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I Integrated Or External 

Cooling System—
The Choice Is Yours 

Versatile cooling system 

options let you tailor 

the FM 101 2/1013s to 

meet your individual 

power needs. 

21st Century Technology Meets Stringent Emission Standards 

Extensive use of advanced technologies Capable of generating pressures over 

1100  and state-of-the-art manufacturing 1200 bar, the FM 1012/1013's highly 

% techniques make the FM 1012/10135 efficient fuel injection system meets all 

the most modern durable engines in emerging standards including CARB 

their power class. EPA and EURO. 

I "Long Maintenance Intervals 
Maximize My Uptime' 

Its completely new design significantly 

extends the intervals, up to 500 hours 

for oil and filter changes, while 

simplifying routine maintenance. 

LA 

IdB(A)] BE 4M 1012 BF 6M 1012 BE 6M 1013 

85 

80 

1000 	 1500 	 20M I 2SOO RPM 

Full-load condition I to distance. 23GO 

Seen, But Barely Heard 

Innovative human factor 

engineering has dramatically 

reduced vibration and noise 

emission levels. 

Designed to meet the most demanding 

performance and environmental standards 

well into the 21St Century, the totally new FM 

1012/1013 liquid-cooled diesel engines 

provide the ultimate in smooth, quiet, low-

maintenance, low-emission operation. 

The product of multiple technological 

breakthroughs, the FM 1012/1013s offer a 

choice of integrated or external cooling 

systems and feature an advanced high 

pressure fuel injection system that makes 

Circle #19 on Reader Service Card. 

them the most economical, reliable engines 

in the 60 to 260 HP class. And, like all DeLl 

products, the FM 1012/1013s are backed n 

a worldwide network of service dealers in 

over 150 countries. 

To discover how advanced 

technology and choice can help 

you meet the demanding standards 

	

of the future, call us today. 	1(1-ID 
DEUTZ 

3883 Steve Reynolds Blvd. 

	

See us at 	Norcross, GA 30093 

	

TO EXPO 	1-770-564-7100 

'95! 	 FAX 1-770-564-7222 



By Christian 0. Curry 
An arborist proposes an 

interesting theory on why trees 
assume the shapes they do. 

36 
AR BOR 1ST 

INNOVATIONS 	H 
BY Ron Des pres 

Raw materials for a clever 
truck conversion came from 

an unlikely source. 

37 

INDUSTRY ALMANAC 

Important regional and 
national meetings and 

activities. 
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COUNCIL CORNER H 

\ew hi-monthly feature - 
news and views from the 
Council for Tree & Land- 

scape Appraisers. 

39 
CUTTING EDGE 

New products and news 
in the industry. 
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WHAT IT TAKES 

To BE THE BEST 
By Hal Becker, Ph.D. 

Common sense advice on sales and selling. 
from one who's been at the top. 
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the verge of giving small 

businesses a break. 
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News for the business of 

tree care. 

30 
MANAGEMENT 
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knowledge of tree rescue at 
this year's ISA Convention. 

42 
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TGRs: THE NEXT GENERATION 48 
By Peter Geisienherer  

	

After 20 years of experimentation and successes mixed 	FROM THE FIELD 

	

with failure, tree growth regulators are just beginning to 	Bs U as iie Rinlahe,i 

receive the respect and attention they deserve. 	The author points out that 
the lessons to be learned 

from a challenging job go 
beyond how to do the work. 
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OUTLOOK 
Tree Care Jndiistrj' 

U 

	

We live in a world of information transfer. In fact, we are sur- 	 Publisher 
rounded by it. If it isn't an incoming phone call, it's voice mail or ' 	Robert Felix 

	

an incoming fax. You get more mail than you can ever read, though 	 Editor 

undoubtedly there is information, even in TCI, that you earmark i 	Peter Gerstenberger 

	

for when you can get to it. I'm sure it's probably more than you 	Associate Editor 

can, much less want to, handle. 	 Angela Cosgrove 

	

Everybody suffers from the information deluge. To prioritize 	Publication Manager 

	

what you must read, should read, might want to read and just don't 	
Patricia Felix 

	

have time to read is a problem. It's a nuisance until you need an 	
Sales Manager 

Chris Brown 

	

answer to a question. You know that you saw it somewhere in the 	Circulation Manager 
"stuff" that has been accumulating on your desk. But where? 	 Nancy Gagnon 

	

Any number of managers I've spoken with lately talk about 	 U 

	

taking notes on everything. Some even take notes on what their 	Accounting/Editorial/Sales 

	

notes cover and where they are. This may seem ridiculous, but we 	 Offices 

	

all have to live with it. Information overload is as much a way of 	The Meeting Place Mall 

Customers suffer 	life today as is time compression. 	 Route 101. P.O. Box 1094 
I 	 Amherst. NH 03031-1094 

from the same 	How about your customers? How much time do they have to 	 (603) 673-952 

information over- 	read? Probably no more than you have. Customers suffer from 	FAX: (603) 672-2613 

load that you do. 	the same information overload that you do. 	 E-Mail: 

	

There was a time when you could send a reminder note to a 	 U 

	

client about the need to fertilize again or apply pesticides, get a 	National Arborist Association 

	

response from most, then call the few you didn't hear from. That's 	1995 Officers & Directors 

	

not the way it works any more. That note is going to get lost be- 	Arthur Batson. President 

	

tween the envelope that says "You have been pre-approved for..." 	Lucas Tree Expert Company 

	

whatever and one of the dozen catalogues that come in the mail 	 Portland. Maine 
 

	

every day. Today you have to follow-up with phone calls or per- 	Susan Haupt. President-elect 

sonal visits. 	 The Haupt Tree Company. Inc. 
South Egremont. Massachusetts 

These are busy times. You've been running around responding 
Richard Proudfoot. Vice Pres. 

	

to inquiries and putting out fires all year. Where do you find the 	 Pruett Inc. 

	

time for personal attention to your clients? How do you become 	Lake Oswego. Oregon 

more efficient and more effective? 	 Paul Wolfe, Treasurer 

	

One way is to find out how others in our industry do it. The 	Integrated Plant Care. Inc. 

	

management side of the seminar program at TCI EXPO in No 	
Rockville. Maryland 

	

vember focuses on helping you become more efficient. There will 	 John R. Wright 
Wricht Tree Service. Inc. 

	

be arborists from all over the world with whom you can network. 	West Des Moines, Iowa 

	

Why re-invent the wheel? Come to Indianapolis in November. 	
Peter Sortwell 

Find out how to make potential overload work for you. 	 Arbor Care 
San Jose, California 

James Allard 
Asplundh Tree Expert Company 

Willow Grove, Pennsylvania 

Tim Johnson 
Artistic Arborist 

I 	Phoenix. Arizona 

	

Robert Felix, Publisher 	 Mark Tobin 
Hartney/Greymonl 

Needham. Massachusetts 

	

Copyright 1995 by the National Arborist Association. All rights reserved. Reproduction in whole or in pan without written permission is 	 v 	d 

	

prohibited The National Arbonsi Association is privileged to lead commercial arboriculture into the 21st centurs Reference to commer 
	

Vince even orp 

	

cial products or brand names in editorial does not constitute an endorsement by Tree Care Industry magazine or the National Arhorist 	 Vermeer Manufacturing 

	

Association. Tree Care Industry (ISSN 1059-0528) is published monthly by the National Arborisi Association, P.O. Box 1094. Amherst. 	 Pella. Iowa 
NH 03031-1094. Subscriptions $30 per year (Canadian/International orders $45 per year. U.S. funds: $2.50 per single copy). Second- 

	

class postage paid at Amherst. NH and additional mailing offices. POSTMASTER: Send address changes to TCI. P.O. Box 1094. Amherst. 	BPA 
NH 03031-1094.  
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Irce care professionals are very particular 	easier and less tirin. And since an 	1or1s1 

k u[ the tools the y  use. We know, because 	life has its ups and downs, its also ti-le Ile 

we asked for their help in designing the 	 climbing saw, with a rounded shape that hangs 

hindaiwa 357 top handle chain saw, the 	 bar-down to help avoid hang-ups. 

newest addition to our full line of outdoor 	 And even though y ou can expect 1000 hours 

power eq uipment. 	 of engine life from the 357, it won't take a 

The results are very impressive, 	 lifetime to pa y  for. in fact, you can expect it to 

Quiet  and compact, the 357 has the best 	set new standards both in performance and value. 

power-to-weight ratio in the industr y  - which 	Call 1-800-521-7733 for your nearest 

means less fatigue, because the saw's working 	Shindaiwa dealer and see the saw designed 

harder, not y ou. 	 by arborists for arhorists. The  

Its exceptional balance and 	shindam 	Sliindaiwa 357 climbing saw. 

anti-vibration system make cu1in 	i 	 ' unuii 	Helping you reach the top. 

Chain Saws 	Grass Trimmers 	Bruslicutters 	Hedge Trimmers 	Edgers 	Blowers 	PowerBroorn' 
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Formal T'rees. 
I iii / v on the development ottrees'  natural 

B v Christian 0. Curry 

My theory is that trees have a state 
which we rarely see. I call it the formal 
natural state. 

We've all seen deciduous trees with 
primary branches of different thick-
nesses, arbitrarily located around the 
trunk and branching off at various 
angles. These characteristics produce 
trees with a wide variety of nondescript 
shapes. I will refer to these arbitrary 
branch structures and random shapes 
collectively as the informal natural state 
of trees. 

Since we have probably never seen a 
formal natural state for trees, with for -
mal patterned branch structures and 
patterned shapes, we've never observed 
that the natural structure and shape of a 
tree resembles its leaf. 

We've never seen a tree with the struc-
ture and shape of its leaf because it 
doesn't happen naturally ... not by itself. 
That's why I want to show you how it 
can be natural. I think you'll get a 
glimpse at an improved formal natural 
state for trees, which I feel is potentially 
the strongest and uniquely beautiful pre-
sentation of a species. 

The central leader 
To grasp the concept of a formal and 

an informal natural state for trees, con-
sider the central leader. Young trees from 
seed typically produce a single trunk or 
natural central leader: This is an expres-
sion of the formal natural state of trees. 
Yet, typically in mature trees we see that 
the central leader or trunk does not keep 
by itself but rather branches off into mul- 

tiple leads or trunks and is lost - the in-
formal natural state of trees expressed. 

The three photos of an American sy-
camore in various stages of growth (see 
page 5) are an example of how it is natu-
ral for trees to have the structure and 
shape of their leaf. One picture shows the 
formal natural elements of trees. Another 
shows that these elements can produce a 
formal patterned branch structure that 
rarely keeps by itself. In the third pic-
ture, we see rare examples of where the 
formal structure has kept, showing us sy -
camores in the formal structure and 
formal complex shape of their leaf. 

The first picture is of two sycamore cen-
tral leader twigs. We see they have a 
360-degree pattern of budding. Also, these 
buds are set on the same formal natural 
angle and have a uniform thickness with 
relation to the central leader twig. 

The second picture shows that the for-
mal pattern of buds can produce a 360-
degree pattern of primary branches: four 
sets of eight branches evenly spaced 
around the trunk. 45 degrees apart. at 
eight points of the compass. 

We also see that the primary buds set 
on the same angle can produce primary 
branches set at the same angle of branch-
ing, which not coincidentally is the same 
approximate 45 degree angle of branch-
ing as the primary veins of the leaf. 

In the second picture we also see that the 
uniform thickness of primary buds with 
relation to the trunk can produce sets of 
primary branches that have a uniform for-
mal natural thickness with relation to the 
trunk. Each primary branch in the top set is 
half as thick as the trunk at the point where 
it originates. I have often observed that  

initially, due to the natural taper of the 
twig, the central leader above the top set 
is the same thickness as each branch in 
the top set. In this example, it is slightly 
thicker because trunk diameter growth 
occurred after the branches were formed. 

The lower sets of branches, once uni-
formly half as thick as the trunk, have 
already lost their formal natural thickness. 
Soon even their angle and the patterned 
location of branches will be lost. 

In the third picture. we see tv o rare 
examples of sycamores where at least 
one set of primary branches has kept its 
formal natural angle and thickness. They 
resemble the complex palmate shape of 
the tree's leaf. 

In these three pictures. we have seen 
trees start out with formal natural pat-
terns of buds, which can produce formal 
natural patterns of branches. My theory 
is that, if this formal natural state were 
kept, it would likely produce trees resem-
bling the structure and shape of their leaf. 

Formal natural elements 
My research up to now has mainly 

consisted of identifying and photograph-
ing the formal natural elements and the 
formal structures and shapes of trees, to 
establish the possibility of a formal natu-
ral state. My research in the future will 
be directed at keeping these elements, to 
produce trees with the formal natural 
structure and shape of their leaf. 

As we saw in the second picture, the 
formal thickness, angle and location of 
branches is quickly lost, rapidly going to 
an informal state. 

I think to produce a tree with a formal 
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Two sycamore central leader twigs. 

 

Two rare examples of sycamores where at least one set of 
primary branches has kept its formal natural angle and 
thickness. 

27-1-i-i4~,~;, 

The formal formal pattern of buds producing a 360-degree pattern of primary branches 
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THE ONty STUMP CtmR THAT 
THE NEW VERMEER® 

1102 STUMP CUTTER 

WITH AUTO SWEEP 

The 102 HP (76 kw) 1102 

features our exclusive Auto 

Sweep control system that's 

easy on the operator. 

S 

U— - 	 -- 

(1 
0* 

6 Verrr'er 

Pat  
VA) ! 

- 

The Auto Sweep system 

senses engine speed and 

adjusts cutter-wheel feed 

rate automatically, so there's 

no need for the operator to 

continually adjust swing 

speed manually. Just hold 

;,111111ir  

,-.. _•._.4__ 

1 ------ - 1 A the swing 	 Auto , qp~ 
Sweep does the work for 	 .. 

you putting the bite on 	 ¶ 
even the toughest stumps.  a 
Powerful performance in 	re , 	Ver 	 / 	 ., . 	

f 
 a compact design — fit 

openings. 	 • 	 c_r 	 .-..-_ 	-:/ 	 : 	'* 	-2,,t 

• 	
S.% ' 	 — - 	;i 

BELTLESS CUTTER-WHEEL DRIVE SYSTEM 

Another Vermeer innovation, this beltless drive 

system features rugged gearboxes that transmit 

a lot of power in a very space-efficient design. 

Circle 50 on the Reader Service Card 
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See us at 
TCI EXPO 
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EXCLUSIVE 

PRO SERIES TEETH 

Precision-crafted of forged 

steel, tipped with tungsten 

carbide. The shanks are 

wider and stronger, which 

means less bending and less 

time replacing teeth. 

11)0 

- 

Exclusive 

Pro Series teeth - up to 30910 

more productive than regular teeth. 

YOUR TREE EXPERTS 

FOR MORE 

THAN 

35 YEARS 

Vermeer is 

the only tree 

equipment 

manufacturer 

that backs you 

with a specialized 

dealer network 

for local 

service, parts 

and support, 

wherever your job site. 

VerIr -Oer Drive-system adjustments are minimized, with 	For more information, call 	 D ggn 	 TM 
DutthrTIan 

no belts to align or replace, and fewer bearings 	1-800-829-0051 
to grease. The bottom line? Maintenance is easier, 	Outside the U.S., call 515-628-3141 

quicker and replacement costs are reduced. 	or fax 515-621-7734. 

\errnecr is a registered trademark of Vermeer Manufacturing Company. 

© Vermeer Manufacturing Company, 1995. 
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5/8" X 8' 3-Strand Beranek 
Lanyard with 112"x 20" 3-5 
Prusik Runner with Locking 
$34.95 Complete 

5/8" x 1' Double-Braid 
Lanyard, Adjustable (3' to 

6') with Locking Snaps 
$43.95 each 

dj 
! 

!.& : 

3 
I/2"x42" 	G 
Double- 	I 	8 
Braid 	 • 
Footlock 
Runner 
with Locking Snap $ 26.95 each 

1/2" x 42" 3-Strand Footlock Runner 
with Locking Snap $15.95 each 
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natural structure, the location of branches 
and energy flow of the tree must be con-
trolled right from the start. Otherwise, 
branches coming on quickly and in prox-
imity will rob each other of space and 
vitality needed to keep their formal natural 
characteristics. I think that keeping formal 
natural elements begins with keeping the 
first set of primary branches on the one-
year-old central leader. 

By establishing only one set of pri-
mary branches at a time in the nursery.  

locating branches according to the natu-
ral 360- degree pattern but affording 
space between sets, I hope to be able to 
direct and control the energy flow of the 
tree and produce a tree with a fully pat-
terned 360- degree complement of eight 
primary branches, all at their natural 
angle and thickness. I envision that the 
tree would look very much like the 
younger of the trees in the third picture. 
At that point, it would be ready to leave 
the nursery for the landscape. 

Once in the landscape. lower sets of 
branches would tend to guide upper sets 
into place, due to the natural taper of the 
trunk. Upper sets would naturally tend 
to bisect lower sets, keeping the tree fully 
balanced. Less and less frequent pruning 
to establish primary branches would be 
necessary as the tree matures; only peri-
odic thinning of secondary branches 
would be required, as we presently do. 

The beauty of a sycamore in a form 
natural condition is that it would be as wiLL 

as it is tall, having the unique shape of it 
leaf. The strength would be a patterned 
branch structure, which would give each 
and every primary branch its "space" to 
thrive and keep its formal character. 

With lumbering branches, half as thick 
as the trunk, which are not acutely joined 
or drooping but which spread upward and 
outward on a rigid 45-degree angle, this tree 
would be enormously stronger than the in-
formal state. Ultimately, it would be more 
suitable for formal areas where we do not 
want to incur loss of value or high replace-
ment costs - the "natural" consequences of 
random growth. 

This is not to say that the informal oafs-
ral state is not most appropriate for informal 
rustic settings. The point is, what is "natu-
ral" for a tree appears to range from what 
is formal to what is informal. 

In the future we ought to he able to 
maintain trees in a formal or informal 
state, according to the formality or infor-
mality of the setting, just as we might 
dress differently for a formal or informal 
occasion. 

I have observed various deciduous tree 
species. I have determined that given 
time and distance from other branches, 
sets of primary branches do keep their 
formal angle and thickness. I have main-
tained a few young trees in this formal 
natural state. However. I have grown no 
trees in the structure and shape of their 
leaf. This is simply a very interesting 
theory which needs much research. 
which I will do just as soon as time and 
resources become available. TCI 

Tree Service, Inc., in Sound Beach, New 

York. 

Circle 8 on the Reader Service Card 
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2600 SERIES BROWN TREE CUTTER 
Never Before Has So Much Safety And Reliability 

Been Offered In One Design 

/A' 

-!i 

 -.4 

' 625 Lb. blade bar generates a 
tremendous flywheel effect 
giving this cutter its terrific 
cutting ability 

o 810 RPM blade bar allows blade 
contact 54 times per second 

o Standard front chain curtain for 
added SAFETY 

. 	
Discharge protection with folding 
deck down and improved 
mulching performance 

o Over-running slip clutch allows 
the drive shaft to stop after PTO 
is disengaged - no long run-down 
time for tractor PTO system 

0 Reversed blade arrangement for 
(hipping action - for double 
blade life 

* 4 disc slip clutch with 4 field 
adjustable torque settings 

+ 1000 RPM operating speed 
reduces torque loads on the 
tractor and drive line 

The NEW Brown Tree Cutter gives you all the protection of an enclosed deck rotary mower. HOWEVER, you 
have the ability and performance of a standard Brown Tree Cutter. The new 2600 series Brown Tree Cutter has a 
hydraulic folding rear deck for added SAFETY, allowing the operator two distinct types of mowing operations. 
With the deck folded up, the unit can back into and cut standing trees up to 8" in diameter, like the standard 
Brown Tree Cutter. With the folding deck down, the unit can cut and grind material that the tractor has driven 
over without the discharge problem usually produced with other models. With the deck down, the material is 
mulched far better than a standard heavy duty mower because the material stays under the deck longer, giving 
the blades more contact time with the material. Any material thrown from the blades will strike the rear slanted 
deck section and be deflected down to the ground for SAFETY. The rear deck is ONLY opened when the 
operator is backing into material that the tractor can not drive over. 

	

0# 	CAL TODAY FOR MORE DETAILS 
AND FREE BROCHURE 

	

NATIONAL 	 1-800-633-8909 ARBOR (ST 
ASSOCIATION 
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WASHINGTON IN REVIEW .  

BY ,  Brian Barnard 

OSHA May Cut Fines 
Labor Dept. Proposal for OSHA Penalties 

Small husine emplovcr may get a 
break on fines levied by the Occupational 
Safety and Health Administration 
(OSHA). Agency head Joseph Dear ap-
proved draft changes of the formula 
OSHA uses to determine fines for small 
employers. OSHA field personnel are re-
viewing the draft, with schedule changes 
to be implemented soon. 

The penalty reduction plan would ex-
pand existing formulas based on an 
employer's size, good faith, history, and 
the severity of the violation (see table). 

In addition to the penalty reductions, 
H. Berrien Zettler, deputy director of 
OSHA' s Directorate of Compliance Pro-
grams, has said that the agency is also 
looking at guidelines for evaluating a 
firm's safety and health program effec-
tiveness. This offers the compliance 
officer a checklist to determine if an em-
ployer has an effective safety and health 
program. 

The checklist includes the extent of 
management's dedication and employee 
involvement; whether an employer con-
ducts work site safety inspections: 
whether hazard prevention and control 

Proposed Reduction 
Less than 11 employees = 80 17c reduction 
11 to 30 employees = 60% reduction 
31 to 100 employees = 40% reduction 
101 to 250 employees = 20% reduction 

are present at the workplace; and the 
extent of safety and health training. 

An employer's rating from the check-
list would influence any potential fines. 

The penalty reduction stems from a 
joint OSHA-Labor Department strategy 
committee and is influenced by the pend-
ing overhaul of OSHA proposed by 
Congress. 

OSHA reform legislation is pending in 
both the House (H.R. 1834) and Senate 
(S. 526). Dear says that OSHA Reform 
is unnecessary because the Agency will 
reform itself. Congressional leaders. 
however, point out that policy changes 
do not often carry over to the next ad-
ministration 

Current Reduction 
Less than 26 employees = 60% reduction 
26 to 100 employees = 40% reduction 
101 to 250 employees = 20% reduction 
250+ employees = no reduction 

These OSHA reform bills propose sev-
eral important changes including: 
requiring OSHA to prove that likely risk 
to worker safety is present before estab-
lishing standards: requiring OSHA to 
certify that new standards justify the 
costs on business; expanding OSHA's 
consulting services; reducing penalties 
for non-serious violations; and providing 
for warnings in lieu of citations. 

Discussion in the full Senate is ex-
pected in October. T(1 

Brian Barnard is Goi'eriiineni Affairs 
specialist fir the National A rborist As-
.SOCiOt. On. 

Peavey 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. 	 PH411 Pruning Heads 

S ee  us at TCl EXPO 95!  

.. 

\ (PEAVEY 
I 	N 	MANUFACTURING Co 	 - 	.-- 
U 	I 	P.O. Box 129 	East Eddington, Maine 04428 

-- 	 1207) 843-7861 - 8.43-6778 - FAX (207) 843-5005 	 S 	Saw Head 

Circle 38 on the Reader Service Card 
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What It Takes To Be The Best 

By I1/ Bcckcr, Ph. D. 

Whenever we start something new. it's 
uncomfortable. What was it like riding a 
bike for the first time? When you first 
diapered your baby, were you scared? 
What about your first lesson in learning 
a foreign language? The key is practice. 
And most salespeople don't practice. 

1. Desire and attitude are vital. 
To practice is to be in training. I can 

train people to sell, but there's just one 
catch. You have to want to learn, to prac-
tice, to excel. I can't train desire. And 
v ithout the desire, there isn't a ghost of 
a chance of training anyone. 

Attitude is vital. If you have a great 
attitude, it's so easy to be the best. 

This piece by Charles Swindoll says 
It Z111 about attitude. 

The /oner / /he, the iiioie I ieali:e 

the impact of attitude on life. Attitude is 

more important than facts. it is more mi-

portant than the past, than 

circumstances, than ino,zev, than educa-

tion, than failures or successes, or what 

other people think or say or do. It's more 

un portan t than appearance, giftedness, 

or skill. We cannot change our past. We 

cannot change the fact that people act 

iii ci certain way. We have no control over 

the inevitable. The only thing we can do 

is pull on the one string we have, and that 

is our attitude. 

The remarkable thing is that we have 

a choice every day regarding the attitude 

we embrace for that dciv. I am convinced 
that life is 10% what actual/v happens 

to me and 90% how I react to it. 

So it is with you. We are all in charge 

of our own attitudes. 

You have to want to 
learn, to practice, to 
excel. 

2. Whether or not you're in 
sales, you sell every day. 

If I could ask you right now whether 
you are in sales, the chances are only 50-
50 that you would say yes. You might say 
no. you're in accounting or a technical 
area or maybe you're a business owner. 
Regardless of your answer. this can help 
you. 

If you are in sales. we're discussing 
the lifeblood of your livelihood and your 
contribution to your company. And if 
you are not in sales, you will still find 
ideas and tools that will help you do your 
job or run your business more profitably. 
Even if some topics don't apply to you 
directly. such as prospecting. they will 
still be informative and useful. 

The ideas and tools of sales are useful 
in accounting. marketing. shipping. any-
thing. Whatever your job or business, if 
you deal with a customer or client in any 
way. you are selling. 

That's why some business owners and 
managers have their entire company or 
division attend sales seminars. 

The truth is that all of us are selling 
every day: We're selling a product or ser -
vice. We're selling our company. We're 
selling our ideas, ourselves. 

3. "I'll never go back there 
again!" 

Your reputation rides on what you do 
and say today. 

Have you ever been to a restaurant and 
had really poor service? What did you 
do? Did you ever go back? Not if you can 
help it! And what do you tell people? 
"Don't go there! It's a terrible restaurant!" 

But it wasn't the restaurant that was 
bad - it was one person who was doing 
his or her job badly or was just having a 
bad day. 

When your company's customer has a 
bad experience, what does that customer 
say? "Don't use so-and-so. They're not 
so hot." 

We're constantly selling. And I'll be 
constantly telling you that as I discuss all 
the aspects of selling: how to listen, how 
to build your confidence. how to ask 
questions and to probe. how to handle 
objections, how to go out and get the busi-
ness, how to close the sale, and - most 
important. how to keep the business! 

4. Picasso, Renoir, and Jones 
Let's talk for a moment about art 

forms. Cleveland. my  hometown. has one 
of the most magnificent museums any-
where. You can see some of the greatest 
- and most beautiful - artistry at the 
Cleveland Museum of Art: masterpieces 
by Renoir, Monet. Picasso. three of the 
world's greatest artists. 

These artists share three things in com-
mon: paint, brushes and canvas. Yet. 
their works are completely different. 
Why? Because of the creativity and 
uniqueness of the artist. 

The same thing is true of all of us. You 
can't expect to be like me or the next per-
son. 
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You have to use your own creativity, 
what's inside you, along with the basic 
tools I'll be giving you - the paints, 
brushes and canvas of the art of selling. 

You have your good points. I don't 
care what your situation is, how much 
experience you have, what you're sell-
ing, or what your personality is. You 
have good points, and they work well for 
you. Build on those good points, and 
develop your style around theni. You can 
become the Picasso of sales. 

5. The plumber's secret 
Did you ever change a faucet at home? 

Did you try to do it with whatever tool 
you had, or did you use a special tool - 
like a ratchet - that goes under the sink? 

If you didn't use the right tool, what 
was the job like? It was hell! How long 
did it take? Forever! But if you have the 
right tool, the job takes only a few min-
utes, and it's a snap. 

So it's the tool that makes the differ-
ence. All I'm doing is providing you with 
the tools. It's up to you to put your style 
into selling - to become a Picasso. 

This article is a tool. It's based on my 
seminar, book and manual, also tools. 
Out of every 100 people I work with,  

only five people will really, diligently, 
use this tool to change their lives. 

Above all, you must have the desire. 
You must want to make the effort it takes 
to make things happen. 

6. The fable of two woodsmen 
I don't usually like sales trainer sto-

ries, but this one just blew me away. 
Two woodsmen had a contest to see 

who could chop the most wood on a 
given day. One guy's big, 270 pounds, 
and the other small, or as they say, "the 
Hal Becker size." The big guy looks at 
the small guy and thinks, "There's no 
way this guy can beat me." 

The contest lasts eight hours. Every 45 
minutes the small guy takes a break. The 
big guy thinks, "Yep, there's no way that 
small guy is going to beat me." 

When they chop the wood, it's put in 
separate areas. At the end of the day, the 
piles are measured. Guess what? The 
small guy has chopped twice as much 
wood as the big guy. 

The big guy is furious. He can't be-
lieve it. He says to the small guy, "I don't 
understand. First, I'm twice your size and 
strength, and you've chopped twice as 
much wood. On top of that, every 45  

minutes you rolled off and took a break, 
a nap - I don't know what you did. How 
did you beat me? 

The small guy says, "It was easy to 
beat you because every 45 minutes, when 
you thought I was taking a break, I was 
out back sharpening my axe." 

That's what we're talking about: 
sharpening your axe. 

Most salespeople do such a poor job 
because they don't go back to the basics. 
They don't go back to their common-
sense tools - the tools I'm going to give 
you. They didn't sharpen their skills. 

7. The cream of the crop 
Three things make the top salesperson. 

This applies to you whether you are lOOC/c  

in sales or not, whatever your title: Top 
salespeople are organized; top salespeople 
are persistent; and most important. top 
salespeople are incredibly honest. 

What exactly is selling? If you look it 
up in a dictionary you'll find at least a 
dozen definitions, but I guarantee you 
won't find the real definition of selling. 

Selling is asking, not telling. Selling 
is listening, not talking. 

Everything I tell you will be built 
around these 10 words to show you what 

GET THE ARBORTECH ADVANTAGE... 

Big or small. Arbortech makes a body to fit your 
company's needs. Arbortech Chip Bodies save you 
money and increase your efficiency, giving you an 
advantage over your competition. Arbortech offers 
a full line of tree care bodies, including convertible 
UTV (Utility Tree Vehicle) bodies that serve triple 
duty, chip bodies in a wide range of sizes and 
configurations, and accessories to customize your 
vehicle. Give yourself the Arbortech Advantage - 
call today. 

1-800-255-5115 
Arbortech Sales & Service 

The difference is quality. 

See us 

INTETIOXLSOC1ETY 	 TECCS.
at

PO) 

° ARBORICULTURE 

ARBORTECH - 3203 W. Old Lincoln Way - Wooster, OH 44691 - (216) 264-4266 - FAX: (216) 264-0891 
Circle 5 on the Reader Service Card 

12 	 TREE CARE INDUSTRY - SEPTEMBER 1995 



See us at 
TCI EXPO 

95! 

INTRODUCING THE NEW 

XP CHIPPER SERIES 
FROM BANDIT INDUSTRIES... 	

(patent applied for) 

AN XP CHIPPER CAN SAVE YOU 
THOU SANDS OF DOL 

A AR 

THE XP SERIES 
MEANS: 
XTRA POWER 

IMPROVES EFFECTIVE  
CHIPPING HORSEPOWR 
BYAS MUCH AS4O% 

REDUCES ENGIIt 
BY 2103 T1MEt -.. 

i 
W r 

XTRA PERFORMANCE XfBA PROW WHOM FEED WHEEL HANG- 
• Improved feeding action • Increased productivity UP VIRTUALLY ELIMINATED 
• LITTLE CHIP BLOW BACK - • More fuel efficiency - SAVE UP To 

less dust and fines on radiator $100.00 PER MONTH IN FUEL NO DEBRIS DISCHARGE 
• AN UNPLUGGABLE CHIPPER - COSTS BELOW BOTTOM FEED 

virtually impossible to plug, giving • LONGER KNIFE LIFE -3104 WHEEL 
you more chipping time TIMES GREATER 

Packs more chips into the chip box 

THE XP CHIPPERS WILL MAKE YOU MONEY. LOTS OF MONEY! 
MAKE YOUR NEXT CHIPPER AN 
XP... most of the new features of the We are confident that NO CHIPPER will outperform the XP 
XP Chipper can be incorporated into Chipper' So confident that we make the following offer: 
existing Bandit chippers (contact your 
local Bandit Dealer for details). "Let us demonstrate a Bandit XP next to any other chipper in its size class 
THE XP SERIES IS PROVIDED and if the XP doesn't outperform the other chipper, BANDIT WILL GIVE 
WITH THE FOLLOWING BANDIT .I.I 	.l;l6I:a?i1T OTHER 
MODELS: 90,90W, 150,200+,250 can't_______________ ____________________ 
AND 1250 CHIPPERS. 

YOU HAVE TO SEE AN XP SERIES CHIPPER PERFORM... CONTACT BANDIT OR YOUR LOCAL 
BANDIT DEALER TODAY: 

BANDIT INDUSTRIES, INC. 
6750 MILLBROOK ROAD • REMUS, MI 49340 PHONE: (517) 561-2270 • FAX: (517) 561-2273 



it takes to he a top salesperson. 
The truth is - and it's a shame - that 

most salespeople do a terrible job. They 
are not organized. 

They are not persistent. They are not 
incredibly honest. Worst of all, they do 
not ask and they do not listen. 

8. Think back (shudder!) to 
the last time you bought  car. 

Chances are your family bought a car 
in the past year, and I'll bet it was an un-
pleasant experience. In general, car 
salespeople have a terrible reputation. 
The responsibility, I think, rests with the 
sales manager; instead of coaching the 
sales force, the manager's making all 
those deals. 

When you walk in, the salespeople just 
hang around. They try to push the fea-
tures you don't want. They don't know 
their product - ask at five dealerships 
how many gallons the gas tank holds and 
you'll get five different answers. 

And when you finally get down to 
dealing on a car, the salesperson has to 
get involved with the manager - assum-
ing there is a manager. Can't you just 
imagine what goes on in the back? One 
salesperson says to another, "Hey, Greg! 

You wannabe the manager today?" 
Of course, you want a good price. You 

asked the salesperson the price of the car 
and then you had to go back and forth and 
deal, deal, deal. Another unpleasant expe-
rience. Have you ever gotten the top 
salesperson or the owner? It's a real pleas-
ant experience - really different, isn't it? 

Car salespeople are also remarkably 
poor on customer service. Consider this 
amazing fact: The average U.S. family 
buys one car a year, a statistic that makes 
sense when you realize that two out of 
three cars sold are used cars. 

That statistic represents a wonderful 
opportunity to develop a relationship 
with a customer who is going to be buy-
ing again - soon! It also should represent 
a potent motivator when you consider 
that dealers spend an average of $250 on 
advertising for everybody who walks in 
the door. 

Also consider that car manufacturers 
have a Customer Satisfaction Index that 
requires something probably unique in 
sales: The salesperson must call the 
buyer after the sale. 

Volkswagen developed the Customer 
Service Index in 1978 to see how the 
dealers stacked up against each other. 

One of the requirements is that the sales-
person must follow up with you after 
delivery - with a minimum of two phone 
calls the first year of ownership, regard-
less of what make of car you buy. 

The manufacturer in effect says. "We 
need to know if the dealers are really do-
ing their jobs. We'll do this by sending 
out a survey to the buyers to find out if 
they're satisfied," A dealer who gets 
great survey results can get more cars, a 
better mix of cars, more promotional 
material, and so on. 

You may not realize it. but every 
dealership in the country pays the same 
amount for any given car. The salespeople 
create the imbalance and the competition. 

Even though there is a rule on calling 
new car owners, many salespeople do not 
make even one call. Often they're afraid the 
owner might have a problem. The possibil-
ity of a problem should actually motivate 
them to call - I walk around looking for 
problems, because a problem is a creative 
opportunity for me to be a hero. 

Many car salespeople do make one fol-
low-up call, but I'll bet that you did not 
get more than one call. And if you got 
more than two phone calls, it means that 
salesperson cares and wants to sell you 

ARE YOUIRFILMG SMART??? 
The art of effective selling is the key to success. 
Hal Becker, formerly Xerox Corporation's top Salesperson, will let you in on 

his secrets of successful selling and how to apply these tools In your business. 
The first part of the seminar will focus on: How to be the best in sales and 

' customer service; how and what questions to ask; the importance of 
listening; how to find new business and keep it; how to deal with 
satisfied and dissatisfied customers; closing a sale; and how to 
manage your time. 

Motivating and guiding your sales staff to be the best they can be 
is essential in a successful business. The second part of the session 
will focus on the technique of coaching. 

Can I Have 5 Minutes of Your Time?, Hal Becker's book on selling, 
will be provided to all attendees at no charge. Lunch will be served 
and is included in the price of the seminar. 

ox 

1995-96 SALES WORKSHOP DATES & LOCATIONS 

Indianapolis, IN 	Nov. 15 NAA Members and their guests 
San Francisco, CA Jan. 6 All are welcome 
Rockville, MD 	Jan. 13 All are welcome 	A Armonk, NY 	Jan, 20 All are welcome 	- 
Milwaukee, WI 	Jan. 27 All are welcome 

For More Information, 
Call the NAA at 1-800-733-2622 
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Bring your sky-high insurance 
COStS down to earth. 

One toll-free phone call—and 
five immitc ,,—is all it takes. 

This l)rand new program from 
:\lbiez lets you instantly corn-
ire what you're paying today 
to what you could be saving 
tomorrow. For the same- r 
/'ctter—coverage. From today's 
top-rated insurance company. 

Pick up the phone and dial 
1-800-272-6771. Bring down 
your high insurance costs. And 
iive your tree-care business 
more room to i.'row. 

8002726771 
Aft Albiez Insurance Agency ARBORIST INSURANCE SPECIALISTS 

2444 Morris Avenue. L'nion, NJ 0083 

Circle 1 on the Reader Service Card 
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The best 

150 Pages of the most 
up-to-date equipment for the 

Green Industry, including 
Wood-Chuck chippers! 
If your new catalog hasn't 

arriiied by mid-September, gice us a call! 

Eliminate expensioe COD chorpesfcieoer! 

We now accept Allleflcafl ExpresS in 
addition to MC/VISA & Discover! 

Better still ... apply for the exclusive 
American Arborist Supplies 

NEW 	Home Source Cani. 
'Instant' credit approval for up to 
$5000 and 90 days same-as-cash 

payment terms!* 
'for applicants who qualify. 

- 

 #0 0 
ARBORIST MEMBER 

Look for lower pflces on the equipment 
you use most! 

We'll also gladly match any price 
advertised elsewhere! 

Place your order by 3:30pm (eastern time) 
and FedEL Service can deliver it to 
your door in just 2 business 
days at a price you can afford! peral Ex 

Always on the edge of technology, 
American Arborist Supplies can be found 
on the NursetVtIet. Sign-on for the latest 
research, information, and new products in 
the industry: http://www.nurserynet.com  

And now you can call American Arbotist 
Supplies' COIlSllItaliOfl Seflhice for a free 
professional consultation offering land-
and-tree-care advice to arborists: 
1-800-441-8381 

St gotten 
r! g 
	

ZI $SS 

h 
I ! 

0 

Call 1-800-441-8381 
or FAX to: 610•430•8560 

to get the supplies YOU-  need 
when you nee t 

FedEx trademarks used by permission. E;..:1 
Circle 2 on the Reader Service Card 
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111000 CM-S. II v On did CCI 111000 than two 
calls, would you buy another car from 
this salesperson? 

9.12:00 * 12:00! 12:00! Disas-
ter or golden opportunity? 

Where else does the selling-and-buy -
ing experience leave something to he 
desired? Let's step inside the homes of 
thousands of Americans, where the VCR 
is blinking 12:00! 12:00! 12:00! 

What happened when you bought a 
VCR? You probably walked into a store 
thinking, "I want to tape television shows 
and rent movies." The salesman tells you. 
"We've three machines. This here is our 
Azmuth-Head, and here is our 4-Head-F]\ - 
Erasing Machine, and over here is our VCR 
with the Dylethium crystals." 

Now you are more confused than when 
you walked in. All the VCRs look the 
same, so what do you do? You end up 
buying on price, and you get out of there. 

Ahh! Home at last! You plug the VCR 
in, then you look at the instruction 
manual, which pretends to be written in 
English. So you throw down the manual 
and play around with the buttons. 

If you're like most of us, you get as 
far as 12:00! 12:00! 12:00! At this point 
you have two choices: translate the 
manual into understandable English or 
find a 6-year-old who can do it. 

Let's replay that scenario. You want 
to buy a VCR, and you walk into HaYs 
VCR World. Hal walks up to help you.... 

Hal: "...before I show you a few VCRs. 
let me ask you a few questions. First of all. 
how much did you plan to spend?" 

Sue: "Oh, about $250." 
Hal: "Do you want a VCR to rent mov-

ies and tape television shows?" 
Sue: "That's it." 
Hal: "Okay, wireless remote is obvi-

ously important, and it's standard on all 
these models. Do you ever travel for 
more than two weeks at a time?' 

Sue: "No." 
Hal: "Do you have a stereo in the same 

room as your television set?" 
Sue: "Yes." 
Hal: "And when you go to the theater 

and hear Dolby H1-F1 Surround Sound - 
would you like to have it at home?" 

Sue: "That would be great!" 
Hal: "Do you like sporting events?' 
Sue: "No." 
Hal: "So slow motion and special ef-

fects, like watching the threads on the 
football go by real slowly, aren't impor - 
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By the time this song 
your season may be 

is over, 
gone. 

Don't miss one of the most important seasons for tree health mainte- 
nance. Feeding urban trees in autumn helps to maintain vital life sup- 
port systems and stimulate root activity in the winter and early spring. 

Mauget micro injection is the ideal way to feed trees. Premeasured 
doses make applications easy. All materials enter directly into the sap 
stream of the tree. Each Mauget capsule contains a balanced nutri-
tional formulation to overcome identified deficiencies and improve tree 
health. Materials do not add to the soil's salt content. 

There's a symphony of reasons to fall fertilize this season. Call your 
Mauget distributor today. Ask about these proven products from 
Mauciet: 

0
- 

1. 

tant to you?' 
Sue: "Right." 
Hal: 'In that case, I'd recommend one 

of two machines. Both are wireless re-
mote, and both tape two weeks at a time, 
so you have 14 days of taping available. 
The first machine, which is high quality, 
or HQ, is $197. For another $100, or 
$297, you can have the same machine 
plus Dolby Hi-Fi stereo so you can have 
that theater sound in your family room. 
Which do you prefer?" 

Sue: "I want the one with the Dolby!" 

Chelated Products 
Stemix® Microject 

Zinc Stem ix®Microject 
Stemix® Hi Volume Microject 
Iron-Zinc Stemix®Microject 

Sulfate Based Products 
Inject-A-Mm® Iron-Zinc 

Inject-A-M in® Manganese 

What just happened? Did Sue walk out 
with what she planned to buy or what she 
had planned to spend? No. But did she 
walk out with what she wanted? Yes! 

But when she goes home, takes the 
VCR out of the box, and tries to set it 
up, she's probably still going to get a bit 
confused. Let's go to the next day in our 
scenario. The phone rings. 

Hal: "Hi, Sue? This is Hal from Hal's 
VCR World. How's the VCR?" 

Sue: "Great." (93% of new VCR own-
ers say that, but they don't mean it!) 

Hal: "Have you figured out yet how 
to work the clock and the timer?" 

Sue: "No.' 
Hal: "When you have 10 minutes. I'll 

walk you through the process of setting 
the clock and the timer." 

Sue: "That would be great!' 
Hal: "We can do it now if you have 

time." 
Is Sue going to be impressed? Yes. 

Will she tell other people? You bet she 
will! During the course of the year, she 
gets another two or three calls from Hal. 

Hal: "Hi, Sue? This is Hal from Hal's 
VCR World. I just called to say hi. 
How's the VCR?" 

Is she really, really going to be im-
pressed? Selling VCRs or cars is no 
different from anything else. It's just that 
we all experience first-hand the rrtra-

tions of buying VCRs and cars. 

What did Hal do? He found out \\ Lit  
was important. He didn't bombard her 
with technical talk. He didn't confuse her 
or let her stay confused. 

And he followed up. It's the same 
whatever you're selling. 

10. Do you sell confusion? 
Most salespeople sell confusion, and 

customers hate it! 
If you've ever been around business 

owners when they got their first computer, 
you know how scared they were to put their 
business on the computer. That's because 
most computer companies don't make the 
product and the transition easy. 

A corporation is just a piece of paper. 
Anyone can have a corporation for a couple 
hundred bucks. Companies are people, and 
the better those people work together as a 
team, the healthier that company will be. 
If someone in sales needs something from 
someone in service, it's not a matter of 
cadging a favor. It's a matter of everyone 
working together. 

A good company is people who care. 
The style of successful companies can be 
anything from conservative to crazy, but 
at every successful company everyone 
works together to get the job done. 

For managers and owners, it all comes 
down to MBWA: Management By Walk-
ing Around. Tom Peters made a fortune 
consulting on those four words - finding 
out what the customers want. The only 
way you're going to be successful is to 
find out what your customers 
want ... because guess what you don't have 
if you don't have customers! Without cus- 

swOrees  

See us at 
TO EXPO 

- 

J. J. Mauget Company 
Los Angeles, CA 90065 

1-800-873-3779 
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24nch AL 6620 
cuts limbs up to 
11/2 inches thick. 

4 	Changing handles takes 
one tool and one minute. 

IT STRONG. ]KEEP IT UGHT, 
MAKE IT CUT CLEAN AND FAST AND EASY 

DESIGN IT TO REDUCE WORKER FATIGUE AND INCREASE PRODUCTIVITY. 
Give us more cuts per hour, especially during 

se last hours of long days at the end ofthe pruning 
season. Give us a blade that we can replace without 
taking apart the handles - one that holds its edge, is 
easy to sharpen and simple to adjust. The handles 
Should never need replacing but, [they do, it should 
take only seconds and require no special tools. 

By the way, make it unbreakable and guarantee 
itforever 

That's what you told us it would take to make the perfect 
vineyard and orchard loppers. So we did it. And then some. 

Our new line of aluminum-handled loppers cut so 
clean, so fast, so easy and are so strong and simple to 
maintain, that virtually everyone who has tested them says 
they're the best loppers they've ever used. 

The blade cuts with astonishing ease. Long, to reach 
into tight areas; large, to slice easily through mature vines 
and branches; the blade is Radial ArcTM ground and clad 

with a tough, slick, three-layer 
fluoropolymer that reduces fric-
tion to a bare minimum. This 
blade requires one-third less 
force than a conventional blade 

/ 	to make the same cut. 

	

: 	The blade is a separate com- 
ponent. Changing it takes one 
tool and one minute. 

The forged hook is designed 

	

Self-au ning 	to draw the material being cut 

	

Pivot ?oIt 	 closer to the pivot. This maxi- 
mizes leverage and minimizes 

the effort required to make a cut. The hook's curvature is 
shallow enough to easily slip between dense, tangled 
branches and support wires. Yet it is deep enough to hold 
the branch securely as the cut is being made. The sap 
groove is deep and wide for improved self-cleaning. 

The square-shouldered, right-threaded pivot bolt that 
enables quick blade change is positioned so that the hook 
and blade open wide with a minimum of handle move-
ment —in other words, with less effort. And the same 
coating that makes cutting so easy also self-lubricates the 
pivot action. 

The Santoprene® bumpers, which provide a cushy re-
bound at the end of each cut, are located low on the tang 
well clear of the action. Replacing a worn bumper takes 
only seconds. Tools needed? Your thumb and forefinger. 

Our patented new handle design has astonishing 
strength. The thick-walled aluminum tubing is oval - 
inherently stronger than round or rectangular stock. That 
strength is then compounded by an internal wedge of  

high-density, glass-filled nylon that expands as it is com-
pressed during handle mounting. Even given severe abuse, 
these handles are almost impossible to break. Given proper 
use, they're indestructible. 

The hand grips are designed for comfort and durability. 
They're thick, to minimize hand fatigue. They're molded 
of tough polyethylene and the bottom is extra thick for 
longer wear when used to drag brush along the ground 
and into a pile. 

Our new aluminum handled loppers come in three 
models. A 21-inch version with a 1 1/2-inch cutting capacity 

suitable for vines and shrubs. 
"_____ And 26 and 32-inch models 

LIFETIME 	with a 2 1/2-inch cutting 
capacity for tree pruning. 

WARRANTY 	Like all our professional 
tools, these loppers come with 

\Vv/ 	

a lifetime warranty. If they 
break, we'll fix or 
replace them. 
Period. 	A-, 

We're also backing these tools with a 
"Fast or Free" parts warranty. If your 
Corona dealer is out of replacement parts 
call us. We'll have them to you within 48 
hours or they're yours free. 

If you try these loppers, we think 
you'll agree that they're perfect, or close 
to it. So we're making you this money-
back offer. Buy a pair. Prune with 
them for two weeks. Use em and 
abuse 'em. If you agree they're the 
best, buy more. If you don't, return 
them to us along with a note telling 
us what you think would make 
them better. We'll refund your pur-
chase price. Fair enough? 

For further information, contact 
264nch AL 6640 your Corona dealer or call us at 	and 32-inch AL 6660 

1-800-234-2547. 	cut limbs up to 
2 1/2 inches thick. 

E fie: 
'I op Ir a I . 

PER 

15 10 Fast sixth Si.. Cor -un:i.  
A Harrow Company 

® Santoprene is a trademark of Monsanto 	© 1994 Corona Clipper Company 
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tomers, you don't have a job. Without cus-
tomers, you don't have a company. 

Your customers are the ones who make 
you healthy. A winning company is people 
who care passionately all the time. 

The winning athlete 
Vince Lombardi, coach of the Green 

Bay Packers back in the 1970s, said it all: 
Winning is not a sometime thing: Y o u 
don't win once in a while. You don't do 
things right once in a while. 

You do them right all the time. That's 
the key - doing things right all the time. 
That comes down to attitude. 

What's new under the sun? 
What's new about these tools? If you 

looked in the front of my seminar 
manual, you'd see that it says copyright. 
What that really means is plagiarized. 

I have nothing new. All this information 
was taken from Xerox, Procter & Gamble. 
Kodak, IBM, Leaseway, and a number of 
other companies. They all took their stuff 
from other companies. There is nothing 
new in sales training. If you read Dale 
Carnegie's book, which is over 60 years 
old, you'll find it all there. 

That's the key - doing 
things right all the 
time. That comes down 
to attitude. 

Look at Torn Peters, who wrote In 
Search of Excellence, Thriving on 
Chaos, and A Passion For Excellence. He 
gets $20,000 (or more) to run a seminar. 
He's unbelievable to listen to; he's a ball 
of energy. What is he selling? He sells 
things we already know: common sense. 
He packages common sense with enthu-
siasm. He sells enthusiasm. 

You won't learn anything new from 
me, unless you've never taken a sales 
course. More likely, you'll say, "Oh 
yeah, I forgot to do that." 

People buy from people. That's my 
theme. Your product and services are  

secondary. People don't ask, "Where are 
you located? What's your building like? 
How many square feet do you have?" 

Do you, the customer, really care about 
whether you're buying a SuperScanner or 
a Hitachi monitor or an MGA monitor? 
Does it really make a difference? No. 

Does it really matter whether the pro-
cessor on your computer is a 486 Intel 
or a Motorola? Again, no. 

What makes a difference is you. If you 
have the lowest price in the world but 
you're nasty, your customers will go to 
your competitors. People buy from 
people. If you can't stand the people at 
the car dealership on your corner, you'll 
buy your car somewhere else. 

Human relations 
It seems that everyone but me has al-

ways known that Dear Abby and Ani 
Landers are twin sisters. These two 
women, more than everyone else put to-
gether, tell us how to do things right. 

Among the pearls of wisdom you can 
find in their column (and elsewhere) are 
"The Most Important Words in the En-
glish Language." You may already be 
familiar with these words. Let's take a 

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 25 models from 20 to 375 hp, there's 
a John Deere engine for almost every 
forestry application. Whatever the 
equipment, whatever the brand, ask for 
Deere Power by name. 

it 

tt9  
SUPERIOR DIESEL 	 Branch Offices: 	204 North 37th Road 
1632 North Stevens Street, P.O. Box 1187 461 East Fenn Road 	(Intersection 251 & 52) 
Rhinelander, WI 54501 	 Goldwater, MI 49036  Mendota, IL 61342 
Tel: (715) 369-5900 	 Tel: (517) 278-2445 Tel: (815) 538-1818 
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few moments to review them because 
we'll be thinking about them in the con-
text of sales. 

The six most important words: 
"1 was wrong. Please forgive me." 

Let's say I'm the new boss and I tell you 
to do things one way. Then I realize I was 
wrong. I say: "I appreciate that you lis-
tened to what I said, but I was wrong... 

What would you think? I'm a straight 
shooter. I'm not just thinking about my-
self. 

The five most important words: 
"You did a good job." You're the new 
one on the job and I tell you: "You did a 
;retty good job doing what we asked you 
to do today. In fact, you did it better than 
the last person." 

How do you feel about yourself? You 
feel good! 

The four most important words: 
"What is your opinion?" That shows I 
value what you think and want to take it 
into consideration. 

The three most important words: 
'('an I help?" You have a flat tire on the 
freeway, and I stop to help you. I don't 
steal your money or attack you. All I do 
is help you fix your tire, and I'm on my 
way. You think, "There's at least one 
good guy left out there." 

iS. The two most important words: 
"Thank you." 

The one most important word: 

The least important word: "I." 
If you find yourself in a sales conver-

sation and you are saying. "I can do this, 
and I can do that, and I..." then it's in-
sincere. 

Here's the difference between "I" and 
"\ oU": 

Phil has just met Michelle at a party. He 
asks, "Where are you from? Where do you 
work? What do you do there? Where do you 
live? Tell me about your family." 

When he leaves. I say to Michelle. "I 
ee you've been talking to Phil. What's 

he like?" Michelle says. "He's a great 
guy." If I ask her where he lives or what 
he does. Michelle doesn't know. She 
likes him because he took an interest in 
her and she was talking. 

In one of my seminars, when I asked. 
"Why does Michelle like Phil?" a woman 
said. "She likes him because she doesn't 
know anything about him!" 

When you have the opportunity to talk 
about yourself. you like the person you're 
talking to. So wheti von' re in a sales s lu- 

(_ iicI 	ai ihc Riad(i 	&r fti ( aid 
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• 1987 Ford L-8000 w165' Teco. Flat Bed 
• 1980 Int. S1900 w/65' TECO 
• 1986 GMC 7000 w/65' Hi-Ranger 
• 1982 Zelliston 6x6 w'1987 Altec AM 900 66' 
• (2) 2900 7570 Holans On S'A Tandem Chassis 

• 1989 Ford 8800 DSL wAP52, Eat Bed 
• 1988 Ford P800 wiAP52, Chip Dump 

• (4) Prentice 120 Rear Mount Loaders 1980 Models 
Sl0.500 ea 

• Franklur w/Teco Vanguard V-5C l982) 56 453 
Detroit, DSL Pony Motor, being rebwlt 

• 1986 GMC 7000 w/52' Chip Dump 
• 1985 GMC 7000 w/52 Chip Dump 
• 1985 GMC 6000 DSL w/52' Flat Deck 
• (2) 1983 Ford F788 w/52 Chip Boxes 
• 1984 Ford F600 w/45' Flat Bed 

• 1989 Ford F800 w/LR-50, Flat Deck Pony Motor 
• 1988 Intl S1800 w/AA600P, Flat Deck, DSL 
• 1984 Chevy C-70, 4x4 w/AA650, 59' Reach 
• (2) 1980 Intls S1800, DSL, w/LR-45 (1 Chip Box) 
• 1987 GMC 7000, DSL. w'AA600P, 56 

1986 GMC 7000, DSL, w,AA600P, 56' 

• 1988 Ford F600 w/14 Fontain C'D 
• 1987 Ford F700 wi12 Arbor tech, C/C L-Shape 
• 1986 GMC 6000 w114, Southco C/D L-Shape 
• 1986 GMC 6000 w/12', Arbortech C/D L-Shape 
• 1986 Ford F-600 w/12'. Arbortech CID L-Shape 
• 1985 Ford F-600 w/12, Arbortech C/C L-Shape 
• 1985 GMC 6000 w/12', Arbortech C/C L-Shape 
• 1987 GMC 6000 w/Slipt Dump Man Cab 
• 1982 Ford F-BOO w/12' Aibortech CID L-Shape 
• 1988 Brush Bandit Disc Chipper 6 Cy) Gas ST 800 

ecs&hice' - 
-6666 
p65-6844 - 
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ation. get the customer to talk. 	TCI 

Dr. Hal Becker is the former Number 
I salesperson of the Xerox Corporation's 
national sales force of 11,000 and the 
founder of Direct Opinions, providing 
follow-up phone services to track cus-
tomer needs with offices throughout the 

U.S. and Canada. In 1990 he sold Direct 
Opinions to give lectures and seminars 
around the country. This article is ex-
cerpted from the book, Can I Have 5 
Minutes Of Your Time? with permission 
of the author. 

Hear Dr. Becker at a special Manage-
ment Workshop presented  Wednesday, 
November 15, the day before TCI Expo 
95, in Indianapolis. For further informna-
tion, contact the National A rborici 
Association at 800-733-2622. 

ANDY'S TRUCK CENTER INC. 
WEST 	PALM 	BEACH, 	FLORIDA 

REACHING NEW HEIGHTS FOR 1995 

AN OUNCE 
OF PREVENTION 

Oral= 
00 1 Vy 

ITS TIME TO ORDER 
ORAL IVY® 

A FEW DROPS DAILY IN 
WATER OR JUICE 

PREVENTS THE 

"FIERY ITCH"' 
OF POISON IVY 

OAK AND SUMAC 
6 Months Prevention in 

Each 1.2 oz. Bottle 

By the Bottle: 
$12.50 + $1.00 Postage 

BUY the Dozen: $7.50 Per Bottle 

$90. Per Dozen UPS Shipping 

TOLL FREE ORDER LINE 

1-800-553-6778 

VIM"  

AR B OR 1ST 

ORAL IVY, INC. 
104 GUY'S LANE, BLOOMSBURG, PA 17815 
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Call today to apply for ArborCard - the pre-approved 
lease card that makes it easy to lease equipment — 

without financial statements! . 

Now 	can walk into any dealer, select the you . 
1 	- 	' . 	. 	. 	;• 

equipment you want, and simply hand them your 
•, ,-•. 

' . 	. 	a 	 ____ 	. 	4 ;  , • 
ArborCard - the powerful and convenient way to 
arrange affordable, tax-deductible leasing for your 

. 	- 	 , 	, 	' 	. 

•- 	 ' . 	 ., 	,: 

business. We take care of all the paperwork — for you  
dealer! 	 We,  U e 	co . and the 	Just call today and apply. • .: 	• 

pre-approve you and send your ArborCard - for up to . 	' 

S150,000 in purchasing power. 

• Instant credit approvals without financial statements  
• Up to S75,000 per transaction: S150,000 total 
• Financing for new and used equipment C4 
• Fast and easy application by phone 
• Flexible payments and terms to fit your seasonal 

cash flow CORPORATE CAPITAL LEASING GROUP, INC. 
109 East Evans Street, West Chester, Pennsylvania 19381 

Call today for a free brochure and easy pre-approval! 	 Phone (800) 537-9108 Fax (800) 344-7712 

1 -800-53  ' EXPO 	Associate Member, National Arborist Association 

Fax: 1-800-344-7712 95! 	19 Associate Member, international Socict lit of Arboriculture 
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The New York Times recently printed 
the results of two studies on the na-
tional averages of wages and benefits 
paid. The average wages paid in the 
U.S., among 49 different occupations 
listed, was $510/wk ($12.75/hr), or 
$26,520/year in 1994. The surveyors 
were surprised that elementary school 
teachers averaged $624/week, or 22% 
above the average. Nurses averaged 
$682/week; truck drivers, $467/wk. 

cost runs about 7.3% of wages, or $1,936/yr. Don I 

forget the employers FICA (6.2%) and Medicare (1.45() 
contribution for a total of 7.65%. or $2,029. 

The employees report might look like this: 

Wane Rate = 	 S12.75/hr. 

$PECIAL  2 Weeks vacation ($1,020~ 2080hrs) = 	.49/hr .  
6 Holidays ($612-2080hrs) = 	 .29/hr. 
 Sick or personal days ($520~2O8Ohrs )  = .25/hr. 

REPORT 5  • 80% Hospitalization ($1,936~2O8Ohrs) = 	.93/hr. 
FICA & Medicare ($2,029-2080hrs) = 	.98/hr. 

WAGE$ Total Hourly Compensation = 	$15.69/hr. 

It's a great way to remind them how much more 

AND you pay than they receive! 

Can You Pay More? 

Determining What to Pay 
The issue of benefits and wage rates is always an issue. 
Most firms try to stay even with the local conditions, 
periodically asking themselves: Are wages and benefit 
packages keeping up with the local standard? 

Your state employment office can 	 Wages and tenetits should be competitive to ensurc 
usually give you the prevailing aver- 	 employee retention. Increasing wages and benefits 
age local factory wage rate. A rate slightly lower might 	impact on profit. but there might be a way to raise wages while 
be a good starting point for attracting potential appren- 	. 	 keeping the sales rate competitive and not eroding profits. 
tices. Offer higher wages for experienced personnel. 
Our industry requires too much knowledge, skill and 
technical expertise; the wages we pay experienced 
personnel should reflect that. 

And About Benefits... 
The second study published covered benefit plans 
which might include: pension plans, life insurance, 
major medical, vacations, dental and retiree medical 
insurance. The survey indicated that small firms lagged 
in all benefits areas except vacations. 

Once a year, compute the hourly value of benefits each 	What would a 1 % increase in billing hours do to your bottom 
employee receives. It keeps the total compensation 	: 	line? Probably not much. But how about planning to bill an 
package in the spotlight. For most of us, there is more to 	: 	additional 5% in hours worked by the existing work force? A 
life than just an hourly wage. 	 5% increase in sales volume can make a difference in profits. 

Lets assume that an employee is receiving $12.75 per 
hour, or $26,520 per year ($12.75 x 2080 hours), 2 
weeks paid vacation, 6 paid holidays, and 5 sick or 
personal days. The firm pays the major share, approxi-
mately 80%, of the hospitalization premium cost. This 

The Branch Office is compiled monthly by Howard Eckel and 
Dan Kinter. 

Mr. Eckel is currently a Management Consultant to the Green 
Industry. He draws on over 25 years of experience, and was for-

mel -i)' Executive Vice President of Davey Tree Expert Company. 

Mr. Kinter owns Kintercom, a business-to-business advertising 
agency, and has served the tree care industry for over 7 years. 

24 	 TREE CARE 

Lets assume the total of all field production and benefit costs 
falls between 55% and 60% of sales. This leaves 40% to cover 
overhead and profit - not the 75% margin of the hotel, but still 
significant. You probably are billing about 1600 to 1700 hours 
per year per production person. If you increased sales volume 
by increasing the per person billing hours by 5%, on 1700 hrs, 
it would mean billing each person two more weeks a year. As 
you have not increased your overhead, 40% of these additional 
billing dollars would fall right to your bottom line. 

- 	 Forecast the increased sales and the stationary fixed overhead 
costs; will it be enough to cover additional benefits and 
wages? Work the figures and determine what funds might be 
available to stay competitive in the labor market, 

INDUSTRY - SEPTEMBER 1995 

One hotel chain forecast that for a 1 % increase in occupancy, 75% 
of that sales increase went directly into profits. Perhaps the same 
sales increase over fixed costs formula can impact your profits. 
Increased sales volume could produce additional profits to cover 
a portion of your additional wage and benefit costs without 
eroding your existing profits 

Why not forecast how a wage and benefit increase will effect 
profit? One of the best features of doing a forecast is that you 
can project how anticipated increases might affect your bot-
tom line before you initiate them. 

k i  



TGRS. The Next Generation 
BY Peter Gersteiihcrer 

Arborists who haven't visited tree 
growth regulator (TGR) technology for 
awhile may want to do so. A lot has 
changed. The products have changed, 
and some manufacturers have exited that 
segment of the business. Even more sig-
nificant is the dramatic change in our 
understanding of the remaining products 
and how they operate. 

Just as the earliest attempts at surgery 
ere macabre by today's standards, so 

too were the earliest attempts at chemi-
cal tree growth regulation. In both cases. 

valuable information was being as-
omilated. many early "patients" were 
badly maimed or lost. 

lotanists, horticulturalists and ar-
boiists have studied plant growth 
icoulators (PGRs) for decades. The nurs-
cr\ and t]01_I11 1ndu\1ric lla\ c ucd PGR  

since the 1960s to produce more compact 
and attractive ornamental plants. Today, 
many flowers, shrubs, golf course turfs 
and orchard trees receive regular PGR 
treatment. 

The earliest PGRs and TGRs were in 
a class of chemicals that inhibited cell di-
vision. Their mode of action led to erratic 
results and undesirable side effects. More 
often than not, the "treatment" was worse 
than the "affliction." 

Later came a class of chemistry called 
the triazoles and pyriconazoles. These 
were classes that had known fungicidal 
properties. One chemical in particular. 
paclobutrazol. was found to slow down 
cell elongation by inhibiting the synthe-
sis of gibberellin, a plant hormone. It was 
a more effective PGR than its predeces-
sors. Problems with its earliest use, in 
retrospect, were associated with the al-
cohol carrier and high pressure injection 
techniques used to get it into the tree. 
Terms such as "weeping" and "blowout." 
otten used in connection jib TGR field  

trials, do not conjure Images of pretty 
trees. 

Another chemical with similar prop-
erties that came along about the same 
time was flurprirnidol. 

Today. the only commercially avail-
able. so-called "new generation" TGRs 
are manufactured by DowElanco. They 
are called Profile 2SC and Cutless Tree 
Implants. The families of the two active 
ingredients have been researched and 
used for 20 years, however the active in-
gredients themselves have been in use for 
five years. The formulations and appli-
cation techniques used today are brand 
new and much more plant-friendly. 

Cutless is formulated with a starch car-
rier into a pill for trunk implanting. 
Profile can be applied as a soil injection 
or drench. Very small concentrations of 
chemical provide effective regulation. 

TGR research is ongoing at Purdue 
University as well as with other outside 
cooperators. and has shown that TGRs 
have no measurable effect on tree diam- 

- 
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The soil injection (1.) and soil drench techniques for applying Profile. 
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From top to bottom: The application technique for Cutless tree implants. 

eter growth or decay susceptibility. In 
fact, TGRs exhibit fungistatic properties. 
The effect that TGRs have on tree growth 
is quite predictable. With passive uptake 
of the chemical into the xylem, there is 
little chance of "over-regulation" and 
there is no downward movement of the 
TGR. 

Research shows that TGRs reduce tree 
stress and leave the tree with a greater 
ability to fight harmful conditions. 
Treated trees have more chlorophyll per 
unit of weight - appearing greener to the 
trained eye. Treated trees have slower 
transpiration rates. Treated tree.s have 
lower photosynthetic rates under normal 
moisture conditions, but greater photo-
synthetic rates when there is water stress. 

Economics 
Even in development stages there was 

little doubt that TGRs could inhibit tree 
growth. A big question all along has 
been. "Are they economical to use?" 

"Customers told us one of the key ca-
pabilities they needed was a way to value 
the use of TGRs in their particular sys-
tems." explains Jack Edmondson. 
product development manager at 
DowElanco. "And that's exactly what 
has been created." 

Known as the TGR Economic Impact 
Model, this computer-driven program 
projects yearly costs associated with nor-
mal line-clearance activities, including 
or excluding TGRs. 

Calculated in net present value, the 
model projects tree management costs 
for a 15-year period. This gives utilities 
both short- and long-term information to 
guide decision-making. 

The model was developed by ACRT, 
Inc., and has been continuously im-
proved with information from model 
users. For valid cost/benefit analysis and 
comparison of benefits from one utility 
to the next, the model must look at vari-
ables beyond labor costs associated with 
trimming or cost savings from extended 
trim cycles. The model uses over a dozen 
inputs, and provides utility foresters with 
a thorough look at how TGR use could 
affect their budgets. 

Notably, the model does not factor in 
reduced dumping fees and time as a func-
tion of biomass reduction. As most tree 
care managers can attest, these can be 
significant costs. 
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1985 Ford LR8000 3208 CAT 13 Spd. with Na- 
tional 17 Ton Crane Model 875 with 35' Jib=120' 
Hook Height ............................................ $74,500 

ilia 

(2) 1986 Crane Carrier Chassis; Detroit Diesel; Allison 
Auto.: Peterson Loader: 16' Dump Body . $24,500 Ea. 

-I 

Hi Ranger, 48 & 52' Several in Stock. 
Call for List. 

20 CHIP 
BODY DUMPS 

Just In 

Call For Price List 
See us at TCl EXPO 95! 

Alt 

(10) IAB IMTC National, E 
Knucklebooms Unmounted C - 	- 	- - - 	- -- 
Mounted 	 $4,500 And Up 1983 Mack C/O MR685 Diesel 9 Spa. Tandem 

pr 	
with Barko Model 8600 Loader .............. $29,500 

, 

(15) 1984 To 1990 One Ton 
Bucket Vans. Utilities. Veral 

£jipiIuII 	
ft Telsta 5. Etc 	

& Up  

p 'v 

ayco Hydra Stu— 	N 
ATUnder - a 	 o 	d 

Clearing or Stump Removal Jobs, wAG 

No Air . 	 $118,000 
' 	 1993 Rental Return. 250 His 	$107,000 

Also Rental Available, Ciii For Details.  

1 I 
Av 

AMP  

rr4. 
h(f c 

1988 Ford: V8 5 Spd..2 Spd.: wReach-All 52 
1987 FORD F800; 33,000 GVW; 7.8 Diesel; 5 Spd.;/2 Bucket & Chip Box .................. $34,900 
Spd.: 16' Steel Body w14/2 Ton Hiab 070 Knuckle- (5) Asplundh, Holan & Hi-Ranger Forestry 
boom: 17 Side Reach; SUPER CLEAN .....$31,500 Trucks In Stock. 
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A case study 
Illinois Power Company put the TGR 

Model to use for its Southern Metro di-
vision. In 1993, IPC started limited use 
of both Cutless and Profile. Both prod-
ucts showed better regulation and more 
uniform results, easing management's 
skepticism somewhat. However, TGR 
use still wasn't justified in their eyes. 
Then they took part in an economic 
model exercise with TGR specialist Web 
Brasher. In the accompanying table are 
the data input and output from the model. 

- 

MODEL 105 

• TREE SERVICES 
Convert your 

excess wood to cash! 

The "BRUTE" Model 105 
with 25 tons of force and 
optional log lift will handle 

up to 48" dia. chunks 

BRUTE.. 
T•I1IDINAVC•lIIIMAIk'1 

RR#2• Box 314 
E. Clarendon, VT 05759 - 	L 

1-800-261-9301 
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NEW & USED 
RENTAL, SALES & LEASING 

HOLAN • ARBORTECH • FORD 

They found that a 6% savings resulted 
from using a TGR compared to the total 
costs of a normal trim cycle. The dollars 
saved would pay to trim 5,585 more trees 
or TGR-treat 10,534 more trees over the 
next 15 years. 

The next hurdle was getting custom-
ers to use TGRs on their trees. IPC, like 
other utilities that have run TGR trials, 
found that clients readily accepted TGRs 
when they learned that treatment would 
mean that their trees could be trimmed 
less frequently and less severely. 

High customer acceptance removed any 
nagging doubts that IPC management har-
bored. Plans are under way to treat several 
thousand more trees this season. 

Seeing how well these products are 
working for utility line clearance concerns 
and noting the apparent tree health benefits 
associated with their use, it can only be a 
matter of time before the residential/com-
mercial arborist community says, 'What 
about us?' These products are labelled only 
for tree growth regulation and only for treat-
ment of certain tree species. 

Nonetheless, we are talking about an 
inexpensive treatment that could make a 
tree hold its trim longer, stay greener, 
and have a greater root-to-shoot ratio. 
The products even have fungistatic prop-
erties. In fact, if one were to read some 
of the research data on this product with-
out knowing what it was intended for, he 
might easily conclude that it was some 
sort of tree health treatment. 

DowElanco representatives plan to fo-
cus on the utility company market for the 
next few years. The company has in-
vested its time and dollars heavily to win 
back credibility for TGRs and to get TGR 
users as well as potential users up the 
learning curve. Part of the reason for this  

illinois Power Company's Inputs 
Total trees 10.000 
Cycle length 3 years 
Cycle extension 1 year 
Cost/tree trimmed $37.72 
Cost per disposal 0 

'TGR treatment % 100% 
TGR escape % 10% 
TGR treatment cost $20.00 
TUR miscellaneous cost 0 
Retreat trees No 
Treat additional trees Yes 
Discount/interest rate 6% 
Trim/chip reduction % 

1 yr. post-treat 25% 
2 yr. post-treat 70% 
3 yr. post-treat 50% 
4 yr. post-treat 35% 
5 yr. post-treat 15% 
6 yr. post-treat 0% 

approach has to do with DowElanco's 
corporate philosophy of being a resource 
and not simply a sales entity. 	TCI 

This article is based on eveliuxi e iii - 

terviews conducted with key personnel in 

DowElanco 's Specialty Products din-

sion at their world headquarters near 

Indianapolis as well as excerpts from 

"Branch Manager, " a publication of 

DowElanco Specia ltv Products dealing 

strictly with TGRs. 

No endorsement of an' product is ex-

pressed or implied by this article. Please 

use pesticides or other chemical products 

according to label reconimendatiouis. 

r41T4'11I1J 	%Dc;GP TlcKsJ 

ORRVILLE, OH 	& SALES 1 

Build Your Business With The Best.  
AEMAL MAN LIFTS 
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THE QUESTION? 

IN ADDITION TO BEING GREAT ARBORISTS, WHAT DO 

Arbor Tree & Landscape 	 Dan Tremblay 	 Marilyn Beal 
Bartlett Tree Experts 	 Integrated Plant Care 	 McFarland Landscape Service 
Bob Felix 	 John Butcher 	 Mike Ryan's Tree Service 
Broad Oak Tree Care 	 Madison Tree Service 	 Vivian Tomasino 

and many others have in common? 

THE ANSWER 

They all participate in the 

ISA/NAA 
COMMUNICATION 

114TERMATIONAL  SOCIETY 

'AMORICULTUR  6 	

NETWORK 
NATIONAL 
ARBORIST 
FOUNDATION 

The ISA/NAA Communication Network is the only 
network designed specifically for commercial arborists. 
By enrolling in the network you will receive low rates 
for all your long distance and calling card needs. Most 
participants see their monthly expenditures reduced 
15% - 30%. Each time you make a call, a contribution 
is made to the National Arborist Foundation and the ISA 
Research Trust. 

ISAJ'NAA Communication Network services are pro-
vided by BeneCom and the National Independent Car-
riers Exchange. The network is 100% fiber optic and 
utilizies the latest in digital switching technology, assur-
ing you and your business clear and fast call connec- 

Madison Tree Service of Ohio realized an average 30% 
savings on its monthly long distance bill. 

Arbor Tree and Landscape of Fl. saw their 800 number 
service costs reduced 42%. 

The ISA/NAA Communication Network calling card is 
a great value for those calls you make while on the job. 
It carries a low per minute rate with NO per call 
surcharge. Participation in the network will give you 
access to other features such as teleconferencing, video 
conferencing, Internet access, voice mail, etc. Those 
with 800 numbers can enroll in the network without 
changing the 800 number. 

Join today! For a free savings analysis fax a copy ofa recent long distance bill to the ISA/NAA 
Communication Network at ('804) 239-8474, orn,aila copy toRO. Box 686 Forest, Va. 24551. Call 
1 800 200-1031 for more information or to enrol!. 

See us at TCl EXPO951 

Circle 25 on the Reader Service Card 
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MANAGEMENT EXCHANGE 
By Phillip M. Perry 

How To Control Drug Abuse 
Drug abuse and alcoholism can ravage 

your bottom line. The two addictions 
cost businesses more than $40 billion an-
nually in lost productivity alone, 
according to the National Council on Al-
coholism and Drug Dependence in 
Washington. D.C. Throw in higher 
health insurance and workers comp pre-
miums as well as the expenses resulting 
from accidents and the total bill may top 
out at $100 billion annually. 

Worse, if one of your drugged-out em-
ployees attacks a co-worker or causes an 
automobile or other accident that harms 
a member of the public, you can end up 
in the middle of a costly court battle. 

"Third-party lawsuits are the ones you 
have to be most concerned about," says 
Henry D. Fellows Jr.. a partner with the 
Atlanta law firm of Fellows. Johnson. 
Davis & LaBriola. "They are brought by 
people who are injured by employees 
impaired by alcohol or drugs." 

Don't think you are immune from the 
problem. You will likely encounter an 
abuser of drugs or alcohol in your own 
workplace if you haven't already. Nearly 
one in four employed Americans be-
tween the ages of 18 and 35 have used 
illicit drugs within the past year, accord-
ing to the National "Drugs Don't Work" 
Partnership, New York. Three of every 
four drug abusers hold jobs in the Ameri 
can workplace. And one out of every 10 
American workers is a heavy drinker. 

What to do? Take action! Here's a run-
down on proven methods to keep the 
problem from entering your business, or 
to reduce the problem if it already exists. 

Where to get help 
Know your outside resources. Good 

news: There's plenty of free or low-cost 
assistance available from era men  

and private agencies. Examples: 
The Drug Free Workplace Hotline, 

sponsored by the U.S. Department of 
Health and Human Services, will coun-
sel you about problem employees and 
provide leads to agencies and resources 
in your state. 

* The American Council for Drug 
Education offers a series of low-cost edu-
cational materials for your work force. 

The U.S. Drug Enforcement Admin-
istration will send speakers to your 
business. 

* The National "Drugs Don't Work" 
Partnership offers free advertising slicks for 
your in-house newsletters, posters and a 
sample drug abuse policy statement that can 
be used as a prototype for your own. 

Finally, don't overlook your local 
Chamber of Commerce. It may already 
have a drug awareness program, and it 
likely has a list of counseling agencies 
that can help a drug addict or alcoholic. 

Consider joining an Employee Assis-
tance Program, or EAP. These entities 
provide trained counselors who work 
with employees troubled by an addiction 
or other problem. It's confidential so 
employees need not worry about embar-
rassment or about losing their jobs if they 
admit having a problem. 

"An EAP can be a vital mechanism for 
owners and employees, as well as their 
families," says Fellows. "Confidential-
ity and independence are the keys." 

Annual cost per employee can be as 
low as $25 to $35. While EAPs often re-
quire that a group of employees number 
at least 100. if your company is smaller 
you can form a group with other small 
firms through your local chamber of 
commerce. For more information call 
The Employee Assistance Professionals 
Association. at 703-52-6272. 

The signs of a problem 
Be able to recognize beha ior and ap-

pearance that indicate an employee 
have a drug or alcohol problem. 

A decline in productivity and work 
formance is one. "In a majority of cases, 
people do not change by accident," says 
Milo C. Sawvel. executive director of the 
National Committee for Prevention of Al-
coholism and Drug Dependency. 
Appomattox, Virginia. 

Other symptoms include increased 
absenteeism: injuries on the job: unex-
plained disappearance from work: 
stealing from coworkers and employer: 
mood swings, giddiness, violent threats: 
slower reaction time: difficulty in re-
membering simple instructions. 

Here are some conditions specific to 
certain drugs: 

Marijuana users may have eves that are 
bloodshot or glassy, persistent cough or the 
smell of marijuana on their clothing. 

Cocaine users often exhibit "upper/ 
downer" syndrome: happy while high on 
cocaine and withdrawn after the effects 
of the drug wear off. They may also be-
come paranoid and suffer delusions. 

"With cocaine, activity increases dra-
matically and an employee's productivity 
goes up abruptly," says Jesse Bernstein. 
president of Employee Assistance Associ-
ates. an  employee assistance program in 
Ann Arbor. Michigan. 

"A sudden productivity increase can he 
a sign of drug abuse." says Bernstein. "You 
may get  month or two of productivity. but 
if the employee is truly addicted to crack 
cocaine, performance will go through the 
floor in a couple of months. 

"Alcoholism, from your standpoint as 
an employer, is equivalent to drug abuse. 
The only difference comes in the way the 
drus iflect indi\ iduals." ',a \S Sivvel 
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Demonstration Area Sponsor: 

C1 Husqvarna 
At TCI Expo '95 you get a chance to look over the technol- 
ogy, services and equipment that will make you more 
productive . . . give you a stronger bottom line. Plus, the 
seminars will help you keep your business in step with the 

market, with topics ranging from Financing Your Tree 
Care Operation to Honing Your Diagnostic 

' 

\ 

Coffee Break Sponsor 

BANDIT INDUSTRIES, INC. 

ARBORBUCKS Sponsors: 

Aerial Lift, Inc. American Arborist Supplies 
Arbortech Bandit Industries, Inc. Bartlett 
Manufacturing Co. Fred Marvin Associates• 
Graelv International, Inc. . Grow Gun 
Corporation . Growtech, Inc. Growth Products 
Hodges Manufacturing Co. Husqvarna Forest & 

Garden Co. Lanphear Supply . Northeastern 
Associates Peavey Mfg. Co. Poulan PROS Power 
& Telephone Supply Company, Inc. . Practical 
Solutions, Inc. . Sierra Moreno Mercantile Co. 
Simonds Industries Inc. . Stihl Inc./Br-, , an 
Equipment Sales . Tilton Equipment Company 
Vermeer Mfg. Co. 
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Techniques. 

Over 130 exhibits. 15 guest speakers. Free 
demonstrations and workshops. TCI Expo '95 

is better than money in the bank. 

And the daily S500 ARBORBUCKS giveaway 
doesn't hurt either. 

Mark your calendar and make your plans to be in 
Indianapolis November 16th, 17th and 18th! It's going to 

be the biggest, best TCI Expo ever! 

TCl Expo 95is 
cosponsored by the 
National Arborist Association 
and the International Society 
of Arboriculture. 
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Employees will exhibit different sets 
of behavior when abusing alcohol than 
when abusing drugs. Alcoholics may 
have morning hangovers. They may also 
exhibit a decline in work performance 
after lunch. They often manipulate their 
family members, and even their super-
visors, into making excuses for their 
lateness or poor performance. They 
promise that they're going to perform 
better, but never do so. 

People vary in the way they react to 
drugs. 'Some are more aggressive, while 
others will develop critical attitudes," 
says Sawvel. "It can be detrimental to 
supervisors who are trying to get coop-
eration." 

Employee referrals 
Refer the employee early. "Don't wait 

until it's time to terminate the employee 
before taking action," says Tom Matlas, 
a certified alcohol and drug counselor in 
Detroit. Refer the employee to an EAP 
or other outside general counseling 
agency as soon as you discern a continu-
ing drop in performance. 

Matlas cautions against confronting 
anyone with an accusation of being a  

drug addict or alcoholic. "The person 
would become extremely defensive and 
deny that he has a problem," says Matlas. 
"Denial is part of the nature of the ill-
ness with drugs and alcoholism." 

Furthermore, if word gets around that 
you charged someone with being an addict, 
your business may be sued for defamation. 
It's much smarter to advise the suspect 
employee that you are concerned about a 
decline in his job performance. Then ask 
that he contact the EAP to speak with a 
counselor about this issue. Counselors are 
trained to ask questions that will elicit in-
formation about an addiction in a 
non-threatening manner. Because the EAP 
maintains confidentiality, there is no risk 
of a defamation suit. 

"If you stick with performance, you 
are safe," says Bernstein. "But job per-
formance needs to be clearly and 
consistently defined and then clearly and 
consistently implemented." 

If you are not connected to an EAP, re-
fer employees to an outside agency which 
is general in nature. Avoid telling the em-
ployee to see an agency specifically 
devoted to drug or alcohol counseling. 
Again, the idea is to keep from putting the  

employee on the defensive and to avoid 
a defamation lawsuit against you. 

Your local branch of the United Way 
may be a good choice. It is a general agency 
and keeps a list of community organizations 
that provide counseling on a broad range 
of personal problems, including drug and 
alcohol abuse. Once your employee calls 
United Way, he is given the number of an 
appropriate agency. 

Some United Way branches call this 
service "First Call for Help." You may 
also take advantage of a program called 
"United Way at Work," which maintains 
year-round, two-way communication 
with employees. 

Establish policies 
With your attorney, establish policies 

concerning drug abuse. Then communicate 
them to your work force using letters, post-
ers and other appropriate media. 

The National Drugs Don't Work Partner -
ship suggests the following statements: 

"It is a violation of company policy for 
any employee to possess, sell, trade or 
offer for sale illegal drugs or otherwise 
engage in the illegal use of drugs on the 
job." 

ENJOY SUPER PROFITS 
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SUPER CUTTERS TIVI 
by R AYC 0 
"THE STUMP CUTTER PEOPLE" 

4255 LINCOLN WAY EAST WOOSTER, OHIO 44691 

See us at TO EXPO951 	
PHONE TOLL-FREE: (800) 392-2686 NATIONWIDE AND CANADA 
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"It is a violation of company policy for 
anyone to report to work under the in-
fluence of illegal drugs." 

"It is a violation of company policy for 
anyone to use prescription drugs ille-
call 

Consider workplace drug testing. 
While drug testing is the most controver -
sial area relating to drug abuse on the job. 
more companies than ever are testing 
applicants and employees. A recent survey 
by the American Management Association 
of more than 600 companies found that 
4% of respondents engaged in drug test-

ing in 1993, up from 74% a year earlier. 
Random drug testing can be most ef-

fective in keeping the drug abuse 
problem at bay. but it causes concern by 
those who believe it violates civil rights. 
State law varies. Random drug testing is il-
legal in Iowa, and California law makes it 
risky, but it's allowed in Florida and Texas. 

The most common type of drug test-
ing is for prospective employees. 
"Positive rates are high to start with, 
once a company begins such testing," 
says William F. Current, executive direc-
tor for the American Council for Drug 
Education. Washington. D.C. "After a year  

or two, they stay fairly constant at a low 
level. People in the community get the 
word pretty quickly that a company does 
pre-employment drug screening." 

Progressive discipline 
What do you do after discovering that 

an employee is a drug abuser? Better to 
answer the question now than later. 
While the details of your enforcement 
policy should be worked out with your 
attorney, most experts now favor a policy 
of progressive discipline. 

The National Drugs Don't Work Part-
nership suggests that the following 
statement be included in the company 
policy on drugs: "Violations of this 
policy are subject to disciplinary action, 
up to and including termination." 

A progressive discipline policy lets you 
deal with individuals on a case-by-case 
basis. Requiring immediate dismissal of 
anyone who fails a drug test, on the other 
hand, can cause problems down the road 
when your valuable vice president of sales 
is discovered smoking marijuana. Break-
ing your own policy for that individual can 
set you up for a damaging lawsuit later if  

you fire a lower level employee who may 
be of a different ethnic background. 

Taking any action at all is a departure 
from the old school of management. 
which called for managers to pretend no 
problem existed. 

"Traditionally, companies looked the 
other way and hoped the problem would 
disappear," says Matlas. "Some supervi-
sors would transfer the person with a 
glowing report because they wanted the 
person out of their area. None of these 
actions were effective solutions. As 
problems increased, the costs to compa-
nies went up. Or they lost valuable 
employees." 

Companies using progressive disci-
pline can require that a drug or alcohol 
abusing employee consult with the EAP 
or other outside counseling agency on a 
regular basis until the problem is solved. 
In the meantime, employers need to 
make sure that the employee does not harm 
a co-worker or third party. "The employer 
has to have a program in place in which a 
qualified human resource professional 
monitors the employees' rehabilitation." 
says Fellows. It may be advisable to re-
quire a series of random drug tests over a 
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"This works great for my 
customers' needs. I've been 
using VITA TREE &SHRLT 	. 	. 
for 10 years. It's zicril respon- 
sive. Isee results  
almost immediately 
aftcr soil treatment. 

Find out more, Call: 	
See us at TCl EXPO95! 

1-800-645-6464 	 CilItEE 	0 
Chris Cum, L:, 	 ORGANIC PRODUCTS Curry Tret. Servicr, Inc. 
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Forestry Body Builders Since 1944 

Capacity From 12 % to 35 Cubic Yards! 
STANDARD FEATURES: 

60" in Height 

Double Panel Tailgate 

3 Die Formed Corrugations in 
Front & Side Panels 

All Galvanneal Construction 

40% More Welding for Added 
Strength 

Quality Sherwin Williams Acrylic Finish 

High Security Lock Rods on Tool Box Doors 

period of months to ensure that the em-
ployee is not using drugs anymore. 

What if an employee refuses to see the 
professional counselor? The employee may 
need to be terminated. Being brought to the 
brink of termination is just the thing that 
can turn around a person, according to 
Sawvel. Experience shows that job loss is 
more likely than the departure of a spouse 
to make a drug addict or alcoholic take ac-
tion to solve his problem. 

Educate your employees 
"Education is more than just telling 

how drugs can hurt you," says Fellows. 
"It's explaining the root causes of problems 
that lead to the use - and the eventual pos-
sible abuse - of drugs or alcohol." 
Employees are better equipped to resist the 
lure of substances if they understand the 
role of family and workplace stress. 

Take action now. "Employers of all 
sizes are concerned about their bottom 
line," says Current. "When they realize 
drug abuse can affect their profits and 
that productivity is impacted by sub-
stance abuse, they realize they need to 
address the problem. 

TAKE ADVANTAGE OF NO REGULAR 
PAYMENTS FOR 90 DAYS WITH OMNI LEASING, 

American Safety Get The Arborist 
Equipment You Need 
For The Lowest 
Investment Today! 

• You get the equipment 
you need now, with no 
payments for the first 
three months. 

• You get the latest and 
best equipment to do 
the job faster, better and 
less expensive than your 
competition. 

Simply apply today for our... 

PROGRAM 

• You can obtain the equip- 

and easy paperwork. 
with small down payments 
ment your company needs 

1 - 800 -945 - OMNI. 
credit line today. 

Give me a call to 
set up your 

• And Remember, 	 OMN I Leasing Saves Capital! 

See us at TCI EXPO95' 

Circle 35 on the Reader Service Card 
Our vests feature: 
3600  Reflectivity with 1 112 Lime Green 
Reflexite Striping for high visibility in any 
lighting or weather condition, adjustable 10' 
or 14" reflective belt side closures and an 
adjustable velcro front closure for proper 
sizi ng and fit. Your choice of two back styles, 
chevrons (shown above) or two vertical re-
flective stripes. Cat. No. A-5676234110 
(chevrons); A-5676234109 (vertical 
stripes) 

"HI-VIS" Safety Flag 

Chassis Available.. . And More! 
OPTIONS: 

Removable Aluminum Roof • Dump-Thru Lift Gate 
Customized Heights • Extra Tool Boxes 

45 0 

~ C I *\, q Si,ODORF ARMORIST 

885 Harmon Avenue, Columbus, OH 43223 

Call Tom Siefert at: 1-8002880992 

Safety Flag size 18" X 18', with two 2' 
wide reflective stripes and a 24" wood 
handle. Cat. No. DPFW824 

AMERICAN SAFETY UTILITY CORP. 
RO. Box 1740, Shelby NC, 28151 

Serving the Nations Utilities and Arborists 
with a complete line of safety products. 

1-800-438-6013 
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WOULDN'T A COUPLE MORE 
HOURS A DAY BE NICE? 

If you're an owner or manager of a 
tree care business, you're probably 
spending too much time wrestling 
with nagging, unprofitable issues like: 

• Workers Comp and OSHA Regs 
• Employee Training and Records 
• Financial Statements and Job 

Costing 
• Benefits and Human Re- 

sources zj, 
Unless you're a member of 
the National Arborist 
Association. "Hour" 
members take advan-
tage of a wide variety 
of products and serv-
ices that save them 
time - time they can 
spend doing what they 
do best: Succeeding! 

TIME 
COMPRESSION 

If this decade is known for anything 
among business owners, it's TIME 
COMPRESSION. You're experienc-
ing it, coping with it... and we have 
the relief: Membership in the Na-
tional Arhorist Association. 

We've already done so much work for 
you! NAA Members have complete 
access to: 

Simplified regulatory Compliance 
Information 
Industry-developed Management 

Guidelines 
0. Ready-to-use Training Programs 

Advertising and Public 
Relations materials 

\ Group Rates on Insurance 
\Pl. A Network of Peers for 

T°' 
A Toll-Free Hotline for 

business and 
technical questions. 

T 	
Plus, a recent 

independent survey of 
NAA members revealed 

that 91 % were satisfied, 
/ very satisfied or 

/ DELIGHTED with their 
/ NAA experience. So, isn't it 

time you found the easier way of 
succeeding? 

New members pay only $150 
from now until December 

1996. That's the equivalent of 
$9.38 per month! An 
unbeatable value! 

The National Arborist 
Association 

TOLL-FREE: 
1-800-733-2622 

Leading commercial 
arboriculture into the 	See us at 

21st Century. 	TO EXPO 
95! 

P.O. Box 1094 Amherst, NH 03031 
FAX: 603-672-2613; E-Mail: 76142.463@compuserv.com  
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The finished product: an attractive chip box. 

The roll-off feature makes the truck more versatile and easy to unload. 

ARBORIST INNOVATIONS 
By Ron Despres 

DomitmYourself Cover 

You can make your own inexpensive 
removable cover for a chip box. 

After the Town of Wellesley DPW 
purchased a new truck with a loader for 
chan ging bodies easily, by itself a very 
valuable innovation, we acquired a roll-
off type container with the idea of using 
it as a chip truck as well. We considered 
several options for buying or building a 
removable top to contain the chips both 
were either expensive or cheap looking. 

It was during a Sunday afternoon ride 
to Cape Cod when I happened to spot a 
school bus on the side of the road and I 
found the solution. The next day, 1 
grabbed my tape measure, went to the 
nearby junk yard and purchased the roof 
from a junked school bus for $100. 

While the skeptics were busy laughing 
at us, we set out to make some minor modi-
fications with some angle iron and a length 
of pipe. Painting was next. The end result 
was an attractive, easy to attach and re-
move chip box lid. The versatility we  

funky, it does remind me of the late Al 
Gates, who owned Valley Tree Service in 
Groveland, Massachusetts. He was one of 
the most innovative arborists I've known. 
He inspired me to try new ideas. TCI 

Ron Despres. a Massachusetts certi-

fied arborist, is the arborist for the Town 
of Wellesley, Massachusetts. 

Share your innovation with TO and 
we will pciv you $100. Submissions become 
the property' of TCI and (ire subject to edit -
ing for grammar, style and length. Color 
or black-and-white photos are welcome. 
Entries must include the name of a coin-
panv and a contact person or they it'll/ not 

be (OilSidel'('(l for pllhliC(ltiOii. 

have with this setup is like having an ex-
tra truck. It also makes me wonder what 
else could be done with a used bus roof. 

Although the idea may seem a little 
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September 14-15 
MFPA Summer Conference 
Southfield, Michigan 
Contact: Anne Ashby, 517-482-5530 

September 27-29 
ISA Pacific NW Conf. & Trade Show 
Welches, Oregon 
Contact: Rose George, 206-784-1945 

RAPCO - 
CARBIDE I 
CHAIN...J 
WITH RAPCO 

CARBIDE CHAIN 
YOU CAN CUT 

20 to 25 CORDS 
WITHOUT 

RE-SHARPENING! 

like 
a 

Diamond 
WORLD'S FINEST! 

RAPCO INDUSTRIES INC. 
SALES BY: RAPCO MARKETING INC. 

P.O. BOX 5219 
VANCOUVER, WA 98668-5219 

PHONE: 1-800-959-6130 FAX: 503-255-4807 
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September 13 
Annual Field Day 
Hampton Roads Ag. Research & Ext. Ctr 
Virginia Beach, Virginia 
Contact: Bonnie Appleton, 804-363-3906 

September 13-15 
7th National Urban Forestry Conference: 
Inside Urban Ecosystems 
New York, New York 
Contact: Michael Barratt. 202-667-3300 

September 19 
Perspectives on the Landscape Trees 
Cold Spring Harbor Laboratory 
Long Island, New York 
Contact: Susan Cooper. 516-367-8455 

September 21-22 
Designing Gardens for Health & Healing 
Cleveland Botanic Garden 
Cleveland, Ohio 
Contact: Joan DeLauro. 216-721-1600 

October 2-4 
ISA Mid-Atlantic Chapt. Annual Meeting 
Williamsburg, Virginia 
Contact: Marc Teffeau. 410-479-5757 

November 16 - 18 
TCI EXPO '95 
Indiana Convention Center/RCA Dome 
Indianapolis, Indiana 
Contact: 800-733-2622 

YOUR BUSINESS 
RIDES ON DUECO 

HI-Ranger 5FI-52PBRI. Cab guard, chlpbox 
mounted to a 1986 GMC VS gas engine. 5/2 
manual OcaL 

Aerial lift ALSO. StY to bottom of the bucket. 
Steel cab guard, chlpbox, 1989 Ford F`700 diesel 
170, automatic ft nnon. This unit is in vet 
nice shapel  

Many other models available. 

Buy - Rent - Sell - Trade 
Financing Options Available 

I UTILITY' I 

1-800-50-DUECO (38326) 

Waukesha, Wisconsin 
Circle 51 on the Reader Service Card 
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COUNCIL CORNER 

Council of Tree and Landscape Appraisers Moves Main Office 

The Council of Tree and Landscape 
Appraisers (CTLA) has moved its ad-
ministrative home from the American 
Association of Nurserymen's headquar-
ters in Washington, D.C., to the offices 
of the American Society of Consulting 
Arborists (ASCA) near Denver, Colorado. 

Circle 44 on the Reader Service Card 
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CTLA' s new address is 5 130 West 101st 
Circle, Westminster, CO 80030-2314. 
Phone: 303-466-7657; FAX: 303-620-
63 65. 

John Duke, executive director of 
ASCA, will handle the administrative 
details for CTLA. 

The Council was created in 1975, 
bringing together five "green industry" 
organizations to establish industry-wide 
procedures for determining the monetary 
value of plants. The organizations and 
their representatives are: American As-
sociation of Nurserymen, Dick Gooding, 
Sherrodsville, Ohio; Associated Land-
scape Contractors of America, Lewis 
Bloch, Washington, D.C.; American So-
ciety of Consulting Arborists, James 
Ingram, Osterville, Massachusetts; Inter-
national Society of Arboriculture, 
Richard Harris, Davis, California, CTLA 
chair; National Arborist Association, 

Gary Mullane, Hilton Head Island, South 
Carolina. 

CTLA will continue to meet in Wash-
ington, D.C. The executive directors of 
the sponsoring organizations will meet 
with the Council at least once a year. The 
International Society of Arboriculture 
will publish CTLA publications and dis-
tribute them to each of the organizations 
and to individuals. 

CTLA plans to provide each organi-
zation with Council Comments on a 
regular basis about current appraisal in-
formation for inclusion in their 
newsletters; to re-establish and maintain 
a list of plant appraisers to assist indi-
viduals requesting help; to create and 
update publications concerning plant 
appraisals; and to advise industry and 
regional organizations on developing 
regional information needed for plant 
appraisal. 



CUTTING EDGE 
Tree Organization News 

NAA Sets Agenda For Management Conference 
-' 
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The San Diego Hilton Beach and Tennis Resort will be the site of NAA's Winter Manac ement Conference, February 13-18. 

	

The National Arborist Association, the 
	

13-18. The agenda for the conference 
	

E-Myth and president of Gerber Business 

	

industry trade group for tree care busi- 	revolves around the central theme "Meet- 
	

Development, will be this year's keynote 

	

nesses, recently announced the agenda 
	

ing Manpower Needs of the Future." 
	

speaker. 

	

for its Winter Management Conference, 	The conference will offer participants 	Registration and information packages 

	

formerly called Annual Meeting. The 	a mix of seminars and workshops on re- 	will be available soon. For further infor- 

	

1996 Winter Management Conference 
	

lated topics as well as opportunities for 	mation, contact the National Arborist 

	

will be held at the San Diego Hilton 	networking with peers and guest speak- 	Association. P.O. Box 1094. Amherst, 

	

Beach and Tennis Resort from February 	ers. Michael Gerber. author of the 	NH 0303. Phone: 800-733-2622. 

Ilk  

So ya say ya split a 
lotta firewood Pilgrim! 

Well if ya don't uza 
Super Split, ya betta 

, see us lat-1, 
find yaseif anotha 	TCIEXPO 

line a work! 	
19511 

GFX CORPORATION 
200 Recreation Park Drive 
Hingham, MA 02043-4220 

(617) 740-0350 Fax (617) 740-0355 

GFXC 
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CUTTING EDGE 
New Products & Services 

1kr:F PRO ISO 

Hodges Mfg. Co. offers its patented hydraulic 
stump router with a 25-hp Kohler command 
engine. Its design features wheels that extend 
hydraulically to 52' for safe operation and tow -
ing: they move in to 34" for going through 
narrow gates. It takes stumps out from 35" 
above ground to 16" below ground, is self-pro-
pelled, both wheels drive and it operates hooked 
or unhooked from the tow vehicle (no trailer 
needed). This unit will not turn over and now 
comes with a jack to make it easier to hook 
and unhook. Hodges Mfg. Co.. Inc.. Rt.4, 
Box 328B. Mountain Home, AR 72653. 
Phone: 800-525-6312. 
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Moon's fertilizing tool (patent pendin(y) pro-
vides a fast, simple and economical means of 
introducing granular materials into the root 
zone of trees and shrubs. The unit weighs 15 
pound and is constructed of heavy steel. The 
hopper holds eight pounds and is constructed 
of plastic and galvanized steel. The tool has one 
moving part. It delivers 1/4 pound of dry ma-
terial into a 12-inch-deep, cone-shaped hole. It 
is ideal to use on golf courses and to maintain 
ornamental plantings. Land Products Company. 
P.O. Box 5274. Springfield. MA 01101-5274. 
Phone: 413-739-4455. 
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Miller machine introduces the model PRO 1-` , ()  
stump grinding attachment for tractors up to 150 
horsepower. Using a powerful tractor as both 
power source and tool carrier, the attachment 
works well for the arborist and lot/land clearing 
operator as well as municipalities, orchards and 
any stump removing enterprise. A large unit 
with 30' diameter, 1 1/2" thick wheel. 40 teeth 
and heavy-duty construction throughout. it is able 
to grind large volumes of stumps quickly and in-
expensively using existing equipment. The PRO 
150 is also an economical and practical alterna-
tive to bulldozing. burning and taking stumps to 
the landfill. Miller Machine. P.O. Box 11. 
lIo\\ nhuro. l\ 46 1 12. Phone: -n56-1 574. 
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(201)227-0359 

S 	 C I ATE S 
23 "I" Commerce Rd. 
Fairfield, N.J. 07006 See us at TCl EXPO95! 
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What is co mm on sense i 10 
the 1a\\OSH:  Sta

c* inployers must providenLhird 
	 lte h lt  

documented 
  

training to my tree care employee working within 1 0 feet of an cnerii:ed electrical conductor. And that is just the first of several 
regulations with which you may have to comply. ANSI Z1 33.1-1994 dictates very specific training and operations regulations. 
Plus, there ' s a new OSHA standard, 1910.269 which rakes effect January 31, 1995. It makes sense - both business sense and 
common sense - to meet thec relmiircments.  But lu w 

NAA Training Makes Senses done MLICII of the work for you' Our 
Electrical 1 Lizards .A\varencss Proiram oftC r yoU .1 simple. economical md pricrical way to give your employees the training 

they need. This program enables you to comply with OSHA 1910.331 and ANSI Z133.1 -1994, and starts you on your way to 
compliance with OSHA 1910.269. 
Like all NAA Training Materials, Electrical Hazards Awareness is easy to use and easy to apply. The program is self paced, to 
put your employees in control of meeting their own goals, and presented by you, to keep you in control of your business. 
For iiik in. ,  information about EHAP, or any NAA program, or to order, call our toll-free hotline, or send/fax the coupon below. 

	

(

National Arliorist Association 	1-800-733-2622 r, 	P.O. Box 1094. Amherst. NH 03031 -1 094 	
See us at TC EXPO95' Fax: (603) 672-2613  

'DYES I'm ready to provide my personnel wh training in Electrical Hazards ANvareness.  

0 	interested in the EHAP program. Please send additional information. 

Send Me EHAP Programs for 	enrollees, at $ 	 each*. Enclosed is $  
I Bill my Mastercard Visa Number: Exp. Date: 
Contact/Credit Card Holder Name:  
Company Name: 

I Address: 	Phone:  
City: 	State: 	Zip: 

Please send me membership information. 	 Please mail with payment or fax with credit card information to: 
I 	 The National Arborist Association I 
I 	 P.O. 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. Please add $5.50 shipping and handling. 
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ARBORISTS WANTED 
The Davey Tree Expert Company - 
a green industry leader since 1880 - 
is currently hiring arborists. 

Davey offers: 
• Competitive pay and benefits 
• Employee ownership 
• Advancement opportunities 
• Training and development programs 
• Locations coast to coast 

	

 QSee us at 	 Fax or send resume to: 

	

Cl EXPO 	Personnel Department,TCI 

O. Box 5193, Kent, OH 44240-5193 
'95' 	The Davey Tree Expert Company _____®  

Equal Opportunity Employer 	 Fax: (216) 673-9843 
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CLASSIFIED 

HELP WANTED 

Attn. professional tree persons: Tired of the 
cold? Palm Beach County's tree health pro-
fessionals are looking for motivated, 
knowledgeable people. If you are thinking of 
moving to SE Florida, give us a call. CDL a 
plus. Drug-free workplace. 407-968-1045. 

%*V  MA  4VAVAAVAAVAAVAAVAW 

ArborGoldTM  Software 

and it's friendly— 

Portable— 

Hand-Held Tool! 

i  
Translates handwriting to 

print instantly! 

Down loads to PC! 
Runs in MS Windows! 

See us at TCl EXPO'95! 

Take ACTION today.' 
Tree Management Systems 

1-800-933-1955 
See us at TCI EXPO95! 

tAAAAAAA 
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The Care of Trees is a full service tree care 
firm with offices throughout the metropolitan 
areas of Chicago, New York City and Wash-
ington, D.C. We are one of the most progressive, 
well-equipped companies in this industry and 
offer excellent benefits. Our ever expansive 
mode seems to constantly require personnel 
to fit into new positions which include produc-
tion, plant health care and sales. We consider 
safety, quality, productivity and communication 
to be important attributes of proper tree care. If 
you believe the same, please send your resume 
to Kathy Hendncksen, do The Care of Trees, 
2371 S. Foster Ave., Wheeling, IL 60090. 
Phone: 708-394-4220. 

Arboristisalespeople - Established, aggres-
sive and fast growing full service tree care 
company in northern Virginia looking for 
highly motivated individuals to expand our 
current client base. Top pay and benefits to 
qualified individuals. Send resume to Fairfax 
Tree Service, P.O. Box 1365, Fairfax, VA 
22030 or FAX: 703-591-2241. 

Technical representative: Growth Products, 
Ltd., manufactures and markets a professional 
line of liquid fertilizers, micronutrients and natu-
ral organics to professionals in the green 
industry. We are looking for individuals with 
experience in golf course, lawn care, tree care 
or related industries and interested in selling 
through quality, education and technical knowl-
edge. Target locations include NY, TX, and CA. 
Send resume to Growth Products, Ltd., P.O. 
Box 1259, White Plains, NY 10602. 

TREE CARE INDUSTRY - SEPTEMBER 1995 

Supervisor position. We are an established 
tree company located in Hawaii seeking a su-
pervisor to be in charge of operations which 
includes, but is not limited to: planning jobs, 
scheduling jobs, supervising approximately 
5 crews and estimating. You must be a cer-
tified arborist with a CDL drivers license. You 
must have a minimum of 5 years climbing 
(which includes pruning, shaping, rigging, 
take-downs and removals and 5 years utility 
line clearance which includes knowing how 
to operate an aerial bucket truck. A knowl-
edge of cranes would be helpful. Pay is based 
on experience. Benefits include paid medi-
cal and dental insurance, paid federal 
holidays, vacation pay, 401(k) pension plan 
and a profit sharing plan. Send resume with 
salary history and employment references to 
Jacunskis Complete Tree Service, Inc., P.O. 
Box 4513, Hilo, Hawaii 96720. 

SavATree is celebrating 10 years of ser-
vice excellence consistently delivered by our 
dedicated staff. Our success and expansion 
have opened up additional opportunities for: 
Plant health care specialists in our NY, NJ, 
CT and MA locations; 
Sales positions in central NJ; 
Operations manager in central NJ; 
Branch managers and/or sales representa-
tives in Long Island, NY. 
If you have a degree or related experience 
in arboriculture and a desire to be a part of 
an outstanding team that continues to define 
state-of-the-art tree care, please send or fax 
your resume to SavATree, 360 Adams 
Street, Bedford Hills, NY 10507 or FAX: 914-
666-5843, attn: Human Resources. EOE 



TREE   CLIMBING 
IS FOR TRAINED 
PROFESSIONALS 
If you can't get to it safely you can't prune it or otherwise work in a tree. NAA's 
video orientation to ROPES, KNOTS & TREE CUMBING provides: 

• Essential information on the ropes, snaps, carabiners and saddles used. 
• Basic instruction in the knots required for tree climbing. 
• Various climbing techniques used for ascending into and working in trees. 

All of the appropriate elements of the ANSI Zi 33-1994 are included. 

NAA's video training programs make actual on the job training much easier. After 
viewing an NAA video, a trainee can go into the field with basic background 
information. Repetitive viewing of NAA's video training program reinforces the 
training provided in actual work situations. 

Attendance sheets provided with this program allow an employer to easily doc-
ument employee training which meets OSHA requirements. Tests are also pro-
vided to measure employee comprehension. 

TO ORDER ROPES, KNOTS & TREE CLIMBING 
simply photocopy this coupon and fill in the requested information or call the 
National Arborist Association Hotline at 1-800-733-2622 * 

%AA 	_@p!sz  ea- 	—— 
 Please :I. 

 .handling.  

_ 	_€1iiz*,- 

Company  Name 

%ame of Individual Ordering : 

Title: 	 Phone 

city : 	 State 	 Zip 

_fl,1(_ - MasterCard El Visa Card Number:

Signature 	
—i 

The National Arborist Association 
PO Box 1094, Amherst, NH 03031-1094 
Phone 1-800-733-2622 Fax (603) 672-2613 

(a 
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Experienced tree care professionals. Fast 
growing, quality-oriented company in the Chi-
cago North Shore looking for top-notch foremen 
to manage crews, equipment and shop. Ideal 
candidates will have a minimum of 3 years ex-
perience, CDL and strong desire 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. 

Tree climbers needed to install microwave 
antennas in trees for wireless cable indus-
try. One year experience. Pensacola. Phone: 
504-926-7778. Ask for Bill. 

I1 

1I 
*Up to 20' reach 

' 	

•io" cutting capacity 

,4 
 

*LIGHTWEIGHT! only 

j' 	7 lbs per 10' unit 
*Working pressure is 

• 40-60 psi @ 14-15 Cfm 

U`  : ' *Virtually noiseless 
-Fiberglass extension pole 

•Completely non-conductive 

EIM INDUSTF 

:911 
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Operations/sales manager - Growing veg-
etation mgmt. co . looking for exp. mgrs. for 
our ROW spraying divisions in the NE and 
Midwest U.S. Must be able to make deci-
sions, be creative, self-motivated & have 
strong organizational skills. Exc. starting sal-
ary & co. pd. ben. If you have vegetation 
mgmt. operations/sales exp. or a degree in 
horticulture/arboriculture/urban forestry or a 
related field, send resume to DeAngelo 
Brothers, Inc., Attn: Paul D. DeAngelo, 100 
N. Conahan Drive, Hazleton, PA 18201. 
Phone: 800-360-9333. EOE/AAP M-F 

Sales/professional arborist -22 reasons to 
make a career at Hartney/Greymont: Job sta-
bility. Growth potential. Competitive salary. 
Excellent benefits. Year-round employment. 
Growing company. Quality reputation. Tuition 
reimbursement. Learning experiences. Team 
spirit. Employee stock ownership. Nationally 
recognized company. Up-to-date equipment. 
Safety focused. Rewarding client relation-
ships. Award-winning service. Ideal facility. 
Participation in decision-making. Skill en-
hancement incentives. Knowledgeable peers 
and mentors. Value-driven organization. 
Drug-free workplace. For more information, 
contact Mark Tobin, Hartney/Greymont, 433 
Chestnut Street, Needham, MA 02192. 
Phone: 617-444-1227. 

Job seekers/employers - Job listings pub-
lication with new openings in arboriculture 
and nine allied fields. Published 2x mon. 
$22.95 for 6-issue subscription. (Ask about 
our free situation wanted ad offer.) Employ-
ers $14.95 to post your openings. Ferrell's 
"Jobs in Horticulture," 558 South Hanover 
Street, Suite 2, Carlisle, PA 17013. Phone: 
800-428-2474; FAX: 800-884-5198. 

A growing Texas tree care firm is seeking pro-
fessional sales persons and operations 
manager to help us grow. Excellent pay and 
benefits. Send or fax complete resume. Rt 2, 
Box 409, Boyd, TX 76023; FAX: 817-834-0852. 

Relocate to Hawaii and work year-round. 
We are an established tree company seek-
ing an arborist. Must have climbing 
experience that includes pruning, shaping, rig-
ging, take-downs and removals. Must also have 
experience in aerial bucket utility line clearance. 
Pay is based on experience. Benefits include 
paid medical, dental, federal holidays, vacation, 
401(k) and profit sharing. Send resume with 
salary history and employment references to 
Jacunskis complete Tree Service, Inc., P.O. Box 
4513, Hilo, Hawaii 96720. 

Urban forester. Salary range: $3107-$3965/ 
month. The City of Vancouver, Washington, 
has a current opening for an urban forester. 
This position will develop, implement and 
maintain the city's urban forestry program: 
develop and implement community educa-
tion programs; assist in the coordination of 
public policies affected by urban forestry; and 
may supervise support staff on urban forestry 
projects. For further information or an applica-
tion packet for this position, please call the City 
of Vancouver, Human Resources Department 
at 360-696-8142. Position closes Sept. 25. 

Searching for the right employee? Time 
for a new position? Florapersonnel is in its 
second decade serving the key employment 
needs of the tree care industry, all aspects 
of ornamental horticulture and allied trades. 
Confidential. Florapersonnel, Inc., 2180 W. 
State Rd. 434, Suite 6152, Longwood, FL 
32779-5013. Phone: 407-682-5151; FAX: 
407-682-2318. 

CARBIDE TIPPED 
STUMP CUTTERS 	Q) 

HODGES STUMP NEW SMART 

I 	I 	CUTTER 	POCKETS W 
QL 

L.H. ST. R.H. STUMP CLAW TEETH STUMP ECUTTER 	 cu 

	

#750122 	 / 
STUMP CLAW > 

I I 
 

P OCKETS V00  
B-11-C 	 LONG BOLTS 	 0 

	

2i" 	 > 
 A4 0 

R.H. ST. L.H. 	- 
REGULAR (STD.) 	 SHORT BOLTS 	 ROUND Ln B-i-C 	1/4" 	 REVERSIBLE 
' 	 POCKETS 

	

Buy from the Original Manufacturer 	 -o 

z a9order City Tool & Manufacturing Co. 
23325 Blackstone Warren, Ml 48089-2675 	 - co 

810/758-5574 800/421-5985 fax 810/ 758-7829 
w 

Now Manufacturing_and Distributing "STUMP CLAW TEETH" -- 
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FOR SALE 
ArborWare is the industrial strength busi-
ness software that lets you control virtually 
an unlimited number of customer transac-
tions, estimates & proposals, invoices, AIR, 
statements, NP, IPM, work tickets, routing, 
appointment scheduling & call-backs, inven-
tories and more. Includes tree/shrub, 
chemical, disease & pest libraries. Mouse 
support, LookUp & Help Windows. You de-
mand quality, performance, safety and 
reliability in your field equipment. So why 
settle for less in your office automation sys-
tem? Step up to increased productivity with 
ArborWare today. Call 1-800-49-ARBOR. 
See us at TCI EXPO '95, Booth #124. 

1988 L-8000 Ford tandem w/240 hp Ford 
diesel, 16 front, 44 rears, set back front axle. 
Allison automatic trans., mounted w/Big John 
AA90 tree spade in excellent condition. Best 
offer. Phone: 407-968-1045. 

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. 

Vermeer 206 self-propelled stumper, $3500; 
1987 Ford 370 V8 48-ft Hi-Ranger (53-ft work-
ing height) tool boxes, cab guard, excellent 
condition, $26,000. Phone: 519-945-4385 days; 
519-969-5451 after 6 p.m. 

Bucket trucks. Hi-Ranger, 65, 57', 50. 
Skyworkers with chip boxes. Asplundh 
bucket trucks with chip boxes. Asplundh 
brush chippers. Bean 55-gal sprayers. Pete 
Mainka Enterprises, 633 Cecilia Drive, 
Pewaukee, WI 53072. Phone: 800-597-8283. 

Windows software designed for arborists. 
Comprehensive, supported for over 10 years. 
Call or write for free demo. 610-689-4722, 
Quad Tech, Inc., P.O. Box 643,191 S. Keim 
St., Pottstown, PA 19464. 

Stump cutting for $3 or less an hour. The 
Alpine Magnum weighing just 88 lbs. can go 
anywhere. It's a great root pruning tool. Built 
to outlast others. Dealers wanted. Alpine Ma-
chine, Olympia, WA. Phone: 360-357-5116. 

Big John 80-inch tree spade on Ford LTS 
tandem. 230 Cummins, 7-speed Fuller, 70% 
rubber, $9000 in major repairs just com-
pleted, current DOT inspection, $35,000. Unit 
is ready to work and make you money. 
Phone: 203-429-9972. 

Used equipment. (1) Morbark Model 20/20 
EZ chipper w/Ford 6-cylinder gas engine; (1) 
Morbark Model 2036 w/Cummins 4BTA3.9, 
116-hp diesel engine; (1) 1989 Morbark 
Model 16w/Cat 250-hp diesel engine; (5)12" 
Chipmore drums w/6cylinder Ford gas en-
gines; (1) 1994 Salsco (6" diameter) chipper 
w/20-hp gas engine; (1) 1992 Mighty Bandit 
II w/23-hp Kohler gas engine; (1)1986 Model 
86 wiWisconsin 37-hp gas engine; (1) 1992 
Model 90 Brush Bandit wiWisconsin 37-hp 
gas engine; (1)1989 Model 200+ Brush Ban-
dit w/Ford 4.23 gas engine; (1) 1989 Model 
1400 Tree Bandit whole tree chipper w/250-
hp Cummins diesel engine; (1) 1992 Model 
1400 Tree Bandit whole tree chipper w/200-
hp Cummins diesel engine; (1) 1993 Model 
1700 Tree Bandit whole tree chipper w/250-
hp Cummins diesel engine; (1) 1994 Model 
1900 Tree Bandit whole tree chipper w/450-
hp Cummins diesel engine. For further 
information, please contact Bandit Industries, 
Inc., 6750 Millbrook Road, Remus, Ml 49340. 
Phone: 517-561-2270; FAX: 517-561-2273. 

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

ALIBI 
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Front wheels 
turn in allowing 
the KAN-DU to 

go through a 
30' gate. 

Compact enough to get into tight spaces, 
big enough to take on any size stump 

You KAN-DU large or uprooted stumps 
• Designed by tree men for tree men. 
• Self propelled - Fast walk travel speed. 
• Except for cutting wheel, all work done with hydraulics - including steering. 
• Cuts over 30" above ground & 24" below ground. 
• Excellent stability for going over curbs, steps, & sidehills. 	 See us at 

• Powerful 24 H.P. engine. 95'  
• Will out perform all grinders on the market today in all around grinding. 

Don't say you can't, say you KAN-DU! 
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POWERFUL 
S 

PROVEN 
50 S 

('

'J PATENTED 

- 	
t4. PERFORMERS 

with the lowest 
cost per delivered 

PRO 150 - 90 to 150 HP 	HP on the market 

I 
MSOE/M75E - 30 to 90 HP 

Frankfort 	MILLERJ 	Phone 
IN D. 	 ____________ 	317-659-1524 
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ARBORIST/SALES REPRESENTATIVE 
BARTLETT TREE EXPERTS is seeking 
career minded individuals to join America's 
leader in scientific tree care. We currently 
have SALES REPRESENTATIVE openings 
in DE, MD, DC, PA, VA, NC, GA, MA, NH, 
VT & CT. 

We offer 

On-going training by scientists of the 
Bartlett Tree Research Laboratories 

* Superior compensation package, Including: 
Medical Benefits, Company Car, etc. 

If you have tree care sales experience or have an 
aptitude for sales, combined with a degree in 
ornamental horticulture I arboriculture I urban 
forestry, or a related field, please send or fax a 
detailed resume to: 

Alan H. Jones 
1185 Five Springs Road 
Charlottesville, VA 22902 

BARtlETT Fax: (804) 971-1331 
. (For DE, MD, DC, PA, VA, 

NC & GA) 
or  

Jim Ingram 
P.O. Box 177 
Osterville, MA 02655 
Fax: (508) 428-2398 
(For MA, NH, VT & CT) 

See us at TCI EXPO95! 
BARTLETT TREE EXPERTS 

Caring for America's Trees Since 1907 
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Chiorosis tree medicine. Oaks and most 
deciduous trees. 10-minute application. Full 
color change in 19 days. $29/qt postpaid. 
Treats 16 trees. Pin Oak Specialist, 7310 
North 39th Terrace, Omaha, NE 68112. 
Phone: 402-455-9384. 

For sale: Two (2) 1994 Ford 7740 tractors 
(86-hp) with attached Brown tree cutters. 
Tractors are modified for heavy brush cut-
ting in utility right-of-way. Each tractor has 
custom fabricated belly pan and caging sys-
tem, 4-wheel drive and foam-filled tires. Low 
hours. Contact John Francis, Energy Clear-
ance Corp. Phone: 313-491-8411. 

1968 Chevy C50 Asplundh chipper truck, 
with gang boxes and crew cab, new engine, 
clutch, and rear, $2900; 1965 Ford spray 
truck with Friend pump, 500 gallons, good 
condition, deep-root feeding, $2900; 1992 
Vermeer Model 206 stump grinder, walk-
behind, excellent condition, 500 hours, 
$3500. Call 908-658-5997. 

Circle 47 on the Reader Ser ice Card 

Hardware and software, by an arborist for 
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. 

1981 Chev. w/48-ft Hi-Ranger, 52-ft working 
height, good condition. Ready to work, 
$19,000. Tree Specialists, Inc., Brighton, CO 
Phone: 303-659-6427. 

Video program offers information on ropes, 
knots and tree climbing to make on-the-job 
training easier. Call 800-733-2622 for more 
information. 

Used equipment list - Stump cutters: (1) 
1989 Rayco hydro-stumper, call for quote; (1) 
1990 Hodges SP, 18-hp, $2500; (1) 1994 
Rayco R20HD - 20-hp (low hours). Brush 
chippers: (1) 1979 Model 18 Morbark, new 
engine/5th wheel hitch, call for quote; (1) 
1994 Model 200+ Brush Bandit, 4-cylinder 
diesel, 100-hp, 12' capacity, rental unit, call 
for quote; (1) 1994 Model 250 Brush Bandit 
4-cylinder diesel, 116-hp, 12" capacity, demo 
unit; (3)16" Asplundh chippers, 2 with V8s & 
1 with 6-cylinder, maintenance records avail-
able; (1) Mighty Bandit, 6" capacity, 20-hp 
Onan gas engine; (1) 1985 Vermeer 630A; (1) 
1979 Vermeer 1560; (1) 1980 Asplundh Whis-
per Chipper (12"); (1) 1990 Brush Bandit Model 
90; (1) 1994 Ryan aerator; several new Brush 
Bandit chippers & Rayco stump cutters; 1987 
Model 100 Brush Bandit, 64 hp, gas, 12' ca-
pacity. Several used bucket trucks. Call Ron or 
Joel, 708-398-0620. Aerial Equipment. 

1989 Ford F-350 4x4, 10' chip truck with tool 
boxes, plow and winch, 35,000 miles. 
$20,000 or will remove plow and winch. 
Phone: 410-521-3266. 

See us at TCl EXPO95! 
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Plenty of used chippers & stumpers. We 
have (5) used Morbark E-Z Beever Model 17 
chippers - all fully reconditioned, painted & 
ready to chip. Also, (9) used disc chippers - 
gas & diesel - Morbark, Vermeer & Bandit, 
(2) used Asplundh drum chippers & (4) used 
stump grinders - Vermeer, Rayco & CEI Mini 
Chief. Alexander Equipment Co., 1054 N. 
DuPage Ave., Lombard, IL 60148. Phone: 
708-268-0100. 

1993 Ford Superduty 7.3 diesel, 31,000 
miles, 10 all steel platform dump body with 
Fassi knuckleboom, 30 reach, 2 underbody 
tool boxes and tarp. A-i condition, $29,500; 
1994 Vermeer 672 stump grinder, 68 hp die-
sel, 60 hours. A-i condition, $16,000; 1987 
Minichief stump grinder, 220 hours, 35' wide, 
32 hp diesel, self-propelled, 4WD, turf tires, 
runs good. Comes with trailer, $4900; 1991 
Morbark 290 wood chipper, 12" capacity, new 
paint, new Cummins power unit, 2-year war-
ranty, 70 hours, $15,000. Call 207-990-2110. 

Diesel power units for brush chippers, used, 
good runners, $1900; John Deere 540 log 
skidder with 50-ft working height. Aerial Lift 
of CT bucket, excellent condition, $27,000. 
Best offer. Phone: 800-858-0437. 

Vermeer TS-84 tree spade with 1978 
Peterbilt truck, good condition, $27,500. Call 
317-894-9120. 

Complete truck packages for sale or rent at 
highly competitive prices, ready for quick deliv-
ery. Chip trucks and bucket trucks featuring 
galvanneal steel bodies on Ford diesel chas-
sis-cabs. M.l.R.K., Inc. Phone: 216-669-2000. 

1992 Morbark Model RSI 1100 tub grinder, 
CAT Model 3408TA, 525-hp diesel, combi-
nation air condition/hearter; Model 250 
hydraulic knuckleboom loader, stationary 
operator's cab & console; belt conveyor. 
28"x26' long with cleated belt, hydraulic drive, 
steel support legs and hydraulic fold-down 
mechanism for conveyor transport; magne-
tized end pulley for discharge conveyor, 
heavy-duty screen, 21/2" new type hammers, 
1010 hours. Price, $145,000. Contact Allenby 
Tree & Landscape Service, Inc., 996 East 
Falmouth Highway, East Falmouth, MA 02536. 
Phone: 508-548-2662 or 800-439-2662. 

SERVICES 
Keep your knives sharp. Dull chipper knives 
cost money in fuel, wear and tear. We at 
Sharp All Services can solve your dull knife 
problems promptly and professionally. Rates: 
45 cents/inch and under. UPS Service. For 
more information, call 914-373-9903. Ask for 
Ken. Sharp All Services, Prospect Ave., 
Amenia, NY 12501. 

FOR RENT 
Save 20 years growing time. Ninety-inch 
Big John tree spade for rent with experienced 
operator anyplace 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 
Foresters for details, 203-429-9972. 

COURSES 
University of Florida, independent study by 
correspondence, offers courses in Forestry 
and Management, covering Urban and Com-
munity, Forest and Wildland, Principles of 
Supervision, Job Productivity, plus more. Call 
now for free brochure: 904-392-1711, ext. 200. 

REPS. WANTED 
Reputable rep. agencies are sought by 
manufacturer of arborist supplies. Must spe-
cialize in saw shops and arbor supply 
distributors. Reply to WSC, 900 Oregon St., 
Kannapolis, NC 28083. 

Classified ad rates: $50 per inch ($45 NAA 
members; 1-inch minimum), payable in ad-
vance, due the 20th of the month two months 
prior to publication. Send ad and payment to: 
Tree Care Industry, P.O. Box 1094, Amherst, 
NH 03031 
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FROM THE FIELD 
By Wayne Ringlaben 

Our Biggest Challenge Yet 
One Friday evening in May after work, 

a co-worker and friend named Gary and 
I were discussing the past week's accom-
plishments in a local tavern when a 
fellow tree care friend came in. He told 
us that a tree company up the line was in 
need of a climber for the next day for an 
emergency job and that we stood to make 
good money if we were interested. I 
called the man up and said Gary and I 
were interested. After asking me for my 
credentials, he gave me an address and 
time for the next day. 

The next day at 6:30 a.m., we threw our 
climbing tools and ropes in the back of my 
pick-up and were on our way. I kept ask-
ing myself during the ride, though. why his 
climber didn't take this tree down. 

The job site was in an affluent neighbor-
hood. Upon pulling up to the house, we 
introduced ourselves to the contractor and 
his crew. The property was filled with large 
oaks and chestnuts. Thinking nothing of 
this, we walked to the rear of the house to 
examine the intended removal. 

There it was! A 110-foot chestnut 
only inches away from an addition be-
ing put on the house. The spar was 
approximately four and a half feet in di-
ameter and 60 feet up to the first 
branches. The tree was windswept and,  

of course, all of it hung over the house and 
deck. I immediately asked to see the 
contractor's certificate of insurance. After 
reviewing it, Gary and I began planning the 
removal. Thankfully, we had a large oak 
about 25 feet away off which to run ropes. 

As I climbed the chestnut, Gary set the 
lowering lines up in the oak. The whole 
process took about an hour. Now we were 
ready for one of the largest trees I had ever 
tried to remove manually. As we started 
working the tree down, the neighborhood 
awoke and gathered in a yard nearby to 
watch. I was nervous to begin with and this 
did not help! I've been climbing about 10 
years and consider myself a capable ar-
borist. As we all know, there is always 
something new to learn in our field. 

Well, it was 2 p.m. and I descended the 
50 foot spar. After I took a break, fatigue 
started to set in. I hooked back up the spar 
before I became too tired. About half way 
up the tree I convinced myself that, with 
proper rigging, I could safely lay half the 
trunk in the yard. 

Standing on the third story roof, I made 
my notch. And, there it went - falling per-
fectly between a deck and an ornamental 
garden, with inches to spare all around. A 
sigh of relief ran through me. As I raised 
my arms up in victory, the neighborhood  

broke out in applause. 
Today I learned that a good man work-

ing with you from the ground is just as 
important to the job as the climber him-
self. Gary ran the ropes perfectly for me. 
At times, I was nervous and Gary helped 
me through verbally, encouraging me 
from below. Although I am a good ar-
borist, I find that the confidence in me 
from my peers and co-workers helps me 
a great deal, encouraging me to take on 
new challenges and succeed. It takes 
teamwork and experience to do the job 
correctly and safely. That's my story. 
Have a safe one and God Bless!! TCI 

Wauiie Ringlaben works for Kay/cc 
Tree Care in Whitehall, Pennsvli'ania. 

Do you have a story for From the Field? 
TCI will pay $100 for published 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 consideredforpublica-
tion. Articles and photos must be received 
by the first day of the month for the fol-
lowing month's issue 

'X'I 1.1 EERWOLF 
Fire Wood Processing 

Equipment 
Splitters, Processors & Conveyors 

for the Professional and Homeowner 
over 10 years experience in the business. 

118 Spruce Street 
Rutland, VT 05701 

B02-775-'fr227 
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It's easy to see how Stihl has become the number one selling 	lightest saws available. We've also included exclusive features 

	

brand of chain saws worldwide. We have light and versatile saws 	like a side-access chain tensioner, see-through gas tank, and a 

	

perfect for limbing and topping, as well as 	built-in tether ring. Just a few of the innovations that make it 

	

brawnier models designed for both felling 	the ultimate choice for arborists. For a demonstration of any of 

	

and bucking. Our newest top handle 	our products, head for Stihl Territory' Call I 

	

model, the 020T, weighs a mere 7.7 lbs., making it one of the 	1-800-GO-STIHL for the dealer nearest you. 

	

PIeae circle 45 on 	the Reader Ser tee Card 	
Number One Worldwide 
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NOTHING PRUNES OPERATING COSTS 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 DI 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. 

And for the second year in a row, J.D. Power and Associates has ranked International H 
conventional medium-duty truck in customer satisfaction 

To find out more about haw to prune your o p e va ting costs ee yc u r !nternationa dea!b 
C,11! us at 1 80096219, ext. 163 

ft INTERNATIONAL 
fmm NAWSTAR. 

B U I L T 	F 0 R 	Y 0 U R 	B U S I N E S S.SM 

J.D. Power and Associates 1993 and 1994 Medium-Duty Truck Customer Satisfaction Studies.SM  Conventional Medium-Duty Truck defined as Gross Vehicle Weight Class 5, 
6 or 7 truck in which the driver's compartment and controls are located at the rear of a hood-enclosed power plant or are located partially over the rear of the power plant 

Please circle 33 on the Reader Service Card 
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Dne day doesn't do  I' 

WHO'S WHO IN THE TREE CARE BUSINESS? ITS YOU! 
All the products and services you need to grow your business are all under one roof: TO EXPO '95. 

OVER 120 EXHIBITORS BRING YOU THE LATEST IN TREE CARE TECHNOLOGY. 
ACRT. inc. 
Aerial Lift, Inc. 
Agape Designs 
Aibiez Insurance Agency 
Altec Industries, Inc. 
American Arborist Supplies 
American Group - Samson Div. 
American Intertool 
American Safety Utility Corp. 
AmeriQuip 
Arbor Care 
Arbormasters, Incorporated 
Arbortech 
Asplundh Tree Expert Company 
Bandit Industries, Inc. 
Bartlett Manufacturing Co. 
Bartlett Tree Expert Company 
Bashlin Industries, Inc. 
Bear Cat Company 
Ben Meadows Company 
Bishop Company 
Blu-Ox Brush Chippers 
Bone Safety Signs 
Bryant Orthopedic". Inc. 
Buckingham Mfg. Company 
Ciba Turf & Ornamental Products 
CNA Insurance Companies 
Corona Clipper 
Corporate Capital Leasing Group 
Crawford Tree & Landscape Services 
Creative Sales. Inc. (CSI) 
C . S. Pierce - FAP Co - Knife Div. 
Detroit Diesel Corporation 
Deutz Corporation 
E-Z Implements. Inc. 
Engine Center. Inc. 
Engine Distributors. Inc. 
Estex Manufacturing 
Fanno Saw Works 
Fred Marvin Associates 
FMC Corp - AGC Specialty 
Fox Manufacturing Inc. 
GFX Corporation 

GMC Truck PoulanPRO 
Gravely International Power & Telephone Supply Co. 
Green Garde Div/HD Hudson Mfg. Practical Solutions, Inc. 
Green Pro Services RAM Outdoor Power Equipment 
Grow Gun Corp./TSOLITE Rayco Manufacturing, Inc. 
Growtech. Inc. Roots, Inc./RGB 
Growth Products Ltd. Si. Ross Services Inc. 
Hodges Manufacturing Co., Inc. Salsco, Inc. 
Holan Mfg/Toombs Truck/Equip. Schodorf Truck Body & Equip. Co 
Husqvarna Forest & Garden Co. Sherrill Arborist Equip. & Supply 
Independent Protection Company Shindaiwa, Inc. 
Indiana Chapter. ISA Sierra Moreno Mercantile Co. 
Indiana Urban Forest Council Simonds Industries, Inc. 
Intn'l Soc. of Arboriculture Southco Industries. Inc. 
ISA Arborist Certification Steiner Turf Equipment, Inc. 
ITT Hartford/A & A Stihl Incorporated 
J . J. Mauget Company Takagi Tools, Inc. 
J.P. Carlton Co.. Div. DAF. Inc. TCI EXPO '96 - Charlotte. NC 
Jameson Corporation TECO. Inc. 
John Bean Sprayers The Care of Trees 
Kan-Du Stumpers The Davey Tree Expert Co. 
Karl Kuemnierling, Inc-Ohio The Doggett Corporation 
Kraft Power The Grasshopper Company 
Lanphear Supply The Peavey Manufacturing Co. 
Leonardi Teeth The Sharp Tool Co.. Inc. 
Miller Machine Works The Toro Company 
Minnesota Wanner Company Tilton Equipment Company 
Monterey Lawn & Garden Prod. Time Manufacturing Company 
Morbark E-Z Beaver Sales Company TrafFix Devices, Inc. 
NAA INFORMATION CENTRAL Tree Management Systems. Inc. 
NAA/ISA Telendow Tree Tech Microinjection Systems 
Nation Wide Ladder & Equip. Co. Tuff Kutt, Inc. 
Neenah Foundry Company Vermeer Manufacturing Company 
New England Ropes Wall Rope Company 
Niemeyer Corporation Weaver Leather, Inc. 
Norman Prince Associates, Inc. Webster Corporation 
Northeastern Associates Wellington Commercial Cordage 
Nu-Arbor Products. Inc. Wells Cargo, Inc. 
Omni Leasing, Inc. WesSpur. Inc. 
Opdyke. Inc. Wis-Con Total Power Corp. 
Petersen Industries. Inc. Wood/Chuck Chipper Corporation 
Plastic Composites Corporation Yale Cordage 
Polecat Industries 

"The speaker 

schedule and 

seminars were 

excellent! I was 

able to bring home 

valuable ideas that 

I could immedi-

ately put to use in 

my business. The 

Gold Card was one 

of my best business 

investments this 

year." 



DEMONSTRATION AREA: 
Don't miss the action in the demonstration area! A real tree will be used 
inside the Convention Center for live presentations on rigging, aerial res- 
cue, and climbing techniques with Ken Palmer and Rip Tompkins. Also, 
stick around the demo area for Electrical Hazard demonstrations. Look 
for schedules posted in the demonstration area and in your Pocket Pro- 
gram for demonstrations and times. Special thanks to S.J. Ross Ser - 
vices, Inc. for providing the crane services to make the tree demonstra- 
tions possible. The Demonstration Area is sponsored by 
Husqvarna, be sure to visit their booth. 

BRING YOUR BUSINESS SUCCESSFULLY 
INTO THE 21ST CENTURY! 
Our seminars have been carefully designed to offer you tomorrow's 
technologies and techniques TODAY! Take advantage of the co-
worker discount, bring a co-worker and save 56 per seminar. Attend 
them all! SAVE ... SAVE ... Register by October 10 and take an addi-
tional 53 off each seminar with the EARLY BIRD REGISTRATION. 

SPECIAL ISA CERTIFICATION SESSION 

/
In addition to the numerous educational seminars, we will also offer a 

I 	 / special educational session cover- 
/ ing fundamental arboricultural top-

/ ics. This 2 hour session is free to those 
/ who are pre-registered with ISA to "The Demonstra- 

k 	ofl8ttIonS SpOn 	 take the Certified Arborist Exam at 1 

	

pm on Saturday. You MUST indicate on 	tions showed me the 
, 	

the registration form if you are planning 
to attend. Those who are taking the ISA 

	

usqvar 	exam should indicate their attendance on the 	state of the art tree 
/ registration form. You will receive a ticket to 

	

admit you into the session in your registration 	climbing techniques. 
package. For those not pre-registered. this 2 hour semi- 

	

nar is available for the price of just ONE seminar. REMEMBER ...Gold Card holders may 	J immediately saw 
enter the session with no additional charge! 

INFORMATION 
CENTRAL: 
Make sure to stop by NAA Information 
Central for one-stop answers to all your 
industry questions. Speakers. NAA staff 
members and hoard members will he 
available. 

IT'S FREE! 
Admittance to the trade 
show is free, but regis-
tration is required! 
Avoid long lines at the 
rade show and register to-

nay by phone. fax or mail!  

things to improve 

our productivity. It 

challenged me to 

improve the way my 

company approaches 

tree climbing." 

RECERTIFICATION CREDITS 
Several programs will provide ISA certified arborists with recertification credits (CEUs), 
and some seminars will give pesticide applicator recertification credits for arborists in se-
lected states. Two of these seminars are FREE! 



THURSDAY, NOVEMBER 16 

7:30 AM: REGISTRATION OPENS 

7:30 AM to 10:15 AM: Coffee - Registration Area 

8:30 AM: Preventing Construction Damage to Trees, 

Dr. Jim Clark 

Keeping the bulldozers away from trees takes careful plan-
ning. Dr. Jim Clark, Vice President of HortScience, a horti- 
cultural consulting company, can help you learn the guiding prin-
ciples for tree preservation. This includes performing surveys, evalu-
ating the impact of development plans, and preparing tree preser -
vation plans. 

**COMPLIMENTARY COFFEE  AVAILABLE** 

9:57 AM: TRADE SHOW OPENS* 

Over 120 exhibitors with the largest selection of products and ser-
vices are gathered under one roof to make YOUR business grow! 
This is the largest trade show for the business of tree care and you 
wont want to miss a single booth! 

Bring comfortable shoes and be ready to learn from the hourly, 
FREE demonstrations and test your knowledge at the Tree Identi-
fication Exhibit! 

12:00 NOON: ARBORBUCKS Drawing, Trade Show Floor 

4 to 5 PM: Financing Your Tree Care Operation, Joe Skoda 

If your expansion plans depend on winning the lottery, consider 
what consultant Joe Skoda, small business specialist, has to say 
about developing a working relationship with your banker! Find 
out what you should look for in a financial institution and what the 
financial institution looks for in you. 

Basic Tree Physiology, Dr. Bill Chaney, Purdue (Field) 

We have hundreds of techniques to use in tree care, but how 
(10 they impact the tree's physiology? What's going on in- 
side the tree? Get an in-depth working knowledge of the complex 
physiological processes that affect tree health. 

5 PM: TRADE SHOW CLOSES 

6 PM to 8 PM: Welcoming Reception for all Attendees and Ex-
hibitors 

Hyatt Regency Hotel: Regency Ballroom 
Complimentary beer, wine, soda and hors d'oeuvres. 

"It was exciting to see so many 

aspects of services that relate 

directly to my business. I couldn't 

believe the choices!" 

FRIDAY, NOVEMBER 17 

7:30 AM: REGISTRATION OPENS 
7:30 AM: Coffee - Registration Area 

**Coffee  Break Sponsored in part by BANDIT INDUSTRIES, 
Inc.** Be sure to visit their booth! 

8 to 9 AM: Top Insect Pests/Control Strategies, Cliff Sadof 
Meet the leaders! Free! Get to know the region's top 
insect pests and the best strategies for controlling them. 

**COMPLIMENTARY COFFEE AVAILABLE 

9 AM: TRADE SHOW OPENS 
Every hour on the half hour, beginning at 11:30 am we have thought 
provoking, educational and FREE demonstrations! Just look for 
the signs! 

Test your tree knowledge at the Tree Identification Exhibit spon-
sored by the ISA Indiana Chapter. The information will help those 
pre-registered for the ISA Certification Exam on Saturday. 

9 to 10 AM: Managing With Your Financial Statements, 
Arthur Batson 

When you finish this seminar, you will have a better understanding 
of where you stand financially. Learn to identify which services 
and what jobs are your cash cows, and which ones are draining 
your accounts. Financial statements are an important tool: learn 
how to use them here. 

Root & Soil Manipulation For Tree Health, Dr. Donald Marx 
News from the underground! Dr. Marx has new data involv- 
ing urban trees and soil conditions that hold great promise. 
Understanding the tree's root environment is the key to the loll,,- ,  
term health of the tree and your success as an arhurist. Don't mi 
this one. 

10 to 10:15 AM: Coffee Break - Outside Meeting Rooms 

10:15 AM: Honing Your Diagnostic Techniques, Tim Johnson 
"How long have you had this condition?" If only we had it so 
easy. Accurate tree problem diagnosis leads to timely and 
appropriate treatment—along with healthier trees and satis-
fied customers! This seminar presents proven methods, the 
best techniques and most contemporary tools for tree diagnostic 
work. "Now cough." 

Managing For Employee and Persona! Productivity, 
Randall Stutman 
Learn to create a 26-hour day and an 8 day week. Well, not really. 
but advice from this specialist in time management will help you 
and your employees get more done in the time you do have. Make 
time for this seminar! 

12:00 NOON: ARBORBW.S DR.w\l\(;, Trade Show Floor 

4 to 5 PM: Tree Fertilization, Dr. Elton Smith 
Tree fertilization ... one of the most important basics of tree care! 
Learn how, what, when, where and why trees should be fertilized. 
Start with the basic principles and work up through advanced ma-
terials and techniques. 

Innovative Employee Hiring & Retention, Peter Sortwell 
Are you ready to deal with rapidly shifting demographics? A chang-
ing labor pool? You must think about adjusting tactics and philoso-
phies if you want to maintain a quality workforce in the future. 
Peter Sortwell offers the insight of a company that has already sur-
mounted these challenges in some tough labor markets. 

5 PM: TRADE SHOW CLOSES 



SATURDAY, NOVEMBER 18 

7:30 AM: REGISTRATION OPENS 

7:30AM to 8:30AM: Coffee - Registration Area 

S to 9AM: Top Disease Pests& Control Strategies, Paul Peck nold 

Meet the leaders! Free! Get to know the region's top 

4 

	

	disease pests and the best strategies for controlling , 
them. 

COMPLIMENTARY COFFEE AVAILABLE** 

9 AM: Trade Show Opens 

Last chance to visit with over 120 exhibitors bringing you the lat-
est in tree care technology. Demonstrations on the hour, every hour. 
beginning at 10:00 am. Including Aerial Rescue, Climbing, and 
Electrical Hazards! 

Test your tree knowledge at the Tree Identification Exhibit spon-
sored by the ISA Indiana Chapter. The information will help those 
preregistered for the ISA Certification Exam on Saturday. 

9 to 10 :\I: Fresh .4pproaches to Sales & Marketing, 
Richard Proudfoot 

It's a tough market out there! And here's where you can learn how 
one competes for, AND WINS, new business. Walk away from this 
seminar with ideas and concepts you can put to work immediately! 

Mature Tree Preservation Through Pruning, Dr. Kim Coder 

The ol' gray elm she ain't what she used to be..." unless 
'he's been receiving the proper care. Dr. Coder offers a prac- 
tical, witty presentation on one of the fundamentals of good tree 
care—the hows and whys of pruning mature trees. 

10 to 12 PM: Special ISA Certification Prep Session 

This special educational session, covering fundamental 
arboricultural topics. is free to those who have pre-registered 
with ISA to take the Certified Arborist Exam at 1 pm. For all oth-
ers, there is a special registration price of two seminar hours for 
the price of one. Gold Card holders may enter with no additional 
charge. The topics and speakers are: 

Tree Planting & Establishment, Mike Dana 

To include soil relations, water management. tree selection, plant-
ing technique and care after planting. 

Cabling & Bracing, Harvey Holt 

Covering accepted. proven materials and methods for dealing with 
tree structural problems. 

12:00 NOON: ARBORBUCKS DRAWING, Trade Show Floor 

to 4:30 PM: ISA Certification Exam 

Those wishing to take the exam iijj pre-register with the ISA 
main office in Savoy, Illinois at 1-217-355-9411. 

3:00 PM: TRADE SHOW CL.OSES 

4 	ISA Certified Arborist CEU's available 

-- ARBORBUGKS: Back by popu- 
lar demand ... Every day at noon on the 

Trade Show floor, there will be a draw-
og for $500.00 in ARBORBUCKS. 
\RBORBUCKS can be used the same 
as cash to make purchases from par -
ticipating vendors at the show. There 

j is no cost to enter the drawing and the 
chances of winning are fantastic! 

ARBORBUCKS—another way you can profit from at 
 TOEXPO '95! 

- Be sure to visit this years"Arborbucks sponsors!,,: 

Aerial Lift, Inc. 
America' 
Arbortec 
Bandit  
Bartlett Manufacturing 
Fred Marvin Associate 
Gravely Internationa 
Grow Gun Cr' 
Growtech, II 
Growth Produ 
Hodges Manufactur iiig uoin n pa, Inc. 
Husqvarna Forest & Garden Company 
Lanphear Supply 
Northeastern Associates 
Peavey Manufacturing Co. 
PoulanPRO 
Power & Telephone Arborist Supply Co. 

Practical Solutions, Inc. 
Sierra Moreno Mercantile Company 
Simonds Industries, Inc. 
Stihl, Inc./Bryan Equipment Sales 
Tilton Equipment Company 
Vermeer Manufacturing Company 



HOW DO YOU GET TO INDY? 
AIRLINE INFORMATION 
This year the official airline for TC 
Expo '95 is USAir. USAir will offer 
Expo attendees a discount of 5% off 
the lowest published fare or 10% off 
their unrestricted fares. These fares a 
valid for travel from November 
through 21, 1995. Our travel experts at Brock Travel will be 
happy to assist with your reservations. You may call Brock 
Travel at 1-800-488-2027 or USAir directly at 1-800-334-8644 
to reserve your seat. Please be sure to reference the National 
Arborist Association/TCI Expo Gold File Number #19260021 
when making your reservation to ensure you receive your dis-
count. It's not too early to reserve your seat today! 

AIRPORT 
TRANSPORTATION 
For those arriving by air the India-
napolis International Airport is 10 
minutes from Downtown. Ar- 
rangements have been made with INDY CONNECTIONS 
shuttle service for transportation to and from the airport and 
both hotels. Look for coupons in your registration confirma-
tion packages for INDY CONNECTIONS. This coupon will 
entitle you to our conference discount of S6.00 per person one 
way. Once in the airport, proceed to the Ground Transporta-
tion Center located next to Baggage Claim to meet an INDY 
CONNECTION representative. You must present your cou-
pon to the representative at this time to receive your discount. 

THERE'S SOMETHINGABOUTA TRAIN ...AMTRAK'S 
Indianapolis Station is next door to 

historic Union Station, just two 
blocks from the Convention 

• 	Center. Check with AMTRAK 
reservations [or train schedules 
at 1-800-872-7245. 

The TCI Expo '95 host hotel is the Hyatt Regency Indianapolis, 
located at One South Capitol Avenue. The hotel is connected to 
the Convention Center by a skywalk and is offering a group rate 
of $94.00 per night single or double occupancy. You may call 
the hotel directly at 317-632-1234 to make your reservation or 
call the toll free Hyatt Reservation line at 800-233-1234. Please 
make your reservations prior to October 20. 1995, to ensure the 
$94.00 rate and be sure to mention that you are with the Na-
tional Arborist Association/TCI Expo group. 

Our alternate hotel is the Omni Severin Hotel, located at 40 West 
Jackson Place. This hotel is only a block from the Convention 
Center and is offering a rate of $85.00 per night single or double 
occupancy. You may call the hotel directly at 317-634-6664 to 
make your reservations or call the toll-free Omni Reservations 

DRIVING DIRECTIONS... 
to Downtown Indianapolis and the Indiana Con- / 
vention Center & RCA Dome: 
From the North (Chicago): 7' 

1-65 South to Exit 114. South on Dr. Martin (((( C Luther King, Jr. Drive/West Street to Maryland o 
Street. East (left) on Maryland Street: Indiana 
Convention Center is on the right. 
From the South (Louisville): 
1-65 North to 1-70 West to Exit 79A. North on West Street! 
Missouri Street. East (right) on Maryland Street: Indiana Con- 
vention Center is on the right. 
From the East (Ohio): 
1-70 West to 1-65 North to West Street Exit 114. South on Dr. 
Martin Luther King, Jr. Drive/West Street to Maryland Street. 
East (left) on Maryland Street: Indiana Convention Center is 
on the right. 
From the West (Illinois): 
1-70 East to West Street Exit 79A. North on West Street/Mis-
souri Street to Maryland Street. Indiana Convention Center is 
on the right. 

Getting around Indianapolis is easy. There are ample restau-
rants, shopping, and activities in the downtown area surround-
ing the Convention Center within walking distance of both 
the Hyatt and Omni. If you do need to leave the downtown 
area, taxis and buses are readily available. Be sure to visit the 
Indianapolis City Center Booth for any questior on trans-
portation, restaurants, and local activities. The Booth will be 
located just outside of the entrance to the Trade Show in hal1 
D and E. 

r 

 (

WHERE DO YOU PARK? 
Both downtown hotels offer ample guest parking. 
The Hyatt charges $7.00 per day for self-park and 

uu-z_ $9.00 per day for valet. The Onini uses the Pan 
Am Building parking facility just across the street. 
Self-park for the Omni is S5.00 per day or valet 

1 40 	101 park at S 12.00 per day. The Convention Center uses 
several surrounding parking lots starting at $3.75 per day. 

line at 800-843-6664. Again, you must make these reservations 
by October 20, 1995 and mention the National Arborist Associa-
tion/TCI Expo group to guarantee the special rate. 

Looking for a little Indianapolis flavor? We have also made ar -
rangements at the Indianapolis Motor Speedway Motel located 
at 4400 West 16th Street, right on the Speedway grounds! The 
motel is located approximately 6 miles from the Convention 
Center and does offer complimentary parking. Although there 
are no races during November, guests of the hotel will be able to 
visit the Speedway Grounds and tour the Indianapolis Speedway 
Museum all included in the $56.00 per night room rate. To make 
your reservations, please call the motel directly at 317-241-2500 
and reference the N ationalArboristAssociationlT'CI Expo group 
to secure the discounted rate. 

HOTEL INFORMATION 



Name 
	

NAA Member? LI Yes LI No 

Company 
	

Phone 

Address 
	

City 	 __ State 	Zip  

Sianature 
	 Date 

Title: (please check one that applies) 
J Owner J President _i Vice President i Manager (general) J Superintendent _l Forester J Supervisor _i Director _i Purchasing 

Agent J Landscaper J Grounds J Manager _i Govt. Agent J Consultant J Instructor J Arborist J Other  

Will you pre-register with ISA for the ISA Certification Exam? U Yes L1 No 

NOTE: Please use separate form for each attendee. This form may be photocopied. 

Date Seminar Title 
Seminar 
Hours 

THURSDAY, NOVEMBER 16 
#1 - 	8:30 am Preventing Construction Damage to Trees 1 hour Ii 
#2 - 	4:00 pm Financing Your Tree Care Operation 1 hour 1J 
#3 - 	4:00 pm Basic Tree Physiology 1 hour 

FRIDAY, NOVEMBER 17 
#4 - 	8:00 am Top Insect Pests & Control Strategies 0 hour LJ 
#5 - 	9:00 am Managing With Your Financial Statements 1 hour LJ 
#6 - 	9:00 am Root & Soil Manipulation for Tree Health 1 hour i 
#7 - 10:15 am Honing Your Diagnostic Techniques 1 hour j 
#8 - 10:15 am Managing for Employee Productivity 1 hour J 
#9 - 	4:00 pm Tree Fertilization 1 hour 11 

#10 - 	4:00 pm Innovative Employee Hiring & Retention  

SATURDAY, NOVEMBER 18 
#11 - 	8:00 am Top Disease Pests & Contro Sraieges C iour 
#12 - 	9:00 am Fresh Approaches to Sales & Marketing 1 hour 
#13 - 	9:00 am Mature Tree Preservation Through Pruning 1 hour 
#14 - 10:00 am ISA Certification Prep Session 1 hour 

Check the box of each seminar 
you wish to attend. Be careful not 
to pick two seminars at the same 
time. Count the number of semi-
nar hours indicated next to the 
seminar titles. Record this num-
ber in the space below marked 
total seminar hours. 

NOTE: Session #14 is free for 
those who pre-register for the 
ISA certification exam. To pre-
register, call ISA at 1-217-355-
9411. 

TOTAL SEMINAR HOURf 

IUCALCULATE YOUR 	- 
BASIC COSTS: Multiply your total seminar hours by $35 and en-
ter the amount on the basic cost line. 

DISCOUNTS: Deduct $3 per seminar if you are registering prior 
to the Early Bird Deadline, October 10, 1995. Deduct another $6 
per seminar if you are registering an additional person from your 
organization. (Free seminars excluded.) 

TOTAL COST: Subtract your total discount from your Basic Cost 
line. This figure is what you pay for your registration. 

If your Total Cost Line is greater than $170 AND you are register-
ing prior to the Early Bird Deadline of October 10, then BUY 
GOLD! To purchase the GOLD CARD which will give you unre-
stricted access to all educational sessions, check YES in the box 
below and enter $170 in the total cost line and you're done! 

I wish to buy a Gold Card registration: I Yes I No  

Basic Cost 	 $_________________ 

Early Bird Discount 	$ - 

Multiple Attendee Discount $ - 
Total Discount 	 $_____________________ 

TOTAL COST 	 $______________ •PAYMENT& uui oi 	i 
Check enclosed for $  

Please charge my Visa/MasterCard 

Card # 

Expiration Date 

Signature 

EASY WAYS TO REGISTER!!!  
EJ By Phone: Call 800-733-2622 and have 

your Visa/MasterCard # ready. 

1i By Fax Fax Completed Registration Form 
- to TCI EXPO '95 at 603-672-2613 

Z L1 By Mail: Send Completed Registration 
Form to TCI EXPO '95, P.O. Box 1094, 
Amherst, NH 03031-1094. BE SURE TO 
INCLUDE YOUR PAYMENT INFORMATION. 
P\J( 	PRP!!PJflc' 	 u,iir' I 	10C'7 

Do you wish to receive NAA Membership Info? J Yes 

Does your firm wish to receive a 12 month 
complimentary subscription to TCI Magazine? J Yes J No 

You must complete all of the information below to receive your 
subscription: 

Business/Industry: (Please check one that applies) 

Tree Service 	J Landscape Contractor 	U Governmental Entity 

	

LJ Property Mgmt. 	J Consulting Firm 	 lJ Utility 

L1 School/University Ll Other:_______________________________________ 

Purchasing Authority: (please check o'n "e 

	

J 	 i 



Write or call 
for more information: 

TCI EXPO '95 
P0 Box 1094 

Amherst, NH 03031-1094 
1-800-733-2622 

AV 

,000 a 

Experience Hoosier Hospitality 
There's always plenty to do and see when visiting Indianapolis. The 
downtown area of Indianapolis is alive with activity. Everything you 
need is within walking distance of the hotels and the Convention Center. 

Union Station, the old train station where Thomas Edison once worked 
in a telegraph office, is located just across the street from the Omni Ho-
tel. The restored Union Station offers numerous restaurants and spe-
cialty shops. Also, roam the second floor food court or even play a game 
of indoor miniature golf! 
For additional shopping alternatives, be sure to save time for the brand-
new Circle Center Mall. With over 100 stores, a multi-screen cinema, 
restaurants and night clubs, there are plenty of entertainment ideas 
for all. 
What's the single largest drawing sporting event in the U.S.? The India-
napolis 500. Its  worth the six mile trip out to the track to see the grounds 
and visit the Speedway Museum. It is even possible to drive on the race-
track itself! Check in with the City Center to arrange your guided tour. 

For more information on the city's activities, restaurant reserva-
tions and transportation tours and options, be sure to visit the 
INDIANAPOLIS CITY CENTER BOOTH at Expo. 

I have: 

J Photocopied the original form to give to additional 
members of my firm. 

Filled out the form completely. 

J Taken advantage of all entitled discounts. 

Ll Double checked all cost calculations. 

11 Photocopied the completed form for my records. 

L1 If there are multiple attendees from my company, 
enclosed a copy of their form(s). 

Lj Enclosed a check or credit card information. 

E 	Mailed or faxed registration form before October 
10, 1995. 


