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experiment station at Tifton.
Getchell and Barry used a driving
range marked off in grids; each grid
would have a flag to identify the
particular chemical being used.

The experiments showed that the
most effective and economical job
was done by Diazinon AGS500.
Getchell than applied the material in
spring soon after the mole crickets
hatched.

“We used it at four ounces to a
thousand square feet, and we had a
tremendous kill — just fabulous.”

Now he gets the best results
when he treats within a week after
seeing the first mole crickets in spr-
ing, he says. If he waits until the
adult stage, they are a problem to
control.

“Oh, I've had some fantastic
kills of the adults by using baits on
the fairways,” Getchell explains.
“We’d presoak the ground on warm
nights and put out the baits. But I'm
not really sure what the original
population was in those areas. Did
we control those in the ground or
not?”

Another drawback, he says, is
the high cost — about 40-45 cents
per pound. Recommended rates are
80-100 pounds per acre. In addi-
tion, weather is a factor. If it rains
hard overnight, the bait disinte-
grates.

“I'm convinced that I've got
them down to tolerable limits on the
fairways where I have used Diazi-
non on immature mole crickets,”
Getchell says. “Business is back up,
too.”

The Navy veteran says his ap-
proach to golf course maintenance
problems is cautious. That's his
style, and he’s aware that he lacks
practical experience in the field.

*“I do a lot of phone calling,” he
says. ““I talk to a lot of people, and |
don’t hesitate to ask for advice.”

The result has been an overhaul
of the irrigation systems at the Jekyll
Island courses. He has initiated use
of herbicides and better results with
insecticides. Application equipment
has been calibrated accurately.
Administration of maintenance has
been improved. O

A 4

Experiments by Les Getchell convinced him mole cricket damage
could be reduced to tolerable levels by
spraying insecticide instead of using baits.
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THE

HORTICULTURAL
CONSULTANT IN COURT

by Norman J. Scott

president, Canadian Horticultural Consulting Co. Ltd., Stratford, Ontario,Canada
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The following information is
excerpted from Mr. Scott's
presentation before the
American Society of Con-
sulting Arborists in St. Peters-
burg, recently. It offers some
down-to-earth advice on how
the consultant can protect his
interests when called to testify
in court.

he subject which has been

assigned to me is really of too
great a magnitude to be discussed in
the time allotted. However, we will
try to acquaint you with some of our
experiences and methods under
which we have operated in the horti-
cultural consulting business in Can-
ada (and some in the United States,

the Orient, and Europe) since 1959.

At that time we entered into this
brand new profession — more by
accident, than by design. Permit me
to explain — after we sold one of the
largest and most successful nursery
operations in Canada in 1959, (at
the age of 47) we were faced with the
problem of inactivity.

While we owned and operated
the nursery, we used to be ap-
proached and sometimes sub-
poenaed by lawyers who had knowl-
edge of our experience and qualifi-
cations in the field of horticulture —
and who needed advice and expert
testimony on behalf of their clients.
So — with this in mind — and with
the encouragement from a number
of people for whom we had con-
Continued on page 34




How to avoid paying for
more than you need.
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A tractor that’s too big for the job
is an unnecessary waste of capital.

While one that’s too small ends up
wasting time and costing money.

The secret is selection. And that’s
why John Deere provides a range of
tractors and options that lets you
match the equipment to the task.

The John Deere 2040 Tractor is
powered by a 40-hp diesel engine with
an 8-speed constant mesh transmission
and the hydraulic power to handle
most any attachment.

Designed for golf-course main-
tenance and other similar large-acreage
mowing jobs, the 2040 is probably
more than you need for most
residential lawn work.

So we offer the 10-hp 210 Tractor.
Plus 12-, 14-, 16-, and 19.9-hp models

Circle 122 on free information card

Or getting less than you want.
& - =

-

to give you a choice and the exact
power size you need.

Which means there’s a John Deere
Tractor just right for the job you have
to do.

You also get fast parts availability,
flexible financing, and the value of
reliable quality that’s been a tradition
at John Deere for more than a century.

All reasons why “Nothing Runs

Like a Deere”
In any size you need.
Nothing Runs Like a Deere*
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“I am the first to ad-
mit that my
knowledge is limited,
but I know where to
find the people who
have the required
answers.”’
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Continued from page 32

sulted — we struck out into this new
profession on a full time basis.

What | have to say today here
could apply to you — even if you are
confining your efforts strictly to
trees. Let me emphasize very
strongly that we do not go out of the
realm of horticulture. Nor do we
venture into such fields as forestry.
If we do not know — we say so. |
learned this principle at Ohio State
University under Dr. Chadwick
many years ago. It has stood me in
good stead. I think one of your for-
mer Presidents of the U.S.A. — Mr.
Truman made a statement that
could very well apply to our pro-
fession. He is reported to have said
that “It is what you learn after you
know it all — that really counts”.

You say to me how can you have
knowledge of all subjects that you
refer to in horticulture. WE DON'T
— but, we do know the people who
have the required knowledge. I am
the first to admit that my knowl-
edge is limited, but I do know where
to find the people who have the re-
quired specific answers; — and who
are willing to put their findings or
opinions into writing — and most
important (if required) testify
accordingly.

How do we operate? Very simply
— with little or no fan fare. We have
never had to advertise. One client
has told another. We are listed in the
yellow pages of the telephone direc-
tory — and continue to be listed in
Toronto — although we moved to
Stratford (100 miles west of
Toronto) two years ago.

We do not maintain or keep up a
separate office. We do business from
our residence. When we first started
in Toronto in 1959 we thought we
had to have a separate downtown
office and a full time secretary. We
have been able to do all our work
from home with a part time typist —
but always have someone at our
place of business to answer the tele-
phone because most of our contacts
are by telephone. We learned a long
time ago that it wasn’t how much
cash you took in — but — what you
did with that cash that gave the final
desirable financial result.

The past 18 years in the consult-
ing business have been good to us. It
is no side line or part time business
with us. Let it be known that yours
is a full time business — and your
profession will be recognized much
better in your community.

Do not humble yourself to law-
yers — or others who would put
words into your mouth. When this
happens to us we simply ask the
lawyer who is going to write the
report, and who is going to testify?
We make it very clear that if he
wishes to engage us that it will be
our report based on our findings
and our evaluation of the situation.

We have had a few lawyers tell
us that our fee was too steep. We
simply tell them that if they knew
what we or our team knows — they
would not be needing us. It clears
the air once and for all — and the
few who might cause you any prob-
lem soon realize that your experi-
ence — your education — your
ability is to be recognized on a pro-
fessional basis.

We charge $300 per working day
or part thereof. We have paid some
of our team as high as $500 per day
on a big problem. We give no esti-
mate or quote for a job — except per
diem — but do include an upset fig-
ure where required.

Our working day includes travel-
ling time from portal to portal.
Mileage (presently 25¢ per mile) is
extra — as is any out of pocket ex-
pense such as lodging, meals, etc.
This business will never lend itself to
mass production. You can make a
good living — but you will never get
rich. There is considerable lost time
which you must allow for.

It is generally a one man oper-
ation, using all part time assistance
as required. Your most valuable
asset is your reputation. You cannot
deviate from the straight and
narrow. Never try to create value.
On the other hand a tree or shrub is
always worth something — even a
nominal value of $1.00 to the owner.
Always recognize that everything is
worth something to the owner. So
long as you recognize some value
then it becomes a matter of judge-
ment as to how much.

We do not discuss a new prob-
lem with an adjuster or lawyer by
Contined on page 36



HITCH UP

TRAILEVATOR the hydraulic elevating trailer
that lifts its own load in seconds

Trailevator lowers to ground level for fast, ‘roll
aboard’ loading, then lifts its own load to hauling
position in seconds. Lowers and lifts without uncou-
pling from towing vehicle. Saves time, saves money.
Four models, two capacities: 3000 Ibs. and 2000 Ibs.
Bed sizes up to 5-10” x 10,

A Write in#152 A Load... Elevate. .. Go!/

Drop axle tilt type trailer handles loads up to 5000 Ibs. Easy one-
man operation. Tailgate serves as self-adjusting access ramp,
provides smooth, gradual incline for fast ground level loading.
Bed returns to hauling position when loaded; size: 5'-10" x 12",

A Write in #153 A

Single Axle Tiltster Low Profile Utility Trailer

Capacities to 3000 Ibs,
A Write in #1565 A

Capacities to 1500 Ibs.
A Write in #156 A

Strong, durable, all-purpose utility trailer with unitized steel bed
construction. Body tilts to ground level for fast, easy loading.
Steel side racks and end gate with positive locking latch avail-
able. Three models; capacities to 2000 Ibs.; bed sizes to 6’ x 8'.

A Write in #154 A

Northland R.V. Trailers

"

Northland Boat Trailers

Capacities to 4000 Ibs.
12 to 21 ft. boats.

A Write in #158 A

Snowmobiles, Cycles, etc.
A Write in #157 A

Magline Inc., Pinconning, Michigan 48650
P.O. Box 264 Tel: (517) 879-2411
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“Always keep your
field notes and all
working calcula-
tions. Always take
these to court or to
any meeting with
your client.”
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telephone until we get a letter stat-
ing that we are employed — other-
wise you are milked and your
knowledge is used for free. There are
a lot of chiselers in this world. When
a prospective client calls, we try to
be as courteous as possible but very
soon ask if they wish to engage us.
We acquaint them with the nature of
our profession and our fee. If they
do not answer that we are to be en-
gaged the conversation stops.

When we get an assignment —
(say from a government agency) we
go to the assigned property. Before
we get there we have someone from
that agency acquaint the person who
is affected that we will be calling at
their place — and what we will be
doing.

When we arrive we first make
ourselves acquainted with the affec-
ted person. We present our business
card and any letter that we may have
from the authorizing body to assure
the affected who we are and what we
do. We also take time to assure the
affected that our work is strictly on
an unbiased basis — and that the
results as documented in our report
will be exactly the same had we done
the work for them personally. This
procedure has paid dividends. An-
other important point to remember
is the boundaries of the area affec-
ted. We do not attempt to ascertain
this from plans or blueprints — but
have someone from the person or
firm who is engaging us point out to
us the definite boundaries. In this
way we overcome a possible prob-
lem of wrong identification of area
in court.

Our report incorporates the
statement that we examined the
plants on the area as pointed out to
us by so and so. This means that if
any controversy arises re the area
boundaries, he or they must an-
swer, not us. We give no advance
information or guess about our re-
port, either to our client or the affec-
ted party. Our written report con-
tains all and only that with which we
wish to be credited.

Our reports are of good and pro-
fessional appcarance and suffi-
ciently presentable under any cir-

cumstances. Facts are closely
checked. Reports are always sub-
mitted in triplicate to the client with
an extra copy for our files. Keep
your copy on file. We have been
called to court on work which we
had completed 4 and 5 years ago.’
Our report says only that to which
we can testify. We make no guesses.
We calculate everything in some
explainable manner.

Always keep your field notes and
all working calculations. Always
take these to court or to any meet-
ing with your client to show how
you arrived at your conclusion. Our
report includes our terms of no use
by others (even our clients) without
our written permission. It also gives
a resumé of our scholastic (or that of
a member of our team) standing —
our affiliated associations such as a
member of the A.S.C.A. etc.

We tell what courts or tribunals
in front of which we have appeared.
We give a partial list of our clients
whom we have or are serving. This
documentation is very helpful and
serves to substantiate our standing
in our profession.

Be careful of the working in your
report. For example in our early
experience we said words to the ef-
fect that we made a *“detailed”
examination of such a group of
trees. A leading lawyer in Toronto
took me apart. What is “‘detailed™?
Describe it! Explain in brief, a good
lawyer will destroy your credibility
in short order — and really as a con-
sultant; — credibility is your most
important asset. You must at all
times be completely and totally un-
biased.

In court; — answer only what is
asked. Do not volunteer infor-
mation. Answer simply but factu-
ally. Do not be swayed. If you know
you are right say so — but stick with
it. Dress simply and properly. The
court still desires respect.

Don’t get off on a tangent — nor
permit the opposing lawyer to put
you into that position. I sit with
many of the lawyers in court cases
for the cross-examination of the
other horticultural witness or ex-
pert. Lawyers do not know or pre-
tend to know our business. He
doesn’t know when he is getting a
snow job when it comes to the
Continued on page 38



And that's a promise!

Just go to your nearest Wheel Horse dealer and make
a deal with him on a D-250. The 19.9 HP king of
garden tractors. Once you do, he’ll give you at no
additional charge the powerful three-blade, 60"
mid-mount mower, valued at over $500.

What's so special about the D-250?

Wheel Horse is the first to put automotive engineering
to work on today’s lawn and garden problems. Its
4-cylinder liquid cooled engine makes the D-250 dra-
matically strong. Yet amazingly quiet. Add to this its
compactness and maneuverability and you've got the

pro

See a Wheel Horse dealer today. Or write us and

we'

of your nearest Wheel Horse dealer. Hurry. The free
mower offer ends May 31st, 1977.

Valid only at participating dealers.

r
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We’'ll give youa

free 60" mower

valued at over $500
if you put this Wheel Horse D-250
o work on your grounds

fessional lawnskeeper's professional tractor.

Il send you our 1977 catalog and give you the name

Please send me a copy of your 1977 Catalog and
tell me more about your special free mower offer.
Also, I'd like to know the name and address of a
Wheel Horse dealer near me.

NAME

ADDRESS. bt 1 R M T e

O e e ORI R

WTT-4
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% WHEEL HORSE @
lawn & garden tractors Check =22

515 West Ireland Road,South Bend, Indiana 46614 nearest you

under lawnmowers for the dealer
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“I've left court and
not given my
testimony on two oc-
cassions because the
other consultant

damaged himself
beforehand.”
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technical side of our business. That
is why he hires you. .

Do not be lured out of your
realm of knowledge and training.
For example we are well known by
many lawyers in Ontario — and
some know our background. They
know that at one time we owned a
number of different kinds of prop-
erties — so they ask us — *“‘how
much is that land or house worth
where the damaged trees are
located”. We answer that we do not
know — and stick with that answer.
Why? because although we have a
real good idea of the property value,
we are not real estate appraisers. If
we volunteered an answer — he
would immediately ask for our real
estate credentials. We have none —
and so he discredits us. Say only
what you know in the realm of
horticulture or arboriculture.

Another word of caution. If you
are a nurseryman selling plants and
appear as a witness consultant you
may be and generally are disquali-
fied by the court because you have a
possible conflict of interest. In other
words you could sell your client new
plants from your nursery — and
therefore you may be accused of
creating value for your client in your
consultant report.

Before going to court or to a
meeting with or for a client, do your
homework. Review your figures —
make sure. Just last November I saw
an expert get an awfully red face in
court. He had miscalculated. He had
the decimal point in the wrong
place. This shot holes in his whole
testimony.

We served as a horticultural con-
sultant for some 12 years for a large
chain (350 stores — later 1000 stores
across Canada) in advising them on
matters pertaining to their horti-
cultural dept. When we went to a
meeting with the principals of this
huge organization, we had to have
our facts. They do not pay you to
guess — find out — and document
your findings for your meetings as
these may be put into profitable ac-
tion where required.

Likewise, always meet with the
lawyer for your client and review

some part of the case prior to going
to court. Discuss all angles. I've left
court and not given my testimony
on two occasions because the other
consultant damaged himself before-
hand and my testimony would have
helped the other side — so on agree-
ment from our lawyer, I just did not
give any evidence.

You should recognize these situ-
ations and advise your lawyer
accordingly. He will make the deci-
sion — but you know when the
other fellow goes off the deep end —
let him drown quietly. 1 like the
court aspect. If you do not like or
will not appear in court, be sure to
say so — because a report without
backing it up by being ready to have
it thoroughly scrutinized is in my
opinion more or less useless.

Take your own pictures of sub-
ject under discussion (trees, etc.) to
illustrate your report. This is impor-
tant. Be very observant and take lots
of notes on the job. For example we
were doing an assignment in Pres-
ton, Ontario, and in my exami-
nation of the trees I noticed up in an
old cavity a railway spike. I noted
this in my field notes and the exact
tree. Sure enough, it had been
“planted” — and during the court
case | was asked if I saw anything
unusual in any of the trees. I knew
immediately that he was trying to
ascertain how observant | was — or
did I just make “‘a windshield exami-
nation”. I was able to answer re the
spike and it took the wind out of the
opposing lawyers sails.

There is so much to this busi-
ness that has not been encountered.
Only by exchanging ideas and
experiences will we progress. Two
things I would like to see take place:
(1) Introduce horticulture consult-
ing into our university courses as
part of horticulture and (2) Change
our present name from American to
that of “International Society of
Consulting Arborists” — because it
is International and will become
more so as time progresses.

In conclusion, as a tribute to the
free enterprise system in our two
great countries; — tell me; — in
what other countries in the world
(except Canada and U.S.A.) could
you succeed at something that at
one time was considered so far out
as “Horticulture Consulting”? O



Easy-mixing
SEVIN "4 Flowable
gives broad spectrum
insect control

SEVIN 4 Flowable controls over 30 kinds of insects
on shade trees and ornamentals —from aphids to willow
leaf beetle.

® Stauffer’s flowable formulation is easy to mix
and apply.

® Uniform deposit, long-lasting.

® [deal for shade trees, shrubs, flowers, also fruit trees,
gardens and turf.

See your Stauffer supplier for SEVIN 4 Flowable.
Always follow label directions carefully. Ask him also
for these other dependable Stauffer products: Aspon®
insecticide for chinch bugs in turf, Betasan®™ herbicide
for golf turf, lawns, Eptam® herbicide for ornamentals,
sand traps, Vapam” soil fumigant to clean up planting
sites. Stauffer Chemical Company, Agricultural
Chemical Division, Westport, Connecticut 06880.

Reg. T.M. Union Carbide Corporation
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Chlorine may reduce emitter clogging

With water shortages facing
many homeowners, urban garden-
ers may want to shift to drip or sub-
surface irrigation to save water.

Those who do shift will find that
chlorine in city water is not only
harmless, it may be a boon to the
gardener using such systems, a U.S.
Department of Agriculture (USDA)
researcher finds.

Kenneth R. Davis of USDA’s
Agricultural Research Service,
Riverside, Calif.,, reported these
findings at the International Plastics
in Agriculture Congress in San
Diego April 11-16 at the Town and
Country Hotel.

Drip irrigation meters small
amounts of water to individual
plants by emitters — tiny “nozzles™
— daily instead of large amounts
weekly. Subsurface systems are lines

buried to meter water to the root
zones of crops.

Clogging of lines and emitters by
bacterial growth is often a problem
with drip and subsurface irrigation
systems. Chlorine is a promising
method for controlling such emitter
clogging, Davis said. At least one
manufacturer recommends chlorine
treatment to restore flow rates
diminished by biological reactions.

Agricultural producers — irri-
gators — have the means of adding
chlorine to irrigation systems if they
desire. Gardeners and lawn
enthusiasts using drip or subsurface
lines may, however, find it imprac-
tical to own equipment to add the
chemical to their water.

But, a recent study by Davis
indicates that irrigators using city
water may not have to be concerned

about adding chlorine, since most
city water contains about .2 or more
parts per million chlorine, an effec-
tive rate to hold down most bac-
terial growth.

Thousands of acres are drip irri-
gated commercially in Arizona,
California, Hawaii, Texas, and
several other states. Australia,
Israel, New Zealand, South Africa,
and several other countries also
have extensive drip irrigated
acreages, all totaling about 270,000
acres. Projections are that by 1980
nearly 850,000 acres of the world’s
crops are expected to be under drip
irrigation.

The Plastics Congress attracted
about 2,000 persons from around
the world to attend. Theme for the
international gathering was *“‘Food
for World Survival.” a

We demonstrate.
You calculate.

ion of demor ion on

The Diggin’' Dutchman is giving away free calculators* . .

tree-balling methods . .

own answers.

“Offer limited to one free calculator per ¢

upon comp

tion of Ve

customer property or job site. Offer expires at
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Manufacturing Company

Frankly, it's a good deal for both of us. It gives you a chance
to compare Vermeer with older, costlier transplanting and
.and it lets Vermeer demonstrate
any one of seven all-hydraulic Tree Spades that dig, ball,
transport and transplant any tree up to 6” in diameter —
in minutes. It's a proven, patented labor-saver, used by
nurseries, landscapers, tree farms, developers, munici-
palities, golf courses and parks everywhere.
Interested? Ask your Vermeer dealer for a

demonstration on Vermeer Tree Spades, Stump Cutters,
Log Splitters, Trenchers or any Vermeer equipment. He'll
be happy to show you the machine best-suited for your operation . . .
and give you a free calculator to help you formulate your

Find out why Vermeer Tree Spades transplant
! more trees and bushes than all other machines (
combined. Write —

.justforthe

opportunity to demonstrate his labor-saving Vermeer Tree Spades.
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6104 NEW SHARON RD @ PELLA, IOWA 50219 @ (515) 628-3141
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