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By the time you read this, the CAP
clinics and some of the challenges asso-
ciated with them will be old news. Some
applicators will remember 2003 as the
time they couldn’t get the airplane back
to the hangar because of snow and bad
weather. Only in this industry, I believe,
are the extremes so dramatic! The chal-
lenges the CAAA had to complete the
CAP clinics somewhat resembles our in-
dustry as a whole—how we struggle just
to accomplish even the simplest of tasks!
These challenges probably serve as a
good training ground to get us ready for
the real work later!

Challenges of the season will soon to
be upon us. For those of you with mois-
ture, it means there will also be
mosquitoes. Concerns regarding these
insects will be greatest in urban settings,
(that’s because of the people, right?), and
because of the people, you who choose
to be involved with that issue will be re-
quired to apply to Transport Canada
for all the necessary waivers. Remem-
ber the process takes longer than you
think, so plan ahead! Typically people are
on vacation at this time, so there’s a good
chance that when you want immediate
action, the people who have to cooperate
with you will be short staffed. These em-
ployees aren’t known for getting a lot of

thanks for doing their job, so remember
that your lack of preparation won’t con-
stitute an emergency on the behalf of
Transport Canada or the CAAA office.
Start the process early to avoid
frustration!

Let’s talk a bit about safety-and see if
this makes any sense to you.

• How about putting safety systems in
place that you can duplicate, from
training your ground crew to being
prepared to deal with an emergency
when it happens. Have you thought
about putting together an emergency
handbook for your operation? Do you
have a plan for the worst-case scenario
that can happen in your business?

• Do you encourage feedback from the
people working in your operation to
cover all areas in a team approach to
resolve safety issues?

• Wouldn’t you agree an operation that
has prepared and worked together to
get these protocols in place for every
aspect of the business will have the
safety issues follow through to the fi-
nal step of flying.

• Safety is an ongoing concern for each
person in an operation. How does your
operation stack up? You owe it to your-

PRESIDENT’S REPORT
By Lorin Rubbert

self, the people working for you and
your industry to place a high priority
on safety.

Remember—we are in a high profile
industry and the camera rolls all too
quickly when you least expect it.

And finally, please remember to refer
any public relations issues to the CAAA
office where it will be handled appropri-
ately. The office has the most current
information and has been instructed by
the CAAA Board of Directors on how to
handle sensitive issues and situations;
they can answer any questions on
your behalf.

Calgary
Welcomes You

in 2004
The 2004 CAAA Annual

Conference & Trade Show will
be held at the Westin Hotel in
Calgary, February 19-21, 2004.
The committee has already de-
veloped an exciting program and
looks forward to seeing you in
Calgary, Alberta in 2004. Mark
your calendars now.
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ALBERTA
Peter Hansen

Spring is here and as usual Jill and the
CAAA staff will be taking care of most
of the issues that arise regarding Asso-
ciation business, allowing the board
members time to operate their application
businesses. Any issues or concerns may
be brought to any board member or to the
office in Edmonton.

Each year there seems to be more pa-
perwork to get ready for the season and
each year it becomes more important to
do that paperwork. Just a reminder for you
and your staff - do your pre-season train-
ing and paperwork to help ensure a safer
spray season and help keep the regula-
tors happy. To help with this the CAAA
has several different training programs
available on their web site for use by
members. They are great programs for
anyone planning to use them.

With improved moisture conditions
and the probability of heavy grasshopper
populations the season looks good for
most areas in the province. A much
needed boost for many operators who in
2002 struggled to find enough work to pay
the bills.

Fly safe and have a good season.

SASKATCHEWAN
Ted Anderson

The Calibration Clinics are well un-
der way with the the Moose Jaw Clinic
going as scheduled. However the heavy
snowfall in Alberta has delayed their clin-
ics. Perhaps the drought is over now and
the weather will return to more normal
patterns. The farmers are now hoping that
the sun will shine so that they can get
some seeding done.

Plans are well under way for the
SAAA’s joint conference with the
Aviation Council, which will be held in
Regina on November 6, 7 & 8 at the
Regina Inn. One Hundred Years of
Flight will be the theme of the event so
mark these dates on your calendar. If you
have some ideas and would like to help
with the convention please let us know.

Have a safe and productive season!

PROVINCIAL REPORTS
MANITOBA

Matt Bestland
2003 is off to a very promising start

here in Manitoba. The majority of seed-
ing is complete in the Red River Valley
as of the 12th of May with the parkland
regions of Swan River about half com-
plete. Planting conditions were excellent
so let’s hope mother nature is kind until
September or so.

The seat program is off to an excellent
start. Most of the available tankers were
dispatched in the second week of April
and have continued until the submission
of this article on the 14th of May.

Calibration clinics have been held this
spring for Portage La Prairie, Souris,
Neepawa and Morden. Anyone planning
to attend the summer clinic should
contact the CAAA office.

In closing, remember, that a few hours
spent on safety at the beginning of the sea-
son will save you a lot of money, time
and months of aggravation.

Hope you all have a safe and profit-
able season.

Chuck Kemper, President
136 N. Yellowstone
Rigby, Idaho  83442

1-800-736-7654
Office (208) 745-7654,
if no answer: (208) 529-4998
Fax (208) 745-6672
Email cak8635@aol.com

Matt Hughes is the new assistant/trainee
for CAP Clinic Analyst, Gord McDermit.
Matt is from Shaunavon, SK and trained
for his Private and Commercial Pilots Li-
censes at Steinbach, Manitoba last winter.
He also completed Lorin Rubbert’s Aerial
Pesticide Applicator course in March.
Welcome aboard Matt!
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WCAAA Message
Jen Kinniburgh

CAP Clinic
Update

The calibration clinics are nearly com-
plete with just a few operators with
multiple planes left on the schedule.
The CAAA would like to thank our hosts
Brent Lange, Bill Nyman, Jim Peters,
Fran de Kock, Lorin Rubbert, John
Bodie, Lloyd Good, Morley Woods/
Dean Kozak, Darren & Ralph Tiede,
Tom & Shaun Kinniburgh and Allan
Denesowych. Also a huge thanks to Gord
McDermit and his assistant Matt Hughes.
Another great job Gord.

Alberta is well known for its ever-
changing temperatures, and this spring
has been no exception. The Calgary area
had between 20 and 26 inches of snow
drop the last weekend of April, only to
turn around and have temperatures in the
mid teens all within the same week. Al-
though the moisture would have been
much more manageable in the form of
showers, we were happy for it nonethe-
less. My dad made the comment that this
is the first time in his ag aviation career
that he has sprayed a crop with snowdrifts
still in it.

As this edition of the newsletter is is-
sued, I’m sure many of you are well into
your spray season. As the acres get called
in, often so does sleep deprivation. I’m

sure all of you at one point or another have
experienced the uncomfortable feeling of
finding a shady spot under the wing of a
plane in order to get some much needed
shut eye — though not the most ideal situ-
ation, often a must when a couch is not
readily available. These few extra min-
utes (or hours depending on the weather)
play a vital role when it comes to deci-
sion making time so it’s essential to get
as much rest as possible.

In closing, I wish for you all a safe and
productive season and ask that you:

Think Safe
Fly Safe
Be Safe

Pilot Registry
Program

If you wish to be listed with the
Pilot Registry Program–please contact the
CAAA office at 780-413-0078 for a form

or visit our website at
www.CanadianAerialApplicators.com.

Changes in the
CAAA office

The CAAA is pleased to welcome
Nicole Kelly back to the CAAA office
after a hiatus is Europe.

Monika Burckhardt started with us last
April but will be away on maternity leave
for the next year. We wish her all the best
with her first child, a girl, Amanda Hope,
born June 15th.

Will the real
Jim Peters

please
stand up!

With the addition of Jim Peters of
CAIR, we now have two Jim Peters in
the association. For your insurance mat-
ters, please call the correct Jim Peters
at 204-477-4770.

Calendar
Of Events
MAAA Fall Meeting

Portage la Prairie, MB; November 6, 2003

SAAA AGM
Saskatoon, SK; November 6 - 8, 2003

AAAA AGM
Red Deer, AB; November 17-18, 2003

NAAA Conference
& Trade Show

Silver Legacy Hotel, Reno, NV;
December 8-11, 2003

CAAA AGM
Westin Hotel, Calgary, AB;

February 19 - 21, 2004
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Chances are pretty good that your customers are going to need protection from fusarium head blight (FHB). Folicur® is
your answer. Having received emergency registration, it’s now the most effective product for protection from FHB in Manitoba,
Saskatchewan, Ontario and Quebec. That means your customers get higher yields and better quality grain. And, of course,
Folicur is registered for aerial application. So this season, give your customers a fighting chance against FHB with Folicur.

Always read and follow label directions. Folicur® is a registered trademark of Bayer. 0503-2065-019

WIN THE BATTLE AGAINST FUSARIUM

Contact your Bayer CropScience representative.
1 888-283-6847   www.bayercropscience.ca

Gift Certificate offer
from DynaNav

Reg Moen from DYNANAV Dynamic Navigation and
Mapping Systems has generously donated a $5,000 gift
certificate to any CAAA member to be applied to the pur-
chase of a DynaFlight-Air Ag or DynaFlight-Forest system.
Contact the CAAA office at 1-780-413-0078–first come,
first served.

Thank you!
Thank you so much for the recognition on receiving the M.V.P.

award. It was such a pleasant surprise when Darren called from the
convention to tell me of this honour. I appreciated his kind and
sincere words about my contribution to our family business. It has
been interesting and rewarding to see this industry evolve over the
past 37 years and I have been happy to be a part of this industry
and it’s important role in Agriculture. It is also a pleasure to see the
provincial associations, the CAAA and the allied industries con-
tinuing to be a strong support. Thanks again for bestowing this
honour upon me and may everyone have a safe and rewarding year.

– Joan Tiede
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Flying the Odds
by W. H. “Hank” Halliday ©

Your insurance rates are up, you haven’t
had a claim and you’re justifiably upset, right?
The insurance companies are ripping you off
because of 9/11, and they’re taking advan-
tage of the little guy, right? Well, not exactly.

The Game
To clarify, let’s have a look at what the

insurance industry is all about. For starters,
you may not realize it, but when you - as an
individual or business - buy insurance, you’re
actually gambling. Whether it is car, house,
liability, fire or in our case, aviation insur-
ance, it’s a roll of the dice: you are betting
the insurance company that you’ll have a
claim and the company, in return for your
premium, is gambling that you won’t. Sounds
pretty simple, doesn’t it. Truth is, it goes much
further than this.

To begin with, your premium likely
doesn’t cover the complete cost of your air-
craft if you crash. And any prang you have
will guarantee your premiums will increase.
But even if you are claim free, if enough of
your peers wreck their airplanes the overall
rates will still increase for everyone.

Statistically, the insurance companies have
this all worked out and they know they can
make money at it. This process, called un-
derwriting, calculates the risk of insuring and
is how they establish premiums.

Of course, insurance companies are not in
the business of losing money, so to cover their
backsides in this gambling game, they insure
themselves against possible losses by insur-
ing their coverage with treaty (re-insurance)
companies. In turn, these companies re-insure
themselves with other treaty insurance com-
panies. Ultimately, there can be as many as
five or six layers of re-insurance on a single
policy. In the event of an unprecedented loss
- such as 9/11 - all the various levels of insur-
ance companies share the hit.

The ’90s Way Of Doing Business
Long before 9/11 insurance companies

had a different approach to doing business.
Peter Kennedy, of Peter Kennedy Insurance
Brokers in London, Ontario explains.

“Insurance companies didn’t bother to
actually underwrite the risk of insuring you
and your aircraft. Rather, they simply took
your money, invested it in the stock market
and made enough money to cover any claims
from insurance while making large profits
from their investment portfolios. In effect they
were doing exactly what banks do - take your
money and invest it for handsome profits.”

In order to do this they maintain two sets
of books. One set pertains to the actual insur-
ance policies - income and losses - while the
other set is for investment income. In the past,
the result was you were actually paying less
in premiums than statistical calculations sug-
gested you should. Why? Because the
insurance companies wanted your business
and were willing to lower premiums, to get
your cash for investment. With such compe-
tition for your insurance premium dollars,
insurance brokers were generally able to shop
around and get you a great deal on insurance
coverage at low rates.

Reality Check
During the 1990’s big profits were made

on the insurance company’s investment port-
folios. These gains compensated much of
their underwriting losses, but in the latter part
of the 1990’s the stock market began to de-
cline rapidly and the insurance companies
began incurring huge losses as policy pay-
outs filtered their way through the various
levels of treaty insurance. The market was no
longer a safe or reliable way for them to make
money on the premiums of insurance policy
holders, and insurance companies soon found
themselves in a position of not having the cash
reserves to cover the required percentage of
their liabilities as required by law. In the end,
insurance companies found they needed to
return to their original mandate of underwrit-
ing policyholders based on actuarially
calculated risk. The shock to the policyhold-
ers was inevitable; brokers could no longer
shop around for deals for their clients, and
bargain rates evaporated across the board as
premiums began to rise.

Terrorism
A return to proper underwriting of the risks

of insuring you and your aircraft is one rea-
son for the dramatic increase in premiums;
the destruction of the World Trade Centre is
another. Associated losses from the disaster -
some estimates going as high as 130 billion -
shook the insurance world to its core. Losses
of this magnitude had never happened before,
causing treaty insurance rates to escalate al-
most instantly with the costs being passed on
to you on your aviation policy.

Other Factors?
The rise in insurance premiums is not

solely a result of the stock market slide and
9/11 though. The worth of your airplane has
something to do with it too. In the case of
your car, for example, depreciation is con-
siderable. No matter how well you maintain

it, ten to fifteen years down the road it likely
won’t be worth very much. Your initial
$30,000 investment will probably be down
to a couple of thousand dollars and insuring
it likely won’t put you in debtors’ prison.

Now consider your aircraft. Many of us
have older planes - de Havillands, Pipers and
Cessnas, for example - which are far older
than most cars. But unlike your automobile,
with reasonable maintenance your plane has
probably appreciated in value dramatically
since you bought it, in some cases doubling,
tripling or more in resale value. The insur-
ance companies have to take this increase into
consideration. Not only are you paying a pre-
mium that reflects the actuarial risk of
insuring you and your aircraft, but you are
also covering the greatly appreciated value
of your aircraft.

Floatplane Problems
In the restructuring of the insurance in-

dustry commercial floatplane operators were
hit particularly hard. Paul Armstrong, an avia-
tion insurance broker and owner of Ontario
Aviation Insurance, who also happens to be
a partner in Thompson Air Services in
Deseronto, Ontario, explains the dilemma
facing floatplane operators:

“In spite of being accident free their [float
operators] rates - like most aircraft owners -
have risen about 25% over last year. How-
ever, if you look at their insurance premiums
you’ll find that it’s gone up 75%. How is this
possible? The insurance companies have
stopped giving rebates for the time that the
floatplane is laid up for the winter. Many op-
erators take their planes out of service at
freeze up, do the routine maintenance during
the winter and then return the aircraft to serv-
ice in the Spring. Insurance companies used
to give a rebate of 75% of the hull and liabil-
ity insurance during this period of time and
applied it to the next year’s premium. This is
no longer being done and the operator pays
for the total coverage even though the plane
is sitting in the hanger.”

As Armstrong points out with his opera-
tion, insurance is now Thompson Air
Services’ greatest cost, followed only by
maintenance and fuel. In calculating charter
costs this year, he says a $60 surcharge had
to be included into the hourly rate just to cover
the increase in insurance.

A Positive Note
For all the doom and gloom, not all avia-

tion insurance policy premiums have gone up.
Policies purchased through collective organi-
zations such as the Canadian Owners and
Pilots Association (COPA) offer some relief
by spreading the risk among their members.

Continued on next page
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In fact, for 2001-02 rates actually dropped
35% according to Adam Hunt, Manager,
Membership Services at COPA and the 2003
rates have remained steady.

So why the anomaly? “We switched from
Global Aerospace to Tryg-Baltica Insurance
which gave us a better deal”, says Hunt. “This
year the rates are exactly the same as last year.
As an example, a million dollars third party
liability is $173.00 for the whole year under
our Silver Wings program.”

Still, this begs the question, why are the
COPA rates steady while every other section
of the insurance industry is showing big in-
creases?

“The short answer is COPA members as a
group are a good risk”, says Hunt. “The in-
surance program made good money last year.
Profits were good and there was no justifica-
tion for raising the prices. I like to think that
COPA runs good programs. There are eight
safety seminars running this year and the fo-
cus of our programming is to have people fly
safely and cheaply.”

Hunt adds, “It’s a win/win/win situation.
Our members are happy, COPA is happy and
our insurers are happy with their profits. It
works for everybody.”

Small Town Blues
Regrettably, northern and remote fixed

base operators are not as fortunate. This sec-
tor of Canadian aviation is being hit hard by
escalating insurance costs, and this, in turn is
having a crippling effect on the greater in-
dustry, not to mention the businesses and
communities they serve.

Many of these companies are family run
businesses that have been around for genera-
tions in some cases. The continuous rise of
operating costs is making several owners re-
consider their future though. If they have had
their fleet of aircraft for a long time the value
of their machines (at least on paper) has prob-
ably depreciated to zero. Selling these aircraft
- Beavers and Otters for example - could gen-
erate a tidy retirement nest egg. And as a
capital gain, no taxes would be incurred. In
short order, many operators might elect to
simply sell off their airplanes, close their
hangar doors and retire. If this logic prevails
and large-scale sell-offs ensue, the situation
would be dire for northern communities and
the over-all aviation industry.

A Government Alternative?
In the wake of 9/11, the Canadian gov-

ernment developed federal assistance plans
to assist airlines in crisis. Unfortunately, fi-
nancial support was geared more towards

supporting large airlines wres-
tling with mounting losses,
while the plight of smaller op-
erators was largely overlooked.

Commercial aviation con-
sists of more than just national
carriers, and it is often the
smaller businesses, which gen-
erate jobs and stimulate the
economy of the aviation indus-
try. They also provide an
essential transportation link to
Canadians. Given the burden
on commercial operators, com-
bined with the financial
limitations of insurance com-
panies, perhaps the time has
come for government to re-
think its priorities when it come
to supporting aviation busi-
nesses and consider a plan to
help commercial operators sub-
sidize their insurance costs.

Insurance
Glossary

Policy - The insurance
contract that outlines
the duties and respon-
sibilities of both the
insurer and the insured.

Insurance Company -
The business that actu-
ally issues the policy.
When buying insur-
ance, most people do
not deal directly with
the company.

Agent - Usually a person
employed by a large in-
surance company as a
sales person.

Broker - A licensed
independent business-
person who searches
out the best insurance
package for clients.

Treaty Insurance -
Companies purchase
insurance from secondary market in-
surance companies in order to spread
their risk around. There are several
layers of re-insurance companies.

Underwriting - The calculation of the
degree of risk a particular policy
would involve and then deciding on
the amount of the premium.

Take it off –
Take it ALL off!

When you
bring them* back clean...

you make it possible
to recycle

efficiently and
economically!

COMPLETELY REMOVING THE LABEL BOOKLET
FROM YOUR PESTICIDE CONTAINERS
SAVES RECYCLING TIME AND MONEY.

RINSE X 3
1 x RINSE for value
2 x RINSE for safety
3 x RINSE for the environment

Triple-rinse or pressure-rinse
your pesticide containers to get
all the chemical you paid for.
Pour the rinsate into your
sprayer tank.

REMOVE
. . . the paper booklet to
reduce recycling costs.

RETURN
. . . the clean, empty containers
to a designated collection site.
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Dithane* DG Rainshield* NT
May 14, 2003

Wheat Disease Protection
Leaf disease can take 10 to 12 percent

off potential yield and lead to shriveled
kernels, staining and overall quality re-
ductions. Disease prevention starts with
crop rotation, quality seed, good fertility
and early planting.
Timing for Disease Scouting

Diligent scouting is the number one
preventative action growers can take to
save crop yields from Tan spot and
Septoria leaf diseases. The first scouting
stage is at the three-to-six-leaf stage of
wheat. Scouting should take place again
at early flag-leaf before the head has
emerged and continue every three or four
days until the head is fully emerged, and
stop just prior to flowering.

Infections can vary across a field. Low
spots may have lush growth that favours
leaf spot disease and should be checked
separately. Headlands often have more
disease because of double seeding or ex-
tra fertility.

Assumptions during this crop devel-
opment phase can lead to later
disappointments. You may think you’re
under a good rotation and that your risk
is low, but a problem may come out of
nowhere. A very small amount of inocu-
lum, in the right weather conditions, can
build up very rapidly. With wind and the
right conditions, infections can start very
quickly. So monitoring that crop is ex-
tremely important. If an infection occurs,
time your fungicide application to give
the most economic benefit.

The best bang for the buck is by ap-
plying a foliar fungicide when it is
needed. There are two periods that a crop
is particularly vulnerable, the three-to-
six-leaf stage and the flag leaf stage.
Scouting needs to take place just prior to
either stage with close inspection of lower
leaves.

Craig English, Customer Agronomist
and Senior Sales Specialist with Dow
AgroSciences, says: “If leaf disease
comes very early just before the flag leaf
comes out, the crop probably needs
Tilt(tm), which gives 20 days of protec-
tion. If leaf disease hits when the flag leaf
is out and the heads are just starting to
emerge, it’s more likely a situation where
the application of Dithane* DG
Rainshield* NT would be the best fit.
Dithane Rainshield gives 10 to 12 days
of control and costs less than Tilt.” If Tan
spot or Septoria hit the crop at the three-
to-six leaf stage Dithane Rainshield can
also be tank mixed with herbicides to
control the diseases at this stage.

When asked
about fungicide tim-
ing when Fusarium
head blight (FHB)
and leaf disease are
a concern, English
explains he’s also
worked with a new
two-stage concept
for disease control in
wheat. “Trials have
showed us we were
getting an extra yield
benefit by spraying
Dithane Rainshield
on the early flag leaf
and then Folicur(r)
on the head versus
using each product
alone.”

Timing for the
two stage process
was critical. Dithane
Rainshield was ap-
plied at the early flag
leaf to gain 10 or 12
days of protection.
As the Dithane

Rainshield protection wore off, the re-
searchers came in with Folicur.

He adds, “It’s more costly to do two
treatments, but we were getting sufficient
return on the yield to pay for the treat-
ments for crops that had a yield potential
in the 50 bushels per acre range.”

Protecting wheat crops from disease
requires disease knowledge, vigilant crop
scouting and timely fungicide application.
A fungicide aerial application is often the
quickest and most effective method for
preventing a widespread infection and
subsequent yield and grade loss.
*Trademark of Dow AgroSciences LLC

*(tm) All other products are trademarks of their
respective manufacturers.
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FOR SALE

Jacquard Woven Afghans
Size approximately 48” X 72”

This beautiful afghan was displayed at the WCAAA Booth
during the CAAA Conference in Winnipeg for members to order.

If you are interested in purchasing one, please contact:
Pat Bourgeois @ (306) 472-5757
Or e-mail: skyag@sasktel.net

Your choice of two colors:

Beige background / Black drawings
Or

Beige background / Maroon drawings

In Memoriam

It is with great sadness we announce
the passing of Mervin A.L. Hicks.
Mervin was predeceased by his loving
wife Hilda in 1997. Loving father of 2
sons, Duane and his wife Marilyn of
Aylmer and Larry and his wife Joan
of Tillsonburg. Also 6 grandchildren
including Duane Jr. and his wife
Diedre, 15 Great grandchildren and
two Great Great grandchildren.

Mervin was born in October 1915,
the son of dairy farmers Elston Hicks
and Len Boughner. Merv was a man
who could recite poetry and loved spin-
ning yarns and telling stories. He
operated Tillsonburg Airport from
1946 to 1962 and later St. Thomas
Airport. Merv founded Hicks &
Lawrence in 1949 along with partner
Tom Lawrence. The company is still
operated today by his son Duane and
grandson Duane Jr.

The CAAA paid special tribute to
Mervin Hick at the AGM Awards
Banquet in Quebec City in 2001 for
his long-term service to the aerial
application industry. The 15th AGM
Wrap Up included a photo of Merv in
the April, 2001 issue of the New Hori-
zons Newsletter. Merv was also
featured in a member highlight in the
June, 1997 issue.

Important Notice regarding
Roundup/Vantage!

Start your spring-cleaning NOW to ensure you qualify to apply pre-harvest Roundup/
Vantage by air. You MUST have the following:

Pilot:
• Current Provincial Pesticide License

• Product Specific Training Course
and Exam

• Flight Time - 250 hours of ag time with
100 in the last 24 months. (Proof of hours
must be supplied to the CAAA office)

Company:
• Service License (Alberta and Sask

atchewan only)

• CAP Clinic (within the last 20 months)

• $25,000.00 Drift Insurance (if not a
member of the provincial drift insurance
fund, proof of insurance must be
supplied to the CAAA office annually)

A list of all qualified pilots and companies is maintained and produced for the provincial
regulators by the CAAA. The list will be included with the next New Horizon bulletin in
August and will also be listed on our website in the next few weeks. Call the CAAA at 780-
413-0078 if you have any questions.
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• Controls 12 nasty bugs including grasshoppers, wheat
midge, diamondback moth larvae, lygus bug, bertha
armyworm and cutworms.

• Can be applied by air or ground.

• Tank mixes with popular herbicides.

• Registered on most major field crops.

• Available at your local ag retailer.  

Your defence against bad bugs

MOTHER OF ALL
BUGBUSTERS

www.uap.ca

West: 1-800-561-5444
East: 1-800-265-4624

™Pyrinex is a trademark of Makhteshim-Agan. 3675 1128
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Platinum
Bayer CropScience Canada Co.
Dow AgroSciences Canada Inc.

Gold
Syngenta Crop Protection Canada, Inc.

Silver
AG-NAV Inc.

Air Tractor, Inc.
BASF Canada, Inc.

DynaNav Systems, Inc.
Monsanto Canada, Inc.

Pratt & Whitney Canada, Inc.
Queen Bee Air Specialties Inc.

United Agri Products

4-AV-FUELS.COM
AAAA

Aerial Spray & Charter Ltd.
Aero-Recip (Canada) Ltd.

Ag Air Update
Ag Resource

AG-TIPS
Airparts Network

Assiniboine Community College
Battlefords Airspray
Brandon Flying Club

Brodie Blair
C.P. Products

CAIR
Canadian Helicopters Ltd.

Canadian Pool Agencies Limited
Canadian Propeller Ltd.
Cascade Flying Services

Conair
Covington Aircraft

Desser Tire & Rubber Co., Inc.

DuPont Canada Inc.
ECC

Engage Agro
Esso

Flight Fuels, Inc.
Focus Industries Inc.

Forest Protection Ltd.
Goulet Aircraft Supply Ltd.

Greening Aviation Claims, Inc.
Griffin LLC

Johnston Aircraft Service, Inc.
Lane Aviation, Inc.

Leading Edge Aviation Ltd.
MAAA

Mid-Continent Aircraft Corporation
Morse Bros. Aerial Applicators Ltd.

Murray’s Aircraft
Nufarm Agriculture

Oldfield Kirby Esau, Inc.
Omex Agriculture

Orenda Recip Inc.
Pacific Oil Cooler Service, Inc.

Phosyn PLC
Prairie Steel Products Ltd.

PropWorks Propeller Systems Inc.
SAAA

Satloc, Inc.
Sky Tractor Supply
Skylane Farms Ltd.

Specialized Spray Systems
Transport Canada

Tulsa Aircraft Engines Inc.
Turbine Conversions Ltd.

Univar Canada Ltd.
Valent BioSciences Canada Ltd.

WAG Corporation
WCAAA

Weatherly Aircraft Company
West Central Air

Wetaskiwin Motor Sports
Yorkton Aircraft Service Ltd.

Bronze
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CAIR Safety Video
To acquire your copy of the CAIR Safety Video,
please contact Jim Peters at 204-477-4770.

I am around long before dawn.

But by lunch I am usually gone.

You can see me summer, fall and spring.

I like to get on everything.

But when winter winds start to blow;

Burr, then it’s time for me to go!

What am I?

Riddle:Riddle:

Answer on page 12
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CLASSIFIED ADS
AIRCRAFT

Firebombing Fleet – 7 TBM air tankers equipped
with Conair 625 USG (2365L) fire retardant tanks
(single/split/line drops), cruise speed (75%)
192 knots/h (357 km/h), new paint , 3 to 5,000 total
A/F hours, Bendix wheel/brake systems, Edo Aire
661 Nav/Coms, Garmin GNC 250 GPS/Coms,
complete parts supply including two zero time
spare engines, maintenance/pilot training – package
deal – willing to sell, lease or operate.
Call Dave Davies at 506-446-6930, email:
DDavies@ForestProtectionLimited.com, web:
www.ForestProtectionLimited.com

1988 Air Tractor 401 C-FARM, mid-time, Satlock,
Flow Control, VG’s, Smoker, Air, New King CoM,
GPS, Fresh Inspection, all AD done, $200,000.00
CND. Call Norm at 306-536-5055 or email
norm@skynorth.com

1986 Thrush for sale. Call Dan Eley 306-255-2611.

1981 Air Tractor 301A, 380 SMOH Covington
(1999) 380 SPOH, 2000 on wing spars, Satlock GPS,
New Garmin GPS/Com, New Collins Air, New
eletronic tach, New Tires, CP’s, Smoker, weathaero
fan, 126 fuel, Fresh Inspection, all AD done,
$140,000.00 CND. Call Norm at 306-536-5055 or
email norm@skynorth.com

1968 Thrush 600, 3880 TTSN, 691 SMOH
(Covington), 250 SMOH ( Prop), GPS, Flow Con-
trol, VG’s, Smoker, Flagger, Air, VHF comm., CP
nozzle, right boom shut off, paint 9 out of 10, Yorkton
Maintenance – Annual done, ready to go. Call Jim
at 306-345-2180.

Cessna Ag Truck for sale. Call Norm at 306-536-
5055 or email norm@skynorth.com

PARTS, EQUIPMENT AND SERVICES

NEW ROTARY SPRAY NOZZLES – The ASC
rotary atomizers have been developed to provide the
best possible application, minimizing the fine drop-
lets and reducing the risk of drift by accurately
controlling the droplet size and spectrum. CAP Clinic
results have shown the superb pattern produced by
these nozzles. Contact Blair at Lonesome View for
more details on how you can improve your spray
patterns. 306-695-3404.

FROM FARMING – TO FLYING – TO FISH-
ING – The story of Joe Semochko and the early
years of aerial application in Manitoba. To order,
mail requests to Riza Semochko at #16 Redwing
Place, Penticton, BC V2A 8K6. Cost $22.00 (In-
cludes $2.00 Shipping and Handling)

1340 Parts for Sale – 1 complete cylinder with pis-
ton – Aero-Recip (approx. 80 hrs) and 1 regulator
core (can be overhauled). Phone Bob Morse at 204-
735-2315.

Parts for Sale: Assortment of parts for S2R Thrush,
Transland spreader new, stainless steel spray valve,
CP check values, plus numerous other parts. Call
Joe at 306-738-2024, fax 306-738-2049.

HANGAR STORAGE, 16,000 SQ. Ft. available at
Yorkton Aircraft Service. Call for rates and avail-
ability. 1-800-776-4656.

SATLOC GPS systems, sales and support in
Canada. GPS Yorkton 1-800-776-4656.

THE ULTIMATE G.P.S. – AG-NAV 2’s are fully
loaded, extremely compact, simple to install and
operate and have unbeatable customer support. As a
result of being manufactured in Canada, they are now
being offered at a lower U.S. $ price (courtesy of the
shrinking Cdn $). Call to find out about no cost train-
ing, provided by West Central Air and AG-NAV.
Phone Lloyd Good at 1-306-834-7654.

“Apply products accurately and efficiently from
the air...” These full colour posters are ready for
delivery. Get your name custom printed on the poster
and present a professional advertising image.
The SAAA is selling these posters in batches
of 25 for $2 per poster. Call the SAAA office at
1-877-767-7222.

“Our rewards in life
will always be in

exact proportion to
the amount of

consideration we
show toward others.

”EARL NIGHTINGALE

On-line Pilot and
Aircraft Registry:
The CAAA website features a spe-

cial registry for members to post pilot
availability for employment, aircraft
rental or leasing opportunities, air-
craft for sale or purchase and products
or services for sale

Riddle  Answer:

dew


