










It all began when he turned 17 and started his own tree-care service.
Throughout the years, his desire and love for trees never left Poteet. In
fact, 10 years ago he realized his sons, Ben and Zack, who were in their
late teens, needed more of his time. So, Poteet quit his job as a sales
manager for a local company and started a handyman and tree-care 
service business with his two sons.

“We started out thinking the handyman service would provide most of our
business revenue, but that didn’t happen,” says Poteet. “The tree side of
the business took off, and we had more business than we could complete.
That was a good problem to have.”

Today, Poteet Tree Service, based in Pegram, Tenn., is one of the premier
tree-service contractors in the state and the first to be accredited by the
Tree Care Industry Association. The company offers a full range of services,
including pruning, tree removal, stump grinding, land clearing, site planning
and storm emergency cleanup to residential and commercial customers.

The secret to Poteet’s success is his equipment, dealer support and
dependable crew.

“I purchase the most productive equipment I can find, and our Vermeer
BC2100XL brush chipper and SC852 stump cutter fit the bill,” says Poteet.
“We only have one crew and our equipment allows us to do bigger jobs.
The productivity of these machines gives us the ability to compete with
anyone. There just isn’t a job we can’t handle.”

Poteet’s attention to equipment doesn’t stop with his chipper and stump
cutter. Each truck in Poteet’s fleet is custom-built to include an additional
axle and super single tires to provide lower ground pressure — an extra
step to make sure their trucks won’t damage a customer’s driveway.

“When we pull up to a customer’s property with our trucks and equipment,
there’s no argument about whether we can handle the job,” says Poteet.

That was the case on a recent clearing project. A residential customer
hired Poteet to clear an area of his backyard to expand usable space.
The one-acre area was overgrown with trees measuring 40 feet (122 m)
tall and 12 inches (30.5 cm) in diameter. The customer wanted to create 
a park-like setting. Poteet developed a plan to selectively remove 55 trees
from the area — preserving the natural beauty, but allowing the customer
to better utilize the space.

“Our biggest challenge was the impending weather,” says Poteet. “The
customer needed the area cleared by a specific date and a significant
storm was headed our way. We had to get those trees out in one day to
avoid tearing up the ground.”

This was not a small task, but Poteet was up to the challenge. The trees
were cut down and a rubber-track excavator equipped with a grapple
attachment was used to move the fallen trees to the chipper. The
BC2100XL was equipped with a winch, and the trees, including the limbs
and branches, were fed into the chipper. Since the BC2100XL features a
remote control, the excavator operator controlled the chipper functions
from the safety of the cab, which eliminated the need of having a crew
member stand by the machine and monitor its operation.

“With a lot of other chippers, we would have been waiting for the unit to
process those whole trees and that’s a big problem,” says Poteet, “But 
the Vermeer unit was more than capable of keeping up with us. In fact, we
never had to wait for the unit to process a tree. It’s just that productive.”

That’s the whole point for Poteet. If he can go in and complete a job 
quickly while not tying up a lot of manpower, he can be very cost-effective
and offer a competitive price for his services.

“There’s a direct correlation between how much money you spend 
and how much machine production you get in return,” says Poteet.
“In my opinion, dollar for dollar, we’re getting more bang for our buck,
even though we spent more to purchase the Vermeer chipper. It is a 
productive machine, which means the world to our family business.” ■
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Productivity is the Key for Poteet Tree Service
Vermeer BC2100XL fits the bill for this family-owned company

“I purchase the most productive
equipment I can find.”

Dale Poteet was raised on a small family farm outside of Lewisburg, Tenn., and spent a good portion of his youth cutting down black locust
trees to clear areas for fruit trees and other crops his family planted and raised. At the time Poteet didn’t realize that this experience would
eventually lead him to his chosen career.
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PRODUCT TIPS

Buy new or refurbish? That’s a big question 
for many contractors as they make decisions
regarding the status of their equipment fleet.
The decision involves research and time 
pushing a pencil to understand the financial
effects on your business. While there are a
number of tax incentives available on the 

purchase of new equipment, refurbishing your
equipment to get another productive year or
two may be an option as well.

First, it’s important to clearly understand 
refurbishing. According to Jerry Richardson,
service manager for Vermeer Midwest in
Aurora, Ill., it involves extending the life of a
machine for a specific timeline and project
workload set by the customer.

“If a customer wants to get another productive
year out of a machine, then we specifically 
look at those components that need to be
replaced,” says Richardson. “We also look at
the projected workload. If the customer plans
on using the machine every day of the week,
we need to rebuild the machine to handle that
type of use.”

“I tend to be pretty up-front with customers,”
says Richardson. “If I don’t feel it’s in their best

Buy New or
Refurbish?
Tips to help you make
the right decision for
your business

interest to refurbish the machine, we don’t 
recommend that as an option. Naturally, I hate
to lose shop work, but at the same time, I want
to be fair to the customer and tell them that it’s
not a good idea to spend that kind of money on
this piece of equipment.”

Richardson follows a detailed checklist when 
providing a customer with a refurbish plan. The
machine is brought into the shop and a meeting
is held with the customer.

“Basically, we’ll ask the customer what his work
load’s going to be and how much longer he
wants to keep the machine,” says Richardson.
“We want to fully understand his expectations.”

Following this initial meeting, the service team
examines the machine to identify components
that may need work or replacement to meet the
customer’s expectations. One of the things the
team looks at closely is safety issues. Other
items may include bearing, pumps, conveyors,
drums, etc. This information is used to create a
quote for the customer.

Once the quote is developed, Richardson invites
the customer back to the shop to review the
quote in detail.

“I will walk the customer through the entire
quote line by line and explain what needs to be
replaced and why,” says Richardson. “We take
the time to explain to them why they need to
resolve that issue at this time.”

The sales team also gets involved. They will
examine the machine to establish a fair market
value if the unit was to go on the auction block.

This information is used to help the customer 
evaluate whether refurbishing the unit makes
business sense compared to purchasing a 
new machine.

Should a customer decide to move forward with
refurbishing, it doesn’t mean they can’t conduct
some of the work themselves. Many decide to
take on some of the simpler work involved in
the refurbish.

Richardson also says preventive maintenance
programs are another way to better manage the
long-term maintenance on a machine.

“It keeps us more in tune with the condition of
the machine, so when he does go to turn it in,
we know that it’s had oil changes every 200
hours, what wore out on it, what’s not worn
out,” says Richardson. “It’s beneficial for both
us and the customer.” ■

“Refurbishing involves extending
the life of a machine for a 

specific timeline and project
workload set by the customer.”

Before customers make the decision to 
buy new or refurbish, they need to ask 
themselves the following questions:

• Does your business need additional tax
deductions? There are a number of tax 
incentives in place that allow a business 
to expense up to $250,000 for new 
equipment purchases and write off up to
50 percent of the equipment’s cost. These
incentives can be helpful in offsetting the
costs to purchase a new machine.

• Have your operating costs gone up 
dramatically? If you are spending more 
in repair costs on a monthly basis than
what the machine is currently worth, or 
the hourly operating costs have gone up 
dramatically, it may be time to upgrade 
or refurbish.

• What is the value of the machine?
Naturally, if it’s going to take more to 
refurbish the unit than what it’s worth on
the auction block, it might not pay to invest
additional money into the machine. If the
expense is going to be more than the 
benefit, you may want to consider a new
piece of equipment.
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Brush Chipper Resale Values and How to Get
the Most for Your Unit
Wide resale value 
disparity among brands
There’s a lot to consider when purchasing a
brush chipper — features, durability, support,
training and overall value. But one area often
overlooked is the potential resale value of the
unit. Too often contractors will overlook the
potential value of the machine after its useful
life in their operation is over.

Resale value is going to be more important 
for a contractor who turns their equipment over
every three to five years compared to one 
who may utilize a brush chipper for 10 years.
However, resale value should still be a 
component of the purchase decision for the
contractor holding their equipment longer, as
that piece of equipment may be worth more
than a competitive unit and that translates into
a better trade-in value.

“Obviously the more value you can get from a
used piece of equipment, the better off for your
business,” says Todd Roorda, an environmental
solutions specialist with Vermeer Corporation.
“The more you get out of your used chipper,
the better off you’ll be when acquiring your 
second and third and fourth chipper.”

It all comes down to saving money, and the 
better your machine condition, the more you’re
going to get out of it.

What affects resale value? 
Roorda says a number of factors can influence
the resale value of a chipper.

“Probably the most important is the number 
of hours on your machine,” says Roorda. “The
more hours you put on the machine, the less
you’re going to get for it. You also need to take
into account the condition of the machine —
does everything function? Physical appearance 
has a fair amount of influence on resale value
as well.”

Other factors that will affect resale value
include the clutch, belt wear and bearing 
condition. If the machine is equipped with a
clutch, does it have some free-play in it or was
it recently replaced? Examine the belts for
excessive wear and inspect the condition of the
bearings. All of these things have an effect on
the value of the chipper.

A complete maintenance history also helps 
to positively impact resale value. Knowing the
machine has received scheduled maintenance

and wear items have been replaced are big
advantages in the eyes of the buyer.

“If you can document and prove your 
maintenance and wear item replacement
schedule, all the better,” says Roorda. “Record
the replacement of knives and oil changes
down to the hour. This information is quite
important when considering resale value.”

New game in town
So how do you get the most value for your
brush chipper? There are more outlets today
where you can sell your equipment, but you
need to understand the pros and cons of each.

“Dealer trades are still the major outlet for 
used chippers,” says Roorda. “However, we are
starting to see more units show up at auction
houses and online auctions.”

Auction houses, such as Ritchie Bros., typically
hold their auctions at a physical site where 
the equipment is organized and prepped.
Prospective buyers are encouraged to test and
inspect the equipment prior to the auction date.

Depending on the auction house, some will
parade the mobile equipment in front of the
bidders so they can witness the machine in
operation. It’s also important to know if the 
auction is reserved or unreserved. Unreserved
auctions don’t allow the seller to set a minimum
bid or reserve price, meaning every piece of
equipment is sold to the highest bidder that day
regardless of the price. Some auctions also 

Invest time up-front
researching the 

difference in resale
value between 

different brands and
incorporate this 

information into your
buying decision.

continued on page 9
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Businesses around the world are feeling the
impacts of a tightening credit market. This shift
is forcing many contractors to be savvier as 
it relates to managing their business and tapping
into additional credit resources. The recent
financial bailout is helping to infuse money 
into the credit markets. However, it’s taking
time for the funds to reach the consumer, and
lenders have raised their lending criteria.

“I would say that companies with good credit
can get access to credit lines, but it’s harder 
to find and more expensive. For struggling
companies out there, which today there are
more of due to the economy, credit is more 
difficult to access,” says Jim Braafhart,
financing manager for Vermeer Corporation.
The question on everyone’s mind — “When 
will credit begin to flow again?” A majority of

financial institutions operate on a calendar year,
and did not want to place many new loans 
on their already loss-ridden balance sheets
toward the end of 2008. With the new year,
many institutions feel the money will begin to
flow a little bit more, but not at levels we’ve
been accustomed to in the past.

Contractors look for new options
As credit becomes harder to find, many 
contractors are delaying purchases or looking
for enticing offers before making a major 
purchase. While companies that can find credit
are discovering the cost of money has gone up

Accessing Credit in a Tight Market
Ideas to help you through tough economic times

dramatically, others are investing in their existing
equipment through refurbishing programs.

“Many contractors are renting equipment,”
says Braafhart. “This allows a contractor to
access the equipment they need without the
large financial outlay.”

If renting isn’t an option and there’s a 
problem obtaining credit, explore a rent-to-own 
agreement with your local dealer. In these 
situations, a portion of the rental payments
goes to pay down the cost of the equipment.

This option allows you to access the equipment
you need and build equity in the machine 
during the agreement period. By building 
equity in the unit, lenders may be more willing
to finance the balance of the machine. However,
be aware that not all of the rental payment 
may be applied as equity on the machine.

Another option is to sign an agreement with 
a financial partner that allows them to make 
a direct draw from the general contractor’s
account to cover your equipment payments.
Lenders like this option as they know their 
payments are covered through the duration 

of the project contract. However, you need 
to evaluate whether this option could limit 
your ability to cover other business and 
operating expenses.

How to improve your lending appeal
Braafhart encourages contractors to be 
diligent in shoring up their business during
these economic times.

“To make your company more appealing,
shore up your balance sheet so your financials
look better,” says Braafhart. “Pay down some
debt, and make sure you have good projections.”

Contractors should create a realistic projection
of the projects (business) they have lined up,
and include some “what if” scenarios should 
a project fall through. Even if it isn’t always
positive information, at least the lender knows
you’re prepared.

Contractors should also work with their 
Vermeer dealers to identify local financial 
institutions. Local lenders tend to better 
understand your business and the regional
economy and may be more likely to stick with
you in tough times. The downside, you cannot
go out and search for lower interest rates as
easily and may run the risk of having to pay a
higher interest rate with a local lender. ■

Create a realistic projection 
of the projects (business) 

you have lined up, and include
some “what if” scenarios.

No matter whom you use as a financial
partner, Braafhart recommends you pay
close attention to these details:

• Review and understand the finance 
contract and lock in your interest rate for
the duration of the contract if possible. If
the agreement calls for a variable rate
make sure there’s a cap that will limit the
rate increases.

• Make sure the financing institution can’t
call the loan at any time without some
type of default event.

• Ask the financial institution whether they
plan to hold the paper or contract on their
books or sell it to another institution. If 
the paper is being sold, investigate that
institution for their financial stability.

• Take the time to build a good relationship
with your lending partner. Make sure they
understand your business and industry.
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BIG REWARDS WHEN YOU RUN WILD!BIG REWARDS WHEN YOU RUN WILD!

Register for your demo today. Visit www.runwilddemo.com or call 1-800-927-6871.

2009 is your year to run wild!
Vermeer and Wildcat are offering a special Wildcat Demo / Sales 
Incentive Program running through July 31, 2009. The program is a great
way to demo any of the industry-leading Wildcat trommel screens or 
compost turners. 

Just for completing a demo, qualified customers can choose a gift 
valued at $100 from a list of ten rewards. Should you decide to purchase 
a Wildcat trommel screen or compost turner after the demo, you can 
select one of twelve rewards valued at $2000.

Eligible Wildcat equipment for the Run Wild demo program includes
Cougar Trommel Screen models 510, 516, 521 and 626 and Wildcat
Compost Turner models PTS612, TS514, TS616, SPB718 and SPB820.




