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it started as a tree care operation, and throughout the years 
added and subtracted services to find the right mix. Currently, 
the company comprises four major divisions: tree and lawn 
care services, commercial landscape services, utility services 
and the Davey Resource Group, which offers technical con-
sulting to utility, commercial and municipal markets. 

The mixing continues. 
"We started working in '07 to change our business direc-

tion and reduce the emphasis on businesses that don't fit us," 
says George Gaumer, vice president and general manager of 
the commercial landscape services division. 

The willingness to adjust services allows Davey Tree to 
focus on its strengths, offer just what's needed in 
a given part of the country and keep the company 
strong amid the ebb and flow of the economy. 

For a while, the commercial landscape 
services division delved into the bid/build arena. 
But in past few years, Davey Tree has begun to 
downscale that part of its business. 

"Right now, the landscape construction part 
of our business is struggling," Gaumer says. "It 
would have been good if we'd been able to down-
scale services to that segment two years earlier 
because it was going to do it to itself anyhow." 

In any operation where struggles exist there are also 
opportunities. 

"In the utility side of the business, while it could be per-
ceived as a frustrating time, it's also an exciting time for us," 
says Steve Marshall, executive vice president. "Our acquisi-
tion of Wolf Tree has given us deeper penetration into the 
southeastern market. It also has provided a link between our 
eastern and western utility operations and given us a better 
ability to service our customers. It provides increased mobil-
ity and diversity." 

It also gives the company strength. 
"Our four divisions are like autono-

» If one of our divisions 
slips a little, another 
one makes up for it. 

— GEORGE GAUMER. V P & G M , 
COMMERCIAL LANDSCAPE 

SERVICES DIVISION 
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Las Vegas Convention Center - September 23 Gt 24, 2009 

NEW LOCATION! 
FREE DRAYAGE! 

EXCITING FLOORPLAN! 
WHAT: Garden Market Expo 2009 
WHEN: September 23 & 24, 2009 

WHERE: Las Vegas Convention Center, North Hall 

Golf Tournament (S) Bear's Best 

September 22, 2009 
Hosted beverage cart, free shuttle, 
catered luncheon, and exciting prizes! 
Contact: dadams@cangc.org 

Wynn/Encore Grounds Tours 

Call Stephanie at 1-800-748-6214 ext.16, 
or email: srodgers@cangc.org 

Register TODAY: 
www.gardenmarketexpo.com 

HOTEL INFO 

Las Vegas Hilton Hotel 

September 24, 2009 
Tour horticulture and floral facilities, 10 
acres of lush landscaping, one hour tours! 
Contact: dadams@cangc.org 

Host Hotel - Mention Garden 
Market Expo 2009 and receive a 
special room rate of $129! 
1-800-635-7711 

mailto:dadams@cangc.org
mailto:srodgers@cangc.org
http://www.gardenmarketexpo.com
mailto:dadams@cangc.org


Seeking opportunity 
An economic recession isn't preventing Davey Tree from 
looking at all avenues for growth. The company keeps a close 
eye on, and has improved, its balance sheet — even since last 
year. But that doesn't mean the company won't act if the right 
opportunity presents itself. 

"We're $15 million better off than we were last year at 
this time," Warnke says. "We're paying off debt despite the 
economic situation. We're focusing on our cash management. 
We've curtailed our capital spending for equipment; however, 
we're continuing to seek out acquisition candidates." 

Such attention to detail means the company can survive 
the current economic crisis and be in prime position when 
the turnaround comes. 

"The greatest opportunity we have is positioning the 
company in such a way that we'll be able to gain and exploit 
opportunities more so than anybody else in our industry," 

Warnke says. "Financially, we'll be as strong or stronger than 
anybody, including the biggest companies in the industry. 

"We're in a more prolonged situation, but our management 
team is optimistic. We know we can get through this," he adds. 
"I'm optimistic, too — although sometimes it hurts to know so 
much of what's happening to you isn't your fault." 

But Warnke and his team don't dwell on what they can't 
control. 
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to Own a High Profile Franchise? 

Our four ideals. Trust. Quality. Service and Value along with a 
"No Job Is Too Big Or To Small" philosophy, make U. S. Lawns a "cut above" the rest. 

• Superior Financial Management • Sales & Marketing Guidance 
• Corporate Purchasing Power • Protected Territories 

Does your business provide: 
• Economic Stability 
• Recurring Income 
• Low Investment/Overhead 
• Offers Financial Assistance 
• Ongoing Support by Industry Professionals 

mous companies within this corporate container," Gaumer 
says. "We're four independent organizations, each with our 
own set of plans, goals and strategies. It's because of that, 
there's strength. I don't think any of the four divisions has 
ever had a banner year at the same time. If one of our divi-
sions slips a little, another one makes up for it." 
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Prevents Costly Spills 

i Water Proof 
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i Fits Most Spreaders 
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4407 Vineland Road • Suite D-15 • Orlando, FL 32811 
Toll Free: 1 -800-USLAWNS • Phone: (407) 246-1630 
Fax: (407) 246-1623 • Email: info@uslawns.com 
Website: www.uslawns.com 
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COVER STORY 

"Without question, the biggest chal-
lenge is trying to control that which is 
difficult to control — the marketplaces 
in the residential and commercial seg-
ments," Warnke says. "How do we affect 
our customers and prospects? How do 
we affect their buying decisions? How 
do we encourage them to spend? That's 
the toughest challenge." 

The company must be doing 
something right. In 2008, when some 
larger companies were headed toward 
bankruptcy and several smaller ones 
disappeared, the value of Davey Tree's 
stock increased 3.8%. Most executives 
would be happy with that. Not Warnke. 

"How many companies do you know 
that increased their stock values 3.8% in 

Request a web-based demonstration! 

TM 

SCHEDULING SOFTWARE 

QXpress v8.0 (NEW!) 
As a QuickBooks user, you should use QXpress. Getting 
started couldn't be easier, since QXpress instantly integrates 
with your existing customer list. Simply schedule new 
services for your QuickBooks customers, and print route 
lists and work orders. When services are complete enter 
job cost information and post them to QuickBooks as 
invoices! No double entry. No wasted time. 

QX Mobile v2.0 
QX Mobile is the most advanced PDA software available 
for Windows Mobile Pocket PCs. Take QXpress with you 
in the field to track start times, stop times, materials used, 
look up customer information, and sync wirelessly with the 
office. New in v2.0 is the ability to customize your own 
data entry screen, and print templates designed in QXpress. 

QX Mapping 
Every extra hour your crews s p e n d 
behind the wheel, is an extra hour they 
are not g e n e r a t i n g revenue. Us ing 
Microsoft MapPoint, QX Mapping greatly 
reduces wasted drive time by optimizing 
routes and printing driving directions. 

2008?" he says. "However, because our 
stock value bad been averaging 17% 
annual growth since we became an 
ESOP, the valuation was painful." 

The stock valuation also hurt because 
the company had one of its best years 
ever, Warnke says. 

In 2008, Davey Tree merged with 
The Care of Trees and acquired Wolf 
Tree. And hurricanes Ike and Gustav led 
to one of the largest storm responses in 
company history generating significant 
unanticipated revenue. The company 
ended the year with its second-high-
est operating profit percentage since 
becoming an ESOP. 

Managing the company 
Even with growth in 2008, Warnke and 
his team are taking a cautious approach 
to the rest of 2009 and beyond. 

EMPLOYEE OWNERSHIP 

call 1.877.529.6659 or visit www.qxpress.com for a web based demonstration 

S C H E D U L I N G S O F T W A R E 

14 LANDSCAPEMANAGEMENT.NET JULY 2009 

It was the late 1970s. The family mem-
bers who owned the then-$52 million 
The Davey Tree Expert Co. were in their 
60s and 70s and had no heirs prepared to 
take the reins. So a few members of the 
executive team put together a plan for the 
employees to buy the company. 

"They had to get the employees to 
come up with a down payment to be able 
to finance the rest," says George Gaumer, 
vice president and general manager of the 
commercial landscape services division. "It 
was touch and go. There were 113 employ-
ees who were part of that initial acquisition." 

Of those 113 employees, of which 
Gaumer was one, nine still work for the 
company. Those original employee-own-
ers, and those who have come along 
since, have averaged a 17.1 % 
annual rate of return on their 

Davey Tree has 
about 6,000 
employee-
owners. 

http://www.qxpress.com


Davey is renown for its 
tree care but provides a 
host of other services. 

< D I R E C T V 

Turfco is committed to engineering "easy" into 
each of our products, helping you get more done 
without having to work harder. Choose from a ful l 
line of innovative renovation equipment, including: 

TurnAer M4 and TurnAer M6 Aerators 

• Why walk when you can ride with the optional Charii 
• Aerate while you turn-less lifting at turns, less bac 

strain on operators 
• New front-traction drive makes transporting and 

loading easier than ever 

KisCutterM Sod Cutter 

• The most maneuverable, easy-to-use sod cutter 
on the market 

• Revolutionary lightweight design - cuts as much 
as heavy, 300 lb. units 

• Optional 9-inch blade available for curbing 

LS-22™ Lawn Overseeder 

making it 

> Seeds over 30,000 square feet per hour 
»Cutting blades are I1/?-inches apart for close seed 

spacing and maximum germination 
> All new controls located on the handle-blade 

clutch, lift bail and positive seed flow control 
are within easy reach 

"We're going to come out of this 
recession the same way we went 
into it," Warnke says. "You're not 
going to see it. You're not going to 
feel it. It's going to be painfully slow. 
We're going to be in this recession 
all this year. And it is going to have a 
lingering effect into 2010." 

Like most companies, Davey 

Iree has had to cut costs, including not 
hiring back many seasonal workers and 
laying off other employees. 

"People say you can't cost-cut your 
way into profitability," Warnke says. 
"That doesn't make any business sense. 
We're attacking the cost and revenue 
sides — building business is equally 
important — in a number of ways. " 

See Our Entire Lineup and 
Order Direct: 800-679-8201 

or www.tur fcodi rect .com 

investments throughout the years. 
"I love to beat the markets," says Karl 

Warnke, chairman, president and CEO. "I 
love to see privately held companies lay 
one on the public markets. As they contin-
ue to decline, we've outperformed them 
by a long shot. I love to see our stock go 
up. I like to see hard-working people — a 
lot of whom are overachievers — find suc-
cess financially and in their careers. That's 
the biggest driver I have." 

Warnke has had a lot to be happy about. 
Take two investors in 1979, the year Davey 
Tree became employee owned. One, a 
Davey Tree employee invests $100 in the 
company's stock. The second investor puts 
the same amount into an S&P Index fund. 
Both reinvest their dividends. In 2008, 
the S&P investor's stock would be worth 
$2,284, while the Davey Tree employee's 

'^vestment would be worth five 
times as much — $12,518. 

http://www.turfcodirect.com


PLANTING THE SEEDS 
John Davey came from England in 
the latter part of the 19th century and 
worked as a cemetery grounds man-
ager where he developed a passion 
for large-tree preservation. It's that 
passion that developed into the 
$600-million-a-year enterprise known 
as The Davey Tree Expert Co. 

It'd be easy to under-
stand why Karl Warnke, 
Davey Tree's chairman, 
president and CEO, might 
feel a little intimidated 
walking into the office every 
day. An economy that grows like 
an unwatered sapling and no rain in 
sight might give any executive pause 
Add to that the remains of the com-

TARGET. 
SPECIALTY PRODUCTS 

Delivering Value 

4Q 
YEARS or SERVICE 

W h o l e s a l e d i s t r i b u t i o n o f spec ia l ty a g r i c u l t u r a l chemica ls , 
s e r v i n g t h e f o l l o w i n g industr ies: 
Landscape • Nursery • Golf 
Vegetation Management • Pest Control • Fumigation • Public Agency 

Expert Training Staff • Full Product Line • ISO Certification 

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

8 0 0 - 3 5 2 - 3 8 7 0 
15415 Marquardt Ave., Santa Fe Springs, CA 90670 
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800-352-5548 
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pany founder resting in a 
cemetery plot across the 

street from the Kent, OH, 
headquarters of the 

130-year-old company. 
Still not enough? In the 

lobby of the company's headquar-
ters hangs a portrait of Martin Luther 
Davey, Sr., the founder's son, who not 
only ran the company for 36 years, 
but also ran the state for two terms 
as Ohio's governor (as well as served 
as Kent's mayor and a member of the 
U.S. House of Representatives.) 

"Once in a while, I think about it," 
Warnke admits. "It almost becomes 
overwhelming. I intentionally try not 
to think about that. I think about what 
we see, what's in front of us, what our 
opportunities are going forward, and 
treat it as though it's just a crusade 
to make Davey Tree — whatever size 
it is today — bigger, better and more 
profitable tomorrow." 

That takes constant focus by every-
one from Warnke down to the employ-
ees in the field. 

"The biggest change is in the way 
we manage," Marshall says. 

"We monitor our activities weekly 
and daily," he adds. "Each business 
unit has to understand where they are 
in achieving their goals. It's important 
we're on time to meet the expectations 
of our pricing." 

When the management team does 
its job and employees in the back office 
and field are doing their work, Davey 
Tree isn't just a top Green Industry 
operation, it's as good as any enterprise, 
anywhere, Warnke boasts. 

"Our company can compete with 
any company, in any industry, in terms 
of financial performance and financial 
and personal rewards for employees," 
Warnke says. 

"That's a feel-good thing," he con-
cludes. "We don't have to be dictated to 
by a majority shareholder or institu-
tional shareholders or anybody else. 
That's exciting. That's why we get up 
and go to work every day." um 

The products you need, 
when you need them. 

http://www.target-specialty.com


Onetime 

You've got enough to worry about. Don't let complaint calls due to 
poor product performance be one of them. At BASF, our full line of 
herbicides includes some of the newest, most effective and most 
trusted chemistries available — all with peace of mind and proven 
performance built right in. Call us. 

betterturf.com I 800-545-9525 

• - B A S F 
The Chemical Company 

Always read and follow label directions. 
Drive and Onetime are registered trademarks and Segment is a trademark of BASF. 
C 2009 BASF Corporation. All rights reserved. 
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In some ways, there is a 'me' in team 

MONTHLY 
CHALLENGE 

Help your team learn to 
individually contribute on a 
higher level to the success 
of your organization. 

In developing, implementing and facilitating 
the Working Smarter Training Challenge 
over the past four years, the team at JP 
Horizons has learned many things. Among 
the most interesting has been the feedback 

that comes to us from companies after completing 
weeks 32,35 and 38. These are the weeks when 
participating organizations focus on the lesson 
plans titled "Working Smarter in My Position." 

By this time in the program, participants have 
gained an understanding of effective ways to iden-
tify and drive out waste in processes, use the time 
they save to improve service and have dramatically 

improved communication and team-
work within their companies. So, what 
makes these particular Weeks 32,35 
and 38 significant? 

These are the weeks when the focus 
moves from what the organization or its 
departments can do, and turns to what 
the individual can do to Work Smarter 
and make a difference. At this point, 
we turn from looking at what the team 
needs to improve upon and now prod 

everyone to ask, "What could / improve upon?" It 
becomes an important transition point in the pro-
gram, and looking at real feedback from participants 
during these weeks might give you, as a leader, some 
insights into human nature. After all, it's the very 
same human nature that you and I have, as well. 

Consider the progress in thought in the span 
of these weeks, as individuals first had to learn to 
evaluate their own roles and how they affect others, 
then the change in attitudes as they actually began 
to find ways to improve — and ultimately how they 
become inspired to find more opportunities to 
Work Smarter in the things they do every day. 

Week 32 
> "We struggled with this one." 
> "The group did not participate very well in 
the session this week." 
> "It was hard to find things in our individual 
areas to fix." 
> "Most people said they are already doing 
things pretty effectively in their areas." 

Week 35 
> "Individuals came back with some great little 
improvements that they were able to make." 
> "The energy of the group was great as 
individuals began sharing their successes." 
> "There is a sense of friendly competition as 
people try to outdo each other." 

Week 38 
> "This has become an everyday focus for 
individuals in the program." 
> "Our Working Smarter program has gone 
to another level." 
> "People are focusing on how they can 
control costs and drive revenue from every 
position in the organization." 

Please understand that the examples above are 
certainly a generalization and sampling, yet there is 
a pattern that can be detected. One of the most dif-
ficult things to do is to stop and honesdy evaluate the 
functions of our work. A company can make great 
strides in efficiency and Working Smarter as groups of 
people come together and improve processes. Those 
same companies can make tremendous changes and 
improvements, however, when individuals are able to 
personally apply the same principles and discipline to 
their work and find ways to drive out waste and add 
value to the tasks they tackle in their positions. 

More than 250 Green Industry companies have participated in JP Horizons' Working Smarter 
Training Challenge (WSTC), typically saving tens of thousands of dollars annually. To learn wheth-
er your organization qualifies to participate in the WSTC, visit www.jphorizons.com/LM.htm today. 

http://www.jphorizons.com
http://www.jphorizons.com/LM.htm


Sure you can cut it. 
The question is, can you grow it? 
You know Gravely has an impressive lineup of powerful, high-performance mowers. What you 
might not know is that Gravely also has a program to help you grow your business. It's a lean 
approach that streamlines your operation by eliminating waste and inefficiencies. It's a process that 
creates avenues for sustained profitability. It's a boost to employee morale. You're doing everything 
you can. We're saying C U T IT OUT. Take the first step toward working smarter. Not harder. 

Visit WWW.GRAVELY.COM. 

WE KEEP YOU CUTTING" 
www.gravely.com 

http://WWW.GRAVELY.COM
http://www.gravely.com


B E F O R E 
YOU BUY 

V 
> Manufacturers are 
debuting designs that 
offer power and fuel 
efficiency. Electric and 
battery-powered models 
are in the mix, too. Keep in 
mind the emissions level 
of the product you're eye-
ing because the market 
in which you work may 
be considering (if it hasn't 
already) ways to keep 
clean air. 
> Because many tasks 
undertaken with handheld 
equipment last for a long 
time, be kind to your techs 
and look for features such 
as adjustable handles 
and cushioned grips. The 
upside to what might be a 
higher initial investment 
will be more appreciative 
employees who'll likely 
take better care of the 
equipment and do a more 
thorough job. 

> Is the equipment easy 
to maintain and store? 
Does it offer shields over 
parts that are potentially 
hazardous when in use? 
Is it easy to power off in 
an emergency? 
> Because handhelds 
are dragged out at almost 
every account, they'll 
become in need of repair. 
What kind of warranty is 
offered from the manu-
facturer? How easy is it 
to make minor fixes back 
in the shop? Are parts re-
placeable? Are they easy 
to order? 

HANDHELD 
EQUIPMENT 
Cub Cadet t 
Powered by a 2.4-hp heavy-duty Emak engine, 
Cub Cadet Commercial's CS 3916 chain saw 
is built tough to guarantee the right cut each 
time. Complete with a 16-in. commercial-grade 
bar, the CS 3916 is constructed for extended 
use, while an antivibration handle reduces user 
fatigue, and an inertia chain brake allows for 
increased operator safety and minimal kickback. 
Its no-tool access to air filter and spark plug al-
lows for easy maintenance, while its variable 
automatic oiler eliminates oil consumption 
while in idle. The CS 3916 comes with a 90-day, 
limited commercial warranty and a 2-year, lim-
ited residential warranty. www.CubCadetCom-
mercial.com or 877/835-7841 

Echo ^ 
Based on a handheld design 
Echo's BRD-280 allows routine flowerbed 
and garden edge maintenance without the bulk 
of wheeled machines or the time-consuming, 
hard work associated with the use of shovels. 
It's also significantly less expensive and easier 
to use than a wheeled unit. Powered by a 
28.1cc Power Boost Vortex engine, the carbide-
tipped, six-fingered blade cuts a crisp, beveled 
groove, leaving a professional manicured 
look. A high-impact, oversized nylon 
shield keeps debris contained 
within the landscaper bed, 
eliminating cleanup. s 
www. echo-usa. com 
or 847/540-8400 

Efco ^ 
The low-emissions Efco MultiMate is a mul-
tiattachment piece of equipment that quickly 
converts to five different tools with a patented 
Rev&Go attachment system: Simply insert an 

attachment and twist to lock in place, then 
press the button to release when 
you're finished. The attachments 
are available to complete a variety 
of jobs: straight shaft trimmer, 

curved shaft trimmer, blower, 
pruner and hedge trimmer. All 
attachments feature Efco's profes-
sional performance and feature 
adjustable handles, as well as a 
"FiveYear No Fear" warranty. 
www.efcopower.com or 
800/800-4420 

http://www.efcopower.com

