
Successful Arborists Today 
Are Good Business Managers 

A WTT staff report based on 
an interview with F. L. Dins-
morefounder and senior 
partner of Dinsmore Tree 
Service Company, St. Louis, 
Mo. 

Knowing how to grow and 
care for trees doesn't insure suc-
cess in the tree business today. 
The arborist has found he has 
had to become a businessman, 
and a good one to survive. Ex-
perience in tree culture is still a 
valuable asset. The same can be 
said for customer service. But 
experience and happy customers 
do not guarantee the income 
needed to pay labor, maintain a 
modern office, carry liability in-
surance, and buy the expensive 
equipment needed to operate. 

These are facts of the business. 
Successful arborists accept them. 
Typical among those who repre-
sent the operator today is F. 
Lewis Dinsmore, Dinsmore Tree 
Service, St. Louis, Mo. Dinsmore 
has spent 40 years in the busi-
ness as an employe, as a self-
employed lone operator, and as 
manager and owner of a going 
concern for the past 35 years. He 
is a businessman. 

Experience coupled with busi-
ness acumen has paid dividends 
for Dinsmore. He uses experi-
ence to keep shop time to a min-
imum. Shop time is the unpro-
ductive hours when employes 
are on the payroll and earn time 
which cannot be assigned to a 
particular job. This reduction in 
shop time and a number of busi-
ness principles combine to make 
the Dinsmore Tree Service one 
of the best in the country. Dins-

Planners for Northwest P laza Shopping Center , St. Louis, Mo., one of world's largest, in-
cluded 600 trees in the development to enhance its beauty. F. Lewis Dinsmore, checking newly 
planted tree, was one of 4 Metropolitan St. Louis arborists invited to bid on the planting. 
Result was that the 4 pooled their bids and handled the job on a partnership basis to the 
mutual benefit of both developer and tree companies. Partners in the major venture were 
Teston Tree Treatment Company, Suburban Tree Service, Shield Shade Tree Specialists, Inc., and 
Dinsmore Tree Service. 

more's p r a c t i c e s a r e t h e type 
which have been used by many 
arborists, some more successful-
ly than others. Though by some 
standards Dinsmore's operation, 
which consists of about 20 em-
ployes, is small, it is typical of 
the vast majority of tree service 
businesses today. 

Take his rules for keeping 
down shop time hours. They 
have come as a result of experi-
ence and service to longtime cus-
tomers. Rule No. 1 consists of 
zoning the St. Louis area. In 
short, Dinsmore has laid out his 
own system of zoning to fit the 
areas he serves. He covers the 
greater metropolitan St. Louis 
area but still finds his business 
concentrated more in some areas 
than in others. In determining 
size and scope of zones, the num-

ber of customers and the type of 
business is taken into considera-
tion. Each foreman is assigned 
a zone for which he becomes re-
sponsible. This works especially 
well for the usual types of spray-
ing, but tree work is also han-
dled in this manner. By having 
a zone to work, foremen save 
travel and route time by careful 
scheduling. They do very little 
backtracking. "Jobs are not han-
dled as they come in but by 
where they are located, that is," 
Dinsmore says, "if people will 
stand for it." Spray work, for 
example, is scheduled in advance 
to take advantage of the zone 
system. Customers are assured 
that their work will be done "at 
the proper time." 

Annual service contracts are 
perhaps as important as any one 
factor in reducing unproductive 



hours. These, coupled with new 
jobs permit foremen more lee-
way in s c h e d u l i n g . Summer 
spraying and dormant oil spray-
ing during late winter or early 
spring can be scheduled well in 
advance and an efficient route 
schedule planned. 

Many longtime customers are 
not on annual service contracts 
but expect Dinsmore Tree Serv-
ice to provide them regular serv-
ice. D i n s m o r e r e a c h e s these 
people, and others as well, by 
mail. He uses direct mail service 
to about 3000 selected customers 
each month. These mail pieces 
are reminders to call in for serv-
ice, aimed at keeping last min-
ute scheduling to a minimum. 
Just because Dinsmore provides 
a service to a customer in his 
prime target area does not qual-
ify that customer for direct mail 
service. This service is limited 
to longtime private and commer-
cial customers rather than to the 
customers who only use a pro-
fessional arborist for emergency 
and special jobs. Copy in the 
direct mail pieces usually con-
cerns spraying, tree moving, and 
general tree care. He also re-
minds customers that trees are 
available. 

Direct mail is the only type of 
advertising which Dinsmore uses 
on a regular basis. Like other 
businessmen he supports com-
munity ventures such as school 
yearbooks and the like. But gen-
eral a d v e r t i s i n g as such has 
never been a practice of the com-
pany. He has found that regular 
customers and r e f e r r a l s h a v e 
combined to keep his crews busy 
through the years. Much of this 

A t t r a c t i v e a n d 
m o d e r n o f f i c e 
h e a d q u a r t e r s which 
is located in affluent 
s u b u r b a n area has 
proved a business as-
set for Dinsmore Tree 
Service. F o r m e r l y , 
warehouse and tree 
lot were located at 
side and behind this 
building. When the 
site became a high 
tax area, D i n s m o r e 
p u r c h a s e d outlying 
land for a new ware-
house and built 5 ad-
jacent store buildings 
which he now leases 
to retail businesses. 

must be attributed to providing 
good service at a fair price. 

Dinsmore readily admits that 
profits in the business today de-
pend on spraying and tree mov-
ing. This makes careful sched-
uling and timely service even 
more important. R e c o g n i z i n g 
th i s , g e n e r a l t r e e w o r k is 
planned around these more prof-
itable phases of the business and 
used to keep men employed. 
When conditions are unfit for 
s p r a y i n g , such as on mildly 
windy days, men can be de-
ployed to pick up waiting tree 
work. 

Free coffee also cuts unpro-
ductive hours. Dinsmore keeps 
a big coffee urn full of fresh 
brew for his crews; has it ready 
along with donuts or cookies a 
half hour before they leave on 

jobs. This, he says, eliminates 
the lost time crews use by stop-
ping for coffee enroute to the 
job. Further, it boosts employe 
morale and saves the worker 
spending out-of-pocket change 
on the job. The employe thinks 
the free coffee and donuts are 
a good deal, and a favor from the 
company. Dinsmore believes this 
practice does more than save 
time. Along with the banter, 
normal in a coffee session, he 
finds that the men exchange job 
experience and gain from the 
morning sessions. 

Foreman Lives At 

Site of Nursery 

Another shop time saver is 
housing one foreman, Harry El-
kins, in a home at the nursery. 
Elkins does the tree digging with 
power equipment and is always 
on hand to help the driver load 
a tree. This saves sending an 
extra man along to pick up the 
usual tree. Also, if the wind is 
too high for spraying, Elkins 
stays on the job at the nursery. 
Here, there is always work fill-
ing holes and lining out new 
seedlings. Besides replacing trees 
in the nursery lost by sales, 
Dinsmore has been increasing 
his nursery tree stock at a rate 
of about one acre each year. This 
permits him to keep up with the 
increased demand. 

Power equipment used to dig 
trees consists primarily of a Da-

Car l Hess , left, will 
shortly celebrate his 
35th anniversary of 
service with Dinsmore 
Tree Service. Assist-
ing him in checking 
s c h e d u l i n g is Mrs. 
Charlotte Allen who 
has become a spe-
cialist in h a n d l i n g 
telephone customers. 



vis trencher with hillside attach-
ment. Dinsmore says a square 
trench is dug some 6 to 8 inches 
greater than diameter of the ball 
will be. Once trenching is done, 
roots are fine cut with a sharp 
spade and the ball hand shaped 
round with the spade. 

Finally, Dinsmore follows the 
practice of keeping well-trained 
men as the hard core of his busi-
ness. These men are hired on a 
full-time basis and guaranteed 
year-round labor. Part-time help 
is hired for seasonal work. 

Probably more important than 
the productive hours saved by 
Dinsmore's management p r a c -
tices is his business acumen. He 
uses the bes t p r i n c i p l e s now 
available to the small business-
men. An auditor furnishes him 
a monthly report. This report, 
drawn by the auditor from book-
keep ing e n t r i e s supplied by 
Dinsmore's Girl Friday, gives 
costs of sales, a statement of con-
dition of the business, and a 
profit-and-loss statement. He 
uses this monthly information 
on which to base his prices. Dins-
more operates on the theory that 
you can't wait the better part of 
a season to learn whether the 
small percentage increase being 
paid for materials is affecting 
the profit structure. He doesn't 
believe price is the key factor in 
ga in ing and holding customers. 
Most of the private customers 
who make up 80% of his busi-
ness, and the remaining 20% who 
are commercial accounts, are 
more interested in service and 
reliability than in a few dollars 
less on the cost of a job. 

Clients Select O w n Trees 

A n o t h e r b u s i n e s s practice 
aimed at client satisfaction is 
making sure that trees planted 
by the company fit the location 
and surroundings and give the 
effect which the purchaser is 
seeking. For this reason, Dins-
more shows his nursery trees by 
appointment. In the case of a 
homeowner, if he isn't familiar 
with the h o m e s i t e D i n s m o r e 
makes arrangements to pick up 
the husband and wife. This lets 
him assess the situation and later 
guide them in selection at the 
nursery. Some 99% of his cus-
tomers tag their own trees at the 

Take a good look at the Fitchburg 
feed plate. It's p a t e n t e d - n o other 
chipper has this feature. Because the 
f e e d p late is spring-activated, it 
"gives" and automatically adjusts to 
size of wood, up to the machine's rated 
capacity. Result: N o sudden shocks to 
rotor assembly, engine can be run on lower 
r.p.m., chipping is smoother, quieter and faster. 

No hard-to-control fly wheel. The spring-activated feed plate makes a fly 
wheel unnecessary. N o waiting for fly wheel to speed up, no worries about 
safety, bearing troubles, or clutch strain. Compare the ease and efficiency 
of a Fitchburg with any other chipper! 

ALSO COMPARE THESE OTHER FITCHBURG FEATURES: 

• RUGGED CONSTRUCTION, PRECISION-ENGINEERING. Bearing seats 
are precision-bored in heavy duty, trouble-free bearing holders. 

• SAFETY STOP SWITCH (standard equipment). Stops all moving parts 
within seconds — gives your crews greater protection. 

• LARGE, HINGED, WAIST-HIGH FEED APRON. Protects operator from 
cutters, feed apron can be closed when chipper is not in use, saves 
space in storage. 

• SOLENOID SWITCH (optional equipment). Motor can be idled between 
feedings. Saves fuel and engine wear. 

• PATENTED QUICK-OPENING 2-WAY CHUTE. Operator directs chip 
flow, front or side with flick of wrist. Easy access to steel alloy blades. 

FREE —Get full facts about Fitchburg Chippers. Write to the Fitchburg 
Engineering Corporation, Dept. WTT-62 , Fitchburg, Mass. 

'Optional Equipment 

Why the spring-activated feed plate -
an exclusive feature of the 

F1TCHBUR6 CHIPPER 
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PROFESSIONAL 
PRUNING TOOL 

CATALOG 
Complete specif icat ions, 

prices, spare parts list for the 
SNAP'CUT Professional line of 

lopping shears, tree pruners, hand 
pruning saws, pole pruning saws, 
pruning poles, pruning shears, 
tree wound dressing, cable cutters, 
saw and pruner sheaths. 

Everything you need for Line 
Clearing, Forestry Work, Brush Cut-
ting, Nursery Care, Root Cutting 
and Pruning, Professional Tree Ex-
pert Work. 
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nursery. Dinsmore selects trees 
only for commercial accounts 
and a very few longtime cus-
tomers. Occasionally he will se-
lect a tree for a client after mak-
ing it clear that once the tree is 
planted it cannot be returned. 
Through the years this practice 
has paid dividends in customer 
relations. He finds that once 
customers have selected a tree 
and have it planted at their 
home, they are always pleasant-
ly surprised at how much great-
er in size the tree appears. This 
is a plus factor common to the 
business. If a customer ques-
tions price of a tree, Dinsmore 
frankly appraises them of the 
fact that the arborist is primar-
ily selling time, meaning the 
time to grow the large, carefully 
nurtured shade tree. 

Large Accounts 
Usual ly A d v a n t a g e o u s 

Big, new commercial develop-
ments are tempting to the arbo-
rist. The chance to bid and win 
the big account is usually ad-
vantageous, but for only one 
year. This may be good, but it 
can usually be handled only by 
sacrificing service to regular ac-
counts. When Dinsmore was one 
of four St. Louis tree companies 
invited to bid on the huge, new 
St. Louis Northwest Shopping 
Center tree program, a center 
which is one of the largest in 
the world and which has prob-
ably spent more to beautify the 
area with trees than any, he first 
considered the effect this one-
season project would have on 
his business. As a result, he got 
together with the three other 
companies invited to bid and 
suggested they pool their efforts 
and resources and submit one 
bid. This proved to be satisfac-
tory with the developer and a 
happy arrangement for the arbo-
rists. Result was that the four 
divided the 600-tree job both dol-
larwise and by numbers and 
each was able to supply the type 
of trees most available to him 
via his nursery or other channels. 
In this way, all were able to han-
dle what has proved to be a mas-
terful accomplishment and at the 
time protect service to their reg-
ular customers. Dinsmore regu-
larly handles a number of large 

commercial accounts including 
McDonald Aircraft, M o n s a n t o 
and others. 

A business practice available 
to any arborist is that of study-
ing the practices of others in the 
business. Dinsmore reports that 
through the years he has care-
fully studied large operators, ap-
plying some of the principles to 
his own business. For example, 
he has moved when necessary. 
He found that increased taxes 
made his warehouse and tree 
sales lot too valuable a property 
for these purposes. So he pur-
chased a site about one mile 
from the o r i g i n a l o f f i c e and 
warehouse and built a new 4000 
square foot building to fit his 
operation. He maintained his 
headquarters and office at the 
original site and built five ad-
ditional store buildings which he 
rents to suburban Ladue retail 
outlets. Also, he has bought and 
sold nursery acreage and at the 
same time retained the most val-
uable portion of his original 
nursery. 

Equipment must be kept busy 
to be profitable. Dismore buys 
equipment as needed, but will 
not purchase equipment which 
he cannot justify despite the 
temptation. He says it is impos-
sible to justify the price of a 
crane since it cannot be used on 
a regular basis. When the need 
arises, he leases a Bucyrus-Erie 
crane with 90' boom. Cost in-
cluding an experienced operator 
is only $20 per hour. This is used 
to take down large trees and to 
plant trees on terraces, permit-
ting the firm to take jobs which 
originally could not be handled. 
Also rented as needed is a low-
boy truck since this is another 
piece of equipment seldom used. 

Dinsmore originally started his 
career in 1928 as a tree man with 
the Davey Tree Company. After 
a s h o r t t r a i n i n g p e r i o d , he 
started working with Davey at 
Portland, Me., and later at Bos-
ton, Mass. He started on his own 
in a small way in 1931. Dinsmore 
believes that establishing a nurs-
ery was probably the big step to-
ward success and growth in his 
business. Prior to this he had to 
locate available trees and cart 
h i s c u s t o m e r s to t h e m . He 
started the first trees at the 

[SUBS 



nursery in 1935. All are planted 
in three or four rows on 12'xl2' 
squares beside 20' roadways. 
This permits easy access for care 
and removal. Dinsmore now has 
about 70 species of deciduous 
trees in the 110-acre nursery, all 
of which is not yet in trees. 

Associated with Dinsmore in 
the business is his brother, W. T. 
Dinsmore, who owns a minority 

share and is also a longtime ar-
borist. W. T., known among arbo-
rists as "Red," lives on a farm 
24 miles southwest of the Ladue 
office and maintains a small tree 
nursery along with working ac-
tively on a full-time basis in the 
business. 

For the future, Dinsmore pre-
dicts an acceleration in business 

for the industry. More people 
with greater appreciation for 
tree beauty will continue to in-
crease the demand. Dinsmore 
points to the growth of garden 
clubs, the moving of businesses 
from railroad sidings to high-
ways where they are developed 
into showplaces , a n d overall 
strength of the economy. These 
factors, he believes, are keys. 

Dinsmore Shop Time Savers 
1. Zoning the area served to save backtrack-

ing by crews. 
2. Annual serv ice contracts for a d v a n c e 

scheduling. 
3. Direct mail to regular clients as reminders 

for coming seasonal work and to help in-
crease advance scheduling. 

4. General tree work handled during slow 
periods. 

5. Company coffee to eliminate enroute cof-
fee stops. 

6. Housing located at nursery site. 
7. Maintaining hard core of year-round ex-

perienced men and supplementing with 
part-time labor. 

Dinsmore Business Principles 

1. Use of monthly audit report on which to 
base many business decisions. 

2. Assuring client satisfaction by getting buy-
ers to select and tag own trees. 

3. Protecting service to regular private and 
commercial clients by careful selection of 
new and large commercial accounts which 
might jeopardize company's record for 
customer service. 

4. Studying business practices of other ar-
borists, particularly large operators, for 
principles applicable to his own business. 

5. Leasing equipment which is expensive and 
necessary only for infrequent jobs. 

6. Maintaining own nursery. 

Treat Your Soil Right! 
New LINDIG Low-Temperature Aerated Steam System 

MODEL 848 
Soil T rea t ing 
and P lant ing 

Car t 

Lindig offers the first commercially available 
Soil Cart and Steam Aerator for preferred low 
temperature aerated steam treating of soil. 

This fast, efficient system fills the demand 
for low-cost safe control of plant-damaging 
micro-organisms, insects, virus, and weed 
seeds in soil mixes. When soil materials are 
heated to 145°-165° F. for a period of 30 min. 
most harmful elements are destroyed, but 
beneficial bacteria retain their vitality and 
capability to suppress mold causing patho-

gens. Soil does not become toxic, is not 
logged with moisture. 

Less than an hour is needed to raise tem-
perature and treat cart capacity of 48 cu. ft., 
using normal steam line pressure. Aerator 
can also be used to cool soil after treating. 
Treat large quantities by setting up continu-
ous system with one aerator and several carts. 
Aerator available in 350 CFM size. Cart Cover 
and 18" probe type Temperature Gauge avail-
able as accessories. 

For complete information 
and free literature, write 

M A N U F A C T U R I N G CO. INC. i 

1875 West Cour.ty Road C, St. Paul, Minnesota 55113 

Even 
" M A K E S T H E G O O D E A R T H A B E T T E R ' 


