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Onyx is the cost-effective insecticide that provides long 
residual activity and broad-spectrum control of the toughest
pests that attack trees, including bark beetles, wood borers
and clear wing borers.

Onyx insecticide is formulated with the proven capabilities of
its active ingredient bifenthrin. This, combined with a patented,
proprietary carrier that optimizes trunk spray applications,
allows for low use rates and high-performance effectiveness. 
It is particularly effective when used as a preventive treatment,
prior to the adult flight of selected pests. 

And unlike other pyrethroids, Onyx has no alpha-cyano
group in its chemical structure, which means it’s tough on
pests, but easy on you. 

So start protecting precious trees with Onyx insecticide. For
more information, contact our Customer Satisfaction Center at
1-800-321-1FMC, or visit us at www.pestsolutions.fmc.com. 

Onyx™ Insecticide. Tough protection against tough tree pests.
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Irecently went to Georgia to visit TCIA members, meet with Jerri LaHaie of the Society of
Municipal Arborists, visit with another exec and consultant, and to see my former staff in Macon.

It was a bit of a nostalgic trip covering some of the same roads my husband and I traveled during
our honeymoon many years ago, enjoying one of the most beautiful areas of the country when spring
comes, and seeing people who were key to my leadership development.

What hit me during this trip that intersected my current professional work with my past was that the
tie through all of it is the people. It’s true that you can never go back, and often we don’t want to. For
instance, I wouldn’t want to be 20 years younger unless I could take some of the good sense I’ve gath-
ered with me.

What you can do is realize how important the journey is and the impact that you have on others and
that they have on you. It amazed me what had made an impact on others that people shared with me
in conversations – ways that I had positively impacted their lives that I had no idea had been impor-
tant to them. I also learned how strong the bonds can be when one former staff member still felt
comfortable enough to dissolve into tears and share some current life’s troubles.

It also was fascinating to see my former city of residence through the eyes of a dynamite young busi-
ness owner and to learn what was growing and changing. Sharing the excitement together of a business
that is soaring and the impact that his leadership is having on the public’s understanding of tree care
was tremendously rewarding for me. I felt like I was still able to positively contribute to a place I used
to live and care about through my current work.

So the message I want to leave with you this month is to always think really hard about the people
around you and the interactions you have on any given day. You may never know – or you may only
know much later – how important what you are saying or doing is to the people around you. The jour-
ney is very important and the people who work with you are sharing that ride every day.  If you move
on – or they do – you may not be together every day, but they and you will carry the experience of that
trip always.

Travel with care.

2

Cynthia Mills, CAE
Publisher

Journeying Back
Outlook

TCI's mission is to engage and enlighten readers with the latest industry news and information on regulations, standards, prac-
tices, safety, innovations, products and equipment. We strive to serve as the definitive resource for commercial, residential,
municipal and utility arborists, as well as for others involved in the care and maintenance of trees. The official publication of the
non-profit Tree Care Industry Association, we vow to sustain the same uncompromising standards of excellence as our members
in the field, who adhere to the highest professional practices worldwide.
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RAYCO
AND ITS COMPLETE LINE OF
BRUSH CHIPPERS

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

Rayco…Setting the Industry Standard

In 2005, Rayco will be introducing 10 New Brush Chippers from 6" to 20" capacity,

making Rayco your one stop manufacturer for environmental equipment. 

Rayco...Setting the Industry Standard.

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

� Hydraulically engaged clutch never
needs adjustment

� Heavy duty 80 HP diesel engine

� High capacity intake rate

� Tough structural steel tubing frame

� Easy to use

� Engine enclosure design maximizes
service access

� Automatic feed control

� Large roller enhances feed performance

� Low maintenance cost

� 360° swiveling discharge chute with
adjustable discharge deflector
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Evergreen trees keep a landscape
cool and green almost all year.
Deciduous trees, having shed their

leaves in autumn, remain barren when Od
Man Winter takes over a landscape. But the
evergreens light up an area with their broad
or narrow leaves with a wide range of
shades of green (even some blue!), making
them a great addition to any landscape.

While broad leaf evergreens are suitable
for USDA zones that do not have severe
freezing or below-freezing temperatures,
narrow leaf conifers are suitable for almost
all climatic zones in the United States.
Conifers offer unlimited choices with
regard to stature (size), form, foliage tex-
ture or color. 

It is easy to create a visually appealing
landscape with conifers as they come in
every conceivable shape – rounded
(globoid), weeping, narrow upright (fasti-
giate), broad upright, prostrate, spreading,
irregular, pyramidal or mounding. Conifers
also provide a broad spectrum of colors:
green, yellow, blue, orange and purple.
Bicolor needles with stripes, spots or

patches are not uncommon in conifers.
Some conifers have leaves that are feath-
ery, and others have stiff needles. All
except the junipers and yews (which pro-
duce berry-like fruits) bear cones in an
assortment of colors and shapes.

Conifers are gymnosperms. They are
different from the flowering, fruit-bearing,
seed-producing angiosperms we see in
most landscapes. Unlike angiosperms, in
which the seeds are enclosed within a fruit,
conifers produce naked seeds. They belong
to the order, coniferales, the cone-bearing
gymnosperms. Some of the popular
conifers that are suitable for home land-
scaping include Abies spp (firs), Cedrus
spp. (cedars), Thuja spp. (Arborvitae),
Tsuga spp. (hemlocks), Pinus spp. (pines),
Juniperus spp. (junipers), and
Chamacyparis spp., Picea spp. (spruces).

Selection of conifers

There is a conifer for every landscape,
large or small. Whether one lives in a huge
mansion with acres of land or in a condo-
minium, conifers offer unlimited choices to

design an entire landscape or to use selec-
tively as ground covers, a fence or wall to
create garden rooms, accent plants or all of
the above. Some factors to be taken into
consideration in selecting conifers are: 

� Climatic and soil conditions; 
� Size with reference to annual growth; 
� Final height and spread;
� Growth habits. 

Conifers have a worldwide distribution
under subarctic and subtropical conditions.
Conifers prefer Northern American climat-
ic conditions to the hot, dry southern
climatic conditions. However, they can
adapt to grow in stressful environments,
such as drought, high winds, sizzling heat
and numbing subzero cold. Junipers and
ponderosa pine growing east of the
Rockies are exposed to all of the above.
Cypress can grow in the swamps of Florida
and Louisiana. For best growth, grow them

8 TREE CARE INDUSTRY – MAY 2005

The weeping blue Atlas cedar, Cedrus atlantica ‘Glauca
Pendula’, adds drama to a landscape. It is a slow grower
with spreading branches 15 to 20 feet wide. It prefers
sun and, once established, is drought tolerant. All photos
by Lakshmi Sridharan.

By Dr. Lakshmi Sridharan
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in full sun to part shade, and rich, loamy,
well-drained soil. Conifers, especially
when young, generally prefer soil rich in
organic matter and with good drainage.
Mulch them heavily with shredded leaves,
pine needles or compost. When well estab-
lished, they can tolerate a certain amount of
drought and neglect. 

Conifers are perennial shrubs and trees
that are capable of living for thousands of
years (for example, the giant sequoias,
Sequoiadendron giganteum, of California
and bristle-cone pine, Pinus longavea)
under favorable growth conditions. Giant
conifers may not be suitable for home land-
scaping. However, as mentioned earlier,
conifers range in size from a few inches to
hundreds of feet. In almost every genus, an
arborist can select the right size suitable for
the landscape. 

Conifers for containers and bonsai

In almost every genus, there are smaller
versions of giant-size conifers that would
neatly fit into a container of choice.

Chamaecyparis, or false cypress, is an
interesting genus, halfway between
arborvitaes and junipers. Most of them are
dwarfs, as short as one foot high to as tall
as 8 feet high. In general, the Obtusa types
look like arborvitaes and the pisifera like
junipers. The latter are often hardier. The
very smallest Chamaecyparis obtusa are
the best plants to give structure to contain-
er gardens or bonsai, where detailed
foliage is important. They will also grow in
the open ground, but protect them from
wind and winter sun. Most Chamaecyparis
are shade tolerant. 

Some of the C. obtusa cultivars that are
good as bonsai and container plants
include: C. obtusa ‘Bess’ (1 foot by 1 foot)
with deep green foliage in fan like swirls;
C. obtusa ‘Kamani Hiba’ (18 inches by 18
inches) with gold and green whipcord
foliage and irregular compressed growth;
C. obtuse ‘Kosteri Nana’ (1 foot by 1 foot)
with tiers of fans of thick foliage; the slow-
growing conical C. obtusa ‘Meroke’; the
globoid C. obtuse ‘Split Rock’ (2 foot by 2
foot) with blue green foliage, and; C.
obtuse ‘Torulosa Nana’ (2 foot by 3 foot)

with tight, coral-like leaves on a dense
cushion. 

Equally beautiful as container and bon-
sai plants are the following Chamaecyparis
Pisifera cultivars: C. Pisifera ‘Boulevard’
(3 feet by 2 feet) with irregular growth and
beautiful two-tone blue and silver foliage;
the globular C. Pisifera ‘Minima’ (2 feet by
2 feet) with deep green curved foliage; the
slow growing C. Pisifera ‘Squarrosa Nana’
(18 inches by 18 inches) with tight, gray-
green foliage, and; the hardy, beautiful
bun-like C. Pisifera ‘Tsukumo.’

Abies (fir) offers quite a few dwarfs with
pleasing shapes (globular, upright and
weeping) and green to blue foliage that
would fit beautifully into small landscapes,
as accent plants in containers or on the
ground. Some of them prefer part shade
and others prefer full sun. Here is a short
list of these gorgeous little gems: A. bal-
samea ‘Nana’ (2 feet tall), globular; Abies
concolor ‘Candicans’ (concolor fir), (5 feet
tall), narrow, upright open habit with long
silver-blue needles and upright blue/purple
cones; Abies concolor ‘Select’ (White Fir),
(5 feet tall), blue-white colored needles;
Abies koreana ‘Silberlocke’ (Korean Fir),
(15 feet tall), attractive recurved needles
with silvery white undersides.

Juniperus, or junipers, grow best in
sunny locations in well-drained soil. The
miniature junipers are slow-growing,
hence suitable for containers, rock gardens
or bonsai. J. Chinensis ‘Saybrook Gold’ (4
inch by 2 feet) with star like pattern of
growth and golden foliage; the conical J.
Chinensis ‘Capitata’ (2 feet by 8 inches);
creeping J. Communis ‘Corriegon’ (2 inch-
es by 3 feet), and; the blue rug J.
Horizontalis ‘Wiltonii’ (1 inch by 4 feet)
would look great when grown in a contain-
er or on a slope.

Picea (spruce): Spruces prefer sun, but
can tolerate part shade. Dwarf spruces are
good as container or accent plants.
Globular black spruce P. Mariana ‘Nana’
with bluish foliage, globular Serbian
spruce, P. Omorika ‘Nana’ (3 feet by 3 feet)
with pretty blue-green foliage, the tiny P.
Omorika ‘Pimeko’ (6 inches by 6 inches)
with blue and green needles, the light green

conical Alberta spruce P. Glauca ‘Conica’
(3 feet by 2 feet), the blue spruce prostrate
Pungens ‘Glauca Procumbens’ (8 inches
by 2 feet) are some of the dwarf spruces
worth growing. 

Pines are the most popular conifers with
a wide range of sizes, shapes (globular,
pyramidal, pendulous, weeping or pros-
trate) and needles. Some can live for
thousands of years. The dwarf cultivars,
Mugho ‘valley cushion’ (18 inches by 24
inches), Mugho ‘Mops’ (3 feet by 3 feet),
Nigra ‘Hornibrooki’ (3 feet by 4 feet), the
Japanese white pine with irregular growth,
Parviflora ‘Ko Raku’ (3 feet by 3 feet)
would make excellent additions to any
small landscape.

The Tsuga spp., popularly known as
hemlocks, are shade-loving evergreens.
Canadian hemlock cultivars, compact
globular ‘Cappy’s choice’ (8 inches by 10
inches) with gold green needles, the
spreading ‘Cole’s Prostrate’ (6 inches by 3
feet), the petite, slow-growing (12 inches
in 10 years) columnar ‘Harmon’, and the
irregular, upright miniature ‘Hussii’ (1 foot
by 10 inches) with tiny foliage are good
choices for containers.

TREE CARE INDUSTRY – MAY 2005 9

Conifers come in every conceivable shape – rounded,
weeping, narrow upright, broad upright, prostrate,
spreading, irregular, pyramidal or mounding. 
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Columnar conifers 

Columnar conifers add height to a land-
scape. Use columnar conifers as accent
plants or walls. Your choices are almost
unlimited, depending on how tall the

conifer should be in a landscape or the
desire to make a bold statement. 

The dwarf upright spruces (Picea spp.)
like full sun, and grow to a height of 3 to 7
feet in 10 years. They are hardy to Zone 3.
Picea pungens ‘Fastigiata’, (columnar blue
spruce), Norway spruces Picea abies
‘Cupressina’ and Picea abies ‘Hillside

Upright’ (dwarf, dark-dark green upright
with superior form), the pyramidal purple
spruce, Picea purpurea with beautiful vio-
let-purple cones, and Picea abies ‘Berry
Garden Fast’ with short, dark-green nee-
dles and brown buds are some of the dwarf
spruces suitable as accent plants on the
ground or in containers.

For alpine or rock gardens, use miniature
columnar trees such as Juniperus commu-
nis ‘Succica Nana’, ‘Pencil Point’, or
‘Compressa’, Swiss stone pine ‘Glauca’
(Pinus cembra ‘Glauca’) and Douglas fir
‘Fastigiata’ (Pseudotsuga menziesii
‘Fastigiata’). These grow well in sun or for
part-shade areas receiving 4 to 5 hours of
sun. 

The white pine Pinus sylvestris
‘Fastigiata’ (30 to 50 feet tall, blue-green
needles); ‘Spaan’s Fastigiate’, a slower-
growing fastigiate form that is less
susceptible to breaking up under snow and
ice, and; 60 foot tall by 20 foot wide Pinus

Prostrate or spreading conifers are well-suited to grow
on a slope or in the garden. 

THE POWER TO KEEP UP
WITH YOU.

tiltonequipment.com

Imported and distributed in the Eastern US exclusively by 
Tilton Equipment Company

877-693-7729

This Is Not Your Average
Power Equipment.

When you’re ready to do the job,
you want the power of Jonsered’s
legendary quality in your hands.

Backed by fifty years of manufacturing
excellence ... and 100% parts 
and service dealerships, Jonsered 
performers can’t be found in big box
stores for good reason. This is not
your average power equipment.

If you demand dependability every
time, reach for the RED. Contact the
dealer nearest you.
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strobus ‘Fastigiata’ with narrow, ascending
columnar form, with branches that hug
close to the central leader are hardier to
Zone 2 as accent plants and screens. The
white pines perform well in full sun to par-
tial shade in moist, rich, acidic and
well-drained soils. 

For narrow Arborvitae, use pyramidal
Thuja occidentalis ‘Degroots Spire’ or
Thuja occidentalis ‘Smaragd’ (Sun loving,
12- to 15-feet tall and 4- to 5-feet wide with
green foliage). It is one of the popular ever-
greens grown for windbreaks and
year-round privacy screening.

Cupressus sempervirens, popularly
known as Italian cypress, has a narrow
columnar habit of growth. In warmer cli-
mates as in the western United States, it
grows to a tall, dark-green column 40 to 60
feet in height and 3 feet wide. Plant three
feet apart to give a dense screen. Italian
cypress is often used for framing, as a
strong accent around large buildings, or in

the formal landscape. A densely formed
columnar crown with great blue color
makes this tree a showpiece for the small
landscape or to fill in a tight corner. It
prefers full sun and well-drained soil of
any kind – clay, sand, loam, alkaline or
acidic. It is very tolerant to drought. 

Weeping conifers

Pendulous or weeping trees add drama to
any landscape. The stately weeping white
spruce, Picea Glauca ‘Pendula’ has blue-
green foliage that grows downward to
create a fantastic impression. ‘Pendula’
prefers sun or light shade and rich, moist
soil, but is adaptable to a wide range of
conditions. It tolerates harsh conditions
and is often seen on lists of deer-resistant
landscape plants. Wonderful weepers
include Picea abies ‘Pendula’ or
‘Frohburg’ (narrow form), Pinus strobus
‘Pendula’ (weeping white pine with bluish
green needles, hardiness Zones 3-8),
Chamaecyparis nootkatensis ‘Glauca

Cupressus sempervirens, popularly known as Italian
cypress, has a narrow columnar habit of growth.
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Pendula’ (weeping Alaskan blue cedar,
blue green foliage, zones 5-7) or ‘Green
Arrow’ (narrow form), and Pinus sylvestris
‘Mitsch Weeping’.

The weeping blue Atlas cedar, Cedrus
atlantica ‘Glauca Pendula’, with its droop-
ing form adds drama to a landscape. Use as
a large specimen or accent. Pendulous
branchlets with icy-blue needles make this
evergreen simply stunning. It is a slow
grower with spreading branches 15 to 20
feet wide. It prefers sun. It is heat and cold
hardy (Zones 3-9). Once established, it is
drought tolerant. 

Stake the weeping conifer and train to
give the desired height. The drooping
branches would grow downwards creating
an attractive form.

Prostrate forms such as Pinus sylvestris
‘Albyns’ and ‘Hillside Creeper’ are more
dramatic when grown on a slope or fall in
the garden. For shadier sites, the Douglas
fir, Pseudotsuga menziesii ‘Graceful
Grace’ (slim plant with weeping branches
and light blue-green needles, Zone 4), and
Tsuga canadensis ‘Pendula’ (Canadian
hemlock, Zone 3-7 ) are suitable.

Seasonal changes

Seasonal changes are not uncommon in
conifers. Some of them highlight one color
over the other in various seasons. Yellow
color in the foliage during winter may fade
to green in summer. Pinus sylvestris
‘Aurea’ (golden Scotch pine), P. virginiana
‘Wates Golden’ (‘Wates Golden’ Jersey
pine) and P. strobus ‘Winter Gold’ (‘Winter
Gold’ white pine) have more yellow in

their foliage during winter and green in
their foliage during summer. P. glauca
‘Rainbows End’ (‘Rainbows End’ dwarf
Alberta spruce) has green foliage in spring,
and yellow in midsummer. Chamaecyparis
thyoides ‘Heatherbun’ (‘Heatherbun’ false-
cyparis), produces purple hues in winter
and soft blue-green foliage, resembling
heather, in summer.

Cones

Flowers in conifers are rather inconspic-
uous, however, the seed-bearing cones that
come in different sizes, shapes and colors
enhance the beauty of conifers. Female
cones are showier than male cones. Picea
abies ‘Acrocona’ (‘Acrocona’ Norway
spruce) has purple-red cones on branch tips
in spring. Abies concolor ‘Candicans’ has
blue purple cones in spring. 

New growths also show variable colors
in different seasons – lighter shades of
green, yellow or even red. For example,
Norway spruce Picea abies ‘Cruenta’ and
P. abies ‘Rubra Spicata’ have red new
growth in spring, and later green, in
warmer temperatures.

Evergreen conifers are low maintenance
plants. Some may show discoloration, win-
ter burns, sagging, etc. during severe
winter. When warm weather returns they
will bounce back. Remove the dead
branches. Give them support when young.
Insects or microbial disease may attack
some conifers, but one can easily take care
of the problems using appropriate control
measures. 

One can shape small conifers to create
exotic shapes (topiaries) or just enjoy their
natural shapes. Huge columnar conifers
can be cut to any desirable height.
Considering the longevity and diversity of
conifers, a little care would go a long way
in creating a whimsical landscape.

Lakshmi Sridharan is a scientist with a
Ph.D. in molecular biology, botany and
microbiology. She is author of A
Practical Guide to Growing Roses
Successfully, and can be reached via
www.lakshmi-sridharan.com.
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The seed-bearing cones that come in different sizes,
shapes and colors enhance the beauty of conifers.
Female cones are showier than male cones.
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Ruggedize a PDA/GPS with OtterBox Armor 1900
Today’s tree care specialists use technology such as PDA/personal digital assistant and GPS/global position sys-

tem units to track locations, record data and map the field. However, one wrong move means loss of information and
the device itself. Enter the OtterBox Armor 1900 drop-proof, waterproof, dustproof case from Otter Products. The
OtterBox Armor 1900 features a glass-reinforced polycarbonate shell, flexible screen membrane for user interaction,
protective flip-up screen cover, rubber overmolding for optimum grip and impact absorption, easy-open/secure-close
latches, infrared (IR) usability, access to SD/secure digital and CF/compact flash card slots, and adjustable neoprene
hand strap. Optional POD (portable on demand) attachments allow addition of GPS units, and accessories such as
the neck lanyard and belt clip permit easy carrying. Rugged field computers range from $1,000 to $5,000, which
doesn’t even include GPS capabilities. With the Armor 1900, users can ruggedize traditional units for thousands less.
Just drop it in and relax. Contact Otter Products, LLC at 1-888-695-8820 or via www.otterbox.com.

Cutting Edge - Products
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Growth Products 18-3-6 with natural L-amino acids
Growth Products new 18-3-6 combines its best selling fertilizer with

natural L-amino acids, providing an important hybrid of organic based
and synthetic fertilizers. This combination has both the benefits of slow
release nitrogen from Growth Products’ Nitro-30, which enhances the
foliar uptake of all nutrients, and the chelating and soil con-
ditioning properties of natural L-amino acids. 18-3-6’s
organic component contains 17 amino acids and a broad
spectrum of vital complex organic nutrients that aid in chela-
tion, nutrient uptake and healthy turf green-up, with a
noticeable increase in turf quality. Recommended for all turf
grass applications, including bentgrass, rye, fescue and warm season
grass. 18-3-6 with L-amino acids can be safely used over newly seeded areas. 18-3-6 is ideal
for both foliar spray on all plant materials or used for soil injection of trees and shrubs. 18-
3-6 is compatible with herbicides, fungicides and insecticides. Growth Products, Ltd.
provides a broad range of liquid fertilizers, chelated micronutrients, natural organics and
patented biological fungicides to all segments of the green industry. Contact Growth
Products at 1-800-648-7626 or via www.growthproducts.com.

New England Ropes
Therma-Shield Prussik

New England
Ropes new
Therma-Shield
Prussik utilizes
New England
Ropes HRC,
the “Heat
Resistant Cover”
that is a blend of
braided Technora and
Spun Nomex. This
unique cover materi-
al combines abrasion
resistance with excep-
tional resistance to surface melting. This
new prussik line comes standard with a
braided core of 100 percent Vectran, a liq-
uid crystal polymer that has very high
strength, a high melting point and ultra low
stretch. The product has a superb hand, is
supple out of the box and maintains this
suppleness throughout its useful life, and
provides maximum grip. Therma-Shield
Prussik is available in 8mm diameter only
and has a tensile strength of 6,100 pounds.
It can be purchased pre-tied or by the foot
through leading tree care suppliers.
Making ropes for more than 38 years, New
England Ropes pioneered the 16-strand
climbing category with the introduction of
industry-standard Braided Safety Blue and
Hi-Vee. Contact New England Ropes at
(508) 730-4524 or via www.neropes.com.

RedMax’s powerful G5000 chain saw
RedMax’s G5000 chain saw is powered by a durable 49.3 cc (3.0 cu. in.), 3.6 hp engine,

and is offered with a 16-, 18- or 20-inch bar for serious, heavy duty cutting. The G5000’s
engine is equipped with RedMax’s exclusive, dust-free intake, which keeps sawdust and

other dirt out of the engine, increasing reliability. The
engine’s closed transfer port results in increased power

and stable RPMs, leading to
higher productivity. The crank

case is made of strong, light-
weight aluminum alloy, and the spark

is delivered through a CDI ignition (Capacitive
Discharge Ignition). The chain tensioner for this rugged 11

pound saw is on the side for easy adjustment and worry-free opera-
tion. The G5000 carries RedMax’s one year commercial warranty. Contact

RedMax, Komatsu Zenoah America Inc. at 1- 800-291-8251 or via www.redmax.com.
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Fox Paws remote shut-off
protects workers

A new product developed by Ted Lacy
of Red Fox Enterprises is designed to pre-
vent injuries or death caused by workers
being caught in machinery. Fox Paws, a
small wireless device worn on a belt or

badge clip by one or more workers, cuts all
power to a machine with one touch of the
button. Fox Paws is easily adaptable to
almost any piece of machinery whether it’s
electrically powered or requires diesel or
gasoline as a fuel source. Up to four sepa-
rate transmitters are available with each
unit so that multiple workers can have easy
access to the shut-off device. Because it
was designed for farmers and others work-
ing alone in remote areas, one of the four
models of Fox Paws operates a GPS track-
ing device, which uses orbiting satellites to
establish coordinates on the ground. The
Fox Paws with Fox Tracker will not only
shut down the machine, but will also auto-
matically alert a call center operator that
there is a problem at that location. The call
center will then notify the proper person-
nel. “This product will save lives,” says
Lacy. “We made extensive studies of
industrial accidents in the U.S. and have
found that a Fox Paws unit would have pre-
vented deaths on machinery from small
concrete mixers or wood chippers, all the
way to large refuse compactors or industri-
al bailers.” Fox Paws come in four
different models: 100, 200, 300 (with GPS
option) and 400, each varying for use on
different types of equipment and power
sources. Contact Red Fox Enterprises at 1-
877-733-3693, (208) 231-5625 or via
www.redfoxenterprises.com.

Vermeer HG6000TX grinder adds track undercarriage
Vermeer Manufacturing Company’s new HG6000TX horizontal

grinder has a track undercarriage, with
20-inch or 24-inch double
grouser track pads, that uses
sealed track rollers and com-
pressed coil springs to
provide increased traction
in unstable ground condi-
tions. The boxed track
frame is set at a 2-degree tilt to
provide increased ground
clearance at the front of the infeed,
helping this unit move around without additional support equipment. The anvil design
allows convenient removal for maintenance and/or replacement from ground level,
enabling all anvil work to be performed outside of the machine. For easy maintenance, the
entire millbox lid opens from the top of the machine, allowing the operator to quickly
remove or change a screen. A 48-inch “V-cleat” single discharge belt provides a smooth
transition of material flow from the machine to loadout, allowing for increased discharge
volume. The Duplex Drum System offers the industry’s latest technology in hammer
design and replacement procedures. A standard microprocessor-controlled PT Tech
hydraulic PTO handles transfer of power and torque from the engine to the mill. The patent-
pending SmartGrind system monitors engine RPMs and adjusts the feed rate to maximize
performance. The auto-reverse system will maintain a constant feed rate and reverse the
feed system only when engine RPMs drop below efficient operating range. The operator
can also reverse the feed roller independent of the feed table to reposition irregular materi-
al. The wireless remote allows adjustments and monitoring without climbing in or out of
the cab. Contact Vermeer via www.vermeer.com.
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Cutting Edge News

Local firms emulate Giving
Tree for Arbor Day

In Forest Park, Ohio, TCIA members
Back Tree Service, Asplundh Tree Service
and Rayco Manufacturing chipped in on a
volunteer effort to clear trees in preparation
for April 29 Arbor Day ceremonies. 

Back Tree, Asplundh, Rayco and
Wessling Tree Service donated labor and
equipment to assist the Hamilton County
Park District, Cinergy Electric and the City
of Forest Park remove undesirable trees
and chip brush at Winton Woods, a
Hamilton County Park District park. This
volunteer work occurred on March 3 at the
site of the 2005 Arbor Day ceremony.

“These companies are truly what com-
munity service and giving is all about,”
said Tim Boehmer, Hamilton County Park
District arborist, “It was a good feeling to
be around those who care about trees and
the environment. The teamwork of all
involved was superb.”

Volunteers from General Electric,
Hamilton County Park District and the
City of Forest Park were going to replant
the area with trees and plants that grow low
at maturity in the area. The plants were
being chosen for both their aesthetic beau-
ty and contributions to the habitat. “Arbor
Day 2005 got a great head start thanks to
these companies,” said Boehmer.

Summit launches ArborMAX
insurance program

Summit Insurance Services, Inc. has
launched a new insurance program designed
specifically for tree and landscape contrac-
tors – ArborMAX. Available since March 1,
2005, the program is underwritten by Alea
North America Insurance Company, rated
“A-” by A.M. Best and S&P.

ArborMAX offers general liability,
property, inland marine, automobile and
umbrella coverage along with value-added

services. It also provides a wide range of
coverages tailored to meet the specific
needs of the tree and landscape industries,
such as:

� Pesticide & herbicide applicator coverage
� Workmanship error (including consult-

ing) coverage
� Tools & equipment coverage
� Per project & per location coverage
� Coverage for additional insureds 

ArborMAX provides administration,
loss control and claim service. Ward North
America will administer claim service. A
Summit loss control representative will
also help clients evaluate potential business
risks and develop workplace strategies to
control these risks. ArborMAX is commit-
ted to the tree and landscape industry and
will focus on delivering the services,
coverages, and competitiveness that this
class of business requires.

ArborMAX is currently available in the
states of CA, CT, Fl, MI, NJ, NY and PA,
and has plans to expand. The minimum
premium requirement is $5,000, with many
payment options available. ArborMAX

will be distributed exclusively through
Summit appointed “Green Industry” spe-
cialists. For further information, contact
Mike Rook at Summit Insurance Services,
Inc. at 1-800-409-0226 or mrook@sum-
mitins.net.

RedMax honors Michigan
sales rep. Mark LaDouce
RedMax, Komatsu Zenoah America Inc.
recently honored Mark LaDouce of Power

E q u i p m e n t
Distributors for
outstanding sales
p e r f o r m a n c e .
RedMax regional
sales manager
Dusty Patterson
p r e s e n t e d
LaDouce with a
Taghauer watch as
a symbol of the
company’s appre-
ciation.

LaDouce is with Power Equipment

From left, Shawn McClurry, Scot Kitzmiller and Tim Boehmer, all of the Hamilton County Park District; Dan Stefano and
Jeremy Hendren, both of Back Tree Service; and Hamilton County Park District employees Ramoan Capetillo, Bill Wienel
and Matt Deachler, pose during a break from Arbor Day preparations in Ohio.

Mark LaDouce

TCI Mag 5.05_Front_V4.qxp  5/2/2005  1:28 PM  Page 18



Distributors, headquartered in Richmond,
Mich., distributor of  RedMax outdoor
power equipment in Michigan, Ohio,
northern Indiana, western Pennsylvania
and eastern Wisconsin.

Oregon donates equipment
for quake recovery

Oregon Cutting Systems Group of
Blount Inc. joined forces with other
members of the Japan Forestry
Machinery Association and Japan’s
Ministry of Agriculture, Forestry and
Fisheries to provide much needed equip-
ment to earthquake-stricken Sumatra,
Indonesia. 

The donation of replacement saw
chains manufactured at the Portland,
Ore., plant will be shipped from the com-
pany’s Yokohama, Japan, distribution

center. These chains will be combined
with chain saws donated by Japanese
chain saw manufacturers.  

The saws will be used in the clean-up of
downed trees and damaged wood struc-
tures. The heavy use that these saws is
expected to receive will be complicated by
the debris on the downed trees and dam-
aged structures, resulting in greater wear
than would occur during normal use. The
Oregon replacement chains will help speed
the clean-up.

The chains provided were selected to
match the brands and models of the donat-
ed chain saws. Providing chains to match
specific saws was not an obstacle as
Oregon manufactures original-equipment
chain used by most chain saw brands. The
company also manufactures replacement
Oregon brand guide bars to fit nearly every
model of chain saw.  

ArborSystems hires sales
and marketing manager

Brent Doolittle has joined the
ArborSystems team as sales and marketing
manager. Doolittle will manage the compa-
ny’s sales and marketing efforts with a
focus on expanding markets in the western
United States. ArborSystems primary prod-
uct line is the Wedgle Direct-Inject Tree
Treatment System. This includes the inno-
vative Wedgle trunk injection unit plus a
wide line of Direct-Inject chemicals. 

Doolittle studied business with an empha-
sis on marketing at George Fox University
in Newberg, Ore., and received his BA in
psychology from the University of Virginia
in Charlottesville, Va. Prior to joining
ArborSystems, he worked in business
development at SAIC, a high-tech engineer-
ing firm focused on defense contracting.
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Visit us on the Web:
www.gaeq.com

37' W/H Altec, O.C., on 
1997 Ford Superduty, Gas, 5 Spd, 91k 

Stock #: 1139 $17,500

57' W/H Reach All on 1991 Ford F-800,
Diesel, 6 Spd, 106k 

Stock #: 1233 $15,500

57' W/H Hi-Ranger on 
1990 Int'l, Diesel, 5/2, 64k 

Stock #: 1267 $19,500

42' W/H Hi-Ranger on 1997 
Ford F-Series, Diesel, Auto, A/C, 112k 

Stock #: 1179 $16,500

60' W/H Teco on 1998 
Ford F-800, Diesel, 6 Spd, 25k 

Stock #: 1243 $34,500

55' W/H Altec AA-600 on 
1991 Int'l, Diesel, 5/2, 130k 

Stock #: 1269 $19,500

43' W/H Hi-Ranger on 
2001 Trowin IMP BC60, Gas, Auto 

Stock #: 1217 $28,000

70' W/H Teco MTI on 1991 
GMC Top Kick, Diesel, 5 Spd, 93k 

Stock #: 1257 $29,500

2000 F-350 Super Duty,11' Chip Box,
Diesel, 6 Spd, 152k 

Stock #: 1241 $19,500

51' W/H Telelect on 
1991 Int'l, Diesel, Auto, 165k 

Stock #: 1225 $13,900

55' W/H Altec LR-4, Forestry on 
1996 GMC Top Kick, Gas, 5 Spd, 73k 

Stock #: 1261 $26,900

1997 Ford F-Series W/ 12' Chip Box,
Pers Carrier, Gas, 5 Spd, 102k 

Stock #: 1258 $17,500

G & A Equipment, Inc. Knoxville, TN

Lowest Prices
on the Market800-856-8261
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Industry Almanac

Events & Seminars

May 1-3, 2005
Arizona Community Tree Council Inc. and Western
Chapter ISA Co-sponsored Annual Conf., Phoenix, AZ
Contact: Doreen Orist (480) 899-9831; w.aztrees.org

May 1-4, 2005
Extreme Arboriculture: Work Hard – Play Hard
Western Chapter ISA/Arizona Community Tree Council
Phoenix, AZ
Contact: www.wcisa.net

May 2-13, 2005
Basic Tree Climbing
Committee for Advancement of Arboriculture
Wickatuck, NJ
Contact: (732) 833-0325

May 3, 2005
ISA Cert. Arborist, Util. Spec, Tree Work, Municipal exams
Oakland Community College, Auburn Hills, MI
Contact: (571) 337-4999; mfpa@acd.net
or (217) 355-9411; cert@ise-arbor.com; 
www.isa-arbor.com

May 4, 2005
ISA Cert. Arborist Exam/Municipal Specialist Exam
Arizona Community Tree Council Inc., Phoenix, AZ
Contact: Doreen Orist (480) 899-9831;
www.aztrees.org

May 11, 2005
ISA Cert. Exam & NJ Arborists/ISA Gen. Member Mtg
Northeastern Associates, West Paterson, NJ
Contact: Matt Simons (609) 625-6021;
www.NJArboristsISA.com

May 18, 2005
NJ Society of Certified Tree Experts 10th Annual
Educational Seminar and Exam Preparation Session
Monmouth County (location TBA), NJ
Contact: Gary Lovallo 1-888-873-3034

May 24-27, 2005
Level 1 Climbing & Level 1 Precision Felling modules
ArborMaster Training, Inc., Madison, WI
Contact: www.arbormaster.com or (860) 429-5028

May 25, 2005
IPM for Landscape Professionals
Oklahoma State University, Stillwater, OK
Contact Mike Schnelle at (405) 744-7361;
mike.schnelle@okstate.edu

June 4, 2005
NJ Society of Certified Tree Experts 10th Annual
Educational Seminar and Exam Preparation Session 
Rutgers Cook College, New Brunswick, NJ
Contact: Gary Lovallo 1-888-873-3034.

June 7-9, 2005
National Lawn & Garden Show
Donald E. Stephens Convention Center, Rosemont, IL
Contact: www.nlgshow.com

June 8-11, 2005
Snow & Ice Symposium/Snow & Ice Mgt Assoc.
Louisville, KY
Contact: (814) 835-3577; sima.org

June 10, 2005
Tree ID Workshop, Mich. Forestry & Parks Assoc
Kellogg Biological Station, (near Gull Lake), MI
Contact: mfpa@acd.net or call (571) 337-4999

June 11 2005
NJ Tree Climbing Competition
Cadawalder Park, Trenton, NJ
Contact: Steve Chisholm Sr. (732) 928-5747

June 11th
Climbing Competition
Pre-Climbing Competition Workshop June 10, 2005
Denver (park TBD), CO
Contact: ISA-RMC (303) 756-1815; www.isarmc.org

June 11-15, 2005
ISA Florida Chapter Annual Meeting 
(Along with TreesFlorida 2005 meeting)
The Westin Innisbrook Golf Resort, Tampa, FL
Contact: floridaisa@comcast.net; floridaisa.org;
www.treesflorida.com

June 24-25, 2005
Plant Biology Workshop
Frogmore, SC
Contact: Don Marx 1-888-290-2640; dmarx@plan-
thelathcare.com

June 25-28, 2005 
North Amer. Commercial Real Estate Congress & The
Office Building Show, Bldg Owners Mgrs Assoc. Int.
Pre-conference seminars June 23-26
Anaheim Convention Center, Anaheim, CA
Contact: (202) 326-6321; www.bomaconvention.org

June 29-July 2, 2005
American Association of Botanical Gardens &
Arboreta 2005 Annual Conference
The Fairmont Chicago, Chicago, Illinois
Contact: Sharon Malgire (302) 655-7100, ext. 18;
www.aabga.org

July 15, 2005
2005 Woody Plant Conference
Scott Arboretum, Swarthmore College
Swarthmore, PA
Contact: (610) 388-1000 x 507; 
www.longwoodgardens.org

More almanac online!

For the most up to date calendar information, visit
www.treecareindustry.org�� news�� industry calendar
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3123 Bethlehem Pike • Hatfield, PA 19440 • Phone: 215-721-4444 • Fax: 215-721-4350 • tcisales@opdykes.com

Opdyke Inc. T r u c k  &  E q u i p m e n t  S a l e s
C A L L T O L L F R E E

866-250-8262

150+SPECIALIZED TRUCKS AT WWW.OPDYKES.COM

2000 INT 4900 4X4: 215 hp
diesel, Allison 4 spd auto, 2 spd
transfer, AWD, 34,220 lb GVW,
ALTEC AM855, 55 ft to bottom
of 2 single buckets, dual joy-
stick ctrls, winch & jib on upper
boom, 14 ft utility body. $79,500.

6472

2000 INT 4900 6 X 4: 275
hp diesel, 8 spd +lo, +lo/lo,
A/C, 54,000 lb GVW, with
236" wheelbase. $41,900.

6541

95 MACK RD690S: 300 hp,
7 spd, A/C, 74,000 lb GVW, with
12 TON HIAB 250-3 crane,
picks 2,090 lb at 51 ft max reach,
3 hyd exts, remote ctrls, 20½ ft
steel flatbed. $74,500.

6602

97 MACK RD690S: 300 hp,
7 spd, A/C, 74,000 lb GVW, with
6½ tons HIAB 175 crane, picks
2,510 lb at 38½ ft max reach,
4 hyd exts, remote ctrls, 22½ ft
steel flatbed. $62,500.

6600

87 GMC TOPKICK: CAT 3208,
210 hp, 5 speed + 2 speed rear,
33,000 lb GVW, with 6 TON IMT
725 crane, picks 2,950 lb at 25 ft
max reach, 17 ft steel flat /
dump. $16,900.

6566

99 FORD F800: Cummins 215
hp, 6 spd, 33,000 lb GVW, with
67 ft ALTEC AM900 BUCKET,
2 man end-hung basket, joystick
ctrls, 16 ft steel flatbed. $64,500.

6045

93 VOLVO FE42: CAT 3116, 215
hp, 6 spd, 33,000 lb GVW, with
1990 HIAB 140 crane, 6½ ton
capacity, picks 1,870 lb at 34½
ft max reach, remote ctrls, 18½ ft
steel flat / dump. $32,900.

6565

99 STERLING LT8513: CAT
3126, 275 hp, 8 speed +lo,
+lo/lo, 58,000 lb GVW, with
7½ ton EFFER 150-4S
knuckleboom, 18 ft wood
flatbed. $62,900.

6569

99 STERLING L7500: CAT
3126, 250 hp, 6 speed, A/C,
33,000 lb GVW, 20 ft STEEL
FLAT / DUMP. $32,500.

6501

91 MACK CH613: E7-300,
300 hp, 8 speed +lo, A/C,
46,000 lb GVW, 21 ft steel
flatbed / dump w/ rollers.
$24,500.

6411

98 INT 4700 4x4: 210 hp
diesel, 5 spd auto, 25,200 lb
GVW, 35 ft ALTEC TA35,
joystick controls, articulating
/ telescopic boom, 9 ft utility
body. $39,500.

6499

87 INT F1954 6X6: 210 hp
diesel, 5 spd, 46,000 lb
GVW, with 7 ton NATIONAL
N85-H21 crane, picks 3,000
lb at 25 ft max reach, 12 ft
steel flatbed. $34,500.

6519

97 FORD LNT9000: CAT 3406C,
350hp, 8 spd +lo, +lo/lo, A/C,
58,000 lb GVW, with 28 ton JLG
2800 JBT crane, 125 ft hook
height, 2 man pin-on platform,
20 ft wood flatbed. $99,500.

6474

90 WHITE / GMC GW64: LTA10
Cummins, 270 hp, 8 speed +lo,
56 GVW, with 4 ton 89 BARKO
80BC grapple, picks 3,500 lb at
22 ft max reach, 18 ft steel flatbed,
3 ft sides, rail gear. $39,500.

6469

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

6434

2000 FORD F550 SUPERDUTY:
235 hp Turbodiesel, auto w/od,
17,500 lb GVW, with ETI ETO37IH
bucket, 42 ft work ht, joystick ctrls,
9 ft utility body. $29,900 - $34,500.
5 UNITS JUST IN!

6391

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

6441

88 FORD F900: 7.8L diesel,
13 spd, 48,000 lb GVW,
with 12½ ton JLG 1250BT
crane, 77 ft hook ht, 20 ft
steel flatbed. $34,500.

6252

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

6039

97 VOLVO WG64: CAT
3306, 300 hp, 8 speed +lo,
+lo/lo, 64,000 lb GVW, with
20 ft steel flatbed / dump.
$39,500.

6465

UNMOUNTED
KNUCKLEBOOMS
HIAB, PALFINGER, FASSI,
NATIONAL, IMTCO, ETC...

21 TON NATIONAL

96 MACK RD688SX: E7-350 diesel,
350 hp, 8 spd +lo, +lo/lo, 80,000 lb
GVW, with 21 ton NATIONAL 800C
crane, 90 ft hook ht, cap alert / shut-
down, roofers pkg, 20½ ft steel flat-
bed. $79,500.

21 TON NATIONAL

- - 4 x 4 - - - - 6 x 6 - -

$79,500.6505
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Northstar Power Company
2402 S. E. Hulsizer Road

Ankeny IA 50021−4492
515−964−6100

www.northstarpowerco.com

Please circle 35 on Reader Service Card

July 18-21, 2005
TCIA Legislative Conference
Washington D.C.
Contact: Mark Garvin 1-800-733-2622; Ext. 108
garvin@treecareindustry.org; or www.tcia.org

July 26-28, 2005
Penn Allied Nursery Trade Show
Fort Washington Expo Center, 
Fort Washington, PA
Contact: 1-800-898-3411; www.pantshow.com

August 6-10, 2005
ISA’s 81st Annual Int. Conference & Tradeshow
Gaylord Opryland Hotel, 
Nashville, TN
Contact: Jessica Marx, 1-888-472-8733, jmarx@isa-
arbor.com; www.isaarbor.com/conference.aspx

August 19-21, 2005
Nursery/Landscape Expo 2005 
Texas Nursery & Landscape Association
Dallas Convention Center, Dallas, TX
Contact: www.txnla.org; 1-(800) 880-0343

August 25, 2005
Farwest Show – Oregon Association of Nurserymen
Portland, OR
(503) 682-5089; www.farwestshow.com

September 8-10, 2005
Lake States Logging Congress
Marquette, MI
Contact: (715) 282-5828; 
www.timberpa.com

September 12, 2005 (week of)
Mich. Forestry & Parks Assoc Summer Conference, &
ISA Cert. Arborist, Util. Spec, Tree Work, Municipal exams
Location TBA
Contact: mfpa@acd.net or call (571) 337-4999

September 25-28, 2005
ISA Pacific Northwest Annual Conference
Victoria, BC
Contact: ISA (503) 874-8263, or Brian Fisher (250)
755-4722; brian.fisher@bchydro.com

October 14-16, 2005
International Lawn, Garden & Power Equipment Expo
Louisville, KY
Contact: 1-800-558-8767 or (812) 949-9200;
expo.mow.org

October 21-22, 2005
Plant Biology Workshop
Frogmore, SC
Contact: Don Marx 1-888-290-2640; dmarx@plan-
thelathcare.com

October 21-23, 2005
NJ Shade Tree Fed. 80th Annual Meeting
Hilton Philadelphia/Cherry Hill, Cherry Hills, NJ
Contact: Bill Porter (732) 246-3210; njshadetreefed-
eration@worldnet.att.net

November 9-11, 2005
TCI EXPO
Tree Care Industry Association
Columbus Convention Center, Columbus, OH
Contact: Deb Cyr 1-800-733-2622, Ext. 106; 
cyr@treecareindustry.org; or www.tcia.org

December 7, 2005
ISA Cert. Exam & General Membership Meeting
Frelinghyusen Arboretum, Morristown, NJ
Contact: Matt Simons (609) 625-6021;
www.NJArboristsISA.com

Send your event information to:
Tree Care Industry, 

3 Perimeter Road, Unit 1,
Manchester, NH 03103

or staruk@treecareindustry.org
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Tree care industry enthusiasts who attended the second annua
Calif., March 10-12 were treated to a great indoor show follow
Queen Mary Events Park. From aerial lifts and cranes to fertiliz

to see and test the latest wares.

“I’m a huge advocate,” Brian Bishop, owner of Bishop’s Tree Serv
Spring. Bishops says that he makes a habit of inviting other local tr
EXPO and TCI EXPO Spring in order to raise the bar on the quality 
invited one tree care owner who wasn’t doing much business to 
Milwaukee, Wisc. “As a result of going to that show, his business ha
has invested in about $350,000 worth of equipment in a three-year pe
is no longer undercutting Bishop or giving tree care providers a black 
an EXPO since. He knows the value.” 

And it wasn’t only attendees raving about EXPO Spring. “We had a
along with her husband Scott, are manufacturer’s reps for ADI Hydrau
think that TCIA should continue to invest in the West Coast show.” E
people in the Southwest to come out and see what is going on in the 
ticularly liked the Demo Day. “People who came to Demo Day were 
looking at what we had to offer.”

“We were excited with the response,” says Cynthia Mills, TCIA pr
new markets open for the largest number of members TCIA has in an
the exhibitors from arborists that came from all over the nation to att

EXPO Spring 

This view from up in an aerial lift shows two Wood-mizer portable sawmills at the Outd
the page, is the Goodyear blimp, which cruised over the demonstration area at Queen

This crew at EXPO Spring included Caleb, 10, Leif, 3, Sophia, 6,
and Denali, 8, all the children of Brian Bishop, owner of Bishop’s
Tree Service in Encinitas, Calif.

TCIA Board members at the ribbon cutting to open
the EXPO Spring included, from left, Scott Packard,
Wright Tree Service Inc.; Jeanne Houser, McFarland
Landscape Services; Thomas J. Golon, Wonderland
Tree Care Inc.; Cynthia Mills, TCIA president and
CEO; Scott Jamieson, The Care of Trees Inc.; Tim
Harris, chair, Buckley Tree Service Inc.; Tom
Tolkacz, Swingle Tree Co.; Randy J. Owen, Owen Tree
Service Inc.; and Terrill Collier, Collier Arbor Care.
Missing is Tony Gann, Altec Industries Inc.

At left, Nick Federoff,
interviews TCIA Board
Senior Director Scott
Jamieson, CEO/presi-
dent of The Care of
Trees Inc., during the
show. Throughout the
show, Federoff gave
live, on-air interviews
that were to be
rebroadcast at vari-
ous times on
Federoff’s radio pro-
gram, Green Industry
Talk Show.

Baldwin Tree Care's Kelvin Richardson collects $100
in Arborbucks from Dawn Stone, TCIA associate
member services coordinator. Arborbucks can be
used to buy equipment at EXPO.
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who attended the second annual TCI EXPO Spring in Long Beach,
ed to a great indoor show followed by a superb Outdoor Demo Day at

m aerial lifts and cranes to fertilizers and software, buyers had a chance

p, owner of Bishop’s Tree Service in Encinitas, Calif., says of EXPO
habit of inviting other local tree care companies to attend both TCI

r to raise the bar on the quality of tree care in his area. Bishop says he
asn’t doing much business to go with him to TCI EXPO 2002 in
ng to that show, his business has probably grown seven times and he
of equipment in a three-year period,” said Bishop. Now that business
ving tree care providers a black eye with poor care. “He hasn’t missed

about EXPO Spring. “We had a good show,” said Amy Hermann who,
ufacturer’s reps for ADI Hydraulic Pruning Tools in Tulare, Calif. “We
vest in the West Coast show.” EXPO Spring is a great opportunity for
nd see what is going on in the industry, she said, adding that she par-
who came to Demo Day were serious people and were serious about

e,” says Cynthia Mills, TCIA president and CEO. “It’s exciting to see
ber of members TCIA has in any one state and to see the support for
e from all over the nation to attend.”

Spring 2005!

ood-mizer portable sawmills at the Outdoor Demo Day. Directly above, at the top of
over the demonstration area at Queen Mary Events Park.

Anne Baldwin, with Baldwin Tree Care Inc. of El Cajon, Calif., uses a Future Forestry Products fetching arch to move a log
across the Exposition grounds.

At left, an employee from
Bee Tee Equipment in
Livermore, Calif., a
Husqvarna dealer,
demonstrates Husqvarna
chain saws during the
Outdoor Product Demo
Day in Queen Mary
Events Park.

At right, a
Vermeer S600
compact skid-
steer loader
moves a log on
the Events Park
grounds. In the
background is the
the Queen Mary.
On the right side
of the photo is a
Wood-mizer
portable saw mill.

Rich Boardman of Terex Utilities talks with a potential customer
on the show floor. More than 900 tree care industry attendees
checked out the equipment and services on display.

They came from far and wide, especially Leon
Visser, here talking with Cathy Travis, TCIA office
manager, during the Outdoor Demo Day. Visser is
with Trees Unlimited in Stellenbosch, South Africa.
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By Dennis Gardner

You have just sent a crew of
employees to take down several
large trees on the edge of a lot

adjacent to the parking lot of a retail shop-
ping center. XYZ Stores instructs its
employees to park at the edge of this lot.
During removal of a large tree, the ropes
break and the tree falls onto several vehi-
cles parked in the parking lot. Are you
covered?

Contracts are an integral element of
doing business, particularly in a complex
industry such as tree care. Regardless of
whether a firm is removing dead trees for a
homeowner, landscaping an office building
or trimming back branches for a utility, the
importance of contracts cannot be overem-
phasized. Well-written contracts clarify
agreements, improve project outcomes and
create good working relationships between
the contracting parties. 

Generally speaking, an organization may
be legally responsible for its people’s
actions – or inaction – that directly lead to
injury, or property or economic damage.
However, common state and federal laws
generally permit parties to a business
agreement to make contractual arrange-
ments that deal with the financial burden of
losses.

Unfortunately, contracts are often an
under-addressed or even an overlooked
step in the risk-management process. In
this article, we will focus primarily on how
contracts can be used to transfer risk. 

Understanding the contract 

A contract, by definition, is a legally
enforceable promise between two or more
parties which creates legally enforceable
obligations. These agreements often
require one of the parties to pay or indem-
nify the other party for a loss it suffers in
fulfilling the terms and conditions of the
contract. For a contract to be enforceable,
there must be an offer, an acceptance and
valid consideration – something of value
exchanged for a promise of performance.

Since a contract forms the framework of
the agreement between the parties and
establishes which party has assumed or
negated a particular risk, you should not
enter into an agreement without the advice
of an attorney familiar with contract law. 

Contracts have important legal and
insurance consequences that impact your
business. They may be written or oral.
Written agreements, when properly draft-
ed, clearly delineate what each party agrees
to do and under what circumstances.
Unwritten or handshake agreements, while
legally enforceable, create misunderstand-
ings because they often are not specific and
there is nothing written to which the parties
can refer. Agreements and understandings
negotiated in good faith are sometimes
misinterpreted at a later date, particularly
after a loss has occurred, so oral agree-
ments may not be the best approach to
managing risk. 

Identify your risk-management goals 

Before you negotiate an agreement, you
should understand your company’s
approach to risk management. Risk man-
agement is a systematic and practical
process by which your business manages
its resources and activities to achieve a
business objective. It involves organizing,
planning, directing and controlling
resources to minimize the financial impact
of an event upon your business. You should

begin drafting your contract long before
you reach the negotiating table, keeping a
clear vision of your company’s risk man-
agement objectives in mind. This will
allow you to make decisions that: 

�Are cost effective. 
� Balance expenditures for risk financ-

ing with those for risk control. 
� Support the proper allocation of funds

among an organization’s risk-manage-
ment activities and its general
operations.

Catch-up is a poor substitute for proper
planning. Deals that are negotiated hastily,
or with incomplete information, often work
to the detriment of the party least capable
of managing them. Sometimes, when
you’re unable to negotiate a fair and equi-
table deal for both parties, it makes sense to
walk away, so you should establish a walk-
away position before negotiations. 

In drafting a contract, you should con-
sider three key points: 

� The scope of the agreement. Contracts
that do not address all of the terms and
conditions of the agreement may cause
unintended and undesired outcomes. 

� The legal enforceability of the con-
tract. Contracts that violate public
policy or statute are unenforceable. 

� The ability of the parties to manage
risk. 

Key elements of a contract 

If you decide to use a contract to deter-
mine indemnification, your contract should
address the following elements before you
begin doing the work. At minimum, a con-
tract should specify: 

� Who the parties are, including names
and addresses. 

� The work being done. The description
of the job should be specific, particularly if
some of the work is being done off-site.
You’ll also need to address how you’ll han-
dle change orders, completed operations
and defective work claims. 

Managing Contracts Improves Risk Management
Branch Office
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� All the terms and conditions of the
agreement. Agreements that are incom-
plete, or those not executed in a timely
manner, often lead to problems. Be sure to
include every aspect of the job, even if it
seems inconsequential. 

� Choice of law. Generally, parties
should specify which state’s law applies to
their contract. In the event of a claim, this
will help a court interpret the agreement
consistent with the intent of the parties.
You should also understand that even with
this agreement, courts will use their good
judgment in attempting to arrive at an equi-
table resolution. 

� Incorporation by reference problems.
The contract should include all of the
agreements as part of the document.
Generally, courts look unfavorably upon
agreements that attempt to expand a party’s
liability by referencing another document.
If you carefully consider and address this
issue beforehand, you’re more likely to
persuade the court to interpret the agree-
ment in a way that is consistent with your
intent. 

� Workers’ Compensation. Indemnifi-
cation (loss compensation) agreements
may cause an employer to lose its protec-
tion from employee lawsuits under the
exclusive remedy laws found in Worker’s
Compensation. This would make it easier
for an injured employee to bring a lawsuit
against an employer.

� Attorney’s fees. When a party is enti-
tled to compensation for loss and has sued
to enforce its rights, it may be entitled to
recover attorney’s fees incurred in the liti-
gation. These fees may be significant. 

� The actual indemnification agreement. 

� Insurance requirements, if appropriate. 

Managing risk through indemnity

agreements 

With an indemnity agreement, one party
to the contract, the indemnitor, agrees to
pay another, the indemnitee, if the latter
suffers a loss. These clauses are widely
used in arborist and construction contracts
to identify who must pay and how much. 

The three types of hold-harmless clauses

used in contracts are broad form, interme-
diate form and limited form. 

Broad Form – This form transfers the
entire risk of loss from one specified party
to another, regardless of who is at fault.
This might be used, for example, when a
commercial property manager gives an
arborist the entire contract to plant and care
for the trees in an office park. In such a

case the arborist using the broad form
would indemnify the property manager for
any type of loss arising out of the project
whether caused by the arborist, a third
party, or even the property manager. 

Intermediate Form – With this agree-
ment one party, the indemnitor, assumes all
liability, except for the actions where the
other party is solely at fault. Under this
form, the indemnitor could be liable for up
to 100 percent of the claim, even if he is
only 10 percent at fault. An intermediate
form might be used when the arborist sub-
contracts part of the work and agrees to be
responsible for damages partially caused
by the negligence of the subcontractor.  

Limited Form – The limited form is a
restatement of the common-law principle
that one is liable for the consequences of
his or her actions that lead to injury or dam-
age. This is the same standard of conduct
we are held to in our everyday activities.
For instance, if you are driving a car and
your negligence causes an accident in
which others are injured, you are responsi-
ble for compensating the injured parties. 

How courts view indemnification clauses

Typically, courts apply the general prin-
ciples of contract law in interpreting
agreements presented to them. They will try
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INDEMNITOR – The party paying compensation to
an indemnitee

INDEMNITEE – The person who is reimbursed under
a contractual indemnity provision

INDEMNITY AGREEMENT – An insurance contract;
an agreement to restore a party to its original
financial position following an incurred loss or
injury

INDEMNIFICATION – Compensation or benefits
payable under an insurance policy; a principle of
insurance that an insured should be restored to the
same financial position as before a covered loss.
Insurance is not intended to allow the insured to
make a profit, but to make the insured whole after
a loss or injury.

SUBROGATION – The right of a person to assume a
legal claim of another; the right of a person who
has paid a liability or obligation of another to be
indemnified by that person; an insurer's substitu-
tion in place of the insured in regard to a claim
against a third party for indemnification of a loss
paid by the insurer.

Definitions to know:
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to enforce the contract and indemnification
provisions as negotiated by the parties in
good faith. Before you draft and negotiate
indemnity provisions, though, you should
be aware of the standards that courts gener-
ally use to interpret indemnity provisions. 

� Courts tend to analyze the plain lan-
guage to determine the true intent of
the parties.

� Courts tend to assess the agreement as
a whole, considering provisions such
as indemnity clauses to assess the
meaning of the contract terms. 

� Courts tend to consider relevant prior
or current evidence as a way to under-
stand the intent of the agreement. They
will not, however, consider this infor-
mation to contradict or modify the
terms of a written agreement. 

� Courts tend to enforce the indemnity
clause against the drafter of the agree-
ment when ambiguity creates two or
more interpretations. 

Today, 42 states have statutes that pro-
hibit broad form indemnification (where
the all the risk is clearly on one side,
regardless of cause), and many of these
states also limit intermediate form lan-
guage. Because they excuse one party
from responsibility for negligent acts or
omissions, both forms are sometimes
considered unfair to at least one of the
parties or inconsistent with good public
policy. However, some states will allow
these agreements if they are expressed in
clear and unequivocal terms. Your
lawyer will no doubt advise you to con-
sider state statutes when negotiating your
contracts. If you don’t, you may have no
indemnity protection in the event of a
loss. It is also important to be cautious
regarding differences in state law.
Contractors involved in multi-state oper-
ations, should be aware of state statute
differences and properly address them in
their contracts. What is enforceable in
one state may be unenforceable in 
another. 

Managing risk through insurance

agreements

If one party to the contract has an obli-
gation to pay without the means to fulfill
that obligation, there could be serious con-
sequences. The indemnitee to the
agreement often avoids the issue by requir-
ing the indemnitor to purchase liability
insurance to cover the indemnification
requirement. You should understand what
is covered in your liability insurance poli-
cies and those of the other parties.
Generally, contractual provisions obligat-
ing one party to obtain insurance for the
other do not violate anti-indemnity
statutes. If the firm you’re doing business
with is using an insurance company, there
are important issues to consider, including: 

� Insurance Requirements – All contrac-
tors should be required to maintain
insurance for workers’ compensation, gen-
eral liability and commercial automobile.
The contract should also specifically state

Get Your FREE Report Today 
“Double Your Tree Service’s Profits In Six Months Or Less”Even in a Tough Economy”! 
Introducing one of the ONLY Truly PROVEN SYSTEMS For Turning Your Tree Service Business Into A  

Mega-Profit Money Machine If you intend to stay in the Tree Service business, this will be the most important Report you will ever read. 
 
Listen: There is a “dirty little secret” about making good money in the Tree Care Service business… and… it doesn’t have a whole lot to do with how 
good of a job you do. You can be, technically, the very best Tree Care Service in your area, use only the highest quality products, know more about 
tree removal and pruning than anybody else, always do a super job… and still starve to death! You’re busy one week and lonely the next, and always 
worrying about where your next job is coming from. DREADING YOUR BILLS!  I know… because… at one time, I nearly starved myself right out 
of the business by stubbornly believing that… being good ought to be good enough; that by getting better and better at the technical aspects, I’d 
automatically make more money.Wrong! 

I nearly went broke copying the ways everybody else seemed to get customers… plus… wasting money on all kinds of dumb advertising… plus… 
trying the “cheapest price approach”… which is actually the worst thing you can do. The only way I was able to survive was by begging for jobs from 
just about anyone… plus… doing cold call prospecting which I literally hate! 

Then a few discoveries (and a lot of money spent learning) changed my life. They can change your life, too. In fact, if you order my special report… 
you're going to learn, too… 

How To Make More Profit Each Week Than You Now Struggle To Earn In Your Best Month… And… Do It 
Easier Than You Can Imagine… And… You Will Even Start To Enjoy Being In The Tree Service Business! 
Why should you respond and ask for this report?  Hopefully, for these six very important and brutally honest reasons: 
1. You are very unhappy (disgusted?) with the money you get to take home from your tree service. 
2. You would be thrilled to do LESS work, especially LESS hard work but make more money. 
3. You detest “cheapest price competition” and would prefer to promote your tree service differently. 
4. You do an outstanding job of operating a tree service, but you know you lack the knowledge, skills, savvy, and experience to properly market your tree service. 
5. You are sick and tired of all the so-called advertising experts that sell advertising to tree services that never work. 
6. The thought of another “slow time” with no work makes you sick to your stomach. 
If you know in your heart you should be making more money, I’ve got the PROVEN, very different, marketing secrets that can blow 
the lid off your income almost overnight. 
P.S. It doesn’t matter if you’re a “little guy” dragging a trailer around (that used to be me), working from a pickup… a one-man or one-crew operation… or a good-sized company. 
These systems have helped mom-and-pop operations as much as triple their incomes in just a couple of months. It's also worked with many big companies to dramatically improve 
profits. My system is valuable even if you’re a franchise. It works anytime, anywhere, for anybody. Period.  It’s proven, and I’ll send you the PROOF with my Free Report. 
Simply fax, call or e-mail me your name, company name, mailing address, and phone number, ask for my FREE REPORT  and I will rush 
it out to you immediately.    

Call (817)222-9494 ask for Cindy, or Fax 817-222-2174 or e-mail jpdavis@flash.net      Thanks, John P. Davis
RENEGADE  Marketing.  “Customer Getting Systems for the Tree Care Industry” 
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the required limits. There is no hard and
fast rule as to the “right” limits since the
amount of coverage each business needs
depends on many specific factors. You
should also consider whether the coverage
is being offered on an occurrence or
claims-made basis or as part of a self-
insured-retention (SIR) program. It could
make a difference. And finally, it’s wise to
check the insurance carrier’s claims-paying
ability from a rating agency like A.M. Best
Company. It is considered prudent to select
an insurance company with a Best’s rating
of A or higher. An insurance agent can help
with this. 

� Named Insured – Regardless of your
status, arborists should resist all requests to
add named insured coverage onto the poli-
cy. Named insured coverage could trigger
coverage for events neither intended nor
contemplated. There are more effective
ways to handle these requests. 

� Additional Named Insured – When

state statutes invalidate indemnity provi-
sions, the agreement to name the
indemnitee as an additional insured on
the indemnitor’s insurance policy can
effectively reallocate the cost of risk.
This coverage grant can address the
indemnitee’s coverage needs for a specif-
ic job. However, the language needs to
be precise.

� Primary Insurance – A primary insur-
ance clause can ensure that one policy will
be primary to any other insurance.
Typically, the party providing the primary
insurance should have its insurer endorse
its policy accordingly. 

� Severability of Interest/Cross
Liability Clause – This severability of
interest endorsement ensures that claims
by one insured against another are treat-
ed as if separate policies had been issued
to each insured. This could be an issue
when more than one additional insured is
being defended under a single policy of

insurance. 

� Indemnification and Hold Harmless –
These agreements generally reflect a con-
scious risk assumption by one party, and a
risk transfer by the other. 

� Waiver of Subrogation – In all cases,
the right of subrogation may be waived
prior to the occurrence or accident. This
could be a significant form of protection for
both parties. • Cancellation Provisions – All
insurance contracts contain cancellation
provisions. While it is often difficult to keep
track of the other party’s insurance policy,
you need to be certain that the information
provided to you is accurate and current. 

� Certificates of Insurance (COI) – COI
are intended to be evidence of insurance,
not an insurance contract. The document
should include relevant information, such
as the named insured, policy number, poli-
cy terms, limit and coverage by line of
business. Watch for nonstandard forms and
wording. 

Additionally, depending on circum-
stances, it may be desirable to consider a
separate policy to provide Owner’s and
Contractor’s Protective (OCP), Railroad
Protective or Joint Venture coverage. 

With careful planning, you can create a
contract that effectively manages risk
while improving project performance,
reducing costs and establishing a strong
working relationship among all the par-
ties involved. Your attorney, an
independent insurance agent and an
insurance carrier can help you develop a
program that responds to your specific
insurance and risk management needs. 

Dennis Gardner is a loss control consult-
ant for The Hartford. 

This document is provided for information
purposes only. It is not intended to be a sub-
stitute for individual legal counsel or
advice on issues discussed within. Readers
seeking resolution of specific legal issues or
business concerns related to the captioned
topic should consult their attorney and/or
insurance representative. The Hartford dis-
claims any liability for loss, damage or
injury to you, your employees, or any third
parties, as a result of any views or recom-
mendations expressed herein.
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THINK Model Company
Safety Program from
TCIA - the Tree Care
Industry Association.

We've been helping tree
care businesses keep workers

safe since 1938. No other
professional tree care associ-
ation has more experience
and expertise to help you:

• Prevent injuries, 
accidents and property
damage. 

• Lower insurance costs.

• Satisfy stringent bid 
requirements. 

• Boost productivity.

• Provide OSHA compliance.

• Produce better motivated 
employees.

• Improve ability to finish jobs on
time and within budget. Enhance

your company’s reputation.

The TCIA Model Company Safety
Program represents the best practices of some

of the foremost companies in the industry. 

G
et

your ge
ars in

m
otion for safety...

Phone: (603) 314-5380
1-800-733-2622

Fax: (603) 314-5386
E-mail: tcia@treecareindustry.org

Web: www.treecareindustry.org
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By Dr. Cheryl Wilen

Those of you in the commercial tree
care industry are the ones who rec-
ognize the importance of integrated

pest management (IPM) and plant health
care (PHC) and how your companies are
going to be changing over the next few
years to adapt to this technology, even
though it has been around for quite some
time.

IPM started around the early 1970s, but
mostly on the “agriculture” side. IPM did-
n’t make a big impact in the landscape and
tree care industries until recently. People
today are not only concerned about what
they are eating, but also various legal and

environmental issues regarding pesticides.

IPM is the more socially acceptable and
environmentally sound practice today.
People weren’t so interested in it 10 years
ago, but now regulations are coming down
the line and once you start regulating

something then all of a sudden everybody
gets interested because you are going to get
fined if you don’t follow the rules. All over
the country, waterways – whether they are
streams, creeks or lakes – are being tested
for pesticides. When certain amounts of
pesticides turn up, mitigating action is
required to reduce the pesticide. Many
times, that mitigating action is the elimina-
tion of certain pesticides. 

Your customers may tell you that they
don’t really want to know what you are
doing, that they just want you to take care
of the problems and make their property
look good. That puts you up against a wall,
in a way, because integrated pest manage-
ment actually takes a bit longer to really
show its success than just coming in and
spraying. However, moving into an IPM
program shows your company is progres-
sive, not stuck in the old “spray and pray”
syndrome. Your customers want to see
people coming in with their handheld com-
puters and they want to know that the
company that they have hired is technolog-
ically astute. Your clients are astute enough
to go with a professional company and they
want to see professionalism. The more you
can do to show that you are technological-

As you are thinking about moving your customers to IPM, recognize that it is all about choices needed to get reduced pes-
ticide use. You can evaluate non-chemical alternatives or least-toxic products.

People weren’t so interested in IPM 10 years ago, but now regulations are coming down the line, and once you start regu-
lating something everybody gets interested because you are going to get fined if you don’t follow the rules. 
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ly advanced and professional the better.

People want to know you are doing
something to protect their trees. When they
see somebody with a spray tank out, they
think they are getting something for their
money as opposed to you going there and
looking at the tree and telling them that it
doesn’t look bad and you will be back in a
couple of weeks. On the other hand, more
and more companies, homeowner associa-
tions and individuals are looking for
something that is safe around their pets and
children.

IPM isn’t just spray, go away and then
come back and spray again in two weeks.
It is something that you really have to think
about and figure out what you can do to
minimize spray applications. What long-
term things can you do – whether it is
fertilization, pruning or plant selection – to
actually mitigate and minimize when and
what you are going to have to spray?

To move to an IPM program, you will
need to increase training. With IPM your
staff has to buy into it, and that means you
have to buy into it. The philosophy of your
company has to be expressed from the top
down. The president or the owner of the
company has to take the attitude that they
are going to adopt IPM and then talk your
staff through training and adopting the phi-
losophy. Once you and your staff agree,
then you have to get your customers to buy
into it. Think big and think differently.

One challenge with moving toward IPM
is that it likely will involve more site visits.
I know owners don’t like call-backs,
because a call-back is seen as time lost.
More visits will be needed because you are
going to be monitoring more and looking at
what is going on in the whole site as
opposed to just telling your technician that
it is time to spray. With IPM, you have to
figure out what is going on and talk about
the situation and decide what will be
sprayed and when. There is a lot more cus-
tomer hand-holding because people are
very risk aversive. You have to convince
them to hang in there and trust you.

If you are thinking about releasing bio-

logicals for pest reduction, you need to
explain what will happen. You need to
explain to customers that the results are not
instant; it isn’t like the spray where you can
see the results in a matter of days. Have a
back-up plan also because they are going to
say that they waited three weeks and the
problem is still there. You need to be able
to acknowledge that they have been patient
and step in and take care of the situation
another way.

I don’t want to tell you that moving to an
IPM program is easy; there is a lot of edu-
cation involved. Supervisors will be the
point person when people have questions.
Everybody needs to be able to interact. You
need to educate yourself and your staff
needs to be trained, too. They need to
understand why this is important. If you
explain why these changes are good and
why it is important, then they will under-
stand and buy into it. You have to provide
your staff with the tools necessary to move
into IPM. They should have a good refer-
ence book with the color pictures of the
pests for your area. You have to make a
commitment that they will get training.

You need training yourself because you

are the source of information for your staff.
There are a lot of pesticides out there;
review what they are because some new
ones are less toxic than what you have been
using. You might want to consider releas-
ing beneficials or at least maintaining those
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Soil testing. Your customers want to see people coming in
with their handheld computers and they want to know
that the company that they have hired is technologically
astute. The more you can do to show that you are techno-
logically advanced and professional the better. Photo
courtesy of University of California.
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that are there. You also should be able to
understand the plant biology and the pest
biology to understand the timing of when
you should be controlling something with
pesticides and when you should be waiting. 

Train your staff to understand where and
when to look for problems. It isn’t helpful
to go out to a site one week and take a look

and not see anything and not go back for
another four weeks. You need to get out on
a regular basis because monitoring is one
of the basic requirements for IPM. You
have to know at what point you are going
to take some kind of control action. Your
field staff will have to take detailed notes,
and this is where a handheld computer
would come in handy. It is great for record-

keeping and producing a report for your
customer. Your customer sees the techni-
cian but they don’t really see him or her
doing anything. If you hand them their
weekly report that explains why you did or
did not do something, it satisfies them. 

Your staff should be able to understand
what pests are in the area and recognize the
diseases. They should also recognize when
they have beneficial insects or other bene-
ficials active. That is important – if you
have beneficials you want to maintain
them as best you can – because if you spray
something that kills them, you may then
have problems you didn’t anticipate. Your
staff should always have a stash of hand-
outs ready to answer questions and for the
customer to refer to later. 

As you are thinking about moving your
customers to IPM, recognize that it is all
about choices needed to get reduced pesti-
cide use. You should survey the site on a
regular basis. You can evaluate non-chem-
ical alternatives or least-toxic products.
You can change your priorities and con-
centrate your pesticide use on a section at
the site that is more public, rather than a
remote section on the site where you can
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For over 20 years
the Jarraff All-Terrain Tree Trimmer

has been safely and efficiently clearing

and maintaining utility right-of-ways.  

A new all rubber track model and completely

enclosed high-performance cab make the Jarraff the most advanced

tree trimmer on the market.  

• Low ground pressure • 75-foot cutting height

• Single-person operation • Dynamic range of operation

• Simple joystick controls • Three models available

1-800-767-7112   •   www.jarraff.com1-800-767-7112   •   www.jarraff.com
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There are several ways to
get your customers to buy-
in as you move toward an
IPM program. Tell them it
is going to benefit chil-
dren, pets and the
environment. Generally,
when you bring children
and pets into the equation,
people buy into that 100
percent. A lot of times, they
don’t care what happens to
themselves, but when you
add the other two, they
really change their minds.
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use non-chemical alternatives.

Your customers also have to be trained.
You have to explain to them that as they go
into an IPM program they may not have a
perfect landscape. IPM allows a client to
accept a threshold of damage before you
will do anything. They have to be able to
accept and tolerate some damage or some-
thing that doesn’t look absolutely perfect.
They also have to agree that if you make
some recommendations or changes that
they will follow through with them. For
example, you tell them that they can’t irri-
gate so much because a particular tree is
getting too wet, leading to a collar root rot.
They have to agree that they are going to
be active participants in their program. The
No. 1 thing is to keep your customers
informed.

There are several ways to get your cus-
tomers to buy-in as you move toward an
IPM program. Tell them it is going to ben-
efit children, pets and the environment.
Generally, when you bring children and
pets into the equation, people buy into that
100 percent. A lot of times, they don’t care
what happens to themselves, but when you
add the other two, they really change their
minds.

Advertise that IPM is more environmen-
tally sound pest management. Print
brochures that will explain the benefits of
IPM. They should be easy to read and have
a lot of pictures because most people are
not interested in insect life cycles or dis-
ease spread, but they should understand
why IPM is better. They should also be
aware of what to expect. Again, they
should be able to recognize that their land-
scape is not going to absolutely perfect.
Contact phone numbers are always impor-
tant, as is a Web site they can visit that
explains the role that reducing pesticides
can play in improving water quality and the
environment. 

Often requests for bids will include IPM
requirements. The more you can put in that
explains your IPM program, the more like-
ly it is you will get that contract.
Commercial properties and condo associa-
tions are not just looking for the direct

IPM isn’t just spray, go away and then come back and spray again in two weeks. It is something that you really have to
think about and figure out what you can do to minimize spray applications.
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*See label for specific weed problem recommendations.
Always read and follow all label directions and precautions for use. 
The DuPont Oval, DuPont™, The miracles of science™ and Oust® are trademarks or registered
trademarks of DuPont or its affiliates. Copyright © 2004 E.I. duPont de Nemours and
Company. All Rights Reserved. 05OUST007P300AVA

Count on DuPont
to clean up bad intersections
Put an end to tough-to-control weeds, including woody plant species,
with Oust® Extra herbicide from DuPont. Oust® Extra is compatible with the
environment, yet provides highly effective foliar and residual bareground
weed control* with low odor, low volatility and low use rates. Oust® Extra
is easy to mix and resuspends quickly after weather delays to improve your
downtime. See your local DuPont Service Center for details.

oustextra.dupont.com 

DuPont™

Oust® Extra
herbicide
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costs for pest management but indirect
costs. For instance, what happens if pesti-
cides get washed down the storm drain and
they get fined $200,000? The more that
you can do to reassure the company or the
city that your business is IPM-based, the
more likely it is that you will get the job.

What happens if the client isn’t satisfied?
You can try to educate them or ask them
what it would take for them to be satisfied.
Do you have to move toward spraying?
You tell them that if you spray, it will take
care of the pests, but explain that you will
have to come back every week and that
they may run into issues with water con-
tamination or children or pets playing in
the area. There are ways to get people to
think about the consequences of their deci-
sions.

Dr. Cheryl Wilen is IPM advisor for the
University of California Cooperative
Extension and UC Statewide IPM
Program. This article is taken from a pres-
entation she gave at TCI EXPO Spring in
Long Beach in March.
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1-877-ARBORIST

For trees in challenging growing
conditions reducing growth can
significantly improve their ability
to manage resources. Cambistat
reduces canopy growth 40% to
60% over 3 years allowing the
tree to redirect energy to root
growth and other needs.

40% to 60% over 3 years

©2005 Rainbow Treecare Scientific Advancements
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IPM is all about choices needed to get reduced pesticide use.You can change your priorities and concentrate your pesti-
cide use on a section at the site that is more public, rather than a remote section on the site where you can use
non-chemical alternatives.

Pests of Landscape Trees &
Shrubs: An Integrated Pest
Management Guide, by Steve H.
Dreistadt and the Statewide
Integrated Pest Management
Program, University of
California, Division of
Agriculture and Natural
Resources, can be purchased
from TCIA’s online bookstore at
www.treecareindustry.org/store/
The softcover book is 502 pages.
Price: $42 (Member Price: $36)
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120 Years of Service in 
the Tree Care Industry

2005 
Davey Tree Sprayer

1937
Davey Tree Sprayer

John Bean Sprayers has been supplying 
sprayers and sprayer accessories to the 
tree care industry for over 100 years 
now. In this business reputations aren’t 
earned overnight, that’s for sure. You 
have to build a name for yourself the 
old-fashioned way. By taking care of 

your customers. By delivering unparalled quality. In 
short, by ”Doing it Right.” That’s still our committment. 

Just ask the Davey Tree Expert Company. They’ve been 
a faithful John Bean customer since the early 
1900’s. If you’d like that kind of long-term 

relationship with your supplier, look no 
further. Give us a call today.  

P.O. Box 1404  LaGrange GA 30241
800 241-2308  706 882-8161  706 884-3268(Fax)

www.johnbeansprayers.com

S P R A Y E R S
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By Steve Chisholm

Excerpted from a panel presentation at
TCI EXPO Spring 2004 in Sacramento,
Calif.

To discuss crane safety, it is impor-
tant to understand some history of
crane use, the beginnings of best

management practices for crane use and
tree care, and a little bit about what is hap-
pening with related legislation in New
Jersey. I also want to go over some
changes to the ANSI standard for the 2005
revision. 

I started working off a crane back in
1969, but I have never operated a crane.
Today, I choose my crane operators very
carefully before we go out into the field.
We generally use a fellow who has been
working specifically with trees and cranes
since 1974, so he is very familiar with tree
cutting operations. 

The tree care industry has been using
cranes for quite some time, since at least
the 1950s – roughly 20 years before OSHA
came into existence. But, being a smaller
industry, we didn’t even make a blip on the
radar screen for either OSHA or the
ANSI/ASME B30 committee when regula-
tions were being drawn up. And that is sort
of why we are in the situation that we are
in today, with potentially restrictive regula-
tions and standards looming. 

As with any other modern piece of
equipment, we have been using cranes to
make our jobs easier. And cranes have
actually improved safety for our industry.
We use cranes because we can move larger
sections of a tree, and it makes it easier for
the climber. We spend less time on conven-
tional rigging and crane use reduces the
amount of chain saw cuts that you have to
make to dismantle the tree. From our per-
spective, it is less effort for the climber and
less effort for the ground crew; therefore, a

safer application.

Cranes are carefully designed, tested and
manufactured. When they are used proper-
ly following the appropriate standards by
qualified operators and qualified arborists
– and maintained and certified to the man-
ufacturer’s specifications – they can give
you safe and reliable service. 

Most accidents can be prevented through
job planning and follow-through. You
should always have a job briefing prior to
commencement of any work. You want to
know all of the hazards that the job presents.

Cranes can move large sections of the tree with less
effort on the part of the climber and crew. If the job is
worked following the appropriate ANSI Z133.1 standards,
you will save time and labor as well as improve safety for
all those on the job site. 

ANSI Z133.1-2000, 6.7 Log Loaders, Cranes and Related
Hoists: 6.7.6.9 The crane operator shall remain at the
controls when the arborist is attached to the crane.
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Where does this job planning begin? It
begins with the salesperson, who needs to
know when the job requires a crane. He
needs to relay that information to the crane
operator and the climber. With that out of
the way, it is necessary to have a crane
operator and a qualified arborist visit the
site to develop a work plan. When the crew
arrives, the job briefing should be carried
out so that everybody on the crew knows
what their individual tasks are.

The operator and the climber need to be
highly qualified and they need to commu-
nicate effectively. The climber needs to
know that the crane operator he/she is
working with knows how to work with
cranes and trees and how trees react, both
in cuts and picks. A lot of times we have to
give specific information to the crane oper-
ator and tell him how much weight we are
going to pick. We will use his capacity
chart and radius to determine whether it is
a safe pick. 

If the job is worked according to the
plan following appropriate ANSI Z133
standards, which we always follow, you
will see a time and labor savings. And this
is the overall goal – safe efficient crane
operations.

Best practices

Best practices for cranes that my compa-
ny uses were developed through
collaboration with Don Smith, our crane
operator of choice. Smith established his
company in 1974, and has many years of
experience removing trees with cranes.

We assess the location of the tree and
obstructions, such as whether there are
wires, other trees, limbs or buildings in the
way. We want to know the size of the area
where we have to lay sections of the tree
down, since they will have to be cut to fit
the area. We try to place the crane as close
as possible to the tree to get the most
strength from the crane. Remember, the
greater the boom angle and shorter the
stick, the more strength there is. The farther
the radius, the less strength there is. One
has to plan picks accordingly. 

If the boom is to be extended quite far

from the crane and you have to come out at
an angle, you’ll want to take a smaller
piece, a piece more appropriate for the
angle following your crane’s chart or
instrument readout and using a green log
weight chart.

The crane must be set as level as possi-
ble. Outriggers should be extended fully.
The operator needs to understand the
ground conditions he is dealing with. Is it
sandy, rock, or backfill, wet or dry ground?
There needs to be a wider shoring area on
poorer soil conditions. Cranes should back
in over plywood, fiberglass or other mat-
ting to do less damage to lawn areas. One
needs to know if there is anything below-
ground to avoid when setting up the
outriggers, such as septic, dry well or
sewer, and what kind of pressure will be
placed on that ground.

The area of operation is important. The
crane should be operated in the direction
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AN AGGRESSIVE CUTTING MACHINE

Call or Email for a
FREE product video

1-800-828-7624
Hector, MN 55342
Phone: 320-848-6266
www.loftness.com
info@loftness.com

One of our several attachments, the Timber Ax can cut up to 6"
diameter trees with as little as 38 hydraulic HP, with reserve capacity
to handle larger trees. The revolutionary reverse rotation design
with fixed knives lifts material off the ground, improving cutting
action with one single pass, reducing HP requirements and minimiz-
ing knife wear. Competitive models using forward rotation rotors
with fixed carbide or swinging hammers drive uncut material into
the soil, increasing HP demand and the need for multiple passes.

Brush Shredders Rock Pickers Snowblowers Flail Mowers
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Strap placement for picks is very important. Straps
should be placed with chokers in the uphill position.
There shouldn’t be any twisting or swing when the piece
comes off. The goal is to create a balanced pick.
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where there is the most stability. The best
area of stability is over the rear. When the
boom swings to the side, stability is lost.
When we set the outriggers down, we gen-
erally extend the boom and put a little bit of
a load on to test it, before we put the boom
up in the air, to see if we are going to have
any problem with the outriggers collapsing
in that ground area.

Again, communication is the key.
Everybody needs to know what is going to
happen with the piece being removed.
They need to know if it is going to be lift-
ed up, lowered or come straight up. Here
again, if somebody is uncomfortable with
the way the operation is laid out, the crew
needs to change the plan.

The operator and climber need to know
each other’s ability. Does the operator
have experience in tree removal?
Depending on whose crane is available,
we may have to go through the routine of
describing how a tree reacts when the
operator is taking the piece if the operator
is not experienced in tree removal. The
climber has to have experience working
with a crane as well. You don’t want to put
a guy on a crane or up in a tree with six
months or even two years worth of experi-
ence without them having any experience
with a crane operation.

The crane operator needs to be at the
controls at all times – and the signals
between the crane operator and the climber
are key for that safe pick. Knowing crane
hand signals is very important. The crane
operator, if qualified and competent, will
know these hand signals.

Although there are many variations, there
are two basic methods of tree removal:

1) The climber works out of the tree.
This is only if the tree is healthy and safe to
work in. A lot of times the climber is more
comfortable because he is used to that
environment. The disadvantage is that the
climber has to continually go back up to
place the slings. 

2) The climber works off the crane. This
method is used when we have a dead or
overly hazardous tree or where there is no
available tie-in point in a sound tree. The
advantage to this is that there is always a
safe tie-in point. The disadvantage is that
the tie-in point moves with the crane. 

Strap placement for picks is very impor-
tant. Straps should be placed with chokers
in the uphill position. There shouldn’t be
any twisting or swing when the piece
comes off. Straps should be placed in such
a manner that the pick will come up as
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Tree removal using a crane, circa 1950s. Photos courtesy of Asplundh Tree Expert Co.

ANSI Z133.1-2000, 6.7.6.10 The crane boom and load line shall be moved in a slow, controlled, cautious manner with no
sudden movements when the arborist is attached. The lifting or lowering speed shall not exceed 100 ft./min. (0.5
meters/sec.). The crane shall be operated so that lowering is power-controlled.
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We have yet to meet a foot we couldn’t fit. By today’s standards, it 

seems a dated philosophy. But when you make shoes to fit a foot instead 

of a quota, the way you go about it is decidedly different. Unlike other 

shoemakers, we build more than one hundred different combinations 

of sizes and widths, so our shoes match the unique shape of each foot. 

The result is an unrivaled level of fit. And comfort that lasts all day.

So, whether you’re a size 4B or a size 18D, Red Wings are built to fit.

Wear a hard hat or they may outlast you. A machine simply

can’t do what we do. We hand stitch our leathers. Engineer our soles

and other materials to the specific jobs of our customers. Attach

soles to uppers with sturdy thread, not just glue. We do this and more

not because it’s cheaper, but because it’s better. Ask a man framing 

a house. A woman on a road crew. They’ll tell you our shoes are
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smoothly as possible, which eliminates
shock load on the crane. If necessary we
use multiple straps. The goal, obviously, is
to create a balanced pick.

Some people have the impression that we
expect the crane to catch the tree sections we
are cutting. This is not how we operate. You
need to know where to place your slings so
that you can have a level pick.

With a lift cut, the butt end must be
slightly heavy. The piece is raised up as in
traditional rigging. When a crane lowers a
piece, it should do so in the same manner
as one would do with rigging: gently, slow-
ly and in control of everything.

With a crane pick generally the first cut
is an undercut – just like with drop cuts –
and the second cut is straight through.
When raising a limb, the top side is
notched and the back cut is on the under-
side so that the crane can pull the piece up.
With lowering it is the reverse: notch on
the bottom, back cut on the top and then
lower it gently. 

Knowing the tree species characteristics
is also important. You need to know how
that wood is going to react when it is cut. Is
the wood going to snap, or have a lot of
hinge wood like an oak?

I maintain that cranes make tree work
safer. New Jersey’s Fatality Assessment
Control and Evaluation (FACE) program,
part of the State’s Department of Labor,
compiled the fatality listings in New Jersey
from 1990 to 2004. In that time, New
Jersey suffered 34 tree industry fatalities
by tree failure. Ten of those, roughly 30
percent, were due to the climber being
attached to the tree, the tree or the limb fail-
ing and the climber falling to the ground.
By contrast, we had only one fatality where
the climber was attached to the crane, and
that was caused by electrocution. 

New Jersey is attempting to implement
crane operator certification and we are
seeking an exemption for tree care opera-
tions. Arborists in New Jersey aren’t
opposed to certification per se; however if
the law went into effect it is quite possible
that our operations would be considered
non-conforming and we could be subject
to stiff fines. In New Jersey the penalty
for a first offense is between $100 and
$10,000. A penalty of not less than $500
and no more than $100,000 for subse-
quent offenses could put an arborist out of
business.

We actually want to be included under
the law, but only if the ANSI Z133 standard
is the standard governing our activities.

Steve Chisholm is president and owner
of Aspen Tree Experts in Jackson, N.J.,
chairman of the TCIA Safety Committee
and a member of the ANSI Z133
Committee. 
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When a crane lowers a piece, it should do so in the same
manner as one would do with rigging: gently, slowly and
in control of everything.

ANSI Z133.1-2000, 6.7.6.7 The crane operator shall test
the adequacy of footing prior to any lifting. A green log
weight chart (in Annex E) should be available to the crew. 
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The CP 118 will turn your wood chip disposal PROBLEM into a money making OPPORTUNITY.
Change the LOOK, FEEL, COLOR, and VALUE  of your chips in one quick and simple pass through
the Rotochopper CP 118.  You can stop worrying about where to dump those chips and start selling
them into the highly profitable premium mulch market. 

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

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

“PPERFECT IIN OONE PPASSS”

1. Does your business produce chips? 

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

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

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

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

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

320-548-3586 

608-452-3651
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By Don Staruk

Bernie Reisselman has been making a liv-
ing with stump cutters for 31 years.
Now he thinks he has, in effect, devel-

oped a better mouse trap.

The product he has designed, tested and
patented is called the Stump Cutting Tool Life
Extender, or the Pocket Protector. It is a disc-
shaped piece of roll steel, 15/16 of an inch thick
and 3 inches across, that mounts on a cutting
wheel. It is designed to take the impact of rocks
so that the cutting teeth don’t. 

Reisselman says the Pocket Protector
reduces:

1. Whole carbide loss
2. Shank breakage
3. Damage to first-stage bracket bolts
4. First-stage bracket wear
5. First-stage shank wear
6. First-stage tooth pullout loss
7. The number of first-stage cutters without

fear of increased shank breakage
8. Wheel vibration while in cutting mode

The Protector also:
9. Results in less wrap around, fewer thrown

rocks
10. Increases flywheel effect
11. Stops cutter wheel draw-in
12. Changes angle of wake in dirt and rock,

same as wake produced by second-and
third-stage brackets

13. Can be rotated to a new wear surface
14. Can be used for bracket and shank pro-

tection anywhere on cutting wheel
15. Mounts using single bolts, double bolts or

slotted slice-bolt systems

“The advantages of the protectors are more
than likely understated,” says Reisselman. “I
think I have a much better cutting wheel that I
run on my machine than what’s currently out
there. What’s going on now is the wheel manu-
facturers are setting up the cutting pattern to
clear rocks with a cutter. That doesn’t work very
well – you just end up with more dulled cutters
to drag through the stump and to hook and
throw larger rocks. It takes much more horse-
power to run that type of cutting wheel.”

“What I have done is put rock jammers on the
cutting wheel, out of the cutting stream, in place
of the extra rock clearing cutters. Now if my
lead cutters are dulled, they still cut pretty well

anyway because they’re taking a bigger bite out
of the wood already. Fewer cutters on the wheel
make for a larger bite per cutter. (You are) using
all the carbide, really hogging the wood out
without fear of breaking shanks or losing whole
carbides. Also, the fewer cutters on the wheel,
the faster it cuts.”

The result is a faster, safer stump cutting
wheel, says Reisselman.

“I’ve field tested the cutting wheel for more
than four years, running Vermeer, Rayco,
Border City and a few other cutter and pocket
arrangements. The cutting wheel is drilled to
adapt to both wide and narrow bolt patterns.
I’ve been running stump cutters for 31 years for
a living, and have never run a cutting wheel as
fast and as maintenance-free as this one,” says
Reisselman. “It stays sharp much longer with
the Protectors and very, very seldom breaks a
tooth – and whole carbide loss is a thing of the
past. And never once did I have to get the torch
out to cut a pocket off the wheel. I went from
using around 150 cutters a year to around 20.
Overall, machine maintenance was cut in half.”

When sharp, the cutting wheel can cut up to
a 4- by 12-inch pattern in most types of wood,
says Reisselman. His wheel is pulled with three
BX 95-inch belts powered by a 65 hp Wisconsin
engine. This is all mounted on a modified
Vermeer 630 with an automatic drive-belt tight-
ener clutch and a 7-gallon-per-minute Webster
hydraulic pump (the usual is about 3-gallons per
minute, he says.). The flow holes have been
drilled larger in the hydraulic line restrictors,
and the hydraulic cylinders have been replaced
with somewhat longer ones. The machine also
has a wider wheelbase.

“I have currently made 50 protectors to oper-
ate strictly on my own stump-cutting machine.
The stump-cutting wheel that I have installed
the protectors on is the only cutting wheel that I
have made. It has been drilled to adapt CEI
pockets, Vermeer cutting teeth and pockets,
Rayco cutters and the original Border City ½-
inch cutters and pockets.”

The Protector is protected by patent number
5,996,657.

“The protectors could be mounted on most
stump cutting wheels currently in use today.
However, I feel the purchaser of patent would
have the option of making their own cutting
wheels with the protectors mounted on the
wheel, along with cutters and pockets, which
have expired patents,” says Reisselman. He
says he believes the product would retail for
approximately $8 per protector.

For more information about Pocket Protectors,
visit www.stumpcuttingwheels.com.
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Protector may save teeth, cut stumps faster and more safely

The Pocket Protectors are
disc-shaped roll steel, 15/16

of an inch thick and 3 inch-
es across. At right, two
well-worn Protectors.
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With inexpensive arborist chain saws,
you typically get what you pay for.
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Think you can’t afford a top-quality arborist chain saw? Think again.

The new STIHL MS 192 T is even lighter than our world-renowned

MS 200 T, and it’s available at a significantly lower price. In fact,

the MS 192 T is the lightest saw we make. And it offers an impressive

list of standard features, like a Quad Power™ engine, an IntelliCarb™

compensating carburetor, a side-access chain tensioner, and

toolless fuel caps. And like all STIHL saws, it’s exceptionally

durable, and backed by the finest servicing dealers in the

business. The new MS 192 T. More affordable than you think, 

and 100% STIHL. www.stihlusa.com • 1 800 GO STIHL

.
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By Dr. Donald H. Marx

The soils in most manmade land-
scapes have little organic matter
needed to drive natural soil and

root processes, are compacted with poor
aeration and low water storage capacity,
and frequently have a creeping soil pH
caused by alkaline or effluent irrigation
water or fertilizer treatments of turf. For
these trees to have the capacity to produce
new functional absorbing roots, the soil
must contain effective inocula of mycor-
rhizal fungi needed to form abundant
mycorrhizae on the new roots, and the soil
must contain the proper organic matter and
associated microbes to carry out the main
essential natural soil and root processes.

Photosynthesis

All life is dependent on the availability
and utilization of carbon. This carbon
occurs as the basic chemical skeleton of
carbohydrates, proteins, amino acids, fats
and oils, etc. These organic chemicals are
needed by all forms of life as building units
for growth and for energy. Carbon is the
most abundant organic chemical on our
planet. Of course, we all know this! But, do
we fully appreciate that nearly all of this
organic carbon comes from one primary
source – photosynthesis?

Photosynthesis is the process by which
light energy from the sun is captured by
chloroplasts in leaves to make glucose,
the photosynthate, from inorganic carbon
dioxide and water. This chemical reaction
releases oxygen and energy by splitting
water. The importance of photosynthesis
cannot be overemphasized, since all life is
dependent on this fixed carbon, energy
and the oxygen.

Respiration

Excess energy from photosynthesis is
stored in phosphorus-containing carbon
compounds, such as ATP, for later use. All
of this stored energy can be traced back to
the light energy originally captured by the
chloroplasts during photosynthesis. This
stored chemical energy is released by the
oxidation of carbon-based chemicals (i.e.
substrates like glucose) – the process is
called respiration. There are two main
forms of respiration. Growth respiration
provides energy needed to synthesize new
tissues, and maintenance respiration pro-
vides energy needed to keep existing
tissues alive and healthy. These respiratory
activities can utilize from 30 to 60 percent
of the daily production of photosynthate. 

Trees have three main meristems, or
growing plant tissue – stem tips, root tips

and the cambium. They grow up, down and
around. The partitioning of tree growth
between roots and shoots is a functional
balance between the production and alloca-
tion of carbon and the absorption and
utilization of soil resources. 

Carbon allocation

Carbohydrates produced in leaves are
translocated to the meristems, reproduc-
tive structures and other growth sinks.
The main translocated sugar is sucrose.
Some carbohydrates are diverted to pro-
duce secondary or defensive chemicals
and for other processes. What signals the
tree to move these carbohydrates? Very
simply, the plant growth regulators are
the carbon traffic police in that they
direct the flow of carbohydrates from
their site of production to where they are
needed for growth and respiration. Since
all growth occurs at meristems, that’s
where most plant growth regulators are
produced and concentrated.
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Ectomycorrhizal pine seedling. Photo courtesy of Plant
Health Care, Inc.
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Any process affecting leaf area, – prun-
ing, insect defoliation, storm damage or
intense shade –will reduce the rate of pho-
tosynthesis and reduce the allocation of the
carbohydrates to the roots. A consequence
is reduced root function, which contributes
to less water and mineral absorption. The
result is usually root dieback. Any process
affecting root activity and vigor, such as
root pruning via B&B and trenching utili-
ties, soil compaction or root disease, will
induce allocation of carbohydrates to the
root system to repair this damage. This
belowground allocation is at the expense of
the carbohydrate in the canopy to fulfill the
physiological needs of the canopy. The
result is usually top dieback.

Water and mineral nutrition

Root systems are composed of primary
and secondary roots and different orders of
lateral roots. Different orders of lateral
roots vary in their growth rates, life spans,
structural features, etc., as well as their
capacity to obtain water and mineral ele-
ments or to support mycorrhizae. 

Apoplastic transport is the movement of
soluble inorganic (minerals) and organic
(carbohydrates, etc.) chemicals in connect-
ing cell walls of stem and root tissues. This
does not require energy from the plant – it’s
passive. This transport is thought to func-
tion via water column effect, i.e. water
transpiration (evaporation) from leaves
“pulls” water from soil to leaves in the
xylem – the wick effect. Apoplastic trans-
port takes place in nonliving tissues.

Symplastic transport is the movement of
soluble inorganic (minerals) and organic
(carbohydrates, etc.) chemicals from cell to
cell through plasmodesmata, e.g. cytoplas-
mic (membrane) bridges, between cells.
This transport across membranes requires
energy output by the plant. The symplast is
the living parts of plants and is contained
within a continuous membrane system.

Water is the universal solvent in which
gases, salts and other solutes move within
and between cells and from organ to organ.
The rate of water absorption is controlled
by the rate of transpiration from leaves and
the efficiency of the absorbing surfaces of

the root system. A deep wide-spreading
root system occupying a large volume of
soil with a large amount of surface area
from nonwoody roots, especially mycor-
rhizae, are important attributes in how
plants in natural environments postpone
desiccation injury.

Root and soil biology

Have you ever wondered how the giant
redwoods in California, the old Douglas fir
in Oregon or the majestic live oaks in the
coastal South became established and are
able to sustain themselves without irriga-
tion or fertilization?

Many millions of years ago, trees and
other land plants began evolving and even-
tually formed dynamic sustainable
ecosystems. They were confronted with

many natural stresses, including different
amounts of available soil water, soil infer-
tility, catastrophic fires and storms, poor
soils and competition within the plant com-
munity. They had to develop many
physical, chemical and biological attributes
in order to survive these hostile environ-
ments. The survivors formed many lateral
roots that occupied soil volumes sufficient-
ly large for them to obtain enough essential
available (soluble) minerals, nitrogen and
water from the soil to support their ever-
increasing needs. The most competitive
plants in these ecosystems are those with
the largest expanses of functional root sys-
tems. The key words here are “large and
functional.”

One biological attribute evolved by trees
and other land plants in natural ecosystems
was the development of partnerships with
specific soil microorganisms that are asso-
ciated with their fine, nonwoody roots.
Most of the fine absorbing roots are formed
on lateral roots in the upper 6 to 8 inches of
soil. In order to survive, plants came to rely
on the many-shared benefits provided by
these microorganisms in their rooting zone.
Beneficial bacteria and fungi living on fine
root surfaces (rhizospheres) solubilize
many essential mineral elements, such as
phosphorus, from insoluble mineral
sources for eventual uptake by roots. They
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Sunlight through trees. Photosynthesis: the process in
green plants by which carbohydrates (food energy) are
synthesized from carbon dioxide and water using sunlight
as an energy source. Most forms of photosynthesis
release oxygen as a byproduct.

Rhizosphere bacteria: These bacteria can and do live
freely, without requiring a plant host. However, they tend
to flourish in the root zone (rhizosphere) of plants. Photo
Courtesy of Plant Health Care, Inc.
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decompose organic matter, recycle miner-
als from shed plant parts, produce plant
growth regulators that support root growth,
improve soil structure, and some even
deter pathogens that cause root diseases.
These rhizosphere microorganisms flour-
ish in great numbers because that is where
their organic food supplies (organic car-
bon) are the most plentiful. 

Biological nitrogen fixation

Air is nearly 80 percent nitrogen gas.
Not man, animal nor higher plants can use
elemental nitrogen. It first must be “fixed”
by combining it with other elements such
as hydrogen, oxygen and, of course, carbon
to synthesize amino acids, peptides, pro-
tein, etc. before the element nitrogen can
be assimilated by any life form.

This fixed nitrogen ends up in the food
chain for everything living. N-fixation is
second only to photosynthesis in impor-
tance to plant sustainability in natural
ecosystems. Nitrogen is the most limiting
factor, after water, for plant growth. Only
certain soil microorganisms, mainly specif-
ic bacteria and actinomycetes, can fix
atmospheric nitrogen. Since 80 percent
nitrogen gas is in the atmosphere, this same
80 percent nitrogen gas is in the atmos-
phere of soil-air spaces!

There are three basic microbial systems
involved in this fixation. Gaseous nitrogen
can be fixed: 

1. Symbiotically by root nodulating bac-
teria on legumes, and by specific
actinomycetes on certain tree species
forming actinorhizae; 

2. By certain bacteria living in the rhi-
zosphere of plants; and

3. By some free-living bacteria in the
soil. 

The nodulating microbes obtain their
organic carbon nutrition directly from their
organic union with the plant host. The rhi-
zosphere bacteria get their carbon from
sloughed root cells or root exudates (i.e.
rhizodeposition). The free-living bacteria
obtain their carbon nutrition from the
organic matter in the soil. Without these
carbon sources these microbes cannot fix
nitrogen. The nitrogen fixed by these spe-
cific bacteria, after many biochemical
transformations, is eventually released as
either ammonium or nitrate into the soil for
plant use.

Mycorrhizae

Most green plants form symbiotic rela-
tionships with mycorrhizal fungi. These
unique, root-inhabiting fungi colonize
either the outside of fine absorbing roots
(ectomycorrhizae) or the inside of the roots
(endomycorrhizae). Ectomycorrhizae
occur on about 10 percent of flora or about
2,000 species of trees. In North America
there are more than 2,100 species of fungi
that form ectomycorrhizae. Worldwide,
there are more than 5,000 species. Most
ectomycorrhizae can be recognized with
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the naked eye since they occur in different
shapes, sizes and colors. 

Endomycorrhizae are the most wide-
spread of all mycorrhizal types and
comprise three general groups. Ericaceous
endomycorrhizae occur on four or five
families in the Ericales. Orchidaceous
endomycorrhizae occurs only in the plant
family Orchidaceae. Vesicular-arbuscular
mycorrhizae (VAM) are the third group of
endomycorrhizae. Vesicles and/or arbus-

cules are structures produced by these
fungi in or on colonized roots. VAM have
been observed in roots of more than 1,000
genera of plants representing some 200
plant families. More than 85 percent of the
300,000 species of vascular plants in the
world form VAM. These include agricul-
tural crops (except Brassica), most wild
and cultivated grasses, fruit and nut trees,
many hardwoods, vines, desert plants,
flowers, and most ornamentals (except eri-
caceous plants). There are about 150 total

species of VAM fungi identified, to date,
worldwide. VAM roots are not changed in
either color or shape from nonmycorrhizal
roots. VAM can only be confirmed micro-
scopically and, thus, cannot be identified
with the unaided eye. Because of their
location on roots and their large size, VAM
fungal spores are disseminated very slowly
to new areas by soil animals and insects.

Mycorrhizal fungi cannot obtain essential
dietary carbon nutrients from any other
source other than that produced by host pho-
tosynthesis. This means, very simply, that
the mycorrhizal fungi cannot grow and
develop unless they are in mycorrhizal asso-
ciation with their plant hosts. In return, the
fungi extend mycelia far into the soil,
increasing the surface area of the roots to
improve absorption of water, nitrogen and
essential mineral elements for its plant host. 

From a practical perspective, it would
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G: Ectomycorrhizae, multi-
ple types, can colonize a
single plant root. Photo
courtesy of Plant Health
Care, Inc.
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require approximately 100 times more sug-
ars and energy from photosynthesis for a
plant to form enough nonmycorrhizal
absorbing roots to produce the same sur-
face area formed by the mycelia of
mycorrhizal fungi and the mycorrhizae.
Mycorrhizae persist longer than nonmyc-
orrhizal absorbing roots, and increase the
tolerance of their tree host to drought, soil
compaction, high soil temperatures, heavy
metals, soil salinity, organic and inorganic
soil toxins and extremes of soil pH. They
also depress many root diseases caused by
pathogenic fungi and nematodes and sup-
press the attacks by certain insects. In
natural forests and grasslands, many
species of mycorrhizal fungi share com-
mon plant hosts and form a continuous,
interconnecting network of mycelia on
roots between the plants. 

Recently, VAM fungi were reported to
produce a glycoprotein exudate while in
mycorrhizal association. This organic
chemical, called glomalin after the VAM
fungal genus Glomus, plays a significant
role in soil aggregate stability and can rep-
resent 4 percent to 5 percent of total soil
carbon and nitrogen in forest soils.

Practical considerations

In our efforts to domesticate forest trees
and other plants, we have removed them
from their natural settings and are now
growing them in a variety of unnatural
manmade landscapes. They occur in these
landscapes following one of two events.

Either they existed as a forest plant in the
area before manmade development or they
were transplanted after development. Roots
of preexisting plants, especially trees, are
routinely damaged during construction by
trenching utilities, by drain fields, by grad-
ing, by compaction and by the ever-present
urban forest floor of concrete/asphalt roads,
driveways and sidewalks. 

Transplanted trees are routinely moved
to their new environment with less than 10
percent of their original root system devel-
oped in the nursery. These transplanted
trees may need 10 years to replace the orig-
inal lateral and absorbing root systems.
Roots not only need large soil volumes for
proper development but also they must
have favorable soil conditions (oxygen,
proper temperature, available soil water,
soluble nitrogen and essential minerals)
that allow them to develop. 

Good quality organic matter in soil, an
organic mulch over the rooting area of
shrubs and trees, the largest possible vol-
ume of quality soil (preferred pH, good
water storage and physical properties, high
reserve of mineral elements) for maximum
root expanse, and adequate inoculum
potential of mycorrhizal fungi and benefi-
cial rhizobacteria are a few prerequisites to
healthy root development and function of
plants in our man-made landscapes. 

Dr. Donald H. Marx is chairman and
principal scientist at Plant Health Care,
Inc.  This article was adapted from a pres-
entation at TCI EXPO in Detroit.

Image shows both external and internal VAM fungal
spores. Photo courtesy of José Oswaldo Siqueira, Ph.D.,
UFLA, Lavras, Brazil.

Stained exudates from mycorrhizal tall fescue roots are
red. Photo Courtesy of Darius Malinowski, ARS/USDA.
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By Rick Howland

Two TCIA members are about as far
apart geographically as they could
be, but Chris Frank in

Massachusetts and Mike Kraus in Hawaii
have one thing in common – the weather.

While their local weather conditions
may differ, the fact that they use technolo-
gy and weather predictions in these active
zones to improve their businesses is what
they share. And there’s a new wind blow-
ing, based on a whole new skill set, that lets
us predict short term-weather more accu-
rately, get a better handle on the
medium-range outlook, and even get a feel
for the long-term forecast and changes in
climatological models, all of which spell
profit opportunities.

A generation ago, weather was a vague
enemy for those working outdoors. The
ability to predict the weather was part skill,
part experience, part knowledge of the
locale and part black art. And luck.
Whether you’re a one-man shop or a multi-
national organization, the daily weather
has an impact on whether or not you work,
and whether or not you are efficient and
therefore profitable. The ability to look
ahead and around the corner has improved,
and that means our ability to operate more
safely and more efficiently, and to schedule
more cost effectively, has also improved. 

Think about the weather in two ways.
First, knowing today’s forecast means we
can schedule our crews better day-to-day
and week-to-week, and we can be safer and
more efficient. That part is easy. But look-
ing at near-term weather and long-term
climate trends as a business tool can also
help us make better informed decisions.

You may know the name Dr. Greg

Forbes from The Weather Channel, where
he is a severe weather expert. His expertise
is tornados, so this time of year, he’s pretty
busy. TCI caught up with him the day after
a busy tornado outbreak in April. 

“There have been huge changes in pre-
dicting the weather over the past four
decades,” says Forbes. “Back in the ’60s
we had virtually no numerical guidance –
nothing – (and our weather maps were)
very coarse, with 400-mile imagery resolu-
tion. These days, we have satellites and
multiple computers, some with resolution
down to a mile, for extremely accurate
short-term forecasting.” Simultaneously,
Forbes says, the skill to form a 10-day fore-
cast accurately has improved to where it’s
as good and just as accurate as the 24-hour
forecast of 40 years ago. 

“If we go back prior to 1990, we didn’t

have Doppler radar, just basic radar show-
ing where it was precipitating and, maybe,
if a storm was exceptional, wind and sleet.
Now we can see winds within a storm and
more accurately predict hail or damaging
winds – even tornados. We know more
about weather hazards and can actually
name communities likely to be affected,
not just counties – such as Marietta,
Georgia, versus downtown Atlanta.”

“Before ’61,” Forbes notes, “we had no
satellites. Now we have great satellite cov-
erage and can see fine lines of
thunderstorms and track hurricanes as they
head toward land.”

Over the longer range, as forecasters go
out on their predictions, the accuracy goes
down. “We are VERY good at one day and
shorter and pretty good on the daily fore-
cast up to five days. The longer out we go,

Forecasting Work Using the Weather

Dr. Gregory Forbes, severe weather expert for The Weather Channel, deals with dangerous thunderstorm hazards such as
tornadoes, damaging winds, hail, floods and lightning. Images courtesy of The Weather Channel.

Business of Tree Care
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the more the accuracy goes down, but we
can talk about above and below average
temperatures and precipitation averages
over the coming period,” he says. 

Forbes points to the popular annual
reports from Dr. William Gray of Colorado
State University, who issues initial and
updated forecasts on Atlantic Seasonal
Hurricane Activity and U.S. Landfall Strike
Probability. (As bad as the season was last
year, Gray’s statistical modeling, based on
more than 22 years of hurricane prognosti-
cations, shows “an above-average
hurricane landfall for the Atlantic basin in
2005.” (For a full report on his forecast and
past forecasts and verifications, log onto
http://hurricane.atmos.colostate.edu/fore-
casts, or do a word search for hurricane
predictions.)

The good news is that we are getting bet-
ter about longer term forecasts – even
climate trends such as global warming, El
Nino, hurricanes, etc. But Forbes warns
that “We can’t take these as gospel and we
have no storm predicting skills. We have to
remember that in long-term forecasting we
are dealing with probabilities and that there
will still be exceptions.

“Take William Gray’s tropical storm
report. There’s a lot of skill involved, but
these are storm count predictions, not land-
fall. Some years hurricanes all stay at sea,
some come inland. 1992 was a below nor-
mal year, but it produced Hurricane
Andrew, which is still the costliest single
hurricane in U.S. history.”

On the other hand, he says, we appear to
be in a 40-year hurricane (cycle) where the
trend shows an increasing number of land-
fall hurricanes. The frequency of these
storms oscillates and it looks like we are in
for a couple of active years, but it’s just
another climate factor to figure into the
equation. 

So, how can a tree care professional
make money armed with this knowledge.
From Forbes’ perspective, just look at the
clean-up business.

After a weather event, Forbes, were he a

tree care professional, says he would log
onto the National Weather Service Web site
and go to the storm prediction center and
check out preliminary reports of areas
where wind, tornado, hail and ice damage
is reported. (www.cpc.noaa.gov – click on
storm reports). There, he says, you can find

out what recently happened and see the
local outlook for the next few days, includ-
ing where storms are anticipated and where
wind damage has or will create an active
cleanup area.

To the other extreme, for climate fore-
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High winds causes coastal damage during one of last year's series of hurricanes that tore through Florida.
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casting of extreme weather of anywhere
from two days to several months to season-
al trends, go to www.cpc.ncep.noaa.gov/
products/forecasts. What’s of interest here
is the ability to search for drought monitor
status or very wet areas to plan for plant-
ings and care.

He says you can visit www.nws.noaa.gov
and go to the pop-ups for country maps,
click on a location you’re interested in and
find the local forecast, right down to a spe-
cific county where you’ll get warnings as
well as forecasting.

If you are really interested or anxious,
there are services that will contact you to
notify you of weather warnings. The
Weather Channel offers NOTIFY! which
will automatically contact you by e-mail,
pager or phone to notify you of a warning
for an area. Sign up online in advance and
provide the location of interest. 

Forbes also noted that lighting sensors
are now available for personal use. They
are essentially “static stations” that listen in
for electrical atmospheric action and will
warn you of activity within a range of 10
miles. That may sound like a lot, but not if
you consider that a violent storm can move
at more than 60 miles an hour and a rene-
gade lighting bolt can strike at up to 10
miles from its source. (A bit of advice from
the doctor: Apply the 30-30 rule with light-
ing. First, if you can see it, stop operations
and seek shelter immediately. If the time
between lighting and thunder is less than
30 seconds, seek shelter. And wait for at
least 30 minutes after the last rumble to
resume outdoor activity. (For more on
lightning and its consequences, see TCI
magazine June 2004.)

“Certainly weather is important to a lot
of communities in the U.S. where the num-
ber one danger during storms is not
tornados themselves, but falling trees,”
says Forbes. “In Atlanta it may be trees
falling in neighborhoods and taking power,
video, cable and phone lines. Elsewhere it
may be blown trees falling on mobile
homes.” 

As for long-term and climate forecast-

ing, as iffy as it is, the trends can signal the
potential for disease, insect infestation, or
wet periods that will make trees susceptible
to uprooting. “There’s a tremendous rela-
tionship between weather and the tree care
industry,” concludes Forbes.   

Mike Kraus, owner of Tree Works Inc.
on the island of Hilo in Hawaii, knows a lot
about weather from having researched
upper atmospheric weather as an observer
in the US Army and a ballistic meteorolo-
gist in combat during the Vietnam war.

“I live in a unique weather environment
on Hilo. At our office, the annual rainfall is
135 inches – one year we recorded over
212 inches – and we’ve rarely missed a day
of work. This is an area of micro-climates,“
he explains. “The other side of the island
may get only 10 inches or less because of
the trade winds.” 

Kraus relies on a WeatherPro system
from Weather Services International in
Andover, Mass., (similar to the systems
used by the Department of Defense, most
major airlines and most TV weather fore-
casters.) For its utility-related services,
WSI touts that it has “solutions to help our
clients profit from better weather knowl-
edge, and manage their risks through
proactive preparation.”

Regarding very long-term and climate
forecasting, Kraus isn’t a major proponent. 

“I wouldn’t base investments on one.
Take global warming and its impact on
North America. Global warming is
absolutely happening, but the question is
will melting in the Arctic trigger an Ice Age
as melting waters prevent warm water
from circulating and plunging the Northern
Hemisphere into a freeze?”

He’s more bullish though on making
decisions based on six-to nine-month out-
looks, citing the current El Nino. 

“One place is in the western U.S. where
we know Pacific warming is in place and
Southern California will get rain and mud.
Other areas will be dry, and this is much
more predictable forecasting on which to
base a business decision, like what, how
and when to care for trees and whether or
not to buy equipment.” Looking ahead to a
near-certain mud season in Southern
California, Kraus would look at a Bobcat
as a good investment right now.

Another source he uses is the Internet
Weather Underground (www.wunder-
ground.com), which provides close-in
weather for locales as little as a mile from
your point of interest. There you can get
exact “micro” conditions and forecasting.

On the right coast is Chris Frank, owner
of C.L. Frank & Company in
Northampton, Mass. Twenty years ago he
took over the western office of the now-
defunct Frost & Higgins and remains a
full-service arboriculture company. (A
major proponent of the TCIA, his company
was the first TCIA Accredited company in
Massachusetts and second in the nation.)

Frank uses a system by Meteorlogix of
Minneapolis, Minn. “I stumbled across
them while working with a golf course
groundskeeper who used it to plan his
work,” says Frank. 

Meteorlogix (www.meteorlogix.com)
describes itself as a “business weather
solutions provider: Every day, businesses
rely on us to help them manage weather-
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Weather Resources
www.cpc.noaa.gov – National Weather
Service Climate Prediction Center, National
Oceanic and Atmospheric Administration

www.cpc.ncep.noaa.gov/products/fore-
casts – short term forecasting

www.cpc.ncep.noaa.gov/products/pre-
dictions/long_range – climate predictions

www.weather.com – The Weather Channel
real-time weather for your region

www.weatherunderground.com – Weather
underground

NOAA radios – Band-specific radios tuned
only to NOAA radio stations in your region
and available at electronics, boating,
trucking and mass retail dealers and
online.
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related risks and protect their bottom line.”
Meteorlogix in March introduced the latest
version of its MxVision WeatherSentry
Construction Edition. The weather infor-
mation management system is designed “to
help construction companies increase pro-
ductivity, efficiently schedule crews,
increase employee safety, manage cus-
tomer expectations, decrease payroll
spending and reduce costs that result from
ruined materials.”

Similar to Kraus, Frank operates in
micro environments within his territory in
Western Massachusetts, north and south
along the Connecticut River. Frank
explains that his business simultaneously
covers growing Zones 4 to 6.

That means weather over the Berkshire
Mountains, into Pittsfield, Northampton,
Brattleboro, Vt., and into Hartford, Conn.,
can be dramatically different on the same

day and in the same place from day to day.
And it can change very quickly, too. Any
additional weather (information) makes for
a better decision, says Frank. He’s proud of
his crews’ ability to work in just about any
condition, but says he wants to be more
productive over the course of each day and
minimize “broken days,” when the job
can’t be finished due to weather.  

“Knowing the weather provides great
peace of mind, to be able to double check
at 6:30 in the morning to see if anything
changed. He monitors five regions simulta-
neously and doesn’t rely on broadcast
forecasts for the broader region. “A lot of
times rain won’t go up and over the
Berkshires. The forecast may (predict)
something, but that something never gets
here.” 

Ryan Swier is field personnel manager
with Asplundh Tree Expert Company,

which does line clearing for utilities
nationally. “Most of our customers have
detailed, complex weather forecasting, and
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Jim Cantore, The Weather Channel meteorologist, report-
ing from Fort Meyers, Fla., during Hurricane Charley in
August of 2004.
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we work with them and their systems,” he
says. 

Looking back on last year’s hurricane
season, Swier reflected, “I worked in the
field for many years and remember waiting
for a storm to hit, then going to the scene.
In today’s world with forecasting as accu-
rate as it is, our customers can, and we can,
identify where a storm will hit. Last year,
we got our crews to mobilize into areas to
be hit beforehand. Working with the cus-
tomer, we were prepared and moving
quicker.”

From a corporate standpoint, Asplundh
relies on notification services like
impactweather.com – especially during
hurricane season when conditions are more
complex. “At corporate we get weather e-
mails with outlooks on tropical

developments  weeks in advance.”

He concluded by noting that with a
storm heading up the east coast, for exam-
ple, not only can area crews be mobilized
in anticipation of storm, but customers
hundreds of miles away are notified as well
so they can make plans, too.

From a long-term forecasting perspec-
tive, Chris Frank began years ago tapping
into seasonal forecasting for the agriculture
industry. He monitors the NOAA climate
forecast sites, which are updated monthly,
usually around the 20th. 

“I certainly factor that into my thinking.
If it looks like mid-to-late summer that we
might get a milder winter, I would be more
aggressive in landing winter work. If it
looks like above-average storms and cold, I

would push work out to the following sea-
son. It also changes hiring when it comes
time to keep or let go of seasonal help – or
look for different seasonal skills to keep an
extra crew on during the winter.” 

Ultimately, that kind of knowledge and
planning makes him more valuable to his
long-term clients who also need to plan.

“Whatever the system is, it is a heck of a
lot better than nothing. Now we’re not
dependent on tuning into the radio or TV or
to make calls to see what’s going on an
hour away. I check at the tail end of each
day to see what I have planned for the next
day. I check the radar to see where it’s best
to send crews. They’ll work in any weath-
er,” Frank says, then concludes, “But I try
to make it pleasant for my people – they’re
my biggest asset.”
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As businesses move into full swing
in the summer season, there are a
number of legislative and regula-

tory issues to consider.

Cuts in Extension offices?

President Bush’s FY 2006 budget
request has proposed a 50 percent reduc-
tion – representing $89 million – in the
funding that helps support agricultural
experiment stations at land grant universi-
ties. This could result in the loss of
thousands of professors, research scien-
tists, extension specialists and other staff
positions unless Congress restores the
funding somehow. Cuts this deep could
have a profound impact on tree service
providers that rely on extension offices for
all sorts of tree, shrub and pest information.

Guest worker legislation

The “Save our Small and Seasonal
Businesses Act,” S. 352 and H.R. 793, con-
tinues to gather momentum in both the
House and Senate. At the time this was
written, 33 senators and 73 representatives
had signed onto the bills.

The legislation's objective is simple.
Currently, non-U.S. workers who have
recently worked in the U.S. and re-apply
for an H-2B Visa are counted in the Visa
quota. The bill would exclude from the
quota any H-2B-status worker from the
most recent three fiscal years.

If your state’s senators or representatives
have not signed on to this legislation, you
should urge them to do so. You can use
www.senate.gov or www.house.gov to
research the respective bill.

OSHA focuses on green industry

If your company operates in OSHA
Region III (DC, DE, MD, PA, VA and
WV), you should be aware that OSHA
recently informed the green industry of a
two-part outreach initiative to all landscape
and tree care operations within the Region. 

OSHA Region VIII (Mont., N. Dak, S.
Dak., Wyo., Utah, Colo.) tried a similar
program last year.

In the first phase in early summer,
OSHA will offer assistance through its
consultative offices and in the second
phase, they start enforcement visits and
fines. Inspections will concentrate on
sprains & strains, electrical hazards, noise,
amputation, heat stress, fall hazards,
struck-bys, and any other “plain view” haz-
ards encountered.

Please keep in mind that just because
your firm may not be on OSHA’s mailing
list to have received this notification, or if
you fall below the size that triggers OSHA
recordkeeping requirements, you are nev-
ertheless affected by the initiative.

Now is a very good time to give your
safety & compliance program a checkup,
and to take measures to avoid problems in
the future. TCIA can assist you with spe-
cific safety and compliance questions -
please call 1-800-733-2622 to learn more.
You may wish to call your local OSHA
office to arrange for a consultation visit or
to find out about potential safety/compli-
ance workshops being offered in your area.

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

Extension services, H-2B
and OSHA on the agenda
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By Steven S. Little

Trying to grasp all the factors that deter-
mine whether a customer buys from you
and keeps buying from you can be over-

whelming. That’s why I’ve developed the 10 Ts
of Customer Acquisition and Retention. These
are the most important elements for any organi-
zation interested in improving in this area.

1. Training

Do your new hires know what makes you
tick? Do they know why you exist and what
matters to your customers? The training I’m
talking about is customer-driven training, not
internally driven training. Most small business-
es have some rudimentary form of initial
training, but it is focused on how to work the
cash register, how to input data into the com-
puter, or how to file the paperwork. Yes, those
things are necessary to learn, but they come
with time. Most of that kind of training has lit-
tle to do with what really matters from a
customer standpoint. The answers to the follow-
ing questions are what effective employees
really need to be trained about:

• Why do people buy from us?
• What do we do differently from everyone

else?
• Why do people buy from us and not the

other guys?
• When people buy from the other guys, why

do they do it?
• What makes us unique?
• What do our customers care the most about?
• What are the primary tasks you need to

know, and how do those tasks relate to the
customers’ needs?

When you can answer these questions and
train people on those topics, you will have a
powerful training program. You assume that
customer satisfaction is obvious, but it is not.
Most new employees have no idea what satis-
fies a customer of your company. You need to
teach them.

Dedicate some serious time to the training
that really delivers. Each new employee should
go through at least one day dedicated to an ori-
entation to the company, its values, and its
history. The best growing companies pull in the
company founders, the top sales reps, or the
president to explain the company’s core reason
for being. They get new hires up to speed on
how the company is different, what it does bet-

ter, and why it is going to grow.

Historically, small business has had the repu-
tation of not offering strong training. I’m not
sure that this reputation is always valid. When it
is valid, it is usually because small businesses
think they can’t afford it. However, I am sure
that the majority of small businesses can’t
afford not to do this kind of training.

2. Touches

Every time you come in contact with a cus-
tomer, it’s a “touch” and an opportunity to
shine.

I worked as president of a company making
apparel with corporate logos. Our competition
saw touches in two places: the initial marketing

communications and the first phone call. We
went beyond that to put effort into the art
department, the sample department, and the
shipping processes—even down to something
as detailed as the packing slip – because when
we got the order, that was just the first step. In
the world of apparel, people return things, even
if you do everything perfectly. The personal
touches – how we handled the two returns out
of 42 shipped – was how we won over the cus-
tomer and got more business. We took what the
customer perceived to be a potentially negative
experience and turned it into a big positive.
Removing the proverbial thorn in the lion’s paw
allowed us to move beyond simple satisfaction.
We were building lifetime loyalty and value.

What is far more common, especially with
the big companies you are competing with, is
the dropped ball, the wasted opportunity, or the
negative that gets even more negative. We all
have far too many examples of these in our
heads, but here is an example of customer
touches that the company should have had com-
plete control of related to outbound
correspondence.

When I travel, I’m generally flying to one of
a handful of specific airports. More than half of
my speaking engagements are in the big confer-
ence and convention cities: Orlando, Las Vegas,
New Orleans, Atlanta, and Chicago. Some of
the online travel agencies offer a free service
that will alert me by e-mail when the lowest fare
falls below a certain price that I determine.
Recently, I was happy to see one of the fares
drop way below the threshold, so I clicked on
the link. Instead of a screen offering me a way
to buy tickets, I got a blank screen with this
message:

HTTP ERROR: 403 Forbidden
Directory access not allowed

I’m no techie, but it was obvious somebody
inserted a dead link of some kind in the e-mail,
and whoever is supposed to check these things
went home early or didn’t do his or her job.
Regardless, here was a point of customer contact
that could have resulted in a sale of three tickets
immediately and maybe a hotel and rental car on
top of it. Instead, the company blew it. Their
home page address wasn’t in the e-mail, so I
clicked on a rival’s site I had bookmarked. The
company who had sent me this prime informa-
tion lost the sale and probably countless others
because the customers’ experience wasn’t han-
dled properly. The scary thing is that they’ll
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never know how much money they lost that day
because most of their customers won’t say any-
thing. I certainly didn’t. Most people just bought
from somebody else that day and thought a little
bit less of that company forever.

Every contact with the customer is impor-
tant—and can have a direct impact on your
customer acquisition and retention. This
includes the initial phone call, credit terms, con-
firming e-mail, returns – everything that your
customer sees and hears from your organiza-
tion. Remember, finding and keeping customers
is a touchy subject.

3. Total View

As it relates to customers, everyone in your
organization should be able to access every-
thing they need to know, anytime or anywhere.
This is difficult, yes, but not impossible.

How many times have you heard, “that’s not
my department” or “that’s not my job”? That’s
a pitiful response, and if anyone in your compa-
ny says that, you should be embarrassed. He or
she is costing you money and stifling your
growth.

There are plenty of reasons this attitude sur-
faces. Maybe your employees don’t personally
have the technical knowledge to address the
request. Maybe there are too many territorial
disputes in your organization. Maybe that par-
ticular person is just plain lazy. You need to fix
these problems, either through better training,
better people, or better technology – probably
all of these. The problem of inadequate techni-
cal knowledge is one of the easiest problems to
address. Technology allows you to solve prob-
lems seamlessly, without ever showing what
steps got you there.

How many times does it look like the right
hand doesn’t know what the left hand is doing
in your organization? See if any of these look
familiar:

• Have you ever sent out marketing materials
to people who are on credit hold?

• Have you ever invoiced people with stan-
dard terms after they’ve negotiated custom
terms with your sales organization?

• Have you mailed out brochures to people
who haven’t worked at that company for
two years?

• Has your marketing department advertised
services that the sales department says

nobody wants to buy?
• Has your shipping department sent packing

slips that bear no resemblance to the cus-
tomer’s invoice or sales contract?

• Have your people answering the phones
been clueless about what your customers
have ordered and what offers you have sent
them by e-mail?

• Have customers ever tried in vain to return
a product that they purchased online to your
physical location?

To grow your business, you need a total view.
You need to make sure anyone who interacts
with customers in any way has a total view or at
least knows where to go to get the answers in a
hurry. Through training and our next T, technol-
ogy, you can make it happen.

4. Technology

This book has a whole chapter on technology,
but here I talk about technology that impacts
your customers. Technology is making it
increasingly easier to gather, store, and interpret
information about our customers.

It has become popular in recent years to put
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in customer relationship management (CRM)
systems. U.S. companies have spent billions to
set up formal CRM software systems. This soft-
ware allows companies to determine which
customers have spent the most, get a view of
customers’ past transactions when they call, and
route them to the person who can serve them
best. When it all works as advertised, a CRM
system can be a powerful tool. But much of the
time it doesn’t, as we have all experienced when

calling a big company’s customer service
department.

That kind of CRM can cost a fortune. But
remember, you have some kind of CRM system
in place now, whether it is in file folders or an
in-house database. Don’t confuse a software
solution with the important function we all
share – managing the customer base. Improving

true CRM, especially for a small company, can
be what makes or breaks the business.

Simply put, technology can improve your
customers’ experience. I’m not saying make
your company robotic. Technology can make
your organization more responsive and more
humanistic by allowing your people to do their
jobs better. Technology can free up your peo-
ple’s time so they can handle the things that
human beings do best.

Too often, small business owners believe that
their customers always want to talk to them.
That’s not true. What is true is that we’ve
trained our customers that talking to us in real
time, by phone or face to face, is how you get
things done. When I speak about automating
mundane tasks, many business owners think I
am advocating a soulless, mechanized customer
encounter. Far from it – the idea here is to pro-
vide a higher level of service in those areas
where technology is the best tool.

Most business owners agree that face-to-face
contact is the most valuable contact you can
have with a client or customer. I agree. Nothing
is more valuable than face-to-face contact in
any business. According to Cahners Research,
the cost of the average face-to-face sales call
was $329 in 2001. It is a tremendously valuable
tool that should be used properly. Due to the
high cost of face-to-face communications,
we’ve found other ways to communicate with
our customers, and there has always been a rela-
tionship between the cost and the value.

We have the telephone, which is a very effec-
tive tool. While not nearly as valuable as
face-to-face contact, it is still a tremendous tool
for certain applications. The telephone has an
auditory component, a real-time component,
and a two-way interaction component that
makes it extremely valuable. Everyone has it,
and we can all use it. However, while it is sig-
nificantly less effective than face-to-face
contact, the telephone is still an expensive tool.
If you factor in all of your real costs, from
telephony hardware to health insurance, the
average outbound sales call your company
makes can cost anywhere from $15 to $35.
Taking an inbound order from a customer can
cost you an average of $7 to $12.

Mail is also an effective tool in the right cir-
cumstances. Most businesses still mail invoices.
They still mail catalogs. Many companies still
use mail to distribute compelling offers.
Compared to real-time, two-way communica-
tion, mail seems limited, but the corresponding
costs still make it a good value. Fax is cheaper
still, but the limitations of color and format
reduce its value.

With e-mail, for the first time ever, we have a
touch tool that does not obey the laws of previ-
ous business communication techniques. With
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e-mail, there is no correlation between the cost
of a contact and the value of that contact. While
the cost of all your communication options con-
tinues to increase, the value of e-mail
communication continues to increase. (Some of
you are thinking, “Hey, my long-distance bill
has dropped in half in the past five years.” But
remember, it’s people on the phone that really
cost you money. Why do you think big business
is outsourcing their call centers to places like
India and the Philippines?)

Let’s say your company sends a promotional
e-mail introducing your latest product or service
to 100 random, existing customers already on
your e-mail list. It goes well. Technology now
allows you to expand that effort with confidence
at relatively little additional cost. If you want to
send the same offer to all 20,000 of your cus-
tomers the next day, there is no real incremental
increase in costs. And the future of e-mail will
offer an even more valuable contact. Imagine
your bright, smiling face yipping and yapping in
your customer’s inbox (for those who request it,
anyway), describing your daily specials or latest
innovations. E-mail will have an auditory com-
ponent and a visual component close to real
time, at a cost below that of a fax on a per-con-
tact basis. That is powerful, amazing, and just
around the corner. The same is true of a Web
site. The incremental cost for 100,000 Web site
visitors a week rather than 1,000 is next to noth-
ing these days.

This is one of the reasons the Web is still a
really big deal. I talk about technology in more
detail in Chapter 7, but the bottom line is that the
Internet has indeed changed everything. Don’t
let the dot-corn meltdown make you think you
can avoid using the Web and e-mail for your
business. No matter what business you are in,
you have to get good at using these technologies
because your customers need for you to be.

5. Tailored

Customer communication is going to look far
different in the near future than it does now. The
key is going to be honing your database to give
all customers what they want, when they want
it, the way they want it.

There was a term in vogue in the late 1990s –
mass customization. The notion was that many
successful companies had gone beyond the old
paradigm of mass production and had put
processes in place to give customers what they
need. It centered on Dell building you the com-
puter you wanted when you called or Levi
Strauss sending you custom-tailored jeans.

But we’re past that now. Now the idea is what
my friend and noted direct marketing expert
Tracy Emerick calls “mass customerization.”
The notion of customizing for each customer
needs to go beyond mere production. I talked
about custom invoices earlier, and this same

concept needs to apply to every touch point. It
is especially important in terms of marketing
communication.

In direct marketing, for example, the main
components are the list, the offer, the
format/medium, and the copy. Nearly all com-
panies I’ve worked with spend the bulk of their
direct offering time on copy and format. That’s
the opposite of what they should be doing.
Everything comes from the list and the offer.
The rest are details. If you are offering the right
deal to the right people at the right time, you can
deliver it on a napkin or explain it in a two-
minute phone call.

6. Trenching

Trenching is a term I use to refer to the
process of finding actionable information in
customer data and using that to grow your busi-
ness. Some people would call this data mining,
but you don’t really dig for it and remove it.
Instead, you move along a trench looking at the
stratification, like a geologist. (Besides, data
mining doesn’t start with the letter “t,” so that
would blow my whole premise.) When trench-
ing, you are trying to find answers to the
following key questions:

• What kind of customers should we serve?
• What kind of customers do we currently

serve?
• How can we describe our best types of cus-

tomers?
• What patterns can we find in our customers

that predict future lifetime value, potential
offers, or potential actions?

You can nearly always find patterns in the
data: why people buy, when they buy, what they
buy, what kind of offers elicit a response. If
Tony buys only logo hats from me year after
year like clockwork and nothing else, I’m prob-
ably wasting money sending him a shirt catalog
12 times a year. If Candlewic president Bill
Binder has a customer who buys only soap sup-
plies from him, it wouldn’t make sense to
continually offer that customer special pricing
on candle supplies. Maybe once or twice a year,
he would offer special pricing to see if he could
elicit a trial, but certainly not as often as he
would to his known candle supply buyers.

Who owns your customer data in your organ-
ization? If you’re like most companies that have
gone beyond a few employees, the data are all
over the place. Finance owns one chunk, pur-
chasing or shipping owns a chunk, marketing
owns another, and sales has different pieces alto-
gether. Many of the salespeople might have half
their info scribbled on notes somewhere, and the
other departments are each protecting their fief-
dom from intruders. You need to figure out who
owns all the pieces and pull them together so the
data become meaningful. There are software
vendors who want to help you with this, some of
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them quite good. But even the best software is
only as good as the legacy data you can input.
The data are only as good as the ongoing
processes for gathering and sharing that data.

Some people will find this information of
great value. Others will say, “Hey, Steve, I just
own an ice cream shop. How is trenching data
going to help me grow my business?” That’s a
legitimate question, and here’s your answer.
How difficult would it be to gather customers’
e-mails in exchange for a free sample? Maybe
you can even ask for their favorite flavor, too,
and get the entire family’s birthdays. Every
birthday you send out a coupon. If you ever
want to send out a survey, you’ve got your list.
You’ve got the idea.

Who creates information in your organiza-
tion? There is a big difference between data and
information. Fifty lines of customer data is still
just data. Information is this: Ellen is the key
decision maker, but she asks Joe for input; the
company’s fiscal budget year starts in July, and
they respond best to extended payment terms.

Don’t be data rich and information poor.
Getting raw data is easy. What you need to get
is actionable information. Fifty pages of data is
often useless, but one page of actionable infor-
mation can be gold. Getting information is more
difficult, but that’s what’s going to fatten your
bank account.

When you get to the point where you can
analyze your data and create real information,
you can start making product/service decisions
that are based on more than gut instinct. Finding
this information takes more expertise but cre-
ates more value. You start profiling customers
and predicting outcomes. You can expand your
business and say, “My models show me that if I
spend this amount of money to acquire these
people, who have this much lifetime value, I
will have this much money at the end of it.”
That not only allows you to make good spend-
ing decisions but also builds information you
can take to the bank – literally. Find experts who
can make this happen. The companies who real-
ly know their customers and know where to find
more like them are the ones that will grow.

There’s another key advantage to getting
good at trenching. If you are finding new cus-
tomers and serving your good ones well, you
can then prune your garden to get rid of the
deadwood. The people who always grill you on
price and pay you late are also the ones who
complain the most. Anyone who says, “We love
all our customers” is probably lying (and not
growing). With most companies, the bottom 10
or 20 percent of their customers (in terms of
revenue) take up as much as 50 percent of their
time. Can you ever really make money on these
kinds of customers?

For most business owners, it is very difficult to

give up any customer – we all remember a time
when we didn’t have any. But how much more
productive and profitable could you be if you got
rid of the marginal customers? How many more
good customers with attractive lifetime values
could you service instead? If the relationship isn’t
working, the two of you are probably not a good
fit. End the relationship. Let your competitors
deal with those customers. Knowing whom you
can serve well and whom you can’t is critical to
becoming a high-growth company. Be selective
and give up the time wasters. Your bottom line
will improve dramatically.

7. Time Bombs

Any company interested in growth needs to
do things cheaper, faster, and better to win busi-
ness. The only way we can consistently deliver
on the “faster” part is to build and plant time
bombs throughout our organization. Time is of
the essence in today’s economy. Attention-get-
ting time bombs of some type need to go off
whenever you are not doing a good job of man-
aging the customer’s expectation of time. The
entire organization needs to see, hear, and feel
the obvious warning signs of impending time
problems.

PrintingForLess.com has set up a system
where every order is being tracked at all times.
Orders that are close to being in trouble set off
an alarm in the company system.

When there is an alarm on this dashboard, the
whole place goes nuts trying to figure out what
went wrong, how to fix it, and how to keep it
from happening again. The project is not late at
this point. It’s just in danger of getting that way
if people don’t react. It’s a time bomb.

In your organization, how many times do you
or other key people find out about a problem
after it’s too late to really fix it or at a point
where it is twice as expensive to fix it as it
would have been earlier? The worst is when you
hear about a time problem for the first time from
your customer. Find a way to warn your organ-
ization with time bombs that no one can ignore.

8. Tractable

Tractable is defined as: (adj.) susceptible to
suggestion; a personality sensitive to other’s
desires [ syn: malleable, responsive].

This isn’t a word you hear every day. Being
tractable means you are susceptible to sugges-
tion. You are sensitive to other people’s desires.
To be successful as a growth company in
today’s economy, you need to be malleable and
responsive. Satisfaction is not on a continuum.
People don’t move along in stages from “com-
pletely unsatisfied” to “completely satisfied.”
By being malleable and responsive, I can grab
customers and immediately move them from
the bottom of the scale to the top. If I can solve

70 TREE CARE INDUSTRY – MAY 2005

Please circle 17 on Reader Service Card

tci mag 5.05_Back_V2.qxp  5/2/2005  1:51 PM  Page 70



that customer’s problem in a way that’s far
beyond what they were expecting, I’ve now got
a loyal customer. I have that customer’s satis-
faction and repeat business. Most importantly, I
probably have the customer’s recommendation
to their colleagues, family members, and
friends. A potential negative is now a positive.

The best way to accomplish this is to drive
decision making down to the point of contact.
The person serving the customer needs the
power to turn a negative into a positive imme-
diately, with a solution that goes beyond the
customer’s expectation.

Please understand that I am not suggesting
that you give away the store for free. For many
of you, that simply is not economically feasible.
I am suggesting that the vast majority of cus-
tomers simply want to be treated fairly. If things
don’t go exactly as planned and you are able to
rectify a situation beyond their expectations,
you will win in the long run.

If you gain a reputation for going above and
beyond on customer issues and complaints, will
there be some cheaters? Sure, you will get a few
opportunists and freeloaders. Usually, however,
the positive effects of exceeding customer
expectations such as increased loyalty and
word-of-mouth advertising far outweigh these
rare occasions of abuse. A customer who will
recommend you to others is the most valuable
customer you can get.

At the very least, be sure that you never hear
words like these uttered by people in your
organization:

• “I’m sorry, but that’s our policy.”
• “If I do this for you, I’ll have to do it for

everybody.”
• “You’ll have to speak to my manager. I

don’t have the power to do that.”
• “I don’t know if I’m allowed to do that.”
• “If it were up to me, you know I would do it.”

9. Telepathy

You and your employees need to have telepa-
thy. You have to be able to anticipate the future.
Your organization must assume a proactive
stance as it relates to all your customers’ needs.
You have to foresee any and all potential prob-
lems that could crop up before they do crop up.
You also need to recognize the patterns that are
indicative of future success or failure or future
opportunities.

I was in a focus group with business owners
where the moderator asked what kind of TV
character summed up what their organization is
like. What character defined their company’s
personality? There were some really interesting
answers from everyone, with a wide variety of
characters from the past few decades – every-
one from Mary Tyler Moore to George

Jefferson. The best answer I heard was Radar
O’Reilly from M*A*S*H. In case you are too
young to remember Radar, he had the uncan-
ny knack for understanding what was going
to happen before it ever did. He was always
in the right place, at the right time, with the
right solution for that particular crisis. He
continually saved the day, but he always did
it in a quiet, unassuming way. He didn’t
expect to get the credit; he just wanted things
to go well. While his loyalties may have been
split internally at times, he never wavered
from his clear customer focus. The wounded
and the maimed were his only priority, and he
would do literally anything to improve their
condition. To that extent, Radar O’Reilly
might be the most customer-driven character
in TV history.

You want to have that kind of predictive
power in your organization. One of the best
ways to do that is to make it easy to communi-
cate with your company, especially to
complain. You want your best customers to tell
you how they think things are going, even
when they are not going well. That tells you
what they really want and what they are will-
ing to pay you to do for them. They will give
you the best indication of the actions you need
to take to improve and grow. You need to
understand your customers better than they
understand themselves. Your customers may
not know how you can solve their problems,
but they can certainly tell you about their
points of pain. Find a way to solve those pain
points. You then need to find out what they
really want but haven’t told you yet.

10. Tenacity

Growing a business is hard work. Customer
acquisition and retention isn’t an event. It isn’t
a new program. It is a way of thinking about
customers. It is a way you go about business. It
takes the right attitude, continual effort, and
constant monitoring.

The question that should really matter in
whether you are going to retain your customers
and grow your business is not whether they are
satisfied. The only question that matters is,
“How likely are your customers to recommend
you to their colleagues, their partners, their fam-
ilies, or to other people they do business with?”

If you’re getting straight 10s on customer sat-
isfaction, good for you. That means you’re
going to stay in business at least another year or
two. That’s nice, but not enough. If you get
straight 10s on whether people would recom-
mend your company to someone else, now
you’ve really got something going on. You are
not just going to survive. You are going to grow.
At PrintingForLess.com, fully one-third of their
new customers come from referrals. How does
that compare with your business? Think about
how much impact that has on the company’s
marketing budget, customer acquisition costs,
or lifetime value of customers.

This article was excerpted from The 7
Irrefutable Rules of Small Business
Growth by Steven S. Little, published by
John Wiley & Sons Inc. It was edited for
length.
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Help Wanted

Tree Climbers and Crew Leaders

Wanted: Experienced climbers and foremen to join our
company in beautiful Pensacola, Florida. We offer
health insurance, paid vacation, paid holidays, paid
personal time, and uniform allowances. Wages
depend on experience and are competitive for our
area. Please contact Tressa Greenler at
Bobrosstrees@hightec.com or call (850) 477-4967.

For People Who Love Trees

Arborguard Tree Specialists, with offices in Atlanta,
Georgia; Augusta, Georgia; Greenville, South Carolina;
and Charlotte, North Carolina, seeks experienced
sales arborists, crew leaders, and climbers who pos-
sess a passion for excellence. Our crews enjoy
year-round work with a company that recognizes the
importance of safety, training, and exemplary service.
We offer excellent benefits, including health insur-
ance, 401K, a Drug Free Workplace, and relocation
assistance. A clean, valid driver’s license is required.
A CDL is a plus, as is ISA certification. Dennis
Tourangeau welcomes your call to discuss your future
with the Southeast’s premiere tree care company.
Toll Free: 1-866-887-5555 Fax (404) 294-0090 PO
Box 477, Avondale Estates, GA 30002 email:
dtourangeau@arborguard.com www.arborguard.com

ALASKA tree service seeks seasonal climber, (or
relocate).  Season runs from April to October.  Prefer
well rounded climber with excellent pruning skills,
but will consider all applicants. MUST be drug free,
clean cut, have drivers license, understand produc-
tion, be good at self praise, and not afraid to drag
brush.  Small company, excellent equipment, long
term employment available. Not a 9-5 job.  We work
Mon-Fri, rain or shine, until the last customer
expecting us is finished. Weekends optional, but
always available. Starting pay $15-$25/hr, DOE.
This is an awesome opportunity to get paid while
experiencing Alaska.  We have unsurpassed fishing,
hunting, and outdoor recreation.  Please serious
inquiries only.  Fax resume with references to 907
345-9639, or call me at home evenings at (907)
345-4636. (Alaska standard time is 4 hrs earlier
than East Coast)

Classified Ads
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Greentrees Inc. of Rochester Hills, MI, is looking for
an Experienced Working Tree Crew Foreman and
Experienced Climbers. If you:
Exhibit strong leadership characteristics;
Work productively with others; 
Possess a good attitude; 
Are dependable; and 
Enjoy working in and with Trees, 
Then you are the right type of person for this compa-
ny. Chauffeurs license a must, CDL helpful! Fax your
resume to Greentrees, Inc. at (248) 852-1304 or call
us at (248) 852-1105.

Boston Area

Serving the finest properties from Boston to Cape
Cod, we are seeking arborists with the typical creden-
tials to join our team of professionals. We offer
state-of-the-art equipment, facility, benefits and
working environment; relocation assistance avail-
able. Contact Andy Felix at Tree Tech Inc., PO Box 302,
Foxboro, MA 02035; phone (508) 543-5644; fax (508)
543-5251; e-mail andyfelix@treetechinc.net; or visit
www.treetechinc.net.

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

Ira Wickes/Arborists 

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

Advanced Tree Care, Mckinney, Texas
Entry Level Arborist 

Learn how to become an arborist and introduce your-
self to all facets of tree care and tree remediation.
Train under a registered, degreed and licensed
arborist. Bachelor degree in forestry, arboriculture or
other horticulture related fields. An individual with a
passion for trees, a drive to learn and a “can do” atti-
tude.
Also looking for PHC technicians, foreman and
climbers. Fax resumes to the following: Telephone:
(214) 544-TREE (8733) Fax: (972) 569-8370 Mail:
Advanced Tree Care, 590 N. Meandering Way,
Fairview, TX 75069

Coastal Maine

Seeking a crew foreman to support our company’s
dedication to excellence. Competitive benefits, ongo-
ing training, and employment flexibility. Owned and
staffed by ISA certified arborists. Please call Jeff at
WellTree (207) 721-9210. Will aid in relocation.
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Southco Industries, Inc.
1840 E. Dixon Blvd.
Shelby, NC 28152

www.SouthcoIndustries.com
1-800-331-7655

“LOGLIFT” Model 75 ZT; 1,800 lb. cap. 
@ 28 ft. Max. reach...Top Seat Controls; 
Stows/Folds with grapple behind cab; 
SOUTHCO, Model: MP-12 or MP-14 
Dump Body Package....

New, From SOUTHCO INDUSTRIES, 
The Exclusive “LOGLIFT” Representive

to the Tree Care Industry
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Tree Climbers

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

Exciting Career Opportunities for Service
Industry Managers

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

ARBORIST/TREE SERVICEMAN – Performs climbing,
pruning, spraying, planting and removing trees,
branches and shrubs. Prepares reports and performs
other DPW serviceman duties as required. Valid CDL
required to operate late model bucket truck.
Educational opportunities to acquire and maintain
necessary certifications available. Apply Borough of
Hawthorne, Administration Office, 445 Lafayette
Avenue, Hawthorne, NJ 07506; (973) 427-1168

ValleyCrest Companies has an exciting career oppty
available for a senior tree care industry professional
in our national tree care division.
Position will provide leadership & overall direction for
tree care ops located across the United States and
will be responsible for profitably growing existing
ValleyCrest Landscape Maintenance tree care opera-
tions & for developing successful operations in new
markets. 
This position also focuses on integrating tree care
operations into a national network with common
approaches to business development, recruiting,
employee training & development programs, leader-
ship development, field production processes, quality
of work, client service and retention.   
Requirements: 
• 10 + yr arborist services management experience 
• Multi-state/location mgmt exp 
• Tree care or related sales & mktg exp 
• 4 yr degree in Arboriculture, Forestry, Hort or Plant
Science 
• Exceptional organization & communication skills 
• Knowledge of general budget & financial planning
principles 
• Travel up to 50% 
This position is available in CA or Western US 
We offer full benefits, a 401(k), paid time off and paid
holidays. 
Submit resume & salary requirements to recruit@val-
leycrest.com or fax to (818) 225-6835 
We are drug free & an EOE by choice. 

Operations Mgr, Orange Cty

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

74 TREE CARE INDUSTRY – MAY 2005

e-mail: Ron@rapcoindustries.com               www.rapcoindustries.com

We Accept: Visa, Mastercard & American Express

DICA Outrigger Pad

DICA Marketing Co., Panora, IA 50216
800-610-DICA (3422)    FAX 641-755-4810

www.dicaUSA.com    Email: info@dicaUSA.com

“ G U A R A N T E E D ”
NO .  .  . Splinters

.  .  . Delamination

.  .  . Warping
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EVER!
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ValleyCrest Companies has many opportunities
available in our national tree care division due to
growth in our operations in the Western US. Currently,
we are seeking professionals from the tree care
industry who pride themselves on high quality work,
outstanding customer service and leadership capa-
bilities. Positions include:
Sales and Marketing 
Production, Field and Operations Management 
Senior Level Management 
Customer Service & Client Management 
Please send your resume, salary and geographic
requirements to be considered for full time opportu-
nities in our fast growing division. Fax to (818)
225-6835 or email to recruit@valleycrest.com
We are drug free & an EOE by choice. 

Martin’s Tree Svc small co located in Central PA. In
service for 16 years. Up to date equip. If you want to
work for someone who’s serious about tree work call
me. Arborist abilities required. Exc pay benefits. (717)
566-2990.

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

Crew Foremen, Climbers, Groundspersons

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

Tree Climbers with CDL license – work at the Jersey
Shore. Steady year-round work, no layoffs, safety-
minded individuals, drug free, top wages, bonuses,
hospital and dental, sick time, holidays and vaca-
tions. R. T. Davies, Inc. Tree Experts. Established
1947. Call: (732) 899-0328. Fax: (732) 899-0498.

Kaiser Tree Preservation Company

Kaiser Tree, a leading tree service in southern RI, is
seeking a foreman quality arborist w/ 5 years mini-
mum bucket/climbing experience; CDL/truck driving
experience. Pay/benefits/vacation based on skill.
Ames (401) 640-0216.
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Climber

Atlanta area tree company requires a climber for a
removal and trim crew. Competitive wage, retirement
plan, paid holidays, vacation and bonuses. Call (770)
478-1834 or e-mail: krowe@highstream.net.

Great employment opportunity with a well estab-
lished tree service in Wisconsin. Class B CDL
w/airbrakes endorsement required. Chemical license
and climbing experience preferred. Excellent wage &
benefit package. Pay based on previous experience.
Please call (715) 831-8180 for more information.

Tree climbers/sales reps

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

Jobs in Horticulture, Inc
www.hortjobs.com
Online & In print
1-800-428-2474. Fax: 1-800-884-5198

Living Tree Care Inc. of St. Louis, Mo., is interview-
ing for innovative individuals who know and love trees
and people. Openings for a Health Care Tech,
Arborists, either certified or willing to be, and having
a willingness to learn, and eventually mentor, man-
age and consult. Mention TCIA ad (636) 337-8733.

Come work with 30 year established, family-owned
company

Experienced tree climbers and plant health care tech
needed. Top pay, full benefits and year round employ-
ment. Please call the Denver Office at (303) 232-0666;
fax (303) 232-0711 or Colorado Spring’s location at
(719) 444-8800; fax (719) 630-3209 or apply online at
mhttree@pcisys.net and specify location.

EQUIPMENT 
FOR SALE

Alexander Equipment Company

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

Rayco & Vermeer
Stump Cutter Remanufacturing

You can’t beat our first order prices.
Retip your Rayco Super Tooth for only - $3.95

Rebuild & Retip your Rayco Super Tooth - $5.95
Retip your Vermeer Pro-Tooth for only - $2.75
Free return shipping on quantities over 100

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

We buy used Rayco & Vermeer Cutters.
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TCI classified ads work!
Call 1-800-733-2622

E-mail to 
stone@treecareindustry.org

or
Online at

treecareindustry.org

tci mag 5.05_Back_V2.qxp  5/2/2005  1:52 PM  Page 77



For Sale – 2000 International 4700 series with chip
box DT 466 air brakes, aerial lift of conn booms all in
excellent shape. Starting price $48,000 and up. Call
Matt at 1-800-858-0437 or (315) 323-2303.

Chip trucks, knuckleboom trucks, or log loaders ...
any year, CDL, or non-CDL. We can custom design
bodies and install on your truck or ours. We also build
grapples for knucklebooms. Call us with any special-
ty truck needs. 
Call (732) 938-5779. Atlantic Fabricating Inc.,
Sayreville, NJ. www.atlanticboom.com

Allied Equipment of Wisconsin

Local rentals, bucket trucks to 70 feet, stump
grinders, chippers, aerial lift parts & service. Rayco
parts, Rayco & Wood/Chuck dealer. We rent Rayco
Hydra stumpers/forestry mowers. www.alliedutilitye-
quipment.com; 1-800-303-0269.
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It’s Davey people that make the difference and Davey can make 
a difference in your career.

You’ll be part of a growing team of certified arborists, technicians,
botanists, agronomists and horticulture scientists in a company
that offers over 120 years of tree care history and knowledge.

Positions with training, benefits, and advancement opportunities
are now available throughout the United States and Canada.

Eastern, Mid-Atlantic & Southeastern States
Call Brian Tarbert   800-531-3936   brian.tarbert@davey.com

Great Lakes, Central, Southwest & Western States
Call Mark Noark   800-445-8733   mark.noark@davey.com

Canadian Operations
Call Gordon Ober   800-445-8733   gordon.ober@davey.com

Or Visit:
www.davey.com

WHAT’S
THE DAVEY
DIFFERENCE?

EOE/DFW
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Help TCIA Transform the Tree Care Industry

Are you a commercial tree care expert with lots of tree
care business experience? If you’re an independent con-
sultant, retired, or otherwise able to demonstrate no
conflicts of interest with commercial tree care companies
seeking accreditation, you may qualify to become an
approved TCIA Accreditation Auditor.  

We’re looking for former tree care company owners,
CEO’s, COO’s, directors of safety, supervisors, managers, and others. You’ll receive training
on Accreditation requirements and auditing techniques and be eligible to become a TCIA
approved Accreditation Consultant. 

If this sounds like the business opportunity you’ve been waiting for, please contact Bob
Rouse, Director of Accreditation at 1-800-733-2622 or email him at rouse@treecareindus-
try.org
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Shop online at
www.treecareindustry.org

ANSI A300 Part 6 - Transplanting
Order today!

this month’s special:
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Stump grinder, 2000 Vermeer SC752, 1 owner well
maintained, 75 hp. Duetz W600 hrs, custom hydraulic
chip – pusher paddle, $16,900. SW Missouri (417)
581-3183.

Boom Truck Parts. Hard to find Strato-Tower parts
You name it we got it. (419) 876-3818 4localbiz.com
Click on Professional services Niese Tree Service,
4633 Rd.13-c Leipsic, OH 45856 

Metavic Wheeler Junior 1400XT 52” grapple 3’
extended boom (17 feet total length of reach), 400
degree rotation 110’ integrated winch, Honda engine,
Tool box, new spare tire/cable; very little time on unit
$20,500. Tim Vinton Tree Co. (802) 254-8415.

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

Truck for Sale

2001 Sterling Acterra – 185 Cummins, turbo diesel, 5
spd. manual transmission, Arbortech body pkg., 14 ft.
L x 6 ft. H x 92 in. W; 25,500 GVWR. $40,000. More info
(571) 436-8020.

65 ft Hi Ranger; 1995 GMC,Utility body, 2-man bas-
ket, 3116 CAT, Cab Shield, Tower 6TD is a 1981.
Current PM excellent condition. Call (518) 793-0804.

Hand fed chippers – whole tree chippers – stump
grinders – horizontal grinders (models from all major
manufacturers) visit: www.banditchippers.com or call
us at Bandit Industries, Inc., Remus, MI 49304. 
Ph: 1-800-952-0178 or (989) 561-2270

Ropes, Ropes, Ropes

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

Equipment for Sale

1977 International Aerial Lift 65 ft, $9,500; Vermeer
665 Stump Cutter $3,500. Both run well. (773) 586-
2500.
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Pro 75S/SS

Cost Effective • Time Effective
…Plain Effective; These grinders are not a toy. 

Serious power delivery, X-Y-Z cutter 
head motion, excellent mobility, minimum

investment, very high quality.

STUMP GRINDING
ATTACHMENTS

Pro 75/100/150

Titan 200B

M 25/50E

POWERFUL • PROVEN  
PATENTED • PERFORMERS

STUMP GRINDERS

PTO

Frankfort, IN 765-659-1524
www.ptostumpgrinders.com
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PRODUCTS 
& SERVICES

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

ArborSoftWorx is a specialized, feature rich suite of
software products for Commercial and
Municipal/Campus Arborists, Landscapers and Lawn
Care specialists. ArborSoftWorx enhances the produc-
tivity of your sales force, work crews and
administrative staff, while facilitating the growth of
your business and increasing your company’s prof-
itability. Built by Award Winning Software Engineers,
proudly serving our customers throughout the U.S.A.,
Canada and Europe since 1983. Call 1-800-49-
ARBOR today, or visit us at: www.ArborSoftWorx.com.

Products for Bucket Truck
Tree Work

Replacement fiberglass buckets, booms & guards
For most brands of bucket trucks
Better quality & lower prices than original

Safety accessories – great quality and prices
Bucket liners & scuff pads
Boom strap for safety harness kit
Boom mount for safety harness kit

Efficiency accessories – best in the industry
Bucket mount chain saw holders with hard plastic
liners
Boom mount pole saw holders for hydraulic & gas saws
Hanging steps for getting in and out
Bucket covers – vinyl or fiberglass

Stress reduction accessories
Patented thigh brace/tool tray to reduce back strain
Stress relieving and slip reduction floor mats

Call 1-800-747-9339 or see www.buckettruckparts.com
for catalog & photos. Plastic Composites Company
8301 N Clinton Park Dr., Fort Wayne, IN 46825 (260)
484-3139 Fax (260) 483-2532.

BUSINESSES 
FOR SALE

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

30 year old well established tree corporation locat-
ed in Beverly Hills, Pacific Palisades, Santa Monica
area – owner retiring – All computerized, 2 trucks,
chipper, 2 grinders & more. Call (310) 454-6871.
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Need to see even more
equipment?!

Make plans now to attend 
TCI EXPO in Columbus,

Ohio
Wed-Fri, 

Nov. 9-11, 2005
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We 
wrote 
the book
on...

We’re the Tree Care Industry
Association (formerly the National
Arborist Association) and we’ve been
supporting the business needs of tree
care companies since 1938.

As an accredited American National
Standards Institute (ANSI) member
and developer, we publish and distrib-
ute the A300 Standards series; Tree,
Shrub, and Other Woody Plant
Maintenance - Standard Practices. 

A300 Standards are used as guides for
federal, state, municipal and private
authorities including property owners,
property managers, and utilities in the
drafting of their maintenance specifi-
cations. They are recommended study
materials for virtually all US arborist
licensing and certification programs,
and form the basis of most city and
state tree maintenance ordinances. 

Using A300 Standards, you can write
work specifications that follow accept-
ed industry practices, enabling clients
to objectively compare bids; "apples
to apples."

If you’re not writing bid specifications
and workorders using the ANSI A300
Standards, bid requesters and clients
can’t be certain that you plan on
following accepted industry practices. 

Like all A300 Standards, the sixth and
newest standard, Transplanting, is
developed by the ASC A300 Standards
Committee, a group of experts repre-
senting green industry organizations
such as; TCIA, SMA, PGMS, UAA,
PLANET, ISA, ASLA, ANLA, and
ASCA; governmental agencies like
USFS and NPS; as well as private tree
care companies.

Other Standards available include
Pruning, Fertilization, Cabling &
Bracing, Lightning Protection, and the
newly released Management of Trees
and Shrubs During Development.

To order Transplanting,
Call 1-800-733-2622

or visit
www.treecareindustry.org

Transplanting. 
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By Fred Evans 

My wife, Jamie, and I live in a
California Central Coast valley.
There are five small towns

within the community and the total popula-
tion is about 25,000. Having lived and
worked here for many years, I was becom-
ing a little complacent about my business.
I guess you could say that things had
become routine. 

But that all changed a couple of years
ago when I began noticing that a lot of
trees in our valley were being trimmed by
other companies, and that the work was not
being done by regular licensed contractors.
That was when I started getting fewer calls.
Normally, I scheduled most of my work
four to six weeks in advance. But we were
scheduling only two to three weeks of
work in advance. My business was falling
off fast, and I figured that I would be out of
business by December, about eight months
away. With that realization, I knew that I
had to do something to solve this problem
or there would be no Merry Christmas. 

The fact that most of the pruning jobs I
saw had been botched badly led me to con-
clude that the work was being done by
unlicensed contractors. The method of
pruning is the “signature” of a tree care
company. To me, unlicensed contractors
are crooks, because they typically prey on
unassuming homeowners, do substandard
work and take income away from licensed,
insured, knowledgeable and legitimate
businesses. These unscrupulous individu-
als underbid jobs by 30 percent or more.
They don’t pay taxes, are often uninsured
for liability and don’t contribute to work-
ers’ compensation insurance. Some of the
outfits reside locally, while others come
from large cities outside our valley. 

In addition to seeing tree work being done

by unlicensed individuals, I noticed an
influx of trucks and trailers with illegal
advertising. I also noticed illegal advertising
in the local newspapers and phone books,
and bulletin boards posted with illegal busi-
ness advertisements and cards. I was
amazed by the level of illegal tree work that
was being done by individuals claiming to
be licensed tree trimming contractors. 

It was evident that I needed to do some-
thing as quickly as possible to deter these
individuals from stealing jobs so easily. 

I am not your super computer-literate
type of guy. Nor do I have the patience to
work through the system using all the nor-
mal channels. But, thankfully, my wife is
good at such things. So, our first line of
attack was to go online and find the
Contractors State License Board Web site.
From there we were able to link to the State
of California Business and Professions
code laws that applied to our situation. We
had to wade through many pages of regu-
lations until we found the laws applicable
to the illegal activities taking place in our
community. In our search of these sites we
found the address and phone numbers for

the office of the Southern California State
License Board Investigative Fraud Team. 

After numerous phone calls, we contact-
ed the agent in charge of this unit. He
advised us on how we could help with an
investigation and any operations they
could conduct to reduce the unlicensed
contractor problem in our area. We also
learned that this department works with
state and local law enforcement. 

We compiled a list of unlicensed people
doing business as contractors by: 1) going
to all the bulletin boards in town and gath-
ering cards and advertisements; 2)
gathering copies of newspaper and tele-
phone book ads, and; 3) taking pictures of
trucks with illegal advertisements. 

We sent this information to the Fraud
Unit and soon received a reply. They were
shocked to find such a large number of
people advertising illegally in such a small
place. They were ready to cite these indi-
viduals, but said they needed our assistance
in setting up a location to conduct a sting
operation. In my conversations with the
Fraud Division agent, I found out that our
local law enforcement could also enforce
the business and professions code laws
themselves. We were concerned that a sting
operation conducted by the State Fraud
Unit would have little lasting impact,
unless there was follow-up from the local
law enforcement agencies. 

I thought about our conversation for a
week or so, and realized that some of my
clients were on the police force. We had
known each other for many years. I called
one of my local police clients and told him
what we were doing and asked if he would
like to discuss it over coffee one morning.
He was under the impression, as were most
police departments, that the Business and
Professions Code was a civil matter and did
not involve the police. But, he did agree to
have coffee with me four days later. 

Member Forum

Saving Your Future from Unlicensed Contractors

Topped trees could be a sign that unlicensed contractors
are working in your area.
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During that time, we studied the
Business and Professions Code and found
the words misdemeanor and felony. We
printed out about eight pages of the code. I
took it with me to the meeting. As we
talked about our work, families and the
weather, I casually slipped the eight pages
of code from my briefcase and slid it across
the table. I asked him to look it over when
he had a chance, and let me know what he
thought. He was curious and immediately
read it. When he finished, he told me he
was pretty sure I was correct about local
law enforcement authority to enforce com-
pliance with the Business and Professions
Code. He said he would run it by his boss
to be sure, and we parted company for the
day.

In addition to requesting the assistance of
local law enforcement, my wife and I con-
tacted the district attorney’s office. We
wanted to know what would happen to the
individuals if and when they were cited in a
sting operation. We were pleased to find
that the district attorney was on top of pros-
ecuting illegal contractors. Finally, the day
came when the Southern California
Investigative Fraud unit came to town and
conducted a sting operation at a site we had
arranged for them. Sixteen people were

caught, which took less than a day to con-
duct. It was a great day for us. We knew it
would send a message to illegal contractors. 

At the same time we knew it was only a
beginning. We knew they would be back if
there wasn’t any follow-up. So, we had
many conversations with local law
enforcement and the district attorney’s
office. The chief of police outlined the
steps that his department would take when
summoned to a site where an unlicensed
contractor was working. Next, he estab-
lished a system to allow any legitimate
contractor or individual to report a
Business and Professions Code violation in
progress.

After a call, a police officer is sent to the
site to investigate and/or issue a citation for
the violation. If the perpetrator has never
been caught before, he or she will be cited
and released. Then that individual will
receive a summons to appear in court
where he or she may be given a fine and
probation. Upon the second citation, pro-
bation could be revoked on site and the
individual could be arrested. In the state of
California the second conviction carries a
minimum of 90 days in jail and a $4,500
fine, or, a maximum of 1 year in jail and a

$15,000 fine. 

These numbers make us very happy. As
we drive around our work area, we now are
making phone calls to local law enforce-
ment and more and more of these people
are ending up in court. Not only are the
illegal tree trimmers ending up in court, the
word is out to all the others that they will
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P.O. Box 344 � Titusville, PA 16354
sales@alturnamats.com
www.alturnamats.com

Ask for AlturnaMATS by Name!

$ave Ground
Restoration Costs!
Look Familiar?

Try These!

Drive-on AlturnaMATS®

Ground Protection Mats

Full 3 Year

Warranty

It’s normal to damage lawns when 
removing trees. No longer. Contractors 
are using AlturnaMATS to protect lawns
and saving thousands in lawn damage.
Simply lay them down and drive your 
rig to the work site…. no damage and
expensive restoration costs. Plus you’ll
have a happy home owner. So join other
arborists and specify AlturnaMATS.

• Protects turf from vehicle damage

• Leaves turf smooth, even when soil is soft

• Super tough - 1/2" thick polyethylene

• Diamond plate design for great traction

• 4'x8', 3'x8', 2'x8', 2'x6', 2'x4' sizes

• New 4 ply outrigger pads

888-544-6287
814-827-8884
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To get this contract,
you’ll need

impeccable credentials.

Does Her Homework

Get Accredited. Call 1 800 733 2622.
or visit www.treecareindustry.org
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be cited if they try to contract work with-
out a license. What a great deterrent.

In addition to this, we found an individ-
ual at the state Fraud Office who issues
citations from the office when an illegal
advertisement is sent in. We pay attention
to ads and send in those that do not meet
the advertising laws of the State License
Contract Board. We used to find 50 to 100
illegal ads, now we find only a few; one
more deterrent.

To solve the illegal contractors problem
completely, we started a major campaign to
educate the public. They needed to learn the

difference between people who know very
little about, or are unconcerned about, pro-
fessional arboricultural standards and the
arborists that do. They needed to understand
what the importance of proper tree care is
for maintaining healthy trees. Most people
are unaware of proper pruning techniques,
how to water and fertilize their trees, when
to plant, what to plant, where to plant, when
to trim, and how to deal with pest infesta-
tions. We have distributed 10,000 fliers with
color photos of three different tree species
depicting both good and bad pruning. It was
also printed in the local paper. 

The response was greater than expected.

Everyone seems to love it, particularly our
clients. More importantly, our phone began
to ring more frequently than it has in some
time. We also began running a quarter page
article monthly in the local paper to
increase the general level of knowledge
within the community about tree care.
Furthermore, it encourages both licensed
and unlicensed contractors to do a better a
job or risk losing their work. And finally,
we designed a Web site
(www.syvtreecare.com) to help educate
the public. This site has links to the ISA
and the Tree Care Industry Association.
Many people and clients have had positive
comments about what they were able to
learn by accessing the Web site.

Our company had slipped to its lowest
point in 2003 with only one week of work
on the books. One year later, we had
returned to the normal six to eight weeks of
work, and have been holding that number. 

One of our secrets for an even flow of
work is to deliberately spread it out over
the year. For instance, we discourage work
on pines in the summer due to potential
bark beetle problems. We promote fruit
tree pruning and often teach clients how to
prune for fruit. We keep a list of clients
with fruit trees and contact them each year
as a reminder. Trimming evergreens in the
summer and fall for safety is standard. This
not only improves appearance, but also
readies them for winter rain and wind. 

There are many ways to educate your
clients and diversify your business, so you
never have to lay off employees. Clients are
happier when they see familiar employees
every year, rather than a revolving door of
strangers. A comfortable client is more like-
ly to stay with you for the long term when
they see the care you provide for their trees
as well as your employees. Some of my
clients have been with me for 15 years. And
that’s how long I’ve been in this area. 

Fred and Jamie Evans own Santa Ynez
Valley Tree Care in Santa Ynez, Calif., and
are members of the Tree Care Industry
Association. This article was originally
published in the December 2004 issue of
Western Arborist.
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The Wire Stop The Wire Stop eliminates the need for the 
“J”, “lag”, “eye”, hooks, thimbles, “through 
bolts”, “pre-formed wraps”, “wire clips”, or 
other terminal hardware. It is lighter to carry, 
easier & faster to use and makes a stronger 

and better looking cable installation.

For more information call 
RIGGUY, Inc.  706.208.8009 or 

visit us on the Web at Rigguy.com
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To gget tthis ccontract,
you’ll nneed

impeccable ccredentials.

but when his men came to work, three days after the
promised time, they were slovenly. Their truck leaked
oil on her drive, they left lunch wrappers behind and
bits of twigs and brush on the pathways. When she
called to ask them to come back, a young woman was
curt with her. When she received a separate bill for
the cleanup, she promptly fired them.

Does HHer HHomework
Later in life, she has studied interior design, fashion
merchandising and, luckily, the internet at a local
technical college. She uses the Internet to research
services in her area that can help with the mainte-

nance. She wants to employ a well-established company that has
a good reputation. One that will treat her fairly and whose
employees take pride in their work. She wants a company she
can trust.

That’s why she’ll choose a company that is Accredited by the
Tree Care Industry Association.

If you want to do business with the lady of this house – and with
her many friends and neighbors – you’ll need a way to prove that
your company is trustworthy. 

Get AAccredited. CCall 11-8800-7733-22622.
or vvisit wwww.treecareindustry.org

Retired CConcert PPianist LLoves NNature
She’s well off and well travelled and she’s all business
when it comes to running her household. The chil-
dren are grown with families of their own, and she and
her husband look forward to visits from their six ener-
getic grandchildren.

They’re retired, and while he golfs, she enjoys music,
quilting, knitting, basketry and, most of all, gardening.
The grounds surrounding their estate contain an
orchard, extensive lawns, a pond, a scenic meadow, a
groomed hedge, vegetable and flower gardens, and a
woodland garden sheltered by century-old trees. She
loves the calm, protected areas of the property and values the
natural character and beauty of the forests and land for their  ele-
gant and comfortable accommodation. Her next project is to
have selected areas of the grounds floodlit during the evening.

Cleanliness NNext tto GGodliness
The demands of the property are significant. She used to employ
a full-time groundskeeper that arranged all the contracting, but
his health has forced him to retire and his son has moved away.
She made a false start with a service recommended by a neigh-
bor. The owner was pleasant and well dressed when he visited,

A Consumer Awareness Bulletin
from the Tree Care Industry Association

Why Choose
an Accredited Tree

Care Company?

Why Choose
an Accredited Tree

Care Company?

Special thanks to PACT Partner, Morbark, Inc. for supporting TCIA Accreditation.
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By David Schwartz

In January 2003, I received a call from
a development company that request-
ed a tree preservation plan on a 125- to

150-year-old beech tree on a commercial
development site. The company was under
some pressure from the local community
as a number of existing trees on the site had
been removed. The outcry from the com-
munity made the preservation of this
majestic beech all the more important.  

Construction damage is, according to the
National Arbor Day Foundation, the No. 1
killer of trees in this country. In most cases,
the death of these trees is needless as well
as counterproductive. Construction dam-
age is more than just the loss of a few trees;
in most cases the soil is also damaged,
impairing its ability to serve as a viable
reservoir of nutrients, oxygen and water.
The implications of this are enormous.
Everything that is planted in this site will
have trouble establishing. In addition, for
the rest of their existence, trees and shrubs
on these sites will depend heavily on irri-
gation, pesticides and fertilization for their
sustenance. In Rhode Island prior to 1975,
construction damage was virtually
unknown. As you drive through one of the
older neighborhoods in your area compare
the plant communities, in terms of diversi-
ty and health, to one of the newer
developments. We had a real estate agent
do a value comparison of similar homes
constructed on ecologically undamaged
sites, which in our area means homes built
before 1975. The older homes sold, on the
average, for $33,000 more than a similar
newer home on an altered site.

My first step, after accepting the job, was
to make a site visit. My first visit was not
during the growing season, so there was no
foliage to act as an indicator of the health

of the growth systems. My only indicators
were the presence of buds; the tree seemed
to be budding consistently. There had been
some soil disruption within the drip-line,
but the tree still looked viable, so I started

formulating a plan of action. Tree preser-
vation is basically a numbers game
consisting of assets and liabilities. As the
old song goes, “You’ve got to accentuate
the positive and eliminate, (or at least mit-
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Photo 1 – The tree as the author initially found it. Note the inadequate drip-line barrier and the debris piled much too
close to the viable root zone.

We Need to SSAAVVEE  AA  TTRREEEE
Tree Preservation

Photo 2 – The preservation fencing is in place. The author also recommended that the vegetation under the tree be
removed by hand, being careful not to injure the bark of either the trunk or surface roots. The concern was that an oppor-
tunistic pathogen might try to gain entry.
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igate), the negative.”  

Photo No. 1 shows the tree as I initially
found it. You will note the inadequate drip-
line barrier and the debris piled much too
close to the viable root zone. My first rec-
ommendation was to put the remaining
root system off limits to any further distur-
bance and or storage. I asked that a
protection fence be installed with metal
posts to be cemented into the ground.
Photo No. 2 shows the preservation fenc-
ing in place. I also recommended that the
vegetation under the tree be removed by
hand, being careful not to injure the bark of
either the trunk or surface roots. I was con-
cerned that an opportunistic pathogen
might try to gain entry.

In terms of an irrigation system, I rec-
ommended that the system be installed
only along the perimeters and not in a radi-
al pattern.

In any preservation scenario, monitoring
is essential. During an inspection in June
2003, I noticed some small branches on the
south-east side of the tree going into a
decline. This tree had endured some trau-
ma in the transition from a stabilized
setting to being thrust into what amounted
to a plant war zone.  

In evaluating plant health, there are dif-
ferent stages of impairment. The first is
dysfunction. At this stage, the plant sys-
tems are still intact; they are just not
working properly. This is the best stage to
begin treatment, as the second stage is
deterioration. The longer a problem per-
sists, the more damage is done and at this
point remedial options are progressively
limited.  

I approached the development company
to recommend periodic fertilizations con-
taining a mycorrhizal promoter. The tree
responded positively and a hurdle was
cleared.

In May 2004, my site visit yielded some
very interesting information. The leaves on
the beech had started to emerge, but in a
very irregular pattern, (see photo No. 3).
The tree eventually came to full leaf, but

seeing the beech in this stage showed me
that some of the growth systems were
impaired. Seeing this stage made me real-
ize how delicate the balance of health was
in this organism. It is all too easy to view
life in terms of black and white, but nature
is not so. Any living organism contains
very complex and interrelated systems. In
terms of plant health, we as the diagnosti-
cians must be able to recognize and
separate these systems in order to deter-
mine what is really going on with the
plants under our care. Seeing the tree in
this growth stage made it clear that this was
a mature organism. The older an organism
is the less recuperative powers are avail-
able to it.  

The tree had so far made it through the
previous stages of construction, but the key
to its continued survival lies in mitigating
future stressors. The landscape design for
the drip-zone area consists of English ivy. I
liked this solution because applying mulch
under the base opens the door to the possi-
bility of over-mulching. Planting grass
beneath the tree would create the need for
herbicides and the possibility of foot traffic.  

A local garden club has since adopted

the tree to keep its continued health under
the watchful eye of the community.

To me, this was a very important assign-
ment. It demonstrates the essence of
stewardship. Stewardship is taking the
arboreal treasures of the past and making
them available to the next generation. It is
up to those of us who realize the impor-
tance of this task to faithfully take on this
responsibility.

For further information on saving trees
during construction, the following publica-
tion may be consulted: Trees and
Development: A Technical Guide to
Preservation of Trees During Land
Development, Nelda Matheny and James
R. Clark, 1998 International Society of
Arboriculture.

David Schwartz is a consulting arborist
with 35 years field experience. He is the
owner of Schwartz Tree Care in Cranston,
R.I., a TCIA Member since 1996.

This article was originally published in
Landsculptor Magazine, February 2005, a
monthly publication of the Michigan Green
Industry Association. Reprinted with per-
mission.
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Photo 3 – By May 2004, the leaves on the beech had started to emerge, but in a very irregular pattern, 
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The Voice for Trees PAC is moving
ahead quickly in organizing TCIA
members and raising funds to posi-

tively affect tree care businesses. Most
recently, VFT-PAC held a very successful
fundraiser at Winter Management
Conference, where the committee raised
$51,100 in contributions and pledges!

There were some familiar names on the
dinner list, as some of VFT’s strongest sup-
porters once again stepped forward on
behalf of the industry. This year, new con-
tributors added their commitments to
expanding TCIA’s voice in Washington.
And that voice is strongly needed in 2005
and beyond, as Congress grapples with
immigrations issues, pesticide regulations,
hours of service rules, and changes in the
American workplace that will influence
how every tree care company does busi-
ness. 

VFT and the entire tree care industry
thank those who attended the dinners, cor-
porate sponsors who helped defray costs,
and TCIA members who couldn’t attend
but added their commitment to bringing
the message of professional tree care to
Congress.

Contributors and pledges to VFT-PAC 

(since Oct. 1, 2004)

Corporate Sponsors & Pledges
Almstead Tree & Shrub Care Co. - $1,000
Baldwin Tree Care, Inc. - $100
Barrett Tree Service - $100
Bartlett Arborist Supply - $250
The F. A. Bartlett Tree Expert Co. - $5,000
Buckley Tree Service, Inc. - $750
The Care of Trees, Inc. - $1,000
Davey Tree Expert Co. - $5,000
C.L. Frank & Company - $500
Hartney Greymont - $1,000
Lewis Tree Care, Inc. - $5,000

Madison Tree Care and Landscaping - $100
Schneider Tree Care - $1,000
Swingle Tree and Lawn Care - $1,000
Tamarack Forestry Service, Inc. - $1,500
Trees, Inc. - $1,000
Wachtel Tree Science & Service, Inc. - $500
Wright Tree Service, Inc. - $5,000

Individual Donations
Richard E. Almstead, Almstead Tree & Shrub  Care
Company - $250
Richard Alt, Lewis Tree Care, Inc. - $1,000
Anne Baldwin, Baldwin Tree Care, Inc. - $350
Arthur Batson, Lucas Tree Experts - $750
Phil Berwick, Living Tree Care, Inc. - $20
Jack Butcher, Madison Tree Care and Landscaping -
$500
Dan Christie, Metropolitan Forestry  Service, Inc. -
$500
Terrill Collier, Collier Arbor Care - $500
R. Douglas Cowan, Davey Tree Expert Co. - $500
Robert Crandall, Crandall Tree & Landscape - $25

Gregory S. Daniels, The F. A. Bartlett Tree  Expert Co. -
$1,500
Kevin Downes, Downes Tree Service, Inc. - $250
Josh Fafard, Lightning Tree Service - $100
David Fleischner, Trees, Inc. - $750             
Chris Frank, C.L. Frank & Company - $500
Randy Finch, Finch Tree Surgery - $250
Tony Gann, Altec Industries - $2,500
Rusty Girouard, Madison Tree Care and Landscaping -
$500
Tom Golon, Wonderland Tree Care, Inc. - $500
James Harris, Wood Acres Tree Specialists - $250
Timothy J. Harris, Buckley Tree Service, Inc. - $500
David Hawkins, Urban Forestry Solutions - $100
John R. Hendricksen, The Care of Trees, Inc. - $500
Joe Hendrickson, Hendrickson Tree Care - $250             
Jeanne Houser, McFarland Landscape Services, Inc. -
$500
Ron Keith, Shawnee Mission Tree Service - $1,500
Joe & Jan Kramer, Kramer Tree Specialists, Inc. - $250
John Marchionda, Husqvarna - $250
Paul Markworth, Wachtel Tree Science &  Service, Inc.
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Reporter is the monthly newsletter of the Tree Care Industry Association. TCIA members can access the complete publication at www.treecareindustry.org.

(L-R) Ron and Terri Keith, Shawnee Mission Tree Service, chat with Casey and Tony Gann, Altec Industries, at the Ida de las
Victorias art gallery before dinner.

Your Voice for Trees in Washington
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Tim Harris, president of Buckley
Tree Service in New Berlin,
Wisconsin, was installed as chair-

man of the board of directors of the Tree
Care Industry Association at its recent
Winter Management Conference on Cabo
San Lucas, Mexico. He was first elected to
TCIA’s board in February 2000, when
TCIA was known as the National Arborist
Association (NAA).

Buckley Tree Service was founded in
1963, and Harris has been the president
and owner since 1994. The first accredited
tree care company in Wisconsin, Buckley
has been a TCIA member since 1977.
Harris is also a member of the International
Society of Arboriculture, Wisconsin
Arborist Association and Wisconsin
Landscape Contractors Association.  In
2004, Harris received the Wisconsin
Arborist Association Distinguished
Service Award, which is presented to an
individual who has made extraordinary
contributions of their time and talent to the
WAA. 

Harris attended Northern Michigan
University and University of New Mexico,
where he studied secondary education. “I
wanted to be a high school teacher and
coach,” he noted. Instead, a summer job
with Buckley turned into a career.

Harris started off as a hose dragger for
Buckley’s spray man and worked his way
up from there. His transition from employ-
ee to owner was smoothed by a planned
program. “I ran the company for five years
before the buyout,” he said. “I was the gen-
eral manager and in charge of sales. The
owner gave me a free hand to run the place
before I was the owner.”

“When I started with Buckley in 1982, I
was the third employee,” he said. “When I
bought the business 12 years later we had
eight or nine employees. Today we have 23.
Our market is pretty spread out. We opened
a second office because we were spending
too much time, which means money, driv-

ing out to job sites. It is not uncommon for
us to travel 40 miles to a site.”

Buckley’s current mix of business is
roughly 60 percent traditional tree work
and 40 percent plant health care.

His focus in his year as chairman will be

on spreading the word about the value of
accreditation – to the industry and con-
sumers. TCIA has committed to the
Transformation of the Industry, a five out-
come plan to enhance the professionalism,
safety, and consumer awareness of the tree
care industry.

“I truly believe the tree care industry and
this association are at a crossroads,” Harris
stated in his inaugural speech. “TCIA and
its members have an opportunity to take
commercial arboriculture to the next level.
Our success in pushing our industry for-
ward will depend entirely on how quickly
and fully we embrace TCIA’s accreditation
program,” he said. “Going through the
accreditation process is the best thing I
have ever done for my business. The expe-
rience helped everyone in my company
focus on our strengths and weaknesses and
gave us a clear direction on where we want
to take the business. It may take a while for
consumers to recognize its value, but we
need to give the consumer a clear choice to
identify professional tree care companies.”

- $500
Jerry Morey, Bandit Industries, Inc. - $5,000
Lee G. Mueller, Reliable Landscaping &  Tree Care,
Inc. - $50
Randy J. Owen, Owen Tree Service, Inc. - $500
Scott D. Packard, Wright Tree Service, Inc. - $500
Ken Palmer, ArborMaster Training, Inc. - $250
Andrew T. Ross, RTEC TREECARE - $500
Dave Scharfenberger, Wachtel Tree Science & Service,
Inc. - $500
Erich Schneider, Schneider Tree Care - $500
Mark Shipp, Ogilvy Hill Insurance - $500
Bonni G. Siegfried, Lightning Tree Service - $100
Mark Tobin, Hartney Greymont - $1,000
Tom Tolkacz, Swingle Tree and Lawn Care -  $500
Dennis Ullom, St. Croix Tree Service, Inc. - $1,000
Karl Warnke, Davey Tree Expert Co. - $250

For more information on the Voice for
Trees PAC, how you can become involved,
or details on the first-ever joint Green

Industry legislative conference, call Mark
Garvin at 1-800-733-2622.
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Randy Finch, Finch Tree Surgery, and Anne Baldwin,
Baldwin Tree Care, Inc., arrive for the gala VFT-PAC din-
ner at La Panga restaurant.

VFT-PAC contributors

Meet Tim Harris, new chair of TCIA

Incoming Chair Tim Harris addresses the members at
WMC opening breakfast.
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Presented at 2005 Winter Management
Conference by TCIA President Cynthia Mills

I’ve been given a distinct honor today by
your peers. The Awards Committee Chair,
Rusty Girouard, asked me if I would be

willing to present the 2005 TCIA Award of
Merit, because she knew how much it would
mean to me. Rusty couldn’t have been more
right and then I felt the responsibility to recog-
nize someone appropriately for who  I have
such a deep respect and whom I like tremen-
dously. 

In this case, the list of honors is extensive. In
TCIA alone there is a former Presidency, a
Chair’s Award,  Committee participation and
leadership, multiple Freeman Parr Awards, and
plenty of Excellence in Arboriculture Awards to
name a few. There is untold support for the
development of individual arborists through
participation in volunteer opportunities. There
is long-term support for a quality trade associa-

tion to represent this industry by contributing
employee leaders to develop standards, increase
safety, provide leadership to regulatory and leg-
islative efforts, and to establish TCIA’s first
Political Action Committee. There is annual
support for the passion of arboriculture that
burns in a young student’s mind that can be
enhanced through TCIA Career Days. This was
further sealed with early support of a Chair of
Arboriculture at the University of
Massachusetts, which helped insure that the
oldest program of Arboriculture in the United
States will continue to educate arborists through
its third century.

And then, there are the countless interesting
facets to someone’s life that none of us could
guess without a little more research. You know,
they tell us these days that we should “google
ourselves” once in a while to see what’s up
there on the Internet, so I decided to have a look
to see what would come up for our honoree.

You could find references in American,
English, and French.  You could find tidbits in
New York, North Carolina, South Carolina,
Massachusetts, Canada, and England. You
could find ties to the University of
Massachusetts Foundation, the Pennsylvania
Horticultural Society, the Massachusetts
Horticultural Society, Friends of the National
Arboretum, The Smithsonian, The Terry
College of Business at UGA, and Friends of the
National Zoo.

You could take your choice of publications
like Tree Tips, Arbor Age, The Daily Record,
and the Canada News Record.  You could even
find references to TV’s hit show “While You
Were Out”; never mind the 2004 National
Christmas Tree.

This industry is full of people who are fami-
ly-oriented, stalwart, hard-working, solid and
genuine. Even within a group of some of the
finest people I’ve had the pleasure of being
affiliated with, there is one who stands out
among us, and who does his best NOT to stand
out. He walks quietly among us helping with
every opportunity that comes along and nurtur-
ing thousands. The breadth of caring is
expansive. The willingness to share scientific
advances so quickly to lift all boats is born of
passion and is a gift to all of us that seems to
know no bounds. The quiet movement, the
searching out of where contributions can be
made, and the ease in the way in which life lays
upon him is a whisper to us all of what it means
to “make it.” While none of us would deny that
this gentle giant has made it, all of us can learn
how to carry ourselves within our families, our
communities, and our peers from the manner in
which this great friend of ours walks through

life. Though multiple generations have passed
before him, he has made the present, and the
promise of the future, something of which his
predecessors can only be tremendously proud.
He has not made it simply for those to whom he
is responsible but has reached beyond to those
whom he chooses to care about.

While there have been high points and high
flying moments in this honoree’s life, such as
meeting the Queen of England at Buckingham
Palace, there is never a moment when this
friend to arboriculture cannot spare time to
teach a young tree care company owner or a
new president of TCIA. When I have ques-
tioned our next move, this awardee has been
there with encouragement and clarity for our
industry’s future. When TCIA has needed
someone to launch a new initiative, personnel
are always available immediately and for as
long as needed to make sure that the effort is
successful. There is never a “no” where there is
a need.  

I think the thing that makes me most delight-
ed to present this TCIAAward of Merit today is
that upon arrival, it took me no time to say to
newcomers, “Come to the Winter Management
Conference. Where else can you sit down with
a giant of the industry like Robert A. Bartlett, Jr.
and spend lunch getting to know him and get-
ting some questions answered?” It’s the
approachability, the generosity, the consistency,
and the vision that have given so much to this
industry.

And for that, we salute you today Robert and
thank you for being a friend to the tree care
industry and a friend to each of us.”

Employee reviews
made easy – in
Spanish!

A new Tree Care Company Business
Guide for Employee Performance Reviews
was developed by the TCIA Accreditation

department and
distributed to
members in
August 2004.
Almost imedi-
ately, we started
fielding calls

for copies in Spanish. 

Included with the April Reporter and
FREE to members, the new Spanish ver-
sion is based on tree care industry best
practices developed over many years at
some of the most respected tree care com-
panies and general practices
recommended by human resource profes-
sionals. It has undergone a legal review by
the law firm of Robert Sumner &
Associates and has been draft tested by a
number of TCIA member tree care com-
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Robert A. Bartlett Jr. honored with 2005 Award of Merit

Robert A. Bartlett, Jr. receives well-deserved applause
from Cynthia Mills and the assembled audience for his
2005 Award of Merit.
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Who’s telling your story?

To make a contribution or find out more, call 877-758-4835 or visit www.projectevergreen.com.

Your work results in more available oxygen and fewer allergens, noise reduction and 
lower cooling bills, thicker turf that filters pollutants and landscapes that increase 
property values. There are endless environmental, economic and lifestyle benefits that 
green spaces provide—yet consumers don’t know about them. They don’t understand 
the true value of your products and services. 

Join us in telling the whole story of what you do. Project EverGreen is an organization 
dedicated to educating the public about the value of green spaces and encouraging 
responsible practices.

Please circle 99 on Reader Service Card
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Presented at 2005 Winter Management
Conference by TCIA Chairman Greg Daniels

“TCIA often recognizes people from within
our active member companies who give consid-
erable time and energy to our industry. This
year, in thinking about those to whom we are
grateful for gifts of creativity, vision, and dedi-
cation, it became clear to me that one name
leapt to the top – and it is from our tremendous
partners; TCIA’s Associate Members.

I have had the pleasure of knowing this gen-
tleman in our ranks for many years now.  We
have worked together in many industry meet-
ings. What I observed was tireless enthusiasm
for our industry; a desire to make the volunteer
environment better; and a shared dream for
what we could become by leveraging all of our
resources together.  Never was this determina-
tion more evident than in all the years of
commitment to the National Arborist
Foundation and later The TREE Fund.

In addition, this person represents so much of
what has happened to TCIA over a long stretch

of evolution. Throughout that evolution, the
company this individual leads has been present
as a strong advocate by contributing volunteers
to our Board, our Associate member committee,
and NAF. This company has also supported
TCIA’s development of many programs and
conferences over the years. This company’s
leadership was present during the development
and launch of TCI EXPO and TCI magazine.
This awardee continues to be a staunch advo-
cate of TCIA’s leadership and seeks to enhance
our position of being THE trade show home for
the industry.  

The path to leadership has been evident for
many years.  A sales and marketing guru, he is
still sought out for his expertise in this area

within his company, while leading one of the
largest companies in our industry.

While working hard at what he loves, this
awardee still finds time to care about the broad-
er community around him. He sings in his
church’s choir, serves on its Administrative
Committee, and is responsible for the formation
of a church-based Foundation.

Our award recipient is a member of the
Central Michigan University Advisory Council
for the Entrepreneurship Program. This council
works with the professors at the university to
give advice on the curriculum and interacts with
the students to judge business plans and partic-
ipate in exit interviews. 

In his spare time, our Awardee is a horticul-
turist and works in his green house where he
grows a variety of roses. He is an avid out-
doorsman enjoying hunting, fishing, and golf. 

We know him as someone who never says
“no” and never lets us down. We know him as
someone who is a tough business person with a
deeply committed heart to our industry. We
know him as Jerry Morey, president of Bandit
Industries.

Jerry, thank you for your leadership within
the tree care industry and for your many, many
years of service on our behalf. You are a true
associate member partner, and we appreciate
the gift of you to us.”
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TCIA will take part in Trees Florida
Conference & Trade Show, in Palm
Harbor June 11-14, 2005.

Trees Florida is cosponsored by:
Florida Chapter of ISA, Florida Urban
Forestry Council, Florida Division of
Forestry and University of Florida
Extension.

TCIA will have a booth at the show
on Monday and Tuesday, June 13-14. 

Bob Rouse, TCIA director of
Accreditation, will host an
Accreditation seminar at 11:30 a.m.
on Tuesday the 14th.

The conference is being held at The Westin
Innisbrook Golf Resort in Palm Harbor, near
Tampa.

Conference Schedule At-A-Glance

Saturday June 11 – Tree Academy (3 all-
day seminars plus an ISA Certification
Review Class), and TCC Meetings

Sunday June 12 – ISA Exam, Tree
Climbing Championship, Family Fun Day,
Kayak Trip, Trade Show Setup, Family
BBQ

Monday June 13 – Trade Show,
Educational Sessions, Silent Auction,
Outdoor Tree Climbing School, Awards
Luncheon, Opening Reception

Tuesday June 14 – Trade Show,
Educational Sessions, Silent Auction,

Outdoor Tree Climbing School

Pre-registration must be postmarked by May 27.
For a registration form of more information, call
(941) 342-0153 or visit www.treesflorida.com.

TCIA to take part in TreesFlorida in June

Jerry Morey honored with 2005 Chairman’s Award

(L-R) Jerry Morey receives a plaque and the thanks of the
industry from TCIA Chairman Greg Daniels.
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By Myron Dorshak

Dorshak Family Tree & Landscape
Inc. started in business approxi-
mately 17 years ago. My brother

Jesse and I worked for several tree compa-
nies trimming and removing trees before
we ventured out on our own. Starting with
only a pickup and a couple of chain saws,
we built our business to a little over $1 mil-
lion a year. Things are going well now
(except for a sore right arm sometimes).
But I can remember in the early days when
things were not so well and our company
almost did not get off the ground.

In 1986, I was developing my skills
working for a popular tree service in
Milwaukee, Wisc. I was still an apprentice
climber with questionable skills. My fore-
man said he was going somewhere for
lunch and would be back soon. He was
gone a little longer than a half hour and I
was anxious to test my skills on a large
oak tree. I wanted to show him what I
could do. 

Unfortunately, this tree had some unique
characteristics. The central trunk of the tree
was strong but dead 35 feet up. I chose to
tie into this dead trunk with the idea that
once I was done swinging around trimming
the lateral branches, I would untie my
climbing line and retie below on live wood.
Disregarding the rule that you never tie
into deadwood, I proceeded, but with some
trepidation.

Finally the top of this wide spreading
oak was cleaned up, and I was ready to
cut the dead trunk. I put my safety rope
around the trunk and was able to stand on
two limbs to secure myself. I proceeded
to cut a two foot notch. The wedge of
wood flew out and I was now ready for
my back cut. I unhooked my safety line
from around the trunk and then started
cutting toward the notch. When I felt I
could push the log into my wedge, I
turned my chain saw off, hooked it to a
ladder snap on the left side of my belt,
took a deep breath and started pushing. I
felt a tug on my belt and at that moment
I knew I was a goner. I blacked out as the
10-foot dead log pulled my climbing line
and me 35 feet to the ground. 

My mind did not want to experience
what my body was about to. I awoke lay-
ing spread-eagled on my back with my
chain saw still hooked to my side and the
dead trunk nearby. There wasn’t a lot of
pain yet. I was in shock. The pain would
come later – when the ambulance atten-
dants moved me, and when the emergency
workers cleaned me up at the hospital. For
now, I lay motionless on my back looking
up to a beautiful, light blue sky in comfort-
able 70 degree weather and feeling
thankful that I was alive – while at the
same time wondering how I could have
done such a stupid thing.

Slowly I moved my various limbs to see
if everything still worked. Twitching my
muscles and moving my body parts ever so
slightly, I began to get excited that every-
thing worked until I tried to move my right
arm. A tremendous pain engulfed this area
and with no idea what a broken bone felt
like, I knew immediately that I had broken
my arm.

Driving off in the ambulance, I experi-
enced a cornucopia of emotions and
thoughts: embarrassed that I cut the piece I
was tied to, disappointed and a little angry
that I didn’t escape injury free, feeling a lot
of pain at every movement of the stretcher,
yet feeling lucky that my injuries were not
worse, and feeling thankful that I was still
alive!

Myron Dorshak is an owner of Dorshak
Family Tree & Landscape Inc. in Butler,
Wisc.

From the Field

Nothing Like a Good Tug on Your Belt

When I felt I could push
the log into my wedge, I
turned my chain saw off,
hooked it to a ladder snap
on the left side of my belt,
took a deep breath and
started pushing. I felt a tug
on my belt ...

TCI will pay $100 for published articles. Submissions become the property of TCI and are subject to editing for grammar, style
and length. Entries must include the name of a company and a contact person. Send to: Tree Care Industry, 3 Perimeter Road, Unit
1, Manchester, NH 03101, or staruk@treecareindustry.org.
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Biggest ever moved
enabled by SUPERthriveTMFURTHER UNIQUE FACTS –

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

Standardly, with SUPERthrive,TM contractors and parks

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

• 100% of 2000 SUPERthriveTM dealers asked at trade

shows said they are “aware that SUPERthriveTM revives

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

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

and below ground than when fertilizers used alone.”

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

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

Land Management, while beautifying 100 nearby Las Vegas hotels.

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

etc., Societies’ flowering plant competitions.

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

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

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

• 65 years, NEVER ONE BOUNCED on professional guarantee:

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

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

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

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

NORTH HOLLYWOOD, CA 91605
www.superthrive.com

Live Oak Tree

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

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

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

Nick Federoff

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