste reduction
equipment. Hand-fed chippers – whole tree chippers
– stump grinders – horizontal grinders (models from
all major manufacturers), more than 100 units to
choose from. For our selection, visit: www.banditchip-
pers.com or call Bandit Industries Inc., Remus, MI
49304, 1-800-952-0178 or (989) 561-2270.

2001 International diesel w/Versalift 60 ft working
height, 2 hydraulic saws, 10,000 miles, new condi-
tion, $70,000. (518) 686-1677.

Ropes, Ropes, Ropes

All types and brands of professional arborist climbing,
lowering and rope accessories at warehouse prices.
Call for current price list. Free shipping. Visa, MC, AX.
Small Ad – Big Savings, since 1958. 1-800-873-3203.
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Allied Equipment of Wisconsin

Local rentals, bucket trucks to 70 feet, stump
grinders, chippers, aerial lift parts & service. Rayco
parts, Rayco & Wood/Chuck dealer. We rent Rayco
Hydra stumpers/forestry mowers. www.alliedutilitye-
quipment.com; 1-800-303-0269.

Hardware and software by an arborist for the
arborist. For more information about the industry’s
best-selling package, call or write Arbor Computer
Systems, PO Box 548, Westport, CT 06881-0548.
Phone: (203) 226-4335; Web site: www.arborcomput-
er.com; e-mail: phannan@arborcomputer.com.

Alexander Equipment Company

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

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

When you think buckets – think PCC

Fiberglass booms & buckets to fit most bucket
trucks. Polyethylene bucket liners. Best quality and
longest life bucket and boom-mounted saw holders.
Other unique, safety, efficiency and stress-relieving
bucket work accessories. Plastic Composites
Company 1-800-747-9339. inpcc@AOL.com.
www.buckettruckparts.com.

2002 Rotochopper cp118 – Make colored mulch out of
raw chip – Excellent condition – Runs Great –
Upgrading to a larger machine in spring – Great unit
to start in the mulch business with. Asking $75,000 or
you can take over lease payments. Machine is current-
ly located in Colorado. Please call (970) 221-1287 or
e-mail Jason@treeserve.com for more info.

PRODUCTS & 
SERVICES

Attn. Tree Trimming Firms

Propel your ad flyers from a vehicle to front doorstep
with the patented Flyer deliver system. Do you:
• Pay high dollar for yellow page or newspaper ads
with little results?
• Want to blanket an area in hours without high labor
costs?
• Wonder how you get more leads and work?
Use the jet tube and be the only ad, instead of one
among many ads. This will be an exclusive sub-
license agreement. Inventor Armondo W. Benavides,
owner Royal Tree Service. Contact: Cell (210) 831-
5000; Office/Fax: (210) 438-5000, or
royaltree@stic.net.
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TCI classified ads work!
Call 1-800-733-2622

E-mail to 
stone@treecareindustry.org

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

How to get more really good customers for your tree
service business in a month than you currently get all
year, with half the effort, twice the profit, with much
“smarter,” cost-effective advertising and marketing
I have assembled, figured out, tested and proved; dif-
ferent, unusual strategies for easily, efficiently and
affordably obtaining and keeping more good cus-
tomer than you can handle!
Being a great arborist is not good enough! The phone
has to ring!
Oh, and let me bluntly say this – you will never hear
what I will tell you from suppliers, salespeople, trade
journals, other tree service owners, or even your advi-
sors such as your accountant or ad agency. I will
reveal information that is known to only a very small
number of people in the tree care industry.
Send today for your free report that details exactly
how you can put all of my marketing secrets to work
for your business.
Fax your mailing address to (817) 222-2174 or e-mail
mailing info to jpdavis@flash.net.

BUSINESSES 
FOR SALE

Tree health care company for sale in Atlanta, GA.
2003 sales: $231,000. High-end client base. Focused
on tree preservation. Great opportunity, in a great
market, for someone who generally loves trees.
Contact (404) 459-6352.

Come to sunny Florida and purchase profitable tree
service. Owner in business over 37 years – good rep-
utation and repeat business – Owner retiring.
Business and equipment too much to list – great
working crew. $500,000 cash/trade – owner will par-
tially finance, land negotiable. Call (727) 541-3888.

70 TREE CARE INDUSTRY – DECEMBER 2004

TCI 12/04

Please circle 18 on Reader Service Card

Please circle 40 on Reader Service Card

tci mag 12_04_Back_v3.qxp  12/6/2004  4:28 PM  Page 70



WE CAN GET YOU INTO A TIGHT SPOT...

AND THEN HELP YOU CLEAR YOUR WAY OUT.

BACKYARD TREE TRIMMER

600 Oakwood Road, PO BOX 1150, Watertown, SD 57201, USA

(605) 882-4000 • www.telelect.com

And with our Telescoping axles and retractable outriggers, 
you can work securely once you get to your work area. 
When experience counts, count on Terex Telelect. 

With our Backyard Tree Trimmer narrow chassis width, we’re able to access areas other aerials cannot. 
The Terex Telelect Backyard Tree Trimmer has the ability to maneuver through tight spaces.

Please circle 44 on Reader Service Card
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A
vailable to members only, TCIA has teamed up with one of the indus-

try’s leading suppliers to save you money and contribute to the tree care

profession.

Under the agreement, Midwest Arborist Supplies will contribute 2.5 percent

of total ONLINE purchases (less shipping) made by

confirmed TCIA members to be applied toward dues

of members. The company will also contribute 2.5

percent to TCIA to be applied toward the develop-

ment of safety and educational programs for the tree

care industry.

For Example:

If you buy $2,000 worth of products from the Midwest Web site, you will receive a credit from TCIA for a reduction in membership

dues by $50; and TCIA receives an additional $50 royalty from the company for development of safety and educational programs. Can

you think of any reason why you wouldn’t want to reduce your membership dues and contribute to industry safety – all at no additional

cost to you? Neither can we. Midwest has a full line of equipment and supplies for arborists. Go online – and be sure to click the

“Member Discount Program” box – at www.treecaresupplies.com to start reducing your dues today.

T
he Voice for Trees, in the person of

Jeffrey Jones of Nelson Tree

Service, recently had a chance to

meet with Rep. John Boehner (R-OH)

Chairman of the House Education and

Workforce Committee. Jones delivered a

check from the VFT-PAC and took the

opportunity to discuss issues of concern to

our industry.

The House Education and Workforce

Committee has wide-ranging jurisdiction

of interest to tree care companies, includ-

ing labor standards and statistics,

regulation or prevention of importation of

foreign laborers, workers’ compensation,

wages and hours of labor and work incen-

tive programs.
“It was a pleasure to get another oppor-

tunity to meet with Rep. John Boehner,”

says Jones. “He is a good man in

Congress, and as a former small business

owner himself, he understands the needs

of the small busi-

ness community. I

was happy to par-

ticipate with the

Voice for Trees

PAC to talk about

tree care and air

some of our con-

cerns as they relate to important

legislation that could potentially affect

our industry.”

If you would like to be more involved in

VFT-PAC, please call Mark Garvin or Erin

Hass at 1-800-733-2622.

Voice for Trees Heard in Ohio

Discounts for TCIA members on arborist supplies

Rep. John Boehner, left,  meets with Jeffrey Jones, execu-
tive vice president with Nelson Tree Service, Inc. 

Reporter is the monthly newsletter of the Tree Care Industry Association. TCIA members can access the complete publication at www.treecareindustry.org.
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D
aily recording and processing of

Driver’s Vehicle Inspection

Reports (DVIRs) has never been

easier. Included with the November issue

of the Reporter as a free member benefit,

TCIA’s Driver’s Vehicle Inspection Report

(DVIR) details 46 inspection areas target-

ing arborist equipment. Simply check off

areas that need repair for guided compli-

ance with §396.11 and §396.13.

The Federal Motor Carrier Safety

Administration Regulations covering

most CDL drivers require preparation of a

written report at the completion of each

day’s work on each commercial motor

vehicle operated. These DVIRs are spe-

cially designed with features such as

alternate copy perforations to ease control

and distribution of original office copies

into 90-day-log files while retaining driv-

er copies in the book.

Produced in book format, with 50 sets of

forms per book, DOT required procedures

are summarized within as a consistent

reminder to drivers.

To ease reporting and improve compli-

ance at your company, call TCIA at

1-800-733-2622 and request additional

DVIRs for costs as low as $1.95 per unit.
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B
efore you buy a car, do you

check Consumer Reports maga-

zine? Do you search for reviews

online?

More and more, tree care consumers are

looking for information on hiring reputable

tree care companies. Unfortunately, there

have been too many articles in recent years

on nonprofessional companies that

engaged in consumer rip-offs, were found

guilty overcharging, and caused damage to

properties.

Consumers – and the media that provide

them with information – are eager to publi-

cize programs that help distinguish

companies that do things right. 

One such company, Tree Specialists,

Inc., in Holliston, Mass., recently joined

the first group of TCIA accredited compa-

nies. Owner Rolf Briggs reports that the

firm has been reaping the publicity benefits

of Accreditation ever since.

When the local paper picked up the press

release TCIA sends out on behalf of all

newly Accredited companies, consumers

finally had a way to distinguish between

the dozens of companies advertising their

services in the Yellow Pages. 

For more information on the only busi-

ness practices and compliance audit

process in the industry, call Bob Rouse at

1-800-733-2622.

Accreditation = consumer credibility

Driver reports made easy
The attractive

twill baseball
caps are two-
toned; made of
khaki-colored,
sand-washed
twill with a
low profile and
a pre-curved
visor in natural
earthen green.
This high qual-
ity cap features
an adjustable
leather strap with antique brass
buckle and eyelet, and prominently
displays the TCIA Member logo
embroidered on the front.  Members
may order the TCIA member logo
caps for $12.95 each ($8.95 for
orders of 10 or more). Order item
number CAPX4. Please call 1-800-
733-2622 to place your order, or
save $2 by ordering online – visit
the new TCIA online store at
www.tcia.org/store.

TCIA member hats available
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By Dr. Daniele Zanzi

O
rganizing a tour for a group is not
always easy, not even for a skilled
travel agent. It is further compli-

cated if travel is to a foreign country, with
a large, heterogeneous group of techni-
cians, each with his or her own needs:
single or double room, vegetarian menu,
car sickness, air sickness, Alitalia versus
Lufthansa, etc. How many times we asked
ourselves “Why did I do this?” Aren’t we
already fed up with the everyday work rou-
tines, with all the meetings, debates,
conferences, exhibitions, etc. We often
questioned, “Is it really worth it?” It is an
operation of titanic proportions on the one
hand, but exciting on the other – especially
once everything is organized and ready.

On Sept. 5, we were all ready to leave for
this unforgettable event, the technical tour
“to the roots of modern arboriculture,”
greatly desired by us and organized with
the help of “Consorzio Forestale Padano.”

We were actually ready three years earli-
er: everything was organized for 25 Italians
to head to a foreign country – scheduled to
depart Sept. 14, 2001. But the tragic and
criminal events of three days before that
date obliged that we cancel our plans.
Since that day, traveling has been different,
more difficult than before. But, here we
were, three years later, ready, full of enthu-
siasm, leaving fears and doubts behind us
for eight days in the United States with
plans to visit the places where modern
arboriculture, that which influenced our
own professional life, was born. Eight days
in New Hampshire in New England, visit-
ing at Dr. Alex Shigo’s home, where he
was waiting for us.

We would have eight days to visit, in
person, the places – forests, laboratories,
universities – where experiments occurred,
where the “CODIT theory”’ was worked
out, where texts and research were written
to develop techniques to care for trees.

Many other times I have been to Alex
Shigo’s home, talking about and learning
about trees while walking in “his” forest,
among “his” trees, so that every time I felt
that the long travel was a return back home,
at least “professional home.”

There Alex Shigo welcomed me 20
years ago, when I went for the first time to
meet him, full of doubt about his theories
and studies. But this time it was different:
now Alex had obtained his due recognition
and appreciation; he is known everywhere,
his studies have deeply changed arboricul-
ture and phytopathology; in all the
universities of the world he is welcomed,
studied and cited.

Today, Alex Shigo is retired and he does-
n’t travel much, but his mind is still alive
and ready, with the curiosity to research
and produce. And people from all over the
world – students, arborists, researchers –
go every year to Durham, N.H., to visit
him, to exchange opinions, to receive con-
sultations, or simply for friendship or to
give their regards. Rarely does Alex say
“no” – it is not in his nature. Maybe his
attitude has attracted jealousy and envy.
But he doesn’t worry about it – that is

someone else’s problem; he welcomes and
talks about everything with everybody. 

There are 19 of us this time – techni-
cians, managers and businessmen. There is
Jùan Pagola, arborist and Spanish friend of
San Sebastian; there is Giovanni Palombini
of Teramo, who remembers seeing Shigo
in Varese in 1991 at a workshop we organ-
ized in Italy, and how that day changed his
professional life. Everyone has his own
expectations: some are visiting the United
States for the first time; some are anxious
to meet Alex Shigo personally; others can’t
wait to walk in the mythical and beautiful
New Hampshire forests, hoping that an
early autumn carpets the landscape with
the unforgettable colors of the foliage –
and, there are those who want to eat lob-
sters. What everyone in the group has is a
passion for, and an interest in, trees. And all
are confident of having an unforgettable
experience. 

Everything has been organized as well as
possible on the basis of previous trips.
Because time is short and one week is not
so long, it is necessary to be sure to see and
experience – personally and professionally
– as much as possible.
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Dr. Daniele Zanzi, second from left, translates for his fellow sojourners what Dr. Alex Shigo, third from left, is saying during
a visit to Dr. Shigo’s home in Durham, N.H.

Coming to America

To the Roots of Modern Arboriculture
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We begin with Alex Shigo, who immedi-
ately opens to us the doors of his house in
Durham, N.H., a university town, because
he says “we can’t say to have really visited
a country if we have never come into the
house of one of its inhabitants.” Everyone
is free to go where he wants, to see and
read his books, to look through the micro-
scope at mushrooms, to visit the kitchen
and the guest bedrooms. And, immediately
afterward, the lessons begin, not in a closed
room with CDs and photos – Alex doesn’t
need those. He teaches with the strength of
his passion and with his extraordinary abil-
ity in communicating; a small blackboard
with chalk is enough, and for a classroom
we have the forest around his house, where
we walk, taking what we find as our start-
ing point: trees alive and dead, hollows,
spontaneous flora, signs of animals –
everything is a source, a starting point for
discussion. 

In the middle of the woods, there is a
chair that is used by Alex to sit for a
moment, but he goes on speaking and relat-
ing his message to “touch trees!” because
only in this way you will know them. He
repeats that his educational methods are
deductive, beginning from the end and ana-
lyzing what has occurred. Alex has the
ability to show very simply the most diffi-
cult and complicated biochemical or
physical processes; because, he says,
“nature is simple, we make it complicat-
ed.” He considers the complete picture of a
tree, including all factors that influence its
life.

These are intense days: Under an oak we
discuss Armillaria, and about why the phy-
topathological concept of heartwood rot is
wrong. We talk about correct pruning
methods, about damage that injections can
cause to trees, and sometimes about philos-
ophy and even about music, because with
us is an inhabitant of Cremona who is
interested in the characteristics that affect
the resonance of wood used to build the
best violins.

One day, we visited a cottage where
Shigo lives in summer months, on
Mendums Lake. There, Marilyn, Shigo’s
inseparable and lovely wife, is waiting for
us. She has prepared a typically American
buffet lunch. At the end of the workshop
and the day, some took a dip in the lake,
one took a canoe to explore the lake, some

relaxed or played volleyball, and others
played with Mandy, the golden retriever
that greets everybody. In the evening, we
had a simple dinner, with lobsters, clams
and sweet corn on the cob – just like typi-
cal tourists.

During the visit, we met Dr. Kevin
Smith, a researcher with Shigo who
showed us experimental laboratories of the
USDA Forest Service in Durham, where
the first dissections of trees were made.
And in the laboratories, we learn to touch
by hand discolored wood, false heartwood
and different kinds of protection wood. We
met Dr. Walter Shortle, co-author with
Shigo on numerous scientific publications,
and who spoke to us about experimental
works with Dutch elm disease and about
the difficulty in obtaining public funding
for research. 

In Manchester, N.H., Cynthia Mills,
president of the Tree Care Industry
Association – the most well-known inter-
national association for commercial
arboriculture – and her staff showed us
around TCIA’s offices. There was particu-
lar interest in the Accreditation Program
recently activated by TCIA, an objective
way to administer quality operations and
an excellent way for companies to make
themselves stand out in the market. One
member joined the association; another
bought a lot of books, publications and
educational videos.

In Boston we were welcomed by Mark
Tobin and James McGuire, managers of
Hartney Greymont, a large commercial
tree care company in the area and a TCIA

member. Everyone was free to take infor-
mation about business organization and
operations, about equipment and more – in
short, a complete picture of the realities of
American tree care operations.

Thomas Brady, director of open green
spaces in Brookline, a suburb of Boston,
showed us his current and future projects
for the city. There was time for a group
photograph with the oldest – 200 years –
European beech in America, a true rarity in
United States, where the only known
species is Fagus grandiflora and not Fagus
sylvatica. We had a guided tour of the
beautiful public parks of Boston – the
Public Gardens, Boston Common – along
with a bit of individual time for shopping,
a boat trip to look for whales and a visit to
the Museum of Fine Arts.

When he met us, Shigo said there must
have been a great passion and interest for
such a large and diverse group to travel so
far and long to study modern arboriculture.
While this is true, the memory and sou-
venirs of how much we saw and how much
we learned will stay with us forever. Thank
you Dr. Shigo. And, also thank you to all
the people who we met and who gave us a
glimpse of American arboriculture. I hope
sometime to return the favor. You are all
welcome in sunny Italy!

Dr. Daniele Zanzi is a recent chairman
of the European Arboricultural Council
and owner of Fito Consult, a tree care
company in Varese, Italy. He and his group
from Varese visited New England this past
September. He can be contacted at
dz@fito-consult.it.
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Dr. Alex Shigo, second from right, poses for a picture with his Italian guests.
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January 2004

The Root of the Matter: Setting

Standards for Tree Planting 

By Bernard Jacobs & Terry Warriner Ryan

Leasing or Financing – What is the Best

Way to Acquire Equipment?

By Thomas G. Dolan

Have More Fun Using Progressive

Arboricultural Techniques

By Tom Dunlap

Firewood Business Can Be Profitable –

If You Work At It

Proactive Control of Fleet Maintenance

Costs

By John Dolce

Green Roofs and Roof Gardens 

By Ruth S. Foster

Practical Techniques to Improve

Quality, Productivity and Morale

By Dr. Lou Benson

OSHA Record Keeping Changes;

Cholinesterase Testing

By Peter Gerstenberger

Be Careful Who You Trust – Always Get

a Signed Release

By John Hushagen 

February 2004

Healthy Soil – Healthy Trees

By Dr. Lakshmi Sridharan

Stump Grinders: There’s Profit in the

Daily Grind

By Rick Howland

Trees from the Hood – Native Options

for the Urban Landscape

By Guy Sternberg

Wildfires Ignite Brush Cutting Business

By Ariana Zora Ziminsky

Can Insecticides Fell Emerald Ash Borer?

By Deborah G. McCullough and David R.
Smitley

Make a-Mail, z-Mail, i-Mail Profit-

Boosting Tools

By Richard G. Ensman Jr.

OSHA Steps Up Intervention for Tree

Care

By Peter Gerstenberger

Cruiser was a Logger’s Dog

By Bob Smalser

March 2004

Managing Major Storms

By Michael Roche

Pricing Fertilization, Insect and Weed

Control Work

By Jim Huston 

Setting Up a Prescription-Based

Fertilization Program

By Michael Roche

Rope Splicing

By Michael Roche

Arborists Should Be Par on Any Golf

Course

By Don Dale

How the Great Blackout Led to a

Greener Business

By Rick Howland

Maryland Tree Expert Licensing Law &

Regulations

By Michael R. Galvin

Are Biostimulants the Next Generation

of Fertilizers?

By Glynn C. Percival

Avoiding Payroll Tax Pitfalls

By Mark E. Battersby

How to Get Top Dollar for Every Job

By Jeff D. Stokes

Chippers: Can Safety Be Engineered?

By Peter Gerstenberger

Regulatory Activity Could Impact EPA’s

Ability to Register Pesticides

By Peter Gerstenberger

How to Fire Up Yellow Page Ads – and

Save Money

By Bill Lynott

The CTLA Aims to Reduce Fractured

Use of Guide for Plant Appraisal

By J.B. Ingram

Freeman Parr Awards and TCIA Safety

Awards

Managing for Success

By Ted Tate

Lessons Learned from Years in the

Business

By Eric L. Graefen

April 2004

Making Chain Saws Run Cleaner

By Michael Roche

Growing Your Business by Selling

Fertilization

By Jeff Ott

Flowering Trees in a Landscape

By Dr. Lakshmi Sridharan

A Few Pointers on Proper Maintenance

for Aerial Devices

By Don Staruk

North American Emerald Ash Borer

Infestation: Ashes, Ashes – All Fall Down

By Dr. Randall Frost

Managing Your Hispanic/Latino

Workforce

By Mauricio Velasquez

Cut Your Own Chain

By Tim Ard

Sales and Marketing Strategies that Work

By Jeff Stokes

Using the Appraiser’s Eye to Assess your

Business

By Mary MacVicker

Decisions Made in Washington Directly

Affect your Business

By Peter Gerstenberger
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Have Your Fees Kept up with Inflation?

By William J. Lynott

The TREE Fund – Times Are A-

Changin’ for Nonprofits

By Cindy Stachowski

Technology: Plumbers Use Trenchless

Pipe Replacement Technology to Save

Trees

May 2004

Installation Controversies:

Manufacturers vs. Practitioners

By Bonnie Lee Appleton

Healthy Soil Leads to Healthy Trees

By Elaine Ingham

Updated Rules Could Restrict Crane

Use in Tree Work

By Mark Garvin

Controlling Disease on Ornamental

Crab Apple Trees

By Lakshmi Sridharan

Pest Management – Merit vs. Mites

By Dr. Michael Raupp

A Growing Concern: Invasive Non-

Native Species

By Lana Robinson

Are Credit Cards Good for Business?

By Dave Rattigan

Calculating Time and Materials Pricing

By Jim Huston

Firing with Finesse

By Scott Weston

Green Point of N.Y. Lobbies for Green

Legislative Issues

By David T. McMaster and David G.
Marren

Word Search – Find the ANSI Standard

By Eric L. Graefen

Going, Going, Gone! … In 60 Seconds or

Less – Buying at Auction

By Rick Howland

June 2004

Updating Lightning Protection for Trees
By Ariana Ziminsky

Pests on Ornamental Cherries

By Dr. Lakshmi Sridharan

Smaller, Mobile Grapples Save on

Labor, Increase Safety

By David Rattigan

What Price Chipper Maintenance?

By Rick Howland 

Trees – A Threat to Homeland Security?

By Dr. Bonnie Appleton

Compost Tea and Microbial Inoculants

Offer Alternatives to Fertilizers

By Peter Felix

Tree Preservation: Trenchless

Technology Aids Torrey Pine Relocation

By Jim Schill

Greater Control/Standardization of

ROW Vegetation Management

By Peter Gerstenberger

Appraising a Tree’s Value

By David Hucker

An Organizational Blueprint for a Small

Business

By Howard L. Eckel

When it Comes to Pruning Mature Tree

Roots – Don’t!

By Dr. Alex Shigo

Top Eight Ways to Survive a Day at the

“Timber Tailors”

By Leah Falciola 

July 2004

Greater Falling Accuracy Using the

Tapered Hinge

By Daniel Murphy

Trash to Treasure – Recycling Tree Waste

By Rick Howland

There is More Than One Way to Move a

Log

By David Rattigan

Bark Beetle Infestation Reaching

Epidemic Proportions in Southwest

By Brenda Carol

10 Simple Ways to Avoid Expensive

Electrical Repairs to Your Equipment

By Nik Staley

Techniques and Tips from an Old Faller

By Marshall Adams

Pricing Large Maintenance and On-Site

Maintenance Projects

By Jim Huston

Seeking vs. Fearing OSHA Involvement

in Your Business

By Peter Gerstenberger 

Be a Good Neighbor – Your Business

May Depend On It

By Keith Regan

Distinguishing Between Young vs.

Mature Trees

Dr. Alex Shigo

A Visit in Northern California with the

Oldest Tree on Earth

By Martin Schmiede

August 2004

Less is Usually More in Rights-of-Way

Maintenance

By Brenda Carol

Is Your Pruning Ergonomically Correct?

By Bonnie Lee Appleton

Pruning the Common Butterfly Bush

By Cass Turnbull

What Have Been Your Best and Worst

Business Decisions?

By Thomas G. Dolan

Designing a Fleet Safety Program

By Dennis E. Gardner

Asian Ambrosia Beetle Proves Bitter

Pest

By Lana Robinson

Computer-Based Training Bringing

Safety to Aerial Lift Users

By David Rattigan

EPA Issues Risk Assessments for 2,4-D

Herbicide

By Peter Gerstenberger

How H-2B Visas Work

By Mauricio Velasquez and Carlton
Vickery

Stay Focused When You are up a Tree

By Edward Kennedy
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September 2004

Radial Trenching and Sheet Excavations

Can Ease Post-Construction Tree Damage

By Peter Felix

Reacting Toward Less-Allergenic Trees

By Janet Aird

First Aid for Tree Care Crews

By Ariana Zora Ziminsky

Ooze in the News – Treating Bacterial

Slime Flux

By Guy Meilleur

Staying on the Road: DOT

Driver/Vehicle Compliance Audit
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From the Field

The Electric Tree

TCI will pay $100 for published articles. Submissions become the property of TCI and are subject to editing for grammar, style

and length. Entries must include the name of a company and a contact person. Send to: Tree Care Industry, 3 Perimeter Road, Unit

1, Manchester, NH 03101, or staruk@treecareindustry.org.

By Richard W. O’Donnell

M
erry Christmas! During the holi-
day season, an estimated 40
million Christmas trees will be

lighted in American homes. And millions
more will bless dwellings all around the
world.

These festive trees will include the balsam,
Douglas, Fraser and Noble firs, blue spruce,
Scotch pine and white pine; also, the Virginia
pine, Afghan pine and the Leyland cypress.
They are grown in all 50 states.

That magical tree adds a special warmth
and joy to your home at Christmas. Did you
ever wonder how this tradition got started?
We are not discussing the old-fashioned wax
candle tree, which, to be blunt, was nothing
more than a fire hazard. We are talking about
the much safer electric trees. Who was the
first person to put one up in a home?

The world’s first electric Christmas tree
was lighted in 1882 in the home of a New
York electric company executive, Edward
Johnson. He displayed the electric tree in his
home to prove that a fire would not break out
when it was lighted. One of Thomas Edison’s
chief assistants in his Menlo Park days,
Johnson was director of the Edison
Illuminating Electric Company of New York.

Until Johnson broke with tradition,
Christmas trees displayed in homes featured
lighted candles. The wax candles had caused
a number of tragic fires over the years.
Johnson was convinced electric candles on
trees would be safer, and he went to a great
deal of trouble to prove his point.

“Electric trees will prove to be far less dan-
gerous than the wax candle parlor trees,” he
wrote in a letter sent to all the New York
newspapers in early December 1882. “I hope
you will have a representative of your fine
newspaper on hand when I light the world’s

first electric Christmas tree in my home two
days before Christmas.”

Alas, the New York press did not cover the
lighting of the first electric tree. They chose
not to send a representative. Fortunately, a
reporter from the old Detroit Post and
Tribune was in New York at that time, and he
sent a description of the historic tree to his
newspaper. The newspaperman’s first name
has apparently been lost forever. Only his last
name is known. It was “Croffut.”

“Last evening,” Croffut wrote, “I walked
over beyond Fifth Avenue and called at the
residence of Edward H. Johnson of Edison’s
electric light company. There, at the rear of
the beautiful parlor, was a large Christmas
tree presenting a most picturesque and uncan-
ny aspect. It was brilliantly lighted with many
colored globes as large as an English walnut,
and was turning some six times a minute on a
little pine box. There were eighty lights in all,
encased in those dainty glass eggs, and about
equally divided between blue, white and red.

“As the tree turned, the colors alternated,
all the lamps going out and being relit at
every revolution. The result was a continuous
twinkling of dancing colors – red, white,
blue, white, red, blue – all the evening, like
the tree laden with lambent splendor that
sparkles above the fountain in Aladdin’s
palace.

“I need not tell you that the scintillating
evergreen was a pretty sight – one can hardly
imagine anything prettier. The ceiling was
crossed obliquely with two wires on which
hung 28 more of the tiny lights; and all the
lights and the goblins and the fantastic tree
itself with its starry fruit, were kept going by
the slight electric current brought from the
main office on a filmy wire. The tree was
kept revolving by a little hidden crank below
the floor which was turned by electricity.”

Croffut concluded: “It was a superb exhi-
bition.”

It would cost a small fortune to duplicate
the first electric tree today. The bulbs were
hand blown and would sell for at least
$5,000. All of the wiring was handmade. The
bulbs and wiring had to be tested individual-
ly before the entire tree was lighted in all its
glory. Colored light bulbs on trees were a
new experience and the fear of an accidental
fire was great.

Even though the Johnson tree received lit-
tle in the way of publicity that first year, it did
indeed cast a magic spell. Christmas just
doesn’t seem like Christmas these days
unless there is a tree in your home.

As the great American poet William Cullen
Bryant (1794-1878) once wrote: “The groves
were God’s first temples.”

Richard W. O'Donnell, a native of Boston,
was a feature writer with the Boston Globe
for several years. His work has also
appeared in The New Yorker, Smithsonian,
Yankee and many other national publica-
tions. He now resides in Port Richey, Fla.

Electric Tree: This photo, taken in 1882, shows the first
electric Christmas tree ever put up in a home. Photo
courtesy of Edison National Historic Site.
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Biggest ever moved
enabled by SUPERthriveTMFURTHER UNIQUE FACTS –

• Guiness Book of Records, “Biggest ever moved.”

Standardly, with SUPERthrive,TM contractors and parks

claim to ACCEPT NO LOSS of trees. Worldwide (though no salesmen.)

• 100% of 2000 SUPERthriveTM dealers asked at trade

shows said they are “aware that SUPERthriveTM revives

shrubs and trees with as little as green under their bark.”

• Said U.S.D.A. head grower scientist - “Far more growth above

and below ground than when fertilizers used alone.”

• Over 500 parks systems heads wrote that nothing works so well.

• Saving 50,000 Mojave Desert trees and plants, for U.S. Bureau of

Land Management, while beautifying 100 nearby Las Vegas hotels.

#1 Environment saver. • Regularly helps win American Rose, Orchid,

etc., Societies’ flowering plant competitions.

• Famed offer-proof:- Since 1940, unchallenged, $5,000 guaranteed

to be world champion Activator, Reviver, Trans/Planter, Extra Grower,

and Perfecter. — Far Best. Unique. Nothing is at all “like” it.

• 65 years, NEVER ONE BOUNCED on professional guarantee:

“After using first gallon - money back if you wish you had not

bought it.”  (Public agencies or established businesses in U.S.)

VITAMIN INSTITUTE
Phone (800) 441-VITA (8482)

12610 Saticoy Street South,
FAX (818) 766-VITA (8482)

NORTH HOLLYWOOD, CA 91605
www.superthrive.com

Live Oak Tree

Says “Most Listened-to” Radio Garden Expert
Nick Federoff:

(about Dr. John A.A. Thomson,
maker of famous World’s Fair Gold Medal
SUPERthriveTM 50-in-1TM, 50 vitamins-hormones)

“HE HAS SAVED FAR 
MORE TREES THAN
ANYONE ELSE IN THE WORLD”

Nick Federoff

Dr. John A.A. Thomson
(In 27 different title Who’s Who Directories)
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