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On August 1, 2016, federal regulatory agencies adjusted their civil pen-
alties for the fi rst time in decades. Of concern for the tree care indus-

try, the Occupational Safety and Health Administration (OSHA) dramati-
cally raised their penalty thresholds. OSHA’s maximum penalties, which 
hadn’t been adjusted for infl ation since 1990, increased by 78 percent. 

What does that mean for you? The new penalties for any type of safety 
infractions will be expensive. Citations for “Serious” violations will car-
ry a new maximum penalty of $12,471 – and that’s per violation. OSHA 
can fi nd more than one violation per investigation. The new maximum 

fi ne for “Willful” or “Repeated” violations rose to $124,709.
If you don’t think fi nes like this couldn’t happen to you, think again. While it’s true that OSHA’s 

fi eld inspectors can’t possibly police millions of workplaces, they can and will arrive after a serious 
injury or fatality. 

In October, OSHA cited a Florida tree-trimming company in a worker’s electrocution. After its 
investigation, OSHA issued citations for one willful, one serious and one other-than-serious viola-
tion. The willful citation was for allowing workers to use an aluminum pole saw near power lines. 
OSHA requires workers to be at least 10 feet away from power lines when performing such work. 
The serious violation involved exposing employees to hazards while using a stump grinder that had 
unguarded belts and pulleys. The other violation was for exposing workers to hazards associated 
with chemicals and not implementing a hazard-communications program. Proposed penalties total 
$133,617.

After an accident in November, a New York tree care company is facing fi nes in connection with 
the death of one of its employees. OSHA cited the company for failing to train an employee who 
was pulled into a chipper. It was reportedly his fi rst day on the job as a day laborer. The company 
was also cited for not making sure employees wore leg protection while trimming branches with 
chain saws. Proposed penalties total $140,000.

Proposed penalties are just that – proposed. Companies have 15 business days from receipt of 
citations and penalties to either comply and abate the hazards or request a conference with OSHA’s 
area director to contest the fi ndings. Contesting means your case will be reviewed by the indepen-
dent Occupational Safety and Health Review Commission. TCIA members should immediately call 
the association’s headquarters for guidance.

Of course, avoiding fi nes should be pretty far down on the list of reasons why you must be uncom-
promising on promoting a safe workplace. The tragedy of a fatality for the employee and the employee’s 
family and friends, the effect on co-workers, the damage to the company’s reputation, and the insurance 
and legal expenses incurred in the aftermath will all come with a higher cost – monetary or otherwise.

Your employees have the right to conditions that do not pose a risk of serious harm. They must 
receive information and training (in a language they understand) about workplace hazards, methods 
to prevent them, and the OSHA standards that apply. They should be encouraged to report an injury 
or raise health and safety concerns without fear of retaliation. 

It is in the best interest of the industry, your company and all employed in the fi eld for businesses 
to develop a culture where employees are encouraged to speak up about safety hazards and produc-
tion concerns. Employees are the ones who see things management doesn’t. 

Stay on top of current regulations and workplace inspections. TCIA members have access to 
compliance guides and association staff who can guide you.

All it takes is one accident, one well-publicized safety violation, to diminish the goodwill devel-
oped over decades in a community.

OSHA Fines on the Rise

http://www.tcia.org
mailto:editor@tcia.org
http://www.tcia.org
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Vermeer’s George Toubekis uses Vermeer’s new CTX100 Utility Loader to feed a log into the company’s new AX19 brush chipper. TCI photo by Don Staruk.

By Rick Howland

The industry is experiencing 
“changing faces” in the wood 
chipper market – literally and fi g-

uratively. First, we have new faces at the 
top of at least three major chipper man-
ufacturing companies. Second, changes 
are coming in the machines themselves, 
thanks to advances in technology and 
economic pressures. So, how might these 
changes affect you and your business?

Within the last year or so, we have seen 
new faces at the helm of Bandit, Vermeer 
and Morbark. 

Jason Andringa became president and 
CEO at Vermeer effective November 2015, 
taking over from his mother, Mary (Ver-
meer) Andringa. The company was found-
ed by Jason’s grandfather, Gary Vermeer. 

Before Vermeer, Andringa was a staff 
engineer at NASA’s Jet Propulsion Labo-
ratory. He received his Bachelor of Science 
in Mechanical Engineering from Calvin 
College, a master of science in Aeronautics 
and Astronautics from MIT, and a Master 

of Business Administration from the Uni-
versity of Southern California.

“Since joining Vermeer Corporation in 
2005, I was encouraged to take on various 
roles within the company,” says Andringa. 
“We believe it is important to spend time 
understanding the different dynamics of 
the markets we serve and the teams that 
support them.” 

For Andringa, these roles included pres-
ident for Forage and Environmental Solu-
tions; vice president – Dealer Distribution 
and Global Accounts; managing director 
for Europe, the Middle East and Africa 
(based in the Netherlands); and segment 
manager – New Products and Markets in 
the Environmental Segment. 

When asked about his mission as presi-
dent, Andringa explains, “The markets we 
serve make the world a better place. Our 
mission is simple – to fulfi ll our promise 
to our customers by providing innovative, 
high-quality equipment through our global 
dealer network.

“After nearly 70 years, the core com-
petency at Vermeer has been and contin-
ues to be developing innovative, quality 

equipment for customers in niche markets 
around the world. My vision is to continue 
a growth trajectory based on our contin-
ued investment in this equipment, our en-
trepreneurial dealers and the diligent prac-
tice of continuous improvement while we 
serve a domestic 
and international 
customer base.”

Regarding what 
is ahead for equip-
ment, he acknowl-
edges that “The 
cost of operating a 
business, especial-
ly one that requires 
fi nding and main-
taining qualifi ed 
labor, is rising. 
Government-mandated emission regula-
tions have driven the cost of equipment up 
faster than the rates tree care professionals 
can charge. This has led to a need for tree 
care operations to become much leaner in 
how they operate.”

Continuing, he says, “Part of that is ac-
complished by equipment selection. For 

Jason Andringa
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instance, we are seeing a rapidly growing 
trend among tree care professionals in the 
use of mini skid steers to load brush chip-
pers. These machines can greatly increase 
a crew’s capacity and productivity, allow-
ing for more work to be accomplished 
with less manpower – a very real benefi t 
in today’s tough labor market.

“Vermeer is also designing brush 
chippers that require less human inter-
vention with the machine and in the pre-
processing of material before being fed 
into the chipper. By implementing features 
such as SmartFeed, a function that regu-
lates the feeding of material in order to 
optimize productivity and available horse-
power, and by providing more pull-in and 
crushing power at the feed rollers, the need 
to make precuts and manually manipulate 
material to promote feeding can be greatly 
reduced. This can help save on manpower 
while increasing productivity,” he says.

“Another byproduct of the increased 
diesel-engine costs associated with emis-
sions regulations is a renewed interest in 
gasoline-powered equipment,” Andringa 
says, an observation echoed by his col-
leagues and competitors. “The signifi cant 
price difference between diesel and gas 
engines, coupled with the advances that 
have been made in gas-engine technolo-
gy, means that you can be sure more gas-
powered tree care equipment will be enter-
ing the market.”

Regarding chippers specifi cally, An-
dringa says, “Today’s tree care profes-
sionals are becoming more intentional in 
selecting equipment with capacities and 
capabilities right-sized to the work they 
most commonly encounter. If you aren’t 
typically chipping anything larger than 12 
to 14 inches in diameter, why spend the 
extra for an 18-inch machine? This not 
only saves on acquisition costs, but also 
saves on cost of operation from a fuel-
usage perspective.

“Also, with the need to drive effi cien-
cies and productivity while also maximiz-
ing manpower, many are looking toward 
methods of mechanical feeding, such as 
a mini skid steer equipped with a log-
and-brush grapple. This method increas-
es human productivity while reducing 
fatigue and lessening the chance of back 
injury and other potential injuries related 
to loading. All Vermeer chippers larger 

than 12 inches can also be operated by the 
Tree Commander remote-control system, 
which allows the mini skid steer opera-
tor the ability to remotely operate several 
brush chipper functions from the mini skid 
steer operator station.

“We were excited to introduce our new 
AX19 brush chipper at TCI EXPO. This 
is our fi rst model in a new series of brush 
chippers that has been optimized to pro-
cess larger materials with less chain saw 
work. It features offset, dual horizontal 
feed-rollers and a fi xed infeed-table design 
to help maximize jobsite productivity. The 
addition of the AX19 to our brush-chipper 
lineup provides more options to tree care 
contractors to help move their business 
forward.”

John Mocny is the new CEO at Bandit 
Industries, taking over last February from 
Jerry Morey, who continues to serve as 
Bandit’s president. In announcing his ap-
pointment, the company cited Mocny’s 
decades of engineering and management 
experience from previous leadership 
roles with General Motors and Caterpil-
lar. Mocny holds a Bachelor of Science 
degree in Mechanical Engineering from 
Michigan State University and a Master 
of Engineering Science and Management 
degree from Rensselaer Polytechnic Insti-

tute in New York.
“We decided to bring in a CEO to take 

better advantage of the opportunities be-
fore us and to help take Bandit to another 
level,” Morey said at the time of the an-
nouncement. 

“Why was I brought in?” Mocny asks 
rhetorically. “Bandit grew quickly to a 
medium-size company. The question is, 
how do we change 
to be more effi cient 
in manufacturing 
and in manage-
ment, supply and 
processes and to 
ensure we have the 
fi nances to work 
on new products, 
invest in improv-
ing existing prod-
ucts and improve 
our processes – and 
look at new markets!” 

He says the approach is about building 
bottom lines for Bandit, the company’s 
global dealer network, and for its custom-
ers. 

“By addressing the bottom line, we 
come up with different alternatives such 
as fuel effi ciencies and less maintenance. 
We also are expanding so we can get into 
different markets that will grow the Bandit 

John Mocny 

Bandit’s Intimidator12XP, shown here, will now be available in a clutch-less model. Photo courtesy of 
Bandit.
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product portfolio, so customers can focus 
on purchasing all their equipment from 
one brand.

“There are markets right now that we 
are not into … and customers are asking us 
for something from Bandit in those mar-
kets. We are looking to get into those mar-
kets, and we’re working on it right now,” 
Mocny says, without revealing specifi cs.

“Longevity of machines is another 
goal,” he explains. “This is the ability to 
have a machine run without extensive 
maintenance or overhaul, whether it’s gas 

or diesel. Bandit is already known for re-
liability. As equipment and technologies 
evolve, it’s vital we work hard to maintain 
and build on that reputation.” 

Mocny maintains that longevity is of in-
creasing importance as Tier IV diesel-en-
gine costs rise.  

“In many cases, we are getting close to 
the same horsepower and torque in gaso-
line engines as with diesel,” he maintains. 
With those options in mind for the user, 
Mocny says Bandit is fi nding other ways 
to reduce costs, such as reducing mainte-

nance.
“We are looking at machines that will 

have less complexity and reduce running 
costs,” he says. “From a chipper perspec-
tive, specifi cally, we are looking at all 
components and their overall effective-
ness on our machines.

“Overall I see a stronger chipper indus-
try,” Mocny observes. “Just look out west 
… look at all the dead wood out there from 
the pine beetle epidemic. We are encour-
aged by statements from the federal gov-
ernment about how biomass can be con-
sidered carbon-neutral. That is positive. 
By utilizing the dead wood in the forests, 
we will be able to generate carbon-neutral 
energy while reducing the spread of fi res 
– and that also reduces carbon in the air.” 
He sees that as a business opportunity for 
manufacturers of tree care equipment such 
as chippers, and the companies that use 
them.

Looking at new products, Mocny says 
the company’s TCI EXPO offerings in-
cluded a new clutch-less version of the 
Intimidator 12XP hand-fed drum chipper. 
Also on view was the Model 2550 stump 
grinder with a 49-horsepower gasoline 
engine. Mocny points to the clutch-less 
chipper as an example of simplifying the 
equipment. “Since this is a clutch-less 
chipper, there is no clutch to wear and re-
place. So the cost of R&R (remove and re-
pair or replace) is lower, and that’s some-
thing we can all appreciate.”

Morbark named David Herr as its new 
CEO in October. He replaced Dan Ruskin, 
who was appointed CEO in March 2016 
and resigned this fall for health reasons.

Herr comes to Morbark with more than 
30 years of rele-
vant experience in 
operations, supply 
chain management 
and executive 
management with 
major companies, 
including Navis-
tar, GE Aircraft 
Engines and BAE 
Systems. Herr 
earned a Bachelor 
of Arts degree in 
Business Administration from St. Francis 
College in Fort Wayne, Indiana, and an Circle 5 on RS Card or visit www.tcia.org/Publications

Morbark’s Beever M18R Track Tree and Brush Chipper had its debut at TCI EXPO in Baltimore in November. 
It is a tracked version of Morbark’s 18-inch capacity chipper with 400mm rubber tracks, providing 4.84 psi 
ground pressure and low-speed and high-speed travel ranges of 1.0 and 1.8 mph. Courtesy of Morbark.

David Herr 
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MBA from Northern Kentucky University. 
Herr inherits a growing product portfo-

lio including a new tracked tree-and-brush 
chipper. According to Casey Gross, Mor-
bark’s director of tree care products, the 
company introduced its new Beever 18R 
Track chipper at TCI EXPO in Baltimore. 

“We fi rst saw the need for a tracked ver-
sion of our 18-inch-capacity chipper for 
fi re and pest cleanup efforts going on in 
the western United States,” he explains. 
“The M18R Track gives customers the 
higher horsepower they need while re-
maining compact to maintain maneuver-
ability through a variety of conditions.”

He adds that the Beever M18R Track 
model adds 400mm rubber tracks with 
4.84-psi ground pressure, and low-speed 
and high-speed travel ranges of 1.0 mph 
and 1.8 mph to its well-known M18R 
model chipper.

Gross concludes by stating that “Mor-
bark is pursuing product line enhancements 
refl ected in standardization of the product 
line, increased use of robotic welding pro-
cesses, and more gasoline engine options, 
as well as Tier 4 diesel engines.”

In terms of chipper trends, Andy Price, 
manager for Tree Care at Altec Environ-
mental Products, says, “What we brought to 
EXPO this year was our DRM12he, which 
we unveiled at EXPO last year. This is a 12-
inch engineless chipper powered by hydrau-
lics from the tow vehicle, typically a chip 
dump or aerial device with a chip dump.

“This concept is driven by the Tier IV 
diesel-engine-cost increase,” Price ob-
serves.

“We looked at hydraulic technology to 
power a chipper and saw that we could 
produce one that was safer to operate.

“The DRM12he (“he” for high effi cien-
cy) provides pushbutton start and stop at 
the rear of the chipper. When you push the 
button to stop operation, the cutting drum 
stops in less than 10 seconds,” Price says, 
noting that that stopping speed doesn’t al-
low time for the operator to open the ac-
cess door to the drum – a potential hazard. 
Price maintains that in gas- and diesel-
engine-powered units, it can take up to a 
minute for the drum to cease turning.

Furthermore, Price adds, “Because there 
is no engine, the DRM12he eliminates the 
potential for burn and pinch points be-Circle 12 on RS Card or visit www.tcia.org/Publications

Altec’s DRM12he, which was unveiled at EXPO last year, is a 12-inch engineless chipper powered by hydrau-
lics from the tow vehicle, typically a chip dump or aerial device with a chip dump. Courtesy of Altec.
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cause there is no hot exhaust or belts,” 
adding to operator safety.

The price point for this kind of engine-
less chipper falls between that of a new 
Tier IV unit and one that’s gasoline pow-
ered, he reports, adding that signifi cant 
future savings are achieved in reduced 
maintenance and repair costs because 
of the lack of an engine, as well as an 
1,100-pound weight reduction. 

“We see the appeal of the chipper and 
truck as what we term a ‘modular pro-
duction system’ with a truck and chipper 
working together,” Price explains. 

“Looking ahead, there are some things 
we are keeping our eye on,” Price main-

tains. “First, most Tier IV fl ex engines 
will have to come to an end in 2017. 
(So-called “fl ex engines” are transitional 
diesel engines approved prior to required 
full implementation of clean-burn Tier IV 
engines.) What then will be the prefer-
ence of the customer? Tier IV? Gasoline? 
Engineless? We are monitoring chipper 
trends. Tier IV engine prices go up incred-
ibly fast as horsepower goes up.” 

Price says there is a second potential 
shift in the market that also bears watch-
ing. “Will the rise in diesel-engine costs 
result in customers favoring mid-size 
chippers, in the 15- to 17-inch range, or 
will they lean to 18- to 20-inch?”

J.R. Bowling, Rayco’s vice president of 
sales and marketing, says, “Tier IV issues 
are dominating right now at Rayco.”

He says the company is actively prepar-

ing for the fi nal evolution to Tier IV en-
gines in new machines next year, “wheth-
er that’s brush chippers, stump cutters, 
mulchers – the whole line. Basically, this 
is a conversion of our production to be 
Tier IV compliant or operate on gasoline 
power,” Bowling adds.

“What we see is that we have had gas 
chippers in the 12- and 15-inch (chipper) 
classes for a couple of years, and we are 
just now seeing demand for gasoline on a 
wide-scale basis.”

He relates that, “A lot of end-users have 
been slow to buy Tier IV, comparing costs, 
and a lot of operators took a wait-and-see 
attitude to see if gas-powered machines 
proved themselves to be reliable. Diesels 
have always been so reliable, so accepted, 
and they were known for some extra torque. 
But now they fi nd that gas engines perform 
fi ne in most applications,” he claims. 

Bowling says the notable difference 
between gas- and diesel-engine-powered 
chippers can be 
less obvious be-
cause the cutting 
drum or disc uses 
momentum to cut, 
more so than raw 
engine power. 

“This is espe-
cially true with 
hand-fed machines 
only taking in what 
a man can carry. 
Once you get to big 
10-foot, heavy logs or heavy sticks, that’s 
different, and the cutting machine needs 
a pretty fair bit of engine power. Gas en-
gines on our 12- and 15-inch chippers do 
fi ne and will eat whatever a crew member 
can carry without any hesitation,” Bowl-
ing maintains.

Looking ahead, he says, “Soon we will be 
working on larger gas engines for 15- and 
18-inch chippers. They’re already on our 
radar screen,” he maintains, and more than 
hints at development of an 18-inch RC1824 
gas-powered chipper. “It’s all refl ective of 
market demand,” Bowling concludes.

So, as we say goodbye to 2016 and 
introduce ourselves to 2017, perhaps 
what we see is a new complexion for the 
chipper market’s equipment as well as 
its leaders.

Rayco’s RC1522 is a 15-inch-capacity chipper powered by a 130hp gasoline engine with 15-inch high by 22-
inch wide infeed opening. Courtesy of Rayco.

J.R. Bowling

“First, most Tier IV fl ex en-
gines will have to come to an 
end in 2017. What then will 
be the preference of the cus-
tomer? Tier IV? Gasoline? 
Engineless?”

Andy Price
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David Fleischner, Tom Prosser 
elected to TCIA Board

TCIA members elected David Fleischner 
and Tom Prosser as the newest members of 
the TCIA Board of Directors. The two will 
be sworn in and begin their three-year terms 
during a ceremony at Winter Management 
Conference in Puerto Rico this February.

They will take the places of Board Chair-
man Andy Ross, who will be stepping down 
after completing his term as chair, and Phil 
Chambers, director, who will have complet-
ed two full terms on the Board. At the same 
time, Peter Sortwell will move from vice 
chair to chair; Andy Felix will move from 
senior director to vice chair; and Alan Jones 
will move into the senior director position.

TCIA’s Board is elected by the members 
to set policy and the strategic direction of 
the association. 

Fleischner is chairman of Trees, Inc., 
a 66-year TCIA member company based 
in Houston, Texas. Trees, Inc. is a nation-
al utility line-clearance company with 13 
branches and 2,600 employees with oper-
ations in 41 states.

Fleischner has been in the industry for 
18 years and with Trees, Inc. since 2003.

He has been a member of the TCIA 
Voice for Trees political action committee 

(VFT-PAC) since 2004 and has attended 
every Legislative Day on the Hill, TCIA’s 
biennial gathering in Washington, D.C., to 
meet with legislators to discuss laws and 
regulations related to the tree care indus-
try. He is a past president of the Utility Ar-
borist Association, having concluded his 
four-year term this past August.

Fleischner re-
ceived a bachelor’s 
degree in Interna-
tional Relations 
from Johns Hop-
kins University.

Prosser is the 
founder and CEO 
of Rainbow Tree-
care, an accredit-
ed, 28-year TCIA 
member tree care 
company based in 

Minnetonka, Minnesota, and of Rainbow 
Treecare Scientifi c Advancements, an 18-
year TCIA associate member company 
that provides tree healthcare protocols, ar-
borceuticals and tree healthcare tools. 

Rainbow Companies has other business-
es that deal with pest control, lawn care and 
holiday lighting. They also have developed 
protocols, products and services that serve 
municipalities, utilities and the landscape 
maintenance industry. They have 200-plus 

full-time employees and operate out of nine 
states. Rainbow is an employee-owned 
company and expects to become 100 per-
cent owned by its 
employees over the 
next 10 years.  

Prosser has been 
involved in the tree 
care industry for 40 
years. 

His volunteer 
activities have in-
cluded serving on 
the TREE Fund 
Board for eight 
years, including 
the TREE Fund Executive Committee for 
three years. He served as vice president of 
the Tree Link board for four years; was 
president of the board for his children’s 
school for three years – on the board for 
fi ve years; and held various positions with 
the Minnesota Society of Arboriculture. 
Rainbow created Saluting Branches, the 
arboriculture annual day of service at Na-
tional Veterans’ Cemeteries nationwide.

Prosser attended the University of Min-
nesota from 1978 to 1984, studying chem-
istry, biology, botany and business. He is 
an ISA Certifi ed Arborist and a partici-
pant in the Vanto Leadership Program, a 
four-year intensive program. He has been 
recognized with the Minnesota Society of 
Arboriculture’s Practitioner Award of Ex-
cellence and its Volunteer Service Award.

Fecon adds Five Star 
Equipment as dealer

Fecon has added Five Star Equipment 
as the newest dealer for Fecon equipment.

“This partnership makes equipment in-
ventory readily available to Fecon custom-
ers in Pennsylvania and western New York,” 
said Joe Cox, Fecon regional manager. 

Five Star will sell the complete line of 
Fecon FTX Tracked Carriers, rubber-tire 
tractors, Bull Hog forestry mulchers and 
forestry attachments.

Founded in 1980, Five Star employs 
more than 150 people in its eight locations 
and sells various brands into the local con-
struction and forestry industries.

Cutting Edge - News Send Cutting Edge News items to editor@tcia.org

David Fleischner

Tom Prosser

mailto:editor@tcia.org
www.isasouthern.org
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Cutting Edge - Products

Circle 90 on RS Card or visit www.tcia.org/Publications

Rockman Safety’s new Forest Ranger helmet system features 
its top-of-the-line Ranger helmet with both a 12-point ratchet sus-
pension and CrashBox, a double-walled crash zone designed to 
absorb shocks much as an airbag in a car. Strategically placed rods 
and pipes are designed to absorb impacts by compressing and de-
forming the CrashBox, thereby signifi cantly reducing the energy 
transmitted to the suspension and eventually the user’s head. A 
stainless-steel, punched metal foil visor allows up to 70-percent 
light transmittance, while most competitors offer 50 percent, ac-
cording to Rockman. The hearing protectors work in three posi-

tions and are rated at NRR 24dB/SNR 28dB. The Forest Ranger combo includes retractable 
safety glasses, a textile chin strap with magnetic buckle, and a hi-viz refl ector kit. The system 
is entirely designed and manufactured in Germany. Certifi cations: ANSI Z89.1-2014, Type 1, 
Class C; EN 397:2012+A1:2012 (D). (jmstrading@gmail.com; www.rockman-safety.com)

The new DAT3 articulating, telescop-
ic aerial lift from Dur-A-Lift made its 
offi cial debut at the TCI EXPO in Bal-
timore in November. Built for the tree 
care industry, the lift formerly known as 
the MAT-3 was brought back into pro-

duction after Dur-A-Lift acquired the 
line from John Mlaker. Models include 
the DAT3-60 and DAT3-70, with the 
numbers indicating bottom-of-platform 
height. They feature a non-over cen-
ter design for greater stability and side 
reach, with a working height up to 75 feet 
and up to 48 feet side reach, and a rare 
telescopic boom, which not many aerial 
lifts have. Both models have an insult-
ed upper boom, offer 360-degree con-
tinuous, unrestricted rotation, and come 
standard with a one-man, end-mount fi -
berglass platform, and a safety harness 
with fall-arrest lanyard. Options include 
remote engine start/stop at platform, 12 
VDC backup system, a larger fi berglass 
platform, two sets of hydraulic-tool 
outlets with pressure relief shut-off 
at platform and a bucket liner. 
(sales@dur-a-lift.com)

Circle 93 on RS Card or visit 
www.tcia.org/Publications

The new RT-75 large-frame, radial-lift compact 
track loader from ASV LLC, a joint venture between 
Manitex International and Terex Inc., features ASV’s 
Posi-Track undercarriage. The dual-level suspension 
features both suspended wheels and axles, designed 
to manage every type of terrain and at faster speeds. 
The multiple-wheel contact points and triple-guide 
lugs are designed for maximum performance on 
slopes. The RT-75 comes standard with 18-inch 
tracks providing ground pressure of 3.6 psi; optional 20-inch tracks lower that to 3.2 psi. A 
Cummins 2.8-liter, 75-hp, turbocharged diesel engine produces 221 foot-pounds of torque, 
13 percent more than the machine’s 80-hp predecessor, the PT-80. Torque is transferred to 
the ground through direct-drive hydraulic motors. Tier 4 Final compliance is achieved using 
a diesel oxidation catalyst that requires no regeneration, sensors or diesel exhaust fl uid, less 
wiring and no added maintenance. The auxiliary hydraulic system offers 35.7 gpm high fl ow 
and 3,300 psi. At 70 inches wide with a 126-inch lift height, it has a rated operating capacity 
of 2,650 pounds and a tipping load of 7,571 pounds. (www.asvllc.com; www.positrack.com)

Circle 91 on RS Card or visit www.tcia.org/Publications

Circle 92 on RS Card or visit www.tcia.org/Publications

Ott Hi-Viz Saw Wrenches
Ott Company’s Hi-Viz Saw Wrenches are designed so that users never again lose their 

saw wrenches or bar nuts, saving time and money. They use vivid colors not found in 
nature so as to be easily located if 
dropped, and one model is magnet-
ic so that bar nuts are held close. 
Machined out of aircraft-grade alu-
minum, the raw bodies are then an-
odized bright purple, a process that 
impregnates the surface, forming a 

microscopic chemical bond and providing a lasting fi nish. The hi-viz refl ective material 
is then inlaid into the aluminum wrench body so it won’t peel off. They feature a double 
socket, 19mm and 13mm, on one tool, and a hole for a carabiner so they can be secured. 
They are about 5¾ inches long and weigh approximately 148 grams for the magnetic tool 
and 132 grams for the non-magnetic tool. (www.3ott.com)

ASV’s RT-75 compact track loader

Rockman Forest Ranger helmet system

Dur-A-Lift DAT3 bucket truck

For more information on products 
featured here, circle the number on the 

Reader Service Card, or visit 
www.tcia.org/Publications. 

Send Cutting Edge Products 
information to: editor@tcia.org
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December 2, 2016*
Electrical Hazards Awareness Program (EHAP) 
Susan Harwood grant-funded workshop**
Biltmore Estate, Asheville, NC
Contact: www.tcia.org/training

December 3, 2016
Aerial Rescue – ASTI***
Keiling Tree Care, Bernardsville, NJ
Contact: Keiling Tree Care (908) 766-4539

December 9, 2016
Aerial Rescue – ASTI***
PTCA San Diego, Lakeside, CA
Contact: PTCA San Diego (714) 639-5516

December 15, 2016 *
GA Arborists Assoc. Winter Workshop/Awards Luncheon
Trees Atlanta, Keneda Center, Atlanta, GA
Contact: www.georgiaarborist.org

December 16, 2016
Aerial Rescue – ASTI***
Backridge Tree Service, Fort Walton Beach, FL
Contact: Backridge Tree Service (850) 240-2829

January 2-5, 2017
Advanced Landscape Plant IPM PHC Short Course 
U-Maryland, Dept of Entomology, College Park, MD
Contact: (301) 405-3911; kgilber4@umd.edu

January 10-12, 2017
Northern Green Expo
Minneapolis, MN
Contact: www.northerngreenexpo.org

January 18, 2017*
Grow Maine Green Expo
Augusta, ME
Contact: www.mainearborist.org

January 18-19, 2017*
Certifi ed Treecare Safety Professional/CTSP Workshop
Milwaukee, WI 
Contact: www.tcia.org/training

January 19, 2017*
CT Tree Protective Association Annual Meeting
Southington, CT
Contact: www.CTPA.org

January 19-20, 2017
Think Trees NM
Albuquerque, NM
Contact: www.thinktreesnm.org

January 19-20, 2017
North Carolina Green & Growin’ Show
Greensboro, NC
Contact: www.greenandgrowin.com

January 24-26, 2017*
Indiana Arborist Association Conference
Indianapolis, IN
Contact: www.indiana-arborist.org

January 27-28, 2017*
Maryland Arborist Association Conference
Ellicott City, MD
Contact: www.mdarborist.com

January 29-30, 2017*
NY State Arborist Association Annual Conference
Suffern, NY
Contact: www.NYSArborists.com

January 31, 2017*
Ohio Tree Conference
Cincinnati, OH
Contact: www.ohiochapterisa.org

February 1-3, 2017*
Midwestern ISA
St. Louis, MO
Contact: www.mwisa.org

February 5-9, 2017*
Winter Management Conference
Puerto Rico
Contact: 1-800-733-2622; www.tcia.org

February 7-10, 2017
ProGreen Expo
Denver, CO
Contact: www.progreenexpo.com

Industry Almanac More almanac online! For the most up-to-date calendar information, 
visit www.tcia.org events industry-calendar

Send almanac listings to editor@tcia.org, 
or post them yourself on TCIA’s Industry Calendar – follow the directions above.

January 2017
Machinery & Equipment: Trucks, Stump Grinders
Tools & Supplies: Climbing, Rigging
Services: Training
Safety: Electrical Hazards, CEU Quiz
* Training issue: special focus on training

February 2017
Machinery & Equipment: Right-of-Way Equipment,  
 Wood Processing/Biofuel/Mulch 
Tools & Supplies: Biological Soil Amendments &  
 Pest Management
Services: Sustainable Operations/Practices
Safety: Pesticide Safety
* GREEN issue: Green-themed ads/content.

Contact editor@tcia.org
Advertising opportunities: Sachin Mohan, mohan@tcia.org

Each issue of TCI Magazine contains a variety of articles tailored to the specifi c needs, concerns and interests 
of arborists. TCI solicits a number of articles from outside writers to keep its editorial content fresh. 
Do you have a story for TCI? The editor will be happy to review your idea or manuscript and discuss it with you. 
Here are some of the upcoming topics for the next two issues:

What’s Coming in TCI?

http://www.tcia.org/training
http://www.georgiaarborist.org
mailto:kgilber4@umd.edu
http://www.northerngreenexpo.org
http://www.mainearborist.org
http://www.tcia.org/training
http://www.tcia.org
mailto:editor@tcia.org
http://www.CTPA.org
http://www.thinktreesnm.org
http://www.greenandgrowin.com
http://www.indiana-arborist.org
http://www.mdarborist.com
http://www.NYSArborists.com
http://www.ohiochapterisa.org
http://www.mwisa.org
http://www.tcia.org
http://www.progreenexpo.com
mailto:editor@tcia.org
mailto:mohan@tcia.org
www.indiana-arborist.org
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Recently, a 34-year-old tree trim-
mer in Florida was electrocuted 
when his aluminum pole saw 

made contact with overhead power lines. 
Anthony Robert Donahue was strapped 

to a tree approximately 18 feet in the air 
and working at a private residence on Bay 
View Drive in Fort Lauderdale on April 
25, 2016, when the incident occurred. 

His employer was quoted by the media 
saying the deceased, “… was responsible 
for his own actions … as an independent 
contractor.”

OSHA disagreed. After its investigation, 
OSHA issued citations to the victim’s em-
ployer for one willful, one serious and one 
other-than-serious safety violation. The 
proposed penalty to this small employer 
totaled moe than $130,000.

This incident underscores a growing 
employment phenomenon and concern for 

tree care employers: misclassifi cation of 
workers.

The Department of Labor and worker 
advocate groups agree, misclassifying em-
ployees as independent contractors allows 
employers to duck their responsibilities for 
providing government-mandated worker 
protections, including overtime pay, family 
and medical leave – and a safe workplace.

Some employers attempt to protect 
themselves by requiring workers to sign 
documentation identifying themselves 
as independent contractors. This tactic 
doesn’t fool either OSHA or the IRS.

The Obama administration has paid 
increasing attention to misclassifi cation 
enforcement as concern has risen. Thirty-
fi ve states have entered into three-year 
memorandum of understanding (MOU) 
agreements with the Department of La-
bor’s Wage and Hour Division to protect 

workers from misclassifi cation. The divi-
sion works under an MOU with the Inter-
nal Revenue Service while providing out-
reach services to employees, employers 
and worker advocate groups.

Upcoming legislation also fi gures to 
help combat misclassifi cation. Federal 
Acquisition Regulatory Council guidance 
resulting from Obama’s Fair Pay and Safe 
Workplaces Executive Order requires 
employers who bid for federal contracts 
worth at least $500,000 to disclose a 
company history of labor violations cit-
ed during the past three years. The fi rst 
phases of the fi nal rule were set to go into 
effect on October 25, 2016.

Peter Gerstenberger is senior advisor 
for safety, compliance & standards for the 
Tree Care Industry Association.

February 7, 2017
Long Island Arboricultural Association Conference
Hempstead, NY 
Contact: www.longislandarborists.org

February 13-15, 2017*
ASM ArborCon
Lansing, MI
Contact: www.asm-isa.org

February 14-16 2017
Wisconsin Arborist Assoc.*
Green Bay, WI
Contact: www.waa-isa.org

February 22-23, 2017*
Certifi ed Treecare Safety Professional/CTSP Workshop
Charlotte, NC
Contact: www.tcia.org/training

February 22-24, 2017
ISA Ontario
Niagara, ON
Contact: www.isaontario.com

February 25-28, 2017*
ISA Southern Chapter
Myrtle Beach, SC
Contact: www.isasouthern.org

March 15-16, 2017*
Certifi ed Treecare Safety Professional/CTSP Workshop
Windsor, CT
Contact: www.tcia.org/training

April 4-5, 2017*
Certifi ed Treecare Safety Professional/CTSP Workshop
Arcadia, CA
Contact: www.tcia.org/training

May 16-17, 2017*
Certifi ed Treecare Safety Professional/CTSP Workshop
Apopka, FL
Contact: www.tcia.org/training

July 11-12, 2017*
Certifi ed Treecare Safety Professional/CTSP Workshop
Vacaville, CA
Contact: www.tcia.org/training

November 2-4, 2017
TCI EXPO
Columbus, Ohio
Contact: www.tcia.org

Washington in ReviewWashington in Review

By Peter Gerstenberger

* Indicates that TCIA staff will be in attendance
** Susan Harwood Grant-supported workshop
*** ASTI grant-supported workshop

http://www.longislandarborists.org
http://www.asm-isa.org
http://www.waa-isa.org
http://www.tcia.org/training
http://www.isaontario.com
http://www.isasouthern.org
http://www.tcia.org/training
http://www.tcia.org/training
http://www.tcia.org/training
http://www.tcia.org/training
http://www.tcia.org
www.urban-forestry.com
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Accreditation Profi le

By Janet Aird

Ben Hazel, the owner of Pree’s 
Tree Specialists in Greenback, 
Tennessee, had been working for 

Fred Pree as a climber and learning the 
customer relations and business aspects 
of tree work for a couple of years when, 
in 2005, Pree asked him if he’d like to 
buy the company.

“It was something I hadn’t really antic-
ipated doing,” Hazel says. “But that’s the 
ride I wanted to take. Fred stayed for about 
a month and I hit the ground running. It’s 
been a great blessing for me and my fam-
ily.”

Fred Pree founded the company in 1989 
and pretty much started as a one-man op-
eration, Hazel says. Pree hired a helper or 
two, but did almost all the climbing him-
self until Hazel joined the company as a 
full-time employee.

“Fred is a great guy” Hazel says, “and 
he was very resourceful in his business. 
He could always fi nd a way to use what 
he had to come up with a solution. He fo-
cused on customer relations and the busi-
ness. I learned a lot of that from him; he 
was good at taking care of people.”

Hazel quickly became an ISA-certifi ed 
arborist and joined 
TCIA. “TCIA was 
very benefi cial in 
helping me in busi-
ness planning and 
tightening up work 
practices,” he says. 
He also became 
a CTSP in 2012, 
giving him addi-
tional training and 
knowledge that 
helped his compa-
ny become safer 

and more effi cient.
Pree’s service area is within Knox, 

Blount and Loudon counties in Tennessee. 
Approximately 80 percent of the compa-
ny’s work is residential.

When Hazel bought the company, the 
business was primarily removals. Now, 
he says, “We take care of our clients’ trees 
from establishment to removal. I think we 
excel in pruning. Not a lot of companies 
around here focus on proper pruning, and 
most use spikes to prune.”

Pree’s also does cabling and bracing and 
lightning protection. In addition, they’re 
expanding their plant health care (PHC) 
program. They’re licensed to do pest and 
disease identifi cation and treatment, and 
currently are focusing particularly on 
fungicides, pest management, fertiliza-
tion, aeration and root-crown excavations, 
which few of their competitors are doing.

Seventy percent of their business comes 
from repeat customers and referrals. “We 
work really hard to provide a consistent 
experience, from the fi rst call to the fi nal 
invoice. The level of trust we’re able to 
gain with our clients is what helps us move 
forward.” he says. “We work hard to come 
in under budget on large projects when we 
can and pass that on to our clients, which 
helps build the relationships. Being honest 
in our pricing is very important to me.”

This year, he’s focusing on educational 
marketing. He introduces the company by 
giving people good tree care information 
and showing them that the company cares 
about the trees on their property.

“I’m really welcoming all the opportu-
nities I can fi nd to help open the conver-
sation that there are different kinds of tree 
care companies and differentiating our-
selves from fl y-by-nights. I really don’t 
care if all the people in the groups I talk 
to call us or another qualifi ed company. 
Our area is overrun with unqualifi ed com-
panies that give really bad advice. Obvi-
ously, I want our company to grow, but I 
also want other legitimate companies to do 
well. If I can help people understand prop-
er tree care better in our area and educate 
homeowners, I believe that will happen 
naturally.”

Hazel is a member of the Loudon and 
Blount counties’ chambers of commerce. 
He taught a chain saw safety course with 
three of the golf courses the company 
helps maintain, and he taught a class on 
recognizing common tree defects to the lo-
cal master gardeners’ club. He’s also cur-

The team at Pree’s Tree Specialists includes, from left, Andrew Schneider, Dustin Everett, Matthew Koenig, 
Ryan Wells and Ben Hazel. Courtesy of Pree’s Tree Specialists.

Ben Hazel
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rently teaching a four-part series on tree 
care for a retirement community.

Hazel advertises on the Internet and 
some through Facebook but primarily 
through the company’s website. He also 
advertises in local newspapers, which are 
still widely read in the area, using them as 
a platform for educational marketing by 
creating tree-care-tips articles on a month-
ly basis.

“We started advertising in Blount Coun-
ty,” he says. “I was really surprised to see 
how many people wanted to work with a 
company with higher standards. Clients in 
Blount County are especially appreciative 
and very surprised at our level of custom-
er service and the knowledge of my staff, 
and that the crew members are formally 
trained. We’ve been getting a lot of pos-
itive feedback.”

The company is small but growing. It 
now has four full-time employees in the 
tree care division and four other full-time 
employees who work on contracts the 
company has with a retirement commu-

nity.
Ryan Wells was hired into the company 

in June of 2015. “Until Ryan Wells came, 
I was out in the fi eld and doing estimates,” 
Hazel says, “Hiring Ryan, the crew leader, 
a Certifi ed Arborist and a commercial pest 
control operator, has allowed me to stand 
back and look at the company and see 
where I want it to go. Ryan and I share a 
common vision for where we want to take 
this company, and we work well together.”

The company’s success is based on its 
education and training. Having two Certi-
fi ed Arborists in an area that has very few 
“says a lot about who we are and who we 
want to be,” he says.

Education benefi ts both the employees 
and the company. If any employee wants 
to further his or her training and education, 
TCIA’s Tree Care Academy is wide open 
to them, he says. When they pass a test, 
they get a pay raise.

“I’m proud of being able to provide re-
ally good jobs for people.”

Pree’s earned TCIA Accreditation in 

June 2016.
“In 2014, I knew I wanted to go down 

this road,” Hazel says. “I’m extremely 
proud of becoming accredited.”

He had already completed a business 
plan, but he faced some challenges, in-
cluding staying organized, attracting 
high-quality talent and fi nding out where 
he wanted the company to go. The hard-
est part was getting all the paperwork to-
gether. TCIA was phenomenal in terms 
of making sure they had all the help they 
needed, he says.

“The audit made me really nervous, but 
it went well. When the auditor left, the only 
thing we had to do was hold a safety orien-
tation meeting on hazardous material.”

Because of the Accreditation process, 
he now has a strategy on how and where 
he wants the company to grow.

“We really want to grow our PHC de-
partment,” Hazel says. “By next spring, 
we plan to have two full crews, and in the 
next couple of years we will begin market-
ing in a new area.”

http://online.icnfull.com//tci/?action=READSERV&payment_type=R
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Plows are lined up ready for mounting at Piscataqua Landscaping & Tree Service in Eliot, Maine, in late November. Photo courtesy of Chris Kemp, Picataqua.

By Dave Rattigan

When the snow falls in northern 
– and middle – climes, many 
of those who strap plows and 

spreaders to the fronts and backs of their 
trucks are people who make their living 
climbing, pruning and clearing trees.

Historically, commercial tree care com-
panies that add snow removal to their list 
of services do so for two good reasons. 
First, it opens an income stream at a time 
of year when other work may be tough to 
come by. Second, and related to that, is 
that it allows companies to hold onto good 
employees who they would otherwise lay 
off, and therefore might lose.

But while it might be easy enough at-
taching a mount and putting on a plow or 
spreader, the business of snow removal is 

not as simple as some imagine.
“Obviously, you want to keep every-

body going,” says Chris Kemp, who man-
ages the tree care and plant health care di-
visions of Piscataqua Landscaping & Tree 
Service in Eliot, Maine. “The idea is you 
sell as much work as you can in the fall 
going into the winter, because the phone 
doesn’t usually ring in the wintertime for 
tree work, unless it’s storm-related, which 
nobody likes. You hope that you have 
some snow to fi ll in the gaps when you 
don’t have tree work.”

Kemp knows what he’s talking about, 
having run his own tree care company, 
Suntree, prior to joining Piscataqua, and 
now working for a larger company that 
employs more than 100 people during the 
peak landscaping months, and retaining 
about 60 in the winter for anything from 

shoveling to maintaining equipment to 
driving plow trucks.

As he and others from companies that 
remove snow in the winter can attest to, 
it’s a division that can bring in income, but 
not without considerable effort, including 
wear-and-tear on both equipment and em-
ployees. 

Kemp’s own company was a small 
tree care company, which meant that the 
switch to snow removal required signifi -
cant additional effort. Larger Piscataqua 
can take advantage of economies of scale. 
For instance, instead of needing to re-
outfi t tree trucks, their snow removal is 
done by a fl eet of landscaping trucks out-
fi tted with plows and sanders by a team of 
mechanics, who get them ready for com-
mercial plowing in the winter. Kemp esti-
mates that there are 40 trucks, four loaders 

For some tree care companies, cleaning up after winter storms is a good way to keep workers 
employed and income fl owing in the slow season. But the business of snow removal involves a 
great deal more than just attaching the plow blade and spreader and gassing up the truck.
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and a dozen Bobcats removing snow at 
offi ce parks, hospitals, shopping malls and 
residences. 

“We’re lucky,” Kemp says. “When I 
had my own tree company, without the 
luxury of extra vehicles I constantly had 
to pull my chip box out to put a spreader 
in there, and we were constantly doing that 
between storms. It gets old, but the return 
on snow removal is signifi cant. It does 
take a toll on your equipment, but it was 
a good extra revenue builder and kept the 
guys going. You don’t want to lay anyone 
off, especially your key staff. You want 
to keep people going with checks com-
ing in all winter, because if you don’t, the 
chances are they might look elsewhere for 
work.”

For any snow remover, business is also 
weather dependent; it can snow on holi-
days and weekends, or very little – some 
may remember the mild winter of 2015-16 
in contrast to the winters of 2013-14 and 
2014-15 (which got a late start). 

“It snows on Friday night, you’re out 
there,” Kemp says. “It snows on a holi-
day, you’re out there. You’re kind of at the 
mercy of Mother Nature for a few months 
of the year. And with tree work, it’s very 
physical, so you don’t want to do too 
much tree work before a predicted storm. 
You can plow for several hours, so you 
want to be sure you’re fairly fresh and not 
beat up from a lot of tree work. You can’t 
push the way you can in the summertime.”

Companies that do snow work need to 
watch weather forecasts and plan accord-
ingly. The equipment needs to be ready 
and the workers need to be well-rested. 
There may also be a plan in place for 
emergency tree removal, if trees fall, sepa-
rate from snow plowing, shoveling and, on 
occasion, roof-clearing. 

“You’re defi nitely burning the candle at 
both ends when you have those types of 
storms,” Kemp says. 

They also need to be well-versed in 
safety procedures, rested and prepped for 
the job ahead. There is an orientation to go 
over the obvious – packing a lunch, warm 
clothing, etc. “There’s nothing worse than 
being unprepared in a storm,” Kemp says.

Snow, like trees, can be unpredictable 
and deceptively dangerous, with things 
such as ice or other hazards hidden by 
snow. Workers need to be careful for 

themselves and their equipment, and there 
are liability issues if the job isn’t done 
well. “Especially at hospitals, there’s no 
tolerance for ice and snow (in walking ar-
eas),” Kemp says. “We’re big on using en-
vironmentally sensitive de-icing material, 
which is hard to fi nd, but it is out there.”

For a big fl eet, there is a lot of planning 
and labor-intensive mechanical prepara-
tion in the fall, between fall cleanups and 
early snowfalls. There are also property 

managers who Kemp calls “generals in 
the fi eld,” who coordinate the work done 
at key locations.

Additional income falling from the sky
Many companies use snow removal to 

develop an additional income source as 
they establish their business, but empha-
size it less as their tree clientele grows. One 
such company is Kramer Tree Specialists 
in West Chicago, Illinois, which has 80 em-

In addition to preparing the equipment, there are supplies to purchase and store, such as road salt. Photo 
courtesy of Chris Kemp, Piscataqua.

Kramer Tree use this Ventrac compact tractor for snow and ice work. “They are a center-pivot riding snow 
blower with a cab. We utilize them for the driveways in a gated community we do snow plowing for,” says 
Kramer’s Seth Balvanz.
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ployees and runs 10 to 13 tree crews.
“It started probably 20 years ago when 

we decided to assist some clients we had, 
and took on snow-plowing operations as 
supplemental work,” says Seth Balvanz, 

sales and marketing manager.
Winter weather has some advantages for 

tree care, Balvanz says. The ground is fro-
zen and fewer leaves on the trees means 
quicker cleanup for the crew and – more 

importantly – affords the arborist a better 
look at the tree without the leaves on it.

“Tree work is our forté; that’s our bread 
and butter,” Balvanz says. “There are plen-
ty of snow contractors out there. Looking 
at it from a budgeting standpoint and sales 
and revenue, you’re at the mercy of Moth-
er Nature when it comes to snowplowing. 
If there’s an opportunity to do tree work, 
we’re going to do tree work. That’s what 
our approach is the majority of the time.”

In the past decade, the company has 
successfully marketed off-season tree 
work and stopped the active pursuit of 
new snow clients. (As with many of the 
companies in this piece, the clientele for 
snow is often also the clientele for other 
services.) Balvanz estimates that the com-
pany has grandfathered in 20 snow remov-
al accounts, but with all of the behind-the-
scenes costs in time, effort and wear, the 
company is not soliciting additional snow 
removal business.

Even with the limited approach Kramer 

Kramer Tree’s Seth Balvanz notes that plowing puts a strain on the front of the truck, and the rock salt from 
the spreader on the back is very corrosive.
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has taken, to run a good operation requires 
the company to prepare its personnel and 
offi ce staff, to order and store road salt and 
to keep the trucks used for snowplowing 
ready to go. Even with something as con-
trollable as mechanical preparation, there 
is effort required. 

“It takes time away from them doing 
any other task they may have,” Balvanz 
says. “There could be a number of things 
they could be working on, but since we do 
offer this service, it’s something they need 
to do. There’s costs to that as well.”

Balvanz notes another factor that goes 
into tree work, which Kemp and several 
others also mention. If the crews are work-
ing intensive hours clearing snow, they 
may lose the following day of tree work. 
Which means that profi ts from one day are 
offset by lost hours on the other.

Finally, Balvanz notes, and others agree, 
that plowing puts a strain on the front 
of the truck, and the rock salt from the 
spreader on the back is very corrosive.

Wear and tear
So why add snow removal to your busi-

ness?
“The real answer to that is ‘I don’t 

know,’” says arborist Jeremy Bowling, 
who for the past 10 years has run Advan-
tage Tree Services of Davenport, Iowa. 
“Originally, it started because we were 
fairly seasonal, and I didn’t want to lose 
my guys. We wanted to keep working 
through the winter.”

As tree work has picked up during the 
winter, his eight-employee company has 
continued to do snow removal, though it 
has become a smaller part of the business, 
particularly when the winter is mild, as it 
was last winter.

“It’s good money when it snows here,” 
he says, noting that Iowa generally gets 
20-25 inches per year. His clients pay by 
the storm, which means that last year was 
a slow one.

Snow plowing is tough on trucks, which 
is why his business no longer uses the two 
trucks it uses for tree care for snow work.

“We used to use the same trucks, but we 
beat those trucks up so much doing snow 
that we don’t even use the same trucks. 
We just keep these old trucks for snow 
and try not to use our tree trucks for snow. 
The thing that stinks is that those trucks 

sit around for eight months a year. They’re 
backup trucks (during the tree season), but 
we don’t get much use out of them.”

The company does use its skid loader 
and mini-loader for snow, too, for certain 
jobs. “But we don’t want to have our ev-
eryday work truck be in snow removal, 
because even the nice ones break down,” 
Bowling says.

Most of Advantage’s snow customers 
are longstanding accounts, and “we don’t 
really take on much more.” It remains a 

small but steady supplement to its income. 
“When we get a good season, we make just 
about as much money doing snow as we 
do trees, some months more, from a mar-
gin standpoint, not as much from a volume 
standpoint. On a good month, with a lot of 
good snowfall, we can make more.”

The company runs one driver per plow 
and shovelers who work as crews at small 
jobs. With several small and medium-sized 
accounts, Bowling estimates that the plow 
brings in $130 an hour, and the shovels 
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bring in $75-80 per hour.
“I think if I fi gured in how much dam-

age we’re doing long-term to our trucks, 
I’m not sure I’d be as happy with it,” he 
says. “It depreciates our equipment more 
than just going out and doing a tree job. 

But if you just average it all in, it looks 
pretty good.”

There are typically two types of con-
tracts: one that pays by the season, and 
another that pays by the job. Each has 
benefi ts that are dependent on the weather. 

A seasonal contract benefi ts the snow re-
moval company during a mild winter, and 
being paid by the storm provides a larger 
payday during a snowy winter. Another 
key to a good contract: Payment schedule 
and terms – and, of course, a client who 
will honor his or her contract. 

While the snow removal has kept his 
employees working, Bowling says not all 
great tree workers are as good with snow. 

“One of the things I have run into be-
fore is that you’re trying to run a tree ser-
vice and you’ve got a really great climber 
who may be terrible at being a plow-truck 
driver,” Bowling explains, noting that he’s 
then left to choose between putting a sub-
par plow driver at the wheel – often over-
paying them based on shoddy plowing 
ability – or angering his worker and risk-
ing losing him to another tree care com-
pany. “We’ve run into that where you’ve 
got the diva climbers who are terrible at 
everything else, so then we’ve got to fi nd 
a way to do something with them.” 

In one case, Bowling opted to lay the 
climber off and the climber did, in fact, 

One of Kramer Tree’s trucks converted for snow work is set up for the season. The time it takes to keep the 
trucks used for snowplowing ready to go is time taken away from other tasks, says Kramer’s Seth Balvanz.

http://online.icnfull.com//tci/?action=READSERV&payment_type=R
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leave the company. In another case, he laid 
the climber off and explained, “You just 
need to climb every day or take the day off.” 
That climber was more understanding.

“It’s just a different skill set,” Bowling 
says.

A lifestyle shift
Dan Mello, owner of Seacoast Tree 

Care LLC in North Hampton, New Hamp-
shire, did snow removal from the time he 
started the company in 2003, but the cons 
eventually outweighed the pros. Seacoast 
stopped doing snow removal last year.

While snow removal can put a strain on 
equipment, it was the strain on personnel 
that led him to decide to drop that area of 
work, Mello says. Ultimately, he says, it 
was a lifestyle decision.

“Early on when we did it, we had some 
really good contracts that were profi table 
and it was pretty good,” Mello says. “It 
was fi ne when we were smaller and I was 
younger, but now we all have families and 
we want to be home on Thanksgiving and 
Christmas and we don’t want to be out at 

night, plowing snow. 
“The other thing about it is, you can’t 

really live on some snow income, and typ-
ically your crew is tired the next day. So, 
the snow will come in on Monday night 
– it always happens at night – and you’ll 
be up all night and go to 4 o’clock or 6 
o’clock on a Tuesday and you lose all of 
Tuesday as well.

“I think we made a little bit of money 
on it, but it got to the point where it just 
wasn’t worth it for us. We had families, 
we had kids, and we wanted to control 
our schedule. With snow, you don’t con-
trol your schedule. So, I would rather take 
lower-margin work in the winter doing 
tree work, because it’s during the day, 
rather than take on snow.”

Those who work in tree care like being 
outdoors, Mello adds, and that was anoth-
er factor in his thinking: that they’d rather 
be snowboarding or skiing, and not pushing 
snow.

“I know guys can make a lot of money 
doing it,” Mello says, “but you need to be 
committed to it.”

http://online.icnfull.com//tci/?action=READSERV&payment_type=R
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By Tim Ayers, CUSP

I’m not by any means a big sports fan, 
but since I’ve lived in Chicago the 
majority of my life, the Chicago Cubs 

have been a favorite. Wrigley Field is one 
of those nostalgic places that really makes 
you feel like you’re at the ballpark. It looks 
and feels the same to me now as it did back 
when I was in the sixth grade going to my 
fi rst game. As long as I can remember, talk 
of the jinx preventing them from even be-
ing in the World Series has been very com-
mon – everything from Sianas and his goat 
to Bartman catching a foul ball a few years 
ago. Even as we sat and watched game 7 
this year, we joked about the jinx. 

A few times early on I commented that 
the game looked like it was in the bag, and 
everyone watching told me to just shut-up. 
They believed I had jinxed them once again. 
As the Indians started to catch up, every-
one was even more convinced I really did 
jinx the Cubs, and they were actually a bit 
perturbed at me for being so foolish. When 
the game later became tied, I caught myself 
thinking over the possibility of a jinx. 

I texted one of my close friends who is 
a die-hard Cubs fan to see what he thought 
and found he wasn’t even watching the 
game. He felt he might jinx them simply 
by watching his favorite team play. This 
is a guy who has fanatically waited and 

wished his whole life for the Cubs to be in 
the World Series, and now that they were 
in it, his strong belief in a jinx prevented 
him from watching them. 

The same discussion comes up when 
we talk about our safety performance on 
the job. Have you ever knocked on wood 
to help prevent a negative outcome? Many 
of us are honestly concerned with talking 
about our good performance and how that 

might cause us to experience an event and 
halt the run. From a logical standpoint, this 
seems ridiculous. But I think coincidence 
has contributed to supporting our theories. 

The truth should be that, good or bad, 
performance is based on our level of skill, 
practice or training and teamwork. Anoth-
er way to impact performance is by look-
ing at our past errors or even successes and 
taking steps to ensure we learn from both. 

Like many of us, the Chicago Cubs (and 
Cleveland Indians, for that matter) have 
taken steps to build their performance 
based on past experience. This year the 
Cubs performed at the level of champions, 
and a smelly old goat shouldn’t be able to 
take that away.

Tim Ayers, Certified Utility Safe-
ty Professional (CUSP), is director of 
safety & quality with Intren, Inc. in 
Union, Illinois. He is also a former 
Certified Treecare Safety Profession-
al (CTSP) and safety & performance 
manager with accredited TCIA member 
Kramer Tree Specialists.

Safety Forum

Jerry King sketch
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Praise for print media, TCI
Every month I’m still impressed by 

what you come up with – fascinating ar-
ticles, great pictures and new ways to get 
hurt or killed on the job.

Your “Outlook” column on print media 
(“Outlook: Thank You Readers” by Mark 
Garvin, TCI, October 2016) was spot on 
for this old-school, computer-free tree guy.

I thank you and my guys thank you.
Jack Maloney, owner
Tree of Life Tree Service
San Diego, California

Editor’s note: Thank you for the kudos. 
But we are not the ones who fi nd new ways 
to get hurt or killed on the job that are re-
ported in our monthly “Accident Briefs,” 
we are just the messenger. 

What are the rules on gloves 
and jewelry on the job?

On the cover of the October issue of 
TCI, does the climber’s not wearing 
gloves or his wearing a ring violate ANSI 
Z133 standards? (telephone inquiry)
Roger L. Arensdorf
Arnie’s Treerifi c Service Inc.
Dubuque, Iowa

Peter Gerstenberger, TCIA’s senior ad-
visor for safety, compliance & standards, 
says no on both counts:

Gloves are a personal preference for 
tree workers, whether climbing or on the 
ground, though certainly recommended, 
particularly for the latter. ANSI cautions 
against wearing jewelry when operat-
ing a chipper, but is really referring to 
loose jewelry that might easily snag on a 
branch, though, as you point out, a ring 
could certainly snag as well.

So, while we don’t think a wedding 
band or such type ring would be consid-
ered a violation, it certainly might not be 
a best practice.

Letters & Emails

“The guys decided it would be nice to honor Breast Cancer Awareness Month, so they ordered and paid for 
(they actually did this without my knowledge) pink shirts and wore them on Tuesdays and Fridays for the 
month of October.”
 – Jud Scott, RCA, president, Vine & Branch Inc., Carmel, Indiana

Send letters & emails to 
editor@tcia.org

mailto:editor@tcia.org
www.morbark.com/switch
www.nyarborists.com


32 TREE CARE INDUSTRY – DECEMBER 2016

By Patricia Chaudoin

Though he no longer owns Cedar-
lawn Tree, the tree care company 
his father started in 1953 in Ashland, 

Massachusetts, former TCIA Board Chair 
Will Maley spent more than three decades 
leading his company from having relaxed 
safety standards – which he says most of the 
industry still had in the ’70s and ’80s – to 
embracing legitimate safety practices. As a 
result, he felt it important to become a ma-
jor supporter of the Arborist Safety Train-
ing Institute (ASTI) by making a generous 
$25,000 donation to the program.

“Safety was always important,” says 

Maley, “but the emphasis on it wasn’t 
nearly what it is today. I think there was 
a general sense in the industry back in 
the ’70s that safe work practices and PPE 
were simply impediments to production. 

Somewhere along the line that sentiment 
shifted and the idea of embracing a safety 
culture took hold. Eventually, it became 
the most important core value of our com-
pany.

“Early on, the idea of safety meant 
wearing a hard hat, gloves and eye pro-
tection,” he adds. “PPE was limited, and 
gear was clunky and crude. Today, we’re 
being offered all kinds of choices that are 
not only functional and comfortable but 
also attractive. It sounds pretentious, but 
how it looks really matters, because if it’s 
fl attering, people like to use it, and that’s 
half the battle.”

Maley says the fi rst industry hurdle to 

overcome toward improving safety for 
workers was that PPE was inadequate. 
He went on to suggest that the other de-
fi ciency was a lack of training resources. 
“There just wasn’t a lot of programming 
available, so you got what you could from 
TCIA and then put your safety program to-
gether yourself.”

According to 
Maley, the devel-
opment and im-
plementation of 
ASTI occurred in 
the middle of his 
board term. “Com-
panies using safety 
training were expe-
riencing far fewer 
injuries,” he says. 
“As you might 
imagine, these 
were TCIA mem-
bers and, in large part, accredited compa-
nies.” 

ASTI was created to make safety train-
ing available to all tree workers who are 
not getting it, says Maley.

“Our goal was to reach out to companies 
that either had limited resources or poor 
access to safety training. When these peo-
ple have a signifi cant incident, the effects 
reverberate throughout the entire industry. 
It was Mark Garvin’s idea to provide ‘free 
or almost free’ training.

“Initially, ASTI needed leadership-type 
giving,” Maley notes. “Our entire board 
at the time was very generous. I wanted 
to make sure our donation was signifi -
cant as well – to assure the success of the 
program, especially since we were asking 
others for donations.”

Currently, Maley does consulting 
work for tree care businesses under the 
name of Clarity Advisors out of Danvers, 
Mass. And he continues to support ASTI. 
“It absolutely has been a great program,” 
he says.

ASTI Supporter Profi le
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Will Maley

Somewhere along 
the line that sentiment 
shifted and the idea of 
embracing a safety cul-
ture took hold. Eventu-
ally, it became the most 
important core value of 
our company.
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By Jason Wuestenberg, with Don Staruk

Adding a 100-foot fi re truck to a 
landscape company’s tree care 
division may or may not seem to 

make a lot of sense at fi rst business-wise, 
but who wouldn’t want their own fi re 
truck? And, as it turns out, it does make 
sense for business as well.

“We got the 
fi re truck 

about 10 weeks ago and put it into service 
about two weeks ago,” Jason Wuesten-
berg, owner of Jason’s 5 Star Landscape 
& Design LLC, a TCIA member company 
based in Watertown, Wisconsin, said in 
early November. “I wanted a ladder truck 
because they’re well maintained most of 
the time by fi re departments, especially 
smaller ones. It’s great for extra straight-
out length and height, too.”

It isn’t half bad for marketing, either.
“It draws a lot of attention,” says 

Wuestenberg. “A lot of people stop just 
to take pictures of it. It’s found its way 

onto social media from people 
passing by. It’s a billboard 

on wheels!” he says, 
adding, “We 

p l a n 

on having all three of our lift trucks in our 
Watertown Christmas Parade.”

Wuestenberg has been in the landscape 
industry for about 22 years, since his junior 
year in high school. He wanted to be a pedi-
atrician but got hooked into landscaping and 
never turned back. He worked for a local 
nursery/garden center for few years, then as 
a landscape crew leader before going back 
to school. After attending the University 
of Wisconsin-Milwaukee, then Milwaukee 
Tech, he graduated in 2001 with a degree in 
three tracks: Landscape Design, Landscape 
Construction and Landscape Maintenance. 

“I started my own landscape business in 
2003 with a wheelbarrow and a two-wheel-
drive pickup truck,” he says.

“In 2012, I started planning for a Tree Ser-
vice Division. I knew it was not something 
you can just jump into without the proper 

knowledge, safety, the right employees 
and some good equipment. I talk-

ed with owners of other 
tree companies, 

p i c k i n g 
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their brains on what has 
worked and has not worked 
for them. I started looking 
for a bucket truck. I came 
across a guy who had his 
own small tree company. He 
was selling his bucket truck 
and I had it checked out but 
did not feel the truck was in 
good enough condition, so 
I passed. But the owner did 
give me a magazine to look 
at to learn more about the in-
dustry. It happened to be Tree 
Care Industry Magazine.

“I immediately signed up 
for a subscription to learn 
as much as I could about 
the industry and why people 
fail. As I did this, I started to 
read up more about TCIA. 
I became a member in Au-
gust 2014. I started getting a few key guys 
in place. I began a good relationship with 
SherrillTree in North Carolina, for 90 per-
cent of our tree gear. Once I purchased our 
fi rst bucket truck from a gentleman up in 
Rice Lake, Wisconsin, this plan started to 
take shape.

“Then I started discussing with my new 
potential tree crew what my goals were. 
First and foremost was safety. I wanted to 
become one of the fi rst companies people 
think about when they need tree service. 
But I also wanted to impress them with the 

safety measures taken. So I started signing 
my employees up for everything I could 
for TCIA training workshops. I had guys 
going to Columbus, Ohio, for three-day 
climbing workshops. I had guys going 
to EHAP training in Deerfi eld, Illinois. I 
had guys going to rigging workshops with 
Vermeer at their new Madison, Wisconsin, 
location. Our entire Landscape Division 
and the Tree Service Division got fi rst-aid/
CPR certifi ed through the Red Cross. 

“I have Stihl come out to our shop in 
Watertown each year now and teach an 

all-day chain saw 
safety/maintenance 
workshop with all my 
employees, not just 
the tree crews. I also 
have Vermeer in But-
ler, Wisconsin, come 
out each year to do a 
safety/maintenance 
workshop on our chip-
per and stump grinder.

“It is more import-
ant to me that my em-
ployees and my cus-
tomers are safe before 
I earn one dollar with 
tree work. My guys 
do not run a backpack 
blower without ear 
and eye protection.

“As far as our fi re 
truck is concerned, I 

have been thinking about incorporating an 
aerial ladder truck for a while. I knew I 
wanted to have something big like a 100-
foot ladder so we could reach what we 
needed to. I had looked at a few before I 
spotted this one on Craigslist. The own-
er bought it to do tree trimming. There 
were two problems with him, though – he 
didn’t know anything about tree work or 
about fi re trucks. So it sat inside a building 
for more than a year, until his wife said it 
had to go. When I saw it online, I knew it 
was what I had in mind. When I saw it in 

was selling his bucket truck 
and I had it checked out but 
did not feel the truck was in 
good enough condition, so 
I passed. But the owner did 
give me a magazine to look 
at to learn more about the in-
dustry. It happened to be Tree 
Care Industry Magazine.

“I immediately signed up 
for a subscription to learn 
as much as I could about 
the industry and why people
fail. As I did this, I started to 
read up more about TCIA. 
I became a member in Au-
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out each year to do a
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workshop on our chip-
per and stump grinder.

“It is more import-
ant to me that my em-
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tomers are safe before 
I earn one dollar with 
tree work. My guys 
do not run a backpack 
blower without ear 
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“As far as our fi re 
truck is concerned, I

have been thinking about incorporating an 
aerial ladder truck for a while. I knew I
wanted to have something big like a 100-
foot ladder so we could reach what we 
needed to. I had looked at a few before I
spotted this one on Craigslist. The own-
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The ladder is not insulated, but that is not a problem for Wuesten-
berg’s business, he says. “We don’t do work around power lines. 
We have utility companies drop lines if needed or have their 
forestry crew clear enough for us to work safely. Our guys have 
gone through EHAP workshops each of the last two years.”

Jason Wuestenberg, shown here, bought the truck through a Craigslist ad. “The owner bought it 
to do tree trimming,” says Weustenberg. “There were two problems with him, though – he didn’t 
know anything about tree work or about fi re trucks.” All images courtesy of the author.
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person, I was sold. 
“I had a diesel mechanic meet me at the 

owner’s residence to inspect the truck it-
self. The owner bought it from the Iron-
wood, Michigan, fi re department. They 
are a small fi re department, so it did not 
get much use there.” It was originally 
owned by the fi re department in Stevens 
Point, Wisconsin. It is a Pierce truck, made 
in Appleton, Wisconsin, which makes 

maintenance and parts easier to access. 
“Once the truck was checked out by a 

diesel mechanic, the bigger question was 
the ladder. Did it work and was it safe? We 
did operate it and extend it out 100 feet 
and completely around; it has 360-degree 
capability and four outriggers, each of 
which extends 5½ feet. So I knew the lad-
der worked, but it was not certifi ed. I used 
that as a bargaining chip. I made an offer 
and it was accepted. I drove it home that 
day. My three boys were thrilled and my 
little girl just said, ‘Wow, Daddy!’ I took 
it over to Grandma’s house where all the 
kids were because it was a Grandma day. 
The kids said, ‘We have a real fi re truck!’” 

Again, who wouldn’t want a fi re truck?
The next move was to get the ladder in-

spected. Wuestenberg contacted UL LLC, a 
global independent safety science company 
from Chicago, Illinois, that specializes in in-
spection of fi re trucks all over the country. 

“When I called them and they found 
out I was not a fi re department, they were 
shocked,” he says. “No one that was not a 
fi re department contacts them for a ladder 
inspection, they said.”

It was ultimately deemed they could 
inspect the truck, and it just so happened 
they would be inspecting two other fi re de-
partment ladder trucks in Wisconsin that 
next week. “This was just lottery luck,” 
says Wuestenberg.

“This was a strict eight-hour test they 
do to check all hardware, welds, hydrau-
lics, etc. Then they do a 750-pound water 
weight test, where they hang a bag fi lled 
with 750 pounds of water from the bot-
tom of the bucket with the ladder out 100 
feet and they test for any slip in hydrau-
lics, checking every 10 minutes for one 
hour. The ladder passed with fl ying colors. 
This was a very stressful period waiting 
to make sure this was good to go and safe 
for my employees to operate. It is recom-
mended that this be an annual test.

“The next move was to train my em-
ployees on how to use the ladder truck. 
I got in touch with a lead instructor at 
Milwaukee Tech for the fi re-ladder-truck 
courses. I then coordinated with instructor 
Randy Klaybor, a retired fi re captain for 
the West Allis, Wisconsin, fi re department 
and specialist in aerial ladder fi re trucks, 

Circle 11 on RS Card or visit 
www.tcia.org/Publications

The truck undergoes inspection. “Once the truck was checked out by diesel mechanic, the bigger question 
was the ladder. Did it work and was it safe,” says Wuestenberg. “We did operate it and extend it out 100 feet 
and completely around; it has 360-degree capability and four outriggers, each of which extends 5½ feet.”

http://online.icnfull.com//tci/?action=READSERV&payment_type=R
www.dur-a-lift.com
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to come to Watertown to train my top two 
tree care employees on using this truck. 

“He covered the same things he teaches 
in his semester-long class. He just did it 
over a two-week span spread out in 6- to 
8-hour days. They did all the class work, 
videos, books and homework before they 
went out in the fi eld. They did safety, 
maintenance, do’s and don’ts, etcetera.”

So the truck and crews were ready to go. 
But before putting it to work, a paint job 
was in order.

“My guys sanded and taped off the 
entire truck. I have a mechanic from my 
dad’s Goodyear business who paints all of 
my vehicles.”

The red fi re truck was now white. 
All the red and blue emergency lights 

were in working order, but they had to go.
“I swapped out all lights, lenses and re-

fl ectors and replaced them with new ones. 
You can’t have red/blue lights for moving, 
since those are for emergency vehicles. I 
changed them all over to amber that match 
those on our other trucks.”

And then, it was off to work.

“I have not run into problems to date 
with using this over a bucket truck. Again, 
it’s for specialty projects. With a lot of proj-
ects, we have to go over buildings or hous-
es we can’t get to with our other trucks.”

One disadvantage is that it is a big, 
heavy truck, so they won’t be taking it on 
lawns. “It’s long, too, so you’re not taking 

this to a job unless it’s needed. We get a 
lot of big and tall silver maple and cotton-
wood removals in our neck of the woods. 
This is perfect for those.”

The ladder is not insulated, but that is 
not a problem for Wuestenberg’s business, 
he says.

“The ladder truck is in compliance for fi re 

Jason Wuestenberg shows off his new truck to his kids. “I made an offer and it was accepted. I drove it 
home that day. My three boys were thrilled and my little girl just said, ‘Wow, Daddy.’ The kids said, ‘We have 
a real fi re truck!’” 

http://online.icnfull.com//tci/?action=READSERV&payment_type=R
www.southcoindustries.com
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truck use, which is pretty strict. We don’t do 
work around power lines. We have utility 
companies drop lines if needed or have their 
forestry crew clear enough for us to work 
safely. Our guys have gone through EHAP 
workshops each of the last two years.

Oh, one last question: Does the siren work?
“Everything works as it should on the 

truck, including all sirens. We do not use 
them for obvious reasons, but they are there.

“I am very proud of what I have accom-
plished in just two years with our Tree 

Service Division,” Wuestenberg says. 
They have a 32-foot bucket truck, a 60-
foot bucket truck and the 100-foot ladder 
truck. They also have a chipper, a stump 
grinder, 10 other trucks and countless oth-
er tools and equipment, including chain 
saws, from 12-inch topping saws to larger 
saws with 5-foot bars. 

“Currently, I have 10 employees on 
payroll for the landscape and tree service 
divisions combined. I have plans to open 
a storefront selling rustic log decor in the 
near future. I have put together a wood-
working shop with bandsaws, sanders, 
drill press, planer, etc. My next move is to 
do something with a custom kiln and por-
table saw mill. I’ll also sell fi rewood. 

“I have a lot of ideas, now it’s just fi nd-
ing time to accomplish it all. I also balance 
my work with my family, including my 
wife, Rachel, and my four kids, Corban, 
Collin, Kobe and Maylee.”

Jason L. Wuestenberg is owner of 
Jason’s 5 Star Landscape & Design 
LLC, a TCIA member company based in 
Watertown, Wisconsin.

Training for the crew included the same things as a semester-long class crammed into two weeks of  6- to 
8-hour days. “They did all the class work, videos, books and homework before they went out in the fi eld. 
They did safety, maintenance, do’s and don’ts, etcetera,” says Wuestenberg.

www.tcia.org
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By Moe Glenner

When Gordon Gekko* says, 
“Greed is good,” we tend not 
to empathize with him, instead 

opting to scorn his “all for me” mentality. 
The word “selfi sh” is most often used in 
a derisive manner. Furthermore, we have 
been counseled from an early age about 
the virtues of sharing and giving, albeit for 
some of us, it was a forced lesson. But is 
this really the best lesson in all situations, 
particularly in business?

There is a common misconception that 
a selfi sh person makes for an unmanage-
able employee. After all, they are only in 
it for themselves. Perhaps this person will 
actually destroy the team dynamic that 
we all strive for within our organizations. 
We frequently seek out the “all-for-one 
and one-for-all” mentality. We truly want 
the “rah-rah, go team” imbued through-
out our organization. We also love to 
repeat the mantra that “There is no I in 
team.” What we overlook is that, while 
there may not be an “I” in team, there is 
a “me.” Organizations don’t pay positive 
attention to the “me”-oriented employees 
at their own peril. They miss on the op-
portunity to gain highly self-motivated 
team members whose working end-result 
will signifi cantly benefi t the organiza-
tion.

The selfi sh employee can actually be 
the hardest-working member of the team. 
However, we do need to distinguish be-
tween the selfi sh employee and the ob-
stinate employee. A selfi sh employee is 
seeking satisfaction of their personal 
drivers. They are willing to do the work 
and sometimes even “go beyond” in their 
personal-driver satisfaction efforts. A 
selfi sh employee is not obstinate or in-
subordinate, rather he or she is focused 
on attaining his or her personal goals. By 
providing the path to this satisfaction, an 
employer can harness this selfi sh motiva-
tion for the greater good of the organi-
zation.

An obstinate employee is someone 
who refuses to do the work assigned and 
frequently conjures up avoidance meth-
ods. There may be many reasons for this 
resistance, such as confusion and fear, 
but left unaddressed, this employee will 
create serious risk for the continuing vi-
ability of the team. But if the underlying 
reasons are successfully addressed, this 
employee can be transformed into a pro-
ductive team member.

Consider the great statesman Gandhi. 
When he would move to a new area, he 
would immediately busy himself with 
communal needs. When others pointed to 
him as an example of unselfi sh giving, he 
would pointedly correct them. His com-
munal activities were merely a means 
to him benefi ting from them. In other 
words, while his actions were altruistic, 
his intentions were selfi sh. Thus, selfi sh 
can also be a useful trait for the greater 
good.

An organization is also a community. 
This community relies on the diverse 
input from its members and the able di-
rection of its leaders. As a leader in this 
community, one of your primary tasks is 
building a motivated team. This is not a 
static task, rather a continuing activity 
with endless iterations. Today’s motivat-
ed team can easily be tomorrow’s disil-
lusioned crew without constant attention 
and nurturing.

However, motivation doesn’t exist in 
a vacuum, nor is it isolated or coinci-
dental. The progressive organizational/
team leader understands that motivation 
is created and harnessed through careful 
delivery of personal drivers – in other 
words, being able to deliver on each team 
member’s personal return on investment 
(PROI).

A grand bargain must be made with 
each team member. In exchange for their 
active personal investment manifested by 
cooperation, participation and contribu-
tion, you will provide to them a personal 
return. The key is to understand the na-

ture of those personal returns. For some 
it may be public recognition, enhanced 
status within the company, promotion 
opportunities, increased compensation 
or even just an easier and/or more effi -
cient way to accomplish everyday tasks. 
There may be more than one return for a 
single person and there may be other re-
turns not enumerated above. Either way, 
it behooves the attentive and progressive 
team leader to be able to deliver on these 
returns.

While employers give signifi cant cre-
dence to the team-oriented employee, 
they frequently overlook the value of the 
selfi sh employee. This is a common mis-
take. While the team-oriented employee 
ostensibly operates for the greater good, 
they ignore their own personal drivers. It 
is likely that their motivation levels will 
drop off at some future time. The selfi sh 
employee is motivated by his or her own 
personal drivers. Satisfy those drivers 
and deliver on the PROI, and that em-
ployee will continue indefi nitely with a 
high level of self-motivation.

By fi nding the PROI of your team 
members, communicating to them the 
path for achieving them, and then deliv-
ering on your end of the grand bargain, a 
team of selfi sh employees can indeed be 
an organization’s best friend and a pow-
erful tool for continued success.

* Fictional character, the main antago-
nist of the 1987 fi lm Wall Street.

Moe Glenner is founder and president 
of PURELogistics, a consulting fi rm that 
specializes in organizational change. He 
earned his MBA at Lake Forest Graduate 
School of Management and a Lean Six 
Sigma Black Belt Certifi cation from Villa-
nova University. Glenner’s book, Selfi sh 
Altruism: Managing & Executing Suc-
cessful Change Initiatives (available from 
Amazon), examines the role personal moti-
vation plays in change. For more informa-
tion, visit www.moeglenner.com.
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By Scott Carbonara

When people speak of my pa-
ternal grandfather, Michael 
Carbonara, they mention two 

things: his generosity and his garden.
During the Great Depression, he held a 

modest job as a haberdasher on the west 
side of Chicago. To care for the many less 
fortunate in his American-Italian neigh-
borhood, he took it upon himself to feed 
his neighbors each Saturday night. To sup-
plement the pasta he and my grandmother 
served, he harvested fresh vegetables from 
his own garden. For dessert, they made 
pies from his many fruit trees. And when-
ever a neighbor fell sick, my grandfather 
would deliver cut fl owers, also from his 
own garden. 

Engagement refers to the level of ded-
ication, commitment, passion, innovation 
and emotional energy a person is willing 
to expend on any effort. 

Engagement happens all of the time at 
work when someone put in that extra lit-
tle effort to make sure that things are done 
perfectly. It happens after work when 
someone talks passionately about their 
work at a backyard BBQ or at a party. And 
it happens when someone who loves ski-
ing gets up at 4 a.m. to get to the slopes to 
catch the early powder from the snowfall 
the night before. 

Engagement looks like excitement
For my grandfather, his engagement 

showed up most when he was in his gar-
den. My dad told me that people would 
regularly stop on their evening walks 
through the neighborhood to gaze over the 
fence and comment on the beautiful, di-
verse garden paradise my grandfather kept 
fl ourishing in the middle of a concrete jun-
gle. Grandpa would beam, stop his work, 
open the gate and give tours without even 
being asked.  

When you’re engaged in what you do, 
it shows up as pride on your face for what 
you have created.

My grandfather, with my dad as his ea-

ger assistant, spent countless hours groom-
ing, fertilizing and protecting his trees so 
that they could survive and thrive the bru-
tal Midwest winters. A single, unlikely fi g 
tree took most of his attention. Fig trees 
grow in warm climates, and they are very 
susceptible to the cold. But he needed a fi g 
tree in his garden.

My grandfather moved to the U.S. from 
Bari, Italy, at the turn of the last century, 
and that fi g tree represented his childhood, 
one where he would eat fresh fi gs picked 
from any number of trees that his own 
father had planted. In nurturing that tree, 
my grandfather kept alive the legacy of his 
own father and his home country. 

In 1965, my mom and dad purchased a 
parcel of land and started to build a home 
in a Chicago suburb, wanting to give their 
two kids (and me, number three, on the 
way) better schools and opportunities. As 
the house was nearing completion, my 
grandfather gave my dad $50, and he told 
him to plant some nice fruit trees. 

Engagement becomes contagious
My grandfather didn’t ask or pay my 

dad to take an interest in gardening. His 
simple love of working the ground to pro-
duce a bounty was contagious. My dad 
saw the joy on his own father’s face, and 
he wanted that for himself.

When you’re engaged, you draw others in. 
That fall, my dad planted apple, cherry, 

apricot and Italian plum trees in his back-
yard. My parents invited the entire family 

to see their new home for Thanksgiving. 
My dad was excited to tell his family that 
they were expecting another child. But I 
think he was just as excited to show his 
father the fruit trees he had planted. 

My grandfather passed away three days 
before Thanksgiving. He never knew I 
would be arriving the following July. And 
he never saw those fruit trees. 

After the funeral, my father planted 
one more tree, a pear tree, in memory 
of his father. 

Engagement seeks apprentices
Growing up, I served as my dad’s not-

always-so-eager assistant. I had severe al-
lergies. If it bloomed, it made my eyes itch 
and my nose run. I’m pretty sure if mos-
quitoes were to eat pre-packaged food, my 
face would be on the package. And I have 
no doubt that the pesticides Dad used were 
as healthy for us as eating a pizza covered 
with lead paint chips. 

When you’re engaged, you create fol-
lowers.

Nonetheless, I saw the pure joy my fa-
ther had when he worked the garden, and 
I wanted a part of that. No hives, no runny 
nose, no toxins could keep me from work-
ing alongside my dad in the garden. When 
he trimmed trees, I was his man. When he 
planted bulbs, I was there. When it was 
harvest time, I would climb any tree to be 
part of it. 

When I was 15 years old, that special 
pear tree got some sort of blight, which 
sickened my dad. One Sunday, he severely 
limbed it as a last-ditch effort to save it. I 
woke up the next morning to fi nd a note 
from my dad on the table:

“There’s a can of white paint and a brush 
on the workbench. Before I get home, I 
want you to put a thick coat of paint all 
over the pear tree.”

I didn’t know if this was some sort of 
primitive voodoo ritual, but I complied. I 
slapped paint all over the trunk and few 
remaining branches. 

That voodoo worked. The pear tree 
rebounded, fresh branches and leaves 
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sprouted from the white skeleton. The next 
year, the tree was heavy again with fruit. 

Time passed, and most of the trees died 
and were replaced. But that special pear 
tree, the one that commemorated his dad, 
still survived and bore fruit. 

As my dad got older, though, he no lon-
ger had time to nurture them as he had 
done as a young man. When my wife and 
I would come for a visit, we would weed 
and mulch the garden, trim the trees and 
plant new ones. 

A year ago today, I sat with my 79-year-
old dad on the sun porch, and we talked 
about the fruit trees he had planted in the 
yard all those years before. 

“Dad, do you remember when you had 
me paint that pear tree white? Why did 
you have me do that? Did you know it 
would work?” I asked him.

“I read somewhere that it could help. I 
think it suffocates the bugs that are eating 
it. But I don’t remember exactly,” he said 
in a tired voice.

“Well, it worked,” I said, pointing to 
the tree whose branches sagged under the 

weight of the fruit.
“It sure did,” he nodded.
My father passed away in his sleep a 

few weeks later. 
I gathered up several pears and saved 

the seeds. 

Engagement creates your legacy
After the funeral for my father, my 

brother and I planted a tree in the front 
yard of the family home. When my brother 
returned to Louisiana, he bought a bench 
for the middle of his garden, and he plant-
ed another tree in memory of our dad.

When you’re engaged, your legacy lasts 
well beyond your lifetime. 

In North Carolina, two fi g trees crown 
my yard in homage of the grandfather I 
never met. Small pear trees now sprout, 
too, as part of the legacy that my own fa-
ther left me. And for my own children, I 
planted a dawn redwood that will outlive 
us all.

In the tree care business, you practice 
engagement when —

•  you bring professionalism, expertise 

and passion to work with you;
•  your excitement for growing the future 

is expressed in just about every con-
versation;

•  you do everything within your power 
to make sure that those who see your 
work know that you put your soul into it;

•  you leave behind a legacy both in the 
ground and the hearts of everyone who 
sees what you helped create.

Scott Carbonara lives in North Carolina 
with his wife and children. He’s an author 
and speaker whose passion for the topic of 
engagement fueled him to write two books 
on the subject. When not speaking across 
the country and in Europe, he’s an avid 
road biker, mountain biker, hiker and, yes, 
a gardener.

This article is a preview of the session 
he will present, “Engagement Starts 
with You,” this February at Winter 
Management Conference 2017 in Puerto 
Rico. For more information about WMC 
or to register, visit www.tcia.org and 
click on events.

http://online.icnfull.com//tci/?action=READSERV&payment_type=R
http://www.tcia.org
www.arborjet.com
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By Steve Pike

One of the coolest, and also the 
most horrifying, parts of owning a 
small tree service is that you have 

to wear many hats. As with a lot of those 
who have started their own tree care com-
panies, I have had very little formal train-
ing in anything. 

No one ever taught me how to be a die-
sel mechanic, but when the chipper breaks 
down, somebody’s got to fi x it. When chain 
saws don’t run, you tend to become a fair-
ly good small-engine mechanic. My fi rst 
experience with climbing trees involved 
a homemade fl ip-line I made out of hemp 
rope and a harness I bought at the army 
surplus store. After I healed up, I quickly 
learned the concept of an undercut before 
removing a large limb. The poor walnut 
tree in my front yard still has the wound 
wood, and if YouTube had been around, 
I would have been an Internet sensation. 
Yep, I was one of those idiots.

Needless to say, business management 
was not a subject I knew much about. But I 
knew something had to change. 

Five years into the life of my small tree 
service, we were doing pretty well. Even 
though we were in a small rural market, 
we had almost doubled in size every year, 
and had put most of the “beer-money Bil-
lys” (when they run out of beer money, 
they go do a tree job) out of business. We 
had established our brand as a professional 
tree care company that can treat your trees 
or take them down, as necessary, and we 
had been able to employ 12 to 15 full-time 
employees. The only problem was the 90-
hour, seven-day work weeks it was taking 
to keep the whole thing running. 

We were operating our entire company 
on triplicate-copy paper estimate forms 
from the cab of my 1998 Dodge Ram. I did 
all the estimates – 30 to 40 a week – mostly 
on weekends and evenings. I did them on 

paper. When a customer gave approval for 
a job, I wrote a big “YES” on the estimate 
form. I gave them the top copy and kept 
the yellow and pink copy. I then stuck the 
approved copies in my steel contractor’s 
clipboard. 

The clipboard, which I carried around on 
the dashboard of my truck, was the life of 
our company. I would wake up some nights 
in a cold sweat trying to remember where 
my clipboard was. And don’t even talk 
to me about the day I left it on the fender 
of a chipper and the crew drove off. My 
clipboard fell off half-way up the side of 
a road called Hanging Rock Hill. That is 
the actual name of the road. More than 100 
jobs scattered on the side of a mountain – 
no back-ups, no second chances. I quickly 
called my police buddies (it’s a small town) 
and had them shut down the whole road 
(it’s a really small town). We lost a half day 
of production but managed to get them all 

back – I think. 
When a job was fi nished, I would mail 

our customer the yellow copy as an in-
voice with a personal note – eventually. If 
you’ve never had customers calling you, 
persistently begging you to send them a 
bill because it’s been two months since you 
fi nished their tree job and you still haven’t 
sent them an invoice, then you have never 
owned a small tree service, or maybe that’s 
just me.

Scheduling the jobs involved making 
sure the estimate forms didn’t get out of 
order in the clipboard. Of course, this in-
volved a great amount of ingenuity since I 
would tell every third customer that I would 
“squeeze them in next week” even though 
we were six weeks out on our production 
schedule. Crew work orders consisted of 
hastily scribbled instructions on a yel-
low legal pad, complete with address and 
special instructions, most of which would 

Branch Offi ce

The cab of Steve Pike’s truck has become what he refers to as Mission Control. All images courtesy of the 
author.
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be completely illegible by the time they 
reached their fi rst job because of spilled 
coffee (never underestimate the power of a 
used Asplundh bucket-truck seat to absorb 
coffee). Or, they would call fi ve minutes 
after they left and tell me that the work or-
ders fl ew out the window while they were 
driving to their fi rst job.

At this point we were running three to 
four crews on a daily basis. Our small busi-
ness consisted of me (chief mistake mak-
er), a logistics coordinator (read gopher, 
no offense Dad, you are the best gopher 
ever!) and about 10 production employees. 
I knew it was time for a change.

My wife, Vanetta, and I attended TCI 
EXPO 2015 in Pittsburgh for one express 
purpose – to fi nd a software program that 
we could integrate into our company to 
simplify our business and help manage 
our growth. I knew that the biggest road-
block for our company was me. If I didn’t 
fi gure out a way to estimate jobs, schedule 
work and invoice customers in a more effi -
cient way, we would never move on to the 
next level of growth in our company. The 
demands on an owner or senior manager 
are too great to allow them the luxury of 
being able to focus on one particular area 
of expertise. At their core, a small tree care 
company owner or manager must be able 
to simplify and streamline as many tasks as 
possible, to allow him or her the fl exibility 
to react to the daily needs of the company. 

Here’s what we did.

We moved out of my old truck (and off 
the kitchen table) and into a low-rent of-
fi ce. This initial decision was possibly the 
most terrifying of all. Can we afford the 
expense of an offi ce? Can we fi nd the right 
location? What if business is bad next year 
and the extra expense really eats into the 
bottom line? Do we really need it? 

Ultimately, things worked out perfectly. 
The trick to moving to a separate location 
is to start slow. Bigger is not better, but lo-
cation is king. We chose a great location. 
It was nothing more than a gravel lot, but 
we got our landlord to include a job trailer, 
and we set up shop. Thanks to Craigslist 
and some creative off-season shopping, we 
managed to get our current prime location 
for $650 a month in rent, plus utilities. We 
spent less than $3,000 in total set up cost, 
including signage, computers and Apple 
TV (a small network appliance and enter-
tainment device that can receive digital 
data from a number of sources and stream 
it to a capable television) in our conference 
room. 

This move put us on the main drag in 
our small community, gave us a massive 
amount of subliminal name recognition 
and helped us separate our personal life 
from our business life. This can’t be over-
stated; every small business owner knows 

the 10 p.m. phone call, on Saturday night, 
on your home phone, from a customer who 
just realized that they have a dead tree in 
their backyard. While the decision was 
scary, the process was fun. My wife got to 
decorate (she’s an HGTV addict) and I got 
to “leave it at the offi ce” for the fi rst time 
in fi ve years. All in all, this is a scary but 
vital fi rst step.

Secondly, we hired someone to staff our 
new offi ce. Most of the rest of this article 
will be dedicated to how to implement soft-
ware, but, this step in the process is worth 
noting. 

Once again, this is a very scary decision. 
For a small tree care company, to hire a 
non-production employee is huge! Paying 
someone $10 to $14 an hour – who is not 
treating or removing trees? In hindsight, I 
would argue that it is the best money we 
have ever spent. The right employee will 
cover the cost of his or her employment 
times 10. For the owner or manager of a 
small tree company, this person has the po-
tential to become one of the faces of your 
company. This is also your fi rst line of de-
fense, the person who will shield you from 
the 80 to 90 phone calls per day you will re-
ceive on your personal cell phone because 
some of us were dumb enough to advertise 
that number for the fi rst four years. 

“I spend most of my time conversing with the customer, and I explain to them that I’m going to talk some 
notes into my computer,” says Steve Pike. “My very fi rst customer that Saturday morning was an old farm-
er. He summed it up nicely: ‘So you’re going to walk over there and talk to your Etch-a-Sketch.’ Exactly.”

“As with a lot of those who have started their own 
tree care companies, I have had very little formal 
training in anything,” says Steve Pike, shown here 
on the job.
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Bringing in someone from the outside 
who will see every fi gure, know all the 
books and be your fi rst contact with every 
customer is vitally important. For many 
small contractors, a spouse or family mem-
ber will be appropriate, but this comes with 
its own set of diffi culties. How do you fi re 
your wife? Or mom? Or daughter-in-law? 
Good luck with that! Obviously, every situ-
ation is different. 

We would recommend the mentorship 
program (we’re involved) through TCIA 
for these delicate questions (if nothing else, 
you can blame it on the mentor – sorry, 
John Hendrickson). We were lucky to be 
able to hire an offi ce manager who had run 
her husband’s former general contracting 
company. We found her by asking every 
professional contact we knew if they had 
any suggestions for this very important 
new hire. 

Third, and the main point of this article, 
is transition from paper to the cloud. 

I should point out that I am a tree 
climbing nerd. I recently ordered the Spi-
derjack 3 (back-ordered) from ART (Ad-
vanced Ropeclimbing Technology); I use 

the Teufelberger treeMotion saddle (with 
its endless variations for personal mod-
ifi cation); and I vacillate between SRT 
and DRT, depending on the tree. I am an 
owner, but I love this business. I love the 
innovation, the ingenuity and the action. I 
also believe in the over-arching principle of 
simplicity. Whatever is the easiest, simplest 
and safest, I am a fan. Regardless of how 
new or unusual, if it works, I’m in. 

I took this mindset into our company’s 
search for software. I was looking for 
something on the market that would be the 
easiest, simplest and safest to integrate into 
our existing business model. Unfortunate-
ly, in our fi rst foray, I blew it.

From personal experience, I would sug-
gest that a growing tree care company go 
with a software package that is particularly 
tailored to our industry. I chose to go with 
a company that was trying to adapt a soft-
ware that was hugely successful in another 
industry. It was neither easy, simple nor 
safe. It was cheap, thus illustrating the ad-
age that “you get what you pay for.” There 
are myriad options available when it comes 
to business software, but having a clear un-

derstanding of how you operate will give 
you the best chance of fi nding the right 
software for your company. 

Clearly defi ning your current way of 
doing things is a very important fi rst 
step. Write it down! Thoughts disentan-
gle themselves as they pass through your 
lips and fi ngertips. For example: Call 
comes in, I call customer back for details, 
write up a new-estimate form, put in new-
estimate-form pile, do estimate within 
three days, put estimate in clipboard, don’t 
lose clipboard, etc.

When trying to pick the right software 
for your company, have them show you 
how to follow your current system as sim-
ply as possible, just using their program. 
One thing that became clear very quickly 
was that software designers must get some 
secret prize for making things as compli-
cated as possible. I would consistently get 
overwhelmed by all of the bells and whis-
tles that came with most pieces of software. 
Having all of those features may come in 
handy some day, but at fi rst, ease of inte-
gration is the most important factor. 

After 10 long months of fi ghting the soft-

www.tcia.org
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ware that we had chosen, we bit the bullet 
midstream and chose to go with a differ-
ent, well-known software company in the 
tree care industry. The primary reason for 
this was that, even though we were much 
more organized (because I had hired people 
smarter than me), we were still drowning 
in yellow copies. Vanetta and Debbie, our 
offi ce manager, would hand-type all of my 
estimate notes and instructions into our 
software, then print out work orders for our 
crews. This produced a massive amount of 
paper, which in turn required a fairly com-
plicated fi ling system. 

My old beat-up desk was piled high, our 
offi ce manager’s desk had stacks and our 
conference room table was completely un-
usable because of yellow copies. Every day 
we would sort through piles of estimates, 
deciding which lucky customer got to go 
on tomorrow’s production schedule (usual-
ly the one who had called the most times 
asking why we weren’t there yet). This 
once again left me as the focal point of the 
entire house of cards. 

I would wind up being the only one who 
knew that this job has been called off be-
cause of rain. This job did not have the 
stump-grinds done. That job had changed, 
so the original price was different. All of 
the variables that come into play when 
you’re running a tree care company re-
quired someone to move a piece of paper 
to a different fi le, or pull a piece of paper 

and make a correction. As a result, while 
it was better, I had once again become the 
roadblock.

This is where having a very clear un-
derstanding of the system that you use can 
help you identify what things you need to 
change to simplify the process. In our case, 
the biggest problem was the paper estimate 
forms. So much work had to be done to 
copy, fi le, move and organize that we were 
staying very busy, but not being very pro-
ductive.

So, with much fear and trepidation, I 
spent one whole week working through 
how to do an estimate using the new soft-
ware’s mobile estimator on my iPad Pro. At 
night, I would walk around my own yard 
with my iPad pretending to give fake es-
timates to fake customers. The neighbors 
already think I’m crazy, so there wasn’t 
much to lose in this. I have probably giv-
en 10,000 tree estimates over the years, but 
the fi rst Saturday that I tried this in the fi eld 
might as well have been my fi rst. 

I had tried typing on my tablet, but be-
tween talking to my customers and walking 
through the yard trying not to trip over tree 
roots, and avoid the dog poop, it was fairly 
impossible. I chose to use the talk-to-text 
feature on my iPad, and it has worked great. 
I spend most of my time conversing with 
the customer, and I explain to them that I’m 
going to talk some notes into my computer. 
My very fi rst customer that Saturday morn-

ing was an old farmer. He summed it up 
nicely: “So you’re going to walk over there 
and talk to your Etch-a-Sketch.” Exactly.

As different and intimidating as this was, 
it has been huge in streamlining our pro-
cesses in the offi ce. Our new system now 
operates as follows. 

Our offi ce staff receives a phone call 
from a potential customer. They enter the 
basic information in the computer, includ-
ing email if the customer has it. They can 
very simply, with one click of the mouse, 
create a message with all of the customer’s 
information and some notes about what 
services they require. This pops up instant-
ly on my iPad, which is now mounted in 
my truck (which I now affectionately refer 
to as Mission Control; my wife calls it the 
Death Star. You try mounting a 12.9-inch 
TV screen 14 inches away from your face 
and then driving around all day – you’ll get 
the joke). 

When I pull into the customer’s drive-
way, with one touch I can create a new job 
for that customer; all that is lacking is to 
fi ll in the job specifi cations. If the customer 
confi rms on the spot, I can instantly sched-
ule them out for whatever date and time we 
agree on. The estimate can then be emailed 
instantly to their inbox or printed off from 
a wireless printer in my truck ($300 with 
accessories on Amazon). 

When it comes to scheduling work, all of 
our jobs will get put on the calendar for a 
Monday, however many weeks out we are. 
This gives us the ability to know how many 
jobs have been promised for that week, and 
then move them around to a specifi c day 
that week as the time gets closer. When it is 
time for the work to be done, most software 
comes with the ability to easily send crew 
leaders the work-orders straight to their 
smart phone. 

We are still choosing to generate paper 
work-orders for our crews. I was worried 
that my old, grizzled tree guys would fi ght 
me tooth and nail. But amazingly, our crew 
leaders are extremely excited about having 
access to their work-orders the night be-
fore, and they are especially excited about 
the mapping and routing features that our 
software provides via their cell phones. 
This will also give them much more control 
over their own crew’s production schedule. 
If their job doesn’t get done for whatever 
reason, they have the ability to instantly 

Along with the simplifi cation of the process comes all of the different reports and information that computers 
can provide. I know down to the penny how much work has been sold, how much people owe us, how many 
hours of projected work we are looking at, and on and on. 
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slide it to the next day – thereby taking me 
somewhat out of the loop. 

After the job is done, with one click, 
we can mark it completed, and it instantly 
slides over to the invoicing part of the soft-
ware. The offi ce staff can then easily gener-
ate paper invoices or emailed invoices with 
a couple of clicks.

Along with the simplifi cation of the pro-
cess comes all of the different reports and 
information that computers can provide. I 
know down to the penny how much work 
has been sold, how much people owe us, 
how many hours of projected work we are 
looking at, and on and on. Having that kind 
of information at your fi ngertips is invalu-
able. It helps us plan and make decisions 
for the future. It takes a lot of the fear out of 
making large purchases, such as trucks or 
equipment. It lets me know when I should 
be worried and when I can relax. It’s not 
that the information was not available be-
fore, it just would have required a lot of 
work to pull it together. And usually, in 

the heat of battle, it was one of the things I 
would never get around to.

The amazing part about switching from 
paper to the cloud was the simple realiza-
tion that it wasn’t that hard. Early on in the 
life of our company, I felt that computers 
and software were for the bigger tree com-
panies and the smaller guys could keep 
track of it all with paper and pen. I now 
think I had it completely backward. The 
truth is that I could have done this back 
in the early days when it was just me and 
a couple of guys with a couple of trucks. 

Switching over to cloud-based software 
would have made the most sense when I 
was operating off my kitchen table. Set up 
would have been simple, there’s not that 
much cost involved and it actually short-
ens the amount of time compared to what 
I was spending in every step of the process 
when it was just me. The smaller you are, 
the more hats you wear and the more every 
second counts.

Integrating cloud-based software into 
your small tree company is a fairly intim-
idating proposition. But it is a step that any 
tree service can benefi t from, regardless 
of size, and the benefi ts far outweigh the 
short-term hassles. As far as growing pains 
go, this one is fairly minor. So take the leap. 
We did, and there’s no going back.

Steve Pike is co-owner, with his wife, Va-
netta, of Pike’s Tree Care, a TCIA member 
company based in Madison, Indiana. He is 
also a Certifi ed Arborist and, as he puts it, 
“chief Mistake Maker” in his company.

As far as growing 
pains go, this one is 
fairly minor. So take the 
leap. We did, and there’s 
no going back.

Circle 1 on RS Card or visit www.tcia.org/Publications
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HELP WANTED

Skilled Climber/Crew Leader/Bucket Truck Opera-
tor, Madison, CT
Needed to lead our team of tree professionals. Cer-
tifi ed Arborist preferred but not required. Affordable 
Tree Experts is a fast-paced and growing company 
seeking experienced climbers and bucket operators. 
The ideal candidates will have two years’ experi-
ence climbing with rope and saddle in the tree care 
industry; Utilize all appropriate personal protec-
tive equipment; Demonstrate and practice proper 
climbing techniques and procedures; Demonstrate 
and practice proper pruning and removal skills; 
Knowledgeable and profi cient in proper rigging tech-
niques; Strong communication skills. Bucket truck 
and crane experience a plus. CDL required. Email 
resume or applicable work experience. Signing bo-
nus for qualifi ed climbers! M-F with year-round work. 
Competitive pay; based upon experience and ability. 
Some benefi ts available. ngrigor414@gmail.com, 
www.affordabletreeexperts.net. 

Classifi eds

Circle 3 on RS Card or visit www.tcia.org/Publications

Circle 23 on RS Card or visit www.tcia.org/Publications

Arborist/Crew Leaders, Dallas/Fort Worth, TX
Currently seeking arborists, ISA 
Certifi ed, or in progress. Crew 
leaders, climbers, bilingual 
a plus. Incentives, vacation, 
401(k). Will consider relocation 
assistance. Email pp@preservationtree.com. EOE

Operations Manager, NW Indianapolis.
Schedule and track all tree care work orders, exclud-
ing plant health care. Review and approve all tree 
care crew time sheets. 
Track and manage tree 
crew overtime. Coordi-
nate with Safety Man-
ager the dispatching of tree crews to emergency and 
urgent assignments. Interview and hire new laborers, 
ground workers, crew leaders and mechanics. Work 
closely with the Superintendent to develop and amend 
Operations policies and procedures to refl ect industry 
changes. Supervise mechanics and garage and keep 
management informed regarding status of equip-
ment. Ability to work nights, weekends and holidays 
as needed. Previous experience necessary managing 
crews. Possess all industry standard certifi cations or 
ability to obtain within 6 months. Certifi cations in-
clude, but are not limited to, Certifi ed Arborist, TRAQ, 
Indiana Commercial Pesticide License. Previous tree 
crew experience preferred, apply online or send your 
resume and cover letter www.pingstreeservice.com, 
Lisa@pingstreeservice.com.

Climbers and Crew Leaders, Boulder, CO 
One of the best places to 
live in the country! Your 
great attitude & energy 
are what we need. Great 
bennies – small company! 
Desire for growth; thoughtful, caring, unselfi sh and 
fun-loving. offi ce@taddikentree.com; (303) 554-7035; 
www.taddikentree.com.

Crew Leaders & Climbers, Colorado Springs, CO
Large, technical removal 
ability a must. Understand 
and have advanced rig-
ging knowledge and tech-
niques. Periodic crane-
removal experience a plus. 
Know and understand ISA/
ANSI pruning standards and have ability to effi cient-
ly manage a 4-6 person crew. Come grow with the 
largest independently owned tree care service in El 
Paso County. Top industry wages and benefi ts pack-
age. Valid Driver’s License a must. (719) 528-8141 or 
cca@talltimberstreeservice.com.

mailto:pp@preservationtree.com
http://online.icnfull.com//tci/?action=READSERV&payment_type=R
mailto:ngrigor414@gmail.com
http://www.affordabletreeexperts.net
http://online.icnfull.com//tci/?action=READSERV&payment_type=R
http://www.pingstreeservice.com
mailto:Lisa@pingstreeservice.com
mailto:office@taddikentree.com
http://www.taddikentree.com
mailto:cca@talltimberstreeservice.com
mailto:savatree.com/careers
www.almstead.com
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Groundworker/Climber, Bel Air, MD
TR Timberline has 2 immediate openings for a climber 
and groundworker. Reliable and experienced individ-
uals who are not afraid of working hard in the ele-
ments! We are a progressive, small company based 
in Harford County, Maryland, and have some of the 
best equipment around. Pay is dependent on skill 
level. Please only experienced persons apply! At least 
5 years’ experience working in the tree care industry, 
hard worker, valid driver’s license, CDL a plus, able 
to run equipment: mini excavator, skid steer, stump 
grinder, chipper. Email: tarry@trtimberline.com.

Salesperson/Estimator
Sales professional, with Certifi ed Arborist creden-
tials, needed for family-owned, rapidly growing tree 
service business in Rochester, NY. Starting salary 
plus commission, performance-based incentives. 
Local travel only, with company-provided vehicle. 
jmieschtree@gmail.com.

Tree Climber, Northern California
Minimum of two years’ experience. Must be skilled 
in rope climbing, pruning, removals and use of ae-
rial lift truck. Driver’s License required. Benefi ts 
package includes vacation, full medical and 401(k) 
profi tsharing. Contact Ron at (707) 849-8577.

Offi ce Manager, Raleigh, NC
Leaf & Limb is not just another tree service. We have 
set out to improve the lives of our employees, clients, 
and community through the craft of tree care. We love 
trees, but we love people more. We are currently seek-
ing Experienced Climbers to join our growing team. 
Come join us on this quest! We need your skills, your 
knowledge, your ideas, and your passion. We look for-
ward to hearing from you soon! info@leafl imb.com.

Tree Climber/Crew leader, Michigan
Year-round position! Starting pay $16-$25 per hour. 
Visit www.greenerside.com to apply, upload resume 
and see more details. (313) 562-9051. Willing to help 
relocate. 

Arborist, Millis, MA

Full-time, experience climber wanted to join our tal-
ented team. If you like to have a voice in a company’s 
growth, appreciate working with professionals who 
love their jobs, and are committed to quality, we could 
be the place for you! scottmcphee5923@gmail.com.

Certifi ed Arborist/Sales/Project Manager for Unique 
Government Contract
RTEC Treecare has an 
opportunity for an ex-
perienced Sales Arbor-
ist/Project Manager in 
Washington, DC, metro-
politan area. Preferred experience with bidding a va-
riety of work, and supervising multiple crews for tree 
maintenance, environmental services and government 
contracting in high-profi le, high-traffi c and historic 
locations. ISA Certifi cation, knowledge of ANSI stan-
dards and OSHA regulations required. We utilize tech-
nology, best practices, and a commitment to continu-
ous improvement in a drug-free environment. Excellent 
performance-based pay and benefi t package, career 
advancement opportunities available. Learn more at 
www.RTECtreecare.com or call (703) 573-3029.

Director of Safety. 
Pittman’s is a full-service Vegetation 
Management Company servicing 
the entire Mid-Atlantic and South-
eastern U.S. The position reports to 
the Vice President, with the primary 
responsibility of effectively managing Pittman’s Safe-
ty Program, with emphasis in program development, 
training, and accountability for compliance with all 
governmental requirements, thereby resulting in the 
reduction and/or elimination of accidents. Prospective 
candidates should have Managerial experience in Utili-
ty Line Clearance Tree Trimming and Forestry Degree or 
equivalent. ISA and CTSP preferred. To learn more or to 
apply, email careers@pittmansinc.com.

Tree Care Managers
No. California-based Cagwin & Dorward is seeking ex-
perienced Tree Care Man-
agers. Work for a company 
with great culture, respected brand. Benefi ts offered. 
Previous experience and Arborist license required. 
http://cagwin.com/careers/careers.html.

mailto:tarry@trtimberline.com
mailto:jmieschtree@gmail.com
http://www.greenerside.com
mailto:scottmcphee5923@gmail.com
http://www.RTECtreecare.com
mailto:careers@pittmansinc.com
http://cagwin.com/careers/careers.html
mailto:info@leaflimb.com
www.bartlett.com/careers
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Climbing Arborist, Ft Worth, TX
Work with a small gardening staff on a private, 10-
acre estate. Must be a Cert Arborist, have a valid 
driver’s license, pass a security check. IPM knowl-
edge a plus. Salary negotiable, benefi ts available. 
Susan Seurshel@yahoo.com.

Tree Climber, Northern California
Minimum of two years’ experience. Must be skilled 
in rope climbing, pruning, removals and use of ae-
rial lift truck. Driver’s License required. Benefi ts 
package includes vacation, full medical and 401(k) 
profi tsharing. Contact Ron at (707) 849-8577.

Climber/Bucket Operator/Crew Leaders, NJ 
Must be experienced in commercial, residential, 
municipal tree care. Must have technical rigging 
skills, large removals, also facets of trimming. CDL 
class B required. ISA certifi ed a plus. Knowledge of 
OSHA/ANSI standards. Year-round work. Benefi ts 
include holiday pay, vacation pay and health plan. 
Mike@mandatreeservices.com, (908) 789-0752.

Treecare & Climber Specialist, Oregon
General Tree Service, a leader in the arboricultural 
industry since 1924, has immediate year-round open-
ings for Experienced Climbing Arborists and Crew 
Leaders. We offer company-supplied quality climbing 
and safety equipment, excellent benefi ts and compet-
itive wages. Successful candidates must be commit-
ted to safe work practices, arboricultural excellence 
and great customer service. Good communications 
skills, drug testing and an insurable driving record 
are required. d.gardner@generaltree.com.

Experienced Bucket Truck Operator/Climbers, 
Salem, OR

We provide high-quality tree care for residential and 
commercial clients. We offer a 4-day work week (10 
hrs), benefi ts and vacation. Email ftreei@proaxis.com, 
Attn: Elwood.

Circle 33 on RS Card or visit www.tcia.org/Publications

Climbers/Bucket Truck Operators, Crane Operators
Ping’s Tree Service, one of the largest tree services 
in Central Indiana, is seeking climbers/bucket-truck 
operators and crane 
operators. Must be ex-
perienced in residential 
and commercial tree 
care, including: crown reductions, thinning, pruning 
and working with cranes. Must have technical rigging 
skills in all facets of tree trimming and removal. Lic. 
drivers only. PHC techs and cert. arborists also need-
ed. Join one of Indiana’s leading tree-removal compa-
nies. Top wages and great benefi ts. Apply online with-
out delay at pingstreeservice.com/employment.html.

Sales and Tree Diagnostics Arborist, Indianapolis 
Our Sales Arborists sell Arboricultural services to new 
and existing clients and are responsible for creating 
and cultivating rela-
tionships with both res-
idential and commercial 
customers. Knowledge 
and experience in specimen identifi cation, tree care, 
insect and disease treatment, hazard tree care, and 
current industry practices is a must. Sales Arbor-
ists also assist the Operations Manager and crews 
in the direction of each job. 3-5 years’ experience 
selling Arboricultural services is preferred. 2-4 year 
degree in Forestry or green industry is valuable, ISA 
Certifi ed, Excellent sales and communication skills, 
Computer profi ciency preferred, not required. Full 
benefi ts available! Apply online without delay at 
pingstreeservice.com/employment.html.

mailto:Seurshel@yahoo.com
mailto:Mike@mandatreeservices.com
mailto:d.gardner@generaltree.com
mailto:ftreei@proaxis.com
http://www.tcia.org/Publications
www.pingstreeservice.com/employment.html
www.pingstreeservice.com/employment.html
mailto:classifieds@tcia.og
www.jobs.tcia.org
www.westerntree.biz
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BUSINESS FOR SALE
New Orleans, LA
In business for 30 years with A/C offi ce building & tool 
shed. Crane (17 ton), grapple loader, bucket truck, 
stump machine and more. All in good condition. 
Contact Gerard (504) 482-3203 or (504) 416-0701. 
$250,000.

Very Affl uent Area, FL
Owner retiring, $500,000 on the books in 2015, 
$250,000 for business. Trucks, Morbark 2400XL chip-
pers, Carlton SP7015 stump grinder, very reasonably 
priced, pick what you want. (239) 793-0303. Jim. 

Premier Tree Business
500k+ in sales a year. Established 25 years in Queens, 
NY. Top ranking on the Web. Business and equipment 
$300k, includes bucket truck, chip truck, chipper, log 
loader, stump grinder & trlr, saws & tools. Call Jeff 
(516) 659-1463.

Northern VA/DC Metro
$60,000. Highly reputable, in business 35+ years. Top 
ratings from local consumer groups. Loyal customer 
base generating $175k+ per year. Tremendous growth 
potential. Equipment for sale separately. Owner retir-
ing. (703) 323-7061.

Tree Service, Denver, Colorado
Turnkey BBB rated A+, 13-year business for sale. 
All equipment (Forestry Truck, Chipper, Saws, etc.), 
Phone number and Customer List included with 
purchase. For info call (720) 231-5954.

Professional Tree Service, Cleveland, OH, Area
Highly reputable tree service seeking individual or 
group to assume clientele. Our family business has 
been run by an ISA Certifi ed Arborist who has been 
serving this area for 20 years. Services are primari-
ly focused on pruning, removals and planting in the 
SW Cuyahoga suburbs and Northern Medina County. 
Equipment is available but not necessary. Lifetime 
opportunity for the right individual/team to increase 
your revenue. For further information, email letter of 
interest to treeserviceopportunity@gmail.com.

Established Tree Company, Denver, CO 
Small family owned business with great reputation 
with no advertising necessary. Large call volume 
from return customers and referrals. Owner available 
short-term for transition. $750k for clients and all 
equipment with option to purchase property, too. In 
prime central location (with main house, guest house, 
offi ce in separate building, ditch water rights, well 
water, on approximately one acre.) Many jobs already 
sold for 2017! Email ambushtree@yahoo.com.

Tree Care Serving Greater Sacramento, CA, Area
Owner retiring after 45+ years. Turnkey operation, 
name, website, equipment and loyal customer base. 
Owner may stay on for 1 year if necessary. Call John 
for details (916) 448-8733.

Tree Service - Savannah, GA
Established tree service company, 28 years in busi-
ness. 700,000 + sales. With or without equipment, 
turnkey operation, prime location. Owner to stay on for 
year if needed. Call (912) 598-1805.

EQUIPMENT FOR SALE
Opdyke Inc.
150+ specialized trucks in stock, boom/crane/knuck-
lebooms, 4x4 single and tandem. Go to our website  
www.opdykes.com. (215) 721-4444.
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Safety Tech Outrigger Pads
Super strong, easy to 
use! Choose standard 
black or high-visibility 
yellow. Proudly made in 
the USA. 30+ in-stock 
models ship next busi-
ness day. Family owned & operated, established in 
1988. 1-800-610-3422, dicausa.com.

The ATAL 80 Mini Lift! Insulated for line clearance!

For backyard & hard-to-access places. Rugged & 
dependable & made in the USA! The only lift that is 
insulated with an 80-ft. WH and fi ts through a 36-in. 
gate! All Terrain Aerial Lifts (559) 225-8000.

PRODUCTS & SERVICES
TreeCareJobs.com
For Tree Pros. Search Jobs. Post Resume. 
Since 1999 (717) 479-1850, info@jobhill.com, 
www.TreeCareJobs.com.

Want to make money year in and year out? 
This book provides practical ad-
vice and proven strategies on 
how to profi tably grow your busi-
ness. With timeless tips to help 
increase your sales and retain 
your staff, this book is an invalu-
able resource. Now available at 
the TCIA Web store, www.tcia.org.

Sell your new and used equipment.
Check our online ads www.tcia.org

For more information contact
classifi eds@tcia.org

mailto:treeserviceopportunity@gmail.com
mailto:ambushtree@yahoo.com
http://www.opdykes.com
mailto:info@jobhill.com
http://www.TreeCareJobs.com
http://www.tcia.org
http://www.tcia.org
mailto:classifieds@tcia.org
www.morbark.com/dealer
http://online.icnfull.com//tci/?action=READSERV&payment_type=R
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By Todd Cohen

Selling is something everyone does 
each and every day. Every conver-
sation is a selling moment and a 

perfect opportunity to leave an indelible 
impression on the person with whom you 
are speaking. That impression you leave 
can have other people wanting and clam-
oring to engage you. But wait – there is an-
other selling tool that everyone uses every 
day. It is used more than conversation, and 
many people do not have an active realiza-
tion of how critical this tool is to success. 
Curious as to what it is? Here you go:

Presence.
Presence is much more than you being 

physically present. It means how you pres-
ent yourself in every situation you are in. 
It’s how you show up and engage people. 
Presence is how people perceive you as be-
ing interested in them and their business. 
Presence is how people see you as being 
in the game. Your ability to demonstrate 
your presence is a powerful – and potent 
– silent selling tool, and one that is all too 
often underestimated and misunderstood. 
In fact, presence is a skill that at times is 
not respected. You have to have respect for 
yourself and others to be present. 

Your presence creates an indelible im-
pression on others and profoundly infl u-
ences their very desire to engage and work 
with you. If you are present and can show 
it, you will fi nd many more people who 
want to work with you and be your cus-
tomer. It’s that simple.

So what is this thing called “presence”? 
It is not just one thing that you do – it’s 
a combination of behavior, body language 
and appearance. 

Presence means much more than just 
being physically there. It means that you 
are showing that you want to be there. It’s 
showing that you are emotionally connect-
ed. An emotional connection demonstrates 
your dedication to being engaged and con-
tributing. Presence displays your enthusi-
asm. It means that when you are with an 

audience, such as in a training workshop 
or listening to a speaker, you are sending 
a message that you want to be there. How 
do you send that message? Keep reading!

Presence is body language. Eye contact, 
listening skills and how you sit and show 
your interest are monumental to your pres-
ence and subsequently your success. If 
you are attending a class or seminar, how 
you sit and show you are paying attention 
says volumes. If you are sitting in a col-
league’s cubical or offi ce, or in a meeting 
with a client or your manager, how you 
present yourself through your body lan-
guage means a great deal to the perception 
of your interest level. 

Presence is being self-aware. Highly 
successful people are highly aware of how 
they are acting and how their behavior is 
perceived at all times. They make their 
ability to be present work for them. Being 
proactively aware of your presence means 
you are in control and can make success 
happen. 

Do you know what else highly aware 
and present people do very well? They 
know through acute self-awareness when 
they have acted or behaved in a way that 
sends a negative message or has the wrong 
effect on people. People who are self-
aware and present are comfortable with 
being vulnerable and owning their behav-
ior. Presence is being accountable for who 
you are and how you act.

Presence is how you put yourself to-
gether. Remember “dress for success”? 
Well, it never stopped being important. 
Looking good means feeling good, and 
that screams presence. You don’t need to 
spend a lot to look great, and it will pro-
vide a boost to your presence and your job 
performance. Shined shoes, a tie tied cor-
rectly, pressed clothes, a clean shirt or uni-
form and attention to detail take very little 
time and do not have to be expensive. It 
takes being proactive by asking yourself, 
“Does how I appear help me achieve pres-
ence?” When you take the time to look 

Business of Tree Care

Going by his body position, eye contact and hand gesturing, Mark Chisholm, left, Stihl representative, is 
obviously engaging with at least one member of his audience at the Stihl both at TCI EXPO in Baltimore. TCIA 
staff photo.
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good, you say you care about many things 
– and people take notice.

Presence is not taking yourself too seri-
ously. There is an expression that absolute-
ly fi ts the bill here: “Get over yourself.” 
People who are present are confi dent and 
self-assured. Another way of expressing 
this would be to say that people who are 
very present do not have to be the smartest 
person in the room. They have their ego 
in check and, as a result, are more present 
and visible to people than one could ever 
imagine. 

Not having to prove yourself right is an 
incredibly compelling way to sway and 
convince people of something. People 
who show up to prove others wrong or 
can’t keep their own insecurities in control 
just wind up silently telegraphing a mes-
sage that they are not in the game, and that 
they have an agenda that is theirs only.

What’s my name? Those who are truly 
present use people’s names and use them 
often. When people hear their name used, 
they see that the person with whom they are 
speaking is actually interested in their time 
and interested in them. Use your prospect’s 
name at the right time and interval. For ex-

ample, when meeting someone, say “Nice 
to meet you, Ann” instead of just “Nice to 
meet you.” Or when you’re conversing, 
seek understanding by saying “Mike, does 
what I’m suggesting work for you?” instead 
of “Do you understand?” Using someone’s 
name naturally engages them and displays 
your level of engagement!

Your presence says everything about 
you and how you want people to see you. 
Don’t ever underestimate how your pres-
ence telegraphs a message to others. Being 
present is enthusiasm, passion and posi-
tive energy. Is that you?

Todd Cohen, CSP, is an accomplished 
speaker, sales culture expert and au-
thor of Everyone’s in Sales and Every-
one’s in Sales; STOP Apologizing. His 
dynamic and motivational presenta-
tions are based on the foundation that, 
regardless of career path or position, 
everyone is a salesperson. Since 1984, 
Todd has led sales teams to deliver 
more than $850 million in revenue for 
leading companies including Xerox and 
Thomson-Reuters. For more informa-
tion, visit www.toddcohen.com. 
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Presence is not taking yourself too seriously. Here, Mark Smith, with ArborSoft Worx, apparently has that 
point down as he is more than willing to engage his potential clients at his company’s booth at TCI EXPO in 
Baltimore in November. TCIA staff photo.

http://www.toddcohen.com
www.morbark.com/mme
http://online.icnfull.com//tci/?action=READSERV&payment_type=R
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All items taken from published reports or 
reported directly to TCIA staff, as noted.

Company owner dies in fall from bucket
The owner of a tree care company died 

October 3, 2016, in Schoolcraft Township, 
south of Grand Rapids, Michigan, after 
being knocked from his aerial lift bucket 
by a cut limb.

Ronald Phillips, 49, of Three Rivers, 
Mich., was approximately 55 feet up in the 
air attempting to trim a large oak tree at a 
private residence. Phillips apparently tied a 
rope around the limb, which was approxi-
mately 6-8 inches in diameter, and tied the 
other end to the bucket truck/lift. While 
Phillips was cutting the limb, the limb split 
and struck the bucket, causing Phillips to 
fall from the bucket to the ground, accord-
ing to a Michigan OSHA report.

Kalamazoo County sheriff’s investiga-
tors reported that Phillips wasn’t wearing 
a harness when he fell, and that he was 
pronounced dead at the scene, according 
to a wbckfm.com report.

Ron Phillips ran the tree service with his 
family, and his father and son were trim-
ming trees with him when he fell. Phillips’ 
son spent several minutes performing CPR 
on his dad before ambulances arrived, ac-

cording to a WWMT - News Channel 3 
report.

Tree worker hurt after pulled by rig-
ging line

A tree worker was injured October 6, 
2016, in Waterloo, Iowa, when the rigging 
line he was holding pulled him into a fence 
post during a tree removal. The worker 
was apparently holding a rope connected 
to a limb that was being cut. When the 
limb dropped, the man was fl ung into a 
nearby fence post, suffering broken bones.

Paramedics with Waterloo Fire Rescue 
treated him at the scene and took him to 
a local hospital. The man’s condition and 
identity weren’t immediately available, 
according to a report in The Courier.

Worker killed while felling tree 
A man died October 7, 2016, in Lexing-

ton Park, Maryland, when he was struck by 
a tree that failed while he and a co-worker 
were cutting it down 

Vernon Freeland, 48, of Callaway, Md., 
was clearing up an area in the backyard of 
a house when the pair found a dead tree 
they had missed earlier.

Freeland’s employer said that Freeland 
was cranking a come-a-long device when 

the tree fell, and that Freeland ran into the 
path of the falling tree, according to a report 
in The Enterprise and on somdnews.com.

Near miss: Operator nearly pulled into 
stumper wheel by rope

A man operating a stump grinder was 
nearly pulled into the running machine 
October 7, 2016, in the Cleveland, Ten-
nessee, area when he became caught in a 
rope that had been left near the stump he 
was working on.

“With all the storm response prepara-
tions going on, please keep safety as our 
number one priority,” wrote Aaron Jones, 
CTSP, and owner of Holder and Jones Tree 
Service of Cleveland, Tenn., in a post on 
TCIA’s CTSP Facebook page. “This hap-
pened to me earlier today as I was grinding 
a stump. The tree was one of several that 
had been destroyed in a storm last year and 
the area had been too wet to access until 
recently. Unfortunately, someone had dis-
carded their rope next to the stump and it 
had been covered over with a few inches 
of dirt. Then I realized I was standing on 
top of it. I tried to hit the cutoff switch and 
missed. I dove away and it stopped me and 
started pulling me back. 

“Luckily, my hands ended up on a large 
root from an adjacent tree and I was able to 
hang on and kick until I was free. It pulled 
off my shoe and left me with a rope burn 
on my ankle, but I didn’t have to change 
my name to Peg Leg Jones. 

“I just wanted to share this to show what 
could be on any jobsite, and that’s one of 
the main reasons I make my people clean 
up our sites before we leave.”

After talking with the homeowner, 
Jones discovered that the homeowner had 
left the rope near the stump after he had 
cut the trees up. 

“Feel free to use this for a tailgate safety 
session,” wrote Jones.

Worker cutting trees suffers shock 
A county worker trimming trees near 

power lines from an aerial lift suffered 
electrical shock October 10, 2016, in Port 
Salerno, Martin County, Florida.

The 47-year-old man, a Martin County 
Parks and Recreation Department employ-
ee, was pruning trees in the wake of Hur-

Accident Briefs

Accidents in the tree care industry that occurred during the month of October 2016. Graphic compiled from reports 
gathered by, or submitted to, TCIA staff.

Send your local accident news to editor@tcia.org

mailto:editor@tcia.org
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ricane Matthew when he was shocked and 
burned by the power line.

A co-worker called 911 and reported 
his “boss has just been electrocuted. His 
shirt’s on fi re. He’s up in a lift, and I can’t 
get him down.” The caller said he couldn’t 
bring the lift down because he didn’t know 
how to do so. 

The burned employee was fl own to 
Jackson Memorial Hospital in Miami with 
traumatic injuries, but was conscious and 
breathing, according to a TCPalm and 
tcpalm.com report.

Tree worker killed when log rolls
A worker clearing tree and other debris 

near Ormond Beach, Florida, in the wake of 
Hurricane Matthew was killed October 10, 
2016, when he was pinned beneath a log.

Steven Barna, 47, of Garrettsville, Ohio, 
was cutting a tree when a chunk of the tree 
rolled on top of him. A passerby spotted 
Barna and yelled for help.

Co-workers pulled the log off the victim 
and a witness tried to revive him before 
paramedics arrived, but he did not survive.

Barna was working for a Chagrin Falls, 
Ohio, tree company that sent crews to 
Florida to assist with Hurricane Matthew 
clean-up, according to The Florida Times-
Union report.

Man killed when tree falls on tractor
A man was killed October 12, 2016, in 

North Shelby County, Tennessee, while 
apparently using a tractor to fell a tree.

Darrell Vanvickle, 70, of Millington, 
Tenn., was killed when a tree fell on the 
tractor he was driving. Vanvickle’s son 
had been working with his dad but had left 
for lunch. When he returned, he saw that a 
tree had fallen on the tractor his dad was 
driving.

Vanvickle quickly grabbed a chain saw and 
cut the tree off of his dad, but it was too late, 
according to a localmemphis.com report.
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An Upstate New York tree service is 
facing more than $140,000 in fi nes after 
the U.S. Department of Labor’s Occupa-
tional Safety and Health Administration 
(OSHA) says it failed to provide safety 
training and ensure safe operating proce-
dures.

Justus Booze, 23, was killed after a 
wood chipper pulled him into the ma-
chine as he worked for Countryside Tree 
Service in Guilderland, N.Y., May 4. It 
was his fi rst day on the job. (See “Acci-
dent Briefs,” TCI July 2016)

OSHA says his employer, Tony 
Watson, exposed Booze and other co-
workers to the dangers of being caught in 
the machine’s rotating parts and failed to 
train them in the safe operation of wood 
chippers.

“Countryside Tree Service bears the 
responsibility to ensure that all phases 
of tree trimming, tree felling and tree 
removal work is performed safely. 
Putting employees to work with po-
tentially dangerous machines with no 
safety training is unacceptable,” said 
Robert Garvey, OSHA’s Albany area 
director, as quoted in an ABC News 10 

report. “Tree service companies must 
train workers – climbers, trimmers, 
and ground crew – properly. These 
workers must also be instructed in safe 
work practices and use of equipment 
including chain saws, cutters and es-
pecially hand-fed wood chippers that 
cut and grind branches and logs into 
pulp.”

Countryside Tree Service was also cit-
ed with the following:

• Exposing employees to laceration 
and amputation hazards while operat-
ing chain saws during tree removal at 
three separate locations. Employees did 
not wear leg protection while trimming 
branches.

• Failing to train each employee to use 
personal protective equipment.

• Exposing employees to eye hazards 
during tree removal including wood 
dust, fl ying wood pieces, and being 
struck by branches during tree trimming 
and feeding wood into a chipper.

• Failing to ensure employees wear a 
protective helmet when working in ar-
eas where the potential exists for head 
injuries from falling objects.

OSHA: Training could have prevented the death of man 
killed in wood chipper; business fi ned $140,000

www.morbark.com/getchipsafe
http://online.icnfull.com//tci/?action=READSERV&payment_type=R
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Trimmer electrocuted on storm cleanup
A man hired to trim trees in Deltona, 

Florida, after Hurricane Matthew was elec-
trocuted by a power line October 14, 2016.

Arthur Grimes, 52, of Osteen, Fla., was 
on a lift working on a pine tree in a back-
yard when he screamed and slumped over 
unconscious, the residents told deputies.

They initially thought he had passed 
out, but when paramedics arrived and low-
ered the lift, it was clear that he was dead, 
according to an Orlando Sentinel report.

Man killed in struck-by
A man cutting trees along a trail with 

friends October 15, 2016, in Emmett 
County, Michigan, was killed when he 
was struck by a piece of a tree.

Myron Gray, 62, of Petoskey, Mich., 
was cutting trees along Emmet County’s 
Evergreen Trail with two friends when 
a part of one of the trees fell and struck 
Gray in the head, killing him, according to 
reports from Northern Michigan’s 9&10 
News and The Grand Rapids Press.

Trimmer injured after being shocked
A man was injured October 17, 2016, 

in Malibu, California, after being shocked 
while trimming a tree.

The 32-year-old man was conscious 
and breathing when he was transported 
to UCLA Medical Center in Santa Mon-
ica. There was no further information 
on the man’s condition, according to the 
patch.com/california/malibu report.

Man killed in struck-by
A man was struck and killed by a tree 

or part of a tree October 22, 2016, in St. 
Leonard, Maryland.

Ernesto “Ernie” Cendana, 63, of Great 
Mills, Md., was struck and killed while 
apparently trimming or felling the tree, or 
another one near it. He was pronounced de-
ceased by EMS fi rst responders, according 
to the Southern Maryland News Net report.

Worker killed by cut limb
A cut tree limb killed a worker who was 

helping to remove a tree October 26, 2017, 
in Ramsey, New Jersey.

Workers from a tree service were cutting 
down a tree when a limb they cut fell nearly 
100 feet, striking one of the workers.

The victim’s co-workers were distraught 
and tried to perform CPR to save their 
co-worker before emergency services ar-
rived. The man was taken to the hospital, 
but later died from his injuries, according 
to the News 12 New Jersey report.

Lift operator hurt when thrown from 
tipped bucket

The operator of a truck-mounted aerial 
lift was injured October 27, 2016, in New 
Cumberland, Fairview Township, Penn-
sylvania, when the truck tipped over and 
he was ejected from the bucket.

John Hall, 38, of Berwick, Pa., a tree 
service company employee, was 50-60 
feet off the ground working in the bucket 
when the outrigger on the tree trimming 
truck sank into the ground, causing the 
truck to tip onto its side.

Hall was thrown from the bucket and 
sustained serious injuries. He was fl own 
by Life Lion helicopter to Penn State 
Hershey Medical Center. The truck was 
parked off the roadway on a grassy area 
when the accident occurred, according to 
the WHTM ABC 27 report.Circle 28 on RS Card or visit www.tcia.org/Publications
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Tree News Digest

Alaska Airlines fl ies fi rst 
commercial jet fueled by 
tree byproducts

Alaska Airlines in November operated 
one of its jets using a special biofuel made 
from trees, fl ying from Seattle to Wash-
ington, D.C., according to a November 15 
article on www.consumerist.com.

The airline claims it was the fi rst com-
mercial fl ight using “renewable, alterna-
tive jet fuel made from forest residuals,” 
limbs and branches left over from harvest-
ing managed forests.

The demonstration fl ight took off from 
Seattle-Tacoma International Airport on 
Monday and landed at Reagan National 
Airport in D.C., fueled with a 20-percent 
blend of sustainable aviation fuel, which 
the airline says is “chemically indistin-
guishable from regular jet A fuel.”

Alaska Airlines teamed up with the 
Washington State University-led North-

Send Tree News Digest items to editor@tcia.org

With more than a million dazzling lights and breathtaking displays, Celebration in the Oaks in New Orleans 
City Park is an annual holiday tradition for families in the Crescent City. Above is the Enrique Alferez tree 
draped in lights – called the Dripping Snow Tree.
“The Park’s oaks are swathed in thousands of lights with different themed displays within 25 acres of the 
Park,” says John Hopper, City Park director of public affairs.
Bayou Tree Service, Inc., a TCIA member company based in Jefferson, Louisiana, does tree work in the park 
on a contract basis and has cared for many of the live oaks and other trees in the park.
The 30th annual Celebration in the Oaks runs through January 1, 2017. For ticket and other information, 
visit www.CelebrationInTheOaks.com, or call (504) 483-9415. (Continued on page 61)
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west Advanced Renewables Alliance 
(NARA) to develop the fuel, which it says 
is the fi rst of its kind.

“This latest milestone in Alaska’s ef-
forts to promote sustainable biofuels is 
especially exciting since it is uniquely 
sourced from the forest residuals in the 
Pacifi c Northwest,” Joe Sprague, Alaska 
Airlines’ senior vice president of commu-
nications and external relations, said in 
the consumerist.com article. “NARA’s ac-
complishments and the investment of the 
U.S. Department of Agriculture provide 
another key in helping Alaska Airlines 
and the aviation industry reduce its carbon 
footprint and dependency on fossil fuels.”

Flying just one plane for one fl ight on 
the fuel doesn’t have much impact on the 
airline’s greenhouse gas emissions all told, 
but if it could replace 20 percent of its en-
tire fuel supply at Sea-Tac Airport, Alaska 
Airlines says it would reduce greenhouse 

gas emissions by about 142,000 metric 
tons of CO2 – roughly equivalent to taking 
30,000 passenger vehicles off the road for 
a year.

View the article at https://consumerist.
com/tag/fl ying-the-greener-skies/

TREE Fund awards latest 
scholarships

The TREE Fund in November an-
nounced its latest round of scholarship 
recipients. 

TREE Fund scholarships help students 
who aspire to careers in arboriculture and 
urban forestry achieve their goal. 

Congratulations to the following winners!
Thomas McNulty, Penn State Univer-

sity – Horace M. Thayer Scholarship 
($2,000)

Conor Smith, University of New 
Hampshire – John Wright Memorial 
Scholarship ($2,000)

Allison Wilson, Penn State Mont Alto 
– Fran Ward Women in Arboriculture 

Scholarship ($2,000) 
For more TREE Fund scholarship 

information, visit www.treefund.org.
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This group from Real Tree – Tree Experts, a TCIA 
member company from Newburg, Maryland, got 
their picture on the cover of TCI Magazine at TCI 
EXPO in Baltimore in November. See next month’s 
TCI for an EXPO wrap-up and more pictures.
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From the Field

By Roger Arensdorf

Like many of you, I started my fi rst 
tree business by the seat of my 
pants. We burned a lot of fi rewood, 

so my dad, my brother-in-law and I de-
cided to get paid to cut down a tree. All 
we had were two saws, a pickup truck, a 
trailer and a prayer. I started climbing us-
ing manila rope with a friction hitch and 
an “I-am-invincible” type of attitude. 
By God’s grace and a little luck, I was 
never seriously hurt.

We later learned better climbing and 
rigging techniques from an experienced 
tree worker we hired who had worked 
for Asplundh. I also got to know our city 
forester in Dubuque, Iowa. He helped me 
fi nd some trade shows and seminars to 
attend. I joined TCIA some 20 years ago.

That fi rst business eventually split 
and I started one of my own. It grew to 
three or four full-time workers and two 
to three part-timers. We had insurance 
and all the equipment to make tree work 
as easy and safe as possible.

As much as I could, I sent my workers 
to seminars to improve their knowledge 
of safety and learn new techniques. In ad-
dition, I would include highlights from 
safety articles from TCI Magazine in their 
pay envelope with a $5 gift card to read it.

Business went well for years before I de-
cided to downsize and semi-retire in 2014. I 
kept a few saws, climbing gear and my stump 

grinder.
Then, on 

January 28, 
2015, it hap-
pened. I set 
out to prune a 
dozen smaller 
trees. Most of 
it was pole saw 
work from the 
ground, but it 
did involve a 

little easy climbing. I was climbing into 
my fi fth tree and stepped off of my ladder 
about 20 feet up. I was throwing my skin-
ning rope over a nice tie-in spot. Sudden-
ly, my left foot slipped, the branch under 
my right foot broke and the branch I was 
holding onto with my right hand broke. I 
fell forward, did a three-quarter turn and 
landed on the back of my head.

This does not have a happy ending. I 
am now in a 
wheelchair and 
paralyzed from 
the chest down! 
My faith, 
family and 
friends contin-
ue to help me 
through this. 
It’s been almost 
two years, and 
I still live with 
pain every day.

What were 
the mistakes 
that contributed 
to my accident? 

First, I didn’t 
look closely at the branches I trusted my 
life to. There were no leaves on the trees 
and I didn’t pay attention. Second, I didn’t 
use my buck strap as I was throwing my 
skinning rope over a limb. I only had to 
free climb two feet ...

I failed to follow the Z133 Standard for 
Arboricultural Operations. The Z states, 
“A visual hazard assessment, including 
root collar inspection, shall be performed 
prior to climbing, entering, or performing 
any work in a tree.” 

The Z also states that “while ascend-
ing a ladder to gain access into a tree, the 
arborist must not work from or leave the 
ladder until he/she is tied-in or secured.”

Thirty years of climbing and I only fell 
once. Now I am in a wheelchair for the rest 
of my life. Pay attention, everyone. I pray 

you always keep your mind on what you 
are doing. It only takes one slip.

Roger L. Arensdorf is president of Ar-
nie’s Treerifi c Service Inc. in Dubuque, 
Iowa.

TCI will pay $100 for published “From the Field” 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, 136 
Harvey Road, Suite 101, Londonderry, NH 03053, or editor@tcia.org.

Roger Arensdrof’s new van. All images courtesy of 
the author.

Intensive care.

Roger’s hardware in his neck.

Rehab.
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