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Call today to apply or for complete information 

1-800-537-910,9 "My wife, Wilma, and I run our business. So when 
Fax: 1-800-344-7712 we wanted a new bucket truck we shopped around 

for the best financing deal. Our dealer recommended 
ArborCard', but we called five local banks and com- 
pared their rates anyway. A rborCard1 was much 
lower and they were terrific to work with. 

"We faxed in our application at 8:00 one morning 
I. 

had 	 hours! and 	our approval in 	They answered all 
 

our questions, did all the paperwork, and even helped  
us speed up delivery of our truck. The A rborCardl\ 
people were really excellent!" 

APPLY TODAY FOR YOUR ARBORCARD ,Coi/Joi8t61 
Accepted at dealers nationwide 
Approvals up to $150,000 total C8flht9l '' 

$75,000 max. per transaction 
Fast application and approval by phone A FIRST SIERRA COMPANY 

No financial statements under $150,000 109 East Evans Street, Box 504, West Chester, Pennsylvania 19381 

Flexible or seasonal plans for arborists Associate Member. ,VationalArhorist Association 

You choose the new or used equipment, 
Associate Me,nhe,', International Society of Arhoriculture  

Each time an ArborCard is used to lease new or used equipment, 

dealer, and plan you want 	Please circle 16 on Reader Service 
Corporate Capital Leasing Group, Inc. will donate $50 to the National Arborist Foundation, 

Card 	to be matched by a grant from the U.S. Forest Service. 
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imon-Telelect Hi-Rangers have been 
used throughout the tree care industry 
for many years and are known for 	

000 their high quality and durability. 	4000e~ 
Through extensive discussions 
with Arborists from around the 
country, we have developed a 
new aerial device that provides 
maximum user benefits while mini- 
mizing downtime and maintenance, 

The new Simon-Telelect 
Hi-Ranger XT-52 offers: 

• 42.2 ft of side reach in the work zone 
• 57 ft of working height 
• 135 degree lower boom 
• 270 degree upper boom 
• direct acting hydraulic cylinder 

articulation system 
• low storage height 

If you're looking for an aerial device to 
meet your XI raordinary requirements, 
look no farther than the Simon-Telelect 
Hi-Ranger XT-52, 

Simon-Teelect Inc, • 600 Oakwood Road 

allI lul I j 	
P Box 1150 • Watertown, SD 57201 • USA 
Phone: (605) 882 -4000 • Fax: (605) 882 - 1842 

Please circle 59 on Reader Service Card 
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Attitude Is Everything 

Tree Care Industry 
What a week it ' s been. It seems everywhere I turn, somebody has a problem. A staff 

person had a minor accident. One member is wrestling with workers' compensation issues, 
while another struggles with OSHA. The federal government wants to increase employer 

Publisher 
Robert Felix 

contributions to Medicare. Our room block, and then some, is sold out for Winter Manage- (1934-1996) 
ment Conference in the Bahamas. Editor 

A gentleman called here this morning so hopping mad nobody could figure out what he Mark Garvin 
was trying to say. It turned out he had the wrong number, thank goodness. Another gentle- Technical Editor 
man called and managed to be extremely nasty to two-thirds of the staff, but consistently Peter Gerstenberger 
hung-up on anyone who could help him. Too bad. Staff Writer 

This is the stuff of a normal day in nearly any business, but as I hopped from one fire to Les Kozaczek 

the next, I noticed an interesting phenomenon. Everybody here at the NAA is wrapped up in Publication Manager 

somebody's need this week. As always, "somebody" needed what they wanted yesterday. Patricia Felix 

Some of the staff looked very down in the mouth. They moved slowly, as f n pain. i 	i 
Marketing Communications 

Others were chipper as ever, cheerfully responding to call after call. A few inquiries re- 
Mana Manager 

Chris Brown 
vealed the reason for the difference. Those staffers popping the extra-strength Tylenol spoke Circulation Manager 
of how badly they had been treated by the person on the other end of the phone. How they Lisa Brown 
were yelled at, or given a bad attitude. They complained about how easy it would be to solve 
a problem, which sometimes isn't even a problem, if only the caller would let them help. Accounting/Editorial/Sales Offices 

Smiling staffers seemed like a little army of Mary Poppins' in contrast. These folks spoke The Meeting Place Mall 

of how they had responded to requests. I asked if the callers they had dealt with had been Route 101, P.O. Box 1094 

difficult—if they had yelled or otherwise thrown tantrums. The answer: a definitive no. 
Amherst, NH 03031-1094 
PHONE: (603) 673-8952 

The point is proven, once again, that attitude is indeed everything. Around this office, we FAX: (603) 672-2613 

often think in terms of solutions rather than problems. We challenge ourselves to take a step E-Mail: 

back and see both sides of everything. I'll admit that the recipient of any phone call might 76142.463@compuserve.com  
. 	 . 	. 	. 	 . 	 . 	 . 
interpret it as "difficult 	on any given day, but as I fielded many calls myself, I noticed that 

HTTP://newwt'. corn/org/faa 

there was a marked difference in my energy level when responding to negative callers. It National Arborist Association 

leads me to wonder if, when I was led to a poor table in a restaurant or encountered a par- 1996 Officers & Directors 

ticularly rude clerk, I might have had something to do with the poor service I received. Susan Haupt, President 

Life is a two-way street. For every up, there is a down, for every in, there is an out. Or, as The Haupt Tree Company. Inc. 
 

I said to our esteemed board president yesterday, 	Some days you're the bug, and some 
South Egremont. Massachusetts 

 

days you're the windshield." Still, bug or windshield, we are all in the customer service Richard Proudfoot, President-elect 

business. It is our charge to rise above how we are treated and retreat to that professional 
Pruett. Inc. 

Lake Oswego. Oregon 

place that allows us to write off poor behavior as somebody else's bad day. Maybe your Paul Wolfe, Vice Pres. 
most trying customer just lost his best friend. Maybe he's just grumpy. Bottom line, neither Integrated Plant Care. Inc. 

of these are your concern. In the customer service business, the objective is always the same: Rockville. Maryland 

Provide the best possible service in the best possible way. When you are the vendor, it is John R. Wright, Treasurer 

your reputation (and income) that are on the line. Today's response could be tomorrow Wrioht Tree Service Inc. 
West Des Moines, Iowa 

job. Of course, when you are the customer irritated beyond all reason, it doesn't hurt to ask 
yourself, "What did I do?" At the end of the day, we all want to come up smiling. 

5
0 	

11 
Arbor 

San Jose, California 

Amelia Reinert James Allard 

Deputy Executive Director 	I Asplundh Tree Expert Company 
I Willow Grove, Pennsylvania 

TCIs mission is to engage and enlighten readers with the latest industry news and information on Tim Johnson 

regulations, standards, practices, safety, innovations, products and equipment. We strive to serve Artistic Arborist 
Phoenix, Arizona as the definitive resource for commercial, residential, municipal and utility arborists, as well as for 

others involved in the care and maintenance of trees. The official publication of the non-profit Na- Mark Tobin 
tional Arborist Association, we vow to sustain the same uncompromising standards of excellence as Hartney/Greymont 

our members in the field, who adhere to the highest professional practices worldwide. Needham. Massachusetts 

Vince Newendorp 
Copyright 1997 by the National Arborist Association. All rights reserved. Reproduction in whole or in part without written permission Vermeer Manufacturing 
is prohibited. The National Arborist Association is privileged to lead commercial arboriculture into the 21st century. Reference to 	1 Pella, Iowa 
commercial products or brand names in editorial does not constitute an endorsement by Tree Care Industry magazine or the National 
Arborist Association. Tree Care Industry (ISSN 1059-0528) is published monthly by the National Arborist Association, P.O. Box 1094, Rusty Girouard 
Amherst, NH 03031-1094. Subscriptions $30 per year (Canadian/International orders S45 per year. U.S. funds: $2.50 per single copy). Madison Tree Service, Inc. 
Second-class postage paid at Amherst, NH and additional mailing offices. POSTMASTER: Send address changes to TCI. P.O. Box Cincinnati 	Ohio 
1094. Amherst. NH 03031-1094. 
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he first time those teeth bite bark you/I know this is the ultimate limb-eating machine. The powerful Shindaiwa 357 
chain saw, improved for '97, was designed for pro arborists. A smooth, rounded shape minimizes job-stopping hang-ups 
in tree limbs. A high-torque, 1,000-hour-life engine delivers superior cutting performance. And when you drop it 
(and you will drop it, won't you?) the durable casing bounces back for more. Shindaiwa doesn't just take a bite 
out of the competition. We swallow em whole. . Call 1-800-521-7733 for the dealer near you. 

40 	35.5cc/1.8 hp 19. 1 lbs 

cc 1996Shindaiwa Inc. 	 Please circle 5I on Reader Service Card 	 UIUUUV'U 
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Treating the 
Whole Plant 

By Mark Garvin 

t 
77 
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.- 	 This ectomycorrhizae 
.- 	of pine shows growth of fun- 

gus. These hyphal strands grow 
out from the mycorrhizae into large soil 

volumes, mining the soil for water and nu-
trients for the tree. 

Gary Mullane 01 Low Country i ree Care in k-liiton Head, S.C., applies Mycorlree Tree Saver 
Transplant around backf ill of a stressed live oak. 

In recent years, seeral factors have combined to 
produce an immutable wave away from using 
chemical fertilizers and pesticides as the primary 

way to improve plant and soil management in the ur-
ban forest. Homeowners are worried over what their 
neighbors think about those chemical warning signs 
planted on the lawn. Increased government regulation 

and testing requirements have raised the development 
costs of ne%t products. Lawsuits and clean-up expense.s 
for contaminated water supplies have made man v 

manufacturers wary of producing non-agricultural 
products. And most important, scientific  advances ha  c 
made hard chemical alternatives such as "natural 
pesticides and bio-stimulants commercially available. 

TREE CARE INDUSTRY -  FEBRUARY 1997 	 7 



quality Used Equipment From Allec. 

FLATBED 

1 996 FORD FSDD DSL, DEMOS, 

ALTEC MODEL 18550 AERIALS 

WITH CHIP DUMP BODIES (4 AVAIL.) 
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1 995 IH 4700 DSL. AMYDO 
	

1 99 1 FORD F7005 DEL. 

AERIAL UNIT (71 FT WORKING 
	

AS PLUNDH LR5O AERIAL UNITS 

HEIGHT) WITH FULL LINE BODY 
	

WITH FLATBED BODY. <25.000 

MILES (3 AVAILABLE) 

Cover 
Story 

All of these developments have led 
arborists and scientists toward a more 
natural way of promoting plant health. 
New products joined with new tech-
niques and attitudes to create the 
concept of plant health care a few 

1 991 FORD F700S DSL 

A5PLUNDH LR5O AERIAL UNIT AND 

CHIP DUMP B0DIES.<25.000 

MILES (4 AVAILABLE) 

ASPLUNDH UNITS 

1986 CHEVY LN-50 

19B7 FORD F700 LP-50 

1988 FORD F700 LR-50 

JEXY CHIPPERS 

years ago. Since that time, research has 
progressed at a dizzying rate. 

The notion of plant health care is 
easy to understand: It focuses on the 
plant rather than the pest, and empha-
sizes the customer's goals. A plant 
health care program includes many of 
the methods associated with Integrated 
Pest Management and more. 

Plant health care is an evolving sci-
ence that advances almost monthly. It  

emphasizes a reduction in pesticides 
and education of the consumer. 
Healthy, productive plants are natu-
rally more resistant to disease and 
environmental stresses. The job of an 
arborist is to create those conditions 
that encourage a tree's natural growth 
and resistance to damage and disease. 
Proper levels of soil bioactivity, wa-
ter balance and a well-developed root 
system are fundamental to long-term 
plant survival and growth. Plant health 
care products are designed to create 
optimal growth conditions, while aug-
menting the plant's natural resistance 
to environmental stress, disease and 
insects. 

While the benefits of many of these 
products have been known for years, 
only recently have technological inno-
vations made mass production 
possible. At the forefront of scientific 
advances in plant health care is Plant 
Health Care, Inc., (PHC, Inc.), whose 
scientists have created a range of prod-
ucts for the tree care industry that may 
be grouped into three categories: 

1 . Mvcorrhial Based Products: My-
corrhizae (of Greek origin meaning 
"fungus roots") occur naturally on 
roots and are an essential link between 
plants and soil. PHC. Inc., produces 
strains that have been identified as 
superstrains for growing plants in 
stressed environments, including poor 
soils, lack of fertility, drought, dis-
ease, unfavorable pH, toxins and 
extreme temperatures. There are two 
broad groups of mycorrhizal fungi that 
are commonly divided on the basis of 
whether they live on the outside (ecto) 
or inside (endo) of the plant roots. 

Mycorrhizal products employ natu-
rally-occurring fungi, which are often 
depleted or damaged in the urban for-
est, to improve the efficiency of feeder 
root systems and enhance resistance to 
root diseases and other pests. 

2 9 Soil Nutrients/Bacterial Products: 
PHC. Inc. has developed a line of soil-
enriching products derived from 
natural organic materials that contain 
dry, water-soluble humic acid, sea 
kelp. sucrose, proprietary beneficial 
bacteria, micro-nutrients, vitamins and 
amino acids. 

1 987 CHEVY GAS 52• HI 

RANGER WITH CHIP DUMP BODY 

OTHER UNITS AVAILABLE 

ALTEC UNITS 	 HI RANGERS 

1987 FORD F700 GAS AA600P 	1984 FORD F700 5F1-48PB1 

1987 FORD F700 DSL L9-650A 	1986 CHEVY 070 5F1-52P81 

1990 FORD F450 AT 2506 	 1995 FORD FT-900 10-901 RANGER 

1995 FORD F800 DEL AA600MH 

FOR MORE INFORMATION ON ALTEC USED E1UIFMENT, CALL BUDDY 

DOLLAR AT 205- 323-8751 OR 800-931 -810S ( VOICE MAIL ) Mec 
Please circle 4 on Reader Service Card 
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In 1995, PHC. Inc. joined with Grif-
fin Industries, the largest private 
animal rendering company in the 
United States, to develop a line of 
plant and animal protein-based organic 
fertilizer and soil conditioner products. 

3 . Water Management Products: 
These include microbial based pond 
and water cleansers, surfactants (wet-
ting agents) and time-release polymer 
gels. which regulate delivery of water 
to root systems. 

Too much or too little water can 
undo efforts to achieve plant health. 
PHC. Inc.. under the product name of 
Terra-Sorb, produces a time-release 
polymer gel that stores and slowly re-
leases water to plant roots in the soil, 
reducing the risk of plant loss or stress 
from drought. Terra-Sorb gels are sold 
as separate products and have been 
added to the company's mycorrhizal 
fungi line. 

PHC. Inc. also sells Terra-Wet, a 
natural yucca plant extract-based wet-
ting agent. Wetting agents, also 
known as surfactants, improve wetting 
ability and penetration of water when 
applied to dry. compacted soils oi 
nursery potting mixes. They are also 
used to improve leaf coverage and per -

formance of foliar fertilizer and pest 
control products. 

From a few early converts of natu 
ral bio-stimulants, acceptance of ne''. 
methods and products has spread 
"Since the early 80s, we have used 
variety of products as a complement t 

chemical fertilization." relates Jes s,  
Milton, technical services superviso 
of Arborguard Tree Specialists. Inc 
in Avondale Estates. Ga. "We almo 
pioneered the market for fertilizatioi 
in the Atlanta area. We don't even Us 

the term fertil!' ! r \\ 

it soil therap\ 
"We use li 

generation in aging or root-damaged 
trees, especially for saving construc-
tion-damaged trees, for which we are 
particularly known in the area. We 
have also begun to integrate it with 
chemical fertilization to reduce the 
amount of fertilizers and increase the 
amount of organics we use." 

For Arborguard, soil therapy is an 
integral part of its overall approach to  

caring for trees. "We were probably 
the first company in Atlanta to do my-
corrhizal inoculations," states Milton. 
"This has become a key component of 
our business. I would say that on a very 
large percentage of the properties that 
we prune, we also work on the roots. 
It is sold as a total package." 

Fertilization with natural substances 
is popular with an environmentally 
minded public. It is a lot easier now  

to sell soil services, even regular fer -
tilization. because the organic 
approach to taking care of trees is so 
appealing to clients," observes Milton. 
"There is more of a stigma now to 
chemicals and nitrates in the water. 
This is a safe way to care for trees. 
People get very excited about soil 
fungi and bacteria because it is living 
activity." 

Another pioneer leading the way in 



Cover 
Story 
the early days was Jeff Ott, owner of 
Northeast Shade Tree in Portsmouth, 
N.H., and a distributor of PHC, Inc., 
products. Ott was a consultant for 
PHC. Inc., at the product development 

MYCORRHIZAL FUNGI ON PINE SEEDLING 

rkt 
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Plant Health Care 
Call or write for our PHC "Green for Life" 
catalog of biologically based products for 

professional Horticulturalists. 

Mycorrhizal Fungi 

Beneficial Bacteria 

Botanical Extracts 

Water Management 

Plant Health Care, Inc. 
440 William Pitt Way 
Pittsburgh. PA 15238 

PLANT 
HEALTH 

CARE.  Pwj 1(800) 421-9051  

stage, and its products are an integral 
part of his tree and shrub fertilizer 
programs. 

"I started out working to introduce 
bio-stimulants to the tree care market 
back in 1989," recalls Ott. "We would 
investigate what products the tree care 
industry could use and how to market 
them. My participation was from a 
practical business perspective. 

"It was a pretty long road to sell the 
whole idea of something other than 
fertilizers. In the '80s, people had just 
started working with some of the hu-
mic acid products, which had been 
used in lawn care. It seems as if a lot 
of these products start with lawn care 
then we adapt them for tree care." 

But even with early resistance, Ott 
kept talking with arborists and con-
sumers, promoting the benefits of 
natural products. "It took a couple of 
years of basic missionary work telling 
arborists how to improve their pro-
grams. Now, almost every tree care 
company that is doing serious amounts 
of fertilizer work is using some addi-
tional amendment beyond their 
slow-release fertilizers. 

"One product we are very excited 
about are mycorrhizal spores, which 
are marketed through PHC, Inc., and 
Doggett. The whole mycorrhizal spore 
business was developed for use in for-
estry. We took that technology, tested 
it and plugged it in to urban forestry. 
It has performed beyond expectations. 
Field test results were just incredible." 

Mycorrhizal fungi are an essential 
part of all healthy plants, promoting 
root growth and providing a natural 
defense against diseases and pests. 

Mycorrhizae are abundant in forest 
soil, but in artificial landscapes and 
the urban forest, the number of myc-
orrhizal fungi may be low. This is 
especially true for soils that have been 
compacted, are low in organic matter 
or suffer from fertilizer and pH imbal-
ances. Fumigated soils may contain no 
mycorrhizal fungi. 

In 1995, the Bartlett Tree Expert 
Company conducted extensive re-
search on the effects of inoculating 
mature trees with a PHC. Inc., prod-
uct—MycorTree Injectable Inoculants. 
Bartlett found that mature landscape 
trees that are treated with mycorrhizal 
fungi are significantly more able to 
develop healthy, extensive root net-
works than untreated trees. 

"When we started out with the prod-
uct we were pretty skeptical," admits 
Dr. Tom Smiley, plant pathologist at 
the Bartlett Tree Research Laborato-
ries. "So we took it out to a spot that 
would provide a pretty tough test—
established, mature landscaped trees. 
We wanted to see what the effects 
would be using mycorrhizae and myc-
orrhizae combined with our fertilizer 
on root development. We were pretty 
surprised with the results. 

"We had a large increase in root den-
sity using our fertilizer, mycorrhizae 
and a combination of the two," reports 
Smiley. "Contrary to common belief 
that fertilizer will reduce the efficacy 
of mycorrhizae, in our study a combi-
nation of fertilizer and Mycor PT 
really seemed to be the best treatment. 

"Our initial study looked at root 
changes and root density," Smiley con-
tinues...We also saw tremendous 

Please circle 48 on Reader Service Card 
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NOTHING PRUNES OPERATING (OSTS LIKE AN INTERNATIONAL. 

Face it, when it comes to your trucks, the less you have to think about them the better. You 
need them up and running. And you need them to last. 

That's why you need an International® truck with a fully-electronic International engine. 
We took our legendary DT engine and added electronics. And the result is an engine with 

proven durability that's truly hassle-free. It's remarkably fuel efficient, too. And requires less 
maintenance than mechanical engines. 

To find out more about how to prune your operating costs, see your International dealer or 
call us at 1-800-962-0119, ext. 163. 

4 INTERNATIONAL 
from NA VISTAR 

BUILT 	FOR 	YOUR 	BUSINESS M  
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increases in mycorrhizal coloniza-
tion rates. The typical tree had an 
initial rate of 20 percent. That is. 
about 20 percent of the roots had my-
corrhizae growing on them. We 
could bring that number up to around 
65 percent. This in theory should cre-
ate a more healthy tree with more 
rapid growth. Now we are studying 
the above-ground effects. 

"We get at least a doubling and 
sometimes a tripling of root density 
with mycorrhizal fungi added. Com-
bine that with higher colonization 
rates of mycorrhizae and you end up 
with more fine roots, which are more 
capable of taking up water and nu-
trients. That should translate into a 

The Competition 

 

Vesicular-arbuscular mycorrhizae (yAM) are the most common type of 
endomycorrhizae. Spores of a VAM fungus, shown here, are attached to an 
endomycorrhizae of maple. The diameters of the spores are about 1/500 of an inch. 

healthier tree." 	 Michael Murphy, owner of Preserva- 
Additional tests in other parts of the 	tion Tree Care in Beaufort, S.C., was 

country showed similar results. 	part of another research effort at the 

is 
With PERKINS Engines, 

Balancers are Standard Equipment 
Perkins 4.236/T4.236 and 4.41/1440 are Balanced as 
Standard Equipment. This Helps Prevent Broken Welds, 
Radiator, Muffler, Instrument Panel and other Miscellaneous 
Costly Failures Caused by Excessive Vibration. 

Save your money and time for more important things like 
tree climbing, rollerbiading, surfboarding, accounting, 
and other more balanced activities. Next time you look at 
the bottom line, Perkins will be the choice. 

The Most Competitive 
Arbor Power Diesel Option! 

Ah 
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Tel: 800-551 -2938 • Fax: 800-432-9745 

4 	655 Wheat Lane, Wood Dale, IL 60191 
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Inside every container of Alamo you'll find a strong, 	disease. Just call 1-800-395-TURF for more details 

healthy tree. Because Alamo is the only fungicide 	on how it can help preserve a beautiful environment. 

that's effective in preventing oak wilt and dutch elm 	Which, as you can see, is what we're really selling. 

OP 
Sponsor Environmental Steward Award. 01996 Ciba-Geigy Corporation, Turf and Ornamental Products, Boo 18300, Greensboro, NC 27419. 

Alamo is a registered trademark of Ciba-Geigy Corporation. Always read and follow label directions. 
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Trees can be colonized by more than 
one species of fungus. In this example, 
there are two ectomycorrhizae formed 
by different species on a Douglas fir. 

Benefits of Mycorrhizae 
• 	Survival mechanism for plants. 
• 	Increases stress resistance. 
• 	Increases plant availability of nutrients. 
• 	Increases plant availability of water. 
• 	Increases drought tolerance. 
• 	Increases plant viability in distressed soils. 
• 	Decreases infection of roots from certain soil-borne 

disease organisms. 

South Carolina Urban and Community Forestry Confer -
ence that studied giant live oak trees. 

These trees "had been neglected for more than 100 
years." say Murphy. "They were redeveloping the prop-
erty and reconditioning buildings. Dr. Donald Marx 
[PHC, Inc., chairman and chief scientist] picked several 
trees that trucks were parking under to evaluate the dif-
ferences in root development. We set up four quadrants 
under each tree. One quadrant had water put in, one just 
fertilizer, one mycorrhizal fungi and one mycorrhizae 
and fertilizer. We had increases in root development, dry 
root weight, percentage of mycorrhizal roots and rela- 

4 jjllui's 	 , Il/il. 
Samson 1/2" True Blue 	Poulan 190 Arborist Chainsaw 	Laser Saw Chain 

600 Ft. Reel 	 with 14" Bar & Chain 	#18 - 3/8 Mini - 100 Ft. 

$399.95 	 $199.95 	 $209995 

When ordering you must mention this ad to get above special prices! 

Inc 	
Call or Write for our FREE Catalog and Sales Flyer 

Cutter's Choice East 
	

Cutter's Choice West 

2008 East 33rd St. 	 1637 S. Main St. 

P.O. Box 10308 - Dept TO 
	

P.O. Box 939 - Dept TO 

Erie, PA 16514 
	

Willits, CA 95490 

(814) 898-1629 
	

(707) 459-3509 

Fax 1-814-898-0275 
	

Fax 1-707-459-1089 

Toll-Free Ordering 1-888-288-8371 
Please circle 18 on Reader Service Card 

14 	 TREE CARE INDUSTRY - FEBRUARY 1997 



	

ROOTS products have played a major role in 	The ROOTS 1-2-3 product is widely used on 
our plant health maintenance program for the turf grass in our area, from the finest lawns and 
past seven years. Our tree and shrub fertilization golf courses to the major athletic playing fields. 
program includes ROOTS and ironROOTS prod- The 1-2-3 program results in our having very 
ucts. Stressed plants receive a special organic satisfied customers. 
blend which includes ROOTS. These programs 
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We have the answer 

Florel® 
Fruit Eliminator 

available at your local garden supply store 

Lawn and Garden Products, Inc. 
.MONTERE!YD_1~ 	209/499-2100 

Please circle 34 on Reader Service Card 

cover 	 tive root absorbing potential of the ar- 
eas treated with the mycorrhizae." 

Murphy has put these findings to prac-
tical use in the field, providing a boost Story
to his tree care business. "We have al- 
ways promoted root fertilization." notes 

............................................... 

Plant Health Care With 

Please circle 21 on Reader Service Card  

S
cientific advances in caring for trees 
and shrubs have been accompanied 
by technological inventions to make 

the job easier. Tree Management Systems, 
a developer and marketer of software prod-
ucts for the green industry, has developed 
a software program that allows arborists to 
maintain plant and tree inventory of man-
agement sites for plant health care 
purposes. 

"After scouting visits, arborists can 
record specific information regarding plant 
health care into the system using the crite-
ria developed by the ISA and Dr. Clifford 
Sadof." explains arborist John Garner, 
president of Tree Management Systems. 

A good plant health care program re-
quires a lot of data. This software makes 
that job easier and saves arborists from 
having to do things twice, once when they 
write things down on paper and again when 
they enter it into a computer. 

"The time-consuming part of plant 
health care is acquiring and maintaining 
data on properties." says Garner. "Once 
it is put in a computer, companies can 
generate reports, send out notices and 
track recurring problems. If there is a 
particular agent affecting a plant, such as 
an insect or people pressure, we can ap-
ply a certain action and have a report 
ready for the customer." 

The software, which was released to the 
market for the first time in November at 
TCI EXPO, is designed to allow arborists 
to build up a data base of information that 
will help them determine where the prob-
lem plants are on properties. 

"The beauty of the program is its large 
data summary capability," explains Sadof, 
an entomologist at Purdue University. 
Sadof helped in determining the program's 
features from a scientific perspective. 

"Arborists need to keep track of the 
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Murphy. "Here in the low country of 
South Carolina, the soil is very sandy. 
Fertilizer doesn't build up in the soil. If 
anything. because of the percolation ef -
fects. trees are undernourished. 
Fertilization. bv  itself, can greatly in- 

.. S. S S •S•S•S•• • . S • S • S S S • 

Computers 
kinds of problems that keep recurring on 
certain properties." relates Sadof. "For 
example. if the Smith property has a bad 
problem with tulip tree scale, that should 
be on the priority list for next year. so  it 
can be taken care of at the proper time." 

In the winter, in addition to the normal 
equipment overhauls, arborists can use this 
software to help prioritize their plant health 
care activities for the following year. It can 
be a very important labor-management 
device. For example. if an area had a lot of 
defoliation due to Japanese beetles this 
year. the software allows arborists to com-
pile a list of the places and schedule work 
crews accordingly by predicting which 
properties have to be hit first. 

The software helps keep track of prob-
lems over the course of a season, prioritizes 
needs and predicts what might be needed 
in following years based on historic-. 
Tracking can be done in several differenT 
ways: by property. plant species or gen-
graphic area. This capability has th 
additional advantage of allowing an anal\ - 
sis of how effective various actions were. 

According to Sadof. "if an arborist used 
insecticidal soap or horticultural oil, he can 
look at the number of call backs versus 
using an insecticide. This will give an idea 
of tactic effectiveness." 

The last feature of the software is what 
Sadof calls "a biological control compo-
nent." He has done research on trying to 
develop rules of thumb for people in the 
plant health care industry. This software 
takes some of this generalized research 
about how much injury customers can tol-
erate before they consider a plant to be 
damaged and helps arborists use these 
rules. 

For example. Sadof has learned that 
"people won't notice anything until 
about 10 percent of a plant's foliage has 
been chewed, distorted of yellowed. 
These kinds of rules are helpful in deci-
sion-making for arhorists." TCI 
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crease root growth and help trees survive 
construction or some other impact. What 
we found out was that treating trees with 
mycorrhizae has almost given us a whole 
other direction for our tree care business. 
We see such great results with the myc - 

• Tree Management Systems, Inc. 
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Software 
Released  

Jon Garner 
Tree Management Systems, Inc. 

Dr. Clifford Sadof, Entomologist 
Purdue University 

With this exciting software you can: 

• Maintain Customer Information 
• Inventory Customers' Plants and Trees 
• Record Plant Health Care Visits with 

Ratings for: Plant Quality, Agent 
Ratings, and Natural Enemy Rank 

• Record Treatments 
• Generate Detailed Reports for Your 

Customers 
• Targeted Mailings for Pest Infestations 
• Forecast Pest Infestations 
• User Defined Options 
• Integrate Information With ArborGold 

Software 
• All in Easy-to-Use Microsoft Windows! 

And Much More! 

Also Offering ArborGold Software for the 

PC and Hand-Held Newton. Management 

software for your tree care business! 

Call Tree Management Today! 
1-800-933-1955 

e-mail: arborldCNntersourcexom 

orrhizae I am almost tempted not to fer-
tilize anymore. If I hadn't been part of 
the study, the results would have been 
hard to believe, but the results don't lie. 
The increases were just so great." 

The conference where the study results 
were announced generated a lot of pub-
licity. Newspapers covered the story and 
Dr. Marx was interviewed on TV regard-
ing his research. After that, homeowners 
started calling Preservation Tree Care 
asking if they had heard about that "new 
stuff' they had seen on TV. 

"When people hear about it. they 
will ask for it," insists Murphy. "even 

though they may not grasp the details. 
We try not to talk over people's heads 
with the long names for these fungi. 
We explain that these are naturally 
occurring in the soil. For whatever rea-
son, it becomes depleted and we can 
put it back. It has been in use for 25 
years, but only recently have we been 
able to purchase it commercially." 

Murphy tells customers that he is 
adding "beneficial fungi." because 
when they think of fungi on their lawn 
they think of dollar spots or toadstools. 
"Without some education, you can't 
point out fungi on the side of a tree that 

Please circle 67 on Reader Service Card 
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PLAN NOW FOR 1997 

Tree transplant help? . . .Ask 
these professionals: 

"IT'S ASSURANCE... 

.now my customers 
water easily because 
they know where and 
how much ...it reduces 
losses dramatically." 

 

Greg Wolber, Wolber's 
Landscaping, Ionia, All 

- 

 

IT SAVES LABOR... 

	

_. 	...I 	cut 	irrigation 
l a bor  two-thirds on 

	

- 	 •- - 	' 	one 10 - tree line 
. . .from three hours to 

• 	- 	 . 	 just 30 minutes 

k 	 .. 
• 	 . 	 . 	'w i itus, Parks •,  

	

_______ ••4 	
':iperintendent, Wabash, IN. 

__  

"IT REALLY HELPS... 

...I've been using them 
and even my cus-
tomers say they can 
see the difference com-
pared to trees trans-
planted without this 
product." 

Torn Richardson, 
Changing Seasons \urserv, 
Grandburv. TX. 

Tree Feeder ---- 
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Events & Seminars 

February 4-9, 1997 
National Arborist Association 
Winter Management Conference 
Nassau Marriott Crystal Palace Resort 
Nassau, Bahamas 
Contact: Carol Crossland, 603-673-3311 

February 18, 1997 
Ohio ISA 
Winter Conference 
Certified Arborist Exam 
Worthington, OH 
Contact: 330-332-0361 

February 19, 1997 
Michigan Arborist Association 
Electrical Hazards and the Tree Worker 
Toll Gate Education Center 
Novi, Mich. 
Contact: 800-MAA-4055 

February 25-26, 1997 
Southern Ill. Grounds Maintenance School 
Conference and Trade Show 
Gateway Convention Center 
Collinsville, Ill. 
Contact: Ron Cornwell, 618-692-9434 

March 4-5, 1997 
Colorado Association of Lm n Care 
Professionals (CALP) 
Spring Training Conference 
Jefferson County Fairgrounds 
Contact: 303-850-7587 

March 6, 1997 
ISA Rocky Mountain Chapter 
Seminar on Tree Root Biology and Myc-
orrhizal Fungi by Dr. Donald Marx 
Denver. Co. 
Contact: 303-321-0985 

March 9, 1997 
International Society of Arboriculture 
First Annual Tree Climbers Jamboree 
Florida State Fairgrounds 
Tampa, Fla. 
Contact: Andrew Kittsley, 407-246-2283. 
or Dane Buell, 941-426-7894. 

March 11, 1997 
Michigan Arborist Association 
Insects and Diseases Seminar 
Toll Gate Education Center 
Novi. Mich. 
Contact: 800-MAA-4055 

April 2, 1997 
Maryland Department of Natural Resources 
Developing the Urban Forest Symposium 
University of Maryland. College Park 
Contact: 410-535-4737 

April 17-18, 1997 
California Urban Forests Council 
Rejuvenating Urban Forests Conference 
San Francisco. Calif. 
Contact: 415-431-6428 

April 30-May 5, 1997 
Western Chapter ISA Conference 
and Trade Show 
Disneyland Pacific Hotel 
Anaheim, Calif. 
Contact: 916-641-2990 

May 28-31, 1997 
Canadian Forestry Association 
Third Canadian Urban Forests Conference 
World Trade and Convention Center 
Halifax. Nova Scotia, Canada 
Contact: 902-428-6559 

Urban Forest 
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TCI EXPO... 
It's Your 
Kind of 
Show 

"TCI EXPO is very 
beneficial ... I can meet 
several vendors, hold the 
products in my hands 
ask all sorts of questions 
and get straight answers." 

Dan Oberlies 
Lewis Tree Service 
Rochester, NY 

Send event and seminar listings to: Editor, Tree Care Industry, P0 Box 1094, 
Amherst, NH 03031 	 TCI 

FAA 	
TCI EXPO '97 

November 61h - 8th 

Columbus, Ohio 
loT ?1looi 	iiitiiiioi!/oii, pIcoi.e o.&iII 101/ tico': 

1-800-733-2622 
Please circle 63 on Reader Service Card 
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How to Find the 
Best Person 

for the Job 
BY Joseph Arkin 

he owner or operator of the typical tree care company 
cannot afford the luxury of a personnel department, let 
alone a director of personnel. It pays long-term dividends, 

therefore, for the owner to know the correct procedures for hir -

ing the best qualified worker from among numerous applicants. 
A short-cut would be to use the services of an employment 

agency. At least the applicants will have been screened to some 
extent before being sent over for an interview. This method 
would work fairly well for office, sales or administrative per-
sonnel, but few agencies would be able to help find the best 
field crews. 

Many owners go it alone and place a classified advertisement 
in the local paper or a national green industry magazine. But 
attracting applicants is only half the job. Deciding which one 
would be best for the company is just as difficult—and just as 
important. Some arborists think they can find the best person 
by looking them in the eye or relying on a gut reaction. With-
out dismissing these methods, it is wise to add some other ways 
that professionals have developed from their experiences. 

Robert Half, head of the largest personnel recruitment net-
work in the world specializing in financial and data processing 
positions, says: "An excellent interviewee is not necessarily an 
excellent employee. If there is a single key to interviewing, it's 
the ability to get the most mileage out of each question." 

Here are eight questions designed to get applicants to reveal 
characteristics they may not recognize they are revealing. 

Why are you giving upyourjob? 
Be wary of candidates who answer this question by bad-mouth-
ing their current employer. 

What did you like best about your last job? 
A candidate who can't give a thoughtful answer here probably 
can't think beyond the basic mechanics of the job. 

If you could have made improvements in your last job, what 

A nationwide study revealed 
that the last person interviewed 
is three times more likely to be 
hired than the first candidate. 
Yet the last person is not neces-
sarily the best. 

Interviewers often have difficulty 
in accurately and fully recalling 
their objective impressions of 
earlier candidates, which may 
make the last one appear supe-
rior to the others. 

A skilled interviewer develops an 
intuitive sense that goes beyond 
strict adherence to predeter-
mined qualifications. 
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Macroscope 25. The Ideal Lightweight Alternative. 
Even to the untrained eye, the excellent 
optics of Macroscoce 25 make detecting 
disease easy. The most widely used 

CALL: 1-800-441-8381 microscope in the industry, the sharp, 

Of tax 6104308560 to Place your  
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open Thesdavs & Thursdays most single lens reflex cameras. 

Macroscope 25 	-- 	- with padded pouch 	$219.95 

Order by February 28. 1997 and receive 
Macroscope 25 	 with case 	- 	- 	$309.95 

a tree LightClip with Penlight. 
Micromale I Camera Adapter 	 - 	$69.95 

would they have been? 
The answer here is a good barometer of 
a candidate's creativity and general sen-
sitivity. 

Who was the most interesting client 
you had in your last job (or what has 
been the most interesting job or project 
so far in your career)? 
The reasons are more important than the 
answer. They should give an idea, for 
example, of whether or not the candidate 
likes challenges. 

Describe the best person who ever 
worked for you or with you. 
A candidate who has trouble answering 
this could lack compassion. 

What kind of people annoy you 
most? 
Frequently (but not always) the traits that 
candidates mention in their answers do 
not apply to the candidates themselves. 

Describe emergencies in some of 
your jobs for which you had to resched-
ule your time. 
This is the question to ask instead of, 
"Are you willing to work extra hours 
when the situation calls for it?" 

In which way would you like our 
company to assist you if you join us? 
Look for balance here, which means to 
be wary of candidates who indicate they 
may need a lot of help or candidates who 
suggest they may not want any help. 

When responding to a classified ad 
using a box number, many candidates 
will ask for an interview and include a 
resume. According to Half, more candi-
dates than ever before are having their 
resumes professionally prepared, so the 
resume is rapidly losing its value as an 
evaluating tool. 

The "best" resume may not always 
come from the "best" candidate: it often 
comes from the candidate who has had 
the most jobs (and thus, the most prac-
tice writing resumes) or the candidate 
who has hired a skilled resume writer. On 
the other hand, the best crew leader may 
not even have a resume! 

Nevertheless, the resume will give 
clues to narrow down a large field of can- 

didates. Here are some tips on how to use 
resumes. 

Start at the end. 
Most candidates put the least flattering 
information at the end of the resume. 
Save time by reading resumes from the 
back forward. 

Be wary of thefunctional resume. 
A functional resume usually has no dates, 
only descriptions of experience and quali-
fications. The candidate who writes such a 
resume could well be right for the job, but 
functional resumes are often written by 
candidates who have been excessive job 
jumpers, or else have been out of work for 
a considerable length of time. 

Look for profit-mindedness. 
Try to sense, from the job description, 
whether the candidate appreciates the 
fact that tree care companies are in busi-
ness to make money. One of the things 
to look for is how many times in the re-
sume a candidate mentions efficiency 
measures, sales or customer services 
ideas that have helped increase earnings. 

Watch out for trivia. 
A resume that's "puffed-up" with trivia 
(sports interests, children's accomplish-
ments, hobbies. etc.) may be a sign that 
the candidate is weak in experience and 
skills. It could also mean the candidate 
won't have enough time for the job. 

Beware of qualifiers. 
Many resumes are filled with phrases 
such as. "knowledge of...". "assisted 
with...". "had exposure to..." Don't con-
fuse these qualifying descriptions with 
hard hands-on experience. 

Don't be misled by a lengthy edu-
cation section. 
Candidates who lack appropriate educa-
tion often beef up their background with 
detailed (and often meaningless) descrip-
tions of special courses and seminars. 

Be sensitive to sour grapes. 
If the resume leads you to believe that the 
candidate is bitter about past jobs, tread 
with care. If the anger shows through in 
a resume, it can easily surface on the job. 

Don't excuse sloppiness. 
A candidate who isn't astute enough or 
doesn't care enough to make the resume 
letter-perfect is not generally a good bet 
to be conscientious on the job. 

Don't read more into a resume than 
is already there. 
You can usually assume that what is left 
off a resume is a skill or quality that the 
person doesn't have. 

Look for evidence that shows a 
willingness to work hard. 
This quality may not be easy to detect 
from a resume, but if you find it. con- 

Please circle 6 on Reader Service card 

TREE CARE INDUSTRY - FEBRUARY 1997 
	

23 



The Difference Between 
Splendor And Splinters 
LIGHTNING PROTECTION SYSTEMS FOR TREES 

• More Profits 

• Needed Service 

• You Have Tools, Men 
And Equipment 

• Door Opener And 
Sales Closer 

• Present Customers Are 
Qualified Prospects 

• Minimum Investment 

• Send For Free Tree Kit 

• VHS-HOW To Install Tree 
Systems ($14.95) 

INDEPENDENT PROTECTION COMPANY, INC. 	(219) 533-4116 
1603-09 SOUTH MAIN STREET, GOSHEN, INDIANA 46526 FAX (219) 534-3719 
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sider the candidate very carefully. Hard 
workers are not easy to find. 

11. Leta specialist do the screening. 
People who specialize in a particular oc-
cupation, profession or industry, have the 
experience, training and know-how to 
tell, on the basis of a resume alone, which 
candidates should be eliminated from 

consideration. 
Of course, you want a worker who has 

the best qualifications for your job open-
ing. This requirement certainly saves 
many dollars in training costs, as opposed 
to just showing the experienced new crew 
member how things are done in your 
firm. 

A careful screening will accomplish 
more than finding the most qualified per-
son. Experience matters, but so does 
character. Perhaps one of the sore points 
for businesses today is the huge amount 
of employee theft. Estimates range from 
$30 billion to $40 billion per year. 

Hundreds of companies are now mak-
ing use of paper-and-pencil assessment  

tests designed to determine a tendency 
for dishonesty among individuals apply -

ing for jobs. The most often-used test 
seems to be the Personnel Selection in-

ventory, which is designed to profile 
attitudes and opinions of job applicants 
in the areas of dishonesty, drug abuse and 
violent behavior to determine the risk of 
fraud, theft or violence. 

The tests, which are published by Lon-
don House Inc, are administered on-site 
by your own company personnel and 
scored within minutes over the phone by 
the test publisher. Among the values of 
the test, researchers say, is the fact that 
it determines which applicants are highly 
tolerant of theft, have a tendency for vio-
lence and are likely to be using drugs. 

The test uses situational ethics to show 
trends toward dishonesty. Most people 
who are dishonest think that all people 
are dishonest, says test developer Will-
iam Terris, Ph.D. Thus, they don't hide 
the fact that they have stolen from an 
employer, although they usually admit 
stealing only small amounts. It usually 
can be surmised that an individual who 
steals at all will steal much more that he 

admits. Conversely, Terris states that 
most people who are honest think every -

body is honest. 
London House recommends that the 

test be administered as the last stage of 
the pre-employment screening process, 
once the number of candidates has been 
reduced to the best few choices. Terris 
lists the primary reasons for using the 
Personnel Selection Inventory as: 
• 	to screen out dishonest people. A 

4 
2 

SHERRILL, inc. 
Arborist Supply Catalog 

For a free catalog, call today. 

Order 24 hours, any day 

800-525-8873 
Greensboro, NC 

"Specializing 
in high 

.- 	inventory, 
low prices, 
fast delivery 

and slow talk. Visit the 
working man's tool house!" 

Please circle 57 on Reader Service Card 
24 	 TREE CARE INDUSTRY - FEBRUARY 1997 



I' 

4' 

1%y 

A HIGH PRODUCTION 
18" DIAMETER 

CAPACITY WHOLE 
TREE CHIPPER 

AT A PRICE YOU 
Ilk 

N 	CAN AFFORD 

low 

~ 4a,'%  

MW  

Mir- 

4'  

_ I 

_ 	 I 
• Powerful fed s vstem - limits trimming 	• 250-HP Diesel - Power to chip the bi :  nhiterial 
• 360 Degree hydraulic swivel discharge 	 • Available with or without a loader 
• Chip 25 tons per hour 	 • Compact enough to work street side 

POPULAR OPTIONS 
Hydraulic winch • Autofeed speed governor 

• Cable and radio remotes (for those feeding the Model 2850 with an auxiliary loader) 

Come See us at the Northeastern Loggers Conference - Bangor, ME 

1 ® 	 April 25 & 26. This machine and others will be displayed. 

BANDIT INDUSTRIES, INCORPORATED 
Illiii 	6750 M(LLBROOK ROAD • REMUS, Ml 49340 • PHONE: (800) 952-0178 or (888) 3BANDIT or (517) 561-2270 • Fax: (517) 561-2273 

Please circle 9 on Reader Ser ice Card 
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Two-station license includes: 
30-day money-back guarantee 
One year of free upgrades 
Three hours free User Support 

Additional stations, $100 each 

Please circle 17 on Reader Service Card 
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Business management 
software 

just for arborists 
TreePRO is an advanced multi-user 
system designed to put together all 

the systems you've been maintaining 
separately. It helps you manage your 
entire business--from marketing and 

administration to job scheduling, 
billing and accounts receivable. 

Everything you need... 
Work orders, appointment schedules, and 
ToDo lists. Built-in word processor with 
spell checker and mail merge. Automatic 
followup reminders for proposals and 

.and morel 
Client tree inventory and history. Contracts. 
Links to HOAs for orders and billing. 
Totally customizable reports. 

Take it on the roadl 
Take a customer's order in the field with 
your notebook computer and print a pro-
posal on the spot. Then merge notebook 
changes into office data automatically at 
night. 

6% 

40 
4, 

C 
0 
Poinsettia Software 
<-~-* PO Box 157 

WI 53108-0157 
800 -707-9837 Fax: 414-835-0473 

Please circle 49 on Reader Service Card 

Management 
Exchange 

reference check seldom does the job 
when attempting to determine the hon-
esty of an applicant. 
• 	to set a climate for organizational 
integrity. Word gets around that the com-
pany is carefully screening new 
employees. 
• to solicit an honest answer when a 
direct question is unlikely to achieve the 
same result. Odds are, few prospective 
employees will admit to stealing when 
asked point blank 

According to Charles H. Buxton, vice 
president at Manufacturers Bank in St. 
Louis, the test eliminated, as high risk, 
more than 50 percent of the applicants 
taking the test. The one possible value of 
the test was brought home recently when 
five new people were hired without tak-
ing the test. Two were discharged within 
the trial period due to propensity for vio-
lence. These two were asked to take the 
test after this propensity became evident. 
They failed the test. Now all applicants 
for jobs of teller level and below must 
take the test before they are hired. 

Gordon Jewelry Corp., operators of a 

chain of jewelry stores, began using the 
tests several years ago because things 
were happening around the chain that 
management couldn't account for, and 
worker turnover was high. It was felt that 
the test would correct the situation. 

"The test is valuable because it deter-
mines an applicant's attitudes before 
employment commences," states Herbert 
Bierbaum. Gordon's director of security. 
'It is not a cure-all, but it does eliminate 
potential problems and reduces labor 
turnover. The chain has not experienced 
any problems with any of the applicants 
who passed the test." 

Tests such as the Personnel Selection 
Inventory are gaining in popularity as an 
interview method, especially in view of 
the fact that lie-detector tests are meet-
ing strong opposition from workers and 
unions. Don't throw away your instincts 
when interviewing field personnel, but 
you might want to incorporate a sugges-
tion or two from the experts next time 
you are looking to add an employee. 

Booklets How to Get Your Employees 
to Do What They're Supposed to Do, 
How to Keep Your Best People, and How 
to Hire Smart are available without 
charge by writing to Robert Half Inter-
national inc., P.O. Box 4157, New York, 
NY 10163. Id 
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Day Alter D Year Alto! Year, 
They Just Keep Working. 

Dependable. Easy to maintain. Built to \vork hard and never take a day off. Altecs 

complete line of tree care equipment provides you with superior performance and 

maximum productivity. Our LR Series and LB Series aerial devices combine smooto. 

efficient maneuverability with working heights to 60 feet, making them the tree 

care industry's preferred choice. Altec's new WhisperDisc Chipper is designed 
- 	 / 	 aith the same commitment to excellence as our proven Whisper Chi p per. 

- 	 - 

And all Altec equipment is backed by an unsurpassed warrant\. 

11 01 	uIC 1 torntion 1 :oo 

17 

- 	
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Industry News 

NAA Member 
Wins Chipper 

Ed and Lori Sage of Sage Landscaping, 
an NAA member company, won the spe-
cially painted Wood/Chuck Chipper 
Corporation Model 17X Chipper at the 
raffle held at TCI EXPO '96 in Charlotte. 
NC. "We were so shocked at winning." 
said Lori Sage. "We had come to the show  
shopping for a used chipper and we 
couldn't believe our luck 

While the November raffle was not lim- 
ited to those present at the show, Ed and 
Lori had purchased their second entry only 
moments before the drawing. The chip-
per is valued at more than $17,000, and all proceeds went 
to the National Arborist Foundation. "There were 326 en-
tries, each for $50, from as far away as Norway, and as close 
as Charlotte, NC," related Martin Novom, the NAF direc-
tor of development. The Model 17X was donated by Woody 
Chuck Chipper Corporation and the engine, a Perkins, was 
provided by Covington Detroit Diesel. 

"We are pleased that we could donate this chipper and 
help our industry by allowing more than $16,000 go to the 
National Arborist Foundation's important programs," stated 
Dennis Beam III, vice president of Wood/Chuck Chipper 
Corporation. "I hope that other companies will be inspired 
to get involved with the NAF." 

"We are glad we could be part of this special event," added 
Phil Fowler, III, president of Covington Detroit Diesel. "Do-
nating a 'green' diesel engine, one that contributes less to 
pollution, is perfect match with the environmental focus of 
the National Arborist Foudation," 

"It is very exciting to have so many new people contrib-
ute to the Foundation," said Novom. Of the 326 entries, 
247 were from individuals who had not contributed to the 
NAF before. "A special event opportunity, like the Wood! 
Chuck Chipper Raffle, is an ideal way for people to become 
introduced to the activities of the NAF." 

Wood/Chuck does it again in 1997 
Greg Daniels, NAF Board of Trustees Chairman an-

nounced that Wood/Chuck Chipper Corporation is donating 
a chipper for the raffle prize for at TCT EXPO '97 in Co-
lumbus, Ohio. Again, all the proceeds will go to the National 
Arborist Foundation. Details of the Wood/Chuck Chipper 
Raffle for 1997 will be announced in TCI magazine. 

Three Associations 
Team up in Pilot 
Speakers Program 

Three green industry associations have joined together to ini-
tiate an outreach Ambassador Speakers Program. The joint effort 
will motivate and prepare industry representatives to educate the 
public about the industry's environmental benefits and to address 
consumer concerns. 

To kick off the program, the Golf Course Superintendents As-
sociation of America (GCSAA), Professional Lawn Care 
Association of America (PLCAA) and RISE (Responsible Indus-
try for a Sound Environment) conducted an Ambassador Speakers 
training seminar on Nov. 16 in Cincinnati, Ohio. for 16 industry 
representatives. 

The pilot program has enlisted eight lawn care operators and 
eight golf course superintendents from Ohio, Michigan, and Penn-
sylvania. Initially, the program will be piloted in those three states. 
If you know of schools or civic groups in your area that would be 
interested in hearing an Ambassador presentation, please call 
Debbie Rudin at 309-691-2041. 

Conservation 
Partnership 
The Morton Arboretum and the Chicago Botanic Garden have 

agreed to work together to conserve rare and endangered plants in 
the upper Midwest, and have joined the Center for Plant Conser - 

Dennis Beam Ill, vice president of Wood/Chuck Chipper Corpora-
tion, Phil Fowler, Ill, president of Covington Detroit Diesel and winner 
Ed Sage at TCI EXPO '96 in Charlotte, N.C. 
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vation (CPC). a national network of 28 
botanical gardens and arboretums dedi-
cated to the preservation of endangered 
plants throughout North America. 

Participating institutions in the CPC 
network collect, grow and maintain the 
National Collection of Endangered Plants. 
a living collection of 500 of the nation's 
rarest plants. These plants and seeds are a 
genetic storehouse that can serve as a 
source for eventually reintroducing endan-
gered plants into the wild, as well as being 
used for research and education. 

Both Chicago-area institutions are mem-
bers of Chicago Wilderness, a 
collaboration of 34 conservation organiza-
tions working together to conserve 
biological diversity in the Chicago region. 
The new partnership adds to the efforts of 
Chicago Wilderness by conserving living 
plants in secure, protective environments. 
This off-site conservation effort is part of 
an overall conservation strategy that in-
cludes habitat protection. restoration and 
management, and the eventual reintroduc-
tion of rare native plants into the stabilized 
natural areas. 

Scientists from the Botanic Garden, The 
Morton Arboretum, and Chicago State 
University are studying the propagation 
and preservation of several endangered 
species. including the Eastern Prairie 
Fringed Orchid and the Forked Aster. 

A New 
Products 
Catalogue 

The Professional Lawn Care Association 
of America's (PLCAA) educationalvid-
eos. brochures and manuals are now 
available in a new catalog. PLCAA's Prod-
ucts Catalog for lawn and landscape 
professionals offers new items and best-
sellers in several sections: 
• Lawn & Landscape Management Tools 
• Marketing & Management Tools 
• Customer Awareness Tools 
• Members-Only Professional Tools 

New items include a Containment Svs -
tern Design guidebook by Fredric R. 
Haskett. This guidebook contains informa-
tion for large and small companies on how 
to design and construct an affordable and 
safe facility for storing. handling, mixing. 
and recycling pesticides, fertilizers and 
other chemicals. 

Another featured item is a new consumer 
brochure Water Quality and Your Lawn. 
The brochure is supported by several en-
vironmental organizations. 

Some of the most popular items in the 
catalog are the best-selling management 
publications by Phil Nilsson. A highly re-
spected green industry consultant and 
author with over 20 years experience. 
Nilsson gives profit-building advice on 
grounds maintenance, personnel manage-
ment, selling and marketing and 
business-planning topics. 

For a free copy of PLCAA's Products 
Catalog, contact the association at 1000 
Johnson Ferry Road, NE. Suite C-135. 
Marietta, GA 30068. Phone: 800-458-
3466: Fax: 770-578-6071: E-mail: 
plcaa@aticom.net.  TCI 

ONE OF THE FEW PIECES OF FORESTRY EQUIPMENT 
THAT CAN'T BE POWERED BY A DEERE ENGINE 

If it works in the woods and it has a diesel 
engine, it can be powered by Deere. 

With models from 20 to 500 hp, there's a 
John Deere engine for almost every forestry 
application. Whatever the equipment, whatever 
the brand, ask for Deere Power by name. 

For more information, 
call Deere Power Systems at 
1-800-J D ENGINE (1-800-533-446) 
F.X: (19 292-5075, 

DEERE 
Specify reliable John Deere engines 

for all your forestry equipment. 

Choose John Deere engines for smooth-running chipping equipment. 
SUPERIOR DIESEL - NORTHSTAR POWER 

,.t.- 1632 North Stevens St, Branch Offices: 204 North 37th Rd COMPANY - 
PC Box 1187 461 East Fenn Rd (Intersection 251 & 52) 2402 S.E. Hulsizer Rd 
Rhinelander, WI 54501 Coldwater, MI 49036 Mendota, IL 61342 Ankeny, L8  50021 
Tel: (715) 369-5900 Tel: (517) 278-2445 Tel: (815) 538-1818 Tel: (515) 964-6100 

Please circle 2() on Reader Ser\ ice Cud 
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inches in diameter and as tall as 8 feet. 
Its cutting width is 24 inches. All belts and 
drive train components are fully enclosed 
and all V-belts run straight (no twists are 
required to connect sheaves and pulleys). 
The unit is self-propelled, with three for- 
ward speeds plus reverse, and has a 

10-gauge steel cutting deck 
that includes a special front 
deflector to help protect 
against flying debris. The 
commercial-duty blade 
brake automatically disen-
gages the blade. For 
information and a free dem-
onstration video, contact 
Billy Goat Industries, Inc., 
P0 Box 308, Lee's Summit, 
MO 64063-0308. Phone: 
816-524-9666. 

The Billy Goat Model BC2400 
commercial-grade brush cutter 
can clear as much as two-thirds 
of an acre of heavy brush per 
hour. A heavy-duty, 1/4-inch 
thick blade allows cutting of 
brush and saplings up to 11/2 

Please circle 84 on Reader Service Card 

	

-Y - 'Tm m Y X -T •'W W W 	 'V W 

	

%_, _/ L 1 A A. V _. A_J A 	5A_4 

New Products & Services 

For the ultimate yard clean-up machine, try 
the Bear Cat Vac-N-Chip Pro. It features a 
29-inch wide swath with an agitator bar and 
27 mounted beater blades to pick up leaves 
and small twigs. The single handle adjust-
able height control has an infinite number 
of settings for optimum performance from 
the agitator bar. It chips branches up to 3 
inches in diameter, and reduces leaf volume 
by as much as 10-1. The machine is self-pro-
pelled, with five forward speeds and one 
reverse. The single front wheel pivots, and 
the heavy-duty, knobby drive tires offer ex-
cellent traction and powerful climbing 
capabilities. For information, contact: Bear 

The new Tanaka ECV-4501 mid-size chain saw, 
which weighs just nine pounds, combines per-
formance with safety for maximum comfort, 
maneuverability and smooth cutting power. It 
features a vertical cylinder for power, and its 
innovative air-filtration system removes par -
ticles from the air intake to help increase 
performance and prolong engine life. It also 
features an automatic decompression 
system that reduces pulling force to make 
starting faster and easier. An inertia-acti-
vated chain brake stops the saw chain 
instantly to reduce the chance of serious 
injury should kickback occur. The ECV - 

4501 accepts 16-, 18-, or 
20-inch Oregon bar and 
chain combinations. The 

.------ 	new saw is covered by 
Tanaka's 1/2/5 warranty, 
which provides 1 year coy- 

Cat, P0 Box 849, West Fargo, ND 58078-
0849. Phone: 800-247-7335. 

erage for commercial use, 2 years for 
homeowner use and 5 years on the elec-
tronic ignition module. For more 
information, contact: Tanaka Interna-
tional, 22461 72nd Ave. S., Bldg. 3, Kent, 
WA 98032. Phone: 206-395-3900, (Mark 
Woodling, ext. 215); Fax: 206-395-4245; 
E-mail: MwatTanaka@aol.com  

• 	 Wü, 

Echo's new Model ES-21 00 boasts an 
ergonomic design, and a 35-inch in-
take tube for no-stoop pickup. A 
17-ounce, see-through fuel tank lets 
operators know when they're getting 
low on fuel. Debris is shredded and 
blown into a large-capacity, two-
bushel bag with a rear-discharge 
design. A patented, four-blade steel 
shredder mechanism quickly reduces 
yard waste by as much as a 12-to-1 
ratio. When converted to a hand-held 
blower, it generates an average air 
volume of 300 cfm and a maximum ve-
locity of 135 mph. For information, 
contact Echo Incorporated, 400 
Oakwood Road, Lake Zurich, IL 
60047. Phone: 847-540-8400. 

Please circle 81 on Reader Service Card 

Please circle 80 on Reader Service Card 

Please circle 82 on Reader Service Card 

From Michigan Tree Technologies comes the 
Model TS 500, a complete, ready-to-spray system 
that can be mounted on any truck. The three-cyl-
inder Bean piston pump delivers 35 gallons per 
minute from a 500-gallon Raven tank and saddle. 
The unit has its own fuel supply, battery, and charg-
ing system for easy mounting on any gas or diesel 
truck one ton or larger. The TS 500 comes with two 
large, locking Delta tool boxes for storage. Pump 
pressure adjusts from 0 to 800 psi for spraying 
small or large trees. Included are all mounting hard-
ware, tail lights, rear bumper, mud flaps and license 
plate bracket. For more information, contact: Michi-
gan Tree Technologies, 1160 Brenner Road, 
Highland, Ml 48357. Phone: 810-887-5751. 

Please circle 83 on Reader Service Card 
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SOIL INJECTOR 	The POLARIS IPM 
Most productive 	Spray System 
soil injector 	-6 Tanks, 900 gallons, choice of pumps 
available 	• Increases productivity 

•oil Injector 	 • Multiple treatments at each stop 

GREEN© PRODUCTS & SERVICES 
The Company That Cares About Your Success 	 - 

1-800-645-6464 
- Sprayers —Organ ic  Prf -  —Business Services andtConsulting 

VITA TREE & 
SHRUB 

• Organic & 
mineral based 

• Will not clog! 
• Ecx)nornloai to use 
• Only about 250 

per gallon 

525 Gallon Sprayer: 
Special Price: $3,665 

•10 Gallons per minute 
•300 foot hose • Electric Reel 

Trencor's popular Log-Hog 930-series 
loader has received major upgrades. The 
930C loader has a 27-foot boom length 
that offers continuous 360 degree rota-
tion and 27,300 pounds of lift. There are 
a variety of mounting options, including 
crawler, truck/trailer, carrier or stationary 
mount. The air-conditioner has been 
moved to behind the seat. The hydraulic 
tank features in-tank filters and is 
mounted on top of the platform, which re-
duces the number of hoses. The 

SOL  
_A 

hydraulic plumbing has been improved by 
repositioning the valves and rerouting the 
hydraulic hoses. New rubber isolation pads 
between the cab floor and the loader plat-
form help reduce vibration and noise, and 
a residential-type muffler reduces engine 
noise. The joystick controls have been im-
proved with the installation of bent 
handles, while a pilot pressure pump pro-
vides improved response for the joystick 
controls. For more information, call Bobby 
Cook at 800-527-6020. 

Please circle 85 on Reader Service Card 

/ 	
The Wheel Saver from 

- 	 Leonardi Manufacturing Com- 
pany is a thin flat disc 
approximately the size of a 
pocket that goes against the 
wheel of a stump grinder. The 
result is that the Wheel Saver 
is against the wheel, and the 
tooth is clamped against the 
Wheel Saver not the wheel. 

This prevents the tooth from digging into the wheel. Some of 
the damage is absorbed and some is eliminated by spreading 
the force over a larger surface area. For more information, con- 
tact: Leonardi Manufacturing Co., Inc., 2728 Erie drive, 
Weedsport, NY 13166. Phone: 315-834-6611; Fax: 315-834-9220; 
E-mail: leonardimfg@worldnet.aft.net  

Please circle 86 on Reader Service Card  

The new STIHL 036 OS is the first gasoline-powered chain saw 
with a triple-activated chain brake. The brake can be activated 
by inertia, manually with the front hand guard and by releasing 
the rear handle. The tripping mechanism is integrated into the 
throttle trigger interlock in the rear handle. If the interlock is re-
leased, the brake is activated and stops the chain in a fraction of 
a second. The brake is 
reset when the inter - 
lock is depressed in 
order to activate the 
throttle trigger. During 
starting, the chain is 
automatically locked. 
For more information, 
call 800-GO-STIHL 
(800-467-8445). 

Please circle $7 on Readei cr' ice Card 
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c1 	Invest in an 	 Switch to the most 	 Go for the gusto! 

inexpensive 	 economical organic 	 Invest in the 
I I 	means to 	 root developer, fertil- 	 ultimate multiple 

J ( •, -'Th provide more 	 0 izer and soil condi- 	9 0 spray system. 
'-'s profits. 	 tioner on the market. 
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Picture 
the Damage 
Color Images on CD-Rom Show 
Herbicide Damage Symptoms on Ornamentals 

D iagnosing herbicide damage 
on ornamentals will be 
easier with "Picture the 

Damage!' a photo CD developed by 
Purdue University Cooperative Exten-
sion Service specialists. 

Nearly 600 four-color images of 
trees. shrubs, ground covers and her-
baceous perennials will give plant 
diagnosticians, grounds managers, 
agrichemical specialists, horticultur-
ists, weed scientists, insurance claims 
adjusters and others the resources to 
assess herbicide damage. 

"It's a tool to help make an accu-

rate assessment of whether observed 
plant damage is due to herbicides," ex-
plains Michael Dana, who developed 
the program. "It has a whole range of 
uses. With additional software, im-
ages can be captured and printed, 
creating a useful educational or sales 
tool for a client who calls in to ask 
what certain damage looks like.' 

If the pictures don't match the damage 
on the plant, the user can return to the 
main menu for another try. 

The CD may be ordered for $39.95 by 
calling 317-494-6794, or write to: Agri-
cultural Communication Service, Media 
Distribution Center, 301 S. Second St., 

	

The program allows users to view 	Lafayette, IN 47901-1232. For more in- 

	

one of 21 plants and select the herbi- 	formation, contact Michael Dana at 

	

cide they suspect caused the damage. 	317-494-5923. TCI 

MACROSCOPE 25 
The Professional Arborist Microscope 

SEE THROUGH IT TODAY! 
The excellent optics of NIACROSCOPE 25, it's portability, light weight 

makethis instrument one of the most widely used in the arborculture field. The 
tu  lly corrected optics provide a bright positionally correct image that is flat and 
sharp to the edges making it extremely easy for the untrained viewer to use. It 
enables on-the-spot diagnosis of many plant and tree problems and thereby 
serves to promote customer involvement 4 

 

with  25 is available 	th a padded carrying pouch or a hard 
case. In addition, a camera adapter is available to couple the macroscope 25 to 
most single reflex lens cameras 

AN EXTREMELY VALUABLE SELLING TOOL! 	SALE* 
1 2  335 	MACROSCOPE 25 tsipadded pouch i€ 	'i9 9 	 $259.95  
123 3 5 - 2 	MACROSCOPE 25 ss case reg. S , ,̀ 0 1) . 05 	 $284.95  
12337 	MACROMATE I Camera Adapter reg. 590. S59.95 

Sale ends BISHOP COMPANY January 31, 1997 

1-800-421-4833 
Order Todar! 

77 
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DRUM SYSTEM 

DISK SYSTEM 	 ncreenesafet 

A rho rists: Upgrade your existing chippers and specify 
KEY KNIFE on new machines! 

"Oomm, 	7  KEY KNIFE Inc. 

-did'onhhh, WlAff 	6713 SW Bonito Rood, 270, Portland, Oregon 97224, U.S.. 

(503) 684-4858 - Fax (503) 684-2793 	e-mail: kk@keyknife.com  
Inc [dge in Performance! 

Please circle 30 on Reader Service Card 	Protected by Patents 5,209,278 & 4,850,408. Other U.S c:  
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Many arborists make a good living using their skills to 
prune and save live trees, and to remove dead and 
dying trees. After that, they'll generally toss wood 

into the chipper or the back of the truck. 
A growing number of arborists are adding wood processing, 

particularly firewood and lumber cutting, to their list of ser-
vices. 

As with most additional services, additional equipment is re-
quired. In this case, log splitters and portable saw mills. Some 
arborists even invest in shrink wrap machines to neatly bundle 
their firewood and other products ready for resale in smaller 
units. 

There are many makes and models of log splitters, portable 
saw mills and shrink wrap machines available, in all different 
sizes and price ranges. What follows is just a glimpse at a few 
of the machines available in today's wood processing market. 

Multitek - Log Splitter 
The model 2020LD-CS is a tough portable one-man proces-

sor that features a 54 hp turbo-charged John Deere water cooled 
diesel power unit with a two-year engine warranty. This high 
performance firewood processor can saw and split firewood at 
a rate of up to two cords per hour (128 cubic feet per cord) 
from random length low grade logs. 

Operator features include joy stick operator controls, fold 
down two drag chain live log deck, hydraulic drive saw with a 
.404 saw chain and floating vertically adjustable interchange-
able multiple splitter head. The operator may choose between 
4-6- or 8-way splits. 

You can quick-connect to a heavy-duty 20-foot long discharge 
conveyor for loading a truck or stockpiling. The Model 2020LD-
CS is a highly mobile machine with tandem axles, electric brakes 
and a pintle hitch for towing. 

The Multitek Model 2040XP-90 firewood processor is engi-
neered for the large volume pro firewood producer. This heavy 
duty cycle firewood processor can efficiently and accurately 

Multitek 2040 XP90 log splitter 

process low grade hardwood logs up to 20 inches in diameter 
by 40 feet in length at a rate of 2.5 cords to 3.5 cords per hour 
(128 cubic feet per cord). 

This model has an 80 hp John Deere water-cooled diesel 
power unit, four drag chain live log deck, patented overhead 
log nfeed shuttle grapple, durable 3/4-inch pitch, 11 BC saw 
chain and sawchip blower. New improved features are a rede-
signed grapple carriage, increased hydraulic reservoir capacity, 
redesigned log infeed trough and tandem trailer axles. 

The 2040XP-90 will quickly split the most difficult hard-
wood logs or tops into firewood with a powerful hydraulic 
splitter using a floating vertically adjustable interchangeable 
4-. 6- or 8-way multiple splitter head. 

The popular operator options include a heated or air-condi-
tioned comfort cab enclosure, 10-foot live deck extension, wood 
debris cleanout conveyor or a 30-foot rear discharge conveyor 
with hydraulic lift. For the firewood packaging business an op-
tional electric bangboard for close tolerance cutting is available. 
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- 	 Brute has redesigned its line of firewood processors 

Wood-M izer 
Saw Mill 	 Im 

Wood-Mizer's 	new 	LT40 
SuperHydraulic with 1/2-inch blades 
can saw up to 54 feet per minute in 12-
inch wide red oak, and even faster in 
narrower boards or softer wood. The 
LT40 Super series is available with ci-
ther a 40 hp turbo diesel. 35 hp gas or a 
20 hp electric motor. The LT40HD has  
the same type of heavy-duty roller toe 
boards and fully supported log swing supports as the LT40 
Superhydraulic. 

All Wood-Mizer LT40 series sawmills handle logs up to 36 
inches in diameter or 21 feet long. The LT30 series handles the 
same diameters and lengths up to 16 feet. 8 inches. 

14 
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The Wood-Mizer LT Super Hydraulic 

Brute - Log Splitter 
Brute has made improvements to its processors. First it has 

carefully matched the pumps to the engines to provide for maxi-
mum efficiency. These are 3-section pumps to better distribute 
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CLASS IS NOW IN SESSION 
NEW ENGLAND/NORTHEAST 

Arbor Care 
(800) 746-0776 

March 10,- Portsmouth, NH 
March 11, -Auburn, MA 

March 13, - Westchester County, NY 
March 14, - Waterbury, CT 

Fisher & Son Company, Inc. 
(800) 262-2127, (610) 644-3300, 
February 18,- Westchester, PA 

Essco 
(800) 843-1104(516) 665-1370 

March 11,- Long Island, NY 

Northeastern Associates 
(201) 227-0359 

March 11, - Totowa, NJ 

MID-ATLANTIC 

Guardian Tree Experts 
(301) 881-8550 

February 20, - Rockville, MD 

GREAT LAKES 

Midwest Arborist Supply 
(800) 423-3789,(616) 364-4558 

February 27, - Livonia, Ml 

SOUTH 

SOUTHWEST 

Tree Clinic 
(512) 385-6604 

March 14, - Austin, TX 

Artistic Arborists, Inc. 
800) 782-8733, (602) 263-8889, 
March 19, -Albuquerque, NM 

March 20, - Phoenix, AZ 
March 21, - Las Vegas, NV 

MIDWEST 

LiquiGreen Lawn & Tree Care 
(800) 747-5211, (309) 243-5311 
January 17, - Countryside, IL 

Enfield Tree Service 
(800) 747-8733, (402) 289-3248 
January 10, - Kansas City, MO 

January 13, - Tulsa, OK 
February 7, - Bloomington, MN 

February 21, - Elkhorn, NE 
February 24, - Denver, CO 

ReLeaf Tree Consultants, Inc. 
(317) 891-8411 

March 11, - Indianapolis, IN 

Warne Chemical Company 
(800) 658-5457,(605) 342-7644 

February 4, - Rapid City, SD 
February 6, - Casper, WY 

WEST 

Target Specialty Products 
January 31, - San Diego, CA 

(800) 273-5233 
February 4, - San Ramon, CA 

(800) 767-0719 
February 11, - Anaheim, CA 

(800) 352-3870 
February 14, - Visalia, CA 

(800) 827-4389 

Professional Tree Care & Injection, Inc. 
(800) 356-4351, (407) 647-3335 

February 3, - West Palm Beach, FL 
February 4, - Miami, FL 

February 5, - Fort Myers, FL 
February 6, - Sarasota, FL 

February 7, - Clearwater, FL 
February 10, - Tallahassee, FL 
February 11, - Jacksonville, FL 
February 12, - Fort Pierce, FL 

February 13, - Orlando, FL 

NORTHWEST 

ADVANCED MICRO-INJECTION SYMPOSIUM 	Pruett Incorporated 
For the experienced professionals who want to 	 (800) 635-4294 

take Micro-Injection to a new level. 	 March 21, - Portland, OR 
February 28, - Livonia, MI 

(800) 423-3789, (616) 364-4558 

1 

ONE DAY IN A MAUGET SEMINAR 
WILL CHANGE THE WAY YOU VIEW TREE HEALTH CARE 

Arboriculture, like medicine, has changed considerably in the past century. Human 
infections and diseases that were once treated with amputation or salves are now 
treated with precise doses of antibiotics, proper nutrition and rehabilitation. The same 
is true for arboriculture. Tree surgery and spraying are carefully being supplemented 
by highly targeted micro-injection and by correcting environmental stresses on trees. 
Mauget tree care seminars focus on tree health and environmental protection. These 
one-day, informal seminars for owners, managers and applicators, are designed to 
update the way arborists view tree health care. Bring your questions about diseases, 
insects, nutrition, pruning, spraying, wound treatment, and the impact of tree care on 
the environment. No other seminar provides as much practical and up-to-date infor -
mation about tree health care. 
Seminars will be held throughout the United States. Take one day this winter to update 
your view of tree health care at a Mauget Seminar. For information on a Mauget 
Seminar near you, contact a distributor listed or call (800) 873-3779. 
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Arboiist 
0 Eqtdpment 

power among the various func-
tions performed by the processor. 
The FP150, FP160 and the new 
FP170 now have hydraulic lift/ 
lower mechanisms installed to the 
live deck, replacing the electric 
winch on earlier machines. 

The FP130 has a lighter. 
'Smaller frame because there is no 
integral engine, therefore it has a 
free-standing live deck (provided 
as an option), with quick-discon-
nect fittings. rather than the 
integral live-deck mounted on the 
frames of the larger processors. 
The live deck, when connected, is hydraulically driven and 
functions in the same manner as the live decks of the larger 
processors. 

The old design Brute log-splitters frequently had overheat-
ing problems and on the log-lift models, the design did not 

Brute conveyors help pile logs or load them onto the truck. 

provide the maximum efficiency. The engine was installed on 
the same side as the operator, meaning the operator had to work 
in the heat and fumes put out by the engine. 

The new off-set beam design has enabled the engine to be 
placed on the opposite side, away from the operator. Larger 

V1iu' U 	

OR 
1u 

1 RM 

1984 to 1993 Ford and GMC chipper trucks! 
	

Ford and GMC 20 cu. yard chipper trucks— 	48 and 50 foot bucket trucks—Ford and 
Gas and diesel. 	 modified to your specifications! 	 International chassis. Gas and diesel. 

__________________________________________  41 I 	[:I.I.) !:}ôrL.I:1IFORI :1 N I  

.... . . 

MEMO 

----' 	' 
- 	

. 
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Asplundh, Brush Bandit, Wood/Chuck & Vermeer Brush Bandit, Wood/Chuck, Morbark and 
Vermeer disc style chippers! 	 Canton, ayco anc Vermeer stump grincers. 

4 	. 	
.. 	drum style chippers! 4 and 6 cylinder engines. 

ALL USED EQUIPMENT HAS BEEN COMPLETELY RECONDITIONED AND IS READY FOR WORK!! 	- 

SOUTHEASTERN EQUIPMENT COMPANY 
A DIVISION OF SEEQUIP, INC. 

Buford, Georgia 	• 1-800-487-7089 

Please circle 61 on Reader Service Card 
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Call Tom 

Free Brochure 

Quote 

52 Years Building Quality 
Forestry Bodies 

SCNDDORF 1-800-288-0992 

r  Mai 

Please circle 55 on Reader Service Card 
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Timberking M-16 mill is designed to run off of a tractor PTO. 

tanks and improved hosing/ 
fitting design have mini-
mized and virtually 
eliminated the overheating 
problems. New valves have 
improved the reliability and 
reduced the need for valve 
seal kit and handle replace- 
ments dramatically. An 
improved push-block de- 
sign has increased the efficiency of the 

Please circle  64 on Reader Service Card 

machines. The log-lift has been com-
pletely re-designed to improve the lifting 
capability on models with that feature. 

Finally, the Brute conveyor has also 
been completely re-designed to eliminate 
the need for constant adjustments to the 
belt alignment to make any minor adjust-
ments easier to handle and move. The 
balance of the two smaller machines has 
been improved, making them much 
easier to handle and move. The chip-
chute and separator on the 20-foot 
machine has been redesigned to better 
match the conveyor size. 

at 

Q)Ji3kt 

TimberKing Saw Mill 
TimberKing is one of the top produc-

ers of one-man sawmills in North 
America. Founded in 1929 under the 
name Belsaw, the company has more 
than 24,000 customers worldwide. 

Last spring, TimberKing updated the 
M-14 sawmill, a machine many affec-
tionately call "The Old Belsaw." The 
new TimberKing M-16 mill combines all 
the most important features of the leg-
endary M-14 mill with an extended 
cutting capacity and beefed-up all-steel 
base. 

Because the M-16 is designed to run 
off of a tractor PTO, it is particularly 
suited to use on the farm for barn boards, 
fencing, trailer floors etc. And many 
bandsaw mill owners have found that 
their mill works even better when they 
square their cants with the M-16 before 
putting them on the bandmill. 

The M-16 will handle a log 16 feet 
long by 24 inches in diameter. The op-
tional M-22 extension package gives it a 
capacity of 22 feet by 24 inches. The 
standard carriage has five head blocks 
(up from three on the M- 14) and a new 
Accu-Trak roller system. 

TimberKing' s B-20 Bandmill features 
a Quad-Beam Deck, providing four times 
the support of single beam mills. This 
support, combined with the B-20's 4-
post head, gives the most stable cutting 
bandmill available. There's no frame 
twist or cutting-head bounce, no wavy, 
inaccurate cuts. 

The B-20 carries full hydraulics: log 
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4 - 1987-88 GMC s 	0 2 - 	 -.,' 	 . ' 	 u,xt'tc Pallet & Demolition Chipper 
Te ect 50 & 55 Buckets 	Call for List 	2, C 	mins 	 S22.500 

Ir  
Ask 

(2) 1989 C8000 s; 3208 CAT Allison A' 	'.4 

33 GVW. 12 Utility Body. Onan Gen Set 22 
& 26 K Miles 	 $13,500 
1987, Same Specs 	 $11,500 
1986, Same Specs 	 $10,500 1986 Mack Diesel, 5 X 2 sp., 14 steel ;it 

	

Very Clean Utility Trucks 	li mp 	 S12.900 

I Nal U I N FA I N :112 1 L*t NINXI I ~ &I V 
; 

(10) Aspiundh LR50s Just In. from major 
utility co. '88, '89, '90 Fords, with 7.8 

	

Diesels and utility bodies 	Call for Info 

1979 Mack R686S  

	

Pitman HL 857 Crane . . 	 S23.500 

1981 Int'l. 2554; DT466, 13 Spa 
Ton RO TC15O Crane 90' Hook He g  I 

$39,500 

.71  

1979nt1S5.ese 

	

- aaos' 	511.900 

(15) Material Handling Buckets in Stock, 
41, 42, 43', 50' & 55': Hotan, Aspiundh: 
TeielecI Taco, Etc Call for List 

1990 mt. 2574 - 300 Cummins. 9 Spd.. 
Tri Axle 24' Steel Flatbed with Sides 
and 14 Ton R.O. Crane Model 2863 with 
73' Hook Height ............$69,500 

979 mt. 1954 Crew Cob DT466 
Diesei Auto 16 Fiat Dump 	. . .S11,500 
4 Other Crew Cabs. Stakes & Utilities In 

1981 Mack R685ST 2 37 op 
Ton National Crane 4T -28 38 Hook 
Height 	 $22,500 

41 

1994 F600 4x4; Cummins Diesel 5 Spd /2 
d Transfer: 16 Flatbed w Bed Winch, 

6,000 Ong. Miles Like New 	$37,500 

(20) HIAB; IMTCO; National; Etc 
Knuckiebooms Unmounted Or Mounted 

S4.500 And Up 

/Oj rora a DulL Diesel Dumps 
or National Knucklebooms 	Call for List 

Cabs..................................$22,500 Each 
(4) Other 44 Diesel Trucks In Stock. 

1987 GMC: V8, 5 Speed -2 Speed: Hoian 5C 
Bucker 10 Dump Chip Box 	$29,500 

(20) Digger Derricks In Stock! Single & 
Call for List 

1993 Ford F700. Cummins diesel. 6 Spa 
with Versalift VO 50 Bucket. Steel Flat 
Bed. 17 . 500 Miles. Like New 	S53.500 

1986 Ford F8000; CAT 3208; Allison Auto, 
14' Bed w/ 11 Ton Etfer Knuckleboom: 27 
Side Reach w.' Remote Control........ $44,500 

SHEET ROC  _0ADEo 
-- 	 -- - 	 '.. 

(10) 32 to 42 Bucket Trucks Gas & 	(30) 1 Ton Buckets: 2 r: 3C 	St:ck 
Diesel..................... Call for Sale Price 	......................... 	 Call For Price List 

F171 M A971WA  
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Arboiist 	De-barked logs head for the chute to the Multitek Model 2020 SL-CS firewood processor. 

Equipment 

Multitek "Yardhand" 

Firewood Conveyors 
Your operation cannot be complete 

without an effective means of stockpil- 

ing or loading split firewood or any other 
bulk materials into a truck or trailer. 
Multitek offers two rugged mobile fire-
wood conveyors in 20- or 30-foot lengths 
and 30-inch widths, with hydraulic drive, 
which can be quick-connected to an aux-
iliary hydraulic power source. Options 
available are hydraulic lift, self-con-
tained gas engine power unit packages 
and rubberized belting. 

Other Multitek machines include: 
• Four models currently available in 35 
hp. 55 hp, 80 hp and up to 110 hp John 
Deere diesel engines 
• Unique shuttle grapple log feed 
mechanism for processing of low grade 
hardwood logs 
• High speed splitters with automatic 
ram return and splitter heads for bundling 
and packaging 
• On-the-fly centering of each cut round 
prior to splitting 
• Interchangeable multiple splitting 
heads capable of splitting cut rounds in 

halves, quarters, sixths or eighths 
• Log deck extensions, wood debris 
cleanout conveyors and conveyor 
cleanout chutes. 

- RUTE  TM FIREWOOD EQUIPMENT 

F/P 130 PTO Powered I \ 	Firewood Processor with Conveyor 

I 

Professional Log-splitters 	 $3,800 
* Heavy Duty Conveyors 	 $4,395 
* Firewood Processors, 1 1/z - 3'/2 cords per hour 	 $15,995 

FOR INFORMATION & VIDEO CALL 800-261-9301 OR 802-773-9301 
BRUTE MANUFACTURING CORP. 

RR 2, Box 314, Route 103, EAST CLARENDON, VT 05759 

Please circle 14 on Reader Service Card 
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Scalpels For 
The Tree Surgeon 

STIHL's new 019T isn't designed for everyone. Incredible 
balance, a slim profile, and a unique curved handle 
make this saw ideal for professional arborists. 

A retractable climbing ring is there when needed 
and out of the way when it isn't. See-through fuel and 
oil tanks mean there's no excuse for being on empty 
in the middle of a cut. The rear air intake manifold is 
positioned to breathe cleaner air and reduce the time 
lost to filter cleaning. The slim, contoured profile makes 
handling in tight places easier and STIHL's optional PMN 
bar and chain is lighter in weight and fast cutting. 

The STIHL 019T, with its 2.15 cubic inch engine, 
weighs just 8.9 lbs. and is available at independent 

STIHL dealers from coast-to-coast. For more information 
or for the name of your nearest STIHL dealer call 
1-800-GO STIHL (1-800-467-8445) or look in the yellow 
pages under "SAWS" 

Increase your reach with the STIHL HT 75 pole pruner. 
The adjustable shaft telescopes to 11.5 feet, and it weighs 
only 15.8 lbs. The HT 75 is equipped with a 12" STIHL 
PION bar and chain which produces a very smooth cut, 
promoting the tree's healing process. 

STIHL® 
Please circle 62 on Reader Service Card 

	 Number One Worldwide 
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Arboiist 
Eqtdpment 

The Wood-Paker model G300 produces 300 packages an hour. 

B&B Manufacturing: 
The Wood-Paker Heat Shrink 
Packaging Line 

In business since January 1985 producing shrink wrap packaging sys-
tems for the firewood/wastewood industry, B&B has geared its 
machinery to meet the needs of various products. 

Firewood dealers can now compete with larger producers achieving 
even greater profits than they are now making. Those with waste wood 
products can now turn what they currently give away, throw away or 
sell at ridiculously low prices into handsome profits. 

Easy to operate, low maintenance, easily afford- 
able, B&B's machinery has its own in-house 
stocked line of accessories. 

Simply tear a sheet of shrink wrap film from 
the perforated roll (perforated at intervals to ac-
commodate your product and rack size), place into 
rack adding advertising piece if desired, stack your 
wood product, overlap ends of film, attach handle 
if desired and/or firestarter stick, set your controls, 
engage the conveyor system, passing the bundles 
through the oven and you are done.. 

The seven most popular ways of making money 
using a shrink wrap machine: 
• Sell packaged wood to local retail outlets 
• Sell to campgrounds 
• Packaging at your customer's location 
• Machine rental to others 
• Sell to merchandisers 
• Sell wood for home heating use 
• Shrink wrap other oroducts 

Timberwoif 
Timberwolf's line of products includes wood split-

ters, firewood processors and conveyors. One 
example of Timberwoif's line is the TW-PRO PTO 
powered firewood processor. This machine can pro-
cess two cords of wood per hour, has a live deck, 
requires a 35-hp minimum tractor, has a 25-inch hy-
draulic chain saw, a 4- or 6-way wedge and allows 
for multiple operations to be performed simulta-
neously. Timberwoif also offers seven models of its 
Model HD Wood Processor, which offer high volume 
production (1 1/2 to 3 cords per hour) with quality 
engine options. 

Timberking Model B-20 Bandmill 
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Climbing 
Saddles 

By Weaver Leather & Bishop Company 

Quality, Comfort and 
Economy are available in 

Weaver Saddles 
Excellent cush- 

	

fl 	
toning and back sup- 
port are provided by 
the 6" wide waist 
back. The foam 
seating is com-
posed of rubberized 
belting and lined 
with soft leather. 

Model 1035 4-Dee Extra 
Wide Back Saddle 
S. M, L& XL) ...............$111.95 each 

4-Dee Single 
Thick Cotton Back 

	

r 	Saddle provides extra 

- 

 stability 	for 	the 
treeman. Nylon leg 
straps are 2' wide and 
ned with soft top 

4 	grain leather for addi- 
tional users comfort. 

Model 1034 4-Dee with 2" 
Nylon Leg Straps 
S. M, L & XL) .................$89.95 each 

19y - 

All  New Bishop Company 50 
Anniversary Catalog is Now Available 

Upon Request. 

To Order Call... 
p Bishop Company 

(800) 421-4833 
24 Hr. Fax: 310-698-2238 

Se habla Espahol Jerry Anaya. ext. 350: Steve, ext. 340 
Keith. ext. 220: or Jack, ext 1 1 0.  

	

For generations 	- 

	

the average tree 	- 
worker has had !" 
little or no aca- 

	

demic backround. 	- 

	

Take me for ex- 	* 

	

ample. I grew up 	 - 
climbing trees. Mv 
older brother and 
sister loved the tree house rny dad built 
for them. When I was big enough to fol. 
low them into the woods. I was climbing 
trees. Even as a teenager! always enjoyec 
climbing the tallest tree around and watch. 
ing the sun set. It was not until I was 21 
that I came across a help wanted ad for 
tree climber. That was more than 20 yeart 
ago, though it was at least another 10 yeart 
before I began to realize what a career ir 
arboriculture could mean. 

The typical tree worker happens upon 
a job in the industry by chance. He or 
she goes to work chipping brush, rak-
ing and "leaming the ropes." Provided 
the person survives, he will learn and 
may become a productive worker, but 
you can bet he will pick up many bad 
habits as well. With no formal training 
to break the cycle, old habits can go on 
and on for generations. 

Broadening our knowledge and un-
derstanding of trees and plants can be a 
real asset to the company we work for. 
our self esteem and our future. Eventu-
ally most field personnel will want to try 
their hand at sales and they must be able 
to communicate in a knowledgeable 
manner. Most homeowners have a lim-
ited interest in specific tree removal 
technique. However, a sales person can 
gain the confidence of a prospective cli-
ent and keep it if he or she can share 
their knowledge of proper plant health 
care and maintenance. 

Today, there is a huge demand for 
trained arborists. More and more tree 
workers are enhancing their expertise 

Therefore, it is essential that we edu-
cate not only ourselves, but also the 
public. The educated consumer will 
become our greatest advocate as well 
as our client. Unless the general public 
is able to differentiate between a skilled 
arborist and a "fly-by-night" operation, 
they are vulnerable, and will fall prey 
to the lure of saving money. 

The responsibility belongs to us all. 
Our trade associations can play a lead-
ing role in reaching the public by coor-
dinating efforts and leading special pro-
grams, projects and media opportuni-
ties. However, companies and indi-
vidual tree workers represent the front 
lines, and probably have the greatest 
influence on the public's perception. 

The need for knowledgeable and ca-
pable personnel is growing faster then 
ever before, yet few young people know 
anything about the tree care industry. If 
we can reach children in their schools 
we will also make an impact on their 
parents. Those of us who care for trees 
must effectively share our passion and 
our vision of a society that understands 
the value of trees, the impact they have 
on our quality of life and the importance 
of proper tree care. 

See you at the top! ...Ken Palmer 

Arboriculture i"n Academia 
Sponsored by the Bishop Company for the advancement of our industry. 

Bi /-en .Palniei: Jre.v0011; .1 ,/uitIvicier T/x/i/tl/tL.). I/tv. 

through certifica- 
tion programs, at- 

• tending trade 
shows and semi-
nars and joining ar-
borist associations. 
it's so important 

0 for tree workers to 
think of them- 

e1 es as professionals. However, there 
• will probably always be those who 

think of themselves as 'qualified 
I enough," who do tree work by the seat 
• of their pants. reflecting a poor image 

of our industry to the public. 
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Business 
Technology 

Making the 
Most of a 

Common 
L rdinary 

ac hine 
People 
Use 
7 0 

End 
outine 

in Tree Care 
Businesses 

By Mans Franke, Mark Smith, 
Donna Garner and Peter Hannan 

By Peter Hannan, Arbor Computer Systems 

How do you measure the effective use of a computer? 
With computers today, mountains of information is 
available to arborists. Through computers, companies 

will know all sorts of things about you, and you should know 
all sorts of things about your customers. 

The question 15 years ago was, "Can you use a computer 
in your business?" Now, the question is. "Are you using com-
puters effectively in your business?" 

To answer, you have to identify how you use the computer. 
If you put information into the computer—then use that in-
formation again—you are starting to use a computer 
effectively. When you make a sales visit, you type in a 
customer's name, address, phone number, the location, di-
rections, when the call came in and when you arrived at the 
property. But if you only generate one proposal to that client 
and you never use all that information again, then you might 
as well try a typewriter because it is more cost-effective. 

Try putting the information that you collected over the 
phone into the computer. Even if you don't get the job after 
you have made your sales call, you have a new name for your 
mailing list. That becomes the second reward for data entry. 
If you send out bulletins about your specials next spring, then 
you have used the data three times. Your ratio of use to is 3-
I and climbing. That name should stay in your system, 
because you are developing a record of that property and 
property owner. 

Order Entry 
An order entry system is one of the most effective ways to 

use a computer. Just as you generate a business plan, you 
should have a plan for how your data flows. 

If you talk to the chief financial officer of a company, or 
to its accountants, they will convince you that they are the 
backbone of the operation. If you talk to the administrative 
people who make a business work every day, they will con-
vince you that they are the backbone. And I know for sure 
that if you ask those crews out in the field, they are abso-
lutely convinced that they are the staying power of your whole 
business. 

Nevertheless, business success begins with sales and mar -
keting. If there is no sale, there is no business. 

If people take the time and energy to contact your busi-
ness, it is you duty and responsibility (and good business) to 
find out how they heard about you. 

When a person calls and wants someone to come out and 
cut down a tree, ask: "Have you taken advantage of our fine 
services in the past?" 

If so, then she should be in your data base. Ask why she 
called and what she needs while you pull her name and ser-
vice history up on the computer. 

If she says, no, then the next logical question is, "How did 
you hear about us?" If you have no idea why those phone 
calls are coming into your office, then you shouldn't have 
that $1,200-a-year yellow pages ad. If you don't know that it 
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works. you should save the money. Ask 
one question—how did you hear about 
us?—and put in a code for it, say YP for 
yellow pages, NR for neighbor referral. 

Did you ever wonder why one sales-
person can sell $40,000 worth of stump 
grinding a year and another sells $5,000? 

If you track where you got the call 
from, and you generate a proposal based 
on that call, then you know what type of 
work that you are recommending. If you 
know the type of work you are recom-
mending and how you got the call, there 
are all sorts of other things you can learn. 

The computer knows how to sort the 
information. You can put all the stump 
grinding in one place, all the tree prun-
ing or fertilization in other places. You 
also can figure out how much of your 
fertilization work came from yellow page 
ads. I can tell you the results of sales 
you'll make based on neighbor referrals. 
They will be 4-5 times what yellow pages 
responses are. You will find, I think, that 
storm damage calls will be higher from 
yellow page ads. 

There is another reason to track all this 

information. Create a code for SaFs 
Nursery down the street. If Sal is giving 
you referrals, maybe at Christmas you 
should go down and see him. Even more 
important than that, you might want to 
thank Sal and make him aware that you 
are going to reciprocate and refer people 
interested in plant material to him. 

By tracking the salesmen, you know 
the dollar volume of what they recom-
mended and what was accepted. By 
knowing those two pieces of information, 
you can create batting averages. The ad-
vantage of this is that every time you add 
a new service or salesperson. you can 
avoid certain things. For example, let's 
say that you decide to break up a 
salesperson's territory because he is too 
busy. You hire a new eager salesperson 
who goes out and starts selling. He ar -
rives at a property, looks at the trees, and 
tells the customer. "These trees really 
look bad. We have a great fertilization 
program at our company and it would put 
these trees right back in shape. This is 
something you should do." 

What if the customer looks at him and 

says. "You have been fertilizing these 
trees for the last five years." It happens. 

Remember, too, that people move. If 
you don't have the ability to go into a 
computer and search for every proposal 
given to a certain address—so that who-
ever goes out on that job has an archived 
detail of what has done over the year to 
that property—then you are not making 
effective use of computers. 

You don't even need to be a computer 
whiz to computerize your order entry 
system. I met a fellow once who wanted 
to computerize and couldn't type. 

The solution we came up with was to 
put a mobile phone and a fax machine in 
his truck. He arrives at a site, walks 
around making notes to himself and 
draws pictures. Then, he goes to the front 
seat of his truck and faxes it back to his 
office. The office personnel then type it 
in as a standard proposal from his notes, 
and they fax it back to him. He thought 
it was an effective way to do things. This 
guy is a professional estimator. He put 
out 1,500 proposals last year by himself. 
That's about six a day. 
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He also tracks his closing rates on es-
timates, and sends a follow-up letter if 
he doesn't get the business. If you don't 
get a response from the proposal, send a 
follow-up letter. Raise your ratio for us-
ing information. 

Here is a good example of the type of 
use to which you should put information: 

"Dear Mrs. Jones. 
It was a pleasure meeting with you and 

to have an opportunity to walk your 
property. I hope you found our represen-
tative to be professional and helpful. We 
didn't hear from you regarding our pro- 

/)OSUl. 	\'011 hale/i I i/UK/C oilier ar- 
rangements and you want to discuss this 
matter further, we are here. If you have 
made other arrangements, please don't 
hesitate to call us in the future. 

You have already collected the data. 
Use it. 

If you get the job, convert the proposal 

What Should You Buy? 
NOW YOU CAN 

PREVENT 
Poison Ivy & Oak 

IT'S SO EASY! 
Would you take just 5 drops a 
day of Oral Ivy in water or 
juice so you don't get poison 
ivy, oak and sumac? 

6 Months Prevention 
Just 7C A Day 

$12.50 + $1.00 Postage 
$90.00IDoz. Plus UPS Shipping 

AN OUNCE 
OF PREVENTION 

Oral=  
9Ivy®   

ORDER NOW 
TOLL FREE 

1-800-553-6778 
"A 	

VISA 

ARBOR 1ST 

ORAL IVY, INC. 
BLOOMSBURG, PA 17815 
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By Mark Smith, Arbormasters 

Unlike the decisions you make in other 
aspects of your business, computer and 
software decisions are too often made in 
reverse order. You wouldn't go out to the 
local Chevy or Ford dealer and buy a 3/4 
ton pickup truck, then come back to the 
shop and decide that you need to figure out 
how to strap a bucket or a dump body on it. 

With equipment purchases, you have a 
job to perform and you select the tool or 
piece of equipment to do that. In the com-
puter software industry, we find that people 
go out and buy a computer before they 
know what they plan to put in it and what 
they will do with it. 

If you are buying a computer for the first 
time, or you are upgrading your present 
system, you must define your needs first. 

Software/Hardware 
Examine your current needs. Do you 

want to start tracking customers and receiv-
ables? Print mailing labels, orders, 
proposals, contracts and invoices? What 
about job costing and profit analysis? Do 
you want to monitor estimated time on the 
job versus actual time on the job, equipment 
and crew charging rates and track inven-
tory—especially for landscaping, chemicals 
or spare parts? 

Do you have an active plant health care 
program? You can use computers to attain 
better control over routing and scheduling. 

We have found that larger companies 
place a greater emphasis on using comput-
ers for these things. Of course, any 
business person—no matter what the size  

of the business—should be interested in 
whether he is making money and which 
salesperson is doing better than the next. 
Even if you aren't ready to start keeping 
better records, OSHA or DOT might require 
it. 

Future Needs 
If you are going to buy a new computer 

system, you should purchase more than 
you need, so that you can undertake addi-
tional projects as you grow. Some day, you 
may try desktop publishing for flyers tout-
ing fertilization programs, disease 
prevention and anticipated insect infesta-
tions. Realistically assess your needs. You 
could spend just a little more for a computer 
and save yourself money in the long run by 
doing things in-house. 

Most small businesses use one or 
maybe two PCs, but individual computers 
can't talk to each other, so you end up en-
tering things twice. You might want to look 
into a network. Smaller companies favor 
Peer to Peer, a system by which one com-
puter might hold accounting files, one the 
customer data base and one has 
WordPerfect. They can be set up in a chain, 
so that you can access all the files, but they 
are stored on only one. 

Larger companies should investigate a 
client server system that has a dedicated 
server. In a way, a dedicated server is simi-
lar to a blackjack dealer. Everyone on a 
computer is a client on a server network and 
the server dishes out files, logs files and 
backs up files on a main data base. Each 
PC is a workstation with separate software 
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to a work order using the exact wording 
from the proposal, so that the crew knows 
what you told the client and exactly what 
they are to do. A picture of what is to be 
done, which is possible with today's 
scanning technology, is worth 1,000 
words. 

We have had the technology to do this 

for a number of years. But niachines ha c 
gotten smaller, faster, easier to use and 

cheaper. so  it is now practical to con-
sider. We not only have laptops. we have 
hand-helds, palm tops and a portable 
color printer that costs less than $350. It 
once took two hours to compose an im-
age. Now, we can take a video picture of 

a site or a tree in tw o seconds and down- 
load it directly into a laptop computer. 

The computer should make it easier to 
do the types of things you do more than 
once. Whether it is contract renewal. 
converting work orders to invoices or 
converting that information to a state-
ment, those are applications that should 
be performed by making minor adjust-
ments or edits to the original data that 
you put into the system. 

I 
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applications. Everyone has his or her own 
computer, and files are also available to 
everyone from the server. 

Technology Frontier 
Remote access: If you can call the office 

from your truck on a cellular phone, you 
should be able to connect a laptop to the 
office using communications software. Any-
one who uses the Internet already has a 
modem and communications software. 
Why is this useful? Say you are out in the 
field and a call comes into the office. The 
office can call and you plug the wire from 
the cell phone into your laptop. Once con-
nected, you can load all the information 
from your office computer into yours and 
print it out. The same applies for creating 
an order. Send it directly into the office com-
puter from your truck. 

The Internet: Once you get past the gar-
bage that clogs the Internet, you will find 
some very good information. Universities, 
particularly, have good information on lo-
cal or regional plant health. Cornell or 
Purdue, for instance, will have specific data 
on plants in their areas. Texas A&M's Web 
Page has an eight-step program for oak wilt 
management. You can call up its page on 
the Internet and print out what is on it, 

The Internet is a good source for the lat-
est information. Those books you bought 
five years ago are five-year-old books. 
Those text books from your school days 
you still refer to are probably out of date. 
Technology advances and knowledge ex-
pands rapidly. 

Space: Satellites are becoming a part of 
the tree care business as we track infesta-
tions such as gypsy moths or fire ants. Part 
of the use of that technology is that we can  

identify widespread problems, which can be 
solved locally by your company, tree by tree. 

Satellites are also in use for mapping the 
urban forest and helping to determine its 
value. NASA is working with a company that 
takes a satellite picture and looks at stress 
levels of different species in a large area. 

Build or Buy? 
Some people think they should create 

their own methods of tracking customers 
rather than buy software created specifically 
for the green industry. Off-the-shelf software 
is cheap, but not industry specific. It can't 
do all the jobs you want. Plant and chemi-
cal libraries, mix ratios and disease or pest 
inventories are things that QuickBooks 
Probe just can't handle. Typically, you can't 
grow your business as well with generic 
software, because it can't solve the prob-
lems you need solved. 

For hardware, you can go to a discount 
department store to buy a PC. Of course, 
you can buy a chain saw there, too. But you 
don't, because professional products, while 
more expensive, are better. You spend the 
money to get the right tool for the field. A 
computer is a tool for the office. 

Summary 
There are a lot of machines out there to 

help you with your business. Some are use-
ful, some are toys, some are useful toys. 
Answer a few questions before you make 
any purchases. What are your needs? What 
would you like to do? What sort of informa-
tion would you like to glean? How far and 
fast do you hope to grow? Are the new 
machines compatible with what you have 
already? Once you have an idea, then, and 
only then, should you go shopping. TCI 
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The purpose for using technology is to 
make your life better, your business more 
effective and allow you to do what you 
do best. We want to give you back the 
time to do what you enjoy most. 

LARGE SELECTION 
FLAT BEDS AND 
CHIP BOX UNITS 
INCLUDING AN 80' 
HI-RANGER. 

1-800-597-8283 
FAX 414-691-4644 

Prentice 
Loaders Models 
F90 and 120 

I 
f.with Telstick, 

,. 	1985 thru 
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on your chassis 
j 	 or ours. Call 

or more 
information. 

Aerial Lift 55' 
w.h. over- 
center chip 
box, cab 	- - 	. ..S 
guard, 1990 

	

GMC diesel, 	 .. 

	

auto. trans., 	 . 	4 
44,000 miles. 

Brush Bandit 
Disc Chippers 
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200, 250. Gas  
and diesel 

	

Ii 	powered. 
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	Diesel 

Chippers.  

FINANCING • LEASING • RENTALS 
RENTAL/PURCHASE OPTION 

J Pete Mainka 
 Enterprises, inc. 

633 Cecilia Drive 
Pewoukee, WI 53072 
Phone 414-691-4306 

25 years of Success 
Specializing in Pre-Owned Equipment 

Marketing 
Additional 
Services to 
Current 
and New 
Customers 
By Mans Franke, Practical Solutions 

What information do you need in or-
der to market services to residential and 
commercial locations? 
• addresses (current and potential cus-
tomers) 
• plant inventory for each location 
• list of scheduled services for current 
customers 
• history of services for current cus-
tomers 
• a user-friendly report writing soft-
ware, so you can get the above 
information out of the computer 

Service Location 
Addresses 

You need to build a data base of in-
formation about current and potential 
clients. The addresses need to be what is 
called cass certified, which is a term the 
U.S. Postal Service uses to indicate the 
percent of your addresses that are stan-
dardized to the Postal Service's data base 
in Memphis, Tenn. If you intend to main-
tain a data base, it is important that the 
address be spelled properly and that it 
agree with the data base in Memphis. 

Since people sell their homes and new 
homeowners come in, the data base will 
be updated with those new names and 
phone numbers. If your new addresses 
aren't cass certified, which really means 
standardized exactly, you will send 
double mailings to some addresses. Keep 
in mind that your customers may not give 
you the standardized address. 

You can buy thick books that have 
every address in your city or town, or you 
can buy those addresses on disk. The 
price will vary based on the information 
included in addition to the address. You 
can buy lists that sort by family income, 
age, single-family homes versus apart-
ments or almost any other factor you can 
think of. You can keep up with the new 
names by looking in your local paper for 
real estate transactions. In my town. Co- 
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lumbus. Ohio. the chamber of commerce 
tracks this information. 

Now that you have this accurate list of 
your current customers and their neigh-
bors, the next thing is to put a plant 
inventory together. 

Building a Plant 
Inventory 

To market services such as pruning or 
insect control, you need to know which 
plants are on each property. You may  

also want to record the numbers, sizes 
and problems of individual plants. This 
will require work to maintain an accu-
rate record for your existing customers. 

For potential customers, you can take 
an inventory during the slow times. Of- 

Using the PC in Data Collection 
From the Field to the Office 

BY .Loiina Ga,iiei. Tree .1o,uieiiieiit .Svstein. 

Technology\ 
ex- 

ponentially, and \ 
one of the new de- 
velopments is the 
Apple Personal Data 
Assistant (PDA) sys- 
tem. The Apple Newton 
technology came out in 
1993, and there have been 
four generations since. 

These little hand-held computers weigh 
less than a pound, and they fit in the palm 
of the hand. They are an alternative to 
laptops, which can be cumbersome in the 
field. Newtons are also a little bit more 
durable than a laptop and, at $800, cost 
about one-third as much. 

The Newton PDA is a personal computer 
that learns your handwriting. It becomes 
used to your handwriting style. You can 
tell the computer whether you want it to 
recognize cursive or print or a mixture. The 
Newton can straighten your lines when you 
are drawing. Some companies have taken 
the PDA technology and made it water-
proof and able to withstand repeated drops 
onto concrete. These additional features 
add a bit to the cost, though they might 
survive more abuse in the field. 

With a Newton, you can send and re-
ceive faxes. It has a built-in calendar for 
your schedule. It has a card file that can 
hold thousands of customer names. Each 
card can hold 4.000 names and addresses 
of customers. 

This is a powerful tool in data collec-
tion for field estimates. After you collect 
data, you can plug the hand-held in to a por-
table printer in the truck and give the 

customer on estimate on the spot or take 
this information back to the office and 

download it into the office computer. 
Newtons will work with Apple or 

IBM computers. 
All of this can be particularly 

useful for plant health care ser- 
vices. It may be fairly easy to 

Keep track of 10 customers, but 
when your business grows to 100 or 200, 
you need a sophisticated system to man-
age who gets what treatments and when. 

Your technician can go around a prop-
ertv and inventory each plant's health. If  

you don't use a computer, the technician 
brings all this information back handwrit-
ten and places it in a file. Without going 
through the paper files of every customer—
past. present and potential—there is no way 
to access that information easily to alert 
you to future treatment needs. 

All of this plant information can be 
drawn onto a map of the property using 
relatively inexpensive CAD software on 
the market. What really excites customers 
of plant health care services is getting some 
sort of review or report of the value of the 
service. You may visit the property 10 
times a year and send a bill. But if you pro-
duce a written report and a map, they can 
see and appreciate what they are receiving 
for their money. TCI 
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ten, a planned development will have 
similar or uniform plantings. Every 
house, for example, may have a silver 
maple in front and one apple in the back. 
Do a quick inventory of the neighbors of 
existing customers and use that to target 
a mailing to them. 

Business 
Technology 

when. A good service history will also 
allow you to pull up all the people who 
had pruning two or three years ago and 
haven't had any since. 

Once you have all these things to-
gether in the computer—address list. 
plant inventory, scheduled service and 
history—then the next thing you need is 
a system to turn the information into a 
useful marketing tool. 

Marketing Your 

Information 

Scheduled Services 
You need to have an accurate coding 

system to match a plant inventory with  what type of treatment you used and 

potential or scheduled services. If the 
computer is organized, so that the differ-
ent types of spraying you do are matched 
with the different plants on each prop-
erty, you can maximize and organize 
your work. You should know that a cer-
tain property has a flowering crab in the 
back with a history of problems with 
apple scab. If that customer has not 
scheduled the corresponding service, you 

The other big advantage is that if you 
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have an outbreak of a particular disease 
or pest, you already have a built-in in-
ventory that allows you to identify all the 
people with a particular species, whether 
you have treated a given property before, 
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A sophisticated report writing system 
generates specific reports, letters or post-
cards. The software should by able to do 
and/or logic, which means it can find all 
the properties on your list that have a 
certain plant and have signed up for a 
certain service. It will then select which 
letter needs to go to which customer. 
based on the plants on the property, the 
services you offer and whether or not the 
customer has already signed up for that 
service. If the customer is scheduled for 
one service but not another, a different 
letter with different phrases will be sent. 

In this way, you can identify all of the 
properties that have lilacs with powdery 
mildew problems that are not scheduled 
for treatment. 

The system you buy also needs to 
update some sort of correspondence 
log, so that you have a record of each 

INDUSTRIES, 
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that electric wires can 1)(2 ha:ar1ous to anonc doii rrce 
work. OSHA Standard 1910.331 states that only qualified 

employees can come within ten feet of an overhead energized electrical conductor. Plus, OSHA Standard 1910.269 clearly 
defines who is legally permitted to work within the ten foot boundary. Finally, ANSI Z 133.1 dictates very specific 
training and operational requirements that all tree care personnel need to follow for safety 's sake. 

NMTraining Makes Sense. The National Arborist Association has 
exactly the training You need, whether 

you are a residential/ commercial arl"()rist or municipal arborist. It's our Electrical  Hazards Awareness Program. EHAP 
offers a simple, economical and practical way to provide training needed by your employees. This program creates 
awareness of electrical hazards, which is absolutely essential for all tree workers. Plus, EHAP can be used by line clearance 
tree workers to supplement mandatory training requirements specified in 19 10.269. 
Like all NAA training materials, EHAP is easy to use and easy to apply. The program is self-paced, to put your employees 
in control of meeting their goals, and presented by you, to keep you in control of your business. For more information 
about EHAP, or any NAA program, or to order, call our toll-free hotline, or send lix the coupon below. 

	

National Arbor!st Association 	1-800-733-2622 
- 	 Fax: (603)672-2613 

11 YES I'm ready to provide my personnel with training in Electrical Hazards Awareness. 

i 0 I'M interested in the EHAP program. Please send additional information. 

Send Me EHAP Programs for 	enrollees, at $______ each* .  Enclosed is $  

Bill my Mastercard Visa Number:  Exp. Date: 

Contact/Credit Card Holder Name:  

'Company Name: 

Address: ______________________________________ Phone:_______________________ 

City: 	State: 	Zip: 

Please send me membership information. 	Please mail with payment or fax with credit card information to: 
The National Arbohst Association 

PO. Box 1094, Amherst, NH 03031-1094 • Phone: 1-800-733-2622; FAX: 1-603-672-2613 

*RETAIL: $135.00 per enrollee; MEMBER DISCOUNT PRICE: $85.00 per enrollee. If ordering, please include a list of enrollees. 
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People Still 
Dig Near Trees 

Some people do not understand the 
value of avoiding digging near ornamen-
tal trees. Recently I visited an 
educational demonstration where good-
hearted people had properly planted a 
group of trees in memory of those lives 
lost in the Oklahoma City Bombing. 
Unfortunately. a great deal of damage 
was done by other good-hearted people 
who simply did not understand tree bi-
ology. 

It's very sad in many ways. The dam-
age was to a birch tree, and on Earth Day, 
the person who planted the tree two years 
ago explained to me how pleased and 
happy he was that the tree had lived for  

one year. He went on to explain how ev -
erything else he planted died. 

Flowers were planted in the 
non-woody root area, and the birch tree 
had both woody and non-woody roots 
disrupted when a good-hearted person 
thought it would look pretty to dig 
around the tree to edge the mulch. Birch 
trees do not tolerate this treatment. I am 
sad for the person who planted the tree 
properly. I am sad for the ones who did 
not understand that the rhizosphere is 
very sensitive. And last I am sad for 
myself and for my friends, who planted 
the demonstration because in a sense I 
have failed to communicate with parties 
involved. 

A question one might ask is "How is 
it possible that we can cause pest and 
fungus problems, kill a tree by planting  

flowers at the base and digging up roots 
(woody and non-woody) of our trees? 
Non-woody roots facilitate the absorp-
tion of water and elements from the 
rhizosphere. Woody roots support the 
tree, store energy (starch and oils) and 
transport elements and water from the 
non-woody roots toward the leaves. Food 
from the stem is transported toward the 
non-woody roots by way of the woody 
roots. 

On most trees most of the time, the 
non-woody roots can be found in the 
rhizosphere in the upper four inches of 
the soil. The way a non-woody root dies 
naturally is much different from how it 
dies by wounding when planting flow-
ers and bulbs at the base of the tree. A 
natural boundary will form (abscission 
layer) first where the non-woody root 
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large inventory 

• competitive prices 
• same day shipping 

For a FREE catalogue, call 1 -888-458-5553  
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LNSM 
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Lewis Utility Truck Sales, Inc. 	8 
628 N. Portland Street, Ridgeville, IN 47380 	 0 
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1955 (3NIC/50 Hi-Ran or dump. 	1.5 R( F. "FiI.FIf'TiO\ - 	ti. n.h. Aerial Lifts/Dump & 
366. 5p2sp toss mites. S36.500 	Chip (isIC .y thrJ. 956-91. gas & diesel. S32.500 & up 

DRIVEN TO BE THE BEST! 6 
Airport Pickup . DelivervAvailable Financing Available 

meets the woody root (which will resist 
entrance of pathogens). After the bound-
ary (abscission layer) is formed, the 
non-woody root will then die and be di-
gested by microorganisms. 

On the other hand, when we dig we of-
ten wound and kill non-woody roots 
before a boundary is formed. Now, the 
pathogens that infect woody roots have 
an open door. I call this predisposition. 

In a sense the tree is in a receiving 
mode for pest and fungus. We find many 
other factors to blame the decline and 
death of the tree, e.g., borers, twig die 
back, mites, insects, fungus. weather 
The list goes on. 

When we see these problems. we tend 
to dose the tree with nitrogen, which in 
a sense can turn beneficial microorgan-
isms into pathogens when the tree is in a 
predisposition state or condition. I will 
not go into detail about all the chemical 
pesticides used to fight the pest and fun-
gus. This works much the same as the 
death of mycorrhizae during flooding. 
soil grade change, soil compaction and 
the list goes on. 

I hope someone will learn from this ar-
ticle—not because I wrote it—hut 
because they see it for themselves. 

JO/ill A. Keslick, Jr. 

Tree Biologist 
Web Site: hlt/)//ir%tit. ccii. elt/-tree/iiail/ 

Keep Up the 
Good Work 

Your publication Tree Care Industry is 

a wonderful source of information regard-
ing tree care. Thanks. 

Richard Matteson 
Pendleton Country Club 

Pendleton, Ore. 

Hey, Over 
Here'. 

I would like to comment on an article 
entitled 'Please. Spare Me the Pleasure." 
The article was very true and to the point. 
it just stopped a little short when naming 
the four corners of the continental United 

States ... - 'Froin southern Calitoriva to 
Maine and from Florida to Oregon 

Can you think of a corner state that 
is famous for large and beautiful trees? 
Please spare me the pleasure and think 
it quietly to yourself. Oh yes. we get 
storms too! 

Brian Boatman 
Beaver's Tree Service 
Be/fin gham. Washington 	 TCI 

Every month I look forward to Tree Care 
industry. It is packed full of new and in-
teresting articles. Keep' em coming. 

William J Weigle 
RFD #1, Highbridge Road 
New Boston, N.H. 

- 
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TECO Saturn. S29.500 

ALSO- 
• Pick Up Trucks 
'Chippers 
• Split Dumps 
• 45' SkyworkerfFlat 
• Asptundh LR-50 Lifts 

1987 IHC/HIAB 050 Hyd 	4 
extendable auger without 
outriggers, low mites. 526.500 
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HIGH POWER COMMERCIAL GRADE CHAIN SAWS FOR HALF THE PRICE 
SWEDISH CHAIN SAW 100 cc... 22" - $759.00; 36" - $789.00 

McCulloch PM1 000 aka Partner P-100 
Solid guide bar (22 RN or 36" HI), electronic ignition, absorbers, chain brake. 

Compare with: Stihl 084 - $1,409.95 • Husky 3120 - $1,099 . 95 

I. PARTNER PORTABLE STUMP GRINDER 
44 lbs. Folds for easy transport. 

WALLENBERG SALES CORP 
8311 Secura Way • Santa Fe Springs, CA 90670 

800-225-4756 
Please circle 69 on Reader Service Card 
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Ergonomics Controversy Returns 
Agamin  ... and Again ... and Again 

O
n Dec. 4. 1996. ajurv awarded S5.3 
million dollars to a former secre-
tary for injuries sustained while re- 

peatedly using a computer keyboard on the 
job. She apparently suffered severe carpal 
tunnel damage and muscle atrophy. The 
manufacturer of the keyboard. Digital 
Equipment Corporation (DEC), was 
deemed negligent for failing to place a 
warning on the keyboard. The same jury 
awarded significant amounts to a billing 
clerk who also suffered carpal tunnel dam-
age and a legal secretary who developed 
tendinitis in her arms. DEC seeks to have 
the verdicts set aside, and plans to appeal 
if necessary, on the grounds that there is 
no scientific evidence that using keyboards 
causes musculoskeleta! disorders. 

This lack of scientific evidence regard-
ing repetitive motion injuries is the crux 
of the argument over OSHA's develop-
ment of an ergonomics standard. Most 
vocal in the battle against the proposed er -
gonomics rule is the American Trucking 

Association. which claims that an enforce-
able federal standard could cost the 
trucking industry billions of dollars annu-
ally without substantial evidence that 
money invested in compliance to new stan-
dards will provide any benefit to worker 
health and safety. The National Coalition 
on Ergonomics also opposes a federal stan-
dard on ergonomics because they feel 
rulemaking is premature. Both groups in-
tend to challenge recently enacted 
legislation in California. which imposes a 
statewide standard. 

Labor Secretary Robert Reich has an-
nounced OSHA's intention to move 
forward with proposed rulemaking. despite 
vigorous opposition from many trade as-
sociations. An ergonomics standard is a 
high priority with the Clinton administra-
tion, and OSHA plans to move forward 
with education programs, research, en-
forcement activities and rulemaking. The 
ultimate goal is a standard that will clearly 
outline employers' responsibilities in pre- 

venting repetitive stress injuries. Unfortu-
nately for OSHA, the scope of an 
ergonomics standard is so broad that it is 
difficult to identify a point of departure. 
Ergonomics experts may need to be added 
to OSHA's staff just to deal with this is-
sue. Currently, there is no single person 
responsible for development of a proposed 
rule, nor is there a specific timetable. A 
draft rule could still be years in the mak-
ing. In the meantime, ergonomics appears 
to be the flavor-of-the-month on court 
dockets, and OSHA can pursue enforce-
ment activities under the general duty 
clause. 

The National Arborist Association is 
forming alliances to oppose development 
of a single ergonomics standard without 
further research. Of particular concern is 
the difficulty in isolating causes of injury 
that are work-related from injuries that are 
caused, or exaggerated, by other activity 
in employees' off-duty hours. For example, 
is ear ringing caused by chain saw use, or 
by listening to loud music in night clubs? 
Is tendinitis caused by keyboard use, play -
ing tennis, or a combination of the two? 
Why is it that two people performing iden-
tical tasks for identical periods of time with 
identical tools can experience vastly dif -
ferent physical impacts? These questions 
must be answered with sound scientific re-
search if OSHA is to develop a fair and 
substantial rule. 

The NAA will continue to encourage 
worker health and safety by insisting that 
employers properly train employees, and 
that OSHA utilize reasonable methods of 
rulemaking and enforcement. 

Amelia Reinert is deputy executive di-
rector of the National A rborist Association. 
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The ACRT Institute 
of Arboriculture & Urban Forestry 

Your Complete Training Resource 

We Write the Book(s) on Arborist Training 

.3" 

The ACRT Institute train-
ing manuals have become 
urban forestry's most 
respected resources for 
self and group study. They 
are comprehensive, fully 
illustrated and reader-
friendly. Certification for 
each program is also 
available. Our most 
popular programs include: 

• Line Clearance Tree 
Trimmers Certification 
Manual - 1996 Edition 
For any tree trimmer 
working within 10 feet 
of energized wires. 14 
lessons, 379 pages. 
Includes ANSI Z133. 1-
1994 standards. 
Instructor guide 
available. 

• Electrical Hazard 
Recognition Manual 
For tree trimmers work-
ing more than 10 feet 
from energized wires. 
6 lessons, 190 pages. 
ANSI Z133.1-1994 
included. 

• Electrical Hazard 
Recognition for 
Substation Grounds 
Maintenance Personnel 
and Herbicide 
Applicators 
Prepares grounds main-
tenance personnel and 
herbicide applicators 
who work in and 
around substations to 
recognize electrical 
hazards. 9 lessons, 148 
pages, including ANSI 
Z133.1-7994 standards. 

• Working In Trees - A 
Self Directed Course & 
Reference Manual 
The most comprehen-
sive job skills manual 
for self directed study 
by entry level tree 
workers. 32 lessons, 
419 pages. 

For information, call the 
ACRT Institute of 
Arboriculture & Urban 
Forestry at 800-847-3541, 
extension 211, fax 330-
945-7200 or e-mail to 
LynnK@acrtinc.com . 
ACRT's new web site, 
http -//www.acrtinc.com , 
has information on all 
training materials and 
programs. 

ACRT Instructors Bring Training To 
Life At Our Place or Yours 
Our instructors present workshops that are 
customized to meet your needs. Work-
shops, at our Ohio headquarters or at 
your facilities, combine classroom with 
field training to ensure long-lasting results. 
Our new catalog also lists many standard 
courses as well. 

You can experience ACRT's quality train-
ing with minimum work disruption and - 

expense by hosting an on-site course. You 
only need a small group of students and 
suitable facilities, and the students need 
not all be from your organization. The 
institute's comprehensive insurance fol-
lows our instructors wherever they are 
teaching. 

Phone, fax or e-mail your request for our 
1996-97 catalog of classes and training 
materials. 

INC 

Environmental 
Specialists 

ACRT, Inc. 
2545 Bailey Road 

P.O. Box 401 
Cuyahoga Falls, Ohio 

44221-0401 
800-622-2562 

FAX 330-945-7200 
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The new ANSI A300 Pruning Standard is THE tool to help us 
communicate more clearly with our customers, our employ€es, 
and each other. You'll want to incorporate this standard, creai;ed 
by arborists for arborists, into your daily activities. 
And now, we can help you do that - quickly and easily - with 
the new video, Pruning Standards and Techniques for the 2.1st 
Century, produced jointly by the NAA and the ISA. 
This comprehensive video is the ideal complement to ISA's Tree 
Pruning Guidelines. It will help you accelerate right through 
the learning curve with the plain language answers you need to 
make ANSI A300 work for you! 
Call, fax, or mail your order today. The 21st Century of Tree 
Care is just around the bend. 
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STRAIGHT 
ANSWERS 

ON 
ANSI A300 

RETAIL: $90.00; NAA & ISA MEMBER DISCOUNT PRICE: $60.00 
I Shipping and handling: $5.00 in the U.S.. $15.00 outside the U.S. 

	

I Send me 	Pruning Videos, at $ ________ each. 

Enclosed is $ ___________ or please bill my El Mastercard Ll Visa 

	

Number: 	 Expiration Date:  

CAUTION 
LEARNING' 

CURVE 
AHEAD 

"M 

Company Name: I 
Contact/Credit Card Holder Name: i 
Address: 

gm- 
City: State: 	Zip: 

Phone: 
I 

Please mail this coupon with payment. or fax with credit card information to: 

The National Arborist Association, P.O. Box 	1094, The 	International 	Society 	of Arboriculture. 
Amherst, NH 03031-1094 	Phone: 1-800-733-2622: P.O. Box GG, Savoy, IL 61874-9902 	Phone 
FAX: 1-603-672-2613 1-217-355-9411: FAX: 1-217-355-9516. 1.. 
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HELP WANTED 

Experienced climber/foreman needed for 
established Massachusetts tree service. 
Self-motivated arborist, certificate a plus, to 
work in a drug-free environment. Send re-
sume or call Holbrook Tree Service, 252 
Union St., Yarmouthport, MA 02675. Phone: 
508-362-8085. 

RELOCATE TO FLORIDA and enjoy year-
round employment, great weather and a 
terrific working environment. We are grow-
ing fast and need: foremen, climbers, sales 
people and all-round tree care professionals 
and helpers. Excellent compensation and 
benefits with opportunity for advancement. 
Drug-free workplace. Call 407-968-1045. 

California Bay Area company is seeking 
an enthusiastic, outgoing Certified Arborist 
to handle its residential sales division. Excel-
lent pay and benefits, company car and help 
with relocation. Reply to Box CS-TCI, P0 Box 
1094, Amherst, NH 03031. 

Technical Services Manager-Be part of a 
company nationally recognized as the leader 
in the Southeast. Reports directly to presi-
dent. Manages fertility and soil therapy divi-
sion. Manages field technicians providing 
diagnostic, remedial tree care, and PHC pro-
gram. Provides technical consulting services 
to major corporate clients involving tree pres-
ervation, hazard analysis, appraisals and 
special projects. Assists president with sales 
to large premium accounts. Above industry 
for compensation and benefits. Fax resume 
to 404-294-0090. 

Boston area company of professional ar-
borists has position avail, for outstanding 
indiv(s)w/min. 2 yrs exp. Candidates must be 
committed to highest industrial stds of safety, 
workmanship & cust. service. Exc. wage & 
benefit package including pension (401 K), 
medical & more. Send resume to: Lueders, 
P0 Box 279, Needham, MA 02192 or call 
(508) 359-9905. 

Experienced tree climber/foremanneeded 
for 25-year-old tree care company - CDL 
license; paid benefits, vacation, 401 K; Mail or 
fax your resume Paradise Tree Service, 481 
Route 40, Troy NY 12182; Fax: (518) 237-
8370. 

Ira Wickes/Arborists, a leader in the 
green industry for over 68 years, seeks 
quality oriented individuals to help us con-
tinue our growth. Dedicated, career-minded 
candidates are needed for all facets of our 
organization, including Sales, General Tree 
Care, Plant Health Care, Integrated Plant 
Management and Turf Care. We consider 
professionalism, quality, safety and team-
work to be essential to our operations, so 
if you'd like to work in this environment, 
bring your experience and ideas to Ira 
Wickes /Arborists at 11 McNamara Road, 
Spring Valley, NY 10977. Phone 914-354-
3400 or Fax 914-354-3475. 

An 
- 

R. 	.: 	. 
41' to 75' Reach, Large Selection 	 Diesel, Ford-GMC-IHC 

if 	-PE ,--------- 

- 	. Diesel, 	BucKet 	- 	. 
L-Shape, Split 	 Right, Thoroughly Reconditioned 

ANDY'S TRUCK CENTER INC. 
1141 S. MILITARY TRAIL, WEST PALM BEACH, FLORIDA 33415 

407-965-6666 • FAX: 407-965-6844 
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From F.ANNO-International 

Get the 
Eanno Edge! 
Cut Faster Than Ever with 
the Fanno Fl-1700! 

• Esirt F-ie.ts 	 ft 
Blade Contrucii,s, 

• Longer Blade for 
Faster Cutting 

• Fully Enclosed Osersized 
Flandle for Balance and (,',ni,'rI 

'N 

17" Pole Saw Blade 
Saws Large Limbs Faster! 
• l\tra lIe.,s 	IiI.,Jc (,'norutI,',, 
• Lniger Blade for Larger Limb Capacii 
• Scrs e-. a Replacement Blade or Fl-I 71)1) Sass 

0 
P0 Box 628 • Chico, California 95927 
(916) 895-1762 • FAX (916) 895-0302 
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Experienced tree care professionals. Fast 
growing, quality-oriented company in the 
Chicago North Shore looking for top-notch 
foremen to manage crews, equipment and 
shop. Ideal candidates will have a minimum 
of 3 years experience, CDL and strong de-
sire to achieve. Excellent compensation & 
benefits package. Please send resume and 
contact the Kinnucan Company, 28877 Nagel 
Ct., Lake Bluff, IL 60044. Phone: 
708-234-5327. 

Climber/Foreman - Well-regarded, long-es-
tablished tree care firm in the beautiful 
suburbs of Phila. is seeking experienced 
climber/foreman for fine tree care. Excellent 
wages, benefits and working conditions. 
Please write to: John B Ward & Co., 135 
Pennsylvania Ave., Wayne, PA 19087. 

Experienced tree climber - Enthusiastic, 
self-motivated professional wanted for fast-
growing, quality-oriented company in 
Southampton, NY. Minimum 3 years experi-
ence and clean CDL license required. Excel-
lent compensation & benefits package. (516) 
287-6100. 

Experienced, self-motivated tree climb-
ers wanted by suburban Boston, MA tree 
& landscape company. Arborist certifica-
tion, CDL and pesticide license preferred 
but not required. Company-sponsored 
training and education programs, health 
insurance and paid holiday/vacation days 
available to career-minded, quality-ori-
ented workers. Relocation assistance 
available. Fax your resume to 617-630- 
5273 or call Mon-Fri 7a.m.-4 p.m. 
617-965-8820 for an application. 

w  

SALES/PROFESSIONAL ARBORIST 

22 reasons to make a career at Hartnej 
Greymont are: A nationally recognized 
landsape and tree care company providing 
service in the Boston area. Job stability. 
Growth potential. Competitive salary. Excel-
lent salary. Year-round employment. Grow -
ing company. Quality reputation. Tuition re-
imbursement. Learning experiences. Team 
spirit. Employee stock ownership. Up-to-date 
equipment. Safety focused. Rewarding cli-
ent relationships. Award-winning service, 
ideal facility. Participation in decision- mak-
ing. Skill enhancement incentives. Knowl 
edgeable peers & mentors. Value-driven or - 
ganization. Drug-free workplace. For morE 
information, contact Mark Tobin, Hartney 
Greymont, 433 Chestnut Street, Needham 
MA 02192. (617) 444-1227. 

FLORAPERSONNEL INC. In our seconc 
decade of performing confidential key em-
ployee searches for the landscape/tree 
industry and allied trades worldwide. Re-
tained basis only. Candidate contaci 
welcome, confidential, and always free. 
1740 Lake Markham Rd., Sanford FL 
32771. Phone (407) 320-8177. Fax (407) 
320-8083. 

Tree Care Sales - Work for the best. 
Atlanta's premiere tree care firm seeks 
aggressive arborist to handle well estab-
lished, quality oriented client base. Great 
benefits package including health insur-
ance, 401K, paid holidays, vacation and 
personal days. Unlimited income potential-
high base plus commission and bonuses. 
Fax resume to 404-294-0090. 

To Order Call (800) 94-ARBOR 
or Fax/24 hrs (916) 944-4487 

We ship UPS 
VISA & M/C ACCEPTED 

7627 Fair Oaks Blvd. 
Carmichael, CA 95608 

Hours 7:3Opm.5pm • M-F 

1-800-94-ARBOR( 27267 ) 

The ONLY number you need to remember for... 
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)IV4%A WESTHEFFER COMPANY, INC. 
P.O. Box 363 • Lawrence, Kansas 66044 

NEED A 
SPRAYER? 
We Got It! 

Over 100 models 
to choose from. 

Custom built to meet 
your specific needs. 

HUDSON 
CALIBRATOR 
PORTA 

YOUR PARTS WAREHOUSE 
Over 2 Million Dollars of Parts Inventory on Hand! 

To Order Call Toll FREE: (USA, Canada, Mexico) 
1-800-362-3110 • FAX 1-800-843-3281 

HUDSON 

Calibrator S/)ra\('r.S 

The First Sprayers 

Desi cued for Pest Control 

& Turf Industry 

Oilier HUDSON Products Available 

Arborist Needed to join our professional 
staff of Shreiner Tree Care Specialists, 
Inc., located in the beautiful suburbs of 
Philadelphia, PA. We provide secure, year-
round employment, and excellent pay and 
benefits based upon your level of perfor -
mance and production. Individuals must be 
proficient tree climbers with an exceptional 
pruning ability. We will train and assist with 
becoming an International Society of Arbo-
riculture certified arborist. We will happily 
assist with relocation. Please contact our 
office or fax your resume. 610-688-4122: 
FAX: 610-995-9355. 

Salesperson wanted for largest indepen-
dent tree service in the New York 
metropolitan area, serving major corporate 
accounts and Long Island's most affluent 
estates and homes. A career with Ryan 
Tree Service, established in 1979, offers 
state-of-the-art facilities and equipment, 
top arborists, support staff and superior 
compensation packages with unlimited 
growth potential in a major market. Candi-
dates must be team players who have 
excellent attitude, communication skills and 
experience. A college degree is helpful. 
Fax resume to 516-691-2392, or mail to 
Ryan Tree Service, Inc., 235 County Line 
Road, Amityville, NY 11701. 

VEGETATION MANAGEMENT SUPER-
VISOR/FOREMAN. DeAngelo Brothers, 
Inc., one of the nation's largest and fastest 
growing Vegetation Management compa-
nies, has immediate openings for 
Supervisor/Foreman positions. Qualified 
candidates must have proven leadership, 
communication and interpersonal skills. 
Industry-related background preferred, but 
willing to train the right individuals. We of-
fer advancement potential, excellent 
salary, 401 (k) plan, company-paid health 
insurance and comprehensive benefits. For 
career opportunity and confidential consid-
eration, send or fax your resume, including 
your geographic preferences and willing-
ness to relocate, to: DeAngelo Brothers, 
Inc., Attn: Dave Jones, 100 N. Conahan 
Drive, Hazleton, PA 18201. Fax: 717-459-
5500. EOE/AAP, M - F. 

Working Foreman needed for established, 
quality tree care service. 95% residential. 
Good "people" skills and up-to-date under-
standing of arboriculture a must. Excellent 
compensation and benefit package available. 
Mail resume to Michael Grimm Services, Inc., 
3678 Kennedy Rd., Lafayette, NY 13084 
(Syracuse area) or fax: 315-469-3272. 
Phone: 315-469-1222. 

IPM TECHNICIAN American Tree Care-
Seeking self motivated IPM Technician. Must 
possess strong skills in plant identification as 
well as insect and disease diagnosis. Excel-
lent pay and health benefits. Plenty of room 
for advancement, year-round work. Located 
in Southampton. New York, Long Island's 
east end. A great place to live, work and play. 
Fax: your resume to: 516-283-7023 or mail to 
American Tree Care, Inc. Attn: Jon Hickey Jr. 
161 Powell Ave. Southampton, New York 
11968 For more information, call: 516-283-
8507. 

Almstead, Inc. - Our continuous expan-
sion leads us in the pursuit of 
career-oriented professionals in the tree 
care industry. Supported by a 32-year 
reputation for total quality, we truly stimu-
late growth potential in a team atmosphere. 
The following positions in utility and resi-
dential arboriculture are available in the 
Northeast. All positions offer an excellent 
compensation package. Sales Represen-
tative • Tree Care Foreman • PHC 
Technician • Utility Supervisor. Forward 
resume to Human Resources, 58 
Beechwood Ave, New Rochelle, NY 10801, 
or fax to 914-576-5448. 

SavATree, a leader in the arboricuItura 
industry, is experiencing a period of won-
derful growth. Exceptional professionals 
will be the key to our continued success 
well into the 21St century! We have branch 
offices in NY(Westciiester County &Ll), NJ (Northern& 

Central), CT (Fairfield County) and MA (CapeCod) with 
continued expansion planned throughout 
the US. 

We currently have openings for: 
Plant Health Care Specialists 

Sales Positions 
Operations Managers 

Branch Managers 
We offer excellent salary compensation and 
benefits package. EOE. 

Please send/fax resume to: 
SavATree 

- 	 Attn: Human Resources 
___________ 	205 Adams Street 

Bedford Hills, NY 10507 

SAVAVIiEE. FAr=5: 

5mb Care Naturally 	 to explore opportunities. 

SavATree is a division of Natures T,ees, Inc 
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Are you a person willing to put forth ex-
tra effort to help yourself and your 
company succeed? We are seeking moti-
vated individuals to fulfill positions in 
general tree care, climbing, PHC and sales 
for our offices throughout the metro areas 
of Chicago, Connecticut, New York, New 
Jersey and Washington, D.C. Our com-
pany offers excellent benefits, training and 
advancement potential. Send resume to 
Kathy Hendricksen, The Care of Trees, 
2371 S. Foster Ave., Wheeling, IL 60090. 
Phone: 847-394-4220. 

Experienced tree care professional: We 
are looking for a tree estimator for tree 
removal tree trimming, fertilization and plant 
management. Send resume to Fox Tree 
and Landscape Nursery, 5902 South 
Staples, Corpus Christi, Texas 78413. (512) 
992-6928. 

Standard units also available 
in 2.5 gallon, 3.5 gallon and 

5 gallon capacities. 

FOR SALE 
Aerial bucket trucks. Hi-Ranger, Asplundh, 
Skyworker - most major brands - 40' to 95'. 
Also, brush chippers, stump grinders, tree 
spades, log loaders and Rayco stump cut-
ters. Parts for aerial buckets. Allied Utility 
Equipment, Inc., W. 204 North 11509 
Goldendale Road, Germantown, WI 53022. 
Phone: 414-255-6161. 

Fleet Sale. Lawn Trucks. GMC cab over 
14,000 GVW. (10) to choose 1989-1994. 
Built by Warner Engineering, total stainless 
steel body, well-maintained, fully equipped 
production ready split tank large dry stor-
age area. Large discounts for sales by 01/ 
01/97 Cost replacement new ($44,000) 
prices start at $18,000. Phone: 407-781-
0235, 407-832-3650. 

Advantages of 
Closed System: 

• Eliminates the need to mix 
chemicals in the field. 

• Reduces the amount of time 
and effort required to 
change chemicals. 

For further information contact: 

TB Co., Inc. 
1-800-866-1357 

Vermeer 1230 brush chipper, #BC3564. 
4.236 turbo diesel engine, 3 sets of knive;, 
hydraulic feed, disc-style torsional rubbei-
type axles. CASH PRICE: $20,00C. 
Vermeer 620 brush chipper, BC#3246E, 
variable hydrostatic drive, 180 degree swing  
discharge chute, 18.5X8.5 LRC tires, screw 
type jackstand w/caster wheels, dbl safet / 
towing chains, lockable tool boxes & bal-
tery box, std. Hr. meter, Kohler M20S gas 
engine, 11 gal. fuel tank, 2 knives, hard-
ened chipper grade steel knife, Appro. 
1017 hours. CASH PRICE: $7,000. Cal 
Bush Transportation Systems, Lisa Morn.; 
1-800-766-2874. 

1987 Ford F600 with 1979 Fl Series 57' 
High Ranger aerial lift. Lift has been com-
pletely overhauled. Truck has a new trans-
mission and clutch. 67,000 miles; Diesel 6.6 
liter; $28,000 OBO 802-223-2617. 

Hardware and software by an arborist fo - 
the arborist. For more information about the 
industry's best selling package, call or write 
Arbor Computer Systems, 117 Weston 
Road, Westport, CT 06880. Phone: 
203-226-4335. 

'79 Ford w/20' boom log loader & dump 
bed, new paint, $9,995;'82 It-I V-8 gas w/53 
W.H. HiRanger, single-man bucket, flat bed 
new paint, $26,000. S.J. Ross Co. 317-634 
4499, Indianapolis. 

Bucket Truck Good Condition. 1988 GMC 
with Aerial Lift of Conn. 50' boom. 55'workinc 
height. Gas engine with pony motor. 5-speec 
transmission & 2-speed rear. $30,000. PhonE 
anytime: 215-245-4667; 717-398-8733. 

Brush chippers. Always several good, clear 
used units in stock - Brush Bandit, Morbark 
Wood/Chuck - disc or drum style. New Brush 
Bandits in stock - all models. Call for curren 
availability and prices. Hawkensen Equip-
ment Co., Inc., Plymouth, NH. Phone 
800-299-8970. 

BIRCHMEIER0. 
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Bucket trucks, chip trucks, trailer chippers. 
cranes, skidders, track machines and cus-
tom-built units to meet your individual needs. 
For sale or rent. M.I.R.K., Inc. Phone: 330-
669-2000. 

65 Hi-Ranger unit 1971 inspected yearly. 
Dielect. Load tested. New bucket on 1993 F 
800 diesel. Air brakes. 14,000 miles. $48,500. 
1990 Morbark 250 Cummins 4B diesel un-
der 1,000 working hrs. 4 knife system. 
$10,500. 810-349-4636. 

TWENTY+ USED CHIPPERS AND 
STUMP GRINDERS IN STOCK! Most 
makes & models. We can ship anywhere 
in the U.S. - Ask about our satisfaction 
guarantee! Alexander Equipment Com-
pany, 1054 N. DuPage Ave., Lombard, IL 
60148. Phone (630) 268-0100. 

1984 GMC with Asplundh LR50 lift and 
forestry package. New engine and pump. 
S28,500:1984 GMC with Sky Van, telescop-
ing boom 33 working height with chip box-
ideal for telephone co. or CATV clearing. 
S16,500. CONSERV-A-TREE, Long Island, 
516-271-2998. 

GREENPRO SPRAYING SYSTEMS for 
greater profits-customized for your exact 
needs-or our standard model-all sizes. Bud-
get priced. Early order discounts. Call 1-800-
645-6464. 

Brush chippers, stump grinders, shred-
ders, mulchers, new, used and 
reconditions, small, med. and large capaci-
ties. Financing available. Cal-Line 
Equipment Co., Livermore, CA. Phone: 
510-443-6432. 

1991 Ford Super Duty pruning truck, 
automatic trans 50,000 miles white 
Schodorf 10 ft. chipper box dump/storage 
compartments $14,000. Contact Jim Gor-
don (810) 685-0767. 

Would you invest $600 to gain better con-
trol of your customer and business 
transactions and increase your sales and 
profit growth? Stay ahead of your compe-
tition by calling 1-800-49-ARBOR for more 
information on ArborWare®, the industry's 
most comprehensive, stable and efficient 
PC-based software package from Creative 
Automation Solutions. We also provide in-
tegrated systems including LANs, LapTop 
and NEWTON hand-held data links, and 
custom software development. 

Can your stump cutter operate for $3 an 
hour and go anywhere? Ours can. The Al-
pine Magnum weighs just 88 lbs., can 
operate near fences, walkways, buildings, 
and sidehills. It can clear brush, dig shallow 
trenches and maneuver over soft ground 
without making tire tracks. Call or write: Al-
pine Machine, 7910 Thornbury St. S.W., 
Olympia, WA 98512-2368. (360) 357-5116. 

Aerial Equipment, Inc. Your used chip-
per and stump cutter supplier, serving 
the Midwest! BRAND NEW-We now are the 
Midwest's largest supplier of Arborists sup-
plies and equipment-Call for a free price 
list and talk to our professional staff. Used 
equipment available-(1) 1989 Rayco Hy-
dro-Stumper (Rubber-tired); (1) 1994 
Rayco RG20HD; (1)1994 Rayco RG2HD; 
(1)1989 Mini-Chief Stump Grinder; (3) As-
plundh Whisper Chippers; (2) Brush Bandit 
Model 90 1-1989&1 -1990 both with gas en-
gines. (1) 1990 Morbark Model 290 Diesel; 
(1) 1991 Morbark Model 290 Diesel; (1) 1989 
Morbark Eeger Beaver Gas Engine; (1) 
Vermeer Model 620; (1)1992 Model 250 Die-
sel; (1)1986 Ford F-600 Gas Engine-4 Wheel 
Drive with a front mounted winch and a 
HOBBS chip box. Several new and demo 
Brush Bandit Chippers and Rayco Stump 
Cutters available also. CALL-Ron or Joel, 
Aerial Equipment Inc., Phone 847-394-1042. 
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Tree Pruning Poles & Supplies 
Peavey Manufacturing Company is pleased to offer We have a variety of poles including white ash in 

a complete line of top quality tree pruning poles and solid lengths; and also six foot sectional poles with 

equipment for the professional as well as the lightweight aluminum couplers. There is also 

amateur who wants a quality made tool. available a line of non conductive sectional, or full 

For years we have made a limited line of pruner length fiberglass poles for the electrical contractors. 

poles for the large industrial users, and we feel that Included you will find a complete price list and 

if we can satisfy these customers on a nationwide order form for all pruner poles and equipment. 

basis that we can satisfy 
anyone else 	 Available in threaded or clip type couplers 	 PH4R Pruning Heads 

- 
I VA PEAVEY 
,— MANUFACTURING CO. 
P 0 Box 129 East Eddington, Maine 04428 

12071843-7861 - 843-6778 - FAX (2071843-5005 S  Saw Head 
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At Davey Tree, 
_e, you'll reach new heights. 

r 

There's a lot of room at Davey Tree 	. 
for people who want to grow.  

Join us, and you'll experience profes-
sional growth with extensive training 
and education programs. Financial 
growth with competitive wages , 
and benefits. Plus a big increase 
in personal satisfaction as an 
employee-owner of one of the most 
established and respected leaders in 
the green industry. 

Davey is seeking people with tree 
care experience to climb to the top 
with us. The people we're looking 
for should have line clearing or 
tree surgery experience, a commer-
cial driver's license, basic first aid, 
and excellent customer service skill 
So if you're interested in joining ou 
team, please mail or fax your resuni 

DAVEYI- , r 
The Davey Tree Expert Company 
Personnel Dept. - TCI 
1500 North Mantua Street • P.O. Box 5193 
Kent, OH 44240-5193 
1-800-447-1667 ext. 252 • http://www.davey.com  

Drug Screening Required 

Equal Opportunity Employer 
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'95 Altec Bucket truck. 60' hgt O.C. '95 Ford 
chassis. 14K miles. 6-speed Cummins Die-
sel, dump bed, tool boxes, down riggers. 
$75,000. Call Bill, 303-745-8286. 

Bucket trucks. 1985 Top Kick all-wheel 
drive Cat diesel 70' w/h Hi Ranger excellent 
condition, $39,400. Unit only - 70' w/h Hi 
Ranger, 4 outriggers ready to mount, $14,500; 
1987 Ford gas 5/2 w/53 Hi Ranger rear 
mount, $22,500; 1988 Morbark disc chipper 
diesel side-feed, $6,900. Three chip trucks, 
gas & diesel. Nice condition, $6,900. Knox-
ville, TN. Phone (423) 986-0905. 

ORGANIC-BASED LAWN CARE increases 
and extends your profitable spraying opera-
tion. Turn-key assistance; education, sales, 
marketing, specialized equipment, forms, 
advertising pieces, and continuous support. 
GREENPRO ASSOCIATE PROGRAM. 1-
800-645-6464. 

1) Timberjack Forwarder Skidder-rebuilt 
w/chains, $32,000; (1) Pollari Wood Shear, 
$18,000; (1) Komatsu 220LC w/Shear, 
$70,000; (1) 50-ton lowbed, $8,500; also 
3- and 4-yard wheel loaders. Call M-R 
Wood Recycling, 603-425-0300 for more 
information. 

Bucket Truck-1980 International Diesel 
(DT 466) with Asplundh LR45 lift and chi:) 
box, and many tool boxes. Transmission an i 
rear end just rebuilt. Bought new bucket truc 
and must sell. $11,900 OBO. (330)726-9994 

1990 F-350 Diesel, 44 w/Southcobody& 
tool boxes. Green 40,000 miles, AM-FM, 
excellent condition garaged year round. 
$24,000. Call Scott Monroe, (860) 364-0323. 

1986 Bil-Jack Trailer Mounted Boom Lift. 
Pull with pickup. 55' reach. 30' side reach 
Works good. $12,500. 419-836-8126. 

(1) 1989 Model 1200 Brush Bandit w 
Cummins 200-HP (rebuilt), winch; (1) 1991 
Model 1250 Tree BanditwlCummins 200-HF 
diesel engine; (1) 1992 Model 1254 (14 
diameter capacity) w/Cummins 200-HP die-
sel engine; (1) Model 1254 Tree Bandit (14' 
diameter capacity) w/Cummins 200-HP die-
sel engine; (1)1995 Model 250 Brush Bandit 
(12" diameter capacity) w/Cummins 116-hp 
diesel engine; (1) Morbark Model 20/20 EZ 
Chipper w/Ford 6-cylinder gas engine; (1) 
1969 Asplundh 12" Drum w/Ford 4-cylinder 
gas engine; (1) 1986 Morbark Eeger Beever 
w/Cummins 4B3.9, 76-hp diesel engine; (1) 
1984 Morbark Eeger Beever w/Cummins 
4133.9, 76 HP diesel engine; (1) 1988 Mor-
bark Model 290 Eeger Beever w/Cummins 
4133.9 76-HP diesel engine; (1) 1974 12" 
Chipmore drum w/6-cylinder Ford gas en-
gine; (1) 1991 Model 250 Brush Bandit w/ 
Cummins 4BT 3.9, 100-hp diesel engine; (1) 
1979 Wayne Chipper w/Ford 6-cylinder gas 
engine; (1) 1988 Model 100 Brush Bandit 
with 4.23 gas engine; (1) 1984 Morbark Eeger 
Beever w/4.23 gas engine; (1) 1989 As-
plundh 16" Drum w/Ford V-8 gas engine; (1) 
Rayco Model 1665 Stump Grinder; (1) 1987 
Vermeer 665A Stump Grinder; (1)19861600 
Drum w/6-cylinder Ford gas engine; (1) 1986 
Morbark Eeger Beeverw/6-cylinder Ford gas 
engine; (1) 1987 Morbark Model 16 (Super 
Beever); (19) Mitts & Merrill Drum Chippers 
w/6-cylinder engine; (1) 1996 Model 1254 
Tree Bandit (14" diameter capacity) WI 
Cummins 200-HP engine. For further infor -
mation, please contact: Bandit Industries, 
nc, 6750 Millbrook Road, Remus, Ml 49340. 
(800) 952-0178. Fax: (517) 561-2273. 

BUSINESSES FOR 
SALE 

Established tree care business in North-
west Vermont. Excellent rep. in a growing 
area will sell with or without equipment. Owner 
assisted transition. TCI P0 Box 1094, Am-
herst, NH 03031. 

Continued on page 64 
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How? The National Arborist Association provides small and 
medium size tree care businesses with the same information 
and tools that large corporations have at their disposal. 

Regulations, taxes, personnel - every facet of your business is 
changing. And were there to help you manage this change. 
National Arborist Association members have access to the 
latest reports on industry trends, governmental issues, technol-
ogy and more. 

Well help you get to the top and stay there with membership 
benefits such as: 

• NAA Management Guidelines on Everything from Compensa-
tion to Compliance 

• Professionally-Developed Advertising and Public Relations 
Materials 

• Arborist Liability Insurance Programs 

• Member Discounts on Safety Training Programs 

• A Supportive Network of Knowledgeable, Experienced Peers 

• Arborists Consulting with Professionals on a Toll-Free Hotline 

• National Publicity Campaign to Raise Public Awareness of Mem-
ber Companies 

• An Entire Staff of Talented, Experienced People Working for You 

• Free Company Listing on our World Wide Web Site 

• The NAA Monthly Reporter - The Management Newsletter that 
Gets Read! 

Put these benefits and more to work for you for just $150 for 
your first years membership. Just a few cents a day gives you the 
resources you need to get on top and stay there. 

Call us toll free today! 

I -800433•2622 
NATIONAL ARBORIST 

ASSOCIATION 
P0. Box 1094. Amherst. NH 03031 

Fax: 603-672-2613; E-Mail: 761 42.463@compuserve.com  
Visa us on the World Wide Web at: http://newww.conVorg/naa  
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Largest Tree Care Company in a growing 
Southeastern City Avg. $450,000 per year 
(gross). Fully equipped with the latest equip-
ment. Owner selling due to illness. Call for 
more information: 1-800-487-7089 

Relocate to the northern Rocky Moun-
tains - A full service tree care and 
transplanting business is available for acqui-
sition. This company is highly profitable and 
dominates the market. For more information, 
write Box BA-TCI, P0 Box 1094, Amherst, 
NH 03031. 

Roswell, Georgia Tree Service located in 
one of the fastest growing and most lucrative 
areas of the United States. Entire business 
for sale as a package, including several 
trucks, new tractor, large chipper, saws and 
all supporting equipment. Lease on business 
location available in prime city area. Estab-
lished clientelle including country clubs, sub-
divisions, commercial and residential cus-
tomers. Serious inquiries onlyto Mari Redfern 
(770) 518-0633. 

Established tree service and translplanting 
business with tremendous growth potential 
in beautiful SW Florida. Large clientele base, 
experienced crew, owner-assisted transition.-
-Big John 90AA & VermeerTS84 tree spades, 
Prentice Log Loader, Vermeer 252 Grinder 
and much more. Proced to sell at 225K-call 
Howard Hunlock, broker, 941-775-2669. 

Tree Business For Sale in Houston, Texas-
2-year-old Co. growing extremely fast. Last 
yrs sales. $113K Included commercial ac-
counts & set residential accts on spray pro-
grams. Selling business equipment + 2 acres 
land as a pkg or seperately. 281-550-6750. 

FOR RENT 

Save 20 years growing time. Ninety-inch Big 
John tree spade for rent with experienced 
operator anywhere in New England or East-
ern New York. Can move trees 10-12 inches 
caliper. Develop a new profit center without 
any capital expenditure. Call Residential For-
esters for details, 203-429-9972. 

MARKETING 
1-800-FOR-TREES. Consider the most po-
erful toll-free 800 number now available to 
you, able to ring directly into your office. lr-
crease visibility.., increase sales.. .generat 
new business. Make it easy for your existing 
customers to call you, and reach out to new 
customers with atoll-free number that is eas/ 
to remember, clearly indicates your service 
and sets you apart from the competition. Veri 
affordable. Exclusive territories available. 
Reserve your area before a smart competi-
tor beats you to it. Call today - 800-244-3561. 

SERVICES 

NAA MEMBERS. Boost your company's 
credibility. Enroll your employees in tho 
NAAs Tree Care Specialist Program. First 
five employees registered are free. Training 
consultation over the phone. Allows employ. 
ers to certify employees. 1-800-733-2622. 

Classified ad rates: $50 per inch ($45 NAA members) 1-inch minimum. Payable in advance, due the 20th of 
the month two months prior to publication. Send ad and payment to: TCI, P0 Box 1094, Amherst, NH 03031. 

THERE'S A NEW PREDATOR IN THE WOODS! 

L-1  .—iIi he Woodsman listened when arborists, land clearing operators and govern- 
mental agencies demanded more features for a standard price. The 

•J 	Woodsman 2000 Series brush chippers boasts a large diameter momen- 
tum discharge drum with live hydraulics, torfiex axles, electric brakes, heavy duty 
fenders, tubular steel frames and a feed wheel lift cylinder at a standard price. The 
Woodsman knows safety and convenience are important as well.The operators service 
platform along with the combination lockout/hardware tray provides additional safety ana 
operator convenience when changing the disposable knives.The 360 degree swivel discharge chute requires 
no tools to adjust and is equipped with an access panel for easy inspection of the chute. 

For more information on The Woodsman 2000 Series or the name of your nearest Dealer, contact 
Mountain Town Manufacturing, Ltd. at P.O. Box 373, Mt. Pleasant, Ml 48804, 

or phone us at 517-775-3267, fax at 517-775-6125 or E-Mail: sales  @treechip.com . 
Visit us on the web @www.treechip.com  
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I NSURANCE _______ 	No other company offers arborists such a 

comprehensive program of insurance protection. Which is why no other 

program has earned the endorsement of the National Arborist 

Association. Through this cost-effective plan, you can get insurance 

that's specifically designed to meet the needs of arborists. It covers 

herbicide and pesticide applications. Worker's compensation and liability 

claims. Property and commercial auto losses. And much more. So why 

run around tiyi;ig to piece together your insurance plan? Simply call or 

have your agent call us at 1-800-533-7824. 

Availability of o!oaJc,,Jiy vary by stalcand i, sublr,i to oIierun I,; ipp'o ,.,  Exam in e h 	I rn 	., 	 ri: i. i ,. dro 

Please circle 29 on Reader Service Card 

No One's 

Better 

Prepared for 

Tomorrow 

ITT HARTFORD 



:\ WS 
::' 

ON- 

OAS 

Nl~ -, - 	 _, 	 \ I 

— 	M.00 
 

Mt 

1J.  -____\__ 
- 	

. 

April 15th Dead Ahead 
It's tax time again. You have filled out your W-2 forms so 
employees can file their individual tax returns. Now, its 
time to whip those corporate books into shape. The goal, 
as always, is to pay as little taxes as is legally permissible 
on your corporate income. One of the best ways to do this 
is by deducting personal expenses as business expenses, 
which is perfectly legal if you own a business – especially 
if you run at least part of your business out of your home. 
The most common and lucrative ways to save through the 
use of a home office are: 

Depreciation on office furniture, equipment and 
dwelling. If you own the house, you can deduct part of 
the purchase price and improvements. You can also de-
duct a portion of the interest on your mortgage and a por -
tion of your property taxes. If you rent your home, you 
can deduct a portion of the rent for your office. 

Deduction of home expenses. With a home office you 
may deduct a portion of your homeowner's insurance; 
utilities, including phone, electricity, water and sewer 
charges, heat and air conditioning; some home improve-
ments, such as painting or roofing. 

Travel. Commuting from home to office is not deduct-
ible, but travel from the office to job sites is. So if your 
home is your office, travel expenses to and from sites 
may be deducted. For more information on deducting 
travel and expenses, call the IRS at 800-829-3676 and ask 
for Publication # 463. 
The possibility for tax savings with a home office 
is significant and alluring – so much so that 
you might want to consider setting 
aside a room in your house, even 
if you already have an office 
outside the 
On the down side, the 
rules regarding which 

ex- 
penses are deductible 
and in what amounts are 
complicated. And you may in-
crease your chances of an audit by 
establishing a home office or taking an 
overly aggressive posture toward deduc- 
tions. The IRS regards home offices as a prime 
area for tax fraud, so it scrutinizes such deductions 
very closely. Don't shy away from saving money by 

taking full advantage of what the law allows, but be 
prepared to document and defend your return. 
You probably keep pretty good track of most other busi-
ness expenses for tax purposes. Everyone knows that items 
such as equipment, office supplies and postage are deduct-
ible. Here are some items that should be deductible that 
you may have forgotten to include on your latest return: 

• association dues 
• trade shows 
• tapes and manuals 
• Internet charges 
• interest on credit cards used for business expenses 
• uninsured losses due to theft, fire or accidents 
• educational business expenses 
• corporate donations to charity 
• coffee service for employees 
• security services 
• bank fees 
• legal and accounting fees 
• periodicals 

The IRS has been replacing its out-of-date computer system 
with newer, faster machines in recent years. This generation 
of computers can track your return versus returns filed in 
previous years. The IRS also can compare your return to 

national averages for businesses of your 
type and size. It also tracks income 

- 	 levels by zip code, watching for 
returns from wealthy towns or • 	. 	neighborhoods that claim little 

.3 -. 	or no income. If the numbers 
fall outside certain guide- 

lines, which the IRS won't 
divulge, it could spur an audit. 

If you have legitimate deductions 
even if they seem out of line on the 

surfacedon't be afraid to list them out of 
fear of an audit. Consult a knowledge-
able tax expert who can help fill you in 
on what is deductible and how to 
maintain records to satisfy the IRS. 

AW 

fi i 
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The secret to firewood is volume 

and the secret to volume is... 

Super Split 

C r$$ $ 

To find out more-call, write or fax 

GFX CORPORATION 
200 Recreation Park Drive, Hingham, MA 02043 

(617) 740-0350• Fax (617) 740-0355 

800-439-2188 
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Different Dangers 
Sometimes, it's the little things that present the gravest risks 
By Simon Jones 

I came to in the 
ambulance, 
which was rush-
ing through the 
London traffic to 
the hospital. I was 
sick again and my 
body felt para-
lyzed. My sight 
went and caused 
me to panic? 
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r rh ttter in*riduces Brush Chipper Knives 

The world leader in precision knife 
manufacturing guarantees: 

• 	 C 	
• Factory Direct Prices 

I 	 OEM Quality Specifications 

• Huge Inventory in Stock 

Saw 	
• Fast Service and Delivery 

AVE EVE1 ME! 
For a limited time, mention this ad and get 10% off 

on your first order from Zenith Cutter Co. 
No other offers apply Offer Expires February 28 1997 

t.: EW7f E.f 77 	 ,P. 
5200 	Parkway, 	P.O. B 	2252. 	Rockford. IL 61131-0252. 	Fax 815.282.5232 

800.223.5202, Canada 800.228.5206 

Mark, Perran and myself had just ar -
rived to finish off a job off from the 
previous day. I was reducing branches 

from a tree and the day was warm, so I took my 
shirt off. Suddenly I felt something sting me 
under the arm. I climbed from the tree and made 
my way over to the truck for the medical kit, 
which contained an anti-histamine spray. Sur -
prisingly, the strangest taste came into my 
mouth, almost as if I could taste the sting. As I 
mentioned this to Perran, my balance began to 
go and my heart started pounding in my ears. 
Perran thought it was just shock from being 
stung and suggested that I sit down. By then I 
was feeling worse, and before I realized what 
was happening, I had collapsed to the ground 
with absolutely no control over my body. Not 
only was my heart still pounding, I was now 
having trouble breathing. 

Perran called Mark over. By then I was sick, 
my senses were going and all I was thinking was 
get me an ambulance ... I am going to die. Mark 
had a mobile phone and was quick to use it to 
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call an ambulance. By that time. I had blacked 
out. When the ambulance arrived, the paramedic 
quickly gave me an injection of adrenaline to 
stop my system from shutting down and caus-
ing a cardiac arrest. Again I blacked out. I came 
to in the ambulance, which was rushing through 
the London traffic to the hospital. I was sick 
again and my body felt paralyzed. My sight went 
and caused me to panic! 

On arrival at the hospital, the medical staff 
rushed me through to the emergency treatment 
room. I was given another injection of adrena-
line and again was sick. By this time. I was 
beginning to regain my senses. I had the worst 
headache! 

At this point I realized that I was wired to a 
heart monitor and it was reading 155 beats per 
minute. I was also wearing an oxygen mask to 
help my breathing. 

The doctor came in to see me and explained 
what had happened, which was basically a mas-
sive allergic reaction to the sting. I found it hard 
to understand as I have been stung many times 

in the past, but apparently the body can 
overload with toxins from stings. - 

I was released at the end of the day and 
told to visit my doctor with a letter from the 
hospital requesting a check-up and a pre-
scription for a hypodermic syringe and 
adrenaline, which I must carry with me at 
all times. Such a small insect will always 
be a big problem in my life. TCI 

Simon Jones is the owner of Simon Jones 
Associates in Tadworth, England. 

Do you have a story for From the 
Field? TCI will pay $100 for pub-
lished articles. Submissions become 
the property of TCI and are subject 
to editing for grammar, style and 
length. Entries must include the 
name of a company and a contact 
person or they will not be considered 
for publication. 
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Call 1-800-ARBORS-1 
and find out how to cut 

 

your insurance costs without 
 

cutting your insurance coverage.  
Our tree-insurance pros 	 1I( /Pi4t 

will tailor your coverage to your 
 

precise needs - and save you 
 

as much as  

30% off what V 

you're 
paying now!  i7k' 	

if 
Even if the forecast is for sunny 

blue skies, call Albiez today. 	
.i' 

Because it doesn't have to rain for  
!J.I1I4 •' 

you to get soaked on your insurance. 4V II 
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The Aerial Lilt can he mounted on various oil-terrain Nchicics or 
those hard-to-get-to locations. 

THE HEIGHT OF SUCCESS IS 

AERIAL LIFT INC. 
of Milford, Connecticut 

WE WILL NOT LET YOU DOWN 
Aerial Lift Models available from 38' to 75' 

WORKING 
HEIGHTS TO 
75,   

The staff of Aerial Lift has extensive experience since 
1958 in research, engineering and design of aerial 
devices. We hove an engineering staff member on 
the ANSI/SIA A92.-2, subcommittee to insure the 

reliability, quality and safely of all aerial lifts, that a 

common goal of safer, more efficient aerial devices is 
upheld. Aerial Lift is constantly striving to provide out 
customers with the latest in aerial devices and the 
best service in the industry. It is our relentless effort in 
pursuit of these goals that assures our customers 
maximized operating economies. 

L 

the rear mount is So compact, this vehicle can maneuver with ease 
through tight spaces and give additional working height. 

1 

~-7 *;'~ 
At 

Or

if  

1 

All parts on an Aerial Lift are 
(i'ai/al,le for 01 'ern/g/.)t deli, 'er 

Visit our Web site to link to company and 
product information, including our 

"Online Showroom"! 
E-Mail: aerialinfo@aol.com  

Company Website: http://www.aeriallift.com  

Established 1958 

'slacle in ISA. 

The des ator iSJcompact stowed unit tor 
travel. This Aerial device gives you the extra 

working height up to 5'. 

The AL-60/5() unit with 60' working height and 50' side reach ... tile 
otilv unit in its category that gives you the extra side reach. 

Aerial Lift Inc. is an 	 • 	4) 
authorized dealer and 

distibutor of Greenlee 	 . 

Fairmont Textron®-Fairmont Limb-Lopper" 

100/S. For tools, parts or service ('illl us on our 50(1 ,iiiiiibt is 
NATIONAL ARBORIST  Please circle 2 on Reader Service Card 	ASSOCIATION 	 I  

AERIAL LIFT, INC. 
P.O. Box 66 • 571 Plains Road • Milford, Connecticut 06460-0066 

PHONE USA: 1-800-446-5438, In CT: 1-800-245-5438 ' Phone: (203) 878-0694 • FAX: (203)  878-2549 
E-Mail: aerialinfo@aol.com 	Company Website: http://www.aeriallift.com  

Aerial Lift Models Available 

Models Working Height 

AL-$8-1.-l1E) 	.................. +3' 6" 
AL-39-L 	........................ 6" 
AL-40-L 	........................ 6" 
AL-42-L 	........................ 4' 6" 
AL-45-L 	........................ 50' 6" 
AL-50-L 	........................ 55' 6" 
AL-52-L 	........................ 57' 6" 
AL-60/50-L 	.................. 60' 0" 
AL-50-E14 ....................  70' 6" 
AL-52-E14 .................... 72' 3" 
AL-60/50-E14 ............... 'S' 0" 
AL-45-C 	....................... 50' 6" 
AL-50-C 	....................... 55' 6" 

Also available 

Aerial Lifts built in 

Hydro-Chippers 
12" Chipper Head 


