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B Series 80 to 200 HP 	 C Series 150 to 260 HP 
MEMBER 

NATIONAL 

ARBORIST C 
Cummins Power 

for the Tree Care Industry 

THE BEST JUST COT BETTER 
Ask Us About Our "New 4-Cylinder Power Units" 

for the Brush Chipper Application 

(248) 478-9700 
Please circle 21 on Reader Service Card 
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Day After Day,  Year After Year, 
They Just Keep Working. 

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

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

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

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

care industry's preferred choice. Altec's line of Whisper Chippers are designed 

V 	
j 	

with a commitment to excellence and have a proven record of durability and 
• 	 ______ 

performance. And all Altec equipment is backed by an unsurpassed warranty. 

Give us a call for more information. 1-800-958-2555. 

\  

' 

See us at 
TCI EXPO 

Aftc. \. V I T H Q 
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OUTLOOK 

Pace of Change 
The arborist community is getting ready to converge on Baltimore for 
what will likely be the single largest meeting of people in this profes-
sion in history—TCI EXPO '98. 

In case you've been up a tree for the last three months, EXPO takes 
place on Nov. 5-7. 

Some will come because they are simply curious. Some just like a good 
party, and they probably deserve one. Some will come on a very spe-
cific mission to hear a specific speaker or get the best price on a piece 
of equipment. 

The reason that most people come to EXPO, and the reason that most 
arborists attend meetings as faithfully as the devoutly religious attend 
church, can be summed up in one word—CHANGE. 

F arlier today I was standing (actually hanging) under a small maple 
in front of the NAA office being shown the latest climbing gizmo by 
Ken Palmer and Rip Tompkins. It was a very ingenious little hunk of 
metal, and that's all I'll divulge. Ken summed up our industry pretty 

ell, I think, when he said, "You know, things are changing at such a 
phenomenal rate that you really have to work to keep up with it all. If 

OU don't, you'll wake up one day to discover you've been left far 

behind." 

Change can be good or bad, large or small, fast or slow, important or 
trivial. The one absolute truth about change is that, like the passing of 
time, it will occur. It is also true that the only way to improve one's 
professionalism is to be aware of all the changes taking place, and to 
be selective about the ones you embrace. 

EXPO is a sea of change. Dive in! 

Peter Gerstenberger, 
Director of Safety & Education 

Copyright 1998 by the National Arborist Association. All rights reserved. Reproduction in whole or in part without written permission is 
prohibited. The National Arbonst Association is dedicated to the advancement of commercial tree care businesses. Reference to commercial 
products or brand names in editorial does not constitute an endorsement by Tree Care Industry magazine or the National Arborist Associa-
tion. Tree Care Industry (ISSN 1059-0528) is published monthly by the National Arborist Association. P.O. Box 1094, Amherst, NH 03031-1094. 

Subscriptions $30 per year (Canadian/International orders S45 per year. U.S. funds: $2.50 per single copy). Periodicals postage paid at Am-
herst. NH and additional mailing offices. POSTMASTER: Send address changes to TCI. P.O. Box 1094, Amherst. NH 03031-1094. 
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T R X  
simple, available and cost effective 
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Terex Telelect Hi-Rangers are simple to use, readily available 
when you need them and especially cost effective for tree 
care operations. 

Incorporating input from leading arborists around the 
country, Hi-Ranger XT-5 Series aerial devices optimize per-
formance and value. The XT-52 has a working height of 57 ft., 
the XT-55, a working height of 60 ft. Both provide 42.2 ft. of 

• 	. . 

side reach in the work zone. Impressive lower and upper 
boom rotation ranges add to access capabilities. 

For more information on Terex Telelect Hi-Rangers. see your 
Terex Telelect distributor or call (605) 882-4000. 
FAX (605) 882-1842. 

Terex Telelect is ISO 9001 certified. 

TEREX TELELECT 
See us at 	 600 Oakwood Road Watertown, SD 57201 • (605) 882-4000• FAX (605) 882-1842 

TCI EXPO 
TEREXTELELECSTCTEREXjES 	 TCI-9'2 
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The Official Publication of the National Arborist Association 

Tree Care Industry 	 Voftirne IX 
	

NJurnber 10 

14 OCTOBER 
continued on page 6 

W-V. Make the Most of TCI EXPO 
i/v P/il/lip 1f•  Perry 

Ireating Leaf Scorch 

z Consider Hazard Trees 

q Developing Your 
Motivational Skills 
Bv kc I 1/1 

0 Outlook 
BY Peter Gersteiibeie r 
What's new in tree care.' Find aul 
at TCI ENPO 	. 

C16V 
National Arborist Foundation 
Win a Wood/Chuck chipper and contribute 
to the future of your industry 

24 Washington in Review 
By Amelia Reinert 

OSHA moves ahead on ergonomics. 

QD Cutting Edge 
New products and news in the tree 
care industr\ 

The top seven mistakes of trade show goers and 
how to avoid making them. 

See, feel and discuss the latest equipment, sup-
plies and technology at TCI EXPO '98 in Baltimore. 
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A BETTER MYCORRH IZA 

AF 1 Ar 

MYCORRHIZA INOCULANT 

mycorrhiza ROOTS 
FOR ALL TREES AND SHRUBS 

Mycorrhiza spores: 

• EctoMycorrhiza 

Pisolithus tinctorius 

Rhizopogon (cold weather tolerant) four species 

• EndoMycorrhiza (VAM) seven species 

Glomus mosseae 

Glomus intraradices 

Glomus clarum 

Glomus monosporus 

Glomus deserticola 

Glomus brasilianum 

Gigaspora margarita 

• ROOTS2 Biostimulant (soluble form) 

P 

This 16 ounce bag contains 1,000,000000 dry spores of Pisolithus 

I
• 	tinctorius and 100,000,000 spores of four species of Rhizopogon 

(cold resistant EctoMycorrhiza), plus seven species of Endo 

Mycorrhiza (VAM), and the ROOTS2 biostimulant in soluble form. 

S 
Net 16 ounces. See back for directions. 

RDQtS 3120 Weatherford Road. Independence MO 64055-(800)342-6173 

Soluble Injectable ROOTS' Biostimulant 

with Ecto and Endo Mycorrhiza (12 species) 

16 ounces in 150 gallons of water. 

Visit us at ICI expo '98 or call us at 800 342-6173. 
See us at 
TCI EXPO 

'98' 

.R.00t5m. 3120Weather{ord Road. Independence MO .800 342-6173 
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Departments 

Branch Office 
News and advice for small-
business owners 

Q NAA Forum 
By Chris Brown 
Education and networking 
ahead at Winter Management 
Conference. 

Industry Input 
Candid comments from our 
readers 

Industry Almanac 
Important regional and nationiI 
meetins and activities 

Management Exchange 
By Bob Reeder 
Behavioral safety management helps 
employees want to work safely. 

Classified Advertising 
Help wanted, services, businesses, 
new and used products for sale 

Cw_ Utility News 
By Dennis Lopez, Jack McGee 
and Bob Thielges 

Trends in Tree Care 
By Joseph Daniel McCool 
LandCare USA goes public. 
Do they offer a glimpse of 
arboriculture's future? 

From the Field 
By David Spier 
"The Dumbest Thing I Ever Did." 

Strategies and treatments for battling bacterial leaf scorch. 

October is National Chain Saw Safety month. Be sure to 
consider wood condition when felling trees. 

TCIs mission is to engage and enlighten readers with the 
latest industry news and information on regulations, stan-
dards, practices, safety, innovations, products and 
equipment. We strive to serve as the definitive resource for 
commercial, residential, municipal and utility arborists, as well 
as for others involved in the care and maintenance of trees. 
The official publication of the non-profit National Arbor/st As-
sociation, we vow to sustain the same uncompromising 
standards of excellence as our members in the field, who ad-
here to the highest professional practices worldwide. 
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The Top Seven Mistakes of 
Tirade Show Goers and How 

to Avoid Making Them 
B 	/ 	•J, /) 

J t's show time—TCI EXPO 98 time! Will your perfor-
mance in the aisles at TCI EXPO in Baltimore, Novem-
ber 5-7, be a hit ... or a bomb? 

Of course, TCI EXPO is more than a stage show. Your busi- 
ness stands or falls on how well 

., ..ti 	 you invest your time. Use the right 

'.
L 	techniques and the benefits from 

. 	..- 	attending can be enormous. 

Al p 	14 	9 4 	'Trade shows offer the only op- 
portunity for face-to-face buyino. 
other than seeing a vendor on a 
sales call." says Stephen A. Sind, 
president of the Center for Exhibi-
tion Industry Research in Bethesda. 
Md. "And attending a show has a 
distinct advantage: you can com-
parison shop for cost and quality. 
You can speak with many vendors 
in a short time. 

To be a hit at TCI EXPO. you 
need to rehearse. Here, seven trade 
show experts describe the most 
common mistakes made by trade 
show goers and offer solid direc-
tion for turning your visit to TCI 
EXPO into a winning performance. 

Segment the Show Floor by Priority 
So many booths, and so little tune. Managing the 

overwhelming choices can be a problem. One solution 
is to color-code the booths by priority. The best way to 
do this is to start with a map of the show floor. Mark in 
green every booth that is top priority for your visit. Mark 
in yellow those booths you would like to see if you have 
the time. And mark in red the booths that you will visit 
if you have the time. 

How many green booths should you allow yourself? 

Figure that you can visit, on the average, three booths 
every hour. This will give you enough walking time, and 
account for conversation time during chance encoun-
ters with peers. 

Once you have color-coded the map, you have a vi-
sual aid for maximizing your time at the show. Outline 
a walking plan that will reduce the amount of wear and 
tear on your feet while you meet as many top priority 
individuals as you call. 

TREE CARE INDUSTRY -  OCTOBER 1998 



Mistake #1: 
Forgetting to design 
an agenda 

Putting off trade show planning 
until the last minute then rushing 
to the show without a plan is the 
biggest mistake of all. 

"We did research on how the 
most productive visitors work 
trade shows." says Sind. "Three 
out of four have pre-determined 
agendas covering who they want 
to see and what they want to 
buy." Savvy attendees look at 
show previews, supplements, 
and all the material they get in 
the mail. Put your plan on paper 
to avoid losing your way when 
you encounter the noise and clut-
ter of the trade show floor. 

"To make the most of your time 
you need a written agenda," says 
Iris Kapustein, president of Trade 
Show Xpress, a trade show 
consultancy in DelRay Beach, Ha. 
"Take a look at the pre-show di-
rectory and the floor plan, and 
chart who you want to see." 

Kapustein suggests planning 
to see 12 vendors a day at the 
most. Keeping your schedule 
from getting too packed will al-
low you to leave time between 
appointments. "You may want to 
get some information from an 
adjacent booth, but if you have 

PlanYour 
Walking Route 

TCI EXPO can be overwhelming. Plan your walk 
carefully. Going from a booth in one area to another 
booth far away can exhaust you. 

Buyers 'strategies fall into two groups. "Circle and 
Charge" buyers walk the entire show floor on open-
ing day, taking notes about new products and 
interesting vendors without pausing long at any booth. 
On following days these buyers target the interesting 
booths based on their notes. 

In contrast, "Divide and Conquer" buyers do not 
walk the entire floor the first day. Instead, they start 
by getting a map of the floor and dividing the show 
into equally sized sections for the number of days the 
buyers will spend at the show. Then they methodically 
walk the aisles, pausing to do all of the discussion 
appropriate at any interesting booth, but all the while 
watching the clock to make sure that "x" number of 
aisles are completely covered at the end of each day. 

In contrast, Divide and Conquer buyers do very 
little backtracking. To take advantage of uncrowded 
aisles, they often begin their walks at a back corner 
of the exhibition hail first thing in the morning. 

The Circle and Charge approach has benefits. 
Getting an overview on opening day can make you a 
smarter buyer on succeeding ones. 

And the Divide and Conquer fans? These buyers 
simply found the initial overview walk less success-
ful. Perhaps they look to the left most of the time and 
miss merchandise displayed on the right. Or perhaps 
they constantly run into old vendor friends during the 
initial walk. Since it makes sense to chat at such ser-
endipitous times, these buyers seldom succeed in 
touring the entire floor on opening day. 

Whatever the strategy, seeing all of the booths is 
necessary. Don't make the mistake of plotting out a 
walk that takes you to only tried and true vendor 
booths. The idea of the show is to discover what you 
didn't expect, not to confirm what you already know. 

scheduled yourself too tightly 
you won't be able to." 

Don't allow booth staffers or 
anyone else to throw you off 
schedule. "You need to stay very 
focused and targeted and not get 
sidetracked." says Kapustein. 
More tips from Kapustein: 
• 	Make sure your plan lists 
the three most important things 
you want to accomplish at the 
show. These may include new 
knowledge, finding a new ser-
vice or product. or making an 
important contact. 
• 	Schedule breaks during 
each day to review your written 
plan. Have you made progress on 
each key point? If not, why not? 
What steps can you take to cor-
rect your course of action? 
• 	Plan to make the best busi- 
ness use possible from off-hours. 
TCI EXPO offers unique net-
working opportunities. and you 
should have a written plan as to 
who you want to see and what 
you want to accomplish. (More 
on this later.) 
• 	Divide the show floor by 
the number of hours you have 
to invest. And schedule the last 
day for returning to booths you 
want to see again. 

Mistake #2: 
Taking sloppy 
notes 

Write it down and you'll re-
member it longer. Whoever came 
up with that old bromide never 
talked with a trade sho attendee 
three days after a show. 

What a mess the notes are in 
me are on the backs of business cards. 

thers are scribbled in brochure mar-
ns. And some you can't even decipher. 
void the problem by planning a system 
take notes. 
"I tend to use a tape recorder." says MiIII 

oldberg, president of Marketech, a trade 
iow consulting firm in Westborough. 
lass. "It's so convenient and handy. And 
)metimes my note taking becomes cryp-

particularly if I am in a rush and visiting 
large number of booths. Having every-
ing on tape means I don't leave anything 
memory or chance." 

WW 

1 11-• 	____ 

TCI EXPO features world-renowned experts on tree care and small business prac-
tices, such as Dr. Alex Shigo. 
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Of course, using a tape recorder means 
you need to transcribe the tape later, or find 
someone to do it for you. And that high-
lights the fact that note taking like just 
about everything else dealing with trade 
shows is a highly personal matter. 
"Some people are comfortable with a small 
notebook," says Goldberg. "As they leave 
each booth they jot down their impressions 
about key areas." One problem with a note-
book is that you often end up jotting down 
notes while speaking with a booth staffer. 
This can prove distracting and uncomfort-
able if you are writing down lots of 
information. So, says Goldberg, make a 
point to pause after every booth and fill in 
the blanks in your notebook with additional 
information. If you walk too quickly to the 
next booth you are bound to forget impor-
tant information. 

Now, how about all those business cards 
you have collected? The secret is to con-
nect the cards right away to your notes. "Jot 
a number in your notes next to each com-
ment," says Goldberg. "Then jot that same 
number on the related business card. Later, 
when you are back at your place of busi-
ness and you want to expand on  

information you have written in your notes, 
you can easily get the telephone number 
from the business card." If you are using a 
tape recorder, vocalize the key number as 
you jot it on each business card. 

Avoid collecting business cards that 
you will never use. Make it a rule to dis-
card at the end of the day any business 
card you have not identified by number 
in your notes. Divide business cards into 
"high" and "low" priorities. Wrap each 
category in a rubber band. 

Finally, beware the brochure. It's too 
easy to collect dozens of colorful brochures 
from booths. They weigh you down, and 
when you get home they end up stacked 
in a corner for a couple of months, after 
which they are scooped up and tossed out. 

Before accepting any brochure, ask if 
you really need the information. If you 
think you need it, ask the booth staffer 
to mail the brochure to you. If you need 
some of the information right away, take 
the brochure. But back at your hotel 

TCI EXPO features 
non-stop prize draw -
ings and raffles, 
including a brand new 
Wood/Chuck chipper. 
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From Tree Tech Microinjection Systems comes a full line 
of nationally labeled insecticides, fungicides, bactericides 

and fertilizers in leakproof microinjection units. 

Insecticides - Acephate, Vividll and MetaSysto)® R 
Fungicides - Bayleton®, Aliette®  and Alamo® 

Fertilizers - Our proprietary NutriJectTM  formulations 
Bactericides - Oxytetracycline 

Tree Tech 

1879 SW 18th Ave 	"s 
Williston, FL 32696 

1-800-622-2831 
e-mail: treetek@aol.com  

Alamo is a registered trademark of Novartis Crop Protection, Inc. Aliette is a registered trademark of Rhône-Poulenc Ag Company. Bayleton is a registered 

4 	 trademark of Bayer, AG. MetaSystox R is a registered trademark of Gowan Company. 

eeie 

See us at TO EXPO '98! 

Please circle 70 on Reader Service Card 
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WHEN IT COMES TO TREE AND 
WASTE PROCESSING EQUIPMENT 

Oar / 	r)J7 
FOR THE BEST AND MOST COMPLETE LINE OF HAND-FED CHIPPERS 

191 
:• N-A 19 

Seven Models of y raulic feed disc style chippers wit 1 

-. 	6", 9", 12" & 18" diameter capacities 

Models of conventional Drums 

The NEW Intimidator hydraulic feed Drum chipper 

Aw . -A 	1L 
41 

'pr 	 - 	 The most effective Nvaste reducer and mulch producer 
available process stumps, logs, brush, pallets, railroad 
ties set leies construction Nvaste and demolition 
material. 

•r*" 	 - 

	

- 	 ' 	 - 

.- 	 -- 
The most productive cost effective whole 	 . 	.- -. 
tree chippers towable and self propelled  
14". 18" & 19" diameter capacity chippers. 	' 	1 	 . 	 - 	 - 

k 

tj
CR  1- 00  Wi 

 Chipper chipbox combo Big log and stump splitter 

BANDIT INDUSTRIES, INCORPORATED e- 
6750 MILLBROOK ROAD REMUS, MI 49340 PHONE: (800) 952-0178 OR (517) 561-2270 • FAX: (517) 561-2273 

	

IIIiii I 	E-Mail: brushbandit@worldnet.att.net  • Website: www.banditchippers.com  

Please circle 10 on Reader Ser\ ice Card 	See us at TCI EXPO '98! 
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Jameson fiberglass pruner poles are more 
versatile and durable, safer, lighter, and more 
cost efficient to use than other brands. 
Choose from a full line of interchangeable pruning 
and sawing heads, each featuring our unique 
adapter system which enables all accessories to 
easily lock into any pole. 
Available in foam core and hollow varieties, in 
sectional and fixed lengths, all Jameson pruner 
poles meet OSHA regulations. 

Call Jameson today at 1(8W) 316-1956 
to get the treetop of the line. 
See us at TCI EXPO '98! 

JAMESON 3 CORPORATION • SINCE 1956 
MEMBER N C)NA, 

ARBOR 1ST PO.Box 240277, Charlotte, NC 28224 

Please circle 35 on Reader Service Card 
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room, tear out only the parts of the bro-
chure you need and discard the rest. 

Mistake #3: 
Letting booth staffers 
monopolize your time 

Time is money. And booth staffers 
will be glad to spend yours for you. 

"Prior to walking into a booth, remind 
yourself of your agenda and rehearse ex- 

actly how you will approach the staffer," 
suggests Dr. Richard J. Brunkan, chairman 
of Human Resources Development Con-
sulting, a Milwaukee-based workplace 
psychology consulting firm. "Then stick 
with it. Booth staffers can get you off track 
pretty fast." 

"Don't be afraid to ask for a person with 
the expertise you need," suggests Brunkan. 
Not every person at the booth has the same 
background. You will be doing both you 
and the staffer a favor by being up-front  

about who you need to see. Ask "who else 
can I speak with about this?" They might 
be relieved to pass you off to someone with 
more expertise. 

"Ask for a reference at the company you 
could get in touch with. Seeking out the 
best experts is an important part of your 
success at a trade show," says Brunkan. 

Assess a booth staffer's expertise 
quickly by asking, "How do your goods 
compare with the competition? How are 
they different?" 

Mistake #4: 
Attending the wrong 
seminars 

Choose your seminars wisely. TCI 
EXPO has seminars on a wide variety of 
business and tree care topics. The right 
ones are excellent learning tools, and the 
information you pick up can make a big 
difference in your business. 

"Too many people attend a seminar 
because it looks interesting," says 
Jefferson A. Davis, president of Com-
petitive Edge Training, San Bruno, Calif. 
"Ask what specifically about this session 
would I like to learn. And what would 
you gain from it? 

Prior to the seminar, write down the 
three questions you want to have an-
swered, suggests Davis. "Listen for 
answers to those questions and if they 
are not answered, ask." 

It's smart to get your questions in be-
forehand, says Davis, since speakers can 
get blitzed with questions afterward. 
Finally, Davis suggests smart ways for 
taking notes. "See it, hear it, write it," 
says Davis. "Your attention span goes 
way up if you are actively involved in 
taking notes on important points." Yet, 
even note taking can be less than opti-
mal when it comes to committing to 
memory some of the fine points of a pre-
sentation. "If this information is 
important, take five minutes to review 
your notes before you run out of the ses-
sion," says Davis. Doing so will jog your 
memory about some fine points made by 
the presenter. "Review your notes again 
that night. And schedule yourself to re-
view them once more a week later." 

If the speaker is giving out a lot of 
information quickly, jot down critical 
"keywords," to jog your memory later. 

WOODSMAN 
See What's New at TCI EXPO '98 

It ' s 
Ru 

Show  
Time! 	_ 
Call (517) 875-8585 
Fax(517)875-8622  

"Your Innovative Leader in the Chipper Industry" 
212 S. Pine River St., Ithaca, Michigan 48847 

Please circle 75 on Reader Service Card 



(10) 32' to 42' Bucket Trucks: Gas & 1 (30) 1 Ton Buckets: 28 10 3€. in Stce 

Diesel ..................... Call for Sale Price 	....................................Call For Price List 

10+ units. 1987-88-89 Chevy Cdu - 1988 Chev. 4x4 	- 
Desel. 5sp2sp. 30.000 GVW with 8 ton 	LR5O Asplundh ....................S34.900. 
JLG cranes. 65 Hook Height. 16 bed. 1988 Ford or GMC with Chip Box and 
Starting at .......................$27,900. 	LR50 s .........................$29,500 each. 

Chip Truck Blowout Sale 
All Prices are Drastically Reduced! 

Prices are as-is condition. 	#4435 - 1990 GMC Topkick 366. 

most run and drive but need 	5sp. runs and drives ... $13,900. 

tires, brakes. etc. These units 	#4434 - 1990 GMC Topkick. 366. 

will not be run through our 	5sp. bad engine ............$8,900. 

shop - they must be towed 	#4433 - 1990 GMC 366, 4sp, runs 
or trailer out. 	 and drives ................... $11,500. 

1E 

(15) Material Handling Buckets in Stock, 
41' 42' 43' 50' & 55" Holan. Asplundh, 

e. Tele t Tho F' 	 Call for List 

t-r 

:02ForoFTD& . 
Aitec aouoie oucket .............S18,900. 

1987 GMC  
bucket and cnip oox .............$23,900 

Oil: 	 BOOMS 

80,  

(10) HIAB; IMTCO; National; Etc 
Knucklebooms Unmounted Or Mounted 

S4.500 And Up 

7M4 
lyon 

KnuCr, _-030,m 	 appe ano 
dump body 	 S19,500 

(8) single Axle Knuckleboom Trucks - 
Ford, GMC, Internationals 

Call For List & Prices 

low 

n FMC Spraers 
53.900 to $4,500. 

#4430 - 1990 Ford V8 gas, 5sp. 
runs and drives ........... $12,500. 

#4429 - 1990 Ford V8 gas, 5sp. 
runs and drives ............ $12,500. 

#4422 - 1987 GMC V8 gas. 4sp. 
runs and drives ..............$ 5,500. 

#3742 - 1987 GMC V8 gas. 4sp. 
runs and drives ..............$ 5,500. 

#4160 - 1986 GMC V8 gas, 4sp. 
runs and drives ..............$4,500. 

Unmounted Chip Boxes 
$500 to $1.200 
(No Hydraulics) 

#4428 - 1984 Ford F-600 V8, 
5sp. 13' chip/dump. runs and 
drives ............................. $5500. 

1

SMOX1 
 0,400 	. ' 	.. ' 

ton crane. 33 nOOK neign; .... $19,500 

SHEET ROCK LOADERS, BOUGHT AND 
SOLD- CALL FOR CURRENT INVENTORY 

(10) Chip Body Dumps in Stock 
Call For Prices & Descriptions 

1988 Intl diesel. dvp. '. :' -. ':,L, 	1985 GMC 4x4 diesel. 5sp 2sp with 
51' bucket and chip body.....$27900. 	TF(C) 5F TECO ...................S29.500. 

-'- 

1992 Ford CO -: 
VST 4000 45 bucket great up and 
o'.e 	;eab:ltyi 	S39.500. 

lOvO Fora 	.: 	. .. .. 
LR50 Aspiundh ....................$29,500. 

I FIT@ M Ar?7W 
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FeedBack added to a standard fertilizer 
program produces significant results, 
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Mistake #5: 
Failing to maximize your 
return on social time 

Lunch. Cocktail parties. Hospitality 
suites. Coffee breaks. All are excellent 
social occasions that sprinkle TCI EXPO 
like sugar on a donut. Yet trade show goers 
make two common mistakes when it 
comes to these events: The first is avoid-
ing them, under the mistaken impression 
that they are not business related. And the 
second is failing to capitalize on their busi-
ness potential. Never dine alone. Arrange 
for breakfast, lunch and dinner engage-
ments with individuals who can make a 
difference in your business. 

"Social occasions give you the oppor-
tunity to meet and converse with 
individuals who are vital to your busi-
ness, but who you don't get to see 
otherwise," says Robert F. Dallmeyer, a 
trade show consultant in Los Angeles. 
"It's a mistake to avoid them." 

Indeed, since individuals are more re-
laxed at such occasions, they are likely to  

san A. Friedman, president of Trade Show 
Coach, Lake Placid, N.Y. "Communica-
tion is the core of teamwork, and teamwork 
is the core of trade show success." 

Making this "knowledge sharing" re-
ally work means planning ahead, says 
Friedman. Prior to attending TCI EXPO, 
meet with co-workers who will not be 
going. Ask each person to give you three 
questions they would like answered by 
your visit. These questions may be in the 
areas of new services or products, or new 
technology your business requires to run 
optimally. Finally, your business may 
need information about larger market-
place issues that may impact sales. 

"Feedback from others in your business 
is invaluable in helping you to hone in on 
information you really want to bring home 
from the show," says Friedman. 

Teamwork doesn't stop when you leave 
for Baltimore. If you are attending the 
event with co-workers, take steps to elimi-
nate duplication of effort on the floor, as 
well as to share information and "brain-
storm" about information you learn. 

"Suppose there are 20 companies you 
want to see," says Friedman. "That may 
be too many for one person. If you have 
four people going as a team, you can go 
to five companies each and spend some 
quality time asking in-depth questions.' 

Understanding what other team mem-
bers need from the show can pay rich 
dividends. "Get together to compare 
notes," says Friedman. "This can be a valu-
able brainstorming experience. Even 
though you have plotted out your time to 
see a given number of booths, you may see 
something interesting as you walk the 
aisles that you know someone else on your 
team needs. You can pass it along to that 
team member." During your brainstorm-
ing sessions, each person can run through 
the most important items learned. Other 
team members may think of ramifications 
that can make the trade show experience 
more meaningful. 

Okay ... now what if you are only send-
ing one person to TCI EXPO—perhaps 
yourself or a key employee. Does this 
mean you have to forego the benefits of 
teamwork on the floor? No way. Prior to 
the show, make contact with one or more 
other non-competing businesses which are 
also sending solitary individuals to the 
show. Create an "ad hoc" team of individu-
als who will meet, compare notes and 
stimulate further id'H. I ii 1 tcmi 'run 

share information they would stay 
clammed up about on the show floor. 
This is the time to obtain information 
about the tree care industry, or about hid-
den trends in the market. Remember: 
offer information to get information. 
"Social time is often as fruitful as work-
ing the show floor, or more so," says 
Dallmeyer. 

Look out especially for industry lead-
ers and opinion makers whom you have 
not met, but who may be attending the 
same social events. "Social events are 
really your opportunity to get to know 
these people," says Dallmeyer. 

Mistake #6: 
Not broadcasting 
information 

Don't keep your new wisdom to 
yourself! Spread it around your busi-
ness when you get home. 

"You can maximize the results you get 
from attending by sharing information 
with co-workers back home." says Su- 

Please circle 73 on Reader Service Car ,  
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At 8 o'clock on a smoggy morning, in 

the sweltering August heat, Big Al 
Fontaine clutched the ever-present 
mug of steaming coffee in his tobacco-
stained hands. The air was thick with 
tension as Al and his No. One climber, 
Niax Bunyan, stood amid the throng of 
bidders waiting for the city contract to 
he awarded. 

At last the announcement! Bullets of 
sweat marched along Al's brow line 
and tied his spine in a 
Knot. "How are we 
going to do 765 trees 
in 90 days? We don't 
have enough people!" 

Big Al and Max 
found themselves 
facing the same prob-
lem that confronts 
many tree compa-
nies - too much work. 
not enough people. 
With the arboriculture 
profession growing / 

and growing, the 
most difficult task is 	

/ 
finding the right per-  
son for the job. The 
crucial elements of 
that task are "When" and "How." 

Predict ( ro th and Prepare 
Like any business, a tree business 

has reasonably predictable stages of 
development. Your responsibility is to 
recognize those stages, and plan for the 
next stage. The trick is to forecast 
when that growth spurt will occur, 
based upon real life factors that you 
already  know about, and marshal your 
resources in advance to acquire the 
necessary manpower when the need 
arises. 

the Labor 
now Vs hat to Look For 

In this scenario, Al Fontaine already 

Recruitment 
in the 90 's 
By Jeff Lee 
(909)319-7003 

possesses a valuable asset in Max. 
Max is an ex-Marine - self-motivated 
and trainable. Those same qualities that 
made Max a good Marine also make 
him a good employee. To Al's credit, he 
had the good sense to recognize those 
attributes at the very beginning. 

Even if the seasoned veteran is not 
standing in the unemployment line 
waiting for you. without stealing people 
from other companies, maybe you can 

crreen nercnnnel who _____....- 
have never done tree 
work before, but who, 
nonetheless, have the 
personal attributes you 
are looking for. That 
will give you the 
opportunity to teach 
those people the way 
your company does 
things via a training 
program which af-
fords the opportunity 
for advancement. 
That kind of arrange-
ment engenders em- 

_____ ployee loyalty. 
3. 	()n-li. 
I' rain intz 

As you embark on your training 
program, bear in mind that the most 
difficult time to train anyone is during 
the actual performance of the particu-
lar task. Don't overburden new 
personnel with production deadlines 
while their minds are already occupied 
with mastering the basics of a new skill. 
A brand new student should not have 
the same accountability as a long-time 
veteran. 

In closing, there are literally 
thousands of people wanting to do a 
good job for you. Your challenge is 
finding those people and giving them the 
opportunities they deserve. 

CABLING AND 
BRACING SUPPLIES 

FYIRO1.T 

	

11i 
'I 

'1? 
Drop 1-orged 	 1111 & Galvanized  

1/2" X 6" Eye Bolt ........... 	ei. 
1/2" X 8" Eye Bolt ........... 	$6.88 ea. 
1/2" X 10" Eye Bolt ........ 	$8.43 ea. 
1/2" X 12" Eye Bolt ........ 	$8.86 ea. 

5/8" X 12" Eye Bolt ......... .... $12.79 ea. 
5/8" X 15" Eye Bolt ......... .... $15.l3ea. 
5/8" X 18" Eye Bolt ......... ....S18.O3ea. 
5/8" X 24" Eye Bolt ......... 

( 10. \\ I )I 
BOLTS 
Drop Forged 
& Galvanized 

	

ça C! SA 

1/4" X 3" Screw Eye Bolt ....... 2 .95 e. 
5/16" X 3-1/2" Screw Eye Bolt.. 53.50 ea. 
3/8" X 4" Screw Eye Bolt ........ $3.70 ea. 
1/2" X 5-1/4" Screw Eve Bolt .... $4.50 ea. 
518" X 6-1/2' 	Scre' 	Be Bolt.... S ea. 

pRl;F( )R\IL;I) 
i .1\1". t;R1Ps 

TG 1250 3/16 Tree Grip... 	fl ca. 
TG 1251 1/4" Tree Grip .... @ $2.60 ea. 
TG 1252 5/16" Tree Grip ... @$4.65ea. 

Ask for pricing on: 
Lag Thread Screw Hook Galvanized 
Thimbles and Loop Nuts. 
Otto Etpiro V ttP'l/,I Ot / YY 

r CALL TODAY: 
New FREE 50th 	 '' I  

Anniversary Catalog - 
160 pages plus complete 
price list. 

To Order Call... 

Bishop Company 
1-800-421-483 

24 hr. FAX: 562-698-2238 
Se habla Español. Jerry Anaya. ext. 350; 

Steve, ext. 340; Keith, ext. 220: or Jack. ext. 110 

VJSA 
- 

(4) .  w 

Sc tin at TCI EXPO '98! 

Sponsored by The Bishop Company for the advancement ol our iiidul r 

"Big Al Fontaine" 
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a lot of time out of your schedule. Is it 
worth it? You bet, if you take the time to 
plan the hours you spend at the show... and 
then work your plan. 

For more information on TCI EXPO 
'98, see the registration brochure in the 
center of this magazine or call the NAA 
at 1-800-733-2622. RI 

I : 

MakeYourTrade ShowTrip Profitable 
V Avoid wasting time standing in line behind other people at a booth. Start by 
going to the most vital booths and asking "May I come back at 2:00 p.m.?" Jot the 
appointment time on your card and leave it with the individual at the booth. When 
you come back you can say with authority, "Oh, excuse me. I have an appointment 
So and So." Go right through. 

V Anytime you take anything, always write on it how interested you are, and what 
steps you need to take. This will help sort the criticalfrom the clutter, and keep any-
thing from falling through the cracks. 

V Save time by avoiding long lines: pre-register, and arrive a half hour early to 
avoid the crowd at the doors. 

V 	Drink water regularly to avoid dehydration. 

V Take a light and comfortable "carry all"for accumulated material. Plastic bags 
can weigh you down. 

For 30 ways to boost your productivity at a trade show, send a self-addressed, 
stamped envelope for a free copy of "Visiting a Trade Show" from Susan A. Fried-
man, President, Trade Show Coach, 30 Saranac Ave., Lake Placid, NY. 12946. You 
may also order by fax at (518) 523-8755; or by email at tssuccess@compuserve.com  

Mistake #7: 
Scheduling your time 
too tightly 

Planning your time is important. 
But too much of a good thing is 
counter-productive. You need to 
leave some time open to take advan-
tage of unexpected opportunities. A 
lot of these surprise benefits will not 
be apparent until you arrive at the 
show site. 

"Before you walk into the hail, 
take a look at the materials you re-
ceive when you register," suggests 
Sind. "You will likely find a selec-
tion of new suppliers whom you 
have not had the opportunity to 
meet." Many of these suppliers will 
be new companies, and they can be 
rich sources of innovative ideas, 	L 
products and services. 

The tips in this article should help you 
keep your bases covered during TCI 
EXPO. Attending a trade show carves a lot 
of expense out of your balance sheet, and 

See us at TCI EXPO '98! 
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Introducing the 335XPT arborist saw, built for life in the trees. It's light 

and balanced, and features our exclusive ArborGrip' a textured handle 	 - 

with thumb and throttle finger supports to give you a stronger grip for 	 ,. 

better control. Plus, its snag-free shape and built-in rope ring make it 

a cinch to haul up. Now nobody is more committed to the arborist 

than Husqvarna. We offer a full line of specially designed safety gear, I 
and are proud to sponsor ArborMaster training programs. To find your 	 - 

nearest Husqvarna Power Retailer,just call 1-800-HUSKY 62. For in for- 

motion about ArborMaster Training, call 800-487-5958, ext. 8-4513. 

Husqvarna 
Tough Nanne.Tou gh Equipment- 
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By Mark Garvin 

B acterial leaf scorch has been reported from New York 
to California, though it has been predominantly de-
tected in the mid-Atlantic, Southeastern and Gulf Coast 

states. 
The key for arborists attempting to save infected trees is a 

consistent ability to recognize it. Being able to diagnose the 
problem will help determine how to manage the disease in a 
single tree and in larger areas. 

Diagnosis 
Xvllelafastidiosa is a bacterium which infects the xvlcin. 

diminishing a tree's ability to absorb water. Discoloration be-
gins at the leaf margin and moves toward the midrib. The 
disease will progress from leaf to leaf near the tree's crown as 
dieback begins. 

What symptoms should arborists be looking for in diagnos-
ing bacterial leaf scorch? The most notable symptom is a 
browning of leaf margins in mid- to late summer "wholly or 
on the edges," says Walt Money, president of Guardian Tree 
Experts in Rockville, Md. "There are several ways to distin-
guish bacterial leaf scorch from environmental leaf scorch, 
though they are difficult to describe verbally." 

Some trees, particularly oaks and elms, develop a yellow mar-
gin between the outer scorched portion of the leaf and the green 
inner leaf. A way to definitively identify bacterial leaf scorch 
is through scanning electron microscopy after the sample has 
been dyed. 

Money has seen an upsurge of the disease in the Washing-
ton area in recent years, though he is unsure as to the reason. 
The disease vectors may have changed, though Money points 
to environmental factors as a possible cause. "It is particularly 
heavy in drought years," Money says. "We have had five 
drought years in the past six, so it has gotten much worse re-
cently. Hardest hit are varieties of oak trees." 



Deciding on treatment 
Since there is no cure at this point for 

bacterial leaf scorch, how do arborists in 
the field decide whether treatment or re-
moval is appropriate? 

"It depends on the value of the tree to 
the property, and how much value the 
property owner places on that tree." ex-
plains Money. "For example, for one tree 
in a wooded area, generally. I won't do 
anything about it. If it is the only tree in 
a front yard, I would." 

Taking a tree out may not do much in 
terms of controlling the spread of the 
disease to other trees. Arborists should 
pruneout infected portions, which may 
help slow spread on that tree. Removal 
of an infected limb below the last 
scorched leaf may cure early infections. 

Research has shown that products con-
taining oxytetracycline can suppress 
symptoms by reducing the bacterial 
count attacking the xylem. Studies indi-
cate that treatment with oxytetracycline, 
the active ingredient in products such as 
Mauget's Mycoject and Tree Tech OTC.  

is effective for one year if less than 50 
percent of the crown is affected. Money. 
however, doesn't use percentages. "This 
is what I'll do. If the disease is apparent 
and marring the aesthetic value of the 
tree—and it's worthwhile to the property 
and the client—then I will treat the tree. 

"If it's a valuable tree to the landscape, 
homeowners will generally go ahead 
with treatment," says Money. "If you 
haven't noticed it already on one of your 
client's properties, then the client noticed 
and is calling you in because the tree is 
valuable enough to be concerned about." 

Money, who is distributor of Mauget 
products in the Washington area, takes 
the time to explain to clients that treat-
ment is not a cure and may not work. 
"It's like any other work we do to save a 
tree," he says. "You can use some key 
phrases that help your client understand. 
After you have set up a program, you 
almost always have to tell them, 'I can't 
guarantee the products are going to make 
a difference. But I can tell you, based on 
my experience, if differences are going 
to be made, the products will make  

them. Then, you make a decision for 
them. Tell them, 'Yes, I think you should 
do this, or, no, I think the chances for 
success are small.' 

"You can't offer percentages for suc-
cess to clients, just a reasonable 
prognosis. People call you because you 
are the expert. They expect you to make 
decisions for them. And you should. The 
final decision, of course, is theirs. But 
you tell them what they should do." 

Devising a program 
"Generally, a good time for treatment 

is in the spring,"suggests Money. "I 
would recommend treatment for at least 
a couple of seasons to see what kind of 
response you are getting. It's like any-
thing, it doesn't work all of the time. But 
it works enough of the time to make it 
worthwhile. 

"In addition to treatments, we perform 
normal arboricultural practices like prun-
ing, mulching and fertilization on that 
tree," he continues. 

Money does not recommend pruning 

He works hard so your hard work P8VS off. 
Providing you with: 
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Now Manufacturing  and Distributing "STUMP CLAW TEETH" 

I -'r 
Econo Teeth 

Regular (Std.) Teeth 

)it 
Stump Claw Teeth 
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Threaded Stump Cutter 

New SMART 
Pockets Hedges Stump Cutter 

Short Bolt 

Round Reversible Long Bolt 
Pockets 

ZT.=  
B-11-C 

1~:__ Stump Claw  
Pockets B-i-C 

when I'm 
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want Tools 
That Worki 
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The pros have relied on 
A.M. Leonard since 1885! 

For hard working, on 

long lasting and 
priced right 
Tools That 
Work, call 
A.M. 	Leonard 

For a ME catalog call 

iIi:j 
iii'ii  the requestI 

I 	 TC198 
Name 

Co. Name  

I Address 

1 City 

State 	Zip  

CA.M.Ionard1 
TiATWO 

I P.O. Box 816 • Piqua, OH 45356 
Open 24 hours everyday 

Fax: 1-800-433-0633 
Web: http://www.amleo.com  
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more from an infected tree than he would 
from a noninfected tree. In fact, he does 
not necessarily recommend pruning even 
the infected areas. 

"We don't remove the infected limbs," 
he confirms, "because there's no guar-
antee it will be dead the following year. 

"It's a possibility that the parts of the 
tree exhibiting leaf scorch can come 
back. What we're talking about are spe-
cifics, or specific remedies, that in the 
field will vary dramatically based on the 
tree, conditions in the field, what's the 
rest of the tree look like, what's under 
the ground. There are so many factors to 
take into consideration when you have 
bacterial leaf scorch." 

Cost and frequency 
"There is no standard cost for treat-

ment," insists Money. "It depends on 
how large the tree is, how much mate-
rial it will take, how long it takes to get 
to the site. You can only say, on the av -
erage, it might run from $100 to $150, 
depending on the size of the tree." 

Treatments by folks at Guardian Tree 
Experts tend to be seasonable and cycli-
cal, though schedules vary. For example, 
if a Guardian employee is injecting a 
number of trees for hemlock woolly 
adelgid, he can go in during the late win- 

Stump 
Cutters 

Established 1954--over 45 years 

Buy from the Original Manufacturer 

800 421-5985  Vk 
I 	 6  

ter to early spring and do leaf scorch in-
jections too. 

If treatment is on a separate schedule, 
Money advises "late summer or early 
fall. There's no determination of how of -
ten you use product, but you can use 
them throughout the bulk of the grow-
ing season, except for severe, hot dry 
periods in the summer." 

A final word 
One situation Money confronts fre-

quently is a client who refuses to face the 
obvious—the tree can't be saved. He 
clearly states that there's no point in 
treating the tree—but the client wants to 
try anyway. 

"You have to make a decision. Are you 
going to treat the tree knowing full well 
that it won't work or is unlikely to work? 
This situation applies to much of the 
work you do," he notes. 

"I tell them, 'I'm sure you can find 
someone who will treat the tree, but in 
good conscience I can't.' 

"When you do that, you build cred-
ibility with your clients. In the long 
run, they will know that you are try -
ing to give them straight answers. 
Word gets around. That's what we 
have tried to do in all of our operations 
for 37 years now." TcI 

Border City Tool * Manufacturing Co. 
23325 BLACKSTONE • WARREN. M1 48089-2675 

810/758-5574 • 800/421-5985 • FAX 810/758-7829 
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This Could BeYours for $50! 

T he Wood/Chuck Chipper Corpo-
ration and the National Arborist 
Foundation (NAF) proudly present 

the third annual TCI EXPO Wood/Chuck 
Chipper Raffle at TCI EXPO '98 in Balti-
more, Md., November 5-7, 1998. 
Attendees at previous shows may remem-
ber the excitement created in Columbus, 
Ohio in 1997 or Charlotte, N.C., in 1996. 
According to both winning company own-
ers and their spouses, they never dreamed 
that they would win—yet they did! 

This year at TCI EXPO '98, you could 
win a Wood/Chuck W/C 17 Chipper—a 
brand-new, custom-painted chipper with 
an 82-horsepower Deutz Turbo engine 
courtesy of Engine Distributors, Inc. 

One catch: you have to register to win! 
A special offer is available: three chances 
to win for $125, or enter as often as you 
wish for only $50 each! 

"We're very excited again to be able to 

co 

be in the position to help the Foundation," 
notes Dennis Beam III. Drew Beam and 
Mike Burke and all of the employees of 
the Wood/Chuck Chipper Corporation also 
feel strongly about the NAF. 

"Yes, the third time around is a charm," 

so remarks Dennis. "This year, 
proceeds will benefit chipper 
safety education and semi- 
nars—something new and 
exciting on the horizon." 

How to Enter: see page 71 
and mail entries to: NAF 
Chipper Raffle, c/o Woody 
Chuck Chipper Corporation, 
P0 Drawer 400, Shelby, NC 
28150. Entries must be re-
ceived by Friday, October  
30, 1998. In-person entries at 
TCI EXPO '98 will be ac-
cepted at booth #534 until 
the drawing, scheduled for 

Friday, November 6, 1998 at 3:00 p.m 
Make your check payable to "NAF CHIP- 
PER RAFFLE". If you need an extra form, 
call Wood/Chuck Chipper Corporation or 
the NAA at 800-733-2622. 

It's easy! But you have to enter to win. 
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• Low Mileage Chassis 
with NEW Bodies'. 

• Multi Purpose Forestry Bodies Built To Your Specs• 
Huge Selection Of Diesel Cab & Chassis• 

• Low, Low Miles- "Like New" Condition• 
• Delivery In Weeks Not Months  

Don't Settle For Someone Elses 
Repainted Junk, Let Royal Custom Build 

— 	 The Perfect Truck For You! 

• • •• 

TRUCK & EQUIPMENT See-  us a-t 
101 EXPO 

Royal Truck & Equipment Inc. 	98! 

6910 Route 309 • Coopersburg, PA 18036 
Phone (610) 282-4090 • Fax (610) 282-8986 

NATIONAL ARBORIST 
ASSOCIATION 	 www. royaltruckeq u i p. corn 

Please circle 56 on Reader Service Card 



sh
10  
!ngton in ReviewBY Amelia Reinert 

O
n July 14, the House Ap-
propriations Committee 
voted in favor of an appro- 

priations bill that did not 
increase funding for the Oc-
cupational Safety and Health 
Administration but did in-
clude funding for an 
ergonomics study. President 
Clinton has threatened to veto 
the bill in the "strongest pos-
sible language the White 
House can use" if it is ap-
proved by Congress. 

The ergonomics problem 
now faced by Congress is 
much like those math prob- 
lems that so many of us 
struggled with in sixth grade. "If two 
trains are traveling toward each other in 
a tunnel and train A travels at speed X 

Multiple choice answers usually 
cover all possibilities, including the one 
that must now be chosen by Congress 
["E," not enough information available 
to solve the problem."] 

There is no question that there are 
many ergonomic improvements that 
could be made in the workplace. Manu-
facturers in the tree care industry have 
poured millions of dollars into ergonom-
ics research and improved design. Many 
large corporations have invested in er-
gonomically improved work stations, 
which seem to have yielded the direct 
benefit of reduced workers' compensa-
tion insurance premiums and decreased 
employee absenteeism. 

Labor-friendly lawmakers believe 
that this is enough information to prove 
that ergonomic solutions must be man-
dated in the workplace. However,  

science does not support that position. 
Ergonomics research conducted in recent 
years has created more questions than it 
has answered, leaving responsible scien-
tists with no other choice than to say we 
simply do not know enough about 
musculo-skeletal disorders to form any 
particular conclusions. 

It is impossible to regulate the un-
known. For example, who shall Blind 
Justice hold responsible for an 
employee's hearing loss? The employer 
who gave him ajob in a noisy factory or 
the nightclub owner who allowed the 
band to crank the volume up? 

Rushing to scientific judgements has 
caused the American public many 
problems in recent years. Remember 
the "miracle drug" Phen-Fen? How 
about those energy-efficient "sealed" 
office buildings of the 1970's? How 
many people's health has been ad-
versely affected by what we once 
thought was good? 

As for musculo-skeletal science, 
you might have seen those racks 
from which people suffering from 

back pain hang upside down. 
Physical therapists who once 
prescribed them for treatment 
are now throwing them into 
the scrap heap in droves. 
Why? Further study of the hu-
man body has revealed that 
these devices can do more 
harm than good. The theory 
was that hanging upside down 
relieved pressure on the spine. 
We now know that hanging 
upside down greatly increases 
the incidence of stroke and ac- 
tually places greater stress on 

the lower back. 

So why is it that when scientists, the 
objective third party, are telling lawmak-
ers that more research needs to be 
conducted on ergonomics, so many law-
makers wish to forge ahead and regulate 
it anyway? Why not allow researchers to 
continue studying ergonomics while 
manufacturers continue to provide im-
proved products? The market demand for 
better, more comfortable machines will 
force a permanent shift in production. 
Employers who desire improved produc-
tivity will take the best of ergonomic 
solutions suggested by workers' compen-
sation data and incorporate them into 
their own workplaces. 

Responsibility is encouraged as a mat-
ter of course in this column. Employers 
must do all that they can to ensure that 
employees are working safely. We must, 
in turn, encourage lawmakers to use rea-
son, not speed, when imposing new rules 
on employers. FT 
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for live practice, falling small trees, 

consisting of live and dead specimens. 

Sometimes we are required to remove 

standing fuels around buildings dur-

ing urban interface wildfires. I have 

found "Tim's Tips" very useful, and 

would like to refer to this materialfor 

general knowledge. 

Dead versus live trees 
There is a substantial difference in 

"falling" a dead and a live tree, and 
there are significant differences be-

tween a dead and a decayed tree. For 
example, if the tree is decayed, a hinge 
is possibly not applicable. The fiber 
needed to work as a hinge is likely rot- 

I 
Q 

uestions continually arise as 

to what a hazard tree really 
is. That's a tough thing to 

define ecause I feel the diagnosis and 

definition given to a specific tree has 
to rely on the skills of the saw opera-
tor, equipment selection and, most 
importantly, the work plan selected. 
What you deem hazardous may not be 
so hazardous to someone else with 
proper equipment and a more experi-
enced working knowledge. 

Since the onset of electronic infor-
mation transfer, the knowledge related 
to "falling or felling" trees has really 
grown. As it becomes easier to com-

municate—knowledge abounds. 
Sharing this knowledge is important to 
the industry and is a key to good train-

ing. We have had a web site at http:// 
www.forestapps.com  for almost three 
years now, and it's amazing how many 
people, both professional and among 
the general public, have questions re-
garding trees. 

It's important for you as a profes-
sional arborist to understand what 
sorts of questions the general public 
has about the hazards involved in tree 
removals. You must realize people are 
daily approaching these situations, ei-
ther after a storm or when a tree dies. 
Few realize the danger. The important 
question is, do you? 

An occasional chain saw user posted 

the following questions at our web 
site. These questions made me stop 
and consider hazard tree definition a 
lot more carefully. 

The questions read: 

What are the differences when fell -

ing dead trees vs. live trees? Are there 

noticeable differences in application 

of the tools? Are the falling tech-

niques the same, or are there 

differences due to different properties 

of the wood? If so, what are the dif-

ferences and safety considerations. I 

am a firefighter with limited experi -
ence falling standing timber (most of 

our chain saw use is on rooftops). I 

am in the process of putting together 

some safety training before we go out 

INDUSTRIES, INC. 
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Model 14 x 72 (14 ft. long x 72high) 

The S~1_ithcg Forestry Package  
I'I,I'MaaJ4. 

"THE BO 111GUILDERS ""  

FEATURES: 
Chipper air exhaust vents 
1" cross box assembly with rope hooks 

20 cubic yard capacity 

Pintle hitch with trailer light connector 

•Southco's years of experience 

OTHER SOUTHCO PRODUCTS: 
• National knuckle cranes 
• Braden winches 

• Prentice loaders 

Ford, GMC, International chassis cobs 

• Omaha standard platform & service bodies 

Cciii for Additional Information: 

2=1211~ 1-800-331-7655 
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TEARAWAY BUNCEE CHAINSAW LANYARD 
(Patent Pending) 

• Easy to install. 

• Built-in Bungee provides 
ample reach when cutting. 
Also eliminates excess 
material when suspended on 
saddle. 

• Tear away safety pack 
eliminates the possibility of 
user being pulled from a tree 
if the saw gets hung up on a 
falling limb (will not tear 
away if the saw is drnnned 

• A second steel ring provided 	 / 
to allow saw to he suspended when not in use. 

See us at TCI EXPO '98! 
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ted. Felling with a chain saw without 
a hinge really increases the danger and 
accident potential. In the case of de-
cayed trees, you must be very skilled 
in recognizing this fine line of danger. 
It might be best in that case to bring 

in another piece of equipment or a 
more experienced saw operator. 

Climbers should recognize that with 

some trees it might be pru-
dent to park the climbing 
ropes and pull in the bucket 
truck. The same is true with 
saw operators. There are 
times another form of re-
moval should be 
considered. 

A few years ago I learned 
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of techniques using explosive cord that 
make storm damage or high-decay tree 
removal much safer. This technique 
has been used for years in 
Scandinavia. 

In my book, dead trees that are still 
structurally sound are not as danger-
ous as decayed trees. While the top 
may have died out in the last couple 
of years, the fiber at the base of the 

tree portion has just dried, not rotted 
to pulp. This scenario is hingeable. 
Dead, dried fiber does react a little 
different than green. however. 

The following are a few "dead" 
characteristics I try to recognize when 
making a work plan in all trees. Dead 
wood/tree fiber from a saw operators 
perspective: 

It bends to a point and then it 
breaks. Think of it as bending a green 
stick vs. a dead one. The green, moist 
stick will bend, and sometimes if you 
bend it slowly, it can be formed into a 
circle. The dried stick, on the other 
hand, will bend to a point and then it 
will snap quickly. The hinge on such 
a tree, with dried fiber, will act simi-
larly. If it is too thick, it will only work 
slightly and then it will snap (break) 
quickly. Sometimes a thinner hinge 
works better on dried, dead trees. 

Remember that a dead tree always 
offers the sawyer another potentially 
hazardous situation. The top of a dead 
tree can be "shaken to breakin" very 
easily. Always be aware of the top and 
of limbs breaking out and falling. Make 
sure you have an escape plan in your bag 
of tricks. If dealing with dead tops. it 



Rotted fiber near a beaver dam 
Even the beaver gave up on cutting 
this one. He probably knew better 
than to fell it, since no control could 
be obtained with the rotted fiber. 

may be wise to have someone spotting 
the top for you while you cut to alert you 
of problems. Always wear a hardhat. 

You may want to use them in your 

crew safety program. 

Tim Ard is president at Forest Appli-

cations Training, Inc. and has been 
instructing saw operations, maintenance 
and safety training for over 25 years. A 
nationally recognized instructor and 
co-founder of the Game of Logging and 

ArborGames programs. Tim's programs 
are also sponsored and endorsed na-
tionwide bv Husqvarna Forest & 
Garden Co. and Pferd, Inc. Forest Ap-
plications Training, Inc. also provides 
a unique training program for tree 
care saw users. For more information. 
check our web site or call 
770-943-4745. TCI 

PublicAuction 
Saturday, November 7TH  9 a.m. 

Real Estate Sells at 1 p.m. 
For: 

RANDY'S TREE SERVICE 
9015 Collinsville Road 

Collinsville, IL 
Directions: 15 mm. From Downtown St. Louis 

Take Interstate 55/70 East to 1-255 South To Exit 24 Collinsville 
Go West one mile. Watch for Signs 

FEATURING: 1997 HD 280XP Bandit Tree Chipper 20" diameter 300 
hrs, 1996 200 plus Bandit Brush Chipper 12" diameter, 1995 Vermeer 
Stump Grinder Model 672 72hp 200 hrs, 1989 2-1/2 ton GMC Enclosed 
Chipper Truck, 1987 Heavy-Duty 2-1/2 ton Enclosed Chipper Truck, 
1976 Chevy Van Chipper Truck, Wayne Chipper with 16" Drum, SCAT 
Back Model 5304 x 4 Wheel Loader, 1998 1/2-ton Chevy Tahoe 4dr4 
x 4, 1997 1-ton Chevy 4 x 4 Ext. Cap w/new dump bed, 1996 1-ton 
Chevy 4 x 4 crew cab dually, 1990 3/4 ton Explorer conversion van. 
loaded. Other trucks including Snow Removal - plow trucks. Chevy dump 
trucks, flatbeds, pickups, etc. Several trucks for parts. 1989 30-foot 5 

wheel trailer, 1979 25-foot 5th  wheel flatbed. Forklifts, several lots of 
tools, air compressors, portable welder and generators. 10-ton floorjacks. 
saws, a complete shop full of tools. 1992 Polaris ATV 4 x 4 350 cc. 
liquid cooled. And much more. For information or a more complete list. 
contact owner or Auctioneers. 
Auctioneers'Note: This will be a complete liquidation of Randy's Tree Ser -

vice. Randy will sell his business, including real estate and tree equipment. 
Cal/for free brochure. Owner Randy Ho//is (618) 876-8686 (evenings) 
All announ.ement sale da rake pre.'dnL'e 	all printed niaterial. Not responsible for accidents. 

AHRENS & MEMBER AUCTION SERVICE 
9502 DeCamp Rd. 	 7733 N. State Rt. 159 

Staunton, IL 62088 	 Moro, IL 62067 

AS& 618-459-3445 618-377-1140 fthi4 DENNIS AHRENS 	& Niemeier 
___ 	

GARY NIEMEIER 
"Your Auction Advantage" 

Please circle 2 on Reader Service Card 

3. Try to work with the lean(s) when 
dealing with dead trees. Try to fell a 
tree in the direction it has minimal side 
lean and a positive forward lean. 
Heavy side leans are difficult to con-

trol with dead fiber and working the 
fall in the trees leaning direction will 
eliminate rope pulling and wedging a 
dead tree, which can make things 
much safer. In summary: Fiber of a 

dead tree is not as resiliently strong 
and pliable as most green fiber. An 
awareness of this situation must be 
understood before anyone works with, 
or near, dead or storm-damaged trees. 

There is much more to consider 
when picking up a saw and beginning 
tree work. Personal Protective Equip-
ment, chain maintenance, saw 
maintenance, tuning and operation, as 
well as the planning process. All of 
these things greatly reflect a person's 
ability to handle a hazard tree situa-
tion. It is up to the saw operator to 
handle a hazard tree situation properly. 
We must assure safety for all involved. 

October is National Chain Saw 
Safety month. I know most tree care 
companies use saws year-round. but it 
might be a good reminder each year to 
designate (at least) October to hold 
special chain saw training. For a com-
munity service you may want to offer 
to your community a company spon-
sored chain saw safety/techniques 
class for homeowners and firewood 
cutters. Good PR never hurts and you 
may take some of the pain out of a 
potential saw accident. Two good 
video for saw safety are available: 
Chain Saw Use & Safety" from the 
National Arborist Association and 
"Sensible Woodcutting. Tips from the 

Pro's" from Husqvarna saw dealers 
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PRODUCTS & SERVICES 

Treegator portable drip irrigation sys-
tems are ideal for arborists, 
landscape and maintenance contrac-
tors, park and recreation 
departments, schools, DOT's, golf 
course and property managers, nurs-
eries and homeowners. It assures 
proper water management, saves 
time and replacement costs, and is 
like having a watering professional 
on duty 24 hours a day. The system 
will provide from 20 to 75 gallons of 
water and up to 16 hours of drip time. 
It fits up to 24-inch caliper trees, fea-
tures 100 percent water absorption 
with no runoff, reduces water fre-
quency by 50 percent and man hours 
time at each tree from 80 percent to 
90 percent. For more information, 
contact Specialty Converting and 
Supply, Inc., P0 Box 913, Nashville, 
GA 31639; Phone: 800-524-7567; E-
Mail: SCSI NC@surfsouth.com ; http:/ 
/www.GROWZONE.COM/Sponsors/  
SCSINC 
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Limbing, felling, 
trimming? Any of 
these applications 
can be handled 
quickly with the 
Echo 	CS-6700, 
their most popular 
logging saw. Pow- 
ered by a 66.7cc, 
two-cycle engine, 
this 	unit 	can 
handle a 27-inch 
bar and chain, but is light enough and 
well-balanced to deftly handle smaller 

Corona Clipper is offering a free 3-in-1 
Maintenance Tool with the purchase of a 
new generation Professional Wood Handle 
Lopper. With fully forged head and tang, 
tapered hickory handles and overall clas-
sic styling, the loppers have been 
re-engineered with a focus on providing 
an added dimension of strength and per-
formance. For more information, contact 
your local Corona dealer, call Corona at 
800-847-7863 or visit their web site at 
www.coronaclipper.com . 

bars and smaller 
jobs. It comes stan-
dard with a 24-inch 
bar and chain and is 
available with op-
tional bars of 
several sizes. The 
saw is backed by 
warranty. For more 
information, con-
tact Echo 
Incorporated, 400 

Oakwood Road, Lake Zurich, IL 60047. 
Phone: 847-540-8400. 

II ' 

CORONA Wi. Series I Professional Wood Handle Loppers 

Weaver Leather recently released new #1700 saw scab-
bards to fit the Fanno #F1-1700 Saw with Oversized 
Handle! Convenient dee on the back of these scabbards 
offer easy attachments to belts. Lockstitching and riv -
eting provide extra strength and durability. A nylon 
washer at blade entry point protects the saw teeth and 
scabbard from wear. Available in a choice of steer hide 
harness leather or black rubberized belting with or with-
out pruner pouch. Cleanout opening at bottom. 
Left-handed scabbards are also available. For a free C Weaver Leather Arborist Supply Catalog or for a distribu-
tor near you, call toll free in the U.S. and Canada at 
1-800-932-8371 or internationally at 330-674-1782. 
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Answering the market's need for a machine that can handle large capaci-
ties, Vermeer Manufacturing recently introduced the BC1800A drum-style 
brush chipper. Equipped with large 18-inch (46 cm) vertical feed rollers, it 
provides operators the capability of pulling in and chipping material up to 
18 inches (46cm) on an intermittent basis. A hand-fed drum brush chipper 
with Vermeer's trademark dual vertical feed rollers, independent live hy-
draulics, and available patented AutoFeedll, the BC1 800A has features that 
will benefit commercial tree service firms, landscape contractors, lawn care 
operations, golf courses, municipalities and public works departments. For 
more information, call 1-888-VERMEER [837-6337] or visit their website at 
http://www.vermeer.com . 
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Deep Root Barriers are an economical method to prevent dam- 
age to sidewalks, curbs, paving and other hardscapes. When 
placed between tree roots and other hardscapes, this patented 

mechanical barrier re- 
duces maintenance, 

? liability costs, future re-
pairs and restoration 
caused by root damage. 
Barrier are available in 
two types: the Universal 
model can be used as a 
linear or surround appli-
cation. The Linear model 
features adjustable 24-
inch sizing, articulated 
pre-assembled joined, 
molded root-directing 
ribs, ground lock tabs, 
ultraviolet inhibitors and 
rounded edges for han-
dling. For more 
information, contact 

- - 	Specialty Converting 
- 	 and Supply, Inc., P0 Box 

913, Nashville, GA 
31639; Phone: 800-524-7567; E-Mail: SCSlNC@surfsouth.com;  
http://www.GROWZONE.COM/Sponsors/SCSINC  

Please circle 95 on Reader Service Card 

The STIHL 036 05 is the first gasoline-powered chain saw 
in the world with a triple-activated chain brake, which can 
be activated by inertia, manually with the front hand 
guard, and by releasing the rear handle. The tripping 
mechanism is integrated into the throttle trigger interlock 
in the rear handle. If the interlock is released, the brake 
is activated and stops the chain in a fraction of a second. 
The brake is reset when the interlock is depressed in or-
der to activate the throttle trigger. During starting, the 
chain is automatically locked. For more information, con-
tact STIHL Incorporated, P0 Box 2015, Virginia Beach, VA 
23450-2015; Phone: 757-486-9100. 
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Bob Sherman, owner of Vermeer 
North Atlantic, recently named Ron 
Bjorklund president of Vermeer North 
Atlantic, a Vermeer construction line 
dealer based in Mt. Holly, N.J. 
Bjorklund comes to Vermeer North 
Atlantic from Vermeer Sales & Ser -
vice, a Vermeer dealer in Castleton, 
N.Y., where he worked for more than 11 
years. Most recently, he was the general 
manager of Vermeer Sales & Service. 

Time &Versalift 
Changes 

Time Manufacturing's 
effort to better serve 
Versalift distributors and 
customers has led to a re-
organization of the 
Versalift Sales Depart-
ment: 

Dana Scudder, former 
eastern division sales 
manager, has been pro-
moted to national sales 
manager. Kelt M. Gibson 

Call Backs 
The listing in the July Directory 

for JP & E Enterprises Inc., was 
incorrect. It should have read: 
JP & E Enterprises Inc. 
P0 Box 6 
Davenport, FL 33836 
Toll-Free: 800-322-7877 
Sales Phone: 941-422-7571 
Sales Fax: 941-422-7572 
Contact: Pat Esposito, Sr. 
Do the wet and impossible clear-
ing, from the smallest brush to the 
largest standing trees. Do stumps, 
either in the ground or in piles. 

Public Relations 
Growth Products, Ltd. has a new direc-

tor of public relations, Kevin Hattori. Prior 
to his hiring, he held the post of manager 
of public relations at Reed Exhibition 
Companies in Norwalk, Conn. The Los 
Angeles native has more than eight years 
of communications experience, including 
tenures at PR agencies NW Ayer Inc. and 
Smith Williams Marketing Communica-
tions in Pasadena, Calif. 1(1 

INDUSTRY NEWS 

Vermeer 
Promotion 

has joined Versalift and will be responsible 
for the Eastern Division. As before, Rod 
Hill handles the Central Division. His ter-
ritory has been extended toward the East 
and the West. Jack Evans, special accounts 
manager, will be interfacing with Versalift 
distributors, sales managers and the major 
tree and arborist companies. Lee Taylor, 
who has been with the company for over 

20 years, will take over special 
accounts. He will be the link be-
tween Versalift distributors, sales 
managers and the major telecom-
munication companies. 
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• 2700 upper boom articulation 

• 125° lower boom articulation 

• Up to 400 lb. platform capacity 
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Non-lube bearin g  at all pivot points 

All new, and read\- 

to go to work! These 

	

new VERSALIFTS give you more side reach, more articulation 	: 

	

and more platform capacity than ever! From its new 4-plate 	4 
high strength steel lower boom, through its unique 4-bar 

linkage at the knuckle to the new, cleaner boom tip, it was 

totally designed for the tree care professional. 

To make money for you, any tool must work and VERSALIFT 

offers you the most maintenance-free aerial on the market, 

with expanded inspection intervals, no overhaul requirements 

and a 10-year structural warranty! 
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The Roth IRA: A Primer 	the 

By Richard Ensman 

you've heard about the new Roth 
IRA and you wonder: "What's the 
new IRA all about?" Is it the right 

thing for me? What are the advantages and 
disadvantages of transferring money from 
my regular IRA into a Roth? 

The product of last year's tax legislation, 
the Roth Individual Retirement Account 
holds benefits for many taxpayers. Here are 
a few questions and answers to help you 
understand this new savings vehicle 

What are the main differences be-
tween traditional and Roth IRA? Under 
a traditional IRA, you put money in with-
out paying immediate taxes. With a Roth 
IRA, you put money in (without any im-
mediate tax advantage), but withdrawals 
are tax-free. 

Why would I want to consider a 
Roth IRA? If you're not eligible to use 
the traditional IRA, which has more re-
strictive eligibility criteria than the Roth, 
the new Roth IRA might be the right 
vehicle for you. If you believe that your 
income is going to be substantially 
higher when you take your IRA money 
out in the future, you might be better off 
paying tax on it now and taking it out 
later tax-free. 

But how do I know I'll better off 
going for the tax-free withdrawals when 
I retire? Unfortunately, you don't. No one 
can predict with certainty what their in-
come will be like in the future, nor can 
anyone predict what the tax rates might be. 
But if your income trend is upward, you 
might be better off giving yourself the op-
tion of tax-free distributions later on. Your 

IRAs at age 1VJS 	
/k XK 

 
59 1/2, and must 
begin them by age 70 1/2. 
There's a 10 percent penalty for early with-
drawals, unless they're for specified 
educational, medical or disability-related 
expenses. Roth IRAs can be withdrawn 
anytime, without tax or penalty. You can 
begin withdrawals of earnings, tax- free, 
after you've had the Roth for at least five 
years and you've reached the age of 59 1/ 
2. Early withdrawals of earnings from the 
Roth are also permitted under certain cir-
cumstances, such as the purchase of a first 
home, medical, or disability expenses. 

"I What should I watch out for if I'm 
going to transfer money from a regular 
IRA to a Roth IRA? Be careful. You don't 
want to push your adjusted gross income 
over the Roth IRA eligibility threshold. 
Also, if you're tight on cash, you don't 
want to have to sell securities or other as-
sets to finance the tax liability you incur 
by transferring; you could end up paying 
capital gains taxes in this instance. 

Must I make my Roth IRA contri-
bution by Dec. 31? No. Contributions may 
be made up to the due date for taxes for 
the year. So, you can make 1998 contribu-
tions up to April 15, 1999. 

"I Where can I obtain more informa-
tion? Banks, brokerage houses, and other 
financial institutions offer both forms of 
individual retirement accounts and are usu-
ally happy to provide information about 
these vehicles. The best source of objec-
tive advice is, of course, your personal 
financial advisor. TCI 

financial advisor might help you make the 
decision. 

What's the maximum I can con-
tribute? For an individual, the amount is 
$2,000—assuming your income is not over 
the $95,000 threshold (if you're single) or 
$150,000 (if you're married and filing 
jointly). 

If I make a partial contribution to 
a traditional IRA, can I still make a Roth 
IRA contribution? Yes. Your total con-
tributions (as an individual), however, 
can't be more than $2,000. 

What's the age limit? You can't 
make contributions to a traditional IRA 
after age 70 1/2, and withdrawals must 
ben no later. Roths have no limits. gi  

Is it easy to convert a traditional 
IRA to a Roth IRA? Yes and no. If your 
adjusted gross income is under $100,000 
in the year you convert, you're eligible to 
make the conversion (although if you're 
married and filing separate returns, you're 
not eligible). You must, however, pay taxes 
on the "traditional" money that's been 
rolled over into the Roth. If you make the 
conversion in the 1998 tax year, however, 
you can spread tax liability over four years. 

When it comes time to make withdraw-
als, one set of rules governs original 
contributions made directly to a Roth IRA 
and another set of rules governs transfers 
to a Roth from a traditional IRA. Things 
get complicated here, especially if you 
have multiple IRAs -- another occasion for 
good financial advice. 

"I When do withdrawals start? You 
can begin withdrawals from traditional 
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Commercial Wood Processing Equipment 
For The Tree Care Industry 

Contact us for your nearest dealer 
Tel: (802) 775-4227. Fax: (802) 773-1275 

Visit our web site: http:llwww.timberwolfcorp.com 
118 SPRUCE STREET' RUTLAND, VT 05701 
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Grow your business 
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FREE ADMISSION 
Register before October 23,1998 
and enter trade show free. 

$10 Admission Fee at door and 
when registering after October 23 

0 Over 160 ExhibItors 

• Student Career Fair 

• Live Demonstrations 

• ISA Certified Arborlst 
CEU's Available 

• Educational Seminars 

• Networking Opportunities 

• Pesticide Applicator CEUs 
Available (applicable states) 

  

at The largest 
arborist trade show 

under one roof 
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For registration information call 
the National ftjbodst Assodaflon 

1400-733 -2622 
WWA!NATLARB.COM 
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Baltimore Convention Center 
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1999 NAA Winter Management Conference 

Something Exciting Is About To Happen 

Ni 

,. 
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I Welcome to The National 
Arborist Association (NAA) 
1999 Winter Management 
Conference, January 26-3 1. 
1999 in Cancun, Mexico. A 

fabulous program awaits you 
and your family. We've 
planned an opening reception 
with a traditional Mariachi 

band, followed by educational sessions 
from some of the country's foremost 
speakers on successfully managing small 
businesses. Among the speakers are: 
• author Robert Tucker, an author -
ity on innovation and customer service 
who offer insights "Beyond Customer 
Service." 
• 	Dr. Peter Johnson, executive di- 
rector of the Strategic Performance 
Institute, who will present seminars on 
"Adaptive Strategic Planning" and "Stra-
tegic Market Positioning." 

• 	Robert Ash, a professor and con- 
sultant specializing in employee, 
management and supervision training, 
will present insights on "Preventing Job 
Burnout." 

We've also scheduled tours to famous 
and fun destinations such as Xcaret, an 
eco-archaeological park, the Tulum Ru- 

Chichen-Itza Ruins 

- 	
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ins, a special Jungle Jet Ski & Snorkel-
ing tour and the Chichen-ltza Ruins, 
probably the most famous archeological 
site in the Yucatan Peninsula. Each event 
presents a unique opportunity to awaken 
your senses. See, hear, taste and smell 
the sounds and sights of Mexico. 

Once again, the NAA Associate Mem-
bers have come together to help make the 
1999 program a more extensive and im-
pressive event matched with the modern 
and ancient setting of Cancun, Mexico. 
Twenty companies are providing finan-
cial support for some of the major 
programs during this annual meeting. 

As of September 1, 1998, the following 
Associate Members have graciously given 
their resources to cover, in part, the costs 
of conference activities during the 1999 
Winter Management Conference: 

American Arborist Supplies, Inc. 
Arbortech 
Bandit Industries Inc. 
Bartlett Manufacturing Company 
Cummins Engines 
The Doggett Corporation 
First Sierra Financial Inc. 
The Hartford 
Husqvarna Forest & Garden Co. 
J.J. Mauget Company 
Morbark Sales 
Ogilvy, Gilbert, Norris & Hill Insurance 
Power Great Lakes, Inc. 
SawJammer Company 
Southco Industries Inc. 
TECO. Inc. 
Terex Telelect Inc. 
Vermeer Manufacturing Company 
Wood/Chuck Chipper Corporation 
Woodsman 

Two new features for the 1999 pro-
gram include the All Delegate Luncheon, 
January 27. hosted by the following As-
sociate Member firms: Bandit Industries 
Inc., Cummins Engines, The Hartford, 
the J.J. Mauget Company, Ogilvy. Gil-
bert, Norris & Hill Insurance, Power 
Great Lakes, Inc.. TECO, Inc., Vermeer 
Manufacturing Company and the Wood! 
Chuck Chipper Corporation. This lun-
cheon promises to be unusually 
interesting. As a promotional incentive. 
Cummins Engines is offering a discount 
voucher worth $1000 off the purchase of 
your next Cummins powered chipper. 

Another new feature for this up corn- 

ing year is the continuously-looped video 
presentation. which will be shown in the 
registration area during the conference. 
Those companies contributing their 
video footage are Aerial Lift of CT.. 
Bandit Industries Inc., Husqvarna For-
est & Garden Company, Morbark E-Z 
Beever Company. SawJammer Com-
pany, Southco Industries Inc., Vermeer 
Manufacturing Company, Wood/Chuck 

Chipper Corporation and Woodsman. 
The NAA wishes to extend a special 

thank you" to these Associate Members 
for their direct involvement in the creation 
of this year's conference. 

Travelers to Cancun are required to 
have either a valid passport or a notarized 
birth certificate and picture identifica-
tion. For more information, contact the 
NAA at 1-800-733-2622. TCI 

Ameri 	EAGLE Towable Lifts 
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CUT YOUR 
LICENSING,  
INSURANCE 

AND 	. 
MAINTENANCE 	 : 

	

EXPENSE 	I 
Call for details: 
1-800-824-9776 	. '. 

• 47 ft. Working Height 

• Proportional Hydraulic Controls 

• 360 Continuous Rotation 

• Tow It With Your Pickup Truck 

AmeriQuip 
1480 Arrow Highway LaVerne CA 91759 

Phone: (909) 392-2033 • Fax: (909) 392-4651 
See us at TCI EXPO '98! 
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No More Pesticides 
I was distressed to read your article 

"Proper Application Pays in Many Ways" 
in the August issue of TCI. While your ar-
ticle attempted to offer objective, 
non-biased information, it was obvious that 
your perspective was prejudiced in favor of 
using pesticides. Your reference to people 

WITH 

•YOU IWILL TRIM 

iMORE1THAN T 

Every company is 
concerned with the cost 

of doing business. 

The PDL.E(JRT is not only 
affordable but offers 

numerous features that 
increase your efficiency 

therefore increasing profits. 

SELF PROPELLED OPERATOR CONTROLLED, 
HYDRAULIC LIFT 

BUCKET CONTROLS: forward, 
backward, right, left, up & down 

LIGHTWEIGHT & STABLE 

ELECTRONIC IGNITION  

EFFICIENT: can run all day on one tank of gas 

00. 

TOWS & OPERATES EASILY WITH NO TRAILER 

LSTSTART TRIMMING 
COSTS TODAY. 

CALL  

who are concerned about the indiscriminate 
use of pesticides as "activists" is one ex-
ample of this prejudice. 

It has been my experience that the proper 
tree in the right location never needs pesti-
cide application: There are multiple factors 
which perpetuate the outdated practice of 
pesticide application: 

• 	The inability by practicing arborists 
to effectively analyze the true cause of tree 
pest problems. Much like humans, trees fre-
quently succumb to diseases and insects due 
to stress factors. Identifying and eliminat-
ing the stress factors is the only long-term 
solution for solving tree pest problems. 

• Objectivity is frequently compro-
mised when money is part of the equation. 
Rather than prolonging the inevitable death 
of a tree, arborists may frequently offer 
false-hope through pesticide spray pro-
grams. 

• 	Governmental agencies have very 
little true power to control the pesticide in-
dustry. Most pesticide manufacturers are 
part of huge corporate conglomerates, 
which have the power and resources to 
negatively influence decisions through lib-
eral contributions to elected officials and 
through support for research grants. 

• Academia and their representatives, 
Cooperative Extension Services, accept 
without question claims and statements 
made by the pesticide industry regarding the 
use and effectiveness of their products. The 
Cooperative Extension agencies, in particu-
lar, have become little more than salesmen 
for the pesticide industry. 

The article conclusion states that: "Tree 
care companies and environmentalists have 
recognized that the problems of the envi-
ronment can only be solved by working 
together." I propose that you finish that sen-
tence by adding "to eliminate the use of 
pesticides." Only then will these two diver-
gent groups truly be working together. 

With consideration of all the factors in-
volved in tree pest problems, arborists must 
conclude that pesticide spraying is the worst 
solution for long-term tree health. 

Kirk Whittington 
Whittington & Associates 

Powder Springs, Ga. 

Who Stands Up For Us? 
It's time to throw the baggage out! We 

must get the gardeners out of the tree busi-
ness. For too long they have been a thorn in 
the side of the small, professional tree com-
pany, robbing us of business that is 
rightfully ours. We are literally bleeding to 
death with workers' comp. and liability in-
surance, equipment problems, storage 
yards, threats from OSHA, city licences, 
state licences, continuing education, safety 
meetings, rules and regulations. 

Competition on a level playing field is 
healthy. Gardeners have now entered the 
tree business, yet carry none of the burdens 
we must endure regarding regulations and 
overhead. Whether or not they can prune 
correctly is not the issue here! They simply 
tell our customers they will prune their trees 
and can do it for two-thirds less than we can, 
because they have no overhead. 

I can't tell you how many crazy things 
I've seen gardeners doing up in trees, from 
using cloth line for lowering lines to climb-
ing trees with a pole pruner in one hand and 
chain saw in the other—without a rope or 
belt on. It's true. I have seen it! 

To add insult to injury, the homeowner 
will often call us to chip up the debris their 
gardeners cut and left in a great, tangled 
pile. It's time we get one of our profes-
sional organizations to act on our behalf. 
Do something about this cancer on our 
business. 

Because of their strong organization, 
landscapers have had legislation passed that 
helps their businesses. How? They orga-
nized. They had someone fighting for them. 
We need that, too. I urge you to write the 
NAA or ISA and let them know we need 
someone in our corner to help us solve these 
problems. Gardeners and maintenance men 
belong on the ground, not in trees. 

I say this: "If they can prune from the 
ground, then God bless them and let them 
do it, but they should not be up in trees." 
Please let our professional organizations 
know that this is a real concern and we need 
their help. 

Gene Tvburn 
Gene Tvburn T.L.C. Trees 

Santa Barbara, Calif 
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Events & Seminars 

October 1 - 3, 1998 
The Morton Arboretum 
International Elm Conference 
Hamburger University 
Oak Brook, IL 
Contact: 630-719-2468 

October 2-3, 1998 
Money DOES Grow on Trees 
Western Chapter ISA Conference 
Tucson, AZ 
Contact: Dudley Marburger. 520-792-4669 

October 5 - 7, 1998 
Trees. People and the Law" 

National Conference 
The National Arbor Day Foundation 
Lied Conference Center 
Nebraska City. NE 
Contact: NADF. 402-474-5655 

October 5, 1998 
Registration Deadline 
Autumn 1998 GREEN School 
(See October 26 - Dec. 1 8) 
Contact: 413-545-0895 

October 6, 1998 
Michigan Arborist Association 
Insect & Disease I Seminar 
Waterford Oaks Activity Center 
Waterford, MI 
Contact: 800-MAA-4055 

October 8, 1998 
Feng Shui and Street Trees 
Presented by Friends of the Urban Forest 
Location TBA (San Francisco) 
Contact: 415-543-5000 xt. 108 

October 7 - 8, 1998 
Turfgrass, Landscape & Equipment Expo 
Southern CA Turfgrass Council 
Orange County Fairgrounds 
Costa Mesa, CA 
Contact: 800-255-5296 

October 7 - 9, 1998 
IPAA National Convention 
"Mystery in the Woods" 
Skamania Lodge 
Stevenson, WA 
Contact: David Harlan 425-823-2600 

October 7 - 10, 1998 
31 st Annual Conference 
American Society of Consulting Arborists 
(ASCA) 
Napa Valley, CA 
Contact: Kristine Freund, 301-947-0483 

October 8, 1998 
Rigging for Removal Workshop 
National Arborist Association 
Cleveland, OH 
Contact: NAA. 800-733-2622 

October 8 - 9, 1998 
"Micro-Organisms: Understanding Their 
Role in Tree Life and Death" 
Dr. Alex Shigo 
Portsmouth, NH 
Contact: NE Shade Tree, 603-436-4804 

October 10, 1998 
Rigging for Removal Workshop 
National Arborist Association 
Oyster Bay, NY 
Contact: NAA. 800-733-2622 

October 14, 1998 
Michigan Arborist Association 
Insect & Disease II Seminar 
Waterford Oaks Activity Center 
Waterford, MI 
Contact: 800-MAA-4055. 

October 14 - 16, 1998 
Georgia Urban Forest Council 
9th Annual Conference and Awards Ban-
quet, The Classic Center 
Athens, GA 
Contact: Melanie McDonald 800-994-
GUFC 

October 16, 1998 
Equipment Maintenance 
California Arborists Association, Inc. 
San Mateo, CA 
Contact: Denise Buffham, 707-254-8862 

October 17, 1998 
A Day of National Service 
National Arborist Association 
Arlington National Cemetery 
Washington, DC 
Contact: Mark Garvin, 800-733-2622 

October 18 - 20, 1998 
NE Chapter of ISA Annual Meeting 
Burlington Radisson 
Burlington, VT 
Contact: 217-355-9411 

October 23 - 25, 1998 
73rd Annual Meeting & Tree Expo 
New Jersey Shade Tree Federation 
Pleasantville, NJ 
Contact: Bill Porter. 732-246-3210 

October 25 - 28, 1998 
Annual Educational Conference 
National Institute of Park & Ground Man-
agement 
Riviera Hotel 
Las Vegas, NV 
Contact: 920-733-2301 

October 26-December 18, 1998 
Autumn 1998 GREEN School 
Royal Plaza 
Marlboro, MA 01752 
Contact: 413-545-0895 

November 5 - 7, 1998 
TCI EXPO '98 
National Arborist Association 
Baltimore Convention Center 
Baltimore, MD 
Contact: 800-733-2622 

November 10 - 13, 1998 
Turf & Grounds Exposition 
New York State Turfgrass Association 
Syracuse, NY 
Contact: NYSTA, 800-873-8873 or 
518-783-1229 

November 13 - 17, 1998 
Professional Lawn Care Assoc. of America 
19th Annual Lawn & Landscape Confer-
ence/Green Industry Expo 
Nashville, TN 
Contact: PLCAA (800-458-3466) 

December 9 - 11, 1998 
45th Turf Conference & Trade Show 
Rocky Mountain Regional Turfgrass 
Association (RMRTA) 
Denver, CO 
Contact: 303-770-2220 

Continued on next page 
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December 9 - 10, 1998 
"Tree Chemistry With Just a Little Fear" 
Dr. Alex Shigo 
Portsmouth, NH 
Contact: NE Shade Tree 603-436-4804 

December 11, 1998 
California Aborists Association 
Fruit Tree Pruning 
Filoli Garden, CA 
Contact: 707-254-8862 

January 6, 1999 
Michigan Arborist Association 
CDL Training Seminar 
Waterford Oaks Activity Center 
Waterford, MI 
Contact: 800-MAA-4055. 

January 13, 1999 
Michigan Arborist Association 
Climbing & Rigging Seminar 
Waterford Oaks Activity Center 
Waterford, MI 
Contact: 800-MAA-4055 

January 14-16,1999 
Mid Am Trade Show 
Navy Pier 
Chicago, IL 
Contact: 847-526-2010 

January 16 - 17, 1999 
ISA Prep Session / Exam 
Empire State Tree Conference 
Poughkeepsie, NY 
Contact: 518-453-6461 

January 18 - 20, 1999 
Line Clearance Tree Trimmer Certification 
Workshop 
ACRT, Inc. 
Cuyahoga Falls, OH 
Contact: Lois Tennant, 880-847-3541 

January 20, 1999 
Michigan Arborist Association 
Maintenance & Repair Seminar 
Waterford Oaks Activity Center 
Waterford, MI 
Contact: 800-MAA-4055. 

January 20 - 23, 1999 
ALCA Interior Landscape Conference 
Ft. Lauderdale, FL 
Contact: 800-395-2522 

January 11 - 15, 1999 	 January 17 - 19, 1999 	 January 26-31, 1999 
Basic Arborist Workshop 	 New York State Arborists 	 National Arborist Association 
ACRT, Inc. 	 ISA Chapter, Inc. 	 Winter Management Conference 
Cuyahoga Falls, OH 	 Empire State Tree Conference 	 Westin Caesar Park Beach & Golf Resort 
Contact: Lois Tennant 880-847-3541 	Poughkeepsie, NY 	 Cancun, Mexico 

Contact: 518-453-6461 	 Contact: Carol Crossland. 800-733-2622 

Send information on your event to: 
Tree Care Industry, P0 Box 1094, Amherst, NH 03031 	 'TCI 

When You Build The World's 
Best Stump Grinder... 	 4, 
You Power It With a Kohler 
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KOHLER, 
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Model - 691 SP 
20 HP Kohler Engine 

J DOSKOCIL INDUSTRIES, INC. 
1324 Rialto Ave. 

San Bernardino, CA 92410 
(909) 885-0988 
FAX (909) 381-4743 
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People come to 
Mid-Am because it's a 

- - 	great trade show. 
1Y 

nnf "II. 
They also like the ideas they get b being among the first in the 

horticultural community to find out about a new product. or a new 
service that can set their businesses apart. 

They also come to the show to make connections - not only with 
nu\\ suppliers. but  also with present ones. They come knowing they 
can do all their ordering on site! 

With over 500 exhibitors, Mid-Am has been the Midwest's 
premier horticultural trade show for over 25 ears. But don't take 
our word for it. Come experience the ideas and the contacts 
ourelf. Come for the great show. 

Navy Pier, Chicago 
January 14-16, 1999 

Don't 
stand in 
line... 
be sure 
to pre- 

gister, 

847-526-2010 Fax: 847-526-3993 
... 	 www.midum.org  

Sponsored by Illinois Nurserymens Association • Illinois Landscape Contractors Association • Wisconsin Landscape Federation 
Please circle 42 on Reader Service Card 
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DevelopingYour 
Motivational Skills 

By Kevin Kehoe 

W hat mechanisms can one use to build and mo-
tivate a team? To me, a team is like a family. 
Does your family have a certain set of shared 

values and methodologies? Mine does, yet I find that all 
six of us are quite different individuals. Each of us has dif -
ferent skills and styles, but we share similar principles 
because we were all brought up with similar mechanisms. 
The mechanisms, in large part, created who we are. 

There are five different mechanisms for team building 
that you can use in your tree care businesses: 

Communication 

A scorecard 

Feedback on performance 

Problem solving 

Rewards 
The end result should be a motivated team. You don't 

have to choose them all, since every business has its own 
unique culture. What you are trying to do is build a cul-
ture using communication, goals, meetings and problem 
solving mechanisms.  

1. Communication 
People's personalities tend to fit, not perfectly but gener -

ally, into one of four personality traits: steady, influential, 
compliant and dominant. Depending on those traits, differ -
ent styles tend to motivate different people. By examining 
those different styles you'll understand how people operate 
with different modes of thinking. We tend to communicate 
differently because of the context. 

Personalities don't fall into one category or another easily. 
They tend to be a mix of several, yet typically we have one or 
two that drive our communication patterns. Memorize the fol-
lowing list of personality traits. You can recognize a per n: 
type by observing and listening for the following traits. 

Steadies tend to be: Self-controlled, easy-goini.
strained, considerate, relaxed, calm, predictable, possessive. 
patient, deliberate, amiable, stable, loyal and team players. 

Influentials tend to be: enthusiastic, gregarious, sympathetic, 
generous, influential, persuasive, friendly, confident, trusting. 
poised, sociable, impulsive, emotional, self-promoters. 

Compliants tend to be: Conscientious, evasive, worry-wart. 
precise, systematic, diplomatic, conventional, withdrawn, or-
ganized, logical, perfectionist, critical, factual, high standards. 

Dominants tend to be: direct, results-oriented. egocen- 
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If you're looking for a new Stump Cutter, compare durability. Then compare cutting performance 
and serviceability. And after you've done all that, then take a look at the price tag. 

There's a difference between Carlton Stump Grinders and the competition. And that difference 
amounts to simply a day of down-time. A day your business can't afford to lose. Canton doesn't cut 
corners on quality. Carlton's heavy-duty components last longer than competitive machines. Compare 
Canton's specifications to the competition. You'll quickly see why a Carlton is the best choice. 

Don't trust your bottom line to anyone else. If you can't afford down-time, you can afford a Carlton. 

J.P. Canton builds the highest quality Stump Cutters available. 
For more information, or to arrange a demonstration call 

(800) 243-9335 
See us at TO EXPO '98! 

121 John Dodd Road . Spartanburg, South Carolina 29303 	
- PROFESSIONAL 

yfjjT4J 	STUMP GRINDERS T r 
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There are two ways to solve problems: 	Learn about your 
own communica- 

you can come up with solutions yourself 	style. It will go 

and tell your employees what to do. What 	a long way helping 

will happen if that is your method? Em- 	
you build and moti- 
vate a team. Teach 

ployees will develop an attitude, because 	your team members 

they work under a dictatorship ... Em- 	about your style and 
it will help even 

ployees come to depend on you for the 	more. If you do, you 

answer ... Your crews will leave problems 	will have a way to 
defuse a lack of 

unsolved in the field because you weren't 	communication and 

available to solve all the problems. J, 	bridge gaps be 
tween people who 
don't talk the same 
language. 

tric. daring. domineering. demanding. 
forceful, adventuresome, decisive, self-
assured, responsible, competitive, quick. 
risk-takers. 

You will see differences in how the 
four groups of people go about mak-
ing decisions. Personalities clash, 
things fall through the cracks. It's 
natural, it's human, but there are ways 
to get around it. It's what makes life 
interesting. If you go back and look at 
all the old comedies like MASH or 
Cheers, the comedy is built around dif-
ferent styles of communicating. Some 
are nice fuzzy people, some are detail-
oriented, some are dominant. 

You must acknowledge different 
personalities as part of the whole hu-
man comedy—and of the way 
businesses operate. If you want to 
motivate your team, make these differ-
ences clear. I've seen companies give 
employees a test to help them under-
stand how people fall into different 
categories. In the end, when you un-
derstand more about the people in your 
company, you can understand how 
they think, how to communicate with 
them, and how they can be motivated. 

If you want to change your level of 
communication, teach people about the 
different styles of communicating. Most 

importantly, learn about your style. Each 
style has its own strengths and weak-
nesses. I know I am a "dominant," and 
my communication weaknesses as a 
manager can be fairly severe. Often we 
don't often listen because we are so busy 
moving forward.  

2. A Scorecard 
Every team needs a scorecard. One land-

scaping company I know of measures four 
things critical to them: sales: labor cost as 
a percentage of the sales; overtime as a 
percentage of total hours: and accidents! 
safety. This particular chart sits on the wall 
where everyone sees it. What is it supposed 

See us at TCI EXPO '98! 
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to do? It should motivate employees to 
reach their goal, and, more importantly, 
measure where they are. 

Start posting your results, and you'll 
be amazed at the psychological transfor-
mation. If team members can see where 
you are in reaching your company's 
goals, they can make changes to get to 
where you want to be. This is part of 
building a company's culture. 

See us at TCI EXPO '98! 
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Let me give you an example that might 
translate to the tree care industry. Furni-
ture factories are one of the most 
dangerous places in the world because of 
the toxicity of the chemicals, the weight 
of the materials and the equipment itself. 
Accidents are frequent. The owners put a 
Times Square-type of scoreboard in the 
factory, and across that scoreboard every 
hour ran the number of days lost due to 
accidents. At the end of the month, if that 
number was zero, they had a pizza party. 
What do you suppose happened? The num-
ber of accidents dropped. Why? Because 
people were aware of it. 

Some cars still have warning lights 
called idiot lights. An idiot light is a light 
that comes on after the problem occurs. 
How helpful is that? The damage to the car 
is already done. A lot of organizations 
operate the same way. A customer calls 
complaining that something wasn't done. 
What happens? Everyone scurries. The 
idiot light flashes on and everyone runs to 
the problem. It's better to have a car with 
a set of gauges where you can anticipate a 
problem and take action before the prob-
lem occurs. Simple scorecards work 
because they make people aware and give 
them something more sophisticated than 
idiot lights to drive with. 

It takes a while for scorecards to he 
effective motivational tools because 
teams have to learn about the goal. When 
you first build a team and clearly define 
roles and responsibilities, people may 
say, "That's not my job." If you have a 
scorecard and the entire company under-
stands the goal, your employees will 
evolve into an effective team. Use a 
scorecard and post it, and you will build 
a team because people will watch it. 

)NAr WESTHEFFER COMPANY, INC. 
P.O. Box 363. Lawrence, Kansas 66044 

NEED A SPRAYER? 
We Got It! Over 100 models to choose from. 

Custom built to meet your needs. 

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

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

Web Site: www.westheffer.com  E-Mail: westheffer@idir.net  

3. Feedback 
Lou Holtz, the great Notre Dame foot-

ball coach, was asked what the difference 
is between players today and 30 years ago. 
He said today we talk about rights and 
privileges and 30 years ago we talked about 
obligations and responsibilities. 

People need a feeling of responsibil-
ity and obligation to play on a team. 
Without it, the team loses its fabric. 
Without responsibility and obligation, 
rights and privileges turn people into 
individuals pursuing their own ends. 

One critical thing—non-performance on 
the team needs to be addressed. If it isn't, 
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it gets worse and it spreads. It's almost 
cancerous. People start thinking, "If Joe 
can get away with this, then why should I 
work so hard?" 

There is a mechanism to combat this 
problem: feedback. How do you give 
good, constructive feedback on perfor-
mance? Most people find it difficult to 
talk to people and give them perfor-
mance feedback, criticism or correction. 
Here is a mechanism to do that. It pre-
serves people's dignity and puts them 
on the spot to fulfill their obligations and 
responsibilities. 

Here's how it works. Someone on 
\ our crew is late all the time. The crew 
is waiting for someone to say some-
thing about it. Here's a process: 

Tell that person what he is doing. 

Give specific facts. 

Describe the impact of the behav-
ior on others. 

Discuss what actions he will take to 
meet the obligation and responsibility. 

At the end of the session, ask for agree-
ment on the solution to the problem. Ask 
for suggestions for what action should be 
taken if the behavior happens again. Be 
direct, but allow the person with the prob-
lem to provide his own solution. 

Don't assume that people know what 
it takes to work successfully in a team. 
Take the opportunity to educate while 
you are giving feedback. This is a 
mechanism to help build and motivate a 
team because you deal with the tough 
issues, then move on and get going. It 
builds the credibility of the leader, pre-
serves the dignity of the people, and it 
sets a fabric for obligation and responsi-
bility. Your are telling your employee. 
- If you want to play, play by the rules." 

4. Problem solving 
Every owner or manager of a tree care 

company runs meetings on a regular ba-
sis. How many of those meetings are very 
effective? There are different types of 
meetings, but there is one type that is im-
portant, called "How do we solve 
problems?" 

There are situations where—because of 
what the scorecard measured, the behav -
iors going on—you need to gather your 
team to solve the particular issue. Teams  

grow when they learn together. The times 
when you learn the most or when you did 
the best on the job were times when you 
were very tightly involved with a group of 
people pursuing a singular objective in a 
short time frame. 

For example, have you ever been in-
volved in a flood control situation where 
people are sand-bagging rivers that are 
threatening property. Isn't it amazing 
what happens. People become com-
pletely selfless, they pull together to get 
the job done. Why? For those few hours. 
those people are able to integrate as a 
team and function. Why does that hap-
pen? Common goal ... shared values 
sense of urgency. Yet that is not how 
your business runs all the time. 

There are two ways to solve problems: 
you can come up with solutions yourself 
and tell your employees what to do. What 
will happen if that is your method? Em-
ployees will develop an attitude, because 
they work under a dictatorship. You also 
develop dependency. Employees come to 
depend on you for the answer. Problems 
don't get solved in the field, they come 
back to the office. Your crews will leave 
problems unsolved in the field because you 
weren't available to solve all the problems. 

An alternative is a problem-solving 
meeting. It has a very simple agenda and a 
time frame. The maximum number of 
people at the meeting should be six, maybe 
seven. You start with, "Folks, we are go-
ing to define the problem. Step two, we are 
going to brainstorm about the causes of the 
problem. Step three, after we agree on the 
causes, we are going to develop solutions. 
Step number four, we will work together 
and form an action plan." That's it. I can 
do that in 55 minutes with most any prob-
lem, and so can you. 

This method builds the team, because 
everyone has listened and talked was in 
the same room drawing the picture. You 
don't have to overdue holding problem-
solving meetings, but once a week or once 
a month get the team together and ask what 
the most pressing issue or problem is. Even 
if you don't have a major problem, it's not 
a bad exercise to get people together to 
communicate, share ideas and be involved 
in helping run your business. 

If you have been a dictator, like I used 
to be, people won't say very much at the 
first two meetings. It may take three or four 
meetings before they actually begin to be- 
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Double or triple your profits by shrink 
wrapping wastewood - firewood with 
WOOD-PAKer! Attractive various size 
packages can be obtained with our 
high production, easily operated and 
affordable machines. Eight machines 
available. The ideal equipment for pro-
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Inquire for free details. Video and 
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NEW: Inquire for details on 
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B & B Manufacturing 
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lieve that you will listen. It is amazing what 
you learn. And it is amazing that when 
people feel they have power to do some-
thing, they can think. What you want 
people to do when they are out in the field 
is to think, not rush to a phone and ask, 
"What should I do?" 

5. Rewards 
There are two shapes of rewards: 

recognition, in some form, or cash. 
If you ever give out cash as a perfor-

mance bonus, be very specific about the 
hows, whys and amounts. Otherwise, you 
are flushing money away. People won't get 
it. In fact, next year they will be wonder-
ing where their money is, since they didn't 
know it was special last year. 

In business, it is called the "Thanksgiv-
ing Turkey Effect." You give someone a 
turkey on Thanksgiving for one or two 
years as a nice gesture. By year three, they 
wonder where the turkey is. It moved from 
a reward or a benefit to an expectation. 

Use rewards to build a culture. The 
Foxboro Corporation in Foxboro, Mass., 
has a very special employee reward. It 
originated this way: one day, one of the 
chief engineers of the company was sell-
ing a project to a customer. The meeting 
wasn't going well. The customer wasn't 
buying the engineering solution. In the 
middle of the meeting the engineer said, 
"Why don't we do it this way instead?" 
The customer loved the idea and signed a 
$15 million contract that day. 

The CEO was so proud of this person 

that he wanted to reward him. He looked 
around his office and he could see nothing 
except an uneaten banana from lunch. So 
he grabbed the banana and said, "Thanks." 
The engineer looked at the banana and said 
"Your welcome." Thirty five years later, 
as you walk around the halls of Foxboro, 
you'll see the Outstanding Employee 
Award, little \ eITo\\ stick  pins in the hipe 
of a banana. 

The point . o u don't need to thro 
money around to get people motivated 
or recognized. Part of being a team is 
pride, not money. Build ownership for 
what you do. 

Summary 
These five mechanisms are all ar-

rows in your quiver. You may not use 
all of them at once. Look at your or-
ganization and select what you think 
works, because at the end of the day 
what you say and do in a small busi-
ness makes an enormous difference to 
people. You are the most famous people 
in the world because every night your 
employees are talking to other people 
about you. What you say and do will 
determine the success of your business, 
because you are the boss. 

Kevin Kehoe is a management con-

sultant and owner of Kevin Kehoe & 

Company, based in Laguna Nigel, Ca-

lif. This article was excerpted and 

adapted from a seminar presented at 

TCI EXPO '97. TCI 
Please circle 8 on Reader Service Card 

48 
	

TREE CARE INDUSTRY - OCTOBER 1998 



Reach. Grow. Succeed. 
)U (lepend oil \our experience. knowledge. and tools to take your business to its most attain-

able height. So reach for a conpaiv with the experience to handle your insurance needs. 

For years. The Hartford has helped arhorists protect their livelihood through an insurance 

program (leigned1 especially for your industry. Find Out why hundreds of arborists 

across the country have chosen The Hartford to help them achieve their business goals. 

Bring It On. 
See us at 	 THE 
TCI EXPO, 

HARTFORD 

G owth, Call your agent today. 

Endorsed by: 

Please circle 30 on Reader Service Card 

NATiONAL ARBORIST 
ASSOCIATiON '.thebartfoacon 	arooss 



Behavioral Safety Management I I 
How to Get Your Employees to Want to Work Safely 

Through Effective Communication Skills 
By Bob Reeder 

Ip

n the July issue of Tree Care Industry, I discussed two major themes that addressed how the reader could establish a com-
panyany safety culture. The first theme, the three A's of Safety— Atmosphere, Attitude and Action—begins to establish an 
ffective safety culture within a company. Supervisory personnel and labor must learn to cooperate. A complete orientation 

and training protocol must be in place. Management and la- 
bor must set the standards for new employees. 

The second theme, Ten Areas of Human Failure, is 

..-. - . .. . 	 discussed in length in Earle S. Hannaford's Super- 

	

)A 	

:' 	 visors Guide to Human Relations. These ideas were 
first developed and proven successful by the Petro- 

	

•_ 	 . 	.'. 	 leum Education Council in its program of rig safety 

\ 	
for oil field workers Any company that works 

-. 	 :. 	• 	••• 	 eliminate these ten areas of failure shtJ CflJ(\ 
. 	

,: . 

lower injury and property damage rate 
41 

. J 	 S 	 The desire to establish a safety cul1L1c 	\ thin 
' 	 . * 	 your organization is only the beginning however. If 

k' 	
:y 	you have leaders who are not trained to communi ... 	 . 	' 	... 	

cate your plans for a true corporate safety culture 
may fail. It takes management and employees pull- 

.4 4j ing together in the workplace to achieve the expected 
behavior toward safety. Everyone must be held to the 
same standard. 

' -: 	. ' 	• ; : 	. 	 .'.. .. : 	 Foremen, general foreman and supervisors must 
.: 	

; .. 	
have basic skills in human relations; that is, in how 

1,4 •:. 	 . 	 to deal effectively with their employees in order to 

	

ziA 	 ' 	'1 	
• 	 correct, retrain and remove counterproductive atti- 

tudes. It takes verbal and organizational skills to 

	

t 	. 	 accomplish good results. Most training is accom- 
. 	 pushed in the field, involving a great deal of oral 

communications. Since your intention is to establish 

(4 4 	 and maintain a safe attitude among your employees. 
lop 

you do not want to "turn them off" before you begin. A 
turnoff can create a wrong attitude. It is our attitude that en-

t . 	 ables us to decide our behavior in each situation. In a safety situation. 

- 	
1%k 	attitude is defined by Hannaford, as "a readiness to respond effec- 

tively and safely, particularly in tension producing situations 
Each leader may have some interpersonal skills but these may 

not be sufficient to accomplish company goals in safety. There 
must be training of all field leaders. There must be accident- 

•1 	 prevention standards and goals set and leaders to adequately 
motivate all employees to take the appropriate action to achieve 

- . 	 those goals. You must concentrate on it daily. 
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Effective safety culture 
Everyone in the company should be held 

to the same standard of safety. Managers 
set the example, however, the employees 
need a readiness or a willingness to work 
safely—even when no one is watching. If 
"tension" is created by organization lead-
ers in the way they communicate or 
mis-communicate verbally with their em-
ployee, subconsciously, at least, that 
worker may not respond as needed to work 
safely. Team leaders must be able to moti- 

U U

I

-  - - - - — 
Financing 

• For New And 
Used Trucks 

And Equipment 

vate without the use of fear but by coach-
ing the individual. The days of the old boss 
having a "do as I say or hit the highway" 
attitude are gone. Today that will not work. 
Crew leaders and supervisors who foster 
teamwork through mutual respect and who 
have team building skills are in demand ev -
erywhere. Their employees respect them 
and have a genuine desire to get the job 
done for them. They have been trained in 
how to use interpersonal skills. 

Having the natural skills to work with 
people is not enough to accomplish com-
pany goals. Leaders must be trained in 
order to improve on their natural abili-
ties. Part of that training, most the most 
important part, is to develop their com-
munication skills. Companies must have 
effective communicators. 

For leaders to be effective communi-
cators they must know and understand 
the basic communication cycle below. 

Team leaders establish a 
safety culture 

In our normal workday, leaders com-
municate with people at all levels in 
many ways. Verbal communication may 
involve an early morning safety meeting, 
a one-on-one discussion with an em-
ployee or a customer or a job task or 
pre-job hazard survey with a crew, to 
name a few. This entire interaction re-
quires a certain standard of training in 
order to help the speaker achieve the 
desired results. There are many keys to 
effective verbal communication. An 
analysis of these will be discussed below: 

As the speaker you should: 
• 	Know your subject matter—be 
prepared and keep it simple. 
• 	Be alert for feedback—Ask your- 
self does the audience understand? Look 
for signs. 
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• 	Summarize often and ask ques- 
tions about what has been discussed. 
• 	Choose the right location and time 
for the right topic, the less distractions 
the better. 
• 	Know your audience, avoid barri- 
ers that could hinder effective 
communication. 

Some obstacles to effective commu-
nications are: 

Bias Barriers: All of us have built-in 
biases that started at birth. They are us, 
and can filter out good communication. 
Try to break those biases down by build-
ing rapport with your audience. 

Key Word Barriers: When you know 
something about your audience, you will 
know which words to avoid and which 
to utilize in building rapport. 

Emotional Barriers: Talking down to 
or yelling at, belittling or embarrassing 
your audience will cause tension, loss of 
attention and a bad attitude. 

Not Listening Barriers: 
• 	Avoid selective listening when 
you are the audience. 
• 	Listen with empathy—"walk a 
mile in my shoes!" 
• 	Summarize what is being said to 
show that you are listening. 
• 	Do not glance at your watch or an- 
swer the phone while listening. 
• 	Maintain eye contact—don't day- 
dream. 

Environmental Barriers: Ask if you 
and your audience are comfortable. 
Some questions to ask yourself are: 
• External Barriers: Is it too noisy, 
too hot/cold? Are there interruptions? Do 
I need privacy? Can I be heard? 
• 	Internal Barriers: Is my audience 
angry, tired, hungry? Is my audience 
comfortable, afraid to ask questions? 
Does my audience trust me? 

You must try to manage as many of 
these distractions and barriers as you 
can. It is very important that a clear 
message is sent. Production must he 
high, you do not want reworks or com-
plaining customers and you do not 
want employee injuries. As a leader 
you must get commitment. 

Selling the safety culture 
to employees: three keys 
to effective communication 

Now that we have discussed the mes-
sage and the speaker (and eliminated as 
many barriers to effective communica-
tion as we can), let's look at the listener 
or listeners—your audience. 

Sanders and Associates, business con-
sultants in Houston, Texas. have devised 
a booklet called Three Keys to Effective 
Communication, in which they identify 
three key principles for communicating 
effectively with others.ccording to Dr. 

74 BRUT[. 
- - 

 

CONVEYORS 

NEW DESIGN TOP-DRIVE 
HYDRAULIC CONVEYORS 

FROM $2,845 

12. 16. 20. 24. 28 & 32 FT LENGTH 

ORIGINAL BRUTE CONVEYORS FROM $4,675 

LOG-LENGTH FIREWOOD 
PROCESSORS 

SELF-POWERED 	 FROM $18,250 

PTO-POWERED 	 FROM $14,500  

Sanders. "These principles extend to all 
relationships. When used, these skills en-
courage acceptance, trust, openness and 
synergy." 

Sanders reminds us that we. as speak-
ers, must: 

Maintain self-esteem of the listener. 
Team members who have good self-es-
teem, who feel good about themselves. 
are motivated to produce and cooperate 
willingly. We must express our feelings 
about our audience in terms of praise 

Visit our Web Site: 
http://www.amersaf.com  
email: amersaf@shelby.net  
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American Safety Utility Corp 
PC Box 1740, Shelby NC 28151 

Serving the nation's Utilities and Arborists 
with a complete line of safety products. 

AS-U-C the need for Safety Products... 

FIREWOOD PROCESSING EQUIPMENT 

LOG SPLITTERS 
LIGHT PROFESSIONAL MODELS 

FROM $1,495 
3-Point Tractor-Mount PTO - Powered Models 
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3-Point Tractor-Mount PTO - Powered Models 
Available - 	FROM $2,875 

ALL BRUTE MACHINES COME WITH A FULL 12-MONTH WARRANTY 
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AND FOR PACKAGE DEALS, CALL 1-800-261-9301 

BRUTE MANUFACTURING CORPORATION 
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whenever we can. Nothing breeds success 
more than success. When you as the 
speaker tell them they have "done a good 
job," they feel good about themselves. Be 
sincere in your comments by being spe-
cific about the good job. 

Listen and respond with empathy. 
When one listens with empathy, the 
speaker knows one is interested in what 
he has to say. Empathy opens the door to 
effective communication. The person re-
sponding to your request for a task to be 
done, an action to be taken or correction 
to be made will be willing to cooperate. 
By coaching one gets more accomplished 
than having to "boss" associates. 

Ask for help. Effective team leaders 
seeks advice from their teams whenever 
possible. It is suggested that we ask for ad-
vice many more times than we give it. It 
builds self-esteem in the listener. Asking 
invites involvement and dedication to com-
pany goals and missions. 

A fellow employee with good self-es-
teem will be willing to share ideas and 
thoughts. Thus, we achieve understand-
ing and commitment when we ask for  

help. When we just tell someone what to 
do, they may do it all right, but do we get 
total buy-in? When we ask for help, we 
induce that enthusiasm which a team 
leader needs to get commitment 

Summary 
In order to communicate effectively 

and start a safety culture, one needs to 
consider and use the following techniques 
when communicating verbally: 

Be prepared: 

Focus on the subject 

Focus on the audience 

Focus on environment 

Focus on simplicity 

Be a good listener 

Show empathy 

Give of your time 

Be willing to see the other person's 
point of view 

Get feedback 

Ask for help 

By concentrating on these communica-
tion skills one should become a better 
communicator in order to create mutual un-
derstanding and get the job done right the 
first time in establishing an effective safety 
culture. 

Bob Reeder lives in Houston, Texas, 
where he has been employed by Trees, Inc. 
as Trainer and Safety Director for over 20 
years. He has been a member of the Na-
tional Safety Council - Forestry Committee 
and the National Arborist Association's 
Safety Committee for over 20 years. 

The 3A's of Safety and Ten Areas of Hu-
man Failure, excerpted with permission from 
Basic Safety Awareness, Petroleum Educa-
tion Council, copyright revised 1998, by 
Council Development Corporation. Sanders 
and Associates are business consultants in 
Houston, Texas. 

Supervisors Guide to Human Relations was 
written by Earle S. Hannaford, Ph. D. for the 
National Safety Council, 1997. TCI 
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Let Us Furnish 
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54 Years Building Quality 
Forestry Bodies 

TRUCK BODY & EQUIPMENT CO. 	me 
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Columbus, Ohio 43223 
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HELIPWANTED 

Come Grow With Us 
We are a full-service tree care company that 
is willing to train individuals in general tree 
care. We have openings for general tree 
care, climbing, PHC, and sales positions 
throughout the metro areas of Chicago, Con-

necticut, New York, New Jersey, Virginia, 
Maryland, and Washington, D.C. We offer 

training and advancement potential for indi-

viduals that are willing to put forth extra effort 
to help themselves and the company suc-
ceed. Our company offers excellent benefits 
and competitive wages. Please call or send 
your resume to: 

Beverly Strom 
The Care of Trees 

2371 S. Foster Avenue 
Wheeling, IL 60090 

(847) 394-1596 
equal opportunity employer 

Plant Health Care. Climbing Arborist. 
Sales. Boston area company of professional 
arborists has sales, leadership and crew po-
sitions avail, for outstanding indiv(s) w/min. 
2 years exp. Candidates must be commit-
ted to highest industry stds. of safety, 
workmanship & cust. service. Exc. wage & 
benefit package, including pension (401(k)), 
medical, education & more. Send resume 
to: Lueders, P0 Box 279, Needham, MA 
02192 or call 508-359-9905 or email 
LuedersCo@AOL.com . 

Sales 
Our growth has created a need for another 
experienced sales estimator. If you have 
climbing experience, like to sell and desire 
to be a part of a quality team, we want to talk 
to you. Full or part time, benefits included. 
Fax resumes to 503-598-4548 or send to P0 
Box 596, Lake Oswego, OR 97034. 

Exciting Career Opportunities 
for Vegetation Managers 

Rapidly growing Vegetation Management 
Company is looking for experienced Division 
Managers to work out of our regional and 
branch locations throughout the U.S. Must 
have a minimum of two (2) years experience 
in Vegetation Management and/or a degree 
in horticulture / arboriculture / urban forestry 
or related field. Must be self-motivated, de-
cisive, creative and have strong 
organizational skills. We offer: excellent start-
ing salary, company paid health insurance, 
excellent working environment, bonuses, va-
cations, 401(k) program. For career 
opportunity and confidential consideration, 
send or fax resume, including geographic 
preferences and willingness to relocate to: 
DeAngelo Brothers, Inc., Attention: Paul D. 
DeAngelo, 100 North Conahan Drive, 
Hazleton, PA 18201. Phone: 800-360-9333; 
Fax: 717-459-5500. EOE / AAP M-F. 

If you can't see the forest for the trees, 
call Arborlst Supply. We'll show you the way. 

Are 
you 
readv 
to make 
acbange 
We've been looking for you. Someone who 
possesses the skills, knowledge & motivation 
to join our winning team of professionals. We 
have field, management & sales opportuni-
ties available. Currently operating from 9 
branches in NY, MA, NJ & CT with plans to 
expand throughout the northeast & beyond! 

Please send/fax resume to: 
SavATree. 
Aim: Recruiting 
205 Adams St. 
Bedford Hills, YY 10507 
ax 9146665843 	

bCseNoWmiy 

Sometimes you can get bogged down, hunting 
for just the right piece of equipment, at just the 
right price, and you need it yesterday, right? Here 
at A.rborist Supply, we've got the solutions for 
your business success. Our brand-new Arborist 
Supply catalog is jam-packed with first quality, 	' 

famous brand-name products at the lowest prices 
in the industry—guaranteed. 

Call your order in by 2 PM, we'll ship it the 
same day by Federal Express. We accept major 
credit cards. Use our P.C. card and buy now, pay 
later, interestfree.*  And our customer service is 
the best in the industry. 

So whatever your equipment needs - for just a few trees, or a 	 :1 

giant forest - safety gear, accessories, you name it: Arborist Supply can fill the bill. 

Call for a catalog - 800-636-5707. 
Arborist Supply - we wrote the book on tree care. 

*Preferred Cuslomer: 90-day lerms, same as cash. Interest Free! 	 See us at TCI EXPO '98! 
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Experienced Tree Care Specialists-Chi-
cago North Shore. Full service tree care 
and landscape firm serving exclusive, resi-
dential clients has various positions in 
management & production. Superior com-
pensation & benefits package. Contact 
Robert Kinnucan at: 28877 Nagel Court, 
Lake Bluff, IL 60044. Tel: (847)234-5327; 
Fax: (847)234-3260. 

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

TREE CARE PROFESSIONAL WANTED: 
Experienced foreman, quality individual 
needed at high-energy, fast-growing com-
pany. Excellent salary & benefits & company 
car. Come grow with us on the East Coast, 
Hilton Head, SC, Charleston, SC, and Sa-
vannah, GA. Call Historic Tree Preservation, 
Inc. at 843-556-8696. 

Arborist Needed: Come to sunny Hilton 
Head, SC. Climbing experience necessary. 
Housing accommodations available. Will pay 
moving expenses and benefits package 
available. Continuing Arboricultural educa-
tion strongly encouraged. Fax resume to 
(843) 757-8095. 

Managing Arborist - Central NJ. Sales 
and Service to Residential and Corporate. 
Must be fully experienced and knowledge-
able of the industry. Competitive package, 
benefits and growth opportunity. Send re-
sume to: Box PF, TCI, P0 Box 1094, 
Amherst, NH 03031. 

Climbers and Lift Operators. Established 
and growing tree-care firm seeking experi-
enced tree trimmers to help us continue our 
growth. Prefer enthusiastic and hardworking 
self-starters with proven leadership abilities. 
Arborist certification a plus. We offer com-
petitive pay, medical and dental insurance, 
paid vacation, profit sharing, and 401(k) re-
tirement plan. Please send resume and 
cover letter to Grover Landscape Services, 
Inc., 2825 Kiernan Avenue, Modesto, CA 
95356, or call 800-585-4401. 

Experienced climber, must be familiar 
with all aspects of removal, pruning, ca-
bling work and equipment operation. Valid 
driver's license, mandatory drug testing. 
Good benefits package. Send resume to: 
Empire Tree and Turf, 2704 Gordon High-
way, Augusta, GA 30909. Phone: 
706-854-0926: Fax: 706-651-1648. 

Tree Care Sales 

Atlanta, Ga. 
Atlanta's leader needs a quality individual to 
service top-notch client base. Degree in For-
estry or Hort. Great benefits, unlimited 
income (salary + comm.). Fax resume to 
Arborguard, 404-294-0090. 

Tree Medics, Inc. is seeking climbers/ 
bucket operators and salesmen for our 
expanding operation. Enjoy the best of 
everything while working with the most 
respected tree service in New Orleans. 
Excellent pay and benefits. Call Mark 
Graffagnini at (504) 488-9115 or fax re-
sume to (504) 488-9177. 
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At Davey Tree,  
you'll reach new heights. 
Ther&s a lot of room at Davey Tree 
for people who want to grow. With  
offices throughout the U.S. and 	 . . 	.. . 
Canada, your opportunities go on 
and on. 

Your knowledge and skills 
will grow with the extensive 
training and education programs 
we offer. Learn about customer 
service, professional tree surgery. 
first aid. CPR, defensive driving 
and much more. 

'T 

;. 

The Davey Tree Expert Company 	
s 

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

See us at Student Career Day TCI EXPO 98 

You'll also enjoy financial 
growth with competitive wages 
and benefits. Plus a big increase 
in personal satisfaction as an 
employee-owner of one of the 
most established and respected 
leaders in the green industry. 

So if you're interested in joining oul 
team, please mail or fax your resum 

D AV"EY#0- _ 

Drug Screening Required 

Equal Opportunity Employer 
	 See us at TCI EXPO '98! 

Fairfield CountCT - Growing company 
with over 20 years impeccable tree care ex-
perience is looking for quality-oriented 
individuals to join our staff. Experienced and 
professional candidates are needed. Re-
sponsibilities would include tree removal, 
cabling and bracing, truck and equipment 
maintenance. Supervisory positions are 
available. Excellent compensation, paid va-
cation/holidays, medical benefits, including 
dental and pension plan. We offer a drug-
free environment. Please contact O'Neill's 
Tree Care, Inc., P0 Box 2387, Darien, CT 
06820, (203) 655-7865 or fax resume to 
(203) 327-5455. 

POSITION 
WANTED 

Municipal forestry manager with 26 years 
experience in all facets of urban forestry 
seeks position in consulting or directing to-
tal forestry program. Willing to relocate. 
Resume available upon request. Call Harold 
Hoover at (630) 980-3627 or email to 
cvhoover@ hotmail.com . 

FOR 
SALE 

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

Established, North Shore arboriculture com-
pany seeks career-minded individuals for 
several positions. Qualified applicants must 
have experience in arboricultural or related 
green industry. We offer competitive wages 
and benefits including medical and paid holi-
days/vacations. 

Sales/Operations Manager 
Degree in hort/arboriculture/forestry a plus. 
Must be ISA Certified Arborist (or working 
toward designation). 

Tree Climber/Foreman 
Knowledge of pruning, shaping, rigging and 
removals necessary. CDL license needed. 

Tree Applicator 
Knowledge of spray applications and equip-
ment needed. Illinois State license required 
(or getting license), with CDL needed. 

Autumn Tree Care Experts, Inc. 
2091 Johns Court 

Glenview, IL 60025 
847/729-1963 Office 
847/729-1966 Fax 

At Almstead Tree Company, Inc., we're on 
the move again ... pursuing our expansion 
efforts in providing professional, residential 
and commercial tree care services in the NY, 
NJ and CT regions. Supported by our 35 
year reputation for quality, we are looking for 
career oriented individuals to join our team 
of professionals. All positions offer an ex-
cellent compensation and benefits package. 

Branch Managers 	Tree Climbers 
Production Managers Sales Reps 
Shop/Maintenance 	Managers 

Plant Health Care Technicians 
For immediate consideration, forward your 
resume to: 

Almstead Tree Company, Inc. 
Attn: Human Resources 
58 Beechwood Avenue 

New Rochelle, NY 10801 
Phone 800-427-1900 Fax 914-576-5448 
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HIGH PERFORMANCE STUMP CUTTER 

In a Class 
All 

Their Own! 
CALL 

1-800-392-2686 
Get Ready-They're All Business 

rJjJpirP[J)fI]rM 

by RAYCO® 
4255 Lincoln Way East • Wooster, Ohio 44691-9954 	 See us at TCI EXPO '98! 
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The Difference Between 
Splendor And Splinters 
LIGHTNING PROTECTION SYSTEMS FOR TREES 

INDEPENDENT PROTECTION COMPANY, INC. 
1603-09 SOUTH MAIN STREET, GOSHEN, INDIANA 46526 
E-Mail: ipc@netbahn.net  

• More Profits 

• Needed Service 

• You Have Tools, Men 
And Equipment 

• Door Opener And 
Sales Closer 

• Present customers Are 
Qualified Prospects 

• Minimum Investment 

• Send For Free Tree Kit 

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

See us at TCI EXPO '98! 

(219) 533-4116 
FAX (219) 534-3719 
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Shigometer and kit, like new, $1200. Grow 
Gun probe, like new, $500. Both plus ship-
ping. 817-222-9494. Haltom City, TX. 

1996 Lemco XLT 60 log loader with 7,000 
lb. capacity. Full continuous-swing, joystick 
controls plus 42-inch butt-type grapple. 
Complete with tank and pump, $11,900 or 
best offer. Must sell. Contact Mark at 504-
488-9115. 

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

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

The new Valley Top Roll (patent pending) 
feed system makes all other processors ob-
solete. Faster and easier to operate. Valley 
Processors Inc., 413-253-4867. 

Used Equipment for Sale 
Bucket Trucks 
(2)100-foot Hi-Rangers (re-built in 1992) on 
1984 Macks, original mounts, 52,000 actual 
miles, $54,400. 
(2)1990 - 53-foot Hi-Rangers, on Ford, gas, 
5/2, 50K miles, new paint, $28,400. 
1989 - 53-foot Hi-Ranger, on Ford, gas, 5/2, 
70K miles, $25,400. 
1987- 55-foot Altec, Rear Mount, flatbed, on 
Ford, diesel, 5/2, $24,400. 
55-foot Asplundh Chip Box on 1985 Ford, 
$20,500. 
55-foot Asplundh, w/Chip Box, Pony Motor, 
on 1985 GMC, Gas, $23,400. 
55-foot Asplundh Chip Box on 1986 GMC 
Pony Motor, $23,500. 
55-foot Asplundh, w/Chip Box, Pony motor, 
on 1982 Ford, gas, 5 speed, $18,400. 
Chip Trucks 
1987 GMC, split dump, diesel, 61k miles, 
Excellent Condition, $10,400. 
1990 Ford, split dump, no engine, $4,400. 
1985 International, diesel, 10-foot chip box, 
$8,900. 
1992 Brush Bandit Disc Chipper, $8,900. 
For further info contact: G & A Equipment, 
Inc. at 423-988-7574 or 800-856-8261. De-
livery is available. 

Stump Grinder for Sale. Promark 16 S.P. 
self-propelled stump grinder. Original design, 
excellent condition. Fits through 30-inch gate. 
One of the best designed machines ever 
made. $3900 or BO. Will consider del. (610) 
395-3833, PA. 

Aerial Equipment Inc. Used Equipment 
and Arborist Supply Specialists in the Mid-
west. Buy Now and Save - two 1993 Vermeer 
665 Bs - diesel powered - 3 used disc chip-
pers starting at $8,300. Call Ron or Joel for 
details: (847)398-0620. Wheeling, IL 60090. 
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1988 Ford F600 chipper truck, $14,800. 
Original owner. Also, 1998 Brush Bandit 200 
chipper with 27 hours, $23,500. Must sell. 
(540) 371-1772 or (540) 891-5640. VA. 

Stump Grinder. Carlton model 2500. Por-
table. Like new. Bought new in '97 for 
$10,000, sell for $7,000. Please call (203) 
287-8733 and leave message. 

Tired of selling just your time? 

Sell your customers a new do-it-yourself 
Microbial fertilizer capsule. Inventory or 
Drop-ship. Good Profit Margin. PepTree 
Products, toll-free 877-737-8733. 
www.getmoreinfo.com  

Ropes, Ropes, Ropes 

All types and brands of professional climb-
ing and lowenng arborist ropes at warehouse 
prices. Call for current price list. Free ship-
ping. Visa, MC, AX. Small Ad - Big Savings 
1-800-873-3203. 

For Sale 
1999 Ford F-800 with Schodorf heavy duty, 
12-foot, multi-purpose body and 42-foot, PM 
knuckle boom crane. Also new 16-foot 
Schodorf forestry body with "L" tool/thru box 
mounted on a 1994 Mack Mid-Liner chas-
sis. Contact Schodorf Truck Body at (800) 
288-0992 for special TCI EXPO pricing. 

Big Tree Mover. Transplant/transport up to 
12-inch DBH, often without digging. Asking 
$4700. Photos and Info (207) 594-4210. 

Take the risk out of used equipment pur-
chases with our MONEY BACK 

SATISFACTION GUARANTEE! Excellent 
selection of 6-inch to 1 7-inch capacity hy-
draulic feed drum & disc chippers, rotary 
drum chippers and all sizes of stump grind-
ers! Nearly every make and model 
available with competitive financing to 
qualified applicants. Alexander Equipment 
Co., 1054 N. DuPage Ave., Lombard, IL 
60148. Call us at 630-268-0100 or visit our 
web site at www.alexequip.com  to view our 
complete inventory list. 

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

1990 Altec Aerial Truck 429,5 speed. 57-
foot work height, 43,000 miles, $30,500. 
1996 Carlton 65 hp stump grinder, remote. 
$13,800. 1997 Chevy 3500 chip truck, 10-
1/2 by 60-inch box, 6.5 diesel, auto 4x4, 
$24,500. 1998 Brush Bandit 280xp, 130 
hp, Cummins, auto feed, winch, $23,500. 
Call for details, leave message (248) 685-
0836. 

Before you buy any firewood equipment, 
call the people with real experience--in the 
woods and in the shop. Valley Processors. 
Inc. (413) 253-4867 days. (413) 253-2091 
evenings. Ask for Jeff. 

1-800-94-ARBOR(27267 ) 

The ONLY number you need to rememberfor... 

To Order Call (800) 94-ARBOR 
or Fax/24 hrs (916) 852-5800 

all 	

We ship UPS 
VISA & M/C ACCEPTED 

11530-B Elks Circle 

Rancho Cordova, CA 95742 
Hours 7:30pm - 5pm M-F 

Please circle 71 on Reader Service Card 

Lewis Utility Truck Sales, Inc. 	8 
628 North Portland Street * Ridgeville, IN 47380 

p boxes . 	ulic 	 . 	.' 	989 Ford diesel. 31 ft. 
Only $850.00 	 & diesel 50-foot Aerial Lift of Versalift 36 ft. w.h. Low 	5 

CT. 55 ft. w.h. 	 miles, excellent cond. 

TRUCKS TO WORK WITH, NOT ON! 	 6 
Airport Pickup * Delivery Available * Competitive Financing 

DOT. Certified * Dielectric Testing * P.M. Maintenance Completed 	— 

B ,and New 1998 GMC aiesei 	1986-1992 GL1C Fora gas 	1985-1992 GMC & Fords, gas 4 
55 ft Hi-Ranger Terex Telelect & diesel LR50 Asplundh S 	& diesel Chip Trucks 
60 ft w h. 	 Low Miles. 
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USED EQUIPMENT 
Brush Bandit Chippers 
Model 65 - Honda 20 hp Gas: Auto feed 
speed governor, pneumatic caster wheels, 
hour meter 
Model 65 - Kohler 25 hp Gas: 2-inch ball 
hitch, hour meter, auto feed speed governor 
Model 90W - Cummins 4B3.9,76 hp: 45-inch 
wide infeed chute 
1987 Model 100- Ford 4 cylinder Gas: new 
feed system, in feed chute and lights 
Model 100 Hercules Gas 

GRAPPLES FOR 
SKIDSTEERS 

"Now I have labor doing other 
things because cleanup is a one 
man project. I save time, injuries 
and money. And better yet, 
morale is upl" 

Bob Coleran 
Family Tree Company 
Hanson, Massachussets 

For More Information call: 

800-587-6656 

See us at TCI EXPO '98! 

ImpeMax 
lmpleMax Equipment Co., Inc. 
Bozeman, Montana  

1996 Model 200+ 4.3L GMC 120 hp: auto 
feed, hydraulic winch, hydraulic lift cylinder, 
surge brakes 
(3) Model 250 
1994 Model 250- Perkins 102 hp 
Model 250 Perkins 110 hp: pintle hitch, auto 
feed speed governor, hydraulic lift cylinder, 
more 
Model 250- Cummins 4BTA3.9 Diesel: pintle 
hitch, 30-inch folding infeed pan, hydraulic 
crank swivel discharge 
1995 Model 280 - Cummins 4BTA3.9 Die-
sel: auto feed speed governor, hydraulic lift 
cylinder, live hydraulics 
Model 280 - Cummins 4BTA 116 hp: too 
many features to mention. 

Bandit Whole Tree Chippers 
Model 1200- Cummins 200 hp 
1991 Model 1250- Cummins 200 hp 
1994 Cummins 200 hp: Hydraulic swivel dis-
charge, 12-inch enclosed discharge, more 
1992 Model 1254- Cummins 200 hp: Spe-
cial discharge (1/4-inch thick higher radius), 
more 
1993 Model 1254 
Model 1250/14 Cummins diesel 
Model 1254- Cummins 200 hp 
(2) 1996 Model 1290 Drum - Ford 423 65 
hp: pintle hitch, radiator debris screen, 
Torilex axle 

RESISTOGRAPH-F 

Ann ) our 11-Les bcilu 

Examine roadside trees, trees in parks 
and recreational areas, 

wooden poles, forests, timber 
structures such as bridges, framed 

buildings and playground equipment. 

Easily operated, light weight 
and compact. 

Phone/Fax: 888-514-8851 
http://www.imlusa.com  

E-Mail: sales@imlusa.com  

IML Instrument Mechanic 
Labor, Inc. 

3015 Canton Road, Suite 14 
Marietta, GA 30066 USA 

See us at TCI EXPO '98!  

1996 Model 1290 drum - Ford 423 65 hp: 
pintle hitch, radiator debris screen 
Model 1690 drum -6 cylinder Ford gas 
1990 Model 1400- Cummins 200 hp: hydrau-
lic front stabilizer 
Model 1400 Tree Bandit w/ loader - Cummins 
200 hp: like new condition, 350 deg rotation 
grapple, more 
1992 model 1400 Track - Cummins 200 hp 
Model 1450 Tree Bandit - Cummins 116 hp 
diesel: hydraulic lift cylinder, 14-inch disc, 
heavy duty hydraulics 
Model 1900 Cat 400 hp diesel: joystick con-
trols, 3 knife disc, Rotobec 360 degree 
rotation grapple, more 

Morbark 
1993 Model 17 Perkins 113 hp 
Model 17: Perkins Turbo 
1981 Eeger Beever: Wisconsin Gas 65 hp 
1985 Eeger Beever: Cummins diesel 
Eeger Beever: Ford 65 hp Gas: curb feed, 
12-inch capacity 
1987 Super Beever model 16: Cat 250 hp 
1988 Eeger Beever: Ford 65 hp Gas: 12-inch 
capacity 
1984 Eeger Beever - Cummins 76 hp diesel 
Model 16 - Cummins 250 hp diesel 
Model 16 
1994 Model 10- John Deere 56 hp diesel 

Vermeer 
1250 Perkins 80 hp 

Asplundh 
1969 Ford 4 cylinder 
1974 12-inch drum - Ford 6 cylinder: chip-
per/engine rebuilt 
1991 drum 
16-inch drum - Ford V-8 

Wayne 
1979 16-inch Chrysler 8 cylinder 
drum - Chrysler 6 cylinder 

Mitts & Merrill 
(10) 6 cylinder, Torque 

Chipmore 
1976 12-inch drum -6 cylinder Ford gas 
1981 drum 
(2)1982 drums 

Wood Chuck 
16-inch drum 

Innovation 
1991 Tub grinder Model ATG 20001 - 8' 
Cummins diesel, 177 hp 

Rayco 
Super Jr. stump grinder 
Bandit Industries, Inc., 6750 Millbrook Rd., 
Remus, Ml 499310. Phone: (517) 561-2270 

Please circle 33 on Reader Service Card 	 Please circle 32 on Reader Service Card 
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OFT 

quality Pro-Owned Aerial Lifts 
and Digger 

 
Derricks  	TCI EXPO 

90-3359 1989 3M0 7000 diesef cnassis 
trans.. air brakes, with an Altec AN755 (0888-U01 61), 60 
ft. working height. two man, end mount platform, over rear 
axle mount, service line step body. In Process. 

95-1836 1984 Ford F700 diesel chassis. manual 52 
trans., air brakes. with Hi-Ranger 5F1-52PB1 (117578 71 
57 ft. working height, one man. end mount platform. over 
rear axle mount, service line body. $38,000.00 

953261 1992 Ford F800 diesel chassis. 5,.'2. AB. 
u' :ec L8650 .D252-S 7844 55 5 .ccrkrg height 

overcenter aerial lift, full djmz cody. lower boom solator.  
Unit in process of refurbishment. PTBD 

-- 	 .. r.- ---  - 

95-2177 1982 Ford F700 gas chassis, 5-speec. 
hydraulic brakes, Aith an Asplundh LR-50 (826789) 55 ft. 
corking height behind cab mount. pony motor. dump body 
one-man side-mount platform Aerial has been refur-
bished and is RIW status. $34,000.00 

RUT .  

95-3002 1985 Ford F700 diesel chassis. manul 5i2. 
hydraulic brakes. with a Hi-Ranger 5F1-52PBRI 
(28512886). 57 b. working height behind cab mount, 
dump body, with one-man end mtd. $24,000.00 

95-2076 1991 Ford F800 diesel chassis. 52 ..n an 
Asplundh LR50 (910125)55 ft working height. overcenter 
operation. lower boom insert, mounted behind the cab. full 
line body. Aerial has been refurbished and is RTW 
status. $52,500.00 

A&LWrQ  
95-3187 1991 Ford F800 diesel chassis. 

5,r 
 2. with an 

Asplundh LR50 9007051. 55 ft working height. dump 
body. Aerial has been refurbished and is RTW 
status. $52,500.00 

Fourty-Two (42) 
1994 Altec AN755P's. 
Each of these units have: 60 ft. working height, 
single handle control, lower boom isolator, single. 
two (2) man platform and liner, full steel, line body, 
all are mounted on either Ford or GMC diesel chassis 
33,000 GVW, 215 hp Caterpillar 3116 or 210 hp Ford 
FD 1060, All have automatic transmissions 
(either MD3060 or MT653), No-spin rear ends, 
Air Brakes. 

Ask about our written 
nationwide warranty 

on certain units. 

Contact us today for a quote 
that meets your needs 

1=800m95=ALTEC 
205/620-3500 

Se Habla Españo] 
visit our web site at http://www.altec.com  

Choose Products/Services to find selection of used 
units available now! 

te c.,,  
One Company. One Source. 

Since 1929 

Please circle 4 on Reader Scm ice C ard 



EQUIPMENT 
Shelby. . 

I COME TO THE SOURCE OF THE LARGEST 
INVENTORY FOR FORESTRY EQUIPMENT 

SHELBY, NORTH CAROLINA. 

CALL US FIRST FOR COMETITIVE 
PRICING! 

60-foot w.h. Aerial Liftj of CT. 
1998 international 4700. W/DT 466 

6+ Transmission, 33,000 GVW 

55-foot w.h. TECO SATJRN 
1997 GMC C7500, 366 Fuel Injected w/Pony 

Engine. 5-speed Transmission 
NEW UNITS 

P 

55-foot w.h. Aerial Lift of CT. 
1995 GMC Topkick, 366 F4c1 injected 

5-Speed Transmission, Only p9,000 miles 

55-foot working height. Asp undh LR-50 
1991 GMC Topkick, 366 Fuel Injected wI 
Pony Engine, 5-sp. trans., 4b,000 miles 

55 ft. W.H. 50ft. LR Asplundh 
1984 - 1990 in stock, GMC & Ford with 

Pony Engine, MANY TO CHOOSE FROM 

Ask about our inany  financing  plans 

Need FORESTRY 

EQUIPMENT 
Call 	SHELBY 

704-487-7245 
Exenin~s[Weekends: 704-481-3194 

See 6s at TCI EXPO'98! 

P.O. Box 1447 -25 10 Taylor Road 
Shelby,  NC 28151 -  Fax: 704-482-4685 

Please circle 28 on Reader Service Card 
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Steal my bucket truck and chipper. 1979 
Asplundh LR50 on GMC 6000 (gas), w/chip 
dump, $10,500 and 1979 Chipmore chipper 
w/Ford 300 6-cyl., extra blades - runs per-
fect, $4000 or buy both for $13,000. (719) 
527-8733. Leave message. 

Hydraulic knuckle boom trucks with 
dumping flatbeds, Ford, International, 1988 
to 1991, single axle, CDL or non-CDL. We 
can custom design and build sides, tail-
gates, chip boxes or continuous-rotation 
grapples. Call us for any specialty truck 
needs. Atlantic Fabricating, Inc., Jack or 
Paul, Sayreville, NJ. (732) 254-4949, (732) 
938-3030. 

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. 

World Famous 

Kramer Equipment 
Est. 1947 

While at TCI EXPO '98 
Booth # 466 

Spend $150— receive a 
FREE 

U.S. Marine Corps 
Tankers Tool Box 

Brand New, In Cartons 

Heavy Duty Hasp & Hinges 

O.D. Color 

Reinforced Dividers 

"I Extra Heavy Duty 

'IWeight: 21 lbs. 

X9" X8" 

Complete Arborist Supplies 
800-500-7835 

Please circle 36 on Reader Service Card 
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BUSINESSES 
FOR SALE 

For Sale: Landscape and Grounds Main-
tenance Co. Well-established, 12-year-old 
company, excellent reputation. Located in 
fast-growing Southwest with year-round, 
excellent weather. Large commercial and 
residential customer list. Large amount of 
equipment in good shape. All to be sold. 
Owner willing to carry part of note. Must sell. 
Send inquiries to TCI, Box TK, P0 Box 1094, 
Amherst, NH 03031. 

Tree Service For Sale. Established busi-
ness in commercial and residential tree care 
since 1979. Unlimited potential for 
individual(s) interested in the arboriculture 
industry. Huge customer base. Owner will 
assist in transition if so desired. All equip-
ment in excellent working condition. Ford 
F700 with 3-year-old ArborTech Dump, (1) 
Ram 250 pick-up, (2) Vermeer Stump Grind-
ers 665 & 630A. (2) Asplundh Whisper 
Chippers, (1) John Bean Tree Sprayer. Call 
(210) 826-9868, San Antonio, Texas. 

Successful, complete tree service and 
well-maintained equipment for sale. Es-
tablished 1980, providing residential and 
commercial quality service in Charlotte 
County, Florida. Average 200K annual sales. 
Real estate also available. Year-round work. 
For more information, call (941) 625-7863. 

FAX 

YOUR 

AD 

FOR 

FASTRESULTS 

1-800-733-2622 



Expert arbori*sts use this book. 

The ANSI A300 

Pruning Standard 

is the tool to help 

us communicate 
more clearly with 

our customers, 
employees, and 

each other. 

for Tree Care Operations - 

Tree, Shrub and Other Woody 
Plant Maintenance - 
Standard Practices 

'V 

Created by arborists 

for other arborists, 

you'll want to 
incorporate this 

standard into your 

daily activities. 

get your 
copy today. 

I Pr 
National Arborist Association 

Please circle 44 on Reader Service Card 
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Bishop 
Co lafni p a n y 

pw 52 Years of providing 
arborist supplies to the 

tw! arborist community. 

When I comes 
to aorisI J 
supp/ies... 1/ 

I: 

AA 

I •.ve've 
Noe got you 

Co vered! 
Bishop Company 

1-800-421-4833 
or 24 Hr. Fax 562-698-2238 

P.O. Box 870 • Whinier, CA 90008 
FREE Catalog Upon Rec1uet 

See us at TCI EXPO '98! 

TOA AFII3ORIST 
ASOC 	 MEMBER 

k k _ 

Please circle 13 on Reader Scr\ ice Card 
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Must Sell: 30-year-old, fully equipped, work-
ing tree service. East TN area. $85,000. 
(423) 878-5541. TN. 

Established, reputable, full-service tree 
care and landscaping company in west-
ern New England. Loyal second-
homeowner client base. $325K annual 
sales. Owner will aid in transition. Please 
reply in writing to: Box RS, TCI, P0 Box 
1094, Amherst, NH 03031. 

TCI'S 
CLASSIFIEDS 

The Tree Industry's 
Marketplace 

1-800-733-2622 

Established tree care business for 33 
years on Maryland's Eastern Shore. Long-
term contracts and good work force in place. 
Year-round work with good growth opportu-
nity. Box PL, TCI, P0 Box 1094, Amherst, 
NH 03031. 

LIVE THE GOOD LIFE! Well-run tree ser-
vice with excellent equipment and 
management. Terrific profits. Located in 
beautiful western Montana. Equipment fi-
nancing available. Call 1-406-449-1026. 

WANTEDTO 
BUY 

French tree service looking for an Ameri-
can tree service for sale or for a partnership 
with an American tree service. Fax: 33-04-
74-83-8337. 

SERVICES 
Millionaire marketing secrets for tree 
company owners. Call today for a free re-
port. 817-222-0744. Haltom City, TX. 

Increase your sales and profit growth, 
gain better control of your business, manage 
unlimited customer transactions, PHC, 1PM, 
routing and inventories, while staying ahead 
of your competition by using ArborWare, the 
business software solution for Arborist, Land-
scape and Lawn Professionals. Call 
1-800-49-ARBOR. 

Classified ad rates: 
$50 per inch 

($45 NAA members) 
1-inch minimum. 

Payable in advance, 
due 20th of the month, 
two months prior to 

publication. Send ad 
and payment to: 

TCI, P0 Box 1094, 
Amherst, NH 03031. 
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Rigging for Removal 
Workshop Registration 

Name 

Company 	Phone #  

Address 

I City, State, Zip 

Additional Employees: 

I I would like to register for the following workshop: 

IR 
	N. 	 .J i 	 LII Cleveland, OH 	• October 8, 1998 

Long Island 	Oyster Bay, NY 	• October 10, 1998 

	

I 	 Baltimore, MD 	• November 19, 1998 

- 	 .. 	
Charlotte, NC 	• November 21, 1998 

41 	Workshop Cost: 	NAAIISA Member 	Non-Member 

First Employee 	 159.95 	189.95 
Additional Employees 	129.95 	154.95 

Each additional employee 	 - 

from the same organization 
will receive workbook only. 

NAA 
P0 Box 1094, Amherst, NH 03031 	 Total 	$  

Please fax or mail 	 My company is a member of NAA 
copy of your ISA 
membership card. 	 I am a member of ISA 

Proof of ISA Membership necessary to receive member discount 

' . 
V 

*%w 

ieam from nggir 
-in RIir KAn inhn n 	- 

I- 
AFu Il -Day Workshop 

Presntedby the1  

NationqLbonst Associalion 

Payment Method: 	 Visa/MasterCard 	Check Enclosed 

Account # 	________________________________ Exp. Date  

I Cardholder's Signature  

Registration deadline: one week prior to each workshop date 

I 	cancellations: Full refund minus S1  administrative fee if received prior to registration deadline. 
Cancellations received less than one week prior to each respective seminar will result in a 50% refund, only. 

----- 

Co-Sponsored by 

Please circle 47 on Reader Service Card 
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Trees prior to carving with multiple sprouts in-
terfering with reliability of service 

rTree removal should never be the first option, but some 
times situations occur when trees interfere with one 

JL 	of life's most important necessities: safe and reliable 
electric service. 

Boise-based Idaho Power Company was 
faced with a hard choice in the town of 
Emmett, Idaho. The offending trees, five 
large silver maples planted in a city park 
next to the main, three-phase overhead 
power line serving the downtown core of 
the city. These trees had been rounded over 
and topped for many years, creating a haz- 
ardous situation and high liability for the 
city. They had many crossed branches, 
weak attachments, rot and decay through- 
out. This is a common situation faced by 
cities and power companies 	and repre- 
sented a perfect example of when utility 

c* arborists must look at other possible solu- 
tions beyond standard procedures 

Compounding the problem was a poten- 
tial public outcry, since members of the 
community had a strona emotional attach- 

A Tree is a Tree is a Bear! 
By Dennis Lopez, Jack McGee and Bob Thielges 

A_ 	!JJWAffi 
ment to the large, mature trees. To remove 

AAM them would be like removing a part of the 
Fire Bear  dedicated to the fire fighters and other community volunteers, 	 community's history. 
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After considerable deliberation, the 
lightbulb went on. What if Idaho Power 
Company topped the trees to seven-foot 
stumps, girdled the base to prevent re-
sprouting, let the stumps weather and 
cure for a year. and then had them carved 
into statues? 

The replies were very corporate and 
predictable and enough to turn the 
lightbulb from 'on" to "off." "Are you 
nuts?" "This has never been done by a 
utility to the best of our knowledge." 

The challenge was on. We met with 
the city parks director who directed us 
to the city council to present the idea. 
The mayor and council members listened 
in awe to the proposal, which was fol-
lowed by a few moments of silence. Then 
a lively discussion began as to what the 
stumps could be, when the event would 
take place and how they could par 
pate in this historic occasion. 

After receiving approval, the local 
weekly was contacted prior to the re-
moval in order to allow them to take 
pictures of the process and let the com-
munity know what was planned. 

Asplundh Tree Expert Company was 
called in to remove the tops. Unfortu-
nately, one of the trees was rotted beyond 
saving and one was a site obstruction for 
traffic entering onto a highway. so  both 
were removed. 

Now the search was on for a quality 
artist. After a few setbacks. Idaho Power 
Utility Arborist Jack McGee found chain 
saw artist Chet "Bear King" Yackley, a 
resident of Council. Idaho. With an ex-
tensive and impressive list of completed 
projects. Yackley proved to be the artist 
we dreamed of and more. 

The next step was to decide what we 
wanted. After reviewing many ideas sub-
mitted by residents of the community. a 
decision was made to pay tribute to the 
volunteer fire department and other vol-
unteers who are extremely important to 
the success of communities. 

The first carving day was set to coin-
cide with the Cherry Festival, an annual 
week-long event in Emmett. Yackley. 
assisted by Lewis Clark of California, 
started his day around 10:00 am. in or-
der to perform his magic during the main 
start of the festival's day. Idaho Power 
Line Clearing Specialist, Bob Thielges. 
was there to assist with traffic control 
and be the company representative for 

ILOWEST PRICES ON THE MARKET 
umwm~ 	

~1, 
0~ 

LE 	INC. 
G&AEQUIPMENT.J 

1-800-856-8261 
- 	 EVENINGS: 

1-423-986-0905 
KNOXVILLE, TN  

Aaron Fo.shee 	 Garell Foshee 

I 	 .... .. 	 Chip Truck. Late Models, Not 
Running. 	Startingat S4.700 

Ford 	 1 
Asplundh S20.500 	 Ii 	 1) 	\lteL 	n ii. dici 
1986 GMC xN oh -Ioot 	1989 Hi-Raniter S 	ii. 	54UO 	 S24.400 
Asplundh S23.0O 

Plea..e circle 29 on Reader Ser' ic e Card 

BRUSH CHIPPER KNIVES 
HIGHEST QUALITY 
BEST PRICES 

•1 

- Knives for All Models 
and Makes in Stock 

J 
- All Orders Ship 

Within 24 Hours 

f e 	- industrial Quality 
Cutting Tools for 75 
years 

IPV  

A 	
7E71 zg 

4 	Ro( kford. It 11 - 

See us at TCI EXPO '98! 

P1ea.e circle 76 on Reader Service Card 
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the inquiring visitors, 	 five new flowering pear trees to be 

	

The final statues were called the 	planted in between the stumps to reduce 
"Firebear," "Mother Bear With Cub" and 	the chance of someone replanting some- 
"Bear Motel." The bear motel is a stump 	thing other than Class 1 trees. Paul 
with a mischievous teen cub on top and 	Easterbrook, the city forester, planted 
many alcoves throughout the stump with 	yellow poplars (tulip trees) behind the 
small bear heads peering out, 	 stumps for future shade. 

	

To add to the project, we also bought 	What began as a negative public rela- 
tions problem was turned into a 
positive community project. The 

• 	 . 	, 	project was very cost effective as 
well. We are still receiving corn- 

-: 	ments from citizens in the 
community. You would be amazed 

- . 	. 	 how often you still find someone 
getting a close look at the project, 

play ing around the carvings. IL 	j 
having their picture taken next to 
each carving or watching kids 

Should your utility find itself in 
a similar situation, try something 

	

, 	similar. You and your community 

- 	'4H 
 

will like it.  

- g.. 	 • 	 -- 	
' 

Dennis Lopez, Jack McGee and 

- " 	 Bob Thielges 'to,h for Idaho 

Power Company. 	 TCI 

Chet "Bear King" 
Yackley with stump 
prior to start. 

141 

L 
17 	 4  

'1- 
/ 

See us at TC1 EXPO 98! 
	

Bear Motel 
Please circle 23 on Reader Service Card 
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WOOD/CHUCK CHIPPER CORPORATION proudly presents 

THE 3RD  ANNUAL TC1 EXPO 

NATIONAL ARBORIST FOUNDATION 
CHIPPER R 

Iii 	
I 

I 
't 	 •:•:•::' 

,1 	 1 

La 	t- 1 
ToT. 1996 winner of a Wood/ 
Chuck Chipper. Bottom: 
1997's winner of the Wood/ 
Chuck Chipper Raffle. 

to ri1lt  T 

p)t11 UlP'" 
vacAlf 

f 'j ,D S101 

— I 
p 	'. 	F 

You could WIN a 

WOOD/CHUCK W/C 17 CHIPPER 
Brand-new. custom painted with a 82 hp Deutz Turbo charged Diesel Engine courtesy of Engine Distributors, Inc. 

Special Offer: 3 Chances to Win for $125. 00  
(Chipper valued at $20,710) 
or enter as often as you wish for only $50 each! 

Mailed entries must be received by Friday. October 30, 1998. In-person entries at TCI EXPO will he accepted at booth #534 until drawing. 

Friday. November 6. 1998. 3 p.m.. Baltimore Convention Center. Baltimore. MD. lO(Y of raffle funds for the National Arhorist Foundation (NAF). 
Participants need not he present to sin. Chipper shown may not he actual raffled chipper. 

NAME 	 TITLE 

COMPANY NAME  

ADDRESS 

CITY 
	

STATE 	ZIP CODE  

TELEPHONE 
	

FAX 

For 'our chance, complete the above entry form Please include it with your check for $50 per entry, payable to NAF 

CHIPPER R\FFLE and mdii t0 

NAF CHIPPER RAFFLE 

C 0 W00D1CHUCK CHIPPER CORPORATION 

P.O. DRAWER 400, SHELBY, NC 28150 
i. Transportation trom convention center, licensing, taxes & registration of Chipper are the responsihilit 01 sinner. Enter as often as ou 

1 6'Q8 3 p. m. , it the Baltimore Consntion Center Baltimore \1D 100 of rattle fund for the National \ 	F Linditlon (NAF 

- 	 ------ ---------I 

See us at TCI EXPO '98! 	 Please circle 74 on Reader Service Card 
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Trends in Tree Care 

At the New York Stock Exchange on June 4, 1998. Pictured from left are: Ron Stanfa, Steve Cook, Mark Yahn, Bill 
Murdy, Laurie Yahn, Bruce Church, Susan Kalich, Jeff Meyer, David Luse, Steve Ives, Peter Forbes and Ken Garcia. 

Is LandCare USA the Form of Tree Care's Future? 
By Joseph Daniel McCool 

p ublic shareholders have put their stock in a $38 mil-
lion landmark plan that, if it succeeds, will position 
LandCare USA Inc. to evolve from the merger of seven 

regional industry leaders to the preeminent national provider 
of comprehensive landscape and tree services to commercial 
and institutional markets. 

The question now for the tree care industry is how this his-
toric public offering—the first ever for the industry—will guide 
LandCare USA's bold ownership, consolidation and acquisi-
tion strategy, and whether it will spark a trend that could impact 
everyone from small business owners to customers. 

Some of those questions, of course, may be answered by the 
performance of the company's common stock, which is listed 
on the New York Stock Exchange under the symbol GRW. 
LandCare USA's initial and secondary public offerings in June 
were for $8 for each of 5.6 million shares. Since then, the stock  

has traded for a high of $10.12 per share and a low of $5.37 
per share. 

The new giant in the tree care industry was founded in 1997 
and born of agreements to acquire seven founding companies 
in strategically located markets across the country with com-
bined 1997 pro forma revenues of $116.2 million, a total 2,500 
customers and an average 25 years in the tree care business. 

The seven founding companies include Trees Inc. in Houston; 
Four Seasons Landscape and Maintenance Inc. in Foster City, 
Calif.; Southern Tree & Landscape Co. Inc. in Charlotte; D.R. 
Church Landscape Co. Inc. in Lombard, Ill.; Ground Control Land-
scaping Inc. in Orlando; Arteka Corporation in Eden Prairie, 
Minn.; and Desert Care Landscaping Inc. in Phoenix. 

But the list of companies that now count themselves cov-
ered by the growing LandCare USA umbrella—and which now 
answer to public shareholders—is growing at a furious pace. 
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LandCare USA has also recently 
closed transactions or entered into letters 
of intent to acquire several other tree care 
and landscape maintenance companies 
with combined annualized revenues in 
excess of $100 million. The latest mem-
bers of the LandCare USA family 
include Clean Cut Inc. in Austin, the 
largest landscape management company 
in Texas; Landscape West Inc. in Ana-
heim, Calif.: Horticultural Industries Inc. 
in Sarasota. Fla.; Gator & Gator Land-
scape Co. Inc. in Longwood, Fla.; and 
Continental Landscape Management Inc. 
in Phoenix. Then there's Landscape Re-
sources, Inc. of Dallas, which has added 
its $14 million in annual revenues to the 
LandCare USA ledger. 

These acquisitions, which alone ac-
count for $45 million of the revenues, 
have catapulted the company's total an-
nualized revenues to more than $220 
million, at least on paper. 

"These acquisitions are a strong start to 
achieving LandCare's goal of becoming 
the national leader in the commercial land-
scape and tree services business." says Bill 
Murdy. LandCare's chairman and chief ex-
ecutive officer. "With these additions. 
LandCare companies now service almost 
half of the top 40 commercial real estate 
locations in the United States." 

The company's goal is to become the 
leading national provider of landscape 
and tree services to commercial and in-
stitutional markets through its 
geographical coverage and its quality 
and range of services. Besides its empha-
sis on internal growth. LandCare USA is 
in the process of implementing an ag-
gressive consolidation strategy. 

Linda Benge, president of Trees. Inc., 
is on LandCare USA's board of direc-
tors. Her company is the only one of the 
founding companies that is truly a tree 
care firm. The others are primarily in-
volved in landscaping or nursery 
production. though a few, such as Four 
Seasons in California, had a small tree 
care operation. 

Benge says the new corporation won't 
be challenging tree care companies in-
volved primarily in residential work. 
"We do serve residential customers, and 
new tree care companies that join will 
bring some residential clients into the 
mix. But our focus in not on the residen- 

tial customer. We are concentrating on 
the commercial customer through our 
ability to provide a variety of services—
tree care, as well as landscaping, for 
commercial customers." 

LandCare USA won't be setting up 
franchises and competing for residential 
customers with local tree care compa-
nies. Residential customers are where 
the opportunity still lies for small com-
panies." says Benge. "They work in the 
neighborhoods they grew up in. People 
want to do business with people they 
know." 

Benge sees large commercial, espe-
cially national, accounts as growth areas. 
"When you are dealing with a Marriott, 
for example, that has locations all over 
the United States, the ability to have one 
contract with a landscape and a tree care 
company makes perfect sense. Small 
companies can't provide that. There is 
still room for everyone out there. This 
consolidation is an opportunity for the 
commercial side of our business. The 
residential market is still wide open for 
arborists." 

Why a public company? Benge thinks 
stock ownership for employees will 
make it easier to attract arborists in this 
tight labor market. "Personnel is such an 
issue for all of our companies in this in-
dustry. My employees didn't have the 

P'  
Linda Benge, president of Trees, Inc. 

opportunity for ownership." That 
chance, says Benge, will help to recruit 
the best managers. 

Roger S. Braswell, founder of South-
ern Tree & Landscape Co. Inc. in 
Charlotte and now director of corporate 
development for LandCare USA, ex-
plains that joining the LandCare USA 
family was an attractive opportunity 
because of the company's larger eco-
nomic and public status. Southern had 
1997 revenues of $14.2 million and em-
ployed over 300 employees at peak 
season. 

"Much of the ownership and manage- 

Serious aggression 

I 
The Corona RS 7130 Pruning Saw sinks its  
teeth more deeply into every pull stroke - for cleaner, smoother, faster 
cutting with far less effort. Each whetstone-ground tooth on the 13" replaceable 
blade is set deeper into the blade than competitive saws, and is precisely sharp-
ened on 3 sides, giing it a razor sharp edge. Then, unique impulse hardening 
ensures that they hold their edge far longer. The Corona RS 7 130. Cleaner, 

smoother, faster cuts. A serious pruning saw - for serious pruning professionals. 
See us at TCI EXPO '98! 

CORON 	WMM & 

Corona (h 	l.irrw ( riipany 1540 E. Sixth St. / Corona, CA 91719 

800/847.7863 or 909/737.6515 I Fax 9091737.8657 / www.coronaclipper.com  
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ment of commercial proper- 	11 
ties around the U.S. is being 
consolidated through real 
estate investment trusts," 
says Braswell. He sees a 
need for regional and na-
tional coverage in the 
landscape services business. 

Besides the enormous sales 
opportunities, Braswell be-
lieves the new members of 
the LandCare USA family 
will realize tremendous new 
buying power and significant 
cost savings in insurance, 
equipment and materials. 
There are also real benefits 
for LandCare USA's new 
employees—the same professionals who 
helped build the founding companies and 
those that have been acquired. 

"They now have a better job and bet-
ter opportunities ... Many employees 
have stock options," Braswell notes. And 
besides, he adds, public stock brings with 
it liquidity for the shareholders. 

The company owners chose a public 
ownership path to seize additional capa-
bilities to expand U.S. business, to 
rapidly expand through acquisition and 
to use stock as a currency to fund those 
acquisitions. And although some recent 
acquisitions have been funded through 
a nearly 80-20 split of stock and cash. 
Braswell relates that LandCare USA will 
study other funding scenarios as it con-
tinues to target additional tree care and 
landscaping firms, most with a minimum 
$1 million in annual revenues. 

As for small. "mom-and-pop" tree 
care companies, Braswell insists they  

have nothing to fear from the huge new 
LandCare team. "I think many of them 
have niche markets that they own and 
will be able to maintain." Just don't ex-
pect any franchising out. The company 
is looking only for "shareholders." 

The opportunity to merge and go pub-
lic was also a compelling one for James 
R. Marcus, who founded Four Seasons 
Landscape and Maintenance Inc. in Fos-
ter City, Calif., in 1973 and built it into 
a company of 440 employees at peak 
season and one that reported $16.1 mil-
lion in 1997. 

Marcus, who was chairman of the 
board at Four Seasons and who is now a 
director of acquisitions for the new en-
tity. Joining a public company made 
sense for him and his employees. 

"My partner and I were trying to fig-
ure out how to grow the company and 
give some of the ownership to some of 
the guys," he says. His partner, Hal 

Cranston, has also joined as 
chief operating officer and 
a director. 

Marcus explains that the 
synergy between Four Sea-
sons and LandCare USA 
matched the same kind of 
synergies that are growing 
inside the walls of LandCare 
USA's headquarters in Hous-
ton. "The marriage between 
the tree industry and the land-
scape maintenance industry 
really gives us a great way to 
get money out of our existing 
clients. It gives us more ser- 
vices to offer. It's a win-win 
situation for both." 

So will the cache of a public company 
spread through the industry and change 
the dynamic of tree care companies na-
tionwide? Marcus believes it will change 
the game. "Our industry is ripe for this," 
he says. "We're acquiring companies all 
over the country. We're trying to fill up 
the national footprint and become a na-
tional company." 

A large, public company which can 
attract the best people with the promise 
of stock options is giving many older 
professionals a chance to cash in after 
years of hard work. But the economics 
of consolidation is the most important 
advantage by pooling of best practices, 
saving on insurance and expanding pur -
chasing power. Companies are also 
attracted by the promise that each com-
pany will be allowed to retain its identity. 

"They don't lay a big company bible 
on you ... we're writing our own script," 
says Marcus. TO 

%Uieii you are dealing with a Marriott, 
for example, that has locations all over the 
United States, the ability to have one con-
tract with a landscape and a tree care 
company makes perfect sense. Small coin-
panies can 'tprovide that. There is still room 
for everyone out there. This consolidation 
is an opportunity for the commercial side 
of our business. The residential market is 
still wide open for arborists. yy 
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The Dumbest Thing I Ever Did 

A job you get "roped into" for 
a friend or relative is an 
occupational hazard most ar- 

borists are familiar with—particularly 
when some volunteer help is involved. 
A few years ago I did one such job for 
a friend: a large, dying multi-stemmed 
sugar maple threatened her house and 
needed to be removed. Her boyfriend, 
Andy, was to be my ground man. 

The highest and soundest leader to 
work out of was the one leaning over 
the roof. Crotched in this leader, I was 

By David Spier 

able to crash most of the rest of the 
crown. I then tied a pull rope on the 
last remaining stem and spent some 
time coaching Andy on the ground 
about rigging a come-along on the pull 
rope. The tension had to be just right--
enough to pull that stem away from the 
house but not so much that it could 
split and "barber chair." 

I made a careful cut with just enough 
holding wood, then leaned back in my 
rope and braced myself as it started to 
go over. Suddenly I felt myself yanked  

from my perch. In a sickening flash I 
realized I had forgotten to transfer my 
climbing line and was still tied in on 
the stem I had cut off! Before I had 
time for even a short prayer, I felt my 
fall checked and I was yanked back 
into the tree. Miraculously my climb-
ing rope had snagged over a stub of 
one of the leaders I had previously re-
moved and the falling leader had 
pulled me back up. 

My face was probably white at first 
but quickly turned red. Andy was 
sworn to secrecy about the incident. 
My reputation as a careful operator 
was at stake! 

I've sometimes thought that I.S.A. 
should give re-certification credits for 
accidents and injuries. After all, this 
is how you learn in the "school of hard 
Knocks." But I suppose that's what the 
three-year experience requirement is 
iiieant to accomplish. 

I'm not sure what the moral of this 
story is. I can't say I "got religion," 
after the incident. Since that day, how-
ever, before making any critical felling 
cut, I pause, review the engineering 
aspects, and check my rigging before 
starting the chain saw. 

The author operates David Spier Tree 
Care in Sruvi'esant Falls, N. Y. 	Tti 

- 

Do you have a story for From the 
Field? TO will pay $lOOforpub-
lished articles. Submissions 
become the property of TO and 
are subject to editing for gram-
mar, style and length. Entries 
must include the name of a com-
pany and a contact person. 
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You are a professional. 
You own a business. 
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• Monthly newsletters 	 ' 
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information 
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web site and much 
more.. 
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ree care industry! 

Enlist the help of the National Arborist Association 
Dedicated to the advancement of commercial tree care businesses. 

For more information about membership, call NAA toll free: 1-800-733-2622 
P0 Box 1094, Amherst, NH 03031-1094 	 4 Web site: WWW.NATLARB.COM 	 estiIshedTh 1938 
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First Sierra Financial stands tall in the forest of financial companies. We rise above the rest when it 
comes to competitive rates, outstanding customer service, and going beyond the expectations to 
achieve the needs of your business. We are committed to the arbor industry and have the profession-
als to help you with all of your financial needs. We finance transactions ranging from $2,000 to 
$1,500,000. Call today for a free quote or visit us on the web at www.firstsierra.com  

We specialize in financing the equipment you need to grow your business. 

You select the new or used equipment. 

First Sierra provides the financing - leases or loans. 

Keep your cash 

Easy application form 

Affordable payment plans 

Flexible or seasonal plans 

Up to $75,000 - App Only 

Fast approval 

Preserve youi Uth. 

One call does it a 

FIRST 	 FINANCIAL, INC. 

Sacramento, CA 	 Cleveland, OH 	 Hatfield, PA 	 Atlanta, GA 
800-729-5327 	 800-366-4228 	 www.firstsierra.com 	 800-933-7101 	 800-443-8301 
Vic Johnson 	 George Ziegler 	 Bill Stauder 	 Eileen Gresens 

David McDonald 

Seattle • Wenatchee, WA • Portland, OR • Dallas • Houston • Bridgewater, NJ • Lyndhurst, NJ • Ft. Lauderdale, FL 
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Welcome to Baltimore 
and the 9th Annual Tree Care Industry EXPO! 
Presented by the National Arborist Association, Inc. 
and the International Society of Arboriculture 

Thank ou to The Care of Trees, Herndon, A 
for this year's tree donation. 

Why you should attend! 

The sky is the limit with what you'll learn from 
this year's exciting program. 

Over 160 exhibitors under one roof, bringing 
you cutting-edge tree care equipment, 
technology, supplies and services. 

Live demonstrations of climbing, rigging, 
aerial rescue and cabling and bracing. 

The SMART MANAGER and EXPERT PRACTITIONER 
seminar series allow you to customize your educational 
experience to fit your needs - with several sessions 
offering pesticide applicator recertification credits and 
ISA continuing education units. 

Registration must be received by October 23 to receive 
FREE admission to the trade show! A $10 TRADE SHOW 
ENTRANCE FEE will be charged after October 23. 
Registration is required to obtain your admission badge. 

Take advantage of the educational seminars. SAVE! SAVE! 
SAVE! Register before the Early Bird deadline of October 2 
to receive your discounts. SAVE, SAVE, SAVE.. .Bring 
additional co-workers from your company and save on 
each registration. 

Baltimore Convention Center 
November 5-7 * 

I 

I 



Exhibitors 	11 FXPIY! 
Over 160 at this year's EXPO! 
The products and services you need to achieve success with your tree care company 
are all under one roof. Attend TCI EXPO '98 and make a difference in your future! 

ACRT. Inc. 
ADI Pruning Tools. Div. of TOL Inc. 

Aerial Lift. Inc. 
Agape Designs 

Altec Industries, Inc. 
American Arborist Supplies, Inc. 

The American Group - Samson Div. 
American Safety Utility Corp. 

AmeriQuip 
Arbor Age/Adams Green Industry Publishing 

Arbor Computer Systems. Inc. 
ArborCom Technologies 

ArborSystems. LLC 
Arbo rt ech 

Asplundh Tree Expert Company 
The Associates 

B&B Manufacturing 
Baileys 

Bandit Industries, Inc. 
Barnel International Inc. 

Bartlett Manufacturing Company 
Bastilin Industries Inc. 

Bayer Corporation 
John Bean Sprayers 

Bishop Company 
Blue Ridge Arborist Supply 

Bone Safety Signs 
Buckingham Mfg. Company. Inc. 
BiirndylRacine Hydraulic Tools 

CAG, Inc. 
CNA Commercial Insurance 

J.P. Carlton Company 
Chesapeake Engine Distributors 

Climb Axe. Ltd. 
Columbian Rope Company 

Contemporary Products. Inc. 
Corona Clipper 

Creative Automation Solutions 
Creative Sales. Inc. (CSI) 
DJRs New Leaf Apparel 

Data Transmission Network 
The Davey Tree Expert Company 

Deutz Corporation 
The Doggett Corporation 
Doskocil Industries. Inc. 

EnginAire 
Engine Distributors. Inc. 

Excalibur I)\I\I 
F\IC Corporation-APG Specialt\ Products 

Fanno Saw Works 
First Sierra Financial. Inc. 

Florian Ratchet Cut - Forest & Field 
Forestry Equipment of Shelby. Inc. 

Forestry Suppliers. Inc. 
J.P. Fuller. Inc. 

Gravely International, Inc. 
Green Garde DMsion/1-1 D Hudson Mfg. Co. 

Green Manufacturing. Inc. 
Green Mountain Outfitters 

Green Pro Services 
Grow Gun Corporation 

Growtech. Inc. 
Growth Products, Ltd. 

GTo-Trac. Inc. 
The Hartford 

Ilusqvarna Forest & Garden Company 
IML - Instrument Mechanic Labor. Inc. 

Imple\lax Equipment Compans. Inc. 
Independent Protection Company. Inc. 
International Society of Arboriculture 

JP & E Enterprises 
Jameson Corporation 

Karl Kuemmerling. Inc. 
W.A. Kraft Corporation 

Kramer Equipment Company. Inc. 
Leonardi Manufacturing Company 

Levco Manufacturers. Inc. 
Links. Lumber & Landscape. LLC 

Lund Tech. Inc. 
Fred Marvin Associates 
J.J. \Iauget Company 
Miller Machine Works 

Minnesota Wanner Company 
MIRK, Inc. 

Mobile Tool Intl. lnc./Holan 
Monterey Lawn & Garden Products. Inc. 

\Iorbark E-Z Beever Company 
National Arborist Association 

National Insurance Programs (NIP) 
Natural Resource Technologies. LLC 

New England Ropes. Inc. 
Niemeyer Corporation 

North American Engine Company 
Northeastern Associates 

Novartis Crop Protection/Specialty Products 
Nu-\rbor Tree & Shrub Care Products. Inc. 

Opdyke. Inc. 
Oregon Cutting Systems. l)i. of Blount. Inc 

P\II-Petzl Distribution. Inc. 
The Peae Manufacturing Company 

Perfco Printing 
Petersen Industries. Inc. 
Plant Health Care. Inc. 

Plastic Composites Corporation 
Polecat Industries, Inc. 

Poulan PRo 

Power Great Lakes. Inc. 
Practical Solutions. Inc. 
Preformed Line Products 

Quaker State Leasing Cornpan\ 
Raco \Ianufacturing. Inc. 
Reading Body Works, Inc. 

Rears Manufacturing Compin' 
Remke Enterprises. Inc. 

Roots. Inc. 
Rootwell. Ire. 

Royal Truck & Equipment. Inc. 
Safety 'rest & Equipment Compan 

Salsco. Inc. 
SawJammer Co., LLC 

Schodorf Truck Body & Equip. Company 
Service Communications Software 

Shelter Tree. Inc./Tree Care Products 
Sherrill Arborist Equipment & Supply 
Sierra Moreno Mercantile Company 

Simonds Industries, Inc. 
Southco Industries. Inc. 

Southeastern Equipment Company 
Stihl. Incorporated 

SwapLoader. USA Ltd. 
Takagi Tools, Inc. 

Tamarack Clearing, Inc. 
Tanaka 

TECO. Inc. 
Terex Telelect Inc. 

Tilton Equipment Company 
Timberwolf Manufacturing Corporation 

Time Manufacturing Company 
TrafFix Devices. Inc. 

Tree Care Industry (TCI) 
Tree Care Specialist (TCS) 
Tree Health Management 

Tree Line Supply Company 
Tree Management Systems. Inc. 

Tree Tech \Iicrolnjection Systems 
USFS/CiiIian Conservation Center/Job Corps 

Valley Processors. Inc. 
Vermeer Manufacturing Company 

Wall Safety Products/Div. \\all  Industries 
Weaver Leather. Inc. 

West Coast Shoe Company/WESCO 
1999 Winter Management Conference 

Wis-Con Total Power Corporation 
Wood/Chuck Chipper Corporation 

Wood-\Iizer Products. Inc. 
Woodsman Chippers 
Vale Cordage. Inc. 

Zenith Cutter Comi. Ii\ 



Just how do you establish your price? Commercial tree care businesses 
are really in the business of selling time. Nilsson is a business consultant 
and author with 15 years experience owning a landscape firm. He is 
considered an expert in job estimating and financial analysis. 

9:00am 	 TRADE SHOW OPENS 

Plan on an i nilon'nuationn-packed day of denionistrations. brow sing the 
newest equipment, technologies and services, and exchanging ideas 
V ith \our P('('i'S. 'I'hiere's no show like 1'Cl EXPO. 

9:00 In 9:30am Coffee Break 

9:30 to 10:30am ADVANCEMENTS IN THE 

	IV 
USE OF BIOLOGICALS — \ hichael Raupp 

(This program is repeated 1mm Thnirsda,s,: See Thrirsda,s' 
seminal' schedule for pmram description.) 

Schedule of Events 
Thursday, November 5, 1998 

7:30;m 	 REGISTRATION OPENS 

(.'IlIj)IiuhIIlaI'r ('OIi(( al d1111)I( 

8:30 to 9:45am KEYNOTE ADDRESS: 
COMMERCIAL ARBORICULTURE 
IN THE REARVIEW MIRROR — Don Blair 

\\ hat  better av to kick oil l'\I( ) than \\ ith  noted author lecturer and 
self-confessed a rhorist 1)011 Blair Ili his inimitable style. he \ ill present an 
entertaining. sometimes humorous. sometimes serious look at the 
history of ar'l)orictrltnrr'e and at'bor'isls. It( ,  vill lie that histor'\ to the 
Ititure of Ille irutrnslt'\. 

9:57am 	 TRADE SHOW OPENS 

Don't miss it single 1)1)1)111 \\ ('a r our' \\ alking  shoes, because 	it Ii over 
160 e\hihitors. there \ill he it lot ((I ground to co\er. TCI l'\I'( ) is the 
largest tree care trade sho in the nation. If it will make Wur l)tisi ness 
more elficierit, coil) petit i\ e, pr'o(lucti e or profitable. orrII hull it here. 
Plus. eve ar'r'anged for plenty of exciting demonstrations ranging ir'orii 
('Ii mbing arid rigging to cabling and bracing. Check on r sho\\ program  
br times and locations. Th keep up M ith the iridust r ((LI \ orU v ant to 
miss a single demo. 

12:00 "soo,i 	ARBORBUCKS DRAWING — 
I )eriionstr'ation \r'ea 

Be sure to hill out our' cr11 r'v form all(] \ on could be the 	inner' of 
\RBORBI CKS cur' rericv. \RBURRtCKS ( , an be used as cash at any iii 
the participating vendor booths. Here's sour chance to win the goods 
and services you need! 

2:00pm 	 ARBORBUCKS DRAWING — 
Demonstration \r'ea  

4:00 10 5:00pm 
Phil Nilsson 

'Flute is an t(l(l adage. "Businesses don't plan to fail. they fail to plan." 
Sound planning is the cornerstone of success in small business, yet 
many tree company owner's (1(1 not plan adequately. Nilsson possesses 
a unique combination of knowledge, llr'sl-hand experience, and business 
expertise that make him uniquely qualified to help small business owners. 
Ile will present real- orld concepts of planning that will better enable 
you 1(1 land the on'k. do the on'k and control \our bottom line. 

6:0010 7:00pm WELCOME RECEPTION FOR ALL 
AT1ENDEES AND EXHIBITORS 

International Ballroom. (mimi hruien' Harbor I hotel 
(]omplinnen1ar, lioi's d oeur res. 

\ isit \\ ithi  (11(1 fn'ienids, make ne ones, network, and eniJo an evening of 
In ii with tel lo tree cane professionals. 

Friday, November 6, 1998 

7:30am 	 REGISTRATION OPENS 

(.'oinplimentart ('a/lee atailable 	
-.. 

8:0010 9:00am BACTERIAL LEAF SCORCH: SEARCHING 
FOR CURES — ,Jo-\nn Bentz/Jim Sherald 

.\ little-kniov n. and to this point incurable, disease is killing off 
hundreds of oaks and elms at the National Mall in \\ashington , D.C. 
I)rs. Bentz and Sherald, Research Entomologist and Pathologist, 
n'espectivel. for the National Park Sen'vice. will show how the disease 
is transmitted, how it can be diagnosed, how it works in the tree and 
what is being done to find a cure. Arborists will also find this knowledge 
is relevant to other, more common tree diseases they face. 

It's not too late to enter the drawing. You could be the inner'! 

8:00 to 9:00am 
4:00pm 	 TRADE SHOW CLOSES 

	
Phil Nilsson 

4:00 In 5:00pm ADVANCEMENTS IN THE 
USE OF BIOLOGICALS — \ Iike Rithpl) 

Ratrl)p is Professor' of' Entorllolog\ and Chairman of the l)epar'trnent of 
l':ritoriir)tog\ at the I niver'sity of \Iarylarid in College Park. helping to 
develop, im l)lement arid e aluate landscape Integrated Pest 
Management pr'ogr'ams. This presentation will focus on the use 01 rie 
systemic and microbial insecticides. 'l'he proper' timing and method of 
application will he discussed l'or several ke pests. including leaf miner's. 
(leboliat i rig caterpillars and heel es. and sticking insects. 'l'he r'elati e 
advantages a rl(l d isadvani ages of these  materials, with particular  
r'efer'erice 1(1 nat ii ra I eriem k's. will he discussed. 

e ISA Certified Arborist CEUs available 

i'.. 	Pesticide Applicator Recertification credits 
available for selected states. 

Green = Expert Practitioner Series 	 Smart Manager Series 



c I EXPO 
9:3010 10:30wss 

, q 
Saturday, November 1 1998 

7:30am 	 REGISTRATION OPENS 
Federal l)( )T Represeri tat I\ ( 

(]oinpliinenlail ('Oli((' .'1rai11b1(' 	 - 

If sour firm is like most tree care companies. it's regulated by I)OT. If 
rhoriculture. and not fleet management. is your area of expertise, this 
taker can help smooth the wrinkles of complying with DOT. as well 
reducing the downtime, hassles, and costs associated with 

Ring to and from the oh site. 

12:1)1) N oon 	ARBORBUCKS DRAWING — 
I P'nionstration \rea 

	

I liii to I 	ir entry form and you could he the inner ii 
\RBURBt CKS ('urrenus. ARBORBLCKS can he used as cash at an of 

hi' prti(irti11g \ 10(1(11' 1)1(1(1 us. 

2:001)m 	 ARBORBUCKS DRAWING — 
1)11111 ri'.i it ito 	\i'tn 

lit it 	ti liP' lit 	iti[ Ii 	trio iou. 	iiii 	tI(j Ii 	hr \\iillI  

4:001)m 	 TRADE SHOW CLOSES 

400 to 5:00pm STRESS: FROM THE BRANCHES TO THE 
ROOTS AND BACK AGAIN — Phil \\argo  

lii ul1 it ni,i 	it to' ' isible. root physiology is greatly affected. 
directly and indirectl. by above-gmund stresses. That altered phvsiolog 
may predispose the tree to disease or insect attack. or have other 
irofound, long-term effects on overall tree health. Dr. \\argo. Principal  

Plant Pathologist with the U.S. Forest Ser'sice, has spent a distinguished 
career studying as well as teaching others about the d\llamic 
interaction loto ceo i'oot and the o't 1 the liii'. 

4:00 to 5:00pm 
Amelia Reinert 

(out used about haI your company needs to do to comply with OSH.A? 
Reinert is Deputy Executive Director and Director of Governmental 
\ffairs for the National .Arborist .Association (NAA). She regularly 
counsels \.AA members on how to avoid problems with 051-IA as well 

as how to deal with problems once they have arisen. Take advantage 
of the collective expertise and insight derived from hundreds of OSl-I \ 

isits by attending this session. 

5:15 to 6:15pm THE FACTS AND FALLACIES ABOUT 
STORM-PROOFING TREES - tim \l(Crao 

Can \Oii toot a tot to 	ithtairit 	tornolid ((I iiiiiri' noh 

presentation looks at pruning and other arhoricult ural practices that 
i an have an effect on tree stability and integrity to give you more 
ammunition the next time a client asks \OLI to storm-proof trees. 

Or. \li(;r'a 	is all ex1inion hit sl)('(iatit 	(:ttm. 

5:15 to 6:15pm 
Robert Ash 

The ans er is a resounding YES! Ash ill acquaint you with the 
lundamental principles of managing your employee resource that every 
company owner must know, look at the various goals and objectives of 
employee training, and show you how to get started. Ash is a professor 
at Santiago Canyon College in Orange California and the principal of 
•\sh & Associates. an  oruanizolionat and trainirlu (((nulhinp firm. 

8:00 to 9:00am MANAGING DRIFT: THE LATEST 
TECHNOLOGY — Dr. Bruce Fraedrich 

Working at Bartlett labs. Fraedrich and his colleagues hake undertaken 
remarkable research to Find the causes and cures for pesticide drift. He 
"ill re ie the latest techniques and equipment for treating shade and 

( rnamental trees as well as shrubs. 

8:0*') 10 9:00ani 	LV it 

Robert Ash 

(This program is repeated from Frida,v. See Fridas seminar schedule 
lit! J)!Y)f''i!fl description.) 

9:00am 	 TRADE SHOW OPENS 

l'his is our last (las to set' and learn a l)out e er's thing you need to 
keep your business mo ing. Be sure to take advantage of all 

'ICI E\P( ) '98 has to offer! 

9:00 to 9:30am 	Coliec Break 	 IP 
9:3010 10:30am STRESS: FROM THE BRANCHES TO THE 

ROOTS AND BACK AGAIN — Phil \\argo  

(This program is repealed from Frida: See Frida,v's seminar schedule 
for program description.) 	

IV 
9:30 to 10:30am INTERPRETING & USING STANDARDS 

FOR TREE FERTILIZATION — Tim Johnson 

The ANSI .\300 Committee is preparing to publish a standard on the 
controversial subject of tree fertilization. What will this standard 
contain, and just what impact will it have on your operation? Who 
better to tell you than Tim Johnson. practicing arborist and Chairman 
of the ANSI A300 Committee! 

11:00am 	ARBORBUCKS DRAWING — 
l)emonstration \ri'a 

It's not to late too enter the drawing. You could he the winner! 

1:00pm 	 ARBORBUCKS DRAWING — 
I )entonstrath in \i'ea 

This is rour' last chance to o in! See wu in the demo area. 

12:30pm ISA Certification Exam Check-in 

1:00 to 4:30pm ISA Certification Exam 

To sit for the exam. \ori must colt IS\ to preregister at 
1-217-355-9411. Application and registration fee must be received at 

ISA 12 (lays h)l't ( ( I' to ('\Ofll (lilt'. 

3:00pm 	 TCI EXPO 98 TRADE SHOW CLOSES! 



Getting There... 
Driving is Easy... 

FROM: XLL POINTS VsEST - IIaersIown. Frederick 
Route 1-70. or Route 40 
From either 1-701: or Route -WE. enter the Baltimore Beltway (1-695S 
towards Glen Burnie). Continue on 1-6955 to 1-95 \ (Exit I IA) towards 
\ew 'tork. Take exit 53 (1-395 l)o ntO\\ ii ). Neer Fight onto Conway 
Street and continue to Charles Street. Make a left onto Charles Street. 
The Cons ent ion Center ill be 1/2 a block on the left side of the street. 

1'RO\I: ILL POINTS SOETIl - %ashiiiIoii DL Alexandria. 
Richmoiid. 
Route 295\ or I-95\ 
Take 295\ (Battimore/\\ashington  Parkav) towards Baltimore. 295\ 
becomes Russell Street. Go past Oriole Park at Camden 'Iar(is on your 
right and turn onto Pratt Street. Continue for 4 blocks and the 
Cons ention CenterxN ill be on the right side of the street. 
OR 
FoIlo 1-95\ towards Baltimore to exit 53 (1-395 Downtown). Veer 
right onto Conway Street and continue to Charles Street. Make a left 
onto (:lianio's Street. The Convention Center will be 1/2 block on the left 
side of the street. 

FRO'1: 111 POINTS EAST - Easteni Shore. IJiflapolis 
Route 501. 1-97\ 
l"((tlo\\ Route  30\\ to  1-97\. Fotto l-97\ to l-695\ towards Baltimore, 
sta ing in the right lane. Taking exit 711. 295\ (Baltimore/Washington 
Parkwa\ ) towards Baltimore. 295\ becomes Russell Street. Go past 
Oriole Park at Camden lards on your right and turn right onto Pratt 
Street. Continue for 4 blocks. The Convention Center wilt be on the 
right side of the street. 

FROM: ILIA POINTS NORTH - \ew York. \ew Jersey. 
Pennsylvania. Delaware 
Route I-95S 
Follow 1-95S to the Fort \lcHenr\ Tunnel. Once through the tunnel, 
take exit 53 (1-395 Downtown). \eer right onto Conway Street and 
continue to Charles Street. Make a left onto Charles Street. The 
Conention Center will be 1/2 a block on the left side of the street. 

FROM: All PORTS NORTHEAST - York. Harrisburg. P-
l-83 (Harrisburg and Jones Falls Expressway) 
Take 1-83S towards Baltimore. bear right onto 1-695W towards 
Pikesvilte and then exit back onto 1-83S towards Baltimore. Take 
the Maryland Avenue exit and continue South. Maryland Avenue will 
turn in Cathedral Street. Follow to Pratt Street and turn left. The 
Cons ention Center will be I block on the right side of the street. 

Flying... 

I S .%iras 
S \ir' avs has been selected as the primar airline for TCI EXPO '98. 

It is offering   special discounted fares to 1(3 E\PO meeting attendees. 
To make your reservation, call [S :\ir\\avs  Group Reservation Center at 
1-800-334-8644 and reference the National :\rborist Association's GOl(l 
t"il(' # 16610298. 

(onlii,enlal Airlines 
(;onitirl('nit(il Airlines has been selected as the alternate air carrier. 
Special discounts have been arranged on your air transportation. To 
take aotvantage of this special offer, please call Continental 
\leeting\\orks  Reservations at 1-800-468-7022 and icier to Reference 
Number NSG475. If our prefer to use sour own Travel Agency. simply 
ask them to call Continental for the specific pricing offer filed with the 
above Reference Number  and to put the code Z\N6 in the Ticket 
Designator Box on our ticket. Following these instructions will ensure 
ou receive the best possible price on your ticket. 

ILL! III  

Airport Transportation... 
The R\\ I Airport  Shuttle departs (tails from the air'por't every 
30 minutes between 5:45 am to 11:45 pm. The ticketrice is Sit 
one way and $18 round trip. The shuttle departs froffithe lower leel of 
the airport, and the ticket counter is located betweenhggage 
claim areas 3 & 4. 

Finding a Hotel Room... 

The host hotel for TCI EXPO '98 is the O\INI INNER HARBOR HOTEL. 
located at 101 West Fayette Street (3 blocks from the Convention 
Center). The O'INl INNER HARBOR HOTEL is offering TCI EXPO '98 
attendees a rate of $109 single/double occupancy. Valet parking is 
available for overnight hotel guests at a daily rate of $14. This includes 
in and out privileges on a 24-hour basis. Self parking is available on a 
(laity basis at a charge of $9 per day (no in/out privileges). Space is 
limited, be sure to make your reservation early. This rate will be 
offered until October 2, 1998. To make your reservation, please call 
the O\INI INNER 1-FARBOR HOTEL at 1-800-843-6664. Be sure to reference 
the National Arborisi \ssociatiori/t'Cl E\P( ) 10)0111 block \\ hen  making 
your reservations. 

Alternative accommodations are a ailablo' at the Baltimore Hilton 
and Towers located at 20 West Baltimore Street (3 blocks from the 
Convention Center). The Baltimore Hilton and Towers will offer '1(1 
EXPO '98 attendees a rate of $99 single/double occupancy. Valet parking is 
available for overnight hotel guests at a daily rate of $15. This 
includes in and out privileges on a 24-hour basis. Reservations must 
be made by October 2. 1998 in order to guarantee this preferred rate. 
To reserve your room, please call the hotel at 1-888-466-4644 and 
be sure to reference the National :lr'borist Assoc iationliCl EXPO 
room block. 

Additional accommodations are available at the Days Inn Inner Harbor 
located across the street from the Baltimore Convention Center. The 
address for the Days Inn is 100 Hopkins Place, Baltimore, Maryland. 
The Days Inn will offer TCI EXPO '98 attendees a rate of $80 
single/double occupancy. Parking is available for overnight guests. 
Reservations must be made by October 3. 1998 in order to guarantee 
this preferred rate. To reserve your room, please call the hotel direct at 
1-410-576-1000 and be sure to reference the National Arborist 
AssociationiTCl EXPO room block. 

SEMINAR REGISTRATION CANCELLATIONS 
All seminar registration cancellations must be received in writing at 
the National Arborist Association office. Cancellations received on 
or before October 23. 1998. will receive a full refund less a $25 administrathe 
fee. Fees cannot he refunded after October 23, however you are 
welcome to send a replacement. No telephone cancellations 
will be accepted. 

REGISTR-VfIO\ 
Early Bird registrations must be received by October 2. 1998. 
Registrations received after October 2. 1998, not complying with the 
appropriate fees, will be billed accordingly. A $10 TRADE SHOW 
ENTRANCE FEE will be charged after October 23. Registration is 
required to obtain your admission badge. Everyone is required to wear 
a badge issued by the National Arhorist Association to enter the exhibit 
hall and all seminars. Be sure to pre-register to avoid tong tines at the 
registration area. 

EXHIBIT HALl. HOURS 
Thursday, November 5, 1998 

9:57am - 4:00pm 
Friday, November 6, 1998 

9:00am - 4:00pm 
Saturday, November 7, 1998 

9:00am - 3:00pm 



REGISTRATION FORM 
REGISTRATION INFORMATION 

Name 

Title 

Company 

Address 

City 	State 	Zip 

Phone 	 Fax  

3 EASY WAYS TO REGISTER 

Fax your completed form to 603/672-2613.   

Our fax line is open 24 hours a day. 

Phone 1-800-733-2622, 
8:00 am - 5:00 pm Eastern Time. 

>\< Mail your completed form with 
payment to: 

Signature Date 

NAA 
P0 Box 1094 
Amherst, NH 03031-1094 

Is your company an NAA Member Firm? 	 TI Yes 	 TJ No 

(.x. Services: TI Please check here if you require special accommodations to fully participate. Attach a written description of your needs. 

Date Seminar Title 	 Seminar Hours 

THURSDAY, NOVEMBER 5 

J#i - 8:30am Commercial Arboriculture in the Rearview Mirror 	...... 1 Hour 
71#2 - 4:00pm Advancements in the Use of Biologicals 	.............. 1 Hour 
:J3 - 4:00pm . .................. Business Planning in 3 Easy Steps 1 Hour 

FRIDAY, NOVEMBER 6 

71#4 - 8:00am Bacterial Leaf Scorch: Searching for Cures ............. 0 Hour 
715 - 8:00am Low Price: When to Say When..................... 1 Hour 
71#6 - 9:30am Advancements in the Use of Biologicals 	.............. 1 Hour 

- 9:30am Checklist for Federal DOT Compliance ............... 1 Hour 
71#8 - 4:00pm Stress: from the Branches to the Roots and Back Again . .1 Hour 
71#9 - 4:00pm Checklist for Federal OSHA Compliance 	............. 1 Hour 
TI#10 - 5:15pm The Facts and Fallacies about Storm-proofing Trees 	..... 1 Hour 
71#11 - 5:15pm Employee Training - Is it Worth It' 	................... 1 Hour 

SATURDAY, NOVEMBER 7 

71#12 - 8:00am Managing Drift: the Latest Technology 	............... 0 Hour 
71#13 - 8:00am .. ................ Employee Training - Is it Worth It' 1 Hour 
71#14 - 9:30am Stress: from the Branches to the Roots and Back Again . .1 Hour 
71#15 - 9:30am Interpreting & Using Standards for Tree Fertilization 	. . .1 Hour 

TOTAL SEMINAR HOURS 

SEMINARS 

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

GOLD CARD 
If you are attending 5 or more seminars 

and register by October 2, BUY GOLD! 

To purchase the GOLD CARD, 
which will give you unlimited access 

to all educational sessions and the 
Trade Show, check YES in the box 

below, enter $175 in the total cost 
line and you're done! 

I wish to buy a Gold Card registration. 

71 Yes 71 No 

CALCULATE YOUR COST 
BASIC COSTS: Multiply your total seminar hours by $48 and enter the amount on the basic cost line. 	Basic Cost 	 $ 

DISCOUNTS: Deduct $3 per seminar if you register prior to the Early Bird Deadline, October 2, 1998. 	Early Bird Discount 	S 

Deduct $6 per seminar if you are registering an additional person from your organization. 	 Multiple Attendee Discount S 

TRADE SHOW ENTRANCE FEE TI by October 23, 1998 - FREE 

TI after October 23, 1998 - $10.00 (FREE with paid seminar) 	 S 

TOTAL COST: Subtract your discounts from your Basic Cost line. 	 TOTAL COST 	)' $__________ 

Do you wish to receive NAA Membership Info? 	 TI Yes 	 1 No 

Do you wish to receive a complimentary subscription to Tree Care Industry (TCI) Magazine? 	 TI Yes 	TI No 

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

Business/ Industry: (Please check one that applies) 	Ti Tree Service 	Ti Landscape Contractor 	TI Governmental Entity 

TI Property Mgmt. 	 1 Consulting Firm 	TI Utility 	 TI School/ University 	1 Other:  

Purchasing Authority:(please check one that applies) 	TI Approve 	TI Recommend 

PAYMENT PROCESSING 

TJ Payment Enclosed 	 TI MasterCard/Visa 	 AMOUNT $______________________ 

CARD NO 	EXP. DATE  

NAME 	SIGNATURE  
(as it appears on your card) 

See Reverse Side for Special Membership Offer 



Join the 
National Arborist 

Association 
Now 

TAKE :\DVAN'l:\GE  CIF 15941 SIIO\\ \Nl) 
ADDITIONAL \IE\IRER DISCOINTS 

FE VIA RU) \ItIBERStIII' BENEFITS ARE: 

Business Management Guideline Book on "How to Run a Successful 
Business"...'I\vo Monthly Newsletters for Industry Information with 

Ilotline Questions of the Month and Government Affairs Topics (One 
year FREE subscription of TREE WORKER)...tJse of Registered 

Logo ... Discounted Prices ... Free Internet Advertising...Monthly Media 
Press Releases—Training Programs ... Climber's Guide to Hazard 

Trees.-Toll-Free Hotline for your concerns or business needs ... Low 
Credit Card Processing Fees ... Aiarketing Materials ... Representation 

in Washington ... FREE copy of :\300 Pruning Standards & Z 133 
Safety Standards ... and more! 

Th join, simply 1111 out the application and send it in with a check lor 
$150 initial dues along with proof of insurance, or call Charlotte 

Carrier at the N\A office for more details at 1-800-733-2622. 

Firm Name: 

LIPS Mailing Address: 

City: 	 State: 	Zip: 

Telephone: ______ 	 Fax: 

Name of company owner: 

Type of Business: 

3 Residential\Commercial 3 Line Clearance 	3 Both 

# of Employees 

Special first year dues: $150. \our annual dues for subsequent 
years will be based on your firm's tree care-related sales. 
Call for further details. Membership starts when you submit 
certificates of insurance for general liability and workers' 
compensation as applicable in your state OR a certificate of 
bondability and proof of Business Registration or Incorporation. 

3 Check enclosed 	3 Visa 	 3 Mastercard 

Account# 	 EXp. 

Cardholder's Signature: 

We will contact you upon receipt of your application. 
Thank you for becoming a part of the NA :\. 

Offer expires December 31,  1 998 

MWA (+v 
IIe!coi,w To %4J4 	I 

l)I:nI: \II1) III IlIl 	At)\ \\(:I:\tl:\r 

OF Cu\I\ii;ia;!i. TREE CAM.: Bi snessi:s 
Fsi•ni.isi ii:i) 1938 

BACK BY POPULAR DEMAND... 
ARBORBUCKS! 

'I'Iien \u1I be No (lra\\ jugs  tot at least 5250 in RBORBt (KS 

on the Trade Show floor. Drawings ill be held on Thursday 

and Friday at 12:00 NOON and 2:001)m and Saturday at 

1 1:00am and 1:00pm. ARBORBt CKS can be used the same 

as cash to make purchases from participating vendors at the 

show. There is no cost to enter the (lra\ lug. and the chances 

of winning are fantastic' 

ARBORBtCKS- 
lust one more reason to join us at 

TO EXPO '98. 
Be sure to look for these ;\RBORI3tCKS participants 

erial Lift. Inc. 
Agape Designs 

American Arborist Supplies Inc. 
ArborSystems. LLC 

\sl)lundh Tree Expert Co. 
Baileys 

Bandit Industries. Inc. 
Bartlett \Ianufacturing Company 

John Bean Sprayers 
Bone Safety Signs 

Buckingham \lfg. Co., Inc. 
CNA Commercial Insurance 

Creative Automation Solutions 
First Sierra Financial, Inc. 
Green Mountain Outfitters 

Growtech, Inc. 
Growth Products, Ltd. 

The Hartford 
Husqvarna Forest & Garden Co. 

Karl Kuemmerling. Inc. 
Leonardi \Ifg. Co. 

National Arhorist Association 
National Insurance Programs (NIP) 

Northeastern Arborist Supplies 
Peavey Manufacturing Co. 
Practical Solutions. Inc. 

Ra co Manufacturing. Inc. 
Reading Body Works. Inc. 

SawJammer Co.. LLC 
Shelter Tree. Inc/Tree Care Products 

Takagi Tools. Inc. 
Tree Line Supply Co. 

Valley Processors. Inc. 
\ermeer Manufacturing Company 

\\eaver  Leather. Inc. 
Woodsman 

Zenith Cutter Company 

/7 


