
Many people have the im-
pression that obtaining a surety 
bond or dealing with a bonding 
company is about as pleasant as 
entertaining your mother-in-law. 
But the mystique attached to bonds 
is not as unreasonable as they have 
been portrayed. 

S i m p l y p u t , a b o n d is a 
guarantee of the performance of an 
o b l i g a t i o n . In i t , o n e p a r t y 
guarantees to a second party the 
performance of an undertaking or 
obligation by a third party. 

Historically, guarantees were 
given by individuals until the 1870s 
when corporations began issuing 
such guarantees for a fee. The en-
trance into this field by corpor-
ations was a logical step since going 
to a friend and asking him to 
guarantee something obviously is 
embarrasing, particularly if he 
refuses. In addition there was always 
the question of the adequacy of the 
guarantor. 

Today, bonds are required by 
federal, state, county and municipal 
governments to protect taxpayers 
dollars particularly in the area of the 
construction of government financ-
ed projects. The cost of these pro-
jects represents an expenditure of 
billions of dollars every year. To 
s p e n d t h i s m o n e y w i t h o u t 
guarantees that those receiving it 
will perform would border on the 
criminal. Owners in the area of the 
private sector of construction re-
quire bonds to protect their invest-
ment in their projects. Finally, sub-
contractors and suppliers rely on 
labor and material payment bonds 
as a guarantee that they will be paid 
for work they do and goods they 
supply. 

A surety bond is a written instru-
ment by which two parties, namely 
the principal and the surety, become 
obligated to a third party, the 
obligee, for the payment of a sum of 
money, not to exceed the bond 
amount, if the obligation set forth in 
the bond is not fulfilled. It is a con-
tract resting on an underlying con-
tract or obligation. 

This is not insurance. Many peo-
ple tend to equate surety and in-
surance as being the same thing 
because insurance companies are the 
major writers of surety bonds. This 
is due to the fact that insurance 
companies have the f inancial 
strength to put at risk. By virtue of | 
their financial strength and their 
having been in the business of exten-

By JOHN J. CURTIN, JR.* 

Inside Report From 
A Surety Specialist 

ding surety guarantees, insurance 
companies are the only corporate 
entities with the staff and the exper-
tise to properly evaluate a surety 
situation. 

There are several major distinc-
tions between surety and insurance. 
Basically, they are in the area of 
definition and approach. A surety 
bond is an extension of credit. It is a 
financial institution pledging its 
assets on behalf of someone else 
who does not possess those assets. 
While surety bonds are a pledging of 
assets they are undertaken with the 
idea that the pledge will not have to 
be honored because they have 
evaluated the obligation and are 
confident that it will be completed 
properly. On the other hand, in-
surance contracts presuppose loss. 
An insurance company knows that 
out of every dollar it takes in in 
premium a certain percentage of 
that dollar will be paid out in losses. 

How is a bond obtained? The 
first step is to talk to a surety agent. 
He should do the initial invest-
igation and make the submission to 
a company which best fits the situa-
tion. This is important because com-
panies, while they all adhere to the 
same basic set of principles, vary in 
their interpretation of those prin-
ciples and in their personnel. A good 
agent will generally be aware of 
which companies fit your situation 
best and will go directly to those 
companies. 

A surety is going to analyze each 
case differently and make its deci-
sion on the facts presented but the 
basis of the decision will be the peo-
ple involved more than any other 
single factor. 

Basically, from the point of view 
of the information desired by a sure-
ty all we have to do to anticipate 
their questions is to remember what 
they are doing. In most cases a sure-
ty is being asked to guarantee the 
pe r fo rmance of a con t rac tua l 
obligation and the payment of bills 
incurred in the course of that con-
tract. Therefore, it is logical for a 
surety to look at your ability to per-
form and to pay. Superimposed on 
these two areas is a determination 
that the seeker of surety credit 
possesses integrity. 

f Continued on page 56) 
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Trees [from page 54) 

the capsules when inserted will be 
situated in the sapwood with the 
head of the capsules flush with the 
cambium. This will allow the iron 
citrate to be dissolved in the sap and 
translocated to the leaves. Capsules 
inserted during the early stages of 
growth have produced positive 
results in 10 days or less. 

Information for the correction of 
manganese deficiency is not as 
readily available since Mn deficien-
cy of ornamental trees is not too 
common. But the use of manganese 
sprays has been effective in "green-
ing up" the foliage. However, the 
use of manganese chelates injected 
into the soil in the spring should 
produce more lasting results. 

Trees in well maintained turf 
areas are probably not starving to 
death. But in areas where turf is be-
ing irrigated with water that has a 
high pH, it is possible that certain 
species of trees may be lacking in 
iron or manganese. These deficien-
cies can be corrected by the use of 
Fe or Mn chelates or by inserting 
iron-containing capsules into the 
trunks of trees. 

BONDS {from page 16) 

In order to satisfy itself that you 
can perform a surety must inquire 
into and satisfy itself as to your: 

1. Background and history 
2. Your organization 
3. Your equipment or the avail-

ability of equipment 
4. Your business acumen 
5. The adequacy of your profes-

sional, i.e. legal, accounting, 
etc., advice 

6. Your cost records and internal 
accounting system 

Similarly, in reviewing your 
ability to pay your bills the surety 
must satisfy itself as to: 

1. Your credit history or how you 
have paid your bills in the past 

2. Your available bank credit 
3. Your corporate or personal 

finances 
Since your ability to perform, 

once questioned, is rarely tested on a 
regular basis the emphasis in the 
long run rests on your continuing 
ability to pay your bills and finance 
new work. The more financial data 
you furnish a good surety the more 
confidence you will engender. 

For instance, your fiscal finan-

cial reports are going to carry more 
weight than your interim financial 
reports. There are a lot of reasons 
for this but it all boils down to the 
fact that if you have really made a 
profit you will have to pay a tax on 
it. If you are paying taxes you are 
making money. Now, there are four 
methods of recognizing income, 
namely; 

Cash 
Accrual 
Percentage of Completion 
Completed Contract 
You can be on one method for 

taxes and another for credit. This is 
fine. But at the end of your fiscal 
year the surety can review your 
reported and unreported profits, 
determine what tax might be due on 
your unreported profit and arrive at 
an honest net worth or working 
capital for your company. The 
figure which they arrive at should 
not be what determines the amount 
of surety credit you receive but it 
will help them to determine your 
ability to pay your bills and finance 
new work. 

Scheduling in a financial state-
ment is almost a prerequisite since 

(continued on next page) 

S P R A Y I N G S Y S T E M S C O . 

Teejefr. 
S P R A Y N O Z Z L E S 
A N D A C C E S S O R I E S 

LINE and 
SUCTION STRAINERS 

Vari Spacing. Spl i t -
Eyelet and Hose 
Shank BODIES and 
NOZZLES 

SPRAY GUNS 

Over 800 
INTERCHANGEABLE SPRAY TIP TYPES AND CAPACITIES... 
tapered edge, even and wide angle flat spray . . . hollow 
and full cone . . . disc type hollow and full cone. . . and 
flow regulators. The most complete line for spraying 
herbicides, insecticides, fungicides, liquid fertilizers and 
foam solutions. All materials. For complete information 
write for Catalog 35 ... and for foam spraying 
^ ask for Data Sheets 13602 and 13626. 

SPRAYING SYSTEMS CO. 
North Ave. at Schmale Rd., Wheaton , III. 60187 
Te lephone: 312 665-5000 / Telex No. 72-8409 

P R O M P T S H I P M E N T F R O M S T O C K 

HI RANGER for MORE JOBS 
Model 4E-35PI Hi-Ranger speeds operators to many overhead 
jobs . . . lighting and signal maintenance, power lines, road 
and street signs, painting and repairs . . . quickly and more 
productively. Available as truck, track vehicle, or lift-truck 
mounted. Exceeds utility requirements, to 69 KV. 

• Exclusive one-hand 3 D control 
• Automatic platform levelling 
• 8 T 0 y 2 " max. insulation gap 
• Many mounting options 
• Fast operating 
• 8 ' 6 " stowed height 

(on truck pictured) 

S A F E R . . . 
HI-RANGER Aerial Towers meet the 
"American National Standard for 
Vehicle-Mounted Elevating and 
Rotating Work Platforms ANSI 
A92.2-1969," as required by the 
Williams-Steiger Occupational 
Safety and Health Act of 1970; Part 
1910. Occupational Safety and 
Health Standards; Section 1910.67; 
Part 1926. Safety and Health Regu-
lations for Construction; Sections 
1926.451 (f). 1926 556, 1926 952 

(b). and 1926.955 (e). as 
applicable. 

Write for 
"4E Data" 

H I - R A N G E R 

MOBILE AERIAL TOWERS, INC. • Dept. N • 2314 BOWSER AVE. • FORT WAYNE. I NO. 46803 

F o r M o r e D e t a i l s C i r c l e ( 1 1 9 ) o n R e p l y C a r d 



( classifieds ) 
W h e n a n s w e r i n g a d s w h e r e b o x n u m b e r o n l y 

is g i v e n , p l e a s e a d d r e s s as f o l l o w s : Box n u m b e r , 
e / o W e e d s Trees a n d T u r f , 9 8 0 0 D e t r o i t A v e . , 
C l e v e l a n d , O h i o 4 4 1 0 2 . 

Rates: A l l c lass i f i ca t ions 5 0 4 p e r w o r d . Box 
n u m b e r , $ 1 . A l l c l a s s i f i e d a d s must b e r e c e i v e d 
b y Pub l i sher t h e 10 th o f t h e m o n t h p r e c e d i n g p u b -
l i c a t i o n d a t e a n d b e a c c o m p a n i e d b y cash or 
m o n e y o r d e r c o v e r i n g f u l l p a y m e n t . 

FOR S A L E 
DOUBLE EDGE sod cutter blades. Will fit 
any Ryan sod culler. Works like double edge 
razor blade. Culs much more sod per blade. 
Made lo boll on bolh ways. $24.00 plus 
poslage. New aulomal ie sod loaders for 
direcl loading lo pallets, t rucks or trailers. N o 
workers needed on ground . Bolh products 
developed and designed b> Hadfield. Write or 
call Glen Hadfie ld , 4643 Sherwood, Oxford , 
Michigan 48031. Phone 313 628-2000. 

SOD BLADES for Ryan, Brouwer, Beck. 12" 
to 18" heavy dulv — $15.95, 24" — $17.95. 
Cut -of f blades 12", 15", 16", 18" — $6.00, 
20", 24", 26" — $8.00. All prices 1 .O.B. fac-
tory. Please wrile for complete li terature. 
Money back guarantee . R & R Products , 
3334 L. Milber, Tucson, Arizona 85714. 
Phone 602 889-3593. 

4-FITCHBURG BRUSH CHIPPERS, six 
inch by 12 inch, mounted on trailers with 
I ord six engines — $2,000 each. Henkcls and 
M c C o y , 4 n c . , Rising Sun, Mary land 21911. 

ARPS stump cutter teeth, lop quality and best 
price in U.S.A. , D. J. Andrews, Inc., 17 Silver 
St., Rochester , New York 14611. Call 716 
235-1230. 

U S E D E Q U I P M E N T 
FOR SALE: Sprayers: used and new; 
hydraulic and mist, all makes; Royal 20, 35, 
and 55 pumps . Used rotomisl parts , big dis-
count! Phone 313 665-5338 or 313 662-3507. 
Write: Ralph Mcl ar land, 209 Pleasant Place, 
Ann Arbor , Michigan 48103. 

FOR SALE Ryan sod cutters, 1-3 years old. 
"Big J " Sod harvester, Daymon sod rollers. 
1 rank Deak Son 1 arms, R l , Union Grove , 
Wise. 53162. Phone 414 895-2446. 

5 GANG ROSEMAN Mowers, $500.00; 7 
gang Roscman $900, all rebuilt and sharpen-
ed. Lllis I oulkes. Phone 414 326-5267. 

S E E D S 

L A W N S E E D S 
Wholesa le . Full l ine of quality grasses. Fescues. 

Ryegrasses and Bluegrass varieties Including Fylk-
Ing. Nugget and Glade . 

Wr i te today or call collect for pr ice quotat ions. 
(216) 7 5 3 - 2 2 5 9 

OLIGER SEED COMPANY 
Box 3765 Akron, Ohio 44314 

S O D QUALITY Merion Seed for discrimin-
ating growers. I y Iking, Delta, Park, New-
port , Nugget , Adelphi, Cheri , G lade and 
Baron bluegrasses as well as fine fescues. Also 
Manha t t an fine leaved rye grass. We will 
custom mix to your specifications. Michigan 
Stale Seed Co. , Div. of Vaughan-Jackl in 
Corp . , G r a n d Ledge, Michigan 48837. Phone 
No . 5I7 627-2164. 

H E L P W A N T E D 
TREE SURGEON-Salesman-Supervisor. B.S. 
p lus 5 years 1 ieid Exper ience . Overa l l 

knowledge of private, municipal and utility 
field. Hospital izat ion, vacation, company 
vehicle. Salary plus. Send resume and photo-
graph lo James W. Taylor Tree Surgery, P.O. 
Box 311, Waiden, N .Y. 12586. 

Industry Salesman 
We want a man who can work inde-

pendently and is knowledgable in the 
commerc ia l turfgrass Industry. 
Must have exper ience and proven 
sales ability. 

30 weeks air travel yearly, balance in 
office. All weekends at home. 

Qualif ied man can start at $20,000 
yearly. Travel expenses paid. 

Send resume In conf idence today. We 
will call you. 
Our staff is aware of this ad. 

Write WTT, Box 119, 9800 Detroit Ave., 
Cleveland, Ohio 44102. 

DISTRIBUTORS for D. J. Andrews, Inc. 
s lump culler teeth, pockets and bolls. Best 
wholesale and retail price in U.S.A. Add to 
this exclusive area, local advertising at our ex-
pense, etc., and you have our story. D. J. An-
drews, Inc., 17 Silver St., Rochester , N .Y. 
I46I I. Call 7 I6 235-I230, or 7 I6 436-15I5. 

M I S C E L L A N E O U S 
TREE APPRAISALS, Surveys, loss eval-
uat ions and expert consultat ion services. Tor 
names of members of the American Society of 
Consul t ing Arborists , Inc., th roughout the 
country , contact: Lxeeulive Director ASCA, 
12 Lakcvicw Ave., Mill town, New Jersey 
08850. 

B O N D S (from page 56) 

the supporting schedules tell what 
goes into the make up of the balance 
sheet items. And, if we had to pick 
out one schedule in particular as be-
ing most important we would pick a 
schedule of work in process which 
tells wha^ profits have been earned 
on jobs, what the status of the job is 
and what profits are yet to be earn-
ed. 

The final item a surety must con-
sider in evaluating a surety case is 
the job itself. What is the job? Is it in 
line with what you normally do? 
Can you finance it? How much of 
the work will be done by sub-
contractors? How much of the work 
is straight material purchase? How 
are you to be paid? How does the 
scheduling of the work fit in with 
your other work? 

Some general do's and don'ts in 
dealing with sureties and in the con-
duct of your business: 

1. Use good professional outside 
help and let your outside ad-
visors help each other for your 
benefit. 

2. Value your surety just as you 
would your bank. 
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3. Communicate with your sure-
ty. Keep them informed and if 
you do not like what they tell 
you ask questions. Both of you 
will probably learn something. 

4. Cooperate with your surety. 
5. Dedicate yourself to gen-

erating profits and to the 
growth of your company. 
Don't bleed the company. Let 
it grow. 

IRRIGATION 
a specia l issue 

next m o n t h in W T T 


