WCISA Commercial Arborist Survey Results

Who: Sent via email to all current WCISA members; 179 total responses
When: Surveyed in March 2009
Why: To better understand the current state of Commercial Arboriculture

1. How often do you perform
Commercial Arboricultre?

61.1%
—- =
Full time Part time

2. What is your biggest professional challenge?

41.7%
17.7%
12.0% 12.6%
o g m o~
Attracting Competitors Equipment Government Insurance Material Retaining Other (please
customers not following regulations costs customers specify)
industry due toan
standards increasingly
competitive
market
3. Which pricing method do you prefer?
32.8%
23.6%
0, 0,
9.8% 14.4% 13.2% 10.9% 14.4%
Daily Equipmentand Labor hourly Lump sum (nol Price pertree Price pertree Other (please
labor hourly fee  fee only don't break by size specify)

down cost, just
quote a fee)




4. Do you charge a fee for
consultations or estimates?

57.2%

24.9%

11.69
3.5% 2.9% %

No - others offer free ~ Sometimes, for  Yes - for consultation Yes - both service call Other (please specify)

information and free advice if warranted fee but not for fee & estimate fee
estimates or client is a soft- estimates invoiced
touch

5. When is the best time of day to sell tree care services?
Most popular answers (10+ votes):

e Tuesday 9am & 5pm

e Wednesday 5pm

e Thursday 5pm

e Saturday 9am — 10am (21 votes)

6a. What is the standard crew size
for routine pruning?

45.75%
33.33%
3.92% 980%  261%  2.61%  0.65%  0.00%  0.00%  1.31%
1 2 3 4 5 6 7 8 9 10 or
more
6b. What is the standard crew size for removals?
40.14%
34.01%
8.84% 8.16% 6.12%
0.68% 1.36% 0.00% 0.68% 0.00%
1 2 3 4 5 6 7 8 9 10 or

more




6d. What is the average crew size for stump grinding
(manual machine)?

52.54%
34.75%
J -
1 2 3

6¢c. What is the standard crew size for stump grinding
(hydraulic machine)?

55.56%
38.89%
I 00000
1 2 3

7. Which customer incentives if any do you offer? (please
choose all that apply)

42.0%
35.7%
0,
32.5% 30.6%
14.6% 15.9%
8.9%
0,
7.0% 3.8% 5.1% 5.1%
B . = |
= — ]
& & & N & & &% ® & & s®
&® & N\ & & & ) RN P < Jox >
& & i & & <L 8 B & &°
@ & & & > & ) 9 > $ ©
&S & & S R & & O & 5 &
N N X x@ (X2 N < & S S\
° & < 2 & N A & N & >
& <O & S & & S BN\ O
3% & R < & ° &
& S S o> ¢
& o N 3@
@ & o
& < N
L & >
&% < (’\é
Q.)&\. o\)




8. How would you classify your position within your firm?

69.6%

19.9%

7.0%

1.8% 1.8%

Owner Manager Sales rep Crew foreman Crew member

9. List all certifications that you hold. (please choose all that

apply)
93.9%
33.3%
9.7% 8.5% 2.4% 6.1% 4.2% 3.6% 3.0% l
— I I —
Certified Certified Utility Municipal Board Certified Certified Certified Other (please
Treeworker  Arborist Specialist Specialist Certified Treecare Crane Traffic specify)
Master Safety Operator Control
Arborist  Professional Technician

10. Do you feel your co-workers or employees can deal with

customer complaints effectively?
74.1%

25.9%

yes no




11. Do you have a company policy that deals with customer
satisfaction?

23.4% 24.6%

Yes- a written  Yes- Anoral Yes- Awritten Yes-lcallor Yes-Icall the No No- if | recieve Isend a
policy that is reminder  policy including ask the customer after paymentthey  customer
part of a periodically  a follow-up customer the the job is must be service survey
company customer before completed satisfied.  to learn how to
policy manual satisfaction call accepting  regardless if | improve
payment have recieved customer
payment yet service

12. In which market do you work?

43.9%
32.9%

10.4% 6.9% 5.8%

Arizona Northern California Southern California Hawaii Nevada

13. What size would you consider your company to be?
25.6%

17.9%

14.9% 13.1%
11.9% 70 11.3%
- l l

over $10 million $1 Millionto $10 $500kto $1  S$200k to $499k  S100k to 199k S50k to $99k S1k to $S49k
sales annually million Million




14. Do you perform the following?
(please choose all that apply)

84.9% 82.6%
46.5%
33.7% 31.4% 25.0% °
Tree Care Service Landscape Consulting Landscaping Landscape Design Plant Health Care
Maintenance (no (includes installation) Programs
installation)

15. Could you estimate what percentage of your sales are from?

90.6%
80.4% 76.8%
50.7% 58.0%
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16. Where do your customers come from?

Yellow Pages Does Not Matter Much (33%)

Word of Mouth Extremely Important (86.4%)
Newspaper N/A (54%)

Flyers N/A (49.6%)
Trade Magazines N/A (65%)

Repeat Business Extremely Important (88.1%)
Direct Mail N/A (54%)

Website Important (41.6%)
Online Advertisement N/A (42.9%)
Sign on Work Truck Important (39.1%)
Pass out Business Cards Important (46.8%)
Network Groups Important (34.6%)
Door to Door N/A (66.1%)
Cold Calling N/A (63.1%)




17. Other than providing quality work and good customer service,
what do you think is the most effective way of attracting new

customers?
Highlights:
e Having friendly, courteous, considerate employees and management.
e Educating people by teaching a class or giving a talk to local groups
e Be proactive about networking and meeting people. Every one you meet is a

potential customer or referral.
e Appearance of personnel and equipment.

e Establishing trade allies in green businesses, e.g., lawn maintenance, landscaping,

nurseries.

18. Do you offer the following benefits to your employees?

Benefit Hourly Salary Both
Paid vacations v'80.88% v'82.22% v'95.65%
Paid holidays v'76.79% v'80.00% v'96.00%

Sick days 48.15% v'63.89% v'60.00%

Medical care v'67.92% v'70.59% v'84.78%

Retirement plan v'56.25% v'69.70% v'56.52%
33.33% 34.62% 35.56%

Savings program

None, my operating v'60.00% v'57.14% v'47.37%
expenses are too high to
afford benefits.

19. Typically paychecks are distributed?

44.4%
30.0%

13.8% 11.9%

Weekly Every two weeks By the job or when the job  Other (please specify)
is completed




20. How is the economy affecting the commercial arborist?

If you had sales growth, how much?

Small Noticeable Significant About the
amount amount amount same
2007 39%0 34% 9% 19%
2008 33% 31% 13% 22%
2009 26% 16% 18% 40%
If you had sales reduction, how much?
Small Noticeable Significant
amount amount amount
2007 71% 21% 8%
2008 33% 45% 21%
2009 18% 41% 41%

How much did you spend on new equipment?

Less than $1K - $10K S10K - S50K | S$50K - $100K $100K + None
$1K
2007 10% 29% 27% 14% 7% 13%
2008 12% 34% 20% 7% 6% 20%
2009 16% 18% 7% 1% 5% 52%
If you made equipment sales, what was your reasoning?
Wanted | Depreciation Worn Out Needed Cash Difficulty Making Payments
to Used Up
Upgrade
2007 48% 10% 42% 0% 0%
2008 35% 24% 32% 6% 3%
2009 19% 7% 41% 19% 15%
If you hired new employees, how many?
1-3 hires 3-6 hires 7-9 hires 10+ hires
2007 73% 18% 4% 6%
2008 77% 17% 2% 4%
2009 80% 12% 4% 4%
If you laid off employees, how many?
1-3 3-6 layoffs 7-9 layoffs 10+ layoffs
layoffs
2007 83% 8% 0% 8%
2008 77% 12% 8% 4%
2009 68%0 18% 11% 3%




WCISA Commercial Arborist Survey March 2009

1. How frequently do you perform commercial arboriculture?

Response Response

Percent Count
Full time | 60.9% 98
Parttime | 39.1% 63
Other (please specify) 27
answered question 161
skipped question 17

2. The following choices are challenges tree care professionals face in todays troubled economy. What factor do you feel is your biggest challenge?

Response Response

Percent Count
Attracting customers | 12.1% 21
Competitors not following industry
I 42.0% 73
standards
Equipment I:l 0.6% 1
Government regulations |:] 7.5% 13

Insurance [ | 8.0% 14

Material costs 0.0% 0

Retaining customers due to an |
increasingly competitive market

12.6% 22

Other (please specify) | 17.2% 30




answered question 174
skipped question 4
3. When estimating tree care jobs which type of pricing seems to help you close the sale? (please do not include any specific prices or costs)
Response Response
Percent Count

Daily | 9.8% 17

Equipment and labor hourly fee | | 14.5% 25

Labor hourly fee only | | 13.3% 23

Lump sum (no | d.on't break down | 32.4% 56
cost, just quote a fee)

Price per tree | 23.7% 41

Price per tree by size | | 11.0% 19

Other (please specify) | | 14.5% 25

answered question 173

skipped question 5




4. Many service type companies charge a fee for a service call and estimate. Do you charge for information or estimates? (please do not include any specific prices or costs)

No - others offer free information |
and free estimates

Sometimes, for advice if warranted |:|
or client is a soft-touch

Yes - for consultation fee but not |
for estimates

Yes - both service call fee & I:l
estimate fee invoiced

Other (please specify) |

Response
Percent

24.4%

3.5%

57.6%

2.9%

11.6%

answered question

skipped question

Response
Count

42

99

20

172




5. Do you feel there is a specific time and day that is best for selling tree care services? You may include a holiday or when the customer is available etc.

AM

Sunday

Monday

Tuesday

Wednesday

Thursday

Friday

Saturday

PM

Sunday

Monday

Tuesday

Wednesday

Thursday

Friday

Saturday

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

14.3% (1)

0.0% (0)

0.0% (0)

4.8% (1)

0.0% (0)

0.0% (0)

33.3% (4)

10.0% (1)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

5.6% (1)

4.8% (1)

4.8% (1)

5.3% (1)

5.9% (1)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

28.6% (2)

5.6% (1)

9.5% (2)

4.8% (1)

10.5% (2)

17.6% (3)

8.3% (1)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

14.3% (1)

27.8% (5)

23.8% (5)

28.6% (6)

21.1% (4)

23.5% (4)

16.7% (2)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

14.3% (1)

50.0% (9)

47.6% (10)

47.6% (10)

52.6% (10)

47.1% (8)

16.7% (2)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

12.0% (3)

11.1% (3)

12.0% (3)

13.0% (3)

17.4% (4)

0.0% (0)

28.6% (2)

5.6% (1)

4.8% (1)

4.8% (1)

5.3% (1)

5.9% (1)

0.0% (0)

20.0% (2)

28.0% (7)

25.9% (7)

28.0% (7)

30.4% (7)

21.7% (5)

15.4% (4)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

20.0% (2)

36.0% (9)

37.0% (10)

36.0% (9)

30.4% (7)

26.1% (6)

38.5% (10)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

10

30.0% (3)

20.0% (5)

14.8% (4)

12.0% (3)

17.4% (4)

26.1% (6)

42.3% (11)

10

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

11

10.0% (1)

4.0% (1)

11.1% (3)

12.0% (3)

8.7% (2)

8.7% (2)

0.0% (0)

11

0.0% (0)

5.6% (1)

4.8% (1)

4.8% (1)

5.3% (1)

0.0% (0)

0.0% (0)

Other (please specify)

10.0% (1)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

0.0% (0)

3.8% (1)

12

0.0% (0)

0.0% (0)

4.8% (1)

0.0% (0)

0.0% (0)

0.0% (0)

25.0% (3)

Response
Count

10

25

23

23

26

Response
Count

18

21

21

19

17

84




answered question 55
skipped question 123
6. What size of crew do you feel is standard for routine tree care jobs?
Crew size for routine pruning
Response
1 2 3 4 7 8 9 10 or more
Count
Standard size of crew 3.9% (6) 33.6% (51) 46.1% (70) 9.2% (14) 2.6% (4) 2.6% (4) 0.7% (1) 0.0% (0) 0.0% (0) 1.3% (2) 152
Crew size for removal
Response
1 2 3 4 7 8 9 10 or more
Count
Standard size of crew 0.7% (1) 8.9% (13) 40.4% (59) 34.2% (50) 8.2% (12) 5.5% (8) 1.4% (2) 0.0% (0) 0.7% (1) 0.0% (0) 146
Crew size for stump grinding hydraulic machine
Response
1 2 2
Count
Standard size of crew 38.4% (48) 56.0% (70) 5.6% (7) 125
Crew size for stump grinding manual machine
Response
1 2 3
Count
Standard size of crew 35.0% (41) 52.1% (61) 12.8% (15) 117
Other (please specify) 25
answered question 152
skipped question 26




7. Which customer incentives if any do you offer? (please choose all that apply)

Volume discount

Scheduling discount

Gift or gift certificate for repeat
business

Gift certificate for referrals

Referral discount

Sporting event tickets

Guarantee program

Free firewood cutting

Free firewood cutting and stacking

Discount for no haul jobs (prune or

remove only)

Repeat business discount

None

TN AT

Response
Percent

41.7%

14.7%

6.4%

3.8%

16.0%

1.9%

4.5%

9.0%

5.1%

35.9%

32.7%

30.8%

Other (please specify)

answered question

skipped question

Response
Count

65

23

10

25

14

56

51

48

25

156

22




8. How would you classify your position within your firm?

Response Response
Percent Count
Owner | 69.4% 118
Manager | 20.0% 34
Sales rep |:| 7.1% 12
Crew foreman |:| 1.8% 3
Crew member |:] 1.8% 3
answered question 170
skipped question 8
9. List all certifications that you hold. (please choose all that apply)
Response Response
Percent Count
Certified Treeworker | 9.8% 16
Certified Arborist | 93.9% 154
Utility Specialist [ 7.9% 13
Municipal Specialist |:| 2.4% 4
Board Certified Master Arborist |:| 6.1% 10
Certified Treecare S.afety |:| o) .
Professional
] 3.7% 6

Certified Crane Operator




Certified Traffic Control Technician |:| 3.0% 5
Other (please specify) | 33.5% 55
answered question 164
skipped question 14
10. Do you feel your co-workers or employees can deal with customer complaints effectively?

Response Response

Percent Count
yes | 73.9% 119
no | 26.1% 42
answered question 161
skipped question 17




11. Do you have a company policy that deals with customer satisfaction? (please choose all that apply)

Yes- a written policy that is part of a
company policy manual

Yes- An oral reminder periodically

Yes- A written policy including a
follow-up customer satisfaction call

Yes- | call or ask the customer
before accepting payment

Yes- | call the customer after the the
job is completed regardless if | have
recieved payment yet

No

No- if | recieve payment they must be
satisfied.

| send a customer service survey to
learn how to improve customer
service

Response
Percent

I | 19.3%

I | 22.9%

I 11.4%

I 17.5%

I 21.1%

I 24.7%

— 8.4%

I 9.0%

answered question

skipped question

Response
Count

32

38

19

29

35

41

14

15

166

12




12. In which market do you work?

Response Response

Percent Count
Arizona | 10.5% 18
Northern California | 43.6% 75
Southern California | 33.1% 57
Hawaii [ ] 7.0% 12
Nevada |:] 5.8% 10
answered question 172
skipped question 6

13. What size would you consider your company to be?

Response Response

Percent Count
over $10 million sales annually [ ] 5.4% 9
$1 Million to $10 million | 25.7% 43
$500k to $1 Million | 11.4% 19
$200k to $499k | 15.0% 25
$100k to 199k | 13.2% 22
$50k to $99k | 11.4% 19
$1k to $49k 18.0% 30
answered question 167




skipped question

11

14. Do you perform? (please choose all that apply)

Tree Care Service |

Landscape Maintenance (no |

installation)

Consulting |

Landscaping (includes installation) |

Landscape Design |

Plant Health Care Programs |

Response
Percent

84.8%

33.9%

82.5%

31.6%

25.1%

46.8%

Other (please specify)

answered question

skipped question

Response
Count

145

58

141

54

43

80

28

171




15. Could you estimate what percentage of your sales are from?

Response Response

Percent Count
Pruning | 90.5% 124
Removals | 80.3% 110

Pest control or Plant Health Care

Programs I 51.1% 70
Stump grinding | 57.7% 79
Fertilizing | | 41.6% 57
Landscape | | 40.1% 55
Line clearing | 21.9% 30
Cabling and Bracing | 42.3% 58
Consulting | 76.6% 105
Holiday decorations | | 19.0% 26
Other | | 21.9% 30
answered question 137

skipped question 41




16. Where do your customers and/or clients come from? (please use rating)

Yellow pages

Word of mouth

Newspaper

Flyers

Trade magazines

Repeat business

Direct mail

Website

Online advertisement

Sign on work truck

Pass out business cards

Network groups

Door to door

Cold calling

Extremely Important

10.7% (14)

86.3% (145)

2.4% (3)

1.6% (2)

1.7% (2)

88.1% (140)

4.9% (6)

17.6% (24)

5.9% (7)

24.1% (33)

22.5% (31)

20.5% (27)

0.8% (1)

1.7% (2)

Important

29.8% (39)

10.7% (18)

14.4% (18)

20.5% (25)

8.4% (10)

8.8% (14)

19.5% (24)

41.2% (56)

24.6% (29)

38.7% (53)

47.1% (65)

34.8% (46)

10.0% (12)

9.9% (12)

Does Not Matter Much

32.8% (43)

0.6% (1)

29.6% (37)

27.9% (34)

25.2% (30)

1.3% (2)

21.1% (26)

18.4% (25)

26.3% (31)

14.6% (20)

20.3% (28)

21.2% (28)

23.3% (28)

25.6% (31)

N/A

26.7% (35)

2.4% (4)

53.6% (67)

50.0% (61)

64.7% (77)

1.9% (3)

54.5% (67)

22.8% (31)

43.2% (51)

22.6% (31)

10.1% (14)

23.5% (31)

65.8% (79)

62.8% (76)

Rating
Average

2.76

1.19

3.34

3.26

3.53

1.17

3.25

2.46

3.07

2.36

2.18

2.48

3.54

3.50

answered question

skipped question

Response
Count

131

168

125

122

119

159

123

136

118

137

138

132

120

121

168

10




17. Other than providing quality work and good customer service what do you think is the most effective way of attracting new customers? Please try to answer in one or two sentences.

Response
Count
123
answered question 123
skipped question 55
18. Which of the following benefits do you offer your hourly and/or salary employees?
Hourly
Response
A no Count
Paid vacations 80.9% (55) 19.1% (13) 68
Paid holidays 76.8% (43) 23.2% (13) 56
Sick days 48.1% (26) 51.9% (28) 54
Medical care 67.9% (36) 32.1% (17) 53
Retirement plan 56.3% (27) 43.8% (21) 48
Savings program 33.3% (15) 66.7% (30) 45
None, my opc.arating expenses gre 60.0% (15) 40.0% (10) o
too high to afford benefits.
Salary
Response
s no Count
Paid vacations 82.2% (37) 17.8% (8) 45




Paid holidays

Sick days

Medical care

Retirement plan

Savings program

None, my operating expenses are
too high to afford benefits.

Both

Paid vacations

Paid holidays

Sick days

Medical care

Retirement plan

Savings program

None, my operating expenses are
too high to afford benefits.

80.0% (28)

63.9% (23)

70.6% (24)

69.7% (23)

34.6% (9)

57.1% (8)

yes

95.6% (43)

95.9% (47)

59.0% (23)

84.4% (38)

57.8% (26)

36.4% (16)

47.4% (9)

20.0% (7)

36.1% (13)

29.4% (10)

30.3% (10)

65.4% (17)

42.9% (6)

no

4.4% (2)

4.1% (2)

41.0% (16)

15.6% (7)

42.2% (19)

63.6% (28)

52.6% (10)

35

36

34

33

26

14

Response
Count

45

49

39

45

45

44

19

Other (please specify) 45

answered question 122

skipped question 56




19. Typically paychecks are distributed?

Response Response
Percent Count
Weekly | 44.7% 71
Every two weeks | 29.6% 47
By the job or when the job is | | 13.8% >
completed
Other (please specify) | I 11.9% 19
answered question 159
skipped question 19
20. How is the economy affecting commercial arborist? (please answer the following)
Sales growth?
yes a small amount yes a noticible increase yes a significant amount about the same Re;opl:):tse
2007 39.3% (44) 33.9% (38) 8.9% (10) 17.9% (20) 112
2008 33.7% (33) 31.6% (31) 13.3% (13) 21.4% (21) 98
2009 26.2% (16) 16.4% (10) 16.4% (10) 41.0% (25) 61
Sales reduction?
yes a small amount yes a noticible amount yes a significant amount Reéopl:):tse
2007 70.8% (17) 20.8% (5) 8.3% (2) 24
2008 33.3% (14) 45.2% (19) 21.4% (9) 42




Equipment added?

Equipment sales?

New staff hired?

Layoffs?

2009

2007

2008

2009

2007

2008

2009

2007

2008

2009

2007

17.7% (14)

yes (less than $1k)

10.3% (10)

11.8% (11)

16.5% (15)

wanted to upgrade

48.4% (15)

35.3% (12)

18.5% (5)

35.3% (18)

36.2% (17)

44.0% (11)

58.3% (7)

25.5% (13)

27.7% (13)

32.0% (8)

25.0% (3)

yes ($1k to 10k)

27.8% (27)

34.4% (32)

18.7% (17)

41.8% (33)

yes (10k-50k)

depreciation used up

9.7% (3)
23.5% (8)
7.4% (2)

3 4
11.8% (6) 13.7% (7)
12.8% (6) 8.5% (4)
4.0% (1) 0.0% (0)

3 4

0.0% (0) 8.3% (1)

26.8% (26)

19.4% (18)

6.6% (6)

yes (50k-100k)

14.4% (14)

7.5% (7)

1.1% (1)

worn out

41.9% (13)

32.4% (11)

40.7% (11)

3.9% (2)

6.4% (3)

12.0% (3)

0.0% (0)

0.0% (0)

2.1% (1)

0.0% (0)

0.0% (0)

yes (100k plus)

7.2% (7)

6.5% (6)

5.5% (5)

needed cash

0.0% (0)

2.1% (1)

0.0% (0)

0.0% (0)

0.0% (0)

5.9% (2)

18.5% (5)

2.0% (1)

0.0% (0)

4.0% (1)

0.0% (0)

40.5% (32)

none

13.4% (13)

20.4% (19)

51.6% (47)

difficulty making payments

0.0% (0)
2.9% (1)
14.8% (4)

9 10 or more
2.0% (1) 5.9% (3)
0.0% (0) 4.3% (2)
0.0% (0) 4.0% (1)

9 10 or more
0.0% (0) 8.3% (1)

79

Response
Count

97

93

91

Response
Count

31

34

27

Response
Count

51

47

25

Response
Count

12




2008 23.1% (6) 46.2% (12) 7.7% (2) 0.0% (0) 3.8% (1) 7.7% (2) 0.0% (0) 3.8% (1) 3.8% (1) 3.8% (1) 26
2009 29.7% (11) 24.3% (9) 13.5% (5) 5.4% (2) 10.8% (4) 2.7% (1) 8.1% (3) 2.7% (1) 0.0% (0) 2.7% (1) 37
answered question 132

skipped question 46




1.

How frequently do you perform commercial arboriculture? (Other Answers)

Displaying 1-27 of 27 responses | - ~ = Cen s | Jump T Go ==

Rssponss Date
1. Smonths 3y=arZ-3 months 3= naturslistzkipperiiver guide in Alasks Sun, 42609 1:12 PM
2 Wed, 42205 1007 PM
3 Thi, 42408 917 FM
4. | am oz municiple srborist B dsys and privats T dsy awesk Thu, 4203 547 PM
3. Sorry, but this survey dossntrelats to me. Thu, $20% 452 PM
6. Municipal Arboricultture— am an Urban Forester Thu, 4203 12:45 PM
T. This, 424063 11:36 AM
8. Onzof severslsarvoiz we provide Thu, 4205 11:12 AM
9. Landscape gardening Tue, 331409 1:50PM
i0. Tue, 33105 10:33 AM
. Sat, 32809 58 PM
i2. Sat, 32809 834 AM
3. Fri, 32705 1145 PW
14. We perform other landscape tasks, We provide landscape and irmigation installation, turf care and weed control. Firi, 32708 515 PM
13. 5= a consultant onhy Fri, 22703 1:14 PM
16. Fri, 32705 12:51 PM
7. |'work in consulting and pest management end, not trimming and daity Fri, 22709 12:48 PM
18. Municipal Transportation Right of Way Fri, 32705 12:48 PM
19. Becasue of iliness | have not parformed any since 2005 Fri, 32705 1223 PM
. Work for university, in houss tree cars Fri, 32708 1247 PM
M. |haveother jobs 23 well Fri, 32705 11.58 AM
: 22. would prefer it if i could find it Fri, 32705 10:34 AM
| 23, |'would b full time if | could gat maore work! Fri, 22709 10:13 AM
i 24. manufacturers rep, all arborist PHE though Fri, 32705 10:04 AM
) Fri, 32709 342 A0
26. I've beenin other occupationsl training: Admin Asst computer skills. not racenthy consulting. Fri, 32705 5:42 AM
. Fri, 327405 526 AM

| 250 responses per page W



2. The following choices are challenges tree care professionals face in today’s troubled economy.

What factor do you feel is your biggest challenge? (Other Answers)

Displaying 1- 30 of 30 responses JumpTu;|:| Go =»

Comment Taxt Responss Data
1. Frozen credit markst Vied, 42205 10:34 P
2. lackof goverment regulstions and enforcement Wed, 42208 131 PM
3. compstitors underbidding dus to not paying legitimate busines burdens of regulation, insurance, payroll taxes. Wed, 42205 10:35 AM
4. illegalimmigration Sat, 41109 10:38 PM
3. ECOnOmy Wed, 4809 804 PM
6. heslthinzurance Mon, 4609 419 PM
7. Competing with the unliczns=d, uninsured, andior undocumented workers and companias Fri, 43405 6:15 AM
8. thes=factors are relevant in 3 non-troubled economy. Thi, 4205 517 PI
9. Getting p=ople to spend maoney on quality tres care. Tha, 4205 817 PI
10. the economy This, 4208 547 FM
1. allof the sbove Tha, 4203 538 P
12. Budget reduction =0 | cannot hire the tree workers | nesd Thus, $2.08 2:02 FM
13. Education of city officials public, private contractors, enginesrs, construction companies Thus, $2.08 12:45 PM
4. niz Thus, 42/03 11:35 AM
13. clients not recognizing nesd for arborist advice Th, 4205 11:12 AM
16. bad information and wothless products Thus, 208 515 AM
17. compstitors not following insustry standards and high workers comp costs! Tue, 32105 150 PM
18. Hiring fulhy qualified arborist familiar w/local flora Tue, 33108 1101 AM
19. Quality labor Maon, 33005 10:14 PM
0. unregulsted capitslistic exploitation Mon, 33005 2:34 PY
M. Attracting and training workers to pruns and comphy with standards Fri, 32708 746 PM
22, zlithe above Fri, 32709 231 PM
23. show or non-payment forwork performed Fri, JET/05 1:14 P
. Municipal Planning and Standards Fri, 32705 12:48 PM
23, Unlicensed companies performing tres work Fri, 32705 1215 PM
26. public educstion re importance of tress Fri, 32705 1215 PM
27. Instilling in the general public an attitud= that places tre= care on 3 par with lzwn care, pool cars, and auto maintenance Fri, 327059 11:21 AM
28. competitors not following standards and workers comp Fri, 2/27/09 10:26 AM
29. Cash Economy Fri, 2/27/09 10:19 AM
30. Finding certified tree workers Fri, 2/27/09 9:41 AM



3. When estimating tree care jobs which type of pricing seems to help you close the sale. (Other Answers)

Displaying 1- 25 of 23 responses "““PT":D Go >

Comment Text Responss Date
1. Depends on sze of job andior customer Wed, 42209532 FW
2. Costbased on amount of work & time to complete Fri, 4309 1245 PM
3. Consulting Arborist anby Fri, 4303 838 AM
4. mosthy jobs large enough for day rate client gets more bang for his buck and | do not have to go to many small jobs inoneday to costly  Thu, 4205 547 PM
3. |donot bid jobs. The tree care | dois 3 part of the rest of my job in horticulturs Thu, 4205 202 PM
6. Bid quotes orequip+hr rates Thu, 4209 1245 FM
1 ns Thu, 4209 11:35 AM
8. percontract bid Thu, 4205531 AW
8. houry not to exceed quoted amt Thu, 4205517 AM
10. =dded fee for disposal Mon, 33003 8:59 AM
11. by block or grouping of trees Sat, J2B09521 AM
12. lump sum with detailed costs broken down Fri, 22709 1001 PM
13. It's the onby way we have done it, maybe not the best way. Fri, 22TH9T 46 PM
14, The value added with quality tree care-performed by certified trained individusls, Fri, 22THS 515 PM
13. minimum fes plus howrly for more than 3 hrs Fri, 32705 114 P
18. | do service by consultation for 3 fee, treatment is bid based on the findings of the consultation, Fri, 2279 1248 PM
17. Municipal Contracts for Cuslified Municipal Arborist Fri, 32705 1248 PM
18. pricing based on treatment, crown cleaning, reduction, ete. Fri, 2279 1245 PM
19, varies Fri, 32703 1219 PM
20. =liding scale for fsed income older folks Fri, 2279 1207 PM
H. The technique for pricing is variable, depending upon the particular job. For example, | prefer to price by tres; but we often work in Fri, 2279 1155 AM
forested areas whare charge 2 daily rate, ste.

22, Az a3 consultant | charge houry with 3 not to excesd limit on some projects Fri, 22TR9 1121 AM
0. NA Fri, 327709 1004 AW
2. Itdepends in the client and the job Fri, 32709 935 AM
23, reputation Fri, 32709934 AM

Eresponzes perpage W



4.  Many service type companies charge a fee for a service call and estimate. Do you charge for information or estimates?

(Other Answers)

Displaying 1 - 20 of 20 responses

Comment Text

Jump To:|1 Go »>

Response Date

10.

1.

12

13.

14,

15.

16.

17.

18.

18,

mn

| charge for service call but not for estimate

na, butwith no relation to what others do

Informal Consultation is free to my custamers; letters and reports are for fee. Estimates for wark are always free
Do not charge for estimates/charge for consult ifwarrented

it all depends on how i feel: mostly | charge

only if the customer just wants a consultation doifry to charge other wise free
Does notapply

MIA

nfa

| don't do estimates only hourly

na charge for basicinformation

Yes for consult and immediate estimate requests

ves - for all consultations and commercial estimates, not for residential estimates

Consultation & estimate fee paid on site not invoiced but partialy rebated if client choosed ta go forward with ather wark.

Fee for Consultation, Free for Bids

na, i freely share info

In house wark, pricing for estimate/ tracking purposes only
mena flexible-sole proprietor-business founded this way

I'am a consultant. | charge a minimurm fee for an initial visit and then discuss further cost as needed

h&

\Wed, 4122/09 131 PN
3at 41109 10:38 PN
Fri, 4/3/09 6:15 AM
Thu, 4/2/09 10:02 P
Thu, 4/2/09 6:17 FW
Thu, 4/2/09 5:47 FW
Thu, 4/2/09 2:02 FW
Thu, 4/2/09 12:43 PI
Thu, 4/2109 11:36 AW
\Wed, 4/1/09 3:40 AM
Tue, 3/31/09 10:39 AW
Mon, 3/30/09 3:18 P
Mon, 3/30/09 5:32 AW
Fri, 3127/09 10:01 P
Fri, 327109 1248 P
Fri, 327109 1219 P
Fri, 327109 1217 PN
Fri, 3127109 1207 PN

Fri, 327109 11:21 AW

Fri U97IN0 1004 AM
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5. Do you feel there is a specific time and day that is best for selling tree care services?

You may include a holiday or when the customer is available etc.
(Other Answers)

Displaying 1 - 84 of 84 responses

Camment Text

A0 Bids Lale AMeMOanE IHllowing wank swaning phans calls
weekends

watwieri i it inkd S Schisdul

Time is not a tacior

1]

Anylimd a potential Cusiomer IS sallable

fe spedific

fi

nd

anyame

fi

Mo, if @ customer has a need it can be filled any time.

Ay g depending wpon the pe of job

Witk Around whian B I8 Best far Clstomear

Ha

anyfirng

have noltaken note of imes /day Specifics- | Jo quates afemours and weekends
Arvy day and B excepl foe Sundars

Mo Spaoils ima ar day

i pateem
any time any day

this is the day i estimate due to the traffic conditions
Clients should call you, word of mouth

no

NA

MIA

When the customer is available

nia

no specifictime is better - depends on client availibility
no

Commercial, when office is open 8-5

when customer is available

idonthave a good sense yet of when works best

. workdays

‘When customer is available

| dont see a correlation with time or day of sales
When customer is available.

Monday-Friday,at clients availablility

Scheduled site visits with clients

MO

Usually AM Hours

no

Jump To: 1 [

Arspanae late
Sun, 42600 113 PU
Fii, 4724109 648 AW
Thu, 45709 552 AM
Wied, 2208 10:34 FU
Wed, 422709 10:07 P
Wikd, 42209 §32 PN
Wed, 42200 330 PM
Wed, 42209 1.31PM
Tue, 41409 335 Fl)
Fii, 47309 5:45 FI

Fii, 47309 643 Pl

Fil, 4/3909 1245 PM
Fri, 47205 5:328 aM

Fii, 47209 758 &M

Fii, 47309 7:26 aM

Fri, 4720% 12 18 AW
Thu, 45508 10:02 Fld
Thu, 4208 T.2T PM
This, 45408 642 PM

Thia, 42209 617 PM

Thu, 4/2/09 617 PM
Thu, 4/2/09 5:47 FM
Thu, 4/2/09 5:00 FM
Thu, 4/2/09 2:03 FM
Thu, 4/2/09 2:02 PM
Thu, 4/2/109 12:49 PM
Thu, 4/2/09 12:01 FPM
Thu, 4/2/09 11:36 AM
Thu, 4/2/09 11:19 AM
Thu, 4/2/09 9:36 AM
Thu, 4/2/09 9:31 AM
Thu, 4/2/09 9:28 AM
Thu, 4/2/09 9:25 AM
Thu, 4/2/09 9:15 AM
Tue, 3/31/097:28 PM
Tue, 3/31/09 2.32 PM
Tue, 3/31/09 11:01 AM
Tue, 3/31/09 10:39 AM
Mon, 3/30/09 10:14 PM
Mon, 3/20/09 9:55 PM
Mon, 3/30/09 3:18 PW

Mon, 3/30/09 1:55 PM
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48,

49,

50.

51.

52,
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67.

6

6

Tl

7.

72,

[

73.

w

74.

75.
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=
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84,
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. people call me, i respond in a timely manner

Mo specifictime, it's usually at customers convienience.
Whenever | get a call.

Usually when the customer is available during normal business hours
no particular dayor fime

anytime at customers convenience

as close to the ime cust. calls

late afternoons and Saturday AM

Mo

Generally, marnings are my most productive and lucritive estimate-making time.

At customers convenience

. anytime

no
when customeris available

weekday mornings

Mot sure

day doesn't matter, but 2nd half of the year is better
never considered

Afternoon, evening, not on Sunday

Mo selling Friday - Sunday unless specified

no

| would set appointments, face-to-face and be able to explain issues with clients is always the best SHOW AMD TELL NEVER leave

price on card or door.
mamings
We estimate for ‘in-house’ clients only, email never sleeps

dont selllbusiness built on reputation

| do not like to bother people too early in the morning, or too late afternoon. However, [ will gladly make an appointment with anyone
who would prefer a time when they get home from work, including Saturday. | bother no one on Sunday.

When the weather is calm and sunny. Very early and late afternoon appointments to accommodate customer's schedule

no, other than Sunday

no

no opinicn

neverthought about it

MA

not sure

no specific time, now more then ever- at their availability
when customer available

I have noidea about this

Depends on when the client is available

when customer is aval.

maybe atfair or home shows, Saturday morn or Friday
9-5M-5

no

Strange guestion

Waon, 3/30/09 8:59 AM
Waon, 3/30/09 7:47 AW
Maon, 3/30/09 6:25 AM
WMon, 3/30/09 5:32 AM
Sun, 3/129/09 7:37 PM
Sun, 3/29/09 7:58 AM
Sat, 3/28/09 9:58 PM
Sat, 3/28/09 6:35 PM
Sat, 3/28/08 612 AM
Sat, 3/28/09 12:54 AM
Fri, 3/27/0910:01 PM
Fri, 3/27/109 9:27 FM
Fri, 3/27/09 515 FM
Fri, 3/27109 4:21 FM
Fri, 3/27/09 2:33 PM
Fri, 3/27/09 230 FM
Fri, 327109 1:14 FM
Fri, 3/27/0912:50 PM
Fri, 327109 12:48 PM
Fri, 3/27/09 12:48 FM
Fri, 3/27/0912:45 FM

Fri, 3/127/0912:23 PM

Fri, 31271091219 FM
Fri, 3/27/09 1217 FM
Fri, 3/27/0912:07 FM

Fri, 3/27109 11:56 AM

Fri, 3/27/09 11:53 AM
Fri, 3/27i109 10:48 AM
Fri, 3/27i109 10:32 AM
Fri, 3/2710910:26 AM
Fri, 3/27/0910:19 AM
Fri, 3/27109 10:04 AM
Fri, 3/2710910:02 AM
Fri, 3/127/09 9:55 AM
Fri, 3/27/09 9:52 AM
Fri, 3/27/09 9:43 AM
Fri, 3/27/09 9:43 AW
Fri, 3/27109 9:42 AW
Fri, 3127109 9:42 AW
Fri, 3/27109 9:25 AW
Fri, 3/27109 9:18 AM

Fri, 3/27109 9:18 AM



6. What size of crew do you feel is standard for routine tree care jobs? (Other Answers)

Displaying 1 - 23 of 23 responses

- | =t 5 | JumpTo: |1 |'-‘°"" |

Commant Taxt

Responss Dats

mOR OB OB

Femoval depends on sz of tres.
Consulting Arbarist only

very dependent upon job size

| run anaverageof Bmen

NA

na

we onfy do ssszssment and surveys
varies depending on job nesds

| anly do smallerwork and don't use 3 chipper often, 50 these numbers work: for me

. dontuss any crews; consulting only

. lwork zlone

. IO CTEW

. Wemainly handle small trez care, We subcontract out for large mature tree wark,
. large hp hydr. or haul grinds 24 on 3 crew

. NiA - do consulting anly

. VaMes

. Of course, every job is unigus.

. Mot applicable: consultant

. My husband and | are the crew

NA

. varies by size of the tree and how far todrag brush
. notapplicable to my prior s2rvice

. Again it depends in the job

. depends on scope of project

.| am a one man shoo

Fri, 4209 12:45 PM
Fri, 47209 8:38 AM
Thu, 42405 1002 PM
Thu, 4203 5:47 PA
Thu, 42405 202 PA
Th, 42403 11:38 AW
Thu, 42403 11:12 AW
Thi, 42405 9:26 AM
Thu, 4203 525 AN
Mon, 330.05 2:34 P
Sun, 32309 737 PM
Sun, 32309 708 PM
Fri, 32709515 PM
Fri, 32709231 PM
Fri, 32709 1:14 PM
Fri, 327091219 PM
Fri, 32709 11:56 AM
Fri, 227091121 AM
Fri, 32709 10:13 AM
Fri, 327091004 AM
Fri, 32709 1002 AM
Fri, 327.095:42 AM
Fri, 32709535 AM
Fri, 32709525 AM

Fri. 32703518 AM



7. Which customer incentives if any do you offer? (Other Answers)

WmoR =B B

. free 12 hour initia| consultation for new clients

NA

. 33ain, not 3 =pecific dizcount but price reflects cinumstances.

. follow up. lona term management: gift of spacimen plant or tree

Fri, JET0910:13 AM
Fri, 327091004 AM

Fri, 32709555 AM

Displaying 1-25of 2 responzes <~ ‘ haxt = | JLIinD:I“_‘ ‘Gu-}} ‘
Comment Tast Rasponsa Dsta

| 1 reteedisson Sum, 42508 112PM
] 2. discount for early payment Wed, 41509 T1TPM
} 3. instaliment payments Thu, 4203 6:17 PM
] 4 MA Thu, 4203 1243PM
] 9. fhyerpostesrd discount Thu, 4203 1201 PM
| 5 Thu, 4208 113640
] 1. Senior Wed, 41058.17 FM
} 8. Excelent information on culturasl practices Wed, 4703340 A0
] 9. locking client in for multipke year contracts Tue, 33105 1039 AM
] 0. Quality work done every time. Mon, 330008 524 PM
J 11, idoother related work a5 asked; lzwns, weading, planting Won, 330005 855 AW
] 12 if no2stimate requested by 3 repaat customer for the same work from the previous year the costiz not usually increazed by much Man, 33005 5:32 AW
.‘ i3, nohassel Sat, JZB05 53R PM
] 14, periodic emails fiyi onhy re: things like relevant agricultural xtention updates on new pests, pest control, 2te. Fri, 32708 10:01 PM
] 5. =enior discount Fri, 32709527 PM
J 16. Split payment. Half on completion. Half on 20 days. Fri, 327097 46 PM
] 17 non-profit and military dizsounts caze-by-case Fri, 32709 114 PM
.‘ 18. thiz iz not a function of my portion of arboriculturs, Fri, 32709 1248 PM
] 19, Quaity, timlinzzs, kow price Fri, 327091248 PM
] 20. iroutine give excellent value; notin it for the § Fri 327091215 PM
J H. One extra visit no extra charg for follow up on initiasl visit. Fri 327091121 AM
|

1

|

1

Fri. 32709542 AM



8.  How would you classify your position within your firm? (No Other Answers)

9. List all certifications that you hold. (Other Answers)

Displaying 1- 33 of 535 responses | 2 By | | N J,_mp'[u;|l | |Go:::-

Commant Text Responss Dats
1. Certified Pest Control applicator Fri, 424/09 3:02 PM
2. State contractors licence Wed, 42209 10:34 PM
3. master gardner Wed, 42209 1024 PM
4 IPM Wed, 42209 1007 PM
3. Pesticide Applicators license QAL Wed, 42203 448 FM
8. =xpired Arborist, TRes worker Wed, 422005 1.31 PM
7. REgistersd Consulting Arborist ASCA Wed, 42209 10:39AM
8. certwban forester, ag advisor Men, 4809439 PM
9. contractor fic Fri, /30008 B:45 PM
10. generalenginesring Fri, 4309 6:43 PM
11. none Fri, 4309521 AM
12. Landscaps Architect Fri, 43009 B:38 AM
13. Qualified Applicater Liscense Fri, 43009 8:32 AM
14. PCO Fri, 4309 726 AM
15. MScForestry Thu, 4209 727 PM
16. registersd consulting arborist Thu, 4209 6:17T PM
17. asca member to become reg consulting arbotist soon Thu, 42068 5:47 PM
18. Pesticide Applicator Thu, 4209 222 FM
19. ASCAmember Thus, 4205 12:45 PM
20. Craneoperator Thu, 4206 1123 AM
M. Certified Urban Forester Thu, 4209 3:33 AM
2. B5. Omamental HorticulturaQualified Applicator License Wed, 4105 738 PM
3. QAL Tue, 331408 10:35 AM
4. Certified Wild Man Mon, 33003 10:15PM
23, QAL Mon, 33003 10:14 PM
6. QAL Maon, 3,30/03 955 PM
7. Certified Urban Forester Maon, 33003 525 AM
28. Registered Consulting Arbarist, Qualified Pest Control Certificate Mon, 33003 532 AM
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. contractors liznss
. California Lisznzzd Profesional Forester

. Applicaton Tree Growth Regulator

. licens=d contractor

ASCA

. J0y=ars expenenc in bussiness

. TCIA acoredited company

. Heavy squipment operatar

. state contraztor

. ASCA Arademy Graduste & Member

. Californiz Cartifisd Nursery Professional

. applicator lic

. BSc Agricultural Biology, PCA, QAL

. University degrees, CPRU first 2id others
. \Qualified Applicators Liznze, Landscape contractor o7
. horticutturist, te.

. QAL Contracter lic.c27, 443

. B% D=grezin Park ManagementForestry

. ARCAMember

. DPR QAL; LICR BS bioagy whatany minar
. AECAmember

. cert. arborist  retirered

. Calicznzzd Landzcaps Architeot

. Pest Control Adviser

. QAL,PCA.CTSP

. ASCARegistersd Conzultng Arborist, CUFC Cartified Urban Forester

. PCOQal

Sun, 32909925 PH
Sun, 2305 TAT M
Sun, 32309 224 PH
Sat, 32803 1000 AM
Sat, IR 51 AM
Fri, 32703 927 PM
Fri, 22703 TAG M
Fri, 32709 324 PH
Fri 32705 231 PH
Fri 32709 230 PH
Fri J2TA9 215 FM
Fri 32705 116PM
Fri, 32709 1248 PM
Fri 32709 1219 PM
Fri 32709 1217 PM
Fri 22709 11:56 AM
Fri 32709 11:53 AM
Fri, 32703 1020 AM
Fri, 32709 10:19 AM
Fri, 32709 10:13 AM
Fri, 22709 10:08 AM
Fri 3208 942 AM
Fri J2T09 342 AM
Fri 32709 330 AM
Fri 32709 934 AM
Fri, 32703 920 AM

Fri, JETA09 525 AM



10. Do you feel your co-workers or employees can deal with customer complaints effectively?
(No Other Answers)

11. Do you have a company policy that deals with customer satisfaction?
(No Other Answers)

12. In which market do you work?
(No Other Answers)

13. What size would you consider your company to be?
(No Other Answers)

14. Do you perform?
(Other Answers)

Displaying 1- 28 of 28 responses JumpTD; Ga »>

Commant Text

Responss Dats

10.
1.
12
13
14
13
16.
17.

18.

B8 OB B ORE B OB

Hazard Tree RemovalCare

irmigation for trees

Wz zre 3 tres care division in 3 large |sndscape company

©rane service, masonary, construrction, demolition, strest swesping
Inwentony

tres work iz subcontracted basad on my estimatzes

tree relocatoin

Services to Arvy and Mavy Military basss

education onhy
Irrigation
Custom Milling

Tra= planting , tres transplanting
Tres planting - 15 gal. - 38" box
Irrigation

organic spraying

custom milling

Specisity pruning

Irrigation

. Munizipal plan review

. Plans Reviews, Construction Tree Preservation, Tree Inventories
. orchard work

. interior plant installation/ maintenance, sports turf, pest control

. arborist reports (with consulting)

Gls

Assthetic Fruning

. Property Management
. proeducts for PHC

. Licenzad Landscaps Architecture: Environmantal Planning, BMPs, Sustainable Organic Gardens: Public Spasker Trainar

Sun, 42609 3:40 AM
Thu, 42303 5:52 AM
Wed, 422009 448 PM
Fri, 4209 642 PM
Thu, 42408 72T PM
Thu, 42405 6:42 PM
Thu, 4208617 PM
Thu, 4245 12:43 PM
Thu, 42409 11:36 AM
Thu, 42405 10:38 AM
Thu, 42409 517 AM
kbom, 230009 10:15 PM
Mon, 330005 532 AM
Sun, 3305 224 PM
Sun, 32305 758 AM
Sat, 32809 958 PM
Fri, 32705 1001 PM
Fri, 32745 T16 PM
Fri, 327405 324 PM
Fri, 327405 230 PM
Fri, 32705 1215 PM
Fri, 32705 1217 PM
Fri, 327405 1155 AM
Fri, 327408 11:53 AM
Fri, 32705 10:52 AM
Fri, 32705 10:12 AM
Fri, 32705 10:04 AM

Fri, 327405 9:42 AM




15. Could you estimate what percentages of your sales are from?

(Other Answers)

Displaying 1200030 raspansas
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Commen Terd RasponseDais
1. 20 Tree plarting Sun 4SS0 A0 AN
1% FrlAS408 302 M
] ‘Wed 422031007 PR
4 o frewood Wad 4220335970
E 5 ‘Wed AS20320TFM
& STansplaning ‘Wed A45037ATPM
T 3 Frl4s0ac45 R0
£ 10olsing Frl4s0ac15a0
g 5 Tho AZ03 1027 P
10, 100% reerziocaton ThAZRAEITFM
1. Z5Msinenanos TrAZ0as1Zr
2 15 ThAZRAZ0E RN
15 Mosslas ThAZRAZ0IFM
4. plaving 105 Thu AS0a538 AN
16, Maimenance-20% Tue 3B 101 AN
1/ &% Tue 35103103940
7 1 Mon 35003955 P
18 W Mon 35009315 PM
# 0 Mon 35003954 AN
o0 ¥ Mon 3500395340
FiR- Mon 3500325940
20 kAl b
14 S 3RE09952 PN
FOR FriZ2TiE 100174
€ 0 Frl3ETRa 114 A
28, EsweLandscaps Mansgament Frl327R8 1245 7M
I Frz27ie104s A0
28, Sumpgrindinggoss winremovals Frl327R8 1026AM
H % FriZET0e 10080
W s Frl 32708 100444
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16. Where do your customers and/or clients come from?

(No Other Answers)

17. Other than providing quality work and good customer service what do you think is the most effective way of attracting new customers?

Please try to answer in one or two sentences.

Displaying 1-123 of 123 responses
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voluntzer in community groups; speak at master gardensrs; connect with nursenies, garden groups.
word of mouth

Dioing good |54 work!! Being closs to your local UG coop.

Hnowledge of matter at hand

Inform clients of what a tres nesds. Advise against unnecessary or counter-productive pruning.
Foster trust and respect with okder quality landscape maintenance professionals who give me new customers,
Local advertising, having booth at bocal home and garden show.

In this present economic environment, | havent got a clue.

advertising and referals

Just plain doing good wark — word of mouth

A web-site that is presentable, with good information for lay-people.

Word of mouth.reputation.

Astetic pruning quality

Extablishing trade allies in green businesses, e . lswn maintenance, landscaping, nurseries.
Marketing / pricing

(Getting out ther in the community, being invel ved, coming into contact with the good folks in the community. | am invelved in alot of
voluntaer programs and events such as; Arbor Dy, Earth Day, reforzstation and environmental restoration projects, highway tres
planting, pruning and planting demonstrations.

Professional Appearence

good and clean equipment, reputation, neat and clean sales person, price, knowledgesble, and references
Education of home owners and association managers

Go directhy to your tanget costomers,

Being patient and informative to the customers at all time.

Trade organizations, face to face seling.

Stand out from the competition,

sarvice valuz of tress

City/County requirements

Sun, 426005 1:12FM
Sun, 42509 1027 AM
Sun, 42803340 2M
Fri, 42405 302 PM
Firi, 42400 6:48 AM
Thu, $23/055:52 AM
Thu, 42303503 AN
Wed 42203 10:34 P
Wed 42208 1024 P
Wed, 42208 1007 PM
Wed 42203532 PN
Wed, 42205 501 PM
Wed, 47205 4:48 PM
Wed, 42205 207 PM
Wed, 42205 1251 PM

Wed, 42203 1124 AM

Wed, 42203 1023 2N
Wed, 41503 17 P
Tue, 41409335 PN
Sat 411031038 FM
Fii, 43403 643 FM

Fri, 43005 212 FM

Fri, 4303 1245 FM
Fri, 4203 921 AM

Fri, 4203 838 AM
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Prowiding them with excellent customer service and information. Providing proposals in a fimehy manner,
Public education on what good quality really is.

PROPER PRUNNING

connecting with client

refieral

Baing clzan cut and knowledgeatle.

Using my knowlege and education in arboriculturs to my advantage and having a standand of ethics that | stand by,
Appearancs of personnel and egquipment.

Hanest conversation and setting high standards for onsite conduct.

Visibility

getting refferals from existing customars

having a good national economy

customer sevice let them know what happing on thers job

Asking 2xisting clients for refemals

[ wizh | knew..

When they sz the wark my company doss they want to hire me

Clean cut appearance and good company uniforms. English speaking communication

Refersk

Word of mouth from satisfied existing customers and advertizing on the web.

Knowledgeable, courtzous, effective communication.

Rezponding to customers calls prompthy.

Word of mouth and a good looking website.

Providing optional s2rvices such 25 hardscaps, drainage issuss, ete.

Professional presentations

Bz proactive about networking and mesting people. Every one you mest is a potential customer or refemal.

Around hers, word of mouth. As a one man show, | cando a much better and cheaper job of pruning than can a larger company with
3 crew and equipment overhead Most of my clients dont look at ads, they azk neighbors and friznds

Educate your client, the work sells itself.

Fri, 4309 832 AM
Fri, 4309 TS0 AN
Fri 4209726 AM
Fri, 4309 1218 AM
Thu, 4208 10:27 FM
Thu, 4209 1002 PW
Thu, 4203 1002 PM
Thu, 4208 91T FM
Thu, 4208 T2TFM
Thu, 4208 18 FM
Thu, 4209 8:42 PM
Thu, 4203 6:17 PM
Thu, 4208 6:17T FM
Thu, 4209 8:12 PM
Thu, 4202 600 Pl
Thu, 4203 54T PH
Thu, 4208 500 FM
Thu, 4209 232 FM
Thu, 4203 202 PM
Thu, 4203 12431
Thu, 4208 1201 Pl
Thu, 4208 11:19AM
Thu, 4203 10:38 AM
Thu, 4203 3:31 AW
Thu, 4208 328 AM

Thu, 4208 325 AM

Thu, 4208 517 AW
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Selling landscape maintenance and otherwork to build & customer base

(Quick razpanza to prospact queniss. Televizion.

netwarking with other industry professionals. | do not compate dirsctly with reqular tree s=rvice busingsses
Frofessional appearance

Refemals

networking

Word of mouth & direct refemal

Having an informative and interactive website

| do 3 radio show on horticulture in Southem Nevada, a & minutes spot on our local NPR station, a5 well as write for their magazine,

which attracts 2 LOT of our customears.

Truthful to clients, giving them what they need.

keepdaing what is good for tress

| wigh [ knew,

Honzsty

none

lean appearance manners

Refered by past customers

educating people by teaching 3 ¢lass orgiving 3 talk o looal groups

Expozurs and promation, by keeping the buzingss name out there people become familiar with the name. When customers need
the service, they usualy think of the most familiar name, (brand recognition).

Hwarangss of the environment,

Completely satisfy the customer that you ars cumanthy working with and they will refer ather new customers
using wark references completed job sites and fair prices

Ward of mouth,

Competitive pricing

Haome shows and other community-outreach vents

Emergency Services & Fres Estimates, Educated customers.

Trimming with standards n topping perserving trees

talk to community groups

Thu, 4205 915 AW
Wed, 4105 T-38 FM
Wed 4109240 AN
Wed, 4105 5.37 AM
Wed, 4105 5:18 AM
Tue, 32109 10:58 PM
Tue, 32109728 Pl
Tue, 331092:32 FM

Tue, 33105 1101 AM

Tue, 33105 10:35 AM
Meon, 22008 10:15PM
Mon, 23009 524 PM
Mon, 13009 248 PM
Mon, 32009 234 FM
Mon, 32009 1:55 FM
Mon, 12009 5:35 AM
Mon, 32009 8:55 AM

Mon, 32009 7:47 AM

Mon, 120/09 6:25 AM
Mon, 32009 5:32 AM
Sun, 32905955 FM
Sun, 32509925 PM
Sun, 3209 TATPM
Sun, 32903 TORPM
Sun, 32905 224 PM
Sun, 32509758 AM

Sat, JZB05 358 PM
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Satizfied customars that tell others

connections to hort & arb. educators

Kezping up to date with current reszarch and literaturs,

keeping cument customers happy

Customer refiemalz, active marketin go neighbars.

word of mouth

Reputation, longevity in the industry and good wil in the community through charitable giving.
| knw what ' doing, Most people DONT

Netwarking

ducating the customer on proper tres cane, Alex Shigo is my mentor in this are3 and the idea that roots have tress.
well marked trucks, and talking to neighbors observing our wark

Networking and being extremaly likable and reazonable. Must have very opzn communization and be able to knowwhat they want
and ask them about that, don't make them sk you. You need to be very proactive and sensitive to what their needs might be. You
have to put yourself in their shoes to do this. You need to have a very good understanding of vanious classes, races, religions, sto of
peaple.

Word of mouth.

Bzzoming 3 qualified vendor for govemment work (particulary City in Honoluli). Baing able to tell people that you do govemment
wark means that you mest 3 certain standard because peopls know the (City) govemment soreens arborists carefully

Baing well rezpactad by clients for having 2 broad knowledge base.

Customer education, Industry regulation, Government regulation

whywhould | want to give awsy 3 competative edge by telling you?

Pricing

ilove peopke and i love tress

deliverthe goods, prevent undesinablz situstions andior client education regandless of aconomic status,

Some ournew busingss has been genarated by my reputation a5 3 very respectzd garden columnist and radio garden show host,

. Asking existing customers for refamals,

. Abwzys be Chzing,

. Bz active, connected and prominent in the community inwhich you wark

. Teaching and public speaking, volunteer work for wellchosen arganizations.

. Trez Presryation image, Overall valus

Sat, JZ8096:35 FM
Sat, JZBO9 B34 AN
Sat, 2809521 AM
Fri, 32709 1001 FM
Fri, 32709552 P
Fri, 32709527 PM
Fri, 32709 746 PM
Fri, 32709 TG PM
Fri, 32709515 PM
Fri, 32709 344 P
Fri, 32709 224 P

Fri, 32709 230 PM

Fri, 32709 245 PM

Fri, 32709 114 P

Fri, 327091248 FM
Fri, 32709 1248 P
Fri, 327091245 FM
Fri, 327091219
Fri, 32709 1219FM
Fri, 327091207 PM
Fri, 32709 1156 AW
Fri, 327091153 AM
Fri, 32709 1153 AW
Fri, 32709 1121 AM
Fri, 32709 1052 AM

Fri, 32709 1048 AW
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. Azsoriation with others in the green industrizs, landscaping, nurssniss st
. Thequality of wark speaks for itself, word of mouth, and kesping your word, fast communication, and returning calls frequently
. Activein promating company within the community and providing some form of "value added” marketing..

. Honesty

in this ecanamy | dont know

Giving fres talks and demanstrations, word of mouth and being ‘ntersted instead of interesting.

Netwarking with local tree care providers, Cities, architects, landscape designars,

Educate customer with scientific reszarch based tres related articks

while working - being 2220, after sesing the mathods they call ight awsy.

Having frindly, courteous, considerate smploy=es and management.

Ward of mouth based on quality work and service.

public: racognition, visibility in community,

Sitting the right expactations with the client from the begining. Honesty and integrity conducting the business,

using the infernet. possessing good credentials and well frained employess.

. Create3 good work environemnt because good employess are conducive to busingss, Pay attention to existing clients,
. (3ood company site image, from the shape of trucks and other equipment to the language us=d on job site
. contacts

. Smile and make the client el you are doing what is right for the tree. Tell clients when work is not nesded. Ba honest.

Fri, 32709 10:24 AM
Fri, 327009 10:32 AM
Fri, 32709 10:28 AM
Fri, 32709 10:28 AM
Fri, 327009 10:15 AM
Fri, 32709 10:13 AM
Fri, 32709 1008 AM
Fri, 32708 10:02 AM
Fri, 32709552 AM
Fri, 32709 5:47 AM
Fri, 32TA95:42 AM
Fri, 32T095:42 AN
Fri, 32709.5.35 AM
Fri, 32TA095.24 AM
Fri, 32709520 AM
Fri, 2709525 AM
Fri, 32705.5:18 AM

Fri, 32T09.5:18 AM

250 responses per page ¥



18. Which of the following benefits do you offer your hourly and/or salary employees?

Displaying 1-43 of 43 responses

(Other Answers)
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Comment Tazt Rasponss Dats
J 1. bonus at end year, 12 medicaling premium Sun, 42505 1:12PM
] 2. Assiztance for junior college Wed, 42208 332 PN
} 3. Hugsbonuzes Wed, 42208 501 PM
] 4. work clothes, milage. paid lunch, paid commute Sat, 41109 10:38 PM
] 3. allare partnars Wed, 4809 804 P
| & vesrengtonss Sun 4509447 PH
] 7. 5300z yearforzafety, attendance, parformance, attituds Fii, 4309 6:43 FM
} 8. nons Fri, 4309 921 AM
] 8. Mone because | work slons Fri, 4305 8:38 AM
] 0. | pay my warkers highsr than average wages formy ares Fii, 4303 6:15 AM
J 1. Pay forlunchciggaretts, and drinks. Thu, 42003 10:03 PM
] 12. Paid expenses to seminars, certification, ete. Thu, 4203517 PM
.‘ 13, we arz 3 partnarship. no bensfits Thu, 4205617 PM
] 14, uniforms, co. vehickes forsslanizd, 2l tooksisquip reg, Thu, 4203 434 RN
] 15, Allemployzss zr2 part time. The, 4205528 AM
J . Noemployees Thu, 4205525 AN
] 17. Moz, I'm thes only employse Wed, 4103540 AN
} 18. Self Employ Tue, 331405 1025 AM
] 19, gascands Man, 32003 524 PM
] . nong;haveno employess Men, 33005 2.34 FM
J . Oneman company, no employsss Men, 320005 3.5 AM
] 22, Tmmy onby employzs, my husband helps whan i ne2d an 2xtra hand. Man, 32003 8:59 AM
} 3. lifzinzurance and dizability Sun, 32505 325 FM
] . |work zlone Sun, 32308 3T PM
] 23. nocrew Sun, 32908 TOEFM
| 2. nofultimers Sat, 32809358 F)



J 27. | have no regular employess Sat, 22800521 AM
} 28. Medical care | assume means health insurance? Fri, 32703 TAGFM
] 3. | am not the owner | of fer nothing | just recaive. Fri, 32705 230 PM
] 30. noemployess - just owner Fri, 327059 114 PM
J . Noemployess Fri, 32703 1245 F)
] 32. noemployess, only collaborators Fri, 32705 1215 PM
} 33, Tuition remission for employee and dependants Fri, 32709 1217 PM
] M. Idsys bereavement pay Fri, 32705 1153 AM
] 35, Self employed / No mployees Fri, 32708 1121 AM
J 36. | am a one-person operation Fri, 32709 1052 AM
] 37. 555 bonus Fri, 32705 10:48 AM
} 38, one out of 3 employess gets health insur, it is too expensive to insure the entire staff Fri, 32705 1032 AM
] 3. Ihave had to eliminate all benefits to stay in business, we are down to only two employess Fri, 32709 10:15 AM
] 40. Noemployess, we work when the work needs to be done Fri, 32709 10:13 AM
J H. Noemployess Fri, 32709 1008 AM
] 42, profit sharing Fri, 32709 3:43 AM
} 43. F5A Dental, Desabilty Insurance, Life Insurance Fri, 32705 935 AM
] 44, Educational incentives, uniforms Fri, 32703 325 AM
] 45. none. Fri, 32705 5:18 AM
19. Typically paychecks are distributed?
(Other Answers)
Disgilaying 1 - 19 of 19 resy et J.I'I'I-DI'D\::1 [2
Comment Text Hesponse Oate

ash every day of work

Thi, 423005 2.52 AM

2. 1z mignth Wisd, 423000 1124 AM
4 Meone because | work slons Fri, 473509 @:38 &M
4. Waeekly, bul salared empbapsis ane pasd monthly Thi, 47208 517 PM
h N3 Thi. 45208 617 PM
8. 1amaone man band for now, Thu, 42108 8.00 PM
7. @eery day ol Mg &nd of The day OR0H & wibbk Thu, 4508 547 PM
B E-lonmly Thu 42200 10:38 AM
Bi-rantily Thi, L7208 531 AW
10. as job panmits Tud. 20108 10030 AU
11. no employees Mo, V30039 2234 FM
12, Whin Ty desend 10 git padd, and if my Tuck has beon washid & wansd Mon, 30ME 625 AM
13 no employess Suan, J2ioD 7T P
A, whien Bee's enough oy in B comgany 1o Bk an owne’s diae Fri, 127048 114 PM
15, Monifily OWners araw Fil, 32708 1248 Fl
16. Take draws &5 nesded Fii, W27 11:21 AW
7. Mo emiplaysns Fini, 32708 10:02 AM
18 MNA Frl, 32700 Ged2 Al
18, i donl pay anyon Fri, L2700 518 AW

20. How is the economy affecting commercial arborist? (No Other Answers)
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