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The RG 1672 DXH Stump Cutter 
from RAYCO'where you come to expect "The Very Best" 
This high performance Diesel Xtra ileavyduty 	Of course, the ultimate stump cutter is only 
machine has huge cutting dimensions and is con- 	as good as its teeth. The SUPER TOOTH" 
structed for the big work. Plus it has the smooth 	is in a class of its own for cutting perfor- 
cutting action and low maintenance of a hdrostatic 	mance, durability, low operating cost and \ 
drive system. Best of all, this performance is built 	ease of maintenance. 
into a sleek, compact chassis for maneuverability 
in confined residential premises. 

The level mounted engine protects the diesel power  
plant from failure caused by oil starvation. The no 

, 
tilt engine and low profile enables this RAYCO to 
operate on grades 200% steeper than other 
Stump Cutters. 	 - 
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Last year there was a fatality in northern New Jersey. A tree 	Tree Care Industry 

	

climber was removing large dead limbs from a huge white oak in 	 • 

	

the back yard of a residential property. Another crew member was 	 Publisher 
dragging the brush to the front of the property to be chipped. 	 Robert Felix 

	

It was hot and humid and the ground man wasn't wearing a hard 	 Editor 

	

hat. When the climber told him to put it on, he said, "Why should 	Peter Gerstenberger 

	

I? It's too hot. I'm watching you out of the corner of my eye. 	Associate Editor 
Nothing's going to hit me." 	 Angela Cosgrove 

	

A falling piece of dead wood hit him in the head and fractured 	Publication Manager 

	

his skull. According to the medical examiner, he was killed instantly. 	Patricia Felix 

	

The company these people worked for was reputable, highly re- 	Sales Manage r 
Chris Brown 

Circulation Manaer g 
garded by the industry, had been in business a long time, was active 

	

in industry affairs and was noted for its dedication to safety, train- 	
Nancy Gagnon 

ing and professionalism. This was "a tree company's tree company." 

	

The next morning, the man from OSHA began an investigation 	
AccouniineJEditorial/Sales Offices . 	into the incident. The company received a citation stating that the 	The Meeting Place Mall 

	

death occurred as the result of a willful violation of OSHA require- 	Route 101, P.O. Box 1094 

I don't think 	ments in allowing the employee to work without proper personal 	Amherst. NH 03031-1094 
:  

employers are 	protection. The citation included a huge fine. 	 (603) 673-8952 
FAX: (603) 672-2613 

	

The company contested the citation and presented evidence that 	 E-Mail always right, but 	the employee had been issued a hard hat and had signed a docu- 	76142 . 463@compuserve.com  
they shouldn't 	ment acknowledging that it was to be worn at all times. 	 U 
automatically be 	OSHA didn't want to hear it and the contest went to a hearing. 	National Arborist Association 

fair game. 

	

	 At the hearing, the company made it clear that a valued employee 	1995 Officers & Directors 

and friend had lost his life, and all were sorry for that. However, 
Arthur Batson. President 

the incident occurred as a result of the employee's negligence. 	Lucas Tree Expert Company 

	

In addition, the company had copies of citations in the employee's 	 Portland. Maine 

	

personnel folder indicating that the employee had been reprimanded 	Susan Haupt, President-elect 

and penalized for violating safety requirements. 	 The Haupt Tree Company. Inc. 
South Eremoni, Massachusetts 

The judge ruled that the incident occurred as the result of 

	

"unpreventable employee misconduct." The employee was respon- 	Richard Proudfoot. Vice Pres. 
Pruett . Inc. 

sible, not the employer. 	 Lake Oswego, Oregon 

	

Still, the company had to pay to prove its innocence. Between 	
Paul Wolfe. Treasurer 

	

lawyers fees, expert witnesses, time lost by personnel and miscel- 	Integrated Plant Care. Inc. 

laneous items, the firm spent about $30,000 to get to that point. 	 Rockville. Maryland 

	

Sad as it might be, if the employee is at fault, shouldn't the em- 	 John R. Wright 
Wriizhi Tree Service. Inc. 

	

ployee be responsible? You have to prune a lot of trees to earn 	West Des Moines. Iowa 
$30,000, and how much would that $30.000 impact the company's 
investment in future training 	 Peter Soriwell

? 	 Arbor Care 

	

I don't think employers are always right, but they shouldn't au- 	San Jose. California 

	

tomatically be fair game. If an employee is negligent, the employer 	 James Allard 

	

shouldn't have to pay to prove it. If you agree, you may want to tell 	Asplundh Tree Expert Company 

your senator, as OSHA reform legislation is being considered rig 	
Willow Grove. Peiinsvlvania 

	

right 	
Willow 

 

now. Tim Johnson 
Artistic Arborist 
Phoenix. Arizona 

Mark Tobin 

	

Robert Felix. Publisher 	 Hart ney/Greymonl 
Needham. Massachusetts 
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Lee care professionals are ver y  particular 	easier and less tiring. And since an 	orist's 

aliout the tools they,  use. We know, because 	life has its ups and downs, it's also the u imate 

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

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

newest addition to our fall line of outdoor 	 And even though you can expect 1000 hours 

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

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

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

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

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

harder, not you. 	 Iw arborists for arborists. The  

Its exceptional balance and 	shindama 	hindaiwa 357 climbing saw. 

anti-vibration s y stem make cutJ,in  	ii 1111111 	Helping you reach the top. 

Chain Saws 	Grass Trimmers 	B r u s h c u t t e r s 	Hedge Trimmers 	Edgers 	Blowers 	PowerBroom" 
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When I was growing up in the 1950s, 
the year 2000 was a mysterious symbol of 
the future. Articles in Popular Science and 
Popular Mechanics had us living like the 
popular cartoon show, the Jetsons. We 
were expected to commute to work in he-
licopter cars and live in futuristic 
communities with food grown hydroponi-
Lally. Of course, there were also the 
doomsayers who predicted that we would 
have blown ourselves back to the Stone 
Age with nuclear bombs. 

The year 2000 is pretty close right now. 
HI probably still be making payments on 
my truck in the year 2000. There will be a 
bunch more people and a little less space 
but, overall, I don't think things are going 
to look like the Jetsoris. I think Bartlett and 
Davey and McClenahan will still be work-
ing on a few of the estates that their 
companies were founded on in the early 
1900S. 

When the International Society of 
Arboriculture held its 1972 annual meet-
ing at Newport Beach, California. Richard 
Alvarez asked my father. Millard F. Blair, 
to provide a retrospective on the past his-
tory of arboriculture. Having been an 
arborist since 1911, his firm. The M.F. 
Blair Tree Experts was in its 50th year. 
M.F. Blair said he'd speak, but only if his 
son. Don, who was just getting started in 
the profession, would follow with a look 
into the future. 

And there I was, telling a room full of 
arborists that I felt like a tadpole being 
asked to tell what it was like to be a frog. 

At that 1972 meeting, I attempted to look 
about 25 years into the future, or about 
now. Looking back. I was right about many 
things, but there were many things that I 
didn't mention because there were no clues 
in 1972 about what was to be among the 
most active decades of change the profes-
sion has seen since its inception at the turn 
of the century. 

In 1972, at the age of 19, I could not have 
foreseen the explosive growth of the Na-
tional Arborist Association and the ISA. I 
could not have foreseen the Tree Trimmers 
Jamboree that Dick Alvarez and Bailey 
Hudson would found in 1973. In 1972. 1 
could not have foreseen the introduction 
of the Poulan XXV, the Stihl 020 or the 
Power Mac 6. In 1972. 1 could not have 
foreseen the effort made by the industry to 
educate itself through certification pro-
grams, slide and video programs and books 
and pamphlets. 

In August 1972. I didn't know that the 

first ANSI Z-133 standard would be ap-
proved by ANSI as a standard in 
December 1972. 

In 1972, I couldn't possibly have fore-
seen the torturous path that my own life 
and career would take. Who can? 

As they say: "That was then and this is 
now." Here we are in 1995 and all these 
things have come to pass - and more. 

The Jamboree is international. Richard 
Alvarez retired a few years ago; Bailey 
Hudson will retire this year. In 1972 Bob 
Felix was elected president of the NAA. 
Having been the executive vice president 
of the NAA since 1974, he is planning 
ahead to his retirement. 

The PM6 is history, the 020 has been 
redesigned. A new generation of arborists 
will make their choices among the Stihl 
020T. the Shindaiwa 357 and a saw that 
Husqvarna is still working on. 

Looking ahead a quarter century car-
ries with it the same risks that it did in 
1972, but my "know how" and "know 
who" is a little more advanced than it was 
then. 

There are certainties for the future. 
Arboriculture has a future, a bright and 
exciting one that will continue to evolve. 
change and frustrate all who enter it. 

I can virtually guarantee that in the year 
2022 as the M.F. Blair Tree Experts ob-
serves its 100th anniversary, there will be 
Oak Men and Euc Men. The S.P. 
McClenahan Company (founded in 1911) 
will probably still be at #1 Arastradero 
Road, Portola Valley. California, with a 
fourth-generation McClenahan at the 
helm. Just down the road, the Alpine Inn 
(formerly Rosotti's) will, in all likelihood. 
continue to absorb a good percentage of 
take-home pay. The vehicles of choice 
among Euc Men will be 1995 Dodge Ram 
pickups and Gulf War vintage Hummers. 

A strip where I observed redwood log-
ging near Boulder Creek. California, will 
be ready to be logged again in 2022 by 

Big Creek Lumber. It's along-shot, but the 
young faller I spent time with, Derek 
Zatcovich, might be the old head faller, 
breaking in a young "Derek" just before 
retirement. I'll wish Derek well. At my age 
now, I know my "billygoating" days of 
clambering through the canyons of the 
Butario in "corks" and "Ben's" with an 
066, falling ax, wedges, gas/oil, lunch and 
all the other stuff of timber falling are far 
back up the trail of my life. I only wish I 
could have swapped my Homelite 775G 
for Derek's 066 in 1972. 

Components of arboriculture 
If I were to break arboriculture down 

into component form, some broad catego-
ries that come to mind are labor, 
equipment, regulation, practices and pro-
fessional organizations. 

Labor 
Labor has always been a headache for 

the contractor. We can study and talk 
trees to death, but somebody has to climb 
them. We can't all be consultants. 

Twenty-five years ago the industry was 
dominated by white men. We are still pre-
dominantly male, but not entirely so and 
certainly not all white. Robert Kirwin 
once observed that his labor force re-
flected where strife and unrest existed in 
the Third World. 

It is a fact that a significant percent-
age of our labor force is Hispanic in 
origin. I report this fact without judgment 
or prejudice and encourage all company 
owners to receive these observations in 
the same light. Those companies who can 
adapt to shifts in available labor are those 
companies who survive. 

I have always believed that communi-
cation is the key to quality, safety and 
production in the workplace. If I were a 
company owner today, planning for the 
future. I would learn Spanish and pay a 

Arboriculture has a future, a bright and exciting 
one that will continue to evolve, change and frus-
trate all who enter it. 
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r-uture arborists: These photos were taken when Mackenzie Blair, left, and Ben Noonan were only toddlers. Even at that tender 

age, both boys seem to show a natural tendency toward the family profession. 

premium for bi-lingual foremen and 
supervisors. I think it is great that many 
educational materials are available in 
Spanish. 

Women have always had a role in 
arboriculture. Traditionally, that role has 
been in the office as the owner or secre-
tary, but women's roles in arboriculture 
are continuing to expand. There are as 
many roles for women in the field as 
there are in the office. Today, there are 
women climbers, sales representatives, 
plant health care technicians and consult-
ants. I think it is worthy of note that in 
1996, The NAA, the ISA and the Ameri-
can Society of Consulting Arborists will 
all have women presidents. I believe that 
each association is marking its first 
woman president. The fact that they are 
all in the same year is truly remarkable. 
Has anyone checked a horoscope lately? 

Bob Felix doesn't see much change 
ahead in the composition of the indus-
try. He believes that 25 years from now 
there will still be huge, medium and 
small firms offering everything from line 
clearance to residential/commercial ser -
vices. He does see computers continuing 
to grow in importance as business aids 
to sales and cost accounting. 

I predict that enterprising arborists 
will figure out ways to tap into the so-
called "Information Highway" that can't 
be predicted at this time. It is entirely 
conceivable that arborist supply companies 
will go on-line, permitting customers  

to preview new products. place orders or 
take advantage of sales that might feature 
close-outs of products. You could check a 
supplier's bulletin board for the "Spe-
cial of the Day." 

Felix also expects labor to continue to 
be the great imponderable. Since the 
Dawn of Man, when some enterprising 
caveman began to trade firewood for nuts 
and berries, we've been plagued by a 
fickle and transient labor force. Robert 
Kirwin also noted of his work force that 
it was wise to plan on an average 3-year 
cycle. He figured that the first year was 
exciting, the second year was becoming 
a little more routine, but raises kept mo-
rale up. By the third year, the job was 
routine and the money was leveling off, 
so that was the year a worker would be 
most likely to head on down the road. 

That is just one man's experience. 
Many old, family firms can point to men 
who have been with the firm for 40 or 
more years. Others check their watch be-
fore they tell you how many people they 
have. The point is, it isn't going to 
change. Plan to recruit, train and replace. 

Equipment 
Arborist equipment is best divided into 

non-powered and powered equipment 
and powered equipment is everything 
from chain saws and blowers to awesome 
all-wheel drive aerial lifts. Non-powered 
equipment includes such things as our 
ropes, saddles and pruning tools. 

While Detroit kept changing the styles 
that drove us to work, our ropes and 
saddles didn't change much over five or 
six decades. Change began after World 
War II with chain saws, chippers and 
bucket trucks, but we still climbed on 
manila and pushed Fanno No. 8s or 
pulled an Atkins Silver Flash. 

A few of the most dramatic changes 
in arborist equipment over the past 25 
years have been the shift from manila to 
polyester climbing line and from three-
strand to braided construction; changes 
in tree saddles from homemade rope and 
leather belts to manufactured saddles 
using synthetic fibers; the development 
and acceptance of specialty rigging 
equipment and removal techniques; and 
the Japanese tn-edge pruning saw de-
sign. 

Manila rope served industry and sailors for 
centuries before being replaced by synthet-
ics. New synthetic fibers are continuing to 
be developed by the cordage industry. Both 
Susan Cook (Yale Cordage) and Rand\ 
Longerich (Samson Division, Americar 
Group) feel that although arborist ropes may 
undergo some refinement, 12- and 16-strand 
polyester fiber climbing lines will be with us 
well into the foreseeable future. 

Although Longerich doesn't predict any 
substantial changes in climbing line, he 
thinks that there will be continued experi-
mentation with climbing techniques. Recent 
developments of practical splic-
ing techniques for 16-strand rope has 
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Vermeer sets the standardfor safe and reliable brush chippers with longer feed tables. 
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root growth can be maintained. 
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able environment where you 
have no fears of a chiorotic tree 
or high mortality rate. 
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...Then Its Time to Switch to One That Does!" 

ESSENTIAL® 
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Essential is manufactured exclusivley by 
Growth Products, Ltd. along with a 
complete line of ultra clear liquid fertilizers 

: • and micronutrients. Call today for our 1995 
catalog and choose from 25 nutrient 
products to meet your individual needs. -0 4  
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Major elements are 
the first step towards a 
healthy tree. As a fertil-
izer adjunct, Essential 
contains over 45 plant 
nutrients including vita-
mins, sugars, amino acids 
and enzymes. 

Organic Matter Management is 
the practice of helping nature 
restore the natural decomposition 
of organic materials such as 
leaves. Essential is a liquid 
compost rich in carbon-chain 
materials which are ready to 
decompose and nourish the soil. 

made the split-tail climbing method 
more popular. 

Powered equipment is one area in 
which dramatic change is predictable. 
Richard Goforth, of Southco Industries. 
sees more use of computers in on-board 
systems. He feels that trucks will be 
equipped with dashboard instruments to 
indicate low tire pressure. Fuel mileage 
and tire life are greatly affected by im-
proper inflation. At the International 
Construction Utility Equipment Exposi-
tion in Louisville, Kentucky, Goforth 
observed robotic arms as an option on 
aerial lift equipment. With such a device. 
a qualified worker could use an insulated 
robotic arm to pick a tree limb off an en-
ergized conductor. Felix said that he 
observed an experimental unit mounted 
on the end of a boom that looked like a 
cockpit. The operator manipulated con-
trols that operated robotics. If robotics 
can be perfected for line clearance, it is 
entirely feasible to predict that tree work 
that once had to be performed by 185-
pound Euc Men on the end of a rope may 
be carried out from an air-conditioned cap-
sule by a 95-pound woman, or by a worker 
with a disability that once would have 
made a career in tree work impossible. 

At the ISA annual meeting in Hilton 
Head, South Carolina, I witnessed the 
beginnings of interactive computer train-
ing. As programs become more 
sophisticated. I predict that it will be pos-
sible to create virtual reality simulators 
to train arborists in pruning or removal 
techniques without danger to the trainee. 
tree or adjacent property. 

Practices 
At present, there is a free exchange of 

ideas, tools and techniques between clas-
sic "American" climbing techniques. 
European techno-modern and other high-
angle occupations. I would expect that out 
of this exchange a more-or-less standard 
method of climbing will evolve that wi] 
incorporate a practical blend of cla'i 
and modern techniques. 

In the year 2022, the ANSI Z133.1 
standard will celebrate its 50th anniver -
sary and mark its 10th revision. The 
Z133.1-1994 ANSI standard is already 
scheduled for revision in 1999. Primary 
issues regarding the 1999 revision con-
cern evolving climbing styles that use 
prusik loops, ascenders and carabiners. 
Provisions are already in place to study these 
methods and to make recommendations 
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Hi Ranger; 48 & 52' Several in Stock. 
Call for List. 

Vi 5CHIP 	II 
BODY DUMPS 	Trucks In 

(3) 1-TON CHIP 	
Stock 

 
BODY TRUCKS IN STOCK 

Call For Price List 

1989 mt. 1754 Crew Cab DT360 Allison Auto Air Brakes. 12 Chip Body, 
12,500 Original Miles. Like New, Municipal Owned. 	 $24,500 

---- - 
1985 Ford LN8000 3208 CAT 13 Spd. with Na- 
tional 17 Ton Crane Model 875 with 35' Jib=1 20' 
Hook Height............................................ $74,500 

(2) 1986 Crane Carrier Chassis; Detroit Diesel; 
Allison Auto,; Peterson Loader; 16' Dump Body 

$19,500 Ea. 

10) HIAB; IMICO National, Etc -._. 	 ..-." . 
Knucktebooms Unmounted Or  
Mounted 	 $450 And Up 1983 ac 	IL MR685 DieselM 68 	 pu. Tandem 

with Barko Model 8600 Loader .............. $24,500 

W AIM (15) 1984 To 1990 
One Ton Bucket 

OuiLILtItUt
5*ti  11: Up  

Rayco Hydra Stumper (New); 175 HP 
CAT: Undercarriage For The Big Land 
7 eanng or Stump Removal Jobs: w/AC 

$121 ,900 ;  
Ar ..................... $118,000 

	

3 Rental Return: 250 F-irs. 	$107,000 

Also Rental Available, Call Fow Details. 

1988 Ford F800 V/8 5 Spd./2 Spd. with 9 Ton 1987 GMC 3208 CAT 5 Spd./2 Spd. with 55' 
Pitman Crane Model HL960 + 18' Jib=78' Teco (60' Work Height) 2 Man Bucket. $34,500 
Hook Height $29,500 

Circle 56 on the Reader Service Card 

TREE CARE INDUSTRY - NOVEMBER 1995 	 9 



You KAN-DU large or uprooted stumps 

Front wheels 
turn in allowing 
the KAN-DU to 

go through a 
30" gate. 

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

to address changes in the next standard. 
I think that arborists will still be using 

the tn-edge tooth on their pruning saws in 
25 years. I think that certain classic hand 
tools cannot he improved upon. In ad-
vanced geezer-hood. I'll still be shuffling 
around the Old Arborists Home, snipping 
at shrubs with a Felco No. 2 and a Marvin 
pole pruner. 

Arborists have been sinking lags and 
other hardware into trees to secure cabling 
systems since blacksmiths had to fashion 
the fittings at the forge and anvil. German 
arborists are currently experimenting with 
non-invasive methods utilizing slings as a 
replacement for lags. Such techniques may 
find some favor, but I fully expect cabling 
systems will continue to use old-fashioned 
cable and lags or through-bolts well into 
the 21st century. 

The world of arboriculture is shrinking 
because it is expanding. I know that state-
ment doesn't make sense at first glance, so 
let me explain. For the past 70 or 80 years, 
arboriculture has been uniquely American 
in origin and focus. In years past at an 
ISA conference, three friends from 
Europe may have been a crowd but  

it wasn't an international group. Times are 
changing. The ISA convened a large meet-
ing in Germany in 1993 which included a 
Jamboree that numbered 58 competitors. 
They were at it again in September, in 
France. The ISA will hold its annual meet-
ing in 1998 in England. The greatest 
amount of growth in the ISA is occurring 
in Europe and elsewhere. By the year 2022, 
the ISA could conceivably have more than 
25.000 members in nearly every country 
in the world that has trees. 

The ISA is putting in place now some 
programs that should have an impressive 
track record behind them by the year 
2022. The Research Trust is focused on 
two major goals. The first is to increase 
funding dramatically. To date, funding 
efforts have been directed to members 
and chapters and suppliers of arborist 
equipment. Compared to the vast ocean 
of world financial resources, we've been 
fishing in a gold fish bowl. The Trust 
wants to solicit funds from those who 
enjoy the benefits of trees as well as 
those who benefit the trees. 

The other project is called a 
"Living Laboratory." The first three of 10 sites  

have been identified as Arlington Na-
tional Cemetery, Virginia; Nebraska City. 
Nebraska; and The Presidio, California. 
The concept is to create demonstration 
plots of interest to the public and value to 
the profession. For example, a grove of 
mature trees in the shadow of the Tomb of 
the Unknown Soldier may be properly 
pruned and cabled. A self-guided tour with 
appropriate signs will inform the tour-taker 
of the benefits and appearance of correct 
pruning, cabling and fertilization. Re-
searchers wanting to do an experiment 
involving sites, selection, root growth, 
whatever, can submit a request to estab-
lish a test plot at one or more of the 
Living Laboratories. 

Millions of people a year visit Arling-
ton and the Presidio. The value of public 
awareness education regarding trees over 
the next 25 years at these and other sites 
is inestimable. 

This year the ISA will release my first 
full-length publication, Arborist Equipment. 
Over the next 25 years I expect to 
complete a five-volume series on arborist 
skills, preside over their revision and then 
die. 

A 0 M I 
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• Designed by tree men for tree men. 
• Self propelled - Fast walk travel speed. 
• Except for cutting wheel, all work done with hydraulics - including steering. 
• Cuts over 30" above ground & 24" below ground. 
• Excellent stability for going over curbs steps, & sidehills. 	 See us at 

• Powerful 24 H.P. engine. 	 TCI9EXPO 

• Will out perform all grinders on the market today in all around grinding. 

Don't say you can't, say you KAN-DU! 
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C R. Fanno 	 R.A Fanno 	 A Fanno 	CIRCA 1956 

1911-1976 	 1949- 	 1871-1956 

F 

See u
TCI E 

'TheGenenuww: 
Quality oriented arborist 

industry pioneers. Leading 
manufacturer of prming saws 
and accessories 

\lr A.A Fanno, founder of Fanno Saw Works sought to develop a saw that 
would allow hun to prune trees from the ground and cut faster and clein our the 
cut. These motivations led to the invention of the first pole saw of this ype. now 
the widely accepted standard in the arborist industry 

Fanno Saw Works serves the arborist, nursery, utility, munieipalit markets 
along 	tb orchardists, forest service agencies and home owners 

Ftoni; 

(916) 895-1762 
P.O. BOX 628 

THE FANNO SAW WORKS 	

FAX (916) 895-0302 CHICO, CA 95927 
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Professional organizations 
Brian Barnard, Government Affairs spe-

cialist for the NAA, and Bob Felix predict 
an equally bright future for the NAA. 
Founded in 1938, the NAA is 
arboriculture's trade association. Member-
ship is open to the owners of firms engaged 
in providing contract tree services. Among 
many benefits, the NAA supports its mem-
bers with training programs, legislative 
action and training in business manage-
ment and survival. On the public relations 
front, the NAA has been instrumental in 
organizing tree care projects at the Statue 
of Liberty, Independence Hall, Arlington 
National Cemetery, and other notable, his-
toric sites. 

Young professionals are going to con-
tinue to establish small residential/ 
commercial tree services. Membership in 
the NAA will continue to grow as these 
people join to enjoy the benefits of the pro-
grams and the seasoned experience of 
established members. 

I think that ASCA is really going to 
come into its own in the coming decades. 
The field of consulting has been in its in-
fancy for over 50 years. It is time for the  

baby to leave the cradle. 
John Duke, the executive director of 

ASCA, believes that a fundamental shift 
in the definition of the consulting arborist 
is already taking place. In the past, ASCA 
members were arborists who did some con-
sulting. In the future, Duke sees the shift 
to trained consultants with a specialty in 
arboriculture. 

In the past, a consultant might have been 
asked to give an opinion on the health or 
value of a tree to a client as a subset to tra-
ditional services of pruning, spraying and 
removal. Now consultants are being asked 
- and will continue to be asked - to pro-
vide expert opinions as their sole product. 
More and more opinions are being sought 
by persons seeking to resolve tree-related 
conflicts. People such as Dennis Yniguez, 
Victor Merullo and Joe Bilesci are emerg-
ing as leaders of highly specialized 
arborist-consultants - arborists who have 
passed the bar. 

Duke hopes that certification programs 
will continue to be refined and strength-
ened in order to provide the best training 
possible for arborists. 

Duke also sees fundamental change 

comiiig in the area of tree vat uat ion and 
appraisal. In addition to the present 
method, he envisions the adoption of other 
systems to allow the appraiser to select an 
equitable method appropriate to the situa-
tion. Duke also feels that the field of 
appraisal will become more specialized 
and demanding. Persons wishing to assign 
values to trees will probably have to be-
come more knowledgeable in the big 
picture of real estate values and the like. 

My old friend, Leslie S. Mayne, said 
more than 25 years ago, "You simply can't 
have a $30,000 tree on a $5,000 lot!" 

He's right. The fact that the Internal 
Revenue Service and other ruling bodies 
very rarely accept CTLA formula values 
further strengthens Mayne' s unshakable 
position. 

I try not to be redundant, but there are 
times such as this that call for it. Duke's 
vision for the future of the consulting ar -
borist is bright, challenging and virtually 
unlimited. That vision is also going to re-
quire professionals to get professional. Ed 
Irish once dressed down an entire room 
full of NAA people by screaming at us, 
"What are we. a bunch of down-the-road 
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NOTHING PRUNES OPERATING COSTS LIKE AN INTERNATIONAL. 
Face it, when it comes to your trucks, the less you have to think about them the better. You 

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

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

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

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

from NAVISTAR 

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

i D Power and Associates 1993 and 1994 Medium-Duty Truck Customer Satisfaction Studies. 5M  Conventional Medium-Duty Truck defined as Gross Vehicle Weight Class 5, 
6 or 7 truck in which the drivers compartment and controls are located at the rear of a hood-enclosed power plant or are located partially over the rear of the power plant. 
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ham-and-eggers who don't know our 
butts from page eight, or are we profes-
sionals?" The question is still begging to 
be answered. 

Regulation 

Dave Dahlstrom, Shindaiwa spokesman, 
says that the future promises almost shock-
ing change in the outdoor power equipment 
market. Governmental and environmental 
regulation, not consumer demand, is go-
ing to drive these changes. 

California has enacted legislation gov-
erning emissions called CARB, or Clean 
Air Resources Board, standards. These 
standards dictate the allowable emission 
levels that 2-cycle engines, such as chain 
saws and blowers, can produce. Although 
timetables for enactment have been post-
poned, the regulations are going to go into 
effect. The Environmental Protection 
Agency is expected to adopt California's 
standard nationwide within a few years. 

Dahlstrom predicts that these changes 
will force manufacturers to discontinue 
many 2-cycle engines that are quite popu-
lar today. He predicts that these changes 
will increase cost pressures on products 
and encourage the development of alter -
native power sources. I'm certainly 
impressed with the quality of battery-pow -
ered electric drills today, but I will be 
amazed if chain saws are developed that 
run on batteries with enough power to sat-
isfy the Euc Man of the 21st century. In 
the year 2022, I'll probably be an outlaw 
survivalist arborist with a cache of Poulans. 
Stihls. Shindaiwas and 1-luskys buried in 
my compound. You've seen such futuris-
tic movies as "The Road Warrior" and 
"Waterworld." Maybe there will be a simi-
lar movie called "Tree World" or "Tree 
Warriors." In the future, diehard Euc Men 
will continue to cut trees with illegal chain 
saws and chip brush with ancient Asplundh 
chippers pulled by souped-up Dodge 
Power Wagons. 

Getting back to reality, Dahlstrom also 
sees more development in 4-cycle engines 
as 2-cycle replacements. Shindaiwa sees 
the next 25 years of arboriculture as a great 
opportunity for product growth and devel-
opment. Dahlstrom feels that the focus of 
manufacturing will continue to draw away 
from production logging saws to efficient, 
lightweight and mid-range saws. Guard 
your 090s! 

Another force to be reckoned with in 
the regulatory arena is the noise ordi-
nance. Coming from the old days of 
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INTRODUCING THE MOST 
PRODUCTIVE HAND-FED 

CHIPPER ON THE MARKET 
air THE NEW BANDIT 

... 	'' 
. •'; 
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NOW 

THE NEW BANDIT MODEL 280XP, AN 18" DIAMETER 
CAPACITY HYDRAULIC-FEED, DISC-STYLE CHIPPER WITH: 

• Powerful whole tree chipper-style feed system 
that is almost impossible to hang-up 

• New longer-lasting knives (3 to 4 times the knife 
life) compared to competitive brush chipper 
knives 

• Enormous chipper opening - 18" x 20-1/2" 

• Superior power, efficiency, smooth-feeding 
action, quality chips, and chip loading capabili-
ties. Features you expect from a Bandit chipper 

THE SUPERIOR PERFORMANCE OF THE 280XP IS 
MAKING SOME PEOPLE UNEASY 

BANDIT INDUSTRIES, INC. 
6750 MILLBROOK ROAD • REMUS,MI 49340 PHONE: (8001952-0178 OR (517) 561-2270 • FAX: (517)561-2273 



Malls, Disstons and real McCulloch chain 
saws, noise was how we gauged their 
power. Currently, the Shindaiwa 357 is the 
quietest professional-grade climbing saw 
on the market. Power is always an issue 
with climbing saws. Sitting in on a focus 
group that Shindaiwa sponsored to get 
feedback from the field user, the consen-
sus was, "...make the saw louder if that will 
make it cut faster." I don't know, it seems 
OK the way it is to me, but I'm not play-
ing beat the clock any more with my tree 
work. 

Blowers were the first pieces of equip-
ment to be picked on by city councils; now 
I understand bans in some communities 
extend to lawn mowers, chain saws and 
brush chippers. We'll see how long some 
of these bans last after an ice storm or a 
hurricane. 

Speaking of regulation, Barnard actually 
foresees some good news in that arena. For 
the past 25 years, OSHA has focused on 
the first sentence of the General Duty 
Clause, which states that the employer has 
to provide a work place free of known 
hazards. Barnard thinks the coming 
years will focus more attention on  

the second sentence. which obligates the 
employee to take some personal responsi-
bility for compliance. Randy Longerich 
thinks, and I agree, that the profession is 
far better off to maintain an aggressive, 
pro-active position on safety and training. 
We are far better off to set the example for 
the government than to wait for the gov-
ernment to tell us. As things stand now and 
should in the future, OSHA looks to ANSI 
Z133.1 for guidance on enacting regula-
tions. The only seat with any control is the 
driver's seat. So far, the ISA and the NAA 
have done a good job of staying in the 
driver's seat. We need to do what we can 
to keep them there on our behalf. 

Globalization 
I can't help but think of global warm-

ing when I see such a word. The world 
is getting smaller. Manufacturers are 
spreading their investments around the 
world to insulate themselves better from 
fluctuations in international currency 
exchange. 

I think the most significant trend to-
wards globalization is not coming from 
Japanese or European manufacturers, but  

from  American  tree companies.  
Asplundh, Bartlett and Davey are all ex-
panding into Europe, Australia and 
beyond. Mike Greene, a friend from the 
old Sohner organization, is transferring 
from San Rafael, California, to Bartlett's 
Great Britain office. Southco Industries 
is designing all-aluminum forestry bod-
ies to fit the small lorries that Bartlett is 
going to use at Southern Tree Surgeons, 
the name of its operation there. This re-
veals something of the American style. 
Goforth figures that Southern probably 
makes a few million a year with two 
trucks. He's exaggerating to make his 
point. Now the operation will be "Ameri-
canized" with a huge fleet of new trucks, 
and it will still probably gross a few mil-
lion a year. 

No offense intended to any party, but 
it's true - compared to much of the rest 
of the world, Americans love equipment 
- big equipment, powerful equipment and 
highly specialized equipment. I used to 
take that as gospel until I saw German 
and Italian tree equipment. Some of the 
German bucket trucks are so huge they are 
mounted on self-propelled crane chassis. 

"This works great for my 
customers' needs. I've been 
using VITA TREE & SHRUB 
for 10 years. It's very respon-
sive. I see results  
almost immediately 
after soil treatment."

70  

Find out more. Call: 	. ..' 

1-8OO-646M 	- 

R"o --- 	 gØ 	 Curr  

•- 	 Curry Free Service, Inc.  
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Changing handles takes 4  
one tool and one minute. 

F jW  
IAKflT STRONG. KEEP IT UGHT,, 

NM_M_ 1T CUTC N  

1 	DESIGN IT TO REDUCE WORKER FATIGUE AND INCREASE PRODUCTIVITY 

214nch AL'U 
cuti limbs up to 
11/2 inches thick. 

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

By the way, make it unbreakable and guarantee 
itforever 

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

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

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

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

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

The forged hook is designed 

Self-olianing 	to draw the material being cut 
Pivot oIt 	closer to the pivot. This maxi- 

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

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

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

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

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

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

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

_____ suitable for vines and shrubs. 
VYVYVV'YV"VVV And 26 and 32-inch models 
LIFE11ME 7 with a 2 1/2- inch cutting 

capacity for tree pruning. 
WARR ANT Y 	Like all our professional 

tools, these loppers come with 

\Vv/ 	
a lifetime warranty. If they 
break, we'll fix or 
replace them. 
Period.

Of i~' We're also backing these tools with a 	* 

"Fast or Free" parts warranty. If your 	- 

Corona dealer is out of replacement parts 
call us. We'll have them to you within 48 
hours or they're yours free. 

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

For further information, contact 
264nch AL 6640 your Corona dealer or call us at 	and 324nch AL 6660 

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

I rX *I  h, 
PER 

15,40 East Sixth St., Corona, CA 91719 
A Harrow Company 

® Santoprene is a trademark of Monsanto © 1994 Corona Clipper Company 
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You Want it When? 
At American Arborist Supplies our 	• 

entire existence depends upon meeting your needs 
41 

That is why everything we do is in 

preparation for that next order. 

We keep our inventory well stocked. And we 've set up 

systems for the sole purpose of getting your 

order out to you as soon as possible. Most of our 

orders are filled and shipped within twenty - f 

hours of the time they are placed. 

Not a Problem.  40w, 7~` 

At American Arborist Supplies, your order is never a problem. 

,Irsee us qa~, 
TC1 EXPO 

195! 	1 

WE"IF11 NATIONAL 

ARBOR 1ST 
ASSOC I AT ION 

or FAX to: 215•430•8560 

to get the SUPP 	need 
when you n 
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When used in cemeteries, they have been 
known to collapse burial vaults and over-
turn. Bartlett, Davey and Asplundh are 
going to fit in just fine in Europe and 
Australia. 

As such firms establish themselves 
overseas, I would expect there to be an 
increased shuttling of arborists from 
Europe to America and vice-versa. I 
hope one quaint European custom 
doesn't make it over to our shores - 

European-style regulatory practice. I 
used to look to such states as Califor-
nia. Massachusetts and New York for 
leading edge "crackpot" legislation. 
Compared to a Euc Man's interpreta-
tion of some German laws, American 
laws are still the most sane in the 
world. For example: It is illegal for a 
German national to use a chain saw in 
a tree. Foreign workers, however, can 
climb with chain saws. It is illegal to 
prune live wood from trees between 
March and September. Nesting birds 
might be disturbed. Noise ordinances 
and tree protection ordinances are 
more clearly defined and strictly 
enforced. 

Nowadays, if I want to get a glimpse 
into the future of environmental law. I'll 
look to Europe rather than California. 

The not-so-distant future 
2022. It seems like a long way off. 

It isn't. Twenty-five years from now. 
World War II veterans will be as 
scarce as World War I veterans are to-
day. As a matter of fact, the end of 
World War I occurred 77 years ago. In 
2022, World War II will have been 
over for 77 years. Perhaps a writer for 
TCI International will choose to write 
an article on what it was like to run a 
tree service during the Vietnam War. 
There may be some faded photos of 1972 
Ford F-600 chipper trucks. Wayne chip-
pers and Skyworker aerial lifts. Some guy 
named Blair may be quoted for the comic 
relief of how wrong he was about the fu-
ture of arboriculture. 

The best advice I can give a young per -
son just beginning to enter this profession 
is to start planning for your retirement now. 
You'd be amazed at how much a few bucks 
can accumulate to over a span of 40 or 50 
years. I didn't plan, and I wish I had. See 
you in the future. TCI 

Donald F. Blair, arborist, author and 
lecturer, owns and operates Sierra Moreno 
Mercantile in Big Pool, Maryland. 
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CARBIDE TIPPED 
STUMP CUTTERS 

Buy Direct from the 
Original Manufacturer 

- - 	' !A4*E Mi/I 

A,  
THREADED 

STUMP CUFFER 
#750122 

NEW SMART 
POCKETS 

. ""to 
L. H. 	S.T. 

ECONO 

HODGES STUMP 
CUTTER 

ST. 	R.H. 
STUMP CLAW TEETH 

F1I 
R.H. 	S.T. 	L.H. 

REGULAR (STD.) 

B-11-C 

B-I-C 

LONG BOLTS 
21/8 

110 

SHORT BOLTS 
13/4 " 

STUMP CLAW 
POCKETS 

ROUND 
REVERSIBLE 

POCKETS 
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Border City Tool & Manufacturing Co. 
23325 Blackstone Warren, Ml 48089-2675 

810/758-5574 800/421-5985 FAX 810/ 758-7829 

Now Manufacturing and Distributing "STUMP CLAW TEETH" 
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INDUSTRY INPUT 

Story poses questions 
I have several questions regarding 

Wayne Ringlaben's story in your Sep-
tember 1995 issue's "From the Field" 
column. I am no stranger to exaggerated 
tales of monolithic removals, having 
been a climber for 14 years myself (I may 
even have told a few of my own; but I 
feel a need to point out some of the more 
glaring problems in this particular fish 
story. 

First, are the tree firms in Whitehall. 
Pennsylvania, so short-handed that they 
have taken to hiring the first guy to call 
from the local tavern? How did the job 
become an "emergency" if a crew has been 
there building an addition only inches from 
the tree? What "credentials" could be pre-
sented from the payphone at the bar? 

Are there really 110-foot tall chestnut 
trees in Whitehall, Pennsylvania? Some-
one should tell the good people in 

Connecticut s C\tCilslOn C1\ ice that their 
tireless work on a strain of hypo-virulent 
chestnut blight may be for naught. Was the 
oak really taller than 100 feet? It would 
have to be at least as tall as the "chestnut" 
to be of much use in lowering the top over 
a three-story building. 

How could a climber with 10 years ex-
perience not be at least somewhat 
accustomed to drawing a crowd when do-
ing large removals? It is, after all, a 
spectator sport for most laymen when they 
see a man in a tree with a chain saw run-
ning inches from his face. 

How does anyone last 10 years in this 
profession without learning the value of a 
seasoned ropes man? Many's the day 1 
could have kissed my groundman (if he 
weren't so butt-ugly) for making me look 
like my job was a lead pipe cinch for just 
plain saving my hide in a hairy situation. 

I enjoy a good yarn as much as the next 

I' M . hut let' .av e them for taverns and not 

try to elevate them to the status of news in 
a professional trade magazine. 

If! could meet Mr. Ringlaben in person. 
I would love to tell him about the time I 
single-handedly took down a 120-, no I 
mean a 150-foot silver maple over a three-
story slate roof, no I mean a three-story 
greenhouse. 
R. Brian Watkins 
The Arborworks, Inc. 
East Hartland. Connecticut 

Letters should be addressed to: 
Tree Care I;idiistrv, Editor 
P.O. Box 1094 
Amherst, NH 03031 
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Technology 

9' -  18' FORESTRY BODIES 	B3216: New "DRS" Option 

$1000FF 
SHOW ORDERS 

TCI EXPO '95 
Show Special 

I 	Expires Nov. 30, 1995 

— — — — — — — — — — — — 

Options: 
• Removable Roofs 
• Liftgates 
• Cranes 
• Extra Tool Boxes 
• Custom Lettering 
• Delivery 

Let Us Furnish 
Your Truck Chassis 
50 Years Building Quality 

Forestry Bodies 

Dust Release System (" DRS " ) 
reduces radiator clogging—especially 

with disc style chippers attached. 

	

r_ IT 
19 	 TRUCK BODY & EQUIPMENT CO.  "JS  

Se us a~, 	 Pv~wr  
TC~EXPO 885 Harmon Ave. 

	

1951 L: ~~ 	 Columbus, Ohio 43223 	
-E-S E-P 

For a FREE Brochure / Quote Contact Tom Siefert 1-800-288-0992. 
Complete packages as low as $582 per month through Corporate Capital Leasing Group, Inc. 
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Call today to apply for ArborCard - the pre-approved 
lease card that makes it easy to lease equipment - 
without financial statements! 
Now you can walk into any dealer, select the 
equipment you want, and simply hand them your 
ArborCard — the powerful and convenient way to 
arrange affordable, tax-deductible leasing for your 
business. We take care of all the paperwork — for you 	' 
and the dealer! Just call today and apply. We'll 
pre-approve you and send your ArborCard - 
for up to $150,000 in purchasing power. 

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

Call today for a free brochure and easy pre-approval! 
I OCC ')7 CICO 
1 — OUU-3 3/ — Y 1 V 	 CORPORATE CAPITAL LEASING GROUP, INC. 
Fax: 1-800-344-7712 	 109 East Evans Street, Box 504, West Chester, Pennsylvania 19381 

Phone (800) 537-9108 Fax (800) 344-7712 

Associate Member, National Arborist Association 
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WASHThGTON IN REVIEW 
By Brian Barnard 

The New OSHA 
Over this past summer. Congress and 

President Clinton's administration have 
wrestled with the task of reworking the 
Occupational Safety and Health Adminis-
tration (OSHA). Each government body 
has taken steps toward a leaner, more ef -
fective federal safety agency. 

The House of Representatives has been 
addressing a bill (HR 1 834) introduced by 
Rep. Cass Ballanger (R-NQ to reform 
OSHA. Ballanger is the chairman of the 
House Economic and Educational Oppor -
tunities Subcommittee on Workforce 
Protections. The subcommittee has held 
several hearings on the bill, but no mark-
up to the full committee is scheduled. 

The National Association of Manufac-
turers has formed the "Coalition on 
Occupational Safety and Health" to help 
push the bill through Congress by the end 
of this year. Currently, more than 2400 
coalition members, including the National 
Arborist Association, have joined the ef -
fort. A coalition representative said the 
group will send a letter of support to 
Ballenger urging him to move on the leg-
islation. 

Challenges remain, as the legislative 
calendar has little time open before year's 
end. Even with success in the House, 
OSHA reform action in the Senate is still 
difficult to predict. Political arm-twisting 
is more pronounced here, and several ver -
sions of OSHA reform are circulating. 

Sen. Judd Gregg's (R-NH) bill (5 526) 
has been the focal point to date, with such 
features as barring OSHA from issuing 
fines of more than $25 for non-serious vio-
lations. Currently, OSHA can issue fines 
of up to $7,000 for non-serious items. 

Besides Gregg's bill and one introduced 
by Sen. Kay Bailey Hutchison, (R-TX), a 
bill drafted by Sen. Nancy Kassebaum (R-
KS), the committee chairman, has been 
circulating among Senate Labor and Hu-
man Resources Committee members. 

If introduced. Kassebaums bill will 
likely be the vehicle of choice, as it paral-
lels Gregg's bill in many respects. Further, 
the draft contains one particularly appeal-
ing section. Kassebaum is proposing that 
OSHA not be allowed to cite employers 
when they can show that violations are re-
lated to employee disregard for safety 
programs. The NAA applauded this move, 
and encouraged the senator to move for-
ward with her legislation. 

Secretary of Labor Robert Reich, an 
outspoken critic of OSHA reform legisla-
tion, and OSHA Administrator Joseph 
Dear say that reform legislation is not nec-
essary. Rather, a more effective fix can be 
achieved through Vice President Gore's re-
inventing government theme. 

Overhaul procedures the administration 
is attempting to implement include elimi-
nation of 1049 of the 3254 pages of the 
OSHA section in the Code of Federal 
Regulations. The other 39% of the pages 
would be "reinvented," according to Sec-
retary Reich. 

Dear has issued several directives to 
compliance directors in the field. One in-
centive already implemented is the 
reduction of penalties for failure to hang 
required posters. "I told the field staff I 
didn't want to see any more poster viola-
tions," Dear told the Bureau of National 
Affairs, Inc. "I wanted to see them (com-
pliance officers) giving posters to 
employers and putting them up." 

Although helpful for employers who 
attempt to meet all federal safety require-
ments, the problem with these types of 
changes is they may not be carried from 
one administration to the next. 

With political races already heating up 
for the 1996 election, continued change in 
OSHA from the Clinton administration is 
expected, but the length of stay for these 
changes is uncertain. The full congres-
sional calendar poses problems for both the 

House and Senate to address complete 
OSHA reform, but will be a topic of dis-
cussion for the next several months. 

To keep track of the developments, try 
accessing the Library of Congress on "Tho-
mas," a new congressional information 
system. To access via the Internet, type 
http://thoinas. loc. go  i% for information on 
congressional members, committees, hear-
ings, floor schedules, full text of bills, and 
the Congressional Record. 

Multiple Citations Voided 
A recent decision by the Occupational 

Safety and Health Review Commission 
could change OSHA's attempts to Cite 
employers on an employee-by-employee 
basis for violation of OSHA's general 
duty clause. 

The case stems from an explo-
sion at a Louisiana fertilizer plant 
in 1992 in which several em-
ployees were injured. OSHA assessed a 
$50,000 penalty for each of the 
company's 87 employees allegedly ex-
posed to the hazard, for a total fine of 
$4.3 million. An administrative law 
judge struck down 86 of the 87 items. 

In a 2-1 ruling, the commission said 
that neither the language of the general 
duty clause nor the intent of Congress 
supports the notion that each employee 
exposed to the same hazard was meant 
to be used as a multiplier for purposes 
of calculating penalties. OSHA's general 
duty clause requires employers to main-
tain a workplace free of recognized 
hazards, and requires employees to adhere 
to safety procedures. LTCI 

Brian Barnard is Government Affairs 
specialist for the National Arborist As-
sociation. 
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Optimize Your Hispanic Work Fui-t, (a 
Slfestu)11s for impmiii your trcif ,ii;i /)Oi(II11 

B v Raclicl E. ,%lciuIo:u 

Immigrant Hispanic workers are increasingly being recognized 
as a significant segment of the green industry field worker popu-
lation. Consider these facts: 

Even though the worker pool from which this industry has 
traditionally drawn its employees has shrunk. (Felix, 1986: 
Urbano. 1989), the number of Hispanics in the green industry 
labor force is increasing. In fact. Hispanics will probably ac-
count for ôOc%.  of the growth in the national labor force in the 
next five years (Katzman. 1989). 

The 1990 Census revealed that in the last decade, Mexicans 
comprised about 1 7% of the total immigrant population of the 
U.S.. the single largest group from more than 60 countries 
(Mattson. 1992). 

A nationwide survey by the National Arborist Association 
found that 22 1/c of member firms had Hispanic employees. The 
overwhelming majority (75(4) of these workers were of Mexi-
can origin (Anonymous. 1994). 

I recently conducted a pilot study, sponsored by the Univer Choosing the right trainer can make a major difference in how 
your workers respond to the program. 

Training should be held in a familiar setting, such as the company 
lunchroom. 

itv ol Illinois. Department ot Forestry, that v iclded additional in-
sights into Hispanic workers in the green industry. The goals of 
the study were three-fold: to explore the size and stabilil\ 
of the Hispanic field technician population in the Chicago 
area: to explore their current training: and to identify cur-
rent obstacles to their training. Telephone and on-site 
interviews were conducted with participating companies. 
Responses from workers and managers suggested a large 
and stable population of immigrant Hispanic workers in the 
industry. 

Although there are a few good, professionally developed 
training programs, the study found that the majority of the 
participating companies developed their own training ma-
terials. The following suggestions can help these companies 
and other organizations that may wish to develop educa-
tional materials for immigrant Hispanics. 

Overcome stress 
The study found that the Hispanic workers surveyed had few 

years of education, with the majority reporting that they had 
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2600 SERIES BROWN TREE CUTTER 
Never Before Has So Much Safety And Reliability 

Been Offered In One Design 

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

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

* Standard front chain curtain for 
added SAFETY 

4' Discharge protection with folding 
deck down and improved 
mulching performance 

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

4' Reversed blade arrangement for 
chipping action - for double 
blade life 

+ 4 disc slip clutch with 4 field 
adjustable torque settings 

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

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

	

0+ 	CALL TODAY FOR MORE DETAILS 
	 Im 	-  0 

MANUFACTURING CORPORATION 

AND FREE BROCHURE 

	

NATIONAL 	 1-800-633-8909 	BOX 339 . OZARK, ALABAMA 36360. (334)7956603 
ARBORIST 

ASSOCIATION 
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attended school for six years or less. 
Similar responses are found in census in-
formation. Therefore, when initiating a 
training program, it may be necessary to 
alleviate the stress that workers feel as a 
result of a new classroom experience. 
The following suggestions can help. 

1. Provide a trainee handbook 
This needn't be a fancy production and 

may be created on a photocopy machine. 
Regardless of the format of the manual, 
the objectives, organization, philosophy, 
purpose, regulations and procedures (in-
cluding disciplinary procedures) of the 
program should be outlined. Students can 
study the document at their leisure and 
will understand what to expect from the 
program, thus reducing the classroom 
uncertainty. Include any information that 
students might like to know but that they 
may be too shy to ask publicly. 

Be sure to include in the front of the 
manual an encouraging greeting (and 
smiling photograph) from a respected 
personality. It is important that workers 
know that the company is rooting for 
their success. Emphasize the partnership 
between employees and managers that is  

necessary to achieve excellence in the 
workplace. 

Normalize the setting 
The setting for the training should be 

casual and familiar to the workers, such 
as a company lunchroom. It is preferable 
to use a round table so that workers can 
freely engage in discussion. Other basic 
requirements for the area include good 
lighting, good ventilation, low noise 
level and a comfortable temperature. 

Optimally, lessons should occur early 
in the day and not last more than 30 min-
utes, as fatigue will reduce the 
effectiveness of your program. Avoid 
sessions directly following a meal. 

Train by crew 
Workers in the field usually function 

as a team and this group spirit should be 
preserved and encouraged in the class-
room. Familiar people in a familiar 
setting will help reduce student appre-
hension and self-consciousness, allowing 
workers to pay full attention to the learn-
ing experience. 

Training should continue from the 

classroom into the field. De-emphasize 
the distinction between the field and 
classroom. Activity between the two seg-
ments should flow easily to encourage 
workers to put into practice what they 
learn. Make it clear that you expect them 
to use their training to its fullest. Check 
up on workers periodically to ensure that 
they are using their new skills in the 
field. 

An additional benefit to training by crews 
is that long after training has been completed. 
newly acquired skills will be reinforced by 
other workers in the field. 

Train in Spanish 
More than half of the workers participat-

ing in the study reported a low or very lo 
proficiency in English. A mastery of English 
should, of course, be strongly promoted to 
workers, and an English as a Second Lan-
guage (ESL) class at the local community 
college is an excellent place to start. How-
ever, the goal of training in the green industry 
is to instruct workers in the proper techniques 
for managing trees and other plant materi-
als, not to teach English. Therefore, training 
materials should be presented in Spanish by 

C1 EXPO 
'95!  
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1.3  
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mAw  
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S Special:  Tees  loptilr FRIEE GEFT 	EVIERY PURCHASE 

Bring This Ad To Booth #840 
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Li native Spanish speaker, if possible. This 
should remove a great deal of the pressure 
that workers commonly feel while trying 
to learn job skills and overcome language 
difficulties at the same time. 

Green industry employers will find that 
the number of professionally produced 
Spanish language training programs is lim-
ited. Employers who face the pressures of 
trying to train Hispanic workers with lim-
ited resources need to communicate their 
companies' needs to their representative 
trade associations. Employers will find that 
their situations are not unique. 

The 	International 	Society 	of 
Arboriculture and the National Arborist 
Association have taken a proactive ap-
proach to training Hispanic workers. 
Several programs are already available (see 
Sidebar) and more are in the works. Call 
the associations to which you belong to 
express your support of the Spanish-lan-
guage projects listed at right. Your requests 
are what drive the development and tim-
ing of such materials. 

The ISA is considering producing an 
extensive English-Spanish glossary of 
terms used in the green industry. It will 
likely be an exhaustive listing of the sci-
entific and field-related terminology 
associated with the green industry, includ-
ing tree/plant anatomy, equipment. safety 
terms, management terms, techniques. 
common names. etc. The guide would fa-
cilitate communication between managers 
and workers. Effective communication 
means better training, which reduces eco-
nomic loss due to misunderstandings, 
down time, accidents with equipment and 
injuries. 

Other future ISA Spanish language 
projects include: 'Tree Pruning Guide-
lines," a 15-page bound booklet providing 
Li thorough treatment of tree pruning tech-
nique for field personnel, expected later 
this year: public/consumer education bro-
chures, a pack of 100 triple-folded 
brochures on a single topic (12 topics avail-
able), available with a display unit. 
expected early next year. 

Parties interested in the ISA Spanish-
English glossary or other upcoming 
projects should contact Jim Skiera. asso-
ciate director of ISA, and voice their 
approval. He can be reached at P.O. Box 
GG, Savoy, Illinois 61874. Phone: 217-
355-9681; FAX: 217-355-9516. 

Electricity is a serious and widespread 
hazard to arborists. There is a moral im-
perative as well as a legal requirement that 

Title: Certified Arborist Manual 
Date of publication: 1991 
Publisher: ISA 

Title: Aerial Rescue 
Date of publication: 1989 
Publisher: NAA 

all arborists who must work more closely 
than 10 feet to energized lines be trained 
not only to avoid these hazards, but also 
to work safely around electrical conduc-
tors. 

The National Arborist Association has 
offered an English language Electrical 
Hazards Awareness Program (EHAP) for 
20 years. Recognizing the great influx 
Hispanic workers into the industry, NAA  

recently obtained a Forest Service 
matching grant to translate its popular 
home study course. The new program 
should be available early next year. For 
more information, call 800-733-2622. 

5. Choose the right trainer 
The trainer should be chosen carefully 

and may already be one of your present 
employees. Remember. however, that 

Tree Care Training Materials in Spanish 

Developing your own training materials from scratch requires a lot of time and 
thought. but you needn't reinvent the wheel. A few excellent training programs exist 
or are being developed by trade organizations in the industry. Take advantage of 
one of these professionally developed programs and adapt it to the specific needs of 
your company using the suggestions in the accompanying article. 

Pages: Approx. 160 
Price: ISA members $60. non-members $90 
Content: This manual is designed as partial preparation for the Certified Arborist 
Exam (also available in Spanish). Chapters cover a broad range of technical and 
safety information. Each chapter includes a workbook section and sample exam 
questions. Appendices include a glossary of terms and additional references. 
Contact: 217-355-9681 

Title: Professional Tree Care Safety video series 
Date of last revision: 1994 
Publisher: NAA 
Length: 90 minutes 
Price: NAA members $180/set. non-members $270/set 
Content: The series is patterned after the ANSI Z133 Standard, covering terminol-
ogy and basic concepts, personal protective equipment, the safe use of tools and 
equipment. and approved work practices. 

Title: Electrical Hazards & Trees 
Date of last revision: 1994 
Publisher: NAA 
Length: 23 minutes 
Price: members $, non-members $ 
Content: This program familiarizes the worker with the characteristics of electric-
ity. and techniques for avoiding as well as working safely around the hazard. 

Length: 16 minutes 
Price: members $. non-members $ 
Content: When there is an emergency in a tree, the tree worker is usually the first, 
most qualified and best equipped person to respond. This program teaches several 
approved techniques for climbing and bucket rescues. and it points out the potential 
hazards associated with aerial rescue. 
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bilingualism should not be the only crite-
rion for such a pivotal role. Trainers must 
also be organized, patient and disciplined. 
If such a worker is not available, it may be 
necessary to consult with outside sources. 
It is important that workers see themselves 
in the trainers. This fosters a feeling of 
potential success..."If they can do it, then 
so can I!" If outside trainers are used, they 
should tell the trainees about themselves 
and emphasize commonalties. Outside 
trainers may also need to dress somewhat 
casually to avoid intimidating students. 

Overcome limited skills 
When workers were tested during the 

study, more than half demonstrated lan-
guage skills at the fourth-grade level or 
lower. It is important to keep it simple 
when developing training materials for the 
immigrant Hispanic audience as some 
workers may be marginally literate. This 
can be accomplished by keeping in mind 
the following suggestions as you develop 
your program. 

1. Create non-threatening study materials 
Training materials should emphasize 

he graphic. Pages should incorporate lots of 
drawings, photos, diagrams and open space. 
Use simple language constructions, short 
sentences and basic words. Materials should 
also be 3-hole punched, colorful, eye catch-
ing and attractive so that workers will be able 
to show them off proudly at home. Beautiful 
training materials can be developed with the 
help of a computer, but even the smallest 
"mom and pop" operation can accomplish 
this with cutting and pasting, colored paper 
and creative manipulation of a photocopy 
machine. 

2. Avoid excessive detail 
Weigh the value of each piece of in-

formation before including it in your 
training materials. Use only those facts 
that are critical to understanding and that 
will have a direct bearing on the quality 
of workers' performance. Don't forget to 
include lessons on basic, but vital, every-
day skills such as map reading, dealing 
with traffic authorities, coping with an-
gry customers, etc. 

Lessons should build on knowledge 
that trainees already have. Analogies can 
be extremely useful for this purpose. For 
instance, relate the upward movement of  

water and nutrients in the xylem to suck-
ing on a straw. If the "suction" created 
by evapo-transpiration is lost, the liquid 
cannot rise. Relating old and new ideas 
will aid retention, however, care must 
first be taken to ensure that old tech-
niques or ideas are clear and accurate. 

3. Teach study skills 
Since workers may have had little or 

no experience in school, they may lack 
the organizational, verbal, time manaLc-
ment and study skills needed for train in 
success. In order to overcome these ob-
stacles, help workers develop basic study 
skills early in the program. 

Consider handing out class notes to get 
workers used to picking out key ideas. 
This should be done at the end of each 
session. It is important that students in-
teract, practice, watch and/or just listen 
attentively during valuable training time. 
not bury their noses in reading. Provid-
ing notes consistently has the benefit of 
allowing students to concentrate and 
dedicate more of their memory to pro-
cessing new information. It also assures 
that all workers are studying the 
important points. 

How much does it 
cost you to replace 
the tree transplant 
your customer 
expected would 
live?  

17 

Iree Feeder . . . really helps! 
THE FERTILIZER IS IN THE TUBE 

MEMBER AYIONAL 	 IT'S BIODEGRADABLE! 
ARBOR 1ST 
ASSOCIATION 	 PATENT PENDING 

Call 219/269-5888 or FAX 219/269-1047 
HAIMBAUGH ENTERPRISES, INC. WARSAW, IN 46580 
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In time, the instructor-derived notes may be phased out. If 
students are allowed to take their own notes, direct their atten-
tion to important ideas, words and techniques by prefacing your 
statement with a phrase, ideally in Spanish, such as "This is an 
especially important idea," or. 'Everyone should be sure to get 
this down." 

Assignments must encourage workers to explain their rea-
soning in depth. This will allow the instructor to identify lapses 
in understanding the subject. For instance, advanced students 
might be given the description of a landscape situation and be 
asked to pick out the important information, classify the infor-
mation, define the goals and predict the outcome. Of course. 
this process must be modeled for the students by the instructor 
first. Being forced to consider a situation at length teaches the 
organizational skills and logic that will be needed for effective 
problem solving in the field. 

Motivating workers 
Workers should be told what they can hope to gain from par-

ticipation in additional training. 

1. Facilitate personal satisfaction 
The personal satisfaction of employees depends on knowing 

that they are regarded as responsible, respected, valued work-
ers, and that their input is vital to the success of the company. 
Training helps them to live up to their potential and differenti-
ate themselves from the crowd. Employees should be evaluated 

Encourage crews to work together to review material learned in 
class. 

regularly to give managers a chance to document the efforts 
and contributions of workers, or to suggest areas for improve-
ment. Make sure to evaluate workers only on those facets of 
performance over which they have control and for \vhich the 
have been given adequate tools to succeed. 

ppi 

When you need strong tree crotch 
support, remember the 3Rs... 

reinforce... 	reduce..* 	 relax... 
..* the crotch of a tree with a prefabri-
cated TREE-CROTCH Grip from Pre-
formed Line Products. TREE-CROTCH 
Grips are manufactured from heavy 
coated galvanized steel, and have a 
strength capacity of 5,000 lbs. to pro-
vide consistent reinforcement for high 
stress areas. 

The TREE-CROTCH Grip comes in 
three sizes: 20', 30', and 36", to ac- 
commodate short tree crotch lengths. 

costs by eliminating the need for 
common grade cable inventory and 
labor intensive serving methods. 
TREE-CROTCH Grips are easily 
installed and do not require any 
special tools, so chances of work-
manship errors are reduced. 

The specially designed captive loop 
holds the thimble securely in place, 
eliminating lost parts and making the 
overall appearance neat and uniform. 

...TREE-CROTCH Grips, like all 
PREFORMED products, are lab-tested 
and performance proven to maintain a 
standard of excellence unmatched in 
the industry. 

Remember the 3 A's: • Reinforce the tree crotch. • Reduce costs, installation time, 
and workmanship error. • Relax knowing you've chosen 
a quality PREFORMED product. 

Unapplied TREE-CROTCH ;Gri!p 

	

APPLIED TREE-CROTCH Grip 

PREFORMED LINE PRODUCTS AP5=-  
P.O. Box 91129 • CLEVELAND, Ohio 4410 • (216) 461-5200 

Contact the PREFORMED distributor in your area for more information. 
1991 Preformed Line Products All rights reserved 
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Day After Day,  Year After Year, 
wft 	

They Just Keep Working. 
Dependable. Easy to maintain. Built to work hard and never take a day off. Altecs 
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2. Provide incentives 
Rewards also can motivate workers to 

participate in training. Make a fuss. In-
dividuals who complete the program 
should be recognized with a small party, 
plaque, certificate, bonus, etc., depend-
ing on the resources of your company 
and the workers' investment of time and 
effort. Individuals assuming more re-
sponsibility as a result of training should 
get a wage increase! There is no substi-
tute for higher wages when they are 
deserved. It will cost you more than the 
price of a raise to train a new worker if 
an employee leaves. 

THE CUT AND 
TURN PRO 

itJ i 

sr  

Up to 30% more productive than regular 
teeth! Precision-crafted of forged steel, 
tipped with tungsten carbide. Pro Series 
teeth have shanks that are thicker, wider 
and stronger than regular teeth, which 
means less bending and replacing. Once 
installed, they never need adjusting. And 
unlike one-piece tooth/pocket 
combinations, when it's time for a 
replacement, you only replace the tooth. 
If your teeth aren't making the cut, go 
with the pro. Pro Series teeth, available 
only from Vermeer. 

For more information call: 
I :IiIs:ZsIs]4I 

(LS.A. only) 

Vermeer® is a registered trademark of I clutter Ii all afactanttit Ca III p all t 
©\ermeer

, 
	Manufacturing Compaut, INI. 
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Conclusion 
Hispanic workers are being recognized 

increasingly as a significant segment of 
the green industry work force. Your His-
panic employees may be the only direct 
contact your customer ever has with your 
company. Because a company can be 
only as good as its workers, field person-
nel must be able to respond to clients and 
accomplish their tasks professionally. 
This is accomplished through successful 
training. 

Attending to the training needs of His-
panic workers presents a new challenge 
to businesses in the green industry, but 
one that can yield excellent, long-term 
results for your company. Remembering 
some of the suggestions above can help 
you to improve the quality of your in-
house training and optimize the Hispanic 
work force at your operation. TO 

Rachel Mendo za is a training consult-
ant in Chicago. Her firm has provided 
guidance locally and at the national level 
to green industry organizations. She holds 
a master's degree in Forestry from the 
University of Illinois and is a certified 
(ISA) arborist. This article was excerpted 
from her presentation at the 7th National 
Urban Forest Conference, sponsored by 
American Forests, in New York City. 

The author wishes to thank Jorge 
Balanzar for his invaluable assistance. 
Also sincere thanks to the main 'enerous 
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Habits of a Top Salesperson 
By Hal Becker 

These habits for success were deter -
mined by Xerox a few years back. 
Observers analyzed 500 sales calls made 
by people selling a variety of products and 
services. Xerox found that the top sales-
people, regardless of their product or 
service, consistently used five techniques. 

Make a habit of these five techniques. 
They work for everyone. They will work 
for you. Let me sum them up very quickly. 

Habit I - Successful salespeople spend 
more time asking questions and listening 
than they spend talking. 

Habit 2 - Successful salespeople trans-
late features into benefits. 

Habit 3 - Successful salespeople probe 
for more information instead of jumping 
to conclusions. 

Habit 4- Successful salespeople address 
negative customer attitudes - objections, 
indifference and skepticism - promptly and 
directly. 

Habit 5 - Successful salespeople iden-
tify closing signals and act upon them 
immediately. 

These are skills and habits anyone can 
learn. If you apply these skills and make 
them a part of yourself. then you will be 
successful. You will become one of the 
few. 

Xerox summed up its study this way: 
Diligent application of selling skills can 

make the difference between an average 
salesperson and a successful salesperson. 

From my own experience. I see how this 
works. On a typical day. 100 to 200 people 
attend my seminar. They all receive the 
same manual. They all hear me say the 
same things. A couple of these people 
will dig in and really apply the 

Whatever you want you 
can do, but you have to 
want it badly enough. 
You've got to make it 
happen. 

material. A couple of them will do noth-
ing - they are just going through the 
motions. Everyone else is in the middle: 
they say: "I'll get around to it tomorrow." 

How often have you tried to lose 
weight, work out or quit smoking? I be-
long to a health club and the one time I 
hate it is in January. I call January the 
Resolutionists' month. The place is 
crowded with everyone who made a New 
Year's resolution to shape up. By the 
middle of February, they've given up and 
the club is back to normal. 

If you want an unbelievable body, you 
have to work out. If you exercise eight 
hours today and then do nothing until next 
September, nothing will happen. But if you 
do a litte bit four times a week, you're not 
going to burn yourself out and you'll have 
dramatic results. 

Whatever you want you can do, but you 
have to want it badly enough. The same is 
true in sales, business - anything. You've 
got to make it happen. 

Habit 1 - Listen! 
Listening is a real art. Xerox found that 

listening is as important as talking. Suc - 

cessful salespeople begin their presenta-
tion by asking questions to gather 
information and uncover customer needs. 
This helps the salesperson tailor his or 
her talk to what the customer is really in-
terested in, and gets the buyer actively 
involved in the presentation. 

Equally important, successful sales-
people ask questions that cannot be 
answered simply yes or no: yes-no an-
swers give the customer little 
opportunity to talk. 

Habit 2 - Features never sold a thing 
A feature is what the product does: 

features don't sell anything. A benefit is 
what's in it for the customer: benefits are 
what sell customers. 

Successful salespeople talk about how 
their product or service can satisfy cus-
tomer needs. This has become a truism 
of sales, but a surprising number of sales-
people fail to apply this technique 
consistently. And, believe it or not, many 
salespeople have trouble distinguishing 
features from benefits. 

By comparison, television commer -
cials are very good at focusing on 
benefits. For example, the mouthwash 
Scope has an ingredient called T2-3: 
that's a feature of the product and the 
commercials don't spend a lot of time 
talking about T2-3. They do focus on 
what T2-3 does, on what the benefit is 
for the customer: Scope keeps your 
breath minty fresh. That's the benefit. 

Strangely enough. we have no trouble 
identifying benefits when we are buying; 
it's just when we're selling that we some-
how get so involved in our own process 
and product that we don't focus on the 
customer in front of us - we don't ask 
ourselves, "What does this human being 
really want?" 

Back to your car. What brand of air 
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conditioning compressor do you have? 
You don't care. You just want your car 
to keep you cool. 

Every time you think of a company 
feature, follow through with the benefit: 
what's in it for the customer. That's all 
your customer cares about! 

Habit 3 - Probing, or How Joe Found 
True Love. 

Xerox found that probing makes a vi-
tal difference. Let's return to the world 
of dating to see the difference between 
the person who probes and the person 
who doesn't. 

Here's just-average Bo, who ignores 
probing entirely: 

Bo: "Hey, Sue, let's go out for a cup 
of coffee." 

Sue: "No." 
Bo (to himself): "Darn." 
Now here's successful Joe, who uses 

probing effectively. 
Joe: "Hey, Sue, how about going out 

for a cup of coffee?" 
Sue: "No." 
Joe: "Can I ask you one more ques-

tion?" 

You have to find out 
what the customer 
wants and if you can 
give it to him. 

Sue: Sure." 
Joe: "Why not?" 
Sue: "I don't think you're interesting." 
Sue could have said, "I'm busy. I have 

to do laundry. Ask me again." But Joe has 
to find out why she said no. 

All of us who have been single have 
been dumped on at one time or another. At 
that point, you have two choices. You can 
think: "I'm depressed. I'm going to stay 
home and knit a car." 

Or you can say to yourself: "I'm going 
to make it happen. I'm going to call some 
friends and go on blind dates. I'll go to 
health clubs, singles bars and singles night  

at the local supermarket." 
If you go out on one blind date, what 

are the chances of meeting someone you 
really like? Zip, probably. But if you go 
out on 10 blind dates, just 20 minutes for 
coffee, do you have a better chance of 
meeting someone? Absolutely! 

What's the difference? It's a numbers 
game. The more numbers, the better your 
chances. 

On a show called "Love Connections," 
a guest said he dates 20 times a month. 
With 20 blind dates, he sure has a much 
better chance of meeting someone. 

Back to Sue and Joe. When you get a 
no, all you want to do is to find the an-
swer to one question: Why not? 

Joe: "Sue, let me ask you some quc-
tions. What do you like to do?" 

Sue: "I like to go to Club Coconuts 
every night and dance until four in the 
morning." 

If Joe's a homebody and she wants to 
dance every night, is this a match made 
in heaven? No! But if Joe likes to go to 
Club Coconuts too, then he and Sue have 
some similar interests. Now it's Joe's job 
to get Sue to trust him and then, if pos- 
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sible, to like him. Isn't that what makes a 
relationship work? 

Show me something different in selling. 
It's really the same thing. You have to find 
out what the customer wants and if you can 
give it to him. Then your job is to get the 
customer to trust you. If he or she likes you. 
that's a bonus. 

Xerox found that probing follow-up 
questions, often overlooked by mediocre 
salespeople, provide pay-dirt. For example. 
a customer complained that his existing 
equipment wasn't fast enough. I asked how 
important speed really was. It turned out 
that speed was secondary to accuracy. This 
fact enabled me to focus on the benefit of 
accuracy in discussing equipment capabil-
ity. 

Selling is an investigative process. And 
it's all about dealing with people. You're 
not selling computers or plastics or any-
thing else. You are selling to people. 

Most salespeople stink because they go 
out and sell what's best for them or try to 
push people into buying things they don't 
want or need. That is not selling. 

Selling is an art form. Selling is not 
achieved through slick talking. It is 

Selling is an art form. 
through slick talking. It 

achieved only through asking a series of 
questions. 

Habit 4 - Address the negatives 
Xerox found that successful sales-

people address negative customer 
attitudes. Superior salespeople do not ig-
nore any customer statements or body 
language indicating indifference, skep-
ticism or objections. The successful 
salesperson deals with such negative at-
titudes directly and promptly. 

If you're talking to a customer and the 
customer isn't saying anything. guess 
what - you're not selling anything! 

But when a customer objects: "That's 

Selling is not achieved 
is achieved only through 

more than I want to spend," what the cus-
tomer is really saying is. "I'm interested, 
but you haven't found my price yet." 

You're looking for the key that will 
unlock the door to the sale. And that key 
is an objection. Back to Joe and Sue. 

Joe: "Why don't you want to go out?" 
Sue: "I don't find you interesting." 
Joe: If I were more interesting to you. 

would you want to go out?" 
Sue: "The answer is still no." 
Guess what. Sue really isn't interested. 

Eventually Joe will find someone who is. 

Habit 5 - A strong close is critical 
Finally. Xerox found that a strong close 

asking a series of questions. 

,,FSee us lat,, 
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is critical. As soon as true profession-
als identify a closing signal - even one 
as subtle as leaning back in a chair, they 
act immediately upon that signal and 
move to close the sale. They also realize 
that such a signal can occur at any time, 
even early in the call. 

The most successful closing technique 
found in Xerox's study was this: a sum-
mary of benefits accepted by the 
customer and a plan requiring customer 
commitment, such as agreement to spe- 

American Safety 

"HI-VIS" Safety Vest 

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

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

AMERICAN SAFETY UTILITY CORP. 
P.O. Box 1740, Shelby NC, 28151 

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

1-800-438-6013 
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cific payment terms or a trial order. 
The bottom line of this whole study 

and of careful reading of the expert lit-
erature is this: There are no real secrets 
to successful selling. The only secret, it 
seems, is how to get salespeople to ap-
ply these well-known and proven 
techniques on a consistent basis! 

It's just like working out. If you work 
out a little every day consistently, you'll 
see results. Most salespeople don't know 
how to do this, or else they don't appre-
ciate how much it will benefit them. 

Keep in mind that with sales, as with 
anything, it takes time to get results. 
When you start building a new habit, it's 
uncomfortable, so be patient with your-
self and persist until you reach a comfort 
level. If you're a parent, think back to 
the first time you changed a diaper. 
Weren't you scared? But soon you could 
almost do it in your sleep! 

Do you remember your first kiss? Are 
you better now? 

It's the same when you try to do any-
thing new or when you have a new 
product or a new company. It's always 
uncomfortable. The key is practice and 
most salespeople don't practice! 

Consistency and practice 
I believe a good company is like a 

good coach with a good team. A team 
can't be good unless it has a good coach. 
What is a coach's job? The first job is to 
go out and find the best talent, and that 
means finding people who not only play 
well but who also have the best attitude: 
people who care. And the coach's sec-
ond job is to see that those players 
practice - that they work their hearts out 
so that they maximize their potential. 

Why do I say attitude is so important 
Let me take a moment to talk about my 
dog. In two months I trained him to do 
what I wanted him to do. Eventually I 
could say one word, and that dog would 
listen to me and do what I wanted him to 
do. 

If I can train a dog - an animal th 
doesn't understand English - to be a grc 
pet, why can't I train every human be-
ing I work with to be a great salesperson 

The reason: To be a great salesperson. 
a human being must first have the desire. 
But most human beings don't have the 
desire, and nobody can train or teach de-
sire. Without desire. I don't have a prayer 
of a chance to teach anyone. 

Look at professional sports and you'll 
find some of the best examples of con-
sistency and practice. 

Gary Player, one of the best golfers ever. 
is 56" and weighs about 135 pounds - and 
shoots in the 60s. Larry Bird was 
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basketball's best foul shooter. What do you 
see them do before a match or a game? 
These top players practice. They have been 
playing for years, they're the best in the 
field, and they never stop practicing. That's 
how they stay at the top. 

So why don't salespeople practice? 
It's true that for many sports you have 

to be born with certain qualities. But in 
sales, I guarantee you can be a star if you 
really want to. You don't need to be so tall 

See us at TC1 EXPO'95! 
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Safe-stik 
SINCE 1956  

or have a high I.Q. You just need to have 
the desire and have the tools to achieve 
your goal. Let me give you a couple of 
examples. 

If you watch television late Sunday 
nights, you've probably seen Herbalife's 
infomercial. In the audience are 400 or 
5000 people, all of whom sell Herbalife 
products. The leader starts by asking, 
"How many people have sold $10,0007 
The entire audience is on its feet. When he 
asks, "How many people have sold more 
than $200,000?" 10 or 12 people are still 
on their feet, and he calls them to the po-
dium. The dialogue goes like this: 

Leader: "How long have you been sell-
ing Herbalife?" 

Seller: "Waall, now, let me see, two 
years, give or take a couple months." 

Leader: "And what did you do before 
that?" 

Seller: "I herded sheep in Utah.' 
All the people in that audience bought 

the same sales kit for about $35. They all 
started on their friends and relatives. How 
did this ex-shepherd do so well? He's just 
seeing more people and working harder. 

Let me prove it one more way. In Cleve-
land and its suburbs, some 9000 people 
have a real estate license, but only 40 or 
50 make the list as top salespeople, and 
only one is always at the top. These people  

they take real estate seriously. They work-
full-time at it, they've paid their dues over 
a period of years and they work hard. 

Make it fun 
Approach selling as something that's 

fun. First of all, you want to enjoy your 
work. As I mentioned earlier, work should 
not feel like work. Of course, we have to 
do certain things we don't want to do, but 
there are ways to make those things fun. 

Second, we enjoy doing things we do 
well. Life is a game. The better we play it, 
the more fun we have, and the more we get 
out of life. You'll enjoy the people around 
you more, and they'll enjoy you. 

Dr. Hal Becker is the Jbrmer Number / 
salesperson of the Xerox Corporation '.s 

national sales force of 11,000. He is also 
the founder of Direct Opinions, afirm that 
provides follow-up phone services to track 
customer needs, with offices throughout the 
U.S. and Canada. in 1990 he sold Direct 
Opinions to give lectures (111(1 .seiitinur.c 
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• 1987 GMC 7000, DSL, w'AA600P, 56 
• 1986 GMC 7000, DSL, wiAA600P, 56' 

• 1988 Ford F600 w/14' Fontain CiD 
• 1987 Ford F700 w/12' Arbortech, C/ID L-Shape 
• 1986 GMC 6000 w/14'. Southco C/D L-Shape 
• 1986 GMC 6000 w/12', Arbortech C/i) L-Shape 
• 1986 Ford F-600 w/12', Arbortech C/ID L-Shape 
• 1985 Ford F-600 w/12', Arbortech C/ID L-Shape 
• 1985 GMC 6000 w/12', Arbortech CD L-Shape 
• 1987 GMC 6000 w/Slipt Dump Man Cab 
• 1982 Ford F-600 w/12' Aibortech C/I) L-Shape 
• 1928 Rrus(, Rand:r D:.e Chipper 5 0,1 Car 7  200 

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

REACHING NEW HEIGHTS FOR 1995 

Circle 38 on the Reader' Service Card 	 Circle 9 on the Reader Service Card 
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The Line 
Clearance 
Tree 
Trimmer 
Certificatio 
Manual 

A Complete 
Student 

divity Guide 
For Entry 

Level Tree 
Workers 

• With more than 300 pages and more than 
260 comprehensive illustrations, this 14 
chapter manual contains all the information 
you need to certify line clearance tree 
trimmers and other tree workers who may 
come within 10 feet of energized wires in 
the course of their work. 

• The new ACRT manual meets all OSHA 
191 0.269 requirements for line clearance 
tree trimmers, OSHA 191 0.331 requirements 
for non-line clearance tree workers and 
ANSI Z133.1-1994 electrical hazard training 
requirements. 

• The ACRT Institute of Arboriculture and 
Urban Forestry offers testing and certification 
for OSHA 1910.269 compliance. 

• To order, send check or purchase order 
for $115 plus $5 shipping per manual, or 
phone in Visa and MasterCard orders. 
Call for electrical hazard awareness testing 
and certification costs or for help to set up 
your program. 

• Each of the 29 illustrated lessons has a 
corresponding written and peformance test 
that is furnished with the guide. 

• Field proven as the urban forestry textbook 
in the United States Forest Service's Job 
Corps' urban forestry training programs. 

• Useful resource for utilities, municipalities 
and commercial arborists who provide 
on-the-job training. 

• Ideal for Youth Conservation Corps, JTPA, 
Americorps, vocational high schools, 
community and technical colleges and other 
organizations providing entry level training 
for urban forestry and tree care positions. 

• The 525 page Student Activity Guide can 
be used as a primary text, supplement to 
current material or as a self study program. 

• To order, send check or purchase order for 
$85 plus $5 shipping per manual, or phone 
in Visa and MasterCard orders. Call for help 
to set up your training program. 

See us at 	 R 
TO EXPO 	 T 

195! 	 t INC 

Environmental 
Specialists 

The ACRT Institute of Arboriculture & Urban Forestry 
P.O. Box 401 • Cuvahoga Falls, OH 44221 • 800-622-2362 • FAX 216-943-7200 

Circle I on the Reader Scr ice Card 
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WOULDN'T A COUPLE MORE 
HOURS A DAY BE NICE? 

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

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

Costing 
• Benefits and Human Re- 7 

sources 	 A 

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

TIME 
COMPRESSION 

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

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

Simplified regulatory Compliance 
Information 

lo- Industry-developed Management 
Guidelines 
No- 
 Ready-to-use Training Programs 

Advertising and Public 
Relations materials 

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

\PPOrt  

A Toll-Free Hotline for 
business and 
technical questions. 
Plus, a recent 

t / / 	independent survey of 
NAA members revealed 

that 91% were satisfied. 
/ very  satisfied or 

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

time you found the easier way of 
succeeding? 

New members pay only $150 
from now until December 

1996. That's the equivalent of 
$10.71 per month! An 

unbeatable value! 

The National Arborist 
Association 

TOLL-FREE: 
1-800-733-2622 

Leading commercial 
arboriculture into the  ~FSee us at 

21st Century. 	TC1 EXPO 
1951 

P.O. Box 1094. Amherst, NH 03031 
FAX: 603-672-2613; E-Mail: 76142.463@compuserv .com  

Circle 46 on the Reader Service Card 
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MANAGEMENT EXCHANGE 
BY Chris Fisher and Harriet Wright 

Building a Collection Policy 
A strong Collection policy is essential to 

maintain a healthy cash flow, especially in 
a small business. Just as a builder needs a 
blueprint and materials to erect a building. 
a business owner needs tools, a solid foun-
dation, framework and a collection plan in 
order to keep the cash flow constant. 

Recently, a small business owner found 
himself with a backlog of accounts receiv-
able that was getting older every month. 
When asked why he wasn't trying to col-
lect it he said, "I just got tired of dunning 
the customers month after month. I knew 
I'd never collect it all so I just gave up." 

Many business owners find themselves 
in the same frustrating position. Custom-
ers are slow to pay, many just don't pay 
and it becomes harder and harder to perse-
vere in the collection. They finally give up 
or, as a last resort, turn over the accounts 
to an outside agency. 

A collection agency takes as its fee a 
percentage of what it collects. Adding this 
fee to a business' general overhead and 
payroll expenses can mean reduced prof-
it'. 

Some businesses collect 95% or more 
of what they bill. How do they do it? They 
start \\ ith  a good. strong collection policy. 

Laying a strong foundation 
Everyone knows that a strong founda-

tion is necessary if a building project is to 
be successful. This principle applies in the 
building of a collection policy as well. 

:\nother small business owner decided 
to apply these principles to his business and 
within a few months increased his cash 
I'low with successful collections. 

lie began by establishing an accurate 
complete method of record-keeping. 

Without these records the job of collection 
becomes difficult. When ajob is difficult, 
the staff or the owner becomes reluctant 
to do it. Too often collections are over- 

looked or put aside for later" until a seri-
ous cash flow problem arises. At this point 
it is often too late to collect many unpaid 
balances. 

In construction, the building is held to-
gether with cement. If the cement is not 
mixed correctly, the structure will have 
weaknesses and begin to crack. 

Similarly, accuracy in paperwork di-
rectly affects the bookkeeping structure of 
a business. It must be built step by step with 
complete and accurate information as to 
who, how and what must be billed. 

Whether your system is manual or com-
puterized, it should provide a ready 
reference to all of your financial records. 
It should be maintained on a monthly ba-
sis, and the data entry system should ensure 
that the data is posted promptly and 
accurately. 

Tools for collection 
To build a sturdy collection founda-

tion, all of the available tools should be 
used. They should be implemented by the 
owner or manager, used by the staff and 
not changed constantly so customers 
won't become confused. 

The first small business owner knew that 
collecting from his customers was the  

least favorable task for him and his staff. 
He felt shy and uncomfortable with 
phone calls. However, once his collec-
tion policy was established and his staff 
well trained, collections became part of 
the daily routine in the office. 

He found that having the right person 
in the right job is extremely important 
when trying to collect money. The em-
ployee in charge of collections must be 
well trained in the accounting system; 
the collection policy as stated for the of-
fice; how to be firm, yet diplomatic (what 
is known as a "collection backbone"); 
not allowing emotion to interfere with 
discussing a collection issue with a cus-
tomer: and understanding the customer's 
objections to the payment of the account 
due. 

He also found that collection became 
easier when he had all the paperwork at 
hand and it was correct and up to date. He 
told us, "I was spending more time on the 
phone explaining to my customers what 
they were being billed for than out doing 
the actual work. Now I have invoices that 
provide a clear, concise description of 
goods sold or the services rendered." 

Your regular customers will not become 
"problem accounts" if they receive regu-
lar, consistent statements. 

Another tool that is helpful in collec-
tion is the aged accounts receivable 

Too often collections are overlooked or put aside 
"for later" until a serious cash flow problem 
arises. 
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listing. It can show you at a glance the 
amount each customer owes and how long 
the amount has been owed. The older an 
account becomes, the more difficult it will 
be to collect until finally it becomes 
uncollectable. By using an aged accounts 
receivable list, you can keep up with the 
older accounts. 

Letters and phone calls 
Once the small business owner had es-

tablished a good foundation for his 
collections, assembled the proper tools to 
get the job done and constructed consis-
tent policies of obtaining payment. he 
could deal with those old "problem ac-
counts." The most effective methods are 
collection letters and phone calls. 

The first demand for payment can be 
a friendly reminder note typed on the 
customer's next statement. This note 
should be signed by the person sending 
the statement along with that person's 
title. The second demand should be 
stronger, requesting the customer's co-
operation in sending prompt payment. If 
payment is not received, your staff  

should make you aware of the problem 
and keep you informed of the collection 
progress. A letter may be sent to request 
the customer to call the office to make pay-
ment arrangements. If there is still no 
response, a final letter can be sent stating 
that the account will be turned over for col-
lection on a specific date unless payment 
is received. If you use this type of letter, 
be sure that you are familiar with the fed-
eral and local laws regarding collection. 
Avoid making libelous statements or 
threats to a customer regarding actions on 
his account. 

When customers make their payments 
on a regular basis, it is a good policy to 
show appreciation for their promptness. It 
shows the customer that prompt attention 
to the debt owed is appreciated and veri-
fies the fact that you are expecting future 
payments on the monthly due date. 

The telephone is an effective tool in the 
collection process, but because they were 
collection shy, the small business owner 
and his staff spent little time collecting. So 
they set aside a portion of each day to make 
collection calls, creating a regular rou-
tine. They wrote out their dialogue on  

a piece of paper and always remained 
pleasant on the phone. This increased 
meeting their collection objectives almost 
immediately. 

The following are hints to aid in tele-
phone collection and help your staff to get 
positive results. 

Make sure they speak with the respon-
sible party. 

Your staff should identify themselves 
and the business. 

State the reason for the call. 
Ask fact-finding questions, such as: 

Are there any extenuating circumstances 
that prevent payment being made, i.e., 
death, illness, job layoff, etc. 

Present the payment plan. 
At the close of a collection call, the 

payment plan should be summarized a 
agreed and the customer thanked. 

Dealing with objections 
The most difficult part of the collection 

phone call for the small business owner 
was dealing with customer objections. 

Usually, the customer has many and 
varied objections to why he can't send in 

0i

See us at 
O EXPO 

95! 

ARE YOU SELLING SMART??? 
The art of effective selling is the key to success. 

Hal Becker, formerly Xerox Corporation's top Salesperson, will let you In on 
his secrets of successful selling and how to apply these tools In your business. 

The first part of the seminar will focus on: How to be the best in sales and 
customer service; how and what questions to ask; the importance of 
listening; how to find new business and keep it; how to deal with 

manage your time. 
"OS 

.\ 

N 

C3ct, 

I) 	

satisfied and dissatisfied customers; closing a sale; and how to 

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

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

1995-96 SALES WORKSHOP DATES & LOCATIONS 

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

For More Information, 
Call the NAA at 1-800-733-2622 

Circle 48 on the Reader Service Card 
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a payment. Some types of objections can 
be overcome by suggesting a payment plan 
suitable to both the business and the cus-
tomer. The customer should be asked when 
he feels that he will be able to meet his 
obligation and if he could send in a por-
tion of the amount due immediately. 

Other objections such as "the services 
or merchandise wasn't really what I 
wanted," or "the service really didn't help 
me" might be handled by the owner rather 
than the staff. Some are valid objections 
and a correction of the situation by the 
owner or manager is in order. 

Some objections might be unfounded 
excuses for non-payment and the collec-
tor must maintain a business-like yet 
pleasant disposition when asking the spe-
cifics of each situation. Once the facts have 
been assembled, a determination can be 
made if the objection is a valid one. 

The most common objection is that the 
bill or amount due is incorrect. The follow-
ing four steps will aid in solving this type 
of objection. 

I. The collector should determine the 
part of the bill that the customer feels is 
incorrect. Statements or requests for pay- 

ment should not be sent while the account 
is being disputed. However, collection may 
continue on the portion that is not being 
disputed. 

The customer should be requested to 
provide the basis of his objection in writ-
ing. This request should be mailed to the 
office within 10 working days. 

The owner or manager should take an 
active part in settling disputes once the 
written objective has been received. After 
the decision has been presented to the cus-
tomer, payment should be requested 
immediately by return mail. 

In addition. preplanning collection calls 
will greatly increase their effectiveness. All 
of the needed information should be as-
sembled before the call is made, such as 
the name of the customer or responsible 
party, dates service was rendered or mer -
chandise shipped, amounts currently due 
and past due. Keep a diary showing what 
collection procedures have already been 
done and what payment arrangements have 
been made. 

The bottom line 
In today economy, all husineses are 

being affected by the shrinking dollar. The 
problems in the nation's construction and 
auto industries are well known. In the 
medical industry many private business 
owners are being hard hit. Many custom-
ers are unemployed and thereby uninsured 
and/or unable to pay their bills. 

The bottom line is that all businesses 
must become acutely aware of how collec-
tions are being made in their own offices. 
When our small business owner took a 
good look at his collection policies and 
began to make the necessary changes, his 
collecting became easier and his cash flow 
increased. Why not check your collection 
structure now and secure it today? It could 
make the difference between a financially 
solid business or a business headed for 
problems. TCI 

Chris Fisher and Harriet Wright are 
owners of Insights Unlimited, a manage-
ment firm based in Los Angeles. They have 
co-authored many articles appearing in 
1I(l(l(' (111(1 j'iotc s.ioiial publicaTU)fl.c. 

JOHN BEAN SPPRMA)YERS... 
_ANEw NAME 

1 	Durand-Wayland   Machincly, Iiic. purLJlasL'd the F'IIC Sprait'r Dii'isioii in LiX'c'nib'r 
J 1994. We've changed the name to John Bean Sprayers, but the product line and 
basic dealer network remain the same. Fortunately, a number of key FMC sales and 
customer service representatives made the move as well. We're confident the combined 
ctrenqlhs of Jo/in Bean and Durand- Way/and will provide the building blocks for a 
V01'r ii eessfiil tuturt'. This acquisition has not been easy, nor has it progresse1 as  

smoothly as we would like - but real progress has been made. 
4 	, '--- Since December we've purchased a new 60,000 square foot 

I 	 ..,. 
-" production and warehouse facility, moved, hired and trained 

F 
) 	 \ * 

rv,"e  
new personnel, started up dual production lines, transferred tons 
of data to our computer  system and established vital credit with 
ne1i' vendors. Our engineers are still busy getting acquainted with 

- 

	

	

the product line, but we're moving full speed ahead. We've more 
than doubled our metal cutout capacity. We're expanding our 

' 	

"i oljiies to handle the extra workload. We've been filling old orders 
j 

 

and taking new ones, producing new sprayers and learning a great 
- 	 ' 	 deal about what we're doing. The challenges have been monumental. 

BUT NOW things are beginning to come together. Production is 
increasing. Our workers have a season behind them. Our sales team 

- 	 is ready, and we've got a solid dealer network already in place. So - - 	 "- 	
-- 	 a'Iicn you re ready to buy your next sprayer, look for the new John _- 

	

	Bean Sprayer  Dealer signs  that will be going up at all 
the best dealerships across North America. 

oSeeusTC~ 
	 SPRAYERS 

 395 Industrial Drive, Hogaiis'iIIe GA 30230 706 637-5251 
A DIVISION OF DURAND-WAYLAND MACHINERY, INC. 

Circle 39 on the Reader Service Card 
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To be listed in the CTLA Tree & Landscape Appraisers Referral Registry, 
complete & send to: 

CTLA  I 
5130 West 101 1  Circle 
Westminster, CO 80030-2314 

i 

Name 	Phone  

Company 	Fax  

Address 

City 	State/Province  Zip 	
i 

Member of (Circle) AAN 	ASCA 	ALCA ISA 	NAA 
i 

Number appraisals perfonied (Circle): 

Trunk Formula Method 	0 	1-10 	10-30 over 30 	
i 

Cost of Cure Method 	0 	1-10 	10-30 over 30 

# Years appraising plants: 	0 	1-10 	10-20 over 20 	
i 

# Times defended appraisals 
in court or depositions: 	0 	1-5 	5-10 over 10 	

i 

Plant appraisal 	Where  Sponsor 	
i workshop attended: 

When  

Type of appraisal referrals preferred (check): 
Large Trees 

i 
u 	Landscaping & Replacement-size Trees 

i 
Both  i 

! 	Additional information: ! 

I Date:  	I 
L 	 Signed 

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

You Can Be Listed 
In CTLA's New 
Referral Registry 

The CTLA Tree & Landscape Ap-
praisers Referral Registry is being 
reworked in order to have an accurate 
and current list at the Council's new 
headquarters in Colorado. 

To be listed in the Registry, a person 
must be a member of one of the five 
sponsoring organizations of the Council 
of Tree and Landscape Appraisers. 

Those organizations are: The Ameri-
can Association of Nurserymen, The 
American Society of Consulting Ar -
borists, The Associated Landscape 
Contractors of America, The Interna-
tional Society of Arboriculture and the 
National Arborist Association. 

The information requested must be 
submitted on the form to the right or a 
photocopy of it. 

Call CTLA at 303-466-7657 if you 
have any questions or for further infor-
mation. 
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The SATURN unit is the ultimate tree trimmer with a working height of up to 57 feet. Greater overcenter boom actuation 
provides exceptional reach capacity for improved productivity. Lower boom actuates 138: .  

If YOU are already using a SATURN aerial lift, then you are 
experiencing the reliability, maneuverability and easy 
operation that we knew you would expect when our 
engineers designed it. But we believe that building and 
designing a good product is just half the job . . . the rest is 
quality service. Whether it's helping you make a prudent 
purchasing decision, getting your equipment delivered to 
YOU on time, following up and putting your unit into service, 
or helping you maintain the machines you use day after 
day. . . TECO is always there for you. 

Choosing a reliable partner for your business is the best 
assurance for a solid future. So if you aren't using a 
SATURN in your neck of the woods. . . branch out by 
giving us a call. TECO Sales and Service Centers and 
Dealers are located nationwide to assist you. 

TECO-Birmingham, AL 	TECO-Honeybrook, PA 
(205) 987-7534 	 (215) 942-2500 

See us at TC1 EXP0 ,951 

POINTS TO CONSIDER 
• Lower boom actuates 138° 
• Excellent side reach - 44 feet 

• 57 feet of working height 
• Boom actuation without chains or cables 
• Smooth, easy one hand control 
• Quick set-up, saves you time 
• SATURNS are in service worldwide 
• Economical to own and maintain. 

9733 Indianapolis Road 
Fort Wayne, Indiana 46809 

(219) 747-1631 

Circle 71 on the Reader Service Card 
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The arborist's directory for the Internet 

What is ArborNET? Quite simply. it is 
a collection of Internet information that 
TCI feels could be useful to arborists. 

What is the Internet? The Internet is an 
international unification of some 12,000 
electronically linked computer networks. 
Most of these networks are at universities, 
governmental agencies and corporations; 
collectively they connect 25 to 30 million 
computer users. 

A personal or company electronic mail 
(E-mail) address, like a Street address, 
identifies where the users can be located. 
There is no central repository of addresses 
for the millions of users, so the best way 
to find someone's E-mail address is to call 
them. Or, you can "surf' the Internet, us-
ing access software and key words to help 
you find information of interest. 

The Internet uses a global network of 
satellites, fiber-optic cables, telephone 
lines and mainframe and desktop comput-
ers to exchange information. An E-mail 
message sent through the web of 12,000  

computer networks is automatically sent 
via the fastest route. The cost of that mes-
sage is relatively inexpensive. For instance. 
using CompuServe, the charge to read or 
send Internet messages is 15 cents for the 
equivalent of a 900-word document, and 5 
cents for each additional 300 words. You 
could read this article as an E-mail mes-
sage for a dime or less. 

To access the Internet, you need a com-
puter in the 386 or higher class with a 
modem and the proper communication 
software. Don't be intimidated. If you can 
use an automatic teller machine, you can 
send E-mail. 

In addition to sending and receiving 
mail, you can tap into forums, informa-
tion libraries, or bulletin boards that list 
government and corporate activities, rul-
ings and legislation. And, you can tap 
into a Home Page or Web Site - think of 
these as stores or libraries where you can 
browse through information, even make 
purchases. 

The National Arborist Association 
maintains a Home Page. The association's 
initial goal is to present the importance of 
large tree maintenance to the general pub-
lic. Specific member services will soon be 
offered. 

The Internet may well be the communi-
cation medium of choice in the 
not-too-distant future. We felt it was ap-
propriate to introduce ArborNet in thk 
issue, which 
care industr\ 

This Inter  
a very humble beginning. With your 
help, we plan to grow this feature into a 
comprehensive information source in the 
coming months. We plan to add univer -
sity and extension, governmental, and 
commercial vendor listings. Contact TCI 
with any Internet addresses that you feel 
should appear in this listing, or drop us a 
note at 76142.463@compuserve.com .! 

E-mail & Website Addresses 

Green Industry Associations 
The American Horticultural Society 
E-mail: garde@ahs.com  
URL: http://emall.com  
American Society of Landscape Architects 
E-mail: landnet@asla.org  
URL: http://www.asla.org/aslal  
International Society of Arboriculture/University of Illinois 
E-mail: isa@prairienet.org  
URL: http://www.aguiuc.edu/ 
National Arborist Association 
E-mail: 76142.463@compuserve.com  
URL: http://newww.com/org/naa  
National Gardening Association 
E-mail: nga@together.org  or: 76711 .4l7compuserve.com 
NGA manages the Garden Forum on Compuserve Information 
is available on the Hearst News Media page: http:// 
www.homearts.com  

R.I.S.E. (Responsible Industry for a Sound Environment) 
E-mail: lawder@acpa.org  

Colleges & Universities 
Cornell University - home and garden insect fact sheets 
URL: http://www.cce.cornell.edu:80/l/  
Purdue University - general address 
URL: http://www.purdue.edu  

Vendors 
Ben Meadows Company, Inc. - equipment & supplies 
E-mail: mail@benmeadows.com  
URL: http://www.benmeadows.com  

General Interest 
YAHOO: Searching program in which one can look under sci-
ence for (at last count) 48 forestry and 38 horticulture pages. 
GardenNet: http://www.olympus.net/gardens/welcome.html  
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THE MOST EXPERIENCED MANUFACTURER 
IN THE INDUSTRY 
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JOD/CHUCK ECOCHIF 

Used by the largest right-of-way contractors 
I /[ff/7/Jp//7ifJ[jf 	1-800-269-5188 

1-704-482-4356 CHIPPER CORPORATION 	Shelby, North Carolina 
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If you can't get to it safely you can't prune it or otherwise work in a tree. NAA's 
video orientation to ROPES, KNOTS & TREE CLIMBING provides: 

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

All of the appropriate elements of the ANSI Z133-1994 are included. 

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

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

'I TREE CLIMBING 
IS FOR TRAINED 
PROFESSIONALS 

'Ir 



INDUSTRY ALMANAC 

December 1, 5, 7 
NAA Job Estimator's Workshops 
Contact: 1-800-733-2622 
Dec. 1: Atlanta, Ga. 
Dec. 5: St. Louis, Mo. 
Dec. 7: Portland Ore. 

December 2 
LIAA Seminar: A New Tree Experience 
Hofstra University 
Hempstead, Long Island, N.Y. 
Contact: 516-225-1569 

January 6, 13. 20, 27 
NAA Sales Workshops with Hal Becker 
Contact: 500-733-2622 

Jan. 6: San Hallcico. Calif. 

Jan. I '): Rock\ 111c. NH. 

Jan. 20: 	monk. N.Y. 

Jan. 27: Nl11\\ aukec. \Vo. 

January 25 
Building With Trees 
Houston, Tex. 
Contact: The National Arbor Day Founda-
tion. 402-474-5655 

February 5-7 
Trees & Utilities National Conference 
Arbor Day Farm/Lied Conference Center 
Nebraska City, Neb. 
Contact: The National Arbor Day Founda-
tion, 402-474-5655 

February 11-14 
ALCA Executive Forum 
Pointe Hilton at Tapatio Cliffs 
Phoenix, Ariz. 
Contact: 703-620-6363 

February 13-18 
NAA Annual Management Conference 
San Diego Hilton 
Beach & Tennis Resort 
San Diego, Calif. 
Contact: 1-800-733-2622 

February 28-29 
Southern Illinois Grounds Maintenance 
School 
Gateway Convention Center 
Collinsville, Ill. 
Contact: Ron Cornwell, 618-692-9808 

March 4-5 
Michigan Forestry & Parks Association 
Winter Meeting 
Holiday Inn South Convention Center 
Lansing. Mich. 
Contact: 5 17-482-5530 

Send information 
for your non-profit event to 

TCI Magazine, 
P0. Box 1094, 

Amherst, NH 03031, 
or Fax to: 603-672-2613 

U10 11IND th 0 
s not  

11;L. preeeslenL 
fl maiing growth. Great returu on your investment. Golden 

opportunities. If this sounds like a fairy tale to von, you've 
iever been to New England Grows - one of the nation's fastest growing 
Green Industry events. And our growth means your growth. Make plans 
now to attend New England Grows 1996 where the sky is the limit. 

• Prosper from over 20 seminars presented by industry giants 

• Grow yo::r supplier base at over 700 display booths 

• Cultivate relationships with 8,000 of yoar peers 

Thursday, February 1 Saturday, February 3, 1996 

t NEW ENGLAND GROWS, INC. 
8D Pean S', 
South Natick MA 0Y0 
5086533009 FAX50865342 

.f.'osored b, Ne.. 2':o'a'd .'.'L e' .4. 'o.ct:o- • .4o."a!ea La' d.;, aPe .'o.'d.or; 0 
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ACRT and NAA Cooperators in NAA office: Back row, left to right: Michael Thomas. 
ACRT; Peter Wild, Boston Tree Preservation; Chris Luley, ACRT; Gary Fournier, Lucas 
Tree Expert Co. Front row, left to right: Peter Gerstenberger, NAA; Brian Barnard, NAA; 
Bill Collins, Collins Tree Service. 

CUTTING EDGE 
Tree Organization News 

ISA Research Trust Allocates Funding To Project On Mature Trees 

The 	International 	Society 	of 
Arboriculture Research Trust (ISART) re-
cently allocated funding to a project that 
will help quantify the benefits of mature 
shade trees. At the ISART Trustees meet-
ing in Hilton Head, South Carolina, the 
Trustees approved a $10,000 grant for an 
ongoing National Arborist Foundation 
project. The project is titled. "Developing 
an Individual Tree and Property Model to 
Demonstrate the Environmental and Eco-
nomic Benefits of Large Tree 
Maintenance." 

In 1991. the ISA conducted a "Research 
Summit" to determine the research needs 
of the tree care industry. At that time, al-
most every public penny was being spent 
on planting new trees without any consid-
eration for the care of existing urban and 
suburban trees. 

In 1994 the NAF, with the assistance of 
ACRT, submitted a proposal to the Na-
tional Urban & Community Forestry 
Advisory Council and was awarded a 
$170,000 Forest Service grant under the 
'cost share challenge" grant program. The 
study funded by the 50/50 matching grant 
will produce regional models that a com-
mercial or municipal arborist can provide 
to a client illustrating the benefits of large 
tree maintenance. These models will quan-
tify the environmental and economic 
benefits to be gained by caring for their 
large trees. 

The National Arborist Foundation is the 
research and education fund-raising arm of 
the NAA. The NAF's goal is to raise 
$85,000 for this project. The donation from 
the ISA Research Trust brought the amount 
already raised from private and corporate 
donations to just over $39,000. 

ACRT representatives met with NAA 
staff and several arborist professionals in 
March, June and September to review the  

progress made in the project. The cooper-
ating organizations expect the project to be 
completed by September 1996. 

Project cooperators are convinced that 
the project will be of tremendous benefit 
to the environment and to the American 
people. Commercial arborists, in particu-
lar, will soon be able to input information 
about a property owner's trees into a model 
and output the environmental as well as 
economic impact of the tree or trees over 
time. 

It is not the intent of this study to come 
up with an alternative shade tree evalua-
tion formula. Rather, the data and model 

enerated by this study will enable the ar- c) 

 or urban forester to place a dollar 
value on the cooling, heat-saving, carbon 
sequestering and other benefits of mature 
shade trees. 

Using the model, the arborist will be able 
to project the "return on investment" for 
tree maintenance procedures to help jus-
tify expenditures. The arborists who have 
studied the project feel that the end prod-
uct will be a valuable sales tool to use with 
those clients who are proactive about tree 
care and environmental protection. 

For more information, call the National 
Arborist Association at 1-800-733-2622: 
FAX: 603-672-2613, or E-mail to 
76142.463@compuserve.com . 

TCI Classified Ads Get Results - Call 800-733-2622 today! 
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ISA President Ken Meyer, left, greets NAA President Art Batson. 

Speakers & Activities Scheduled for NAA Winter Conference 

The theme of the 1996 National Arborist 
Association Winter Management Confer-
ence is "Meeting the Manpower Needs of 
the '90s and Beyond." The keynote speech. 
delivered by Michael Gerber of Gerber 
Business Development, contains a capti-
vating message on how to achieve your 
personal and business goals. 

The conference is being held at the San 
Diego Hilton Beach and Tennis Resort 
from February 13 to 18. For information 
or to receive a registration package. call the 

NAA at 800-733-2622, or write P0 Box 
1094, Amherst, NH 03031-1094. 

Besides Gerber, theme speakers include 
Ward Peterson, "Personnel Trends and The 
Tree Care Industry" Bob Spence. "How 
to Hire the Right People": Dr. Bobbe 
Sommer. "Improving Employee Perfor -
mance through Training": and Dave 
Seibold. "Writing and Delivering Effective 
Performance Appraisals." Spence, 
Sommer and Seibold will be available on 
the day of their talk for optional afternoon  

round table sessions. 
Supplementary management topics and 

speakers include Hal Slater, Motivating 
Your Sales Team" and Larry Helms. "How 
to Change Change to Opportunity." 

Social activities include a National Ar-
borist Foundation-sponsored golf 
tournament an excursion to Tijuana; site-
seeing tour and behind-the-scenes view of 
the San Diego Zoo; and a spouse shopping 
and dining trip to the scenic La Jolla, 
known as the Pacific Gem." 

NAMSA Executive Committees Meet 

Traditionall\. the National \rhorist 
Association and International Society of' 
Arboriculture Executive Committees 
meet at the ISA Annual Conference to 
share plans and information. They also 
use the opportunity to plan and coordi-
nate current and future activities that 
involve both organizations. As an ex-
ample, this year the committees 
discussed a joint venture video project 
that will illustrate the new ANSI A300 
Pruning Standard and complement the 
ISA Pruning Guideline. 

Incidentally, the top three ISA offic-
ers for 1995 - Ken Meyer. Sharon Lilly 
and Al Cherry - are all principals in NAA 
member firms. 

ilt1:I:1 
ALI) t 

Fire Wood Processing 
Equipment 

Splitters, Processors & Conveyors 
for the Professional and Homeowner 

over 10 years experience in the business. 
118 Spruce Street 
Rutland, VT 05701 

802-775.4227 
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Discover the 

Quallmly 
Value 

of Weaver Leather 
Arborist Products 

Aike these Quality Positioning Saddles 

4-Dee Single Thick Cotton Saddle 
with Neoprene Leg Straps 

The 3' cotton webbing on the inside 
of this belt is soft and comfortable. 

4-Dee Extra Wide Back Saddle 
with Neoprene Leg Straps 

A 6' waist back, padded with 1/4 foam 
saddle seating and lined with soft chap 

leather, provides comfort and 
back support. 

Saddles are available in four sizes. 
Saddles meet ANSI #A10.14 1991 criteria. 

,j 4"&UJkAL.A 
Call today for a distributor near you and 

discover ten more Weaver Leather 
saddles, Plus a full selection of quality 

arborist products. 

100% Satisfaction Guaranteed 
Ph: 1-800-932-8371 
Fax: 18006932837 

Local and International 
Ph: 216-674-1782 A Fax: 216-674-0330 

Made SA 

P0 Box 68, Mt. Hope, OH 44660 USA 
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Associations, EPA Give IPM Guide to Schools 

Children and teachers aren't the only 
ones scurrying across schoolyards and 
lunchrooms or sitting in classrooms. 
Schools provide a conducive environment 
for pest problems, and these problems trig-
ger discussions about pesticide use. 

RISE (Responsible Industry for a Sound 
Environment) recently teamed up with the 
National Pest Control Association 
(NPCA). Professional Lawn Care Associa-
tion of America (PLCAA) and the 
Environmental Protection Agency (EPA) 
to develop an IPM (Integrated Pest Man-
agement) in Schools informational 
mailing. With the help of the National 
School Boards Association (NSBA). these 
materials were sent to school boards and 
other school-related organizations this past 
summer. 

"1PM. including the use of specialty 
pesticides, assures that our children and 
school personnel can enjoy a safe and 
healthy academic environment," says 
Allen James, executive director of RISE. 

In response to questions about pest con-
trol policies and programs in schools, the 
EPA developed "Pest Control in the School 
Environment: Adopting Integrated Pest 
Management.' One of its purposes is to 
provide an understanding of IPM prin-
ciples so that school officials can make a 
responsible decision regarding pest control 
options. It emphasizes that professional 
pest control and lawn care applicators are 
trained in the proper planning and imple-
mentation of an IPM program. 

According to Dr. Janet Anderson, act-
ing director of EPA's Biopesticides and 
Pollution Prevention Division, it's impor-
tant that schools examine their pest 
management practices. The guide takes a 
step-by-step approach in helping school 
officials look at options for control con-
cerns. 

EPA had no funds to print or mail the 
guide, so RISE, along with the NPCA and 
the PLCAA, provided printing and distri-
bution. 

The NSBA co-sponsored the project and 
provided a mailing list of its members. 
Assistant Director Lori Wesley says, "It's 
important that school districts have an un-
derstanding of IPM in order to maximize 
effectiveness while minimizing risk, which 
is ultimately the concern of school officials 
and the community." 

The mailing also included articles, such 
as "Why Schools Use Pest Control Prod-
ucts" and "Pesticide Registration and 
Regulation," which explain the pesticide 
testing and registration process; a case 
study that discusses a city school district's 
IPM program that made its pest control op-
eration more efficient and effective; and an 
information sheet that defines the goal of 
an IPM system as a way to balance the 
benefits of control, costs, public health and 
environmental quality. 

To receive IPM in Schools materials. 
contact NPCA, 8100 Oak Street, Dunn 
Loring, VA 22027. or call 800-678-6722. 

About the associations 
RISE addresses key issues affecting the 

specialty pest management products indus-
try. Members include manufacturers. 
formulators, distributors and other indus-
try leaders involved with specialt\ 
pesticide products used in turf, ornamen-
tal, pest control, vegetation management  
and other non-food/fiber applications. 

NPCA represents specialists in the field 
of urban environmental pest control. It 
members are involved in the prevention 
and control of destructive and disease or-
ganism-transmitting insects, rodents an, 
other pests from homes, factories, food e-
tablishments, ships and other properties. 
Contact Bob Rosenberg at 703-573-8330 
for more information on pesticide applica-
tion in school buildings. 

PLCAA provides information on envi-
ronmental benefits of turf and proper lawn 
care practices. It sets standards and guide-
lines for professionals and homeowners to 
follow, disseminates information regard-
ing laws and regulations affecting the 
industry and promotes compliance. Con-
tact Tom Delaney at 404-977-5222 for 
additional information on outdoor pesti-
cide applications around schools. 

NSBA advocates excellence and equity 
in public education through school board 
leadership. Its 54 federation member state 
and territorial school board associations 
help school boards find solutions to the 
educational challenges they face each day 
in governing the nation's 16,500 school 
districts. For information on school 
boards, call Jay Butler at 703-838-6225. 
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See us at 
TC1 EXPO 

THE BEST BENEFIT PACKAGE  
IN THE INDUSTRY 

Wisconsin engines offer the most comprehensive 
"benefit package" to end users of industrial equipment. 
Nine gasoline models from 7.0 to 65.9 hp are available 
with numerous accessories to meet the requirements 
of the most demanding applications. To further diver-
sify their usage, all models are designed to operate 
on LPG. dual fuel and natural gas. In addition to the  

flexible design, Wisconsin engines are built tough to 
keep your equipment working harder, longer. Design 
improvements are being made to current models, 
such as those shown for the V465D. 

Before you start your next job, contact your 
local distributor to take advantage of the Wisconsin 
"benefit package". 

PRODUCT LONGEVITY 

Designed for industrial! 
construction use. 

Because the Wisconsin engine is not a 
re-engineered automotive engine the 

MULTI-FUEL CAPABILITY 

• Gasoline 

-r 	• LPG 
• Dual fuel 
• Natural gas 

I 

MADE IN THE 
U.S.A. 

All oi our 
Wisconsin 
engines are 

7V 	ENGINES 
PFN WISCON 

TOTAL POWER CORP. 
3409 Democrat Road • P.O. Box 181160 	Memphis, Tennessee 38181 	Phone: (901) 365-3600 

Circle 83 on the Reader Service Card 

FREE CARE INDUSTRY - NOVEMBER 1995 	 53 



Circle 67 on the Reader Service Card 

PUT FERTILIZER 
	

German Climber Is UK/Ireland Skills Champion 
WHERE IT'S 

SUPPOSED TO BE 
IN THE TREE'S 

"FEEDER ROOT ZONE" 

THIS SYSTEM IS IDEAL FOR THE 
PROFESSIONAL ARBORIST. 

THE WEBSTER ROOT ZONE 
FEEDER makes tree and shrub 
fertilization fast and economical 

Kay Busmann, one of Germany's top 
tree climbers, won the first UK/Ireland 
Arborist Skills Championship. 

Jan Grzeda established himself as the 
top British climber with an overall sec-
ond place and will be the automatic 
selection for the ISA International Tree 
Climbers' Jamboree in 1996. 

Main sponsors and top UK Tree Com-
pany, Gristwood & Toms, supplied a new 
Stihi 020T for the winner and over 2000 
British pounds (about $3300 U.S.) in 
prizes for all the climbers. 

The competition was held at the 
Arboricultural Association's (AA) An-
nual International Conference at 
Lancaster University and will be in-
cluded in future AA conferences. Robert 
Kennedy, the new AA chairman, said, 
"The Americans have led the way with de-
veloping the Jamboree concept and we are 
very pleased to have at last incorporated 
them into our European conferences. We 
have some of the most talented climbers in 
the world and it is now only a matter of time 
before we see a European go to America 
and become World Champion." 

The final placings were: First - Kay 
Busmann (Germany): Second - Jan 
Grzeda (Great Britain): Third - Peter 
Schmeller (Germany): Fourth - Luke 
Steer (Great Britain); Fifth - Peter 
Styrnol (Germany): Sixth - Guy Thomas 
(Great Britain); Tie for Seventh - Jeremy 
Barrell and Craig Johnson (Great Brit-
ain); Ninth - Michael Kemp (Great 
Britain): Tenth - Noddy Knott (Great 
Britain). 

"At the moment there are some lunda-
mental differences between the European 
style skills competitions and the American 
Jamborees," commented Jeremy Barrell, 
the competition organizer and European 
representative on the ISA Jamboree Com-
mittee. "The European Chapters are 
working hard with the Americans to come 
up with an agreed set of competitions rules 
which will make the current ISA Jamboree 
a true World Championship. We expect to 
have achieved this goal in time for the first 
ISA Conference outside the American con-
tinent scheduled for Birmingham in 1998. 
The successful UK/Ireland competition 
takes us all one step nearer to that goal." 

Drills and fills in one operation 
drilling a 1-1/2" diameter hole up 
to 14" deep, the unit depenses 
4 ounces of granular fertilizer, 
reaching over 90%  of the tree's 
feeder root system. 

Lightweight and portable, 
the Webster drills and fills up to 
6 holes per minute, putting the 
proper nutrients right where the 
tree needs them, in the feeder 
root zone. 

This unit can also depense 
drainage materials such as pea 
rock to improve aeration and 
reduces compaction in heavy clay 
soils. 

See us at ICI EXPO951 

W M Z(~9PE C04 
Webster Corporation 
210 17th Street SW 
Jamestown ND 58401 
(800) 785-8994 
(701) 252-0875 
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• All galvannealed material (no rust) 
• Southco's years of experience 
• Customer satisfaction of knowing "You've 

bought the best" 

OTHER SOUTHCO PRODUCTS: 

FEATURES: I 
4 left. 

• National Knuckle Cranes 
• Braden Winches 
• Prentice Loaders 
• Ford, GMC, International Chassis Cabs 
• Omaha Standard Platform & Service Bodies 
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of Chipper Bodies and 
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Model: Multi-Purpose 10', Removable 
I 	 - 	 top & sides, 8 1-m cross box assembly 

• 	-gjp 	StIEI 

Model: n B - 10 x 60, Forestry Body 
w/enclosed top ladder rack 

Model: 14'x 72 0  high, Forestry Body.  
L' cross box assembly 

 
INDUSTRIES. INC. 1840 E. Dixon Blvd. Shelby, NC 28150 704-482-1477 FAX 704-482-2015 
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550 ss 0 Aerial LiftIGNIC & 
Ford, 366, 5sp2sp. 1984-93 gas & 
diesel. 10 available, $24500 & lip 

2 
0 

iYSo GMC 521 t Hi-Ranger, 
366, 5sp2sp. Ins. upper & 
loner, tool ciruitrv. S36.500 4 

Arborists Urged To Participate In Survey BISHOP COMPANY 
Brings YOU 

Everything Under 
The Sun 

Let 
BISHOP 

COMPANY 
do the job 
for YOU! 

• Place your order with 
confidence with our 
experienced sales staff. 

• Gigantic inventory of 
arborist equipment 

• Lightning speed ship- 
ments to your door. 

• Reliable, courteous 
service and advice. 

• Serving the industry for 
50 years. 

Call 

1-800-421-4833 
or FAX to 

(310) 698-2238 

The Forest Health Protection Unit of 
the USDA Forest Service is conducting 
a survey to assess the training and pub-
lication needs of persons working in the 
field of Urban Forestry as they relate to 
urban forest health issues. 

Specifically, the group is interested in 
arborists' and urban forestry profession-
als' training and publication needs in the 
areas of insect and disease management, 
long-term tree care, hazard tree manage-
ment, and natural disaster planning and 
mitigation. Survey results will be used to 
determine which educational materials 
and programs should receive the highest 

RAPCO 
CARBIDE I 
CHAIN...J 
WITH RAPCO 

CARBIDE CHAIN 
YOU CAN CUT 

20 to 25 CORDS 
WITHOUT 

RE-SHARPENING! 

priority for inclusion in educational out-
reach programs. 

The researchers are particularly inter -
ested in surveying the needs of private 
arborists. Those who are interested in re-
ceiving a copy of the survey may contact 
the researchers at USDA Forest Service, 
State & Private Forestry, 1992 FoIwell 
Ave., St. Paul, MN 55108. Attn: Barb 
Spears, or call 612-649-5247. 

The survey requires 15 minutes to 

complete and consists of 10 questions. 
Responses from the private sector will 
better enable the Forest Service to serve 
needs in that area. 

like 
a 

Diamond 
WORLD'S FINEST! 

R 	INC 
SALES BY: RAPCO MARKETING INC. 

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

PHONE: 1-800-959-6130 FAX: 503-255-4807 

BISHOP COMPANY 
P0 Box 870 

Whittier, CA 90608 

FREE Catalog 
Upon Request 

XL 

DIJCOVER 	AMERICAN 
MM am M EXPRESS 
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Lewis Utility Truck Sales, Inc. 
Ridgeville IN 47380 	 , 

24  Hr. 	 Wood/Chuck  

Chippers ,4 cyl. 	1984 (MC A . 	 . 	 Drum style, gas 	900lb Iron Miller 400 Big fl S'V 	 & diesel motor, 	Blue Welder, Air comp. 
10 available 	gen., 60CFM Diesel, $7,200 

TO BE THE BEST? 

S 

S 
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CUTTING EDGE 
New Products & Services 

How Insect Pest 
Trapping Can Save 
You 
Money 

i 

Built with features that reflect the needs of cus-
tomers and changing power requirements, the 
new Cummins B Series engine includes a host 
of emissions control features and is designed to 
run quieter and require less maintenance. The 
B Series engines are also more powerful. with 
increases in horsepower from nine to 13 percent. 
In all, Cummins will offer approximately 30 dif-
ferent power ratings between the B3.9 (77-130 
h.p.) and the B5.9 (115-200 h.p.) engines. 
Cummins Michigan. Inc.. 41326 Vincenti Ct.. 
Nov]. MI 48050. Phone: 810-473-9000. 
Circle 91 on the Reader Service Card 

A new GEMPLER'S publication helps nursery 
growers and plant health care specialists learn 
how to save money by reducing unneeded sprays 
and by timing the sprays that are used for the 
best possible insect control. GEMPLER'S guide 
on How Insect Pest Trapping Can Save You 
Money" takes the mystery out of using traps to 
monitor insect infestation. The guide explains 
the difference between visual, unbaited and 
pheromone baited traps, and shows users how 
to interpret the results - keeping losses due to 
pest injury at a minimum. The guide also lists 
resources for those interested in learning more 
about IPM. GEMPLER'S. Inc.. Insect Trapping 
Guide, P0 Box 270, Mt. Horeb, WI 53572. 
Phone: 800-382-8473. 
Circle 92 on the Reader Service Card 

Jonsered Power Products has introduced the new 
model 2083 Turbo chain saw. The 5.0 cubic 
inchl82cc engine develops 5.9 DIN h.p. with a 
powerhead weight of 14.9 lbs. Features include: 
Jonsered's Turbo air filtration system: inertia-
activated chain brake; coil spring AV system; 
compression release; and an isolated carburetor 
and fuel tank design, for reliable performance 
in hot climates. Jonsered's products are imported 
and distributed by Tilton Equipment Company, 
P0 Box 68. Rye. NH 03870. Phone 800-447-
1152. 
Circle 93 on the Reader Service Card 
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Here's what a Professional says: 

"...We guarantee our 
transplants ...so, we 
use 'Tree Feeders'!" 

—thi uwdet, Owii 

Fuiwider Signature Tree Co. 

really helps! 
IT'S BIODEGRADABLE! 

PATENT PENDING 

Call 219/269-5888 or FAX 219/269-1047 
HAIMBAUGH ENTERPRISES, INC. WARSAW, IN 
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Vermeer 

Jordan David Safety & Health Products Com-
pany has announced significant improvements 
in "GRIPS"' a line of high-traction footwear. 
GRIPS now feature an improved adhesive which 
bonds the aluminum oxide grit to the sole of the 
shoe or boot. This ensures high traction even 
under the most severe conditions and increases 
the useful life of the footwear. Jordan David 
also improved the flexibility of the adhesive. 
Now the special glue can take more flexing and 
bending under extreme temperatures without 
the threat of cracking or losing its hold on the 
grit. Other GRIPS strengths include: patented 
Angle TredTM  design which uses the natural 
bending motion of the foot as an agent for re-
moving mud, slush and snow from the sole; 
heavy-duty PVC, one-piece construction, slip-
coat liner and an extra-broad opening to make 
putting on and taking off GRIPS easier. Jor -
dan David Safety & Health Products Company, 
P0 Box 400. Warrington, PA 18976. Phone: 
1-800-331-4268. 
Circle 94 on the Reader Service Card 

Stihl introduces the first earth auger equipped 
with an auger brake. When the auger hits some-
thing that it can't drill through, the QuickstopT' 
lever is triggered by backward pressure against 
the operator's thigh. This activates the brake and 
reduces the severity of a rotation of the 
powerhead in the operator's hands. The auger 
brake can also be triggered by hand so that the 
BT 106C can be started or carried without the 
auger turning. The lightweight, one-person au-
ger can drill holes up to 8 inches in diameter. 
The BT 106C weighs 16.5 lbs. (without auger 
bit) and is powered by a 2.1 cubic inch (34.4 
cc) engine. Other features include double gear 
reduction for improved torque; lifetime war -
ranted electronic ignition; the Stihi 
multifunction handle which allows start, stop, 
and operation at the push of a thumb; and op-
tional 17-inch shaft extension. Stihl 
Incorporated, P0 Box 2015, 536 Viking Drive, 
Virginia Beach, VA 23450-2015. Phone: 1-800-
467-8445. 
Circle 95 on the Reader Service Card 

Vermeer Manufacturing introduces the BC 1800 
drum-style chipper - the largest in its line of 
brush chipper products. Equipped with 18-inch 
vertical feed rollers, the BC 1800 allows opera-
tors to pull in and chip material up to 18 inches 
on an intermittent basis. The BC 1800 is 
equipped with a 69-inch feed table. Curb-side 
controls are standard and live hydraulics allow 
the operator to reverse the feed rollers even if 
the cutters stop. Engine options include 8 1 h.p. 
and 102 h.p. Perkins diesels as well as a 116 h.p. 
Cummins diesel. The chipper has an extend-
ible tongue that can be lengthened at 12 and 
24-inch increments. The machine has a 
heavy-duty 8000 lb. axle and wide, 12-ply 
tires for better flotation on turf areas. 
Vermeer's Auto Feed II system, optional on 
the BC 1800, increases productivity and re-
duces the likelihood of drive line failures. 
stalls and jams.Vermeer Mfg. Co., P0 Box 
200, New Sharon Rd., Pella, IA 50219. 
Phone: 800-829-0051. 
Circle 96 on the Reader Service Card 

NEED TO SHARPEN YOUR PENCIL 
AND STILL MAINTAIN PROFITS.fl  

"How did I ever come up with that labor rate?" 

"I thought I'd make money on that job, but..." 

If you hear yourself saying these things, don't 
go crazy! Go to one of our Estimators' Work-
shops! Learn the tips and techniques you need 
to quote the right price every time. 

It's tough to stay competitive and still make a 
profit, but you can learn. Our workshops offer 

you hands-on training with industry  professionals, plus 
you receive our Job Estimator's Workbook to help keep 
your pencil sharp and your profits up. Don't miss out on 
this opportunity! 

Upcoming Workshops See us at ICI EXPO95' 

Atlanta, GA, December 1, 1995 (registration deadline: 11120195) 

St. Louis, MO, December 5, 1995 (registration deadline: 11122195) 

Portland, OR, December 7, 1995 (registration deadline: 11124195) 

Call toll free for complete details and travel arrangements. 

1-800-733-2622 
National Arborist Association 

P.O. Box 1094 	 71 
Amherst, NH 03031:1094 

Fax 16036722613 
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TRIMMING 
SUPPLIES 

Mitts & Merrill Brush Chippers 
Hodges Stump Grinders 

Pruning Saws - Tree Calipers 
Pole Pruners - Loppers - Ropes 

Sprayers - Safety Saddles 
Climbing Boots - Work Clothes 

EXPERIENCE 
THE BEST 

• Fast Working 

• Economical 

• Easily Maintaine 
• Choice of 12" or 16" 

Cutterhead 

• Gas or Diesel Engine 

Write or phone 
for a free catalog. 

Karl Kuemmerling, Inc 
129 Edgewater N.W. 

\Massillon, Ohio 44646 

(216) 477-3457 

Circle 41 on the Reader Service Card 
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CLASSIFIED 

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

Experienced tree care professionals. Fast 
growing, quality-oriented company in the Chi-
cago North Shore looking for top-notch 
foremen to manage crews, equipment and 
shop. Ideal candidates will have a minimum 
of 3 years experience, CDL and strong de-
sire to achieve. Excellent compensation & 
benefits package. Please send resume and 
contact the Kinnucan Company, 28877 Nagel 
Ct., Lake Bluff, IL 60044. Phone: 708-234-5327. 

A growing Texas tree care firm is seeking 
professional salespersons and operations man-
agerto help us grow. Excellent pay and benefits. 
Send or fax complete resume. Rt 2, Box 409, 
Boyd. TX 76023; FAX: 817-834-0852. 

Tree climbers needed to install microwave 
antennas in trees for wireless cable indus-
try. One year experience. Pensacola. Phone: 
800-704-9473. Ask for Bill. 

PUBLIC UTILITY 
OPERATIONS MANAGER 

MID-WEST DIVISION 
Bartlett Tree Experts seeks a demonstrated leader to manage our Mid-
West public utility operations division. Candidates should have 10(+) 
years in operations management with solid exposure to line clearance. 
Candidates must possess ability to analyze utility bid requests, cst out 
specifications, and formulate profitable bid proposals. Fleet utilization 
skills and knowledge of equipment maintenance a plus. We offer 3 com-
petitive salary with excellent benefit package. Interested candidates 
should mail or fax their resume and salary requirements to: 

Victor B. Fleck 
BARTLETT VP Human Resources 

Bartlett Tree Experts 
Box 3067, Stamford, CT 06905 
Phone: (203) 323-1131 
Fax: (203) 323-1129 

EEO Employer 
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Arborist & Forestry Supplies At Discounted Prices! 
Great Prices On!! 

Sandvik-Windsor 	Certified Safety Products 	Veri-Products 
Saw Chain & Accessories) 	 First Aid Kits 	 Trimmer Heads and LLne' 

Sabre - Div. of Deere Co. 	N.P.A. Pro-File 
Saw Chain & Accessories) 	 Saw Chain Files, 	 Plus Many Other 

	

Elvex 	 Foley-PLP 	 Items!!! 
Safety Wear 	 Lawnmower Parts & Accessories) 

Order Toll Free: 800-828-1142 or Fax at 716-7544342 
Stop By And See Us At Norman Prince Associates Booth #1006! 

i 
Member *i

tBORIST 	 * Current N.A.A. Members 

ECT' 	 Receive An Additional 
 

10% Discount 
P.O. Box 352 

	

ARBORIST 	 From Our Alread Low Prices I Lewiston. NY 14092-0352  
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PRO 150 - 90 to 150 HP 

POWERFUL 

PROVEN 

PATENTED 

PERFORMERS 

with the lowest 
cost per delivered 
HP on the market 

t 1  
11 

M5OE/M75E- 30 to 90 HP 

See us at TCI EXPQ95! 

Frankfort 
	

Phone 
IND. 	MACHINE WORKS 

	

317.650.1524 

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

() 

0 
0 

Tree climber - A different breed. You're a 
different breed and so are we! At Clean Cut, 
an award-winning statewide landscape main-
tenance, installation and design firm, we hire 
only the very best for our tree care team. So 
if you are an artist with a chain saw, have 
rope & saddle experience, carry a valid TX 
drivers license and are a people person who 
can manage others, we have a place for you. 
We have current openings in our Austin head-
quarters for tree care people who produce 
excellent quality results on time and within bud-
get. We offer competitive salaries, good benefits 
and unlimited opportunities for the right people. 
If you are ready to run with the big dogs, please 
send work history and salary requirements to 
8711 Burnet Rd., F-73, Austin, TX 78757, Attn: 
Carmen. Call 512-458-8873 or FAX info to 512-
452-2378. Salary will depend on experience. 

Arborist/sales representative - Growing full-
service company in the Washington, D.C., area 
has entry-level position with excellent career 
advancement potential, Must have B.S. in 
Arboriculture, Urban Forestry, Horticulture, etc. 
Contact Jim Harris at 301-949-4100 or send 
resume to Wood Acres Tree Specialists, 10315 
Kensington Parkway, Kensington, MD 20895. 
FAX: 301-933-6215. 

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

Plant health care technicians, foremen and 
trimmers - Davey Tree's Minneapolis, Minne-
sota, residential operation is looking for 
experienced, honest and self-motivated people 
looking to advance their career with America's 
oldest and largest employee-owned green in-
dustry company. Qualified applicants should 
have a valid drivers license, enjoy outside work 
and possess good communication skills. Davey 
offers competitive wages and benefits plus op-
portunities for career growth, training and 
development. Resume with salary require-
ments should be sent to The Davey Tree Expert 
Company, 2500 Fernbrook Lane N.. Plymouth, 
MN 55447-4733. 

Climbers needed - Fast growing tree care com-
pany has immediate opening for quality, 
safety-conscious personnel. Will help train for 
arborist certification. Contact Ray Smith & As-
sociates, Inc., P.O. Box 5024, Southampton, NY 
11969. Phone: 516-287-6100. 

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

IL 

of 
- 

C 

E 
.- 

or 
on 

lioll 
Circle 68 on the Reader Service Card 

	
Circle 45 on the Reader Service Card 

60 
	

TREE CARE INDUSTRY - NOVEMBER 1995 



Tree Tech 
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Tree Tech 's Full Line of Injectable Tree Care Products 
Insecticides--including Orthene® and Avid® 

Fungicides--including Bayleton® and Alamo® 
Fertilizers--including our proprietary Nutri-jectTM formulations 

Tree Tech Leakproof Injectors 
The feeder section of the Tree Tech microinjection unit is welded to the barrel. 

A special 0-ring seals the plunger in both the shipping and pressurized positions. 

Tree Tech Eliminates Disposal Problems 
Used microinjection units may be returned to the factory for disposal. 

Tree Tech--Environmentally Sound Plant Health for the 90's and Beyond 
To get started, call Tree Tech's toll-free number or the distributor in your area: 

Down To Earth 	 Southwest 	 Garland,TX 	800-222-6692 
J. Mollema & Son 	 Michigan 	 Grand Rapids, MI 	800-234-4769 
Lucas Tree Experts 	 New England 	Portland, ME 	207-797-7294 
Pro Green Supply 	 ID, UT, and NV 	Jerome, ID 	800-869-7741 
Professional Microinjection Supply 	Southeast 	 Gainesville, FL 	904-373-3493 
Professional Tree Surgeons 	 Long Island 	Lindenhurst, NY 	800-873-3203 
Pruett, Inc. 	 Pacific Northwest 	Lake Oswego, OR 800-635-4294 
Tree Management 	 Indiana and Illinois 	Bloomington, IN 	800-933-1955 
Warne Chemical 	 High Plains 	 Rapid City, SD 	800-658-5457 

	

F__ — 	- 
See us lat 
TC1 EXPO 

	

1951 	 Tree Tech 
microinjection systems INT-8-95 
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National tree company seeks residential/com-
mercial salesman for SW United States. Must 
be certified arborist. Send resume to Box HT, 
TCI, P.O. Box 1094, Amherst, NH 03031. 

Golden Bear Arborists, Inc., needs you! If 
you are an aggressive, hard-charging, moti-
vated, career-minded individual looking to 
make the big bucks, we are the firm for you. 
You must be a creative person willing to give 
200%. Call Walter at 818-359-6647 for a 
phone interview. 

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

Operations/sales mgr - Highly motivated 
self-starter. Exp. tree climber/arborist for well 
established tree company - beautiful south 
Florida. Drug-free workplace. Salary + comm. 
Phone: 407-589-6660. 

Sales/management/PHC specialists - Ex-
perience the SavATree difference! SavATree 
is expanding throughout the Northeast and can 
offer you the unique opportunity you are look-
ing for to further your career while working in a 
truly professional and entrepreneurial environ-
ment. If you have a degree or field-related 
experience in arboriculture and are interested 
in exploring what makes the difference, please 
send or fax your resume to SavATree, 360 
Adams Street, Bedford Hills, NY 10507, or fax 
914-666-5843. attn: Human Resources. EOE. 

AN OUNCE 
OF PREVENTION 

f 
ITS TIME TO ORDER 

ORAL IVY® 
A FEW DROPS DAILY IN 

WATER OR JUICE 

PREVENTS THE 

"FIERY ITCH"' 
OF POISON IVY 

OAK AND SUMAC 
6 Months Prevention in 

Each 1.2 oz. Bottle 

By the Bottle: 
$12.50 + $1.00 Postage 

BUY the Dozen: $7.50 Per Bottle 

S90. Per Dozen + UPS Shipping 

TOLL FREE ORDER LINE 

1-800-553-6778 

$ _ 
AR B OR 1ST 

ORAL IVY, INC. 
104 GUY'S LANE, BLOOMSBURG, PA 17815 

50 Sturnp
th Anniversary and Still Growin 

 Grinder 	• Teeth • Pockets • Bolts • Green Wheei 
Brush Chipper....... • Knives • Anvils' Resharpening 
Chain Saw ................ • Files, round & flat • Wooden handles 

All items stocked for immediate delivery. 
We are a Manufacturer. No account is too large or too small to handle. 

0. MADE IN 	0
DAM V. 

;D 'uQeeth, USA.
_OZ (a  

 

40 
Since 1945 	 Since 1832  

plopQk 

Free Catalog: 

Call today 
24 hrs, 7 days a wk. 

Limb-inat 	JO)t'U! 1-800-537-2552 or  

We accept Visa, 
Master Card 

See us at TCI EXPO"95 1 	EONARDI 	& American Express 

LEONARDI MFG. CO . INC.. • 2728 ERIE DRIVE. WEEDSPORT, N.Y. 13166. (315) 834-6611 . FAX (315) 834-9220 
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A REDWOOD SIZE LEASE 

IS NOW AVAILABLE TO HELP KEEP 

YOUR PROFITS GROWING. Seeusat 

Now you can get Lease Financing up to... 	TCI EXPO 

$7 	

00 

for the new or used Arborist Equipment you need. 

• ONE PAGE Application, with NO TAX 	• You get the best equipment to do the 
RETURNS or financials necessary. Quick, easy 	job more efficiently and less costly than 
financing no hassles or red-tape! 	 your competition. 

• 100% financing of new and used Tree Care 	• Other Flexible Programs available to meet 
Equipment. 	 your specific business needs. 

• USED ARBORIST EQUIPMENT FINANCING 
UP TO 60 MONTH TERMS! 

1990 model yr. and newer = up to 60 mths. 
1988 model yr. and newer = up to 48 mths. 
1987 model yr. and newer = up to 42 mths. 

WJ Associate Member. National Arborist Association 

Circle 55 on the Rc 

Call now for easy 
	OMNI credit approval at: 

1-800-945-OMNI 

See us at TCI EXPO95! 



Bring your sky-high insurance 
COStS clown to earth. 

( )ne toll-free phone call—and 
five minutes—is all it takes. 

This brand new program from 
Albiez lets you instantly com-
pare what you're paving today 
to what you could be savini. 
tomorrow. For the same—or 
/ctter—cove rage. From today's 
top-rated insurance company. 

Pick up the phone and dial 
1-800-272-6771. Bring down 
our high insurance costs. And 

give your tree-care business 
fl ( )FC F()( ) I'll to ) ()T(M.  

800"272'6771 
AiA Albiez Insurance Agency ARBORIST INSURANCE SPECIALISTS 

-4 	lorii 	 OS3  
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Experienced climber - Good pay, good ben-
efits, good opportunity with a good company. 
Year-round work in Denver, Colorado. Must 
be a skilled climber with extensive experience 
in pruning and removals. Call Mark James, 
303-797-6143. 

Established tree care company seeking 
experienced managers and supervisory per-
sonnel for utility right-of-way maintenance 
program throughout the United States. Send 
resume to Box MG, TCI, P.O. Box 1094, 
Amherst, NH 03031. 

Arborist/sales representative - Bartlett 
Tree Experts is seeking career-minded indi-
viduals to join America's leader in tree care. 
We currently have openings in Connecticut 
and New York. We offer ongoing training by 
scientists of the Bartlett Tree Research Labo-
ratory, superior compensation package 
including medical benefits, company car, etc. 
If you have tree care sales experience or 
have an aptitude for sales, combined with a 
degree, please send your resume to Gregory 
S. Daniels, 66 Wooster Heights, Danbury, CT 
06810, or FAX at 203-798-2736. 

Tree care employment opportunities with 
one of Michigan's fast growing, innovative 
and education-oriented companies. We of-
fer ongoing training, incentive/bonus 
programs, 401(k), health and dental insur-
ance. Top pay is available to motivated, good, 
hard-working and experienced people. Po-
sitions available include pesticide applicators, 
salespeople, lawn technicians, tree trimmers, 
diagnosticians, managers and groundmen. 
Must have valid drivers license. Send resume 
or apply at Mike's Tree Surgeons, Inc., 263 
Park St., Troy, Ml 48083. Phone: 810-588- 
0202 or FAX: 810-588-4824. 

I
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Arbar i sf Growth Op  
ARBOR ARE is growing 30$ anni..Jally I 

Posi+ions available 
Sales 	 Complete benefits package 

Crew leaders 	401-K retirement plans 
	 Send 

Account managers 	1. Training & development for advancement 
	

Human 
Calabasc Middle managers 	15 operating locations nationally 

II 	 environmenIal care, Inc. is a subsidory of envrIoninenta industries, Inc., an equal opporfunify employer by choice. 	 II 

reply o: 
Resources / 
S, CA 91302 

R(B)OJ RJ 
C U1EJ 
P.S. 	24121 Ventura Boulevard 

fax (818) 223-8249 

Circle 10 on the Reader Service Card 	 See us at TO EXPO95! 
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Job seekers/employers - Job listings pub-
lication with new openings in arboriculture 
and nine allied fields. Published 2x mon. 
$22.95 for 6-issue subscription. (Ask about 
our free situation wanted ad offer. Employ-
ers $14.95 to post your openings. Ferrell's 
"Jobs in Horticulture," 558 South Hanover 
Street, Suite 2, Carlisle, PA 17013. Phone: 
800-428-2474; FAX: 800-884-5198. 

Climbers/arborist trainees. Arbor Care is 
looking for career-minded, motivated indi-
viduals with an eye for quality, interested in 
relocating to southwest Florida. We offer ca-
reer advancement, a benefits package & 
more. Please send resume to Arbor Care, 
8000 Fruitville Road, Sarasota, FL 34240. 
Phone: 813-371-3644; FAX: 813-371-5228. 
EOE by choice and a drug-free workplace. 

Experienced climber/foreman needed for 
established Massachusetts tree service. 
SerIf-motivated arborist, certificate a plus, to 
work in a drug-free environment. Send re-
sume or call Holbrook Tree Service, 252 
Union St., Yarmouthport, MA 02675. Phone: 
508-362-8058. 

FOR SALE 
Aerial Equipment, Inc. Your used chipper 
and stump cutter supplier, serving Illinois, Indi-
ana, Iowa and Wisconsin. (1) 1989 Rayco 
hydro-stumper; (1) 1989 Promark, non-
selfpropelled; (1) 1982 Vermeer Model 1560; 
(1)1984 Vermeer Model 630A; (1)1979 Model 
18 Morbark whole tree chipper; (3) - (1) 1986 
and (2) 1987s- 16" Asplundh whisper chippers; 
(1) 1989 Model 90 Brush Bandit, gas, (9"); (1) 
1989 Model 100 Brush Bandit, gas (12"); (3) 
1987 Morbark Model 186 diesels; (1) 1990 
Vermeer Model 1250, deisel (12"); (1) 1992 
Model 250 Brush Bandit, diesel (12"); several 
Brush Bandits and Raycos available also. Call 
Ron orJoel, Aerial Equipment, Inc. Phone: 708-
398-0620; FAX: 708-394-1042. 

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

1992 Morbark Model RSI 1100 tub grinder 
CAT Model 3408TA, 525-hp diesel, combi-
nation air condition/heater; Model 250 
hydraulic knuckleboom loader, stationary 
operator's cab & console; belt conveyor, 
28"x28' long with cleated belt, hydraulic drive, 
steel support legs and hydraulic fold-down 
mechanism for conveyor transport; magne-
tized end pulley for discharge conveyor, 
heavy-duty screen, 2 1/2" new type ham-
mers, 1010 hours. Price, $145,000. Contact 
Allenby Tree & Landscape Service, Inc., 996 
East Falmouth Highway, East Falmouth, MA 
02536. Phone: 508-548-2662 or 800-439-2662. 

Standard units also available 
in 2.5 gallon, 3.5 gallon and 

5 gallon capacities. 

ArborWare The Arborists' Business Solution, 
the industrial strength relational database 
product that provides superior data integrity, 
flexibility and reliability for MS-DOS, Windows 
and multi-user network computer systems, 
is now joined by ArborSoft, our true Windows-
based product for managing your business. 
ArborSoft incorporates Windows functions 
such as cut-and-paste, drag-and-drop and 
seamless integration with other popular Win-
dows products such as landscape designers, 
graphics, word processing, image scanning 
and more. Manage unlimited customer trans-
actions (from estimates through accounts 
receivable; IPM; plant, pest and chemical li-
braries, vehicle maintenance; and much, 
much more...) with the industry's most pow-
erful, stable and efficient software products. Put 
ArborWare or ArborSoft to work for you today. 
Call us at 800-49-ARBOR for more information 
about our hardware and software products and 
see us at TCI Expo '95 - Booth 1241 

Advantages of 
Closed System: 
• Eliminates the need to mix 

dangerous chemicals in 
the field. 

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

For further information contact: 

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

BIRCHMEIER®: 
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GFX CORPORATION 	 So ya say ya split 
lotta firewood Pilgrim! 

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

find yaseif anotha 
line a work! 

OFX CORPORATION 
200 Recreation Park Drive 
HW,glam. MA 020434220 

(617) 7400350 Fax (617 .1740-0355  
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r • '. 	Green Garde®  
PVC High Pressure 

\ 7 Spray Hose 
So good, we warrant it for three years! 

The finest spray hose available - backed with a three year limited warranty! 
Made of rugged, reinforced PCV with high burst strength; lasts longer. 

• Unique Construction - Melds inner core and outer covering to form complex reinforcement - 
won't separate under high pressure. 

• Heavy Duty Braid Reinforcement - Provides up to 800 psi working pressure; 3000 psi burst. 
• Wide Variety of Sizes and Lengths. 
• Light, Bright Colors. 

Green Garde ®  Division 
• Resists Kinks and Bends. 	 H.D. Hudson Manufacturing Company 

500 N. Michigan Avenue • Chicago, IL 60611-3748 green 
Phone: 1-800-745-2392 • Fax: 1-312-644-7989 garde 
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Aerial bucket trucks. Hi-Ranger, Asplundh, 
Skyworker - most major brands - 40' to 95'. 
Also, brush chippers, stump grinders, tree 
spades, log loaders and Rayco stump cut-
ters. Parts for aerial buckets. Allied Utility 
Equipment, Inc., W. 204 North 11509 
Goldendale Road, Germantown, WI 53022. 
Phone: 414-255-6161. 

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. 

Bucket truck - Pitman Hot Stick, 60-ft working 
height, 1978 International Cargostar cabin chas-
sis. Perfect working condition, ready to go to 
work, many new parts, formerly owned by a 
major utility co., well maintained, $16,500. 
Phone: 716-657-6975. Please leave message. 

Rob-Mist - 1985 Bean Model 302, recondi-
tioned, 300-gal tank, 6-cyl, ready to go, 
$6000; bucket, 1978 Holan 47' working 
height on 1978 heavy-duty GMC with utility 
body, $5500; chipper, 1985 Morbark, 4-cyl 
gas, 4 blades, $5200. George LaMay, 
Greenlawn, NY. Phone: 516-368-2409. 

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

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

Vv vVY 
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THEY'RE TALKING 

ABOUT 

ArborGoldTM  Software 

and it's friendly— 

Portable— 

Hand-Held Tool! 

Translates handwriting to 
print instantly! 

Down loads to PC! 
Runs in MS Windows! 

PCC has produced more fiberglass 
booms and buckets for aerial lift 
trucks than ANY other company 
in the world. We were the primary 
original equipment manufacturer of 
Hi.Ranger* fiberglass components 
for over thirty years. Now we can 
deal directly with the rebuilding 
and user industry for replacement 
parts and repairs to fit Hi-Ranger, 
Telelect, Altec, Asplundh, Holan, 
Uftall, Teco, and other aerial lifts. 

When you buy from PCC, you get 
OEM quality at the best price 
available. 

Please call to discuss your needs. 
We have the product, the price 
and the service team to meet your 
needs. 

REPLACEMENT BOOMS, 
BUCKETS AND LINERS 

TO FIT HIRANGER* j 
AND OTHER 

AERIAL LIFTS 

ETCe us a
I EXPO 
95! 

8301 North Clinton St. 
Tue Sands sed a,e sade,uarus of Fort Wayne, IN 46825 

oanGene's Cabe Co. 	n ycca-Tec 
Srnon-T&eect inc. Aitec industeesInc.. 
n 

	 Phone 1-800-747-9339 
nc.ann°ecc Inc Phone 1-

FCrLASTIC

219-484-3139 qCPOSTES 	 Fax 1-219-483-2532 
RrORATION 	 Hi-Rang., I,. trecsemark 01 HI-Ranger, Inc 

Circle 59 on the Reader Service Card 

Take ACTION today.' 
Tree Management Systems; 

1-800-933-1955 
See us at TCl EXPO95! 
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Morbark Eeger Beever Model 300 Chipper 
with Loader, 200 HP diesel engine, 558 
hours, very good condition, many extras. Call 
613-236-9637 for more information. 

52' Hi -Ranger w157' working height (1981) 
on 1981 Ford F600 diesel. Good condition, 
$27,000/OBO; 1971 Vermeer stumper with 
93 Wisconsin engine, good condition, $5000! 
OBO; 87 Vermeer chipper, good condition, 
$6000/0130. Warren, Ml. Phone: 810-773-  
6040. 

Bean 1000 -gallon sprayer - New rebuilt 
Wisconsin gas engine, new 400' of hose, new 
fertilizer and spray guns, in perfect looking 
and working condition. Price $11,000. Call 
Timber Tree 617/821-2919. 

Can your stump cutter operate for $3 an 
hour and go anywhere? Ours can! The Alpine 
Magnum weighs just 88 lbs., goes anywhere 
and can operate near fences, walkways and 
buildings. The Alpine Magnum is the best value 
on the market. Call or write to Alpine Machine, 
7910 Thornburg St. SW, Olympia, WA 98512. 
Phone: 360-357-5116. Dealers wanted. 

1993 Ford Superduty 7.3 diesel, 31,000 
miles, 101  all steel platform dump body with 
Fassi knuckleboom 30 reach, 2 underbody 
tool boxes and tarp. A-i condition, $29,500; 
1994 Vermeer 672 stump grinder, 68-hp die-
sel, 60 hours, A-i condition, $16,000; 1987 
Minichief stump grinder, 220 hours, 35" wide, 
32-hp diesel, self-propelled, 4WD, turf tires, 
runs good, comes with trailer, $4900; 1991 
Morbark 290 wood chipper, 12" capacity, new 
paint, new Cummins power unit, 2-year war -
ranty, 70 hours, $15,000. Call 207-990-2110. 

"The Difference Between 
Splendor And Splinters 
LIGHTNING PROTECTION SYSTEMS FOR TREES 

INDEPENDENT PROTECTION COMPANY, INC. 	(219) 533 -4116 
1603 -09 SOUTH MAIN STREET, GOSHEN, INDIANA 46526 FAX (219) 534 - 3719 

Circle 36 on the Reader Service Card 

(177) 
 So1 

I Each - Nylon Bag, Goggles,  
Dust Pan & Broom, 21b. Soak-up,  
Nitrite gloves and 2 Each - 24' x 
16' pillows, 48' x 3' Dikes 

$69.95 

BACKPACK 
SPRAYERS 

CL 

Ztt$ 9.95 
a 

Earthway 
501 Hopper 
Pneumatic Tires 
2200APP 

' 1 56.10 

BOOTS TRUCK & SKID SPRAYERS 

SAMWN 
Nw Efa.a4 Ropes V5~2 

 $650.00 °  
1/2' 	Safety Blue or True - Blue .......... $ 	.66 per ft. 
1/2' 	Tree Line OF 	................................. 59 per ft. 
1/2' Tree Line or Arbor 	 .. 55 per ft. 
5/8' 	12 Strand Bull Rope .......... 	.84 per ft. INCLUDES 

50 GALLON TANK 3/4' 12 Strand Bull Rope ...... . 1.10 per ti. 
7/8' 12 Strand Bull Rope 	 . 1.96 per ft. Steel Toe ALUMINUM FRAME 

5/8' Stable Braid 	 1.07 per ft. 6' 	Lace-up SI 7.95 12V 4.5 GPM PUMP 
3/4' 	Stable Braid ....................1.37 per ft. 15' Snugleg $21.50 25'&8 HOSE 
7/5' 	Stable Braid 	.........................1.98 per ft. 15' PVC 	$13.95 POLY SPRAY GUN 

PRUNER T! 	HOSE 
High Quali ty 	___________________ ________________ 600 PSI HOSE 

Reolaceable Blade 
Lifetime Warranty 

 Kuriyama 
$1600 

tJ II,1 S' PVC $1.14/ ft .  
1i7 PVC $ .56/ft. 
a• PVC $ .48/ft. 

• 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 what's new at 
Bartlett! 

TELESCOPING 
FIBERGLASS PRUNER/SAW 

POLES 

Strong, lightweight, 
non-conductive and easy to 
transport and store. 

NEW #4400 POLE SAW 
HEAD 

Quickly attaches pruning 
saws to round, square or 
rectangular poles. 

Bartlett now sells 
Samson Ropes!  

FINE QUALITY 
EQUIPMENT FOR THE 

ARBORIST: 
Climbing and bull ropes 
Belts, saddles and spurs 

Saws and pruners 
Tools and accessories 

SEE US AT TCI EXPO '95 

BARTLETT 
MANUFACTURING CO. 

1(800)331-7101 

Circle 63 on the Reader Ser\ ice Card 
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Aerial bucket trucks - TECO SATURN 57 
units with chip boxes. Eight units in stock. 
TECO, Inc. 9733 Indianapolis Road, Fort 
Wayne, IN 46809. Ask for Tim Dammeyer. 
Phone 800-860-5438 or 219-747-1631 in In-
diana. 

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

'81 Hi-Ranger, 52' factory rebuilt, F700, 
370 split shift dump box, $18,000. Phone: 
513-236-9962. 

GRAPPLES FOR 
TRACTORS & 
SKIDSTEERS 

• Save Time 

• Use labor more efficiently 

• Increase productivity 

• Use existing equipment 

more effectively  

East Coast tree service franchise. Estab-
lished outlet needs owner/manager w/ 
horticultural and business experience. Write 
for details, Box PF, TCI, P.O. Box 1094, 
Amherst, NH 03031. 

1989 Ford F-450 12' dump, toolboxes, a/c, 
5-speed, 22K miles, $14,500; 1986 Morbark 
diesel chipper, excel. cond., body rebuilt, 
clean, $9250. Phone: 516-781-6464. 

Morbark chipper - Model 290 J. Deere die-
sel, eng. 110 turbo chg., 4-cyl., 400 hrs., 12 
capacity. Like new. Extra knives. Asking 
$18,000. Phone: 717-393-6710 or 717-399-
3269. 

Used equipment: (1) Morbark Model 20/ 
20 EZ Chipper w/Ford 6-cylinder gas engine; 
(1) 1984 Morbark Eeger Beaver (curbfeed) 
w/Wisconsin 65-HP gas engine; (1) Morbark 
Model 2036 w/Cummins 4BTA3.9, 116-HP 
diesel engine; (1) 1989 Morbark Model 16 
w/Cat 250-HP diesel engine; (1) 1974 12" 
Asplundh drum w/Ford 6-cylinder gas engine; 
(5) 12' Chipmore drums w/6-cylinder Ford 
gas engines; (1) 1987 12" Asplundh drum w/ 
Ford 6-cylinder gas engine; (1) 1990 Vermeer 
620 w/Kohler 20-HP gas engine; (1) 1992 
Mighty Bandit II w/23-HP Kohler gas engine; 
(1) 1994 Model 60 w/30-HP Wisconsin gas 
engine; (1) 1989 Model 200+ Brush Bandit w/ 
Ford 4.23 gas engine; (1)1991 Model 250 Brush 
Bandit w/Ford 4.23 gas engine; (1)1995 Model 
250 (demo unit) w/Cummins 4BTA, 116-HP die-
sel engine; (1) 1989 Model 1400 Tree Bandit 
whole tree chipper w/200-HP Cummins diesel 
engine; (1)1992 Model 1400 Tree Bandit whole 
tree chipper w/200-HP Cummins diesel engine; 
(1) Rayco Jr. stump grinder w/20-HP Kohler gas 
engine. For further information, please contact 
Bandit Industries, Inc., Phone: 800-952-0178 or 
517-561-2270. 

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

The most effective, durable 

and versatile grapple 
attachments in the industry. 
Gather brush, logs and other 
debris and move to chipping 
or hauling points on building 
sites, right-of-ways, and other 

removal projects. 

For More Information call: 

800-587-6656 

See us at TCI EXPO'951 I 

hnpleMax 
ImpleMax Equipment Co., Inc. 
Bozeman, Montana 

Circle 35 on the Reader Service Card 
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PEAVEY 
MANUFACTURING CO. 

P.O. Box 129 • East Eddington, Maine 04428 
(207) 843-7861 • (207) 843-6778 • FAX (207) 843-5005 

PEAVEY TREE PRUNING 
POLES & SUPPLIES 

PEAVEY 	 ' I  

/ 	
- 	offers a complete line 

of top quality tree 
- 	 pruning poles and 

- - - 	 equipment including 
non conductive 
sectional or full 

I 	 length fiberglass 

-u-- 	2 	 poles; white ash in 
solid lengths, six foot 
sectional poles with 
lightweight aluminum 

Large industrial users 
are fully satisfied 
and we can satisfy 
YOU too. 

Circle 58 on the Reader Service Card 
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B Series 76 to 200 HP 

• * 

- - 

• - 

I  

C Series 150 to 250 HP 
MEMBER 

0'k*1W'1A 
Cummins Power 	OR 

NATIONAL 

ARBORMT for The Tree Care Industry 
B and C Series Diesels have set the STANDARD for Industry. 

Since 1984, B and C Series Engines have provided 
durable, fuel efficient and long-lasting performance that 

See us at 	
every Arborist expects. 

TO EXPO 	 THE BEST JUST GOT BETTER. 
95! 

(810) 47:34)01)0 

Circle 25 on the Reader Sers ice Card 
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'87 GMC A.L. of CT chip and dump - 56 
working hgt., clean, rust-free, electric & safety 
tested. Excellent condition, $385000; '88 
Morbark 4-blade disc chipper, $6850; '93 
Rayco stump cutter, 68-hp hydrostat diesel, 
170 hrs. $16,800. Phone: 618-377-5176. 
Best to call after 7 p.m. 

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

/ 

( ç? 	gf 
\!% 

 

OUP to 20' reach 
910" cutting capacity (,4  

-LIGHTWEIGHT! only 

f ' 7lbs per l0'unit 

J 'Working pressure is 
40-60 psi @ 14-15 Cfm 

'Virtually noiseless 
'Fiberglass extension pole 

'Completely non-conductive 

•i = ii.iJii; 

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. 

Nature's way of making money. Estab-
lished year-round professional tree care 
business - fastest growing area in southern 
Utah, only $67,000. Quick start, large client base 
and vehicles and specialized equipment in-
cluded, 20% NOl increase/year. Call Pete (the 
golfer's friend), 800-437-4179. Century 21 
Sunny Hills Realty (5HR36866) 

YOUR BUSINESS 
RIDES ON DUECO 

Altec LB650A, single stick controls. 
Chipbox with cab guard in excellent con-
dition. 1993 Ford F700, 170 diesel, 6-speed 
manual transmission, 21,332 miles. 95299 

F- 

Aerial Lift of CT AL-SO. Steel chipbox with 
cab guard in good condition. 1990 Ford 
F700, 170 diesel, 5/2 speed manual trans-
mission, 39,544 miles. 95630 

Many other models available. 

Buy - Rent - Sell - 'frade 
Financing [)ptlons Available 

1-800-50-DUEC0 (38326) 
See us at TC1 EXPO95! 

Waukesha, Wisconsin 

MARKETING 
1-800-FOR-TREES. 1-800 for tree care. 
Consider the most powerful toll-free 800 
numbers now available to you, able to ring 
directly into your office. Increase 
visibility.., increase sales.. .generate new busi-
ness. Make it easy for your existing 
customers to call you and reach out to new 
customers with a toll-free number that is easy 
to remember, clearly indicates your service 
and sets you apart from the competition. Very 
affordable. Exclusive territories available. 
Reserve your area before a smart competi-
tor beats you to it. Call today - 800-244-3561. 

r/A 

THE NIEMEYER 
CORPORATION 

Distributors of Lawn 
& Tree Care Supplies 

Featuring This Month 

New England 
Ropes 

Quality spliced lanyards 
and safety ropes. 

!see 

 

V Expect the 
same Quality 

as your 
climbing line. 

S1< ABOUT 
OPE COLOR 

E[\\ ORI'tR, April, 1993 

bOX i35 
NEWTOWN SQUARE, PA 19073 

1-800-327-2672 
Circle 21 on the Reader SerN ice Card 	Circle 27 on the Reader Service Card 	Circle 52 on the Reader Service Card 
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When you climb on our orange ropes, you're recognized as a professional 
who's serious about safety. The instant success of Braided Safety Blue High-Vee 
demonstrates that clearly identified climbing ropes promote safety in the tree. 
Now, New England Ropes introduces a high visibility version of our famous Safety 
Blue three-strand rope and, for those who prefer a 12-strand rope, our completely 
redesigned TreeLine with a new abrasion resistant finish and optional fleck pattern. 

New England Ropes is committed to making the best climbing ropes possible. 
That's why when your safety is on the line, New England Ropes comes through 
with flying colors. 

For a sample and the 

of your nearest dealei; 	 NEWENGLANDROPES 
please call or iii*e us. 	23 Pope's Island, New Bedford, MA 02740 	 Phone: (508) 999-2351 FAX (508) 999-5972 

Circle 51 on the Reader Service Card 
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FOR RENT 
Save 20 years growing time. Ninety-inch 
Big John tree spade for rent with experienced 
operator anyplace in New England or east-
ern New York. Can move trees 10-12 inches 
caliper. Develop a new profit center without 
any capital expenditure. Call Residential For -
esters for details, 203-429-9972. 

SERVICES 
Keep your knives sharp. Dull chipper 
knives cost money in fuel, wear and tear. We 
at Sharp All Services can solve your dull knife 
problems promptly and professionally. Rates: 
45 cents/inch and under, UPS Service. For 
more information, call 914-373-9903. Ask for 
Ken. Sharp All Services, Prospect Ave., 
Amenia, NY 125C1. 

Classified ad rates: $50 per inch ($45 NAA 
members; 1-inch minimum), payable in ad-
vance, due the 20th of the month two months 
prior to publication. Send ad and payment to: 
Tree Care Industry, P.O. Box 1094, Amherst, 
NH 03031 
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With 	Engines, Balancers are Standard Equipment 

andard Equipment. This 
ielps Prevent Broken Welds, Radiator, Muffler, Instrument Panel and 

)Ilerblading surfboarding accounting and other more balanced activities 

	

Balanced ....... . 	... 

655 Wheat Lane, Wood Dale, IL 60191 	DETROIT 

Power Great Lakes, Inc. 	Tel: 800-551-2938 • Fax: 800-432-9745 	DIESEL 

' I .. 
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Accident Prevention 
Think of accident prevention in terms of a triangle. Ever 
notice when a commercial vehicle has broken down and 
parked on the shoulder of the road, orange/red triangle signs 
are placed out along with flares? Slow moving commercial 
and agricultural equipment will have the same orange/red 
triangle warning sign on the rear of each vehicle. 
Why a triangle shaped warning sign? I am not sure, but the 
impact of unsafe acts and conditions, the cause of most all 
accidents, was impressed upon me years ago by using the 
triangle shape. 
The insurance industry, the greatest statistician ever, has de-
termined that for every 30 unsafe acts or conditions, there will 
be 3 minor non-lost-time accidents and one very, very serious 
lost-time accident. 
The illustration given to me looked like this: 

ery, very serious 
time accident 

ninor non-lost-
ne accidents 

26 near misses 

The triangle made a huge impression on me. I held a meeting 
with the production staff about what steps we could take to 
eliminate unsafe acts and conditions. A crew leader suggested 
a daily on-site "Hazard" check rather than weekly safety meet-
ings in the yard. We implemented it immediately. 
Nothing fancy. Just a simple list of potential unsafe conditions 
on the property and potential problems that the crew leader 
compiles while walking around the property prior to starting 
work. After the brief inspection, it doesn't take long to go over 
the potential hazards with the crew. 
It's a simple procedure, but accidents did drop and ultimately 
our workmens compensation premium went down. 

The Branch Office is compiled monthly by Howard Eckel and Dan Kinte,: 

M,: Eckel is currently a Management Consultant to the Green Industry. He 

draws on over 25 years of experience, and was formerly Executive Vice Presi-
dent of Davey Tree Expert Company. 

Mr. Kinter owns Kintercom, a business-to-busi,,cs.v ad,c;tixin ac en(v. uiid 

has served the tree care industrs for over 7 vc'aim 
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Time to Fuse? A 
We all are born with 360 
bones. By the time we reach 
our 25th year we have 206 
bones left. We didn't lose 
any, they fused together to 
make bigger and stronger bones - bones more able to 
take the wear and tear to which life will subject them. 
If your activities, services offered, talents and resources 
are stretched thin or over extended, it might be time to 
fuse. Trying to be too many things or do too many 
things at once can stretch you to the breaking point. All 
this corporate downsizing and retrenchment we are 
reading about can more aptly be called "fusing." The 
companies are trying to become strong enough to sur -
vive the future by focusing and condensing their 
strengths. 

Who Is That? 
The question should never need to be asked. No matter 
how large an organization is, a new employee should be 
introduced to everyone. New office staff should be 
introduced to every member of the production staff. 
New production people should be shown the courtesy of 
being introduced around the office. 
Probably no one is going to remember names or what 
everyone does, but the feeling of belonging to a em-
pathic organization has begun. It is the first step in 
building a sound corporate culture; a good atmosphere. 
Courtesies extended early on reap big rewards later. 

Spend $.32 and Save! 
A 32 cent stamp can reduce the amount of working 
capital you need because your receivables come in more 
quickly. 
When we invoice a client, we always enclose a stamped 
return envelope. We never use a postage permit. We use 
a regular stamp. We even try to keep up with seasonal or 
topical themes that the U.S. Postal Service may be fea-
turing. 
It is just a small personal touch that separates our firm's 
correspondence from the run of the mill received from 
everyone else. 
We think it works. Our receivables now average under 
30 days. They used to run upwards of 46 days. 16 or 18 
days doesn't sound like much, but that can translate into 
thousands of dollars that we have in our hands sooner 
than we used to. We now borrow less for seasonal work-
ing capital. 
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Special Thanks to our Sponsors, 

'

Aim Sponsor. 	 All of the 151 Exhibitors, 
Husqvarna 	our guest speakers, workshop 

panelists, product and equipment 
AN 	INDUSTRIES, INC 	demonstrators, and every 

ARBORBUCKS SPONSORS 	 participant. Your attendance and 
ACRT, Inc. . Aerial Lift, Inc. . Agape Designs . American Arborist 	contributions have made TOEXPO '95 
Supplies. Arbortech' Bandit Industries, Inc.. Bartlett Manufacturing 
Co. . CI BA Turf & Ornamental Products The Doggett Corporation. 	A GREAT SUCCESS! 
Fred Marvin Associates' Gravely International, Inc. Grow Gun 
Corporation . Growtech, Inc. . Growth Products. Hodges 
Manufacturing Co.' Husqvarna Forest & Garden Co.' International 

 

Knife & Saw, Inc. - Karl Kuemmerling, Inc.. Lanphear Supply. 
Leonardi Teeth . Niemeyer Corp. . Northeastern Associates . 	YOUR TCI EXPO'95 CO-SPONSORS:  
Nu-Arbor Tree & Shrub Care Products. Peavey Mfg. Co. - PoulanPRO 	The National Arborist Association and • Power & Telephone Supply Company, Inc.' Practical Solutions, Inc. 
• Rayco Manufacturing, Inc.. Shindaiwa, Inc.' Sierra Moreno 	 The International Society of Arboriculture 
Mercantile Co. . Simonds Industries Inc. . STIHL Inc./Bryan 
Equipment Sales . Tilton Equipment Company . Vermeer Mfg. Co. 
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FROM THE FIELD 
By James Shannon 

Of Squirrels and Mer 
As an arborist, I'm often unaware of the 

passage of time, as though the trees lend 
me some of their deep patience. Tree work 
to me is sacred, a non-verbal interaction 
with a living thing that breathes and grows. 
As arborists it's our job to further and 
guard this living process. Coming down 
out of a huge oak after three hours of me-
ticulous pole sawing, I'm filled with a deep 
sense of satisfaction. That tree was there 
before me and will continue long after I'm 
gone. In the life of that tree I'm only there 
for a moment. Sometimes the moment is 
grunt and sweat: other times it's an honor. 

When we encounter the tenants of the 
trees - bees, wasps, squirrels, raccoons 
and birds - our standing policy is to check 
all nests and, if inhabited, work around 
them. If it's a take down, we attempt to 
relocate. Last week, a co-worker acci-
dentally dislodged a nest of baby 
mockingbirds, destroying their home 
beyond repair. We remembered an aban-
doned robin's nest in another tree, 
fetched it, and placing the babies in it. 
fastened it with hemp to the crotch they 
had fallen from. The old wives' tale 
about mothers abandoning their young 
after being handled by humans must be 
just that, because the mockingbird mother 
returned and tended to her babies for the 
rest of the day, seemingly unconcerned that 
her home had been remodeled. 

Several weeks ago we were working 
on a vast estate on the south shore of 
Massachusetts. It was early morning and 
I had just tied in to the crown of an En-
glish oak and was halfway down when 
I encountered a squirrel's nest. I al-
ways check them before removing 
them, but for some reason on this day 
I did not. As I was pulling the leaves 
out, three baby squirrels - pink, eyes 
shut, squeaking - rolled onto my chest, 
down my body. past my Red Wings 

I came away with 
something more. I felt 
strangely lucky to have 
been bitten by such a 
fierce protector. 

and disappeared into the brush of the 
lower limbs. 

The words that followed cannot be re-
peated here. I was shaken, upset. Once 
again I was tree worker turned Marlin 
Perkins, another Mutual of Omaha Rescue 
Mission. How was I going to get them back 
up there? Would I have to raise them, feed-
ing them with tiny bottles? What do they 
eat'? As I was looking down, I placed my 
hand back on the tree near the next limb. 
At that moment the mother squirrel, who'd 
apparently been there all along, attached 
herself to my left forefinger with consid-
erable enthusiasm, while emitting a 
high-pitched squeal. 

I wanted out of that tree. The squirrel 
would not let go, even though I vigorously 
shook my arm. When she finally did, I 
unclipped my line and we both seemed to 
jump at the same instant. On landing she 
rocketed into the nearest brush. An army 
of landscapers and my fellow tree work-
ers converged on the oak, assuming that 
I'd hurt myself badly. I danced around, 
clutching my finger. My co-workers kept 
asking my what had happened. When I 
told them that a squirrel had bitten me, 
they began to drift back to their work, a 
couple of them snickering. 

My boss, ever the professional, admin-
istered first aid (the little bugger bit clean 
through my finger), produced an insur -
ance form and sent me to the hospital. 

In my absence, the baby squirrels, ly-
ing vulnerable at the base of the tree. 
were covered with brush by my co-work-
ers, and the area kept clear. I was told 
the mother returned and carried them to 
safety. We spent the next couple of 
weeks on this property. I was grateful 
that only one member of the landscape 
crew saw fit to call me "Squirrel Man" 
every time he passed me on the lawn. 

So, what did I learn from all this? Most 
obviously: Don't go reaching into those 
nests. But I came away with something 
more. I felt strangely lucky to have been 
bitten by such a fierce protector. I wa 
moved by this animal's willingness t 
attack a being 10 times her size in ordc 
to protect her young. 

Many myths seem to involve woLinding 
of some sort or another. If a person is lucky. 
the wound brings wisdom or a blessing. 
After the stitches came out. I realized this 
bite, seemingly inconsequential, was a tiny 
initiation, a small door into the world of 
animal love and survival. It was the sacred 
again, and it had teeth. TCI 

James S/iaiiiion is an arborisi eiii-
played with Boston Tree Company, 
Cambridge, Massachusetts. 

Do You have a story for From the Field! 
TCJ will pay $100 for published articles. 
Submissions become the property of TCI 
(1/1(1 are subject to editing for gI•a/nnial 
style and length. Entries must include the 
name of a company and a contact person 
or they will not he considered for publica-
tion. Articles and photos must he received 
by the first day of i/ic month .tor  the tol -
lon'in' month's issue. 
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BUILT TO HANDLE 
THE JOB FROM 

THE GROUND UP. 
Now with an improved heavy-duty rope ring. 

The Poulan PRO S25DA has been hanging 
around for a long time. And with good reason. 

	

- 	The S25DA is a remarkable saw that gives you 
:ne same superior balance, great power curve and 38cc 
performance that's made the S25 series the tree care industry 
s:andard. And now this model also comes equipped with its 

	

b 	y-dy 	oc 	so you bo 	b3\,  fo TprO\HSC 

You won't find a more durable ground saw 
- an the hardworking Poulan PRO Model 505 or its smaller 

terpart, the Model 425. 
3 uth give you plenty of pure cutting power, yet both are we  
auced, easy to handle and boast some of the lowest noise 

end vibration levels in their class. Their 83cc and 65cc engines 
sue strong enough for even the toughest cutting jobs. And a 
SuperClean'M air filter system helps reduce maintenance. Add 

that to Poulan PRO features like the DuraChromc , cylinder 
longer engine life, an environmentally smart clutch-driven 

:ler for no oil output at idle, the anti-vibe leg brace, as well as 
nj inertia chain brake and you have two ground saws that easily 

up to all your day-to-day demands. 
get the lowdown on the entire line of ngn-qua 

ojan PRO chain saws, get a closer look and a demo a: 
ocal Poulan PRO dealer. For the dealer nearest you. call 
-800-554-6723 or call 

2327 ext. 3600 P 	PRO 
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THE HEIGHT OF SUCCESS IS 

AERIAL LIFT INC 
of Milford, Connecticut 

WE WILL NOT LET YOU Dow. 
Aerial Lift Models available from .00 &W 0 j 

I 

Very compact with a short wheel base of 152". Back of the cab to 
center of the rear axle dimension is 84' 

Aerial Lift Inc. is an authorized dealer and 
distributor of Greenlee Fairinont Textron®-
Fairinont "Li?nb-LopperT"tools. For tools, parts 
or service call us on our 800 numbers. 

MINI=FOOT 

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

() loot sidc reach work can he performed without leaving the roadway 

EmiTi trimming to removals. you gain the extra height 
DV working over the rear of the truck, enabling you 
to set up in smaller and tighter areas. 

These 55'. 58' and 60 foot working height vehicles 
are the most compact and maneuverable for doing 
(GTW) General Tree Work. The overall length of the 
unit is approximately 26 feet. 

REAR MOUNTS 
Established 1958 

Made in U.S.A. 

V 	' 	 EJcuc cucic 2 on the Roudor Ser\ 1CC Curd 

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

PHONE USA: 1-800-446-5438, In CT: 1-800-245-5438 • FAX: (203)  878-2549 AL MM . 


