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Don't ever think that
storm damage is your
salvation. It isn't!

Whenever a storm hits and trees and property are damaged or
destroyed, there is considerable focus on the tree care industry.
How we handle that focus stays in people's minds for a long time.
Immediately following the arrival of Hurricane Andrew in Florida and Louisiana, I received phone calls from arborists in those areas as well as from those who wanted to send crews in to help. Everybody was looking for words of wisdom. The locals wanted to
know how much to charge. Those from out of the area wanted to
know whom to contact, where to go, etc., etc.
Storm damage tree work is veryrewarding, primarily for the
field force but usually not for the owner. At best it becomes organized chaos with long hours, abused equipment, tired personnel. lots
and lots of accounts receivable and many unhappy consumers.
Consider the following.
Your regular customers should have priority. They were with
you before the storm and they will be with you afterwards. Everyone else should be considered as a one-time opportunity.
Prices should be based on everything taking much longer. Travel
to jobs will be hindered by closed roads and other delays. Debris
disposal will be difficult. Fuel is in short supply. Many jobs will be
undertaken when your field personnel are on overtime. Since it is
probably impossible for you to predict what jobs will be done on
time-and-one-half, all of your work needs to be sold with that possibility in mind.
Remember, if the work revolves around an insurance claim, it
may be some time before you are going to get paid. Be sure that
you and the client know what the insurance company is going to
pay for. The client may instruct you to do much more than that.
Then you have a collection problem.
You may have to borrow money to cover out-of-pocket expenses
until insurance settlements and accounts receivable catch up.
Your regular customers are entitled to your services at a price
that is reasonable for you as well as for them. New customers
should pay a premium for the privilege of having your service,
Don't gouge or your state's Attorney General will be knocking on
your door. Be fair and reasonable, but cover your costs.
If you are not local to a storm, don't rush to the site looking for
work. There may be no place for you or your field force to stay, no
water, no food or no fuel. Try to get through to a tree company in the
area by phone first. You will accomplish much more working with
local tree services than you will if you just appear on your own.
In summary, don't ever think that storm damage is your salvation. It isn't!
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Natural Enemies.
The traditional way to
stop caterpillars from
feeding on shrubs and
trees has been chemicals.
Now there's Foray® ... a
natural bioinsecticide
that's safe to humans, as
well as fish, mammals,
birds, beneficial insects,
and other non-targeted
organisms. But also very

effective at killing foliagefeeding caterpillars such
as gypsy moths, loopers,
lea frollers, webworms,
bagworms, cankerworms,
tent caterpillars and others.
Foray B. t. (Bacillus
thuringiensis) does not
contaminate groundwater.
And it is biodegradable,
too. No oils. No solvents.
Foray is a safe and sound

alternative to chemicals
for both aquatic and
terrestrial environments.
More and more arborists
are making enemies of
caterpillars and friends of
the environment by using
Foray.. .naturally.

Mid

For more information on
Foray, just call our tot/free number below.

0
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0
0

I
Novo Nordisk Bioindustrials, Inc.
33 Turner Road
P.O. Box 1907
Danbury, Connecticut 06813-1907
1-800-283-3386

DISTRIBUTED BY: Rockland Corporation
Call 1-800-543-1311
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Plant Health Care
Scouts & Scouting Are Keys To A Siiccessjil Pro grceni
By Peter Gerstenberger
Plant Health Care (PHC) is an environmentally aware management system and a
comprehensive approach to tree care that
reaches beyond traditional techniques.
More important, it emphasizes preventive
treatments. As consumers become more
concerned about their environment, some
experts predict that only arborists who offer preventive tree health care programs
will survive.
Once a company has committed to begin a PHC program, the transition will not
be immediate. Rather. PHC can gradually
be built into the array of services offered.
A complete PHC program offers monitoring, inventory, diagnosis, and diversified
pest management and tree health treatment services. However, an individual
company may begin by offering monitor ing and consultation. The initial experiences with PHC will help the arborist
evaluate the potential customer base, and
customer willingness to contract for these
newer services.
Two factors that are critical to a PHC
program are scouts and the scouting/monitoring operation.

The key to PHC is being able to select the
most suitable management strategy for a
given site. Scouting and monitoring
guide this decision-making process.

Scouting is a necessary PHC activity.
The scout must gather information about
the client's plants, the plant's problems
and the client's desires on plant maintenance. The scout uses this information to
recommend specific treatment or maintenance activities in the landscape, and often
carries out the recommended treatments.
Since the facts will change over time, a
single visit by a salesperson is not enough.
Scouting, not treating, is the routine billable activity in commercial PHC.

Scheduled scouting
Scouting & monitoring
The key to PHC is being able to select
the most suitable management strategy for
a given site. Scouting and monitoring
guide this decision-making process.Scouting and monitoring have slightly different
definitions.
Scouting is a visit to a site to assess
what insects, disease-producing organisms, or environmental conditions may be
present. Monitoring is observing and recording the operating system so it functions properly. Together, the definitions
describe the activities of the individual
who routinely makes scheduled visits in
the PHC system. We have chosen to refer
to such individuals as scouts.
4

Weather conditions, especially temperature and rainfall, alter the annual development of plants and plant problems.
Scheduled visits allow the scout to see and
record these developmental changes, and
may enable the scout to avoid treatment.
Scheduled visits also allow the scout to
time treatments properly. By noting the
rainfall and temperature patterns in specific locations, the scout can treat the most
susceptible developmental stage of the insect or disease at the most opportune time.
Scheduled scouting allows the scout to
alter the treatment. The scout may be able
to control less severe problems occurring
late in the growing season with milder
treatments. Spot treatments of pesticides
TREE CARE INDUSTRY - OCTOBER 1992

or cultural biological controls can he used
and still be effective.
Since PHC depends on the assessment
of potential severity, the scout must keel )
records of pest or problem presence, their
change throughout the year, the influence
of beneficial insects and environmental
conditions, pesticides used, and effects
of applied treatments on each property
throughout the year. This information
along with prior years' records and environmental data will allow the scout to use
better and safer treatments in the future.
Scouting can be divided into four tasks:
I. Detection surveys, including the discovery of damaging insects, diseases and
injuries on plants;
Loss and damage surveys, including
information on insect populations and distribution, disease severity and intensity,
and the damage caused by harmful environmental factors;
Biological evaluations, involving the
assessment of environmental influences
on pest or disease development as well as
the presence of beneficial insects;
Treatment comparisons to guide future recommendations.
Many insects are large enough to be
readily seen so their detection by a scout is
mainly visual. Other insects leave dis-

tinctive eggs. Irass or plant symptoms.
Some insects and mites can be seen only
with a hand lens. Disease pathogens are
mostly microscopic. requiring laboratory
diagnosis.
Scouts use traps, phenological data.
degree day information and predictive
modeling in detection. Sticky traps can efficiently indicate insect presence and
abundance. There is enough environmental data for a few insects and diseases to be
able to predict severity of damage.

Materials for scouting
In order for the scout to do his job
quickly and efficiently, he should have the
following materials on hand: a supply
of'plastic bags, label tags. waterproof writing pen, a hand lens, a small knife, pruning shears, recording book, and an ice
chest or similar container for storing insect
samples.
It isn't realistic to expect to recognize
all pests or stress situations in the field. To
get a correct identification, the scout must
take a plant sample.
The sample should be sealed in a plastic
bag. which should be large enough to hold
at least one 6-inch-long branch with foliage and insect pests.
The scout should place a label inside
each plastic bag containing a plant sample.
The tag should be large enough to write
the landowner's name, date of sample.
city name, and collector's name.
A hand lens is useful for examining
sinail insects and insect coverings. A
small knife is also useful for this purpose.
The scout should use sharp pruning
shears to remove a small plant sample.
Breaking off a branch is unacceptable.
Record-keeping is important in a good
scouting program. A record book should
be large enough to store all the pertinent
information about each site.

Education or training
The scout will he diagnosing and making strategic decisions, and will most likely be educating clients on PHC principles.
The PHC person. therefore, must appreciate trees and want to keep them healthy.
and should have formal training in arboriculture, landscape horticulture, plant
pathology, entomology. and/or urban forestry. Employees need additional training
in effective customer service, communications and problem resolution.
The scout must be able to identify
plants. know how a healthy plant looks
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In the typical Plant Health Care program, the scout is responsible for carrying out the
prescribed treatment.

and functions, recognize sick or abnormal
plants and know the likely cause of abnormalities. He must also know which treatments will bring the plant back to a
healthy condition without raising environmental concerns.
A qualified scout can train others for
areas where the key plant and pest list is
short.

Accurate plant identification requires
training and knowledge of how to use simple classification keys. Horticultural reference books that describe identification
characteristics will supplement. but not

Taking inventory
A thorough and accurate site inventory
will streamline and direct the arborist's ef forts by pinpointing and prioritizing tasks.
The inventory will include taxonomic
identification of landscape plants, identification of key plants and pests, a record of
site-specific features, and a map record of
all of this information for future reference.
Each of these components is vital to the
success of routine scouting.

A

ilia.

Plant identification
Accurately identifying all trees and
shrubs that are monitored is critical to
predicting future problems or diagnosing
current symptoms. Species identification.
which becomes part of the inventory, is
required before applying some targeted
pesticides. and is the first step in tree
valuation.
TREE CARE INDUSTRY OCTOBER 1992

A technician uses a Macroscope for
microscopic examination of pests
such as mites. The PHC scout must not
only gather information on plants and
plant problems, but also must assess
the client's wishes on plant maintenance.

Monitoring/
Scouting Checklist
PHC Client Name:
Date of site visit:
Scout name:
Key plants on site:
Number of plants present:
Location on site:
Condition Pests/cultural problems evident:
Specific identification of
insects, mites, diseases, cultural
conditions

Scouting Report
PHC Client:
Address of site:

Maintenance or treatment steps taken:
Scout name:
Date of site visit:

Further recommendations:

Time of site visit:

Next scouting inspection scheduled for:

Trees and shrubs scouted:

Treatment(s) performed during site visit:

completely replace, plant identification
skills.
In order to guarantee uniformity in
recording, scouts should use a standardized, abbreviated code for tree and shrub
species common to the area. This also
makes it easier to label maps and other
documents for the site.

Additional recommendations:

Key plants, insects & diseases

Need for specific treatment or
maintenance projected:

Other plants on site:
Number of plants present:
Location on site:
Condition Pests/cultural problems evident:
Specific identification of
insects, mites, diseases, cultural
conditions
Need for specific treatment or
maintenance projected:
Treatment(s) performed during site visit:
Additional recommendations:
Samples taken during site visit
Soil analysis:
location on site pH reading mineral analysis Foliar analysis Additional recommendations:
For treatment of existing
problems:
For preventive maintenance
Additional maintenance/
cultural recommendations proposed

Status/condition:

Key plants are those that are prone to attack by predictable insect and disease
pests or more frequently exhibit sensitivity
to cultural problems. When the PHC site
inventory identifies a key plant. it alerts
the arborist to focus attention on this "hot
spot. ,.
Each geographical area has its own list
of problem-prone plants. For example, in
the eastern United States, a thorough analysis of landscape problems clearly identified particular genera of key plants.
Malus, Pyrancantha, Cornus, Prunus, and
Rosa account for most of the maintenance
work in a region with more than 30.000
different landscape species. The frequency of maintenance problems on these key
plants is not related to the frequency of
planting in the landscape.
Accurate records over time. along with
up-to-date local extension reports. will
help in constructing lists of key plants in
an area.
Pest prioritizing is one of the important
start-up steps in PHC and is usually based
on the association with key plants and the
likelihood of repeat occurrences.
Records of the site and literature on
plants and pests show that a particular key
plant/key pest situation is a recurrent problem. Pest prioritizing indicates likely candidates for a PHC solution. The arborist
firm collects information about the pest
and all the potential solutions to reduce injury to the plant. Then the arborist must
TREE CARE INDUSTRY - OCTOBER 1992

consider location-specific cost constraints.
hazards, or pesticide use restrictions.
With this information in hand, the company implements full-scale PHC control
tactics at appropriate times.

Site data
An arborist requires detailed in lbrmation about each landscape under his care.
including temperature. rainfall, changes
imposed by urban microclimates. and soil
supporting the landscape plantings. Each
of these factors influences the health and
vigor of the landscape plants and their
susceptibility to disease or insect problems. Many physiological diseases are actually reactions of plants to unfavorable
site conditions, and can be very difficult to
diagnose.
Climate and soil conditions also influence the best choices for plant health
maintenance by determining the timing
for applying a pesticide. The arborist can
modify the effects of local climate on
landscape plants through some of his
maintenance techniques. Although arborists have little control over soil conditions, several practices (irrigation and
mulching, for example) can help alleviate
unfavorable soil conditions. This is why
an arborist must critically consider all site
factors before predicting future problems
in the landscape, conducting a diagnosis,
or testing a treatment method.

Maintenance
Planned maintenance can partially alleviate unfavorable climatic conditions. For
example, to avoid frost injury, practices
that slow down plant growth—reduction
in fertilization or irrigation— help encourage hardening off. Mulching around the
base of the tree can partially compensate
for inadequate soil structure and buffer
soil temperatures around the surface roots.
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Its TIME to
check out VERSALIFT!

Time is money in the tree care business, and the time you save with
Versalift puts money in the bank.
Fewer set-ups, more worktime are just two reasons the VERSALIFT
VO-50 is the choice of tree care professionals from coast to coast. It's been
field proven to be an effective, hardworking, and dependable tool.
The VO-50 gives you reach and movement others can't match, and
it's done without troublesome cables or chains, meaning safer, lowmaintenance operation.
To see a VO-50 on your work site, call or write today for more
information and the name of your nearest VERSALIFT distributor.

eeo
ON

TIME
MNUACTIJPING COMPANY

P.O. Box 20368 Waco, Texas 76702-0368
(817) 776-0900 TELEX (910) 894-5218 FAX (817) 776-7531

_
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The scout should be versatile enough to
implement most of the PHC treatments.
The scout's responsibilities are determined by company size and the type of
clients. For small companies or service to
small residential properties, it may be
more efficient for all steps of a PHC program to be completed by one or two highly paid and thoroughly trained employees
with one fully equipped vehicle. Larger
customer bases or larger properties may
require more specialized vehicle and em-
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ployee functions. Specialization may
mean more trips to the property, more employees and more documentation. However, cost savings are possible because
training is more concentrated and employees are usually more efficient.
Typically, firms mesh their PHC program with other routine services such as
pruning. The scout may make pruning recommendations directly to the client in a
small program, or communicate his find-
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ings to the company's pruning salesperson
in a larger, more specialized program.

Client relations
Since the scout is the firnis key contact
in a PHC program, he should have good
communication skills in order to maintain
constant and positive dialogue with clients.
In small companies, the owner/operator
may also be the scout. With large firms.
the scout and the salesperson must know
what the other has recommended to the
client in order to avoid misunderstandings.
The training and image of PHC field
employees must be consistent with the
ideals of the PHC program. Staff memhc
must be well versed in PHC principle
able to interact well with clients, and able
to diagnose plant problems and make informed treatment decisions.
Selling is not an essential function of
the scout, but scouts may be salespersoti
in some firms. Requirements for plant care
services are often apparent as the scout
performs the inspections, however. The
scout may offer the client suggestions for
treatment during the scheduled visit or in
follow-up correspondence.

This article was excerpted froiti 'A
Guide to the Plant Health Care Management Svsteni." The guide is part of a cotitprehensive program on Plant Health Cute
(PHC) sponsored fr+ the Nationa/Arborist
Foundation and ISA Research Trust.
Started in 1989, the PHC project received
partial funding front the U.S.D.A. Forest
Service.

MODEL M-106 PROCESSOR
OPTIONS:

FEATURES:

• flY or 15' motorized live deck (hydraulically
Stoves logs from the deck into the trough)
• One-year engine and pump walI'JfltV, six months
• Dual axles on live deck version
on all other parts and labor
• Slip-on six-way wedge
• Easily towed by half-ton pick-up - gross weight
with live deck approximately 4900 lbs.
• Autostop system: Automatically stops the feed
trough chain by use of a limit switch, thereby
• Sets up in 15-20 minutes
stopping logs for coning at preset lengths
• All-hydraulic operation gives hands-on control of
all functions
• 45 HP Ford gas engine
• Brookline dual 18 x 18 hydraulic pump
• 24' X 4" x 2' cylinder
Cur tort Ft it 111111 t\tt kt\LSttt t\ k\i) Fun Drtontit\tkt \tltuitt
• 18 tons of splitting force
• Autocycles in 8 seconds
DEALERSHIPS AVAILABLE
• Four-way slip-on hydraulic wedge
• 15-gal. gas tank
MAMJFAGTLJRJNG CORP.
• 30-gal. hydraulic reservoir
EAST Hut, Rosi, 1.1 1)Lt 55. \tiR'ttoVr 05149
• 12' feed trough
'in. (8()2) 228-2802 • Fsy 802 22$-303
• 2' asv fiat

• Cuts and Splits 1 —2 cords of firewood per hour

NO COMPARABLE UNIT
AVAILABLE ANYWHERE!

EAST HIa

Please circle 9 on the Reader Service Card
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1976 Mack 4x4 dsl. service
truck. w/ winch. S14.500.

1977 Ford c o Cat Diese 5x2 sp
w/ tool box and chip body. $6500.

1979 Ford V/8 5x2 sp wI 55' Teco Bucket 60'
Manky_Height. $19500.

980 Fora F800 crane & dump. 4
ton crane S7900

pro*
1983 Chev 070 8.2 Diesel 5x2 sp wI Asplundh
LR50 & dump chip box. $29500.

A
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w
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1983 Ford dsl.. 5x2 wi 8 ton
crane, 56' boom. $28500.

1976 mt V18 5x2 sp wI 75' Radocy Sign Chanc.
$12,500.

1985 Ford F700 V8 5x2 sp wI 4 ton Knuck
Boom Crane $17,500. (10 others in stock).

1966 Ford F800 w/ Hiab log
loader. $7900.

LR-45,50
Many in stock!
Call for latest
inventory

1

1988 Crievy w Lift All 65 9403
miles. $49,500.

Lease
48 Months

Rayco Stump Grinders

Lease*
Morbark Disc Chippers

4 cyl. Ford gas
$12,995
4 cyl. White gas
$12,995
4 cyl. Cummins
$16,995
4-Knife Option add $500

48 Months
$392
$392
$508

Lease *
Morbark Drum Chippers

20/36

48 Months
$16,995
$508

Model 1620 Super Jr.
Model 1635 ASA Diesel
Model AG 1635-A/SP: 35 H.P.
Model RG 1665-Ac: 65 H.P.
Model 1670Dc: 80 H.P.
Hydra Stumper: 240 H.P.

197c .ac os. :raotor. 6 ion
Pitman crane. $15,500.

$6,995
$12,995
$11,750
$14,995
$21,500
$85,000

CAS H

$215
$369
$345
$440
$625
$2,344

For your surplus Chippers,
Stump Grinders, Tree Trucks,
Bucket Trucks. Call for our offer.

* All lease purchases require 2 payments down. $1.00 buy-out with approved credit. Other lease plans
available. Used Asplundh & Morbark chippers and Raco stump grinders available.

Ra y co
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Truck
Mini Work Force RG20 STUMP
CUTTER & Equipment -1l[34.

20 H.P. SELF PROPELLED
S4.995-LEASE 36 MO. $205 PER MONTH
Please circle 26 on the Reader Service Card

3123 Bethlehem Pike
Hatfield, PA 19440 (Phila. Area)

See

GET ON THE WINNING SIDE

10

USE CHIPPER KNIVES FROM

AP

SHARP TOOL CO., INC
7 1/4 11 x4"x3/8"

7 1/4 11 x4"x3/8"

double edge
only $23.40

double edge
only $23.40

Praise for TCI
Just a quick note to tell you how much I
have enjoyed reading the TCI magazine.
The magazine is one of my ways of keeping up with what is going on in the industry, and who is doing what and where. I
look forward to receiving the magazine
each month, and read it cover to cover.
Keep up the good work, and thank you
once again for keeping the lines of communication open between all of the arborists across the country.
Ralph Petersen
EntergyServic. i.
Little Rock, Ark.

Asplundh, Chipmore, Vermeer

J

12" x 3" x 3/8"—$19.95

CALL

7 Bonazzoli Ave.
Hudson, MA 01749

16" x 3" x 3/8"—$24.00

1-800-221-5452

5

Letters should be sent to:
Tree Care Ind1L1r\, Editor
n

7 Bonazzoli Ave.
Hudson, MA 01749

MC & VISA accepted

P.O. Box 1094
4iiihcr.si, :',ij Qi't)$J

Please circle 33 on the Reader Service Card
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885 Harmon Ave. - P.O. Box 23322
Columbus, Ohio 43223
Phone: 614-228-6793
1-800-288-0992

TRUCK BODY & EQUIPMENT CO.

Model B4120 - 10' Long

inceL

1881

See us at TCI Expo

...14

ARBORIT

Shown here with Power-Liftgate
Featuring: All galvanneal construction including understructure, corrugated
sides, front & roof increase strength, inside & underbody undercoated, swingaway tailgate. Tool & thru box with double panel doors & slam action paddle
locks, high security locking bars & 4 swivel rope hooks. Class C/20 hoist,
reinforced underride protection with pintel hook, 6 way trailer plug & top
mount ladder & pruner storage.

12', 14', 16' UNITS AVAILABLE, COMPLETE UNITS WITH
CHASSIS, CONTACT PAUL SCHODORF 1-800-288-0992.
Please circle 32 on the Reader Service Card
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Getting to the Root
of Healthier Foliage
PLANT FOOD COMPANY, INC.
Manufacturers of Fluid Fertilizers
Hightstown-Cranbury Station Road
Cranbury, NJ 08512 • 609-448-0935
800-562-1291 • FAX 609-443-8038
Please circle
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FACT:

leo

Tree workers are the backbone of the Tree Care Industry.

PROBLEM:
Back injury is the leading cause of lost time in the Tree Care Industry.
Lost time = decreased production time and
sky-rocketing workers compensation and insurance costs!
101

11
14

SOLUTION:
The National Arborist Association's

BACK INJURY PREVENTION PROGRAM
Cut your company's lost time by accidents and large insurance claims—
invest in the "BACK INJURY PREVENTION PROGRAM" a valuable tool
developed by the National Arborist Association which will help prevent new
and recurring injuries.
Included in each "Back Injury Prevention Program":

• a video demonstrating back-saving
011
.c

lifting techniques, hazard recognition,
basic anatomy and more,
• a stretching /exercising poster,

c

\ \1

5'

• a lifting techniques truck decal,
• a lifting techniques poster,
• a stretching /exercising truck decal,
• exams and reproducible handouts,
• instructor's how-to' guide.

INVEST NOW.. . SAVE LATER!
C

NAA Member Firms may obtain their first copy of the Back Injury Prevention
Program FREE—a $75.00 value—see details on order form on page 33.

Z

Non-members may also order a copy of the Back Injury Prevention Program
for $120.00 by filling out the order form on page 33 or by calling the NAAs Tot
Free Hotline at 1-800-733-2622. *

C

*Be come a National Arborist Association Member NOW and take advantage of this special offer! (See the NAA membership ad on page 28 for
membership details.)

ro'
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You Can Trust Bandit!
Trust our innovation - when you needed it, we were there with:
The first high speed discstyle chipper (Model 200+).

5. The wide frame Model 90
(see below).

The first open spout
chipper design
(Model 250).

6. The Log Buster Splitter for
big logs and stumps.
7. Features and Options - like
hydraulic swivel discharge
spouts, hydraulic lift and
down pressure for the top
feed wheel.

14", 17" and 19" whole tree
chippers for the tree man.
An improved drum chipper )
easier to maintain, quieter
and easier on the operator.

Trust Our
Safety Record
Bandit Industries has sold
more than 5,000 chippers, all
with 36" or longer infeed
chutes, without one reported
injury. We also offer extended
fold down infeed chutes for
those who prefer that style of
n fcc H

Trust Bandit
Quality
y

kits

S

NO-

.

•

i.

.

.

'

-.

..

r •
•

•

"-;

..

•-

SAW

-

t

-

Introducing the New Model 90 Wide Frame - A new light weight,
heavy-duty 9' capacity chipper built just like our popular Model 200+. Weighing in at
3,250 lbs., with 6,000 lb. axle and 700 x 15" tires - 35-HP to 45-HP A tree man's chipper
that is less costly to own and operate and easier to move about.

-

There are reasons
Bandit Chippers bring
more on the used
market than any
other. The most
important reason is
that Bandit Chippers
hold up better.

I

3andit Chinnc
Trust Bandit's
Performance One of the key reasons for the
popularity of the Bandit
Chippers is they perform. They
chip trees and brush better
than all other chippers on the
market.

•
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You Can Trust
Bandit and Bandit
Products While other chipper
manufacturers are:
Rushing untested products
on the market;
Trying to scare purchasers
into buying their products
with long arm ads (don't let
someone stiff arm you);
Copying Bandit features

_

!TZ

Our Vcn , Popular Model 250

Trust Bandit's Leadership to Deliver
Cost Effective Products To Meet Your
Needs
Although we are one of the
smallest companies in the
chipper business, we build
more commercial hand-fed
chippers than anyone. We only
build chippers and related
products. We are close to our

customers. We understand
their needs. Above all, we
appreciate your business.

Call us today for more information
or to arrange a demonstration.

BANDIT INDUSTRIES, INC.
6750 MILLBROOK ROAD • REMUS, MI 49340
PHONE: (517) 561-2270 • FAX: (517) 561-2273
Please circle 5 on the Reader Service Card
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EPA Drafts Summary
Concerns On Pesticide Regulation Highlighted
By Brian Barnard
The Environmental Protection Agency
(EPA) has circulated a draft White Paper
on pesticides for states and local governments to use when considering pesticiderelated regulation. The guide may also offer parameters for federal regulations that
may be introduced in the future.
The draft is a summary of concerns expressed at a May meeting of EPA's Lawn
Care Pesticide Advisory Committee
(LCPAC). Federal and state agencies, the
pesticide application industry, public interest and other related groups were represented on the committee.
The draft addresses various topics including:
—Preemption and the roles of federal,
state and local governments in pesticide
regulation;
—Posting and notification of pesticide
applications:
—Registries:
—Communication, education and training for consumers and industry:
—Advertising.
Each of these issues affects the professional arborist's business, particularly
companies with comprehensive plant
health care programs. It is important.
therefore, to understand the contents of the
draft White Paper and how your operations may be affected.

Preemption
In June 1991, the Supreme Court ruled
that the Federal Insecticide, Fungicide,
and Rodenticide Act (FIFRA) does not
prohibit local governments from enacting
their own pesticide regulations. Much debate has surfaced since then.
LCPAC members discussed several options and many committee members en14

It is important to understand the contents
of the draft White Paper and how your
operations may be affected.

dorsed a National Standard on pesticide
regulation, one that would preempt local
jurisdictions and give authority for pesticide regulation to the federal and state
governments.
Congress is currently addressing preemption in a FIFRA reauthorization
package.

Posting and notification
The draft outlines the committee's discussion of several key issues involving
posting and notification. Some of the concerns in this area are the amount of information pesticide applicators should supply
to consumers, when that information
should be distributed and who should be
notified.
Twenty-three states now require some
notification of pesticide treatments. Sixteen of those states require that signs be
posted when pesticides are applied. For
uniformity. LCPAC suggests signs include contact information such as a telephone number, the product used, and a
consistent safety symbol.
Posting signs at the time of application
is not a problem for the tree care professional. according to the National Arborist
Association's Environmental Issues Committee. Concerns surface, however, when
TREE CARE INDUSTRY - OCTOBER 1992

regulations require notification prior i
application of pesticides.
Paul Wolfe, owner of Integrated
Care. Incorporated, and a member of thc
National Arborist Association's Environmental Issues Committee, feels that prenotification can lead to the excessive use
of pesticides by preventing the diagnoseand-treat approach of IPM.
According to EPA, homeo\\ ners apply two-thirds of all pesticides used for
lawn care purposes. The LCPAC did not
conclude to what extent homeowners
should be subjected to posting and notification requirements. However, the draft
indicates that homeowners need to be
included in some form, but enforcement is
a concern.

Registries
Registries allow individuals the opportunity to be notified that a pesticide application will take place. The lists often consist of chemically sensitive individuals.
Maryland is one of seven states that monitors a registry. A physician's statement is
required for an individual to be on the list.
Commercial pesticide applicators must
notify persons on the registry before pesticide application. Most states require 24
hours warning.

!cL
k

.

Four Important Questions
Every Employer Should As..
How can my tree workers operate safely around the
electrical hazards they face each day? Proper training enables tree workers to operate safely.

Where can my tree workers get proper training?
Through the National Arborist Associations 1992 edition
of "The Electrical Hazards Awareness Program—EHAP"

What is EHAP? A program for both line clearance tree
workers and residential/commercial tree workers which
trains them to identify and work safely with energized

conductors.
Available both in English and Spanish, the program
includes a 4 lesson Home Study Program and two video
cassettes complete with an instructor's guide and tests.

Your tree workers will learn:
• Safety requirements for Pruning, Maintaining and Removing Trees: ANSI-Z133 proximate to electric conductors.
The relationship between electrical hazards and trees.
• Safe tree care practices around all electrical conductors.
• Aerial rescue techniques.
• Compliance with OSHA regulations.
Upon completion, participants will receive:
• NAA Certificate of Completion
• A hard hat decal
• EHAP completion card valid for one year.
Annual updates of El-lAP training available for only $20.
4. How can l order the MElectricalHazardsAwareness Program?
By filling out the order form on page 33 or calling The
National Arborist Association Hotline at: 1-800-733-2622.

Avoid costly, preventable accidents...
invest in EHAP—protect yourself and your employees.
Please circle 24 on the Reader Service Card

Advertising

z.If you want to become a top
quality operation, you're oinc".
to need top quality supplies
and top quality i nfonatid

.

At Am"erican Arbon st Sup plies

ri

ë've made a commitment to::
carry, only the finest tools
of the trade.. Jhe tools: y Ou can
always codn't...'on to stay ahead

z of the competition.

WE MAKE THE SORRIEST LOOKING SPUTTER YOU'VE EVER SEEN!

We've had people look
at our machine and say:
NO WAY!
the wedge is too
narrow,
the pusher too small,
the 'I' beam isn't
wide enough,
it'll never split the
kind of logs we get!

,oil
"I

That's what we hear all the time, from folks who haven't used one. Would you
believe! Three (3) full cords an hour. On a tough machine, that won't quit!
To find out more; call, write or fax:

GFX CORPORATION
See us at
TCI Expo

Please circle 11 on the Reader Sers ice Card

The Difference Between
Good And Gone

just $4.00, refundable with

LIGHTNING

1, 0111- first order.

See usat
TCI Expo
215-430-1214
FAX: 215-430-8560
toll free:
in PA: 800-352-3458
outside PA: 800-441-8381

PROTECTION SYSTEMS
FOR TREES
• More Profits
ee

• Needed Service
• You Have Tools, Men
And Equipment
• Door Opener And Sales Closer
• Present Customers Are
Qualified Prospects
•Minimum Investment
*Send For Free Tree Kit

•VHS.How To Install Tree

7
8$2 S. Matlack St. \Vest Chester. PA 19382

'4)

VISA/MASTERCARD/DISCOVER
Please circle 1 on the Reader Service Card
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vertising guidance and enforcement. This
has been an ongoing process, and the
departments will continue to pursue these
efforts.
After the committee further reviews the
White Paper. EPA will advocate its use by
industry professionals and ultimately.
state and federal governments. Lawn care
pesticide applications have been a heated
and bitter topic. A consensus on lawn care
pesticide use through this White Paper
may pave the way for reasonable legislation in your area.
DLI

200 RECREATION PARK DRIVE
HINGHAM, MA 02043-4220
617-740-0350 * FAX 617-740-0355

Call for our complete catalog-

-

The Environmental Protection Agency
is concerned about false or misleading advertising claims made by industry professionals. Claiming that products are
'safe," 'organic." or "natural" offers no
substantial information to the consumer.
The same is true for "EPA registered." All
products sold are registered by EPA,
so that information is not useful for the
consumer.
Both EPA and the Federal Trade Commission have addressed the need for ad-

Systems($1 4.95)

INDEPENDENT PROTECTION
COMPANY, INC.
1803-09 SOUTH MAIN STREET
GOSHEN, INDIANA 46526

(219) 533-4116
Please circle 13 on the Reader Service Card
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Improving Profits
B Hoard L. Eckel
Your accountant and your banker say
ou need to improve your profits, and they
think there is room to increase profit dollars
within your existing sales volume. They
say that with a higher percent of profit on
our existing sales base, the formulas they
use to measure your business will improve.
Return on investment, asset turnover,
debt/equity and other ratios will be in better
shape if you can increase profits.
No matter what business you are in—
the service industry, manufacturing, electronics, retailing, even mining—there are
live areas that influence profits and where
' ou might take effective action. They are
sales volume, sales price, sales mix, cost
control and productivity.
These areas are interrelated and actions
taken to improve profit margins immediately help improve asset turnover and return on asset. Action taken in one area
may have a positive influence in another,
thereby giving profit improvement a double boost.
The question is where to begin. You are
\\ orking at peak capacity during the seasonal rush. You have the latest equipment
and a good staff, so your problem certainly can't he productivity. The marketplace
is so competitive that increasing sales
price won't work. Sales mix is confusing.
You are providing just about every service
the customer wants. You purchase only
what is needed, and at the best possible
price. You feel that you are doing every thing you can in these five areas now. But.
let's examine them and find a solution or
two that might improve profits.
\

Sales volume
Since you are operating at peak capacity. sales volume cannot be increased with-

No matter what business you are in, there
are five areas that influence profits and
where you might take effective action.
out adding more people and assets. Your
bankers have advised you to increase profits within the existing sales volume, so increasing sales volume is out.
Still, couldn't you do more in the offseason? Don't your fixed costs smother
you when off-season sales are down?
If sales volume falls, then fixed costs—
rent, heat, light, most general insurance,
office equipment. salaries and benefits,
etc.—will show up as a higher percentage
of sales. If you cannot reduce these fixed
costs, you will have less profit. Conversely, if sales volume goes up. your profit
goes up if fixed costs remain constant.
What you really need to know is your
break-even point. Put another way. you
need to know the sales volume that will
cover your fixed costs and how much volume your overhead can accommodate.
You can then be more flexible in your
pricing if needed. Sales volume, sales
pricing and productivity are intertwined.
Once fixed costs are covered, additional
sales dollars. after variable production
costs, start to fall toward the bottom line.
Here's a simple way to determine your
break-even point. Let's say that variable
production costs include billable labor.
payroll taxes, compensation insurance.
production employee benefits, tools, field
equipment costs, billable material, disposal fees, any food or lodging expense asso
TREE CARE INDUSTRY - OCTOBER 1992

ciated with jobs, bad debts and sales deductions. Determine a historical average
of these costs as a percent of sales. Then
determine the gross margin percent. For
example. if production costs average
about 55 C/c of sales, then your gross margin will be 45%.
Assume that all other costs are fixed.
Develop a historic monthly dollar average
for them and divide by the gross margin
percent. For example. if average fixed
costs are $5000 per month, you will need
S 11.110 in sales per month to break even
(45% of $ 11.110 = $5000). After you exceed this sales level. 45% of the additional sales dollars will start to fall to the bottom line.
If you could shift some of your existing
busy season sales dollars to the off-season.
you would reduce the drag on profits dur ing those months. You could take on new
business during the busy season, and your
annual sales volume would increase. Yet.
you would not add one more truck, person
or fixed cost.
Take command of your sales load,
level out the seasonal highs and lows and
profits will increase. Sell maintenance
programs. Schedule work to the off-season if that would not he harmful to the
trees or shrubs.
The busy season is when you're most
apt to convert that prospect to a client.
17
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Teeth

CALL TOLL FREE
U.S. AND CANADA

Sales price

1-800-537-2552
Ask for our free
Catalog

• Direct from factory prices
• Visa or Mastercard accepted
• No risk Warranty for first time
buyers
Teeth & Accessories
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LEOXiMIM
ItLF%CTtltIM CO.. INC.
2728 IItIE D1II E
WIIIISI'OIIT. N.V 13116
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Shilling the work load allows oti to give
prompt service to the new client. Sales
over fixed costs go up and more sales dollars start falling toward the profit line.

Kinetic
StUmp Cutter Inc.
Canada - Pat. Pending

Over the years, I have looked at quite a
few companies that, based on their costs,
were pricing work lower than I would
have. Competition, low bids and other factors had them working long and hard without much profit. Often, they simply ignored or forgot about some costs when
building a selling rate.
The lesson here is to recognize all your
costs, then build a selling price based on
them. This is a step toward staying competitive. It is intended to force the tough
decisions that are always necessary for
profit improvement.
One fool-proof way to ensure that all
costs, variable and fixed, are incorporated
in your selling rate is to reverse the formula used to determine the break-even point.
Treat your yearly variable production
costs as fixed. Transpose yearly fixed
overhead costs to a percentage of sales,
then determine a gross margin percent.
Instead of treating variable costs as a
monthly lump sum, transpose them to an
hourly cost. Determine the average wage
rate paid to the production staff. Then determine the cost of payroll taxes, compensation insurance and other variable costs
as a percent of wages. Apply this percentage to the average wage rate. This will

give you an average cost per hour for billable labor before overhead. Do the same
for equipment. Determine the average
hourly cost for each unit type, even if it is
used for only a few hours.
Multiply the average wage by the number of production people. Multiply the unit
cost of the equipment by the number of
units in each category. Add these totals,
divide by the number of production
employees to determine the total cost per
employee hour. Now divide by the gross
margin to obtain a break-even cost per
production hour. Add profit and you have
an approximate hourly selling rate.
If the rate is too high and not competitive, then assume that your costs are too
high for the current marketplace. It will be
your cost, not the profit percent, that is too
high for the marketplace. I'll bet the rent
that your equipment costs are high and
that you have too much equipment, low
hours or high repair bills.
Slim down, become lean and mean to
stay competitive. Slim equipment down
as a way of reducing the cost base, hence
your selling price. Now, your asset turnover improves along with the profit
dollars.
Remember, when you are figuring prof it margins to be added to costs, divide the
percent you want on sales by the reciprocal. If you are dealing with a cost base and
want 15% profit on sales, multiply the cost
base by 17.7%. (15% on sales divided by
85%= 17.7% on costs.)

.,f.
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• 6 H.P. Cast Iron Tecumseh
• Self-propelled
• 22" Wide
• Agricultural Tires
• Cuts 12" Deep
Kubota Diesel (optional)
P.O. Box 983
Saratoga Springs, NY 12866-0897

1-800-422-9344
Please circle 15 on the Reader Service Card
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Ranger's chip dumps. pony motors, clean units.
Cost: $27,500-$33,000.
1984 Ford F-700 w/Alpine skyworker 65' elevator
bucket, 21,000 miles. Cost $34,000. * Also 1-65'
Hi-Ranger %,/Flatbed. *
(6) 1982-86 Chevy -Ford-tnt w/LR-50 Asplundh
trim lifts, chip dumps, 2wd-4"d, gas-dsl. Cost:
$24,000-32,500.
1983 GMC 6000 w/L-shape go forth chip dump.
V8, 4+2. Ps, ph, clean. Cost: $8,950.
1979-80 Ford/Int. S.1700 w/55' TECO bucket
units, double insulated flatbed. Cost: $15,50016.500.

Andy's Truck
Center Inc.

11151 (hu
(-7)) 4 \ 4 oSI I-4 i1i1 ii,-R,ieia'
double insulated unit, clean. Cost $18,500.

1988 I ord 1-350 s ilaiìdscaper 2-3 yard du nip.
mfg. by Stahl, tool storage. Cost: $11,500.

In West Palm Beach, Florida Since 1967
* Delivery Available *
Ph. (407) 965-6666 • Fax: (407) 965-6844

Please circle 3 on the Reader Service Card
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Sales price, cost control and productiv ity are intertwined.

Sales mix
This is one the best areas for improving
profit within an existing sales volume.
Most companies feel that they have to be
equipped and prepared to fulfill any customer need that arises, but that isn't so.
Equipment will cost you profit if you do
not obtain maximum billing hours.
We make our money by selling hours.
1-Tours and the type of sales produced will
have a big impact on profit improvement.
I was once given final responsibility for
a division that had $11 million in sales.
The various operations of the division had
been equipped to perform almost every
\ervice a client might ask. One day the
crane would be used while the stump machine sat idle, the next day the backhoe
\vould go out and the widget would sit.
The result was that profit was three-tenths
of a percent.
The next year, on the same volume,
profit was 6.75% of sales. Profit improved
1mm 535.000 to S745.000 in one year.
The improvement was accomplished by

Hours and type of
sales produced will
have a big impact on
profit improvement.

Obtain maximum hours on equipment. If
you want to do tree removal, then obtain
the most efficient equipment and do removals every hour, for at least 1 850 hours
a year.
If you use the billing rate formula I described, you will see how much more
competitive you can become if you're not
trying to cover the cost of infrequently
used equipment.

Cost control
changing the sales mix and focusing efforts.
The company cut back on the number
of services it offered. Every crane, every
backhoe and widget waspulled out. The
equipment that remained allowed the
company to offer services that had a higher gross margin. The managers were advised to aim for 1,000 hours on a shade
tree sprayer instead of the 300 hours previously averaged.
Sell the services you know best, that
have the potential for repeat business.
Concentrate efforts, sell the services with
higher gross margin per dollar of sales.

If your profit-and-loss statement is in a
form that enables you to manage effectively, the second-largest cost item to appear on it as a percent of sales will be
equipment costs. Utilization of equipment
is going to enhance your bottom line far
more than getting a good buy on climbing
line or push brooms. Cost control ties in
with productivity, sales mix and even
sales volume.
Your staff, properly briefed and educated. will be prudent and watch the pennies.
You, on the other hand, can make the
biggest contribution in cost control by
maximizing the utilization of your two
biggest assets: people and equipment.
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SINCE 1941
PLEASE SEND US THE MOST RECENT CATALOG ON YOUR
DIFFERENT VARIETIES OF TREE FERTILIZER AND INDEX
OF PUBLICATIONS ON TREE NUTRITION.
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There are 2080 hours available for hillin
each year. Vacations, holidays and weather will cut that number down. However. I
certainly would target 1700 to 1850
billing hours for each piece of equipment.
If you purchase a piece of equipment, concentrate on billing it fulitime before you
run off to purchase something else.

Productivity
Running around trying to get people to
do more is not going to get the job done.
People are usually not a major production
cost problem. if you have done your job.
Yes, you should always check contract
jobs hours against the average billing rate
you developed to see if any slowdown
trends are occurring. However, that is usually not the major problem. You, all by
yourself. can increase the impact productivity has on profits. All you have to do is
focus and sell hours. Maximize produc tion capability 12 mouths a year.
Keep your equipment, regardless of
age. in working order. Equipment lying all
over a garage floor is not productive. Pre-

See us at
TCl Expo

ventive maintenance will give you productivity. hence profit improvement. Even
with an excellent preventive maintenance
program. fully depreciated iron wears out.
There is a point when it simply is not profit effective to keep that old beauty around.
Once equipment becomes old and fully
depreciated, don't go on forever with it. It
will erode your profits with higher repair
costs and lack of billing time.
Your equipment must have integrity
and be in a condition to obtain maximum
billing hours. If it has wheels on it. even if
it is towed, bill it. If you don't have the
capital, lease—short term, if possible, for
seasonal use.
The other major contribution to increased productivity is thinking ahead.
Take the time to plan not only your time
but the activity of the entire staff. I am not
talking just daily activities I am talking
the future. What do you want your firm to
be, to accomplish, what sales mix do you
want to pursue? Then make plans that
make it happen. Focus your firm's energies and assets. Profit margins will irn-

prove. The yardsticks used by the accountants and bankers will be at the top of the
curve.
JU

Howard L. Eckel retired (is the execiitile vice president of The Davey Tree Ev pert Company. He was general manager
oft/ic pare/it Kent and Eastern Canadian
companies. He is the principal of Howard
L. Eckel & Associates, business consultamits specializing in supplying skilled, ex perienced management on a temmiporarv
basis to develop solutions to /msine,ss
problems. He is the author of Growiui.
and Staffing Yom - Business. He is an associate member of the National Arbori,st
Association and a member of the International Society of Arboriculture. Hi.v
address is Plaza 51-221, 444 Brickell
Avenue, Miami, Florida 3-)"131-2492.
Phone: 800-233-8510. ext. 444.

Simply Effective
Mauget micro injection is the choice of more
tree care professionals than any other method
of tree injection. For more than 30 years,
arborists have used Mauget products to assist
with improving tree health while protecting the
environment.
Mauget micro injection utilizes the smallest and
shallowest entry point for infusion of materials
directly into the tree's sap stream.
Mau et is the only trunk-applied system that
has the versatility of 11 different premeasured
formulations -- proven products that correct
elemental deficiencies, control diseases, and
stop chewing, sucking and boring insects.
Your Mauget distributor is specially trained in
the latest techniques and scientific uses of
micro injection and hypo infusion. He is backed
by company and university proven research.
sds

J. J. Mauget Company
2810 N. Figueroa Street
Los Angeles, CA 90065
213-227-1482 (CA only)
1-800-TREES RX
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Plant Health Products
Plant Heath Care focuses on treatments
rather than sprays. Treatments emphasize
problem prevention and altering cultural
conditions to promote plant health, using
chemical treatments as a last resort. Commonly. the PHC scout inspects, prescribes
and treats in the same visit. The scout.
therefore, must be equipped to handle a
variety of plant/pest problems.
The basic materials and equipment for
a PHC program include vehicles as well
as control/maintenance equipment and
supplies.
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Hand sprayers
Backpack sprayers are popular with
IPM companies because their large voltime and convenience increase operator
efficiency while allowing for pinpoint
control over the delivery of material.
Agrotec recently introduced the new
15 backpack sprayer made by Jacto. a
leading manufacturer of sprayers based
in Brazil. The form-fitting design. light
weight and even-weight distribution make
the sprayer comfortable and easy to use.
To eliminate the possibility of leaks, the
pump outlet is on the top of the tank. The
X- 15 has a large-diameter pump to reduce

'41
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the number of strokes needed to build
pressure. An agitator on the pump improves mixing. Each sprayer comes with a
free repair kit.
For more information on the Jacto
X-15. call Agrotec at 1-800-638-9363.

Fertilizers & soil amendments

The Jacto X-1 5 backpack sprayer.

£:

Pouring the ISOLITE into the PCV pipes helps to wick away excess surface water
from the tree's roots, avoiding the "bathtub effect" in transplanting a massive oak.

Arborists use fertilizers, fertilizer supplements and other soil treatments to correct soil deficiencies and create optimum
growing conditions for landscape plants.
In a PHC program. the scout must evaluate soil conditions and prescribe only appropriate treatments that will cotTect deficiencies.
Since different plants in different growing environments do not all have the same
nutritional requirements. the Doggett Corporation carries products designed for special needs. In addition to the general purpose fertilizer. Doggett has an Evergreen
special, a root-promoting fall formulation.
and even a formulation for palms and
warm weather soils.
Doggett also carries products for secondary element deficiencies, such as iron.
TREE CARE INI)tSTR\ - OCTORI;R 1992

manganese. niagnesiu iii and zinc chelate.
In addition, the company has natural, organic formulations for vertical mulching
and soil organic matter replenishment. elemental sulphur for treating high pH soils,
and gypsum for neutralizing soil salts and
treating soil compaction.
For more information on Doggett's
complete product line, call 1-800-4481862.
The physical characteristics of soil determine the root development of trees.
Poor growth of newly planted trees can often be attributed to soil factors restricting
root growth. Similarly, many stress-related problems with older trees, such as borers. canker diseases and decline, are associated with poorly developed or declining
root systems.
The two most significant soil-related
factors affecting tree growth are compaction and water availability. The arborist has at least some control over these
factors if he uses soil amendments.
AGROSOKE is a water-holding polynier patented exclusively as a soil amendment for horticultural and agricultural ap
21

plications. It is designed to reduce plant
problems associated with over- or underwatering while it reduces watering frequency by 50-75%.
The product is non-toxic with a neutral
pH, is compatible with fertilizers, and is
physically and chemically non-degradable. It helps alleviate soil compaction,
and doesn't compete with the plant for
water.
For more information on AGROSOKE,
contact the company at 817-284-983 1.
Isolite is a 100% natural diatomaceous
earth which is kiln fired to produce a
porous ceramic that won't break down in
the soil. With 70% internal porosity.
Isolite greatly enhances water-holding
capacity and nutrient and gas exchange in
the soil. It can be used to increase soil
percolation and eliminate the "bathtub ef fect" in planting holes or confined growing areas.
Isolite can be used for new plantings,
but perhaps its most promising application
comes when it is used when fracturing soil
around trees with the Grow Gun. Researchers at the Morton Arboretum in Illinois have been successfully applying Isolite in shallow pits radiating from the tree
trunk.
For more information on Isolite, contact
Innova Corporation at 1-800-533-7165.

Pesticides
To be consistent with the PHC philosophy. pest control products must meet one

Doggett offers an array of products for special needs.

or more of the following criteria: low toxicity or non-toxic; not persistent in the environment; using a biological control agent
as its active ingredient; pest-specific.
A new product that meets all of these
criteria is called Exhibit, from CibaGeigy. The active ingredient in Exhibit is
a parasitic nematode. The nematode carries a bacteria that is lethal to undesirable

insects such as black vine weevil, strawberry root wee vii. mid other soil-inhabiting insect pest,.
Exhibit comes as a Lcl which. alter being mixed with an activating agent and
water, can be sprayed like other pesticides.
For more information on Exhibit and
other Ciba-Geigy products for oni anie n tais. contact 919-63
2-600(
).

Diagnostic tools

1=800=94=ARBORSee
The ONLY number you need to remember
for all your arborist needs;

us

at
TCI Expo

Climbing lines, Bull ropes, flip-lines, saddles, climbers,
pulleys, hand saws, pole pruners, pole saws, scabbards,
carabiners, rope snaps, safety glasses, helmets, gloves,
climbing boots, cabling supplies, educational books,
WOOD/CHUCK chippers, the SKYRIDER lift truck,
JP CARLTON stump grinders,
plus many, many more items...
CALL FOR OUR FREE 1992 CATALOG

VISA & M/C ACCEPTED

WESTERN TREE & LANDSCAPE SUPPLY
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7627 Fair Oaks Blvd.
Carmichael, CA 95608
Hours 7:30pm - 5pm • M-F
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The MACROSC01L 4 5 a new
able, camera-adaptable microscope.
provides 45X magnification and adapts a
most 35mm single-lens reflex cameras
with a simple camera adaptor, MACROMATE I.
Weighing less than a pound and operating on any flat surface using ambient light.
this unit is excellent for plant and pest
diagnostic work. A variety of lighting
accessories allow the arborist to use the
MACROSCOPE 45 in dimly lit areas. Its
power enables the arborist to identify insects, mites and fungus spore-bearing
structures. It is also helpful in determining
the viability of some of the new beneficial
nematodes beine used in IPM/PHC
programs.
The unit incorporates a measuring scale
providing measurement in 1/128 inch and
0.1 millimeter increments.
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Crew Leaders are more than Arboricultural Technicians—they
assume a different role each day: Trainer /Teacher, Production
Manager, Public Relations Professional, Employer Representative.
Here is your chance to improve crew productivity, efficiency, profitability and public relations through crew leader training in each
aspect of the job. The National Arborist Association's New CREW
LEADER HOME STUDY PROGRAM provides the tools needed by
both the beginner and the experienced Crew Leader alike to
become more effective, productive, and safe.

Pr

•

The Program Covers:
Crew Leader's Responsibilities • Personnel Relations • Client
Relations • Training New Employees • Regular Crew Training
Regulations Governing Tree Care • Production • Job Costs and
Profits • How to Get Ahead.

NAA members pay only $40.00*, Non-members pay $60.
Invest in the Crew Leader Home Study program and watch your
Crew Leaders become the Best they can be!
To order, simply fill out the order form on page 33 or call the NAA's
Toll Free Hotline at 1-800-733-2622.

P9 I

I

*Take advantage of these savings—become a National Arborist
Association Member NOW! (See the NAA membership ad on page
28 for mmhorshin dotils
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PHC Guide from NAA and ISA.

Exhibit, a new pest-control product.
MCC

For further information on the
MACROSCOPE 45, contact RF Interscience at 516-421-1342.

The program consists of a PHC manual.
technical compendium, and a video to be
used in presentations to the general public.
describing PHC benefits.

References
Arborists who are trying to build successful PHC programs need up-to-date
scientific and technical resources. Arborist
supply houses usually carry the most recent texts.
Another valuable resource is "Plant
Health Care. A Guide To The Plant Health
Care Management System." This program

24

t, the tech ii cat and market i ic need

of the practicing arborist.

Members of the NAA may u/nain the
program for free b' calling the NAA office
at 1-800-733-2622. It is available to
others for $50. Members of the ISA ca,i
purchase the pi-ogi-ani through the ISA.
For more details, call 217-328-2032. ii
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Battling Deer Ticks
Arborists Find A New Niche In Fig/it Against Lyme Disease
Westchester County. New York. is one
of the nation's top Lyme disease "hot
spots."
Eager to fight back against the deer
ticks that carry this serious disease. residents are increasingly turning to profesionals for insecticide applications on
home lawns and perimeters of their landcapes. Although traditionally this has
primarily been the role of lawn care companies. the increased demand is helping to
create a new niche for the arboriculture
industry.
Say-A-Tree is among the largest restdential-targeted tree and shrub companies
in their market, with over 125 employees
in their New York and New Jersey locations. During the summer. Say-A-Tree ar horists spend a substantial amount of time
prescribing programs aimed at reducing
the number of deer ticks on their clients'
landscapes. according to John Harmer, director of Integrated Pest Management
ith Say-A-Tree.
Many clients contact us because they
know someone who has the disease and
are concerned about their children or themelves contracting it," says Harmer. "Obiously. parents can't keep their kids inside
during peak deer tick season. so something
k needed to reduce tick populations—and
that is where Say-A-Tree's Integrated Tick
Program fits in." He adds that his company
also reduces deer tick populations on cornmercial and public landscapes such as golf
courses and public parks.
Say-A-Tree recommends an Integrated
Tick Program which includes periodic
lawn treatments with an effective insecticide spray. Harmer chooses to make spray
applications with Chipco Sevimol brand
carbaryl insecticide. "It's one of the few
insecticides labeled for deer ticks that our
customers are comfortable with having
sprayed in their yards." says Harmer.
"We have had success with Sevimol
because of its ability to control deer ticks."
he adds. "Typically. we apply two to four
treatments of Sevimol a year beginning in
NI a\. and continue at )ne-monlh interval :
,

I
6
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j

—
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John Harmer, director of Integrated Pest Management with Say-A-Tree, inspects
landscape plants for deer ticks.

Tests conducted by researchers at the
New Jersey State Department of Public
Health and the New York Medical College have shown that a single application
of carbaryl at two pounds active ingredient per acre can provide over 95k control
of deer tick nymphs on residential lawns.
This level of control is significant since a
majority of Lyme disease transmissions
occur at the tick's nymphal stage of development during the summer months.
And with over 30,000 cases reported in
46 states, Lyme disease is becoming a
pressing public health concern. Diagnosing Lyme disease is complicated by the
fact that it mimics the symptoms of other
diseases. Some potential Lyme disease
complications include flu-like sYmptoms,
cardiac problems. facial paralysis. arthritis
and depression.
But the disease does have a unique
symptom—a red expanding lesion at the
site of the bite. Unfortunately, even the
tell-tale symptom is absent in 30 to 40
of reported cases.
The best way to avoid contracting
L me dkeae k t(I niiiiiiiiiie epoure to
FRI;I; C R11 I\i)tSiR\ . o(1ORI;R 1992

deer ticks. Health experts recommend tactics such as applying insect repellents and
wearing long pants and socks. It also is
helpful for people to examine themselves
thoroughly for ticks immediately upon returning indoors.
Although many homeowners mistakenly believe deer ticks are located exclusively in wooded areas, these pests can be
transported into well-maintained lawns on
mice, birds and other animals. Unfortunately, deer tick populations peak during
summer, when people's outdoor activities
are also at their highest.
"We always inform our clients that insecticide sprays can't eradicate the deer
tick problem. but it does help to reduce
their populations." Harmer says. "We've
found that people want to be educated
about deer tick control and Lyme disease
prevention. So I spend a lot of my time explaining what we are using and how it is
applied."
Rhone-Poulenc Ag Company. manufacturer of Chipco Sevimol brand carbaryl
insecticide, agrees that homeowners are
concerned about deer ticks and IMI con25

ducted research to determine the perception of insecticides as a means of control.
The survey, which involved over 1000
homeowners and 100 lawn care professionals in nine states, revealed misconceptions among the two groups.
According to Paul Hoecke, senior marketing research analyst for Rhone-Poulenc.
only 1 % of the homeowners automatically
thought of an insecticide as a means of

control for deer ticks. But when specifically asked. 75% of those same homeowners
said they would have an insecticide applied if they felt endangered by the deer
tick. Hoecke adds that the percentage
climbs even higher among respondents
with children.
Surprisingly, the same survey revealed
that only 21 % of lawn care professionals
realized the level of their customers' con-

cern. Hoecke's research indicates that
over 73% of the professionals surveyed
said that they did not expect any requests
for deer tick spray treatments.
The results, he says, indicate that while
many homeowners are concerned about
deer ticks, proactive means of control,
such as insecticide treatments, seldom
come to mind unless someone else suggests the idea. But when mentioned,
homeowners are receptive.
So although these professionals have
the potential to offer a much-needed ser vice, many of them are simply waiting for
their customers to call and make therequest. concludes Hoecke.
JU

Why Not Control
Dutch Elm Disease
In Your City?
"i V

Hold

V'V Phyton

SEE THE DIFFERENCE
—Effective for 3+ years
very affordable

I

\

iI\
See us at TCI Expo
Please circle 7 on the Reader Service Card

—Simple Trunk injection

—New time-saving
injection method &
new dosage range

See us at TCI Expo
NEW USE FOR
PHYTON-27®
ONOAKWILT
W

A

1981 FORD F-700, 70 ft. with Apline
Skyworker Truck & Boom completely
rebuilt, new bucket ready to go.
45,000

Treat now, before
fall color, for best
results
White Oaks—therapeutic &
preventative
Red Oaks—preventative

Call 1-800 ELM TREE, FAX or write for:
Technical Support & Information,
PHYTON-27 low prices,
equipment & parts,
and the Newsletter

1980-1989 Skyworkers, starting at
12,500
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SOURCE TECHNOLOGY
BIOLOGICALS, INC.

TAMARACK CLEARING

3355 Hiawatha Avenue, Suite 222
Minneapolis, Minnesota 55406

315-386-8273
Financing & Delivery A vailable

TOLL FREE 1-800-ELM-TREE
FAX (612) 724-1642
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Please circle 35 on the Reader Scr ice Card

November 12-14
Arbor Expo
Orange County Convention Center
Orlando, Fla.
Contact: 818-781-8300

October 28-31
ISAITexas Chapter Meeting
Dallas, Texas
Contact: Len Newsom, 512-454-1411
November 1-5,11-15
Tree Biology Seminars
Featuring Dr. Alex Shigo
Appalachian State University's Camp
B roadstone
Boone. N.C.
Contact: 704-262-3045

November 16-19
PLCAA Annual Conference &
Green Industry Expo
Indianapolis. Ind.
Contact: PGMS, 410-667-1833

November 2-13
Advanced Arboriculture II Tree Climbers
Course
\liddletown Township, N.J.
Contact: David Shaw, 908-431-7903

November 19-21
TCI Expo '92
Omni Hotel
Baltimore Convention Center
Baltimore, Md.
Contact: Chris Brown, 800-733-2622

November 8-11
National Institute on Park and Grounds
Management. 22nd Annual Educational
Conference and Show
Richmond, Va.
Contact: 414-733-2301

November 24
New Hampshire Arborists Association
"How Things Move Into and In Trees"
By Dr. Alex Shigo
Hollis, N.H.
Contact: Bill Collins, 603-641-6635

December 1-3
Agricultural Outlook Conference
USDA Headquarters
Washington. D.C.
Contact: 202-720-3050
December 7-8
ISA/Illinois Chapter Meeting
Holiday Inn Conference Hotel
Decatur, Ill.
Contact: Mike Dirksen. 217-789-2250
January 14-16
Mid-America Horticultural Trade Show
Hyatt Regency
Chicago. Illinois
Contact: Donn Sanford. 708-526-2010
February 9-13
NAA Annual Meeting
Don Cesar Resort Hotel
St. Petersburg, Fla.
Contact: NAA. 800-733-2622

Hot Deals on STIHL

seer

.

1
!

s
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Stihi 026

Stihi FS-76

Texas
Missouri
Blue Mountain Equipment, Inc. Crader Distributing Co.
2536 Mariana
Box 5, Highway 34E
Dallas
Marble Hill
(214) 352-0578
(314) 238-2676
Ohio
Bryan Equipment Sales, Inc.
457 Wards Corner Road
Loveland
(513) 248-0398

Pennsylvania
Keystone Stihi, Inc.
P0 Box 188
Mifflintown
(717) 436-8912

Call 1-800-43-STIHL for a Stihi dealer near you.

New Jersey
Metropolitan Stihi Co.
P0 Box 315
2 Eastmans Road
Parsippany
(201) 428-9550

Conneticut
New England Stihi, Inc.
14 Forest Parkway
P0 Box 784
Shelton
(203) 929-8488

Mid-Atlantic Stihl
P0 Box 2507
5017 Neal Road
Durham
(919) 383-7411

Illinois
Mississippi Valley Stihi
3023 W. Farmington Rd
Peoria
(309) 676-1304
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In August, NAA members received a FREE BACK INJURY PREVENTION PROGRAM including a
video, posters, decals and a training manualfor supervisors to implement the program with. This month,
the member: received a FREE PLANT HEALTH CAREprogram which included a consumer video, a
marketing and operations strategy manual and a compendium of technical resources.

T

here are many other benefits of NAA membership
at are also invaluable; the ability to network with
other members, the free management guidelines and all of
the other training programs including:
• NAA's Home Study Program updated in 1991
• The Crewleader Training Program updated in 1992
• The Electrical Hazards Awareness Program updated in
1992
• Video training programs on chainsaws and chipper use
and safety, aerial rescue, pruning techniques and
pruning standards and others.
These programs are available at substantial discounts to
NAA members. In addition there are insurance programs,
the annual management conference, marketing support
and the NAA staff. You can call the NAA HOTLINE
(1-800-733-2622) and ask any question about the tree care
industry that you want. If the staff doesn't have the
answer, they know where to find it for you.

If your firm is not an NAA member,
why not JOIN TODAY—and start enjoying
all of the benefits of membership.

Offer:

I

Special
Join now for the introductory dues of
$175 for the remainder of 1992 and all of 1993. Your annual
dues in 1994 will be based on your firm's gross sales for 1993.

I

LI YES, I want to belong to NAA and take advantage of this
"Special Offer"! Enclosed is my payment of $175 for dues
through 1993.
E I'm interested. Send me more information.
LI Send me information on your training programs.
Name
Title

Company

Street
City

State

Zip

I

Phone
L Check enclosed payable to NAA DVisa El MasterCard
Exp. Date

Account #
Signature

I

Referred by (optional):
The National Arborist Association, P.O. Box 1094, Amherst, NH 03031
Phone 1(800)733-2622 Fax (603)672-2613
Membership starts when you submit certificates of insurance.

The National Arborist Association

L
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John Moran Takes Office As President Of ISA
John Moran began his term as president
of the International Society of Arboriculture at the conclusion of the 68th annual
conference in Oakland.
Moran has been active in arboriculture
for more than 20 years since his graduation in 1969 from the Stockbridge School
of Agriculture. He has an arboricultural
consulting firm. Arbor Care. Inc.. in New
Fairfield. Connecticut.

Prior to his current career in consulting.
Moran worked as a commercial arborist
and was the owner of a general tree care
company. Before that, he worked for 18
years as the senior vice president and sales
manager of a large northeastern tree care
company.
Over the years. Moran has served as
president of the New England Chapter.
program chairman, membership chairman

Outlook '93 Features Horticulture Session
Prospects for the U.S. Green Industry
nursery, greenhouse, turfgrass and related products) will be featured at the U.S.
Department of Agriculture's 69th annual
Agricultural Outlook Conference scheduled for December 1-3 at USDA headquarters in Washington. D.C.
The horticulture industry session will be
held on Wednesday. December 2. from
10:30 a.m. to noon in Room 1, Auditor's
Building. 14th Street and Independence
Avenue, S.W.
In addition to the horticulture outlook
session, the conference is slated to cover
other farm and forest commodities and a
number of other c.'1ons coven ng peci:tl

topics such as New Technologies for Integrated Farm Management Systems: Outlook for Farm Finance and Production Inputs; Biotechnology: New visions on the
Horizon: and Agribusiness Strategies for a
New World Economy.
To receive program and registration details, including information on ordering
audio-tape cassettes and the conference
proceedings. telephone 202-720-3050, or
write Outlook Conference. Room 5143-S.
USDA. Washington. D.C. 20250-3900.
For information on the horticulture industry outlook session, call Doyle Johnson, at
202-219-0884. FAX: 202-219-0042.

and eight years as Chapter representative
to the ISA board. Before ascending to the
presidency, he served as vice president
and president-elect of ISA.
Dr. J. James Kielbaso, of Michigan
State University. is now president-elect of
ISA: Kenneth Ottman, of of Milwaukee,
Wisconsin. was elected vice president.
See us at TCI Expo

TREE
TRIMMING
EQUIPMENT

(912 to 192
80 YEARS
OF QUALITY
TOOLS
AND
FRIENDLY
SERVICE.
"Your warehouse
is just a phone call away"
FREE catalog available!

tIARTLETT
MANUFACTURING CO.

3003 East Grand Boulevard
Detroit, Michigan 48202

800-331-7101
(313) 873-7300 EAX (313) 873-5454
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Tour des Trees Raises Funds For Research
Thirteen arborists recently raised about
$1 00.000 in pledges for the International
Society of Arboriculture Research Trust
on Tour des Trees, a 1050-mile bicycle
ride from Seattle to Oakland.
Only one rider was a professional bicycle racer; the others were relative novices.
They faced tough obstacles on their 11day journey to Oakland: a 2000-foot climb
at the end of a long day, one day riding
more than 140 miles and a long ride in the
blazing sun of California wine country.
The riders embarked on their trip for
two primary reasons: to raise funds for
tree research and increase awareness
of the importance of trees to the environment.
Their adventure had begun almost a
year earlier, at the 1991 ISA annual Conference and Trade Show. James Clark. of
HortScience, Inc., and John Goodfellow,
Of Puget Sound Power and Light. had pro-

posed a long-distance bicycle ride in conjunction with the next annual conference
to raise money for the Research Trust,
which funds studies for improved tree care
methods.
The riders worked for about six months
to raise the $3000 in pledges required to
participate. They turned to other arborists,
corporations. family and friends for the
per-mile pledges, says Mark Herriott,
deputy executive director of ISA. "Tour
des Trees appealed to people in a way that
no other fund-raising campaign has," he
says. 'These 13 individuals made a commitment to research, and it touched people
on a personal level. It added a personal aspect to raising money for the trust."
The 13 arborists also spent six months
training before the ride. One rider, Chris
Ward of John Ward Tree Service, was a
professional racer, but the others had limited experience with long bike rides.

After months of preparation, Tour des
Trees participants met in Seattle at the end
of July for a Karbohydrate Kickoff dinner
at the Washington Park Arboretum. At the
dinner, they presented the arboretum with
a Famous & Historic Tree, a Walden
Woods Red Maple. The riders also presented each city they stayed in along the
route a Walden Woods Red Maple.
The tree presentations gave the riders an
opportunity to discuss the importance of
trees to the environment, says Ward Peterson, one of the riders, of The Davey Tree
Expert Company. 'We were able to get
people interested in trees by taking this
ride and presenting each city with a tree.
Because the ride attracted attention along
the West Coast, it got people thinking
about trees."
The scenery along the West Coast is
breathtaking, and the riders often stopped
to enjoy it. Peterson says. "The first day

EAGLE 44
Trailer Mounted Aerial Lift
* 44 Ft. Working HI.
* 25 Ft. Side Reach
* 3600 Continuous Rotation
* Automatic Bucket
* Optional 110 V. Outlet At Bucket
Leveling
* Optional Hydraulic Tool Curcuit at Bucket
Outstanding portability for your maintenance needs. Avoid the
expense of owning and licensing a truck mounted lift. Keep your
truck free for other work.

For Additional Information, Call
1(800)824-9776
Financing Available
Call For Details

EAGLE LIFT
Amer/Quip

By

1480 Arrow Hwy., La Verne CA 91750
(714)392-4646 Fax (714)392-4651
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DEALLERS
WANTED

we rode along Puget Sound. and it was
beautiful. We saw an eagle. some deer and
a seal." he says. "In California. we rode
through the Avenue of the Giants, and one
day some of us took an optional loop to a
beach where there were thousands of sea
lions."
The riders also encountered some problems along the way. but they developed a
special camaraderie from shared hardships
and triumphs.
"It was great to see everybody come together." says Ward. "At the beginning of
the ride, we were 13 people who didn't
know each other very well. By the end of
the ride, we had helped each other through
difficulties, encouraged each other and
shared a lot of fun time. I made valuable
friendships on this trip."
The ride concluded on August 9 during
the ISA Annual Conference and Trade
Show. Tour des Trees riders were greeted
in Lakeside Park by hundreds of arborists
ho supported their commitment.
'During the conference, the riders told
iiie they had been apprehensive about riding into the conference—they were sorry
the ride \\as eiiding and felt it would be

Thirteen arborists bicycled their way over 1000 miles to raise funds for ISA Research
Trust. Pictured are Ward Peterson, The Davey Tree Expert Company, Ohio; Jennifer
Arkett, of Pennsylvania Electric Company, Pennsylvania; and James Barborinas, of
Urban Forestry Services, Inc., Washington.

anti-climactic," Herriott says. "Instead,
they were greeted by so many enthusiastic
people at the finish line. There's really

do

something special about this ride and how
the profession of arboriculture took hold
of this."
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"Me Tody uiQdc"
A COMPLETE LINE OF FORESTRY BODIES & CHASSIS CABS

INDUSTRIES, INC.

1840 East Dixon Boulevard Shelby, North Carolina 28150

1-800-331-7655
704-482-1477
FAX: 704-482-2015
ASOI$T
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HELP WANTED
Tree service company in New England

looking for working partner. Been in business for 10 years and currently have a
2000-client customer bank. Phone: 401568-7987.

Experienced arborist and working fore-

man positions available immediately to
qualified self-starters with a desire to fur ther their careers. Fifty-six-year-old company looking for ambitious arborists to
grow with us. Minimum 3 years rope and
saddle experience using proper pruning
techniques required. Safety and reliability
are paramount. We offer top wages, excellent insurance, and paid vacations. Call
414-252-3044. Wachtel Tree Science &
Service Inc., Milwaukee, Wis.

speed trans. Both units are painted and
ready to work. Reduced for quick sale.
$22,500. Call eves: 518-377-3452.

portunity for aggressive self-starter—hard
workers. Bob's Nursery. NAA members.
Call Bob or Frank, 318-232-TREE.

Palm tree fertilizer spikes. Fast effective
way to cure Mn, Mg & K deficiencies & enhance beauty of healthy palms. Free
brochure. Lutz Corporation, 501-T Ford
St., Oregon, IL 61061. Phone: 815-7322383.

We are a full service arboriculture firm
with offices in the Midwest and the East
Coast. With our continued expansion, we
are seeking qualified arborists for production, plant health care and sales positions
within our company. We consider safety,
quality, production, and communication to
be the foundations of proper tree care. If
you believe the same and wish to make arboriculture a career, we would like to hear
from you. Send your resume with salary
history to Carol Nallen, do The Care of
Trees, Inc., 2371 S. Foster Ave., Wheeling, IL 60090. Phone: 708-394-4220.

Brush chippers, stump grinders, shredders, mulchers, log splitters, new, used
and reconditioned, small, med., and large
capacities. Financing available. Cal-Line
Equipment Co., Livermore, CA. Phone:
510-443-6432.

Aerial bucket trucks. Hi-Ranger, As-

plundh, Sky Worker—most major
brands-40 to 95. Also, brush chippers,
stump grinders, tree spades, log loaders
and Rayco stump cutters. Parts for aerial
buckets. Allied Utility Equipment Inc., W.

FOR SALE
Complete tree company looking for tree
climbers—best working conditions—good
pay—year-round work—management op-

Big John 80" tree spade on 75 Chev. C90, 44,000# rear axle, Detroit 671, 15-

FINALLY. . . A deep-root fertilizer
that has the benefits of
controlled-release nitrogen
AND the ease of liquids ................ ArborFlo
CLEAR LIQUID FERTILIZER

ArborFlo 16-3-3 (55% CRN) is a quality controlled-release clear liquid
fertilizer ideal for surface, deep-root, and irrigation feeding of ornamental
trees and shrubs. Using ArborFlo eliminates the need for handling
soluble products that tend to cake and settle in your tank. You owe
yourself the opportunity to try the liquid concept!

16-3-3 (55% CRN)
Contains CORON Controlled
Release Nitrogen

Available in 5 gallon containers, 30 gallon drums and mini-bulks.
Call or write today for prices and information.

i1embers of:
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MEMBER NATIONAL

ARBORIST

OIL
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CE 1869

ig,ON INC.

P.O. Box 198 Souderton, PA 18964
(800) 345-0419 . (215) 723-6001
FAX (215) 721-2800
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204 North 11509 Goldendale Road, Germantown, WI 53022. Phone: 414-2556161.

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.

Skyworker—Largest new parts inventory,
used equipment inventory, major service
facility in U.S. Phone: 404-376-3192. FAX:
404-376-1150.

1988 L-800 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. $66000 or B.O. Phone: 407968-1045.

74 Mack, rebuilt motor & trans. 1991
Hood loader, exc. cond., plus pulp trailer,
S36,000. Can't tell from new or trade for
aerial unit. Phone: 708-531-1181.

1974 GMC w/Asplundh L45 forestry
package, new paint, $12,500; 1980 GMC
14 flatbed w/steel bulkhead 366 V/8 Allison auto., 45,500; 1976 GMC cab &chassis for 14 body 350 V/8 5-speed, $3000;
1986 Promark CT-1 chipper trailer, like
new, $3500; Phone: 516-271-2998.

16005

Delmar. P.O. Box 6. Lowell, IN 46356

(219) 696-1440
Dealer in qun'ic invited inCa tile urea

-

1972 GMC bucket truck with 47-foot
reach, $8500; Asplundh chipper, $3900;
Vermeer 603A grinder, $4900; 1971
Chevrolet bucket van with 40-foot reach,
$2900 or B.O. Phone: 609-767-3336.

•f
See

The
Affordable
Portables

Florida tree service—$45,000 for 10-year
business and 630A Vermeer 50' bucket,
etc. Phone: 904-345-4488.

Models 12R-18E
30" Stump removed
12 Deep 9 minutes

Surplus tree equipment-6-65 Vermeer
stumper—new, 0 hrs., $17,000; TS-44
truck mounted Vermeer tree spade,
10,000 miles, $10,000; 1989 F90 Prentice,
on International 6-wheel loader—new
3208 Cat diesel, $23,000; 1988 VersaliftFord diesel, complete forestry package,
$48,000; 1990 IG10 Haybuster tub
grinder, 300 hrs., $48,000; 1978 4-wheel
drive rear mount Skyworker. S24.500:

Safety Features
• Guards on belts.
• Full control, positive balance, visual
contact of work.
• Both wheels automatically lock when
working machine.
• When disengaging cutter, cutter stops
and does not free wheel.
Please circle it) an the Reader Scm ice Card
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- - Order Form

---

Please use this form to order Electrical Hazards Awareness Program, Back Injury
Prevention Program and Crew Leader Home Study Program. Mail this form and
payment to: National Arborist Association, The Meeting Place Mall, Route 101, P.O.
Box 1094, Amherst. NH 03031-1094.
Electrical Hazards Awareness Program
part home stuoy program. 2 vdeo
cassettes and instructors guide with tests.
Includes 4

Easily & Quickly
. AT HOME

Crew Leader Home Study Program
NAC

emDerS _____O:
Nun-n

c:'

a S-0 es.

01.

Cea

FOR PLEASURE

English 0 Spanish 0
NAA/ISA members
-15°/a
..._(Oty) (A $180 ea. =
Non-Member
a 5290
Ot
.

1

S

Back Injury Prevention Program
NAA members FIRST COPY FREE! 0 iplease chec
Cry (A S75 ea
Additional copes
(Non-Member)

(Qty) (A 5120 es

TOTAL AMOUNT ENCLOSED: $______________ Orders must be received by December

Name of Individual Ordering:
Phone:

Address:
Zip:

State

City:
El MasterCard U Visa Card Number:

-

-

31, 1992

Company Name:

Title:

Please sour famil y
with a professionally landscaped yard. Assist
your friends and community in landscape
projects.
FOR PROFIT - Prepare for tremendous
mone y -making opportunities for trained men
and women in the Landscape Field. You
at home - how to
may quickly learn
become a Landscape authority. Landscape
Contractor, Landscape Nursery-man,
Garden Consultant. Lecturer or Designer.
Start your own profitable business or get
good paying position. Excellent part time
money-making opportunities.

Exp. Date:

Signature

The National Arborist Association
P 0 Box 1094, Amherst. NH 03031-1094
Phone 1(800)733-2622 Fax (603)672-2613

LIFETIME CAREER SCHOOLS, Dept. TA01A2
101 Harrison Street, Archbald, PA 18403
Please send me free copy of your brochure,
"How to Learn Modern Landscaping for Profit
or Pleasure."
Name
Address
City

State-ZIP
Please circle 17 on the Reader Service Card
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AN OUNCE
OF PREVENTION

Oral

1983 Alpine Skyworker, $38,500; 6-71
Vermeer log chipper, 500 hrs., $18,500;
(2) 55 GPM hydro sprayers, 1 Bean 90
mist blower, various conditions, package
price, $6000. Community Tree Service,
Inc. Call 8 a.m.-5 p.m. Mon-Fri, 508256-0341.

A FEW DROPS DAILY IN WATER OR JUICE

PREVENTS THE

"FIERY ITCH"

=

New Hampshire tree service, 18 years in
business. Extensive well established customer base for both spray and general tree
care. Excellent reputation. With or without
equipment. Contact Silver Bear Tree Ser vice, Tom Wilkins, RFD 1, Box 539, Bradford, NH 03221. Phone: 603-938-2300.

OF POISON IVY
Retail Price: $12.50 per bottle
Wholesale: $90.00 per dozen

rol*%

1-800-553-6778

See us at
TCI Expo

VISA & MASTERCARD ACCEPTED

Central Pennsylvania tree service. In
business 12 years. Client base of 3500plus - $420K sales. Phone: 717-272-1385
or write to Aaron Martin Jr., 532 W. Penn
Ave., Cleona, PA 17042.

ORAL IVY, INC. 104 GUY'S LANE BLOOMSBURG, PA 17815
Please circle 27 on the Reader Service Card
Plastic Composites Corporation
has produced more fiberglass
booms and buckets than ANY
other company. We have been
the primary original equipment
manufacturer of HiRanger* glass
components over the last three
decades. Now we are in a position
where we can deal directly with
the rebuilding and user industry
for replacement parts and repairs
to fit the Hi Ranger* and other
aerial lifts.
When you buy from PCC, you get

REPLACEMENT BOOMS,
BUCKETS AND LINERS
TO FIT HIRANGER*
AND OTHER
AERIAL LIFTS

Knuckle boom loader-1 975 F-700 Ford
with 1981 HAP knuckle boom and 1981
steel construction dump body. This unit
was assembled in 1981 and used until
1985. It was stored from 1985 until pur chased in late 1989. We spent $8000 in
truck repairs, refurbishing and painting, including brakes, wheel bearings, seals, new
carburetor, new throttle linkage, full tuneup and new exhaust system. Total mileage
91,985. We have put on 950 miles since
purchase in late 1989. This unit is like new
and ready to work. We don't use this truck
often and we are motivated to sell it. Extras
include tool boxes, log tongs and others.
Call for complete description and pictures.
$16,500. Will entertain trades. Phone: 516922-5348.

See us at
TCI Expo

OEM quality at the best price
available.
Please call to discuss your needs
for glass or liners to fit HiR anger *
and other aerial lifts. We have the
product, the price and the service
team to meet your needs.

8301 North Clinton St.
Fort Wayne, IN 46825 i
Phone 18007479339
Phone 1-219-484-3139
1-219-483-2532
Fax

I

L
icC
COMPOSITES
CORPORATION

Hi-Ranger is a trademark of HI-Ranger, inc.

Tree service, spraying & trimming, in
Pueblo, Colorado. Also, large data base.
To reply, call 719-544-8733.

Please circle 29 on the Reader Service Card

ONE BUCKAT TRUCK
1985 Ford F700
370 4V Gas, 5-spd, A/C
with 50' Skyworker Bucket.
Reconditioned, runs great.
New tires. Delivery available.
Ready to go anywhere.

$19,000
AA D.J. Snyder (617)-964-TREE (8733)
Ask for Dave
34
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Truck door decals, hard hat emblems,

equipment identification decals. Write for
information or send rough sketch for
quote. Woller Decal & Specialty Co., 104
Pine Tree Lane, Tappan, NY 10983.
Phone: 914-359-5905.

Classified ad rates: $45 per inch (1-inch
minimum), payable in advance, 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

See us
at
TC1 Expo

The Image Builder
_

Arbortech Quality
When quality work is your
trademark, you need a quality image. Arbortech builds chip
trucks that give your corn-.
pany a professional look and
are equipped with all the
performance features you
need. Galvanneal steel body A
resists rust for years of service and good looks: big tool
boxes organize your tools and
uu Ikcd tiiiii carry them to the job site whui
adding to your efficiency: and convenient roof top
ladder rack with heavy duty rubber coated rollers
simplifies ladder storage and retrieval.

Super Performance
Put a streamlined Arbortech body on Ford's 14,500
GVW Superduty and you have a big 12 yard load
space at a small truck price. Superduty features
the powerful 460 V-8 or economical 7.3 liter diesel
engine. Standard equipment includes dual tanks,
power steering, power brakes with rear antilock: and

heavy duty front axle: with 5
speed 0. D. manual or automatic
O.D. transmission available.

-.

Call Today
1-800-255-5715

Order your new 14.500 GVW
units today from the industry's
largest chassis pool - or spec
an Arbortech body to your own
Ford Superduty. With 24 hour
turnaround installation and
tii1e. we make it easier than ever
lL(i:-11kL
to own a quality Arbortech chip body. Whether you
are looking for your first new truck or an economical
addition to your fleet. Arbortech chip body fits your
image - quality, efficiency, performance.
1.

Now

/ 0'\

RBORTECH

1

3203 West Lincoln Way
Wooster, Ohio 44691

comJ
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Critter Encounters
By David Adamson
Trees are the home for many birds and a
variety of other natural neighbors. Twelve
years of climbing trees have afforded me
the opportunity for many encounters with
wild critters, all of which were a surprise.
Surely, many of us have disturbed a nest
with eggs, but when there are live chicks
present, it's especially unfortunate. Whenever possible, I move the nest to a nearby limb, preferably with the same height,
shade and cover as the original nesting site.
Once while removing a large old willow. I disturbed a beautiful cinnamon
screech owl. The owl sat on the limb of a
nearby pine and allowed the customer and
me to admire it from as close as 20 feet.
The owl's hollow home was sawn from
the 24-inch-diameter willow trunk and
lashed to a nearby ash at approximately
the same height and facing south by southwest. similar to the original position. The
owl returned after that day and still resides
at its new address.
On another occasion. I found a cavity
the size of a phone booth about 25 feet up
an old sycamore. Inside. I noticed a neatly
kept tuft of feathers the size of a pie plate
covering a dozen eggs. When I reported
my findings to the customer, he told me
that several carpenters had seen a duck in
that tree. This information, plus the presence of a river approximately 200 feet
away, led me to conclude that the nest was
that of a wood duck. The storm-damaged
limbs were removed, and the area of the
nest and cavity were left undisturbed.
Unfortunately, the shy and wary wood
duck did not return. The eggs were later
retrieved for a state game officer for
incubation.
My business operates in Southern
Chester County. Pennsylvania. The four
36

flying squirrels lve seen were rare surprises around these parts. More commonly, mice, kittens and oppossum regularly
inhabit decaying trees.
By far my fondest critter encounter
memory was that of a cold, wet winter afternoon. I had whittled down a hollow old
maple down to about 12 feet when a furry
snout poked out of a knothole to sniff me.
There was only one way out—a hole at
the trunk collar. I instructed my two
ground men. Kenny—a 6-foot-I-inch,
200-pound country boy—and Bob—a
suburb-raised recruit from the lawn care
business—to arm themselves with a rake
and a plastic trash can each. My intent was
to capture the raccoon to show him to my
8-year-old son before relocating and releasing the animal.
The tree was in the middle of an open
field and raccoons are not fast runners. I
dropped a small piece of wood down the
hollow trunk. The nervous raccoon dashed
out the base of the trunk and the chase was
on. Bob needed encouragement, and the
sight of a grown man frightened of this
10-pound creature was comical. He did
his best to try to herd the animal over toward Kenny.
Kenny was in fast pursuit, laughing the
whole time. Yet his size and bulk hampered him, and he slid on his backside every time the animal dodged right or left. In
one last exhaustive effort, Kenny tossed
the plastic trash can at the raccoon.
Purely by luck, the trash can fell over
the running raccoon and, with the animal's
running momentum, tumbled upright with
the raccoon inside. Kenny, now lying exhausted on the ground but panting and
laughing at the same time, began to pull
himself up from the ground to collect his
prize. But the raccoon still had enough
energy to rock the trash can over and esrRl;I: ('RL l\1)tSI'R\ - o(I'OBI;R 1992

cape. The entire ordeal lasted only a few
short minutes, but was a welcome bit of
fun and laughter during the cold, wet days
of winter.
My business is small and serves the
homeowner market, and all these incidents took place around residences. When
wild creatures are pressured to move, they
will move. When housing developments
expand, the wild creatures must blend in
to survive.
So, should any of you readers hunip
into, or swing into any of our furry or
feathered tree friends, try to arrange a
compromise. Installing bird boxes and
owl nesting boxes might be a nice feature
for your tree company. If you think a tree
is inhabited, beat on it with a piece of
wood, poke a pole down the hole, or shine
a flashlight in and look for shining eyes.
Failure to investigate could mean a 1101-1- 1ble fate for a furry friend.
Wear welders gloves if \0L1 intend to
grab anything, and try not to get bitten. If
you are bitten. consult a doctor about diseases.
I have yet to disturb a skunk. Ill do. Ill
let you know. K I

Dui'ul P. Adaiii,soii i's the owner of
Adamson 's Tree Service in Kennett
Square, Penns vlvan ia.
Do you have a story .tor From the
Field? T('I will pay $100 for published articles. Submissions become the property of
TCI and are subject to editing for grammar, style and length. Entries must bear
the name of the author, company and contact person or they will not be considered
for publication. Articles and photos must
be received by the first day of the 1110/it/i
for the tolIouiii' /11011th .5 issue.

NOW—A Tradition in Selling
w
MA TIT$
111
.T:

rn,

:
0

a

1W

•1Y1YAI:

THE Lawn & Landscape Show of the Decade
Indiana Convention Center
Indianapolis, Indiana

The Expo runs in conjunction with dynamic educational conferences sponsored by:
-

Professional Lawn Care
Association of America

Associated Landscape
Contractors of America
------

-

Professional Grounds
Management Society

-----------------------

V Yes! Send me more information

1
I

Company

I

I

Contact Name
Address

I

City/State/Zip
Phone

FAX_________________________________________

Clip & Mail to: GREEN INDUSTRY EXPO, 1000 Johnson Ferry Rd., NE, Suite C-135, Marietta, GA 30068-2112
(404) 973-2019/FAX (404) 578-6071
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'93
Everything you need for a more profitable year can be found
at the 1993 Mid-America Horticultural Trade Show in Chicago.
It's the right place to sharpen your competitive edge and make
all your smart "dollars and sense" buying decisions for the
'93 season.

0

Mid-Am offers:
• 67 1 booths filled with green goods, equipment and service
ideas from 426 of the nation's top nursery, landscape and
garden center suppliers;
• One-on-one interactions with green industry pros;
• Demonstrations on how to cut costs and enhance profits;

AV

• Convenient Thursday through Saturday show schedule;
• Educational meetings, seminars and events sponsored by
industry associations;
• Prime location in Chicago's loop with reduced room rates
and parking at the luxurious Hyatt Regency Chicago;
• Low-cost parking at Soldier Field with free shuttle bus to
and from Mid-Am;
• Discounted rates for early registration;

Attend Mid-Am '93.

For registration information, contact:
Mid-America Horticultural Trade Show, 1000 N. Rand Road,
Suite 2 14, Wauconda, Illinois 60084.

Hyatt Regency Chicago

TEL: 708-526-2010. FAX: 708-526-3993.

It's Your First & Best Place
for Business in 19 93

January 14-16, 1993

Please circle 19 on the Reader Service Card

SPONSORED BY:
Illinois Landscape Contractors Association
Illinois Nurserymen's Association
Wisconsin Landscape Federation
ENDORSED BY:
Iowa Nurserymen's Association
Minnesota Nursery & Landscape Association
Nebraska Association of Nurserymen

IFYOU
DON'TGO...

The Third Annual Trade Show and Seminar Program
Sponsored by
the National Arborist Association
and The International Society of Arboriculture

NOVEMBER 19-21, 1992
THE BALTIMORE CONVENTION CENTER, BALTIMORE, MARYLAND

0 0

YOUNVC)N'T

TCI EXPO'92 is the place to be in November'

Why?
Huge Trade Show
TCI EXPO '92 will be the largest tree care
industry trade show under one roof. You will
see innnovative new equipment, talk directly
with factory representatives and obtain information for current or future buying decisions.
You will also have the opportunity to meet
and network with fellow arborists from all
over the country. There is NO CHARGE
for admission to the trade show or
demonstrations.

Informative Live
Demonstrations
See new climbing techniques, rigging and
aerial rescue demonstrations and a lightning
protection installation in the exhibit area.
Baltimore Gas and Electric Company will
also provide their life size electrical hazards
and trees demonstration each day. There is
NO CHARGE to attend these demonstrations.

Twin Track Seminar Program
We have designed a seminar program that
presents the most advanced tree care technology AND management information available. There will be seminars geared for
management as well as field level employees.
The focus is on topics relevant to today's
marketplace and the speakers reflect this
emphasis. All speakers are professionals
and/or well known people from the tree care
industry. Managers should be sure to bring
employees to take advantage of this unique
educational opportunity. Please see the TCI
Expo '92 Schedule of Events on page 5 for
more details.

KDOW.
ISA Cert ification and
Recertification
Another valuable opportunity at TCI Expo '92 is the
SA Certification test on Saturday. Many of the
seminars provide preparation for this exam. You
must pre-register for the exam directly with the
nternational Society of Arboriculture. For registration forms write or call ISA at P.O. Box 908, Urbana,
L 61801 or 217-328-2032. Several seminars proiide ISA rnprtfinaten credits

Fscu1deAppiüciLor
Recertification Credits
Several programs will provide pesticide applicator
recertification credits in select states. Two seminars
are FREE

Discount Opportunities
Bringing several people from your company will
earn each of you a 20% discount on registration
fees. If the registrations are received before
10/15/92 you will also receive another 10% off.

Gold Card
New for TCI Expo '92! Attendees can now purchase
the Gold Card which allows unlimited access to all
seminars. Instead of limiting yourself to individual
ieetings, why not make sure you have access to
erything Expo '92 has to offer? The Gold Card is
the most economical way to attend the full complement of seminars. You must register before
10/15/92 to purchase the Gold Card. No discounts
are available on this package. If you are bringing
;mployees who are not getting Gold Cards they are
ntified to the same discounts as aeneraf attendees

What last year's attendees have to say about TCI EXPO:
"I took two of myforemen for theftrst time. I
have noticed a positive change in their attitude, appearance, and punctuality since
coming back from TCL Their positive improvement has already made the entire
expense of the show a wise investment"
- Richard H. Woods, Manager
J&S Tree Service, Stow, Ohio
"Thank you for the great TCI meeting. The
seminars and trade show were super."
- Temj McLoughlin
McLoughlin Tree Care & Landscaping
St Charles, Illinois

'TCI Expo supplies us with priceless knowledge that even the casual arborist finds
interesting and useful"
- Scott Monroe
Monroe Tree Company, Inc
Sharon, Connecticut
"Good show—I thoroughly enjoyed TCI '91—
can 't waitfor next year
Bob Thibodeaux
Bobs Nursery & Landscaping
Church Point Louisiana

EXHIBITORS
ADMISSION to theindustry's largest trade show is FREE.
Simply fill out a Registration Form and send it in early so
that there will be a badge waiting for you. You will not be
admitted to the exhibits without a TCI Expo '92 badge.
Once inside, you can visit the more than 80,000 square
feet of exhibits that will be on display at TCI Expo '92.

Attending the Expo will help you make informed buying
decisions that will increase the productivity, performance
and profitability of your firm. Whether you are looking for
aerial lifts, chippers, stump grinders, chainsaws or other
arborist equipment and supplies, you will find It at ICI
Expo '92.

Some of the companies who will be on hand are:
AERIAL LIFT OF CONNECTICUT
AGAPE DESIGN
AGROTEC
ALBIEZ INSURANCE AGENCY
ALEXANDER & ALEXANDER
AMERICAN ARBORIST SUPPLIES
AMERICAN INTERTOOL
AMERICAN MANUFACTURING
ARBORLINE
ARBORTECH
BANDIT INDUSTRIES
BARTLETT MANUFACTURING
D.A. BEAM ENTERPRISES
BISHOP COMPANY
BUCKINGHAM MANUFACTURING
J.P. CARLTON
CHESAPEAKE OUTDOOR DIST.
CIBA-GEIGY
CREATIVE SALES

DAVEY TREE EXPERT
DEUTZ CORP.
DOGGETT CORP.
ENGINE DISTRIBUTORS
FANNO SAW
GRACE-SIERRA
GROW GUN CORPORATION
HOLAN /TELSTA
INDEPENDENT PROTECTION CO.
KARL KUEMMERLING INC.
LANPHEAR SUPPLY
LEONARD SAFETY SUPPLY
LEONARDI MANUFACTURING
J.J. MAUGET
MORBARK SALES CORP.
NORTHEASTERN ASSOCIATES
OAKTREE SYSTEMS, INC.
OPDYKE, INC.
ORAL 1W, INC.

PEAVEY MANUF. CO .
POULAN/WEED EATER
PRACTICAL SOLUTIONS
PRO-LAWN PRODUCTS, INC.
RAYCO MANUFACTURING
ROCKLAND CORPORATION
ROOTS, INC.
SCHODORF TRUCK BODY
THE SHARP TOOL CO.
SHERRILL, WT., INC.
SHINDAIWA
SOUTHCO INDUSTRIES, INC.
TECO
TELEDYNE TOTAL POWER
TILTON EQUIPMENT
TIME MFG.
VERMEER MANUFACTURING
WESTERN TREE &
LANDSCAPING SUPPLY
YALE CORDAGE

BALTIMORE
The City of Baltimore is in the final stages of a revitalization effort that has transformed its Inner Harbor into a
first-rate waterfront playground. The area offers a wide
variety of attractions such as the World Trade Center, the
National Aquarium and many on-the-water activities. There
is also a wide variety of restaurants and night spots set on
the water's edge. The Baltimore Convention Center is
located in the Inner Harbor, making it convenient for
attendees for work and play.

Hotels
This year's host hotel is the Omni Inner Harbor, 101 W.
Fayette Street. It is connected by skywalks and complimentary shuttle service to the Convention Center and the Inner
Harbor. Rooms have been reserved, but space is limited.
You must make your reservation before 10/18/92 to receive the preferred rate of $89.00 per night single or double. Please make your reservations early by calling 1-800THE-OMNI (1 -800-843-6664). Be sure to mention you are
attending TCI Expo '92 to receive the preferred rate.

We have also arranged for special rates at two alternative
hotels a short walk from the Convention Center, The
Holiday Inn at 301 W. Lombard Street is offering a rate of
$75.00 per night (single or double) for reservations made
before 10/22/92. To make a reservation call 410-6853500. The Days Inn at 100 Hopkins Place is offering a
room rate of $64.00 per night, single or double. The reser vation deadline for preferred rates is 10/28/92. The
phone number is 410-576-1000. Please mention you are
with TCI Expo '92 when contacting these hotels. Besides
the hotels listed above you may wish to look into other
available accommodations.

Air Travel
New for Expo '92! We have opted to use an official travel
agent for this year's program instead of having an official
carrier as we have had in the past. Call our agent Bruni
Corriveau at Travel Anywhere (1 -800-851 -5133 or 1 -603625-2500) to get the best airfare for your travel needs.

SCHEDULE OF
F_
8:00 AM:

-

,

EVENTS

REGISTRATION OPENS - Conventlon Center Lobby

8:30AM:

Management Seminar - FINANCIAL STATEMENTS - DO YOUR
George Koziarz, Management Consultant
George Koziarz & Associates
Your financial statements should help you chart a course for success. Learn to
develop a simple chart of accounts, meaningful income and expense statements and a balance sheet that all work for you. Workbooks to be provided with
case studies for hands on training.
NUMBERS WORK FOR YOU?

Field Operations Seminar - BASIC TREE BIOLOGY Dr. Kevin Smith, Research Plant Physiologist US Forest Service
ood understanding of the tree and its systems forms the foundation for being
erborist. This seminar will give you that understanding. (ISA Recertification
Pesticide Applicator Recertification credit)
10:00 AM: COMPLIMENTARY REFRESHMENT BREAK
10:30 AM: Management Seminar - BUDGETING AND CASH FLOW
George Koziarz, Management Consultant George Koziarz & Associates
E..ogeting provides you with the opportunity to set sales goals and establish the
uxpenses you will incur to reach those goals profitably. Projecting your cash flow
money in—money out) enables you to determine how you will meet your obliga+ s on a timely basis. Workbooks to be provided with case studies for hands on
ng.
Field Operations Seminar - TREE CARE BEYOND CLIMBING AND PRUNING Dr. H. Dennis P. Ryan Ill, Professor of Arboriculture, University of
Massachusetts

o field arborisf has many responsibilities to the client and the company
ond performing the work required. This seminar addresses those duties and
they can be accomplished. (ISA Recertification credit)

12:00 PM:

LUNCH ON YOUR OWN

7:30 AM:

REGISTRATION OPENS

8:00 AM: FREE PESTICIDE RECERTIFICATION SEMINAR- IPM UPDATE Dr. Mike Raupp, Professor of Entomology, University of Maryland
Learn how you can use the findings of the latest applied research in Integrated
Pest Management/ Plant Health Care. (ISA Recertification and Pesticide Applicator Recertification credits)

9:00 AM:

Management Seminar - SAFETY IS A PROFIT CENTER Bill
Boguski, Loss Control Specialist The Hartford Specialty Group
Play it safe and save. Learn how implementing a safety program will reduce
insurance costs and increase your profits.
Field Operations Seminar - HAZARD TREES Dr. Tom Smiley, Plant Pathologist/Soil Scientist The Bartlett Tree Research Laboratories
Is that tree a killer? How do you recognize and deal with hazardous trees? (ISA
Recertification credit)

10:00 AM: TRADE SHOW OPENS
1 1:3OAM-3:30 PM:

DEMONSTRATIONS - Hourtyonthehalf hour, Electrical
Hazards & Trees, Climbing Techniques, Lightning System Installation, Rigging.

4:00 PM:

Management Seminar - AVOIDING A FEEDING FRENZY
Randall Stutman, Management Consultant Communication Research
Associates
Learn strategies for giving and receiving employee feedback.
Field Operations Seminar - FERTILIZER - YES OR NO? Dr. Elton Smith,
Retired, Extension Service Specialist Ohio State University and Dr. Kevin
Smith, Research Plant Physiologist US Forest Service
By exploring different views on this subject the seminar will help the arborist
make informed decisions about tree fertilization. (ISA Recertification credit)

5:00 PM:

TRADE SHOW CLOSES

7:30 AM:

REGISTRATION OPENS

1:30 PM:

Management Seminar - STRATEGIC MARKETING Richard
Proudfoot Management Consultant and General Manager, Pruett Tree Service
'/ibat and where is your market? Who do you need to reach to increase your
os? What are their needs?
Field Operations Seminar - CREW LEADER RESPONSIBILITIES David
--Sousa, Production, Training and Safety Coordinator, Bartlett Tree Expert
Company
leaders are the front line of management and their skills are critical to crew
productivity and company profitability. This seminar assists the crew leader in
ouilding the skills necessary to meet daily challenges.
,

_ N


3:00 PM:

COMPLIMENTARY REFRESHMENT BREAK

3:30 PM: Management Seminar - SUCCESSFUL ADVERTISING PROGRAMS Richard Proudfoot, Management Consultant and General Manager,
Pruett Tree Service
Cues anyone know that you are out there? How do you reach potential clients?
How does your advertising work? How do you make the phone ring? Why
should they call you?
Field Operations Seminar - TRAINING TECHNIQUES David deSousa, Production, Training and Safety Coordinator, Bartlett Tree Expert Company
Dave deSousa is a full time trainer for a successful national tree company. In this
seminar he shares his wealth of experience to help crew leaders improve the
professionalism of field people.

5:00 PM:

SESSIONS END

6:00 PM:

RECEPTION FOR ATTENDEES - Omni Hotel Ballroom - Beer,
soft drinks and snacks provided. Cash bar for other beverages.

8:00 PM:

RECEPTION ENDS

8:00 AM: FREE PESTICIDE RECERTIFICATION SEMINAR - BIO-RATIONAL PESTICIDES Dr. Bal Rao, Davey Tree Expert Company
Learn about the latest products, how they can be used, and their effectiveness.
(ISA Recertification and Pesticide Applicator Recertification credit)

9:00 AM:

Management Seminar - HIGH TECH DIAGNOSTIC TECHTim Johnson, Consulting Arborist Artistic Arborist Inc.
Modern tools and technology make the difference between the eyeball guess
and the scientific diagnosis. Tim Johnson is a pioneer in the field. (ISA Recertification credit and Pesticide Applicator Recertification credit)
NIQUES

Field Operations Seminar - ROOT CROWNS - THE HIDDEN FACTOR
John Britton, Consulting Arborist John Britton Tree Service
For years we have looked at buds, foliage, twig development, the bark and other
above ground symptoms. What you can't easily see may be more important.
Learn how to examine the root system and evaluate conditions. (ISA Recertification credit)
10:00 AM: TRADE SHOW OPENS

11:30 AM-2:30 PM:

DEMONSTRATIONS - Hourly on the half hour,
Aerial Rescue, Electrical Hazards & Trees, Climbing Techniques, Rigging.

1:30 PM:

ISA CERTIFICATION TEST sponsored by the ISA Mid-Atlantic

Chapter

3:30 PM:

TRADE SHOW CLOSES

For More Information: 1-800-733-2622

REGISTRATION
INFORMATION
Free Admission

Registering

Admission to the trade show is free but all attendees must
be registered and receive a TCI Expo '92 badge in order
to gain entrance into the exhibit hall. If you do not preregister please sign in at the Registration Desk upon your
arrival.

Begin by photocopying the blank registration form on the
facing page. Use these copies to register additional
employees from your firm. Next, fill out the top of the
registration form and circle the number of each seminar
you wish to attend. Count the number of seminar hours
indicated next to the seminar titles. Record this number in
the space provided and begin your calculations. Once
you have determined your final seminar cost, mail the
completed form with your check or credit card information to TCI Expo, P.O. Box 1091 Amherst NH 0309 11094. Also, make sure you
Photocopy the completed registration form for ou'
records—this will serve as a record of the seminars VOn
chose:

Seminar Discounts
The basic price per seminar for TCI Expo '92 is $30.00
per session. You can significantly lower your seminar
costs in several ways. By registering early (before
10/15/92) you can earn a 10% discount off your total
cost (number of seminars x $30.00). Bringing an assoàiate member of your firm can earn an additional 20% off
for you and the associate or associates. That is a total of
up to 30% off the base seminar price for registering early
and bringing one or more associates.
You might also elect to purchase a Gold Card. The card
allows unlimited access to all seminars for one price. You
must purchase the Gold Card before 10/15/92. No discounts are available on this package. Additional employ ees who are not getting Gold Cards are entitled to the
same discounts as general attendees.

Mail all registration forms together by October 15, 1992 to
earn the early registration discount and avoid long registration lines;
Complete the checklist on the tao pace
If you have any questions regarding registrat
feel free to call TREE CARE INDU

1-800-733-262

and we will be glad to help.

OTHER TCI EXPO'92 HIGHLIGHTS
DON'T FORGET YOUR

Celebration '92
Come help us celebrate the opening day of Expo. Socialize
with exhibitors and fellow arborists at the Omni Inner
Harbor Hotel Ballroom. As our guest, enjoy complimentary beer, soft drinks and a variety of snacks.
There will be a cash bar available for other bever ages. The celebration is on Thursday evening, November 19th from 6:00 to 8:00 pm.

Coffee Breaks
Complimentary coffee service will be provided during the
opening day registration and in the registration area from
7:30-8:30 am thereafter. Coffee will also be served between seminars on Thursday. There will be concession
stands in the Exhibit Area during Trade Show hours for
refreshments and snacks.

V$

PASSPORT

Each registered attendee will receive
a TCI Expo '92 Passport which can
be used to win prizes at the end of
Expo. Simply stop at every booth
and have the company code entered on your passport next to
booth number. When the card
is completed, fill in your name
and address, tear out the
card and turn it in to the registration
desk. On Saturday, November 21.
winners will be drawn from all entries
received.

Name
Title_________________________________________________________________ Phone
Company
Address
State

City

Zip

NOTE: Please use a separate form for each attendee.

_________________
Circle the number of each seminar
you wish to attend. Be careful not
to pick two seminars which occur
at the same time. Count the number
of seminar hours indicated next to
the seminar titles. Record this
number in the space below marked
total seminar hours.

Date

Seminar
Hours

Seminar Title

NOVEMBER 19th
#1 - 8:30 am Understanding Financial Statements
#2 - 8:30 am Basic Tree Biology
#3 - 10:30 am Budgeting and Cash Flow
#4 - 10:30 am Tree Care Beyond Climbing and Pruning
#5 - 1:30 pm Strategic Marketing
#6 - 1:30 pm Crew Leader Responsibilities
#7 - 3:30 pm Successful Advertising
#8 - 3:30 pm Training Techniques

1 hour
1 hour
1 hour
1 hour
1 hour
1 hour

NOVEMBER 20th
#9 - 8:00 am IPM Update (1 hour) - FREE SESSION
#10 - 9:00 am Safety is a Profit Center
#11 - 9:00 am Hazard Trees
#12 - 4:00 pm Avoiding a Feeding Frenzy
#13 - 4:00 pm Fertilizer - Yes or No?

0 hour
1 hour
1 hour
1 hour
1 hour

NOVEMBER 21st
#14 - 8:00 am Bio-Rational Pesticides - FREE SESSION
#15 - 9:00 am High Tech Diagnostic Techniques
1 6 - 9:00 am Root Crowns - The Hidden Factor

0 hour
1 hour
1 hour

1 hour

1 hour

TOTAL SEMINAR HOURS

The Gold Card

Basic Cost
Multiply your total seminar hours by $30 and enter the amount on the Basic
Cost
Basic Cost line.

If you will be attending more than 5
seminars or would like unrestricted
access to all seminars, then our
Gold Card registration best suits
your needs. To purchase a Gold
Card registration, you must register
before October 15. Check "Yes" in
the box below and enter $160 on
the TOTAL COST line. You are
done!

Total your deductions by adding the Early Bird and Multiple Attendee Total
Discount $
amounts together. Enter this figure on the Total Discount line.

I wish to buy a Gold Card Regstration:
E YES
0 NO

Total Cost
Subtract your Total Discount from your Basic Cost line. This figure is Total
Cost
what you pay for your registration.

Regular Registration

Check enclosed for $ ____________ Please charge my Visa/MasterCard

Regular Registration is for you if: 1)
you will be attending 5 or fewer
seminars; 2) you will be attending 6
or fewer seminars and registering
an associate from your firm; or 3)
you will be attending 7 or fewer
seminars, registering an associate
and registering before October 15.

$

Discounts
If you are registering before October 15, 1992 enter 10% of Basic Cost Early
Bird
amount on the Early Bird line.
$
Multiple
If more than one person from your organization is registering for seminars, enter 20% of your Basic Cost amount on the Multiple Attendee line. Attendee $

Visa/MasterCard #

$

Expiration Date

Signature
Mail the original form, with your check or credit card information to:
TCI EXPO '92, P0 Box 1094, Amherst, NH 03031
If you have any questions, please call TCI at 1-800-733-2622.
NO REFUNDS AFTER NOVEMBER 1, 1992.

Made a photocopy of the original form to give to additional members of my firm.
Filled out the form completely.
Took advantage of all entitled discounts.
Double checked all cost calculations.
Made a photocopy of the completed form for my records.
If there are multiple attendees from my company, enclosed a copy of their form(s).
Enclosed check or credit card information.
Mailed registration form before October 15, 1992 for discounts.

See you in Baltimore!

Write or call for more information:

TO Expo '92
P.O. Box 1094, Amherst, NH 03031-1094
800-733-2622
FAX: 603-672-2613

