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Earlier this year, I discussed with you the concept that leaders are made and not 
born. My point was that it is worthwhile to invest in developing yourself and oth-
ers as leaders. One of the most important aspects of great leadership, and therefore 

worth particular investment, is self-awareness. 
According to the research fi rm of Korn Ferry International, “Public companies with 

a higher rate of return (ROR) also employ professionals who exhibit higher levels of 
self-awareness.” So, what is self-awareness and how do we develop that attribute in ways 
that promote success in our businesses?

In defi ning self-awareness, the Korn Ferry report cites author Daniel Goleman, who 
wrote that it is, “the ability to recognize and understand your moods, emotions and drives, 
as well as their eff ect on others.” In my opinion, it is that last part, the ability to recognize 
how you are perceived by others, that is the most important. It seems that today many 
leaders adopt a “take me as I am” attitude, sometimes going as far as to reject empathy 
as either kowtowing to political correctness run amok or as simply “being fake.” Unfor-
tunately, while that strategy may bring some success, it ignores the fact that, at its core, 
leadership is much more about those being led than it is about those doing the leading.

Achieving success through developing our self-awareness is a constant process. For-
tunately, there are a great many tools available to us. I recently participated in a half-day 
workshop using the Insights Discovery platform. Insights stems from the familiar Jung/
Myers-Briggs school, using an evaluation tool to generate a personalit y profi le, though 
there are some diff erences between the two. This workshop was introductory in nature, 
though even in the brief exercises we completed, we were able to learn a great deal about 
ourselves, the other participants and the perceptions of those we encounter every day. It 
became readily apparent that being able to understand ourselves, and to modulate our 
behaviors in order to lead others based on their own drivers and emotions, was incredibly 
important to success.

Have you ever participated in a workshop like the one I attended? Did you fi nd it useful 
to your professional development? Do you use these tools in your company? Tell us about 
it on social media using the hashtag #tciaperception.

Self-Awareness
and Success

OutlookOutlook

mailto:editor@tcia.org
http://www.tcia.org
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This older Built-Rite unit, circa 2004, is still used regularly by Favreau Forestry, an accredited TCIA member company based in Sterling, Massachusetts. TCIA staff 
photo by Don Staruk.

By Rick Howland

Come fall, there’s a scent that ac-
companies that of wood fi res on the 
breeze. It’s the scent of money.

Wood fi res for heat and ambiance made 
a major comeback over the past decade or 
two, and manufacturers responded to that 
demand by developing wood splitters and 
fi rewood processors that help fi rewood 
providers keep pace. This new equipment 
comes with a price tag. But after an explo-
sive rise 10 years ago, the retail price for 
fi rewood has held up and continued to climb 
in recent years, probably due in part to con-
tinued competition for the raw materials for 
biomass. And, according to manufacturers 
spoken with for this article, the speed at 
which logs now can be turned into cord-
wood enables a buyer to realize a return on 
investment and profi ts pretty quickly. 

How quickly? There are many factors 
that go into the equation but, on average, 
the manufacturers interviewed say the 
new machines can improve throughput 

by a factor of anywhere from two to six – 
perhaps even more. There’s a hidden cost 
benefi t as well. As these machines get fast-
er and more sophisticated, they also reduce 
the physical work by operators, reducing 
fatigue and the potential for injuries.

The equipment
The splitting maul has pretty much 

gone the way of the mule. Any of the new 
equipment could be considered a fi rewood 
processor. At the lower end is the simple 
log splitter, a wedge in front of a ram, usu-
ally powered by a small engine driving 
hydraulics for the ram. 

At the top of the production food chain 
is the fi rewood processor, which takes logs 
and converts them to fi rewood using a log 
deck (to stage material which is fed into the 
machine), a saw station (circular or bar saw 
– most are bars), a splitting chamber/station 
and an outfeed to a conveyor or pile. 

In between are any number of automa-
tion features, accessories and adaptations 
to make the process easier, faster, safer 

and more productive.

Cycle time is key
According to Josh Szydel, owner of 

Brute Force – a Vermont-based manufac-
turer of log splitters, conveyors and fi re-
wood bundlers and processors – when it 
comes to log splitters, newer versions with 
a cycle time as fast as 4.5 seconds can 
double or triple output. “I think that’s rea-
sonable to say,” he notes. Cycle time mea-
sures the time it takes for the ram to force 
wood through the wedge and return to its 
starting position.

“With the speed of our splitters, through-
put is largely dependent on how fast one can 
feed the machine,” Szydel states. “We usu-
ally test using four guys – two on saws, one 
loading logs and one running the splitter.

“Using the old-style splitter, with a 16- 
to 18-second cycle time and a simple two-
way splitting wedge, an operator (nor-
mally) would process a cord in about two 
hours,” Szydel says, adding that getting 
wood to fi rewood size would take two or 
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more passes through the splitting wedge.
Szydel says his wood splitters, which 

can double or triple the speed range, start 
at $8,300. “Payoff  can come in a couple 
of months if you’re using it regularly,” he 
says. He adds that splitters are economical 
to maintain, operating at a gallon-and-a-
half of gasoline per hour and periodically 
requiring a hydraulic-oil and fi lter change, 
at a cost of about $120.

“What we are fi nding, though, is that 
tree care operators who start with a split-
ter to produce fi rewood as supplemental 
income can’t keep up with demand, some-
times hiring too many workers,” he notes, 
“and upgrade to a fi rewood processor,” 
such as his company’s Model 14-24. The 
Model 14-24, one of fi ve processor models 
Brute Force off ers that cost up to $75,000, 
has a capacity of up to 16-inch logs with a 
throughput of a cord to a cord-and-a-half 
an hour by one operator. 

The Model 14-24, he says, is designed 
as a single-operator, basic processor built 
for home, farm or entry-level commercial 
use. At a cost of $21,500, and with moder-
ate commercial use, Szydel says payback 
on the investment should be within a year. 
On the larger models, which can produce 
200 cords a week, typical loan retirements 
would be in the four- to six-year range.

The company also promotes its fi re-
wood bundlers, which it claims can deliv-
er more than $500 a cord for fi rewood at 
retail when sold in $4 bundles at locations 
such as convenience stores. That’s about 
double the average price of a standard face 

cord in the Northeast going into the fall of 
2018, according to a sample of Labor Day 
weekend published prices.

Szydel is cautious to point out that 
throughput on any splitter or processor is 
dependent on the kind and condition/qual-
ity/size of the logs being processed.

On the West Coast, in Oregon, is Blount 
International, known internationally as a 
maker and marketer of replacement parts 
for equipment such as chain saws (brands 
include Oregon, Carlton and KOX) and 
outdoor and agricultural equipment. 
Blount also produces log splitters bearing 
the Oregon brand. Brett Beddow, world-
wide sales manager, underscores the gath-
ering speed of splitters by highlighting the 
company’s Commercial Kinetic Log Split-
ter. This is a companion to the company’s 
line of traditional hydraulic splitters.

As he explains it, the “Kinetic” in the 
name is derived from the use of the stored 
energy in the fl ywheels instead of hydrau-
lics to drive the ram. “The Kinetic works 
diff erently in that, while most splitters are 
hydraulically driven and work on a pump-
and-valve system that takes up to 14 sec-
onds or more to cycle, the Kinetic model 
uses two large, 70-pound fl ywheels along 
with a rack-and-pinion gear drive that 
transfers the energy from the fl ywheel to 
the ram.

“Because of that design, the Kinetic 
splitter can work up to six times faster than 
traditional ones,” he claims. Both Beddow 
and company literature say the Kinetic 
splitter can cycle in two to three seconds. 
Throughput, or productivity “is only lim-
ited by how fast you can put wood in,” he 
adds.

“One person can operate it, certainly,” 
Beddow maintains, “but where it really 
shines is with two or three working to-

An American CLS fi rewood conveyor loads 
processed wood into a truck.

An American Conveyors and Log Splitters heavy-duty commercial log splitter and conveyor. Photos courtesy 
of American CLS.

Brute Force’s 18-24 fi rewood processor with an extended deck is one of the company’s larger models, 
capable of producing 200 cords of fi rewood a week. Courtesy of Brute Force.
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gether, splitting a cord in a little more than 
an hour.” The primary target customers, 
he adds, “are commercial fi rewood pro-
ducers and occasional professionals who 
value their time.”

He says that at about $3,000, a busy op-
erator selling a lot of wood can pay off  the 
unit in less than a week. Bedded also notes 
that because it is not a hydraulic-powered 
machine, maintenance is fast and less cost-
ly. “There is virtually zero maintenance 
other than adjusting the belt tension. You 
do not have hydraulic leaks or fl uids and 
fi lters to change,” he maintains.

“To be completely honest, people look 
at it and think the Kinetic splitter does not 
look like a traditional splitter, so it does not 
initially appear as if the customer is getting 
much for their money. I can tell you we put 
a lot of testing into it before we put it on the 
market. A fi rewood processor in the Den-

ver area who had two Kinetics said he put 
$100,000 in sales through these splitters.”

Another West Coast company, Barreto 
Manufacturing of La 

Grande, Ore., 
makes a pair 
of heavy-duty, 
p ro fes s iona l 

splitters often found 
on the rental market 

as well as at tree care 
companies. According to 

Tim Phelps, product man-
ager, Barreto makes 20- and 

22-ton versions. “Prices are $4,500 for
the 20-ton and $4,900 for the 22- ton,” he
says.

“It’s tough to determine throughput 
production because there are so many 
variables,” he states. “For example, the 
cycle time on the 20-ton is 14 seconds and 
20 seconds on the 22-ton. That’s if you 
do a full cycle” (extending and retracting 
the ram and wedge fully). He explains, 
“Many times a 16-inch-long piece of 
wood will take less time to cycle than a 
24-inch-long piece just because of the dif-
ferent length. Also, speed depends on how
quickly the splitting wedge will split the
piece of wood.

“It is fair to say that these are starter 
units for purchase or try-out units as rent-
als for a tree care company contemplating 
getting into the fi rewood business,” Phelps 
states. “It is important to keep in mind that 
our units are heavy duty and built in the 
U.S., not homeowner versions available
at home centers. We use the Honda GX

Circle 38 on RS Card
Barreto makes 20- and 22-ton heavy-duty log splitters. Prices range from $4,500 for the 20-ton machine to 
$4,900 for the 22-ton unit. Courtesy of Barreto Manufacturing.
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professional-grade engines mounted to the 
frame with rubber engine mounts, which 
minimize engine vibration.” The machines 
can function in the vertical or horizontal 
position, according to company literature. 

Phelps says, “These machines move 
around a lot to many job sites and need to 
be made much heavier duty for high pro-
duction and long life. I highly doubt we 
have any out there that have ever worn 
out, since all parts can be replaced.”

Larry Thomas and his wife, Sue, have 
been running American Conveyors and 
Log Splitters in Upstate New York for 
more than 50 years, making and selling 
a broad line of splitters (including PTO-
drive, tractor-mounted) as well as fi re-
wood conveyors.

“The opportunity exists for a tree care 
company to be done with its fi eld work 
by 1 p.m., for example, and keep employ-
ees busy, productive and profi table for 
the remainder of the day splitting wood,” 
Thomas states. “You can grab one of our 
super-cycle products starting at about 
$5,800, perhaps with options such as log 
lifts, and keep the crew busy.” Thomas 
says a super-cycle machine will cycle in 
fi ve to seven seconds.

Diverging from splitters and wood 
processors, Thomas stresses the value of 
a fi rewood conveyor as not only an inte-
gral part but also a necessary part of the 
fi rewood profi tability equation. If one is 
really producing fi rewood at the commer-
cial level, Thomas maintains, “you really 
have to have a wood conveyor to load your 
product into a pile or into trucks.”

“We make true four-season conveyors,” 
he says. “The frustrating thing for tree 
guys is to purchase a belt-driven convey-
or that may not work so well. Belts can 
slip in the cold, especially during season-
al transitions.” (Thomas’ conveyor line is 
chain driven.)

Beyond describing the conveyors’ 
heavy-duty ruggedness, Thomas touts the 
operator’s ability to stop a completely full 
conveyor, to swap out trucks, for instance,  
and hit a switch that will then empty it in 
27 seconds – with no slippage.

On the low end, a small operator can 
get in with a conveyor at about $4,500, he 
states, with the high-end units running to 
$10,000 for large producers. According 
to Thomas, “If you split wood, you have 

to move it. If you split a 
round (section of log) and 
it goes to ground, you 
have to pick it up. Han-
dling wood, what we call 
touches, are minimized 
fi rst by our splitters with 
tables and pans that feed 
the split wood to the con-
veyor. I think it is safe to 
say that with the convey-
ors reducing fi rewood 
handling, an operator can 
safely double output,” he 
notes.

One of his points about 
mechanization and in-
creased speed is that now that the age of 
the maul and wedge are in the past, older, 
skilled workers can still be productive for 
the company. “We see guys who are in their 
70s who don’t apologize for being banged 
up over their careers, but who still want to 
be active, perhaps helping out a son who 
runs a small arborist company.”

When discussing log splitters, Thomas 
says that even in the age of advances in 
fi rewood processors, there remains a need 
for splitters. “In some operations, the split-
ter complements the person running the 
processor. Processors can be fussy. They 
like straight wood. The irregular stuff  goes 
to the splitter and therefore has value, 
when every piece is important to a com-

mercial setup. So there should never be a 
fear that you double-pay by starting with a 
splitter. If the business grows and you can 
go to a processor, you will not have wasted 
money on a splitter because it still has a 
valuable function,” he observes.

Andrew Easton, owner of Eastonmade 
Wood Splitters based in Balderson, Ontar-
io, Canada, has years of experience in fi re-
wood processors and wood splitters. He 
recognized there was a market for splitters 
aimed at arborists and began making them 
nearly four years ago, including a slew of 
wedge designs and conveyors. His splitter 
prices range from $3,500 to $12,500.

Easton says he takes pride in being able 
to off er the capability of multiple splits in 

Circle 55 on RS Card or visit www.tcia.org/Publications

A staff member from ABS Biomass testing out a Timberwolf TW-6 splitter.  
Photo courtesy of Timberwolf/ABS Biomass.
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one pass, “up to an eight-way wedge.” He, 
too, sees great value in a pro-quality split-
ter that can “get the big, nasty stuff  proces-
sors cannot.”

At the top of Eastonmade’s scale is the 
Model 22-28, rated at two cords per hour. 
It off ers a cycle time of about fi ve seconds, 

according to Easton, and company litera-
ture claims it can “split wood as fast as 
you can bring it.”

In fact, Easton states, most operators are 
running up to 400 to 500 percent great-
er production output with the newly de-
signed splitter.

Doing the math, Easton states that when 
using prevailing wages and fi rewood pric-
es, the profi tability goes from an average 
$60 an hour to $300 an hour.

John Smith, president of Built-Rite 
Manufacturing Corp. in Vermont, states, 
“There are a lot of factors that go into 
return on investment, the fi rst being how 
much the machine is producing and also 
whether you are producing fi rewood from 
your own material off  tree jobs, for exam-
ple, or if you buy material and how much 
you pay for it. That makes a big diff er-
ence,” he maintains.

“Also, the type (species) of wood you 
are working with and how crooked it is 
play a factor,” he adds. “Processing crook-
ed logs goes slower than straight ones.

“Even at that,” he states, “on our small-
er wood processor, the 18SCP – designed 
for a start-up or part-time fi rewood pro-
cessor – three to four years of average use 
should pay off  the $36,500 price.” At the 
higher end, Smith notes, are machines like 
the 40C with a circular saw (most are bar-
type) at $72,500 that will push out three-

Eastonmade’s Model 22-28 fi rewood processor sells for about $12,500 and is rated for two cords per hour. 
It offers a cycle time of about fi ve seconds. Courtesy of Eastonmade.

When it comes to fi rewood process-
ing, reducing cost and improving 

productivity don’t have to be limited to 
machines such as splitters, conveyors or 
processors. Sometimes it’s unexpected 
items such as the multi-way wedge that 
make a diff erence.

In this vein comes a 3-in-1 tool called 

the LogOx, a combination or multi-
function tool borne of necessity and ob-
servation and, according to its inventor, to 
save his back. It’s a hauler, cant hook and 
timberjack for moving, lifting and releas-
ing wood to be cut, split or processed.

Company owner Jonathan Roberts ex-
plains that it’s, “just a much better and 
faster way to handle wood when you har-
vest everything from roots to brush.”

The device features a quick pickup 
and release design that, Roberts states, 
enables one to “pick up and move pieces 
as fast as you can walk. We estimate the 
whole process of picking up and moving 
a cut piece to the splitter is four to fi ve 
times faster compared with the proper 
way of manually picking up wood, us-
ing your legs and not your lower back, 
and taking it to the splitter. Distance is 
the governing factor.” He added that the 
company is working with a local college 
to quantify the claim.

The complete kit, tool plus accessories – 
for example, T-bar for converting it to a tim-

berjack or 17-inch cant handle extension, 
plus holster and other accessories – lists for 
$175 and comes with a lifetime warranty. 
Introduced at TCI EXPO in 2016, LogOx 
returns to TCI EXPO next month.

LogOx helps get the log to the splitter or processor safely

The LogOx as a timberjack.

A LogOx being used for hauling. Photos courtesy 
of LogOx.
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Circle 18 on RS Card or visit www.tcia.org/Publications

and-a-half to fi ve cords an hour. Top of the 
line is the 100 SCP at $109,500, he adds.

Matt R. Timmins, co-owner of Timber-
wolf Firewood Processing Equipment, 
based in Marathon, New York, sees the 
objective of increased automation as a key 
to lowering annual labor costs.

Timberwolf off ers three levels of profes-
sional fi rewood processors, the entry-level 
PRO-MP, for operators looking to produce 50 
to 100 cords a year, a more robust companion 

PRO-MP D, the PRO MP-X in gas or diesel 
engines and the top-of-the-line PRO HD.

“On the processor side,” Timmins says, 
“base models start at $28,000 and can pro-
duce two full cords (4x4x8 feet) an hour. 
The MP-X is off ered at $41,000 and can 
produce three cords an hour, while the 
HD, at $60,000, can produce 4.5 cords. 
Each is run by a single operator,” he adds.

“ROI is very dependent on volume,” he 
states, adding that conditions such as a con-

tract for 300 cords a year could make for 
a signifi cant return in the fi rst year or two.

Timmins recommends looking for a 
new processor with a 60-inch circular saw 
from Timberwolf in 2019.

When it comes to producing fire-
wood, there’s something for everyone, 
from the smallest splitter to the largest 
processor, plus numerous opportunities 
and options to upgrade in wa ys that suit 
your business.

Type of unit Basic cost* Includes  Options Other factors
Wood splitter $3k-$8,300 splitting wedge, multi-wedge  payoff in two months
  hydraulic drive conveyor ($4.5-$10k) cycle time 2-14 seconds
   kinetic drive 

Firewood processor $21k-$110k log deck , saw station,  conveyor ($4.5-$10k) payoff in one to two years up to
  outfeed, circular saw 4-6 years cycle time 3.5-5 seconds

Other factors to consider?

What Do Wood Splitters and Firewood Processors Cost?

Cord price
Maintenance * Source: Prices according to manufacturers spoken with for this article. Payoffs are maxi-

mums, assuming very active fi rewood business. Not everyone will achieve these results. 

https://online.icnfull.com/tci/?action=READSERV
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Davey Resource Group buys 
Land Management Group

Davey Resource Group, Inc., a subsid-
iary of The Davey Tree Expert Compa-
ny, has acquired the assets of Land Man-
agement Group, Inc., an environmental 
consulting fi rm based in Wilmington, 
North Carolina. Land Management 
Group provides specialized services in 
wetlands science, geology, soil science, 
environmental permitting, marine biol-
ogy and many other facets of environ-
mental management.

“We look forward to both the technical 
and business support of the Davey Tree 
Expert Company as we continue to strive 
to provide the best services possible for 
our clients,” said Christian Preziosi, presi-
dent and environmental scientist for Land 
Management Group.

“Operating in the southeast U.S. with 
an emphasis on coastal systems and reg-
ulations, the partnership provides Davey 
Resource Group with an expanded set of 
services, new geography, strong leader-
ship and a talented team of scientists,” said 
Karen Wise, division manager, DRG.

Based in Wilmington, North Carolina, 
Land Management Group consults with 
clients throughout the Southeast. The 

company has more than 15 employees, 
and Preziosi will continue to lead the Land 
Management Group offi  ce as the area 
manager.

Senske Lawn & Tree 
acquires LawnTech

Senske Lawn & Tree Care, a four-year 
TCIA member company based in Ken-
newick, Washington, has acquired Lawn-
Tech, a lawn and tree care and pest con-
trol provider based in Idaho Falls, Idaho. 
LawnTech, started in 1982 by brothers 
Kim and Kurt Johnson, provides tree care, 
lawn care, pest control, pruning and land-
scaping. Services will continue uninter-
rupted by the current team of employees 
doing business as LawnTech.

According to Kim and Kurt Johnson, 
“Our employees are like family and know-
ing that Senske has been family owned for 
over 70 years means a lot.” 

“We look forward to expanding into 
Eastern Idaho,” said Chris Senske, Senske 
president, adding that this will be the third 
location in Idaho for Senske Services.

Senske operates lawn, tree and pest-con-
trol services in Washington, Idaho and 
Utah, and off ers pest-control services in 
Las Vegas, Nevada. 

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

Circle 5 on RS Card or visit www.tcia.org/Publications

 Visit booth 
# 415

Crew Leader Month – 
January 2019

January is a good time to be think-
ing about development of crew lead-
ers.  Who will be the next generation of 
crew leaders at your company?  How 
do you get your leaders and crews to 
perform at their highest level? 

TCIA will help answer those ques-
tions with Crew Leader Month.

Here is what we plan to do:
•  Hold Crew Leader Qualifi cation 

workshops is various parts of the 
country

•  Focus TCI Magazine’s annual Janu-
ary Training Issue on Crew Leader-
ship. We’ll do the same for The Tree 
Worker newsletter for January

•  Off er discounts for the Tree Care 
Academy Crew Leader manual, 
which is a prerequisite for attending 
the Crew Leader workshops

Trainers interested in contributing 
to the January TCI Magazine special 
focus on development of crew leaders 
should contact Don Staruk, TCI editor, 
at editor@tcia.org.

 

Aerial Rescue and 
Emergency Response 
Summit – Spring 2019

This Aerial Rescue and Emergency 
Response Summit is a one-time opportu-
nity for arborist safety trainers and safety 
offi  cers to witness and discuss the entire 
rescue process from when the incident 
occurs to the initial crew response, to the 
EMS responders, to the hospital emer-
gency room and into the surgery room.  

This summit will take place April 30-
May 1, 2019, in Southfi eld, Michigan.

There will be selection criteria for par-
ticipation in this summit due to the expect-
ed high demand. We ask that participants 
be safety trainers at a tree care company, 
professional safety trainers, company 
safety managers, company owners who 
take responsible for safety or CTSPs.  

Stay tuned for more information and 
announcements related to these events 
at TCI EXPO in Charlotte.

mailto:editor@tcia.org
https://online.icnfull.com/tci/?action=READSERV
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Leonardi Mfg. Co., Inc.’s, new M1 Chipshoot Power Loader takes the innovation of the 
original Chipshoot product confi guration, launched at TCI EXPO last year, to another level. 
The Chipshoot system was designed to allow control of the direction the chips are discharged 
during stump grinding, facilitating cleanup. The Chipshoot Power Loader is an on-board auto-

mated bin for controlling and containing the chips. The Power 
Loader bin collects the chips as the stump is being ground 

and enables the operator to then dump the chips where 
and when he or she chooses. That could be into 
a wheelbarrow, payloader, trailer, etc. The Pow-

er Loader uses the grinder’s existing hydraulics 
for its power-dumping system with a self-opening 
and -closing door mechanism, so the operator con-

trols the bin from the operator’s normal operating 
positions. (800-537-2552; www.leonardimfg.com)

Cutting Edge - Products

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

Arborwear’s new Iron-
wood Chainsaw Pants are 
the result of a collabora-
tion between the com-
pany and its customers. 
Discussions with and 
surveys of customers 
determined comfort and 
fi t were most important 
to them, with the un-
derstanding that if PPE 
fi ts better, workers are 
more apt to wear it. 
Mobility, breathabili-
ty and weight rounded 
out the top-fi ve most important attributes 
in chain-saw protection customers want-
ed, even outweighing price. Features of 
the Ironwood Chainsaw Pants include: 
standard waist and length sizing; wrap-
around calf protection; certifi ed by UL to 
meet U.S. and Canadian standards for cut 
protection; 9-ounce 4-way stretch-tech 
nylon fabric that is breathable and fl exi-
ble for maximum comfort; a CoolCore 
liner that wicks and spreads moisture to 
help regulate body temperature and stay 
comfortable and safe; two CoolZip vents 
on the back of the legs for extra cooling; 
LockSnaps on the center-front closure; 
lightweight, 5-layer blocking material; 
reinforced knees and cuff s for added abra-
sion resistance; Tefl on Fabric Protector to 
repel water- and oil-based liquids; elon-
gated pockets with fold-over Velcro clo-
sures at the top to keep out sawdust; and a 
rear zippered pocket. The pants will debut 
at TCI EXPO in Charlotte in November. 
(arborwear.com)

Circle 93 on RS Card or visit 
www.tcia.org/Publications
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Rayco’s new RG55 Stump Cutter has all the features 
found on the RG45, but in a compact, lightweight ma-
chine. With a 53.4-hp (40 kW) Kubota gasoline en-
gine, the RG55 boasts an increase of 9 hp with a power 
curve on par with or higher than diesel models. The RG55 
provides increased travel speeds and complies with California 
Air Resources Board (CARB) regulations and EPA regulations in all 50 states. It features 
large cutting dimensions, with a 60-inch (152.4 cm) cutting width, 14-inch (35.6 cm) cutting 
depth and 24.5-inch (62.2 cm) cutting height. A slewing-ring pivot lowers the machine’s cen-
ter of gravity to allow for maximum cutting depth across the width of the cut. A swing-out 
control station protects the operator and provides the best view of the cutting action. For travel 
through gates, the control station swings in line. A wide hydraulic backfi ll blade saves time 
during cleanup and can easily be folded in for passing through gates. (www.raycomfg.com)
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Albach’s Fellbach Tree Handler      TCI EXPO booth 2225
One feature of Albach’s Fellbach Tree Handler is that, because outriggers are only 

needed on the working side, street traffi  c can roll on one side of a two-way road while 
the unit is active on the other side. The Fellbach Tree Handler 
consists of a three-piece telescopic arm mounted above the 
operator’s cab on a Grove GMK 3050 or 3060 crane chassis. 
With a 78-foot working height and 70 feet of side reach, the 

arm can lift up to 5,000 pounds. Parallel guidance technology 
in the Albach felling head, a load-sensing cutting bar and on-demand 

engine speed are designed to provide a secure grip on large pieces at height. 
The unit is designed to allow the operator to lift the arm, grasp a piece, make a 

cut and bring the piece safely to the ground in about one minute. The 
angle of operation of the unit, from -54 degrees to 80 degrees, facili-
tates cutting along embankments above and below setup. The felling 
head has 113 degrees of tilt and a 40-inch cutting diameter. Avail-
able from Albach Northamerica in Hooksett, New Hampshire, the 
Fellbach Tree Handler can be built on any new or used Grove GMK 
50- or 55-ton crane. (978-939-9111; www.albachinternational.com). 
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Leonardi M1 Chipshoot Power Loader      TCI EXPO booth 1207

Arborwear Ironwood 
Chainsaw Pants
            TCI EXPO booth 1523

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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October 2, 2018
Spotted Lanternfl y: An Update on This Invasive Pest
Philadelphia, PA
Contact: jlm@upenn.edu

October 3, 2018
Aerial Rescue**
Raymond, MS
Contact: www.tcia.org/training

October 3, 2018*
A300 Tree Care Standards Workshop
Asheville, NC
Contact: www.tcia.org/training

October 3, 2018*
Accident Prevention & Fire Rescue roundtable (4-6 pm)
Atlas Bobcat, Elk Grove Village, IL
Contact: Peggy 630-917-8733; RSVP Pdrescher@tcia.org

October 7-9, 2018*
MAC ISA Annual Conference
Frederick, MD
Contact: www.MAC-ISA.org

October 9, 2018*
Chain Saw Specialist Training
Kirkwood, MO
Contact: www.tcia.org/training

October 9, 2010*
Wisconsin Arborists Association Fall Conference
Brookfi eld, WI
Contact: www.waa-isa.org

October 9, 2018*
Roundtable (6:30-8:30) Topic tba
Powder Valley Conservation Nature Ctr., Kirkwood, MO
Contact: Peggy 630-917-8733; RSVP Pdrescher@tcia.org

October 10-11, 2018*
Delaware Arborist & Tree Care Seminar
Harrington, DE
Contact: Kesha.Braunskill@state.DE.US

October 10-12, 2018
Northern Rockies Tree School
Cody, WY
Contact: www.isarmc.org

October 11, 2018*
Crew Leader Qualifi cation Workshop
Littleton, MA
Contact: www.tcia.org/training

October 12, 2018
Chain Saw Specialist Training
Marlette, MI
Contact: www.tcia.org/training

October 12, 2018
Electrical Hazards Awareness Program (EHAP)** 
Des Moines, IA
Contact: www.tcia.org/training

October 15-17, 2018
Landscape Below Ground Conference
The Morton Arboretum, Lisle, IL
Contact: www.LandscapeBelowGround.org

October 17, 2018
Chipper Operator Specialist Workshop**
Remus, MI
Contact: www.tcia.org/training

October 19, 2018
Chipper Operator Specialist Workshop**
Lawrenceville, GA
Contact: www.tcia.org/training

October 19-20, 2018
UTCA Tree Climbing Competition
Balboa Park, San Diego, CA
Contact: www.unitedtreeclimbers.com

October 20, 2018
Tree Climber Specialist Workshop**
St. Louis, MO
Contact: www.tcia.org/training

October 25-26, 2018*
Trees South Carolina Annual Conference
Folly Beach, SC  
Contact: www.TreesSC.org

October 26, 2018*
Aerial Lift Specialist Workshop
Cedar Rapids, IA
Contact: www.tcia.org/training

October 29, 2018
UMass Extension’s Green School
Milford, MA
Contact: ag.umass.edu/landscape/education/
umass-extensions-green-school

November 4-6, 2018*
New England Chapter ISA Annual Conference
Mystic, CT
Contact: www.NewEnglandISA.org

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.

November
Machinery & Equipment: Aerial Equipment, Compact  
 Lifts
Tools & Supplies: Ropes, Cabling & Bracing
Services: Consulting, Fleet Management
Safety: Site Set-up, CEU Quiz
Bonus Circulation : TCI EXPO 2018, Charlotte, NC

December
Machinery & Equipment: Chippers
Tools & Supplies: Snow Removal
Services: Standards & Compliance
Safety: Driving Safety
Winter Buyers’ Guide: A complete list of Associate 
Members and their products and services.

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

* Indicates that TCIA staff will be in attendance
** ASTI grant supported workshop
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November 6, 2018
Sennebogen Demo Days
Stanley, NC
Contact: www.info.sennebogen-na.com

November 6-7, 2018*
Certifi ed Treecare Safety Professional/CTSP Workshop
Charlotte, NC
Contact: www.tcia.org/training

November 7, 2018*
Crew Leader Qualifi cation Workshop
Charlotte, NC
Contact: www.tcia.org/training

November 8-10, 2018* 
TCI EXPO
(Pre-conf. workshops November 7)
Charlotte, NC
Contact: 1-800-733-2622; www.tcia.org

December 2, 2018
Chain Saw Train the Trainer
Hume, CA
Contact: Karen@natstraining.com

December 7, 2018*
Chipper Operator Specialist Workshop*
Little Rock, AR
Contact: www.tcia.org/training

December 11, 2018*
Illinois Arborist Assn. Conference
Tinley Park, IL
Contact: www.illinoisarborist.org

January 2019
Crew Leader Month
Nationwide workshops to be announced

January 7-10, 2019
Advanced IPM PHC Short Course
University of Maryland, College Park, MD
Contact: Amy Yaich, 301-405-3911; 
umdentomology@umd.edu

January 17, 2019*
Conn. Tree Protective Assoc. (CTPA) Annual Meeting
Southington, CT
www.ctpa.org

January 24, 2019*
Grow Maine Green Expo
Augusta, ME
Contact: www.mainearborist.org

January 22, 2019*
Indiana Arborist Assoc. Conference
Indianapolis, IN
Contact: www.indiana-arborist.org

January 27, 2019*
NY State Arborist Association Annual Mtg.
Suffern, NY
Contact: www.nysarborists.com 

February 11-16, 2019* 
Winter Management Conference
St. Kitts
Contact: 1-800-733-2622; www.tcia.org

February 19, 2019
Amer. Society of Consulting Arbs. (ASCA) 2019 
Consulting Academy
Renton, WA
Contact: jhill@mgmtsolc.om

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

 Visit booth # 2138

Joe Deriscavage, Northeast factory rep for Bandit 
Industries, leads a Chipper Operator Specialist 
Workshop on August 17 during the 2018 New York 
State Woodsmen’s Field Days in Boonville, N.Y. 
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Tim Bacchus, a crane operator for a Monster Tree franchise in the Bucks and Montgomery counties region of Pennsylvania. Courtesy of Monster Tree.

By David Rattigan

Growing up on a farm in south cen-
tral Minnesota, Lane Schmiesing 
did plenty of tree cutting, and 

throughout college and afterward, he’d do 
tree work on the side for friends, family, 
neighbors and others. 

“I was Bubba with a chain saw,” he 
says. “I didn’t make a living at it; it was 
more of an avocation. I made a few bucks 
at it, but it is not how I was making my 
way in the world.”

Schmiesing went on to a successful 35-
year career in corporate America, working 
in marketing and product branding for 
diff erent companies including Internation-
al Dairy Queen (franchisor to the iconic 
Dairy Queen soft-serve ice cream chain). 
When he returned to tree care in 2014, it 
was as a company owner in a model new 
to the industry.

At age 57, he bought a franchise.
“I was tired of sitting behind a desk, 

spending way too much time in meetings, 
and tired of the bureaucracy of corporate 
America,” Schmiesing says. He praises 
DQ and the people he worked with, but 
at that point in his life, “It was not what I 
wanted to do. I’m an outdoors guy, and I 
wanted to get back outside. I wanted to get 
out from behind a desk and do something 
for myself. So I started looking around.”

Working with a franchise broker, he re-
viewed various opportunities, drawn by 
the old franchise lure of “being in busi-
ness for myself, but not by myself.” With 
money to invest and seeking to shorten his 
learning curve, he appreciated the chance 
to partner with a company that could pro-
vide support and a road map to profi tabili-
ty. He was drawn to Monster Tree Service, 
which promised those benefi ts and put him 
into a business that – as he remembered 
from his farm experiences – would get 
him outside, where the work itself would 
be interesting and challenging.

“It resonated on several diff erent lev-

els,” says Schmiesing, now 62, owner of 
Monster Tree Service of Minneapolis, 
based in Eden Prairie. 

With limited barriers to entry, the com-
mercial tree care industry has been built 
with the sweat of blue-collar entrepre-
neurs throughout its history. Typical-
ly, new owners come from the ranks of 
climbers, crew chiefs or other employees 
who decide to strike out on their own or 
succeed their bosses as the bosses retire. 
Franchising, however, off ers a new model, 
and could change the green-industry land-
scape in the years ahead.

Monster Tree Service began franchising 
in 2013, and has grown to 37 franchises 
that have been purchased or are currently 
operating, with 28 new franchises com-
ing on board thus far in 2018, according 
to Scott Hilary, director of franchisee ser-
vices. 

In recent years, a second company also 
has begun franchising, as South Carolina-
based Schneider Tree Care has spun off  a 



29TREE CARE INDUSTRY – OCTOBER 2018

part of its business, Schneider Shrub and 
Tree Care.

The franchises bring with them a new 
ownership profi le, a new way of doing 
business and new competition to the in-
dustry. For the new franchise owners, 
it brings an interesting challenge in the 
green industry.

Hilary says that for many franchisees, 
the nature of the business is also attractive.

“For a lot of our guys, that’s a big point. 
They’ve spent 25 to 30 years going to an 
offi  ce every day. Now they say, ‘My new 
offi  ce is my truck.’”

A new model
Doylestown, Pennsylvania-based Mon-

ster Tree Care celebrated its 10th anniver-
sary in June, but founder and CEO Josh 
Skolnick got his start in the green industry 
by mowing lawns in his pre-teenage years. 
He built a landscape company servicing 
225 clients with 11 employees before his 
2002 high school graduation, he explains, 
expanded it after high school, then got into 
commercial mulch-blowing with multiple 
Finn blowers. He says he then sold both 
of those companies and wound up in tree 
care in 2008.

According to Skolnick, he invested 
more than a million dollars in equipment 
over the fi rst seven months and has built 
that into a successful business. Seeking to 
expand, he opted to go with franchising 
instead of expansion.

Skolnick determined that he wanted 
to take a diff erent approach to his busi-
ness, focusing on equipment and return 
on investment that came with putting 
that equipment to use. He also noticed a 
scenario that played out in the business, 
something he refers to as “a rerun movie.”

“A guy goes to work for you or me, the 
owner of a tree care company – a guy in 
his early 20s who thinks he knows every-
thing and thinks we’re making too much 
off  of him,” Skolnick explains. That guy 
gets a side job from a relative and makes 
$800, and determines that he’s going to 
start his own company.

“Now it becomes real,” Skolnick says. 
“Now he’s got to buy equipment, he’s 
got to hire people, he’s got to get work-
ers’ comp, he’s got to get insurance. The 
equipment breaks; it costs money to re-
pair. Then guess what? He realizes, ‘I’m 

not making the kind of money I thought 
my boss was making.’”

At the end of the day, he’s doing just 
what his boss did, and has the same young 
know-it-all who tells him that he’s mak-
ing too much money, and he’s in a rerun 
movie.

With that in mind, Monster has sought 
out successful corporate businesspeople 
who want to accept a new challenge and 
have the ability to implement Monster’s 
strategy. “We are coming into it with a 
diff erent kind of checkbook,” Schmiesing 
says, “and that has benefi ts to it.”

To buy in, there is a $49,500 franchise 
fee plus a royalty of approximately 6.5 
percent (it varies based on volume of 
sales). Franchisees must also buy equip-
ment, which they do directly using a Mon-
ster-negotiated discount. Territories are 
determined by population, with 200,000 
people per territory.

“We’re targeting senior-level executives 
who have spent 20 to 30 years in corpo-
rate America and realized, ‘I’ve made a lot 
of money for somebody else. I’ve made 
a lot of money for myself along the way 
and done very well. However, I want to 
be able to build my own dream moving 
forward. I don’t want to do it for anybody 
else. I want my time to be mine; I want 
the fi nancial freedom of owning the busi-
ness,’” he says. “As well as the fact that 
you’re working for somebody else, you 

don’t build a legacy doing that. They want 
to have something they could potentially 
hand down to their children.”

They are not targeting people in tree 
care, because they don’t want to have to 
break bad habits.

“We target people with no industry ex-
perience because we don’t want to teach 
an old dog new tricks,” he says. “We want 
to be able to take people who have no pre-
conceived ideas and teach them the right 
way right out of the gate. We truly do be-
lieve we are delivering a higher standard 
of tree care to people across America.”

His goal is to expand, and expand.

Circle 44 on RS Card or visit www.tcia.org/Publications

Monster Tree founder and CEO Josh Skolnick. 
Courtesy of Monster Tree.
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“My goal is to sell out the country,” he 
says. “I see 450 to 500 franchise locations 
within the next fi ve years.”

And expand. Earlier this year, Skolnick 
acquired a waste-disposal company called 
Redbox Plus, and plans to roll out a lawn-
care franchise in 2019. Eventually, he’d 

like to own a holding group of service 
franchises.

“When I look at my whole future on a 
global basis, that’s where my eff orts will 
be spent, in continuing to develop and 
build the holding group of multiple fran-
chise systems,” he says. “I intend to have 

fi ve to 10 franchise systems within the 
next 10 years.”

An expansion option
After building and expanding his tree 

care company into three locations in South 
and North Carolina, Erich Schneider de-
cided to franchise a portion of his busi-
ness, creating Schneider Shrub and Tree 
Care. 

“What the industry would call PHC – or 
plant health care – we call shrub and tree 
care,” Schneider says. “This is fertiliza-
tion, pest and disease control – the care of 
the trees versus general tree care, which 
is removal, pruning, stump grinding (and 
more).”

For Schneider’s company, franchising is 
a way to leverage the company’s strengths 
and expand into new territories, off set 
against the fi nancial and employee chal-
lenges of continued growth as a centrally 
owned company. 

“For example, to open a branch offi  ce 
is going to cost between $300,000 and 
$500,000. That’s a lot of capital to get a 
branch offi  ce started. Since I had a back-
ground in franchising (prior to getting into 
tree care) when I lived in Missouri, I un-
derstood how to sell franchises and do a 
franchise. I had 12 franchises in the busi-
ness I was part of (as an employee) before. 

“So we looked at it and said, well, rath-
er than hiring employees, we will bring 
on partners. We built a franchise system 
that gives all the tools – the sales, the 
marketing, the operations, the accounting, 
the software service, the (relationship-
management software) program – all the 
pieces it would take to run a business. 
Then we partner with people who would 
buy into that, and rather than have em-
ployees, we have independent franchises. 
They become part of a 22-year-old team 
that can support them as they grow their 
own business.”

As with any franchise, the benefi t of 
joining Schneider is the avoidance of the 
learning curve that new companies go 
through, and to some extent the avoidance 
of risk. Because there is no large equip-
ment to buy, fi eld operations largely re-
quire one person working from a pickup 
truck.

According to information from Schnei-
der’s website, a franchisee’s total invest-Circle 40 on RS Card or visit www.tcia.org/Publications

Levi Hopper, formerly a Schneider employee, now runs the Easley, South Carolina, branch with the intent to 
buy. Courtesy of Schneider Shrub & Tree Care.
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ment will run $87,350 to $127,300 (fran-
chise fee of $50,000), with royalties that 
run from 10 percent in the company’s 
early years to 7 percent after year six. It 
seeks those with $100,000 minimum net 
worth and with liquid assets of $50,000. 
Territories are based on population – ei-
ther 250,000 total population or 10,000 
households with an adjusted gross income 
of $100,000 annually.

Thus far, the company has two franchi-
sees, including one who comes from the 
ranks of Schneider employees and another 
from a diff erent industry. Under a fl exible 
arrangement, 28-year-old operator Levi 
Hopper, formerly a Schneider employ-
ee, now runs the Easley, South Carolina, 
branch with the intent to buy.

“I like working outside and love inter-
acting with people, helping them come 
up with solutions for their landscape. It 
allows me to be my own boss and be more 
fl exible with my schedule,” Hopper says. 
“They give you tremendous support.”

Hopper has been working in the green 
industry for 10 years. He was working as 
a shrub and tree technician for two years 
before beginning in his current role and 
territory since May.

“I have experienced so much growth 
that was unexpected – it’s a scary good 
problem, just trying to keep up with ev-
erybody who wants the service done,” 
says Hopper, who expects to meet his 
one-year goal by October or November, 
in roughly half a year. “I can attribute 
that to the training Schneider has given 
me, to being present in the community 
and that exposure and to building rela-
tionships. We’re a professional compa-
ny that just happens to do shrub and tree 
care work. 

“It’s all about people taking care of peo-
ple and plants,” says Hopper, who comes 
from a family-business background (Hop-
per’s Glass commercial glazier in Wichita, 
Kansas). “If you put people fi rst and they 
like you, they generally tend to want your 
services to take care of them.”

Optimistic for the future
Schmiesing says his company is prof-

itable, but as one of Monster’s fi rst fran-
chises, all has not always gone smoothly 
in his new venture. In fact, after some 
business failures among the fi rst franchis-

es, Monster stopped selling franchises and 
retooled until late 2017.

“It hasn’t gone according to the plan, but 
I don’t know that I’ve ever put together a 
business plan that did stay exactly on track, 
except (an) annual plan. The annual plan 
ought to be pretty close,” Schmiesing says, 
admitting, “I came into it with a perspective 
that there would be a more defi ned model 
in place, because I came from the restau-
rant business. While Dairy Queen has a lot 
of diff erent iterations of the brand and its 
concept and menu off erings, each one of 
those iterations has a prescribed business 
model. On the other hand, Monster was a 
bit looser than that, and tree care may be 
a little more organic. So I came in with an 
unrealistic expectation.”

Nonetheless, he is optimistic about im-
proved profi tability going forward, for his 
own franchise and for the rest of the com-
pany.

“The new franchisees are coming in 
with a tighter game plan, a stronger tool 
box, and that’s good for everybody.”

One of the fi rst things Schmiesing did as 
an owner was join TCIA and embrace its 
safety programs. He also thinks there was 
some skepticism among independent tree 
care owners.

“When we fi rst got started, the ques-
tion everybody asked was, ‘Why would 
you buy a franchise?’ Every one of them 
started as an apprentice, who then started 
doing side work and fi nally launched his 
own business,” he recalls. “They’d kind of 
scratch their heads and say, ‘Do you have 
to pay a royalty?’ They were incredulous 
that anybody would do that, because those 
guys are the consummate entrepreneur, the 
tree care guys.”

Some may have viewed it as a fl ash in 
the pan, but over time, some have come 
around to the concept.

“They’ve said, ‘I get it,’” he says. “‘I get 
why it works. It makes sense.’”

It has been an interesting experience, 
he says, including sitting at a conference 
with other franchise owners, all of whom 
are former senior executives in corporate 
America from a variety of fi elds.

“There are a lot of great minds sitting 
around that table talking about how we 
move forward,” he says. “And that is a tre-
mendous asset for the other franchisees as 
well as for the franchisor.”  

Circle 17 on RS Card or visit 
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By Chris Rippey

Since 1987, arborists in California 
have been tracking tree failures 
using the California Tree Failure 

Report Program. In 2012, tree-failure 
data from California was merged with 
the International Tree Failure Database 
(ITFD).

Unfortunately, the ITFD was taken off -
line by the U.S. government in 2015, with 
no plans to restore it in the foreseeable fu-
ture.

These systems to collect and aggregate 
tree-failure data have the potential to help 
arborists learn more about how diff erent 
tree species perform in the landscape. By 
understanding how trees tend to fail under 
diff erent circumstances, tree-risk asses-
sors may be better able to forecast future 
tree failures and prescribe maintenance 
actions to prevent them.

In November 2017, a trio of arborists 
from the Pacifi c Northwest, Dylan Saito, 
with the City of Portland, Oregon; Jon Py-
well, with the City of Corvallis, Ore.; and 
myself, joined forces to launch the Pacifi c 
Northwest Tree Failure Database.

This database uses an online collection 
tool that is quick, intuitive and user friend-
ly, allowing a user to enter a tree-failure 
report in under a minute.

Users are asked to report species, DBH 

(diameter at breast height), condition, 
height and part of the tree that failed (roots, 
trunk or branch). The user is then asked 
to enter factors that may have contributed 
to the failure, such as weather conditions, 
structural defects, site conditions, decay 
associated with the failure and, if the lat-
ter, which decay organism is responsible.

There are more than 1,800 tree-failure 
reports in our database, collected since 
May 2015 (pre-2017 data imported from 
municipal records). These reports come 
from all over the Pacifi c Northwest with 
many reports from the Puget Sound area 
of Washington, the Portland metro area, 
Corvallis, Victoria, British Columbia, and 
Vancouver, B.C.

To date, no reports have been fi led from 
areas east of the Cascade Mountains in 
Oregon or Washington, nor from Idaho or 
Alaska. If you are in one of these areas or 
know someone there, please help promote 
this database.

One key objective of the PNW Tree 
Failure Database is to eventually create 
species-failure profi les, as has been done 
in California. However, more data is need-
ed before this can be achieved.

If you would like to help improve the 
state of knowledge regarding tree fail-
ures in the Pacifi c Northwest or have any 
questions about the PNW Tree Failure 
Database, please visit our website at 
www.pnwtreefailuredb.com or email 
christopher.rippey@gmail.com.

Chris Rippey is a third-generation ar-
borist with 20 years of experience in arbo-
riculture that began with his working for 
his dad’s company in Palo Alto, Califor-
nia. He moved to Washington in 2016 to 
work as an arboriculturalist for the City of 
Seattle Parks Department, and currently 
serves as secretary on the Board of Direc-
tors for the Pacifi c Northwest Chapter of 
ISA.

This notice previously ran in the State 
of Washington Department of Natural 
Resources Tree Link News newsletter, 
dnrtreelink.wordpress.com.

Arborist Forum

Top-10 Most Reported Tree Species in the 
Pacifi c Northwest Tree Failure Database

http://www.pnwtreefailuredb.com
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By Mitzi Perdue

You may be familiar with the sta-
tistic that 70 percent of family 
businesses don’t make it to the 

second generation. The big question is, 
how can you beat these odds?

Family members need to learn some 
basic cultural attitudes. They need to 
know they’re part of something bigger 
than themselves. They need to know they 
can’t always be right. They need to learn 
that being a member of a family business 
sometimes requires sacrifi ce.

The biggest reason business families fall 
apart is that the family hasn’t developed 
the kind of culture that supports keeping 
the family business in the family. Families 
that leave this to chance rarely make it to 
the next generation.

So how do you create this kind of cul-
ture?

Know Your Family Stories. We are 
the stories we tell ourselves, and high-
functioning families have heard their fam-
ily stories over and over again. How much 
does your extended family know about 
where the family business came from and 
what made it what it is today? How much 
do they understand the sacrifi ces, eff orts 
and tenacity that went into making the 
family business you have today? Do they 
know stories about family members put-
ting the good of the family ahead of their 
own interests? 

Be intentional about telling these sto-
ries. The more stories, legends, myths and 
parables, the stronger your family’s cul-
ture and the more likely your family busi-
ness is to endure.

Have Family Vacations. Your fami-
ly vacation could be fi ve people or 100 
people. Whether it’s a large group or a 
small one, having aunts and uncles and 

cousins spending time together greatly 
increases the chances of building a fam-
ily business that lasts. A vacation means 
time set aside to share experiences and 
to get to know and appreciate each oth-
er an d embed the family’s values. It’s a 
time for all branches and all generations 
to build the shared stories and memories 
that lead to trust and caring. This is es-
pecially important if family members 
are geographically dispersed, because it 
allows extended members to get to know 
each other.

Subsidize a family vacation after 
you’re gone. All too often when the patri-
arch or matriarch passes on, family mem-
bers stop seeing each other. Maybe for the 
fi rst few years they’re together at major 
holidays, such as Thanksgiving. And later 
on, maybe they get together for weddings. 
But gradually, there’s nothing left and 
family members have superfi cial relation-
ships – or no relationship at all. 

A highly eff ective antidote to this is leav-

ing money in your will to pay for a yearly 
get-together. Some families subsidize an 
annual dinner while others pay for a nice 
vacation. Either way, having an endowed 
yearly meal or vacation can keep fami-
lies together across the centuries. Ideally, 
there’s even money budgeted for babysit-
ters and child-friendly activities. Endowed 
family get-togethers can be a highly eff ec-
tive tool for helping family connections 
continue across the generations.

Write a family newsletter. In a geo-
graphically dispersed family, a newsletter 
can play a huge role in helping the fami-
ly maintain a strong and vibrant culture. 
Include in it interviews with older family 
members or employees about the early 
days and some of the company’s struggles. 
Maybe interview the matriarch or patriarch 
on such issues as why it’s good to be pub-
lic, or why our family should never wash 
its dirty linen in public, or why it’s a ter-
rible thing to be “addicted to being right.” 

The newsletter can also help people 

Business of Tree Care

Attendees at a Families in Business forum at Winter Management Conference in Hawaii earlier this year. 
TCIA staff photo.



37TREE CARE INDUSTRY – OCTOBER 2018

Circle 14 on RS Card or visit www.tcia.org/Publications

catch up on family news – maybe some-
one became an Eagle Scout, got into the 
college of his or her choice or got a pro-
motion. It’s also excellent for recording 
weddings, births or, in the case of an en-
gaged couple, telling the story of how they 
met. Other topics for your newsletter can 
include what’s going on in the company, 
including company milestones.

Make it short, ideally no longer than one 
or two pages. You want people to read it, 
and unfortunately, there’s an inverse con-
nection between how long it is and how 
many people will read it. If it’s limited to 
one page, your family members are more 
likely to read it when they get it as op-
posed to putting it aside for later and then 
never getting to it. 

Get help if you need it. Fortunately, 
there’s a whole new ecosystem of family 
advisors who can help. There’s no such 
thing as a family business that doesn’t have 
confl ict, and when there’s a serious family 
confl ict, the pain from it can permeate ev-

ery hour of every day – not to mention, it 
can blow up the whole family, and with it 
the family business. Just as you’d get med-
ical help if you had alarming chest pains, 
don’t put off  getting professional help if a 
confl ict in the family is getting out of hand. 
If you Google “family business advisors,” 
you’ll get more than 45,000 hits in half a 
second. Or, if you have a fi nancial advisor, 
he or she is likely to be able to refer you to 
a professional trained in family-business 
relationships. 

Family harmony is so important that 
anything you can do to nurture it is a wise 
investment. Many families don’t stay in-

tact over the generations. This is likely to 
happen when a family leaves its culture 
to chance. The good news is, planning is 
something you can do, and, even better, 
t he implementation can be enjoyable and 
fulfi lling. 

Mitzi Perdue is a speaker, business-
woman and author of How to Make 
Your Family Business Last. A graduate 
of Harvard University and holder of an 
MPA from George Washington Universi-
ty, she draws from her direct experiences 
in two long-lasting family enterprises to 
assist businesses in preparing for lifelong 
success. She is a past president of the 
35,000-member American Agri-Women, 
a former syndicated columnist for Scripps 
Howard and the founder of Ceres Farms, 
a family-owned agricultural real estate 
investment company. Her late husband, 
Frank Perdue, grew his poultry company, 
Perdue Farms, from a father-and-son op-
eration to one that employed 19,000 at the 
time of his death.

Just as you’d get medical 
help if you had alarming 
chest pains, don’t put off 
getting professional help 
if a confl ict in the family 
is getting out of hand.

1519
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Giant hogweed towers over this worker attempting to eradicate it. No one should mow or use a weed trimmer to remove giant hogweed without wearing proper 
covering and safety gear. Photo by Terry English, USDA APHIS PPQ, Bugwood.org.

By Tamsin Venn

What grows up to 15 feet tall, 
looks like Queen Anne’s lace 
on steroids and has a toxic sap 

that can cause burns, blisters and even 
blindness? Giant hogweed. 

Heracleum mantegazzianum is not 
new to the U.S. Originally from south-
west Asia, it was imported to Europe as 
a garden plant in the 19th century, and its 
fi rst record of appearing in the U.S. was 
in 1917 in an ornamental garden in New 
York, according to the publication “Gi-
ant Hogweed: Identifi cation and Control” 
from Virginia Cooperative Extension at 
Virginia Tech in Blacksburg, Virginia. 

This past summer, it hit the news when 
two major events occurred. It was found 

in Virginia for the fi rst time, and it sent 
a teenager in Virginia to the burn unit of 
a hospital with second- and third-degree 

burns. The plant briefl y brushed his face 
and arm as he cut it down.

According to various sources, giant 
hogweed has been reported in Virginia, 
Maryland, Washington, D.C., North Car-
olina, New York, New Jersey, Pennsylva-
nia, Wisconsin, Ohio, Indiana, Michigan, 
Illinois, Oregon, Washington, Connecti-
cut, Massachusetts, Vermont and Maine, 
and in various locations in Canada.

TCIA members are on giant hogweed 
alert. 

Michael Taylor, supervisor for Nelson 
Tree Service in Afton, New York, encoun-
tered it this summer when he, a general 
foreman and two arborists were doing util-
ity clearing. They went to a state fi shing 
access site in Plymouth, N.Y., and right 
on the edge of one of the pull-off s was a 

The sap of giant hogweed can cause severe burns 
on the skin. Photo by USDA APHIS PPQ - Oxford, 
North Carolina, Bugwood.org.
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whole fi eld of giant hogweed located be-
hind the fi shing creek. “It was startling,” 
he says. “It’s taller than you are, so it looks 
out of place. I’m 6 foot 5, and it was tow-
ering over me.”

State-hired youngsters were mowing the 
area along the edge. People were actually 
walking through it on the access path to 
the fi shing stream, says Taylor. One of the 
arborists reported it to the New York State 
Department of Environmental Conserva-
tion (DEC). 

Taylor notes he has run into giant hog-
weed in the past, and that the State of New 
York puts out a lot of information and 
alerts about it. The DEC has posted on its 
website, www.dec.ny.gov/animals/39809.
html, a map of all the locations where hog-
weed has been found, he adds. 

Advice? “We ensure new employees 
can ID hogweed so they don’t get into it. 
Then we instruct them to report it to their 
general foreman, who can contact the state 
DEC,” he says.

Taylor encountered giant hogweed road-
side in Batavia, N.Y., years ago and didn’t 
know what it was at fi rst. “Back then, there 

was talk about it, but it was not so wide-
spread. As tree workers, you’re interested, 
so you want to fi nd out more about it, and 

so you go out and ID it,” he notes.
The Massey Herbarium at Virginia Tech 

positively identifi ed giant hogweed grow-

Circle 37 on RS Card or visit www.tcia.org/Publications

Hogweed leaves are always huge, one to three feet in diameter. “People get hung up on the white fl ower 
and don’t look at the leaves,” says Bridget Lassiter. As a biennial plant, leaves are what you will see the fi rst 
year. Photo courtesy of Bridget Lassiter.
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ing at several isolated locations in Virginia 
this past June. 

Randolph Hoover, CTSP, president of 
Xylem, Inc., a residential-commercial and 
utility-contractor accredited TCIA mem-
ber company based in Norfolk, Va., notes, 
“We haven’t had any incidents reported, 
but we have put out safety notices to our 
crews, and safety manager Rick Stanley is 

on top of it,” he says.  The company works 
throughout the state of Virginia. 

Hogweed was only identifi ed in North 
Carolina in 2010. “We still have high 
hopes that we can eradicate it. We don’t 
want it to go any farther south,” says Brid-
get Lassiter, weed specialist in the Plant 
Industry Division of the North Carolina 
Department of Agriculture & Consumer 

Services in Raleigh, N.C. 
“As a result of all the press since June, 

we have found two new infestations in 

Giant hogweed stem cross section. Photo by Leslie 
J. Mehrhoff, University of Connecticut, 
Bugwood.org.

Most research indicates that fi ve years of intensive management is required to attempt to eradicate giant 
hogweed. The goal of mechanical or cultural control is to deplete the energy reserves of the plant’s root 
system and eliminate seed production. Photo by Leslie J. Mehrhoff, University of Connecticut, Bugwood.org.
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The stem of giant hogweed is 2 to 4 inches in diam-
eter and green with purple splotches and coarse 
white hairs, with a thick circle of hairs at the base 
of its leaf stalk. Photo courtesy of Bridget Lassiter.
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Blowing Rock, one stand of 150 plants 
and another of 300 plants, right in town 
or outside town,” she says. Blowing Rock 
is located in North Carolina’s Blue Ridge 
Mountains. 

Those infestations came from a single 
planting by homeowners who grew it for 
ornamental purposes on their hillside. 
They also shared seeds with their neigh-
bors.  Fortunately, it has not naturalized in 
North Carolina, i.e., escaped into the for-
est or any wild areas, Lassiter notes.

Hogweed is something you can still buy 
in Europe, where it is unregulated, accord-
ing to Lassiter. (An Amazon check shows 
you can buy seeds from a company in 
Moldavia.) In 1983, the United States De-
partment of Agriculture Animal and Plant 
Health Inspection Service (USDA APHIS) 
declared the plant a federal noxious weed 
and targeted giant hogweed for eradication 
nationwide. 

“When you say this plant causes blisters 
and blindness and could make you forever 
sensitive to the sun, that causes emotions 
to run amok,” says Lassiter, who has been 

fl ooded by emails this summer – like many 
other invasive plant agencies – about pos-
sible sightings. She explains her strategy. 

“Try to calm callers down. Direct them 
to a place to get more information. I am 
perfectly OK with it going viral. This is 

Circle 7 on RS Card or visit www.tcia.org/Publications

Giant hogweed leaves develop into deeply incised, lobed leaves measuring up to 5 feet in width. Photo by 
Thomas B. Denholm, New Jersey Department of Agriculture, Bugwood.org.
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a totally new experience for me, because 
people usually don’t get too excited about 
weeds,” she says. 

Hogweed sap has furanocoumarins 
that cause phytophotodermatitis on skin 
exposed to sun. These compounds 
can cause serious rashes, burns or 
blisters to skin exposed to the 
sap and then sunlight. Scars 
on skin from contact with the 
plants can last from a few 
months to two or more years. 
Blindness can occur if sap comes 
into contact with the eyes, accord-
ing to a recent article in TechLine, In-
vasive Plant News. Health offi  cials say 
to wash skin if it comes in contact with 
the plant, immediately fl ush eyes with 
water and promptly seek medical atten-
tion. No one should mow or use a weed 
trimmer to remove giant hogweed with-
out wearing proper covering and safety 
gear. 

(See “Giant Hogweed: a Serious Threat 
to Tree Workers” in TCIA’s The Tree 
Worker safety newsletter, September 
2018, for a full list of precautions.)

Hogweed is in the news, but there are 
other dangerous weeds as well, such as 
hemlock and wild parsnip, notes Lassiter. 
(Poison ivy also qualifi es for some espe-
cially sensitive arborists.)

Here is what Lassiter recommends 
for those having to deal with hogweed; 

clothed in gloves and protective gear, 
cut off  the seed heads, put them in black 
plastic bags, incinerate the seed heads 
and treat stalks and leaves with Roundup. 
State agents revisit the site every cou-
ple of weeks and spread Roundup again. 
They scope out the cleared-up sites at 
least a couple of times a year. The seed 
has a viability of 10 years and could still 

germinate, she notes.
It is mostly riparian, says Lassiter, 

growing along streams and rivers, 
“although it grows just fi ne in 

a forest understory. It gener-
ally grows in full shade.”

It is a bi-annual plant 
but is known to grow 
for more years de-
pending on the soils 

it grows in. The plant 
will die after it fl owers. In the 
fi rst year, the plant will stay 
low, at about 1 to 2 feet. In 
the second year or sometimes 

the third, it will develop fully and 
will reach 15 to 18 feet in height. 
Pennsylvania discovered its first 

wild population of giant hogweed in 
1985 in Erie County. Biologists spec-
ulate it has probably been in Pennsyl-
vania since the early 1900s, but only in 
the last 25 years have wild populations 
been reported to officials, according to 
Melissa Bravo, Giant Hogweed Pro-
gram manager for Pennsylvania from 
2005 to 2012. A successful state erad-
ication program has resulted in a great 
reduction of sites.

For identifi cation, Lassiter notes, it’s 
important to send out the right photos 
to get a sense of scale. The photos need 
a person standing next to the plant, to 
emphasize its height. More important is 
a photo of the leaves, which are always 
huge, 1 to 3 feet in diameter. “People get 
hung up on the white fl ower and don’t 
look at the leaves,” she says. As a bienni-
al plant, leaves are what you will see the 
fi rst year. Lassiter suggests a composite of 
photos of eight plants for positive identi-
fi cation. 

She also warns the public not to control 
it themselves, but to get a professional to 
identify hogweed  and eradicate it. Since it 
is a regulated plant, a state agency, coun-
ty extension or other organization under-
takes the eradication. Agencies treating it 
diff er from state to state.

She recommends EDDMapS (www.
eddmaps.org) as a useful tool for its con-
stantly updated website put out by the 
University of Georgia. It provides com-
plete coordinates for hogweed growth 
throughout the U.S., and people can make 
their own entries.

Giant hogweed is a moderate seed (fruit) producer. 
The fruit can be described as a dry, fl attened, oval, 
two-winged mericarp, approximately 3/8-inch long 
containing one seed. Mature seed of the current 
year is dormant and will not germinate until the 
following spring at the earliest. Photo by Cesar 
Calderon, Cesar Calderon Pathology Collection, 
USDA APHIS ITP, Bugwood.org.
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ASTI Workshop Profi le

By Tamsin Venn

The St. Louis Arborist Association 
in Missouri has taken advantage – 
in a good way – of TCIA Arborist 

Safety Training Institute (ASTI) funding 
for local workshops.

In September 2017, the St. Louis Ar-
borist Association put on an ASTI-funded 
Chipper Operator Specialist Workshop for 
20 St. Louis tree workers. The year before 
they did the same with an Aerial Rescue 
Workshop for a similar group. 

“Both events went really well,” says 
John Beckman, an arborist with Allen’s 
Tree Service, Inc., an accredited, 17-year 
TCIA member company based in Wentz-
ville, Missouri. Beckman, an active mem-

ber of the St. Louis Arborist Association 
who served as that association’s president 
for two years, helped secure the two ASTI 
grants for his fellow arborists.

“The trainers did a really good job, had 
their information down and knew how to 
talk to people,” Beckman says. “As far as 
chipper safety, there is a lot of information 
and danger there, so we decided to go with 
that one. We still had the same class-size 
restrictions, and not enough room for ev-
eryone who wanted to do it. That means 
we got a good response.”

He notes that the video and audio were 
great, and the instructors themselves kept 
it interesting. “Pretty much everyone was 
paying attention. For a group of 20 guys 
who are used to being outside all day and 
are instead sitting inside a room, that’s not 
bad,” he says.

Will the St. Louis Arborist Association 
continue to do the workshops? “Abso-
lutely. We try to do a couple a year. Every 
year we do EHAP training using our own 
volunteers, but with these ASTI grants, we 
can get out-of-town trainers to come in.”

The immediate and direct benefi ts are 
monetary. “We’re a volunteer organiza-
tion, and we don’t have a budget. With 
ASTI help, we are able to put on more 
involved training than we normally would 
be able to fund. Also, saying we have a 
grant helps secure a meeting site.”

But it goes beyond that, says Beckman.
“Indirectly, the instructors present the in-

formation in both aerial rescue and chipper 
safety in such a way that it’s not just, ‘H ere’s 
how you do it,’ but it’s also geared to taking 
the training back to work so attendees can 
teach their co-workers the right way to run 
brush or set up a job site,” he notes.

The St. Louis Arborist Association has 
about 23 companies involved, some as 
supporting organizations, and upward of 
50 to 60 members. The association is open 
to anyone. Another advantage of the ASTI 
workshops is that they give the associa-
tion exposure and potentially draw in new 
members. 

With a lot of safety and training infor-
mation available on the internet, Beckman 
notes, some organizations struggle with 
attendance at events. “As board members 
of the arborist association, we have to off er 
interesting events. With the ASTI work-
shops, you’ve got an advantage; you’re 
not going to get that kind of information 
from the internet.”

To date, generous ASTI donors have 
pledged more than $2 million to facilitate 
local, aff ordable safety training for ar-
borists across the nation. To apply for an 
ASTI grant online, register for an upcom-
ing workshop or get more information, go 
to tcia.org/asti, or call the ASTI Grants Of-
fi ce at 603-314-5380.

“With ASTI help, we are able to put on more involved training than we normally would be able to fund. Also, 
saying we have a grant helps secure a meeting site,” says John Beckman. Courtesy of John Beckman.

Circle 21 on RS Card or visit 
www.tcia.org/Publications

 Visit booth 
# 3000

https://online.icnfull.com/tci/?action=READSERV
www.fannosaw.com
www.tcia.org/asti


 Visit booth # 1312

Circle 8 on RS Card or visit www.tcia.org/Publications

https://online.icnfull.com/tci/?action=READSERV
www.arbormax.net


46 TREE CARE INDUSTRY – OCTOBER 2018

By Travis Vickerson, CTSP

As most of us are aware, the use of 
cranes in arboriculture is nothing 
new. In fact, we have been using 

cranes to do tree work since the early ’70s. 
Yet, we are seeing a stark rise in incidents 
involving them, indicating that either we 
are using them more than ever or we aren’t 
properly educated and trained in their use 
and the physics involved – or both.

The volume of mechanized tree work 
isn’t going to decline any time soon, so we 
must increase our understanding, knowl-
edge level and profi ciency in terms of 
crane work. The most common cause of 
incidents involving cranes can be sourced 
to two diff erent issues, a) improper setup of 
the crane; or b) lifting weights outside the 
confi guration the crane is capable of lifting. 
Before we tackle these two, we must dive 
down a little further into each one.

Improper setup of the crane can be due 
to multiple issues: 

• Not understanding soil capacity; 
•  Not providing enough dunnage to 

disperse weight properly; 
•  Ineff ective use of dunnage in support-

ing the crane; or 
• Not leveling the crane properly. 

Soil capacity
Every soil has characteristics that ei-

ther increase or decrease the capacity the 
soil can support before collapsing or being 
pushed outward. Diff erent soils have diff er-
ent bearing capacities. But in order to truly 
understand a soil’s bearing-capacity num-
bers, we must better understand how much 
pressure an outrigger is placing on that soil. 
To do this, let’s look at a little math.

Take the maximum outrigger-down 
pressure (weight of machine divided by 
number of outriggers on the unit, then add 
that weight to the maximum weight you 
can pick in the confi guration you are op-
erating in) divided by the outrigger pad 
or other support in square inches (There 
are 144 square inches in a square foot, 

so the amount of square feet of support 
used x 144). This gives you the maximum 
pounds-per-square-inch (PSI) that will be 
exerted on the soil beneath the outrigger. 

If the maximum PSI is below the bear-
ing capacity for that type of soil, then you 
are good for the confi guration you are set 
up for. If the PSI is greater than the soil’s 
bearing capacity, you need to increase the 
size of the outrigger pad/support. But let’s 
work that backward now.

Say we know the bearing capacity for 
a given soil type is 23.5 PSI and our ma-
chine has a maximum outrigger pressure 
of 60,000 pounds. We take 60,000/23.5 
= 2,553 square inches of support needed. 
Take that and divide by 144 and that gives 
us a total of 17.7 square feet. So we need 
18 square feet of outrigger support to not 
exceed the maximum bearing capacity for 
that type of soil. 

Stay with me for one more formula. 

Proper crane setup starts with getting the crane within 1 degree of level and using plenty of dunnage to 
disperse the weight on the outriggers and maintain stability, even on paved surfaces. Unless otherwise 
noted, all photos courtesy of the author.
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To fi nd out what size support footprint is 
needed, take the square feet needed divid-
ed by the rule of three, and the square root 
of that answer gives you the dimensions 
needed to accomplish the proper outrigger 
support. So 18 square feet / 3 = 6, and the 
square root of 6 is 2.449 (Google it). So 
we need roughly 2.5 feet by 2.5 feet of 
support to get the proper displacement of 
pressure to not exceed the bearing capaci-
ty for the soil we are setting up on. 

Dunnage
Ineff ective use of dunnage is simply not 

using supporting material properly, i.e., ei-
ther using the wrong type of material to 
support the weight, the wrong confi gura-
tion of timbers or improper leveling of the 
support for the outrigger. Let’s take a look 
at some typical timbers used in dunnage 
for cranes. 

There are strong soft woods and weak 
hardwoods, and using the wrong timber 
to support the weights needed can cause 
catastrophic failures. For example, using 
long-leaf pine (softwood) yields 960 PSI 
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of sheer strength, and red oak (hardwood) 
has 1,000 PSI of sheer strength. Yet the use 
of yellow poplar (hardwood) or eastern 
white pine (softwood) yields a PSI of 500 
and 440, respectively, of sheer strength. 

In regard to the wrong confi guration 
of dunnage, there are three basic types of 
support used in crane work:

•  Blocking – the use of timbers stacked 

perpendicular to adjacent layers with 
no gaps between the timbers;

•  Cribbing – stacking of timbers per-
pendicular to adjacent layers with 
space between timbers in a standard 
form (2x2, 3x3, 4x4); and

•   Matting – the use of a single layer 
of blocking where all timbers are tied 
together, either through bolting or be-
cause they are manufactured this way. 

Now, this topic is a source of contro-
versy for some, but per the ASME B30.5 
crane standard, support is to be of suffi  -
cient strength and confi guration for the ap-
plication. It is common practice, though, 
to have a solid layer of blocking on top 
and bottom layers when cribbing is need-
ed to overcome height. There are also 
some general rules for cribbing, i.e., the 
height of the cribbing cannot exceed three 
times the size of the footprint of the crib-
bing. It is also good practice to only use 
cribbing-type support on the non 
load-bearing side of the crane (not the side 
the crane is operating over). 

If you reference a chart for cribbing-load 
capacities, you will see that using 4-inch 

x 4-inch timbers in a 2 x 2 confi guration 
yields 24,000 pounds, or 6,000 pounds 
per point of contact within the cribbing 
system. Yet, if we use 6-inch x 6-inch tim-
bers in the same 2 x 2 confi guration, we 
yield 60,000 pounds, or 15,000 pounds per 
load point. So the determination on which 
confi guration of support to use is entirely 
dependent on the loads that need to be sup-

Cribbing is the stacking of timbers perpendicular 
to adjacent layers with space between timbers in a 
standard form. Photo from TCIA’s “Best Practices 
for Crane Use in Arboriculture.”

In order to level the support system, you might 
need to place leveler blocking. Photo from TCIA’s 
“Best Practices for Crane Use in Arboriculture.”
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ported and the area of displacement.

Improper leveling
This issue starts at the outrigger support 

system. If we cannot level the support, then 
leveling the machine with outriggers could 
be diffi  cult. Some crane outrigger fl oats 
or pads have the ability to tilt to a certain 
degree (consult manufacturer’s specifi ca-
tions). In order to level the support system, 
you might need to place leveler blocking 
or possibly use timber wedges of the same 
type and size as the support, or dig down 
in the soil to create a fl at bed for support 
placement. Though the one degree of level 
– which is required by ASME B30.5, OSHA 
regulation and certain manufacturers’ rec-
ommendations to operate safely – may not 
seem like much, we must understand that a 
crane that is one degree out of level at the 
bottom of the boom will be about 10 feet 
off -center when extended to 100 feet. This 
results in side-loading of the boom, improp-
er weight distribution to outriggers and un-
balanced wear to structural members.  

Lifting too much
Now let’s take a closer look at the sec-

ond reason cranes have incidents, be it 
structural failure or overturns: lifting 
weights outside of the confi guration. 

Each crane has a set load chart with spe-
cifi cs as to how it can lift what amount of 
weight and where. The load chart must be 
followed, but it involves more than just 
reading the chart. Larger cranes have a 

computer on board called a load-moment 
indicator, or LMI for short. This computer 
looks at the crane’s setup confi guration (full 
outrigger, short-jacked outrigger, operating 
off  rear, side, etc.) then deducts the weight 
of the overhaul ball and any rigging being 
used and gives you an actual net weight 

that can be lifted at that distance. Smaller 
cranes don’t usually have this, so you have 
to do the math based on the load chart. 

You must fi rst use the correct load chart 
for how you are operating (for instance, 
off  the rear or over a side outrigger), then 
deduct the weight of the rigging and over-

This was a 9,700-pound lift. Always check the load chart or the load moment indicator (LMI) and adhere to 
the prescribed limits, but also factor in how the lift is confi gured and the potential for dynamic loading.

To bring things level, two layers of blocking are 
used on the low side of this setup. 
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haul ball/multi-part ball (this weight is 
stamped on the device or is found in the 
note section of the load chart). Yet, even 
when lifting the correct weights for the 
confi guration and load chart, you can still 
be lifting more weight than you are con-
fi gured for. I’m sure you’re thinking I’m 
crazy! But when hoisting a load, if you ac-
celerate the load too quickly, you create, 
in essence, more weight due to dynamic 
loading. Or, if you stop the load from de-
scending too quickly, you create the same 

dynamic loading. This can create upward 
of three times the actual weight of the 
load. It also applies to swinging the load 
too quickly, which will increase the felt 
weight by the machine, even though the 
actual weight is less. 

Lastly, boom defl ection must be ac-
counted for when picking a load. Since the 
boom is bending, in essence the load can 
travel away from the machine as the piece 
is lifted off  the tree. This causes tipping or 
structural failure due to the weight travel-

ing away from the machine and the result-
ing decreased capacity the farther from the 
machine the load travels.

Boom defl ection usually comes into ef-
fect when you pre-tension the hoist line for 
a pick and the piece is still attached. Once 
the piece is cut free, the piece will fl oat 
away from the machine as the boom de-
fl ection is taken out (boom straightens out). 

This can be compensated for by setting 
the tip of the crane not directly over the 
load but just slightly back toward the ma-
chine so that once the pick is free, it won’t 
fl oat out past the original pick distance. 

When all of these items are planned 
for and taken into consideration, we can 
begin to turn the tide on the rapid rise of 
crane-related incidents. 

Travis Vickerson, CTSP, Certifi ed Ar-
borist, NCCER Crane Operator Certifi ed 
and a qualifi ed Crew Leader, is an inde-
pendent contract climber and trainer, and 
a climber/crew leader with Snell Tree Ex-
perts, LLC, an accredited, fi ve-year TCIA 
member company based in Fuquay Vari-
na, North Carolina.

This article is based on his presentation 
during a “Crane Crew Training” forum at 
TCI EXPO in Columbus, Ohio, last No-
vember. Another portion of that forum was 
the basis for the article by Todd Kramer, 
CTSP, in this issue. The third portion of 
that forum is the basis of an article by Tim 
Walsh, CTSP, that will appear in the No-
vember issue of TCI Magazine. 

To listen to an audio recording of that 
presentation, go to this page in the digital 
version of this issue of TCI Magazine on-
line, at www.tcia.org, under the Publica-
tions tab, and click here.Circle 27 on RS Card or visit www.tcia.org/Publications
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By Todd Kramer, CTSP

At Kramer Tree Specialists, we 
have been using cranes almost 
daily for 25 years. When we 

started, we had no training, as it wasn’t 
availab le in the early ’90s. We simply 
learned from experience. Learning from 
experience is a necessary evil in our in-
dustry. Often, you must learn from your 
mistakes and successes. One limitation 
with learning from experience is that there 
is no lesson plan. If you are new to utiliz-
ing a crane or have never had any training, 
I would recommend seeking it out. There 
are many avenues available for training 
these days.

With an increase in crane use, there is, 
obviously, an increase in exposure and 
therefore an increase in accidents and inju-
ries. With all the investigations I have re-
searched involving crane accidents in our 
industry, at least three factors are consis-
tently present. One is a lack of planning on 
the front end of the job. Another is a lack 
of communication on the job site. Finally, 
poor rigging is often part of the equation. 
For this article, I’ll focus on the responsi-
bly of the climber/rigger while performing 
crane work.

Climbing
Over the years, I’ve heard so many 

times that climbing with a crane is easy. 
Well, I’m here to tell you that it is not. 
You’re often dealing with larger saws, 
larger rigging equipment and so on. Plus, 
you’re often getting more trees or larger 
trees done in less time, so you’re basically 
doing more.

So let’s start at the beginning. The crew 
arrives at the job site and the planning on 
the front end is spot on. You have all the 
correct equipment and the crew is compe-
tent and trained to do the work. So where 
do we begin? One of the skills I see lack-
ing in our industry is a solid job briefi ng. 
A well-performed job briefi ng is crucial 

in our line of work. This becomes more 
apparent when performing crane work be-
cause the consequence of a failure is great. 

The crew should start by identifying 
all hazards and obstacles and have a plan 
to mitigate them. The crew then should 
identify the equipment placement/land-
ing zone. During the discussion, the crew 
should identify a work plan and a commu-
nication plan for all. 

Communication during crane work is 
essential. The climber and the crane oper-

ator need to interact with each other. Some 
groups use hand signals and that works; 
others use some form of radio communi-
cation. We integrated radio headset com-
munication some years ago and have nev-
er looked back. It has greatly improved 
our performance. 

We recommend the climber and opera-
tor communicate for every cut made. The 
climber needs to know the capacity of the 
crane after deductions. Keep in mind that, 
while removing trees with a crane, you are 

Tying in to the crane. Systematically communicating with the crane operator during the entire job greatly 
reduces the risk of a failure. Photos courtesy of Todd Kramer.
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basically doing demolition work. Demo 
work is quite challenging for any crane 
work because you don’t know the exact 
weight of the load, there are no engineered 
rigging points and you are totally commit-
ted to the load. Once it’s cut, it must be 
right, and this takes communication. 

Because of the risks with demo work, 
we recommend not exceeding two-thirds 
of the crane’s capacity at any time. While 
climbing, I like to communicate systemat-
ically with the operator. This means we do 
the same thing for every cut. First, I need 
to know the capacity of the crane. Then 
I tell the operator how much I think the 
piece weighs and how much to pre-tension 
the load. After it’s cut, I want to know 
what it actually weighs so I can enter that 
into my database for future cuts. System-
atically communicating during the entire 
job greatly reduces the risk of a failure.

Rigging
Now let’s talk about rigging. In my ca-

reer, I’ve used all diff erent types of rigging 
gear and techniques. As a climber and an 

operator, I prefer to use center-of-mass 
rigging. My goal is for the load to sim-
ply stay put after it’s cut. For the canopy, 

I prefer to use dead-eye rope slings, also 
known as spider legs. These are pieces of 
rope with a large spliced eye to hang on 

While performing any climbing, one needs to have two means of anchoring to the tree. This is for two 
reasons: fi rst, if a climber needs to change to another anchor, they have the means to stay secured, and 
second, if operating a chain saw aloft, they need two points of connection. 
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the hook. The rope is then adjustable to 
whatever length is needed. This makes it 
very easy to stabilize and balance loads. 

With slings of a fi xed length, like nylon 
eye-and-eye or round slings, those lengths 
are fi xed and it becomes diffi  cult to equal-

ize and balance the loads. 
As a climber, I was always displeased 

when the load had lots of movement, as 
I feared a struck-by injury. As an opera-
tor, lots of movement or chasing a load 
is never fun; you could be worried about 
the load striking the climber or an obsta-
cle. Plus, if the load is moving, it will 
cause dynamic loading that could put ex-
tra force on the crane, possibly overload-
ing it. The goal with rigging is limited 
movement. 

Now that the piece is rigged well, we 
need to make the cut. There are many 
types of cutting techniques that can 
be used. I only use a few. For vertical 
or nearly vertical wood, with the load 
equally rigged using two slings in op-
posing directions, I usually just make a 
straight cut. For most of the canopy, I 
use small step cuts. First, start with an 
undercut, then a top cut an inch or two 
closer to the stem. This creates a small 
shelf for the load to sit on. 

For cuts that are near obstacles, I like to 
use a “V” cut. Mark Chisholm showed this 
to me. It creates a very large shelf, lim-
iting movement in two directions. These 
two cuts need to bypass. This can be use-
ful for the operator, as it gives him/her a 
chance to reposition the crane and get the 
boom perfectly centered over the load if 
necessary.

Work positioning
Finally, I’d like to talk about work posi-

tioning. This skill is often overlooked by 
the climber. Let’s start by referring to our 
ANSI standards. While performing any 
climbing, one needs to have two means 
of anchoring to the tree. This is for two 
reasons: fi rst, if a climber needs to change 
to another anchor, they have the means to 
stay secured, and second, if operating a 
chain saw aloft, they need two points of 
connection. 

Finally, while working on a spar with 
no limbs to anchor to, a climber needs to 
have a cinching anchor for their climb-
ing system. This can be accomplished in 
several ways. One is to use an adjustable 
friction saver that is cinched up tight, so 
it cannot fl ip off  the top of the spar. An-
other means is to use an SRS, or station-
ary rope system, and there are many ways 
to do this. 

For cuts that are near obstacles, I like to use a “V” cut, shown here. It creates a very large shelf, limiting 
movement in two directions.
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It is very important to have some 
type of anchor so the climber can easily 
self-rescue or another climber can easi-
ly rescue an injured climber. If you ever 
had any training on spar rescues, you 
know they are very diffi  cult. During the 
planning process, I prefer to anchor to 
and climb the tree if possible. If that is 
the case, one thing to keep in mind is the 
placement of the load and your climb-
ing system. The climber and operator 
should have a plan that keeps the load 
out of the path of the overhead climb-
ing system. If the load were to strike the 
climbing rope, it could potentially injure 
the climber. 

Also while planning, I try to leave mate-
rial where I can have an overhead anchor 
or an opposing anchor. The idea here is 
to keep the bridge of my harness loaded 
instead of just using the work-positioning 
D-rings. When your bridge is loaded, it is 
physically easier to do the work, and I’m 
all for that. 

Let’s keep in mind why injuries and in-
cidents are happening: planning, commu-

nicating and rigging. If we concentrate on 
focusing on these issues, we should have 
better success.

You can fi nd samples of rigging, cut-
ting and work positioning on our YouTube 
page, “kramertrees.”

Todd Kramer, CTSP, is director of fi eld 
operations/education for Kramer Tree 
Specialists, Inc., an accredited, 30-year 
TCIA member company based in West 
Chicago, Illinois.

This article is based on his presentation 
during a “Crane Crew Training” forum at 
TCI EXPO in Columbus, Ohio, last No-
vember. Another portion of that forum was 
the basis for the article by Travis Vicker-
son, CTSP, in this issue. The third portion 
of that forum is the basis of an article by 
Tim Walsh, CTSP, that will appear in the 
November issue of TCI Magazine. To lis-
ten to an audio recording of that presenta-
tion, go to this page in the digital version 
of this issue of TCI Magazine online, at 
www.tcia.org, under the Publications tab, 
and click here.
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Adam Witte, an arborist with Taddiken Tree,  is 
using the Taddiken-developed TreeHub app at a 
job site to create a tree inventory. Courtesy of 
Taddiken Tree.

By Rob Sample

This is the second part of a two-part 
series. Part 1, ‘Taking Your Offi ce to the 
Field with Smartphones, Tablets and Fa-
blets,” ran in the September 2018 issue of 
TCI Magazine.

In an industry that cares for trees, it 
ought to be a no-brainer to make busi-
ness processes as paperless as possi-

ble. That has been the goal of Amy Grewe, 
co-owner of Arbor Aesthetics of Omaha, 
Nebraska. 

Fortunately for Grewe, the advent of 
mobile technology has enabled the auto-
mation of virtually everything in her busi-
ness cycle. That includes the initial busi-
ness proposal, invoicing future marketing 
eff orts and everything in between.

“We’re a bunch of tree huggers here,” 
says Grewe, who owns the enterprise with 
her husband, Jeff . “We all wear T-shirts 
with that message, so anything we can do 
to use less paper will ultimately save trees 

– and make our operation run better.”
Grewe’s fi rm is among a growing cohort 

of tree care companies that rely extensively 
on automation, particularly on phone- and 
tablet-based applications that operate at the 
point of sale and point of service. Next year, 
Arbor Aesthetics will equip crew leaders 
with iPads for handling work orders, mak-
ing it virtually a paperless operation. 

Leveraging business growth
Arbor Aesthetics’ forays into mobile 

technology thus far have enabled the fi rm 
to grow from $350,000 in total revenues 
fi ve years ago to the $1.2 million it ex-
pects for 2018. Such rapid growth can be a 
mixed blessing.

As any small-business owner will tell you, 
it can be exhilarating when the enterprise 
you’ve nurtured from its infancy fi nally be-
gins to grow and thrive. Yet, with growth 
comes a host of new tasks, all of which can 
generate a mountain of paperwork.

In Arbor Aesthetics’ case, paper-based 
scheduling, proposals, invoices and other 
processes stymied its growth. For Amy 
Grewe, who joined the fi rm as a one-
person receptionist and offi  ce manager 
when she married Jeff , the situation cried 
out for an IT-based solution. Jeff  initially 
resisted but eventually agreed to try using 
Arborgold software on sales calls, using 
an iPAD with a printer located in the trunk 
of his car.

That was an auspicious decision. Ever 
since, Jeff  Grewe has dictated his proposal 
information into the iPAD’s built-in mi-
crophone. 

“Jeff  saw right away how much easier 
it became to generate a proposal right on 
the spot,” says Grewe. “Not only that, but 
the fi nished product was neat and clean 
and touched on all the right points. From 
the customer’s perspective, this creates a 
favorable impression and makes it easy to 
deal with us.”
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Circle 6 on RS Card or visit www.tcia.org/Publications

Metamorphosis in tree care
In metro Omaha, Arbor Aesthetics is 

one of the few tree care fi rms that have 
taken technology to this level, enabling it 
to distinguish itself from the competition. 
On a national basis, it’s likely that such 
IT-savvy fi rms are still in the minority, es-
pecially among tiny companies. 

Yet, those who have adopted technol-
ogy have discovered that a plethora of 
mundane business tasks can be automated. 
This frees up the business owner to con-
centrate on what matters most – fi nding 
new customers, providing excellent ser-
vice and growing their bottom line. And 
these new software packages can help 
with those things as well.

For instance, one way to grow the bot-
tom line, savvy tree specialists recognize, 
is by shifting their service menu from 
tree removal to plant health care (PHC). 
For starters, this approach is more in tune 
with consumer demand; people appreciate 
trees and the shade they provide, and the 
suburban homeowner who has had a giant 
maple out front for 20 years is likely to be 
quite attached to it.

From a broader perspective, PHC ser-
vices have the potential to put more rev-
enue in a fi rm’s pocket. Because they rely 
on science, they tend to involve more 
expensive services than removals. Typi-
cally, there is less competition from other 
service providers. Finally, PHC is often 
a recurring service involving many tree 
treatments over a span of months or years. 
This can result in an ongoing, predictable 
revenue stream for the small tree care en-
terprise.

“Plant health care is defi nitely a grow-
ing source of revenue among tree care 
companies, and for that users will need a 
robust inventory of plants and trees,” says 
Mike Triplett, marketing manager for Ser-
vicePro of Columbus, Ohio. Triplett says 
he also sees a good deal of crossover be-
tween arborists and lawn-care companies. 

Triplett’s fi rm markets the ServSuite 
fi eld-service-management software system 
to the tree care, lawn care and pest-
control industries. Triplett sees many small 
enterprises attempting to become bigger 
while continuing to rely on a piecemeal 
approach to their software requirements. 
This ends up creating more problems, he 
says.

 Visit booth # 2039

https://online.icnfull.com/tci/?action=READSERV
www.arborgold.com/tree


58 TREE CARE INDUSTRY – OCTOBER 2018

“My customers range from mom-and-
pop operations to big enterprises, and our 
tree care software off ers a range of features 
specifi c to tree fi rms,” he says. “Instead of 

a piecemeal system, our 
all-in-one tool does it all. 
In working with us, they 
can confi gure a system 
that’s right for them. They 
can then add features as 
they grow bigger.”

Customer input
Triplett likes to, as he 

puts it, “keep my ear close 
to the ground” in the tree 
care industry. For starters, 
he is involved with the Tree 
Care Industry Association 
on a couple of fronts. He 
also convenes regular dis-
cussion groups with cus-
tomers to elicit suggestions 
for future enhancements.

While ServicePro off ers 
ServSuite to customers 
throughout the world, it 

concentrates its U.S. support operations 
domestically. “We off er 24/7/365 support, 
but we don’t utilize any off shore call cen-

ters,” Triplett says. “We’re in a fairly nar-
row vertical; there aren’t a lot of enterprise 
solutions like ours available, and we want 
to keep our customers happy. Doing so is 
the best testimonial we could ever want.”

Levi Garner, head of product research 
and development for Arborgold, echoes 
Triplett’s observations about the tree care 
industry. “Some smaller tree care fi rms 
will do both tree removal and plant health 
care – or they will subcontract out the lat-
ter,” he notes. “Plant health care diff ers 
greatly because of the expertise and the 
chemicals involved, so for a smaller fi rm, 
subbing it out might make good sense.”

To accommodate this approach, Ar-
borgold software includes a supply-
chain-management component that man-
ages the relationship between the tree 
care company and any subcontractors. 
Medium- to large-sized tree care compa-
nies tend to keep PHC in-house. 

While software is available for both An-
droid and Apple platforms, the vast ma-
jority of tree care companies use Android 
devices, particularly Android cell phones. 

Circle 9 on RS Card or visit www.tcia.org/Publications
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Jeff Grewe of Arbor Aesthetics uses Arborgold software on sales calls, 
using an iPAD with a printer located in the trunk of his car. Courtesy of 
Arbor Aesthetics.
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“For organizations 
that have to purchase 
a lot of devices, it is 
more economical to 
buy Androids,” says 
Garner.

iPAD’s continued 
popularity

Nonetheless, plenty 
of tree care pros are 
fans of the Apple iPad. 
While the overall 
market for tablets is 
shrinking, the iPAD’s 
share has jumped to 27 
percent, according to 
market-research fi rm 
International Data 
Corporation (IDC) of 
Framingham, Mas-
sachusetts. IDC and 
other researchers have 
attributed this to the 
iPAD’s superior “user 
experience,” which, in 

a business setting, means they do the job 
well with a minimum of hassle.

One such user is Selner Tree & Shrub 
Care of De Pere, Wisconsin, which is in 
the Appleton-Green Bay metro area. This 
12-person fi rm utilizes iPAD Pro tablets 
connected to magnetic keyboards for ease 
of typing; and producing a fi nished pro-
posal on site takes 15 to 30 minutes. Job-
ber is the fi rm’s software tool of choice.

“Our reps also can do proposals using 
their phones, but it depends on how much 
typing they have to do,” says Casey Sel-
ner, who co-owns the fi rm with his father, 
Bob. “It’s much easier on the iPAD with a 
keyboard.”

Although Wisconsin is thought of as 
a farm state and fans of the local NFL 
team are humorously referred to as 
“cheeseheads,” Selner’s region consists 
mainly of densely populated urban and 
suburban neighborhoods. 

While Jobber was originally developed 
for lawn-care pros, it now has a strong 
following among tree care companies as 
well. “A tree care fi rm might need to do 
some tweaking when beginning with the 
Jobber app, but that is minimal,” says Sel-
ner. “Such tweaking is mainly in how you 
set up your service line items.”

These determine what the tree care fi rm 
proposes for projects and, ultimately, what 
appears on its invoices. “It is otherwise an 
extremely simple app for us to use,” he 
says.

Through a shared portal link, the cus-
tomer can view his or her proposal as well 
as billing information and any service 
history. This is a common feature among 
ServSuite, Arborgold, Jobber and other 
software applications used by the tree care 
industry. Customers also can pay online 
through a credit card, bank account or 
PayPal.

Besides improving communication with 
customers, such interaction enhances cus-
tomer relations and facilitates the signing 
of future business. “We’re one of the only 
tree fi rms in the area with this type of ca-
pability,” Selner notes. “And our clients 
really, really like it.”

Besides working well with people, 
the Jobber app connects seamlessly with 
QuickBooks and other software programs 
used by the small crew at the company’s 
De Pere offi  ce. This all-connected ap-

Casey Selner uses the Jobber app on his tablet while preparing for a client 
visit. Courtesy of Selner Tree & Shrub Care.

Circle 12 on RS Card or visit www.tcia.org/Publications
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proach makes for quick, responsive ser-
vice and improves turnaround on the re-
newal of contracts for ongoing work.

A two-hatted approach
Aaron Taddiken is a veteran tree care 

pro who wears two hats. He’s the founder 
and president of Taddiken Tree Company 
of Boulder, Colorado. He’s also the de-
veloper of a software application called 
TreeHub, which currently has a small but 
growing base of users.

Taddiken began developing TreeHub 
about six years ago when there weren’t as 
many applications available to tree care 
users. TreeHub has been especially ben-
efi cial to Taddiken Tree’s team of sales-
people, who use it to create proposals. The 
app further automates the creation of a tree 
inventory for proposals. 

“We leverage Google Maps for this pur-
pose,” says Taddiken. “Through Google 
Maps, we can see an aerial image of a per-

son’s property and, using the image, drop 
tree IDs onto it.”

The app particularly shines from a man-
agerial perspective, because Taddiken can 
call up a simple view of all proposals cre-
ated throughout the fi rm for a given time 
period. He also can view all completed 
jobs, with details such as which trees were 
worked on, the total cost of the job and la-
bor and overtime charges by the crew.

“Each job contains a hazard screen, 
which details a list of potential job-site 
hazards present on the customer’s proper-
ty,” he says. These could include anything 
from the presence of a swimming pool to 
a walkway in disrepair and the presence 
of pets or any gates at a residence. Via 
prompts to the salesperson, the app also 
gathers details about any under- or above-
ground electrical lines.

“Even a birdbath in the middle of a yard 
can create a potential hazard if the crew 
doesn’t know about it and walks into it,” 

Taddiken says. 
Those aerial photos become part of the 

customer proposal, with all trees appro-
priately labeled. “The property owner can 
accept – or decline – the proposal online,” 
Taddiken says. “He or she also can send 
messages along the lines of, ‘Do tree 1 now, 
but schedule trees 2 and 3 for November.’”

Once a job is accepted, the work fl ows 
automatically to an online scheduling tool. 
“This shows a list of all our employees 
and who is available on particular dates,” 
Taddiken says. “It becomes really easy to 
schedule a job with TreeHub.”

Although the app currently generates 
printed work orders and invoices, Taddik-
en eventually plans to do both invoicing 
and payments online via the app. Within 
the next six months, he’ll begin equipping 
crews with cell phones that run TreeHub. 

Taddiken also is working on a native 
app version that can run independently 
on the user’s device. The current version 
requires an internet connection, while a 
native app can be run offl  ine. 

“Everyone who uses TreeHub loves 
it,” Taddiken says. “Where I feel it really 
shines is in the mapping and the detailed 
tree inventory. I discovered that I was 
repeating the same information over and 
over again in presentations to custom-
ers – ‘This is the variety of plum tree you 
have, this is what’s been done to it before 
and this is what it needs now and in the 
future.’” Once the information is in Tree-
Hub, the salesperson no longer needs to 
repeat everything.

The next wave
With 60 employees, Dallas-based Pres-

ervation Tree Services is solidly in the 
“medium” or even “medium-to-large” 
category of tree companies. That said, 
the fi rm’s robust employee intranet is an 
IT tool that’s usually found in larger en-
terprises. The fi rm uses it to disseminate 
a wide range of workplace data, including 
company procedures and, perhaps most 
important, safety processes. 

Mobile technology has enabled the com-
pany to get this important information out 
to a work force that’s geographically dis-
persed over a fairly sizable metro area. 
“Every foreperson brings a larger-model 
iPhone to the work site,” says Daniel Cot-
tier, BCMA, CTSP and Preservation Tree’s Circle 11 on RS Card or visit www.tcia.org/Publications

 Visit booth 
# 2044

“Our reps also can do proposals using their phones, but it depends on how much typing they have to do,” 
says Casey Selner. Courtesy of Selner Tree & Shrub Care.

https://online.icnfull.com/tci/?action=READSERV
www.boomtrux.com


63TREE CARE INDUSTRY – OCTOBER 2018

safety and training coordinator. “Our com-
pany uses the Arborgold app for proposals, 
tree inventories, work orders and invoic-
ing. We have nine tree crews and seven 
plant-health-care crews, two of which are 
being cross-trained for both services.

“About 60 percent of our company’s 
work involves residential properties, while 
another 30 percent is commercial,” Cottier 
adds. “About 10 percent consists of mu-
nicipal jobs.”

One of Arborgold’s strengths, in Cotti-
er’s opinion, is its seamless link with the 
intranet. It uses a Google platform called 
G Suite.

“G Suite includes services such as Goo-
gle Slides, which we use extensively for 
training resources,” says Cottier. “People 
in the fi eld need to access the intranet con-
stantly to stay safe, and G Suite makes it 
easy to do that by giving us plenty of cloud 
storage for all of our safety information.”

Of particular importance are safety data 
sheets (SDS), which are used extensive-
ly by PHC technicians for information 
on chemicals, chemical compounds and 
chemical mixtures. An SDS also will con-
tain information on potential hazards asso-
ciated with a product and instructions for 
safe use.

The federal Occupational Safety and 
Health Administration (OSHA) and state 
regulatory bodies mandate that these 
sheets be available for reference wherev-
er such substances are stored or used. So 
having them available online is one way to 
satisfy that requirement in the fi eld.

An app checklist
While the assortment of mobile appli-

cations dedicated to tree care is relatively 
small, you’ll want to do some homework 
to select the one that best meets your 
company’s needs – and your own person-
al technology “comfort zone.” Here are 
some issues to consider:

Brand of platform: Most app develop-
ers have labored extensively to make their 
applications run equally well on Apple 
or Android platforms. Thus, whether you 
pick an iPhone or Android phone to use 
is largely a matter of personal preference. 
There are also price points to consider: 
Apple hardware is beloved by many, but 
Macs, iPhones and iPads are always high-
er in item cost than their Windows- and 

Android-based counterparts.
Type of device: Most people who do 

a lot of typing cringe at using a smart-
phone keyboard. Proposals can involve 
a lot of work, so if you really want to 
make life easier for yourself and any 
salespeople you employ, a tablet that 
connects to cellular service will proba-
bly be the way to go. You can also pro-
cure a dedicated keyboard for the iPad 
and some Android tablets.

“Native” app or web-based? If you 
live and work in an area with strong, 
reliable cellular phone service, a web-
based app ought to be fi ne for you. If 
such service is spotty, you’ll want a 
native app because it can work in ar-
eas where you’ll be offl  ine. Native-app 
developers will always tout the richer 
user experience and better links to oth-
er software applications, but the nuanc-
es of this might not be apparent to an 
inexperienced user.

Ease of use: Does the application 
you’re considering have the features 
you want? Are they easy to fi nd? At a min-
imum, you’ll want an application to han-
dle proposal generation, job scheduling, 
the creation of work orders and, possibly, 
invoicing and online payment processing. 
You’ll also be well served by including 
marketing features such as email automa-
tion, enabling you to stay in touch with 

your growing customer base. 
One fi nal thought: Be sure not to 

choose anything that is so feature laden 
that it becomes overly complex for non-
technical people. IT history features plen-
ty of applications systems that, ultimately, 
gathered dust on shelves because end us-
er s found them just too diffi  cult to use. So 
choose wisely.

Gabe Sady, a lead PHC tech with Taddiken Tree, uses the 
TreeHub scheduler in the offi ce. Courtsesy of Taddiken 
Tree.

Circle 29 on RS Card or visit www.tcia.org/Publications
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By Janet Aird

Bob Selner was working as a utili-
ty arborist in Minnesota when he 
founded his tree care company, 

Selner Tree & Shrub Care, in 1989. In 
1994, Selner moved his family and Selner 
Tree back home to Green Bay, Wisconsin. 
He continued working as a utility arborist 
as well as at Selner Tree, which had be-
come his “second 40-hour job,” says Ca-
sey, his oldest son. 

In 2012, Casey graduated from the Uni-
versity of Wisconsin - Stevens Point with 
a degree in urban forestry and became 
co-owner of the company. Casey had al-
ready graduated from a technical college 
with the same degree, and had worked 
in the fi eld for 11 years while he was in 
school, both for his father and for the for-
estry department in Ashwaubenon, a “sub-
urb” of Green Bay.

While Casey was in college, he noticed 
what other successful tree care companies 
were doing by following them on Tree-
Buzz and other social-media platforms. 
He used his research to build his own idea 
of what a great tree care company should 
look like.

“In the early days, there was defi nitely a 
lot of butting heads,” Casey says. “I saw a 
need for a larger company in the area. My 
father didn’t want to take the gamble. The 
timing was wrong for him. There was a lot 
of passion, a lot of discussion. My father 
got to the point where he trusted my judg-
ment and stepped back.”

In turn, Casey says, “I learned a lot from 
my dad. One thing is to get the work done 
as effi  ciently as possible. I’ve also learned 
to be more patient. He always says that 
time takes care of everything. Now I un-
derstand.”

Since 2012, Selner Tree has grown from 
a two-person operation to having nine 
team members in the fi eld. The business 

now resides in De Pere, Wisc., which is 
just south of Green Bay. The company 
services Green Bay, Appleton, Manitowoc 
and their surrounding communities. Older 
neighborhoods in the area often were built 
on forested land and still are very wood-
ed. Younger neighborhoods were general-
ly built on farm fi elds and have younger 
trees. 

Most of their work is residential, but the 
commercial and municipal side is grow-
ing, Casey says. They perform all tree ser-
vices, from planting to removals, pruning 
and cabling and bracing. Their PHC con-
sists of fertilization, soil decompaction to 
improve soil structure and injections.

Pests and diseases are the area’s biggest 
challenges. The Wisconsin Department 
of Natural Resources has quarantined the 
entire state because of the presence of the 
emerald ash borer (EAB). The area also 
has oak wilt, Dutch elm disease and gyp-
sy moth. Selner encourages its custom-
ers to learn about treatments instead of 
having their trees removed, and uses the 
appropriate foliar sprays, basal drenches 
and basal injections. 

The company also creates “habitat 
poles” from trees that are marked for re-
moval, a practice that a company in Aus-
tralia was doing and which Casey learned 
about during his online research. In areas 

Accreditation Profi le

Casey Selner, shown here, makes a point of hiring talented people to handle the business side of the com-
pany to free himself up for other things. “I’d much rather be climbing trees,” he says.
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that are more wooded, crews leave the 
trunk of removed trees at a predetermined 
height. Woodpeckers make hollows in the 
trees, which attract larger birds, which 
make larger hollows. In time, the poles 
serve as habitat as well as food sources for 
birds and other small animals. The process 
also can be accelerated by carving the hol-
lows into the stem to attract specifi c spe-
cies. 

“I love that aspect of it,” he says. “It’s 
something we’re still inching ourselves 
into.”

Casey is now an ISA Board Certifi ed 
Master Arborist. “I saw it as the tip of the 
pyramid,” he says. “It was an opportuni-
ty to push myself to continue to learn as 
much as possible.”

As he adds team members, he recruits 
former classmates as well as other gradu-
ates from local colleges and tech schools 
that off er urban-forestry degrees. One rea-
son is that they already have formal train-
ing. Another is that they tend to think and 
work the same way. 

Circle 49 on RS Card or visit www.tcia.org/Publications

Certifi ed arborist Melissa Veloon pruning an oak. Selner Tree follows the Accreditation protocol for hiring, 
which allows them to ease new team members into their training and education. Photos courtesy of Selner 
Tree & Shrub Care.
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“We work hard and have a lot of fun, 
too,” Casey says. “We respect everybody’s 
roles, and we dabble in everything. I trust 
the staff  to do an excellent job.”

Casey makes a point of hiring talented 
people to handle the business side of the 
company. “One thing I really took to heart 
is that you defi nitely want to bring peo-
ple onto the team who excel at things you 
don’t like to do,” he says. “I’d much rather 
be climbing trees.”

Selner Tree follows the Accreditation 
protocol for hiring, which allows them to 
ease new team members into their training 
and education. Bob Selner also works with 
the fi eld staff  on occasion. 

Much of their work comes from re-
peat customers and referrals, Casey says. 
“We’ve branded ourselves as doing the 
right thing the right way the fi rst time.”

As part of their branding, the company 
uses their Accreditation and CTSP logos 
on their vehicles, team-member uniforms 
and marketing materials. 

“It’s like a tattoo for a company,” he 
says, “a way to stand out more. We use it 

because we’re proud of it and we want to 
show it off . It’s shown some pretty good 
results.”

They market through their website and 
social media and send mailers to their cus-
tomers. They also advertise a little on local 
radio. 

“So much technology is in front of peo-
ple,” he says. “When they hear from you 
when they least expect it, that’s when they 
hear you the most.”

The company earned TCIA Accredita-
tion in 2017.

“We’re extremely excited to be the fi rst 
accredited company in northeast Wiscon-
sin,” Casey says. “We’re blazing our own 
path.”

He wanted to ensure that Selner was or-
ganized. He also wanted to be able to use 
the resources that come with Accreditation 
to improve the company further.

“I hope it attracts other companies 
in the area to push themselves to come 
this far. When there are more accredited 
companies, it elevates the industry as a 
whole.”

The time comes when Accreditation is 
right for companies, and it’s worthwhile 
going through the process, he says. Most 
good companies already are doing much 
of what Accreditation requires, he says, 
adding that Accreditation just brings them 
to the next level.

The process was time-consuming, but 
stress-free, says Casey. The most work 
was putting all the documentation and 
processes on paper, for example, the em-
ployee handbook, the business plan and 
the training.

“We weren’t consistent,” Casey says. 
“I had all my goals and plans, but they 
weren’t written down. It’s extremely im-
portant to have things on paper. It almost 
seems that once you do, everybody knows 
the goals and you reach them faster. Ev-
erybody’s rowing in the same direction.”

In the next few years, Casey is planning 
to expand his plant health car e and hire 
more great team members. 

“I was given a very good start,” he says. 
“In a few years, we could possibly be a 
million-dollar company.”

Circle 31 on RS Card or visit www.tcia.org/Publications
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HELP WANTED

Climber, Baton Rouge, LA
Experienced tree climbers w/CDL, own equip and 
pickup truck. Up to $1,500/day. Random drug testing. 
225-683-3800; www.TreeSurgeryRV.com. 

Tree Climbers/Ground Workers, Cambridge, MA
Tree climbers, bucket-truck operators and ground 
personnel. Minimum 1-3 years’ experience. Must 
have clean, valid driver’s license, CDL a plus. We offer 
full-time work and benefi ts. We provide high-quality 
tree care for commercial and residential clients. We 
at Cambridge Landscape think safety fi rst. Apply 
jnardelli@cambridgelandscape.com.

Circle 39 on RS Card or visit www.tcia.org/Publications
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We Are a Growing Team of Arborists!
We are looking for people who 
value our profession, are com-
mitted to keeping each other 
safe and want to have fun at 
work! Great bennies,  small 
company. Boulder, CO, a beautiful place to work. Send 
us your resume: offi ce@taddikentree.com.

Certifi ed Arborist/Foreman, Holden, MA 
Join our team full time! Work with 
our clients’ properties to perform 
various arboricultural and land-
scape services. Interpret work 
orders and direct the crew to 
perform tasks safely and productively. Have a good 
working knowledge of tree and shrub identifi cation 
for landscape plants in the Northeast. Have the 
ability to interact in a friendly and intelligent man-
ner and be able to discuss potential plant health-
care needs. Clean driver’s license required. Able to 
obtain a CDL Class B license or higher within six 
months of employment. Ability to perform advanced 
rigging techniques when tree removal is necessary. 
3-5 years’ of experience. MAA and ISA certifi ca-
tion. Category 36, 37 Pesticide License. Contact 
davestreeandlandscaping@charter.net.

Crew Leaders & Climbers, Colorado Springs, CO
Large technical-removal 
ability a must. Understand 
and have advanced-rigging 
knowledge and techniques. 
Periodic crane-removal ex-
perience a plus. Know and 
understand ISA/ANSI pruning standards and have 
ability to effi ciently manage a 4- to 6-person crew. 
Come grow with the largest independently owned tree 
care service in El Paso County. Top industry wages 
and benefi ts package. Valid driver’s license a must. 
719-528-8141 or cca@talltimberstreeservice.com.

Certifi ed Arborist/Estimator, CA
TreePro Professional Tree Care, 
a Sonoma County tree service, 
is looking for a full-time ISA 
Certifi ed Arborist to conduct es-
timating for residential and commercial customers as 
well as set up and dispatch crews. Minimum fi ve years’ 
of experience. Profi cient knowledge of computers/
Microsoft Offi ce products and be highly motivated 
with effi cient time-management skills. CTSP Certifi -
cation or ability to obtain within 6 months. Must be 
knowledgeable/experienced with industry-approved 
tree care practices and hazard-tree evaluation. 
Driver’s License required. Class A or B license helpful. 
treepro@sbcglobal.net.

 Visit booth 
# x3024
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Terry’s Tree Service of SW FL, LLC
We are looking for a highly skilled climber! Pay scale 
is $25 per hour to $38 per hour. ISA certifi ed arbor-
ist is a plus! Please tell us your certifi cation num-
ber! Paid holidays, paid vacation, medical insurance 
plus other benefi ts. Must have a valid driver’s license, 
CDL license a plus! Send resumes to Julie McKamey, 
julie@terrys-treeservice.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.

Climbing Arborist/Bucket Operators/Tree Professionals
Greentrees Inc. has proudly and professionally served 
southeast Michigan for more than 28 years. Dedicat-
ed and committed to its 
team members (“You”), 
excellent pay and bene-
fi ts comparable to your 
level of skills, knowledge and ability. We are seeking 
climbing arborists and crew leaders with a desire to 
perform quality tree care and tree removals while us-
ing safe, well-maintained and innovative equipment 
and gear. Whether you are just getting started or have 
15 years’ experience, “Let’s talk trees and your bright 
future!” Call or contact us today at 248-852-1105 or 
greentreesinc@sbcglobal.net, and check us out at 
www.greentrees.biz.

Part-Time Regional Outreach Coordinator –  NJ/PA
The Tree Care Industry Association’s outreach coordi-
nator position will concentrate on 
creating groups of tree care busi-
ness owners who meet and interact 
regularly (face-to-face and online) 
and facilitate increased partic-
ipation in TCIA programs. Will live and work in the 
assigned region to organize member gatherings and 
recruit and retain new, current and ex-members in the 
region. Target area is New Jersey/Pennsylvania. For 
complete job description, requirements and application 
details, visit www.jobs.tcia.org. Resume and cover 
letter to: Tom Dunn, tdunn@tcia.org.

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

Arborist Sales Rep (Northern VA)
Looking for professional & 
motivated arborists to join 
our sales team. Must have 
ISA Certifi cation or ability to 
obtain. Great benefi ts & sales training! Send resume 
to Jobs@RTECtreecare.com or call 703-573-3029.
The RTEC Difference:

1) Established territory in metropolitan area
2) Backup & support from experienced offi ce staff 
3)  High-tech working environment that embraces

new technology & best practices
4) Individual sales coaching
5)  Highly equipped & trained teams that focus on

safety & quality

Bucket Operators/Tree Trimmers
Lucas Tree Experts, a leader in 
the tree care industry, is look-
ing for motivated people to join 
our team as Bucket Operators/
Tree Trimmers and Entry-Level 
Tree Workers in various states!
All positions require some element of travel, so reli-
able transportation and a clean driving record are re-
quired. Lucas Tree requires the successful completion 
of a post-offer physical and drug screen. All positions 
are now posted at our website: http://www.lucastree.
com/join/currentopenings/. For more about Lucas Tree 
Experts, check out our video: https://www.youtube.
com/watch?v=VLStNzieNz0. Lucas Tree Experts offers 
competitive wages & a complete benefi ts package, 
including health, life, dental, short- & long-term 
disability, paid time off, 401(k), employee assistance 
program and safety and bonus programs. 

 Visit booth # 655
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Established Tree Company Seeking Experienced 
Tree Climber, Prince Frederick, MD  
Pay-scale $20-$30/hour dependent upon applied 
work experience. Opportunity for growth for motivated 
individuals. Forward resume and salary requirements 
to info@honeycovelandscape.com.

Surf’s Up in San Diego! 
Are you passionate about Plant Health Care? Would 
you like to do it all year round in perfect weather? 
Our growing team is looking for an experienced PHC 
technician with a great attitude and solid work eth-
ic. We provide a safe, healthy and fun work culture, 
great benefi ts and competitive pay. The following is 
required of all applicants: Must be a legal citizen 
or allowed to work in the U.S. (proof required). Must 
have valid driver’s license and clean driving record. 
Must have a strong work ethic and good values. 
Must have at least 2 years’ experience in PHC. The 
following is not required but is preferred: ISA certifi ed 
arborist. Bilingual: English/Spanish. Contact Missy, 
missy@coastaltreecare.com .

BUSINESS FOR SALE
Tree Care Business, MI
Eighteen years of quality residential and commercial 
customers. Equipment can be sold with business. Av-
erage gross income for last 2 years $507,000+. Own-
er willing to work as salaried employee for 1-2 years. 
Contact 616-399-6376.

Heavy Highway Clearing Contractor, NY
Owner retiring after 30+ years. Annual sales 
$1.25M to $1.5M. Employees/customer base, all 
equipment, e.g., fellerbunchers, tree chippers, 
mulchers, grinders, loaders, dozers, tractors, buck-
et trucks (50’ to 75’), various trucks, etc. Contact 
morbark716@gmail.com.

Best Tree Service in Texas
After 44 years, owner retiring, selling best tree ser-
vice in Central Texas. Located in Austin, one of the 
hottest markets in the U.S. with over 1,500 families 
moving to Austin each week, money grows on trees 
here! Your phone will ring on day one. Will even pass 
along work already pre-sold to new buyer. Business 
grosses $650K-$750K per year with 25% net to owner. 
75+% of work comes from satisfi ed, repeat custom-
ers or referrals. $350,000 for business alone – excel 
spread clientele list for last 10 years, phone number, 
dba, website. $150,000 for F650 truck, Bandit chip-
per, chain saws, sprayer, compressor, AirSpade®, etc. 
$450,000 for house, offi ce & shop. Serious inquiries 
only. pat@austintreespecialists.com.

Successful Respected Tree Service for Sale in 
Fresno, CA 
Near Yosemite Sequoia Kings Canyon National Parks. 
Owner retiring. Bucket and chip trucks, chippers, 
stump grinders, trailer lift, tracked lift and loyal cus-
tomers. 559-273-8271. 

Director of Tree Care Operations, Columbus, OH
Looking for an experienced pro-
fessional arborist to oversee our 
growing Tree Care Operations 
and manage our Tree Care De-
partment staff. Must be up to 
date with current tree care practices and fully under-
stand ANSI A300 and ANSI Z133 standards.
*  Manage and direct operations of the Tree Care 

Department
*  Maintain quality service and effi ciency of the Tree 

Care Department 
 * Manage Tree Care staff
 * Set goals for the Tree Care Department
 * Ensure high customer and client satisfaction
 * Maintain and build company image 
 * Enforce ethical business practices
 * Promote company’s mission and values
 * Maintain professional and technical knowledge 
Includes full benefi ts; health insurance, vision, den-
tal, 401(k), paid time off, educational opportunities 
and much more! Will consider relocation assistance. 
Chris at careers@ahlumarbor.com or 614-876-5622. 

View or place a resume on
www.tcia.jobs.org

For more information, contact
classifi eds@tcia.org

Circle 26 on RS Card or visit www.tcia.org/Publications
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Dave’s Tree Surgeons Serving Kentucky More Than  
40 Years
Owner retiring. All equipment and customer base. 
Owner may stay on for 1 year. Monthly income 
of $50-75k. Pesticide div included. $500,000. 
Dave (502) 426-0614; cell (502) 594-9108 or 
davests@bellsouth.net.

Tree, Shrub & Spray Service, Northeast NJ
Retiring after 40+ years from a reputable tree, shrub 
and spray-service business. We are located in a 
high-volume area with a strong, consistent following. 
Equipment optional. Email: roboh20@aol.com.

Multnomah Tree Experts 
Available for acquisition in Portland, Oregon, at 
$375k. Turnkey option is preferred but not mandatory. 
Equipment included, and a guaranteed 2-year lease 
option on a high-visibility location is available. Con-
tact me for an NDA and I will give you the website/
password for the Prospectus. Then we can get start-
ed talking about assets, support and other details. 
peter@multnomahtree.com.

EQUIPMENT FOR SALE
Trucks for Sale
2015 Freightliner M2106, 325 HP Cummins, Allison 
auto, AC, air-ride seats, w/ Terex 60/70 XT rear mount, 
$130k. 2012 Ford F750 log truck, Epsilon knuckle-
boom grapple, 12-ft Southco dumping body, $75k. 
2014 Ford F550 4x4 diesel with Southco chip box, 
$30k. Vermeer 1500 & 1000 chippers, 800 miniskid, 
Timberwolf TW5 splitter, Bobcat compact tractor. All 
very well maintained, low hours, stored indoors. 860-
485-3368.

Opdyke Inc.
150+ specialized trucks in stock, boom/crane/
knucklebooms, 4x4 single and tandem. Go to our 
website www.opdykes.com; 215-721-4444.

PRODUCTS & SERVICES
Advanced IPM PHC Short Course
January 7-10, 2019, University of Maryland, Col-
lege Park, MD. Contact: Amy Yaich, Admin. Assist. 
II, 301-405-3911, umdentomology@umd.edu. 
https://landscapeipmphc.weebly.com. Recertifi cation 
credits will be posted on the website Recertifi cation 
page as awarded by participating states.

Circle 58 on RS Card or visit www.tcia.org/Publications

Circle 25 on RS Card or visit www.tcia.org/Publications
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The Safest and Most Effi cient Method of Tree Removal!
We are an official 
Mecanil grapple-saw 
dealer and work with 
many different brands 
of knuckleboom cranes 
to build you the perfect 
grapple-saw truck at 
the best price. Visit us 
online at www.knuckleboomtrader.com or call Todd 
at 786-361-8491.

Tree Service for Sale, Ft. Pierce, FL
One of the fastest-growing ar-
eas in the U.S. Certifi ed arborist, 
41 yrs in tree business retiring. 
Great reputation, customer base, 
referrals guaranteed. Equip-
ment: 2 bucket trucks, 2 stump 
grinders, 3 pickups, dump truck, dump trailer & 
ramps, 2 log splitters, Bobcat, Kubota loader & trail-
er. Business name, phone # since 1977. With equip, 
$400,000. Business only, $275,000. Paul Gottardo, 
772-461-5248. Serious inquiries only. Willing to work 
through transition.

Sell your new and used equipment.
List your ad and include a photo

only $90 per month.

Check our online ads
www.tcia.org

For more information, contact
classifi eds@tcia.org
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The following companies recent-
ly joined the Tree Care Industry 
Association as Associate Mem-

bers. Associate Members provide the 
equipment, products and services used 
by tree care companies to do business.

If you get the chance, please welcome 
them aboard. 

Top Notch Equipment
5505 N Hwy 169
Plymouth, MN 55442
Contact: Dustin Breiwick
Phone: 763-767-9230 
dustin@breiwick.com
www.topnotchequipment.com

A leader in sales for compact equipment 
that is innovating the tree care industry. 
Off ering sales and service for Branch 
Manager, Giant, Avant, Boxer, Gehl, 
Qtrak and now Cast Loaders.

TNTMAX, LLC
253 Madison Ave.
Wyckoff, NJ 07841
Contact: Casey Frank
Phone: 201-897-8686 
cfrank@tntmax.com
www.tntmax.com

Technology/IT-service company that 
provides manager services and consulting 
to small and medium-sized companies.

Seattle Manufacturing Corporation - SMS
6930 Salashan Parkway
Ferndale, WA 98248-8314
Contact: Evan Wert
Phone: 360-366-5534
ewert@smcgear.com
www.smcgear.com

Climbing and safety hardware: Carabin-
ers, pulleys, ascent/descender, rigging, etc.

Support the tree care industry by 
becoming an Associate Member today!

Contact membership@tcia.org

Circle 45 on RS Card or visit www.tcia.org/Publications
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Dave White, CAE, left, TCIA president and CEO, 
shares a laugh with Jerry Morey, Bandit Indus-
tries president, during Bandit’s 35th anniversary 
celebration in September at its Remus, Michigan, 
headquarters.
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Accident Briefs

All items taken from published reports or 
reported directly to TCIA staff, as noted.

Worker shocked working with crane
A crew member working with a crane 

August 3, 2018, in Salt Lake City, Utah, 
was shocked when he came into contact 
with the crane after it became energized by 
overhead wires.

The man was working with a crew from 
a tree company on a tree removal. He was 
near the crane and touched it after it had 
become “energized,” either by touching 
a live wire overhead or being near it. The 
man became “engaged for some time,” un-
able to pull his hand away from the crane 
as he continued to be shocked, according 
to the KSL TV and News Radio report.

The man was in extremely critical con-
dition after the shock, and was thought to 
have been moved to a hospital burn unit. 

The crane was being rented to the tree 
service, according to the KSL TV report.

Tree trimmer dies after fall from ladder
A tree trimmer died from his injuries af-

ter he fell an estimated 20 feet from a lad-
der August 4, 2018, in Jacksonville Beach, 
Florida.

Joseph English, a middle-aged man, was 
trimming a tree when he fell. He landed 
on brick pavers and was critically injured. 
He was transported to Memorial Hospital 
and died the next morning, according to a 
WJXT-Channel 4, WCWJ-Channel 17 re-
port.

Operator dies after fall from bucket
A tree worker who was injured August 

6, 2018, in Middletown, New York, when 
he fell from the bucket of a lift truck died 
from his injures two days later.

The 25-year man was working for a 
tree-service company when he fell some-
where between 30 and 40 feet.

The man initially was taken by Mo-
bile Life Support Services ambulance to 
Orange Regional Medical Center in the 
Town of Wallkill, according to a Times 
Herald-Record report.

Climber rescued after pinned on spar
A climber escaped with only minor inju-

ries after being pinned by a falling branch 
while suspended about 50 feet off  the 
ground August 14, 2018, in South Knox-
ville, Tennessee.

The man was removing the tree piece by 

piece outside a residence when he tried to 
cut off  the last branch and it buckled over, 
pinning his leg as he hung in a safety har-
ness.

The Knoxville Volunteer Rescue 
Squad’s vertical team and Rural Metro 
fi refi ghters responded.

The worker, however, was able to cut 
the branch loose and free himself. Rescue 
crews then threw the man a line, which he 
secured to the tree so they could lower him 
to the ground.

“What made it easy was the rope skills 
of the climber,” a Rural Metro spokesman 
told the Knoxville News Sentinel. “The 
climber knew what to do.”

He added that the man works for a pro-
fessional tree-cutting service, although he 
was working at the site alone.

The worker was taken by ambulance 
to a local hospital for treatment of minor 
injuries, according to the Knoxville News 
Sentinel report.

“This is an unusual call,” the spokesper-
son told the Sentinel. “It could have been 
a lot worse.”

No injuries when crane falls on house
No one was injured when a crane oper-

ated by a tree-trimming business toppled 
onto some townhomes August 15, 2018, in 
Chattanooga, Tennessee.

Two wreckers were brought in to lift and 
remove the crane from the townhomes, 
three of which were damaged. Two fam-
ilies were displaced, according to the 
Chattanoogan.com report.

Operator hurt when lift truck overturns
A bucket operator was seriously injured 

August 22, 2018, in Sellersburg, Indiana, 
after the lift truck on which he was work-
ing overturned at a residence.

Louis Curry, 48, a tree-service em-
ployee, was working in the bucket of 
the truck about 80 feet off the ground 
when the wheels sank into the ground, 
causing the truck to overturn onto its 
side. The truck had been driven in on 
plywood and set up in a grassy area be-
tween two homes. It appeared the hous-
es were not struck by the boom when 
the truck went over.

Curry was taken to University of Lou-
Accidents in the tree care industry that occurred during the month of August 2018. Graphic compiled from reports 
gathered by, or submitted to, TCIA staff.

Send your local accident reports to editor@tcia.org

mailto:editor@tcia.org


 Visit booth # 1405

Circle 50 on RS Card or visit www.tcia.org/Publications

https://online.icnfull.com/tci/?action=READSERV
tcia.org/safety


76 TREE CARE INDUSTRY – OCTOBER 2018

isville Hospital, according to a News and 
Tribune report.

Operator dies after being knocked from 
bucket

A man operating a truck-mounted aerial 
lift died August 25, 2018, in Hopkinton, 
Rhode Island, after a portion of the large 
tree he cut apparently struck the bucket, 
tearing off  the controls and a corner of 
the bucket and throwing the man to the 
ground.

The victim, Scott Larney, 49, an 
auto-body worker, was using the truck out-
side his own home at the time of the inci-
dent. He suff ered a traumatic arm injury and 
was rushed to Westerly Hospital, where he 
later succumbed to his injuries, according 
to a WJAR NBC 10 News report.

Man injured cutting tree
A man was injured at a home August 

26, 2018, in East Hampton, Connecticut, 
when a section of the tree he was cutting 
fell on him.

He was transported to a hospital by Life 
Star helicopter due to the severity of his 

injuries, according to a WFSB-TV-DT 
Channel 3 report.

Tree worker killed by runaway tree 
truck

A tree worker was killed on the job Au-
gust 28, 2018, in Bastrop County, outside 
Austin, Texas, when he was run over by a 
driverless truck.

The man, who was in his 50s and 
worked for a local tree-trimming compa-
ny, was trimming trees, trying to clear the 
right of way when a truck somehow went 
over the barrier, veered off  the road and 
hit him. The man was pronounced dead at 
the scene.

The truck, which had a wood chipper 
on the back, didn’t roll that far before hit-
ting the man, but picked up speed quickly, 
according to witnesses. They say the man 
was working on the side of the road when 
the truck hit him and pushed him to the 
bottom of the hill, according to a KXAN 
News report.

Homeowner electrocuted trimming trees
A homeowner trimming trees in his yard 

August 29, 2018, in Lincoln, Nebraska, 
was electrocuted after contacting power 
lines. The man was up in a tree trimming 
limbs when he came in contact with the 
lines.

Firefi ghters had to have the power shut 
off  so they could get the man down. The 
man was pronounced dead at the scene.

Neighbors confi rmed the man did live 
there and was not a hired worker, ac-
cording to a Channel 8 KLKN-TV ABC 
report.

Tree worker electrocuted in tree
A tree worker was killed when he con-

tacted a power line while trimming a tree 
August 29, 2018, in Columbus, Ohio.

A father and two sons, all members of 
a family tree business, were working on 
the tree or trees when one of the sons was 
electrocuted.

An emergency responder reported that 
the lines were thin and ran one above the 
other, and were somewhat hidden in foli-
age, according to a WCMH Local 4 You 
report.

(Continued on page 77)

mailto:studentcareerdays@tcia.org
www.tciaf.org


77TREE CARE INDUSTRY – OCTOBER 2018

Homeowner seriously injured trimming 
tree

A homeowner fell nearly 40 feet from a 
ladder while cutting a tree and sustained 
severe injuries August 31, 2018, in Ram-
sey, New Jersey.

The 60-year-old man was up on a lad-
der with a chain saw to trim branches off  

a tree in the backyard of his residence. 
When he cut a branch, the large tree limb 
swung around and hit the ladder beneath 

him, sending him falling to the ground.
The man sustained ankle injuries and  

displaced bones and injured his arm, but 
was conscious and alert when he was 
transported to Hackensack University 
Medical Center, according to the North 
Jersey Record report.

Circle 54 on RS Card or visit www.tcia.org/Publications
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By Kate Zabriskie

“We were ready to make him an offer, 
but then I saw the domestic-abuse arrests. 
With a quick Google search, our clients 
could easily fi nd the same information. I 
don’t need to ponder the larger risks, be-
cause this problem alone is a showstop-
per.”

“Why would I buy from someone who 
chooses a middle fi nger shot as his Twitter 
profi le picture? Goodness knows I made 
some bad choices early in my career, but 
clearly, he’s not ready to manage an ac-
count like ours. It’s too bad. I liked his 
presentation.”

“I couldn’t believe it when I came 
across what I did. She works for a great 
nonprofi t and I liked what she had to say, 
but that’s not her only career. The boudoir 
shots and escort activities are an interest-
ing sideline. Call me judgmental, but I just 
don’t want to work for her. I can’t be asso-
ciated with people involved in those kinds 
of activities.”

A  little digging on the internet 
can reveal a wealth of infor-
mation. Some of it’s true, 

some of it isn’t and all of it is out there 
for the world to see.

Fair? Probably not, but it is what it is. 
Our digital doppelgangers have tremen-
dous power, and as long as fi nding infor-
mation online is easy, it will be found.

So what’s a person to do to get control 
of his or her online image without spend-
ing a fortune? By following seven simple 
steps, you can take charge of your digital 
reputation.

Step One: Understand your digital DNA
The fi rst step in managing the cyber you 

is understanding who creates him or her. If 
you use social media, you’re contributing 
to your footprint. If you have ever owned 

property, had a landline, donated to chari-
ty, sat on a board or participated in any ac-
tivity where information is published in an 
online newsletter, that information is part 
of the digital you. 

You need to understand that your dig-
ital twin has lots of parents, and some of 
them are more concerned about presenting 
themselves in a positive light than others. 
Google yourself, and make a list of where 
information is coming from.

Step Two: Choose a strategy
The key to an eff ective online presence 

(or absence) is planning. Without a strate-
gy, you have no plan. To manage the on-
line you, you must decide what you want 
people to fi nd. You might choose to pres-
ent yourself as a well-rounded candidate 
for a job, defi ne yourself as an expert on 
a particular topic or align yourself with a 
cause that means something to you. What-
ever your choice, have a goal for present-
ing an online picture that matches your 
offl  ine objectives. 

Step Three: Remember, it’s not all bad
In most cases, a well-managed digi-

tal presence is better than no presence at 

all. Think about it; if you were in a hiring 
manager’s chair and could fi nd nothing in 
cyberspace about a candidate you were 
considering for an important job, would it 
concern you? Maybe. 

What most likely wouldn’t concern you, 
however, would be the discovery of a pro-
fessional LinkedIn page. In fact, the exis-
tence of such a page would probably serve 
as additional evidence of the candidate’s 
qualifi cations and suitability for a job.

Step Four: Put the best you out there
A picture is worth a thousand words, 

and a lot of what people say about them-
selves when choosing a profi le photo isn’t 
too good. The photos are blurry, old or just 
inappropriate. Get a professional photo 
taken and use it. 

Your virtual you should be congruent 
with the real you. In other words, don’t 
promise one thing and deliver something 
else. Update your photo every fi ve years or 
after you’ve had any signifi cant physical 
transformation. 

Next, check your privacy settings on 
all social sites you opt into. Do you re-
ally want people knowing what you’ve 
“liked” online, what you’re following and 

Branch Offi ce
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so forth? If your brand strategy isn’t to be 
political or provoking, think before you 
comment on anything controversial. 

Also, don’t forget that privacy settings 
change and people share comments. In 
short, what you say among friends may 
at some point be seen by people you 
wouldn’t expect to have access to your 
conversations. 

When it comes to social media, be disci-
plined and make choices that fi t with your 
strategy.

Step Five: Manage unfl attering infor-
mation

If you have information out in cyber-
space you wish wasn’t there and you are 
blessed with a common name, your dark 
data is probably buried pretty far down 
in the search results – especially if you 
actively publish other information about 
yourself. 

If you have a rather unusual name cou-
pled with a bad PR problem, you’ll need 
to be more proactive. Make site-by-site 
requests for information removal and 

start publishing. Comment on reputable 
blogs using your real name, leave prod-
uct reviews also using your real name 
and publish articles. Your goal is to cre-
ate noise and push negative information 
to the bottom of the pile. The stronger the 
sites where you post “good” data, the more 
likely those items will appear at the top of 
the results. 

For most people, a do-it-yourself ap-
proach is suffi  cient, but if you’ve tried and 
are still struggling, you can always hire an 
expert. Prices vary widely, so shop around.

Step Six: Set up an auditing system
Online reputation management isn’t a 

one-and-done activity. It’s ongoing be-
cause the internet is fl uid. What’s there 
today could be gone tomorrow and vice 
versa. 

As your own reputation manager, this 
means you must be on your toes and 
aware of what’s being said about you. An 
easy way to stay in the know is to set up a 
Google alert for your name. Then, as that 
search engine fi nds new mentions of you, 

it will let you know. 
Next, search the top engines for your 

name once a month. Check the fi rst two 
pages of results for anything troubling. 
Finally, once a year do a deep dive and 
look at every result. It’s time-consuming 
but worth the eff ort – especially if you’ve 
encountered problems in the past.

Step Seven: Remember why you care
When you work hard to make the real 

you great, your digital twin shouldn’t be 
allowed to ruin your reputation. In oth-
er words, the online you should be your 
advocate, not your adversary, and if you 
don’t manage him or her, you roll the dice 
and take your chances.

Kate Zabriskie is the president of Busi-
ness Training Works, Inc., a Maryland-
based talent-development fi rm. She 
and her team help businesses estab-
lis h customer-service strategies and 
train their people to live up to what’s 
promised. For more information, visit 
www.businesstrainingworks.com.

http://www.businesstrainingworks.com
tcia.org
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Clarifi cations on oak wilt 
article

The article on oak wilt in the Septem-
ber (2018) issue (“Oak Wilt: IPM Tactics 
Can Save Oaks” by Marcia Anderson) was 
very informative, but I think could use 
some clarifi cations. I have dealt with oak 
wilt for 30 years here in central Texas. 

Regarding the method of action with-
in the tree, the author states at one point 
that the “tree’s water-conducting vessels 
become blocked by either the [fungus] or 
the creation of … tyloses … that block the 
fl ow of water …” Then, several paragraphs 
later, she states that red oaks are more 
susceptible to the disease (true), because 
“white oaks produce tyloses that help keep 
pores open so they are not clogged.” This 
seems quite contrary to her fi rst descrip-
tion of tyloses. I think what she is meaning 
to say here is that the white oaks are able 
to compartmentalize oak wilt through pro-
duction of  tyloses, “walling off ” infected 
areas. I don’t think this is the proven rea-
son for white oaks’ resistance but, regard-
less, I think clarifi cation was needed here.

Regarding her discussion of pruning and 
time of year, this is a discussion that has 
been had at length in Texas for decades. 
She states “cessation of all oak pruning 
during the spring is the most eff ective 
tactic for preventing spread.” This is next 
to impossible in an urban area when trees 
confl icting with buildings, streets and 
walkways are a year-round problem. In 
Texas, “the spring” is defi ned by the Texas 
A&M Forest Service for oak pruning as 
February 1 through June 30. This means 
that for fi ve months such limbs would be 
left to cause safety issues, and also leaves 
the tree at risk for open wounds through 
breakage and/or abrasion (I was really 
happy to see the author acknowledge that 
weather and animals are also sources of 
wounding). Back in 2011, members of 
Texas ISA (including myself) worked with 
our forest service and ag extension to is-
sue guidelines that explain that such limbs 
should be removed ASAP, but that proper 
pruning techniques should always be used. 
Cutting “one or two feet below any visible 
injury” is not something I have ever heard 

will reduce oak wilt risk and, if misunder-
stood, could lead to lots of improper prun-
ing cuts or the unnecessary loss of canopy. 

Also regarding timing, the author states 
that injections of propiconazole should 
be made after June 15 to avoid creating 
open wounds that attract nitidulids. Yet, 
as she also accurately points out, chem-
ical uptake is reduced in hot weather. In 
Texas (and probably many other parts of 
the U.S.), injecting after June 15 means 
you will very likely see greatly reduced 
uptake, and all practitioners I know who 
are injecting for oak wilt do so during the 
spring to maximize uptake.

While I was glad to see the author refer 
to tool “sanitation,” she then immediate-
ly talks about “sterilizing” pruning tools. 
I recommend avoiding that term, as it is 
not accurate, and stick to “sanitizing.” 
And bleach is bad for your tools, even if 
you oil them as the author suggests. Even 
though bleach is mentioned in the Texas 
guidelines, every arborist I know uses an 
alcohol-based product.

Finally, the author states that “once an oak 
becomes infected … there is little that can 
be done to save the tree,” and for that rea-
son eff orts should focus on “non-infected 
trees.” While I am glad to see that the au-
thor makes it clear that propiconazole is 
not a cure, and I agree that propiconazole 
is more eff ective at suppressing symptoms 
when fi rst applied to trees that are not 
showing symptoms, it defi nitely is used 
successfully to suppress symptoms in live 
oaks. Multiple reapplications can keep in-
fected trees alive for years. I’m not sure 
if this qualifi es as “saving” an infected 
tree, but the author herself says there is a 
90 percent “success” rate with preventa-
tive treatments. I think there is a question 
here as to what is preventative and what is 
therapeutic, since these injections are of-
ten applied to trees fairly close to visibly 
symptomatic ones. Perhaps the author was 
just referring to red oaks, which I agree are 
toast once they get oak wilt.

One minor note: the genus for oak wilt 
is now Bretziella. (Don’t you wish those 
mycologists would stop changing these 
names?!)

Thanks for continuing to publish an al-
ways informative magazine.

Guy LeBlanc, Certifi ed Arborist
Arbor Vitae Tree Care
Austin, Texas

Marcia Anderson responds:
The writer of the letter to the editor is 

correct in most areas. He is obviously 
highly experienced in tree care and deal-
ing with oak wilt in Texas. It is an honor 
to get such good feedback from such an 
engaged reader. 

The climate in Texas is very diff erent 
from most of the other target states, as is 
the response of live oaks to oak wilt. I 
tried to keep Texas and live oaks in the 
discussion, but responding to oak wilt in 
Texas live oaks could have been an en-
tirely diff erent article. The article was 
mostly focused on the other three fourths 
of the country that have to deal with red 
oak devastation, and to explain how red 
and white oaks diff er in response to oak 
wilt. Yes, the white oaks diff er from red 
oaks in that they are able to compartmen-
talize oak wilt through production of ty-
loses, “walling off ” infected areas. 

As far as using injections of propi-
conazole to protect/prevent oak wilt is con-
cerned, that was in reference to use mostly 
on specimen red oak trees. Regarding san-
itation, we all agree it is extremely import-
ant, and using an alcohol-based product to 
clean the tools is yet another way to sani-
tize tools between cuts. 

Alternatives for fi lling tree 
holes

In the August 2018 issue, author Marcia 
L. Anderson, Ph.D., of the EPA, recom-
mended the use of expandable foam in tree 
cavities as a means of eliminating mos-
quito breeding habitat (Arborist Forum: 
“Tree Cavities Can Be Prime Mosquito-
Breeding Sites”). The merits of the rec-
ommendation are clear. We all agree that 
human safety is paramount. Putting aside 
for the present that the advisability and ef-
fectiveness of fi lling cavities with such a 
product is debated by the tree care indus-
try for other reasons, there is yet another 
factor to consider. 

Tree cavities are prime habitat for wild-
life. Most importantly, about 85 species 

Letters & Emails
Send Letters & Emails to editor@tcia.org
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of native birds have evolved to use them 
as nest sites. Excluding the 21 species of 
woodpeckers in North America that ex-
cavate their own cavities, the remaining 
cavity-nesting birds simply do not “know” 
how to build a twig or mud nest. Filling 
cavities reduces not only nesting opportu-
nities but also the protection these cavities 
provide to uncountable other organisms. 
The potential impact is not only lower 
breeding output, but reduction of the crit-
ical services these organisms provide to 
ecosystems. The steady removal of dead 
trees in urban settings, as well as removal 
of dead limbs from live trees, is already 
a practice with immeasurable impact on 
wildlife diversity. 

Balancing human health (and tree 
health) with the needs of wildlife is a 

perpetual challenge. That said, the risk 
of mosquitoes varies by location and 
region and should also be considered. 
Sadly, recommendations with a single 
objective often are made without con-
sideration of or mention of collateral 
impact. Are we remembering that IPM 
guidelines consider native wildlife? 
Do we check to see which have spe-
cial protections? Are we doing enough 
to collaborate with other disciplines 
before applying artificial management 
strategies? If not, we will continue to 
heap upon our planet the unintended 
but harmful consequences of our good 
intentions. 
Gillian Martin, director
Cavity Conservation Initiative
Orange County, California

Making the best of accident 
briefs

When I was at the Professional Tree 
Care Association of San Diego (PTCA) 
annual meeting in August, I had a mem-
ber tell me how he loves the magazine 
and he uses it for “training” his crew 
members. He takes the “Accident Briefs” 
listing and makes all his people read it 
and sign it and then he puts it in his fi le 
every month.

He said he does not like that there is a 
list – but he likes that we report it. 

Christi Ruiz
TCIA regional outreach coordinator - 
California
Fontana, California

http://www.tcia.org
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By Chris Keenan

It was a hot, very humid July day in 
Palm Beach County, Florida. I had 
started early getting the crew to-

gether to trim 1,000 feet of a 25-foot-
tall, 20-foot-wide ficus hedge. I had to 
trim the entire top evenly, and the road-
side was along six lanes of traffic flow-
ing both ways.

I’d loaded up the cooler the day before 
with plenty of Gatorade and water. I knew 
it was going to be a hot one. I wanted to 
make sure we were fully hydrated all day. 
I’d packed some pickles this day to help 
replace the sodium and electrolytes lost 
in the sweat, an extra kick along with the 
Gatorade. The pickles were ice cold and 
crisp.

We started at 5 a.m., and I was in the top 
of the hedge by 6. a.m. with a spotlight on 
my aerial lift. About six hours into the job, 
I took a 15-minute break. I scarfed down 
two crisp, cold pickles, and they were so 
good, I kept chomping away and ended 
up eating all nine pickle quarters that I’d 
packed. I then jumped back into the lift, 
fi red up the trimmers, took 20 seconds to 
swallow a Gatorade and went back into 
high gear.

About 15 minutes later, and with about 
300 feet of fi cus yet to go, my stomach 
suddenly started gurgling.

I’m a stickler for having the right tools 
for the job, so I always have toilet paper 
and plastic bags behind the seat. I’ve never 
gotten caught on a job site where a mem-
ber of the crew or I couldn’t get into the 
back of the grapple truck to take care of 
things with a plastic bottle or a bucket or 
plastic bag in an emergency, if need be. 
The sides of the grapple truck are high, so 
there is plenty of privacy.

But this day I was in trouble!
I was 600 feet from the front gate to the 

HOA community with a rookie-in-training 
at the gatehouse asking for all types of 
identifi cation, even though we had been 
working for the HOA for years. I was 
30 feet in the air and 15 feet out over the 
hedge. My stomach was cramping like 
never before. I looked down at the traffi  c 
passing by and they were looking at me. I 
looked at the grapple truck, about 100 feet 
away, my closest option.

I turned off  the trimmer, then clenched 
and boomed down as fast as I dared. I 
quickly unhooked my safety harness, 
clenched and tried to speed walk to the 
truck. I didn’t make it. And it was obvious 

to anyone looking.
Embarrassed, I climbed into the bed of 

the truck and called my wife. After she 
was done laughing, she agreed to swing by 
with a package of wet wipes and a change 
of clothes. And I was ready for round two 
with the hedge.

Lesson learned? Always have an emer-
gency pair of pants and a shirt to go along 
with the toilet paper. And go easy on the 
pickles.

Chris Keenan is the owner of CK’s Com-
plete Tree Trimming & Landscape, Inc., in 
Delray Beach, Florida .
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