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Outlook

Tree Care Industry

It’s the Right Time …
y parents taught me some life lessons that continue to serve me well every
day. They revolve heavily around actions that show respect when interacting with other people, while preserving your own self-respect. Things like
first impressions matter; if you’re going to accept a gift, you’re going to thank the person in writing or it will be returned; look into someone’s eyes when you speak to them
and have a firm handshake; live by the Golden Rule; we’re all children of God; and
remember to say please and thank you. So I’m honoring my parents and you today
with this article. It’s time to say “THANK YOU.”

M

As I write today, we have members in Louisiana who conducted business in Slidell, New Orleans, Lake Charles,
Baton Rouge, Breaux Bridge, Church Point, Haughton, Jefferson, Monroe, and St. Martinville, who are devastated
by Hurricane Katrina. We have a member in Ocean Springs, Miss., right next door to Gulfport. We have members
in Mobile, Silverhill, and Lillian, Ala., all on the Gulf Coast. Some may have lost their businesses and their homes.
Those who did not will be involved in rebuilding their communities for years. Part of our family is hurting terribly
right now and desperately needs us.
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Another part of our family are heroes in the making. Members will be responding from all over the United States
to help restore power, clear away debris, help homeowners, and provide some glimmers of hope in the middle of
devastation that is too large to grasp. I have no doubt, because of who I know you are, that many of you will be
providing other kinds of assistance along the way, simply because you’ll be there, and you have hearts as big as you
have skills to get the job done.
You see, long before I met you in person, I was the beneficiary of your kindness – from all over the country. John
and I were smack in the middle of Hurricane Hugo. I can honestly tell you that neither of us has been so scared before
or since. The sound that the TV played from inside the Super Dome matches the freight train we thought was coming through our house. No one expected 120 mile per hour winds in Charlotte, so we didn’t evacuate. The scene
following is still hard to describe. The contractor next door to us had two years of work in less than 48 hours and
stopped making estimates. We were lucky – no damage to our home; just unbelievable amounts of debris in our yard.
Yet the psychological challenges of living for weeks with no power; wondering where to get the next bag of ice;
how long was the food going to hold out; and when would it be safe to get on the road to find out were huge. Even
then, before home PCs and PDAs, the loss of connectivity and estrangement from the daily world was staggering.
In the middle of the silence following the storm, the sound of chain saws grew louder and louder around the city.
It became such a constant that the local disc jockeys made up a song about “CHAINSAAAWWWWWSSSSS” to
the tune of “RAWHIIIIDDDEEEE!” My point is – you were there. You were there with all your skill sets, competencies, calmness, dedication, and determination to help us get back to normal. You were there to care, to assure us
that power would be restored, and that our roads would be safe again. You were there to remove enormous trees
that left us with a question mark as to whether we could stake our future pride on our City of Trees claim. And you
stayed until the job was done.
In the news over the last few weeks, the EMTs, doctors and nurses, National Guard, not-for-profits that provide
food and shelter, and the hotels and motels that step in to assist will have their praises sung publicly. You – perhaps
not so much. You will be there – many of you for months on end. You will hear from tired and weary people who
in the stress of their losses have also lost their civility – and understandably so. You will work in some of the most
dangerous conditions that tree care professionals can encounter. You will work terribly long hours – though with
safety utmost as its first consideration, please. You will be present. You will be skilled and tireless.
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And today, you will be publicly thanked. Godspeed.
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The VALUE of SAFETY
A Perspective in the Aftermath of HURRICANE KATRINA

By Gil Niedenthal

t Asplundh Tree Expert Co., safety is good business because
working safely is simply the right
thing to do. Safety is one of our core values. This may be a simple statement, but
during my recent travels in both landfall
arenas of Hurricane Katrina, I have seen
with my own eyes how a sense of “doing
the right thing” has made a dramatic
impact in our company’s safety culture.

A

At the height of our storm response, we
had more than 5,000 personnel and their
associated equipment on station both in
Florida and the Gulf Coast doing what they
do best – helping the utilities get the lights
back on. Many of these crews are still on
storm work and will remain so until the job
is finished.
This was my first “tree storm” with
Asplundh because in a previous life I was a
safety supervisor for a major utility in St.
8

Louis. Being on the contractor side of the
business is a little different from the utility
side, but I must say that in this particular
storm, I witnessed so much pride in our
employees that it probably, by itself, could
rebuild the Superdome in New Orleans. I
witnessed our employees sleeping in
camping gear they brought with them, in
their trucks, and then finally in “comfortable” tent cities. Their spirits are upbeat
despite being away from their families for
weeks stacked one after another. The sheer
number of trucks (of all kinds) lined-up at
the staging areas is impressive and at first
it takes your breath away because of the
seemingly orchestra-like movement in
which everything happens. There is a special pride in this industry, and I’m honored
and humbled to be part of it.
As of this writing in mid September, we
are still in heavy response-mode in various
parts of Louisiana, Mississippi, Alabama
and the panhandle of Florida. Our hearts go
out to the millions of fellow-Americans
impacted by this cataclysmic event. To top
off what has already occurred, at this point,
TREE CARE INDUSTRY – OCTOBER 2005

Crews try not to remove or trim a danger tree until the
utility verifies that the conductors are de-energized and
grounded. Of course some work is performed hot, but
workers make the situation as safe as can be.

the 2005 hurricane season is not even close
to being over. The potential for injury to
the victims remains huge; similarly, the
exposure for injury to our employees and
other response personnel is extremely
great. I’m pleased, however, to report that
to date we have had only a few minor
injuries. There are many reasons for this
kind of success – I will discuss two.
I’m confident that the following reasons, which are working today, will
continue to work as we move forward: (1)
Safety Awareness; and (2) Employee
Involvement. Again, some simple statements, but let me give you some examples
of each.
First, safety awareness. The safety team
that has accompanied the troops to both
Florida and the Gulf Coast hold nightly
conference calls. These calls have approxi-
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mately 60 to 80 people on them every night
– some managers and even upper executives; but mostly our safety team. We
discuss the day’s events, hot safety topics,
any injuries or near-misses, and then we
provide at least five safety talking points
that are communicated to 100 percent of
our employees the next morning before
they leave their “show-up” site. The talking
points range from proper roadside set up,
to holding proper job briefings prior to
commencing work at each work location,
to environmental hazards such as spiders,
snakes and bees. The meetings are held in
the language of the employees – sometimes both Spanish and English.
Secondly, employee involvement. As
part of our growing safety culture, we
encourage our employees to get involved
with various aspects of their safety. This
involvement includes helping the foreperson and all crew members identify hazards
at each job location, actively participating
during the job briefings, coming up with
ideas to raise safety awareness, and only
performing their tasks when everyone on
the crew believes it is safe to do so.
During our conference calls, we have heard
multiple times that our crews have refused
to remove or trim a danger tree until the
utility verified that the conductors were de-

Asplundh Supervisor Kenny Cuevas (right) working with Entergy Vegetation Management personnel match up tree crews
with Entergy line crews in Gretna, La. Photo courtesy Kleinpeter Photography

energized and grounded. Of course some
work is performed “hot,” but when the
only safe way to trim is when the line is
dead, our employees are “doing the right
thing” and making the situation as safe as
can be.

ment staff, from President Scott Asplundh
down to every general foreperson in the
field, is committed to our vision: “Safety

How is all of this possible? The answer –
management’s commitment. Our manage-

Downed Wire Highlights Hidden Hazard
Nearly all hurricanes damage trees, buildings,
and power lines, leaving many hazards in their
paths. Hurricane Katrina was a big one – and it
left an unusual danger behind.
One crew from the Asplundh Tree Expert Co. was
starting to clear brush from power lines in the
wake of the storm. In a utility right-of-way, they
came upon downed utility equipment (wires,
poles, insulators, transformers) – nothing
unusual in their line of work. They were off the
public road by 165 yards. So they started to work.
While they were working, a vehicle drove down
the public roadway. The next thing the crew
knew, they were slammed by moving electrical
equipment. One worker needed surgery for a broken bone and was kept in a hospital overnight.
It turns out that a downed wire lying on the
ground extended onto the public road. The moving vehicle snagged the downed wire and
dragged the equipment into the crew.

Even though the crew took precautions before
beginning their work, storm conditions can be
quite unusual. Therefore, Asplundh Tree Expert
Co. recommends the following safety measures –
especially during and after storms.
Always treat wires as if they were energized –
maintain safe working distance and do not
touch. If downed wires extend where vehicles
could travel, don’t allow any work in the area
without special precautions, such as:
(1) having the utility cut and remove the lines;
(2) setting up a controlled work zone to control
the flow of vehicles and equipment; or
(3) shutting down the roadway with standard
roadside setup practices.
Asplundh safety personnel prepared this action
alert from conference calls in consultation with
field employees. It is intended to help anyone
engaged in storm restoration work.

TREE CARE INDUSTRY – OCTOBER 2005

Many crews are still on storm work helping the utilities
get the lights back on along the Gulf Coast and will
remain so until the job is finished.

9
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First ... No One Gets Hurt.” I believe that
our employees can feel the spirit behind
these words.
Are we perfect? Have we actually
achieved this vision? Not yet, but we’re
close. As I mentioned earlier, we still had a
few minor injuries. Of course our employees didn’t come to these storm-stricken
areas to get injured; nobody wants to get
hurt. But I believe that because the vision is
clear, our company will do whatever it
takes to ensure everyone goes home the
same way they came. To this end, this
demonstrated commitment helps our
employees make the right choices because
our vision and values are clear. It really
makes our safety performance easier – and
that’s good business.

Crews clear lines along the storm-ravaged Gulf Coast in early September. Safety talking points communicated to employees before they get on site range from proper roadside set up, to holding proper job briefings prior to commencing work
at each work location, to environmental hazards such as spiders, snakes and bees.

Gil Niedenthal, CSP, CIH, is director and
corporate safety officer for Asplundh Tree
Expert Co.
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Tools for
Healthy Growth.
Ideal for landscape trees and shrubs as well as forestry applications,
DIEHARD™ Mycorrhizal Inoculants promote rapid root development
by colonizing roots.
When your job is the outdoors, your work is only as good as the
tools you use. That’s why Forestry Suppliers features more than
9,000 top-quality products geared especially to outdoor
professionals from agriculture to zoology—and just about all points
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n the real world, one requirement

that never changes is finding ways to
help your crews work more safely.
That’s why Altec tree care equipment
is rugged, reliable and designed with
integral safety features. Our complete
line of aerial devices and wood chippers is highlighted by our newest
machine – the Altec LRV60-E70. It will
help your crews work smarter and
more efficiently. This unit combines
75 feet of working height and smooth
maneuverability with the lowest cost
of equipment ownership in the industry
and unmatched financing options.
For tree care units that help you
work “Safer and Smarter®”, call the
company that builds them – Altec.
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Storm Cleanup & Workers’ Compensation
he large-scale destruction wreaked
by Hurricane Katrina along the Gulf
Coast will require cleanup and
reconstruction. Resources from all over the
country, and even from foreign countries,
will be drawn upon to participate in that
work – and workers’ compensation issues
will arise if companies participate in this
work. Each state has different rules pertaining to workers’ compensation.
Employers are recommended to comply
with the WC laws of those states, to prevent legal issues, coverage issues and
premium issues in that regard. Following
are some area to be aware of.

Texas. Other forms of insurance, such as
Occupational Accident policies issued by
some accident and health carriers, do not
qualify as legal security.

T

1. Firms will become subject to the WC
laws of those states when they begin to do
work there, through their employees and
their subcontractors.
2. Those laws require employers to
secure the payment of WC benefits to or
for their employees, and the employees of

Safety Supervisor Alex Teran (left) conducts the morning
safety briefing in Gretna, La., one of the larger hurricane
staging areas. Photo courtesy Kleinpeter Photography

their uninsured subcontractors, who may
be injured in the course of their work there.
Security has to be in the form of a standard
WC policy issued by an authorized carrier,
or through a license by the state to selfinsure. There is no “opt-out” provision for
employers in the WC laws of these states,
such as the “non-subscriber option” in

3. Employees from other states may
become entitled to benefits under the WC
laws of the states where they actually perform work, just like employees residing
locally in those states. Failure to have
secured the payment of those benefits
under a WC policy may subject the
employer to a suit for unlimited damages
by the injured employee or his dependents.
4. The WC laws of these states do not
exempt workers who may be present and
working illegally under U.S. immigration
laws. Employers who fail to secure the payment of WC benefits to such workers may
be just as subject to civil and criminal penalties as with U.S. citizens or legal residents.
5. To certify that an employer is in compliance with the WC laws of a state,
insurers should file Proof-of-Coverage certificates with the state when informed that
the employer expects to perform work in
the state. They do not need to file Proof-ofCoverage certificates with states named in
Item 3C “Other States Coverage” of the
policy. Failure to have proof of coverage
on file with the state can make the employer subject to civil and criminal penalties.
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AN AGGRESSIVE
CUTTING MACHINE
After continued success with the Loftness Timber Ax using sharpened
knives, Loftness is expanding their line of forestry tree and brush cutters to include carbide tooth models with cutting widths of 53 and 63
inches. The carbide cutters efficiently cuts to ground level and mulches
up to 6 inch trees with minimum 48 hydraulic HP and reserve capacity
to handle larger trees when needed. Rough cut applications would
include: R.O.W.(pipeline/highline), invasive species, seismic exploration,
lot clearing/mulching, wildlife habitat, park maintenance, pasture
renovation, fire breaks, and land development.

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

Call or Email for a

FREE product video
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6. A lot of damage has been done to
waterfront facilities in these states.
Cleanup and restoration work in those
areas may be subject to the U.S. Longshore
and Harbor Workers Act. Employers that
do work subject to that Act must secure
their obligations with USL&H insurance,
or self-insurance approved by the U.S.
Department of Labor. A Proof-of-Coverage
filing by the insurer with the Department of
Labor is required. Failing to insure and file
can subject the employer to very severe
federal criminal and civil penalties.
7. To obtain work, contractors or subcontractors are generally required to
present a Certificate of Insurance. Insurers
should not authorize anyone to issue such
certificates on their behalf for an employer
with respect to a job in a state, unless that
state is shown in, or has been added by
endorsement to, Item 3A of the
Information Page of the policy.
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Cutting Edge - Products

Buckingham Arborlite Model 1890 saddle
Fashioned after its popular Master II saddle,
Buckingham Manufacturing Company’s new
Arborlite Model 1890 weighs in at only 3.5
pounds. The newly redesigned Quick Connect
Buckle provides an unmatched level of confidence, adjustment and fit, and heat sealed foam
back and leg pads add to overall comfort. Other
features include step-in friction-buckle leg straps,
six tie-in loops for overhead suspension, medium-size, work-positioning D-rings, and sidemounted tightening buckles. Three gear loops, multiple accessory rings and a mini
carabiner are also included to suspend a hand saw, duty bags or blood stopper pouch.
Contact Buckingham at 1-800-937-BUCK [2825] or visit www.buckinghammfg.com.
Please circle 190 on Reader Service Card

Blue Ox introduces loader trailers
Blue Ox Equipment (BOE) has introduced its “on
road,” multi-functional log loader trailers. Built
tough and with the highest quality construction,
their I-beam main frame allows better stress
resistance and no moisture build up.
Dump trailers are manufactured with
scissor action dumping, giving a sturdier and more stable dumping
performance. The Big Ox combo loader
and trailer has a 20,000 GVW with dual tandem axles, with an 18-foot 5-inch long loading
bed. The Lil Ox combo loader and trailer has a 14,000 GVW, with single wheel tandem
axles and a 14-foot loading bed. The 1700HD loader, standard on Big Ox & Lil Ox, has a
17 foot reach, 48-inch grapple, seat and ladder. The 2100XL provides and optional upgrade
to a 20-foot 8-inch reach. Blue Ox loaders provide greater versatility, stronger lift and
longer reach. Contact Blue Ox at info@blueoxequipment.com or call (802) 467-1055.

ImpleMax modular grapple
attachment line
ImpleMax Equipment Co., Inc. has an
all new, redesigned grapple system that
uses a modular component configuration
to allow users with a full range of choices in designs. Any of the new
SmartGrapple designs can be fit to skidsteers and front-end loaders using a
variety of quick-attach systems, as well
as tractor three-point hitches. According
to Will Callahan, president of
ImpleMax, “The SmartGrapple system
provides choices to customize a grapple
attachment to get the best design that fits
the jobs you do and way you work. With
the right product on the job, expenses
like fuel and labor go down and profits
go up.” Today, material-handling
requirements can vary significantly
depending on the type of work tree care
companies do. The SmartGrapple can be
configured with simple gravity rotation
and manual hydraulics, all the way up to
full 360 degree hydraulic rotation, with
electro-hydraulic controls integrated
seamlessly into an operators cab controls. The SmartGrapple can be simple,
or so advanced that ImpleMax can

Please circle 191 on Reader Service Card

Granular microbial from Growth Products
The Landscaper’s Companion is now available in easy-to-use 8 ounce foil packs and in
bulk 5 and 15 pound E-z Pails. It can be used on deciduous trees, evergreens, shrubs, and
landscaping materials, including annuals, perennials, vegetables, baskets, pots and sod.
Ideally, it is used during the planting process or incorporated into the soil for
general maintenance of existing landscaped areas. It contains all of the
high quality ingredients contained in liquid Landscaper’s
Companion , but in granular form. Each pound contains 64 billion colony-forming units of bacillus, a beneficial and prolific
rhizosphere bacterium. Other ingredients include kelp extract,
17 natural L-amino acids, humic acid, and a natural wetting
agent. It also benefits from Growth Products’ slow-release nitrogen
from Nitro-30, which avoids unwanted surge growth. With 25 percent Viterra
Gelscape included, a water-control polymer gel, The Landscaper’s Companion will
improve the soil’s ability to absorb and hold water, gradually releasing moisture between
waterings. Contact Growth Products at 1-800-648-7626 or via www.growthproducts.com.

actually fine-tune the way the hydraulics
behave to an operator’s preference.
With these and other options, such as
winches, there are literally hundreds
of different configurations to choose
from. Contact ImpleMax Equipment
Co., Inc. at 1-800-587-6656 or via
www.implemax.com.
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Aazel Series 1 Universal Saw Head

Onset leaf wetness smart sensor

Aazel Corporation’s new Series 1 Universal Saw
Head is designed to fit 1, 1 1/8, 1 ¼, 1 3/8, or 1 ½ fiberglass, aluminum, or wood poles (comes with the adapter
to accommodate the snap button pole ends). The Series
1 is designed to work with their 1C, 1D,
or the new 1G adjustable saw
blades, providing more than
10 true locking angles. It
will also accommodate
the shorter nonadjustable saw blades
manufactured by others. Its design is slightly
heavier than other models, which is not noticeable until you
start to saw over head and you realize
the added weight actually aides in cutting quicker with
less effort. They also have packaged our Series 1 with
different blades, sectional or telescopic aluminum and
fiberglass poles, all made in the U.S.A., at special pricing. Contact Aazel at www.aazelcorp.com.

Onset Computer Corporation’s
new Leaf Wetness Smart
Sensor is a new plugand-play sensor for
the
company’s
HOBO Weather Stations.
Designed to emulate the surface of a
leaf, the Smart Sensor provides accurate leaf
wetness data in a number of growing and
research applications. For example, it can help
growers determine the proper time for applying fungicides, and help researchers
understand the impact of leaf moisture on plant disease. Key features include an
embedded sensor design that eliminates the need for painting the sensor before
using; a capacitive grid technology that provides resistance to surface residues
from chemicals, dust and other contaminants; a plug-in, modular connector that
enables easy connection to HOBO Weather Stations; and an adjustable mounting bracket that enables the sensor to be easily positioned to mimic the wet-dry
characteristics of the plants being studied. The sensor is preconditioned to maximize long-term measurement consistency, and works with Onset’s 15-channel
HOBO Weather Station and 4-channel HOBO Micro Station. The sensor sells
for $99. Contact Onset at www.onsetcomp.com/hobo.
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Cutting Edge - News

New Care of Trees CFO
versed in acquisition
restructuring
Michelle B. Leissner, a certified public
accountant with nearly 15 years of experience, has been named chief financial
officer of The Care of Trees. Among the
positions she held before joining The Care
of Trees was director of finance for
Pactiv’s
North
America
Protective Packaging
Division, where
her duties included
integrating three
acquisitions and
centralizing the
finance function.
Michelle B. Leissner

“Michelle
is
poised to play a key role at The Care of
Trees as we continue to grow nationally
through mergers and acquisitions,” said
Scott Jamieson, president and CEO of The
Care of Trees. “She has the depth of experience in financial management and
planning and the leadership skills that will
help enhance our position in the marketplace.”
Leissner spent three years at Solo Cup
Company, first as director of analysis and

Shindaiwa recall
In voluntary cooperation with the U.S. Consumer
Product Safety Commission, Shindaiwa is recalling
certain model DH231 and HT231 professional hedge
trimmers due to the possibility of fire. Heat from the
muffler of these units can cause distortion of the fuel
tank. This condition could damage the tank and create
a fire hazard. Shindaiwa is aware of 10 fuel leaks
including two small fires. As a result, model DH231
and HT231 hedge trimmers with serial numbers prior
to 5050000 are subject to the recall. Contact your
dealer immediately about obtaining the new fuel
tank/heat shield assembly. When your dealer tells you
that the tank/heat shield assemblies are in stock,
bring your DH231 or HT231 hedge trimmer to the dealer and a new tank and heat shield will be installed at
no charge. The dealer will destroy the old tank. If you
have any questions, you may contact the Shindaiwa
Technical Service line at 800-521-7733, extension 630.

16

accounting, then as vice president of
finance, before becoming part of The Care
of Trees team. Her duties included heading
the finance-integration team following the
acquisition of Sweetheart Cup Company, a
move that made Solo Cup a $2.2 billion
company. She also restructured the
accounting and financial analysis departments, resulting in more effective and
efficient operations.
Leissner began her career at Price
Waterhouse LLC, where she was among
few staff accountants selected for early
promotion to senior accountant after two
years. She went on to lead financial operations for companies ranging from $100
million to $850 million in revenues. She
has a bachelor of business administration
degree in accounting from the University
of Michigan and is a member of the Illinois
CPA Society. She is also an active volunteer with the Les Turner ALS foundation.

RedMax Names Production
Compliance Safety Manager
Matthew
Wilson
has
joined
RedMax/Komatsu Zenoah America Inc. as
production compliance safety manager. In
the newly created position, Wilson will be
responsible
for
engine emissions
compliance.
Wilson brings to
RedMax
more
than 15 years of
outdoor
power
equipment experience, and has been
active in the EETC
since its formation
in 1997. After Matthew Wilson
serving in dealer
positions, Wilson
joined Tanaka as product and then
Maruyama as technical services manager.
Recently, Wilson moved from the
Seattle, Wash., area to the Atlanta, Ga.,
area where RedMax/Komatsu Zenoah
America is headquartered.
TREE CARE INDUSTRY – OCTOBER 2005
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Bag
great
deals...

...at TCI EXPO, “world’s
largest tree care trade
show.” You’ll find everything
you need Wednesday, Nov. 9
through Friday, Nov. 11 at the
Columbus Convention Center,
Columbus, Ohio. Hundreds of
vendors are packing the floor
with the best deals of the year,
and they don’t want to bring anything home! Call us toll-free at
1-800-733-2622, or visit online
at www.treecareindustry.org.
TCI EXPO is hosted by the Tree
Care Industry Association (formerly the NAA). Don’t forget
our seminars where
you’ll earn CEUs
and learn from the
best brains in the
green industry.

2005
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Washington in Review
By Peter Gerstenberger

Unraveling New FMCSA
Hours of Service Driving Rules
s FMCSA gets ready to start
enforcing Hours of Service
(HOS), we are happy to relate that
most of TCIA’s non-line clearance members may be eligible for some regulatory
relief through other provisions. The socalled short haul provision, the 100
air-mile provision and the 16 hour exception are explained at the end of this article.

A

On Aug. 10, President Bush signed into
law the transportation bill (H.R. 3 - Safe,
Accountable,
Flexible,
Efficient
Transportation Equity Act: A Legacy for
Users or ‘SAFETEA-LU’) containing an
exemption for drivers of utility service
vehicles (USVs) from the Federal Motor
Carrier Safety Administration (FMCSA)
HOS regulations.
For over two years, TCIA in partnership
with Edison Electric Institute (EEI) has
been actively seeking an “Hours of
Service” (HOS) exemption for our industry. We are happy to announce that EEI’s
HOS Coalition has succeeded in gaining
inclusion of “utility service vehicles” in the
HOS exemption.
During this process, some of our members have asked a very valid question:
“Will FMCSA consider our vehicles to be
utility service vehicles for the purposes of
enforcement?” The answer is “yes.” In
fact, FMCSA made that determination
over a year ago. EEI Counsel Rick
Schweitzer quotes a 2004 FMCSA Hours
of Service Enforcement Guidance memo
as follows:
“One additional good point is that the
FMCSA states unequivocally that ‘contractors working for a utility are operators of
utility service vehicles.’ ” Schweitzer goes
18

on to say, “The FMCSA added that this
definition includes ‘contractors providing
services such as tree trimming when the
contractor is performing those operations
in furtherance of maintaining power lines,
etc.’ There has been some question of
whether contractors would be included in
the USV driver definition, and this resolves
the issue. Moreover, this means that the
provisions for a permanent exemption for
USV drivers in the highway bill would also
cover contractors, as that legislative language also refers to the definition in 49
CFR §395.2.”
The bill prohibits states from enacting or
enforcing HOS rules against utilities. The
exemption was “effective immediately”
upon signature by the President but we
want to caution line clearance contractors
that the system(s) you work on will only be
clearly exempt when federal and state
motor carrier agencies act upon the exemption granted by Congress.
The HOS exemption is from regulations
regarding maximum driving and on-duty
time. It includes all of 49 CFR Part 395, the
part of the regulations captioned “Hours of
Service.” Such an exemption squares with
the “regarding maximum driving and onduty time” language of the legislation.
Since Part 395 contains the actual HOS
requirement and also contains the logbook
requirement, an exemption from Part 395
means an exemption from both the HOS
and logbook requirements.
The logbook requirement in Part 395 is
there as a method of keeping track of HOS.
As a logical matter, then, if utilities are
now exempt from the HOS requirement,
there is no need to keep track of something
that no longer applies.
TREE CARE INDUSTRY – OCTOBER 2005

FMCSA must now change its regulations to reflect clearly the change that
Congress has legislated. Most states must
also change their regulations because most
state regulations now have an HOS provision that applies to utilities, and the new
legislation says that states also must
exempt utilities from HOS regulations.
What should a utility contractor do?
Most utilities will wait until federal and
state regulators promulgate regulations
before acting as if the regulators’ ideas of
the exemption square with industry’s
understanding of the exemption. Many
states adopt federal regulations “by reference,” meaning that as soon as the federal
regulations are published, state law is
changed. Other states have other methods
of adopting federal requirements. Talk
with representatives of your utility(ies).
There are options for regulatory relief
available to our non-line clearance members as well.
The short haul provision
With FMCSA’s so-called “short haul
provision”, drivers of property-carrying
CMVs which do not require a Commercial
Driver’s License for operation, who operate within a 150 air-miles of their normal
work reporting location:
May drive a maximum of 11 hours
after coming on duty following 10 or more
consecutive hours off duty.
 Are not required to keep records-ofduty status (RODS).
 May not drive after the 14th hour after
coming on duty 5 days a week or after the
16th hour after coming on duty 2 days a
week.
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The employer must maintain and retain
accurate time records for a period of six
months showing the time the duty period
began, ended, and total hours on duty each
day in place of RODS.
Drivers who use the short-haul provision
are not eligible to use the 100 air-mile provision or the 16-hour exception.
The 100 air-mile provision
The 100 air-mile radius driver is exempt
from keeping RODS if:
He operates within a 100 air-mile
radius of the normal work reporting location;
 He returns to the work reporting location and is released from work within 12
consecutive hours;
 He has at least 10 consecutive hours
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off duty separating each 12 hours on
duty;
 He does not exceed 11 hours maximum driving time following 10
consecutive hours off duty.
For six months, the employer has to
maintain and retain accurate time records
showing:
 The time the driver reports for duty
each day;
 The total number of hours the driver is
on duty each day;
 The time the driver is released from
duty each day; and
 The total time for the preceding seven
days for drivers used for the first time or
intermittently.
The 16 hour exception
The driver is exempt from the new HOS
requirements if:

TCIA will continue to keep you posted as
additional information becomes available.
Peter Gerstenberger is senior advisor
for safety, compliance & standards for the
The Tree Care Industry Association.

ARTICULATED 3K
4WD “HI-FLOW”

STUCK IN A RUT?
Climb out — step
up to Swinger
2000 IND and
avoid costly
skid marks

He returns to his normal work reporting location and the employer releases him
from duty at that location for the previous
five days the driver has worked;
 He returns to the normal work reporting location and the employer releases the
driver from duty within 16 hours after
coming on duty following 10 consecutive
hours off duty; and
 He has not taken this exemption within the previous six consecutive days,
except when he has begun a new seven- or
eight-consecutive day period with the
beginning of any off duty period of 34 or
more consecutive hours.


MOWER/MULCHER

Eliminate the financial burden of skid ruts with
Swinger — the articulated loader/tool carrier that gives
you the competitive edge. Imagine, no ruts, no rework,
no extra repair expense and a better bottom line.
It’s time you
discovered the
many advantages of the
“surfacefriendly”
Swinger. See
our website or
call for details.
®

DEALER

See us at

NEW 3K Surface friendly mower
TCI E XPO
2005
G High Flow — 35 GPM @ 4,500 PSI
G Excellent visibility, easy to run, 60" path
G Operator comfort and security
G

New Swinger 3K Mower/Mulcher preserves sensitive
surfaces — and gives you new revenue sources. Makes
short work of brush and small trees. Compact unit clears
land for rights-of-way, fire breaks, trails, driveways, sports
fields, park maintenance and more. Does
the work of a crew
with one operator. Has
excellent visibility,
4WD, limited slip and
85 hp Cummins turbo
diesel. Call for details
or see our website.
INQUIRIES INVITED

800-656-6867
www.nmc-wollard.com

Please circle 53 on Reader Service Card
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More almanac online!

Industry Almanac

For the most up to date calendar information, visit
www.treecareindustry.org  news  industry calendar

Events & Seminars
October 6-8, 2005
California Urban Forests Council's Annual Meeting
Planning: “The Critical Element in Urban Forestry”
Embassy Suites, Lompoc, CA
Contact: Cindy McCall (805)736-8733, cindymccall@hotmail.com
October 6, 2005
Solving Ornamental Plant Problems (not caused by
pathogens and insects)
MGIA Office, Bingham Farms, MI
Contact MGIA at (248) 646-4992; www.landscape.org
October 13, 2005
Compliance 2005!
Cannon Equipment, Shelby Twp., MI
Contact MGIA at (248) 646-4992; www.landscape.org

October 13-14, 2005
Tenn. Urban Forestry Council 14th Annual Conference
Germantown Center, Germantown TN
Contact: Jen Smith (615) 352-8985; tufc@comcast.net
October 14, 2005
2005 Perennial Plant Conference
Scott Arboretum of Swarthmore College
Swarthmore, PA
Contact: (610) 388-1000 Ext. 507;
www.longwoodgardens.org
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 15, 2005
Tennessee Urban Forestry Council 7th Annual Tree
Climbing Championship
Memphis Botanic Garden, Memphis, TN
Contact: Jennifer Smith (615) 352-8985;
tufc@comcast.net
Oct. 18-19, 2005
Illinois Arborist Association/ISA 23rd Annual
Conference & Tradeshow
Holiday Inn, Tinley Park, IL
Contact: April Toney (877) 617-8887; iaa@wi.rr.com

See us at

TCI E XPO
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October 20-21, 2005
Autopsy & Dissection Lab with Dr. Alex Shigo
Portsmouth, NH
Contact: Kathy Brickley, Northeast Shade Tree (603)
436-4804; 1-800-841-2498.
October 21-22, 2005
Plant Biology Workshop
Frogmore, SC
Contact: Don Marx 1-888-290-2640;
dmarx@planthealthcare.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; njshadetreefederation@worldnet.att.net
October 24-November 4, 2005
Arboriculture I – “Basic Tree Climbing Course”
Committee for the Advancement of Arboriculture
Jackson, NJ
Contact: John Perry (732) 833-0325; fax (732) 9284925

Please circle 51 on Reader Service Card
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October 27, 2005
Plant Diagnostics: Case Studies and Timely Updates
Bingham Center, Bingham Farms, MI
Contact: MGIA, (248) 646-4992; www.landscape.org
TREE CARE INDUSTRY – OCTOBER 2005

November 9, 2005
Tree Care Workshop
Oklahoma State University, Stillwater
Contact: Mike Schnelle (405) 744-7361,
mike.schnelle@okstate.edu
November 9-11, 2005
TCI EXPO
Tree Care Industry Association
Columbus Convention Center,
Columbus, OH
Contact: Diane Morgan 1-800-733-2622, Ext. 106;
morgan@treecareindustry.org; or www.tcia.org
November 15-17, 2005
Empire State Green Industry Show
(formerly NYSTA Turf & Grounds Expo)
Rochester Riverside Convention Center,
Rochester, NY
Contact: Jill Cyr, (518) 783-1229; 1-800-873-9973;
nysta@nysta.org; www.nysta.org
November 15 – 17, 2005
Penn State Golf Turf Conference
Nittany Lion Inn,
State College, PA
Contact: (814) 238-2402; busofc@paturf.org;
www.paturf.org\
November 17-18, 2005
Life Within & Beneath the Tree
Explore interactions b/n roots, soil, microorganisms
Keele University Conference Park,
Bristol, England
Contact: www.treeworks.co.uk
December 4-7, 2005
2005 ASCA Annual Conference
Palm Springs, CA
Contact: Angela Corio, ASCA (301) 947-0483
Dec. 6-8, 2005
Ohio Turfgrass Conference & Show
Greater Columbus Convention Center,
Columbus, OH
Contact: 1-888-683-3445; info@ohioturfgrass.org;
www.ohioturfgrass.org
December 7, 2005
ISA Cert. Exam & General Membership Meeting
Frelinghyusen Arboretum,
Morristown, NJ
Contact: Matt Simons (609) 625-6021;
www.NJArboristsISA.com
December 8-9, 2005
Autopsy & Dissection Lab with Dr. Alex Shigo
Portsmouth, NH
Contact: Kathy Brickley, Northeast Shade Tree (603)
436-4804; 1-800-841-2498.

tci mag 10.05_v3.qxp

10/5/2005

11:46 AM

Page 21

150+SPECIALIZED TRUCKS AT WWW.OPDYKES.COM
6773

6762

6749

6039

99 INT 4800: 250 hp, Allison 4
spd auto, 2 spd transfer, AWD,
35 GVW, 9 ton ALTEC D947BR
DIGGER, 47 ft hook height, rider
seat, 20" auger, 2 speed digger,
winch, 14 ft steel flat / utility
body. $59,500.

94 FORD LNT9000: 280 hp
Cummins, 8 speed +lo, +lo/lo,
56 GVW, 13 ton HIAB 300-3/19
crane, picks 2,250 lb at 62½ ft
max reach, remote ctrls, 18½ ft
wood flat / utility body. $49,500.

2001 FREIGHTLINER FL70:
210 hp CAT, 6 speed, 33 GVW,
with 2½ ton FERRARI 560A3
crane, picks 1,260lb at 28½ft
max reach, 18ft steel flatbed with
48" welded sides. $44,500.

6722

6745

6720

66 ft ALTEC

$24,500
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.
$24,500.

2001 FREIGHTLINER FL80:
230 hp CAT, 7 speed, 35,000 lb
GVW, with 55 ft ALTEC AA755L
bucket, joystick controls, winch
& jib on upper boom, 13½ ft utility body. $59,500.

98 FORD F800: Cummins, 230
hp, 6 spd, 33 GVW, 14½ ton
TEREX TC2863 crane, 113 ft
hook ht, cap alert / shutdown,
winch, 18 ft wood flat. $52,500.

2001 INT 4800 4X4: 230 hp, Allison
4 spd auto, 2 spd transfer, AWD, A/C,
30,740 lb GVW, 42 ft ALTEC L42A
bucket, joystick ctrls, 12½ ft utility
body. $53,900.

6698

6709

6639

6217

2000 FORD F750 SUPERDUTY
EXT CAB: 210 hp CAT, Allison 5
spd auto, A/C, 33 GVW, 42 ft
ALTEC L42A bucket, joystick
ctrls, 11½ ft utility body. $39,500.

2000 FREIGHTLINER FL70:
210 hp CAT, 6 spd, A/C, 33 GVW
7½ ton PM 14024 crane, picks
1,880 lb at 40 ft max reach, 18 ft
steel flatbed. $46,500.

82 MACK R686ST: 300 hp, ext
range 6 spd, with 89 FIN T-330
HYDROSEEDER, 3,300 gal cap,
John Deere diesel power, 1 hose
reel, spray boom. $34,500.

83 GMC 7000: 366 gas engine, 5 spd,
28 GVW, with 65 ft HI-RANGER 6TDI65PBI bucket, 2 man basket, joystick
ctrls, 16 ft steel flatbed. $14,500.

6630

6666

6691

6597

6091

96 INT 4800 4X4: 190 hp, 5 spd
+ 2 spd transfer, AWD, 28 GVW,
37 ft ALTEC TA37M bucket, joystick ctrls, aritculating telescopic
boom, winch & jib on boom.
$39,500.

98 GMC C/7500: 210 hp CAT,
7 spd, A/C, 33 GVW, with 6 ton
PALFINGER PK14080 crane,
picks 3,620 lb at 21½ ft max side
reach, 22 ft steel flatbed.
$34,900.

87 MACK RD685S: 235 hp,
Maxitorque ext range trans
(6 fwd, 5 rev), 21 ft steel
flat / dump bed. $19,500.

2001 STERLING L9513: 300 hp
CAT, 8 spd +lo, 58,740 lb GVW,
17 ton NATIONAL 600C crane,
134 ft total hook ht, 2 section jib,
cap alert / shutdown, 20 ft wood
flatbed. $79,500.

75 GMC 9500: Detroit 6-71
diesel, 13 speed, 44,860 lb
GVW, 10 ton NATIONAL
6T47 crane, 3 section hyd
boom, 4 outriggers, 24 ft
steel flatbed. $18,500.

6519

6391

6569

6252

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.

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. $57,500.

88 FORD F900: 7.8L diesel,
13 spd, 48,000 lb GVW,
with 12½ ton JLG 1250BT
crane, 77 ft hook ht, 20 ft
steel flatbed. $29,500.

CHASSIS ONLY $44,500.

6703

-4X4-

65 ft HI-RANGER

-4X4-

--6x6-87 INT F1954 6X6: 210 hp
diesel, 5 spd, 46 GVW, with
7 ton NATIONAL N85-H21
crane, picks 3,000 lb at 25 ft
max reach, 12 ft steel
flatbed. $34,500.

5 UNITS JUST IN!

Opdyke Inc.

• 3 IN STOCK! •

88 INT 1854 4X4: DT466, 210
hp, Allison 4 speed auto, 2 spd
transfer, AWD, 35 GVW, with
7½ ton RO PJ200 crane, 42 ft
NO TITLE - FOR OFF ROAD hook ht, pole claws, 11 ft utility
OR REMOUNTING ONLY. body. $29,500.

CALL

Truck & Equipment Sales

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

TOLL

FREE

866-250-8262

3123 Bethlehem Pike • Hatfield, PA 19440 • Phone: 215-721-4444 • Fax: 215-721-4350 • tcisales@opdykes.com
Please circle 40 on Reader Service Card
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January 2-6, 2006
Advanced Landscape Plant IPM PHC Short Course
University of Maryland, College Park, MD
Contact: Debbie Wilhoit, (301) 405-3913;
debrar@umd.edu;
www.raupplab.umd.edu/Conferences/AdvLandscape

January 9-11, 2006
2006 GLTE Expo & MFPA Winter Conference
ISA Cert. Arborist, Util. Spec. Tree Wkr, Muni.exams
DeVoss Place,
Grand Rapids, MI
Contact: mfpa@acd.net or call (571) 337-4999

January 8-10, 2006
WESTERN 2006 Annual Meeting & Trade Show
Western Nursery & Landscape Association
Overland Park Convention Center, Overland Park, KS
Contact: 1-816-233-1481; info@wnla.org;
www.wnla.org

January 10-12, 2006
Eastern PA Turf Conference and Trade Show
Valley Forge Convention Center,
King of Prussia, PA
Contact: (814) 238-2402; busofc@paturf.org;
www.paturf.org

January 11-13, 2006
7TH Annual CSRA Ornamental Tree & Turf Seminar
Julian Smith Casino, Augusta GA
Contact: (706) 854-0926; www.empiretree.com
January 25-27, 2006
Iowa Nursery & Landscape Assoc. Conv.& Trade Show
Polk County Convention Complex, Des Moines, IA
Contact: (816) 233-1481; info@iowanla.org
January 26, 2006
Northeastern PA Turf Conference and Trade Show
The Woodlands Inn & Resort, Wilkes-Barre, PA
Contact: (814) 238-2402; busofc@paturf.org;
www.paturf.org
Jan. 29-31, 2006
41st Annual Shade Tree Symposium
Penn-Del Chapter of ISA
Lancaster Host Resort, Lancaster, PA
Contact: E.Wertz (215) 795-0411;
www.penndelisa.org

See us at

TCI E XPO
2005

January 31-February 2, 2006
New England Grows!
Boston Convention & Exhibition Ctr, Boston MA
Contact: Mary Simard (508) 653.3009;
www.negrows.org
February 12-16
2006 Winter Management Conference
Tree Care Industry Association
St. Kitts, West Indies
Contact: Deb Cyr 1-800-733-2622, Ext. 106;
cyr@treecareindustry.org; or www.tcia.org

Please circle 74 on Reader Service Card

Advertise in TCI’s

2005 Winter Buyers’ Guide
Distributed with the
December issue of TCI magazine
Your opportunity for low cost advertising
that will reach 27,502 Qualified Prospects
Call (516) 625-1613
E-mail mohan@tcia.org
or visit www.treecareindustry.org

February 20-23, 2006
60th Annual Conference, Midwestern Chapter ISA
Ramkota Hotel, Bismarck, North Dakota
Contact: Jeff Heintz, (701) 222-6561;
jheintz@state.nd.us
February 21-24, 2006
2006 ASCA Consulting Academy, Atlanta, GA
Contact: Angela Corio, ASCA (301) 947-0483
February 28-March 2, 2006
Western PA Turf Conference and Trade Show
Greater Pittsburgh ExpoMart, Monroeville, PA
Contact: ptcinfo@paturf.org; www.paturf.org

Send your event information to:
Tree Care Industry,
3 Perimeter Road, Unit 1,
Manchester, NH 03103
or staruk@treecareindustry.org

Hurry! The Advertising
Deadline is October 19
Please circle 75 on Reader Service Card
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February 12-17, 2006
Municipal Forester Institute
Lake Arrowhead, CA
Application deadline is October 15; Cost $800
Contact: Society of Municipal Arborists,
UrbanForestry@prodigy.net; www.urban-forestry.com

TREE CARE INDUSTRY – OCTOBER 2005
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Finally, a self propelled
aerial work platform so
ingenious and versatile
that you can use it as
a conventional truck
mounted unit or you can
self unload it in minutes
and drive it around your work site!

Check out our NEW
lifts and LOWER
prices. Visit us at
www.spiderlifts.com
12 sizes available,
choose from 40 ft to 165 ft.

WHY EVERY TREE
COMPANY NEEDS THE TEUPEN
hyLIFT ADVANTAGE
1. Safety –

Computerized controls for smoother
operation and highest degree of safety. Safer
working environment with less fatigue, personal
and property risk. Light weight units greatly
reduce lawn damage.

2. Accessibility –

Enter areas as narrow as 31
inches. Work on slopes up to 30% grades. Work
with ease on the most difficult sites.

3. Fast & Efficient –

Spider lifts are fast, light
and nimble. Go anywhere with rubber tracks.
Reach 100 ft in less than 90 seconds. Easy to
operate.

4. Value –

No climbers needed, no CDL’s required,
tie up less capital in equipment. Lower your
operational costs, raise profits without raising
prices.

5. COMPETITIVE EDGE –

Get more work done
with smaller crews. Be more profitable. Get your
return on investment in 1 to 2 years.

SEE US at the TCIA trade show in Columbus, Ohio, November 9-11, 2005
I f y o u need t o ma k e mo re m oney, t hen you need t o com e t o t he t r ad e show an d s e e th is lift.
See us at

TCI E XPO
2005

Ditch the bucket and climbing gear, replace it with one smart lift.
Safe and intelligent solutions for your difficult access work sites.
Teupen hyLIFT, the most popular tree industry spider lift in Europe, now available in America
Note: Spider lifts are not recommended for use in line clearing operations. They are NOT dielectrically insulated

800-944-5898 • www.spiderlifts.com • info@spiderlifts.com • info@teupenamerica.com
Please circle 54 on Reader Service Card
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Urban Forestry:
Windshield Survey Reliability
By H.D.P. Ryan, C.J. Rooney, B.C.P. Kane,
and D.V. Bloniarz

any municipalities are struggling financially. With budget
shortfalls and increasing costs,
it is becoming more difficult for cities and
towns to deliver necessary services. Trees
are often on the losing side when poor economic circumstances reduce municipal
budgets, because tree planting and maintenance are not considered as important as
other municipal services.

M

Unfortunately, many municipalities allocate neither the funding nor the time to take
care of their trees properly, and at the same
time society is becoming more litigious.
How many ads does one see for lawyers
asking if you have had an accident? Such
considerations should prompt municipalities toward greater efficiency in
community tree management; if for no
other reason than to protect the municipality from litigation. A municipality needs to
exert a reasonable amount of effort toward
caring for and inspecting their trees.
The question is, can a windshield survey
be used reliably to assess trees compared to
a traditional walking inspection?
A windshield survey is a method of evaluating trees where an arborist is driven
along a municipality’s roads to record certain tree characteristics. A windshield
survey can save time over walking, and
they are most efficient when the arborist is
looking for one or two particular tree char24

acteristics.
Windshield surveys have been and continue to be used in many cities and towns
throughout the United States. Cincinnati’s
Urban Forestry Department uses a windshield survey to inventory trees – recording
the species, size, and condition. In New
York City a windshield survey is used to
inspect for Dutch elm disease in Central
Park. Utility arborists use windshield surveys all the time to establish pruning cycles
for their lines. With most communities, the
main purpose of a windshield survey is to
identify hazardous tree conditions and prioritize them based on probability of target
impact. This article will concentrate on
hazard tree identification.
Many sources recommend a systematic
inspection of trees. In a residential setting,
tree inspections can include checking on
tree health, the structural condition of the
tree or loose support cables. For a municipality, golf course or park, a systematic tree
inspection’s main goal is to find tree hazards.
Inspection cycle
Within a year, a tree’s structural and
physiological condition can change dramatically; weather, humans, insects and
diseases can be major factors that cause
changes. Annual inspection of high use
areas, such as heavily traveled roads or
TREE CARE INDUSTRY – OCTOBER 2005

high use public parks, should help keep an
arborist aware of changing situations. The
results of an annual inspection can help an
arborist plan and schedule upcoming maintenance. An annual inspection can also
document that there is a systematic and
standardized inspection protocol for
assessing the community’s trees. The standardized protocol for hazard assessment is
necessary because a number of lawsuits
have demonstrated that municipalities,
parks and commercial arborists are directly
responsible for the upkeep and the inspection of the trees that they are responsible
for.
How frequently to inspect trees depends
on their location in reference to a potential
target. Trees on a heavily used street or
park should be inspected annually and after
major weather disturbances. As an example, a children’s playground should be
inspected frequently, but a wild-land hiking trail may never be checked. Most
communities could break their systematic
inspection process into three categories –
Red, Orange and Green:


Red: high priority – major roads,
playgrounds, schoolyards and front
yards



Orange: medium use areas – side
roads, seldom used park areas



Green: low priority areas – rural
roads, rural hiking trails
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Survey issues
A municipality’s options for inspecting
the trees for hazardous conditions are:






Do nothing
Conduct a thorough walking inspection
Conduct a windshield survey
Use a combination of techniques

Given the climate of litigation in the
United States, recent court rulings and to
enhance public safety, it would be unwise
not to inspect the trees – although many
communities and parks choose this option.
Conducting a thorough up-close inspection
of the entire community is not always feasible due to financial constraints. For
instance, contractors in New England
charge approximately $5 per tree to inspect
for hazards. In addition, many municipalities lack the skilled labor needed to
undertake a thorough inspection in-house.

Risk trees present potential hazards to public rights of way.
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Conducting a systematic windshield survey of areas presents another option for the
municipality to save time and money,
while identifying problems.
The main problem with choosing this
option is that until recently no one has
examined the method’s reliability at identi-

$ave Ground

Restoration Costs!
Look Familiar?

Try These!

See us at

TCI E XPO
2005

Drive-on AlturnaMATS®
Ground Protection Mats
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
ear
• New 4 ply outrigger pads
Full 3 Y ty
Warran

888-544-6287
814-827-8884

Ask for AlturnaMATS by Name!

P.O. Box 344 G Titusville, PA 16354
sales@alturnamats.com
www.alturnamats.com
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fying roadside hazardous tree conditions.
Many professionals in the tree care industry have questioned the validity of this
hazard tree inspection method. The U.S.
Park Service Hazard Tree Guidelines (No.
NPS-77, 1991) notes that, “... the obvious
limitations of the effectiveness of this
method may not allow it to be very persuasive in a court of law, and only a thorough
documentation of findings will lend any
credence to this method.”
Many urban foresters and arborists feel
that in certain situations a windshield survey will not work effectively. For
instance, it may not work well in congested urban areas where the arborist’s
visibility may be poor or where the surrounding traffic conditions are difficult,
causing some hazardous conditions to be
missed. Other professionals feel that in
any type of roadside situation this method
is unacceptable for a thorough hazard tree
survey. This is due to the inability to
effectively examine the tree from every
angle and the inability to get close to the
tree. Jill Pokorny of the USDA Forest
Service (Urban Tree Risk Management,
2003) writes that, “Subtle defects such as
narrow cracks or girdling roots, even if
they occur on the side facing the road,
may go undetected simply because they
cannot be readily seen from the road.”
All this may be true, but even if you conduct a walking inventory in most cases you
will not be doing an excavating root collar
inspection or inspecting the top of the tree
with a climber or aerial lift. All types of
surveys and inspections can miss hidden
problems.
The question is, can a windshield survey
be used to identify problems? The answer
is yes, with reservations. The windshield
survey can be used effectively depending
on the roadside situation.
A municipality can have several types of
roads or streets within their boundaries.
One can expect to find developed roads,
with town trees growing in front of homes
or businesses with lawns. Trees are also
often found in utility planting strips
between the road and sidewalk, or in plant-
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ing pits in a sidewalk. On undeveloped
roads, there is no sidewalk or maintained
lawn area and a woodland setting or an old
stonewall may be what delineates the setback distance. A road may also have no
town trees present, or the trees might not be
worth surveying due to their small size.
Such areas include new developments and
older neighborhoods where the only trees
were set back on private property. These
roads can often be evaluated using the
municipality’s aerial photographs or by
doing a quick pre-survey of the streets.
The following conditions can assist in
determining when it is appropriate to use a
windshield survey to identify hazard trees.
Studies have shown that windshield surveys have worked well in low traffic areas.
In high traffic areas, concerns about the
traffic can cause some disruptions of the
survey. In high traffic areas, walking or
using other means, like a bicycle, to move
from tree to tree would be advisable.
Another consideration is the degree of
maintenance the trees receive in that
municipality and the trees’ average condition. Towns or parks that have many trees
in poor shape and with many hazardous
conditions will dramatically slow down the
survey. If the trees are not well maintained,
a thorough inventory may be the best
choice. If the trees are reasonably maintained, the windshield survey could be
used to locate the quickly developing hazardous conditions such as hanging
branches, recent storm damage, or for an
annual update of street side conditions
Windshield survey protocol
Prior to commencing the windshield survey, the following protocols need to be
decided and established.
What is the major objective of this windshield survey? This will determine when
the survey should take place. When the
major objective is the identification of hazardous conditions, it should be conducted
after leaf drop. A tree health survey would
in most cases be conducted during the middle of the summer.
A pickup truck or SUV is recommended
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to drive the inspector during the windshield
survey. These vehicles offer a higher vantage point, giving good visibility to the tree
inspector.
The person who conducts the tree survey
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should be a certified arborist or licensed
arborist, depending on the state. Prior to
surveying, the inspecting arborist needs to
have received training in locating and identifying tree defects. It is very important that
the baseline for the tree conditions be

established prior to starting the survey. If
more than one inspector is to be used, then
all must receive the same training and
report the same data.
Aside from a clean driver’s license, the
driver does not need any special qualifications, although familiarity with town roads
is very helpful.
Survey recommendations
A personal digital assistant (PDA) or
laptop computer should be used to record
all of the survey data. The system chosen
should have the ability to synchronize with
the office desktop computer for quick data
importation. A PDA or laptop also has the
ability to store lists. This saves time by
allowing the surveyor to pick a particular
item from a list, instead of repeatedly typing each item.

See us at
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The following data should be collected
for each hazard tree:





Please circle 41 on Reader Service Card

Tree genus and species
Location
Target
Tree defects or work required

For each tree containing a hazardous
condition, a 12-point hazard rating system
should be used. This is the most effective
way to prioritize the work schedule.
A recommended hazard rating system
was developed by Jill Pokomy of the
USDA Forest Service and is available on
the Web at: www.na.fs.fed.us/spfo/pubs/uf/
utrmm/index.htm
The hazard rating is determined by four
variables, and range from 12 (severe hazard) to three (very small hazard).
Thresholds for the variables used to determine hazard ratings need to be established.
The variables are: probability of target
impact; size of the defective part; and probability of failure. The fourth variable is
based on the collective experience of the
tree inspector in assessing tree risk and
observing tree failures in their region.
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The scores for each variable are recorded and totaled for each tree, mitigation of
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the hazard trees in that jurisdiction would
start with the trees that have the highest
number, in most cases there will be some
trees rated 12, which are the first to be
addressed.
If there are trees on both sides of the
road, the inspector in some cases will have
to be driven up and down the road in order
to view both sides of the road.
One final logistical concern is the relative use of roadways during different days
and times. For example, streets on which
schools are located cannot be inventoried
at certain times because there is risk of
traffic accidents.
Discussion & conclusions
Windshield surveys have their place,
especially in municipal, utility and park
like settings. When a windshield survey is
used to identify tree hazards, the more
severe the problem, the more the chance
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of finding it by using a windshield survey.
This result lends a degree of confidence in
using windshield surveys to identify hazard trees. Considering that in many
situations a community can only afford to
remedy the most severe hazards, the
windshield survey could be an effective
method for assessing community trees for
hazard.
Studies have shown that hazardous conditions can be discovered using a
windshield survey in a community. The
main factors in deciding when and where
to use the windshield survey are time efficiency and cost. While no inventory will
identify all hidden problems, the windshield survey will identify many problems
that have the potential for causing property
damage or personal injury.
Additional references
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Kane, B., H.D.P Ryan III, and D.V.
Bloniarz., 2001. “Prioritizing Risk Trees
in a Community,” Tree Care Industry,
12(7) 45-51.

C.J. Rooney is an arborist with
Narragansett Electric Company in
Providence, R.I. B.C.P. Kane is MAA
Professor of Commercial Arboriculture at
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D.V. Bloniarz is an Urban Forester
Research Scientist with USDA Forest
Service in Amherst, Mass.
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Kane. 2005. “The Reliability of a
Windshield Survey to Locate Hazards in
Roadside Trees,” J. Arboric. 31: 89-94.
Hazard Tree – Risk Assessment & Mitigation
for Tree Workers (DVD)
Contains a model job briefing, advanced rigging and risk mitigation techniques, and the
latest methods to qualify and quantify hidden
defects. This DVD learning tool contains brilliant, full motion video and more than 50
narrated slides with embedded animations.
You can navigate instantly to any section, use
slow-motion to make a point, or freeze a frame
during question & answer – all with a clarity
and sharpness far beyond VHS tape. Up to 3
ISA CEUs. Order “Hazard Tree” on DVD today.
Available from TCIA. Call 1-800-733-2622 or
order online at www/tcia.org
Price: $95 (TCIA Member price: $75)

Useful Web Sites
USDA Forest Service
www.na.fs.fed.us/spfo/pubs/uf/utrmm/i
ndex.htm
USDA Forest Service, Northeast Center
for Urban & Community Forestry
www.umass.edu/urbantree
USDA Forest Service, Urban Natural
Resouces Institute for the Northeast
www.unri.org
H.D.P. Ryan is professor of
Arboriculture and Community Forestry,
University of Massachusetts at Amherst.
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Branch Office

Differentiate or Die:
7 Non-Negotiables of Contracting
By Jeff Stokes

an you finish this statement:
“There are some things money
can’t buy. For everything else
there’s ______.” If you are like 100 million
others, you have not only used this product
for multiple purchases, but more than likely make monthly payments to this
company.

C

Give up yet? Perhaps their other phrase,
“priceless” is one you might recognize as
well.
If you haven’t guessed, I am referring to
MasterCard. And what do they sell?
Opportunity and Freedom. The freedom to
achieve your dreams and acquire what you
desire. Ahh… at the bare sum of only 1821 percent interest a year compounded –
daily.
So what can our tree care industry learn
from MasterCard? We can learn that
BRAND is everything and an effective
USP (Unique Selling Proposition) or differentiation is one of the 7 Non-negotiables
of a successful tree contractor.
So powerful is differentiation, like
Mastercard’s brand, that operating without
a USP can essentially mean death to your
business – or minimum wages for the
owner for a lifetime.
You see, every tree contractor is always
looking for the magic bullet that will
enable them to convince customers they
are worth an extra 5 percent in price, but
few have anything really different. They
are commodity peddlers of tree and plant
healthcare services that use terms like “bet30

Highly profitable tree
contractors have a
true differentiation,
one that sets them
apart from their competitors. This is
called a USP or
Unique
Selling
Proposition. A USP is
part of the placement
component of the four
“P”s in marketing
strategy (product,
price,
placement,
promotion).

ter quality, more professional, etc.” That
would be like VISA competing against
MasterCard by saying in ads that it has a
prettier color of cards. Want proof that
sameness is alive and well? Pick up the
yellow pages and compare ads. See anything different? And if you do, can they
really deliver? Do they have the proof to
back it up? If it says same day service,
what is their guarantee?
Highly profitable tree contractors have a
true differentiation, one that sets them
apart from their competitors. This is
called a USP or Unique Selling
Proposition. A USP is part of the placement component of the four “P”s in
TREE CARE INDUSTRY – OCTOBER 2005

marketing strategy (product, price,
placement, promotion). An effective
USP is a benefit statement that appeals to
the buying needs and desires of the target
market you serve. It allows a firm to capture greater market share, build brand
image, and most often secure a premium
for its goods and services based on filling
a need that your competitors overlook.
Designing and developing a USP for
your company is not as hard as you might
think but it will require you to do some
research, writing and, most importantly,
time before the final statement(s) can be
achieved.
There are eight primary steps to developing an effective USP for your tree
service company. They are as follows:
1. Identify your target segment, including the demographics of the buyers.
2. Document the obvious voids in the
market that no firm is either filling or doing
poorly. This is done through personal interviews, calls to the target market and
focused probing questions.
3. List the products/services to meet this
market that you offer or need to offer.
4. Develop benefit statements (USPs)
that clearly communicate a difference of
doing business with your firm and the
products and services you provide.
5. Test your statements that you developed on your clients. Get feedback on
whether on how much they value your benefit.
6. Create stories, case histories, etc. to
back up your USP that you develop.
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7. Use your USP on everything. Brand it!
8. Make it happen. Live up to what you
claim to do and measure it constantly.
Don’t forget. Your different products and
services will most likely have a different
USP based on the target market. If you are
fortunate, you can find one USP that fits all
target groups and provides a competitive
advantage for you.
Need some ideas. An electrical contractor recently adopted the USP of “wired
right, on time” for their residential division. Research clearly showed that
homeowners wanted them to show up on
time and do it right. But they still want it
cheap, right? Not at all. In fact, price was
not nearly as important as correctness and
timeliness. Wonder if he still prices himself
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per hour? Think again!
A plumbing and sewer cleaning service
promises to “leave it cleaner than when
they arrive.” Be honest. That’s important to
their line of work. I mean who wants to
walk in barefooted after they finish?
How about the hotel chain that keeps
beating all the competition with one simple
phrase that they back up. Guaranteed.
Period. And I can personally tell you they
will give a full refund if for any reason you
are not satisfied.
A well crafted USP is powerful and
yields big results. But I will let you in on a
secret. Many business don’t really promote
their differentiatation. Why? FEAR. Fear
of having to live up to the promise. But of
course that’s why it is a non-negotiable.

When you are ready to experience some
real difference in profits, take the plunge,
the USP plunge that is. Develop a statement that truly sets you apart from the
crowd and enables you to gain market
share and new levels of growth and profit.
Go ahead. “Be All That You Can Be.” “Just
Do It.” Otherwise, you will be stuck with
those “Everyday Low Prices.”
Jeff Stokes is president of Shawnee
Mission Tree and Landscape, Inc., a
regional tree and grounds maintenance
service company serving both the residential and commercial market. Jeff is also
author of several books and the NextLevel
Contractor system which covers the 7 Nonnegotiables of a Successful Contractor. He
will making a presentation on this topic at
TCI EXPO 2005 in Columbus, Ohio, in
November.
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55' W/H Altec AA-600 Mat'l Handler
on 1991 Int'l, Diesel, 5/2, 130k
Stock #: 1269 $23,500

43' W/H Hi-Ranger on
2002 Trowin, 4x4, Auto
Stock #: 1273 $29,000

70' W/H Reach All on 1987 F-700,
Gas, 5/2, 28k
Stock #: 1277 $26,500

53' Hi-Ranger on 1989 Ford F-700,
Diesel, 5/2, 82k
Stock #: 1278 $13,900

55' W/H Altec on 1988 F-700,
Diesel, 5/2, 73k
Stock #: 1279 $15,900

55' W/H Altec on 1987
F-700, Gas, 5/2, 56k
Stock #: 1286 $10,900

80' W/H Hi-Ranger on 1988 Int'l,
FB, Diesel, Auto, 28k
Stock #: 1296 $43,500

60' W/H Altec AN-755 on 1995 Ford
F-Series, Diesel, Auto, 99k
Stock #: 1303 $29,500

55' W/H Altec LB-650, O.C. on 1991
Int'l, Diesel, 5 Spd, 4x4, Exempt Miles
Stock #: 1315 $24,900

75' W/H Telelect T-5000-70 on 1986
Volvo Autocar, Diesel, 8 Spd, 40k
Stock #: GR-1 $33,000

1995 Ford Chip Truck w/12' Chip Box,
Pers Carrier, Diesel, 5/2, 77k
Stock #: 1321 $15,900

1998 Ford F-700 w/11' Chip Box,
Pers Carrier, Diesel, 6 Spd, 80k
Stock #: 1322 $19,500

Visit us on the Web:
www.GAEQ.com

Lowest Prices on
the Market
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Stacking Up Profits in Firewood Business
By Rick Howland

he temperature was 97 degrees.
The news was reporting that oil
prices were climbing through $63 a
barrel. It was late summer, but you had
firewood on your mind? And with good
reason – temperature and money.

T

By the time you read this, the temperatures again will be flirting with the freezing
mark at night in some parts of the country.
Boilers will be just starting to reawaken
after a summer’s sleep, and the cost of fuel
will be on everyone’s minds. As it turns
out, that may be truer this year than any
time in recent memory.
For consumers, the thought of firewood
probably conjures up some Saturday
Evening Post images of cut, split and delivered wood – a neat pile of crisply stacked
cord wood. There may or may not be an
image of a guy with a chain saw, or perhaps
a modern woodsman with a splitter, or perhaps something even more modern – a
full-time operator with a processor capable
of ingesting large, tree-length logs into one
end and spitting out custom cut pieces at
the other.
It seems that it wasn’t so long ago that
the firewood business was merely that
extra income profit center or a part-time
job for the off season and a great way to get
rid of the stock you brought down all season long and had been piling up out back.
Like the oil crisis of the 1970s, those
images and those days are over. The worldwide energy crisis has created a whole new
situation. A reference to a cord of firewood
in St. Louis in the middle of this past summer at $318 had convinced us of that.
Whether you’re already into or just considering firewood as a part-time business,
or if you are thinking of making it a new
profit center or a more profitable one, there
are some things you need to know.
32

Rayco offers the LS2526 log splitter, a gas-powered, tow-behind log splitter for firewood. The unit splits two or four ways
with a 25-ton split force, all from a 13 hp Honda that delivers 2,500 psi of pressure, according to Rayco. One of the big
features for this device is the less-than-10 seconds it takes to automatically cycle from start to split to start again.

Firewood has become a product. That
means it’s not a commodity any more. It’s
produced from a raw material, graded by
type and quality, cut into pieces with specific purposes in mind and then marketed –
just like product. Some of it comes packaged in shrink-wrap bundles with a brand
name on them. Let’s put it another way –
it’s not just a pile of firewood any more,
and therein lies the opportunity for altogether new levels of profit.
Right now, there are three types of marketable firewood. (And we’re not talking
species; it’s a matter of how the firewood is
to be used.) The market itself defines these
new firewood product lines loosely and
structures them along their intended uses:



Wood for heat.
Wood for romance.

TREE CARE INDUSTRY – OCTOBER 2005

Wood for hospitality (specialty woods
for restaurants and hotels).
Wood for heat is the stuff that goes into
outdoor wood boilers or furnaces, or in
large commercial or industrial systems like
one in use at Central Michigan University
that takes in huge volumes of ground up
waste wood (actually, it’s mulch at less than
5 inches in size) and conveys it via auger
where it is burned for energy. (This is not
pellet material, although there is a market
for further processing to that point, as well.)
The second is what’s called “romance
wood,” and it is the kind used for fires at
home, or for ‘atmosphere’ fires, such as at
campgrounds and in backyard fire pits.
Some of this wood is the traditional fireplace or wood stove lengths, seasoned, cut,
split and delivered (and if you can find an
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old timer who remembers “the day,”
stacked neatly as a cord). Precision-cut
hardwood of three to four and a half inches is packaged in bundles, sometimes tied
or plastic-wrapped and sold at home centers, convenience stores and roadside
stands for far more than the proportional
rate for the same wood sold as a full cord.
Finally, there’s a growing demand
among restaurants like pizza and barbecue
joints willing to pay a premium for specific species such as hickory, which they use
for cooking food, adding a flavor and also,
in a passive way, sending a scent throughout the restaurant.
From a business perspective, any time a
commodity can be subcategorized like this,
the opportunity presents itself for valueadded marketing. As the subcategories can
be further improved upon from the raw
material, the price and profit goes up similarly. Take oil. It is harvested, if you will,

At the high-volume end of the scale are units like the Bandit Beast Recycler model 5680, grinding wood waste from logging operations and grinding it into ‘hog’ or boiler fuel, then burning it off to make heat or electricity. Typically, these
boilers take product under 5 inches – essentially, mulch.

and graded by quality. It is then processed
into all sorts of products, from gasoline to
jet fuel to plastics – even pharmaceuticals –

and priced accordingly. Prices fluctuate
according to demand and scarcity, driven
largely by seasonal demand.
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Timberwolf touts its TW-5 log splitter’s reliable, fast cycle time and
powerful push-block for commercial
users that demand long-term
dependability and reliability. It features a hydraulic lift that will handle
logs up to 500 pounds, and a sixway wedge to speed work.

Firewood has fewer value-added
improvements, but the analogy still holds.
We heard of one wood craftsman who
refused to tromp through the woods or specialty wood outlets for his raw materials,
which he uses for carvings and for furniture. Instead, he orders loads of firewood
that are dumped at his workshop, and from
them he culls specialty pieces and interesting-looking chunks. The rest he burns for
heat. The lesson here is that the value of a
product is all in how you think of the asset
and how it can be used and therefore marketed.
Though firewood isn’t listed as an energy commodity (yet), you can get a feel for
its value regionally, and thus you can begin
to set a competitive price for your product.
Check out www.firewoodcenter.com.
There you’ll find all kinds of helpful information on the industry, beginning with
how to start a firewood business (or grow
one), right down to firewood prices by type
and region. As a firewood vendor you are
entitled to a free listing.
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A sample of regional cord prices in early
September on www.firewoodcenter.com:
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$116 Lansburg, MI
$125 Gettysburg, PA
$180 Tallahassee, FL
$185 Boston, MA
$225 Central, IL
$240 Holden, MA
$318 St. Louis, MO
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Another place to go is to the equipment manufacturers themselves, not only
for help with the latest in hardware but
also for the business end. In addition to
its
equipment,
Timberwolf
Manufacturing provides a host of business-friendly information, from user
articles on its own equipment, of course,
to a pair of articles that are essential
reading: “How to Keep the Home Fires
Burning,” and “Stack up the Profits.”
The first is a Firewood 101 tutorial on
getting started and where to source material. The second is a list of 11 tips on
growing your firewood business.
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In terms of machines, Timberwolf is
known for its line of splitters (log, wood
and firewood) as well as its TW-PRO line
of processors (SL, CMX, MX and HD) that
give an operator the ability to process firewood from the safety of an operator’s
station at the rate of one-and-a-half to three
cords per hour. Features include a patented
Top Roll Clamping System to speed production and simplify processing, a
hydraulic chain saw, interchangeable
wedges, a selection of power cylinders, a
live deck in various configurations that
comes with a roller chain for long life and
a grate to allow debris to fall away for a
cleaner product.
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Rayco offers the LS2526 log splitter, a
gas-powered, tow-behind log splitter for
firewood. The unit splits two or four

ways with a 25-ton split force, all from a
13 hp Honda which delivers 2500 psi of
pressure, according to Rayco. One of the
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At the very high-volume end of the scale
are units like the Beast Recycler models
from Bandit. But these units don’t produce
firewood as we traditionally think of it.
Cory Gross, a sales rep for Bandit
Industries notes that “All across the country, large operations are taking wood
waste from logging operations and grinding it into what’s called ‘hog’ or boiler
fuel, then burning it off to make heat or
electricity. Central Michigan University
has saved millions,” he says. Typically,
these boilers take product under 5 inches.
“It’s essentially the same thing as mulch,”
Gross says. Bandit offers the Beast
Recycler in four models: 2680, 3680,
4680 and 5680 – varying in capacity,
horsepower and offering tow-behind or
self-propelled models.
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Built-Rite Manufacturing recently introduced a patentpending Multi-Ring Bundle Wood Wedge for splitting
hardwood up to 16-inches in diameter into 16 pieces no
larger than 3 inches square.
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big features for this device is the less
than 10 seconds it takes to automatically
cycle from start to split to start again.
There is also a 600-pound log lift and a
joystick-controlled, hydraulic-wedge lift
that simplifies lowering and raising a
four-way wedge, depending on the wood
size.
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Built-Rite Manufacturing Corporation in
Ludlow, Vt., recently introduced a patentpending Multi-Ring Bundle Wood Wedge.
The company describes it as an efficient
16-way bundle wood wedge system, easily
splitting hardwood up to 16-inches in
diameter into 16 pieces no larger than 3
inches square. By changing the second ring

Multitek’s TSS16 splitting large-diameter oak logs. Prebuilt to size the firewood, such as 3 inch by 4 inch or
3-1/2 inch by 4-1/2 inch, it has no vertical adjustment.

on the unit, an operator can split logs into
firewood (versus the bundle wood size) of
four and a half inches.
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The wedge is an option on the BuiltRite’s Models 50 and 86 SCP Processors
and on the 24 HPWS Woodsplitter. The
24HPWS features a narrow profile, two
part wedge to keep wood from flaring out
sideways during processing and a six-second cycle time. Other processors include
the 18SCP-HP, intended for start-up or
part-time operations, the larger-framed
24SCP with 25-inch hydraulic chain saw,
the 30 SCP with 31 hp Perkins diesel
engine, 50SCP with a beefier four-cylinder
Perkins, and their top-of-the-line Model
86SCP boasting an 86 hp Perkins and with
a five-second cycle time and eight-way
wedge for up to four cords per our.
Though in a normal year it may be late for
jumping into the firewood business, high
energy prices should push demand for firewood (and the price per cord) to near record
heights this season. Now is also the time to
start planning for next year. Though the
immediate energy crisis may again ebb, as it
did 30 years ago, it won’t likely stay away
nearly as long this time. And depending on
who you listen to, it could come back with a
vengeance. Alternatives and options are nice
to have – for heat and for business.
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Seeing Snow Removal as a Profit Center
By John Allin

bout half of tree care company
owners think of snow removal as
a profit center and the rest do not.
Owners in areas of regular, heavy snowfall
understand the possible profits in snow
removal. But owners in fringe markets that
receive six to 20 inches of snow in a season
can also generate revenue.

A

When you run a business – whether it is
a snowplow business, a landscape business
or a tree care business – you need to be able
to read a balance sheet and understand the
implications on your business. You need to
learn how to generate monthly or even
weekly financials.
The margins for successful snow plowing operations around the country are in the 65 percent gross margin range.

Many companies try to expense their 12
months of overhead into their eight or ninemonth core pruning and removal business.
Then during winter they count plowing as
free money. That theory is wrong from an
accounting standpoint. You need to take
your overhead, spread it out over 12
months and find a way to generate revenue
in the winter.
In my company we generate financials
every single day in the winter. We know
exactly how much money we have made
by noon for the previous night’s snowplowing across the country.
Pricing the work
In the snow business (or in the tree care
business) you need to know how you are
pricing your services and whether you are
making any money at it. There are several
different ways to price snow services.
Per Push – every time you go out to visit
the site you charge the customer. Areas that
get a lot of snow will benefit from charging
Per Push.
Per Event – charges one amount depending how on many inches fall. Depending
38

on the size of the job, it might be $100 for
1 to 3 inches, $200 for 4 to 6 inches and
$300 for 6 to 9 inches.
Per Hour, Per Piece of Equipment –
charges for each piece of equipment until
the job is done. Some people think this is
an easier way to manage costs. I believe
this is the least efficient and least profitable
way to price things.
Seasonal Pricing – is a set fee for the
year, whether it snows three times or 30. To
price this accurately, you need to figure
annual averages and how often snow falls
at night. If it snows at night and your crews
plow at night, most customers these days
demand another trip to clear things during
the day. Retail areas especially want things
clean during the day. In some parts of the
country if a customer slips and falls at a
mall or plaza, he will get up. In New
Jersey, Maryland or Connecticut, he gets a
lawyer.
Non-refundable Retainers – are a great
strategy in markets where they don’t get a
lot of snow. Price a job (for example: residential $25, commercial $150) and tell
TREE CARE INDUSTRY – OCTOBER 2005

them that you need two plowings paid for
up front, non-refundable, even if it doesn’t
snow. They might hang up, but if they
agree you know that site will be very profitable, plus you get your money up front.
Then you can start dropping off some of
those non-profitable, $15 driveway
accounts.
Why should you shoulder all the risk of
snow-free winters? You have trucks that
you have to start up every week to get the
oil through the engine. You have trucks that
you have to drive around to avoid dry-rot
in the tires. You have a mechanic that you
need to keep on staff. You have rent and
utility bills that need to be paid. The customer should pay to have you waiting and
available to take care of them as soon as it
snows.
Selling the work
I have a sales philosophy that seems to
work for us. I believe that there are only
two reasons not to get the sale.
1. We cannot do what the customer
wants.
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2. We got outsold. If you got outsold
then the other company had a better
salesperson.
If you quote a job at $100 and the customer wants it done for $50, of course you
can’t do what the customer wants.
Ascertain the customer’s budget. In the
snowplowing business they all have it in
their minds.
When customers call I ask why and what
they are paying now. If the answer is they
need to get three bids I think “cheap.” The
word bid is customer speak for cheap. I
don’t bid anything. I will quote work but I
won’t bid on anything. I tell callers that I
have a reputation in town for being the best
and the most expensive. If they are just
looking for the cheapest price then I can’t
help them. If they are happy with their current contractor but are still looking for a
lower price, I tell them to call me when
they aren’t happy with the level of service
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they receive.
The margins for
successful snow
plowing operations
around the country
are in the 65 percent gross margin
range. De-icing can
be incredibly profitable,
too,
generally in the 75
percent range. If
you are not getting
that then you
should strive to get
there.
The problem in our business is that too
many guys will do the job for too little
money. I once had someone call in the middle of a snowstorm about four weeks into
our season. He told me that he had six gas
stations and his snowplow guy wasn’t

showing up. I asked
him what he was
paying and he told
me $25 per push. I
laughed and told
him I knew why
he wasn’t being
taken care of. I
told him I could
do the job for
$65 per push.
He thought
that was a lot
of money,
but I told him
I could have
all of his stations plowed within the hour because I had
240 guys plowing snow for me. He would
be paying $65 for a job well done.
The type of customer has a big influence
on how much money you can make. I prefer customers who pay their bills. I can find
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New, From SOUTHCO INDUSTRIES,
The Exclusive “LOGLIFT” Representive
to the Tree Care Industry
“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....

Southco Industries, Inc.
1840 E. Dixon Blvd.
Shelby, NC 28152
www.SouthcoIndustries.com
1-800-331-7655
Please circle 52 on Reader Service Card
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a lot of people who don’t want to pay their
bills as I am sure you could, too. We gravitate toward retail sites because they have a
high service level expectation. The customer who only wants you to show up if
there is more than 4 inches of snow – and
still wants you to cover the liability – is not
a good customer. Retail is generally a high
service level expectation because they
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want customers to be able to get into the
store to spend money. They want you there
again and again and again. Industrial sites
generally don’t generate the same kind of
revenue.
We also look for parking lots that don’t
have a lot of wake up calls in them. (A
wake up call is an uneven manhole cover

or some other obstruction.) We don’t want
manhole covers that stick up or imperfections in the parking lot. We don’t really
want to do gravel parking lots and we don’t
like parking decks, either. Parking decks
have expansion joints in them, and some
have coated decks you can peel right up
with a steel cutting edge.
Doing the work

Dual Fuel
Ready and
Stainless
Steel models
available.

Outdoor Wood Furnace
100% Wood Heat for Your Home,
Water, Shop and More.

“I am currently heating 5,000 plus square feet of home, garage and
basement with a model CL 5648. My heating bills have been reduced to
$0. Thanks for a great product!” Jon K., OH

Find your nearest dealer at

centralboiler.com or call 800-248-4681

We use a lot of sub-contractors. There
are plenty of people out there who want to
plow snow but they have no business sense
(or they have no business talking to customers). I have some guys working for me
who look as if they may have taken a bath
six months ago, but they are excellent plow
operators and can make a lot of money for
us. These guys have trucks that look fine at
night.

25 Year
Limited
Warranty
available.

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

LIMITED TIME ONLY, OAC
at participating dealers

Unsecured deferred first payment loans provided by EnerBank USA (1245 E. Brickyard Rd., Suite 100, Salt Lake City, UT 84106) to homeowners who meet bank’s qualifications.
Repayment terms vary from 15 months to 132 months based upon loan amount. APR varies from 8.87% to 19.02% based upon loan amount, repayment term, and creditworthiness of
borrower as determined by bank. Interest rates effective September 1, 2005. Rates subject to change. Call 866-341-5400 for current rates. Unsecured deferred first payment loans
available only through participating Central Boiler dealers. Limited time offer. ©2005 Central Boiler ad3590

Subs who like to plow snow are foaming
at the mouth waiting for a storm. Also, a
sub-contractor wants to work and generate
revenue. If a sub breaks down, he will do
everything in his power to get repaired or
limp through the rest of the storm. In markets like Maryland, where it snows maybe
four or five times a year, these guys don’t
want to miss a single snowfall because they
miss a good portion of their winter revenue. If they break something they will go
to great lengths to get back up and running.
Whose contract?
Should you use your contracts or customer-generated
contracts?
A
customer-written contract protects the customer, just as our contracts are written by
our lawyer who is being paid to protect us.
Everything is a negotiation. When a customer sends us a contract we read it and we
strike out anything we don’t like. The first
thing we strike out is a requirement to bond
a job. We will not bond a snowplowing job.
We do several malls for one of the
largest property management companies in
the United States. They sent us a contract
that had indemnification language two
pages long. We got it down to one paragraph by negotiating back and forth. Don’t
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Seminars begin the day before the
trade show on Tuesday, Nov. 8
through Friday, Nov. 11 at the
Greater Columbus Convention
Center in Columbus, Ohio
“The best way to have a good idea is to
have a lot of ideas.”
– Linus Pauling,
Two time Nobel Prize winner
Trees may grow seasonally, but tree care
companies and their employees’ careers
should grow year-round. The intensive,
professional and business growth seminars
and panel discussions at TCI EXPO can
help. They’re designed for real-world
arborists and tree care service company
owners and managers.
View the TCI EXPO seminar program at
www.tcia.org or call (800) 733-2622 to
request a TCI EXPO program brochure.

Please circle 56 on Reader Service Card

Register for TCI EXPO - “World’s Largest Tree Care Trade Show” - More vendor exhibits than ever before!
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be afraid to change a contract. If you get a
contract from a customer it is not cast in
stone and they will negotiate. Contracts are
negotiable and customers know it.
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snow season so we know that a problem
existed before snow fell and our plows
arrived.

We should assume responsibility for
things we foul up. You cannot put in your
contract that you don’t take responsibility
for anything that might happen. We do say
that plowing or de-icing a parking lot will
not reduce it to bare pavement. We don’t
accept responsibility for acts of God, but if
we are supposed to plow the lot at 2 inches
and the mall is ready to open with 6 inches
of snow in the lot, we are at fault. We have
to do the job that we say we are going to do.

A landscape contractor in Cincinnati I
know generates revenue all winter long by
charging his customers for one plowing a
month, every month for five months,
whether it snows or not. Why can he do
that? Because he thinks he can. If you think
you can or you think you can’t, you’re
right. This contractor in Cincinnati thinks
he can and he does. Keep that in the back
of your mind in anything you do throughout life and in the snow and tree care
industry.

Our contracts specifically state that we
are not responsible for asphalt. The very
nature of running a steel blade over a soft
asphalt surface is such that some damage
will occur. If there is an imperfection in the
blacktop where a crack has risen up, it will
peel up when hit with a blade at 25 miles
per hour. We also film every site before

John Allin, senior vice president of
Symbiot Business Group, is one of the foremost consultants in the country on snow
and ice. His book, "Managing Snow and
Ice," is considered the Bible for snow contractors wishing to grow their business.
This article was taken from a presentation
he made at TCI EXPO 2004 in Detroit.
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Managing Snow and Ice
(book and CD ROM)
By John A. Allin
From this successful snow removal contractor
comes a new, comprehensive guide to the business of snow and ice removal. From pricing to
plowing, you’ll learn every aspect of owning a
snow and ice removal company. Boost productivity and profitably. Companion CD-ROM
contains more than 25 forms and documents.
Price: $49.95 (TCIA member price: $45.95)
Includes softcover book & CD ROM
Available from TCIA. Call 1-800-733-2622 or
order online at www/tcia.org
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Update on Insect Pests
and Integrated Pest Management
By Dr. John Kabashima

ntegrated Pest Management (IPM) is
defined as a strategy that avoids or prevents pest damage with minimum
adverse impact on human health, the environment, and non-target organisms.
Implementing IPM in the landscape successfully requires a broad knowledge of
plant and pest biology and the various tactics that can be used to control them. There
are few cookbook approaches to control
the myriad pests in complex horticulture
plantings; therefore, the more experience
and knowledge possessed by the IPM practitioner, the closer the strategies employed
meet the definition of IPM. Other names
for IPM are Plant Health Management and
Whole Plant Care, which, when examined
carefully, are very similar in concept and
practice.

I

Most pest control professionals who
have certifications or college degrees have
studied a particular discipline such as entomology (the study of insects), plant
pathology (the study of diseases), ornamental horticulture, etc. There are a limited
number of programs offering IPM degrees
in the ornamental horticulture field, and the
reality is most professionals have learned
about IPM through experience, meetings,
workshops, short courses, and books on the
subject. That coupled with an increased
demand by urban residents for least toxic
pest control has resulted in a shortage of
highly skilled practitioners of IPM in ornamental horticulture.
IPM is like preventative medicine.
People usually go to the doctor after symptoms have become serious, and
homeowners call arborists or pest control
professionals when trees are in advanced
stages of decline. However, it is more common in horticulture to be called after the
plant has been dead for some time. By
44

Olive trees exhibiting dieback of branches after the onset of hot weather. This is a result of plugging of the xylem tissue by
Xylella fastidiosa, a bacterial disease vectored by the glassy winged sharpshooter.

then, the only organisms on the tree are
decay organisms such as saprophytes, or
evidence left from insects attracted to
stressed trees that were already dying.
Thus, determining what caused the tree to
decline and eventually die is often difficult
and requires a great deal of detective work.

Transpiration can cool a plant by 20 to 30
degrees Fahrenheit on a hot dry day. Thus,
a tree that has a compromised root system
from over or under watering or soil compression from will not be able to meet the
demand to transport water to its leaves
when hot weather suddenly demands it.

An example I often use is the sudden
death of pine trees that occurs after the first
heat wave. Very few pests actually have the
ability to kill a healthy tree. Most insects,
diseases, vertebrates, spider mites, nematodes, abiotic factors, etc., cause
abnormalities of growth or produce nuisance byproducts such as honeydew. When
trees die it is usually from a combination of
factors. Some of the most important prime
stressors in the landscape are abiotic, such
as over or under watering of plant material.
Overwatering can encourage root rot
pathogens such as Phytophthora spp. and
underwatering stresses a plant, which will
attract pests such as bark beetles that can
sense overheated trees that can’t cool
themselves
through
transpiration.

The tree is then attacked by bark beetles
that can detect the chemicals and heat radiating from the stressed tree. The
combination of factors, not the pests alone,
results in death. Trees will exhibit sudden
death symptoms of twigs or branches when
organisms that injure or plug phloem or
xylem tissue have caused enough damage
to impede the uptake of water demanded
by the first onset of hot weather after cool
or moderate weather. This often seems sudden to homeowners because the symptoms
aren’t expressed until there is a rapid
change in weather. Spraying pesticides on
the tree may protect it from attack by the
easily seen bark beetles for a short period,
but spraying is costly. And if the underlying stressor is not corrected, the tree will
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eventually succumb to the next organism
that attacks it.
The components of an IPM program:
Pest Identification
Monitoring
 Prevention
 Injury Levels and Action Thresholds
 Pest Control Tactics



Prevention and monitoring – key components of an IPM program – are difficult to
implement when an arborist is called in after
a tree is in an advanced stage of decline.
IPM requires constant monitoring and
involvement in plant selection, planting, and
care. Once an arborist or pest control professional is consulted, it behooves the owner
of the trees to hire them to implement an
IPM program. Reality is they will probably
not want to spend the money on such a service, unless they can be educated and
convinced to do so by the arborist or pest
control professional.
One of my research projects is evaluating residential maintenance practices and
expertise in the Orange County area of
Southern California. Our initial surveys
and focus group meetings indicate a lack of
professional training and expertise in the
maintenance gardener population working
in residential landscape maintenance.
Coupled with homeowners’ lack of horticulture knowledge and willingness to pay
for it, we have a dismal situation resulting
in landscapes and trees that are being subjected to plant damaging practices. I have,
therefore, added Homo sapiens to the list
of major pests causing growth abnormalities or death of landscape plants and trees.
Diagnosing plant disorders is often difficult and time consuming, as it requires a
detailed history of the plant, soil type,
watering practices, pesticide application
history, etc. I use a sample information
form to gather as much information as possible needed to properly diagnose a
problem. Difficult-to-diagnose problems
often require a field visit and require the
diagnostician to have tools such as a magnifying lens, hand trowel, shovel, soil
probe, knife, binoculars, and plenty of vials
and plastic bags to collect samples.
Unfortunately, it takes a great deal of

This sample information form can be used to gather as much information as possible needed to properly diagnose a problem.

training to be able to identify a pest to
genus and species. With the increase in
international travel and trade, major ports
of entry such as Southern California are
experiencing an epidemic of exotic and
invasive species. Thus, a person who is not
trained in entomology or plant pathology
may not be familiar with all of the pests
found in the landscape. It has therefore
become even more important to send
unusual or extremely damaging pests to
trained scientists at regulatory or university labs for identification to determine the
proper treatment or regulatory action.
Monitoring is one of the components of
IPM that requires proper identification of
TREE CARE INDUSTRY – OCTOBER 2005

the pest to be most effective. Once the
pest is identified, the IPM practitioner will
be able to use the biology of the pest to
determine the type of monitoring tools
available, time of year to monitor, and
strategies to control it. In agricultural systems where IPM is aimed at maximizing
yield in addition to the other goals stated
in its definition, it is economically important to intensely monitor the crop to make
timely decisions based on economic
thresholds that weigh the cost of the treatment versus the potential loss of
harvestable crop. The urban forest on the
other hand uses thresholds based on aesthetics, reaction to a nuisance, or hazard
to buildings or people.
45
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Pest . . . . . . . . . . . . . . . . . . . . . . . . . . . . BC Agent
Ash whitefly . . . . . . . . . . . . . . . . . . . . Encarsia inaron
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age or reach a reaction threshold.
IPM pest control tactics:

Black scale . . . . . . . . . . . . . . . . . Metaphycus luteolus
Brown soft scale . . . . . . . . . . . . . Metaphycus luteolus
Cottony cushion scale . . . . . . . . . . Rodolia cardinalis
Eugenia psyllid . . . . . . . . . . . . . . . . . . . Tamarixia sp.
Giant whitefly . . . . . . . . . . . . . . . . . . Idioporus affinis
Nantucket pine tip moth . . . . . Camploplex frustranae

Table 1. Exotic Pests in southern California and their
biological control agents

Monitoring is a preventative, time-intensive activity that many homeowners are
not willing to pay for. However, many
pests are an annual problem and occur on
the same host seasonally when the environmental conditions are correct. Thus,
good record keeping and monitoring
enable the IPM practitioner to use the least
toxic strategies early in the pest’s development – before it can develop huge
populations and cause any significant dam-

Cultural
 Mechanical
 Physical
 Biological
 Chemical


Cultural practices include proper landscape design, soil preparation, pruning,
irrigation, and fertilization. Mechanical
practices or tactics include the use of barriers, machinery, pruning of infested
material, and mulching. Physical tactics
include practices such as pruning to open
the canopy, protection from the sun, and
proper drainage. Insects and pathogens are
attracted to – or better able to attack –
stressed trees. Basically, most trees in the
urban forest are stressed. New homes and
developments are characterized by smaller
lot sizes, and highly compacted subsoil.
Many trees in the urban forest are unhealthy
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because they are growing in narrow parkways or small planting holes surrounded by
asphalt and cement, in planting holes just
large enough for their original root balls.
Trees are often planted in the center of grass
lawns that are given frequent shallow irrigations that do not provide water to the
deeper tree roots, thus forcing tree roots to
grow near the surface where they are more
susceptible to weather and mechanical
damage from lawn mowers.
Chemical tactics are a popular practice
because results are often almost instantaneous and inexpensive relative to the more
expensive
labor-intensive
tactics.
Homeowners like to see dead organisms
and pest control companies get paid when
customers see results. However, past use of
persistent and toxic broad-spectrum pesticides created a public fear of their effects
and a demand for least toxic methods of
pest control.
Common reasons pesticides may fail to
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DuPont
Oust Extra

™

®

herbicide

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

*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
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control pests are:
use of the wrong pesticide due to
improper identification of the pest
 spraying a resistant stage of the pest
 not following label instructions.


Pesticide dosages are determined
through time-consuming and rigorous
research trials. Contrary to popular
thought, too much pesticide can be repellent to insects and also accelerates the
development of resistance to the pesticide
by pest organisms. Many pesticides require
the addition of a surfactant to provide better coverage on waxy leaf surfaces or the
use of slightly acidic water, rather than
alkaline water. Most recently, biorational
pesticides have been developed that are
short-lived, narrow-range toxins derived
from plants, fungi, bacteria or viruses. It
must also be recognized that if pests being
sprayed are secondary, the causal organism
or problem will continue to weaken the
plant, and thus the treatment will be therapeutic and not curative. In extreme cases,
where populations have been allowed to
build up over time or a weakened tree
needs to be protected from yet another
attack, a pesticide treatment may be necessary to buy time for the cause of the
problem to be determined.
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Biological control (BC) is well suited for
urban pest control and a bit more complicated to implement and evaluate.
Biological control is defined as the action
of parasites, predators, or pathogens in
maintaining another organism’s population
density at a lower average level than would
occur in their absence. It may occur naturally in the field or result from
manipulation or introduction of biological
control agents (natural enemies) by people.
Because BC agents are parasites and predators they allow the pest population to
build up before really taking effect. They
are also more sensitive to unusual weather
and many of the synthetic pesticides used
for pest control. Many people think of the
annual release of green lacewings and
ladybird beetles when you mention BC.
However, in Southern California, BC
agents are often non-native species that
have adapted to the local environment and
do not need to be reintroduced once established. They have been brought into this
area by scientists to control exotic species
that have entered the state without their
natural enemies and therefore have been
free to create havoc on the hosts they feed
on. Unlike exotic pests that attack agricultural crops and are placed under immediate
quarantine and eradicated by regulatory
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agencies, exotic pests that enter urban areas
and attack ornamental plantings are often
detected after they have established over a
wide area and are difficult to eradicate due
to the cost and public sensitivity to a widespread pesticide campaign in a densely
populated urban area. Fortunately, university scientists have been very successful at
traveling to the country of origin and bringing back BC agents that have controlled the
exotic pest populations without having any
adverse impact on natural species.
Knowing how to evaluate the status of
BC in the landscape is extremely important. Often it is as simple as monitoring for
the BC agent, or knowing how to recognize
their presence, such as round exit holes
where the parasitoid has emerged from the
parasitized insect. Spraying with many of
the organophosphates, carbamates, and
pyrethroids can be extremely disruptive to
more pesticide sensitive BC agents and
result in explosive pest population growth.
Judicious use of pesticides in time and
space can minimize the impact on BC
agents and be more effective against the
susceptible life stage of the pest. Parasites,
parasitoids, and predators need trees and
flowers that produce pollen and nectar as
food sources. It was thought for many
years that systemic insecticides were safe
to BC agents, however, recent research by
Dr. Tim Paine at the University of
California, Riverside, has demonstrated
that systemics, such as imidachloprid, can
be present at sublethal doses in the nectar.
While this is not enough to kill the BC
agents, it can result in dramatically reduced
egg laying. Widespread, indiscriminate use
of pesticides toxic to BC agents over a
large regional area can have substantial
impacts on BC.
A recent study by Dr. Cheryl Wilen with
the UC IPM Program in Southern
California, found that a majority of pesticides used by homeowners were for ant
control. While most homeowners control
ants to keep them out of their homes, it is
also an important IPM strategy to control
ants in the landscape because of their symbiotic relationship with honeydew
producing insects such as whiteflies,
scales, mealybugs, and aphids. In exchange
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for the honeydew, ants will protect these
sucking insects from predators and parasites, and in some cases distribute the
sucking insects throughout the plant.
Exotic pests
Increased international travel and trade
passing through southern California ports
and a population of over 16.5 million residents from every corner of the world have
been major factors in the increased introduction of exotic invertebrates into
California. Between 1955 and 2000, 297
new exotic invertebrates have been introduced into California or an average of 6.6
species per year. Most of these have been
from the order Homoptera hitch hiking on
plant material. Once exotic species enter
California they have a good chance of surviving because of the variety of climates
and density and diversity of plants grown in
urban and agricultural areas. Thus, urban
areas with their mild climate and extensive
native and exotic plantings can serve as an
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In summary:

trees die it is usually from a combination of
factors.
 Most urban forest “action thresholds”
should be renamed “nuisance or hazard
thresholds.”
 Most of our nuisance pests are cyclical
and many of them are introduced exotic
species under good biological control.
 Urban forests are not natural, therefore, many of the trees in them are stressed.
Stressed trees attract pests and are more
susceptible.
 To successfully implement IPM in the
landscape requires a broad knowledge of
plant and pest biology and the various tactics that can be used to control them.
 Increasing exotic pest introductions
are one of the greatest threats to our urban
forests and agricultural system.

 Most pests such as insects, diseases,
vertebrates, spider mites, nematodes, mollusks, abiotic factors, etc., cause
abnormalities of growth or produce nuisance byproducts such as honeydew. When

John Kabashima, Ph.D., has been an
environmental horticulture advisor for the
University of California Cooperative
Extension, Orange County, since 1987 and
the county director since 2004.

“urban incubator” for exotic pests. Once
established in urban areas they can infest
production nurseries that ship throughout
California and the United States.
Reporting any strange or especially
damaging pests to regulatory agencies is
an essential part of efforts to keep exotic
pests from entering the country and establishing a foothold. The Web has become an
important source of information on IPM
and exotic pests. In California useful Web
sites are: http://anrcatalog.ucdavis.edu and
www.ipm.ucdavis.edu. Regulatory information can be found at: http//
aphis.usda.gov/ppq/manuals/online_manuals.html and www.cdfa.ca.gov/index.htm.
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Safety Corner

New Guide for Rope Inspection Criteria
he new “International Guideline CI
2001,” developed by the Cordage
Institute to provide inspection and
retirement criteria for fiber rope, is
now available in pocket book size.
It provides all the information
needed to inspect, evaluate and
determine retirement criteria for
used fiber ropes.

evaluating a rope and making recommendations for further use. Residual strength in a used rope can only be
estimated and destructive test methods are required to
be definitive. The visual or tactile methods described
herein can only provide an estimate of
rope condition.

The Cordage Institute is an international, not-for-profit association of
manufacturers, producers and resellers of
cordage, rope and twine. The guideline
contains 60-plus pages of detailed information, including information for rope logs
and record-keeping, and details on inspection and evaluation procedures. There are
assessment tables that describe damage
conditions and indicate action to be taken.
It is a tool for enhancing rope durability
and improving the safe use of rope by identifying when a rope needs to be replaced.

1.2.3 Ropes
that have been properly selected and used may be kept
in service with some wear if inspected and evaluated in
accordance with these guidelines.

T

“Careful and frequent inspection of fiber
rope, using procedures contained in this
document, reflects prudent safety management required to protect personnel and
property,” the publication says in its statement of purpose. “This Guideline provides
information and procedures to inspect
ropes and to establish criteria for evaluation. This document provides inspectors
with help to make reasonable decisions
regarding retirement or continued use,
including repairing or downgrading.”
Here are a few excerpts:
1.2 Basis for Inspection and Retirement
1.2.1 Fiber ropes are employed in a large variety of applications that differ greatly in the severity of use. In some
applications, ropes can serve for many years. In more
severe applications or under different conditions, the
same rope may degrade rapidly. Also, ropes of different
size, construction or material can show substantial differences in longevity in the same application. For each
specific fiber rope application the user must establish a
basis for retirement that considers conditions of use,
experience with the application and the degree of risk
present.
1.2.2 An inspector should always act conservatively when

1.2.4 This document provides guidance for situations
where extensive usage history, documentation, inspection
facilities and testing laboratories are available; however,
this is most frequently not the case. Less comprehensive
inspections are very worthwhile and should be carried out.
5.3 Inspection Process
5.3.1 Prepare Inspection Record Sheets or make entries
in a log (refer to Section 4.3). Fill-in known rope information, such as: type, diameter/circumference, fiber
material, length, manufacturer, length and type of service. Add name of the inspector, date and location.
5.3.2 Photograph the rope if appropriate.
5.3.3 ?Lay out the rope in a straight line, on a smooth
surface, under hand tension. Attempt to apply enough
tension to straighten the rope (in increments if space is
limited). Small diameter ropes may be inspected by
pulling segments hand over hand. For long lengths of
larger ropes, it is best to utilize a mechanical advantage
to apply light tension on the rope while it is being
inspected.
5.3.4 If a rope is long, it may be marked and coded in
evenly spaced intervals. For easier identification, mark
each fifth and tenth length interval more strongly. If the
rope is very dirty, intervals could be marked by using
knotted twine pieces passed through the rope. Tape is
also appropriate if wrapped completely around the rope.
5.3.5 Visually examine, stepwise, the entire rope length
for detectable damage and deterioration; include eye
splices and/or end-to-end splices [long or short]. Record
all findings; identify end-to-end location of detectable
damage areas.
5.3.6 ?Sight the rope down its length as you would a
plank or mast. Inspect for high or low strands and randomly uneven cross sections. Look for twist in braided
and plaited ropes, and corkscrewing in stranded ropes.
5.3.7 ?For ropes small enough for a tactile inspection,
feel for unevenness, rough spots and stiff (lacking flexibility) sections.
5.3.8 Measure the rope circumference. Determine the circumference in a number of places, in particular in any
TREE CARE INDUSTRY – OCTOBER 2005

damaged areas. This is most easily done with a thin
whipping twine, thin metal or fabric tape measure or a
pi-tape, wrapped around the rope with slight hand tension. Make note of nominal circumference, and any point
on the rope where the circumference varies more than 10
percent from what is found on most of the rope.
Ropes may decrease in circumference if
well used and may be less than specified
for new ropes.
5.3.9 Look for variations in the lay length
(in a twisted rope) or pick length (in a
braided or plaited rope). Apply a small tension to the
rope and check this length at various locations along the
rope. Note any appreciable deviations in lay or pick
length. This length should not vary by more than plus or
minus 5 percent over the rope length. On long specimens, the tension must be high enough to minimize the
effects of friction with the ground.
5.3.10 Examine the rope for abrasion, cuts, broken yarns.
Make a note of the type, location and level of damage
such as, number of broken or noticeably damaged yarns,
depth and length of abrasion or wear spots, frequency
and spacing of damage, if damage is one strand or multiple strands. Estimate the loss of strength by comparing
abraded or cut fibers as a percentage of the rope diameter or strand diameter. Lengthwise damage of several
adjacent strands should be summed the same as if it
were around the circumference.
5.3.11 Check any broken rope specimens in detail. A
meaningful inspection must include both ends of a broken
rope. Note location and nature of break. If possible, identify the conditions that caused the damage, such as rough
hardware surfaces, points of contact, excessively sharp
bends, or introduction of twist from winching practices.
5.3.12 ?Open the rope and examine the interior. Turn
twisted rope slightly to open the interior for observation.
Push on single braided or plaited ropes and/or use a fid
to open the interior to view. On double braided ropes,
push on the rope and use a fid to open a small hole to
view the core. Be careful not to pull strands excessively.
Look for broken filaments, fuzzy areas, kink bands.
5.3.13 Check braided ropes for hardness. Pushing on the
rope should cause the braids to open. Braided ropes
should be supple and bend easily. They should flatten
slightly when compressed laterally.
5.3.14 Check Kernmantle, jacketed ropes or double
braids for core breaks. This is manifested by sudden
reduction in diameter and can be felt by running hands
over the rope.

A PDF of the International Guideline CI
2001
can
be
downloaded
at
www.ropecord.com. The pocket guide
price is $35 plus shipping. Discounts are
available for bulk orders. Contact the
Cordage Institute via fax: (610) 971-4859,
or e-mail: info@ropecord.com, or visit
www.ropecord.com.
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Management Exchange

Why Business Planning is Important
By John Spence

rankly it scares me. In working with
literally hundreds of small to medium-sized business over the past
decade I have been terrified at how few of
them take their business planning seriously. Even more horrifying is that a fair
number of them did not even have a business plan at all! Let me make this clear:
sustained business success does not come
from chance, fate or good luck. To run a
successful and profitable company it is
critical that you understand, implement and
value the process of effective business
planning.

F

But rather than just jump up and down
on my soap box, let me try to lay out for
you a reasoned and well thought out case
for why you should invest your time and
energy in creating and maintaining a solid
business plan.
Following are my “Top 5 Reasons Why
You Should Have a Business Plan.”

3. Planning establishes a common
language

Come hear John
Spence in a full-day
workshop on
Strategic Business
Planning at
TCI EXPO
in
Columbus, Ohio,
this November!
Visit www.tcia.org or
call (603) 314-5380.

number one answer by a wide margin is, “I
have not done a good enough job of setting
a strong and clear direction for my people.”
The answer to this dilemma: a detailed and
specific business plan that is very well
communicated throughout the entire
organization.

1. Planning sets direction
One of the top three reasons why companies fail and go bankrupt is the lack of a
vivid and detailed vision for the future of
the company. Because they are not clear on
where they are going, how they will compete in the marketplace, what they truly
want to accomplish – they lose their way,
stumble and fall … and cannot get back up.
For the past several years I have been
leading special one-day business strategy
seminars for CEOs of companies from $2
million and $500 million. At the end of the
day I always ask the assembled group,
“What do you believe are the top three
challenges facing your company?” With a
total of more than 700 CEOs to date, the
52

2. A plan gives you focus
There are three key elements to creating
excellence at any endeavor: Focus,
Discipline and Action. You must be fanatically focused on the vivid and compelling
direction of the firm. You must then have
the discipline to follow that direction and
not stray off course. And lastly, the amount
of action you apply to your focused plan
will directly determine the amount of success you will enjoy. A little bit of focus (no
real plan), a little bit of discipline (you
don’t really follow the plan), a little bit of
action (you don’t give it 100 percent) – the
outcome will be mediocrity. And once you
start accepting mediocrity in your life, you
become a magnet for mediocrity.
TREE CARE INDUSTRY – OCTOBER 2005

I mentioned above that the lack of a clear
and vivid vision is one of the top three reasons that businesses go out of business;
well the number one reason is lack of open,
honest and robust communication. For me,
perhaps the greatest value in a plan is that
it gets everyone in the organization talking
about the same things. The plan becomes a
platform for discussion, a document to be
debated, advocated and even attacked. It
fosters passionate dialogue about where
the company is going, how we will get
there and if that is a realistic and attainable
goal. The more people that are talking
about what it will honestly take to make the
company better – the better the company
will become.

4. The plan helps establish how to
allocate scarce resources
Every company, no matter the size, is in
a constant battle of making decision about
how to deploy limited resources. There is
only a certain amount of time, money and
people and to run a successful organization
those critical elements have to be used in
the most effective and efficient way possible. A plan then acts as a filter for setting
priorities.
Every day business owners wrestle with
incredibly difficult and often highly complex issues. What is most important thing
for me to focus on right now? Where can
we increase our competitive advantage,
gain more market share, even enter a new
market altogether? Do I buy new equipment, hire additional staff, invest in new
facilities or possibly buy out a small competitor? These are tough questions and the
very nature of a business plan is to help
you in directing the allocation or resources
with a higher degree of confidence and
decreased levels of risk.
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An important point. Just as critical as it
is for a plan to help you focus on what you
should be doing; perhaps even more valuable is that a good business plan will help
you have the courage to decide on what
you should NOT be doing! What projects
and people should you move away from?
What should you not be spending time or
money on? What markets would not be
right for you, even if it looks exciting and
tantalizing? If you try to be all things to all
people, you will become nothing to anyone. If you are always trying to keep all of
your options open, you are also not fully
pursuing the best options. One of the most
essential skills of a successful business
owner or manager is clearly determining
what not to do, and your business plan is a
valuable tool in making those key decisions.
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the time management classes I have ever
attended or taught focus on just two simple
ideas:
A. Figure out what is absolutely most
important – and do that first.
B. Write down everything in a clear and
easily accessible format that is comfortable
for you.
The first step is easy: priority management. The second step says get all of this
information and appointments and ideas
and tasks out of your head and down on

The Wire Stop

5. It gets you working on your business
The vast majority of my clients are so
busy putting out fires, handling customers,
closing new deals – working IN their businesses – that they have no time at all to
work ON their businesses. Caught in the
frantic daily pace of running their organization, they never seem to find the time to
step back and take a serious and brutally
honest look at where their business is and
where it is going. This is a frustrating and
potentially dangerous situation to find
yourself in.

paper (so you are not staying up all night
worrying about what you might have forgotten) and put it into a format that is super
easy for you to understand and maintain.
Guess what? That is the magic formula for
time management and business planning
too. Figure out what is most important, put
it down on paper, read it every day and follow it. Doesn’t seem that intimidating
when I put it that way?
The goal here is not to write some 270page document that is so comprehensive,
complex and convoluted that no one can

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
Please circle 47 on Reader Service Card

However, committing to and setting
aside time for reflection and planning is the
solution to this predicament. Two full days
a year for an in-depth planning retreat, and
perhaps one day a quarter for monitoring
and adjustment is all that is required to
build and maintain an effective business
plan. Now I can hear all of you screaming
that you don’t have that kind of time available, but it would be my position that it is
precisely because you are not proactively
planning that you are so insanely busy constantly reacting.
Let me give you a quick example. I am
often asked to teach programs on time
management, to which I reply, “ there is
really no such thing as time management –
there is only priority management.” All of
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understand what they are truly supposed to
be doing. A business plan will be hard to
implement unless it is simple, specific,
realistic and complete. Even if it is all these
things, a good plan will need someone to
follow up and check on it. Successful
implementation of the plan depends on the
human elements around it, particularly the
process of commitment and involvement,
and the tracking and follow-up that comes
afterward. Here are some of the elements
that will make a plan more likely to be successfully implemented:
Is the plan simple? Is it easy to understand and to act on? Does it communicate
its contents easily and practically? Does it
create commitment, coordination and consistency?

Excellence by Design
By John Spence

See us at

TCI E XPO
2005

Is the plan specific? Are its objectives
concrete and measurable? Does it include
specific actions and activities, each with
specific date of completion, specific persons responsible and specific budgets?
Is the plan realistic? Are the sales goals,
expense budgets, and milestone dates realistic? Nothing stifles implementation like
unrealistic goals.
Is the plan complete? Does it include all
the necessary elements – without a lot of
extraneous stuff that isn’t important?
To that last point, the requirements of a
business plan vary, depending on the context and there is no guarantee that the plan
will work if it doesn't cover the main bases.
Which is exactly why I will be joining
TCIA for TCI EXPO to present a session
on stategic business planning. For one
information packed day I will try to share
with you everything I can about what it
takes to build an effective strategic business plan. From understanding the
difference between strategic thinking and
strategic planning, to how to write a vision
statement, we will cover a myriad of
aspects on the topic of business planning.
As part of the session I have also put
together a detailed workbook full of tools,
ideas and resources (including a customized sample business plan created
specifically for TCIA). Hope to see you
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The Ultimate Leadership Guide, “Excellence By
Design: Leadership” is a straightforward, practical and actionable guide designed to teach the
essential steps necessary for becoming an
extraordinary leader. Whether you are new to
leadership or a seasoned veteran, this book will
give you solid advice, powerful tools and timeless wisdom on how you can dramatically
improve your leadership effectiveness.
Based on an in-depth review of thousands of
leadership studies, articles and books, combined
with John Spence’s hands-on experience as a
consultant and executive trainer to some of the
world’s top corporations, this comprehensive
manual delivers focused and realistic ideas
about what it truly takes to create amazing and
positive results – both in your organization and
in your life.
If you are serious about becoming an outstanding leader, this book is exactly what you need!
Price: $14.95 (TCIA member price: $12.95)
132 pages, softcover
Available from TCIA. Call 1-800-733-2622 or
order online at www/tcia.org

there, it promises to be a great session.
John Spence has delivered executive
education programs to more than 300
organizations worldwide, from the top of
the Fortune 50 to dozens of start-ups. He
also serves as a guest lecturer on the topics
of business strategy and leadership at several universities including Wharton,
Rutgers, Cornell, Texas Tech and the
University of Florida, and is the author of
“Excellence by Design: Leadership,”
which
is
available
through
www.treecareindustry.org.
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To get this contract,
you’ll need
impeccable credentials.
Don’t miss TCI EXPO seminar, “Improve Your Business with TCIA Accreditation!”
Thursday, November 10, 2005 • Columbus Convention Center

Why Choose
an Accredited Tree
Care Company?

Retired Concert Pianist Loves Nature

See the TCI EXPO program at www.tcia.org

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.

She’s well off and well travelled and she’s all business
when it comes to running her household. The children are grown with families of their own, and she and
her husband look forward to visits from their six energetic grandchildren.

They’re retired, and while he golfs, she enjoys music,
Does Her Homework
quilting, knitting, basketry and, most of all, gardening.
The grounds surrounding their estate contain an
Later in life, she has studied interior design, fashion
orchard, extensive lawns, a pond, a scenic meadow, a
merchandising and, luckily, the internet at a local
A Consumer Awareness Bulletin
groomed hedge, vegetable and flower gardens, and a
technical college. She uses the Internet to research
woodland garden sheltered by century-old trees. She
services in her area that can help with the mainteloves the calm, protected areas of the property and values the
nance. She wants to employ a well-established company that has
natural character and beauty of the forests and land for their elea good reputation. One that will treat her fairly and whose
gant and comfortable accommodation. Her next project is to
employees take pride in their work. She wants a company she
have selected areas of the grounds floodlit during the evening.
can trust.
from the Tree Care Industry Association

Cleanliness Next to Godliness

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

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 neighbor. The owner was pleasant and well dressed when he visited,

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.

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

Get Accredited. Call 1-8800-7733-22622.
or visit www.treecareindustry.org
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Give Trees Mitigation, or Give Trees Death
(with apologies to Patrick Henry)
By Guy Meilleur

isk is the potential for injury. All
trees and their parts carry risk;
from the acorn on the sidewalk
that can make us slip and fall, to that heavy
branch that can break off and dent our car,
to the old oak tree that can fall apart and
crush us. Risk management involves “mitigating” – alleviating, moderating,
reducing – that risk.

R

A “hazard tree” has a defect that creates
an unreasonable level of risk to a target and
requires action. Only after carefully evaluating the severity of the defect and
measuring the size of the part and rating
the value of the target can we identify a
“hazard.” Then the question becomes, how
do we mitigate that risk?
Risk posed by acorns is removed by
sweeping them off the sidewalk. Risk
posed by that heavy branch can be mitigated by light thinning and reduction cuts near
the end, or that risk can be removed by
removing the branch. But removing that
branch increases the risk posed by the rest
of the tree. That big wound on the trunk is
open to decay. The bark on the inner tree is
now vulnerable to sunscald. Nearby

This Yoshino cherry once hung over the road, concerning
motorists. Regrowth from decaying wood at topping cuts
will create a greater risk.
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branches are newly exposed to strain from
the wind, so they need to add tissue to reinforce themselves or they may break. The
roots, too, are more stressed, because they
have lost some shelter from sun and wind.
The whole tree’s balance is changed. It
makes less food for itself than it did before.
So, did removing that branch mitigate risk,
or increase it?
Arborists cannot remove all tree risk,
unless we clear-cut the entire planet. Our
job is to mitigate risk, by providing clearance for wires or roadways or cars, and
maintaining health and stability. At times
we must remove branches, or entire trees,
but sometimes removing trees increases
risk. When a client wants that big tree near
the house cut down because they fear it, a
few reminders are in order:
The worst-case scenario: Let’s assume
that the tree uproots in a major storm and
falls toward the house. First of all, setting
wind exposure and other factors aside, the
tree is more likely to fail away from the
house, because construction damage,
restricted root area and soil compaction
tend to limit anchorage toward the house.
If we still assume that the tree may fail
toward the house, the closer to the house it
is, the less velocity it will have, and the less
damage it will cause. That 70-foot tall tree
that’s 50 feet away will do more damage,
so where does risk end? In the past, the
Federal Emergency Management Agency
recommended removing every tree that
was tall enough to hit the house, but few
homeowners – or arborists – will go along
with that program.
What about the “edge effect”? Just as
removing a branch exposes other branches to increased stresses, the nearby trees
will no longer have that big one near the
house sharing the wind with them, and so
they will be more vulnerable. They have
developed enough girth to stand, but they
TREE CARE INDUSTRY – OCTOBER 2005

Heading these storm-damaged oak branches to nodes
instead of reducing then to laterals lessened decay, sunscald, imbalance, food loss – and risk. Image recorded
one year after heading.

are not used to standing on their own. It
will take years for them to add enough
trunk tissue to make them stable, and the
perfect storm may arrive in the interim. So
in some cases, mitigating the risk from
that big tree by pruning and root invigoration may make the house safer than
removing it entirely.
Bad stubs
Even in 2005, many trees are topped to
reduce the perception of risk. Topping cuts
are made at locations predetermined by
humans. They often leave stubs between
branch nodes, which decay rapidly and do
not close. They force the tree to respond
with weakly attached sprouts, so many topping jobs increase the risk that they were
intended to reduce. On normal pruning for
branch removal, leaving a stub outside the
branch collar creates a barrier to wound
closure and a food source for decay organisms. If a tree hangs over the road enough
to concern motorists, first look for a lateral
with a natural target such as a branch collar. Poor regrowth from decaying wood at
topping cuts and large internodal stubs will
create a greater risk.
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Bad rips

Codominant tear-out wound on ash – poor closure, decay
extends downward, cracking: remove tree.

Good stubs
When trees lose major portions of their
canopies to storms, following the standard
rule by cutting broken branches back to
their origin or a major lateral can increase
risk. Larger wounds are more likely to
decay than smaller ones. Bark that is suddenly exposed to the sun can be “scalded.”
By making the tree more lopsided, we
make it less stable. Removing entire limbs
because their ends are broken results in less
photosynthetic area, thus less food for the
tree. Leaving good stubs at nodes can
lessen decay, sunscald, imbalance, food
loss – and risk. Storm-damaged branches
often can be cleaned back to stubs at the
first good node, where there is a branch
protection zone and dormant buds to carry
on good growth.

Codominant tear-out wound on sugar maple – woundwood
added may be 40 percent stronger than normal wood.
Risk very low; little action needed.

When co-dominant stems and branches
fail, the injury can extend far beyond the
original defect, often catastrophically. This
is why it’s so important to identify and mitigate these defects ahead of time – by
cabling, bracing, subordinating or thinning.
One co-dominant can be removed safely if
it is small enough for the wound to close. If
not, reducing it until it is no more than a
side branch – “subordinating” it – can be a
permanent mitigation of the risk of failure.
Co-dominant tear-outs in older trees are, of
course, slower to seal over. When the
wounds are exposed to the sun and rain,
callus tissue is slower to form, since more
of its waxy suberin (which provides a
waterproof coating) can be dissolved.
Straighter-grained species such as pine and
ash are more likely to have bigger wounds
from co-dominant failure, and these
wounds are more likely to crack and fail
than cross-grained species such as maple
and sweetgum.
Repaired rips
If a tree responds to a co-dominant tearout with good woundwood formation, this
must be factored into the strength-loss
assessment. Woundwood has been measured to be 40 percent stronger than normal
wood. Necessary mitigation steps are often
limited to cleaning out debris that has been
caught in the bottom of the wound, trimming the jagged wood and “tracing” the
loose or jagged bark. The goal is to minimize the “pocket” that catches water and
infectious material, speeding closure.
Depending on weight and wind exposure,
light thinning or reduction cuts at the branch
ends to lessen strain on the defect may be
advisable, to further mitigate the risk.
The first thing property owners are concerned about is safety, and understandably
so. Each person has their own definitions
of how much tree risk is acceptable,
depending on how much they value the
tree, what condition the tree is in, and how
much they value the nearby target. Risk
management is a straightforward way to
advertise, prioritize, and sell tree care services. It all starts with inspection and
assessment of trees, best done on a regular
TREE CARE INDUSTRY – OCTOBER 2005

basis. Basic references, such as the book
(Evaluating Tree Defects: A Field Guide
WE SELL IT) and TCIA’s VIDEO on
“Hazard Tree Risk Assessment &
Mitigation for Tree Workers,” outline ways
to systematically inspect trees. The US
Forest Service also has a manual on
“Urban Tree Risk Management,” free for
the
downloading
at
www.na.fs.fed.us/spfo/pubs/uf/utrmm/
Armed with basic knowledge and their
own experience and common sense,
inspectors can adopt the owner’s mindset
on acceptable levels of risk and deliver a
tree care program that mitigates risk while
increasing the tree resource. In essence,
tree risk management and plant health care
are really the same thing. Inspection and
monitoring take vigilance. Responding to
tree health and safety issues requires
action. For the arborist and the owner to
both accept that risk is a fact of life, that
you cannot mitigate that risk by tree
removal alone, requires bravery. The words
of Patrick Henry again apply to tree care:
“We are not weak if we make a proper use
of those means which the God of Nature
has placed in our power ... the battle, sir, is
not to the strong alone. It is to the vigilant,
the active, the brave.”
Guy Meilleur is with Better Tree Care in
New Hill, N.C. He will be presenting a discussion on this same subject, Tree Risk
Assessment & Mitigation, at TCI EXPO in
Columbus, Ohio, on Nov. 10.
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Classified Ads
Help Wanted
City of Los Angeles – www.lacity.org/per
Tree Surgeon ($40,486 - $66, 001)
Duties: Climbs, prunes, trims, treats, sprays, plants,
fertilizes, transplants and removes trees along City
streets, public grounds, City parks and over private
property to eliminate hazardous conditions, prevent
interference with traffic, signals, overhead lines and
equipment, and to preserve and maintain trees.
Requirements: 1 yr paid experience, which includes
climbing trees using spurs, climbers, ropes and safety belts; using power saws, aerial lifts, power winches,
booms or similar equipment. See job bulletin for complete details. How to Apply: You may apply in person,
online or by mail. See job bulletin for more information:
https://personline.lacity.org/job_list/index.cfm

TCI classified ads work!
Call 1-800-733-2622
E-mail to
stone@treecareindustry.org
or
Online at treecareindustry.org

Sales
Arborist/Foreman/Climber
Southbury Tree Service is seeking a motivated and reliable team member for year-round position. Minimum of
5 years experience and CDL license required.
Competitive salary, vacation, dental & health insurance, 401(k). Relocation to CT available. Send resumes
to:
Fax (203) 264-4444, or PO Box 948, Southbury, CT
06488 or southbury.tree@sbcglobal.net or call (203)
264-9937.

See us at

TCI E XPO
2005
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Tree climber wanted for est. tree care co., 5 yrs min
exp, full time, top pay, cert arborist a plus, must be
motivated, drug free, team player, & have a valid
drivers license. Call Acorn Tree Care, (770) 754-0806
Cumming/Alpharetta/Atlanta, Georgia.

TREE CARE INDUSTRY – OCTOBER 2005

AG&E Total Tree Care operating in Northern Virginia
(Washington D.C. metro area), seeks motivated certified arborist to lead our sales. Qualified applicants
must possess good written communications skills,
ability to diagnose tree problems and have a minimum of 3 years’ experience with current ISA
certification. We offer an excellent salary, performance bonuses, company healthcare plan, paid
vacation, and ongoing industry training. Phone (703)
239-0040, Fax (703) 321-8770 or e-mail hr@agetotaltreecare.com.
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Illinois Certified Arborist/Sales Rep.
This position is an excellent opportunity for a selfmotivated and ambitious person, as compensation is
based on sales. All Co. Benefits & Vehicle Provided.
See our Web site for more information:
www.kramertree.com.

Superior Landscaping & Lawn Service, Inc. is one of
the leading Landscape Contractors in South Florida.
Established for over 25 years, we are on the cutting
edge of our industry. Our arbor service division is currently hiring certified arborists, managers,
supervisors and groundsmen. Call Sal Rassi at (305)
634-0717.

Plant Health Care Manager

Boston Area: Tree Crew Leader

PennLine Tree Work – Utility Line Clearance Career
opportunities available NOW in the Mid-Atlantic
region for all skill levels. We offer: competitive pay
(weekly); advancement; health/life insurance; retirement; incentive rewards; and much, much more.
www.pennline.com; 1-800-448-9110 x151 or 150. EEOE

Candidate must have woody plant/arbor background,
pesticide license and 5+ years of field experience.
Position requires creative, industrious person who
can lead and teach others. Excellent benefits,
matched 401(k), Health ins., 25 paid day off/yr., $5565K, incentive plan. Resume to Lueders
Environmental, Inc., 27 Brook Street, Medfield, MA
02052, (508) 359-9905 ext. 111, e-mail
careers@luedersco.com.

Join a progressive industry leader with state of the art
equip and facility since 1953. We are currently seeking a motivated Tree Crew Leader to join our growing
firm. Position requires proficiency in tree climbing,
removal and pruning. Must be able to supervise others and have cert. or degree. Exc. wages and complete
benefits incl. 401(k). Relocation asst avail. For more
info. call Will Maley M.C.A., at (508) 881-2622 or visit
our Web site at www.cedarlawn.com.

See us at

TCI E XPO
2005
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Portland, Oregon

Tree climbers/sales reps

For People Who Love Trees

Arbor Pro seeks exp. arborists, foreman/climber that
are motivated, dependable & safe. Valid ins. driver’s
license. Paid vac/hol., Educ. assist. Drug tested. Call
Mark at (503) 710-0815, or resume to arborpronw@comcast.net

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

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 possess 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 insurance, 401(k), 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 e-mail:
dtourangeau@arborguard.com,
www.arborguard.com.

Mountain High Tree Service & Lawn Care Co.,
Denver, CO
Experienced tree climbers and plant health care tech
needed. Top pay, full benefits and year-round employment. 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 home@mountainhightree.com and
specify location.

See us at

TCI E XPO
2005
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Arborist Assistant
Arborist assistant wanted for estate in Dutchess
County. Must have climbing, pruning, spraying skills,
and valid NYS drivers license. Pesticide application
license preferred. Please send resume or letter of
interest and salary requirements to Chris Reynolds,
Staff Arborist, Pawling Properties, P.O. Box 667,
Pawling, NY 12564 or fax (845) 855-1480.

See us at

TCI E XPO
2005

Tree Care Sales & Management
Special opportunity for the qualified Arborist. Position
includes sales, training and the management of 6
Arborists. Requirements: Arborist Certification, 3+
years’ sales, plant health care, fine pruning and leadership experience. Benefits include matched 401(k),
health ins., vehicle allowance and 25 paid days
off/year. $55-65K +/yr, plus incentive plan. Resume
to Lueders Tree & Landscape, Inc., 27 Brook Street,
Medfield, MA 02052, (508) 359-9905 ext. 111 or email career@luedersco.com.

Please circle 65 on Reader Service Card
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DICA Outrigger Pad
See us at

TCI E XPO
2005

NO

. . . Splinters
. . . Delamination
. . . Warping
“ G U A R A N T E E D ”
DICA Marketing Co., Panora, IA 50216

NOT
EVER!

800-610-DICA (3422) FAX 641-755-4810
www.dicaUSA.com Email: info@dicaUSA.com
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Hawaii

Boston Area: Consulting Arborist/ Salesperson

UTILITY LINE CLEARANCE BUCKET OPERATORS. CDL
required. Must have 4 years’ utility line clearance
experience. Pay starts at $16.00 per hour, based on
experience.CLIMBERS. Must have 5 years’ climbing
experience (including pruning, shaping, rigging,
takedowns and removals). Current driver’s license
required (CDL preferred). Pay starts at $18.00 per
hour, based on experience.WORKING FOREMAN. Must
be a Certified Arborist (with knowledge of disease
diagnosis and fertilization). Must have 5 years’
climbing experience (including pruning, shaping, rigging, takedowns and removals), 5 years’ utility line
clearance experience, and experience working with
cranes. Current driver’s license required (CDL preferred). Pay starts at $19.00 per hour, based on
experience.Benefits include paid medical/dental
insurance, paid federal holidays, vacation pay, 401(k)
and profit sharing plan.References required. Contact:
Jacunski’s Complete Tree Service, P.O. Box 4513, Hilo,
Hawaii 96720, Phone: (808) 959-5868/Fax: (808)
959-0597, or e-mail to: jacunskis001@hawaii.rr.com

Join a progressive industry leader serving clients in
the fast-paced Greater Boston area since 1953. We
are seeking a highly motivated salesperson to join our
growing firm. Position requires a min of 5 years’ exp.
in all phases of arboriculture and a cert. or degree.
Compensation includes base pay plus commission,
company vehicle and complete benefits incl. 401(k)
with co. match. Relocation asst avail. For more info.
call Will Maley M.C.A., at (508) 881-2622 or visit our
Web site at www.cedarlawn.com.

Ira Wickes/Arborists
Rockland County-based firm since 1929 seeks qualified individuals with experience. Arborists/Sales
Reps, Office Staff, Crew Leaders, Climbers, Spray
Techs (IPM, PHC, Lawn). Great benefit package
includes 401(k) matching, advancement opportunities, 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.

Crew Foremen, Climbers, Groundspersons
Growing mid-size San Diego-based tree service company 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.

Where Is Your Career Headed? Swingle Lawn, Tree
and Landscape Care has been a leader in the Denver
landscape market since 1947 and experiencing
tremendous growth in recent years. We have recently
expanded into the Fort Collins/Northern Colorado
area, and are looking to add key positions to our
already outstanding team in both locations:
• Sales Representatives ($45K+ DOE)
• Trim Field Supervisor ($40K-$55K)
• Certified Arborists w/ Removal Experience ($38K-$50K+)
• PHC Qualified Supervisors ($28K-$45K)
• Other outdoor production positions also available
We offer year round employment plus top industry
wages and benefits including 401(k) with company
match.If you are a results-oriented professional and
looking for a career opportunity with a growing company, we want to talk to you! Visit our Web site at
www.swingletree.com to submit an online application
or send resume and salary history to Dave Vine
at:Swingle Lawn, Tree and Landscape Care8585 E.
Warren Ave.Denver, CO 80231Phone: 1-888-266-6629,
Fax (303) 337-0157E-mail: dvine@swingletree.com

Please circle 42 on Reader Service Card
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Advanced Tree Care, McKinney, Texas
Entry Level Arborist
Learn how to become an arborist and introduce yourself to all facets of tree care and tree remediation.
Train under a registered, degreed and licensed
arborist. Bachelor’s degree in forestry, arboriculture or
other horticulture related field. An individual with a
passion for trees, a drive to learn and a “can do” attitude. 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

Sales
Kinnucan Tree Experts & Landscaping Company
located in Lake Bluff, IL, is searching for a Tree Care
Sales Territory Manager. Qualified applicants must
possess excellent oral and written communication
skills, arborist certification, and minimum 3 years’
industry sales experience, degreed individual preferred. Must be driven to grow designated territory.
Excellent base + commission. Benefit package
includes medical, 401(k), tuition assistance, paid
vacation and more. For immediate consideration, email resume to kris@kinnucan.com or fax to (847)
234-3260. View us at www.kinnucan.com
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Sales Professionals

Arborist/Sales person in SE PA

RTEC Treecare, the premier company in the
Washington, D.C., metro area seeks Certified
Arborists or degreed individuals experienced in
selling tree work, plant health care, tree preservation and lawn care. Excellent compensation
package and benefits. (703) 573-3029 or
www.admin@TreesTrees.com.

Small but rapidly growing full-service landscape and
tree service company seeks motivated and ambitious
salesperson. Must have basic knowledge of tree care,
degree in arboriculture a plus, be ISA certified, and
display great communication & leadership qualities.
Please fax resume & references to (215) 535-2654 or
call (267) 784-8560.

See us at

TCI E XPO
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Exciting Career Opportunities for Service
Industry Managers
Come join one of the largest Vegetation Management
Companies in North America.DeAngelo Brothers, Inc.,
is experiencing tremendous growth throughout the
United States and Canada creating the following
openings:Regional
General
ManagersBranch
ManagersWe have immediate openings in: WA, OR,
CA, MA, CT, MOWe 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 minimum of 2 years’ experience
working in the green industry. Qualified applicants
must have proven leadership 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) 4592690. EOE/AAP M/F/D/DV

EQUIPMENT
FOR SALE
87 F700 forestry bucket diesel, 50’ over center Teco,
98,000 miles $16,000. 93 GMC Topkick forestry gas,
52’ Hi-Ranger 52,000 miles $18,500. (765) 378-8746.

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.arborcomputer.com; e-mail: phannan@arborcomputer.com

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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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: 1800-952-0178 or (989) 561-2270

Page 65

ArborSoftWorx is a specialized, feature rich suite of software products for Commercial and Municipal/Campus
Arborists, Landscapers and Lawn Care specialists. ArborSoftWorx enhances the productivity of your sales force,
work crews and administrative staff, while facilitating the growth of your business and increasing your company’s profitability. 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.

Alexander Equipment Company

High-Performance Bars,
Chain & Sprockets For
Tree Care Professionals

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

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.alliedutilityequipment.com; 1-800-303-0269.

Ropes, Ropes, Ropes
All types and brands of professional arborist climbing, 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.

Other Fine Forestry
Products From GB:
T High-capacity
chain saw mills.
T Chaps, helmet
systems & other
safety gear.
T Chain saw tools
& accessories.

Australian-made GB cutting systems are a cut above the
ordinary equipment you may be using now. They are
made from extraordinary materials and engineered
to cut better, last longer. And, GB offers the
world's most extensive range—From 8"
bars for power pole saws to 84" extralong, replaceable nose bars. We also
supply the world's best & biggest
range of chain saw drive sprockets.
GB American, Inc. • Lancaster, NH

1-800-765-9357
gba@gbbars.biz
www.gbbar.com.au

Since 1960
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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 specialty
truck needs. Call (732) 938-5779. Atlantic Fabricating
Inc., Sayreville, NJ. www.atlanticboom.com
See us at

TCI E XPO
2005

PRODUCTS &
SERVICES
ArborGold Software – Complete job management!
Phone message center, proposals with built-in landscape 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.

Please circle 28 on Reader Service Card
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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.

Advertise in the December Buyers’ Guide?
1-800-733-2622
mohan@treecareindustry.org
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BUSINESSES
FOR SALE
Central Virginia Growth Market, –
Near Charlottesville
Full service tree care company complete with equipment, staff and 900-customer database. Over 30
years of all-season service. Owner retiring – will train
buyer. $250k+ gross income. Boom truck, great condition; 2004 Woodsman 15" diesel chipper;
nearly-new Kabuto tractor, 2000 Pro Mark 25 hp gas
chipper, 2 stump grinders, completely refurbished
1997 International 25 cu. yd. diesel chip box; full
complement of hand tools. (434) 842-5300.

Tree Care Company for sale
Beautiful Central Coast California
Well established tree care company, prime for major
expansion. 14 years in business, only locally based
Tree Company. 1,300 documented long term repeat
clients and 50 commercial accounts. Fully computerized, large public service Web site and year-round
local advertising.
Includes: 5 trucks, 1 chipper, 2 stump grinders, full
compliment of chain saws, cabling equipment,
inventory and more. 7-man crew and office manager.
We are deeply rooted in the community and have a
progressive gross increase of over $100,000 per year.
We work 5 to 6 days per wk, 52 wks a year. No down
time, No layoffs for over 12 years. Scheduling 4 to 8
weeks in advance year round.
Serious inquiries only.
For additional information
please contact (818) 986-9585

Move West!
Retiring after 18 years. Established tree company serving Ventura County in sunny Southern California. See
arboristcrew.com. Year round goodwill of commercial and
estate accounts in a growth area. Modern fleet, crew and
tools. Will separate. Intellectual properties – “Surgeons
For Your Trees.” Priced to sell. (805) 482-7296.

Capital Tree Service for sale in sunny Phoenix,
Arizona. Gross 300K, Net 100K+, Equipment value
125K. See at www.capitaltree.com (pictures), No
trimming yourself, Experienced 4-man crew. Priced to
sell at 260K (602) 896-9808.
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Lasting
Impressions.
Attendees recommend the Tree Care Industry Association’s
Winter Management Conference, where tree care business
professionals meet for five idea-packed days in a relaxing
environment conducive to socializing, sharing information
and making new friendships.
Experience the premier conference for tree care managers,
featuring an outstanding list of speakers and attendees who
come together to share expert insights and best practices,
explore emerging issues and identify opportunities in
today’s tree care marketplace.
You'll have access to expertise and solutions you won't find
anywhere else.
“We have been attending WMC for over 15 years. We return
from the meeting with added knowledge and practical information. We have made some wonderful friends over the years....”
- Jeanne Houser, General Manager
McFarland Landscape Services, Inc.

“What a great opportunity to learn from other people who
have experienced and found solutions to similar concerns.”
- John Benton, Owner
Bayou Tree Service, Inc.

Winter Management Conference 2006
Marriott St. Kitts Resort, St. Kitts, West Indies
Mark your Calendars! February 12 - 16, 2006
For more information call 1-800-733-2622
or visit www.tcia.org
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Safety

Going beyond label practices to improve the
safety of pesticide applications
David F. Anderson

hen we talk about pesticide
safety and improving pesticide
safety, what we are really looking at are three areas:

W

The applicator, because that is the person most exposed to the material. They
are exposed to it day in and day out in
the course of their job duties.
 The clients and the general public who
trust us to apply pesticides in the safest
manner possible.
 The environment, especially the natural systems that still exist in some of
our urban and suburban and landscapes.


Applicator safety: The hazards to the
applicator are really a combination of the
amount of exposure and the toxicity of the
material used. We can reduce exposure
through good training, use of personal protective equipment (PPE) and careful
application practices. We can reduce toxicity by doing our homework and selecting
the least toxic materials that get the job
done. We can use tools and equipment that
are specifically designed to help minimize
the exposure to the applicator.
Client and public safety: If you think
about it, when our clients ask us to come
out and inspect their property and look at
their trees for pest or disease problems,
they are not really asking us to come out
and apply pesticides; they are asking us to
come out and solve a problem and if that
requires the use of a pesticide they are
trusting us to apply materials that are
appropriate and safe for their landscape,
environment and family. There are 2,700
chemicals that California lists as hazardous, so there is no end to the possible
68

To facilitate staying close to the target, install a ball valve between the end of the hose and the gun or on the gun itself.
This allows the applicator to cut down the volume, and effectively pressure, without going back to the truck.

problems that you could have, which
means we have a lot of responsibility in
terms of selecting materials.
Environmental protection: Take precautions to avoid drift or spills onto sensitive
areas. A few areas that we service have
streams that still support salmon populations. Where properties back up to a lake,
stream or wetland, leave an untreated
buffer zone to insure that material does not
drift or wash into the sensitive area.
Neighboring farms, orchards, vegetable
gardens and schools should be protected
with an untreated buffer zone as well.
Let’s look at specifics
Pesticide Selection: With the number
and variety of products available to us
today, it is worth doing some research
before you buy. Any time you add a new
pesticide to your program it requires more
training for the applicator, more secure
TREE CARE INDUSTRY – OCTOBER 2005

storage space, more record keeping
(MSDS, labels, inventories) and container
disposal. Each material you select should
be considered carefully.
Primarily we want to use the least toxic
material that will provide control but also
need to consider the method of application,
formulation and even the container size
and design. For example, if you need to
treat mature elms along a street to control
elm leaf beetle, look at materials that can
be trunk or soil injected as well as foliar
options. Anyone who has foliar sprayed
100-foot-plus trees knows that some drift
and over-spray is likely if not inevitable.
Materials that can be trunk or soil injected
are more concentrated, and in some cases
more acutely toxic, but the reduced exposure to the applicator and the environment
keep the hazard to a minimum.
Mixing and loading: This is the point at
which the applicator has greatest exposure
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methods and materials, foliar applications
are still an important tool in plant health
care. The first really tall tree I ever sprayed
dripped for probably 10 minutes after the
application. The area under and around the
tree was soaked. My supervisor looked at
me and said ”you got really good coverage
BUT every drop of material that hit the
ground was wasted”. Not only was that
material wasted, it didn’t belong anywhere
but on the tree.

Chemical induction systems are now available on some
sprayers, further reducing applicator exposure.

to the concentrated material. Personal protective equipment as specified in the label
is required and it’s important to look at the
process as well. When I started as an applicator 23 years ago we stood on a catwalk
and poured material out of a 2.5 gallon jug
into a measuring cup that was balanced on
top of the round spray tank at about face
level. The tip and pour service containers
that are now available eliminate the need,
in most cases, for a separate measuring cup
and greatly reduce the chances of exposure
and spills during the mixing process. We
actually have shelves built in our spray
trucks now that are sized to hold these containers.

A few years ago, the Bartlett Tree
Research Lab took a real world look at drift
and drift management and came up with
some key concepts. First of all you have to
get as close as possible to the target – don’t
try to spray something from far away.
Secondly, too much pressure means too
much drift. Applicators have a tendency to
run at higher pressures than are really
required creating more drift and overspray.
My early experiences with spraying trees
were pretty intuitive. When we came to a
really big tree we would just crank up the
pressure. This worked OK and gave us
some additional height some of the time,
but it also created a tremendous amount of
fine mist that drifted wherever the wind
wanted to take it.

Secondary containment – On the truck, use plastic basins
to line the base of your storage box. This will help keep
containers upright and contain any leaks.

The research done at the lab involved
spraying large trees at night using lights
that illuminated the spray columns. The
effects of pressure and tip changes became
very clear. Required heights could be
achieved using lower pressures with larger
tip sizes minimizing the mist and drift. The
column produced by a #14 tip at 350 psi
was higher than the column produced by a
#12 tip at 400 psi.
In order to facilitate staying close to the
target we now install a ball valve between

Chemical induction systems are now
available on some sprayers that further
reduce applicator exposure. You open the
lid on the induction tank, open a valve, and
the tank floods with water that continually
circulates. You pour in your materials,
close the lid, open another valve and the
slurry is inducted into the spray tank. The
induction system combined with the tip an
pour containers create a nearly “closed”
mixing and measuring system.
Application techniques: We have a huge
challenge as arborists. The “crop” that we
are often called upon to protect can be over
100 feet tall. The fact that the trees are
located in busy neighborhoods, along property lines and over children’s play areas
just adds to the challenge. Even with the
availability of soil and trunk injection
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Safety valves are typically located at the outlet of each
tank, and in front of each hose reel. Zip-ties used to hold
the valve in the open position can be slid back and the
valve closed should the need arise.
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the end of the hose and the gun or on the
gun itself. This allows the applicator to cut
down the volume, and effectively pressure,
without going back to the truck. The applicator can treat a 50 foot tree, close down
the ball valve and then treat small shrubs
from close range with minimal drift or
over-spray.

out of the truck and feel that little breeze
how much it will affect the spray column,
or whether or not they are going to be able
to do that job that day depending upon the
type of application. Wind gages are handy
for training and can show a new applicator
just what a 5 mph wind can do to their
spray column.

Drift management with wind: I am not
going tell you that all of our applicators
carry wind gages, but they are useful for
training people. Experienced pesticide
applicators know right away when they get

Spill prevention and response: Spill prevention is more than just carrying a spill kit
on your truck. You need to be trained in
how to prevent spills and prepared to clean
up spills if they occur. Here, again, it is
important to look at the process.

We Accept: Visa, Mastercard & American Express
e-mail: Ron@rapcoindustries.com

www.rapcoindustries.com

Please circle 45 on Reader Service Card

Applicators can prevent spills by not carrying open containers from the storage area
to the truck. Open containers should never
be raised above shoulder height during the
mixing and loading process. Use a secondary containment system to capture any
leaks in the storage facility and on the vehicle. Plastic containment pallets are an easy
way to provide secondary containment for
your storage shed. In some areas there are
specific requirements for secondary containment capacity (i.e. 50 percent of the
aggregate of all liquids stored). On the
truck, use plastic basins to line the base of
your storage box. This will help keep containers upright and contain any leaks.
Keep the hose ends capped. Application
equipment is becoming more versatile but
also more complex. Multiple tanks, multiple hose reels and banks of control valves
are now common on our application vehicles. Always keep a spray gun, fertilization
wand or just a ball valve attached to the end
of each hose. This prevents material in the
hose from dripping all over your truck and
it could prevent a major spill if the wrong
valve(s) is left open.
Understand the importance of safety
valves. Safety valves are different than
control valves. Safety valves are typically
located at the outlet of each tank, and in
front of each hose reel. Should an accident
or malfunction occur, these valves can be
closed to stop material from spilling. Keep
in mind the tank valves must remain open
during normal operation or the pump will
be damaged. Zip-ties can be used to hold
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for safety...
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 association 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.
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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(not lock) the valve in the open position.
The tie can be slid back and the valve
closed should the need arise.
Avoid transporting large volumes of
mixed material. One advantage of shifting
toward an integrated pest management
(IPM) approach to plant health care is that
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it has allowed us to get away from transporting large volumes of mixed material. I
always felt a little concerned driving
down the road with 900 gallons of pesticide mixed up in the tank. My spill kit is
going be of limited value in a large volume spill situation. Now we are able to
mix smaller amounts at the site of appli-

See us at

TCI E XPO
2005

cation using the largest tank as a fresh
water supply and one of the smaller tanks
as a mix tank.
Carry a well designed spill kit. There are
many types of spill kits available. A spill
kit designed to pick up hydraulic oil won’t
be much help with a dilute pesticide spill.
Training in the use of the spill kit is just as
important as the kit itself. Applicators must
be confident in their abilities to handle
spills or the kit may not get put to use when
it’s needed.
Dave Anderson has worked as a climber,
crew leader, production supervisor and an
arborist representative for Bartlett Tree
Experts. He is currently the western division safety and training coordinator for
Bartlett Tree Experts.
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Spill Responder Kits
When working with pesticides, fertilizers and commercial motor vehicles, minor spills and drips
occur. When surprised by a leak, your preparations
will determine the extent of the incident. Training is
not enough. Preparedness involves having the right
equipment at hand when needed. For service vehicles, equipment needs usually occur in the field.
TCIA has configured spill responder kits that will fit
behind truck seats for easy access and storage. Kit
components provide both tools and PPE that will be
needed to begin taking action as a first responder.
An Inventory Maintenance and Restocking Guide is
included to ease administration and maintenance.
Pesticide Spill Responder Kit
Price: $129.95 (TCIA Member price: $110.95)
For vehicles transporting or applying pesticides.
Absorbs approximately 65 gals.
(Please call for custom configurations or fleet prices.)

Available from TCIA. Call 1-800-733-2622 or
order online at www/tcia.org
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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.

Better Business Bureau recognizes importance
of TCIA Accreditation
How to
ot off the presses … TCIA in partnership with the Better Business
Bureau has produced a consumeroriented brochure entitled, “How to
Choose a Tree Care Company.” The
brochure is designed for, and available to
TCIA member companies to use in their
marketing efforts.

H

The first-of-its-kind brochure is the result
of a meeting between the CEO of the BBB
Council in Washington, D.C., and TCIA
president and CEO Cynthia Mills followed
by a lengthy collaborative process between
Robert Rouse, TCIA director of
Accreditation, and BBB representatives.
The brochure outlines several important
points for consumers on proper tree care:
 The Role of Trees and Tree Care
Companies describes the benefits of trees
in the urban environment and, more impor-

tantly, the services tree companies offer, including pruning,
removal, fertilization, disease
and insect control, etc.
Industry Standards introduces A300, topping, climbing
spikes and the long-term drawbacks of bad tree care.


 Safety and Insurance discusses the dangers of tree
work, the needs for expensive
insurance by companies, and
warns consumers against hiring uninsured companies.

Recommendations,
References details what to look
for in a professional company.

Choose a

sional credentials, including
TCIA Accreditation, certification and memberships in
TCIA, ISA and ASCA.

Tree
Care
Company

With all the bad press too
many tree care companies
earn – especially after storms
– consumers are often concerned about how to hire a
Dependable Tips and
reputable
company.
Helpful Information
from your
Increasingly,
they
look
to the
Better Business Bureau
Better Business Bureau for
advice. When they do, they
can be assured that TCIA
www.bbb.org
member companies, especially accredited companies,
will be there to serve them
with knowledge and integrity.

 Indications of Professionalism in Tree
Care urges consumers to look for profes-

To order these brochures, call 1-800-7332622 or visit www.treecareindustry.org.

Insight helps business flow – now at a discount!
Insight Direct
www.insightdirect.com
(617) 557-0066
pmandragouras@insightdirect.com
Products: Insight Direct has created one the leading business management automation solutions
for small to medium-size companies in the field service industry. ServiceCEO, their flagship software application, automates the business flow for the entire life cycle of the business/customer
relationship. The major milestones in the process include quotation (sales), scheduling, dispatch, job closure, inventory, invoicing, receivables, marketing tools, customer information, and employee management.
Member Benefit: Insight Direct will contribute 2.5 percent of your total software and add-on purchases (excluding third party sales)
toward your TCIA renewal dues. An additional 2.5 percent will be contributed toward future development of TCIA educational and safety programs.
Example: If a member company purchases $2,000 in software products directly from Insight Direct, the software company will send
TCIA a credit of $50 to be deposited into your membership account. An additional $50 will offset costs of safety and training products
developed by TCIA. Credits accumulate throughout the 12 months of membership and when you receive your annual renewal statement,
the total credits will be subtracted from your membership dues. Thanks to the support of Insight Direct, your company can reduce its annual dues while helping offset the costs involved with keeping the industry safe.
Requirements: To receive a dues credit, your company must order software directly from Insight Direct. Third party resellers do not apply.
To learn more about how your company can benefit from these and other TCIA affinity programs, please call 1-800-733-2622.
74
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The Voice for Trees in the states
he Tree Care Industry Association
took its message to Seattle last
month for the National Conference
of State Legislatures, an organization that
serves the legislators and staffs in state
capitals. NCSL provides research, technical assistance and opportunities for
policymakers to exchange ideas on the
most pressing state issues. Mark Garvin,
TCIA’s vice president for public policy &
communications, was joined by David
Marren, vice president of regulatory affairs
for the Bartlett Tree Expert Company.

T

Together they talked with state representatives, senators and legislative staff from
28 states, including Alaska, Arizona,
Arkansas,
California,
Colorado,
Connecticut, District of Columbia, Florida,
Georgia, Idaho, Illinois, Kentucky, Maine,
Maryland, Massachusetts, Michigan, New
Hampshire, New Jersey, New Mexico,
New York, North Carolina, Oregon,
Pennsylvania, Rhode Island, Tennessee,
Texas, Vermont, and Washington.
Why would TCIA attend the meeting?
Because at the state level, 195,000 pieces
of legislation are introduced biennially. Of

Mark Garvin (right), TCIA’s vice president for public policy
& communications, discusses the importance of promoting professional tree care with an attendee at the
National Conference of State Legislatures.

these, 45,000 become law. Increasingly,
legislation is introduced at the state level
on arborist licensing or restricting pesticides, fertilizers and herbicides.
Almost 20 percent of the nation's legislators attended the meeting. Overall, this

select group represents the most influential
state lawmakers in the nation. To amplify
our voice as your advocates on these
issues, TCIA took the opportunity to get
your message to the right people. Over
three days at the trade show, we discussed
our message face-to-face with state leaders, broadened our contacts with state
officials, and presented our safety products
and services to the people who influence
buying decisions.
TCIA is constantly looking for ways to
increase the voice of tree care in state
capitals. Any members with contacts or
personal friendships with state senators,
representatives or those who work in
state government on green industry
issues are encouraged to contact Mark
Garvin
at
1-800-733-2622
or
garvin@treecareindustry.org.

STUMP GRINDING ATTACHMENTS

Info for your business:
TCIA Wage & Benefit Survey
This year’s expanded TCIA Wage & Benefit Survey
includes demographic information you have
requested, including sales levels and expanded
benefits. Your participation is more important than
ever!
The time you take to fill out this survey could benefit your company in employee recruitment and
retention. By helping to compile accurate figures
on wages, benefits and sales, you will gain an
accurate picture against which you can evaluate
your company’s wage and benefit offerings.
When the information is tallied, we, the Tree Care
Industry Association, will have the most accurate
picture of our industry available anywhere.
Please help us advance your business and become
a stronger advocate by filling out the survey.
Greater participation will make the results more
meaningful, so please return it today.
For a survey form, call TCIA at 1-800-733-2622.

SKIDSTEER

TRACTOR
PROFESSIONAL GRADE PTO
DRIVEN TRACTOR GRINDERS

• POWERFUL

• PROVEN

• Performance equal to
50-150 HP engine driven grinders
• Super robust construction
• Full X-Y-Z cutter head motion
• Efficient & durable Italian powertrain
• Wheel support via tapered roller
bearings in a sealed oil bath

POWERFUL EFFECTIVE HYDRAULIC
DRIVEN SKIDSTEER GRINDERS

• PATENTED

• PERFORMERS

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

Frankfort, Indiana
Ph: 765-659-1524
www.ptostumpgrinders.com
Please circle 37 on Reader Service Card
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Peter Gerstenberger hits 20 years at NAA/TCIA
eter Gerstenberger, TCIA’s senior advisor
to the president for safety, compliance &
standards, celebrated his 20th anniversary with
NAA/TCIA in September. Staff threw him a
surprise party at the office and had arranged for
Peter’s family to join in the celebration.

P

Fresh out of a two-year stint as a field trainer with Davey Environmental Services and
with a master’s degree in plant pathology from
Iowa State University, Gerstenberger started
out at the National Arborist Association as
administrative assistant and one of four
employees. He was quickly promoted to safety director and over the years also served as
TCI magazine editor and vice president of
products and services before taking on his current senior advisor position.
In addition to making a career of the
NAA/TCIA, Peter also made it his family – literally. He met his wife, the former Susan Curtis,
while she was working at the NAA office as an
executive secretary in 1987. They have been
married 17 years and have two children, Jon, 15
and Colin, 11.
Cynthia Mills, TCIA president and CEO, had
invited several past NAA/TCIA officers and

board members to share their congratulations to
Peter via e-mail. Several responded and some
of their notes were
read aloud to Peter
during the office celebration.
“Congratulations
on 20 years with
NAA/TCIA,” wrote
Rusty
Girouard,
business manager at
Madison Tree Care
& Landscaping, Inc.
in Milford, Ohio,
and a former board Peter Gerstenberger
chair. “How could it
possibly be that
long? It has been a pleasure to work with you
over my own 19 year involvement with this
great association. What makes it great is the
people who are dedicated to the work it does
and to the members who support it so well. You
have always come through when we needed
you and put your whole heart into the projects.
When Bob (Robert Felix, NAA executive director) passed away, you were one of the first ones
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to step up and take on new responsibilities to
help us through some tough times. You are great
at what you do and have a wealth of knowledge
about the industry. Safety and education are the
two most important components of bringing
this industry to the level of professionalism it
deserves. You are one of the few people with an
opportunity to greatly influence that process.
“It has been a pleasure to watch you grow
personally and professionally,” wrote Girouard.
“I know that Susan and the boys are very proud
of you. Keep up the good work!”
“Congratulations on your anniversary,” said
Mark J. Tobin, chairman and CEO at at Hartney
Greymont Inc. In Needham, Mass., and a former board chair. “On behalf of the membership
and the profession thank you for your guidance
and help and friendship over the past 20 years.
Think how many arborists and families were
spared pain and anguish because accidents and
fatalities were avoided because of your teaching
and leadership.”
“Art Batson and the Lucas Tree family would
like to say “THANK-YOU” for all you have
done to help us through thick and thin all these
years,” wrote Arthur Batson, president at Lucas
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this month’s special:

TCIA Bookstore

Brush up on topics by authors speaking at TCI EXPO seminars:
• Excellence by Design, by John Spence.
• Wood Decay Fungi, by Dr. Chris Luley.
Please circle 36 on Reader Service Card

Order today!

1-800-733-2622

Shop online at
www.treecareindustry.org
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Tree Expert Co. Inc. in Portland, Maine, and a
former board president. “You don't know how
much you have helped us but I can tell you it
feels like you should be on my payroll because
we call with a problem and you always respond
quickly and with a great attitude and with
insightful solutions to help us solve our problems. You have helped shape the successful
development of our industry with your 20 years
of hard work.”
“It seems that Peter has worn every hat and
had just about every title since he began at the
NAA – OK, now TCIA, SORRRRRY!” wrote
of Gary R. Mullane, president of Low Country
Tree Care, Inc. Hilton Head Island, S.C., and a
former NAA president (1994). “I mean the guy
even met his wife here! He would get sued for
doing that now.”
“I’ve had the pleasure of participating,
observing and being with Peter at numerous
functions the entire 20 years. I consider him my
friend and a good friend of the tree industry.
The NAA/TCIA has been very fortunate to
have such a dedicated employee who has
walked with us over the course of a wonderful
20 years. I tip my hat to Peter.”
“Congratulations on your 20th year with
TCIA!” wrote Lauren S. Lanphear, president at
Forest City Tree Protection Co., Inc. and former
NAA president (’93-’94). “Of course, back
when you started, TCIA was the NAA, chairs
were presidents, the president was executive
director and your dear wife, Sue, was an NAA
employee, her heart not yet having been stolen
by you!
“I believe one of the earliest projects with
which you were involved was the On Target

myself fortunate to have worked with you
closely in your first decade with our trade association, and more importantly, consider myself
blessed to count you as not only an industry
peer, but a personal friend. Again, congratulations! I look forward to your 30 year celebration
in 2015!”

The late Robert Felix bows his head in laughter or dismay
during an effort to take the annual staff photo in 1988.
With him, from left, are Nancy Gagnon, Pat Felix, Peter
Gerstenberger, Jon Harmer, Susan Curtis (now Susan
Gerstenberger) and Maggie Waite.

video series, the association’s first venture into
video production. Our service garage was transformed into the “studio” for the shoot. And,
Forest City Tree’s very own, Tom Mugridge,
made his acting debut as the man with the black
glove.
“It was a pleasure to work with you closely
during my tenure as NAA president, highlighted by our inaugural Day of Service at Arlington
National Cemetery in Oct ’93. Of course, that
experience was nearly topped by Lorenzo Pita’s
ribbon-cutting ceremony at TCI EXPO ’93 in
Cleveland. (Lorenzo was actually Loren in disguise, and Pita was an acronym – we’ll let you
guess what it means)
“Seriously, the tree care industry has benefited greatly from your dedicated efforts on its
behalf over these past 20 years. I consider
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“Having known Peter and his competency
and expertise in safety issues, OSHA and the
tree care business, it is hard to imagine the
organization without him,” conveyed Paul
McFarland, chairman of McFarland Landscape
Services Inc. in Philadelphia, Pa., and former
board president and chair of the old NAA
Standard Practices Committee. “He is an easy
person to work with and I know he helped
“prop” me up during my presidency. Best
Wishes for your anniversary and I hope you celebrate many more with TCIA.”
“I also can’t imagine TCIA without Peter
Gerstenberger,” wrote Jeannie Houser, vice
president and general manager at McFarland
Landscape Services Inc. and current TCIA senior director. “He’s the go-to guy with the
answers we need. I can not remember ever asking about a problem or an issue we were having
that he didn’t come through for us. Or steer us
in the right direction. He’s also helpful and
friendly. It’s great to have someone like him on
staff to depend on. I truly hope he’s with us for
a very long time to come.”
“Congratulations on 20 years with
NAA/TCIA,” said John Hendricksen, CEO of
the Care of Trees Inc. in Wheeling, Ill., and
former NAA board president. “Time flies
when you are having fun doesn’t it? I have had
the pleasure of knowing and working with you
during that entire career, particularly since our
interest in safe work practices overlaps as
much as it does. We have made a lot of
progress but there is still so much to do isn’t
there? I think this is an issue along with training that we will never be able to say it is done
as there are new people and ideas always coming into the profession. There are also always
some new external pressures that we will have
to deal with.
“Your career spanning two decades has seen
a lot of change within the association, starting
out with Bob and now with Cynthia. You have
suffered under numerous boards and you still
have to deal with me. ... You have made a
tremendous impact on the profession to become
better and to stand up for what is right. Best
wishes on the next 20.”
Fittingly, the day after the office party, Peter
noticed a tree crew working near the TCIA
offices without proper personal protection
equipment (no hard hats, goggles, etc.) and
using unsafe practices (standing in a tree without being tied in while using a chain saw
overhead) and took immediate action.
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From the Field

Things I’ve learned (Sometimes the hard way)
By Erin Carlock

n the March 2004 issue of TCI, a Mr.
(Eric L.) Graefen wrote a list of lessons he had learned and said he would
like to hear of some other people’s experiences with trees. So, here are some of the
interesting and amazing things I have
learned while working for my dad’s business.

I

1. When dad says “Oh, no,” it is usually
not a good sign.
2. White-tailed hornets are nasty.
3. Hornets DO NOT like to be disturbed.
4. Chippers can make quick work of hornet nests if you can get them in the hopper.
5. If you are allergic to bee stings, you
should stay away from bees.
6. When a person is allergic to bee stings
and is being chased by a really mad whitetailed hornet he can run really fast.
7. If you want lunch, you better bring it.
8. Don’t wait on for dad for a lunch
break or you might have to wait until dinner to eat!
9. Rope bags are heavy.

10. Never drop limbs over loose rope
and rope bags. They are hard to untangle
(and can damage the rope).
11. When a hose bursts on the fertilizer
tank you will get really wet.
12. Organic fertilizer does not taste
good.
13. When a long, thin branch in the chipper feed wheels slaps you, it really hurts.
14. When the cable from the chipper
isn’t long enough, use a couple of choker
chains! It works every time!
15. Tractors are very useful pieces of
equipment.
16. Forwarder trailers make life a lot easier.
17. Bucket trucks will dig trenches in the
right conditions.
18. Skidders with flat tires are not very
safe.
19. Wire brushing the paint off trucks
makes you look like “rust babies.”
20. Pintle hooks are on the back of trucks
so that you won’t dent the truck.
21. Some people are better at backing
trucks up than others
22. It is possible to hang glide with a
hoop building that hasn’t been tied down.
23. Looking at equipment with dad can

take a LONG time.
24. When dad asks for a wrench, always
get a size larger and smaller as well as the
requested wrench.
25. It is impossible NOT to get dirty
while working.
26. When there is a full tank of fertilizer
on the back of a truck you can feel it rock
as you drive.
27. Figure eights are very neat pieces of
metal.
28. Some people think it is fun to steal
construction cones.
29. Some people can’t read or obey caution signs that have pictures on them.
30. People in cars don’t always stop,
even when there are tree branches falling
all around them.
31. And finally, the best way to stop a
line of cars so you can cross the road is to
wave a bright orange flag and they will
stop immediately.
I hope you enjoyed this list of some of
the things that happen in a day working in
and around trees.
Erin Carlock, 15, helps out as a ground
person at Landcare Enterprises in Chester,
Vt.

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.

Lightning Protection for Trees
Your complete source for lightning protection needs.
●
●
●

Independent Protection Co., Inc.
1607 S. Main St.
Goshen, IN 46526
800-860-8388
Fax: 574-534-3719
See us at
info@ipclp.com
TCI E XPO
www.ipclp.com
2005

●
●
●

Provide your clients an additional service.
Limited investment, quick profits.
Consider golf courses, parks, large estates and historic trees.
Lightning protection systems for all types of structures.
Send for a free Tree KitA folder containing
information about adding this service.
Order our video or CD RomThe How-to Presentation for
Installing Lightning Protection in Trees - $19.95, Visa or
MasterCard.
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More Power
Without Steroids.
Introducing the CS-330T and CS-360T
See us at

TCI E XPO
2005

Engine air pre-cleaner spins out
dirt prior to air filtration.

Rear-access air filter is positioned
away from dust and debris.

Comfortable, ergonomic handle
grip provides outstanding balance.

The CS-330T and CS-360T represent our next generation
of industry-leading top handle chain saws. Each is injected
with many performance-enhancing features as well as
20% more power.
Visit www.echo-usa.com/330_360.htm to learn more and
call1-800-432-ECHO to find a dealer near you.
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