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insurance providers in the industry. For access to all
available aviation insurance instruments and a quarter
century of creative negotiation and problem solving, call
1.800.826.4442 or visit us at pimi.com.
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President’s Message

BOB BAILEY

COMMUNICATING WITH

Your COMMUNITY

hope that everyone is having a good start to their sea-

son by now. As I write this in mid-May, we are having a

slow start due to a lack of moisture. Mother Nature has
not been overly kind to us here in the panhandle of Texas so
far this spring, but we are now getting corn growing out of
the ground and there is plenty of time to get things back on
the right track for the season. On the South Plains of Texas,
cotton is just now being planted and wheat is past the prime
window for fungicide applications.

Information like this is
what I use and report on in a
weekly radio spot that I have
on a local radio ag program in
Amarillo, TX. Communication
with the community and your
customers is a huge issue with
everyone’s business today, and
the more that we are informing
people about our business and
the industry, the less they are
wondering what we are doing.
Last week we had our local
pre-school children out to our operation and gave them a
tour of our facility; I think we had as many questions from
the parents as the children. It’s not just about educating the
children, it’s about educating the adults as well.

I received an e-mail from Eric Klindt, NAAA Secretary
and pilot for Tri-State Air Ag in Campbell, MN, about how
he had his local fire department visit his facility and he gave
a presentation about safety issues within our industry and
what to do in an emergency with an ag aircraft.

July/August 2008 e National Agricultural Aviation Association

Communication with the community
and your customers is a huge issue with
everyone’s business today, and the more that  are

that we are informing people about our
business and the industry, the less they =2 litle
are wondering what we are doing.

& s

In my last column, I wrote about safety; I cannot stress
the importance of this topic enough, as everyone is now
busy with their spraying seasons. An important safety issue
and one that I report on in the radio program, is the need for
information on towers in local communities. As most people
in the ag aviation business know, there are a lot of towers
constructed that are less than 200 feet in height, which
means that companies are not required to mark them. These
towers are used for weather monitoring, GPS guidance
and other things that make
today’s farming practices
work. When I speak about
this subject on the radio, my
focus is to get the companies
erecting these
towers to inform the local
applicators about where the
towers are located. Again,
communication
with whoever is putting
the tower in place could
save an airplane and a life.
I recommend that everyone work with their local tower
companies to set up some sort of system to help ensure that
there are no further fatalities in the industry from tower
collisions. These are a few examples of how you can get
involved in your community and I hope these ideas are
something that the membership can use. You can read more
about what other operators are doing in their communities
on page 24.

Until next time, have a safe and prosperous season! 4
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sales@translandllc.com
TRANSLAND
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Wichita Falls, TX 76301
Phone 9406871100 Fax 9406871941

From Agricultural Aviation to Fixed Base Operations
and Personal Aircraft... Call Randy, Tim, Dick, Angie,
Melinda, Peggy or Rita with all of your aviation insurance
needs. We’ll make a satisfied customer out of you the
old fashioned way ... Good Policies and Good Service.

P.0. Box 12010, Wichita, KS 67277
Phone: (316) 945-6733 ¢ Fax: (316) 945-2330
Visit us on the web at www.hardyaviationins.com

180072126733
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Executive Director’s Message

ANDREW MOORE

IT's A WONDERFUL LIFE

arlier this year, I was fortunate enough to attend the

Golden Anniversary of manufacturing Snow-designed

aircraft in Olney, TX. On page 15, you will find a
comprehensive article on Air Tractor and the company’s
founder and owner, Leland Snow. To use a quote from the
article, “Leland has attained legend status in his own time.”
I think anyone in this industry would have a tough time
arguing against this statement. Many people have been
touched by this great man in very positive and significant
ways. One of my all-time favorite films is Frank Capra’s
“It’s a Wonderful Life” starring Jimmy Stewart. Stewart
plays George Bailey, a good man that makes selfless deci-
sions that benefit his community. In the film, George Bailey
finds himself in difficult situations and wishes he never
were born. God, via the angel Clarence, allows George
to see how things would have transpired if he had never
existed. What George finds is that those people whom he
touched (or, in this case, didn’t touch) in his life are in dire
straits and his community of Bedford Falls, a once idyllic
town, is now corrupted and riddled with vices.

Leland, like George Bailey, has had a profound influ-
ence on many, especially the agricultural aviation indus-
try. At the Air Tractor anniversary,
David Dewil made a presentation
to Leland on behalf of Transland,
as did representatives from Wells
Fargo, Pratt & Whitney Canada, the
City of Olney, Texas State Legisla-
tor Rick Hardcastle on behalf of the
Texas Department of Agriculture
and Jim Hirsch on behalf of the Air
Tractor employees. David stated that
Leland has not only contributed pro-
foundly to the agricultural and aerial
application industry, but he has also
been chiefly responsible in provid-
ing for and educating hundreds, if
not thousands, of people who are
part of his employees’ families and
the Olney, TX, community who are
involved in Air Tractor’s business.
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In the 57 years that Leland has
been in the aircraft business,
2,817 of the aircraft he designed
have been manufactured as
of April 2008. Of these, 523
were pre-Air Tractor aircrafft,
and 2,294 Air Tractors have
been manufactured. These are
impressive numbers.
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This is without taking into account the people and families
he has contributed to who purchased his aircraft. In the 57
years that Leland has been in the aircraft business, 2,817 of
the aircraft he designed have been manufactured as of April
2008. Of these, 523 were pre-Air Tractor aircraft, and 2,294
Air Tractors have been manufactured. Of course, not every
Snow-designed aircraft that’s been manufactured still exists,
but a great number of them are still flying today. These are
impressive numbers, especially when you take into account
that, according to the Federal Aviation Administration’s
(FAA) General Aviation Activity Survey for 2006 (the most
current available), there are 3,430 aircraft in the agricultural
aviation fleet today. When you take into account the number
of acres these aircraft are responsible for seeding, fertilizing
and protecting, and the vast amount of food, fiber, and bio-
fuel produced as a result of these aircraft across the globe —
from Africa to Europe to the Americas — the numbers must
be astonishing.

Leland does far more than help the agricultural aviation
industry by manufacturing aircraft. He is a very gener-
ous philanthropist to many industry programs. Over the
years, Air Tractor has contributed hundreds of thousands of
dollars to the National Agricultural
Aviation Research & Educational
Foundation (NAAREF) in its efforts
to promote occupational and envi-
ronmental safety and security to the
industry. Air Tractor was the one of
the largest benefactors to NAAREF
when its Board was organizing a
little program known as the Profes-
sional Aerial Applicators Support
System (PAASS) more than a decade
ago. PAASS has been a major factor
in the 26 percent decline in drift inci-
dents and the more than 18 percent
decline in ag aircraft accidents over
the past decade. Air Tractor seed
money helped lead to this success.

Leland has also been a major
contributor to the NAAA. NAAA’s
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headquarters is only 10 blocks from
our nation’s capitol building. Air
Tractor’s generous donation to the
Association made it possible for the
Association to purchase this building,
which is only a 15-minute walk down
Pennsylvania Avenue to the offices of
our nation’s lawmakers. Air Tractor’s
beneficence has enabled the Asso-
ciation to strengthen the agricultural
aviation industry’s influence with our
nation’s government and with the
media and public, thanks to its gener-
ous donations to the Association to
help produce its public relations video
Agriculture’s Air Force in the early
1990s and the updated video that is
expected to be released later this year.

For all these reasons and many
more, “Leland has attained legend
status in his own time.” The industry
has been fortunate to have leaders
such as him touch our history. Best
yet, Leland is still going and, by the
looks of things, will still be going
strong by the time Snow-designed air-
crafts’ Diamond Anniversary comes
along. b

HIGHER EDUCATION

Flying Tiger Aviation offers flight
and ground training for budding
ag pilots, and turbine transition
training for older hands.

e Ground Instruction &
Tail Wheel Training
e Instruction for Pesticide
Licensing Testing
e Dual-Control Turbine Thrush
¢ Dual-Control Ag Cat
e Primary S.E.A.T. Training
e Glider Flight Instruction
e Banner/ Glider Towing
Training

FLYING TIGER AVIATION
(318) 24y-758I

FLYTIGERAVIATION@AOL.COM
FLYINGTIGERSAVIATION.COM
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WNAAA President’s Message
PATTI CLINE

Stop AND TAKE
Just A MOMENT. ..

s the season is full upon us and the days are long and

hot, we get weary and sometimes a bit overwhelmed

by it. The pressure is on and time is getting short
to get the spraying done before harvest. It is the time of
year when we are more likely to feel the stress of the long,
hot workdays and short nights. This includes not only the
pilots, but the ground workers and office staff. They all work
together to keep an operation running smoothly and without
one piece, the others don’t function well.

I would like to encourage operators and pilots to remem-
ber the importance of
taking a deep breath, a
cool drink and a moment
or two to clear your
mind and rest your body.
I know sometimes all
you can think is, “There
is not time for that,” but
in fact there is and you
need to make time for
it; just five or 10 minutes
can keep you safer. A clear head and hydrated body work
more efficiently and you’ll be less prone to make a mistake.

Office staff should make sure the pilots eat breakfast and
have cool drinks (especially water), healthy snacks and a
healthy lunch with them while flying so they stay refreshed
and fueled. I know eating is hard when you are busy, hot and
tired, but it is so very important to maintain an active and
alert mind. This includes you in the office, too!

As my husband, Ron, leaves for the hangar each day, I ask,
“Do you have water and something to eat with you in that
special red bag?” Yes, I am a broken record about it, but it
helps remind him to make sure he is prepared for a long day.

Besides the pilots, office staff and ground crew should
make sure they have drinks and food for the day, too. You
never know how long the day will run. When customers are
calling, fellow employees need an answer and your kids are
looking to you to be with them, you need to take that deep
breath. Your calmness and perceived patience can make a
difference in attitudes all the way around.
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When customers are calling, fellow employees
need an answer and your Kids are looking to you to
be with them, you need to take that deep breath.
Your calmness and perceived patience can make a
difference in attitudes all the way around.
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Taking a moment with my dogs, Oso and Abby, can
relieve my stress level and improve my attitude. Just a quick
hug, throw of the ball and touch of their soft ears can restore
me. For you, it might be a scripture, a quick call to a friend,
a little Internet shopping (which works for me, too!) or a
10-minute nap. Find whatever it is you need to restore your
peace and ability to work with a clear head.

For the pilots who are feeling the pressure of long hours
of flying, every once in a while, sit back, quench your thirst
and shut your eyes for just a few minutes. We need you with
us — whole and com-
plete for a lifetime, not
just for today’s work.

Yes, take a short
moment and smell the
flowers of summer.
Enjoy their beauty, and
maybe even pick some
for that one waiting for
you at home! Be safe! A

1



NAAREF President’s Message

SCOTT SCHERTZ

CooprerATION WITH
AERIAL SERVICES

Makes Us ALl STRONGER

This article was written for AgProfessional magazine and is reprinted here with permission
from the Ag Retailers Association (ARA). ARA represents the U.S. ag retail and distributor
industry. NAAA and ARA work closely together on issues important to farm service providers.

n the current agricultural economy, there are many chal-

lenges to overcome in providing products and services to

maximize our customer’s goals, which ultimately shape
our prospects as applicators and retailers. In the quest for max-
imum yields, a renewed interest in crop protection, crop health
and performance during the reproductive stage of many crops,
including corn and soybeans, is occurring. Reliably applying
crop protection products at this stage without damaging the
crop often requires professional aerial application services.
This has created a situation in which many retailers, distribu-
tors and registrants are trying to capitalize on aerial application
services, without valuing the unique skills that are necessary to
conduct safe aerial applications. The benefits to the crop pro-
tection industry are a result of increases in fertilizer and other
inputs that achieve higher crop yields.

There are many experienced, professional aerial applica-
tion operations across the country that have become capital
and knowledge-intensive operations. Agricultural aircraft
have become expensive and require a sophisticated skill set
to operate and maintain. The infrastructure and labor, such
as ground support facilities and loading equipment, needed
to efficiently run an aerial operation are also specialized
and expensive. The valuable expertise of an aerial applicator
involves much more than spreadsheets or mapping programes;
it is the knowledge of an area, the crops, the people, the envi-
ronment and how they as applicators interact with the aircraft
and the applied products. Mapping and communication tools
are important in application operations, but the most valuable
part is the operational knowledge that an experienced opera-
tor has to organize and manage efficient work, with the least
amount of complaints and other problems.

When I hear of pressure from retailers to separate the
product side of this business from the aircraft operator, I
immediately think that this is an effort to subjugate aerial
application to “second-class” status within the crop protec-
tion industry. A successful and progressive aerial application

12

operation must have the resources and the registrant support
for the specialized equipment and infrastructure to provide
the needed services. In addition, when an aerial applicator’s
business plan accepts nontraditional channeled product, it
tends to decrease the effective margins for retailers and dis-
tributors alike. It also is a concern when aerial operations are
not taken seriously as real businesses, but only as a service
used by retailers. Cooperation with one another, rather than
obstructing one another, should be our shared objective.

The NAAA and the Agricultural Retailers Association
(ARA) have had a long history of working together to repre-
sent ground and aerial applicators nationally. Our organiza-
tions recently served together on an Environmental Protection
Agency’s (EPA) Drift Mitigation Work Group. This type of
cooperation is important considering the existence of activist
groups that want to limit our ability to protect crops.

Aerial applicators and retailers can work together in other
important ways. Quality seasonal labor is a challenge for
everybody. When aerial and ground peak seasons do not
overlap, there is an opportunity to share labor, which reduces
costs for both operations. Another very important activity is
to share complaint information. If a grower has a bias against
ground application and complains, this information can be
very valuable to aerial operators, since these same growers
tend to be sensitive to aerial applications as well (and vice
versa). If a retailer believes that a customer is asking too
much from an aerial applicator, such as a request to spray
a field that has too much drift or other safety concerns, the
retailer should dissuade the customer from using aerial ser-
vices when it appears to be too perilous for the pilot or risky
for all parties involved. When the crop protection community
works together with all parties providing their best efforts,
we are then the most efficient at expanding the output of
America’s farmers. Aerial application is an effective way of
expanding crop prospects and production, and this produc-
tion is a big benefit for retailers. %
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Washington Report
ANDREW MOORE

DEFINING SUSTAINABLE AGRICULTURE

number of national farm, commodity and farm ser-

vice associations, including the NAAA, have been

alerted to a draft “sustainable agriculture” standard
under development by the American National Standards
Institute (ANSI) that shows hints of excluding the use of
high-production agriculture methods, such as biological
and chemical technologies in its definition of sustainable
agriculture. ANSI is known for developing and accredit-
ing uniform standards and guidelines that directly impact
businesses in nearly every economic sector. ANSI has con-
tracted with the Wisconsin-based Leonardo Academy to
handle its sustainable agriculture standard. The following is
a statement issued by the Leonardo Academy justifying the
development of this standard:

A large and growing segment of consumers in the U.S. are
actively seeking to support companies whose agricultural
products are grown and handled sustainably; however, there
is little agreement about what sustainability means. When
there is market confusion and an absence of government
regulations, voluntary national standards serve as a vehicle
for resolving differences to retain public confidence.

When the Leonardo Academy held their first sustainable
agriculture stakeholders’ meeting last fall in Berkeley,
Calif., many representatives in agriculture were not aware
of the meeting and, as a result, were not in attendance. A
draft standard for trial use was prepared for this meeting
by the California-based Scientific Certification Systems,
which contains provisions aimed at “phasing out the use of
dangerous agrochemicals,” and ““establishing a practical path
for transition to organic practices.” Four goals were set forth in
the text from the Berkeley meeting including the following:

1. Preferentially employ biological, mechanical and
cultural methods to control pest and disease vectors;

2. Phase out agrochemicals that pose acute or chronic
health risks or ecotoxic risks, moving toward organic
practices;

3. Yield products of high nutritional value that meet
national organic standards for purity; and

4. Establish a safe, equitable workplace and establish pro-
ductive engagement with the surrounding community.

This language and the draft goals run counter to a vari-
ety of expert opinions on organic agriculture’s ability to pro-
vide the solutions needed to feed an expanding population
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and world. For example, the
United Nations Food and
Agriculture Organization (FAO) recently released a state-
ment saying that it “has no reason to believe that organic
agriculture can substitute for conventional farming systems
in ensuring the world’s food security.” Director-General
Jaques Diouf of the FAO said, “You cannot feed six billion
people today and nine billion in 2050 without judicious use
of chemical fertilizers.” The world’s population has grown
by 12 percent since 1997. Meanwhile, the total crop areas
harvested have grown only two percent in a decade. Biolog-
ical and chemical technology has helped agriculture answer
the call through greater productivity.

The ANSI sustainable agriculture standard is still in
the draft process and high-production agricultural groups
are now aware and pushing to be part of its development.

In addition, the Environmental Protection Agency
(EPA) has established a Farm, Ranch and Rural Commu-
nities Federal Advisory Committee to advise the Agency’s
administrator on environmental issues. This panel will
also focus on sustainable agricultural practices. The Agen-
cy has stated that the focus of the Committee includes
“the development of a constructive approach to advancing
sustainable agriculture and protection of the environment,
addressing communication between environmental and
agricultural interests and urban encroachment in rural
areas.” Agricultural groups representing high-production
agriculture sit on the EPA Advisory Committee and will
act to define sustainability to include using available tech-
nologies that increase crop yields.

Actions have also been taken outside of the U.S. by
corporations to move away from traditional crop protection
technologies. For example, The Home Depot® recently
announced that it will voluntarily stop selling traditional
pesticides and herbicides in its stores across Canada by the
end of 2008 and will increase its selection of what it claims
are “environmentally friendly” alternatives. According
to Annette Verschuren, president of The Home Depot®
Canada and Asia, “Our stores will prominently feature
green pesticide alternatives.” Product categories affected
by The Home Depot®’s voluntary phase-out include her-
bicides, insecticides, fungicides, slug baits, moss control
products and lawn fertilizers with weed control. A total of

13
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60 products will be affected. In the
company’s press release announcing
this policy it stated that “The Home
Depot® Canada also offers more
than 1,500 Eco Options products,
including all-natural insect repellents,
organic plant food and vegetables in
biodegradable pots.” These products
tend to sell at higher prices than con-
ventional crop and garden protection
products.

As these efforts to define sustain-
ability indicate, the battle between
environmental activists pushing sole-
ly organic practices and high-produc-
tion agricultural producers judiciously
using biological and chemical tech-
nologies continues to heat-up. Some
corporate interests are trying to profit
on the debate by preying on people’s
emotions in an effort to pad their bot-
tom line. The fight will not be an easy
one for high-production agricultural
producers; however, the will of its
producers and the arguments it has at
its ready—feeding a growing popula-
tion without plowing up large tracts
of undeveloped earth—are strong. #

S @_7W SUPPLY CO, LLC

www.skytractor.com
1-600-437-5319
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LELAND SNow — OverR 50 Years OF Success
AND STitt GOING STRONG

By Lindsay Barber, NAAA Director of Communications

The Early Years

Leland Snow was in awe of air-
planes from a young age. Born May
31, 1930, in Brownsville, TX, Leland,
at the age of six, began building model
airplanes. At 15, Snow started working
for two ex-military pilots in exchange
for flight lessons. After eight months,
he soloed in a J-3 Cub on his 16th
birthday. Besides flying, Snow also
became interested in parachuting and
made several jumps during his late
teenage years and early 20s.

Snow’s biggest inspiration in life
has been his father, who passed away
when Snow was a sophomore in col-
lege. He said, “My father was a civil
engineer and he inspired me to follow
a career in engineering because I was
good at math and science. He owned
a small engineering business, which
made me want to start a small busi-
ness, and I admired him and the work
that he did.”

Leland Snow in 1956. m ‘_- s

Snow had earned a reputation in
his area for being a decent pilot and
during his junior year of college,
he worked towards his commercial
pilot’s license, which he received in
1951 and started crop dusting. Snow
had an interest in agricultural avia-
tion and a local farmer, who needed a
seasonal pilot, hired Snow because of
his good reputation.

Snow really enjoyed the agricul-
tural aviation industry and quickly
realized that there was a need for
an aircraft dedicated to agricultural
spraying. He spent a lot of his spare
time designing his first airplane,
called the Snow S-1, which was the
forerunner of the S-2/Thrush series
that would be built in future years.
The 23-year-old made the first flight
in the S-1 August 17, 1953. He flew
the S-1 for spraying jobs in the Texas
Rio Grande Valley and in Nicara-
gua. Snow provided spraying services
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in Nicaragua until 1955 because
pilots were making a lot of money
in that country. He would randomly
travel back to Texas, where he would
work on aircraft designs.

Snow Aeronautical
Company

He returned to Harlingen, TX, and
worked on building the S-2A over the
next several years. Snow did flight
demonstrations for the Texas Agricul-
tural Aviation Association (TAAA) in
the S-2 and upon landing the aircraft
after the demonstration, several ag
pilots laid down deposits to purchase
the aircraft. In 1958, Snow Aeronauti-
cal Company moved its production
facilities to Olney, TX.

Over the next several years, Snow
and a small staff worked on various
types of aircraft, including the S-2B.
Besides designing and building air-
craft, obtaining FAA Type Certificates
for the planes took up a lot of time for
Snow. In 1959, his company sold a
total of 30 aircraft.

Partnerships And
Rockwell Standard

In 1962, Snow had to take on part-
ners after a lawsuit was filed against
his company and he ran out of funds.
He contacted two of his customers,
Wally Pankratz of Brawley, CA, and
an English company called Crop Cul-
ture, to see if they would be interest-
ed in forming a partnership. They all
agreed and within a few days, Snow
Aeronautical had gone from sole pro-
prietorship to a partnership. The part-
nership was divided into thirds: Snow,
Crop Culture and Pankratz. Pankratz
also had some California farmers
within his portion of the partnership.

Within a couple of years, the part-
ners became upset with Snow because
he built the 240-horsepower S-2C after
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they did not agree with the initial idea.
At a stockholder’s meeting in 1964,
the partners released Snow from the
general manager position. He stayed
on as an employee and continued to
investigate possible future designs.

During this time, Snow met his
wife, Nancy Bacon, in May 1964. He
knew he wanted to marry her after
three weeks, but waited to propose
until the sixth week of their court-
ship. They married in December of
that year and are still happily mar-
ried 44 years later. Together, they
have two grown daughters, Kristin
Edwards and Kara East.

There were some hard feelings
when Snow was released from the
general manager position and it was
commonly thought that the company
should be sold. According to Snow,
“The reason that Snow Aeronauti-
cal was sold to Rockwell Standard
was because my partnership began
to fray. We all had different objec-
tives for the future, were not getting
along and there was just a lot of stress
involved in the partnership. I read in
an aviation magazine that a company
named Rockwell Standard wanted to
broaden their product line and they
were actively purchasing small aircraft
companies. I contacted Rockwell, told
them about the business and asked
them to visit the company. We sold
Snow Aeronautical to Rockwell in late

Aircraft at the Air Tractor plant wait to be finished.

1965 for $1 million.” Snow was hired
as general manager of the Olney divi-
sion of Aero Commander and then
was appointed as a vice president in
the Aero Commander division.

Soon he started to hear rumors that
the plant location would be moved
from Olney to Albany, GA. Snow
decided that he needed to design and
build an aircraft that could make a
profit to keep the Olney division open.
He ultimately designed and worked
to build his S-2R Thrush aircraft.
Because Rockwell turned down a
previous design and aircraft concept,
Snow assumed his new design would
also be turned down, so he decid-
ed to just draw the designs for the
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S-2R, build the aircraft and seek out
the certification without the president
knowing what was going on. As Snow
states in his newly published book,
Putting Dreams to Flight, “There
were five different presidents during
the four years I was employed by the
company. The fact that we were hav-
ing this high turnover rate was prob-
ably one of the reasons I was able to
get away with building the airplane
without any official approval.” The
presidents were located in Pittsburg,
which also made it easier for the staff
to build the aircraft without being
noticed.

Unfortunately in January 1970, he
was informed that the Olney location
would move to Albany, GA, and he
would be offered a job. Snow declined
the offer and stayed on until the move
was complete in March 1970. The
first 100 Thrush aircraft were built
at the Olney division before the plant
was closed. More than 500 aircraft
were produced under Snow Aeronau-
tical and Rockwell-Standard in Olney.
Snow did not waste any time and the
next morning after the completion
of the move, he started working on a
new aircraft design, which he named
the Air Tractor.

Air Tractor

Construction began in 1972 on
the AT-300, which later became the
AT-301. When asked about the great-
est accomplishment in his life, with-
out any hesitation, Snow responded,
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“When I first started Air Tractor. |
walked into an empty building in July
1972 and the following September
27, 1973, 1 flew the first airplane that
was started in that building. I am so
proud that we flew the aircraft three
days ahead of schedule, with only
four employees working for Air Trac-
tor, and we completed the project
under budget. We had received an
SBA loan of $180,000 to build and
certificate the first plane and finished
with $5,000 left over.”

In 1975, production was moving
along quickly and Snow soon real-
ized that Air Tractor needed more
space. He and his staff moved into

“Plant One” at the Olney Airport,
with 54,000 square feet of space, in
November of that year. During the
next several years, Air Tractor would
develop and sell many different types
of Air Tractor aircraft. (See sidebar
on page 19 for Air Tractor timeline.)
Rick Reed of Reed’s Fly-On
Farming in Mattoon, IL, said of
Leland, “I bought my first Air Trac-
tor in 1981 and picked it up from the
factory. Leland himself walked me
around the aircraft and ‘checked me
out” I was impressed by how totally
unpretentious he was then, and he
is that same man today. For a man
who has attained legend status in

TEL-503 267 3501
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his own time, I find that extraordi-
nary. He has taken pride in each and
every airplane he has built and feels a
personal responsibility to those pilots
who buy and fly his airplanes. He and
his Air Tractors are the heartbeat of
this industry and can be credited for
helping the growth of aerial applica-
tion throughout the world.”

In 1990, Air Tractor flew the
first AT-802, which was developed
for firefighting but later found wide
acceptance for the treatment of agri-
cultural crops. In 1997, the 2,000th
Snow-designed, Olney-built aircraft
rolled out of the factory doors and the
company opened “Plant Two” at the

Leland Snow’s Book: Putting Dreams to Flight

Earlier this year, Midwestern State University Press in Wichita Falls, TX, published Putting Dreams
to Flight by Al Cleave, as told to him by Leland Snow. This book is a great read for anyone in the aerial
application industry, whether you’re an Air Tractor owner or not. The book goes into depth about the
history of Air Tractor, as well as the history of Snow, his daring flights and parachute jumps in his
younger years and his dedication to building each of his aircraft. Nothing stopped Snow from building
his aircraft and it’s an empowering story about his life’s mission to help ag pilots have an aircraft
dedicated to the aerial application industry. The book is a quick read at 157 pages and is a must-read.
Copies of the book are available on the Air Tractor website at www.airtractor.com.

ALY SIMPLEXMFG O
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Olney Airport, with 57,000 square feet
of additional space.

In 2002, the first of many highly-
modified and armored AT-802s was
delivered to the U.S. Department of
State for use in narcotic crop eradica-
tion in Colombia. By 2008, Air Tractor
had delivered 280 AT-802s. Snow states
that he owes a lot of this success to the
late Chuck Kemper of Queen Bee Air
Specialties in Rigby, ID, and Vicen-
te Huerta Jr. in Valencia, Spain, who
helped Air Tractor become a competi-
tor in the international market, with the
AT-802 used for firefighting. In 2004,
the 2,000th Air Tractor was manufac-
tured and delivered.

According to Chip Kemper, co-
owner of Queen Bee Air Specialties in
Rigby, ID, “We’ve been an Air Tractor

Propellers are lined up in the Air Tractor plant waiting to be added to airframes.

dealer since the mid-80s. My dad,
Chuck Kemper, had a history in sales.
With this background, he became
interested in selling Air Tractors for
Leland Snow and he helped Leland get
into the firefighting sector. Our com-
pany was one of the first to purchase
an Air Tractor and the first plane we
received was serial No. 11. Since then,
we’ve operated and sold Air Tractors.
We’ve always had a great relationship
with Leland. I believe besides having
a business relationship, it has been
a friendship as well and we’d like to
think that’s a two-way street.”

Today, Air Tractor produces a line
of aircraft that includes the 400-, 500-,
600- and 800-gallon capacity planes
powered by Pratt & Whitney piston
or turbine engines. Air Tractor has

'/Hlﬁ'l’l; Turbine Service

’ www.airforceturbines.com
h.: (361) 547-3386 * Fax: 361) 547-7273

S customize a maintenance program to keep you
flying safely and economically.
u considered the money saved when you maintain
your turbine engine?
ur choice: spend Some money now or More money later!!!
is the key to a better running turbine engine.

See our new site @

18

grown from a little company in Olney,
TX, to an international competitor in
ag planes. Air Tractors are working all
over the globe, including in Canada,
Mexico, Central and South America,
South Africa, Australia, New Zealand,
Spain, Croatia, Saudi Arabia, South
Korea and China.

Air Tractor has dozens of employ-
ees who have worked for the compa-
ny for two or three decades, which is
impressive for a small company. Snow
stated, “I went into business for myself
because of the freedom of being an
entrepreneur and in return, I’ve provid-
ed my employees with as much free-
dom as possible. I trust my employees
and give them the opportunity to go
beyond their job description if they
want to try something else in the com-
pany. I think those two items combined
create a good working environment.”

He added, “I was with Rockwell for
a little more than four years and there
was so much effort required to cover
up mistakes and not get blamed. I real-
ized that everyone makes mistakes, but
at Air Tractor I expect there to be rec-
ognition when a mistake happens. I'm
of the opinion that mistakes come from
the people who do the most work.”

According to Byron Nelson, owner
and operator of Frontier Agricultural
Service Inc. in Calexico, CA, “Our
small family business believes lower
maintenance costs and higher produc-
tion in the field are two very important
reasons that have enabled our agri-
cultural operation to remain in busi-
ness and we believe this is due to Air
Tractor.”

50th Anniversary
Celebration
On April 5, 2008, in Olney, TX,
several hundred people celebrated the
50th anniversary of Snow’s move to
Olney, TX. The celebration included
aerial demonstrations featuring aero-
batic performers, an open house tour
of the Air Tractor factory, a presen-
tation ceremony and a dinner, dance
and fireworks. The celebration was
attended by Air Tractor employees,
dealers, vendors, Olney residents and
elected dignitaries at the company’s
continued on page 20
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Air Tractor - 57 Years In The Making

Courtesy of Air Tractor Inc.

1951 — Design of Snow S-1.

1953 — Snow S-1 Test Flown.

1955 — Snow S-2 Test Flown.

1958 — Snow Aeronautical Company moves to Olney, TX, from Harlingen,
TX; starts with six employees. The first plane, S-2B, completed and
flight-tested. FAA certification received. Ground broken for new
manufacturing plant.

1959 — Company moves into new facility. First three planes leave the factory.
First-production S-2B flown.

1960 — First delivery to a foreign country (Panama).

1961 — S-2C test-flown. 100th plane delivered to Mississippi operator.

1963 — First flight of the S-2D prototype.

1964 — Company moves into new office building and expands plant facilities.

1965 — Production increases to one plane every three working days. S-2D
certification completed. Snow Aeronautical acquired by Rockwell-
Standard.

1966 — First S-2R test-flown.

1970 — Rockwell moves ag plane production to Albany, GA.

1972 — Leland Snow begins construction of the first Air Tractor.

1973 — AT-300 test-flown.

1974 — AT-301 test-flown.

1975 — Twenty Air Tractors delivered. Twenty-four employees move into new
plant.

1977 — AT-302 test-flown.

1979 — AT-400 test-flown.

1983 — AT-250 test-flown.

1984 — AT-500 test-flown.

1986 — AT-503 test-flown. AT-401 test-flown.

1987 — AT-501 test-flown. AT-502 test-flown. JTHALTOR,

1988 — AT-402 test-flown. AIR SUPERIORITY™

1990 — AT-802, world’s largest ag plane, is test-flown.

1992 — AT-502A test-flown.

1993 — 1,100th Air Tractor delivered.

1995 — AT-602 test-flown.

1996 — Groundbreaking for new 55,000-square-foot facility in Olney, TX.
1,400th Air Tractor rolls off the assembly line. AT-402A test-flown.

1997 — 2,000th Snow-designed Olney-built aircraft delivered. AT-401B
certified for 7,000 pounds gross weight. Opened plant #2: 57,000 sq. ft.
of additional space. 110 aircraft manufactured.

1998 — Celebration of 40 years in Olney, TX. Dropped boom introduced for
all models.

2002 — Firsthighly modified and armored AT-802 delivered to U.S. Department
of State for narcotic crop eradication.

2005 — 200th AT-802 delivered to Conair Group, Inc., British Columbia.

2006 — AT-602 and AT-802 Ram Air inlet approved and installed. Air Tractor
receives International Torch Award for Marketplace Ethics from Better
Business Bureau.

2007 — First Fire Boss on contract in United States. Prototype AT-504
introduced at the NAAA Convention in December.

2008 — AT-402 and AT-502 Ram Air installations approved and installed.
Celebration of 50 years.

-
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Olney, TX, manufacturing facility.
The occasion honored not just Snow,
his career and innovations, but also
the many people who, through the
years, helped Snow make his vision
take flight. At the anniversary cel-
ebration, Snow unveiled his new book,
Putting Dreams to Flight. (See sidebar
on page 17 for more information on
the book.)

According to Peter Mackay of Field
Air Group in Ballarat, Australia, “I
always think that it is a privilege to be
an Air Tractor dealer. Leland produc-
es an aircraft that is the world’s best
ag plane and he continues to develop
these planes with a thorough under-
standing of what the industry needs.
Leland holds genuine principals of
servicing the customer requirements,
he is open and honest to deal with
and he underpins his business with a
strong engineering foundation. Leland
is unassuming of the success and vast
contribution that he has made to the
worldwide productivity of agricul-
ture. It is highly evident that every-
one involved in the production of Air
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Tractors is proud and motivated to
be a part of the success and positive
direction that Leland gives to this
business. Despite his busy schedule,
Leland makes the time to know his
customers, to listen and to understand;
I believe that he knows all the custom-
ers in Australia and he is respected for
his approachable, genuine nature.”

The Future Of Air Tractor
And Leland Snow

When asked about the future of
Air Tractor, Snow responded, “We
are not slowing down. Air Tractor has
been working on developing a bigger
plane, which is the AT-1002 1,000-gal-
lon Air Tractor, for about six years
and I'm looking forward to having
that aircraft available. I’'ve also been
working on a 10-seat utility airplane,
but it was shelved for awhile because
our resources had to go toward the
development of the state department
plane for narcotic spraying in Colom-
bia. These days we’re focusing on
the 1,000-gallon aircraft and then I'd
like to get back to the 10-seat utility

aircraft. My vision for the utility plane
is to fly in remote areas, hauling pas-
sengers and freight. It will be a dif-
ferent type of plane than other Air
Tractors, but because we're efficient at
building planes, we think we can suc-
cessfully market this type of aircraft.”

He added, “In regards to the
1,000-gallon aircraft, we would like to
see this plane on floats, which would
create competition for the Canadair
firefighting airplanes. We think we’ll
play a more substantial part in the fire-
fighting industry with the 1,000-gal-
lon Air Tractor. Currently, 80 percent
of single engine air tankers (SEATS)
are Air Tractors and our planes are
established in foreign countries, such
as Spain, Italy and around the Medi-
terranean, for firefighting purposes.
Greece will also have some 802s on
hand in case it has fires again like it
did last year.”

When asked about retirement, Snow
replied, “T will always be involved in
Air Tractor as long as I am able. I
really enjoy working and I like what
I do. Because of my dedicated work
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over the years, I haven’t developed any
specific hobbies or interests, or at least
not enough to sustain me in a retire-
ment. I like to work and I can still con-
tribute to the industry.”

He did start running in 1986
because an FAA doctor informed him
that he needed to lower his blood pres-
sure. “I do like to run and I still run
every day. I get out on the street and
I run hard because it’s good for me
and will lead to a longer life.” Snow
has kept a journal of his running mile-
age and between the years of 1986
and 2008, he ran a total of more than
16,000 miles. He has completed two
26.2-mile New York marathons, as well
as the Dallas White Rock Marathon.

Snow added, “I really enjoy my
home. My wife, Nancy, has made and
provided me with a very loving home.
This is very important to us and I'm
just content to take up pursuits around
the home and I also enjoy working
from home. We are also expecting our
first grandchild and that is exciting.”
His daughter Kristin, who is the vice
president of sales for Air Tractor Inc.,
and her husband, Trevor Edwards, are
expecting their first child this year.

According to Leonard Felix, opera-
tor of Olathe Spraying Service Inc. in
Olathe, CO, “Leland and Air Tractor
have always been there for me. Wheth-
er it’s answering a question or helping
my company, I feel like I've been his
only customer and I know that’s not the
case. He is so dedicated to every one of
his customers and he truly cares about
each of us and the industry. I know I
can call Air Tractor and get a quick
response. Leland has always taken care
of me and he’s always looking out for
my best interests.”

A Philanthropist For
The Industry

Air Tractor and Snow have not only
contributed to the industry through
aircraft, but he also sponsors industry
events and donates money to various
projects in the industry. He has been
very generous in donating funds to the
National Agricultural Aviation Associ-
ation (NAAA) for the National office,
sponsoring at the National convention
each year, sponsoring the new industry

video that will be available at the end
of the year and donating hundreds of
thousands of dollars to the Nation-
al Agricultural Aviation Research &
Education Foundation (NAAREF).
Snow has been a driving force behind
ensuring the NAAA can be the best it
can be. He stated, “It is important to
Air Tractor to be a philanthropist to
the aerial application industry. We’ve
done well with our product and we’ve
worked hard to make a profit. As long
as that continues, we will continue
to give back to the industry because
we have benefited so much from the
industry. I want NAAA to be a strong
organization and be able to help us
and other sectors of this industry. I not
only plan to continue donating funds
to industry projects, but I'd like to do
more when I can.”

According to Dana Ness, operator
of Ag Air Inc. in Chester, MT, “My
dad started buying Air Tractors years
ago when he started his business, and
Dad always had a great relationship
with Leland. It’s nice to have someone
as committed to the ag aviation indus-
try as much as Leland has been and
he’s contributed so much to our indus-
try. He’s helped spread the good word
about our industry far and wide. Any
problems that we’ve had, Air Tractor
makes them go away and we are grate-
ful for its help through the years.”

Air Tractor hopes to expand its
gifts to the industry. Snow added,
“We’ve been so focused on so many
projects within our company that we
have not spent as much time as we
should looking at ways to help the
industry where help may be needed.
I want to fix that. We want to expand
our giving and it’s appropriate and
easier now that we’ve had many years
of doing well.”

Snow stated at the end of his book,
“Whenever I'm tempted to slow down
and maintain status quo, I try to reject
the urge because I feel that slowing
down results in precious time being
lost, time that can never be regained.
There are too many things yet to be
done for me to waste a day of my life.
This philosophy has been the driving
force throughout most of my years in
aviation. It has served me well.” b
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FUEL
FOR THE FIRE

By Bill de Decker

n 1970, the cost of Jet-A was 50

cents per gallon, and a barrel of

oil cost $2.50. Today, oil is well
above $125 per barrel; Jet-A is $4.00
to $4.50 if you have your own fuel
tank and buy from a distributor, or it is
$6.00 to $7.00 per gallon if you have
to buy it at an FBO. That’s double
what it was even 3 years ago. This
increase has had a tremendous impact
on the economics of aviation opera-
tions, with many operators adding fuel
surcharge clauses in their contracts. It
has also caused all operators to look
for ways to lessen the impact. Before
we talk about the available options,
let’s take a look at what’s included in
that price per gallon.

The cost per gallon of Jet-A is com-
posed of a number of major pieces:
e Crude oil
¢ Refining and profit
* Transportation distribution to oper-

ator or FBO tank and profit
¢ Federal, state and local taxes and

fees

These apply whether you get
your fuel from a distributor or from
an FBO. If you get your fuel from

an FBO, the following charges also

apply:

e Storage at FBO and uplift into your
aircraft

e Profit

This is illustrated in the follow-
ing two pie charts. The first shows a
typical cost of $4.25 per gallon of fuel
when you buy from a distributor and
have your own fuel storage; the second
shows a typical cost when you have to
buy fuel from an FBO.

Looking at these charts shows sev-
eral interesting facts. One is that crude
oil represents almost $3.00 of the total
cost per gallon and the other is the dif-
ference in cost between fuel delivered
by a distributor to your base of opera-
tions and the list price of fuel at an
FBO. The largest portion of the differ-
ence is the FBO’s markup of just over

$2.00 per gallon. Equally interesting is
that everything else — including taxes
— amounts to only about $1.25 to $1.50
per gallon. Based on this information,
what are the options to decrease your
fuel costs?

Crude Oil

At first glance, it may not appear
that there is much maneuvering room
in this cost. However, consider that in
2007, Southwest Airlines paid about
$0.60 per gallon less for the crude oil
that went into its Jet-A than the aver-
age open market price. This allowed
them to be far more profitable than
any of their competitors. How did they
do this? Well, they bought fuel for
delivery in 2007 in earlier years when
the average cost per barrel was lower.
So, when 2007 came around, they

- Jet A

Cost per Gallon at Operator

Operator Cost May 2008 - $4.25

Refining = $0.48

U Crude Oil
Distribution = $0.45 Taxes = $0.34 $125/Barrel
\ / = 52.98/Gallon
| 4
soi
B Refining

= Distribution
O Taxes

Taxes = $0.34

Cost per Gallon at FBO - Jet A
FBO List Price May 2008 - $6.50
Profit = $2.05/Gallon

Crude Oil
$125/Barrel

/ ~ $2.98/Gallon

ool
= Refining
m Distribution

= Uplift
@ Taxes
= Profit

Refining = $0.48
Storage & Uplift = $0.30 Distribution = $0.35
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were taking delivery of $51 per barrel
of oil while everyone else was paying
an average of about $75 per barrel — a
difference of about $24 per barrel or
about $0.60 per gallon (there are 42
gallons in a barrel).

The interesting fact is that anyone
can do this, and futures contracts can
be bought for up to 60 months from
now. For example, right now a buyer
can purchase a contract for delivery in
December 2010 at $127 per barrel. If
30 months from now, the price is $150
per barrel, the buyer has locked in a
price advantage of $23 per barrel or
about $0.55 per gallon. Of course, if
the actual price is $105 per barrel, one
hopes that they sold before the asking
price went below $127 or they would
sustain what could be a substantial
loss of $22 per barrel. This strategy
is called “hedging” and involves a
good deal of risk. Minimizing the risk
requires a lot of attention.

Some other problems that prevent
most operators from participating in
this arena are that the minimum con-
tract size is 1,000 barrels or 42,000
gallons. The purchase of one of these
contracts requires cash or a line of
credit equal to the price of a con-
tract — $125,000 for one 1,000 bar-
rel contract. One way to decrease the
need for cash is to purchase options
rather than contracts, but that further
increases the risk. Other problems
include the need to store 42,000 gal-
lons when it is delivered, along with
the fact that, while there are futures
markets for gasoline and diesel fuel,
there is no futures market for Jet-A.
Instead, what Southwest acquires is a
mix of crude oil, gasoline, diesel and
home heating fuel futures to mirror
the price behavior of Jet-A. The way
this works is as follows. Let’s say you
have bought two contracts (84,000
gallons) of home heating oil for deliv-
ery in December 2009 at a cost of
$3.60 per gallon. Over the course of
the next 18 months, the price keeps on
going up; and in November 2009, the
price for home heating oil for deliv-
ery in December 2009 is $4.10 per
gallon. At that point you would sell
your two contracts, making a profit
of $0.50 per gallon — which, in effect,

would reduce the actual cost of the
Jet-A delivered to your tanks by the
same amount.

It’s clear that this is a complicated
and high risk way to decrease the cost
of fuel. But as Southwest has shown,
it can work very well if the operator
has high annual fuel needs. One of
the main trading floors for fuel and
oil futures is the New York Mercan-
tile Exchange (NYMEX.com). Their
website contains a wealth of infor-
mation about the futures trading/
hedging business and makes for very

interesting reading on a long cold win-
ter evening.

Note that the futures market and
hedging is nothing new to many of the
large agricultural growers — they use
the futures market to lock in prices
for their crops to protect themselves
against the vagaries of the market.

Refining, Transport,
Storage, Uplift And Taxes
Other than making sure that the
tax burden is minimized and any tax
continued on page 36
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CREATING Posimive PusLic RELATIONS

THROUGH GOOD STEWARDSHIP

By Lindsay Barber, NAAA Director of Communications

g pilots must maintain the

utmost professionalism in all

aspects of their businesses.
Professionalism includes everything
from being a member of the Nation-
al Agricultural Aviation Association
(NAAA) and the state/regional asso-
ciations, to maintaining proper spray
records, to calling customers — and
others with concerns — back in a
timely manner. Professionalism also
involves communicating positive mes-
sages to government leaders, media,
school groups and everyone in your
community. It is important to inform
people about the aerial application
industry so that they understand the
important things ag pilots do and the
precautions they take to do them safe-
ly. Talk about the work done by aer-
ial applicators and how the industry

positively impacts agriculture, food,
clothes and fuel for heating, manu-
facturing and transportation. Unless
someone explains what that little plane
is doing flying 140 mph, 10 feet above
the crops, no one will understand. It
is the job of everyone in this industry
— from NAAA to allied suppliers to
pilots, operators and ground crew — to
explain what we do and our positive
benefits to American agriculture. This
is not only called professionalism, but
it is also being a good steward.
Professionalism and good steward-
ship not only involve being an edu-
cator about the industry, but it also
includes acting in a manner that will
be welcomed in the community. A
number of operators can attest to the
statement that “just because one has
the legal right to do something, does

= 1
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Conduct field days with students in your local area to inform them about the benefits of
aerial application.
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not mean other people will be okay
with it.” There is ample evidence in
the industry, however, that shows if
aerial application businesses work
with neighbors and other people in
their communities, they will be more
respected and appreciated in their
communities.

According to NAAA Executive
Director Andrew Moore, “We are fly-
ing more; the ag economy is healthy;
commodity prices are high; farm-
ers are being paid more, and they’re
using aerial application services,
which means we’re flying more; we’re
three-dimensional as opposed to
other forms of application, which are
two-dimensional, because we’re in
the skies. As ag pilots fly more hours,
the industry needs to ensure that it
practices good stewardship and leaves
a positive public image.”

Good Steward in the
Community

Leonard Felix, operator of Olathe
Spray Service, Inc. in Olathe, CO,
stated in the fall 2007 Colorado Agri-
cultural Aviation Association newslet-
ter, “I station Melody, my observer,
on the county road to help me keep
track of traffic. Traffic is coming and
going pretty regularly, but she keeps
me posted on the radio so I can adjust
my passes to keep from scaring some-
one half to death. Sometimes they stop
to watch, so she asks them to do so at
a safe distance.”

Felix added, “In regards to com-
munity support, I suppose the most
valuable thing we do in our area is
firefighting with the aircraft. We have
been involved in many wild fires over
the years. We’ve worked on a cou-
ple of fires that involved heavy fuels
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and one that involved a pallet fire at a
sweet corn processing plant. Last year,
and this year, the local fire depart-
ment called for the helicopter and the
Bambi bucket for controlled burns that
the wind swept into subdivisions, and
we were credited with saving homes
and structures. We also do search-
and-rescue and I, along with my sons
Deven and Seth, have all helped find
lost hunters or hikers. Last September,
Deven rescued a lady off the top of a
14,000-foot mountain on the continen-
tal divide, and that same day he found
a lost hunter. People in our community
seem to appreciate when we do our
job, especially keeping the fires away
from the community.”

J.R. Reabe, operator of Reabe
Spraying Service, Inc., in Waupun,
WI, also works to ensure that his pilots
are aware of sensitive areas and can
avoid people with known concerns.
“Our spraying service has master
maps of our area that detail the loca-
tion of all the people who have com-
plained to us in the last 25 years. Each
work order contains a small map of
the field, as well as the location of all
of the people who complain and exact-
ly what their concern is. For those
who want notification before spraying
a neighboring field, their phone num-
bers are provided, and at the bottom of
the work order is an area where we log
the notification. Therefore, the pilot
can be sure that they’ve been notified
before he starts spraying. Besides the
work order, pilots also have an area
map for navigation that includes the
complainer’s location highlighted in
red and a one word complaint code
for each. This gives the pilot informa-
tion he needs to avoid bothering them,
even if he is just ferrying.”

Reabe Spraying Service also uses
many techniques to work with the
person issuing complaints. Pilots will
time their applications and spray when
the neighbors are at work or when the
cows are in the barn. They will also
fly the field from a different direction,
or pattern, or even use a helicopter
so that the pilot doesn’t have to cross
a property line. Reabe added, “If the
complainer feels that we are trying to
work with them, they will generally

“I believe that ag pilots should have good morals and
ethics — both in and out of business. This way of life is
the first step that will make people believe us and believe
in the good that our industry does.

Rod Thomas, Thomas Helicopters, Inc.

give us a little slack, and we can both
win; we can spray the field without
lawyers getting involved, and they feel
relief from their legitimate concerns
about the application.”

Besides working with neighbors
to apply products at different times,
many operators also become very
involved in their communities and
show support. This includes every-
thing from participating in community
events, to conducting field days at the
operation, to helping to clean up or
assist in building new structures in the
community.

Craig Bair of Ag Flight, Inc. in
York, NE, stays very involved in com-
munity events. His company partici-
pates in several hunting banquets by
attending or sponsoring events, such
as “Ducks Unlimited,” that take place
in his local area. He also donates 100
acres of spraying to a church’s auction
— something that has given his com-
pany a lot of recognition. Bair will
also donate money to high school or
middle school children if they come to
his operation to ask for a donation. Ag
Flight actively participates in work-
ing with the local and state firefight-
ers’ association to educate firefighters
about aerial application, including the
aircraft and the crop protection prod-
ucts used in emergencies. (An article
about educating firefighters and EMT
personnel will be in a future issue of
this magazine.)

According to Rod Thomas, oper-
ator of Thomas Helicopters, Inc. in
Gooding, ID, “I think everyone should
work to be a good steward and a good
neighbor in their communities. I let
our neighbors know that we’re an inte-
gral part of the community. For exam-
ple, when a community event happens,
I always make sure we participate. I
always hang the biggest banner and
have a truck at the events. When the
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high school teams need money, I'm
always there to help. I always have
pilots at the schools speaking, and I
have kids out to my operation to learn
more. | also do customer appreciation
certificates and offer a free lunch or
dinner at a local restaurant. I recom-
mend serving on governing boards in
your community; give back and help
build pools, play grounds, hospitals,
etc. If you act as a pillar of your com-
munity and non-farming neighbors see
that, they forget that you’re spraying
crop protection products for a living —
something that can be an activity they
don’t need or appreciate.”

Good Stewardship with
Other Agriculture Groups
According to Terry Sharp, operator
of Agri-Tech Aviation, Inc. in Indi-
anola, [A, “My operation not only acts
as a good steward in our community,
but also the entire agriculture commu-
nity in our state. I was asked to par-
ticipate on a committee — put together
by our Iowa Secretary of Agriculture
Bill Northey — that was convened to
discuss aerial application issues that
were brought to light last summer. In
our area, there were many out-of-state
applicators working and unfortunately,
not all acted professionally. The com-
mittee members include people from
the fruit and vegetable association, the
organic association, the lowa Honey-
bee Association, the seed corn indus-
try and four aerial applicators, all of
whom are NAAA members, including
myself; Joel Meyer of Meyer Agri-Air,
LLC in Wellsburg, IA; Dennis Meyer
of Steier Ag Aviation, Inc. in Whit-
temore, [A; and Ralph Storm of Storm
Spraying Service, Inc. in Webster City,
IA. We spent half a day listening to
the concerns of the other groups, and
we discussed how applicators work
and what we can do to help protect
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the other sectors of agriculture in the
state.”

Sharp added that he has started
working with the organic associa-
tion in his state to develop a sensitive
area registration system. This sys-
tem is voluntary, but all of the agri-
culture groups in Iowa will be able
to register their crop locations on a
master register, and applicators can
view where these sensitive locations
exist. “I don’t think this will solve
the problem, but hopefully it will
somewhat help the situation,” Sharp
said. “This will allow us to stay away
from organic fields if we know where
they’re located. But, because organic
fields look similar to conventional
fields, I also went a step further and
helped the organic people develop
a sign, which will be distributed to
all organic farmers. The sign can be
posted on their fields, and the signs
are visible from the air. I found out
this is something that has some fund-
ing backing it by taxpayers, and I also
raised $10,000 for the project. Opera-
tors and pilots working in the state
will see these and know they’re sensi-
tive areas.”

Bair is involved with agricultural
groups in Nebraska. He works with
the Nebraska Wine and Grape Grow-
ers Association to make vineyards
more visible from the air for ag pilots.
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Vineyards are extremely difficult to
spot because they’re usually located in
the middle of a pasture. “The president
of the vineyard association spoke at
the Nebraska Aviation Trades Associ-
ation (NATA) meeting about when the
best time to spray and when we can
apply around vineyards where aerial
application services are taking place.”

After the NATA meeting, Bair and
several other operators attended the
vineyard association meeting where

Besides working with

neighbors to apply products

at different times, many

operators also become very
involved in their communities.

all the vineyard owners supplied the
locations of their vineyards. Before
the meeting, NATA designed a 3-by-
6-foot flag that had the NATA logo on
one side and the vineyard association
logo on the other side. Each vineyard
owner was given two flags to place on
their properties.

Bair added, “From there, the
Nebraska State Department of Agri-
culture volunteered their services to
take all the information, create a map
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of the entire state and label the loca-
tion of all the vineyards. This has been
very helpful to all the ag pilots, and
there are probably less issues with this
group because of the work we’ve done.
We may also start working with the
organic growers to set up this same
type of map.”

Bair re-iterated that it is important
to communicate with all the agricul-
ture groups in your state, because you
can develop a good relationship with
them. Once he builds a relationship
with growers, he supplies them with
a photo of his airplane so that they
know who is out spraying. If they see
a different plane, they often call him,
and Bair explains who is working the
field. Bair stated that development of
these relationships can quickly solve
problems should issues arise.

Good Stewardship in the
Industry

Besides being a good steward in
the community and with other agricul-
tural groups, it is also important not to
forget the aerial application industry.
Everyone in the industry should act in
the same way — professional and ethi-
cal — because once one person makes
a mistake, the community and media
view it as an industry-wide issue.

According to Thomas, “I believe
that ag pilots should have good morals

Need Paris?

We Have A WIDE Variety Of
Parts To Fit Your Ag Aircraft

Service & Support Parts for Thrush & Air Tractor

o+ Agrinautics and Transland

o) The Fast Start System

o+ RAPCO Brake Lining

4 PT6 Engine Support

o+ WeathAero Fans

o+ Aircraft Hardware

o4 Thrush & Air Tractor
Wing Inspections

4 Prop Balancing

Home

of the

Fast Start
System

RIDGE Avig
\—E\( TION
C,?‘o\N A /A/Q
THOMPSON-ROBBINS FIELD

230 Philips 204 Road, West Helena, AR 72390
Tel. 870-572-9013 e Fax 870-572-2761

National Agricultural Aviation Association e July/August 2008



“If the complainer feels that we are trying to work with
them, they will generally give us a little slack and we
can both win. We can spray the field without lawyers

getting involved, and they feel relief from their legitimate
concemns about the application.”
JR Reabe, Reabe Spraying Service, Inc.

and ethics — both in and out of busi-
ness. This way of life is the first step
that will make people believe us and
believe in the good that our industry
does. I expect people who I do busi-
ness with to trust me. Our industry is
in a unique situation where we deal
with hundreds of thousands of dol-
lars in crop protection products, and if
our customers or people we deal with
can’t trust us on a small matter, they
won’t trust us when it comes to apply-
ing these products. For example, some
people in this industry get away with
cheating their customers out of a little
chemical or water, because how will
the customers know otherwise? Grow-
ers rely on ag pilots to be the profes-
sional they come to for advice. If they
discover a lie, that will be bad for the
entire industry and not just that one
pilot. You should not want to be that
type of person.

“Pilots who come in and undercut
pilots in the local area — or pilots who
don’t do a good spray job — are not
people you want to do business with.
It is not ethical, and they’re cheating
other pilots as well as the growers. We
must all work together in this industry.
When pilots are visiting from out of
state to do work, they should respect
the areas they’re visiting and leave it
as they arrived. It is like the statement,
‘leave no footprints.””

Sharp also mentioned that pilots
need to be aware of state laws and reg-
ulations. “An issue with non-resident
pilots working in Iowa is that all ag
pilots are required to have contain-
ment and loading sites, and most non-
resident pilots bypass this and don’t
pay any attention to it. Also, if an ag
pilot is in Iowa for 30-plus days, they
must register their aircraft with the
Iowa Department of Transportation.
Non-resident pilots use public airports,
which the airports like, because the
pilots are buying fuel. But, the public
who own planes at the airport don’t
like it. I attended an airport author-
ity meeting to talk about the excess of
planes and was told that private pilots
couldn’t access their personal aircraft
because of the influx of ag planes
and the retailers trucks and equip-
ment. Incoming pilots and the retail-
ers really need to take notice of this.
Pay attention and be ethical. There are
other people at the sites to take into
consideration.”

Sharp added, “I believe all applica-
tors intend to do a good job, but some-
one needs to supervise non-residents
and give them accurate information to
do a good job. I believe that ag pilots
entering a new area to work need to
be professional and have strong ethics.
This is one of the most critical issues
for our industry. It takes a lot of pilots
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to get the work done that we need
done, but I believe that non-resident
pilots should be somewhat supervised
or given information from resident
pilots about the community and sen-
sitive areas.

“I just ask that every pilot going to
work in a new area have some profes-
sionalism and be ethical. Learn the
state’s rules, and learn about the area
by calling a local operator to ask ques-
tions about the community and where
sensitive areas are located that need
to be avoided. Get insight from local
operators.”

Thomas reminds all applicators,
“Everyone should remember the
PAASS mantra — ‘Upon the perfor-
mance of each rests the fate of all’ —
because it is a fact.”

How do you, as an operator and/
or pilot, practice good stewardship
practices in your area of the country?
Let NAAA know by email at informa-
tion@agaviation.org to be included in
a future article. %
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SOYBEAN APPLICATIONS INCREASING WITH

RISING PRICES

By Mary Lou Jay

he U.S. Department of Agri-
culture calls soybeans the most
important grain legume crop
grown in the United States. It’s easy
to see why. The oil from the versatile
plant is used domestically for food
products such as salad dressings and
margarine; the meal is an important
source of high protein animal feed;
and the plant can be used for biodiesel
fuel. The soybean even helps our bal-
ance of trade; U.S. growers exported
$8.9 billion of soybeans in 2006.
Agricultural aviation has played
a role in soybean production almost
since the crop was introduced in the
U.S. in the 1920s. With prices for the
crop relatively low, however, farmers
usually called aerial applicators only
when there was a specific threat to
the beans from pests or disease. But
the steep increases in prices and the
arrival of Asian Soybean Rust (ASR)
and new pests have led to an increased
demand for aerial applications.

Spraying Reduces
Rust Risk

ASR is a fungus that can reduce
soybean yields by as much as 80
percent. It was found in Japan more
than 100 years ago and over the years
gradually spread via spores to Asia,
Africa, Europe and South America.
ASR made its first appearance in the
continental U.S. in 2004, with reports
of infected fields in nine states. By
2007, 19 states were reporting some
fields with the rust.
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A pilot sprays a soybean field. Photo courtesy of David Glover.

Aerial applicators are seeing an
increasing demand for their services
as farmers take preventive measures.

“We do a lot of preemptive strikes
on soybean rust,” says David Glov-
er of Glover Aviation in Tillar, AK.
“The growers just put on Quadris®, a
fungicide produced by Syngenta Crop
Protection, or Headline®, a fungicide
produced by BASF, as a preventative
measure.

“We have found Asian Soybean
Rust in the county, but it has always
been a little late getting here,” he
continues. “But every year it seems
to be getting here a little sooner. It’s
something that we can’t predict. Last
year, we had one field in the county
with damage due to soybean rust, but
they keep finding spores here and they
keep warning us that we could have a
problem.”

Aerial applicators in other parts of
the country report similar increases
in fungicide applications on soybeans
over the last few years.

Higher Prices And
Better Yields

Soybeans jumped from $4 or $5
a bushel a year ago to an average of
$12.62 on May 9, 2008, so spraying
the crop to increase yields makes good
economic sense. Chuck Holzwarth of
Holzwarth Flying Service in Virden,
IL reports that 70 to 80 percent of the
soybeans he has treated show yield
increases, sometimes as high as 10 to
15 bushels an acre.

“We’re using more fungicides today
than we ever have before,” Holzwarth
says. While it would have previously
taken a five or six bushel increase to
make aerial applications cost effective,
now farmers can cover the costs with
just an extra bushel or two.

Barry Jo Wilson of Wil-Co Fly-
ing Service in DeWitt, AK has seen a
change in his customer base. “We do
a lot of seed beans here, and the seed
companies spray for all diseases, like
frog eye and leaf spotter, not just soy-
bean rust,” he says. “They also found
that they can get an eight to 15 bushel
increase by spraying with fungicides.
So now farmers who are just grow-
ing regular beans are having us spray
them, t0o.”

For many years, corn was the main-
stay crop for Bart’s Flying Services in
Storm Lake, IA, but in the last five
to eight years, soybeans have taken
prominence. “Today they are probably
three-quarters of our business,” says
company pilot Mike Bartholomew.
The appearance of new pests, such
as bean leaf beetles, spider mites and
aphids has triggered this increase, he
says.

Glover sprayed 25,000 acres of
soybeans last year, and expects to
do as much or even double as many
this year.

“Soybeans have always been a
stepchild, a filler crop in this area, but
with the prices they’re getting now,
farmers will treat them more like a
crop than they have before,” he says.
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“We’ve got the micro-managers who
will treat their soybeans religiously,
regardless. But then you have the farm-
ers who previously treated only after
they got an infestation. Those are the
growers that I think we will be picking
up this year.”

Glover says farmers are planting
more acres in soybeans. “For 20 or 30
years we have done mostly cotton and
rice with a small amount of soybeans,”
he explains. “But this year my seed
growers say we will have a 40 percent
cut in cotton and an eight percent cut
in corn, and some of this land is rolling
into soybeans.”

That’s not a positive change, how-
ever. “Soybean applications don’t mea-
sure up to cotton applications. We’ll
treat cotton six to 10 times a season,
while soybeans will be as few as one
and as many as three times,” Glover
says.

Summer Applications

Farmers plant soybeans from late
April through early June. Most pretreat-
ment of soy fields is done by ground rig,
but Glover starts his soybean spraying
in April with burn downs of a few thou-
sand acres using Roundup® and 2,4-D
on Roundup®-ready beans. Bartholom-
ew also does ground preparation work
if the spring is an exceptionally wet one
and ground rigs can’t get in.

Aerial fungicide applications some-
times continue into July, and insecti-
cides are done in August through early
September.

“Generally, one type of application
is usually sufficient for each type of
treatment. Farmers tend to time them
a little differently, although sometimes
they will combine fungicide with insec-
ticide. A lot depends on the weather we
have and how it hits. If the bugs start
chewing early, we may have to go in
with a second application to control re-
infestation,” says Bartholomew.

Glover says the micromanagers in
his area will usually spray three times,
twice with fungicide alone and once
with a fungicide and a pyrethroid. “This
year we will have a lot of soybeans
behind wheat, which means that we
will have some late soybeans,” he com-
ments. “Those are usually treated more

heavily. At that time of year, they are
more likely to have rust or fungus and
they’ll get more treatments for worms
or other pests, such as grasshoppers.”

“Our soybean treatments have
really been a mixed bag; every one
of these guys seems to treat things a
little differently,” Glover adds. Some
of last year’s mixes were glyphosate,
Headline®, Quadris® and CoRoN®,
Quadris® and Karate®, methyl para-
thion for stinkbugs, and Orthene™,
Intrepid and Tracer for cabbage
loopers.

“Depending on the conditions, the
main problem we have in soybeans in
Central Illinois is spider mites, soy-
bean aphids and bean leaf beetles,”
said Holzwarth.

Quilt® and Headline® are the most
popular fungicides with Holzwarth’s
customers, although some farmers use
Stratego®. Fungicides generally get just
one aerial application. “If we ever do
get soybean rust, there are fields that
might require more than one application
but that depends on the time of year and
what stage the plant is in,” Holzwarth
says.

Stinkbugs and worms create most
of the insecticide work for Wilson in
southeast Arkansas. “The stinkbug has
become a big problem because it gives
the soybeans green bean syndrome.
Once the stinkbugs sting a plant, the
bean’s stems stay green and they don’t
drop their leaves very well,” Wilson
says. He primarily uses methyl parathi-
on, some pyrethroids and Orthene™.

In Towa, Bartholomew generally
sprays Headline® as the fungicide
and Lorsban®, Warrior® and Asana®
as insecticides. If the fall weather is
unusually warm, and no frost occurs
to kill off the soy plants, Bartholomew
will also do some burn down of the
soybean fields as a pre-harvest aid.

Calibration And Spraying

Treating soybean fields by air offers
farmers several advantages.

“The advantage of air is that if it’s
wet we can go, and with our speed we
can get more covered in a day,” says
Glover. “And in our area, if it’s hot,
and they’re irrigating a lot, they won’t
want to drive over the irrigation pipe.”

July/August 2008 e National Agricultural Aviation Association

“There is some competition from
ground rigs, but when bean prices
get this high, the farmers don’t want
ground rigs rolling over them,” Holz-
warth adds.

Bart’s Flying Services uses two
Piper Braves, an Ag Cat and an Air
Tractor 401 in treating soybeans.
“They provide a more even application
than ground rigs,” says Bartholomew.

“We get pretty good coverage on
the canopy [with insecticides] due to
the fact that as the aircraft goes across
the field, all the air that’s disturbed
makes the bean leaves flip upside
down,” says Bartholomew. “Ground
rigs just can’t get that kind of cov-
erage. Ground rigs are also going to
have a bigger droplet size, like rain-
drops, so the droplets hit the top of the
leaves and run off. The drops don’t get
to the bottom of the leaves where the
aphids congregate.”

Aerial application benefits soy-
bean growers because the planes don’t
touch the crop canopy, as a ground
rig would, which means that diseases,
such as ASR, would not be spread to
other fields. Also, an airplane or heli-
copter can accomplish three times the
amount of work in a day than ground
equipment or any other form of appli-
cation. This means less fuel used, less
air pollution and no soil compaction.

Control of droplet size is critical
in spraying soybeans. “When we do
a fungicide application, we make sure
that we can put out a droplet size of
between 250 and 300 microns,” says
Holzwarth. He takes his airplanes—
Air Tractor turbo props—to Opera-
tion S.A.F.E. fly-ins each spring to
ensure that they are set up correctly
for the work.

Wilson flies an Air Tractor 602 and
two Thrush 510 aircraft. “We pattern
test our airplanes so we have got our
droplet size down and we know what
nozzle settings to run,” he says.

Glover, who flies Air Tractor 502s,
uses a CP-09 nozzle with the deflector
set for the largest amount of medium
sized droplets when applying the gly-
phosate. “They help keep our drift
down. We also use a small amount of
Control® in every load of glyphosate
Roundup® when we apply.”
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Outlook: More
Application Ahead

Soybean prices are expected to
remain high, and that’s likely to mean
more work for aerial applicators. But
some pilots question how long this
boom can last. “This season I'm opti-
mistic, but it’s anyone’s guess as to what
may happen,” says Glover. “Many of
our growers booked beans at the $8.00
per bushel range, but input costs, such as
the 60 percent rise in glyphosate prices,
are rapidly catching them. The growers
that booked later with higher prices will

have more to spend with aerial applica-
tors, but who and how much we’ll just
have to wait and see.”

Holzwarth remains optimistic about
the future with soybeans. “With the way
the population in the world grows every
year, and with every acre that we lose
to urban sprawl, every acre of ground
has to produce more and more,” he says.
“With the soybean rust threat and with
the commodity prices, we have a good
market right now. I just don’t see our
work getting any slower or our industry
getting any smaller.” %
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LAS VEGAS
WELCOMES THE AERIAL

5

APPLICATION INDUSTRY
THIS DECEMBER

AAA Convention attendees have asked to return to
Las Vegas! This year, we’ll take over South Point
Casino, Hotel and Spa from December 8-11, 2008

in Las Vegas. Celebrate the end of the year at one of the
most exciting locations in the United States.

Attendance At The 2008 NAAA
Convention In Las Vegas Gives You:

Four days of educational sessions, networking, meeting
new people and catching up with friends! The convention
will take place Monday-Thursday. (Stay tuned to the
NAAA Website at www.agaviation.org and future
magazine issues for the schedule and further convention
details.)

Education and professional development. Attend the Am-
erican Society of Agricultural and Biological Engineers

Book Your Room Today

Don’t delay! Make your room reservations today by
calling (866) 791-7626 and give the code “NAAA Annual
Convention & Trade Show” or book online at www.
southpointcasino.com. The room rate is $69.00/night.
Please be advised that the National Rodeo is also in town
during the same time; therefore, please make your room
reservations as early as possible.

EYTE /-
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Afrend the ASABE session and concur 1‘15 for pmemCEUv

(ASABE) sessions and more than a dozen concurrent
sessions to earn possible CEUs. Attending these sessions
will keep you up-to-date with the latest precision
technologies to mitigate drift and to make your applications
more efficient and effective.

Visit the 100+ exhibitors on the trade show floor that
provide the services and products that maximize your
business’ productivity.

Opportunity to bid on products in the Live and Silent
Auction to support NAAA and WNAAA programs, as
well as your business with your purchases.

You’ve asked to attend Las Vegas for years! Enjoy all the
fun that Las Vegas has to offer: top-rated shows, world
famous dining and potentially profitable gaming.

Register Online
Please register for the convention

today online at the NAAA Website at
www.agaviation.org under “Convention.”

Current Auction Items (as of June 9th)

o Air Tractor — Ram Air Engine Retrofit Kit (no installation)

* BASF — Men’s XL Bomber Jacket with BASF & Top Gun Logos
and Ray Ban Aviator Sunglasses

* CP Products — 50 CP-11TT Flat Fan Nozzles and 50 CP-06 Swivels

* California AAA — Ag Plane Print

» Agriflite Services — 30 Check Valves

» AgNav — Ipac Organizer and $500 gift certificate

» TumbleWeed Lodge — 2 day/3 night Bird Hunt at the TumbleWeed
Lodge in Harrold, SD (Supports WNAAA)
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Kickoff
Breakfast
Speaker -
Captain
Brian Udell,
Supersonic
Survivor

Attend NAAA’s
Kickoff Breakfast on
Monday, December 8th
and hear a compelling
story of survival, res-
cue and personal suc-
cess from accomplished
military Strike Eagle
pilot Brian Udell. He
holds the record for
surviving the highest
speed ejection from a
U.S. fighter aircraft at
nearly 800 mph. His
riveting story of how he
survived with a crushed
body and crippling inju-
ries for hours 65 miles
off the Atlantic Coast is
remarkable. Capt. Udell
applies the principles of
determination, faith and the sheer will to survive to facing
life’s everyday challenges. His triumphant return to the Strike
Eagle is an inspiring story about perseverance and character.
You won’t want to miss this Kickoff Breakfast!

L i

Call For NAAA Award Nominations
Who will be recognized as the best in our industry by
receiving an award this year? The NAAA Awards Commit-
tee is accepting nominations for the 2008 NAAA Awards.
If you’ve attended the awards ceremony in the past and have
thought of a person who should be
nominated, don’t delay! Nomi-
nees don’t need to be known
nationwide; they can be an
outstanding individual in
your area. Nominate some-
one today. It is easy to make
a nomination for a fellow
NAAA member and all you
have to do is fill out a single-
page form.
Nominations are
only accepted
for individuals
who are NAAA
Members (Con-
tact NAAA
if you are
unsure of their
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membership status by phone at (202) 546-5722 or by e-mail at
information@agaviation.org). For a list of the available awards,
a nomination form and further details, please visit the NAAA
Website at www.agaviation.org/awards.htm. Awards will be
presented during the Farewell Banquet on Thursday, Decem-
ber 11th.

Exhibit At The 2008 NAAA Convention

2008 Exhibitor Booth Sales packets have been sent out.
If you did not receive a packet and are interested in exhibit-
ing, contact NAAA today. Premium booth spaces go quickly!
Spend twelve hours on Tuesday and Wednesday meeting
potential clients and educating attendees about your cutting
edge products, technologies and services. This is one of the
most widely attended events at the NAAA Convention and it’s
your opportunity to do business with 1,000+ attendees. If you
have any questions or are interested in exhibiting, please con-
tact Peggy Knizner by phone at (202) 546-5722 or by e-mail at
information@agaviation.org.

Sponsor An Event At The 2008 NAAA
Convention

Thank you to the following companies who have already
committed to sponsoring events at the NAAA Convention:
* Auction Reception — Syngenta
* Kickoff Breakfast — BASF
e Program Guide (back ad) — Air Tractor, Inc.

e Program Guide (inside ad) — Kimmel Aviation Insurance

Company.

Sponsor an event at this year’'s NAAA Convention! Spon-
sorship opportunities are available at the welcome reception,
farewell banquet, general session program, coffee breaks and
several other options. The earlier you sponsor, the more adver-
tising you’ll receive! Get your company’s name and logo in
front of the attendees’ eyes on signs, banners and in convention
materials. Sponsorships are listed in the Convention Program
Guide, Jan/Feb 2009 Agricultural Aviation magazine and on
the NAAA Website, so your generosity will be noted by the
industry! The NAAA Website averages 156,680 hits a month
and 5,256 hits per day. For more information, please call the
NAAA office at (202) 546-5722 or visit the NAAA Website at
www.agaviation.org and click the “Convention” link.

WNAAA 2008 Convention Information

This year’s convention will be packed full of events for
the female convention attendees. Whether you’re a spouse or
business employee, there are events for you! The WNAAA
Convention details are in the works and all details will be
in future magazine issues and on the NAAA Website at
www.agaviation.org/wnaaapage.htm.

Seeking Auction Items

Donate your items to the NAAA and WNAAA Live and
Silent Auction. If you have an item to donate, support the aeri-
al application industry by donating it to the auction. To donate,
contact NAAA by phone at (202) 546-5722 or by e-mail at
information@agaviation.org. b
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2008 NAAA Convention
Events Schedule

Schedule subject to change. Changes to the schedule
will appear in future issues of this magazine and on the
NAAA Website at www.agaviation.org/conventionpage.
htm. All activities will take place at the South Point

(" SOUTH DELTA
AVIATION, INC

www.agaircraft.com

Casino, Hotel and Spa.

Sunday, December 7th
10:30 am — 6:00 pm
9:00 am — 4:00 pm

4:00 pm — 6:00 pm

4:30 pm — 6:00 pm

Monday, December 8th
7:30 am — 7:00 pm

8:00 am — 9:45 am

10:00 am — Noon

1:00 pm — 2:30 pm

2:45 pm — 4:15 pm
4:30 pm — 6:00 pm
7:00 pm — 8:00 pm

Tuesday, December 9th
7:00 am — 8:30 am

7:30 am — 5:00 pm
8:45 am — 11:30 am
10:30 am — 11:30 am
Noon — 6:00 pm
5:30 pm — 7:00 pm

8:00 am — 9:30 am
9:00 am — 5:00 pm
10:00 am — 4:00 pm
3:00 pm

4:00 pm — 5:30 pm

8:30 am — 10:00 am
9:00 am — 5:00 pm
10:15 am — 11:45 am
1:00 pm — 2:30 pm
2:45 pm — 4:15 pm
5:30 pm — 6:30 pm
6:30 pm — 9:00 pm

Registration

Pratt & Whitney Seminar
NAAA/WNAAA Board
Meetings

Concurrent Sessions

Registration

Kickoff Breakfast
ASABE Sessions
ASABE Sessions
(continued)

Concurrent Sessions
Concurrent Sessions
Welcome Reception/PAC
Slot Tournament

CP Products Breakfast
(Tentative)

Registration

NAAA General Session
Allied Industry Meeting
Trade Show Hours

Live Auction & Reception

Wednesday, December 10th

Concurrent Sessions
Registration

Trade Show Hours
Silent Auction Closes
Concurrent Sessions

Thursday, December 11th

Concurrent Sessions
Registration
Concurrent Sessions
Concurrent Sessions
Concurrent Sessions
Farewell Reception

Farewell Banquet & Awards

Ceremony

Serving the Agriculture Aviation Industry
For Over 30 Years

AG-NAV® 2

Precision DGPS Guidance System.
Call for Quotes — Units in Stock

Avthorized Thrush Dealer
Se habla espafiol

FLY WITH <@Oclter

TURBOPROP ENGINES
SALES ¢ SERVICE ¢ INSTALLATION
STC CONVERSION FOR ALL THRUSH AND AG CAT MODELS
ATGIESr FACTORY ENGINE TECHNICIAN ON STAFF

SOUTH DELTA s riserc, i 72390

FAX: 870-572-6002
riddell@ipa.net

www.agaircraft.com

AVIATION, INC
870-572-9011

Specializing in Pratt & Whitney R-985-1340
Major Overhauls
Repair Station No. CT2R754K

Sam Thompson
Rex Vaughan
Luis Corado

9311 E. 44th St. N. « Tulsa, OK 74115
AIRCRAFT Phone (918) 838-8532
ENGINES Fax (918) 838-1659
INC. tae@tulsaaircraftengines.com

“150LAIR

* .‘-TIHE FIGHTING * AGRICULTURAL * FGHES.TR.Y
< Phone: (503) 492-2105 < Fax: (503) 492-2756
< E-mail: sales@isolairinc.com
www.isolairinc.com

ISOLAIR welcomes you to
review our product line, request quotations
and contact us for further information or sales.

1620 NW Perimeter Way, Troutdale, OR 97060 USA
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120 Grouby Airport Road Prattville, Alabama 36067

3343617853

3343610290 sales@UTPparts.com

WHERE DoEes YOUR
INSURANCE DouaAr Goe

By NAAA Insurance Committee

t seems to be a mystery. No one knows what those huge
insurance companies are doing with all the money you
give them. They must be making fortunes!

We assure you, that is not the case. If the companies were
making fortunes, why have so many of them over the years
discontinued writing ag business or have gone out of the
aviation insurance business completely?

Homeowner, auto, business insurance, etc. companies have
the advantage of having a huge number of units. Insurance
actuaries rely on the “law of large numbers.” With aviation
insurance we do not have that luxury. There are more autos
in any one of our major cities than there are aircrafts in the
country. According to Federal Aviation Administration (FAA)
records, there were only 3,430 active ag aircrafts in 2006.
As a result, aviation insurance, particularly ag insurance, is
quite unique and each risk must be underwritten and priced
properly. There is little room for error.

Anyway, where does your premium dollar go? The figures
we use are approximate and may vary three cents or so either
way. It takes an insurance company approximately 30 cents
of your dollar to run its business. That leaves 70 cents to pay
losses, loss expenses, legal fees and any other costs associated
with a claim. In addition, companies are mandated to set aside
claim reserves (money) for all claims as they are notified of
them. The reserves of many minor claims, particularly hull
claims, are deleted as soon as the claim is paid. However, if
the company is notified of a potential liability claim that may
not be settled for years, the company must reserve its best
estimate of the dollars to be spent until the claim is closed.

Also in the 70 cents, there must be some profit for the
shareholders and investors. If we can’t keep them happy,
they’ll pull the plug like so many have done in the past.
Companies shoot for a 55-percent to 65-percent loss ratio. If
55 to 65 cents of your dollar are spent on claims, there will be
a balance left for the insurance companies to run its business
and make a profit for the investors.

Of the 30 cents to run the business, five to eight cents is
needed by the issuing company to pay premium taxes, policy
filing fees and other fees assessed by the various insurance
departments, as well as state licensing fees.

The balance is used by the insurance company to cover
its operating expenses including salaries, office supplies and
printing, rent or mortgage, agent’s commissions, utility bills,
advertising and all the other expenses incurred in running a
business.

It is impossible to give you an accurate breakdown,
because companies operate in many different ways, but this
should give you a pretty good idea of where your premium
dollars go when you pay them. *
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. NAAREF PROGRAM SPONSORS
;2007—2008

ﬂt“_‘ '::3" Operators and Pilots, Federal and State Agencies, Insurance and Service Providers, Aircraft
i _ P and Equipment Manufacturers, Chemical Companies, Academic Institutions, and State
* Ebucarion P Associations sponsor the NAAREF projects, including the PAASS Program.
Donors that have pledged for 3 to 5 years or have donated the last 3 years at that level
are shown in bold print
STS Enterprise $50,000  Piper J-3 $500  Dan’s Flying Service Inc

National Agricultural Aviation
Association

P-51 Mustang $25,000

BASF Corporation

National Association of State
Departments of Agriculture
Foundation

P-40 Warhawk $15,000
USAIG

Spirit of St. Louis $10,000
Air Tractor Inc

Pratt & Whitney Canada

Sikorsky R-4 Hoverfly $5,000

Covington Aircraft Engines Inc
DuPont Crop Protection

Curtiss Jenny $1,000

CP Products Company Inc

Craft Air Services LLC

Garrco Products Inc

Gomes Farm Air Service Inc

H&P Flying Service

Kaz’s Flying Service Ltd

Lane Aviation Inc

Andrew, Kristen & Benjamin
Moore

New Mexico AAA

O’Brien Flying Service Inc

Olathe Spray Service Inc

Schertz Aerial Service Inc

WNAAA

Air Capital Insurance LLC

Bunkie Flying Service Inc

Curless Flying Service Inc

Cyr Aviation Inc

Double L Flying Service

Goodman Flying Service

Growers Air Service

Ken Grubbs Aero Inc

Helicopter Applicators Inc

M M Satterfield Aviation Fuels

Monticello Flying Service Inc

Runsick Flying Service

Stamps Spraying Service Inc

Stokes Flying Service

Sun Valley Dusting Company

Thomas Helicopters Inc

Lee & Nancy Turnquist

Women of the Tri-States (MN-ND-
SD)

Graf Zeppelin $250

Bell Flying Inc

Carroll Flying Service Inc

Everett Flying Service Inc

Sky Tractor Supply

Tulsa Aircraft Engines

Western Helicopter Services Inc
Women of the Louisiana AAA
Yellowstone Air Service Inc

Daedalus $100

Aerial Crop Care Inc

Aerial Crop Spraying LLC
Aerial Sprayers Inc

Ag Air Inc

Agri-Air Inc

Air-Trac Inc

Burnett Aviation Inc
Central Valley Aviation Inc
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Gary Del Carlo

Dibble Inc

Dixie Flying Service

Farmers Aerial Applicators

Floyd Aero

Golden Ranch Aviation Inc

Golden Wings Air Inc

Hale Aviation Inc

Haley Flying Service Inc

Independent Dusting Service Inc

Industrial Aviation Services Inc

Alan Jones

Rick Kesler (FMC)

Kimmel Aviation Insurance
Agency Inc

Lakeland Dusters Aviation Inc

Lewis Ag Aviation

Marty’s Flying Service

Medina Flying Service

Morrison Aircraft

Murray Equipment Inc

Nolen Ag Services Inc

North Star Helicopters

Craig Oleen

Plu’s Flying Service Inc

Precissi Flying Service Inc

Probasco Flying Service

Provine Helicopter Service Inc

Quality Spraying Service

Racer’s Ag Service

Riceland Aviation Inc

Roma Air Corporation

Royal Flying Service Inc.

Jonathan E. Rucks Jr

Scott Aviation Inc

Sherer Flying Service

Russell Stocker

Richard M. Stoltz

Syracuse Flying Service Inc

Townsend Aviation Inc

Tri-Me Spraying Service

Williams Ag Service
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refunds are filed, there is very little
opportunity to reduce costs in this
area. NAAA certainly has done much
for the agricultural aviation industry
in providing complete federal excise
tax relief on fuels used to make aerial
applications to crops. The cost of refin-
ing and distribution includes the profit
margin for the refiner and the distribu-
tor, but this totals only about 15 to 20
cents per gallon. The rest of the costs
are real and cannot be avoided.

FBO Markup

Many agricultural aviation outfits
have their own landing strips and fuel
tanks. Hence, they do not have to deal
with FBOs for their fuel. For those
that are based at an airport that does
not allow the operator to have their
own fuel tank and for those operators
who extend their area of operation
beyond the range of their fuel tanks,
it is good to understand how and why
FBOs fuel prices are what they are.

The FBO’s cost of storage and uplift
into your aircraft are reasonable, but at
first glance, their markup is substan-
tial. However, it pays for more than the
profit on the fuel — much more. First,
it pays for all the “free” services and
facilities provided by the FBO, such
as ramp space, ramp personnel, CSRs,
pilot lounges and services, coffee and
donuts, work-out rooms, etc. (whether
you ever use them or not). It is also
the primary source of profits for the
entire FBO. All the other services pro-
vided by the FBO, including hangar
space, parts sales and maintenance
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services are just not that profitable and,
by themselves, do not justify the large
investment and attendant high returns
required for a modern FBO. Put anoth-
er way, a modern FBO has large fixed
expenses and only one source of sub-
stantial profits — fuel. Hence, the large
fuel markups.

On the other hand, like any busi-
ness with large fixed expenses, FBOs
need a steady, assured flow of rev-
enue as much as they need profits. And
here is the important part: in return for
getting all of your business, they will
provide a substantial discount. In one
recent case in which we were involved,
the discount amounted to about $1.50
per gallon off the list price for an oper-
ator who will buy about 100,000 gal-
lons per year and provide the FBO
with all their maintenance business.

Another way to put this is that it is
not necessarily advantageous to always
shop for the lowest price, particularly
when that splits your business between
three or four FBOs. That means none
of the FBOs get a large amount of
steady business from you; and while
you do get the best price, you will not
get much in the line of discounts. It is
usually much better to figure out how
many gallons you will need in a year
and then put that amount out for bids.

Yet another way to get a better price
is to offer your FBO to pay in advance
for the cost of the fuel (not the retail
price) you will use. Many FBOs will,
in return for you paying the cost of
the fuel up front, charge you a normal
flowage/uplift fee plus a much smaller
profit for a total markup of perhaps
$1.00. For example, suppose your
operation will purchase 120,000 gal-
lons per year from a particular FBO,
and let’s say that right now, the cost
of Jet-A (not the retail price) is $3.50
per gallon. (The spot price of Jet-A
can be checked at www.eia.doe.gov
under “Spot Prices” and “Kerosene
Type Jet Fuel.”) As discussed above,
a standard contract is 42,000 gallons,
so your operation will be using one
standard contract’s worth of fuel about
every four months. This equates to you
purchasing about $147,000 worth of
fuel every three months. That’s a lot
of money but it may well result in very

substantial savings since you would
get your fuel for $4.50 per gallon plus
taxes.

Other operators who must use mul-
tiple FBOs because of their trip pat-
terns use fuel discount cards. These
fuel cards are offered by a number of
fuel distributors and several aviation
credit card organizations. They are
actually credit cards that provide a
discount when the operator buys fuel
at one of their locations. Two of the
independent fuel distributors that pro-
vide these cards and are well regarded
are Colt International (450 locations in
the US. www.coltinternational.com)
and AvFuel (700 locations in the US.
www.avfuel.com). These fuel cards
can be effective and, according to a
recent survey, result in savings of well
over $0.50 per gallon. They can be
particularly effective if you get a fuel
card from the fuel distributor who sup-
plies your fuel at home base. After all,
it all adds to the volume of fuel that
you buy from the same supplier, and
in the commodity business, volume is
one of the most important factors in
setting the price you pay.

In summary, it is hard to beat a fuel
surcharge clause in your contracts to
protect you against the increases in the
cost of fuel, because that will protect
your profit. But an understanding of
the fuel market and taking advantage
of these nuances may actually help
you increase your profits. %

Bill de Decker’s 40 years of experi-
ence encompasses every area of the
fixed- and rotary-wing aviation busi-
ness including operations, training,
management, aircraft design, financ-
es, marketing and sales. In 1989, he
co-founded Conklin & de Decker
Aviation Information, a well known
aviation cost and consulting firm. His
primary areas of expertise are cost
analysis, financial management and
business planning. He has offered avi-
ation business management courses
at NAAA’s national convention and
is scheduled to speak at this year’s
convention in Las Vegas, Nevada on
December 9th, addressing aviation
fuel costs and marketing aviation
services.
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NAAA Welcomes Our New Members

AFFILIATED
ALLIED

Gary Fellows PhD
BASF

Apex, NC

AFFILIATED

OPERATOR

Jeff Summersill

Thomas R.
Summersill, Inc.

West Palm Beach, FL

ASSOCIATE
Thomas Beck
Huntsville, AL

Michael Bierman

Syngenta Crop
Protection

Wheeler, IL

Floyd Brown Jr.
Chandler, AZ

Ron Cowman
Syngenta Crop
Protection
Effingham, IL

Brian Devine
Syngenta Crop
Protection
Evansville, IN

Linda Hagglund
LRH Equipment, LLC
Pendleton, OR

Forrest Hunter
Syngenta Crop
Protection

Belleville, IL

Chris Kyler
Meridian, MS

Dennis Mahoney
Salem County
Mosquito
Extermination
Woodstown, NJ

Andrew Sable
Frederick, MD

Ryan Smith
Owingsville, KY

OPERATOR
William Galt

Galt Ranch Aviation
White Sulphur
Springs, MT

Mark Gorder
Gorder Aviation LLC
Wahpeton, ND

Donald McDaniel
D & K Ag Service
Lantry, SD

Donald Newton
Newton Ag, Inc.
Lewistown, MT

Glenn Speas
Speas Aviation, Inc.
Grinnell, TA

PILOT
Rodney Aukes
Aledo, IL

Gary Couey
Starkville, MS

Pittman Edwards, Jr

Boyle Flying
Service Inc.

Cleveland, MS

Ron Everidge
Daddy Rabbit Aviation
Pinehurst, GA

John Goerger

Sunrise Spraying
Service/Tri-State
Air Ag

Wyndemere, ND

As Of May 20, 2008

Glenn Holloway III

Holloway Air
Service, Inc

Cleveland, MS

Richard Johnson
Athens, GA

Ted Leach

Chuck Holzwarth
Flying Service

Springfield, IL

Matt Peed
Macon, GA

Wesley Pollart
Aero Applicators Inc.
Sterling, CO

Mike Tatro
Scott Aviation, Inc.
Fort Morgan, CO

’N
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NATIONAL AGRICULTURAL AVIATION ASSOCIATION

NAAA Membership Application
Mail /Fox to: NAAA, 1005 E Street Si., S.E. Washingion, DC 20003 » (202) 546:5722 e Fax: (202) 5465726

Join online: www.agaviation.org

Membership Year That You're Paying:

Membership Categories (please select one):
Name: NOTE: Dues amounts are subject to change by NAAA Board. Operators and pilots
Company: who do not belopg fo a state aerial application association must pay Participating

Operator or Participating Pilot dues.
Address: $450 ___ Operator
City, State, Zip: __ $10 each aircraft over 3
Bus: ( ) Home: {__] $170 ___ Affiliated Operator
Fax: ( ) E-mail: $900 ___ Participating Operator
Website: Spouse: $170 —_ Pllot

$340 ___ Participating Pilot
NAAA Dues $ $450 __ Allied (1-10 employees|
NAAREF Donafion $___ $680 __ Allied [11-50 employees|
NAAREF depends on your donations to pay for PAASS and other programs such as $850 __Allied (51-100 employess)
Compaass Rose, Operation S.A.FE., Fly Safe and Athena. PAASS attendance fees do $1,000 ___ Allied (101-500 employees)
not completely offset program costs. Your additional donation, made out to NAAREF, $1,700 __ Allied (500+ employees)
is greatly appreciated and is tax deductible. $170 —_ Affilated Alied
Total § $85 __ Associate
Payment via: Q Check Enclosed Q Credit Card $225 - \nlemohongl .
$680 ___ State/Regional Association

Card #: Exp. Dafe:___ $170 VWNAAA
Signature: Allied Industry (indicate one):
(INOTE: Signature authorizes billing credit card ) ___ Airframe __ Application Technology ___ Chemical ___ Dealer
Cardholder Narme: __Insurance __ Propulsion ___ Support
Cardholder Address:

Dues, coniributions or giffs fo the NAAA are not tax deduciible as charitable contributions for income tax purposes. Dues and similar payments may be deducted as ordinary and necessary business expenses subject fo resfrictions imposed as a
result of the NAAA's lobbying activities as defined by Section 13222 — Omnibus budget Reconciliation Act of 1993 {IRS Code 162(e]}. NAAA esfimates the non-deductible portion of dues paid during calendar year 2008 as 19.4%. NAAREF

contributions are tax deductible. Agricultural Aviation subscription cost ($30 for d $45 for international) is included in membership dues for all membership categories.

Auto-Renewal Requested
Enter’\n? your initials here authorizes NAAA fo hold this credit card information on file for annual avtomatic payment of your NAAA dues each January uniil further notice. You will no longer receive yearly dues invoices, but a reminder notice will
be mailed fo you at the address on file 30-60 days prior to the date of payment. Those paying by check will receive renewal statements in the fall for the next year
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ASC Rotary Atomizers

El “Coverage You Can Count On Since 1947”

Typical Applications

¢ General Agriculture
(1 * Migratory Pests

¢ Public Health

“When compared to high
pressure nozzles, ASC’s

produce a more uniform

droplet spectrum resulting
in superior coverage.”

* Plantations

I |+ Forestry
¢ Pollution Control

- Lindley Johnson, AgPilot/Owner
Johnson Airspray Argyle, MN

WHY CHOOSE ASC?
"+ SUPERIOR COVERAGE =~ —

* PRECISION MADE IN THE USA

* YEARS OF PROVEN PERFORMANCE
* MORE THAN 15 GPM PER ATOMIZER
*RUGGED AND RELIABLE DESIGN

* UNIVERSAL BOOM MOUNTING STRUT

+-COMPATIBLE WITH YOUR EXISTING SYSTEM
~AVAILABLE.IN WIND.DRIVEN OR ELECTRIC visit our
s WORLDWIDE CUSTOMER SUPPORT

Superior Quality...Superior Service...Superior Results
Curtis Agri-Line ASC Westfield, Indiana  e-mail: asc@dynafog.com
www.dynafog.com

AVAIAS A

L. D. Blake
Your PT6A Mobile

Finally, something you can control —
your engine repair with Avatas’
PTéAlternative repair and overhaul

Repair Specialist

service. Our full-service, FAA-approved
repair station introduces a new era of
freedom, participation and alternatives

870.208.3814

Iblake@avatas.com

for the PT6A aircraft operator. www.avatas.com

MICGONTINENT >~

Aircraft Corporation

Thrush Authorized Sales Distributor
Satloc » Cessna * AgCat
Weatherly
New & Used Agcraft e Parts & Supplies
Leading Insurance Broker
WORLDWIDE
Hayti, Missouri U.S.A.

573-359-0500 « www.midcont.net
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Index Of Advertisers

AGRICULTURAL AIRCRAFT &

PARTS

Sky-Tractor SUppIY......ccvevevvvenen. 14

AGRICULTURAL CHEMICALS

Curtis Dyna-Fog Ltd.................... 38

AIRCRAFT

Air Tractor, Inc....outside back cover

Thrush Aircraft Inc. ........cccovnanae 14

AIRCRAFT ACCESSORIES

ACES Systems..........ccccocvrrinnns 26

Curtis Dyna-Fog LTD ........c.co..... 38

S & T Aircraft Accessories........... 14

AIRCRAFT DEALERS

Valley Air CraftS........ccoovvvivennnn, 20

AIRCRAFT DEALERS/PARTS

Frost Flying, INC.......coovovvivinnnn, 34

Mid-Continent Aircraft
Corporation..........cccevevivennnn. 38

AIRCRAFT ENGINE REPAIRS/

OVERHAULING

Southwest Airmotive................... 26

AIRCRAFT ENGINES

Covington Aircraft Engines, Inc....19

AIRPLANE PARTS, SALES &
SERVICE

Crowley Ridge Aviation................ 26
South Delta Aviation, Inc. ............ 33
Southeastern Aircraft Sales......... 10
Valley Air CraftS........ccocovvvevnnn, 20
CHEMICALS
Wilbur-ElS ..o 8
Winfield

Solutions, LLC ...inside back cover
COOLING & HEATING SYSTEMS
76€ SYSIEMS ..o, 20
ENGINES-SALES & REPAIR
Tulsa Aircraft Engines Inc............ 33
FIBERGLASS REPAIR
Professional Fiberglass Repair.....27
FUEL NOZZLES
Tennessee Aircraft Co................. 27

GPS

Ag-Nav INC. ..o 6
Hemisphere GPS ........c..cccoevivnne 3
HANGARS/DOORS

Schweiss Bi-Fold Doors............... 30

HELICOPTER, FIREFIGHTER &
AGRICULTURAL EQUIPMENT

1S0IAIN v 33
Simplex Manufacturing Co .......... 17
HERBICIDES
BASF Corp. .......... inside front cover
INSURANCE
Davidson Solid Rock Insurance....23
Hardy Aviation Insurance............... 8
Kimmel Aviation Insurance

AGENCY o 10
Professional Insurance

Management..........c.ccovevernnnn. 4
PROPELLERS/GOVERNORS
Rocky Mountain

Propellers, INC. ....cooovveiinnen, 16
SPRAY TECHNOLOGY
Aero Flow Systems ........cccoceveen. 27
AQrinaUtiCS ....vovvveverevecreacna 23
CP Products Company, Inc.......... 21
Curtis Dyna-Fog LTD .................. 38
Transland LLC .....ocoovvvvvevevcicis 8
TIRES
Desser Tire & Rubber Co............... 4

TRAINING SCHOOLS

FIying Tigers......cccovvvivveeicinenan, 10
TURBINE REPAIRS
Avatas Engine Support

SEIVICES. ..o 38
Prime Turbines ........c.cccocvevevnn.e. 30
TURBINES
Airforce Turbine Service.............. 18
Turbine Aircraft

Marketing, INC. .....c.ocovevvvnann, 30
Turbines, INC....cvevvvveviieiiiee 20
UTP o, 34
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AUTHORIZED DEALERS

Right On gaEAV/ IS

PRECISION
INNOVATIONS

We’re continually putting a finer
edge to Air Tractor aircraft, leading
the way toward improved aircraft
reliability, productivity and efficiency.
That’s why Air Tractors are an ideal
platform for precision aerial
application technology. We listen

to owner feedback, ideas and
suggestions, and we’re finding

new ways to keep you right on the

mark and right in the money.

y Y

Domestic International
FARM AIR, INC. NEAL AIRCRAFT, INC. AGSUR AVIONES, S.A. LANE AVIATION
(618) 842-7121 (806) 828-5892 (Argentina & Brazil) (Mexico, Central & South America,
farmair@fairfieldwireless.net larry@nealaircraft.com +54-2477-432090 except Argentina)
FROST FLYING. INC. QUEEN BEE AIR SPECIALTIES amoreno@waycomnet.com.ar (281) 342-5451/ 1-888-995-5263
y ING. lane@l 2
(870) 295-6213 (208) 745-7654 / 1-800-736-7654 AIR TRACTOR EUROPE ——
Jjrfrost47@hotmail.com chipkemper@aol.com (Europe & North Africa) MOKORO SAFARIS
division of Avialsa South Africa)
LANE AVIATION SOUTHEASTERN AIRCRAFT a 0B.2R5.47.. (Sou m:m
(281) 342-5451/ 1-688-995-5263  (772) 461-8924/ 1-600-441-2964 ' o0 2554100 127,968 181 703 -
glane@laneav.com mail@southeasternaircraft.com . : WA A ] AI R s U P E R I o R I TY
VALLEY AIR CRAFTS CONAIR GROUP INC. QUEEN BEE AIR SPECIALTIES
(509) B0, 801 ’ggzﬁa:?d;g- 171 Fggz;%}} 7654,/ 1-800-736-7654
valleyaircraft@clearwire.net rpedersen@conair.ca ghipkem;;er@agl,-mn; ’ ,‘-—‘1 AIR TRACTOR, Inc.
FIELD AIR (SALES) PTY. LTD.
Parts Only oo i Olney, Texas 76374
+61-353-394-222
Q?ZIP;;\ZEZI:‘?? CORE sales@fieldair.com.au ’ 940.564.561606

FROST FLYING, INC.

(Central & South America, except

Argentina)
(870) 295-6213
jrfrost47@hotmail.com

SEE OUR NEW WEBSITE:
www.airtractor.com




