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Same Crew. 
SameWeather. 
Same Clients. 

Fewer Clippings. 

i 
p r i m o 

Introducing FVimo-
Who would have thought, just a few years ago, Primo makes grass grow healthier, greener, 

that worry about what to do with grass clippings denser, and shorter. In most cases, it will reduce 
could keep a self-respecting landscaper awake the number of mowings you do for each client, 
nights? Well, we did. In every case, it will cut your clippings in half. 

So we developed Primo turf growth regulator. That should make for very pleasant dreams. 

It MakesThe Best Grass Evert Better. 
©1993 CIBA-GEIGY Corporation,Turf and Ornamental Products, Greensboro, NC 27419. Always read and follow label directions. 
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Editor's Focus 
WHAT A difference a year makes. 

Last year, when we were putting together 
our state of the industry report, lawn and 
landscape contractors were cautiously 
optimistic about their overall growth 
potential and longevity in the professional 
landscape industry. 

While growth varied from poor to very 
good depending on geography, a sour econ-
omy had most contractors wondering if and 
when things would get better. At the time, 
almost no one predicted great things for 1994. 

Apparently, better came sooner than 
expected. 1994 was considered a good year 
by almost everyone — both contractors and 
manufacturers alike. Sales and services to 
residential, commercial, municipal and 
government properties were bolstered by a 
strong economy as were product sales in 
nearly all industry categories. 

Continued diversification and niche 
marketing also flourished leading to 
stronger overall landscape management 
firms, and full-service menu offerings 
opening up tremendous opportunities for 
first-time landscape buyers or long-time 
consumers wanting to upgrade or renovate 
individual properties. 

And the industry is beginning to put its 
money and efforts into proactive marketing. 

A recent Gallop poll sponsored by several 
green industry associations noted that nine 
of 10 U.S. households recognize the value 
of a well-maintained lawn and landscape. 
The same survey revealed that the average 
1993 household spending on landscape 
services was $721. 

The largest average household expendi-
tures were on landscape installation and 
construction at $2,971, followed by lawn 
and landscape maintenance at $445 and 
landscape design at $424. 

Educated homeowners know how 
important a landscape is to the re-sale value 
of their properties. Lawn and landscape 
contractors should play to this strength and 
market their services for the value they are. 

Additionally, the industry is at work 
weighing the benefits of a promotion order 
which would result in a national publicity 
format for the nursery and landscape 
industry. Taxes aren't popular, but this 
effort is a creative stance initiated by The 
Garden Council to control its own destiny. 

The economy can't take all the credit for 
this year's success. Contractors are getting 
smarter. Those who have taken the time to 
understand economic upturns and subse-
quent business principles, recognize and 
position themselves to take greatest 
advantage of their particular markets based 
on individual corporate strengths. 

Such cognizance comes in the form of 
company downsizing in lean times and a 

more selective project lists. Fast, almost 
uncontrolled growth was a harbinger of the 
1980s. Today, savvy contractors realize they 
can't be all things to all people and realize 
there is no shame in less volume. Less 
volume can lead to increased profits. 

The professional lawn and landscape 
industry is the fastest growing of all 
horticultural markets marked largely by the 
inroads contractors are making into formerly 
peripheral services such as irrigation design, 
installation and maintenance; nursery sales; 
landscape lighting; and tree services just to 
name a few. 

Although the Federal Reserve Board and its 
chairman Alan Greenspan offer a somewhat 
mixed view of the economy, predicting a 
slowdown for the fourth quarter, I remain 
optimistic about continued growth in 1995. 
As the industry matures, I see lawn and land-
scape professionals becoming not only smarter, 
but more creative in their business efforts. 

And to be productive in the remainder of 
the decade, it's going to take creativity — 
and lots of it. Hiring and retaining quality 
employees is an issue taking on greater 
urgency in the landscape and other indus-
tries. Additionally, as the Hispanic work 
force grows from coast to coast, their training 
and education needs must be addressed. 

Economic growth, social responsibility and 
environmental protection are still the keys to 
survival in the green industry. 

It's with sadness that the industry learned of 
the recent deaths of Joseph Marsh and Otto 
Damgard. Both tirelessly contributed their 
time and efforts to promote both their 
individual firms, the landscape industry in 
general and the Associated Landscape 
Contractors of America, their national firm. 

We hope their accomplishments won't be 
forgotten. — Cindy Code 
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Complete Training 
Video now Available! 

Mow it down fast. With CLIP, the 
Computerized Lawn Industry software 
Program that cuts down your paper-
work to just minutes a day. 

At the push of a button or the 
click of a mouse, CLIP handles your 
most time-consuming chores. Routing. 
Billing. Financial reports. Scheduling. 
You can even use CLIP to monitor 
crew activities throughout the day. 
And now we've upgraded CLIP for 
even easier use. 

What's all this mean? You'll spend 
less time with paper and more time 
with people. You'll make fewer errors. 
You'll service your customers better. 
And you'll increase your business. 

Never used a computer? No 

Simply key in information and CUP tracks your 
scheduling and routing. 

problem. CLIP's easy-to-use menu 
guides you every step of the way. 
Just supply the customers and jobs, 

and CLIP does the rest. 
You also get complete user 

support through our CLIPnotes 

newsletter, direct helpline, and 
annual users conference. 

What's more, CLIP grows as your 
needs grow. When you're ready, you 
can add other modules such as 
general ledger, payables, and payroll. 

So cut yourself a break. Call 
the latest CLIP 
free demo 
disk right now. 

or 

rr 
Specify 
IBM disk size 
when ordering. 

For a free demo disk and sample 
print-outs, call: 

1-800-635-8485 

GB/ZP •••Cuts Paperwork Down To Minutes A Day. 
C 1993 Sensible Software Inc.. 18761 N Frederick Ave . Suite F. Gaithcrsburfl, MD 20879. (301) 330-0604 
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'Percent change from preceding month 
(seasonally adjusted). Source: Bureau of the Census Source: Notional Association of Realtors 

WEATHER WATCH 

Source: American Meteorological Society 

60-DAY OUTLOOK FOR 
OCTOBER AND NOVEMBER 

Temperature Probability 

The National Weather 
Service's 60-day 
outlook calls for at 
least a 55 percent 
chance of below 
normal temperatures 
over an area of the 
north-central United 
States bounded by the 
North Dakota/Min-
nesota border and 
Detroit in the North, 
and extending south 
into northeastern 
Kansas and central 
Missouri. 

Only the Southwest 
has a chance of above 
normal temperatures. 

Greater than average 
precipitation is pre-
dicted for most of Oregon and a large portion of the East extending from 
the Canadian border almost to the Gulf of Mexico in Alabama. • 

I Above overage 
Below average 

Precipitation Probability te e 
I Above average 

Below overage 
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Grasshopper zero-radius outfront mowers give you 
more choices. Mix and match power units, cutting 
decks, grasscatching systems and a variety of all-season 
attachments to make the right choice for your specific 
needs. And if your needs change, Grasshopper's Quik-D-
Tatch® feature lets you switch decks or attachments in 
minutes without tools. 
• Choice of M o d e l s . The most complete line of zero-

radius front mowers in the industry with models ranging 
from 12.5 to 25 hp, air-cooled gas or liquid-
cooled gas or diesel engines. 

• Choice of D e c k s . Standard side discharge 
or optional Down-DischargeIM mulching 
decks in cutting widths from 44" to 72". 

O l 9 9 4 . The Grasshopper Company YOUR NEXT MOWER 

• Choice of Grasscatching Systems. Quik-
D-Tatch Vac® picks up wet grass, high-moisture 

leaves, pine straw and dethatching debris with a 
choice of five collection systems from 8- to 25-cu. ft. 

• C h o i c e of A t t a c h m e n t s . Year-round attachments 
include a Wand Vac, snowthrower, dozer blades and rotary 
brooms for all-season use. 

And, Grasshopper gives you the ultimate in operator 
comfort, so you can mow and fine trim all day with 

less fatigue. 
^ Send for free literature and make the 

right choice today. 

First to Finish ... Built to Last 

Gives You a Complete Range of Choices 

grass'hop'per ab i l i ty n. the ability to 
make all the right moves for mowing 
quality and timesaving productivity. 

The Grasshopper Company • One Grasshopper Trail • P.O. Box 637 • Moundridge, KS 67107 U.SA • Telephone 316-345-8621 • FAX 316-345-2301 
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CONSUMER PERCEPTIONS. Families 
are concerned about water quality as 
the number one environmental 
problem, according to a survey last 
year of Better Homes and Gardens 
readers. Potential water quality 
problems ranked first out of 13 options 
listed. 

The survey also found that most 
readers remembered seeing "green" 
advertising, but 58 percent believe 
only half of the claims advertised. 
This perception problem is compli-
cated by the fact that 77 percent of the 
respondents feel that environmental 
regulations and laws are not strict 
enough. Agriculture beat out other 
groups in readers' minds as the 
segment responding best to environ-
mental concerns. 

BANNING COSMETIC USE. Canadian 
environmental activists are applauding last 
year's Quebec Superior Court decision 
upholding the village of Hudson's ban on 
cosmetic use of pesticides. 

The town's bylaw #270, passed in Feb-
ruary of 1991, stated that "the spreading and 
use of a pesticide is prohibited throughout 
the territory of the Town," with six 
exceptions. According to Wildflower, the 
journal of the Canadian Wildflower Society, 
pesticides are prohibited for use: 

• in swimming pools, 
• in purifying water, 
• in controlling or destroying animals 

which constitute a danger to humans, 
• in controlling or destroying plants which 

are a danger to allergic people, 
• inside buildings and 
• as a wood preservative. 
The bylaw was passed after intense 

pressure from outside environmental 
activists and residents concerned about 
groundwater pollution in their wells. Its first 
test came in 1972, when two chemical lawn 
care companies were charged. They filed 
suit, claiming that the bylaw is beyond the 
power of the local town council. Their cases 
centered on the fact that they carried 
provincial permits and all pesticides used 
had been registered by Agriculture Canada. 

The battle over preemptive rights 
continued at the provincial level with an 
August 1993 decision by Judge James 
Kennedy, who ruled: "The Council acted in 
the public interest in virtue of inherent 
powers given them by the Cities and Towns 
Act." 

He also stated that the council's actions 
reflected its citizens' concerns and that "20 
years ago there was very little concern over 
the effect of chemicals such as pesticides on 

the population. Today we are more 
conscious of what type of an environment 
we wish to live in and what quality of life 
we wish to expose our children..." Both 
lawn care companies are appealing the 
decision. 

The Hudson decision is credited with 
encouraging similar, if weaker, initiatives in 
other small towns. For instance, Wildflower 
noted that the town of Baie d'Urfe in 
Quebec amended a 1992 bylaw limiting 
pesticide use to four days per week to 
include even more restrictions. 

A Quebec-based anti-pesticide group, 
Citizens for Alternatives to Pesticides, has 
approached the federal Minister for Health 
with a petition to place a moratorium on the 
cosmetic use of pesticides in residential 
areas. The group maintains that the issue of 
pesticide use is now a health problem, rather 
than an environmental one. It's currently 
organizing a letter-writing campaign to 
generate more support for the issue. 

PAUL HARVEY REDUX. Responsible 
Industry for a Sound Environment has taken 
steps to counteract syndicated radio 
commentator Paul Harvey's attacks on 
pesticide use for golf course maintenance. 

Allen James, executive director of RISE, 
reports that the Golf Course Superintendents 
Association of America, the United States 
Golf Association and RISE have sent factual 
materials to Harvey, whose broadcasts have 
included "blatant misstatements and errors" 
on the subject, according to a RISE memo. 
The effort has gotten no response from 
Harvey. 

RISE and GCSAA then took another tack 
by issuing a "quote and answer" response 
sheet for GCSAA members to use when 

questioned by club members and 
consumers. The sheet rebuts five of 
Harvey's statements about pesticide 
use, namely: 

• Pesticides on golf courses kill 
people and birds. 

• Golf course superintendents use 
pesticides casually. 

• Tobacco and pesticide industries 
similarly downplay product dangers. 

• Lung cancer is linked with golf 
course superintendents. 

• Nematicides kill toads. 
James also encouraged GCSAA to 

distribute additional copies of a jointly 
developed consumer information sheet, 
"Facts about Golf Course Pesticides." 
RISE also may work with GCSAA and 
related groups to form a cooperative 
effort in response to misleading 
publicity. 

UPCLOSE ft PERSONAL. The public is 
invited for the first time to view the 
products of turfgrass research in a project at 
Rutgers University, New Brunswick, N.J. 

The D.R.E.A.M. (Demonstration of 
Research, Experimentation and Manage-
ment) project is sponsored by the New 
Jersey Turfgrass Association, Rutgers 
Turfgrass Alumni Association and Friends 
of Rutgers Gardens. 

The 19 plots of different turfgrasses show 
experiments in progress and are intended to 
show the many benefits of turfgrass to the 
environment and the economy. Displays 
currently in place are weed identification 
plots, a golf green and tees with five 
varieties of bentgrass and a recycling 
display of 10 different container methods. 

Future displays almost ready to debut will 
compare the water runoff characteristics of 
healthy turfgrass with bare ground, and also 
demonstrate high and low-lime effects on 
turfgrass types. 

Irrigation equipment and maintenance 
were donated for this ongoing project. For 
more information, contact Joseph Bianco, 
Project Coordinator, 908/297-3333. 

GREAT GREEN NEWS. Turf is an amazing 
commodity and the more customers know 
about its benefits, the better for the industry 
and the environment. A few facts courtesy 
of The Turf Resource Center: 

• A dense lawn absorbs rainfall six times 
more effectively than a wheat field and four 
times better than a typical hayfield. 

• Grass plants total 75 percent to 80 
percent water by weight. 

• A sodded area takes 28 to 46 times 
longer to runoff than any of five tested 
erosion control materials. • 
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"ALCA is the best 
landscape business 

resource in the 
country." 

"When I started my business seven years ago 
I needed expert advice," says Joe Skelton, 
president of Lifescapes, Inc., Canton, Georgia. 
"That's when I joined ALCA. 

"By attending marketing and technical 
seminars, using the Operating Cost Study to 
estimate projects, enrolling in ALCA's business 
insurance program and simply working hard, I 
have been able to build my business to over four 
million dollars. 

"ALCA is a great resource. Through their 
meetings, videos and publications, you can find 
out how to increase sales and profits, reduce 
costs, and learn about the latest products and 
technology developments." 

Join ALCA today and meet people like 
Joe Skelton. 

If you are an exterior, interior or landscape 
management contractor or simply want to see 
the landscape industry grow, call 1-800-395-ALCA 
or (703) 620-6363 for more information or write 
to: ALCA, 12200 Sunrise Valley Drive, Suite 150, 
Reston, VA 22091. Fax (703) 620-6365. 

ASSOCIATED LANDSCAPE CONTRACTORS OF AMERICA 
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News in Brief 
NEWS DIGEST 

NAFTA Boosts Mexican 
Sales by 58 Percent 
The Outdoor Power Equipment Institute 
reported that the North American Free Trade 
Agreement already has had a positive effect 
on sales to Mexico. In the first three months 
of 1994, exports of outdoor power equip-
ment to Mexico jumped 58 percent, from $7 
million to $11.1 million over the same 
period in 1993. 

Walk-behind mowers skyrocketed from 
five units exported in 1993 to 3,244 in early 
1994. Riding mowers sales also grew from 
21 exported in 1993 to 149 in 1994. 

Sandoz Agro Adds 
Sales, Marketing Team 
More flexibility in product development and 
market expansion are on tap at Sandoz 
Agro, Des Plaines, 111. Carl Tanner, mar-
keting director, announced the creation of 
the specialty sales and marketing team to 
complement its research and development 
capabilities acquired in the recent merger 
with Zoecon Corp. 

Outdoor Equipment Sales 
Growth Forecast for 1995 
Increased shipments of outdoor power 
equipment may continue into 1995, said the 
Outdoor Power Equipment Institute. Modest 
growth in sales over 1994 rates are expected 
for 1995 models in the following equipment 
categories: front-engine lawn tractors, walk-
behind mowers, riding garden tractors and 
tillers. Rising interest rates and a late 1994 
housing decline may dampen higher growth. 

DuPont Charged with 
Adulterating Benlate 
Bob Crawford, Florida Agriculture 
commissioner, charged DuPont with 
adulterating Benlate DF with a sulfonyl 
urea, a potent herbicide. His department 
made the charge after eight months of secret 
testing where the herbicide was found in 
eight batches of Benlate DF. 

DuPont officials called the charges 
politically motivated and denied there was 
any connection to the claims and out-of-
court settlements totaling $214 million. 

Howell to Develop UHS 
Micronutrient Fertilizer 

United Horticultural Supply, Salem, Ore., 
contracted with Neal Howell to develop and 
market new micronutrient fertilizer products 
for turf. His company, Key Solutions, 
Rocky River, Ohio, has developed related 
products for other suppliers to the industry. 

If the Survey Says Yav, the Garden 
Coundl's Promotion Order is a Go 
'THIS IS AN important milestone for us. If results are positive we're going to give it a go," 
said Gary Mariani, president of the Chicago-based Garden Council, in reference to a survey of 
growers to determine whether or not they favor the Garden Council's proposed promotion 
order that's been cooking for more than a year. 

In just one more move to unify, as well as promote, all segments of the lawn and landscape 
industry, the Chicago-based Garden Council proposed a national promotion order. If enacted 
by Congress, the order would set up a structure for the industry to fund and implement 
marketing targeted at the American public. Similar efforts have shown success for pork, cotton, 
avocados and other agricultural commodities. 

The promotion order would require each grower 
to contribute 0.4 percent of sales directly to the 
industry commission managed by a selected 
industry board. 

The Garden Council plans to launch a survey in 
November targeted toward "as many growers as we 
can find" to see if they would favor such a move, 
Mariani said. 

So far the proposal has 1,000 individual and 
company supporters. The American Association of 
Nurserymen, which represents many of the compa-
nies that would have to contribute to the fund, has 
chosen to take a wait-and-see approach before 
endorsing the promotion order. 

"We still have some big questions that need to be 
answered first. The program is really in its infancy," 
said Robert Dolibois, AAN executive vice president. 

"This could place a serious burden on the budgets 
of some small nurseries. There are parts of the 
promotion order that we'll need to clarify before we 
make any kind of endorsement," added C. Fletcher 
Flemer III, the new president for AAN and owner 
of Ingleside Plantation Nurseries, Oak Grove, Va. 

A promotion order for the nursery industry would 
include federal monitoring of an industry-managed system of contribution and marketing. The 
legislative end could take two years before the system becomes reality. The Garden Council 
hopes to have results back in time for a board meeting at the Mid-Am show in January. 

The promotion order, geared to benefit growers of all sizes, would seek to increase national 
consumer awareness, sales and opportunities for co-op programs. Cost of getting the promotion 
order enacted is estimated at $400,000 per year for two years. 

"Hopefully it would get people who see the ads on TV to call and order plants. And hopefully 
that will get people to be less price sensitive and increase demand," Mariani said. "Those people 
who want to paint their bathrooms. Maybe we can convince them to spend the money on their 
landscapes. That's who we're competing against. We're not competing against ourselves." 

The Garden Council's promotion order survey will reach AAN's membership as well. AAN 
will decide whether to endorse the program based on the the survey results, Dolibois said. 

The few nursery growers contacted by Lawn & Landscape Maintenance magazine about the 
promotion order had either not heard of it or didn't feel comfortable giving an opinion about it. 
"I'm aware of the promotion order but I'm not up to date enough to say whether I think it's good 
or bad," said Stuart Sperber of Valley Crest Tree Co., Calabasas, Calif. 

The Associated Landscape Contractors of America has already endorsed the program, as have 
several state nursery associations. "We think it's a good measure for promoting the green industry 
as a whole. The benefits will reach the landscape contractors as well as the growers," said Debra 
Atkins, executive director of ALCA. 

Landscapes will help pay for the national tax indirectly as growers increase the cost of their 
products to uses to cover the eventual grower contribution. 

The survey's results will tell what happens next. "If we get a big enough positive response 
back, we'll go ahead with the promotion order. If we get a response back and growes say they 
don't have enough information, but those who do are positive, we'll continue our education 
efforts. If we get a negative response, we'll quit what we're doing and move on to other 
issues," Mariani said. 

The nursery industry will consider a 
national promotion order s benefits. 
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Toro Gives Debris 
Management a Facelift 
The Toro Co.'s debris management division 
has been renamed the recycling equipment 
division to better reflect the intended 
markets of its product line. 

The division includes the line of tub 
grinders acquired earlier this year when 
Toro completed its acquisition of Olathe. 
Toro has held a minority interest in Olathe 
since acquiring its commercial product line 
in the early 1990s. The line includes 
sweepers, seeders, blowers and aerators. 

Since the earlier acquisition, Olathe 
continued to exist as a separate entity 
manufacturing waste equipment, chippers 
and tub grinders. Toro will focus on the tub 
grinders. The chipper line is currently being 
reevaluated. 

Manufacturing will remain in Olathe, Kan. 
Mike Hoffman is the managing director of 

the recycling equipment division and Mike 
Moncrief is the marketing manager. 

New RISE Board 
Members Take Office 
The Responsible Industry for a Sound 
Environment elected three new officers and 
three new board members at its recent annual 
meeting. 

The executive committee includes Jan 
Novak, Monsanto/The Solaris Group, chair; 
Bob Yarborough, LESCO, vice chair; and 
Tommy Reeves, Oldham Chemicals Co., 
treasurer. New board members serving 
three-year terms include Eugene 
Johanningsmeier, Turfgrass Inc.; Bill Liles, 
Ciba Turf & Ornamental; and Dick Stahl, 
The Scotts Co. 

Dick Lehman of Rhone-Poulenc will serve 
the one year remaining in Scott Johnson's 
(also of Rhone-Poulenc) term and Peter 
Machin of The Andersons, Maumee, Ohio, 
will remain ex-officio. 

Other members rounding out the board 
are: Ron Fister, Sandoz Agro; Dick 
Holzschu, DowElanco; Denny Salettel, 
Tyler Enterprises; and Jim Widman, 
AgrEvo USA Co. Allen James is executive 
director of the association. 

Study Affirms Resale 
Value of Landscaping 
Homeowners who upgrade landscapes from 
"poor" to "good" quality can expect an 
increase in the resale price between 8 percent 
and 10 percent. Upgrades to "excellent" 
quality can bring in another 4 percent to 5 
percent of resale value, according to a 
Clemson University study. It compared 
values of similar single-family homes with 
variations in landscape condition. 

A study initiated by the California 
Landscape Contractors Association found 

that the average household spent approxi-
mately $403 on landscaping goods and 
services, yet the value added by landscaping 
to an average house sold totaled $15,519. 

Husgvarna Honored for 
Environmental Efforts 
Husqvarna Forest and Garden Co., 
Charlotte, N.C., was recognized for 
participating in an environmental education 
program developed by the Times Mirror 
magazine group. As advertisers, Husqvarna 

Dave Zerfoss describes Husqvarna's 
program with EPA's Carol Browner. 

Covered by one or more 
of the following patents. 

USA Canada 
4,299.012 1,146.727 
4,315.348 1,148,336 

1,150,937 
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and other companies in the Partnership for 
Environmental Education program included 
messages designed to raise public awareness 
and encourage future environmental 
leadership. 

The group was honored at a May reception 
attended by EPA Administrator Carol 
Browner. In three years, the program has 
raised more than $250,0(X) in funds for 
environmental education programs nation-
wide. 

EPA May Relax Worker 
Protection Standards 
The American Association of Nurserymen 
reported that the Environmental Protection 
Agency is considering a relaxation of some 
worker protection standards affecting 
irrigation and biological pesticides. 

The agency plans to complete an ex-
ception to the generic restricted entry inter-
vals for several irrigation tasks by Dec. 30. It 
also might reduce restrictions for biological 
pesticides known to pose lower risks. 

More stringent training requirements are 
also a possibility at EPA, which wants to 
eliminate the 15-day grace period for 
training and shorten the current retraining 
requirement from five to three years. 

Technician Certification 
Program Goes National 
The Associated Landscape Contractors of 
America has purchased the Certified 
Landscape Technician program from the 
California Landscape Contractors Associa-
tion as the basis for a nationwide certifica-
tion program. 

California's program has been in place 
since 1983, with 484 Certified Landscape 
Technicians currently recognized. Colorado, 
Washington and Oregon also participate in 
the California program. 

CLCA's National Review Committee, 
which reviews and updates the CLT test 
annually, will form the basis for a National 
Landscape Technician Council along with 
the addition of contractors from participat-
ing states and a member of ALCA's Board 
of Governors. The committee will admin-
ister the national program. ALCA will 
coordinate marketing, education and 
consultation. 

The certification test includes a two-day, 
hands-on construction test with 28 stations, 
an eight-hour maintenance test with 18 
problems and a 7-1/2-hour irrigation test of 
13 technical elements. The national version 
will compress the test into one day. For 

more information, call CLCA at 916/448-
2522, or ALCA at 703/620-6363. 

L.R. Nelson Builds 
S8'Million Complex 
A new 246,900-square-foot manufacturing 
and distributing complex will consolidate 
manufacturing, distribution and administra-
tion for L.R. Nelson Corp., Peoria, 111. 
Formerly, three facilities were needed to 
hold the company's staff and equipment. 

The complex is scheduled for occupation 
this fall for the manufacture of nearly 600 
irrigation products and accessories. 

The site, located on 42 acres of Peoria's 
northwest side, contains a 5,400-square-foot 
indoor sprinkler test area. 

Natural Earth, Easy 
Gardener Combine 
The Easy Gardener Acquisition Corp. has 
been formed by the combination of Easy 
Gardener Inc., Waco, Texas, and Natural 
Earth Technologies Inc., San Francisco. Easy 
Gardener makes landscape fabrics and 
netting products. Natural Earth provides 
natural pest controls and organic landscape 
materials. • 

T H E F I N N T - 9 0 
H Y D R O S E E D E R ® 

Designed for maximum 
versatility and performance -

with the features you count on 
for residential, commercial, golf 

and sports field applications. 

We invented the HydroSeeder® -

and over 60 years of FINN 

innovation, quality and service 

go into every one we make. 

If You Don't Own a FINN 
You Don't Own a HydroSeeder. 

F I N N 
C O R P O R A T I O N 
9 2 8 1 L e S a i n t D r i v e 
F a i r f i e l d , O H 4 5 0 1 4 
F A X 5 1 3 - 8 7 4 - 2 9 1 4 

C1994 FINN* Corporation. 
HydroSeeder is a Registered Trademark of Finn Corporation. 

Hydraulic Drive 

' | - r m R m ' t 

% B i l l I r l 

Liquid Recirculation 

Vari-Speed Reversible Agitation 

Low Profile Tank | 

FINN Centrifugal Pump 
Remote Valve 

Call 1-800-543-7166 for a FREE HydroSeeding 
and Mulch Spreading information package. 
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With Curalan, 
Long Lasting Control 

Is Par For The Course. 
Finally, there's a turf treat-
ment that works as hard 
as you do to keep your 
golf course looking its 
best. It's Curalan " fungi-
cide. With Curalan you 
can control eight tough 
turf diseases including 
brown patch, dollar 
spot, leaf spot, Fusarium 
patch and snow molds 
three to four times longer 
than other fungicides -
up to 28 days. 

And that's not all. 
Curalan's long lasting 
control is specifically 
designed to work on any 
kind of turf, at any stage 
of its growth, as a preven-
tive or curative treatment. 

So, whether you 
want to keep spots, 
patches or molds from 
invading your turf, or you 
need to clear up an exist-
ing problem with brown 
patch or dollar spot, a 

treatment with Curalan 
can do it. This year, go 
for a new course record 
in disease control. Call 
1-800-878-8060. 

Simple Solutions To 
Complex Problems 

BASF 
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KAY BUNDEY, facilitator for the Disney 
University Seminars, will moderate the 
Associated Landscape Contractors of 
America's 1995 Executive Forum in 
January. Bundey, who began her career at 
the Walt Disney World Resort in 1986 as an 
instructor for its learning adventures for 
young people, will share the Disney style of 
management, service and creativity with 
exterior and interior landscape contractors. 
Her presentation will focus on how to 
develop creative strategies for maintaining a 
competitive edge. 

In other news, ALCA surveyed its 
membership, as well as regional landscape 
associations, to determine how many 
women are members. Initial findings show: 
ALCA's membership is 24 percent females, 
including interior and exterior landscape 
firm representatives; the Arizona Landscape 
Contractors Association has a 21 percent 
female membership; the Associated 
Landscape Contractors of Colorado, 14 
percent; Associated Landscape Contractors 
of Massachusetts, 8 percent; California 
Landscape Contractors Association, 7 
percent; and the Florida Nurserymen and 
Growers Association, 14 percent. 

For more information ••• j 
ALCA 
12200 Sunrise Valley Drive 
Suite 150 
Reston, VA 22091 
703/620-6363 

CC 
114 South Pitt St. 
Alexandria, VA 22314 
703/739-2401 

PLCAA 
1000 Johnson Ferry Road N.W. 
Suite C-135 
Marietta, GA 30068 
800/458-3466 

AAN 
1250 I Street, NW 
Suite 500 
Washington, DC 20006 
202/789-2900 

PNA 
1924 N. Second St. 
Harrisburg, PA 17102 
717/238-1673 

William Ruckelshaus, chief executive 
officer of Browning-Ferris Industries, will 
keynote the Composting Council's Fifth 
Annual Conference Nov. 16-18 in Washing-
ton, D.C. Ruckelshaus, former administrator 
for the U.S. Environmental Protection 
Agency, will speak on the future of organics 
recovery. 

Ruckelshaus became the first administrator 
for the U.S. EPA when the agency formed 
in December 1970. He served in the position 
for three years, and was then named deputy 

attorney general of the U.S. Department of 
Justice. He moved on to become the fifth 
EPA administrator until 1985. Currently he 
serves as director of several corporations 
including Cummins Engine Co., Monsanto 
Co., Nordstrom, Texas Commerce 
Bancshares and Weyerhaeuser Corp. 

The Compost Council's conference theme 
is "Expanding the Boundaries of Organics 
Recovery," to signify the industry's efforts 
to forge tools for business development, 
project innovation and technical evolution. 

THE ANTI-SIPHON 
CONTROL VAU/E THAT 

WORKS FROM V i - I M 
¿finally, theœntrol valve 

packed with HO many fiatili™ youTI 
wonder how you gol alongwitliout 
it. (\irvahefeatures built-in 

ai itisi/)l loi i ai id o/ le-piece solei loid 
aHHunhly with encapsulated 

pli il igte ti ¡at o/xinten/mi 111/2 to 
15gpt 11, /hxesH is nil l iple, 

ii istallatioi i a HI lap! 

Call UH today, 
800-247-8138 
and get our Tœh-SliecL 
Wl lei 11foi i (all, ank i IH I un r 
you (tin qualifyforafire 
valve to tiy! 

P R O F E S S I O N A L 
Irrigation /mxlucts d<sign<d jor professionals! 

CALL 800-247-8138 
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SOFTWARE! 
MILLIE. 
Version ILO 

0 

1-800-262-9498 
(516) 796-2181 

> Unlimited Companies, 
J Accounts & Transactions 
> Truck Routing & Scheduling 
J Route Sheets & Workorders 
> Estimates, Proposals, Leads 

Unlimited Formatters 
Income/Expenses/Budgeting 

/ Complete Financial Reports 
Job Costing 

^ Man Hours Worked Totalized 
/ C r e a t e Your Own Reports 
v O Bills Print on any Statement 

Check Writer 
Chemical Application Reports 
Mailing Lists, Post Cards, 
Address Labels 
Be Reminded of Events/Dates 
Equipment Maintenance 

Call 24 Hours! ~ 
Credit Cards Accepted!. — 

k OVER 25 YEARS * 
OF EXPERIENCE 

IN THE LANDSCAPE 
AND TREE SPRAY 

INDUSTRIES! 

^ Invokes, Statements, Checks 

0 
0 
0 

Can Fit ANY Form! 
Aging/Sales Tax/Finance Chgs 
Extensive On-Line Help 
Mouse support, Dialog Boxes 

^ Pulldown and Popup Menus 
/Ov Automatic Phone Dialer 

Bar Graphs & Pie Charts 
Designed for ANY Service 
Business! 

C o m p e t i t o r U p g r o d e s 
A v a i l a b l e ! 

* FREE * 
Demo Disk Available! 
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The Profess iona l L a w n Care Associat ion 
of America plans to hold 13 winter 
workshops. Beginning Dec. 13, PLCAA 
goes on the road with a travel schedule that 
includes Orlando and Madison, Wis. 
Workshops take place Dec. 13, in Madison, 
Wis.; Dec. 14, Pittsburgh; Dec. 15, 
Scranton, Pa.; Jan. 10, Denver; Jan. 11, 
Cincinnati; Jan. 17, Long Island, N.Y.; Jan. 
19, Worcester, Mass.; Jan. 24, Atlanta, Ga.; 
Jan. 24, Dallas; Jan. 25, Nashville; Jan. 26, 
Orlando, Fla.; Feb. 22, Detroit; and Feb. 23 
in Kansas City, Mo. 
Topics for the day-long workshops include 

management, risk communications, business 
survival, regulatory and legal issues. 
Speakers include Richard Lehr, PLCAA's 
legal consultant; Bob Andrews, owner of 
two Indiana lawn care companies and past 
president of PLCAA; Tom Delaney, 
PLCAA's director of government affairs; 
and DowElanco representatives. 

The Amer ican Associat ion of Nursery -
men and American Forests jointly 
developed "Selecting Trees — A Guide to 
Purchasing Quality Trees as a Wise 
Investment," a publication on selecting and 
purchasing quality trees in quantity. 

The publication offers tips on selecting 

species and sites, preparing bid specifica-
tions and locating sources of trees. 

In other news, Dwight Hughes Jr., of 
Dwight Hughes Nursery, Cedar Rapids, 
Iowa, received the Wholesale Nursery 
Growers of America New Idea Award for 
his Robotic Tree Boss. The system allows 
one worker to handle heavy balled and 
burlapped plant material. 

The P e n n s y l v a n i a N u r s e r y m e n ' s 
Associat ion hired Kim Wilkinson of 
Harrisburg as public affairs director. 
Wilkinson is responsible for marketing, 
communications and public relations for the 
trade association. She succeeds Denise 
Calabrese. 

In other news, PNA plans to hold an EPA 
Worker Protection Standards Teleconfer-
ence Dec. 7, to highlight what companies 
are covered by the standards; what the law 
requires and tips for compliance. 

"The PNA is interested in building the use 
of satellite teleconferencing to deliver 
important information to our members in a 
timely and cost effective manner," said 
Conine Shearer, PNA director of education. 

IN BRIEF The F lor ida Tur fg rass 
Association released a new bermudagrass, 

FloraTex, developed through the Florida 
and Texas Agriculture Experiment Stations. 
FloraTex will be used as a model for 
FTGA's new certification program. 
FloraTex is a low-maintenance, slow-
growing turf requiring less water and 
fertilizer than other bermudagrasses. It was 
developed in preparation of state water 
regulations scheduled to take effect in 1995 
...The Ca l i fo rn ia Associat ion of Nursery -
m e n plans to sponsor the California 
Certified Nursery Professional exam Nov. 7 
at the Marriott at Bishop Ranch in San 
Ramon, and Nov. 17 at the Grand Hotel in 
Anaheim.. The O r e g o n Associat ion of 
N u r s e r y m e n safety committee received a 
$31,827 grant which will be used to 
develop a training video to teach how to use 
respirators. Apparently there was little 
communication taking place to teach 
Spanish speaking employees how to use 
them correctly, according to Mairi Scott, 
chairwoman for the OAN safety 
committee...The M a s s a c h u s e t t s 
N u r s e r y m e n ' s Associat ion and the 
University of Massachusetts Cooperative 
Extension System are sponsoring "A Step 
Ahead," a 1994 Business Short Course," 
Nov. 15-16 at the Worcester Marriott, 
Worcester, Mass. • 

A T h e 

ERATOR 
Tested by Lawn Care Professionals! 

High Productivity! 
> Aerate up to 28,000 square feet per hour 
> Aerate up to 10 average yards per day 

THE TURFCO AERATOR is d e s i g n e d to spec i f ica l ly m e e t 
t h e n e e d s of today 's c o m m e r c i a l l a w n c a r e a n d ren ta l u s e r s . A 
r u g g e d , o n e - p i e c e f r a m e , e x t e r n a l d r i v e c o m p o n e n t s , a n d a n 
indus t r i a l g r a d e e n g i n e m a k e THE AERATOR a m a c h i n e t h a t 
s t a y s o n t h e job. 

Low Maintenance! 
> H e a v y duty s ide & front b u m p e r s 
>• C h o i c e of B & S or H o n d a e n g i n e 
> Dr ive c h a i n is p ro tec ted f r o m 

c o r e s a n d soil 

Features: 
> D r u m sty le front w h e e l for e a s y t u r n s 
> 2 0 " a e r a t i o n width for h igher product iv i ty 
> 3 / 4 " t ines for r e m o v i n g c o r e s 
> 3 . 5 H P B & S Ind. P lus or 4 H P H o n d a e n g i n e 
> O p e r a t i n g s p e e d up to 2 6 0 f e e t / m i n u t e 
> H e a t t r e a t e d , s e a l e d , a n d f u l l y - e n c l o s e d 

dr ive c h a i n 
> M o s t s e r v i c e par ts a v a i l a b l e local ly 

Low Maintenance and High Productivity with T h e T u r f c o Aera tor 

Call for more information 

TURFCO MFG, INC 
P h o n e ( 6 1 2 ) 7 8 5 - 1 0 0 0 • F a x ( 6 1 2 ) 7 8 5 - 0 5 5 6 
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Irrigation News 
KIMMELL SETS HIS SIGHTS ON INCREASED INDUSTRY EDUCATION 

WHILE NEW TO the role of executive 
director of the Irrigation Association, Tom 
Kimmell is no stranger to the irrigation 
industry. 

For more than 20 years, Kimmell gained 
experience in the professional, consumer and 
agricultural aspects of the irrigation industry. 
Most recently sales manager for Olson 
Irrigation Systems in Santee, Calif., Kimmell 
made the jump to the role of association 
executive after Charles "Pepper' Putnam 
resigned. 

"I've always been active in the association 
and lived in California for 15 years. So, I've 
been there and did that and thought if d be a 
challenge," Kimmell said. 

Kimmell was involved in the national 
search two years ago that brought Putnam to 
the IA. The search committee made a 
commitment then to hiring somebody with 
industry experience over association 
experience and continues in that vein today. 

And Kimmell has experience: 3-1/2 years 
with Olson, 14 years with Hardie Irrigation 
and more than 5 years with Spot Systems, a 

Ĥ ^ T 

^ ^ H %»,-< , M 
^A^Rfci'i. £ i, J K 

Tom Kimmell brings 22 years of industry 
experience to the position of IA president. 

small micro irrigation company. In 1992, he 
was president of the I A. 

In the following interview, Kimmell shares 
his thoughts on the future of the IA. 

Q. What immediate goals do you have for 
the IA? 
A. One of the first orders of business was 
taking care of housekeeping items. We spent 
more on member services in 1994 than we 
took in. So we brought those numbers back 
in line and budgeted for 1995. I'm also 
writing a business plan to take to the board in 
November. 

My main goal over the next year or so is to 
strengthen the education program. We have 
a certification program which is unique, but 
to make the education program bloom and 
bear fruit we have to market it to end users so 
they look to certified contractors or designers 
to install their systems. My overall goal is to 
market and increase the education program 
and generally raise the level of the industry. 

In four certification categories — design, 
contracting, manager and auditor — 1,200 
people have been certified to date since the 
program's inception 10 or so years ago. 

We have also become very active in 
government issues. Most recently we were 
involved with a national science and 

Do You Know Your Neighbor? 
These days its difficult to know your neighbor, let alone the family down the 
block. In lawn care - where new homeowners represent some of the best prospects 
for new business - knowing your neighbor can make a big difference. 
Target your marketing and promotions to people who need your service. Let 
Metromail provide you with names, addresses, even phone numbers of your 
new neighbors. We can select new movers within your trade area, whether it be 
a town, county, or state. All for just 254 per name - even lower for large quantities. 

Give us a call - we'll handle the introductions. 
1-800-523-7022 

Metromail 
A N R . R . D O N N E L L E Y & S O N S C O M P A N Y 

t t o 
e Your 

scaping 
Business? 

Get with the 
Programs. 
Garden Design* magazine 

recently called LandDesignerPro 
"Overall.. .the most impressive 
and well rounded program for 

landscape professionals...." 

Ca l l 1-800-336-3127 
today and find out how our 
affordable landscape and 

irrigation design software can help 
you grow your business. 

SOFTWARE FOR 
BEAUTIFUL ENVIRONMENTS 

a i l • x 
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THUMP' 
G R E E N T H U M B S O F T W A R E . I N C . 

7 5 M A N H A T T A N DRIVE, SUITE 1 0 0 
B O U L D E R . C O 8 0 3 0 3 

TEL. 3 0 3 4 9 9 1 3 8 8 F A X 3 0 3 4 9 9 1 3 8 9 

*SOPT/OCT 1993 S U E 

DESIGNED FOR DOS AND WINDOWS-BASED 
IBM PCS AND COMPATIBLES! 
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11 We compete for business, 
but we all agree on the same truck." 

In Atlanta, a city known for its beautiful landscaping 
a city sprucing up for the '96 Summer Olympics, Isuzu 
Truck is the truck of choice among landscape contractors. 

"I first bought an Isuzu in 1986; within 6 months I 
bought another one. Ever since, I've averaged one or 
two new Isuzus per year," says Greg Coleman, 
owner of Vision Scapes. 

According to Andrew Baldy, vice president of 
Oakwood A.PC.I., half his company's 20 trucks 
are Isuzus. "As we keep growing, we'll keep on 
buying Isuzu trucks. Reason being, 
we get longer life out of them. 
We also get better fuel mileage, 
easier maintenance, lower 

upkeep and much better overall durability." 
Ken Thomas, owner of Landscape Techniques says, "I 

didn't know what cargo room was until I got an Isuzu." 
Adds Greg, "My mechanic loves it. He likes the tilt 

cab. And if you take an Isuzu in a cul-de-sac, you can 
almost do a figure eight" 

Terry Walton of Greenscape just bought two 
new Isuzu trucks." People I talked to had noth-
ing but good things to say about the trucks." 

Andrew sums it all up, "I will never go to 
another truck. And that's truth. 

If you'd like to keep up with 
the competition, just • 
call (800) 785-5445 
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technology council designed to address 
nagging problems, one of which is water 
conservation. Since landscape irrigation is a 
big water user, we helped put together what 
we perceive are the impediments to water 
conservation. We've been well received. 

Q. What's new at this year's IA show? 
A. To increase attendance, we brought in 30 
co-sponsoring organizations who made their 
membership lists available to us. We've 
invited those regional association members to 
attend our show and provide more potential 
customers for our exhibitors. We hope to 
increase the show size by one-third. Last 
year, 5,CXX) attendees visited the Expo in San 
Diego. 

In addition, as the U.S. representative of 
the ISO 9000 (international standards 
organization), we'll host this year's meeting 
in Atlanta. Basically, we'll provide input for 
manufacturing standards and specifications 
for European product sales. 

Q. What membership growth plans do you 
have for the IA? 
A. Currently, we have 1,100 company 
members with equal representation from 
both the turf and agricultural markets. 
Contractors and distributors are our two 

biggest membership categories. 
Our membership has increased, but we've 

also seen a lot of consolidation in the 
industry. We've grown consistently at a 2 
percent to 4 percent rate annually. But we 
hope to create a demand/pull from the 
marketplace through increased marketing of 
our certification program. 

Q. In your opinion, what is the most pressing 
issue facing the turf irrigation industry? 
A. In general, the whole water question and 
subsequent regulations which are going to 
impact the industry. We'd rather take a 
proactive role in working with local 
governments whose instant reaction is often 
to ban landscape watering in times of water 
shortages. We have to explain that the 
benefits of watering are more than aesthetic. 

One of the interesting things we're going to 
experience this year is new technology for 
the evaluation of sprinkler heads. Distribu-
tion uniformity is not a small issue. 

Reclamation Head To 
Give Keynote Speech 
A major shift from dam building to water 
resource management at the United States 
Department of the Interior's Bureau of 

Reclamation will have a huge impact across 
the country. 

Commissioner Dan Beard's perspective 
on the changeover and future water 
management trends will be the topic of his 
keynote speech at the 15th annual Interna-
tional Irrigation Exposition and Technical 
Conference, Nov. 5-8 in Atlanta. 

The bureau employs 6,500 people and 
currently serves as the largest wholesale 
water supplier in the United States. It is the 
sixth largest electric power generator in the 
nation, operating in 17 western states. 

The switch to a new emphasis on water 
management addresses the "contemporary 
water problems" in western states and 
communities. Beard said. "Our goal is to 
make the Bureau of Reclamation the 
preeminent water resource management 
agency in the world." 

Norum Rejoins CIT 
As Project Consultant 
Edward Norum returned to the staff of the 
Center for Irrigation Technology as 
consultant on special projects and assign-
ments. He served as director of the CIT 
from 1982 to 1986, and brings more than 

(continued on page 29) 

How to turn debris into dollars ... 

THE ULTIMATE DEBRIS HANDLING 
SYSTEM is o chipper, shredder, 
vacuum and truckloader 
with reduction of up to 20-to-l. 

. . . A N D S A V E $ 100 W I T H A 
F A C T O R Y - D I R E C T R E B A T E 
T o w a B e a r C a t 7 1 0 1 4 o r 7 1 0 2 0 c h i p p e r / 
s h r e d d e r t o y o u r j o b s i t e a n d t u r n l i m b s , 
l e a v e s a n d a n y d e b r i s i n t o m o n e y - m a k i n g 
w o o d c h i p s , m u l c h o r c o m p o s t . H e r e ' s 
w h a t m a k e s t h e B e a r C a t s u c h a n 
e x c e p t i o n a l v a l u e — 

• 14 o r 2 0 H P Kohler engine, electr ic start 
• H ighway t o w a b l e 
• 5" chipper w i t h 4 too l steel blades 
• 36 serrated, self-sharpening, reversible 

shredder knives 
• 125 pound r o t o r ; dynamically balanced 
• D i a m o n d shaped chipping chute for 

irregular limbs 
• Heavy duty 7-gauge steel construct ion 
• O p t i o n a l 2 -speed b l o w e r and vacuum 

'CRARYi 

C A L L 8 0 0 - 1 4 7 - 7 3 3 5 B E A R J & C A T 
f o r m o r e i n f o r m a t i o n o n o u r l i m i t e d t i m e r e b a t e . 

Let us put you in touch wi th a dealer for a f ree demonstrat ion. RO. Box 849 • West Fargo, N D 58078-0849 
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A NEW INSECTICIDE 

JUST EARNED ACCEPTANCE BY THE 

ENVIRONMENTAL PROTECTION AGENCY. 

AND EVERYONE ELSE, 

TOO. 
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AN INSECTICIDE 

THAT STOPS CRUBS ISN'T NEW. 

ONE THAT STOPS 

YOUR PHONE FROM RINGING 

IS. 

You could do without the added expense of handling 

callbacks to control grubs and other insects. 

Which is why you should know about MERIT® Insecticide. 

The remarkable new insecticide that provides unprecedented residual. 

One application as early in the season as April 

can effectively control grubs throughout the summer. 

MERIT controls insect pests using an entirely new class of chemistry. 

In fact, its unique mode of action makes it effective on insects 

that are resistant to other insecticides. And grubs? 

In 88 research trials across the country from 1989 through 1993, 

MERIT delivered an average of 94% control of grubs. 

So call on MERIT. 

And keep your customers from calling back. 
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LOTS OF INSECTICIDES 

LET YOU TAKE CARE OF GRUBS. 

OURS LETS YOU TAKE CARE OF 

YOUR WORKERS, 

TOO. 

Worker safety is becoming an increasing concern for employers today 

So an insecticide that works better yet is less toxic 

to humans and the environment sounds pretty good, right? 

Well that's exactly what you get with MERIT® Insecticide: 

Unsurpassed control of grubs and other insects, and lower toxicity for your workers. 

That's because our new chemistry enables you to effectively 

eliminate grubs while using remarkably low levels of active ingredient. 

In fact, while many insecticides require from 2.0 to 8.0 pounds of 

active ingredient per acre, MERIT requires as little as 0.3 pounds per acre. 

Which is good because where workers and insecticides are concerned, less is more. 

So use MERIT and use less. 
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THE INSECTICIDE TO USE 

WHEN THE MAIN ACTIVE INGREDIENT 

YOU WANT ON THE LAWN IS 

AMY 

We thought an insecticide that controls grubs and other insects while using 

less active ingredient might appeal to people concerned about the environment. 

Especially their children's environment. That's where the brand 

new chemistry of MERIT® Insecticide comes into play. 

MERIT is effective at rates 85% to 96% lower than other soil insecticides. 

Which means you can get an average of 94% efficacy in the 

control of grubs while putting less active ingredient onto your customer's lawn. 

And that's not only good news for people, but also birds and other animals. 

So use MERIT. Because the only thing that belongs on your customers' 

lawns in high concentrations are their children. 



MERIT is presently available 

as a 75 WSP in 1/4-acre PVA packets 

and will soon be available in a 0.5% granular. 

Use MERIT to effectively control the following pests: 

SOIL-INHABITING INSECTS: 

White grubs including larvae of: 

Japanese beetle Oriental beetle 

Black turfgrass ataenius Asiatic garden beetle 

Northern masked chafer May and June beetle 

Southern masked chafer (Phyllophaga spp.) 

European chafer 

CROWN-INHABITING INSECTS: 

Billbugs Hyperodes weevil (Annual bluegrass weevil) 

ORNAMENTAL INSECTS: 

Adelgids Mealybugs 
Aphids Pine tip moth larvae 

Elm leaf beetle Sawfly larvae 
Japanese beetle Scale insects 

Lacebugs Thrips 
l^afhoppers Whiteflies 
Leafminers White grub larvae 

To find out more about the new insecticide 

that's earning acceptance in circles everywhere, 

contact Miles Inc., Specialty Products, 

Box 4913, Kansas City, MO 64120. 

(800)842-8020 

MERIT 7 5 W S P 

MERIT 75 W S P 

-
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Irrigation News 
(continuedfrom page 20) 

40 years of experience in the irrigation 
industry, designing projects in the United 
States and abroad. 

Norum currently is working on CIT 
projects such as soil moisture sensor 
evaluation, hydraulic ram performance tests 
and a pumping plant motor efficiency study. 
To contact Norum about specialized studies, 
call CIT at 209/278-2066. 

Buzzard Ele<ted 
President of IA 
Jack Buzzard, Rain Bird International, has 
been elected president of the Irrigation 
Association for 1995. Fast president is Joe 
Goecke, Valmont Irrigation. 

The slate also includes the following 
officers: Sam Duke, Russell Daniel 
Irrigation, president-elect; Louis Toth, 
Aqua-Lawn Inc., vice president; Sue York, 
Ewing Irrigation Products, treasurer; and 
Robert Morgan, retired, historian. They will 
take office at the association's International 
Irrigation Exposition and Technical 
Conference Nov. 5-8 in Atlanta. 

I A and ASLA Combine 
On-Line Resources 
A partnership agreement between the 
Irrigation Association and the American 
Society of Landscape Architects will give IA 
members access to ASLA's DesigNetwork 
database. The on-line system offers 
management and technical resources, design 
capabilities and consulting services, many of 
which are free. 

IA also will organize its own on-line 
service to include electronic mail, searchable 
publication databases, bulletin boards, 
product catalogs, membership directories, 
certification program updates and employ-
ment listings. 

For more information on DesigNetwork, 
call 202/686-2378. 

Colorado Xeristape 
Newspaper Debuts 
Xeriscape news, methods, plant selections, 
calendars and humor abound in a new 
bimonthly newspaper, WaterWise, 
published by Xeriscape Colorado! 
Particular emphasis will be on profiles of 
people involved in xeriscaping and specific 
xeriscape projects. 

One enjoyable element of this publication 
is its humorous anecdotes. An example is 
the definition of a "zeroscape": a rock and 
yucca landscape. It also lists common 
misspellings (and misconceptions) of the 
word xeriscape: Zorro's cape, xerox cape, 

zeroscape and Zaire escape. 
For more information on membership in 

Xeriscape Colorado! or receiving the 
newsletter, call 303/987-3994. 

English/Spanish 
Sprinkler Video 

A 10-minute training video highlighting 
the PGP family of gear-driven rotary 
sprinklers has been produced in both English 
and Spanish language versions. Hunter 
Industries, San Marcos, Calif., produced the 

video as the first in its "Hall of Fame" 
irrigation training series. 

The video focuses on PGP pop-up, shrub 
and high-pop sprinklers used in various 
residential and light commercial applications. 
Product features, performance characteristics 
proper installation techniques, maintenance 
and adjustment are highlighted in the 
presentation. 

The VHS video is intended for training 
programs of landscape contractors, installers 
and distributors. To order, call Hunter 
Industries, 619/744-5240. 

TURF-TITE PVC CEMENT 
Sti l l The O n l y Plastic Pipe C e m e n t D e s i g n e d fo r the 

Pro fess iona l Insta l ler of Spr ink le r S y s t e m s 

DEMAND THE BEST-DON'T SETTLE FOR LESS 
Uni-Weld Products Consistently Exceed Industry Test Standards 

i Immediate Pressure Testing of Joints 
i Formulation Suitable For Use in W e t Conditions 
i No Primer Necessary (However, Check Local Codes) 
i Minimize Problems of "Pipe Burn" on 

Bell Ended Pipe 
i Heavy Body Features Allow for Better Coverages 

and Fill Voids in Joints More Effectively 
i Color Fades to Clear (In Sunlight) Clean, Neat 

Looking Applications 
i Recommended For Use Through SIX Inch 

Diameters INCLUDING Schedule 80 Pipe 
and Fittings 

i Works on Flex to Rigid PVC Pipe Applications 
i As Expected-Top Quality, Performance, Customer 

Acceptance and Satisfaction 
AfTROVED BY: IAFMO Lined - Hie '896 

|NSF-pw I 

|NSF-dwv| 

ALWAYS-
THE CHOICE OF PROS 

* CAREFUL!!! 
Don't Be Mislead By Cheaper Imitations FOR OVER 

TWO DECADES 

mm UNITED ELCHEM 
• © 1 INDUSTRIES INC. 
m A 800/633-4579 

11535 Reeder Road, Dallas Texas (Fax) 2 1 4 / 2 4 1 - 2 3 4 8 
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Business was respectable this 
year for lawn and landscape 
contractors. And the outlook 
for 1995 is just as promising. 
Illustration: Bob Novak 

JUST ONE OF many cars on the roller coaster known 
as the national economy, the lawn and landscape main-
tenance industry may find a bumpy but relatively stable 
ride ahead. The good news is, no stomach-dropping 
lurches are expected, according to market analysts. 

The national economy has improved steadily over 
the past year, aided by lower mortgage rates which 
ignite new and existing home sales. For the lawn and 
landscape maintenance industry, that trend, combined 
with other factors, has spurred business across the 
board, from lawn and landscape services to tree care and 
nursery growing. 

Consolidation continues among contracting firms 
and suppliers and has been initiated between some trade 
associations. Various segments of the green industry 
are also considering combining forces to better promote 
and market horticultural products and services. 

The most significant potential unification is between 
the Associated Landscape Contractors of America and 
the American Association of Nurserymen. While the 
two groups are only beginning to research the benefits 
and feasibilities of melding under one umbrella organi-
zation, the combined memberships and partisanship 
could hold enviable representation on Capitol Hill and 
to the general public. 

In addition, the Chicago-based Garden Council is 
spearheading efforts to get a promotion order enacted 
by Congress. The proposed federal law would mandate 
growers to contribute a small percentage of overall sales 

toward an industrywide consumer advertising and pro-
motion program. 

The promotion order is part of a larger project aimed 
at educating the general public about the lesser-known 
benefits of plants—an effort which may cost up to $25 
million, according to Gary Mariani, president of the 
Garden Council. 

Gary Thornton, president of Thornton Gardens, 
Maineville, Ohio, sees both the ALCA/AAN union and 
industry promotion order as positive actions. 'The 
promotion order in effect would change the market we 
sell in. This type of action makes us proactive. My 
general feeling is that the promotion order would be 
good for the industry. It's a forward moving thing," he 
said. But, he added, growers would likely raise their 
prices to make up the lost income, so that landscape 
contractors would end up paying more. 

Amid the talk of industry change, contractors and 
suppliers continue to do business — and do it well. 
Representatives from all market segments report steady 
growth of sales with random pockets of high profitabil-
ity. Companies that generally experienced downsizing 
and belt tightening during the economic recession a few 
years ago stand ready for steady growth next season. 

"In 1990 we purposely shrank back during the 
recession because we saw the market shrinking. We 
decided to find ways to reduce costs and expenses—at 
our pace and our thinking, rather than be forced into 
making decisions we didn't want to make," said Landon 
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COVER STORY 

Economic Revival 
Stirs Market Growth 
As government continues to issue environmentally 
motivated mandates, contractors grapple with a 
different slate of issues such as health care reform, 
tax increases, noise and air quality, ground water 
issues, weather adversity and retention of quality 

customers. 

By Cathy Hoehn 
Reeve, president of Chapel Valley 
Landscape Co., Woodbine, Md. 

Chapel Valley, a design/build/ 
manage firm, reduced its $10.5 
million revenues of 1990 to $8.5 
million in 1993. Like many firms, 
the company cut out its fat while 
focusing on customer satisfaction. 
It now plans to gear back up to $9.5 
million by year's end. 

Similarly, Northern Lawns, 
Omaha, Neb., a $500,000 firm cur-
rently seeing 5 percent to 10 per-
cent sales growth, has found the 
best plan of attack — particularly 
for companies with revenues under 
$ 1 million — is to focus on quality 
service vs. expansion. 

"We really don't see a great deal 
of growth potential in the number 
of customers we attain. We focus 
on keeping the ones we have and 
growing additional services cus-
tomers request of us," said owner 
Dale Amstutz. 

Unfortunately, Northern Lawns 
experienced a serious setback in 
April when the landscape manager 
left. Amstutz decided to forego of-

fering landscape design and instal-
lation this year, thus giving up 12 
percent of the business. But he re-
ports that the other services have 
grown 10 percent to 12 percent. 

The economic forecast for the 
next year, though distrusted and 
disagreed upon by many, looks fa-
vorable, according to several ex-
perts. Economic recovery experi-
enced throughout the past year is 
expected to continue but at a slower 
pace, said Gary Thayer, senior 
economist for A.G. Edwards & 
Sons, St. Louis, Mo. 

Interest rates for homes have be-
gun creeping back up, but are ex-
pected to taper off, Thayer said. 
Other reports show that interest rates 
could jump again in three to six 
months due to a 50 percent drop in 
refinancing at mortgage banks. 

Overall, housing starts are re-
ported strongest in the South, with 
good recovery in the Midwest. The 
Northeast still looks the weakest. 
Slight improvement is being seen 
in the West. 

"The (Federal Reserve) has 

stopped throwing fuel on the fire, in 
terms of mortgage rates. Now 
they're just not throwing water on 
the fire," Thayer said. 

Job starts look good for small 
businesses, which actually dis-
tresses lawn and landscape profes-
sionals in the Omaha, Neb.; Mil-
waukee; and Fort Collins, Colo., 
markets where good labor is get-
ting hard to find. 

"Unemployment is very low, and 
I think if anything, the problem this 
year was finding good people," said 
Steve Hyland of Hyland Bros. 
Lawn and Tree Care, Fort Collins. 
"I know several companies in this 
area that were looking for good 
people. I think the focus will in-
creasingly be more of a personnel 
issue than an environmental or 
growth issue. The potential is cer-
tainly here (in terms of growth)." 

ADDITIONAL INFLUENCES. While 
economic factors play a major role 
in the overall health of the green 
industry, other issues tug at con-
tractors' attention and purse strings 
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as well. Increasing regulations con-
tinue to challenge pesticide manu-
facturers and end users, for example, 
with issues ranging from complex 
reregistration processes to hefty 
rinsing, mixing and storage man-
dates. 

The most significant issues lawn 
maintenance professionals face in-
clude increased legislation for inte-
grated pest management at schools 
and stricter advertising laws, ac-
cording to Tom Delaney, director 
of government affairs for the Pro-
fessional Lawn Care Association 
of America. In particular, proposed 
legislation in Texas would provide 
a firmer definition for IPM and its 
impact on the environment. 

Five to six states have laws pend-
ing that will regulate pesticide ap-
plication at schools. 

States also are tightening recerti-
fication and training laws, "making 
it more difficult to get and keep a 
license," Delaney said. 

While contractors may resent 
regulations being imposed, blame 
rests partially on them for not tak-
ing action and reading between the 
lines on proposed legislation, ac-
cording to Delaney. "They're so 
busy doing their work they aren't 
gauging regulations and the legis-
lative process — they don't know 
what's being put in there," he said. 
"It's important to stay on top of that 
and to work with state legislators to 
implement reasonable directives." 

Some optimistic contractors be-
lieve the general public is finally 
losing its zeal for perpetuating 
myths and misconstrued informa-
tion about pesticide use and their 
potential health hazards. 

"Public sensitivity to chemical 
usage is not as big as it was," said 
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Mike Davids, marketing 
agent for Clarence Davids 
& Co., Blue Island, 111. "It 's 
like country music — it's 
still big, but not the rage. It 
depends on how a company 
educates its customers about 
the impact of quality chemi-
cals on their lawns." 

Indeed, recent media re-
ports have conceded the 
campaign against pesticide 
use has gone too far. Even 
key Congressional figures 
are inciting an environmen-
tal backlash. Rep. W.J. Billy 
Tauzin, D-La., forexample, 
purports to scale back exist-
ing laws and delay or block new 
environmental legislation. 

However, others recognize that 
the environmental movement, a 
different type of roller coaster, has 
gained such momentum that the 
ride won't lose speed for quite a 
while. Thornton, believes the envi-
ronmental movement will remain 
strong, and rightly so. 

"I don't think it's slowing down. 
It's becoming a way of life. The war 
against some chemical pesticides is 

still strong, but it makes us better 
stewards of the environment. We're 
taking something that can be bad 
for the environment and making it 
into something good," he said. 

Peter Machin, vice president and 
general manager of the lawn prod-
ucts group for The Andersons, 
Maumee, Ohio, as well as a repre-
sentative of the Responsible Indus-
try for a Sound Environment, ex-
pects the push for IPM to continue, 
and sees fighting and changing 

misconceptions about pesticide use 
an on-going battle. 

"It's a never-ending challenge to 
tell the truth about the industry. We 
always preach responsible use at all 
levels," he said. 

Mixed feelings about pesticide 
use has not detracted from sales, at 
least not for The Andersons, ac-
cording to Machin. The company 
reported a 10 percent to 12 percent 
growth increase in overall sales, 
with 15 percent growth through 

Finding reliable labor is a 
critical quality issue. 

August in the professional 
lawn and landscape market. 

"Sales have been ex-
ceeding expectations," he 
said. "We have had a record 
year with commercial prod-
uct lawn and garden sales 
and expect to finish a little 
better than that." 

Machin said the com-
pany's strongest pesticide 
sales were in the golf course 
market. "We're definitely 
taking market share, particu-
larly for our line of herbi-

cides and fungicides." 
In the lawn and landscape mar-

ket, The Andersons sells mainly to 
larger lawn maintenance compa-
nies. "It appears their business is up 
but moderate," Machin said. 

The Andersons has followed a 
trend set by LESCO, Rocky River, 
Ohio, by opening three drive-up 
Professional Turf Centers in Cin-
cinnati, Ohio; Rockville, Md.; and 
Charlotte, N.C. The centers offer 

(continued on page 34) 

P R E C I O U S G E M S . 
For Results Your Customers Will Treasure, 

These Turf Foods Are True Gems. 

Harmony and Earthgro 
offer you a complete 
selection of: 

- Organic 
- Natural 
- Bridge" Products 

that really perform. 

HARMONY 
\ In Tune With Nature® 

800-343-6343 
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T u r f Food 

I PROFESSIONAL 
T U R F & PI . ANI 
F O O D 

i n 

PRC SESSIONAL 
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TURF FOOD 
44-3-6 

rthgro 
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rURFRX)i) 
18-2-4 m 

Call Harmony for 
additional information, 
a free newsletter 
subscription, and 
for the location of the 
distributor nearest you. 

f S t r 

Earthgro 
The Natural Choice ^ ^ 

800-736-7645 
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CAN YOUR PREEMERGENCE GIVE YOU A . . 
H E A D S T A R T IN 

W I N T E R 

"Barricade® gives us a big 
head start for round one. Its 
low solubility keeps it at the 
soil surface and lets us put it 
down earlier — so we cover 
more lawns than ever before/7 

There are only so many days to a season. 
So this year, make the most of them with 
Barricade, and spend more time servicing 
new customers. Barricade is the only 
preemergence that provides full-season 
control of crabgrass and other tough 
weeds. Control that lasts from a single 
early application with no staining or 
leaching. And Barricade's lower active 
ingredient makes it better for the 
environment. Barricade herbicide. The 
cost effective head start you need for a 
more profitable season. To 
receive your FREE brochure 
and product label, call 
1- 800-435-TURF (8873). 

Barricade 
HERBICIDE 

CRABGRASS PRBTNTER 
) , O N FERTILIZER 

Barricade 
63*c 

Barricade Herbicide 
THE PROFITABLE PERFORMER 

SANDOZ Read and follow label directions carefully. Barricade Herbicide 
is a registered trademark of Sandoz Ltd. © 1994 Sandoz Agro, Inc. 
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midsized contracting firms a com-
plete package of products and tech-
nical support, as well as certifica-
tion and training. The company 
plans to open a fourth center by 
year'send. LESCO in Rocky River, 
Ohio, claims to already hold about 
200 such centers nationwide. 

Machin noted that granular fer-
tilizer sales continue to increase 
more rapidly than liquid fertilizers. 
"We've seen a definite shift from 
liquid to granular. Customers con-
sider the granular safer, more con-
trollable and better for the environ-
ment. Right or wrong, it's a fact that 
the company is geared more to-
ward those products and we expect 
that to continue." 

The pesticide industry is hardly 
alone in its battle to meet environ-
mental regulations while ensuring 
the proposed rules are reasonable 
and logical. The outdoor power 
equipment industry has rallied its 
troops to meet California's emis-
sion standards, set to go in effect 
Jan. 1,1995. 

Meeting the CARB and pro-
posed U.S. Environmental Protec-
tion Agency emission standards 
poses a challenge for producers of 
all sizes of outdoor power equip-
ment. In fact, the National Manu-
facturers Association and Outdoor 
Power Equipment Institute unsuc-
cessfully lobbied to delay the Jan. 
1,1995, CARB deadline. 

David Zerfoss, president of 

Husqvarna Forest & Garden, Char-
lotte, N.C., and also chairman of the 
Portable Power Equipment Manu-
facturers Association, cited paper 
work as the most monstrous task set 
before manufacturers striving to 

meet the emission standards. That, 
as well as the extensive research, 
testing and engineering, have al-
ready cost companies millions of 
dollars.'There will be a cost passed 
on. It will be minimal with the 1995 
CARB regulations, but will increase 
as phase two kicks in for both the 
EPA and CARB," Zerfoss said. 

Contractors generally concede 
any added cost from the standards 

will be passed on to custom-
ers, but don' t anticipate high-
impact price increases, at 
least not next year. 

"The emissions standards 
will have a major impact on 
manufacturers. I don't think 
there will be a major cost 
increase for landscape com-
panies. The additional costs 
of equipment will be made 
up for in efficiency. They'll 
take care of each other," 
Thornton said. 

Ron Kujawa, president of 
Kujawa Enterprises, Cudahy, Wis., 
cautioned that regulations are get-
ting to the point where they are 
inhibiting the industry's ability to 
do its job, and industry profession-

als are letting it happen. 
"You can't cut down trees with 

electric chain saws. You can't cut 
grass on slopes with four-cycle en-
gines. People affected by these laws 
are rarely involved in building the 
legislation. They become aware of 
the consequences at a later date, 
when it's too late," he said. 

Despite the emissions challenge, 
outdoor power equipment manu-
facturers report steady to phenom-
enal growth. "We've seen solid 
growth the last two years, coming 
off some relatively slow years," 
Zerfoss said. "Husqvarna saw a 40 
percent gain for the year. The com-
pany is doing extremely well. I 
look at gains on a continuum. It's 
been an extremely good year." 

Zerfoss credited Husqvarna's 
growth, a large portion of which 
was in commercial product sales, to 
the healthy national economy. 

"There are a number of issues 
driving sales upward. One is the 
economy, although home sales and 
home starts are starting to level off," 
he said. He also attributed this year's 
high sales to an excessive amount 

(continued on page 36) 

The pesticide industry 
is hardly alone in its 

battle to fight for fair, 
reasonable environ-
mental regulations 

and standards. 
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Quality finished product Reduces preparation costs 
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CAN YOUR PREEMERGENCE GIVE YOU A . . . 
A I N L E S S 

S P R I N G 

"You can have those other 
preemergence products — 
Barricade® keeps the yellow 
off our people and equipment, 
as well as off customers7 curbs 
and walkways!77 

With Barricade youTl have more satisfied 
customers because Barricade doesn't stain. 
Tested on shoes, cedar fences, floor tiles, 
asphalt, carpet, and concrete, Barricade left 
no staining problems when used at 
recommended rates. This makes control-
ling crabgrass in high pressure areas along 
curbs, drives, and fences easier. Barricade 
controls crabgrass and other tough weeds 
for a full season from a single application. 
Plus it allows you to overseed in the fall. 
Barricade herbicide. It's the best way to 
clean up this spring. To 
receive your FREE brochure 
and product label, call 
1-800-435-TURE (8873). 

Barricade 
HERBlCIO€ 

( M G R A S S PREVENIR 
I ON FERTILIZER 

Barricade Herbicide 
THE PROFITABLE PERFORMER 

ä SANDOZ Read and follow label directions carefully. Barricade Herbicide 
is a registered trademark of Sandoz Ltd. © 1994 Sandoz Agro. Inc. 
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With Americans spending more than ever 
on lawn & landscape services... 
...are you getting your share? 
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This Year...Use Marketing That Pays 
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of rain that fell on certain regions. "More 
homeowners opted to have their lawns cut and 
maintained commercially this year. The com-
mercial market is where the growth is." 

Zerfoss sees the industry focusing on offering 
equipment that reduces noise as well as emis-
sions. Husqvarna will continue to focus on im-
proved ergonomics for its handheld trimmers. 
The compact units will offer lower vibration and 
incorporate a design that makes them easier to 
hold and maneuver, he said. 

Last year was a boon for John Deere's Lawn 
& Grounds Care Division, which reported world-
wide sales of $ 1.5 billion, at an 18 percent growth 
rate. The division's nine-month net sales reached 
$908 million worldwide this year. That's an 18 
percent increase over the same time last year. 

Shipments of all lawn and garden equipment 
in the United States is expected to increase 6.6 
percent to $6.7 billion in 1995, with real growth 
of 2.7 percent annually, according to Darrin 
Brogan, research analyst for Cleveland-based 
The Freedonia Group. 

In the irrigation industry, suppliers report that 
unruly competition continues, with numerous 
small companies fighting for market share. Prod-
uct imitation appears to be almost standard prac-
tice. 

Olson Irrigation, San Diego, which manufac-
tures low-volume drip irrigation systems, pre-
dicts 10 percent growth in its landscape irrigation 
division for 1994. Kathleen Baldwin, spokes-
woman for the company, said that areas of the 
country such as California, where commercial 
building construction has been slow to recover, 
have stilted landscape irrigation sales. 

However, Olson has been receiving more 
requests for information about drip irrigation, 
Baldwin noted. "The process of drip irrigation is 
taking off right now as more people become 
aware of the need to conserve water," she said. 
"People are learning about the benefits of using 
drip. Not only that it saves water but it is used to 
for weed control and erosion control." 

Baldwin noted a trend toward using ice plants 
on California hillsides where brush fires ravaged 
original growth. The hardy plants retain mois-
ture and are fire retardant. 

On the growers' end, sales of nursery goods 
are climbing 10 percent a year, including trees 
and shrubs, potted plants, cut flowers and 
turfgrass, according to The Kiplinger Washing-
ton Letter news report. Nursery growing is "the 
fastest growing sector of agriculture, accounting 
for 11 percent of the total value of ag produc-
tion," the report stated. 

Thornton said his nursery business was slow 
this season due to a glut of material on the market. 
"That should change in fall and spring," he said. 

IN THE FIELD. So, in an industry fraught with 
regulation and environmental issues, are compa-
nies able to continue business as usual? 

Yes, if they ' re assertive and wary, said Kujawa. 
(continued on page 38) 
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"Barricade® herbicide 7s perfor-
mance in controlling weeds 
not only satisfied my 
customers, it enhanced their 
confidence in me — allowing 
me to sell other services/7 

Stop summer weeds with Barricade and 
boost customer confidence all year long. 
Barricade herbicide is the only 
preemergence with low solubility that gives 
you a full season of crabgrass control from 
a single application. And when used at 
recommended rates, Barricade will not 
cause staining problems on your customers' 
fences, walkways, or driveways, so you can 
treat those high pressure areas with 
confidence. Barricade herbicide. The best 
way to help grow your business with more 
satisfied customers. To 
receive your FREE brochure I 

and product label, call 
1-800-435-TURF (8873). 

Barricade 
HERBICIOE 

CRABGRASS PREVENTER 
¡.ON FERTILIZER 

.Barricade 
I 65*« 

Barricade Herbicide 
THE PROFITABLE PERFORMER 

s SANDOZ Read and follow label directions carefully Barricade Herbicide 
is a registered trademark of Sandoz Ltd. © 1994 Sandoz Agro, Inc 
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'The industry has always been tied to the 
economy, and always facing some type of oner-
ous legislation or issue that has to be dealt with. 
It's part of doing business. You just can't sit and 
watch it happen. You have to be proactive rather 
than reactive. Stay on your toes," he said. 

The trick is to not get caught up in the daily 
mishmash of running a business. Small compa-
nies too often don't pay attention to issues and 
federal mandates until it's too late. The key is to 
plan ahead, learn to be foresightful and position 
the business where it has the most opportunity to 
grow and prosper. 

Taking part in state and national trade associa-
tions can give small companies an edge on busi-
ness management, said Chapel Valley's Reeve. 
"They provide you a network of peers with 
whom you can exchange ideas and information, 
and they provide seminars on how to run your 
business successfully and effectively." 

There' s no question that a host of major issues 
such as undercutting, increased competition, 
taxes, insurance and worker's compensation con-
tinue to plague both small and large businesses. 
According to several industry analysts, small 
firms already pay 15 percent more of payroll to 
provide health insurance and as much as 50 
percent more than large firms for the same pack-
age of health benefits. 

But again, it's a matter of taking charge of the 
business rather than playing victim. "I see a vast 
change in how lawn and landscape maintenance 
businesses are being run. It's changing to a lead-
ership vs. management mode," Thornton said. 
"You have to develop niches, be a planner, be 
organized, in order to survive. You can't be a fly 
by the seat of your pants outfit anymore. Busi-
ness today requires a new style." 

Successful companies are continuing to pro-
mote total quality management, as well as more 
aggressive technical programs and certification 
requirements. To that end, national associations 
are taking the lead in offering certification train-
ing and testing for its members. 

ALCA is working on a national certification 
program for technicians, based largely on the 
California Landscape Contractors Association's 
program. In addition, PLCAA has initiated a 
certification program in conjunction with the 
University of Georgia, and PGMS plans to offer 
certification training at its national conferences 
beginning with the St. Louis meeting in Novem-
ber. Additionally, the Irrigation Association con-
tinues to see a great deal of interest in its four 
levels of irrigation certification. 

"Through increased national and state level 
certification, improved technical skills and estab-
lishing our work as a needed profession, we can 
charge more for our services.. .that' s going to end 
up protecting our industry," said David Snodgrass, 
president of Dennis' 7 Dees, Portland, Ore. 

Also key to survival is the ability to be flexible 
and adjust to the market. "Our business philoso-
phies have changed with the way the market-
place has changed," said Douglas Cowan, presi-
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dent and chief executive officer of The Davey 
Tree Expert Co, Kent, Ohio. "(We're) hiring the 
best people we can possibly hire, and trying to 
maintain a technical edge over the competition." 

Davey Tree's 1993 sales were $222 million. 
The company projects 1994 revenues of $325 to 
$350 million revenues in 1994. 

GROWTH REPORTS. Sales reports across the 
country show that the lawn and landscape main-
tenance industry is back on track. 

"The industry is in the rebound stage—land-
scape maintenance especially," Thornton said. 
"Maintenance has not slowed down. For the 
landscape contractor, there's more commercial 
work coming on-line. There's also residential 
development. Landscape contracting is slowing 
down, it appears. Commercial is on-line. Resi-
dential is on-line." 

Kujawa remained cautious about growth 
trends. "We have five profit centers and we're 
really strong on all five cylinders. Landscape 
design/build and landscape management are 
doing very well. Interiorscape is very good. 
Commercial is way up. We have cautious opti-
mism. The economy seems to have settled," 
Kujawa said. 

Hyland Bros.' sales are up this year and are 
expected to continue increasing. "Projections for 
1994 are about 20 percent," Hyland said. "It's 
been a 12 to 15 percent increase in sales for our 
tree and lawn care business. Maintenance is hold-
ing pretty steady." 

The company's fastest growing service is tree 
care. "Five years ago, we told our customers 
about that service. They' re now finally asking for 
it. That service has the most potential," he said. 

Pat Norton, president of Barefoot Grass Lawn 
Service, Worthington, Ohio, said the company is 
looking to grow 33 percent this fiscal year, with 
revenues of $75 million to $ 100 million, up from 
$48 million revenues in 1989. The company 
targets upper-end clients so that business doesn' t 
rise and fall with the economy. 

"We don't feel most of our customers, or 
potential customers, are that affected by upturns 
or downturns in the economy. We charge com-
panies an average of $200 a year. That's not 
really what you would consider discretionary 
spending at that level," Norton said. 

Ground Control, a landscape and maintenance 
firm in Orlando, reports that its 1994 sales are the 
best in the company's 16-year history. The com-
pany expects to post $7 million revenues, com-
pared to $6.2 million in 1991. 

After the economic downturn in 1991, Ground 
Control reorganized, splitting construction and 
maintenance into two divisions. "Heading into 
the last half of '94 with $3.2 million in construc-
tion contracts is a nice change, compared to the 
two previous lean years," said Mark Yahn, presi-
dent. "Although Ground Control remained fi-
nancially sound during the recession, the recent 
shot in the arm enables us to strengthen our 
resources." • 

The author is Senior Editor of Lawn & Land-
scape Maintenance magazine. 
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"Add it up — season-long 
crabgrass control, no 
staining concerns, more 
customer satisfaction, more 
new accounts — switching 
to Barricade® was the best 
move we ever made/7 

Profitable seasons don't just happen. 
They start early, with an application of 
Barricade, your year-long business tool. 
Barricade is the only preemergence that 
gives you season-long control of 
crabgrass from a single application. Its 
low solubility keeps Barricade in the 
weed germination zone for optimum 
performance — with less active ingredi-
ent for reduced environmental load. 
Add no staining concerns and you have 
three more advantages that increase 
customer satisfaction. Barricade 
herbicide. The best way to build profits 
from winter through fall. To 
receive your FREE brochure 
and product label, call 
1-800-435-TURF (8873). 
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MARKET T R E N D S 

Contractors Aiming For 

Smart Growth m j o 

Lawn and 
landscape 
contractors 
deliver quality 
services to 
please value-
minded 
customers. 
Strategies for 
better manage-
ment and add-
on services 
give a competi-
tive edge. 

By Sue Gibson 

THE ECONOMIC picture brightened in 1994, and 
operators in the lawn and landscape industry benefited 
from the surge of money flowing into the economy. 
Some owners experienced banner years in terms of 
growth and new opportunities. 

Double-digit growth seems typical of many owners 
surveyed. In fact, most were surprised by a growth rate 
that exceeded their own expectations. In some cases, 
sales grew by more than 50 percent. 

Many attributed the growth to last winter's weather, 
which gave a boost to services for snow removal and 
weather-related landscape repairs. But others credit 
their customers' perception that lawn care and land-
scape services are good investments. 

While most owners cheerfully accepted increased 
revenues coming from last winter's weather, many 
companies devised strategies geared for long-term, 
strategic growth based on service quality and "smart" 
organizations. Usually, this meant a choice between 
two paths: focusing on "what we do best" or expanding 
services to become a "one-stop" provider. 

The upsurge in business inevitably attracts competi-
tion, and that was one dark side to an otherwise rosy 

picture. Price cutting, loyalty to mom-and-pop busi-
nesses and what some operators call "unethical" sales 
tactics have sharpened competition in some markets. 

Areas in a slump have forced companies to focus on 
their strengths and listen more carefully to the cus-
tomer. The industry has to accommodate ever stricter 
government regulations and nearly impossible labor 
markets. And it may not get easier, for these problems 
will not go away. 

Many operators hesitate to forecast similar growth in 
1995. While a good number report solid bookings 
through next year, others view the economy as change-
able and wonder if business will continue at this rate. 

MANAGED GROWTH. Those that took the "minding 
our own backyards" approach set tangible goals for 
improved customer relationships and retention rates, 
better service, smarter organizations, more effective 
management and reduced costs. The emphasis focused 
on building better companies and giving customers 
what they want. 

"Back in the old days of our industry, everyone was 
fascinated with the biggest companies," recalled Dick 
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Brickman, president of The 
Brickman Group, Long Grove, 111. 
"I think the industry was encour-
aged to grow too fast and too big, 
which became a problem." He be-
lieves companies need to concen-
trate on doing what they do best. 

Edmond Laflamme, president of 
Laflamme Services Inc., Bridge-
port, Conn., agreed. "Business is 
good for those people who do qual-
ity work, and many could almost 
grow out of control. We could grow 
ourselves to death. Instead, we're 

being more selective about our ac-
counts. If it's not the right kind of 
account, we don't bid it." He advo-
cated taking a "proactive" approach 
by suggesting cost-saving improve-
ments to customers. 

Laflamme keeps a close watch 

GRAYWATER RULES GET T H U M B S UP 
INTENSE PRESSURE to conserve water, especially 
in the Western states, has resulted in numerous 
business opportunities. Lawn care and landscape 
owners alike report customer interest in irrigation 
installations, faulty system redesigns and modifica-
tions for better efficiency and water cost savings. 
Often, maintenance and retrofitting work follows. 

The market grows even more with the passage of 
California's gray water standards this spring. The 
standards apply to subsurface drip irrigation systems 
that can be used even during mandatory water rationing. 

These "drought-proof' systems accept untreated 

waste water from clothes washers, bathtubs and 
showers, bathroom wash basins and laundry tubs — 
up to 70 percent of all household water used. 

A homeowners' guide soon to be published will 
explain system setup, estimating water and landscape 
use and code regulations. Some experts see the 
possibility of similar graywater standards for multi-
family units, health clubs and other commercial facilities. 

They also predict development of more affordable 
and efficient system components. One more result 
may be the reformulation of laundry soaps and 
cleaners so plants may be irrigated with graywater. 

Landscape renovations are big 
business for lawn and landscape 
contractors. Pre-renovation (left) 
and post-renovation (right). 
Photos: Layne Maly. 

on costs as a factor of quality. "We 
watch the costs associated with per-
forming top quality work. I believe 
quality has a direct bearing on what 
we're spending to produce." 

He cited labor costs, scheduled 
maintenance and other allocations 
that directly affect the customers' 
perceptions of quality. "They're 
money conscious, but they'11 spend 
money if they see value. We have to 
reallocate our resources for cost 
effectiveness." 

A true understanding of what 
customers define as quality may 
mean a redefinition of work. 

"A lot of our work sites were 
driven by our own inspections and 
quality as we defined it," recalled 
James Martin, president of James 
Martin Associates, Vemon Hills, 
111. "This led to a realization that 
customers placed greater value on 
good communications and having 
frequent visits from the same crew 
rather than on performing specific 
horticultural practices." 

Martin Associates responded by 
rerouting crews for more stability, 
surveying clients and having more 
contact, studying work site pro-
ductivity and clearly defining ser-
vices and schedules for the custom-
ers' benefit. 

Most owners agreed that the in-
flux of money for lawn and land-
scape services is tempered by the 
demand for good value. Customers 
will spend more for quality ser-
vices, but also want more for their 
landscaping dollars. They're also 
more astute. "Customers are spend-
ing more but also paying more at-
tention to what they're getting," 
said Mike Davids, marketing agent 
for Clarence Davids & Co., Blue 
Island, 111. "They're also increasing 
their knowledge of negotiations and 
theirexpectationstobebetterbuyers." 

In light of customers' search for 
value, many companies have re-
structured for more productive 
management and more profitable 
operations. If it's more efficient to 
cut layers of management, resched-
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ule crews or add foremen dedicated means monitoring equipment main- THE SERVICES SHUFFLE. Local Areas with new construction inevi-
solely to quality, then companies tenance closely or analyzing crew markets dictate the success and level tably force landscapes into main-
are doing it. If keeping costs in line productivity, then it's done. of competition for specific services. (continued on page 44) 

N YOUR FACE: 
UNIONS PUSH L A N D S C A P E R S UP AGAINST THE WALL 

THEY BURST INTO the office, throwing open the doors, shouting 
slogans, striking like lightening. In an instant, the normal office routine 
was chaos as 60 people demonstrated and disrupted business. They 
yelled through bullhorns, frightening the female office workers who 
backed up against the wall in fear. 

Four Seasons Landscape & Maintenance Inc., San Jose, Calif., just 
got a wake-up call from the "Campaign for Justice," an organizing 
group for the Service Employees International Union. 

"These guys will hit you from every side they can possibly hit," 
recalled Jim Marcus, president of Four Seasons. He calls their tactics 
"harassing," "intimidating," "not rational" and "close to racketeering." 

He thinks the foray into his business started six months earlier, with a 
seemingly harmless graduate school project. "We had a graduate student 
call and say she was working on a project" for business. His cooperation 
led to disclosure of Four Season's typical operating procedures — 
details that the Campaign for Justice used to incite several employees. 

The organizers reject traditional union election procedures for their 
own set of rules. They've picketed outside a health spa maintained by 
Four Seasons, demonstrating against the firm's "mistreatment" of 
workers and irritating the spa's customers and owners. 

In a previous move to organize janitors in a Washington, D.C. 
building, the Campaign for Justice group disrupted lunch at the 

building's restaurant by loudly shaking Coke cans filled with ball 
bearings and shouting: "Justice! Justice for janitors!" 

The group has also enlisted the aid of officials from the Occupational 
Safety and Health Administration and the National Labor Relations 
Board to investigate their targets' allegedly poor working conditions. 

POWER TRIP. Marcus believes the group is a "top-down" organization 
without any real interest in improving Hispanic workers' lives. "They 
promise a lot and then give nothing," he said. 

Rob Zolezzi, co-owner of L&L Landscape Services, Santa Clara, 
agreed. He chairs an ad hoc committee of 15 large landscape mainte-
nance firms feeling the union's heat. The group employs 1,400 workers 
in the Bay area. 

"The Campaign won't give us a wage or benefit standard. They say 
'We'll negotiate anything you want, just give us a contract.' We feel 
that's taking the right to decide out of our employees' hands." 

Zolezzi worries about two tactics: the union's avoidance of any 
election in favor of direct pressure on employers and clients and its 
widespread use of incorrect facts about landscape working conditions. 

Marcus cited their silence on promises to improve workers' educa-
tion, provide English language training and guarantee benefits. As an 

(continued on page 44) 
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By A Powerful Feeling 

Go ahead, get carried away. We did. The Promaster 400 Series was built for maximum speed, 

] power and cutting capacity. A direct-drive shaft sends 22 or 35 horsepower from the trans-

mission right to your fingertips. And the 60 " or 72 " mower deck can cut 

any job down to size. Plus, there's a new four-wheel drive for difficult 

terrain and better traction. When 96% of Gravely owners told us they love 

the way our Gravelys perform, we were the ones who were swept away. 

Fall In Love With A Gravely 
Gravely International, P.O. Box 5000, Clemmons, NC • 910-766-4721 • Tfelefax: 910-766-7545 
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Market Trends 
(continuedfrom page 42) 

tenance, which then makes that 
market even more competitive. 

Tight economies can result in cut-
throat price wars or, ironically, more 
funds for lawn care and landscap-
ing as property owners try to move 
properties with greater curb appeal. 

Healthier economies with a 
booming construction industry give 
landscapes more leeway to spe-
cialize in a particular type of service 
or client base. In many areas that 

have recovered from a lengthy re-
cession, property owners look for 
landscape installations, renovations, 
safety-conscious modifications and 

(continued on page 94) 

In Your Face 
(continuedfrom page 42) 

example, he calculated that a local homeowners group confronted by 
the company paid landscape workers the equivalent of $21 per hour 
with benefits factored in. When it capitulated to the union, wages rose 
from approximately $8.50 to $13 per hour — but without any benefits. 

The union's message does appeal to many landscape workers in the 
area. "It's an emotional issue" and many Hispanics felt there was no 
representation, Marcus explained. 

The Campaign originally was supported by the International 
Brotherhood of Teamsters, the Hotel and Restaurant Employees and 
Bartenders International Union, the Amalgamated Clothing and Textile 
Workers and the SEIU. Emphasis shifted toward Hispanic landscape 
workers in the Bay Area after it organized janitors. 

Only SEIU actively supports the group now, a development that the 
Campaign's leadership downplays. Its director, Jon Barton, is quoted in 
several newspapers saying that the loss of support "is really meaning-
less. We have more people now to focus on the landscape campaign." 

OWNERS ORGANIZE. The landscapes committee is supported by the 
California Landscape Contractors of America and meets often to share 
information and develop a "pro-employee" approach — one that 
encourages each owner to scrutinize and correct company practices. 

"We're developing guidelines that specify our industry's standards on 

job descriptions, holidays, pay scales and benefits," noted Zolezzi. "We 
want to make sure everyone is up to scale in all their practices. 

"We're also putting together letters that tell customers what's 
happening before the union visits them." 

The committee has support from local and national landscape 
organizations. The Associated Landscape Contractors of America has 
pledged funds to help area contractors in their efforts. "We hope it will 
increase their standards of professionalism and also help them to 
communicate their efforts with customers," said Debra Atkins, executive 
director. At this point, the union's campaign is relatively localized in that 
area, but may widen with success. 

UNIQUE PERSPECTIVE. Ironically, Marcus is not against unions. He 
does question this group's tactics and motives. "I believe there is a place 
for unionism, but they haven't figured out where that is. They could be 
partners with the industry. 

"We treat our workers as well or better than anyone else around here," 
he noted. "Our Hispanic workers are hardworking, loyal and dedicated 
people. This push has made me think about what I'm doing right and 
wrong. It could actually help our industry that way." 

The reality is different, he pointed out. Marcus sees a continued push 
backed by an indulgent NLRB and more government scrutiny at the 
union's urging. He believes this strategy resulted when the group 
realized the difficulty involved with traditional elections. "I learned that 
most unions usually win only 28 percent of their elections." 
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WATER M A N A G E M E N T 

Instant 
Xeriscaping: 

Just Add (a Little) Water 
Proper xeriscape requires few changes to the practices already 

followed by landscape professionals. But it does challenge contrac-
tors to alter how they think about the process. 

By David Clancy 

Xeriscape practices are 
often misunderstood. But 
as this landscape shows, 

turf can be used in a 
xeriscape setting. Photos: 

Xeriscape: San Diego Style 

preparation, which is just one 
of the seven principles of 
xeriscape," he said. 

He added that Mile High's 
irrigation system was care-
fully designed to allow the 
best coverage possible, and 
that water is used appropri-
ately. 'The turf has been se-
lected carefully, and it is 
maintained appropriately, so 
many of the xeriscape prin-
ciples have been followed. 
Yet a lot of people don't re-
late to it as being a xeriscape 
project at all." 

Many misconceptions ex-
ist about xeriscape, particu-
larly that the landscaped par-
cel must require no water, 
according to Godi. "Xeris-
cape design can reduce water 
consumption on a project 
from 5 percent to 100 per-
cent. You go totally dry or 
anywhere in between. It is still a 
xeriscape design," he explained. 

The council's technical defini-
tion of xeriscaping might have 
caused some misconceptions held 
in the industry today, Ball said. 

"While the actual definition 
means dry landscaping, xeriscaping 
is much more than that. It's basi-
cally conserving water through 
landscaping. It doesn't say use a 
particular type of plant. It doesn't 
say use a special irrigation system. 
The bottom line is that you reduce 
water use." 

"In fact," added Godi, "people 
can be practicing xeriscape without 
knowing it. If they have a well-
designed irrigation system that con-
trols the water effectively—possi-
bly using a water sensor, soil sensor 
or other things like that. That is 
almost a full application of one of 
the principles of xeriscape design. 

"There are a lot of areas where 
we say we have xeriscape that still 
uses bluegrass or a fescue turf," 
Godi said. "For instance, if a resi-
dential customer has children who 
play in the yard, a dry turf might not 

practicing it without a name. We 
called it "reduced water landscape 
design." 

PURELY DEFINED, xeriscape is 
creative landscaping that requires 
low water consumption. However, 
the term is not often purely 
defined. In fact, many in the 
industry still believe xeris-
caping to be landscaping with 
rocks and dirt — a system 
requiring no water. 

However, many contrac-
tors involved in the process 
emphasize that proper xeri-
scape requires few changes 
to the practices already used 
by landscape professionals. 
Instead, it requires altering 
the thought process of the 
typical lawn and landscape 
contractor. 

Many contractors began 
practicing xeriscape long be-
fore the concept was devel-
oped. Don Godi, president 
of Don Godi & Associates, 
Denver, was involved in the 
development of the original 
concept during the late 1970s. 
Yet, Godi said, xeriscape 
practices have been a part of 
his operation much longer. 

"Long before the term 
xeriscape became a practice, 
we were using xeriscape prin-
ciples at my firm here in Colo-
rado," said Godi. "We were Japanese black pines and California lilacs. 

JUST GUIDELINES. The National 
Xeriscape Council outlines seven 
facets of a sound xeriscape prac-

tice: planning and design, 
soil improvement, appropri-
ate plant selection, practical 
turf areas, efficient irrigation, 
mulching and appropriate 
maintenance. 

While the factors listed 
are practical steps followed 
instinctively by many con-
tractors, Ball advised that not 
every step is needed to sig-
nificantly reduce water in a 
landscape design. 

"The guidelines simply 
point out areas that contrac-
tors can concentrate on. Con-
tractors might just want to 
improve the soil or tweak 
the irrigation system to im-
prove the site," he said. 

Similarly, landscape de-
sign projects not intended as 
xeriscape can actually pass 
as such. Godi cited a Mile 
High Stadium project in 
Denver as an example. 

"That playing field is ba-
sically a xeriscape design. 
Although it takes a lot of 
water and is used for athlet-
ics, the grounds crew has 
been very careful about soil 
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stand up, so it is better to use a 
bluegrass. These turfgrasses may 
use water, but if they are efficiently 
irrigated, we could still reduce their 
water consumption up to 50 per-
cent or more in a very creative land-
scape design." 

The question of turf usage lin-
gers, agreed Douglas Welsh, Ph.D., 
professor of horticulture at Texas 
A&M University, College Station. 
"Some in the water industry con-
tinue to be overzealous in trying to 
regulate turf size or variety in the 
landscape," he said. 

The city of San Antonio, for 
example, attempted to ban St. 
Augustinegrass because it was 
thought to require too much water. 
"When you look at San Antonio, 
you realize that your alternatives 
are very limited. Are you going to 
use bermudagrass? I don't think 
so," Welsh said. 

PREPARATION IS KEY. Godi, a 
landscape architect, considers plan-
ning and design the most critical 
aspects of xeriscape. "If you start 
off with the wrong plan, you can 

never achieve maximum results. 
The other six steps follow natu-
rally," he said. 

"Planning involves making the 
right selections of plants, getting 
the right materials and the right 
layout in the planning of the irriga-
tion system. For example, it would 
be ludicrous to plan a school site 
project in the same manner that you 
would a residential piece of prop-
erty and expect the same results." 

Marvin Gross, president of 
Marvins Gardens and Landscape 
Service, Sarasota, Fla., also pointed 
to preparation as the vital step in 
ensuring an effective xeriscape 
project. "When we have a xeriscape 
application, we make sure we fol-
low the rules. But we make sure we 
think them out before we do any-
thing," he said. 

Part of that planning is determin-
ing the best method for selling the 
client on the concept. "We must get 
them to see the reasoning and ben-
efits behind it," he said. 

Gross explained that costs asso-
ciated with xeriscaping are similar 
to the costs associated with digging 

a well. "The main costs are up front, 
but as time goes on, the costs come 
down considerably," he said. "Irri-
gation is the most expensive part of 
xeriscaping, and that payback be-
gins immediately." 

Proper plant selection and main-
tenance play significant roles as 
well. Contractors must do their 
homework to find the best plant 
material for a particular project, 
Godi said. 

'That means becoming familiar 
with regional or adaptable plant 
material," he said. "Some people 
think that xeriscape means all na-
tive plants. That is not true. There 
are a lot of imported, non-indig-
enous plants in every region of the 
United States that do quite well. 
You need to know which ones will 
do well, with the soil and climatic 
conditions that you have." 

Maintaining xeriscape projects, 
often a highly involved process, 
begins with a good design. "If you 
don't have the site properly de-
signed, you will have these small 
areas where even the smallest irri-
gation head has to overspray in 

order to cover them," Godi ex-
plained. 

WISE WATER USE. The biggest 
problem with excess water usage is 
not the plants, but the people in-
volved in maintaining them, said 
Welsh. "People waste water, 
turfgrass doesn't. I have done a lot 
of genetic engineering, yet I have 
not come up with a turfgrass yet 
that can reach up and turn on a 
faucet by itself." 

Richard Sperber, president of 
Valley Crest Landscape Inc., 
Calabasas, Calif., said he believes 
effective irrigation leaves room for 
gutsy plant selections. "If you want 
turf, you should have it. If you want 
a certain tree, get it. If you irrigate 
properly, you will be able to have 
the plants you want and be able to 
save water at the same time." 

No matter how careful the plant 
selection, "poor irrigation will of-
fer no benefits. A well-designed, 
well-managed irrigation system will 
allow water savings," he added. 

Unfortunately, irrigation is very 
difficult to evaluate at times. "With 
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WATCH YOUR PREFIXES 

THE XERISCAPE concept is often referred to by 
many in the lawn and landscape industry as 
"zeroscaping," which, depending on who you talk to, 
is a sign of ignorance, or an attempt to degrade the 
concept. In fact, several contractors use a pronounced 
"zero" prefix when describing the process. 

The term xeriscape is a trademark of the Denver 
Water Department. Many people have taken credit for 
the phrase and it is nearly impossible to determine 
where credit should lie. Likewise, the term zeroscape 
has found rampant use throughout the industry, and is 
actually offensive to some involved with the process. 

"The term zeroscaping is a sign of ignorance," said 
Don Godi of Don Godi & Associates, Denver. When 
someone uses it, they show their ignorance or their 
contempt for the program." 

Godi said the term originated with turf suppliers 
who "thought we were out to step on their turf, so to 

speak. They were making money in traditional 
landscape construction and were afraid they were 
going to lose it," he said. 

"If a contractor is doing all traditional work, 
involving the heavy use of non-indigenous plants 
and lots of water, and somebody comes along and 
tells him that he is wrong, then obviously you can see 
why there might be a conflict." 

Don Ball, spokesman for the Denver Water 
Department, said some of his employees still need a 
lesson in the xeriscape concept. "We have people 
who have been here for more than 12 years calling it 
zeroscaping," he said. 'That tells me there are some 
people who are so set in their ways that they will 
never change." 

But, he continued, "that is only 15 percent of the 
population. We will work with the 85 percent that 
wants to learn more and be involved." 

irrigation, you can't always see how 
much water is being placed where. 
A major part of xeriscape is effi-
cient irrigation, but most irrigation 
is not as efficient as it could be," 
said Larry Keesen, president of 
Keesen Water Management, Au-
rora, Colo. 

Keesen said that efficient water-
ing in his market could reduce wa-
ter use between 25 percent and 50 
percent. "People can't see the water 
being used, so they don't know 
how much is enough and how much 
is too much." 

"In many instances, our evalua-
tions show double the water use 
than is necessary for a healthy land-
scape," he said. 

Keesen blames a lot of the excess 
use on contractors. "Many times, 
contractors don't design the irriga-
tion system efficiently. "They are 
more interested in profits rather than 
doing it right," he said. 

"But profits and doing it right 
can go hand in hand — if the con-
tractor sells quality and long-term 
water savings. Sell people on the 
idea that you are going to put in a 
system that is much more efficient 

and will reduce your water bills 
over the next 15 to 20 years." 

One thing contractors need to 
change, said Keesen, is their low-
bid mentality. "Contractors have 
the mentality that only the low bid 
gets the project," he said. "Many 
more contractors could be success-

ful with xeriscape systems if they 
sold based on long-term savings. 
Anyone who is doing design or con-
struction needs tosell that aspect of it." 

REAL SAVINGS. Choosing an ap-
propriate irrigation system is where 
real water savings come into play, 

said Keesen. "You can save a lot 
more water by having an efficient 
system vs. the standard irrigation 
systems many contractors sell. You 
will see bigger savings in that area 
than you will by selecting plants 
that do not require as much water." 

(continued on page 50) 

O U R STANDARDS: 

TUFF 
TUFFER 
TUFLEX! 

Some spray tanks are tuff. Others are tuffer. Tuflex-built tanks are the 
toughest because of our uncompromising standards in design, materials 
and craftsmanship. 

Tuflex is the only manufacturer that specializes in hand-crafted seamless 
fiberglass tanks and spray systems for the pest control and lawn care 
industry. Our 10 to 1200 gallon tanks won't leak, rust or pit, so they can 
handle your toughest jobs with little or no future maintenance. And we 
stand behind our tanks with a full five-year warranty. 

After 20 years of servicing the world's leading lawn care companies, 
we've proven that nothing compares to Tuflex because nothing is tougher 
than our standards. 

Call toll-free 1-800-327-9005 for prices on our complete line of tanks. 
In Florida, call collect (305) 785-6402. 

1406 S.W. 8th St., Pompano Beach, FL 33060 
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While there's no denying that 
spot-treating a fire ant mound 
can temporarily remedy the prob-
lem, it doesn't guarantee you that 
it won't come back. 

To do that, you need to broad-
cast Award* fire ant bait. That 
way you're sure to eliminate the 

€1994 Ciba-Geigy Corporation, 

mounds you can see, as well as 
those which are developing un-
seen below the surface. 

And because Award is an insect 
growth regulator that sterilizes 
the queen, you won't have to wor-
ry about ant colonies relocating 
away from a perceived threat, as 

f and Ornamental Products, Greensboro, NC 27419. Always 

USE READER SERVICE #109 

commonly happens with poisons. 
If fire ants are a problem on 

your turf, just broadcast Award. 
At only $10 per acre, 
it's the most inex-
pensive, and least 
repetitive, way to 
eliminate fire ants. 

1 and follow label dn 



Xeriscaping 
(continued from page 48) 

Water system evaluations are a 
major part of the planning and de-
sign aspect of xeriscape, Keesen 
said. "Unfortunately, the average 
contractor does not know how to 
do a proper evaluation." 

Keesen recommended analyzing 
the hydraulics and operating pres-
sures of a system. "Operating pres-
sure is very critical to good unifor-
mity and efficiency. Pop-up spray 
heads should operate at about 30 
pounds of pressure or less," he said. 

Operating pressure that is too 
high causes smaller water droplets 
to the point of misting. "In addition, 
the spray radius will be reduced and 
uniformity will be sacrificed. A key 
aspect of xeriscaping is uniform 
distribution of the necessary water." 

In addition to looking at the 
system's operating pressures, soil 
moisture sensors and rain sensors are 
necessary to prevent overwatering. 

However, Welsh warned, "add-
ing moisture sensors adds more con-
cernsas well. Where do you put them? 
How many do you need? Are they 

worth the cost? These all must be 
looked at in the planning stage. 

"But, certainly rain shut-off de-
vices are easy to install and very 
reliable," he said. "How many times 
have you seen a sprinkler operating 
in a rainstorm? That is not an effec-
tive use of water." 

Sprinklers operating during rain-
storms are often tied into an unreal-
istic watering schedule, Welsh said. 
"Landscapes should be watered 
based on how much water it needs, 
not whether it is the first or fifth of 
the month," he said. 'Trying to 
schedule the water needs of the turf 
has nothing to do with a calendar. It 
depends on rainfall, temperature, the 
soil, humidity and other factors." 

Keesen admitted that setting strict 
schedules requires more work than 
traditional landscaping allows for. 
"Operating the system is definitely 
a big aspect of this. You must make 
sure that it is maintained properly." 

"A professional maintenance 
staff will enable the contractor to 
maintain the property and the sys-
tem very effectively," said Valley 
Crest's Sperber. "While there are 
many fancy computerized systems 

on the market, unless someone 
knows the systems, they will not 
work up to potential." 

Sperber said his company 's 
maintenance department under-
stands irrigation needs effectively 
enough to be able to manage a 
customer's water needs off-site bet-
ter than the client can on-site. 

"Homeowners, especially, tend 
to overwater," he said. "If the lawn 
needs X amount of water, they will 
give it twice that amount. Home-
owners want lush lawns and shrubs 
and they equate lush with water-
ing," he said. "Unfortunately, they 
often go too far." 

In Nashua, N.H., where Coronis 
Landscaping is based, overwatering 
isn't considered a problem, accord-
ing to Laurence Coronis. "In New 
England there is more than adequate 
rainfall. So xeriscaping is not a ma-
jor concern," he said. 

However, poor irrigation sys-
tems have run rampant in the area 
because of a housing boom during 
the 80s. "As condos were being 
built, many contractors skimmed 
off soil from the lots and slapped 
cheap irrigation systems in. 

"Because there is such a substan-
dard base at many of these places, 
the lawns need a tremendous 
amount of water," he said. 

Consequently, Coronis practices 
xeriscaping when retrofitting these 
systems. By improving the irriga-
tion system and soil base, less water 
is required in the landscape. 

"Unfortunately this hurts us in 
the bidding process," he said. "The 
client doesn' t see the top soil, so we 
have to explain to him all of the 
costs and benefits associated with 
the job. 

"The soil is the foundation and 
the irrigation system is the support 
for the landscape. A house with a 
poor foundation or support will not 
be worth its cost. Neither will a 
poorly supported landscape." 

To be certain, xeriscape is not a 
cure-all for all water shortages, but 
it is a step in the right direction. And 
the effort required is not excessive. 
In fact, it just takes a little home-
work and the willingness to change 
one's thinking. • 

The author is a free-lance writer 
based in Westlake, Ohio. 
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QUALITY, 
DURABILITY, 
AND SIMPLICITY M A D E I N U .S .A . 

Designed to put the power of a "2 man" in the hands of 
one. Operator fatigue is minimized as torque kick-back 
is all but eliminated by the unique right-angle drive design. 
Three handle bar positions give the operator freedom to 
dig up against walls, buildings, or fences, and make it 
easier for transporting the unit from job to job. A choice 
of three auger styles ranging from 2 inches in diamter to 
12 inches, is available for the best results in certain soil 
conditions. 

_ for complete information please write, call or fax to. 

C A R L S O N 
INDUSTRIES 

IhJC 
25010 E. 5th St., Unit B, San Bernardino, CA 92410 

P.O. Box 917, Highland, CA 92346 
(909) 888-4882 • FAX (909) 889-5855 
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# 1 IN V A L V E S A L E S 

# 1 IN C O N T R O L L E R S A L E S 

# 1 IN D R I P T U B I N G S A L E S 

Fact is, Hardies also the market leader in irrigation product sales in Europe and Australia. 
And in retail irrigation product sales in the U.S. 

How did we become the industry's best seller? By bringing together three of irrigations most popular product 
lines (Hardie, Richdel and Irritrol) with the industry's most powerful global operation. 

We've created a momentum that promises to make Hardie a factor in other important product areas, too. A complete 
new family of sprayheads and nozzles. A new rotor line. And expanded 

commercial and golf lines. All coming soon. YinES J S I T I G S H a r d i © 

Exciting new pages for an industry best seller — from Hardie. l i f l \A I r r i g a t i o n 

27631 La Paz Road, Laguna Niguel, CA 92656 (714) 831-6000 Fax:(7l4) 831-3212 
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A 4-wheel drive that's built 
The John Deere F1145 projects 
the kind of durability that leaves 
other front mowers quaking in 
its shadow. 

More rugged than other 
front runners you'll run into, the 
F1145 reflects the best that John 

Deere has to offer. Deriving 
its Samsonian strength from 
the componentry it shares in 
common with our best-selling 
855 Compact Utility Tractor. 

Features like a 2-speed axle, 
hydrostatic drive, wet-disk 

brakes, planetary final drives, 
and differential lock. 

And this 24-hp diesel is the 
only one in the business that 
lets you switch from on-demand 
to full-time 4-wheel drive, 
on the go. 



like a you-know-what 
And that means more 

precise operator control and 
maximum fuel economy. 

If you're looking for 
unexcelled durability and 
productivity, the one to focus 
on is the John Deere F1145 

4-wheel-drive diesel. 
Other front mowers don't 

stand a ghost of a chance. 

See your dealer today 
for a demonstration. Or call 
1-800-544-2122 for more 
information. 

NOTHING RUNS 
LIKE A DEERE 
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LANDSCAPE DESIGN 

Wetlands Inspire 

Creative Designs 
WHILE WETLANDS restoration 
work attracts more lawn and land-
scape contractors nationwide, the 
lure and approach to handling the 
task changes likeapolitician'scam-
paign promise, depending on re-
gion and type of job. 

The goal of wetlands regulations, 
under the Clean Water Act of 1976 
as well as a more recent voluntary 
program, is to ensure that if a wet-
land area is destroyed, an-
other wetland area will be 
restored or created at or near 
the same job site. 

Because of that, more 
commercial and govern-
ment development projects 
involving wetland areas are 
calling for restoration or 
mitigation work. 

Some landscape contrac-
tors start out actively seek-
ing wetlands work, but most 
seem to fall into it by virtue 
of a profitable contract. 

"Mitigation jobs in this 
area are mostly part of a 
larger proposal. Our first job, 
we got a bid that called for 
wetlands mitigation. I didn't 
even know how to spell 
mitigation," said Daniel 
Skinner, owner of Land-
scape Services in Fort 
Wayne, Ind. "But we did a 
little research and went into 
it. We found it was very 
profitable." 

While most companies 
involved in mitigation work 
cite profit, they also claim 
hard work, preparation and 
commitment are needed to 
brave the often adventurous 
land of wetlands mitigation. 

Landscape professionals delving into 
wetlands mitigation often find the work 

more challenging but the result 
rewarding and innovative. 

By Cathy Hoehn 

Testing the degree of moisture at each grade level at the Piney Orchard mitigation pond 
in Maryland helped determine grading requirements and proper plant selection for each 
level. Photos: Ruppert Landscape Co. Inc. 

WHY WETLANDS? The pro-
tection of wetlands became 
a cause celebre for resource 

Water pumped in from existing ponds helped establish spring-planted emergents. 
Piney Orchard is fully stabilized here, with a hydrology determined to be "right on." 
The water iris were planted to lend color to the fields. 

conservationists and a serious point 
of contention between developers 
and environmental activists in the 
early 1970s. Historically drained 
for agricultural purposes, environ-
mentalists' figures show that more 
than 100 million acres of the wet-
lands that existed 200 years ago 
have been lost, and an additional 
500,000 acres are being destroyed 
each year, according to U.S. Envi-

ronmental Protection Agen-
cy statistics. 

The main argument for 
preserving wetlands is that 
they strain toxins from 
groundwater and serve as a 
haven for wildlife. Draining 
them lowers the earth's wa-
ter table, reduces food sup-
ply and ground cover and 
destroys natural habitats. 

The Wetlands Reserve 
Program, authorized by the 
1990 Farm Bill, aimed to 
restore 1 million acres of 
wetlands within five years. 
Congress appropriated 
about $46.4 million in fiscal 
year 1992 to fund a pilot 
program for restoring 
50,000 acres of wetlands in 
nine states. 

Regulations have been 
established nationwide to 
ensure wetland restoration. 
While in most areas, spe-
cialized companies tradi-
tionally landed the work, a 
larger number of commer-
cial and government land-
scape job specs are includ-
ing mitigation work. 

"Wetlands mitigation has 
been a niche in the past, but 
more landscape mainte-
nance contractors are step-
ping into that practice," said 
Richard Akerman, president 

(continued on page 56) 
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Regal" premium fertilizers have a tradition of excellence for turfgrass. With special blends 
and the highest quality non-burning, slow-release nitrogen formulations, Regal has consis-
tently set the standard. Now, new RegalKade combines the fine fertilizers with Barricade, 
the preemergence herbicide for cost effective control of crabgrass, goosegrass, spurge and 
other tough problem weeds of fine turfgrass everywhere. Its precision performance allows 
confident overseeding with low solubility, low environmental load, no staining concerns and 
the added benefit of 75% less active ingredient. Get your lion's share of pride from a healthy, 
weed-controlled course with RegalKade from Regal Chemical Company and its distributors. 

Regal Chemical Company, P.O. Box 900, Alpharetta, GA 30239 
1 - 8 0 0 - 6 2 1 - 5 2 0 8 

Barricade 
HERBICIDE 

Early Order 
discounts available. 

Call for details. 

U S E R E A D E R S E R V I C E #30 OCTOBER 1994 • LAWN & LANDSCAPE MAINTENANCE 

Setting New Standards 
of Turfgrass Excellence 

Barricade* herbicide is a registered trademark of Sandoz Ltd. 



The Best Engineered, Most Reliable, 
Headache Free Valves In The World! 

PERIOD! 
W e a t h e r - m a t i c 
has for d e c a d e s 
set t he indust ry 
qual i ty and per-
f o r m a n c e s tand-
ard for v a l v e s . 
O v e r t h e y e a r s 
many of the valve 
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Wetlands 
(continuedfrom page 54) 

of Northwest Landscape Industries, Tigard, Ore. 
"That trend started about three years ago in this 
region. There are still a lot of large specialty 
companies out there doing the work." 

Bob Konarck, owner of Jurassic Wetlands, 
West Palm Beach, Fla., who's been doing miti-
gation work for eight years, said the concept 
started attracting attention in Florida "some-
where between 1986-87. I worked for a very 
small company then. We thought we were pio-
neers. We didn't realize that other companies 
had been doing the work for years." 

Whatever reason they get into it, most con-
tractors find the work profitable, challenging 
and truly down and dirty. "It's hard to find labor 
that's willing to stand in water up to their hips to 
install plants for 10 to 12 hours," Konarck said. 
And, depending on the job site and region, you 
may run into some unusual job hazards. "I've 
been bitten by snakes, seen 'gators. I've seen 
panthers. You don't get that at your normal 
landscape job," he said. 

And the hours can be a little crazy at times, 
according to John Talley, branch manager of the 
environmental contracting branch of Ruppert 
Landscape Co., Ashton, Md. "The job, espe-
cially for tidal (coastal) wetlands, does not re-
spect the normal 9 to 5 working hours. You may 
have to work 2 p.m. to 5 a.m. to take advantage 
of the tide cycle," he said. 

Konarck claimed that 50 percent of his jobs 
come from landscape contractors that either opt 
to sub out the wetland work or take on the 
projects and fail. "It looks like it'd be easy work 
to get into. But there's a lot to know," he said. 
"You have to put plants in at the correct place and 
correct depth. You need a resident biologist. The 
way things are regulated, you need permits to do 
everything and must interpret them correctly." 

A company or individual does not need to be 
permitted or certified to do wetlands mitigation, 
but there are a number of steps within each 
project that requires permits. Permitting is gen-
erally coordinated through the U.S. Army Corps 
of Engineers and other regulatory agencies, ac-
cording to Cliff Rader, chief of wetlands en-
forcement and regulatory policy section, U.S. 
EPA. It appears most landscape contractors are 
not responsible for securing permits, however. 

LEARNING THE SYSTEM. Despite being laden 
with regulations and permit requirements, wet-
land mitigation work seems as unfettered as the 
wind when it comes to determining the best way 
to handle a project. The only real ground rule is: 
don't think of it as a regular landscape job. 

Of the two main types of wetlands — tidal 
(coastal) and freshwater— more work has tradi-
tionally been done in tidal wetlands projects, and 
usually more successfully. 'There 's more expe-
rience and success in that. The hydrology is more 
predictable vs. recreating a saturated system," 
Rader said. 

Few landscape job specifications, which nor-
mally come from a government agency or pri-
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A12- to 18-inch planting 
medium is created here. 

vate developer, call for the 
contractor to design, install 
and maintain the project. In-
stead, the design work is 
most often left to a biologist 
or other specialist. 

Ruppert Landscape Co., 
which has offered wetlands 
mit igat ion since 1986, 
doesn ' t plan or design 
projects; it simply installs 
and maintains the material. 
The advantage for the company is that it doesn't 
need a resident biologist, nor is it responsible for 
obtaining permits for obtaining plant materials 
and the like. 

Traditionally sculpted by a biologist, the typi-
cal wetlands design focuses on functionality vs. 
aesthetics. 'The design aspect can be very cre-
ative, but the most important aspect is restoring 
the wetland's biological functions," Rader said. 

Green View Landscaping, Dunlap, 111., which 
contracts wetlands jobs through its landscape 
design division, tries to integrate visual dryland 
landscaping with its wetland mitigation projects. 

Bob Streitmatter, landscape architect forGreen 
View, recently designed a 60-acre area for 
Peoria's park district. The job involved connect-
ing three drylands separated by wetlands, and 
constructing a trail along the Illinois River. 
Streitmatter's design integrated hardscaping, dry 
and wet plantings and seeding. Mitigation work 
involved recouping the destroyed habitat where 
a road was torn up, and minimal destruction 
where walkway bridges were constructed over 
the wetlands. 

Although familiar with Illinois' ecosystem, 
Streitmatter called on naturalists and wetland 
plant experts for advice on the best plant mate-
rial. "Within this particular area is rich, herba-
ceous and woody material. It makes it quite 
beautiful. It also has dramatic season change, so 
there are spring flowers, summer flowers and 
fall color. And there's a lot of wildlife—egrets 

. • & * kjf ' 

and cranes and ducks and geese and beavers and 
muskrats. It almost seems like a natural zoo." 

Akerman claims to have seen some unusual 
requests from wetland property owners, such as 
installing bat and butterfly boxes into the habitat 
for the Audubon Society. "It's a different kind of 
work. People want to have a natural setting in 
unnatural places," he said. 

Sometimes the beauty of the plant material 
makes a preplanned aesthetic design unneces-
sary, according to Skinner. "We recreated a 
wetland about a year and a half ago. I saw it the 
other day and it was just beautiful. It has different 
types of plants that survive at different depths. 
Some seeds don' t germi nate for two years. Some 
are very temperamental; they need the right soil, 
the right temperature, etc. You have to be careful 
about that because if you're responsible for put-
ting in the material and it doesn't come up, you 
may not get paid." 

Most designs call for native plants which tend 
to be hardier, drought resistant and pesticide 
resistant. "They take care of themselves," Konarck 
said. "It's not your ordinary nursery grown stock. 
You get it off private land mostly. You used to be 
able to go and collect it from ditches, or other 
public land, but you can't do that anymore." 

More recently, nurseries have sprung up na-
tionwide that specialize in wetlands plant mate-
rial. "That's a little industry in itself," Rader said. 

Contractors also have to be careful about 
using non-native plant material that takes over in 

ENSURING SUCCESSFUL MITIGATION 
WHILE LANDSCAPE contractors normally aren't the ones to draw up the mitigation plans, it's 
important to understand the key aspects involved in developing such a project. According to the 
U.S. Environmental Protection Agency, a successful mitigation plan should include the following 
components: 

1. A clear statement of objectives. This should state unambiguous goals, such as 70 percent 
vegetative cover with native plants by the end of the first year; 90 percent by the second year and 
100 percent by the third. 

2. An assessment of the wetlands values or resources that will be lost due to fill-in, and those 
that will be replaced. 

3. A statement of the location, elevation and hydrology of the new site. Hydrology is the most 
important factor in creating a wetland. If grades are just slightly off plumb, plants will either be 
left high and dry or flooded. 

4. A description of what will be planted, where it will be planted and when. 
5. A monitoring and maintenance plan. 
6. A contingency plan. 
7. A guarantee that the work will be performed as planned and approved. 
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a natural setting, such as purple loosestrife. "We 
ran into that problem at one time. It was a mistake 
to use that plant material," Streitmatter said. 

Another troublesome plant is the Australian 
Malaluka tree, first introduced in Florida to help 
clear wetlands for construction. "The malaluka 
drinks and stores up a lot of water. It's a subtropi-
cal tree that's done what it was designed to do, 
but it has taken over Florida," Konarck said. 

Skinner's mitigation projects call for seeding 
vs. live plant installation. He said the seed is often 
premixed for certain types of projects. "That can 

Contractors involved in wetlands miti 
gation say companies looking to get 

into the business should do their 
homework first and be ready to 

commit to the challenge. 

get really expensive. It can cost $ 1,100 for a mix 
of seed." 

Landscape Services uses a home-built "swamp 
buggy" and a salt spreader to broadcast seed on 
wetland areas. "It's an old pickup truck with 
basically no body work left. It's primitive but it 
works. There's nothing else you can pull through 
the swamp," he said. 

Different types of wetland sites call for differ-
ent plant species. "On hillsides, you can use 
sassafras. It depends on what part of the site 
you're planting in. You wouldn't use cattails on 
a dry hill," said Bob Papetti, owner of Bobtown 
Nursery, Melfa, Va. 

Salt marsh grass is fairly common on the East 
Coast, as are cattails and other reeds. "I've been 
hired to kill phlagmites in North Carolina where 
it's considered a weed, and have planted it in 
New Jersey, where that and cattails are all they 
can grow," Konarck said. 

"For tidal wetlands, there's only a handful of 
plants you can use since it's such a high-energy 
environment," Talley said. "So most often you 

well see a mono-type planting scape. If the design 
is correct, it can look pretty good," Talley said. 

The plant material used in wetlands is rarely 
containerized stock. "If you collect the material 
bare root, you leave at least one-third of the 
rhizome in the ground. You take the top part, say 
you're collecting 5,000 plants, then take them to 
the project and install them. The plants may be in 
shock for two or three weeks, depending. Then 
you get reshoots. New sprouts. Then you have 
good success," Konarck said. 

Installation can get pretty interesting. It often 
requires waders, some 
type of pumping system 
and a boat. 

"If you have a com-
mercial site going in a 
freshwater wetland area, 
you want to take that 
water out and put it in 
another area to create 
another wetland," Skin-
ner said. 

"If it's swampy, the 
first thing you need is 

water coming in on a regular basis," he explained. 
"But you have to be able to control how much 
water goes in. It might be dry right now but as 
soon as it rains, you're three or four feet under 
water. So you have a retention basin, like a big 
bathtub, with a meter flow outlet at the bottom, 
releasing water slowly into the wetland area via 
pipe. If you let it out on the site all at once, it would 
cause downstream flooding." 

Other contractors use different, innovative 
approaches. "It depends on the project. There is 
no hard, fast rule on how to install material, or 
how to control water flow. The important thing is 
that you've got a good system for watering and 
dewatering, that you're able to prevent flooding 
or drying and can restore or create a natural 
habitat that will sustain wildlife," Talley said. 

Water for most mitigation projects must be 
provided and controlled either by excavating 
down to the water table, by collecting and routing 
stormwater runoff to a wetland or by setting up a 
system of pumps, weirs and gates. 

(continued on page 60) 

Plantings include Woolgrass, duck potato, possumhaw and blunt spikerush. 
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Wetlands 
(continuedfrom page 58) 

THE LAST STEP. Installation of wetland projects 
can be labor intensive, but maintenance is often 
a breeze. 

While regulations require most mitigation 
projects be monitored for one to five years after 
completion, contractors are often not the re-
sponsible party. Most companies, like Ruppert, 
will continue to watch the site's progress, how-
ever, just to ensure the design takes hold. 

Konarck claimed many projects only need to 
be maintained every three months. "I spend 
about one or two days every three months doing 
maintenance. You can do that as long as you 
maintain it correctly. That's where lot of people 
get in trouble," he said. 

Talley said his projects are maintained about 
once a week for several months. "With tidal 
wetlands it only takes a few months to know if 
it's successful. But freshwater wetlands can take 
up to two years." 

Freshwater projects are more likely to fail. 
"They can fall apart. The difference between 
this type of work and 'normal' landscaping is 
that with your average landscape job, you're 
always trying to keep it in a strategic state. 
You're supposed to have a certain look. With 
wetlands, it's dynamic; it changes all the time. It 
can be visual but its function is the overriding 
concern," Talley said. 

Actual maintenance of plant material is mini-
mal. "It isn't like trying to keep a pristine appear-
ance; it's mostly ridding of noxious weeds. 
Here in Florida we have cattails and torpedo 
grass. We have to monitor those. Maintain them 
a little bit," Konarck said. 

Jurassic Park sometimes applies herbicide, 
spraying either from a boat or plane. Occasion-
ally wicking plants individually with a sponge 
is required. Large, tough invasive plants must 
be torn out. "We do that by good old hand 
pulling. It's tough to take out Torpedo plants. 
The roots break easily," Konarck said. 

Ruppert uses an herbicide on a restricted 
basis, via permit. 

Most of the contractors involved in wetland 
mitigation say companies looking to get into the 
business must understand what they're doing 
and be willing to commit to work. Valley Crest 
Landscape, Orlando, currently handles small 
mitigation jobs, but is considering taking on 
200- to 300-acre projects. 

"A lot will depend on the growth of the 
landscape industry in Florida — how fast that 
phase grows as a whole — as to whether we 
want or need that work load," said Keith O' Neil, 
purchasing agent for Valley Crest. "Right now 
it seems to be growing quickly. And it appears 
to be lucrative. The question is whether the 
market is substantial enough to exist over the 
long haul. It's going on right now due to focus 
on the environment. Sometimes those things 
change as public interest fades." a 

The author is Senior Editor o/Lawn & Land-
scape Maintenance magazine. 
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RECONDITIONING EQUIPMENT 

Reconditioning 
Sparks New Life In 

Old Equipment 
How do you know when to put a tired piece of 
equipment to rest? When the machine has worn to a 
point that its resale value doesn't justify recondition-
ing and fails to give customers value, say experts. 
By Bob Gitlin 

THE LARGE COMMERCIAL 
lawn and landscape contracting 
firms often do their own mainte-
nance, making decisions on what 
type and size of each particular type 
of equipment to recondition. 

On the other end of the spectrum 
are the dealers who handle most of 
the engine overhauls and other 
major reconditionings. These deal-

ers also do a lot of refurbishing 
work for legions of small compa-
nies pulling two mowers in the back 
of a pickup truck. 

In either case — whether it's the 
contractor doing the work or the 
dealership — a cost/benefit analy-
sis must be done to determine if it's 
worth fixing a piece of equipment. 
Alternatives to reconditioning in-

clude junking the unit or turning it 
into the dealership for trade or cash. 

DEALER ADVICE. Don Dakin, 
owner of Dakin's Yard-N-Garden 
dealership in Jackson, Mich., said 
his company handles major recon-
ditioning for commercial and con-
sumer mower engines. 

"This often involves the drive 

line, maybe mower attachments," 
he said. "The only units we handle 
that can feasibly be reconditioned 
are major-brand garden tractors. 
Lawn tractors are not worth a major 
overhaul." 

The most common recondition-
ing jobs are new engines and "ma-
jor rebuilds" on engines. "A tired 
aluminum engine on a $2,000 
mower means chances are the trans-
mission is tired too," he said. "Steer-
ing spindles may need replacement, 
because these machines use — not 
bearings — but bushings that are 
mistaken as bearings." 

Damaged mower decks aren't 
usually worth fixing or replacing, 
according to Dakin. "Those wear to 
a point that their resale value doesn't 
justify what you'd have to put into 
them to really recondition them and 
give the customer the value he de-
serves," he said. 

For the purposes of his business 
(which also handles home/garden 
consumer traffic), he regards rear-
engine lawn tractors as "one-way 
machines that go out and serve their 
usefulness for an eight- or 10-year 
period." 

On the other hand, he said, "your 
garden tractors, like the Simplicity 
16- and 18-horse models, or the 
Cub, or the small Kubotas — do 
justify it. Because they have value; 
they have components that can eas-
ily be replaced." 

As far as how much it costs him 
to recondition and what he charges, 
Dakin used the example of a com-
mon commercial-application 
Kubota F-Series mower. 

"That machine has an outfront 
deck. A unit like that, which has the 
new selling price in the $14,000 
range. I'll take with 2,000 or 3,000 
hours on it; maybe it's six years old. 
To recondition it back to a usable 
condition, I'd spend $2,000 to 
$3,000. If you took the machine in 
trade or bought it from somebody, 
you could easily give him a $2,000 
trade, put $3,000 in it — you have 
$5,000 in it—and sell it for $6,000. 
In a heartbeat. I've done that." 

Parts most commonly needed 
for lawn and landscape maintenance 
equipment reconditionings include 
mower spindles, spindle bearings 

{continued on page 64) Preventive maintenance will help extend the lifetime of power equipment. Photo: John Deere 
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Reconditioning Equipment 
(continued from page 62) 

and belt idler pivots, Dakin said. 
"Then, in the case of shaft-driven 
machines, your universal joints or 

spline shafts." 
What types of equipment does it 

not pay to recondition? "String trim-
mers, line trimmers where you end 
up with more money in them than 
they're worth," said Dakin. He also 

fails to see the feasibility of recon-
ditioning commercial walk-be -
hinds, which generally get beat up. 
"You can't replace enough pieces 
to make it a good, usable piece of 
equipment and do it at a decent 

price," Dakin said. 
"When you start buying machin-

ery by the piece, you're paying 
three times as much for it as you'd 
pay for new ones. You have to be 
very careful how many pieces 
you're going to put on them." 

Greg German, general manager 
at German' s Outdoor Power Equip-
ment Co., East Peoria, 111., said the 
decision of whether or not to recon-
dition — obviously something 
common ly brui ted about in 
dealerships between servicing tech-
nicians and the customer — de-
pends on resale value. 

"For us, items that cost $150 or 
$200 new are very questionable to 
even take on trade," German said. 
"Normally we recondition commer-
cial equipment when we take the 
unit on a trade-in. Minor repairs? 
We might recondition it and sell it 
back to the open market again." 

The most commonly recondi-
tioned equipment types are the in-
termediate 36-inch to 60-inch walk-
behind mowers, he said. "We don't 
do a whole lot of reconditioning on 
walk-behind mowers that are 21-

(continued on page 66) A cost/benefit analysis will help determine whether equipment should be reconditioned or used as a trade-in. 
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lessons learned in the laboratory and in the field, with demonstrations and a review 

of t h e C o u n c i l ' s COMPOST FACILITY OPERATING GUIDE a n d PRODUCT QUALITY 

GUIDELINES, which point the way to be t t e r pract ice and be t te r p roduc ts . 

GETTING A LINE ON THE TIMES INNOVATIVE MARKETS, INNOVATIVE TECHNOLOGIES, 

CUSTOM BLENDS, FINANCING, SITING AND PERMUTING are some of the topics covered 

in sessions which highlight business development and technical evolution. If 

you have a stake in composting, you need to attend this conference. CONFERENCE FEE 

$350-members, government, academic; $425-all others; $125-Backyard Training 

Program Training Session only. Registration after November 2 will incur 

a $75 surcharge. Cancellation after that date will be subject to a $75 fee. 

Complete and return with payment to: 

T H E C O M P O S T I N G C O U N C I L 

114 South Pitt Street 
Alexandria, VA 22314 
Phone (703) 739-2401 
Fax (703) 739-2407 

Name 

fSie 
Affiliation 

Address 

City 

State, Zip 

Telephone 

Fax Number 

Day of your arrival: 
• Wednesday • Thursday 
• Check payable to The Composting 

Council for enclosed. 
• NATIONAL BACKYARD C O M P O S T I N G 

TRAINING PROGRAM only. ($125 fee) 
• Please bill my credit card: MC/VISA. 

Amount 

Card Number 

Expiration Date 

Cardholder's Signature 

Room cost: $115 single, $20 additional 
person, 50 rooms have been reserved at 
a special rate of $97.75 for government 
employees. Please call the Vista Hotel 
at (800) 847-8232 for reservations, LLM 
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What makes you so tough? 
With the New Holland Super 

Boom™ skid-steer loader, the answer is 
simple: everything. The new Super 
Boom is the most durable, reliable and 
productive machine you'll find. 

There when you need it 
The new Super Boom is built tough 

to work when you need it. The drive 
chains never need routine adjustment 
and the Advanced Warning System 
keeps you informed of all major 
functions. There's a new electrical 
system with reduced connections and 
new hydraulics with a better routing 
system. And, the new Pick Up 'n Go™ 

F O R D 
l\EWHOLLAI\D 

universal attachment system will get you 
hooked on this machine for any tough 
job. 
Built to last 

The new Super Boom is built strong 
to last. It has a tougher boom and 
frame to handle the heavy loads of 
landscaping and nursery operations, 
and massive loader pins for long life in 
any application. The powerful engine 
and new attachment system will let you 
move mountains... or just the trees. 
And, it's been field tested with 
customers like you to insure that it 
starts up time after time ... even in the 
toughest conditions. 

Easy to service 
The new Super Boom is built 

intelligently for easy maintenance. You'll 
have quick access to all the routine 
service points with the boom down. 

And, if it ever needs major repairs, 
the entire boom and cab tilt forward for 

USE READER SERVICE #30 OCTOBER 1994 • LAWN & LANDSCAPE MAINTENANCE 

the best engine and transmission access 
anywhere. 

Best in productivity 
The new Super Boom is still the best 

for productivity and safety because of its 
superior boom reach, lift height, lift 
capacity and stability. 

So, what makes the New Holland 
Super Boom™ so tough? Reliability, 
durability and superior performance. 

Stop by your Ford New Holland 
dealer and put the toughest skid-steer 
loader on the market to work for you. 
Working together, we'll give Mother 
Nature a little lift. 

SB 
rfWHOUAN) 

The winning team 



Some contractors stock new parts to upgrade old equipment on an as-needed basis. 

Reconditioning Equipment 
(continuedfrom page 64) 

inch or smaller," he added. 
The company opts against re-

conditioning trimmers and chain 
saws as well. "We do very little on 
those type of items. We charge our-
selves internally the same as we 
charge the customer: $40 an hour," 
German said. "If I 'm trying to re-
condition a chain saw or a trimmer 
that, new, may have sold for $200, 
and I allow the guy $30 for it on 
trade, I could easily get $40 to $80 
wrapped up in that thing. Now will 
I be able to sell that for $125? I 
doubt it. So those are the kinds of 
items we just stay away from." 

Often the servicing dealer takes 
such units on trade and sells them to 
what the industry calls "jockeys" 
— mechanics who work out of 
their garages and onto whom the 
whole headache of product liability 
can be dumped. 

"Jockeys come around and buy 
that stuff as is, in bulk," German 
explained. "They come in and buy 
all our walk-behind mowers or all 
our low-price lawn tractors. They' re 

resellers, doing it on the side with 
low overhead. They'll come in and 
pay us what we need out of the 
piece of equipment. We don't make 

money off jockeys, but we get our 
money back out of the tradeoff." 

COMMERCIAL NEEDS. Lawn and 

landscape professionals use dealer-
reconditioned equipment as back-
ups, German said. And some mar-
ket newcomers run only recondi-

T G S - 1 0 0 F E A T U R E S 
• LOW PROFILE thermoplastic NO RUST HOPPER. 
• EXCLUSIVE SWING-AWAY OPTION GIVES FULL TAILGATE ACCESS. 
• 6 0 0 L B . / 9 CU. FT. CAPACITY. 
• 12 V. HIGH TORQUE DC MOTOR MOUNTED IN COMPLETELY 

SEALED HOUSING FOR MAXIMUM PROTECTION FROM 
CORROSION. 

• ELECTRONIC SPEED CONTROL WITH OVER-CURRENT PROTECTION. 
• WEATHER RESISTANT POWDER COATED STEEL FRAME. 
• EASY ON/OFF MOUNTING. 

FOR THE DEALER NEAREST YOU CALL: 1-800-SALTERS 

TOMORROW'S SPREADER...TODAY 
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your copy of: 
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MANAGEMENT 
1 T. KARL DANNEBERGER, Ph.D 

See page 69 
for more information. 
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Contractors' needs for parts vary 
by type of equipment, but mowers 

typically call for deck parts, spindles, 
bearings, blades and belts. Some ques-

tion whether damaged mowing 
decks are worth fixing. 

tioned units. 
'There 's a big barrier of entry for 

a guy who wants to get in the com-
mercial landscape business and has 
to go out and buy a couple of $5,000 
intermediate walk-behind mow-
ers," German said. "He might get in 
the door for $ 1,200 or $ 1,500 with 
a couple of reconditioned pieces." 

Contractors' needs forparts vary 
by type of equipment, he said. 
'Typically, if it's a piece of mow-
ing equipment, they'll need lots of 
deck parts, spindles, bearings, 
blades and belts. If it's a major job, 
where you have to go into the en-
gine and the unit is under $5,000 in 
value, we just don't do it. We can't 
afford to rebuild something like 
that. Instead, we'll sell something 
like that as is." 

Sometimes German installs a 
new engine on a machine, and that's 
all it takes to sell the mower at a 
commensurately higher price. 
"What we want to avoid is getting 
into a recondition job only to keep 
finding more and more things that 
need to be replaced," he said. 

Big, engine-driven mowers oc-
casionally merit engine overhauls. 

The consensus seems to be that any 
machine worth less than $500 new 
is not worth the bother. 

Do most commercial operators 
do theirown fix-ups, or take it to the 
dealer? "Our customers do a lot of 
the minor stuff, but when it comes 
time to rebuild the deck or do en-
gine work, they come in to us," 
German said. 

J.D. Vick, owner of Tempe 
Power Equipment, Tempe, Ariz., 
performs a lot of tune-ups and ser-
vice work. 

"You don't work on cylinders 
and things like that if the dollars 
exceed what the machine's worth 

—specifically what the engine part 
of it's worth," he said. "About the 
biggest thing I work on are 36- to 
62-inch mowers." 

Commercial 21 -inch push mow-
ers aren't worth engine overhauls, 
he said. "A lot of times we'll tell 
commercial customers the engines 
aren't worth fixing. We'll put new 
ones on them if they want." 

William H. Potter III, owner of 
Wi l l i am H. Pot ter & Sons , 
Middletown, N.J., finds his shop 
generally reconditioning 36-, 48-
and 52-inch walk-behinds. 

"If it's going back to the cus-
tomer," he said, "generally we put 

on new spindles and belts, and 
maybe a new engine. If we take it as 
a trade-in, we've generally been 
scrapping them. We don't get in-
volved in a whole lot of recondi-
tioning for resale. I 've got a couple 
jockeys around here that love to 
take them." 

Potter almost always uses origi-
nal equipment manufacturer parts 
rather than aftermarket parts. For 
example, a stricken engine tends to 
be replaced with a new one rather 
than rebuilt, he said. 

"By the time you put the labor in 
the short blocks, you find it just 
doesn't pay," Potter said. "We used 
to do a lot of rebuilding on certain 
engines, but it's gotten to the point 
where you could put a new engine 
on cheaper than you could rebuild. 
And then, of course, a new engine 
means a new warranty." 

CONTRACTOR PERSPECTIVE. 
What does all this mean to the lawn 
and landscape maintenance pro-
fessional? 

Consider the innovative recon-
ditioning program devised by Rob 
Zolezzi, co-owner of L&L Land-

I N T R O D U C I N G 
L A N D S C A P E " ice me Iter is a new, pellet ¡¿ed natural brine 

product that combines two key benefits: superior ice me!tiny 
ability and enhanced traction. L A N D S C A P E pellets bore riyht 

THE S A M E 
throuyh the surface to melt ice and snow Ihe pellets work m 
severe winter conditions, down to -23 7 71 nd the limestone 

yranules provide a textured surface for enhanced traction and 

DEA iN AN 
safer, more secure footiny 7his winter, yet off on the riyfit foot 

with the added traction of L A N D S C A P E ice mefter. for a free 
product brochure and a I lb. sample, call IS00 -447-4369 

iCE MELTER. 
L A N D S C A P E ICE MELTER . . SAFER W A L K W A Y S FOR T O D A Y 

Dow 

" T r a d e m a r k o f T h e D o w C h e m i c a l C o m p a n y 

USE READER SERVICE #72 

LAWN & LANDSCAPE MAINTENANCE • OCTOBER 1994 



WHEN TO BENCH A MOWER 
LAWN MAINTENANCE is like football. If your star halfback has a sprain, don't play him. 

If a mower is hurt, there's a point at which it should not be stressed. 
First of all, maintain equipment like a demon.This tip was echoed by all dealers contacted for this article. 
But second, don't kid your self about what's fixable and what isn't. 
"Don't use that piece of equipment one last season if you know it's going to be needing a new engine," said 

Greg German of German's Outdoor Power Equipment, Peoria, 111. "That's the time to trade it into a dealer so 
you get some value for it. Once the engine is gone or the deck is torn up, it has no value to the dealer." 

A word to the wise. 

scape Services, Santa Clara, Calif., 
which employs four full-time me-
chanics. 

The company follows a basic 
philosophy in which "small equip-
ment — string trimmers, blowers, 
edgers, gas shears, stuff running 
$300 or less — we do not do any 
overhaul on," Zolezzi said. "Those 
are just fix-as-they-break jobs. It 
comes in broken; boom, we put the 
part on and send it out." 

One of Zolezzi's innovations is 
the fleet of backup equipment used 
for the small equipment. "A guy 
has two string trimmers on his truck. 
We have backup equipment so 
when it comes in broken, he just 
picks up the backup and goes out. 
What he left in the shop gets re-
paired so that the next day, he uses 
it again." 

L&L Landscape Services uses a 
"longevity period" computation. "If 
it lasts, say, 12 to 18 months of 
everyday usage we feel we have 
gotten our use out of it." 

Continually malfunctioning en-
gines are headed for scrap, he said. 
"Small equipment, we part out; we 
take off any good parts, and the rest 

gets taken away for metal recy-
cling." 

It's the biggest—and the small-
est —pieces of equipment that tend 
not to be worth reconditioning, he 
said. "It's usually the small stuff 
that's in the shop every day and 
goes back out in the field the same 
day that causes trouble. I have no 
problem going out and spending 
$260 to replace a trimmer with a 
brand-new piece." 

Intolerable frequency of repair is 
cross-checked against equipment 
history. "We have a log on every 
piece of equipment we have. Every 
time the man brings one in — it 
could be a spring that broke, and 

our mechanics put a new one on — 
it's logged in the book." 

Such an entry may be something 
like, "string trimmer, number ST-
45: broke a string," he said. 

"Every time they put an entry in 
that log book, they look back and 
see when was the last time they did 
a repair. Each page has a date at the 
top, indicating when we bought it 
and when it hit the field. The head 
mechanic checks that log and says, 
'Hey, this thing's coming in every 
week for a small part.' We've 
reached our longevity period." 

That means it's coming into the 
shop every week or even every day. 
That normally doesn't happen be-

fore the first three months. 
"But now this thing's coming in 

a lot. The mechanic looks at it and 
says, 'Gee, it's two years old. Time 
to pull it out of the field. It's taking 
up too much of our labor.' " 

You need to be this diligent about 
records, he said. It won't do to just 
yank a certain equipment type based 
on the average of, say, two and a 
half years of solid use. There are 
always those anomalies that run 
great well past your expected target 
doom date. 

Zolezzi's parting-out system may 
raise some eyebrows in the indus-
try. He buys a certain quantity of 

(continued on page 70) 

I S U 2 U 
American Isuzu Motors Inc.9 Engine Operations 

New L series engines. 
24hp, 30hp, 40hp compact, lightweight 
engines under 300 lbs. 

Quiet • Quick Starting • Easy Access for Maintenance 
Environmentally Friendly • Light & Compact for More Universal Adaptability 

Engines from 11 to 315 hp serving . . . 
• CONSTRUCTION • AGRICULTURE • FORESTRY • LAWN & GARDEN • 

MINING • MARINE & • AVIATION GROUND SUPPORT 
42775 Nine Mile Rd., Novi, MI 48375-4113 • 810-380-6000 • FAX 810-380-6030 
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ECOLOGY & 
MANAGEMENT 

i l . KARL DANNEBERGER, PIl.D 

F I N A L L Y , AN ADVANCED TURFGRASS MANAGEMENT BOOK 
for the turfgrass professional which goes beyond the introductory level. 

TURFGRASS ECOLOGY & MANAGEMENT ...is the first professional turf 
management text devoted to advanced environmental ecology. This pioneering work addresses the 
wave of the future and is a must for all professionals. Chapter highlights include discussions of light 
and nutrients as resources, physiological responses to temperature, population dynamics, predator 
disturbances and much more. 

ORDER YOUR COPY TODAY. Hardbound, single copies only $39 plus $5 shipping/ 
handling per copy. Quantity discounts available upon request. 

r 
Y E S , I'm interested in purchasing copy(s) of TURFGRASS 
ECOLOGY & MANAGEMENT. I understand my purchase will be 
shipped upon payment. I also understand that I can return my 
book(s) within 15 days for 100 percent refund if I am not totally 
satisfied. (Ohio residents only add 7% sales tax.) 

CU Payment Enclosed 

Charge my • VISA 

Card # 

• MasterCard 

Expiration Date 

Signature 

Name: 

Title: 

Company Name: 

Address: 

City: 

L . 

State: Zip Code: . 

A f Lawn & Landscape 
Published by: MAINTENANCE 

4012 Bridge Ave. 
Cleveland, OH 44113 
Call 800/456-0707 for information on 
volume, discount prices. 

j 
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Reconditioning Equipment 
(continuedfrom page 68) 

new machines and immediately ren-
ders them into parts. This, added to 
what his crews remove from broke-
beyond-fixing units, provides the 
total parts pool. 

"We find it is cheaper to buy 
brand-new small equipment and 
part it out, and use those parts brand 
new, than it is to buy the parts 

least. Some run one or two years 
without hitting the shop. If one 
comes in with a broken piece, the 
mechanic does a full check of all 
the linkage, nuts and bolts." 

Zolezzi said he wishes the big-
gest equipment lasted as well as 
midsize mowers. L&L only owns 
three riding mowers; it owns more 
than 300 midsize (21 36- and 48-
inch) walk-behinds. 

"Riding mowers require the most 

Professional landscape cont-
ractors need to be 

dllilgent about equip-
ment maintenance 

records to track 
the longevity of the 

products in their fleets« 

individually." 
A lot of people never learned that 

trick, according to Zolezzi. "I can 
go out and buy a string trimmer for 
$ 180, strip it down in parts and I'll 
have $400 in parts," he said. "It 
works great. Granted, sometimes 
you need the same part four times 
— you'd have to break down four 
string trimmers. But it's almost 
double the cost to go buy the parts 
individually." 

This tends to be the case more 
with smallerequipment, he stressed. 

He reconditions a lot of 21 -, 36-
and 48-inch walk-behind mowers, 
which runs contrary to the views of 
a servicing individual like Greg Ger-
man, who eschews working on the 
smallest push mowers. 

"I've found that in 15 years, it 
pays sometimes to short block those 
little ones. We put new engines on 
many, and that can be very expen-
sive. The bottom line is those 21-
inch mowers now are $600," 
Zolezzi said. 

With industrial-grade equipment 
— even 21-inch mowers — you 
don't ride it into the ground. "It's 
got the IC engine on it, all of that. 
It'll run for a lot of years. It might 
run six or eight years due to your 
refurbishing it. When they start 
smoking or having trouble, we short 
block. But we don't recondition if 
the deck gets bent." 

Zolezzi considers 36- and 48-
inch mowers the pride of his equip-
ment fleet. "They break down the 

maintenance of any piece of equip-
ment we have. They're always in 
the shop. A lot of that is our obses-
sion with preventive maintenance, 
granted. But it just seems like every 
time we put a riding mower out for 
eight hours, we have to bring it in to 
the shop to tighten bolts and nuts, 
make sure it's ready for the next 
day." 

His big riding mowers have a 
shorter longevity period than do 
his 21-, 36- and 48-inch walk-be-
hinds. 

"I get four to eight years out of 
midsize mowers. If I get two years 
out of a big riding mower, or three, 
I feel like I've gotten my money's 
worth. We do not refurbish those. 
We often sell them through the 
newspaper." 

Who buys them? 
"A guy who needs it one day a 

week for one five-hour commer-
cial job. Let's say the mower has 
100 hours left in it. That'll last that 
guy a few years. But I can't afford 
the downtime and customer com-
plaints. I like that 48-inch walk-
behind. It cost me $3,000or$4,000 
and lets my guy mow a lot of lawn 
with little breakdown time. The big 
mower cost me $ 15,000,1 got two 
to three years out of it, and I'm 
done. For what? The 2 feet wider 
swath of lawn?" B 

The author is a contributing editor 
to Lawn & Landscape Maintenance 
magazine. 

USE READER 
70 

SERVICE #197 
OCTOBER 1994 • LAWN & LANDSCAPE MAINTENANCE 



P A R T 1 1 

Pesticide 
Licensing 

With the lawn and landscape industry facing greater scrutiny an 
increasing number of states are tightening licensing require-

ments for all applicators handling pesticides. 
By John Buechner 

Ed. Note: This is the 11th in an ongoing series on effectively using and promoting 
specialty pesticides in the urban environment. 

SOME OF the nation's current pesticide trends and regulations not only affect the 
operations of a lawn application business, but they can affect the ability of an indi-
vidual to become a licensed certified applicator. 

While some states require applicators to be licensed before venturing on to a 
homeowner's lawn, other states allow a grace period — either with or without di-
rect supervision. 
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An increasing number of states — now total-
ing 16 — have restricted the opportunity of an in-
dividual to become a licensed certified applicator. 
A combination of experience and education in the 
category you are seeking certification is standard 
in those states. 

In some states, for instance, a lawn service 
professional can make an application the first day 
on the job under the direct supervision of a 
licensed applicator. Other states offer a registered 
technician program in which new applicators are 
required to carry written instructions on pesticide 
use and applications. 

Although most specialty pesticides used today 
are general use — the same products a 
homeowner might use on his lawn — a few re-
stricted-use products are still available. In these 
instances, only certified lawn care applicators can 
apply restricted-use pesticides in some states. 
Other regulations require direct supervision of 
the applicator. 

Education requirements to achieve licensing 
require a minimum of 20 college credits to a 
maximum of a four-year degree. Experience re-
quirements can vary among the states from one 
to three years before an individual is able to be-
come certified. Recertification occurs every three 
years on average; some states mandate it every 
two years while others allow up to five years for 
recertification. 

Five states — New York, New Mexico, Maine, 
Kansas and Massachusetts — now recognize the 
Certified Turfgrass Professional correspondence 
course offered by the Professional Lawn Care As-
sociation of America and the University of Geor-
gia as an alternative to the individual states' 
licensing requirements. 

Additionally, 25 states recognize the turf certi-
fication program as meeting the requirements for 
pesticide recertification credits. These states are 
Idaho, Maryland, Tennessee, Arkansas, Florida, 
New Jersey, Pennsylvania, Delaware, Wyoming, 
Maine, Rhode Island, Georgia, West Virginia, 
Mississippi, New York, Virginia, North Carolina, 
Kansas, New Mexico, Colorado, Alabama, South 
Carolina, Connecticut, Massachusetts and Wash-
ington. Texas approved the course only for tech-
nician apprentice classroom training. 

72 OCTOBER 1994 • LAWN & LANDSCAPE MAINTENANCE 



States With Registries 
STATE # PEOPLE # OF WHEN PHYSICIAN INITIAL OR 

MAY 1 9 9 3 ADDRESSES STARTED STATEMENT ANNUAL FEE 

Connecticut 143 364 1991 none none 
Pennsylvania 435 38 1988 yes none 
Florida 56 1991 yes yes 
Colorado 13 50 1990 yes yes 
Maryland 86 473 1989 yes none 
West Virginia 19 1991 yes none 
Louisiana 28 1989 yes none 
Michigan 57 800 1993 yes none 
Washington 35 175 1992 yes none 
Wisconsin 503 * 10,000+ 1993 none none 
New Jersey Presently working on one by regulation 
New York Presently has a bill introduced into assembly 
* Allows listing of addresses on their block or an adjacent block. 

r - i v 
il 

Five more states — Nebraska, South Dakota, 
Oregon, Indiana and Oklahoma — are reviewing 
the course for recertification credits, according to 

Tom Delaney, director of government 
affairs for PLCAA. 

Other regulations affecting business 
operations and, ultimately, lawn service 
professionals are notification standards, 
disclosure of pesticide information to 
consumers, state notification registries 
and specific rules for making pesticide 
applications on school properties. 

Currently, about 20 states require 
lawn service professionals to post notifi-
cation flags on properties following a 
pesticide application including Con-
necticut, Colorado, Florida, Georgia, 
Illinois, Iowa, Indiana, Kentucky, Mas-
sachusetts, Maryland, Maine, Michi-
gan, New Hampshire (commercial jobs 
only), New Jersey, New York, Ohio, 
Rhode Island, Vermont, Washington 
and Wisconsin. 

Consistency of size, color and basic 
information for inclusion on the flag 
does not exist between the states. Con-
sequently, lawn maintenance compa-

Pesticide applicators need to be aware of 
local, state and federal legislation regulat-
ing the application of pesticides. 

nies working across state lines — and in some in-
stances city lines — must stock several different 
inventories of posting signs. However, the U.S. 
Environmental Protection Agency is preparing 
guidelines for states to standardize posting flags. 

It's hoped that standardization among the 
states will reduce confusion and enable the EPA 
and the states to develop a national education pro-
gram which would encourage compliance among 
lawn service companies operating in more than 
one jurisdiction. 

Furthermore, the EPA is expected to recom-
mend that the states include do-it-yourself applica-
tors in a voluntary posting program. This stan-
dardization of signs would enable EPA to go into 
schools and educate students on the meaning 
and purpose of the posting signs. 

Regulations concerning the disclosure of pesti-
cide information to consumers is a growing trend 
evidenced by the establishment of rules in Ohio, 
Michigan, New Jersey, Texas, Washington, Wis-
consin and New York, among others. The rules 
require applicator companies to provide consum-
ers with specific information on pesticides applied 
to their lawns and landscapes. 

Information generally required to be provided 
to consumers includes the product name, the rate 
of application and language from the label per-
taining to the health and safety of a consumer's 
family or pets. 

In New Jersey, for instance, Lawn Doctor pro-

Source: The 
Professional 
Lawn Care As-
sociation of 
America. 
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Controlled 
Releasi 
Nitrogen 

Fertilizer? 
Ask for 

CôRQN 
Quick green-up 
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Long-term release 

Even turf growth 

Reduced clippings 

Reduced leaching loss 

Enhanced rooting 

Low burn potential 

Clear liquid solution 

Highly compatible 

C Q R o N 
CONTROLLED RELEASE NITROGEN 

For All Your 
Turfy Tree & Shrub 

Applications 

CoRoN Corporation 
Souderton, PA 18964 

800-338-0836 
215-723-5099 

vides its customers with a consumer information sheet 
which includes its name, address and phone number; 1-
800 numbers for the state health department and poison 
information and education; approximate application 
dates; and the names of weed, insect and disease control 
products that may be applied. 

If warranted, the following disclaimer appears: "Do 
not enter treated area until these materials have dried." 

Additionally, the consumer information sheet pro-
vides the following definition of a pesticide from the New 
Jersey Pesticide Control Code: "Pesticides are chemical 
substances used to control living organisms and vary in 
degree of toxicity. Pesticides may be a part of a good 
pest control program. Sanitation, as well as physical and 
biological control measures, should be considered as an-
other part of a good pest control program." 

New York and Maryland require applicator busi-
nesses to provide full product labels to customers as part 
of their disclosure requirements. New York also re 
quires a signed contract between the company and con-
sumer which provides proposed application dates and 
cancellation procedures. 

Pesticide notification registries have been established 
in several states. One such example is a registry in 
Pennsylvania requires applicator companies to notify 
chemically sensitive individuals when they are going to 
apply pesticides in close proximity to their homes. 

Other registries currently in place — and one pro-
posed for New Jersey — use 
broader language to include 

people for reasons 

Documenta-
tion of pesti-
cide use is a 
reality in 
today's market. 
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other than chemical sensitivity. In all 
state registries it is the responsibility of 
the homeowner to register with the 
state if he wishes to be notified. 

Pesticide applications in and around 
schools have also been addressed in 
numerous state regulations. Lawn ser-
vice companies are required to apply 
pesticides in off-school hours or on 
weekends to reduce the potential expo-
sure to students and faculty. State rules 
also require prenotification and 
preposting for school applications. 

Some states are more proactive in 
enforcement of notification and posting 
regulations. Additionally, some regula-
tors may look to the intent of the law 
rather than the letter of the law. 

What it boils down to is the need for 
all applicators to not only follow rules 
and regulations to protect their own 
business, but the overall image and per-
ception of the entire professional lawn 
and landscape maintenance industry. • 

The author is director of technical ser-
vices for Lawn Doctor Inc., Matawan, 
N.J. He also is the vice president of the 
Professional Lawn Care Association of 
America. 

COMING 
NEXT MONTH 

In the November issue of Lawn & 
Landscape Maintenance maga-
zine, well bring you ideas and 
recommendations on running 
your business from the industry's 
leading contractors. 

You'll also find stories on 
mowing technology in the year 
2000, new product innovations for 
1995, trends on customizing 
trucks to meet the needs of land-
scape contractors and information 
on the use of hand-held and back-
pack sprayers. 

Our specialty pesticide series 
will provide you with information 
on handling workers' compensa-
tion claims. 

Light Up 
Your Profits 
LAWN GENIUS IS THE ONE 
PROGRAM YOU HAVE TO SEE 

Lawn Genius is the perfect 
computer program for anyone 
in lawn care, tree care or 
grounds maintenance. 

Lawn Genius is fast and easy 
to use. It handles your 
scheduling, routing, billing, state 
reporting, and communication 
needs. And does it all in a 
fraction of the t ime a manual 
system requires. 

Lawn Genius is a total 
management program that 
installs in minutes, but will save 
you hundreds of hours, while 
giving you the critical 
professional edge you need. 

Order your FREE demo disk 
today to discover the most 
profitable investment you 
can make in your business. 

1 - 8 0 0 B 5 7 - 5 7 5 7 

Genius TM 

Brilliant Sof tware Solutions 
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HANDY RAMP 
ENDGATE PRODUCTS 
• Install in seconds on full size 1/2 ton and 1 ton pickups using the 
same latching system — no assembly of ramp required. 
• Holds 2,000 lbs., yet weighs only 130 lbs. Center leg prevents 
ramp from collapsing and secures safe loading. 
• Load core aerators, large deck mowers, ATV's and power equip-
ment without using planks that can slip. 

Work truck accessories and specialty products include: 
1 Truck Bed Extenders 

(800) 783-1069 • Hide-Away Ramps 
•Truck Bed Guards 

and more 

Creative 
Automotive 
Products Inc. 
435 Wilson St. N.E. 
Minneapolis, MN 55413 

(612) 331-8600 
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Maintenance Matters 
NEWLY SHREDDED LEAVES PROTECT TURF FROM THE ELEMENTS 

Ed. Note: This new column in Lawn & 
Landscape Maintenance magazine is 
designed to answer industry-related 
maintenance questions from our readers. 
Send your questions to Maintenance 
Matters, LLM, 4012 Bridge Ave., Cleveland, 
OH 44113 or fax them to 216/961-0364. 

Q S With the warmer weather ending, 
what can I do to ensure a clean, healthy 
looking lawn well into the fall? 

A * One of the major obstacles to fall lawn 
maintenance is handling the large number of 
leaves that can collect in a seemingly short 
time frame. Raking or blowing the leaves 
can mean a significant increase in time and 
man-hours spent on lawn maintenance in 
the cooler months. An excellent and hassle-
free way of addressing this problem is to 
invest in a leaf mulching kit. 

Not to be confused with a grass mulching 
kit, which is a distinct piece of equipment 
that serves a separate function, leaf 
mulchers are bolt-on attachments that fit 
underneath mowers. Rather than blocking 

¿ ¡a 
Steve Farmer 

the mower discharge, leaf mulchers enable 
the foliage to be completely ground and 
evenly distributed across the entire cutting 
swath of the mower. The discharge is so fine 
that lawns will retain an attractive appearance 
without raking or blowing either before or after 
mowing. An added advantage is that the newly 
shredded leaves will act as a mulch, protecting 
the lawn throughout the cooler months. 

Q « I'm very happy with a new mower I 
bought this season, but I'm concerned 
about how it will survive the winter. 
What is the best way to make sure it will 
run well when I need it next spring? 

A t There are a number of commonly 
overlooked steps you can take to properly 
prepare your equipment for winter storage, 
thereby preventing problems in the spring. 
For example, some people who own gas-
powered mowers faithfully drain the gas 
because they are concerned about the effects 
of freezing temperatures on the gas in their 
fuel system. What they may not realize is 
that even the smallest amount of residue 
will evaporate, drying out into a "varnish" 
that can harm the workings of the engine. 

A better approach is to completely fill the 
gas tank, and then treat the gas with some 
form of stabilizer. If you have engine-
powered equipment, it's also a good idea to 
change the oil before storing for the off-season. 

Another important measure that some 
people underestimate is the need to clean all 

c $ * ROCKY MOUNTAIN 
V TURF CONFERENCE 
^ te TRADE SHOW 

November 29* 30 fr December 1* 1994 
Colorado Convention Center * Denver* CO 

L A W N & L A N D S C A P E S E M I N A R S 
Postemergent Turfgrass Weed Management 
Preemergent Turfgrass Weed Management 

Herbicide Mode of Action: What it Means to You 
Nitrogen Leaching from Turfgrass: A Colorado Study 

The Fertilizer Label: What do all of those numbers mean? 
Drought-Resistance in the Kentucky Bluegrasses 

Classifying Kentucky Bluegrasses for Adaptation and Different 
Uses 

The Fate of Pesticides Applied to Turf: A Research Update 
Can Returning Grass Clippings Save Water and Fertilizer? 

Proceeds Support Turfgrass Research 

For attendee or exhibitor information call 
3 0 3 - 6 8 8 - 3 4 4 0 

* R M R T A « 
R o c k y M o u n t a i n R e g i o n a l T u r f g r a s s Assoc ia t ion 

P .O . B o * 29, F r a n k t o w n , C O 80116 

Organized by The Rocky Mountain Regional Turfgrass Association 
In Conjunction with Colorado State University Cooperative Extension 
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of Conventional Methods! 
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equipment thoroughly. Make sure you clean 
the mower of any grass, leaves or debris that 
may have adhered to the deck, paying 
particular attention to the underside. Once 
you are satisfied that the deck is clean, coat 
it with a quality rust preventive product. 

Finally, consider the mower blades. 
Sharpening the blades before storing your 
equipment is a good idea, although dull 
blades will not cause any harm. Generally, 
it's always a good idea to handle as much as 
possible during the off-season. 

Q S I've heard that you can run into 
trouble if your mower blades aren't the 
right sharpness. Why is this a concern? 
Are there any guide-lines I can use to 
prevent these problems? 

A « That's an excellent question. Problems 
resulting from blades that are too sharp or 
too dull are one of the most common yet 
preventable questions raised by customers. 

Many people sharpen their mower blades 
to a razor's edge because they believe the 
sharper the blades, the better the cut. But 
blades that are overly fine become suscep-
tible to costly damage when they come in 
contact with small rocks or roots which can 
nick the edge of the blade. 

The thinner the blade, the more likely that 
anything other than grass, even the smallest 
hidden stones, will chip the cutting surface. 
For this reason, it's a good idea to leave 
1/32 to 1/16 of an inch blunt edge on the blade. 

On the other hand, you don't want to 
allow your blades to wear down too much. 
Rather than cutting smoothly, dull blades 
leave a ragged edge which causes lawns to 
appear brown and unattractive. Therefore 
we suggest checking your blades frequently 
to make sure the cutting edge doesn't get 
any flatter than 1/8 of an inch. 

Care and maintenance of your mower 
blades on a regular basis is the best way to 
ensure longer blade life as well as a lush, 
well-manicured lawn. 

Q S My blade spindle-bearings seem to 
be failing a lot more often than they used 
to. Are there any warning signs that this is 
going to happen? How can I precent this? 

A « Spindle-bearing failure is not unusual, 
but fortunately, it is easily prevented. The 
most common reason spindle-bearings fail is 
the lack of lubrication. It's a good idea to 
lubricate your spindles at least once every 
24 hours of operation to keep them running 
smoothly all of the time. 

Unfortunately, when spindles deteriorate, 
there are often no warning signs. Occasion-
ally, however, you might notice an increase 
in the noise level. As with all equipment, 
it's a good idea to be aware of variations in 
the type of sound and noise level, checking 
to determine if the change could signal a 
significant problem. 

When purchasing a mower, it's a good 
idea to keep your question about spindles in 
mind. Ask about the service life of the blade 
spindles and the manufacturer's reputation 
in this area. Also question the dealer about 
the type of bearings on the model. Look for 
tapered roller bearings, which are more 
durable and long-lasting. 

And as long as you are greasing the blade 
spindles, be sure not to overlook other 
important areas. Remember that gauge 
wheels and universal shafts need to be 
lubricated after every eight hours of use, 
and make it a point to check the gear box 
lubrication level daily. 

Taking the time to follow through on 
these simple maintenance steps will reduce 
the mower's down-time, and ensure that it 
meets the cutting challenge in the future. a 

Steve Farmer is director of national sales at 
Woods Equipment Co., Oregon, III. 

Solid Stand Seeders 
• Rugged, dependable, 

precise 
• Non-corrosive, easy to 

calibrate seed cups 

• Tapered aggressive or 
curved slicing blades on 
4' or 6' Overseeders 

• 30 bushel hopper on the 
10' Primary Seeders 

• Pull type or 3-point 
Primary Seeders 

• Seed rates of 5 to 425 lbs. 
per acre 

All-Flex Mowers 

• 11' and 161/2' sizes available 

• Zero turn cutting 
without skips 

• Stays put on slopes -
in-line wheels 

• Floating decks with 
anti-scalp rollers 

• Rear discharge passes 
ANSI safety tests 

• Designed with the 
commercial operator 
in mind 

ChemPro Sprayers 
• Vehicle mounted or 

trailer sprayers 

• 20' level float booms -
stops boom bounce 

• Metercone™ nozzles -
excellent pattern, long life 

• Whirlfilters™-self cleaning 

• 100 - 370 gallon capacities 

• Poly and stainless tanks 

L A N D P R I D E H T U R F 
T h e c h o i c e in p r o f e s s i o n a l tur fcare . 
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CHARACTERISTICS OF 
FINE FESCUE SPECIES 

FINE FESCUES: ABUNDANT SUPPLY SPURS MODERATE PRICES 

CHEWINGS 
FESCUE Bunch Good Good High 

STRONG CREEPING 
RED FESCUE Strong Rhizomes Fair Fair Medium 

HARD FESCUE Bunch Poor Fair/Poor Low 

SHEEP FESCUE Bunch Fair/Poor Fair/Poor Low 

FOR REASONS ranging from environmen-
tal altruism to economic necessity, people 
are investigating methods to reduce the use 
of water, fertilizers and pesticides on turf. 
Fine fescues — a hardy, attractive, low-
maintenance turf — can help reduce turf 
input; and abundant supplies this fall have 
resulted in moderate prices. 

The group of grasses referred to as "fine 
fescues" are, as the name implies, members 
of the genus Festuca characterized by fine 
leaf blades. The fine fescues commonly 
used as turfgrass species include strong 
creeping red fescue (Festuca rubra rubra), 
chewings fescue (Festuca rubra 
commutata), slender creeping red fescue 
(Festuca rubra litoralis), hard fescue 
(Festuca longifolia) and sheep fescue 
(Festuca ovina). These grasses differ greatly 
from the much coarser tall fescue (Festuca 
arundinacea) in their appearance and 
cultural requirements. 

Fine fescues are well adapted to the cool, 
humid regions of North America with 
certain cultivars performing satisfactorily 
even in parts of the transition zone. Fine 
fescues tolerate infertile, droughty and 
acidic soils. They are adapted to sunny 
conditions, but they also persist better in 
shaded areas than other turfgrasses such as 
perennial ryegrass and Kentucky bluegrass. 

FERTILITY REQUIREMENTS. Hie nitrogen 
fertility requirements of fine fescues are 
quite low compared to other cool-season 
grasses. Hard and sheep fescues perform 
well with as little as 1 pound N/1,000 square 
feet per year, while strong and slender 
creeping red fescues and chewings fescue in 
turf situations require from 2 to 5 pounds 
N/1,000 square feet depending on the 

Species Growth 
Habit 

Tolerance to Traffic Thatch 
Low Mowing Tolerance Production 

environment and desirable turf density. 
Keeping nitrogen fertility to a minimum 

when managing turfs containing fine fescue 
can actually increase turf quality. Lower 
fertility levels, especially during times of 
high heat and humidity, appear to lessen the 
susceptibility of fine fescues to attack by 
fungal disease. 

Fine fescues require less water to maintain 
adequate turf quality and have the ability to 
survive, and even thrive, under conditions 
that would result in severe stress in many 
bluegrass and ryegrass cultivars. This is 
accomplished through a variety of physi-
ological and morphological mechanisms 
including low évapotranspiration rates and 
thick cuticles. Hard and sheep fescues, in 
particular, will maintain their color and leaf 
turgor with little supplemental irrigation. 

Following long dry periods fine fescues, 
especially chewings fescue and strong 
creeping fescue, also have the ability to 
recover quickly when water becomes 
available. This characteristic helps maintain 
a dense turf even if dormancy sets in during 
an extended drought. 

END0PHYTES. Plant breeders have begun to 
develop and release chewings, hard and 
strong creeping red fescues containing the 
seed borne endophytic fungus Epichole 
typhina. 

The benefits of the endophyte in fine 
fescues are similar to those conferred by the 
endophytes in perennial ryegrass and tall 
fescue: resistance to many foliage-feeding 
insects, enhanced drought tolerance and 

(continued on page 80) 

Improved fine fescues are good for maintaining ground cover in low maintenance areas. 

78 OCTOBER 1994 • LAWN & LANDSCAPE MAINTENANCE 



LOOK BEYOND ORNAMENTALS TO 
A TOUGH TURF INSECTICIDE 

Get tough with Mavrik* Aquaflow. Mavrik isn't just for ornamentals anymore. 
New tested, proven rates make it one of the toughest turf insecticides on lawns 
today. It controls a broad range of hungry surface feeders and nuisance pests -
„ from chinch bugs, fleas and bluegrass billbugs to sod webworms, 
^ ^ ¿ i n j beetles and mites. Mavrik is odorless, requires no cholinesterase 

testing, and has low active ingredient per acre. Mavrik Aquaflow. 
Tough performance that's hard to beat. To receive your FREE 

B 0 ® d brochure and product label, call 1 - 8 0 0 - 4 3 5 - T U R F (8873) . 

.3 S A N D O Z Read and follow label directions carefully. Mavrik* is a registered trademark ol Sandoz Ltd. 01994 Sandoz Agro. Inc. 
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Seed News 
(continued from page 78) 

improved turf persistence. In the fine 
fescues, however, the presence of the 
endophyte has also been documented to 
reduce susceptibility to summer patch and 
dollar spot diseases. 

COMPATIBILITY« Few grass species are as 
compatible in mixtures as fine fescues. Fine 
fescues are not overly competitive during 
early establishment and therefore may be 
readily combined with difficult-to-establish 
species such as Kentucky bluegrass. 

The seedlings have enough vigor, 
however, to compete with rapidly growing 
ryegrasses. Once established in polyspecie 

An example of a sheep fescue (festuca 
ovina) plant. 

mixtures, the narrow-leaved fine fescues 
blend in well with the coarser-bladed 
Kentucky bluegrasses and perennial 
ryegrasses. 

SPECIES SPECIFICS. While the fine fescues 
often are treated as a homogenous group, 
differing anatomical, morphological and 
physiological attributes give each of the 
species its own particular attributes and 
optimum areas for use. 

Strong creeping red fescue is the most 
commonly used fine fescue species. The 
species is strongly rhizomatous and forms a 
moderate to dense turf width. It is quite 
compatible with other turfgrasses and is 
most often used in combination with 
Kentucky bluegrass and perennial ryegrass. 
In these mixes, strong creeping red fescue 
will dominate in stressful areas such as in 
the shade and on sandy soil. 

Slender creeping red fescues, like the 
strong creeping fescues, form rhizomes 
which gives them the ability to fill in 

damaged turf more rapidly than bunch-type 
grasses. Slender creeping fescue is well 
adapted to fairways, tees, ornamental lawns 
and other closely mown turfs. 

Several slender creeping fescue cultivars 
have been found to tolerate high salt levels. 
This makes them a good choice for use in 
coastal areas, on the borders of roads and 
walkways where salt is used for wintertime 
de-icing and where turf managers are forced 
to use low quality irrigation water. 

Chewings fescue is a bunch-type grass. 
When seeded alone, it forms a turf that can 
be cut quite low (less than 0.5 inches) and 
still maintain its density. Chewings fescue is 
often included in polyspecie blends with 
bluegrass, ryegrass and creeping red fescue. 
It also performs well when combined with 
hard fescue and/or sheep fescue for use in 
low maintenance areas. The major 
drawback to chewings fescue is its tendency 
to form thatch. 

Hard fescue is also a bunch-type grass. 
Hard fescues are slow to establish, but once 
they have grown in they tolerate heat and 
moisture stress better than the other fine 
fescues. Hard fescues are slow to grow and 
do not recover well from wear. In areas that 
receive little or no traffic pressure, however, 
hard fescues can produce better quality turf 
than the other fine fescues. 

Sheep fescue is a bunch-type grass that 
may vary in color from blue-gray to dark 
green. Like the hard fescues, most sheep 
fescue varieties have only fair to poor wear 
tolerance and recuperative ability. The 
drought and shade tolerance of sheep 
fescues is excellent. 

OVERALL USE. Fine fescues can be used in 
multiple settings including golf courses, 
roadsides, parks and homes and institutional 
lawns. Their use in any of these settings can 
allow for lower levels of fertilizer and other 
inputs. 

The largest percentage of fine fescue seed 
in North America is used in turfgrass 
mixtures for home and institutional lawns. 
These mixtures typically consist of 20 
percent to 60 percent fine fescue with the 
rest a combination of Kentucky bluegrass 
and ryegrass. 

The quality of the varieties in these 
mixtures can vary greatly, so the wise 
consumer should check labels listing the 
components carefully. Best long-term 
results are obtained by avoiding mixtures 
containing annual ryegrass, and to choose 
mixtures that contain proprietary rather than 
common-type fine fescue. 

Many state departments of transportation 
specify fine fescues — particularly hard 
fescue — for use on roadsides. Because of 
their slow rate of vertical elongation and 
relatively low mature plant height, fine 
fescue based roadside mixtures require 
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Creeping red fescue/perennial rye mix. 

relatively few mowings. 
In the upper Midwest where salt is applied 

to the roads in the winter, slender creeping 
fescues are also frequently recommended 
for use on roadsides because of their 
tolerance to saline conditions. Fine fescues 
also are used on roadsides because of their 
persistence. A study in Virginia recently 
found that some fine fescue cultivars 
maintained ground cover better than even 
tall fescue in actual roadside testing 
situations. 

The same traits which make fine fescues 
desirable for use on roadsides make them 
useful for low maintenance areas on golf 
courses such as roughs and bunker faces. 
Fine fescues can also have a place in the 
more manicured areas of a golf course. 

In regions with maritime environments 
like the Pacific Northwest and New 
England, chewings fescue in combination 
with perennial ryegrass and sometimes hard 
fescue can produce durable and attractive 
fairways and tee tops. 

LOWER PRICES. Canada is the world's 
largest producer of common (non-propri-
etary) strong creeping red fescue. For the 
past two years, Canadian creeping red 
fescue production has been well in excess of 
normal demand. This has led to a dramatic 
decrease in prices for both common and 
proprietary creeping red fescues. The lower 
prices in turn have brought down prices of 
other fine fescue species. 

The decline in fine fescue prices has led to 
the increased use of fine fescue in some 
turfgrass mixtures, especially low-cost 
mixes which contain annual ryegrass. Low 
inventories of annual ryegrass raise prices to 
the same or even higher than common red 
creeping fescue prices. • 

Stephen Johnson is senior research scientist 
for International Seeds, Tangent, Ore. 

T H E M C G R E G O R C O M P A N Y 

McGregor APS Sprayer slips in the back of nearly any vehicle on your turf operation. 

Available with tank sizes from 50-gal. to 150-gal. and the new, 115-gal. low profile elliptical 
tank, a three section 20-ft. self centering wet boom, roller, centrifugal or diaphragm pump, 
Briggs and Stratton or Honda engine, electric boom fold up, sonar system, foam marker, 
monitor system, manual or electric hose reel and much more. 

Integrity • Innovation • Expertise 

D i s t r i b u t o r Dealer Inquiries Welcome 

L I L L Y Î M I L L E R . 1 800-727-9160 
F e r t i l i z e r & T u r f P r o d u c t s 
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D E S I G N I M A G I N G G R O U P 
C o m p u t e r I m a g i n g f o r t h e L a n d s c a p e I n d u s t r y 
B u s i n e s s is b o o m i n g for L a n d s c a p e r s d u r i n g t h e 
s p r i n g m o n t h s , t h e tr ick is to k e e p that p a c e u p 

t h r o u g h the s u m m e r & fall . 
"Typically arlies would slow down after the hisy soring season; this year we started offering our customers a 
la/ulsoa/x' imaging service that helped us keep sales strong. We do 10 to 15 images a week and dosed an additional 
$22,000 ui business the first week we offered it. The system more than ¡xiid for itself the oery first week." 

Vyias Dulartes, ChaleHand, Ohio 

K e e p s a l e s s t r o n g t h r o u g h t h e F a l l m o n t h s 

Redefine the way landscape designs are proposed 
Increase your bottom line by offering this key service 

" G e n e s i s " , t h e easy t o l e a r n a n d use 
c o m p u t e r i m a g i n g s o f t w a r e f r o m D e s i g n 
I m a g i n g G r o u p , w i l l h e l p g r o w y o u r 
bus iness a n d a t t r a c t n e w c u s t o m e r s . Most 
c u s t o m e r s , (8(Wt) c a n n o t v i s u a l i z e a f i l i a l 
des ign f r o m a b l u c p r i n t . . . n o w y o u c a n 
e a s i l y s h o w t h e m y o u r n h o t o - r e a l i s t i c 
r e n d e r i n g o f t h e i r f i n i s h e d project. 

• Save time and increase the professional 
image of your company 

• Increase your customer base and sales by 
offering this creative service 

To better serve the east coast states Design 
Imaging Group now has a New Jersey branch 

Also come and visit us at the following fall trade ' 
shows. 

Southwest HorUn Arizona & Pacific Hort. in Ca. 1 

DIG landscape imaging products 
outsell all other imaging products 
10 to 1 Call us to find how why. 
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ENVIRONMENTAL INDUSTRIES Inc., 
Calabasas, Calif., named Richard Sperber 
president and chief operating officer of its 
construction division. Sperber also holds the 
title of president of Valley Crest Landscape 
Inc., a construction subsidiary of Environ-
mental Industries. Sperber is responsible for 
developing branch operations in 10 states. 

Environmental Industries also appointed 
Phi l Y o u n g director of human resources. 
Young formerly served as human resources 
manager at the ABEX/NWL Aerospace 
Division. 

Chapel Valley, Woodbine, Md., promoted 
J a m e s R e e v e to Maryland landscape 
branch manager, in charge of 30 employees 
and $1.5 million in annual sales. Reeve 
coordinates commercial design/build and 
landscape projects in Maryland and 
Washington, D.C. 

The Davey Tree Expert Co., Kent, Ohio, 
elected T h o m a s M u r d o u g h Jr . to its board 
of directors. Murdough is president and 
founder of the Step 2 Corp. in Streetsboro, 
Ohio, and founder of The Little Tikes Co. 
He replaced T h o m a s B l a z e y who retired in 
May from the board of directors. M i c h a e l 
W e b e r joined The Davey Tree Expert Co.'s 

Sperber Murdough, Jr. 

Santa Clara, Calif., residential-commercial 
office as district manager. 

C a t h y Thrash, formerly of Gardens 
Landscape Co., now serves as sales 
manager for Environmental Accents, a full-
service landscape company in Houston. 
Thrash plans to add grounds maintenance to 
Environmental Accent's range of services. 

Kawasaki Motors Corp. appointed 
Hisayoshi Hosoi as executive vice 
president, a newly created position. Hosoi 
oversees the company's research and 
development and technical services. 

EverGreen International appointed K e i t h 
Tul ly North American sales manager for the 
EasyRake line of outdoor power equipment. 
Tully formerly served in a regional territory 
position for Skil Corp. The company also 

named B r a d o n Barnes chief engineer, 
responsible for research and product 
development, and I n g r i d Corser account-
ing assistant. 

Griffin Corp. named Dr . Richard Coll ier 
director of regulatory affairs, in charge of 
developing registration services and helping 
the company comply with government 
regulations. Collier formerly served as 
director of the center for environmental and 
regulatory information systems for Purdue 
University. 

Lofts Seed appointed John B r a d e r 
manager of its Maryland facility. Brader 
replaces John P a t t o n who was named 
national sales coordinator. Lofts added 
Vickie Wa l lace as technical service 
coordinator, to assist Patton in sod seed 
sales and other areas. Lofts also promoted 
M i c h a e l Ce l le t to to vice president of 
finance and operations. He formerly served 
as comptroller. 

Lebanon Chemical Corp. appointed H a r r y 
M a t h i s corporate director of purchasing, 
responsible for administering and oversee-
ing all aspects of Lebanon's purchasing. 
Mathis formerly served as national sales and 
marketing manager. B 

EH-12 HEAD 

EH-12 EMITTER 
FILTER A BETTER IDEA BY DESIGN 

A logical idea —Drip irrigation in a 
head —twelve individual pressure 
compensating outlets. The patent-
ed filter is built right into the unit 
and good filtration is what makes 
drip work. 

Drip irrigation designed for 
landscape — not adapted to it. 
Call or write for more information. 

o OLSON 
IRRIGATION 
SYSTEMS 

10910 Wheatlands Ave. 
Santee, CA 92071 
619 562-3100, 800 770LS0N 
FAX: 619 562-2724 

THIS POLECAT CAN 
RAISE PROFITS 

PRETTY EASILY TOO 
The Polecat does more than just make it easy to do grounds 
maintenance. This bucket lift can also raise your bottom line by 
lowering operating and insurance costs while • ^ 
dramatically raising productivity. 

You see, it's fully self-propelled and hydraulically 
controlled by the operator in the 

bucket, so you can move 
in any direction with 
unprecedented ease. 
Available with a variety of features, 
the Polecat can be configured to 
suit any application. 

For the full story, call 1-800-8 
POLECAT, In Florida: 305-226-0621 

or write Polecat of Miami: 12000 
SW 45th St., Miami, 

Florida 33175 

FCLeCTCTT 
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Products 
Progress Products offers a 27-minute VHS 
training video on snow plowing, including 
how to save money on equipment repairs and 
operate more efficiently. Other topics include 
dress and equipment, hook-up, plow 

maintenance and salting. 
The video also outlines how to plow safely, 

avoiding property damage, breakdowns 
during storms and blown transmissions or 
clutches. A handout with test and answers is 
included. 

The training video costs $59.95 plus $5 
shipping and handling. 
Circle 126 on reader service card 

PRODUCT SPOTUGHT 
A "CLOSED" SPRAY boom from 
Environmental Technologies is hilled to 
improve personal and environmental safety 
and eliminate drift. 

The Drift Guard B180 replaces the 
standard "open" boom on new and existing 
sprayers. Integrated design ensures no spray 
buildup on the shroud or drift seal. The B180 
comes standard with nozzle flow monitors. 
Wing lift actuators are available. 

Two additional Drift Guard models are also 
available: a 7-foot walking boom with "wings" that follow ground contours and fold for 
easy transport and storage: and a 6-foot front or rear mountable sprayer that replaces the 
cutting deck on front mowers. The FM/TM60 has a 35-gallon tank, 12-volt pump and jet 
agitation. Both models come with a flow monitor and digital speedometer. 
Circle 125 on reader service card 

The W a r r e n Model AC-1410 self-contained 
spreader mounts on pick-up, light-duty dump 
and flat trucks. Powered by an air-cooled 
engine with full cab controls, it spreads 
abrasives and/or chemicals for ice and dust 
control. 

The conveyor is 14 inches wide with a 4-
inch by 8-inch maximum feedgate opening. 

Optional attachments include hopper 
screens, electric throttle, inverted "V" shield, 
side extensions and hydraulic drive. 
Circle 127 on reader service card 
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Handwritten Typewriter DOS personal computer SuperScape for Windows 

1894 1924 1984 

Evolution . . . 
You wouldn't think of send- hard to use. 

1994 

RBioumow 
ing a crew out with a push reel 
mower. So, why keep trying to 
process your paperwork by hand? 
Take advantage of the Windows 
Revolution. Over 30 million PC 
users have. They have discovered 
that computers don't have to be 

SoftQuest, Inc. 

SoftQuest offers the 
SuperScape landscape mainte-
nance software as your passport 
to the Windows Revolution. 
Everything you need from auto-
matic billing to work orders is 
provided with the point and click 
ease of Windows on either your 
Macintosh or PC computer. 

SuperScape guides you with 
simple graphic symbols, so you 
don't have to memorize compli-
cated commands. It's time to 
quit waiting for evolution; join 
the Revolution. 

CALL TODAY 

8 0 0 - 2 9 9 - 9 9 9 1 
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The ATROL II 72-hour activity recorder 
horn Abbot t Tachograph accurately 
reports all stops and starts, as well as what 
time each occurred within a three-day period. 

The ATROL II recorder mounts in the 
vehicle cab or on the fire wall with four bolts. 

No wires or cables are necessary. 
The activity recorder is equipped with an 

electronic clock that runs on a 1 1/2-volt 
battery. The ATROL II is compact, weighing 
less than 4 pounds. 

Abbott Tachograph also offers the ATROL 
II in 12-hour, 24-hour and 7-day models. 
Circle 128 on reader service card 

Terra In te rna t iona l offers the insecticide 

Diazinon 5 Bait to its Riverside® product 
line. 

The granulated insecticide controls fire ants, 
army worms, mites, billbugs, ticks, chiggers, 
crickets, wasps, fleas, moths, leafhoppers and 
white grubs in lawns and other recreational 
areas. In gardens, Diazinon 5 Bait controls a 
number of common garden insects. It comes 
in 40-pound bags. 
Circle 129 on reader service card 

The 96-10-24 model Stellar Shutt le 
hydraulic hook lift loader is used at sites 
where a short wheelbase, single rear axle 
truck with a heavy load carrying capacity is 
needed. The 96-10-24 is designed to fit trucks 
with a cab-to-axle (CA) measurement from 
84 feet to 102 feet and a gross vehicle weight 
rating of 25,000 to 33,000 pounds. 

The 96-10-24 can load a body with a gross 
weight of up to 24,000 pounds from the 
ground up onto the truck in less than 1 
minute. The loader can then dump the 
24,000-pound load up to a 51-degree dump 
angle just like a normal dump hoist. Body 
lengths may vary from 10 feet to 13 feet long 
and still achieve a maximum dump angle. 
All operations can be controlled from the 
truck cab. 
Circle 130 on reader service card 

Nat iona l M o w e r offers a deluxe model of 
its 68-inch riding reel type mower. The new 
model is priced at $5,400, allowing 
professional grooming and trimming in one 

compact mower. Compared to similar-sized 
rotary mowers that cost $15,000 and up, the 
Deluxe 68-inch is said to provide substantial 
savings and capabilities not found with 
rotary mowers. 

The Deluxe 68-inch includes electric 
ignition and gauges. It has been engineered 
to provide a fast, 7-mph transport speed. 
Users find that it grooms half an acre in 
about 15 minutes. Specially designed with a 
low center of gravity and a high efficiency 
transmission, users can have this one mower 
cut almost any terrain including steep 
inclines, hills and crowns. 
Circle 131 on reader service card 
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The "Spacemaker Kit" from 
One-Up Inc. provides more 
hauling area on lawn service 
trailers and other trailers. One 
or more "mowers-up" 
provides extra hauling area 
underneath. 

The kit's break winch 
allows for fast loading and 
unloading. Additional ramps 
can be purchased for loading from the curb. 

Remove the Spacemaker from the trailer and use free standing or 
as a service lift or for storage underneath. 

The Spacemaker can be customized for storing a multitude of 
other equipment. 
Circle 132 on reader service card 

Metos-Compact, developed by Got t f r ied Pessl Co., offers a 
complete weather station, including air temperature, relative 
humidity, rainfall, soil temperature, a photocell and two leaf 
wetness sensors. The Metos-Compact includes a solar panel for 
continuous operation, a serial communications port for date 
transfer to personal computers by direct line, telephone or radio 

modem, and comprehensive 
communication and data 
management software. 

The advantages of this 
system include helping to 
reduce pesticide applications 
for many insect pests and for 
dollar spot, pythium blight, 
brown patch, and anthra-
cnose diseases. It also gives 
optimum timing of required 
treatments. 
Circle 133 on reader 
service card 

I r rometer Co. released a 14-minute videotape, "Irrigation 
Management - Soil Moisture Measurement and Control." It 
outlines the technology of soil measurement and how landscape 
irrigation systems can be made to operate "automatically " by 
applying only the water actually needed by the plants or turf. 

The video covers both the Irrometer tensiometer as well as the 
newest technology, the Watermark sensor. It also shows how to 
design and apply the sensors to various landscape situations, and 
demonstrates available savings in water and labor. 
Circle 134 on reader service card 

Peugeot Citroen offers a 2.5-liter diesel, resulting from an 
intensive research and development program. 

The naturally aspirated version of the new diesel (model DJ5) 
delivers 86 h.p. at 4,350 rpm. Turbocharged versions (model 
DJ5T) deliver 103 h.p. They are smaller and lighter and produce 
lower sound and emission levels, while at the same time improve 
engine durability, reliability and efficiency. 

New features of the DJ5 
and DJ5T dieseis are found in 
the cylinder block, cylinder 
head, reciprocating parts, 
timing, camshaft, fuel 
system, glow plugs, intake/ 
exhaust, cooling, lubrication 
and emissions control. 

The thin-wall cast-iron 
block of the new engine is 

Fertilizers For All Of 
Your Seasons. 

For All Of 
Your Reasons. 

3 

34-3*8 
Fertilizer 

Professional 
Turf "Products 

32-3-10 
Fertilizer 

Professional 
Turf" Products 

21-28-7 
Fertilizer 

Professional 
Turf" Products 

Consistent. Reliable. Responsive. Flexible. 
These are a few of the characteristics you look for 
in a fertilizer supplier. According to our customers, 
they describe The Andersons quite accurately. 
The Andersons prides itself on having a full 
range of high-performance Professional Turf™ 
fertilizer formulations ready to help you respond 
to your most stringent soil conditions and turf 
requirements. 
With over a dozen standard blends, you can 
depend on The Andersons fertilizer products to 
help you deliver the superior results you need to 
meet your customers' expectations and keep 
them happy throughout the year. 
For a full-line look at all we have to offer, call 
us today. 

The Andersons Professional Turf Products. 
Uniformly The Best In The Business. 

1-800-225-ANDY 
the professional's 
partner® 

Andersons 
©1993, The Andersons 

LAWN & LANDSCAPE MAINTENANCE • OCTOBER 1994 
USE READER SERVICE #33 87 



split. One section houses bearing caps; the 
other, the crankshaft. Overall rigidity, 
reduced vibrations, improved sealing at the 
ends of the crankshaft and more compact 
dimensions result. 
Circle 135 on reader service card 

Dursban 50W insecticide in water soluble 
packets, manufactured by DowElanco. is 
now available in an easy-to-use resealable 
plastic pouch. 

Previously, eight, 4-ounce water soluble 
packets were provided in a cardboard 
cylinder container. The new pouch contains 
seven 4-ounce packets. 

The package has another advantage: 
Because it contains less than 1 pound of the 
active ingredient chlorpyrifos, it is consid-
ered a non-regulated product under 
Department of Transportation regulations. 
Circle 136 on reader service card 

Cat Pumps offers a new ultra-compact high 
pressure plunger pump. The Model 70 Pump 
is 70 percent smaller than most 5000 psi 
pumps and delivers an impressive 4.5 gpm at 
5000 psi. Its compact size makes it ex-
tremely portable and offers greater flexibility 
where high pressure is needed to get the job 
done. This powerful, lightweight pump is 

ideal for commercial and industrial cleaning 
and sandblasting, injection of fertilizers and 
pesticides and tube cleaning. 

The drive-end is built with proven quality 
components: chrome-moly crankshaft for 
strength, Zamac connecting rods for superior 
bearing quality and oversized bearings for 
maximum load capacity and long life. The 
wet-end is housed in an oversized, forged, 
high-strength alloy manifold for endurance 
under high pressure conditions. 
Circle 137 on reader service card 

The Moisture Smart watering gauge is a 
miniature evaporimeter that indicates the 
timeliness and appropriate amount of 
irrigation for plants and lawns. It visually 
and easily permits the user to know the 

amount of water required to replace that 
which has evaporated since the previous 
rainfall or irrigation. 

The Moisture Smart Watering Gauge is a 
unique instrument that accurately measures 
the water requirement of turfgrass area. The 
user places or "plants" the Moisture Smart 
Watering Gauge in a selected turf area. The 
instrument then begins accounting for 
evaporation, rainfall, irrigation and soil-
stored moisture within the turf area's 

established micro climate. 
Circle 138 on reader service card 

M O W I N G 
A S S I S T A N T 

F R O M T H E L E A D E R S IN 
S O F T W A R E F O R T H E 

C H E M I C A L L A W N C A R E 
I N D U S T R Y , C O M E S T H E 

W I N D O W S - B A S E D S O F T W A R E 
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L A W N 

A S S I S T A N T 

F O R N I N E Y E A R S , 
T H E # I S O F T W A R E F O R 

T H E C H E M I C A L DAWN C A R E 
I N D U S T R Y . L O O K F O R 
O U R N E W E S T V E R S I O N 
AT T H E I 9 9 4 G R E E N 
I N D U S T R Y E X P O T H I S 
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THIS PART-TIMER RUNS HIS BUSINESS LIKE A PROFESSIONAL 

DENNIS SLOAN teaches 6th grade 
science, along with a couple PE classes, in 
the Ardmore, Okla., public school system. 
When he leaves school, he puts on another 
hat and becomes "Sloan Landscape 
Services." Sloan has made a science out of 
operating his business, to make maximum 
use of his spare time and generate income 
year-round. 

Sloan started mowing lawns out of neces-
sity when the first teaching job he found 
was part time. But when full-time teaching 
came his way, he gave up the mowing 
business and chalked it up to a good learn-
ing experience. That was until he discov-
ered his customers wouldn't let him go. 

After trading in that first mower for 
another 21-inch unit with a 5-h.p. engine, 
he made the decision to keep the mowing 
business going. Soon he bought a 36-inch 
walk-behind unit with an 11-h.p. engine. 

Sloan's business continued to grow, as he 
refined his operation and established new 
services like dethatching and fertilizing. 
Finally, in 1990, he decided it was time for 

Dennis Sloan uses his 48-inch rider to mow 
this large St. Augustine lawn. 

a riding mower. He traveled to Oklahoma 
City, Tulsa and Dallas to look at several 
makes of riding mowers. Then he saw an ad 
for Walker mowers in a trade magazine and 
called the company's 800 number. He was 
referred to a Walker dealer in Stillwater and 
they agreed to demonstrate one of the 
compact riding mowers for him. He ordered 
one on the spot. 

"It was nearly a disaster, though," recalled 
Sloan. "When I told my wife I had just 
ordered a $7,000 mower, she nearly fainted. 
'Cancel the order,' she said. I called the 
dealer, but they were already on the way to 
deliver it. So, we took it, and I've been glad 
ever since." 

In fact, Sloan now has three Walker 
mowers. With his teen-age son at home, he 
bought a second unit in 1991. When both 
were using the 36-inch models they could cut 
eight 7,000-square-foot lawns in four hours. 
"We once did a 7,000-square-foot lawn in 20 
minutes," he said. 

Now, his son is away at college, but Sloan 
uses the second unit as a back-up. And when 
weather puts him behind, he sometimes 
enlists the help of his mechanic, Dan Tanner, 
to operate the second mower. Last year, he 
added another Walker, a 48-inch model with 
a 20-h.p. Kohler engine. He uses the 48-inch 
unit on two larger lawns, plus keeps it as a 
demonstration unit. 

"I'm working on the possibility of setting 
(continued on page 93) 

Without 
advertising, 

a terrible 
thing 

happens... 

NOTHING. 

DISCOVER The Savings At LONGHORN 

BACKFLOW DEVICES 

To advertise in LLM call 800-456-0707 

Pressure Vacuum Breaker 
Pressure Vacuum Breaker 
Double Check Assembly 
Double Check Assembly 

IRRIGATION 

LANDSCAPE 

42.35ea 
45.88ea 
45.35ea 
50.59ea 

3/4MAtmospheric Vacuum Breaker 10.00ea 
1" Atmospheric Vacuum Breaker 13.53ea 
3/4M Reduced Pressure Assembly 96.70ea 
1" Reduced Pressure Assembly 105.12ea 

Three or More Mix or Match 

800-284-0205 
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441 

Professional Growth with 

'Principles of Turfgrass Management' 
A home study course certified by the Professional Lawn Care Association 

of America and The University of Georgia. 

Expand your professional • Train at home to master up-to-
knowledge — at your own pace. date turfgrass management 

Increase customer c o n f i d e n t ^ principles conveniently and cost-

Become a Certified Turfgrass e e c t * v e 'y ' 
Professional. 

Write to: Karen Bishop, 
Georgia Center for 
Continuing Education, 
Room 191, The 
University of Georgia, 
Athens, Georgia 30602-
3603, or call 1-800-542-
8097. 

Approved for 
pesticide applicator 
recertification in many 
states. 

USE READER SERVICE #44 
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Calendar 
NOV. 5 - 8 IA International Irrigation 
Exposition, Inforum/Apparel Mart, Atlanta. 
Contact: Irrigation Association, 5260 Willow 
Oaks Corporate Dr., Suite 120, Fairfax, VA 
22031; 703/573-3551. 

NOV. 8 - 1 1 Turf and Grounds Exposition, 
Rochester Riverside Convention Center, 
Rochester, NY. Contact: New York State 
Turfgrass Association, 518/783-1229. 

NOV. 1 0 - 1 2 1994 Equipment Show and 
Conference, West Palm Beach, Fla. Contact: 
Landscape Maintenance Association, 41 Lake 
Morton Dr., Suite 26, Lakeland, FL 33801; 
813/680-4008. 

NOV. 1 4 - 1 7 Green Industry Expo, St. Louis, 
Mo. Co-sponsored by the Associated 
Landscape Contractors of America, the 
Professional Grounds Management Society 
and the Professional Lawn Care Association 
of America. Contact: GIE, 1000 Johnson 
Ferry Road, NE, Suite C-135, Marietta, GA 
30068-2112:404/973-2019. 

NOV. 1 5 ALCA Certified Landscape 
Professional exam, St. Louis, Mo. Contact: 

ALCA, 12200 Sunrise Valley Drive, Suite 
150, Reston, VA 22091; 703/620-6363. 

NOV. 1 5 - 1 6 1994 Business Short Course, 
Worcester Mariott, Worcester, Mass. Contact: 
Kathleen Carroll, UMass Cooperative 
Extension System, 413/545-0895. 

NOV. 1 6 - 1 8 Landscape Design Short Course 
II for Residential Properties, Advanced 
Design, Richfield. Contact: Ohio Landscapes 
Association, 216/659-9755 or 800/335-OLA1. 

NOV. 1 7 - 1 9 Tree Care Industry Expo, 
Pennsylvania Convention Center, Philadel-
phia. Contact: National Arborist Association, 
800/733-2622. 

NOV. 1 9 Women in Horticulture Conference, 
Double Tree Suites (Southcenter), Seattle, 
Wash. Contact: Anne Bustion, 206/525-7844 
or Lyn Dillman, 206/937-2815. 

NOV. 2 8 - 2 9 Southern Turfgrass Association 
annual conference and show, Memphis Cook 
Convention Center, Memphis, Tenn. Contact: 
STA, 1611 St. Andrews Dr., Lawrence, KS 
66047:913/749-5885. 

NOV. 2 8 - 3 0 North Central Turfgrass 
Exposition, Pheasant Run Resort, St. Charles, 
111. Contact: NCTE, 11 S. LaSalle, Suite 1400, 
Chicago, IL 60603; 312/201-0101. 

Nov. 29-De«. 1 New Jersey Turfgrass Expo 
94, Taj Mahal Hotel and Casino, Atlantic City. 
Contact: New Jersey Turfgrass Association, 
P.O. Box 340, Milltown, NJ 08850-0340; 201/ 
932-9453. 

NOV. 30-DEC. 2 Landscape Design Short 
Course V for Residential Properties, Planting 
Design, Richfield, Ohio. Contact: Ohio 
Landscapes Association, 216/659-9755 or 
800/335-OLA 1. 

DEC. 5 - 6 Tree Hazards: The Ultimate Session 
seminar with Dr. Alex Shigo and physicist 
Claus Mattheck, Sturbridge Host Hotel, 
Sturbridge, Mass. Contact: John Kirkland, 
Tree Care Educators, 503/254-0482. 

DEC. 6 - 9 Ohio Turfgrass Foundation's 28th 
Annual Conference and Trade Show, 
Columbus. Contact: Julie Guenther, OTF, P.O. 
Box 14824, Columbus, Ohio 43214-0901:614/ 
261-6750. • 

THE LINE-WARD 
LINE-LAYER 
P R E F E R R E D B Y 
P R O F E S S I O N A L S 
F O R O V E R 
1 6 Y E A R S 

• H a n d c r a f t e d , S o l i d 
C o n s t r u c t i o n 

• M o v e s O n T r a c k s , Not 
W h e e l s , For S u p e r i o r 
T rac t ion 

• Ef f ic ient , All-
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• Ever Re l i ab le K o h l e r 
16 Hp. E n g i n e -
O p t i o n a l E lect r ic S ta r t 

• U p To 16" In D e p t h 
• Q u i c k S e r v i c e & P a r t s 

De l i ve ry 
• Bor ing A t t a c h m e n t 
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F o r p i p e o r c a b l e 
i n s t a l l a t i o n , 
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L i n e - W a r d C o r p . 
157 S e n e c a C r e e k R o a d 
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Mr. Accountant is the time proven, 
complete business management 

system for only $695.00. 
Invoices-Statements-Job Costing-Sales 
Tax/Finance Charge Computation-Aging 

Reports-Truck Scheduling/Routing-Chemical 
Application Reports-Plant and Irrigation Part 

Inventory-Lead Tracking-Proposals 
Accounts Payable-Payroll-Check 

Writer-General Ledger-Mailing List-Equip-
ment Maintenance-Completely Menu 

Driven-Simple to Use-Customization and 
Multiuser Version Available 

Designed specifically for landscape main-
tenance, landscape installation, pesticide ap-

plication and irrigation companies 
Serving the green industry since 1987 

1032 Raritan Rd. 
Cranford, NJ 07016 

(908)272-1398 
Fax:(908)272-8729 

6562 Boca Del Mar Dr. 
Boca Raton, Fl 33433 

(407)750-8442 
Fax:(407)367-0743 

Call for FREE Demo Disk! 
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Buyers' Market 

^ m The new model YZ48 walk-behind 
from Yazoo Manufacturing Co. Inc. is a 
commercial mower designed with all 
industrial grade components to provide 
operators with high-production mowing 
capability. 

Featuring a 48-inch cut, this new 
midsize, walk-behind unit operates with a 
durable 14-h.p. Kawasaki engine. The 
cutting deck is constructed of 10-gauge 
steel with seven-gauge reinforcements. 
Cutting height can be adjusted in 1/4-inch 
increments between 1 and 4 inches. 

Twin "V" band drive belts offer 
operators extra traction while dual-
traction belt idlers provide additional 
downhill control. 

Like all Yazoo walk-behind mowers, 
this model is designed to mow heavy 
grass and take the punishment of tough 
mowing conditions. 
Circle 163 on reader service card 

The EAGLE 44, manufactured by AmeriQuip, 
is a trailer-mounted, articulated aerial lift with a 25-
foot side reach and 44-foot working height. It 
features positive bucket leveling, 360-degree 
continuous rotation and offers outstanding portability 
for easy access for a variety of maintenance tasks. 

An electrically operated proportional control valve 
featuring joystick operation with neutral position 
interlock allows simultaneous two-function operation 
and complete feathering capability. Heavy-duty, 
quick-adjust outriggers are an integral part of the lift. 

Ease of operation and portability make the EAGLE 
44 ideal for most maintenance tasks requiring aerial 
access. 
Circle 160 on reader service card 

• • The Toro,M ProLine lawn care 
equipment is designed for commer-
cial use and offers a complete line of 
midsize walk-behind mowers, riding 
mowers, zero-turn-radius tractors 
and commercial walk-behind power 
mowers. A 19-page product 
brochure describes the many 
features of Toro's durable, high-
performing and versatile equipment. 
Circle 164 on reader service card 

mm The Grotech DBS-300 
replaceable tailgate spreader is 
a completely self-contained, 5-
h.p. model with complete in-
cab controls. A gasoline 
engine powers the auger and 
spinner. The spreader is 
powder coated, easy to access 
and has easy on/off mounting. 
Ideal for automatic dump 
trucks.The engine and spinner 
are self leveled. 
Circle 161 on reader service card 

• • Engineered for municipalities 
and the demands winter road 
maintenance places upon them, Hi-
Way Equipment's self-contained, 
hopper-type, Model P and Super P 
truck-mounted spreaders are also 
ideal for lawn service professionals 
wanting to turn their off-seasons 
into all-season profitability. 

Designed for the application of 
sand and other deicing material on 
the access roads and parking lots of 
hospitals, airports, universities, civic 
auditoriums, public utilities and 
private businesses, these sturdy and 
reliable units make a uniform 
spread and material up to 40 inches 
and feature 8-1/2-h.p. engines, 10-
and 12-gauge steel construction and 
hardened chain conveyor systems. 
Circle 165 on reader service card 

mm The world's smallest 
hydroseeding system was 
recently added to the Turbo Turf 
line from Badger. The HS-50 is 
a 50-gallon unit capable of 
applying seed, mulch and 
fertilizer in one step over a 650-
square-foot area per tank. The 
skid unit with a 3 1/2-h.p. motor 
and high-volume centrifugal 
pump has a base price of $ 1,295. 
It's also available as a pull-type 
unit and as a combination seeder 
and sprayer. Other models are 
available to 1,600 gallons in size. 
Circle 162 on reader service card 
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Classifieds 
RATES 

All classified advertising is 75 cents per word. 
For box numbers, add $1 plus six words. All 
classified ads must be received by the publisher 
before the first of the month preceding publica-
tion and be accompanied by cash or money order 
covering full payment. Submit ads to: lawn & 
landscape Maintenance magazine, 4012 Bridge 
Ave., Cleveland, OH 44113. Fax: 216/961 -0364. • • • 

BUSINESS OPPORTUNITIES" 

LAWN CARE PROGRAM 
NaturaLawnc,°of America provides the Green 
Industry a successful, growth-oriented lawn 
care program. Discuss the opportunities avail-
able to you by calling the leader in organic-
based lawn care. The franchise opportunity of 
the '90s. 800/989-5444. 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, 
liquid, slow-release fertilizer products direct 
from manufacturer. Ken Franke, P.O. Box 123, 
Plato, MN 55370; 800-832-9635. 

HORTICULTURAL CONSULTING 
Did you know that nine out of 10 new busi-
nesses fail within the first five years? How can 
you keep your business from becoming another 
victim in the increasingly competitive lawn and 
landscape field? With more than 20 years of 
experience in the green industry, Horticultural 
Consulting can help. Whether you are just 
starting a business or want to take your business 
to the next level, don't do it alone. We can guide 
you through the myriad of employee problems, 
operations, etc. All for less than the cost of a 
walk-behind mower. For more information on 
how Horticultural Consulting can help you, 
call 1-800-396-0715. 

BUSINESSES FOR SALE 

LAWN CARE SERVICE 
EXCELLENT OPPORTUNITY. Spraying 
lawn care service, well-established, nine years 
old, covering three counties, room for good 
growth and many add ons. Located in south 
Arkansas. Call after 5 p.m., 5017725-2450. 

LAWN CARE SERVICE 
Well-established, nine-year-old lawn care ser-
vice located in Western Pa. Gross sales ap-
proximately $1 million year. Reply to Lawn & 
Landscape Maintenance, Box 366,4012 Bridge 
Ave., Cleveland, OH 44113. 

LANDSCAPE CONTRACTING 
Well-known landscape contracting business. 
Established name and reputation. Well adver-
tised. Selling for value of trucks, equipment 
and inventory. Phone: 315/492-3217 

LAWN CARE/LANDSCAPE 
MAINTENANCE 

Portland, Ore., lawn care/landscape maintenance 
company. Established since 1985. More than 
250 clients. Excellent employee management 
team. High growth w/ great economy. Asking 
$120,000 w/ equipment. $50,000 down pay-
ment. Owner will finance balance long term at 5 
percent interest. Write to Lawn Care Co., 2870 
N.E. Hogan, Ste. 235, Gresham, OR 97030. 

WANTED TO BUY 
LAWN CARE SERVICE BUSINESSES 

If you have been thinking about selling your 
lawn care service business we are interested. 
There are many options and possibilities. All 
communication is strictly confidential. Reply to 
LLM; Box 363, 4012 Bridge Ave., Cleveland, 
OH 44113. 

CARBURETORS AND PARTS 
New or used Tillotson carburetors and parts. 
Series ML-3A, ML-38, ML-78, ML-7A. MT-
16A, MT-16B, MT-48A, MT-55, MT-63, MT-
71 and MT-97A. Call Dennis, 1 -800/476-9653. 

SPRAY RIG 
Spray rig forsale. 500-gallon spray rig with bean 
pump, 9-h.p. Vanguard motor, 300-foot long, 
1/2-inch wide spray hose, dual paddle mechani-
cal agitation, "forkliftable," low, low hours. 
$4,000.813/855-3790. Tampa, Fla. 

FOR LEASE 

TBUCK 61 FQUIPMM LFFLSMG 
• Low Initial Investment 
• Low fJlonthly Payments 

• Quick Turnaround 
• Personalized Service 
CM LISIi mows 

300-766-2874 

(LEASING, INC.i 

Í05ñ Park Drive, Wilmington, Otl 

FORSALE 

LAWN CARE EQUIPMENT 
Hannay reels new in-the-box, E1526s, E1530s, 
$389; lawn/tree hose, 250 psi, 600 psi, 800 psi, 
all sizes; Imler measuring wheels, $54.95; glyc-
erin-filled gauges, 0-60 psi toO-1,000psi, $ 19.95; 
ChemLawn guns, $80.85; lawn spray boots, 
$16.95; lawn spray gloves, $1.95/pair. 
Call Hersch's Chemical Inc. 
810/543-2200 
800/THE-LAWN (843-52%) outside Michigan 

FINANCING 
LET THE GOVERNMENT FINANCE your 
small business. Grants/loans to $500,000. Free 
recorded message: 707/448-0270. (NK8) 

WORK CLOTHES 

I WORK PANTS THAT ARE 
A CUT ABOVE THE REST. 

Dirt tough! Dickies "Original No-Iron" 
Work Pants. Last longer. Fit better on 

the job. Feel better on your body. 
Guaranteed. Call for your 

free catalog today 

TOLLfREE 1 80(H)ICKIES 
ASK FOR OPERATOR 16 

INSURANCE 

COMMERCIAL INSURANCE FOR 
LAWN CARE FIRMS 

"GREEN INDUSTRY SPECIALISTS" 
M.F.P. Insurance Agency is dedicated to 
providing comprehensive insurance pro-
grams to the Green Industry at competitive 
prices. We back up this dedication with a 
staff of professionals who understand ev-
ery facet of your business, from marketing 
to customer service. We know how to prop-
erly insure your company whether you're a 
sole proprietor or a multi-state operation. 

Just as your customers look to you for lawn 
care advice, people come to us for insur-
ance advice because they do not want to 
become insurance experts themselves. If 
you want good advice, the right coverage 
and competitive rates, please contact: 

Richard P. Bersnak, President 
Jill A. Leonard, V.P. 

1-800-886-2398 
FAX:614-221-2203 

M.F.P. Insurance Agency, Inc. 
50 West Broad Street, Suite 3200 

Columbus, OH 43215-5917 

GOVERNMENT LAND 
GOVERNMENT LAND now available forclaim 
(including agricultural). Up to 160 acres/person. 
Free recorded message: 707/448-1887. (4NK8) 

GR0UNDSCÂPING SUPPLIES 
Hot off the press. Landscapes Supply Corp.'s 
1994 catalog. Save "big bucks." Buy 
groundscaping supplies and maintenance equip-
ment, engines, parts and accessories at whole-
sale. Call 800/222-4303 for your free catalog. 
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PREMIUM REPLACEMENT PARTS 

= Premium 
¥ T HO M AS «•Pfacemeni 

t f > O l S T H I B U I O n S . M C . r a n S 

HEAVY DUTY S N O W 
D E F L E C T O R 

( For 7 - 1 / 2 ' M e y e r 
Part#: I^B-75p Cost : 84.99 

\ For 7-1/2' Weste rn 
Partît: W-970p Cost: 72.99 

FOR A FREE C A T A L O G OF O U R 
C O M P L E T E LINE OF M O W E R 

AND S N O W P L O W P A R T S C A L L 

1-800-828-7980 
• • • 

BIDDING STRATEGIES THAT WORK 
BIDDING is the first vital step in the success of 
a business. Now available! A book with answers 
onBIDDING.Ourbook. Bidding A Contracts: 
Your Key to Success, was born of experience not 
theory. Send $42.95 to: #l Profits Unlimited, 
3930-B Bardstown Road. Louisville, KY40218: 
800/845-0499. 

CHRISTMAS TREES 
Nice X-mas trees, 6 to 8-1/2 feet. Wholesale 
priced. Scotch pine, blue spruce, frazier fur. 
Ranging from $7 to $9 depending on amount 
taken. Phone 216/866-2835, Tuesdays or 
Wednesdays before noon. 

BRUSH CHIPPERS 
New. Buy direct and save. 24-inch by 1 -1/2 inch 
cutter wheel. S-7 tool steel knives. 16-h.p. with 
oversize NORAM clutch. Leaf springs/flota-
tion tires. Outperforms machines selling for 
$1,000 and more. Rugged, dependable con-
struction. $3,400—Tarragon Engineering, 254 
Betty, Waukegan, IL 60085; 708/662-9072. 

GARDENER*S SOFTWARE 
(Billing/A/R) Software specifically developed 
for mowing contractors. Easy to learn and oper-
ate. DOS/386/2MB RAM or above. To obtain a 
software for your trial, send a check for $8 to 
NPC, P.O. Box 3154, Ontario, CA 91761 with 
your mailing address and specify 3 1/2-inch or 5 
1/4-inch disk. Or call 909/947-5954. • • • 

HELP WANTED 
SALESPEOPLE 

ARIZONA. Inside and outside sales people, 
aggressive and motivated for wholesale/retail 
lawn sprinkler and irrigation supplier, with five 
locations. Experience required, excellent salary 
and benefits. Send resume to Sprinkler World of 
Arizona, Inc., 2114 E. Indian School Road, 
Phoenix, AZ 85016, or fax 602/956-0624. 

LANDSCAPE/GROUNDS MANAGEMENT 
Job Seekers — Fresh source of USA landscape/ 
grounds management job openings — twice a 
month. Six issues (three months), just $19.95. 
Satisfaction guaranteed. Employers: List your 
opening, only $ 14.95 (national exposure, unlim-
ited detail). For information, call 8(X)/42X-2474 
or tax 800/884-5198. Ferrell's JOBS IN HOR-
TICULTURE, 154 East Chapel Ave., Carlisle, 
PA 17013. MC/Visa. 

• • • 

INFORMANTS 
A large, established Northeast irrigation/land-
scape firm seeks work informants with a mini-
mum of five years-plus experience required. 
Individuals will be required to be hands on work 
informants for blue chip clientele. Positions 
available: Irrigation foremen, landscape mainte-
nance and construction foremen. Fax resume to: 
914/357-8086, or mail to: P.O. Box627,Suffern, 
NY 10901. 

• • • 

FOREMAN 
L A N D S C A P E M A I N T E N A N C E / C O N -
STRUCTION FOREMAN: Northern New Jer-
sey landscape design/build and maintenance 
firm seeking hard-working individuals. Must 
have good attitude, be familiar with residential 
and commercial installation and maintenance 
and be able to operate equipment. CDL license 
and/or commercial certified pesticide applicator 
license a plus. Wages commensurate with expe-
rience. Send resumes to: Farmside Landscape & 
Design Inc., 103 Main St., Sussex, NJ 07461-
2311. 

• • • 

PROFESSIONAL OPPORTUNITIES 
Gaines International is the nation's leading 
search/recruiting firm in the landscape industry. 
Our client base consists of the top firms through-
out the U.S. We are currently interested in land-
scape professionals for a variety of exceptional 
opportunities. Candidates interested in current 
or future positions send resumes to: 

Gaines International 
650 N. Dearborn, Suite 450 

Chicago, IL 60610 
Fax: 312/654-2903 

LANDSCAPE MANAGEMENT 
Environmental Care Inc.. providing landscape 
and interiorscape maintenance, water manage-
ment and arbor care services, has opportunities 
in San Diego, Calif., for the following: 

• landscape maintenance supervisor 
• landscape maintenance foreman 
• irrigation technician 
• interior plant technicians 

A commitment to quality work and customer 
service are essential. Qualified candidates may 
send resumes to: 8500 Miramar Place, San Di-
ego, CA 92121. An equal opportunity employer 
by choice. Drug-free work place. 

Product Profile 
(continued from page 89) 

up a dealership here in Ardmore," he said. 
"Besides, the income from the two bigger 
lawns is sufficient to make my bank loan 
payments for the mower." 

Sloan uses a unique billing system, which 
he said makes it easier for his customers to 
budget, and "it provides me the cash flow to 
make mower payments through winter." 

Sloan has 20 accounts now, 13 of which 
are on a 12-month billing cycle. The other 
seven accounts are seasonal, but he expects 
some of them to switch to year-round 
billing next year. 

Each year (usually in January, although 
some contracts begin in February or March), 
Sloan makes out a landscape service 
agreement for each account. The agreement 
outlines the services he plans to provide for 
the year, even the planned dates of mowing 
and other services. The cost for each 
mowing and other service is totaled, divided 
by 12 and the homeowner is billed monthly. 

"Monthly billing makes it easier for my 
clients to budget," he said. "Plus, they don't 
have higher mowing expenses in the 
summer. They get billed the same amount 
each month. One disadvantage is that my 
expenses are higher in summer, of course, 
but I'm usually able to offset that with the 
few seasonal accounts I have." 

Once the owner accepts the service 
agreement, Sloan transfers the service dates 
to a monthly planning calendar, on which 
each job is coded so he knows where to go 
each day. 

During the school year, he does his 
landscape service work from about 4:30 to 8 
p.m., but sometimes runs until dark and 
usually cuts five days a week. He also cuts 
on Saturday, but "if I've been able to get the 
scheduled lawns done during the week, 
Saturday is usually an easy day." He seldom 
cuts on Sunday, unless weather conditions 
have interrupted his schedule. 

Summers, of course, find him busy almost 
every day mowing or trimming customer 
lawns. He maintains a few lawns where he 
has to use his walk-behind reel mowers, but 
most he cuts with the 36-inch Walker units. 
"My biggest day this past summer was July 
15, when I cut 10 lawns by myself. Two 
were done with the reel mowers, the rest with 
my 36-inch Walker mower." 

Sloan generally gets his work under way in 
February or March, with dethatching or 
"scalping" with the mowers. About 25 
percent of his customers take the dethatching 
option. Mowing usually begins in late March 
and April. If the customer's agreement 
includes fertilizing, Sloan puts on the first 
application after the initial mowing and 
dethatching, and about every other month 
thereafter, through October. • 
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Market Trends 
(continuedfrom page 44) 

water-conserving adjustments to ir-
rigation systems. Some property 
owners are more willing to invest in 
peripheral lawn care services to rec-
tify damage done by extreme 
weather last year. 

Industry company owners do not 
ignore the obvious: many custom-
ers want a one-stop shop for outside 
services. It's convenient. The re-
sponse is a dizzying array of ser-
vices contractors take on themselves 
or subcontract to others. 

"We're in the business of meet-
ing ourcustomers' needs," said Don 
Horowitz, vice president of Plant-
scape Inc., Pittsburgh, Pa. The com-
pany, which has provided 
interiorscapes as a "mainstay," re-
cently beefed-up its fast-growing 
exterior division. "We offer a com-
plete range of services, a compre-
hensive palette. The market's look-
ing for certain comfort levels." 

Customers don't necessarily 
want landscape operators to per-
form add-on services, just to be 
responsible for them, pointed out 
Ronald Kujawa, president, Kujawa 
Enterprises Inc., Cudahy, Wis. 

The request for many extra ser-
vices usually comes from custom-
ers that are "long-term, substantial 
accounts. We have to make sure we 
have good subcontractor relation-
ships, do it profitably and don't 
jeopardize any quality" in the man-
agement of those areas, he noted. 

Dave Klier, horticultural services 
manager at Torre and Bruglio Inc., 
Pontiac, Mich., agreed that add-on 
services have a way of developing 
even more services in the future. 

"We've added services because 
it's been desired by property own-
ers who want one-stop shopping," 
he said. "They want one vendor to 
do the mowing, planting, recon-
structing, irrigation and maybe even 
parking lot sweeping." 

In lawn care, these trends en-
compass perimeterpest control, soil 
testing, flea and tick treatments, 
landscape maintenance, irrigation 
installation, organic applications, 
root fertilization, winter care and 
other specialties. 

Landscaping trends include turn-
key landscapes, erosion control, 
interiorscapes, retrofitting and re-
designing irrigation systems, hard 
surface management, landscaping 
for security, renovations, color 
plantings, driveway and pool in-
stallation, night and holiday light-
ing, retail centers and public classes, 
native plantings, winter care and 
more. 

Some companies prefer a bal-
ance of residential or commercial 
business. Others have taken root in 
niche markets like new construc-
tion, multifamily complexes, high-
end residential, malls and even 
municipalities that are privatizing 
services. 

PUSH FOR PRIVATIZATION. Bud 
get constraints and a public press-
ing for value have forced many 
municipalities and other institutions 
to privatize lawn care, landscape 
maintenance and landscape con-
tracting work. Some owners see 
this kind of work as a great oppor-
tunity that is relatively immune to 
economic factors. It may involve 
educating the bidders, raising their 
expectations and dealing with mys-

terious and often frustrating bu-
reaucracies. 

Torre and Bruglio has had a few 
years' experience with local mu-
nicipalities and found there was a 
definite learning curve needed to 
work within the system. "One of 
the problems is that more and more 
channels have to be worked 
through," said Klier. He cited the 
need to consult with a city' s depart-
ments of landscape design, recre-
ation, forestry, water, streets and 
parking in the course of a job. 

"The rewards are definitely there, 
but the contractor has to be the main 
contact and tie-in with the various 
departments. Their expectation of 
service normally begins lower than 
what the normal commercial cus-
tomer expects," he explained. The 
company realized it had to educate 
government customers on what lev-
els of service were available. 

Some localities need educating 
in the process of privatization work. 
"We consulted with one city lo-
cally to help them develop success-
ful procedures for farming out 
work," recalled Rodney Bailey, 
president of Evergreen Services 
Corp., Bellevue, Wash. He noted 
that many local areas are just start-
ing to privatize all types of land-
scape work and said that his com-
pany was placing more emphasis 
on that area of business. 

Political pressures and a strong 
union presence have kept many 
large cities from privatizing ser-
vices. While some have always bid 
out landscape construction work, 
most lawn care and maintenance 
services are in-house. 

Davids sees potential for more 
municipal lawn care and mainte-

nance work in the future. "The move 
toward privatization is fueled by 
cost-cutting, by regulations on 
chemical handling and by the 
public's perception that more open 
landscapes and functional-use ar-
eas are needed," he said. "Just a few 
years ago, you had to find that type 
of work. Now people care." 

Davids pointed out that one 
downside of municipal work is the 
prevailing wage issue. Kenneth 
Gerlack, vice president of Contra 
Costa Landscaping Inc., Martinez, 
Calif., named another. His firm's 
experience with municipalities goes 
back to the days following passage 
of California's Proposition 13. 

"It knocked out the local tax base" 
and as a result, cities privatized ser-
vices, Gerlack explained. "They 
didn't real ize how over-staffed they 
were until we did the job for them." 

Gerlack recalled that specialty 
tree removal work included in the 
contracts kept his firm from mak-
ing a profit until the second year. 
"Then after six years, they got enough 
taxes to take the work back inside." 

The economic conditions are 
much different from the early 1980s, 
and privatization may last this time 
around. Brickman thinks it will have 
an enormous impact on the lawn 
and landscape industry. 'Taxpay-
ers are fed up paying for bureau-
cratic inefficiency." Many areas will 
realize that governments can't af-
ford the luxury of performing those 
services in-house, he predicted. "I 
think the growth of that sector will 
be more dramatic than we think." • 

The author is Senior Editor q/Lawn 
& Landscape Maintenance maga-
zine. 
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WALKER works at STANLEY WORKS 

New England craftsmen have known for 100's of years to 
use the right tool for the job. The Ingenito Brothers, of New 
Britain, Connecticut discovered the Walker Mower is the "tool of 
choice" when mowing grounds at Stanley Works World 
Headquarters. Ralph and Randy Ingenito write: 

* Thank you! We didn't have to "build it": you did. Your 
mowers are just what we were looking for in a commercial 
mower. Much like our business, they're: mid-size, fast, 
effective, and professional. This has led us to be able to 
gain new accounts, such as, The Stanley Works World 
Headquarters, and other such professional buildings. * 

Discover why Walker is becoming the tool of choice for landscape maintenance professionals. 

WALKER MFG. CO. • 5925 E. HARMONY RD. • FORT COLONS, CO 80525 • (303) 221-5614 
USE READER SERVICE #63 



Because every drop counts. 

i 

Water. 

Respect for its value. 

Concern for its use. 

Commitment to its conservation. 

All critical components in the creation of water-

efficient irrigation products. 

Rain Bird has been a technological leader in the 

design and manufacture of water 

management products for more than 50 years. And we 

recognize that now—more than ever— 

"Good to the last drop" no longer is just a catchy 

advertising slogan. Its a sobering 

possibility each irrigation professional must 

work to avoid. 

Rain Bird.. .where every drop counts. 

RA/N^BÍRD, 
PREFERRED BY PROFESSIONALS WORLDWIDE 
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