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Andy Hines likes nothing better than to share his 
experiences with other owners, dive into the political 
process and make his Shrub & Turf customers satisfied1 
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^LSO CUTTING INTO YOUR PROFITS. 
Paying your crew to 

work overtime is always an 

unwelcome cost. But during 

peak growth seasons, you 

usually don't have a choice. 

Until now, that is. 

Applying Primo* to your 

turfgrass makes it grow half 

as fast, which gives you time 

to get your mowing done dur-

ing regular working hours. 

Unlike other growth reg-

ulators, Primo doesn't stunt 

turf. Instead, it redirects the 

grass's growth. This creates 

a thicker stand, more root 

mass, and ultimately, better-

looking grass. (To see for your-

self, call 1-800-395-8873 

for a demonstration kit.) 

So this year, when the 

weather and your mowing 

schedule heat up, use Primo. 

It's a great way to buy 

yourself time. 

Instead of paying some-

one else time and a half. 
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Pull more profit with 
the Ryan family of aerators 

Healthy business growth for you. Healthy, vigorous grass 
for your customers. Aeration is the way to accomplish 
both. For aerators that can handle everything from small 
residential lawns to wide open commercial grounds, theres 
nothing like a Ryan. Ryan has been 

helping professional lawn care operators pull in new 
business since 1960. It can do the same for you. 

Lawnaire 1 V-The Lawnaire IV is the highest-quality roll-
type aerator on the market, covering up to 21,000 square 
feet per hour. 

Lawnaire V-The Lawnaire V s wide 26-inch aerating 
width provides excellent stability for aeration on 
sloped surfaces and can aerate up to 29,000 square 
feet per hour. 

Lawnaire 28-The Lawnaire 28 features 2.5-inch 
coring depth, up to 12 holes per square foot and aerates 

up to 24,000 square feet per hour. 

For a free brochure on aeration or the name of the Ryan 
dealer nearest you, call 1-800-228-4444. 

All Ryan aeration equipment is backed 
by Ransomes America Corporation 
Performance Engineered Parts Program. 

6337 Ransomes America Corporation, 900 North 21st Street, P.O. Box 82409, Lincoln, NE 68501-2409 
© Ransomes America Corporation 1994. All rights reserved. 
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MULTIPLE CHEMICAL sensitivity is not 
a legitimate illness according to the 
American Medical Association and other 
mainstream medical organizations, yet the 
"diagnosis" continues to receive widespread 
acceptance in non-medical communities. 

Local and state governments have 
attempted to severely limit and/or restrict 
the use of pesticides by creating special 
registries. These registries are designed to 
hold the names of those people who feel 
they cannot tolerate exposure to pesticides 
being applied in and around their homes, 
schools, businesses and so on. 

The trouble is no one — not even the 
medical community — has defined MCS. 
Yet this doesn't prevent misinformation or 
"victims' " stories from cropping up in 
connection to exposure to a certain pesticide 
whether it's used in food, in the landscape 
or as a structural pest control measure. 

Just recently, the CBS news magazine 
"Eye to Eye" focused a segment on MCS. 
(I use the term news magazine loosely in 
this case.) The segment identified several 
people, and alluded to countless others, 
who claim to suffer from neurological 
problems brought on by exposure to the 
insecticide Dursban. 

Titled "Lethal Weapon," the show 
highlighted several "victims" of exposure 
and how the product virtually stripped them 
of their right to function as members of 
society. These victims of undiagnosed 
illnesses claim that their allegedly ill-fated 
exposure to Dursban in turn has affected the 
ability of their bodies to tolerate exposure to 
any chemical substances and fragrances. 

"Eye to Eye" predictably illustrated its 
segment with stories of victims removed 
from day to day family activities or unable 
to co-exist with society in general, including 
obligatory camera shots of one man 
watching his son sing in the church choir on 
video because he couldn't leave his air-
filtered home to watch the event in person. 

Although it was pointed out that Dursban 
has not been linked to cancer, a strong 
association to neurological problems was 
put forth by Lynn Goldman, the top official 
in charge of pesticides at the EPA 

It wasn't until the end of the news 
segment — about 15 minutes in length — 
that "Eye to Eye" mentioned in passing that 
many of the alleged poisonings may have 
come from instances of misapplications of 
Dursban. Additionally, one victim who 
attributed his illness to Dursban was 
apparently diagnosed with neurological and 
immune disorders five years prior to his 
first alleged contact with Dursban. 

Immediately after the report, DowElanco, 
the manufacturer of Dursban, issued a two-
page statement standing "firmly behind our 

company's strong commitment to public 
health and product safety, exhaustive 
scientific research and responsible corporate 
citizenship. We are cooperating fully with 
the U.S. Environmental Protection Agency to 
resolve issues relative to Dursban. We are 
confident that the Agency's review will 
reaffirm the wide margin of safety for 
Dursban products." 

DowElanco established a toll-free number 
to answer questions and concerns from its 
customers and the general public, although at 
the time of this writing the manufacturer 
received fewer than 50 phone calls from 
consumers and about 100 calls from 
customers. The calls from the latter were 
mainly to receive copies of DowElanco's 
materials relative to the CBS report. 

Aside from the absurdity of some of the 
issues raised in the report and the natural 
desire to disregard the statements as hype, 
reports like this can't be taken lightly. 
Specialty pesticide manufacturers spend 
millions of dollars annually to conduct 
hundreds of tests on both registered and 
developmental products, materials that 
prevent disease and infestations. 

Lawn and landscape professionals are an 
extremely visible group; the front line in the 
use of specialty pesticides. It's imperative 
that pesticides are handled properly from the 
time they arrive in the warehouse to the time 
they're mixed and applied to the turf, trees or 
ornamentals. 

Tap into the expertise of manufacturers 
should you have a question about safe 
mixing or application of any one product. 
Train your technicians to follow all label 
instructions and to answer customer 
questions thoroughly and intelligently. 

While it's easy to scoff at the questionable 
report on "Eye to Eye," it's another to walk 
the talk daily. — Cindy Code • 
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Is Paperwork Sending 
i O YouThroi eRoof? 

K 
i 

Complete Training Video 
Only CLIP has it! 

Free Demo Disk 
Version 4.03 

C o m e down off the ceiling. With CLIP, 
the Computer ized I^wn Industry software 
Program that chops through mountains 
of paperwork in just minutes a day. 

CLIP handles all the jobs that pile u p 
fastest. Routing. Billing. Financial reports. 
Scheduling. And best of all, it makes your 
business more profitable. 

By per forming accurate j o b costing, 
CLIP shows which lawns you're losing 
money on. So you can d r o p them or 
raise rates. Now you'll make money on 
every job, every time. 

More Repor ts . CLIP nowr gives you 
more reports and repor t ing functions. 
And only CLIP's "Custom Report Writer" 
lets you make u p custom reports with your 
own data. 

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

Improve Your Market ing. 
CLIP's powerful Mail-Merge functions 
allow you to export the new season's 
proposals to your favorite word 
processor. So your new proposals will 
be the easiest and most attractive ever. 

O u r Easiest Version Y e t CLIP's 
menus guide you each step of the way. 
(Xir four-hour video tutorial gives you 
a complete mini-course. T h e CLIP help-
line is ahvays available. .And our CLIPnotes 
newsletter helps you get the most f rom 
your business computer . 

Put some space between you and 
the ceiling. Call 
CLIP today. 

Specify 
IBM disk size 
when ordering. 

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

1-800-635-8485 
imj HP 

C 1 I P ...Cuts Paperwork Down To Minutes A Day. 
C I 9 9 4 Sensible Software Inc.. 18761 N. Frederick Ave.. Suite F, (iaithe irg. MI) 20879. (301)330-0604 

USE READER SERVICE #82 



Business Watch 
ECONOMIC INDICATORS 
TELL THE REAL STORY 
Every investor should keep abreast of the 
cyclical changes in the economy, because 
they have an enormous impact on financial 
markets. They also serve as signals for 
periods of danger and opportunity. The 
following economic indicators may cause 
strong reaction in the markets and are released 
every month. Find them in most newspapers: 

BROAD ECONOMIC INDICATORS 
THAT MEASURE INFLATION 

1. Producer Price Index (PPI) — This 
gives prices received by domestic wholesal-
ers for crude materials, intermediate goods 
and finished goods. Securities analysts watch 
the finished goods category. 

2. Consumer Price Index (CPI) — It 
measures the average price of a fixed market 
basket of goods and services like food, fuel, 
clothing, housing, medical care and other 
day-to-day purchases. 

3. Gross Domestic Product Implicit Price 
Deflator (GDP Deflator) — A broad 
measure of the economy, this index gives the 
market value of the nation's total goods and 
services in a period of time, such as personal 
spending, investment, exports and 
goverment purchases. 

CONSUMER AND BUSINESS INDICATORS 
4. Employment Situation Report — A 

measure of the nation's labor markets, this 
report is the basis for other indicators. Data 
cover employment rates, wages and hours 
worked. Sustained increases or declines 
signal changes in the economic direction. 

5. Retail Sales — Durable and non-durable 
goods sales to consumers drive the nation's 
business activity. Food, general merchandise, clothing, gasoline and 
drugs are among the items studied. 

6. Industrial Production — Manufacturing output points to future 
economic directions. Production of durable and non-durable goods, 
consumer goods and business equipment are measured. 

7. Housing Starts — Consumer demand, wage levels and mortgage 
interest rates are reflected in the figures for new residential construc-
tion. This index also records new building permits, an indicator of 
future construction activity. 

8. Durable Goods — Any goods with a life expectancy of three 
years plus, such as metals and transportation equipment, qualifies for 
this category, which shows corporate investment for production. 
When those figures are high, watch for growth. — John Houlihan. 

SLOW-BUT-STEADY 
INVESTMENT STRATEGIES 
Two proven and effective saving strategies can pay off for investors — 
compounding and dollar-cost averaging: 

Compounding - This makes your invested money grow faster, even if the 
amounts are modest. This simple strategy reinvests your capital gains and 
any interest or distributions from your investment, instead of taking them in 
cash. Your money works for you by adding to the principal over time. 

Dollar-Cost Averaging - Long-term investors can benefit with this 
strategy, which invests a fixed-dollar amount in mutual fund on a regular 
schedule (monthy, yearly, etc.). The average cost per share will always be 
less than the average price per share, because you purchase more shares 
when the price is low and less shares when the price is high. 

Here's how it works: Over 1 2 years, this investor's cost per share 
($ 1 2,000 divided by 81 3 shares) is $ 14.76. But the average price per 

share 
($198.84 
divided by 1 2 
investments) is 
$16.57. 

This strat-
egy doesn't 
guarantee a 
profit or pro-
tect against 
loss, but is a 
consistent 
method for 
your overall 
investment 
strategy.-John 
Houlihan, 
Dean Witter 
Reynolds Inc., 
Melville, N.Y. 

DOLLAR-COST AVERAGING 
January 1 Regular Investment Share Price Shares Acquired 

Year 1 $1,000 $10.00 100 
Year 2 1,000 8.94 112 
Year 3 1,000 10.75 93 
Year 4 1,000 12.44 80 
Year 5 1,000 12.86 78 
Year 6 1,000 16.28 61 
Year 7 1,000 18.73 53 
Year 8 1,000 17.93 56 
Year 9 1,000 19.08 52 
Year 10 1,000 24.00 42 
Year 11 1,000 21.05 48 
Year 12 1,000 26.78 37 

Total $12,000 $198.84 813 

60-DAY OUTLOOK FOR 
FEBRUARY AND MARCH 

Temperature Probability 

The National Weather 
Service's 60-day out-
look for February and 
March calls for higher 
than average precipita-
tion for most of the 
South and Pacific 
coast. The line extends 
from southeastern 
Georgia midway 
across the South, into 
Colorado and over all 
of California. Lower 
than average precipita-
tion is expected in the 
Midwest, in an area 
center over Iowa and 
Nebraska. 

Higher temperatures 
than normal are 
forecast for most of 
the West, the northern Plains states, and most of the eastern half of the 
United States. Below average temperatures are predicted for the deep 
South and most of Texas south of the Panhandle area. • 



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

^ S A N D O Z Read and follow label directions carefully. Mavrik* is a registered trademark of Sandoz Ltd. ©1994 Sandoz Agro. Inc. 

USE READER SERVICE #62 

mm MAVRIK 

TOUGH ON TURF INSECTS 
EASY ON ORNAMENTALS 



Environmental Forum 
FIGHTING RESTRICTIONS. Power 
equipment is coming under fire in the 
nation's capital. The Metropolitan 
Council of Governments, a group of 
public officials from Washington, 
D. C., and 18 surrounding counties in 
the states of Maryland and Virginia, 
are looking at measures that would 
restrict the usage of gas-powered 
equipment during "ozone alert days" 
in their area. 

Under pressure to meet federal 
clean air standards set forth by the 
Environmental Protection Agency in 
the 1990 Clean Air Act, the MCOG 
included the restrictions as part of a 
laundry list of proposals, according to 
Ben Bolusky, government affairs 
expert with the American Association 
of Nurserymen. 

The original proposal involved a 
complicated "lottery" system that 
would have forced commercial landscape 
companies to keep all power equipment idle 
for as much as one full day each week, 
depending on what days were declared 
ozone alert days. 

Through the combined efforts of 
representatives of the A AN and the 
Associated Landscape Contractors of 
America over several months, the original 
proposal was scrapped. 

AAN and ALCA representatives have 
continued to work out alternative proposals 
with MCOG focusing on technological 
advances that will continue to lower the 
pollutant emissions of gas-powered equipment. 

"There are products on the market today, 
and more products to come that would 
reduce emissions immediately without 
disrupting the normal business activities of 
landscape professionals," said Bolusky. 

The AAN and ALCA are pushing 
particularly hard on this issue, noted 
Bolusky, because the Washington, D. C., 
area is the first of several urban regions in 
the United States required to set plans in 
motion for the reduction of pollution. 

"Clearly, the decision here will set a 
national precedent," he warned. 

GREEN SHIPPING. John Deere has found a 
way to save money, and the environment, at 
the same time. 

Last fall, John Deere began shipping its 
riding lawn equipment in the company's 
new Envirocrate system. The Envirocrate is 
a reusable, steel frame storage unit that 
replaces the old wood crates traditionally 
used for shipping. 

The old system created more than 2,300 
tons of wood waste per year after only one 
use, according to John Bishop, senior 

engineer with John Deere's Horicon Works 
facility in Horicon, Wis., where the system 
is manufactured. The crates should survive 
13 shipping cycles over 10 years. 

Along with the cost savings and environ-
mental benefits, dealers also appreciate the 
quicker setup time once the units are 
delivered. A unit that took 30 minutes to 
unload before now takes about three 
minutes, he said. 

TREE SALES UP. Landscape tree sales are on 
the upswing, according to the 1994 U. S. 
Landscape Tree Planting Survey, sponsored 
by the American Associaton of Nurserymen 
and the USDA Forest Service. 

Sales of trees in the 12 month period 
beginning Oct. 1, 1992 and ending Sept. 30, 
1993 rose 6 percent over the same time 
frame a year earlier, the study revealed. 

These recent gains made up for the drop in 
sales that occurred from the 1990-91 survey 
to the 1991-92 survey. Tree sales are at 
roughly the same level as in 1990-91, 
according to the survey. 

Current economic indicators point to a 
probable increase in sales when the 1993-94 
report is published later this summer, 
according to Joel Albizo, director of public 
relations with AAN. 

"It would seem from all field reports that we 
are looking at continued growth," said Albizo. 

The data also revealed that the industry 
has the capacity to expand as much as 41.4 
percent from 1993 to 1995. The results were 
compiled from surveys completed by 820 
private nurseries in the United States. 

TURF TALK. The Turf Resource Center is 
offering five educational brochures about 
the best uses of turfgrass sod. 

The "Turf Installation Guide" 
demonstrates a 4-step process for easy 
installation. "Dream Lawn Is Yours In 
Hours With Sod" illustrates the 
aesthetic and environmental benefits of 
turfgrass sod. "Why Are Most Lawns 
Sodded" answers common upkeep 
labor and use questions. "Self-
Scoring Method: How To Establish 
A Lawn" compares turfgrass sod 
with seed and hydroseeding 
methods, and "Our Precious Planet, 
Being a True Environmentalist 

Begins Right Under Our Feet" 
outlines environmental benefits of turf. 

To receive any of these brochures, 
indicate which you would like along 
with a self-addressed, stamped 
envelope to the Turf Resource Center, 
1855-A Hicks Road, Rolling Mead-
ows, 111. 60008. More than three 
brochures requires two stamps. 

TRIMMING BUREAUCRACY. The American 
Association of Nurserymen will join forces 
with Project Relief, the leading national 
coalition dedicated to helping businesses 
seek relief from excessive government 
regulation. AAN's participation comes at 
the request of new Republican House 
Majority Whip Tom Delay. 

Through Project Relief, AAN will help 
pursue a more aggressive regulatory reform 
agenda with the new, Republican-led 104th 
Congress, according to Ben Bolusky, 
government affairs expert with AAN. 

"We will be working with other busi-
nesses and Republican leaders to enact 
regulation and reform as part of the 
'Contract With America' in the first 100 
days, and beyond," said Bolusky. 

Included in the Project Relief package are 
the following: 

• Overhauling the risk assessment process 
and calling for the use of cost/benefit 
analyses on new regulations 

• Strengthening the Paperwork Reduction 
Act by establishing better measurement 
standards to account for the burdens 
imposed by government on the private sector 

• Establishing a citizen's Bill of Rights, 
strengthening property rights through 
government compensation 

• Preventing the enforcement of unfunded 
federal mandates 

Project Relief will be a clearinghouse of 
information for the AAN and others to share 
information and intelligence about their 
activities in the regulatory reform process. 
The group also facilitates media and 
grassroots outreach, organizes press 
conferences and provides experts to testify 
on key regulatory issues before Congress. • 



Kubota Tractor Corporation's new compact, yet powerful GF1800E diesel front mower is 
a hit with professional mowing contractors. Ideal for commercial mowing jobs that demand 
maximum mowing performance and efficiency from a fuel-efficient, compact machine with 
outstanding maneuverabilty. 

Equipped with an 18-horsepower, liquid-cooled diesel engine, the GF1800E offers a choice 
of three shaft-driven, off-set mowers - 48" mulching rear discharge mower, 54" side discharge 

and 60" side discharge. The three mower 
decks feature a cutting height from 1"- 4". 
The GF1800E has a hydraulic brake, clutch 
and lift system. 

The sophisticated hydrostatic transmis-
sion features a single pedal to manipulate 
both speed and direction, eliminating shift-
ing and clutching. Front-wheel traction, 
differential lock and rear-wheel steering for 
tight turns lets you work efficiently on all 
types of grass without turf damage. 

A 3-cylinder engine, "speed set control" 
hour meter, full-tilt steering wheel, one-touch 
seat adjustment, semi-flat deck and reverse 
air system are standard. 

For the best quality cut, see your 
authorized Kubota dealer today. 

K u b o t a . 
For information write to: 

K U B O T A T R A C T O R C O R P O R A T I O N 
P . O . Box 2992, D e p t . L L M , T o r r a n c e , C A 90509-2992 

Financing available through Kubota Credit Corporation. 

KUBOTA RELEASES ANOTHER BEST SELLER 



News in Brief 
NEWS DIGEST 

Snapper Forms New 
Commercial Division 
Restructuring at Snapper Co., McDonough, 
Ga., has resulted in the formation of the 
commerical products division. Its focus is to 
concentrate on the development, manufactur-
ing and selling of a new line of high quality 
commercial turf maintenance equipment. 

Lawn Doctor Franchises 
Surpass 300 Mark 
Lawn Doctor Inc., Matawan, N.J., is the first 
lawn service firm to operate more than 300 
franchises. It now has 303 franchises in 31 
states extending as far West as Colorado, 
Idaho and New Mexico. President Russ Frith 
said the firm's unprecedently low turnover 
rate, under 2 percent in 1994, contributed to 
the longevity of the franchises. 

Glenn Takes Over 
Wag Backhoe Line 
Glenn Enterprises, Paragould, Ark., has 
taken over the production of truck and 
tractor-mounted backhoes and three-point 
trenchers for tractors that previously were 
manufactured by The Wag Co. Glenn also 
plans the construction of a new plant. 

Shemin Nurseries 
Expands in Carolinas 
Shemin Nurseries Inc., a horticultural 
products distributor based in Ridgefield, 
Conn., plans to open two new distribution 
centers in the Charlotte, N.C., area early in 
1995. The centers will serve contractors in 
the north and south Charlotte area. 

Deere Tractors Win 
ASAE Concept Award 
The American Society of Agricultural 
Engineers selected the design team of the 
Series 400 lawn and garden tractor by John 
Deere Lawn & Grounds Care Engineering as 
the winner of its 1994 Concept of the Year 
award. The design combined ergonomic, 
maintenance and productivity improvements. 

Michigan State Licenses 
Rubber Top Dressing 
Michigan State University has licensed its 
patent-pending crumb rubber top dressing 
material to JaiTire Industries Inc., based in 
Denver, Colo. 

The material, called Rebound ", is used on 
turf to reduce plant injury and soil compac-
tion without competing for water and 
nutrients. It has been in development for four 
years and is made from recycled tires. 

Leaf Blower Ban Ruled 
Unconstitutional In New York 
IN A LANDMARK decision, a leaf 
blower ban in Scarsdale, N. Y., in 
Westchester County, was ruled 
unconstitutional by Village Justice 
Virginia Knaplund. The decision, 
dated Jan. 10, puts an end to the 
complete ban on leaf blower use that 
was imposed by the village board on 
June 14, 1994. 

The decision also halts the raging 
legal battle over the ban in Scarsdale 
led by Michael Bellantoni, president 
of the New York Turf & Landscape 
Association. 

'This was an important decision 
for our industry and a recognition of 
the view of the silent majority of our 
customers who appreciate the tools 
of our trade," said Ballantoni. "Of course, this does not relieve us from using prudence in the 
use of leaf blowers in a way that minimizes inconvenience or disturbance to the surrounding 
neighbors." 

Months of squabbling between landscape industry officials and activist residents came to a 
head when the industry used the citing of Trolio Landscaping for violating the blower ban on 
Sept. 15 to challenge the ban's constitutionality. Before the hearing, lawyers for the defen-
dant moved to dismiss the charge on constitutional grounds, and the battle was on. Both sides 
submitted a brief addressing the constitutional issues of the case before the decision was rendered. 

The ordinance attempted to stop the use of blowers between June 1 and Sept. 30, except for 
public golf courses. As it turned out, both provisions proved to be fatal flaws. The court ruled 
the ban "an arbitrary and irrational exercise of police power which is unduly burdensome to 
the defendant by singling out one machine in one type of location, when less restrictive 
legislation exists to protect the public health, comfort, safety and welfare," according to the 
ruling. Scarsdale already has ordinances restricting the use of any power equipment during 
certain working hours. 

The decision all but closed the doors on a total ban. "Appropriate and constitutional noise 
regulations already exist to deal with the noise problem without seriously jeopardizing 
landscapes' livelihoods and discriminating against residents whose property adjoins golf 
courses. Therefore, a total ban cannot be sustained," the ruling stated. 

The victory is sweet for Bellantoni, but much work remains to be done. The noise-
containment issue has many supporters across the country, and blower bans remain on the 
books in four other New York communities, as well as cities in Michigan and California. 

Sensible use of power equipment is encouraged. 

Ruppert Landscape 
Donates Expertise 
Three noteworthy projects involving 
donated time and services have put Ruppert 
Landscape Co., Ashton, Md., in the spodight. 

Ruppert's Atlanta branch is working with 
a district task force to improve two badly 
neglected Atlanta neighborhoods. The 
company plans to "rejuvenate and maintain" 
the existing plant material in the Fairlie 
Poplar district, donate nearly 1,500 bulbs for 
spring color displays, coordinate shopfront 
and entrance landscapes in the area and 
consult on future development and 
renovation plans. 

In the Buckhead neighborhood, Ruppert's 
Atlanta branch is installing donated trees 

and shrubs, as well as maintaining areas 
near the Piedmont Highrise. 

The company's annual summer "field 
day" in the Adams Morgan neighborhood 
of Washington, D.C., served the dual 
purposes of training employees and 
renovating the Community Park West site 
with donated design, plant materials and 
labor provided by the firm. Ruppert 
maintenance and installation teams 
compete during the event. 

OPEI Begins Trmking 
Commerdal Equipment 
The Outdoor Power Equipment Institute 
has begun tracking shipments of commer-
cial turf care equipment for the model year 







1994. Previous estimates of shipments 
included products for the United States 
consumer market; the new category 
concentrates solely on commercial products. 

OPEI stated that rapid growth of this 
market segment necessitated the change. It 
estimated U.S. shipments for the 1994 
model year (September 1, 1993 through 
August 31, 1994) at: 104,800 walk-behind 
mowers and 44,700 riding rotary turf 
mowers. Future estimates will include 
comparisons with previous years. 

Roadside Maintenance 
Wins Award for Davey 
A busy, 100-acre intersection of Interstate 
270 and Tuttle Blvd. in Columbus, Ohio, is 
an award-winning site, maintained by 
Davey Tree Expert Co., Kent, Ohio. The 
company won an Honor Award from the 
Professional Grounds Management Society 
in the Roadways, Intersections and 
Entrances category. 

Davey mows, weeds, prunes and fertilizes 
30 acres spread over the property, which has 
constant, fast-moving traffic close by. It 
includes a massive planting of 30,000 
annuals that brighten the landscape. 

Barefoot Acquires 
11 Orkin Branches 

Barefoot Grass Lawn Service of Worthington, 
Ohio, recently acquired 11 Orkin Lawn Care, 
Atlanta, Ga., locations for an undisclosed sum. 
Five sites were in Michigan, one in Indiana, 
two in Ohio, one in New York, one in 
Connecticut and one in Massachusetts. 

The acquisition gives Barefoot a combined 
95 business locations, including branches 
and company-owned offices, in more than 
68 markets — mostly in the East. 

The sale is said to complete the strategic 
restructuring of Orkin's lawn care division, 
allowing it to focus on the "profitable 
sunbelt region of the country." Lawn care 
operates 22 branches. 

Barefoot expects to report a 30 percent 
increase in 1994 sales, bringing total 
company sales to $74 million. 

Orkin expects to report a 5 percent to 6 
percent sales increase in 1994. 

Benlate Issue Nets 
Record Settlement 
DuPont Co. and Platte Chemical Co. have 
agreed to pay $ 1 million as a civil fine to 
settle charges of distributing contaminated 
fungicides, the Environmental Protection 
Agency reported. 

The agency alleged that those companies 
and LESCO Inc., Rocky River, Ohio, 
shipped Benlate 50 DF, Tersan 19901 DEF 
and LESCO Benomyl DG, products that 

HYDRO SEED/AG SYSTEM 

* SEER.MRLCR. FERTILIZE AMP WATER IA ORE FAST EASY STEP. 
* EUAH MATE THE MESS AMR PROBLEMS OF OS/AO STRAW. 
* FAST. ORE MAR OPERAT/OR. SEER AT ZOO * SO. FEET PER MIR. 
* UORTWE/ORT. EASIER TO TRARSPORT. RRMATCMER RELIABILITY. 
* FAST ERER MIXIRO. RSE WOOR OR PAPER MOLCR. 

BADGER ASSOCIATES 
1108 Third Ave. New Brighton, PA 15066 

412-846-0670 1-800-822-3437 FAX 412-846-3470 
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ARE YOU LOOKING FOR GOOD DESIGN SOFTWARE? 
LANDSCAPE ASSISTANT TRUE COLOR DESIGN SOFTWARE 

Engineered for landscape with features you 
can't get elsewhere • Integrated quote 
option for fast bids • Object oriented CAD 
option • Flexible independent objects • 
Unique & specialized imaging tools • 
Frequent updates & additions • Superior 
designed software • Easy to use for saving 
valuable design time • Training tapes induded 

SPECIAL OFFER!!! 
TO PROVE OUR SOFTWARE IS THE 
BEST WE INCLUDE WITH SYSTEM 

PURCHASE THE SAME 
•WIZARD* PROGRAM DESIGN 
IMAGING GROUP (DIG) RE-

MARKETS FREE! 

For PC & Windows 3 JC 
Works with video or scanners 
Laptop version now available 

•VISA/MASTERCARD ACCEPTED* 
1-800-366-4371 

CALL NOW FOR FREE VHS DEMO VIDEO 

OP 9753 HAMILTON ROAD MPLS. MN 612-829-7553 

• Video or photograph your customers 
home and show hill color designs 

• Produce a bid from the design quickly 
with IDP Landscape Proposal software 

INCREASE SALES 
ATTRACT NEW CUSTOMERS 
CLOSE MORE BIDS 

MAKE SEEDING A LAWN A SNAP 

With a Turbo Turf Hydro Seeding System, one 
man can seed a lawn in far less time than a 
crew did previously. Apply seed, mulch, and 
fertilizer in one fast easy step. The mess, dust, 
and complaints of straw are gone. Our owners 
tell us they get great results and love how much 
faster and more profitable their seeding jobs are. 

REPAIRING AND RENOVATING IS A BREEZE 

Repair and renovate a lawn in a fraction of the 
time with great results. Hard ground can be 
seeded without other preparation. Pointing the 
gun downward loosens the top 1/4" of soil and 
lets you virtually blast the seed in. Precisely 
seed any irregular areas. No heavy equipment 
to unload, Marking sprinkler head's are not 
necessary, any area can be seeded evenly. 

50 Gal. Systems (650 sq. ft.) S1295.00 

150 Gal. Systems (2000 sq. ft.) S2795.00 

300 Gal. Systems (4000 sq. ft.) S3995.00 

500 Gal. Systems (6600 sq. ft.) S4795.00 

750 Gal. Systems (1/a acre) S7995.00 

1000 Gal. Systems (1/3 acre) S9995.00 



were contaminated with the herbicide 
atrazine. 

EPA contended that this action violated 
Section 12 of the Federal Insecticide, 
Fungicide and Rodenticide Act. EPA noted 
that this action is separate from claims 
initiated by growers in Florida. 

AgrEvo USA Scholarship 
Program Grows Up 
Turf management students at 23 universities 
around the United States have the opportu-
nity to participate in the Turf Scholarship 
Program, sponsored by AgrEvo USA Co., 
Wilmington, Del. Each school will receive 
up to $1,000 to award to top students in its 
turf management program. University 
professors will determine the number of 
scholarships to award this winter. 

The program continues a 20-year tradition 
started by the former Nor-Am organization. 

Longhornfs Auction 
Benefits Dallas Charities 
Open house is more than a networking 
opportunity at Longhorn, a manufacturer 
based in Dallas, Texas. In addition to nearly 

State Worker's Comp 
Rules Vary in Scope 
The November, 1994, issue of Lawn & Landscape Maintenance carried a story on how 
different classifications of business can save money in worker's compensation rates (p. 
95). Since then, several readers have reported that their insurance agents have had a 
hard time verifying information on how to reclassify their businesses under the 
designation "parks," (9102) rather than "landscape gardening" (0042). 

The answer may lie in the fact that certain states have their own classification 
requirements, reported Jeannette Blanton of Independent Insurance Group, Dallas, 
Texas. She pointed out that Texas rules differ from the guidelines issued by the 
National Council on Compensation Insurance. 

"In Texas," she noted, "the (9102) designation is only applied to organizations that 
actually are parks. In other words, employees covered under this classification must 
work for a park." 

Similar differences may apply in other states. Contractors and their insurance agents 
who are uncertain about the status of the classification should contact their state's 
insurance offices. 

800 participants who attend, the program 
features industry exhibitors, a barbeque, live 
music, prizes and the "Ring of Honor" 
auction, which is sponsored by vendors. 

Items supplied by vendors are auctioned 
off, with the proceeds going to a different 
local charity each year. Last year's event 
netted approximately $5,000. 

According to Loyd Evans, president, 
Longhorn will be donating this year's funds 
to a local group, People That Care, which 
serves the needy by providing food, clothing 
and community outreach programs in the 
Dallas area. Longhorn has scheduled two 
open houses in Dallas and San Antonio for 
the first week of March. H 

F E A T U R E S : 
• Spreads and sprays over 4000 sq. ft. 

per minute. 
• Zero turning radius for maximum 

maneuverability. 

• Full hydrostatic drive. 

• 1 2' break away spray boom. 

• 1 50 lb. capacity; 3 speed electric 
spreader. 

• Designed for residential and commer-
cial properties. 
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$49.99 

i 

Accounts Receivable 
Unlimited Accounts 
Unlimited Companies 
Invoices & Statements 
Unlimited Transactions 
FREE 24 hour- 7 days 
Support Service 
Instructional Videos 

f i n e CAD l C S e Get Basic Millie 100% risk free , 
u n c r u n L l O O for $49.99. Read the fine print 

Good titi 4/30/951in other guarantee our I 
_ „ „ „ „„ Wmm product 100% because its Full Z0 Day Money simply the best deal around! 
B f i i ( !S I? i i i l lLant lscapes2000 l 

Please include $5.00 shipping. • 
N.Y.S. residents please add $4.25 sales tax. | H 0 0 - 2 6 2 - 9 4 9 I 
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Association News 
For more information... -
PLCAA 
1000 Johnson Ferry Road, NE 
Suite C-135 
Marietta, GA 30068 
800/458-3466 

ALCA 
12200 Sunrise Valley Drive 
Suite 150 
Reston, VA 22091 
800/395-ALCA 

PGMS 
120 Cockeysville Road 
Suite 104 
Hunt Valley, MD 21031 
410/584-9754 

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

SNA 
1000 Johnson Ferry Road 
Suite E-130 
Marietta, GA 30068 
404/973-9026 

BREAKING RECORDS must be on the 
minds of the Associated Landscape 
Contractors of America, which reported 
that it added more new members in 1994 
than it had in each of the last six years. 
Those figures only counted membership 
through the end of October. ALCA also 
reported a 9 percent boost in the renewal 
rate, a record number of entries for its 1994 
Environmental Improvement Awards 
program and millions of exposures across 
the country through its radio and newspaper 
public relations messages. 

An all-time high total of 42 colleges and 
universities have signed up to participate in 
ALCA's Student Career Days, to be held 
March 24 -26 at North Metro Technical 
Institute in Acworth, Ga. Several more 
institutions are expected to sign up before 
the deadline. 

In related news, ALCA has proposed a 
new slate of leadership with the following 
officers: Terry Anderson, Rentokil 
Environmental Services, president; David 
Minor, Minor's Landscape Services Inc., 
president elect; Judson Griggs, Lied's 
Landscape Design & Development, vice 
president; Cynthia Peterson, McCaren 

Designs Inc., secretary; and Richard 
Akerman, Northwest Landscape Industries, 
immediate past president. 

New directors at large will be: Tom 
Garber, Colorado Landscape Enterprises; 
Bruce Hunt, The Brickman Group Ltd.; 
Richard Ott, Orkin Plantscaping; Theresa 
Pesapane, Growing Green Inc.; and Ed 
Sinnott, Clearwater Landscaping Co. 

Michael Bellantoni, New York Turf and 
Landscape Association, and Dianna 
Milacek, Texas Association of Landscape 

Contractors, are state association directors. 
Ronald Kujawa, Kujawa Enterprises Inc., 
will serve as associate member director. 

The Professional Lawn Care Associa-
tion of America presented its Allied 
Regional Association award to the Nassau 
Suffolk Landscape Gardeners Association 
in Brightwaters, N.Y. The award was 
presented during PLCAA's annual meeting 
in St. Louis, to honor the group's national 
and local legislative efforts and for its 

YOUR LOGO 
EMBROIDERED 

on 
IMAGE WEAR 

Products! 

Items as 
low as 

Caps - $6.00 
Golf Shirts - $12.75 

Oxford Shirts - $15.90 
Sweatshirts - $11.00 

Jackets - $26.95 
Pants - $12.60 

inrroi phone for 
U h b i i M Signs Catalog 
1-800-328-4009 

These are 
the Smiths. 

They Live in the Bie Tudor 
Down the Street from 

One of Your Best Customers 

Do You Know Them? 
Your good work is the best 
advertisement that money can buy. 
Tell the neighbors of your existing customers that 
the green lawns they see are the result ofyowrefforts. 
Choose next door, across the street, or on the same block. 
Then let us provide you with mailing labels, a diskette...or 
whichever format works best for you. 
Subscription services are available for an updated list every month. 

CALL 1-800-31-NAMES 
Metromail 
A N R . R . D O N N E L L E Y & SONS C O M P A N Y 
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contribution to help increase PLCAA 
membership. Pat Voges of NSLGA accepted 
the award from PLCAA board member and 
ARA subcommittee chairperson Bob Ottley. 

PLCAA and the 19 Allied Regional 
Associations enjoy a mutually beneficial 
relationship. PLCAA provides the resources 
and exposure on a national level and the 
ARAs support PLCAA's efforts through 
local initiatives and perspectives on national 
issues. 

More than 235 compost industry partici-
pants, municipal officers, soil scientists and 
marketers attended the Compost Council's 
Fifth Annual Conference in Washington, 
D.C., which is a record for the group. New 
award categories for service were presented 
at the event. They included: Dr. Wayne 
Smith, University of Florida, Hi Kellogg 
Award for Outstanding Service to the 
Composting Community; Dr. Francis Gouin, 
University of Maryland, Rufus Chaney 
Award for Research Excellence; Sharon 
Barnes, Barnes Nursery, Outstanding 
Composter for 1994; and William 
Ruckelshaus, Browning-Ferris Industries, 
Certificate of Appreciation. 

In related news, the Council elected a new 
executive committee consisting of the 

following people: Bill Ginn, Browning-
Ferris Industries, president; Carla 
Castagnero, Agrecycle, vice president; 
Charles Carter, Bedminster Bioconversion 
Corp., vice president; Bruce Jones, Procter 
& Gamble Co., vice president; and Jane 
Forste, Wheelabrator Clean Water Systems, 
secretary/treasurer. 

The Landscape Contractors Association 
DC-MD-VA honored J. Landon Reeve IV 
with its 1994 Distinguished Service Award. 
He is president and CEO of Chapel Valley 
Landscape Co., Woodbine, Md. He was 
recognized for long-standing membership 
and ongoing contribution to the industry 
and the association. 

The Southern Nurserymen's Associa-
tion voted new officers into office. They 
are: Arthur Jones, Arthur A. Jones and 
Associates, president; William Barton, 
Barton's Nursery & Landscape, vice 
president/chapter 4 director; John Watkins, 
Watkins Nurseries Inc., director/chapter 1; 
William Reese, Greenbriar Nurseries Inc., 
director/chapter 2; and James Zangger, 
Greenleaf Nursery Co., director/chapter 3. 
Don Shadow, Shadow Nursery Inc., is 
immediate past president. 

Award winners were announced by the 
Professional Grounds Management 
Society at its annual conference in St. 
Louis. Two panels of judges selected the 
winning entries for the grounds mainte-
nance projects in commercial complexes, 
multifamily and community developments, 
institutions, residential landscapes and 
other projects. 

In related news, PGMS reported that 
eight people have completed the Grounds 
Manager Certification program in 1994, 
which brings the total to 49 managers. The 
program involves approval by the 
certification committee, a closed-book 
examination and extensive study on 
professional topics. 

A silver anniversary celebration of the 
Georgia Turfgrass Conference and Show, 
sponsored by the Georgia Turfgrass 
Association, attracted a record 1,500 
participants. The group named its 1995-96 
officers, who include: Mark Prinster, 
TruGreen/ChemLawn, president; Ken 
Morrow, Sod Atlanta, vice president; Jeff 
Dobbs, Zeneca Professional Products, 
secretary; Mark Esoda, Atlanta Country 
Club, treasurer; and Joe O'Donnell, 
Sunbelt Seeds Inc., past president. • 

YOU AERATE MORE THAN ONE SIZE LAWN. 
YOU NEED MORE THAN ONE SIZE AERATOI 

11 lawns a r e not c rea ted equal - they ' r e e i the r large or small. No one a e r a t o r 
is r ight for both. Tha t ' s why you need both types of BirdBird ae r a to r s . 

Our self-propelled model is pe r fec t for mos t home lawns and i t 's eas ie r 
to ope ra t e than the competi t ion. Our Tr ipleAire towable a e r a t o r is j u s t 
r ight for those big projects , and is loaded with user- f r iendly f e a t u r e s 
such as modular weights , high product ivi ty ra te , and your choice 

of coring t ines, spikes, or slicing blades. 
And only TripleAire lets you ra ise 

and lower the t ines f rom the 
dr iver ' s sea t . 

Ca l l or fax u s today for comple te 
informat ion and the name of you r 
n e a r e s t BlueBird r ep resen ta t ive . 

f / / U r E f i / V A r / O A/ A L 
"Making The World A Little More Beautiful" 

2778 S. Tejon Street / Englewood, Colorado 80110 / Fax: (800) 808-BIRD / Phone: (800) 254-BIRD 

Self-Propelled Aerator 
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The environmentally friendly products, 
packaging and formulation technology of 
tomorrow are available from Riverdale today. 

• Dry, water soluble 
herbicides or liquids. 

• 2,4-D based or 2,4-D 
free products. 

• Esters or Amines. 

• The right mix for your 
turf situation. 

Riverdale's formulation and 
packaging advances allow 
turfgrass managers flexibility 
to choose the broadleaf weed 
control products that best 
fit their needs. 

Options include: 

The future of the turfgrass industry depends heavily on 
our actions today. The importance of clean air, clean water, 
and healthy turf and trees will significantly enhance the 
health and recreational needs of the population. Increasing 
environmental pressures require all of us to be better stewards 
of the products we use. Making the best product choices today 
will help insure our right to continue in this business tomorrow. 
We believe those choices begin with Riverdale products. 

Maintaining healthy, weed-free turf is as important to the environment 
for coolingy filtration, and erosion control as it is to the aesthetic 
value of a home. 



Recreational opportunities are greatly enhanced with 
weed-free turf The playability of golf course turf would be 
severely impacted without effective weed control products. 

Dry, Water Soluble Herbicides 
Triple rinsing and disposal problems are a thing 
of the past with Dissolve® Tri-Power® Dry, and 
Triplet®Water Soluble. All packaged in water 
soluble bags. No mixing, measuring, pouring, 
freezing, or exposure to concentrates. 

2,4-D Based or 2,4-D Free 
Whatever your choice, Riverdale offers a full 
line of three-way herbicides. Your weed control 
doesn't have to suffer because you choose not to 
use 2,4-D. Riverdale offers proven effective, 
broad spectrum broadleaf weed control with the 
herbicide combination of your choice. 

Esters of Amines 
Cool weather weed control is significantly 
enhanced by using Ester formulations. When 
it warms up, switch to Amine formulations. 
Riverdale offers you choices of chemical 
components in both Esters and Amines. 

Various Product Mixes To Choose From 
With Riverdale herbicides, you can choose the 
product mix you need. Riverdale's full line of 
broadleaf herbicides give you the flexibility to 
manage your own program. 

The quality of a highly maintained playing field 
significantly reduces the potential for injury to players. 

H h H H L - p 

Worker protection standards have left few products labeled 
for commercial sod producers. Riverdale offers a choice of 
herbicides for growing healthy, weed-free sod. 



Products designed to meet your needs! 
Dry, Soluble Herbicides in Water Soluble B a g s 

D I S S O L V E (2,4-D, Mecoprop, Dichlorprop) 

• Dicamba-free 
• Totally water soluble 

amine formulation 
• No measuring, 

mixing, pouring or 
handling of 
concentrates 

• No triple rinsing or 
disposal problems 

• Cool and warm 
season turf 

T R I P L E R W . S . (2,4-D, Mecoprop, Dicamba) 

• Proven performance-
improved formulation 
and packaging 

• Totally water soluble 
amine formulation 

• No measuring, mixing, 
pouring or handling of 
concentrates 

• No triple rinsing or 
disposal problems 

• Cool and warm 
season turf 

T R I - P O W E R ® D R Y ( M C P A , Mecoprop, Dicamba) 

• 2,4-D free 
• Highly soluble acid 

formulation 
• No measuring, mixing, 

pouring or handling of 
concentrates 

• No triple rinsing or 
disposal problems 

• Cool and warm 
season turf 

Liquid, 2,4-D Based Herbicides 

T R I - E S T E R (2,4-D, Mecoprop, Dichlorprop) 

i Ester formulation 
i Improved cool 
weather weed control 

i Increased efficacy on 
hard-to-control 
species 

i Dicamba-free 
i Cool and warm 

season turf 

T R I P L E T (2,4-D, Mecoprop, Dicamba) 

i Amine formulation 
i One product for all 

use sites 
i Flexible rate ranges 
i Effective, economical 

broadleaf weed 
control 

i Cool and warm 
season turf 

T R I A M I N E (2,4-D, Mecoprop, Dichlorprop) 

• Amine formulation 
• Dicamba-free 
• Tank-mix compatible 
• Effective, economical 

broadleaf weed 
control 

• Cool and warm 
season turf 

Liquid, 2,4-D Free Herbicides 

T R I - E S T E R V I I (MCPA, Mecoprop, Dichlorprop) T R I - P O W E R ® ( M C P A , Mecoprop, Dicamba) T R I A M I N E 1 1 (MCPA, Mecoprop, Dichlorprop) 

i Ester formulation 
12,4-D and 

Dicamba-free 
i Improved cool 

weather weed control 
i Increased efficacy on 

hard-to-control 
species 

i Cool and warm 
season turf 

• 2,4-D free 
• Amine formulation 
• Low use rates and 

flexible rate ranges 
• Effective, economical 

broadleaf weed 
control 

• Cool and warm 
season turf 

• 2,4-D and 
Dicamba-free 

• Amine formulation 
• Flexible rate ranges 
• Effective, economical 

broadleaf weed 
control 

• Cool and warm 
season turf 

For more Information, Call 

D i n 
Mian 

iverdale 
IVI I C A L O O IV! F> A l\l V 

425 West 194th Street • Glenwood, IL 60425-1584 
PHONE (800) 345-3330 • FAX (708) 754-0314 



IA Honors Healy Brothers, 
von Bernuth and Bos 
ACHIEVEMENT was the word of the day as the Irrigation Associa-
tion honored four people for their contributions to the industry at its 
November annual meeting in Atlanta. 

IA honored Andy and Mark Healy of Senninger Inc. by presenting 
them the 1994 Industry Achievement award, which is given to 
members of the irrigation industry who have made outstanding 
contributions to its development. 

A surprised Robert von Bernuth, head of the Agricultural Engineer-
ing Department of Michigan State University, accepted IA's Person of 
the Year award for contributions that promote good irrigation 
practices. The award honors individuals outside the irrigation industry. 

Marinus Bos, head of research and publications with the Interna-
tional Institute for Land Reclamation in The Netherlands received the 
1994 Crawford Reid Memorial award, presented to individuals outside 
the industry whose work has resulted in major achievements in 
irrigation outside the United States. 

Consumers Respond to 
Water Saving Programs 

The Georgia Water Wise Council reported that a recent water saving 
retrofit program in Houston, Texas, shows that people will use less 
water. 

The research project, which sent conservation plumbing kits to some 
homeowners in the Houston area, showed that the group used 
approximately 18 percent less water than those without kits. In fact, the 
control group's water use rose slightly during the test period. 

The do-it-yourself kits included low-flow 2.5 gpm showerheads, 2 
gpm kitchen sink aerators and 2 gpm bathroom faucets. Homeowners 
installed the components themselves. 

A follow-up survey indicated that more than 90 percent of the 
conservation group were satisfied with the new devices' performance. 

Stetson Reclaims 
Landscape Water 
A four-stage landscape water reclamation project designed to reclaim 
more than 2 million gallons per day for irrigation is in progress at 
Stetson University, DeLand, Fla. Stage 1 involved reclaiming 675,000 
gallons of water per week to irrigate playing fields, college golf 
courses and some dormitory landscaping areas. Remaining stages will 
be phased in gradually. 

Stage 2 will add an additional 702,000 gallons per week for some 
academic and residential building landscapes; Stage 3 will provide 
another 540,000 gallons per week; and Stage 4 will incorporate remaining 
areas of the 150-acre campus with 470,000 more gallons per week. 

Stetson recently renovated its landscaping, adding more than 130 16-
foot live oak trees and other shrubs. The University uses 14 wells for 
landscape watering and expects to save pump maintenance costs with 
the installation of new reclamation lines. The project is designed on a 
1992 study done by Quentin L. Hampton Associates. 

Video Illustrates Design, 
Maintenance Steps 
Netafim Irrigation Inc., Fresno, Calif., has produced a free educational 
video that details the design, installation and maintenance of its 
Techline subsurface drip irrigation systems. "Advancing the Science of 
Irrigation" contains material for novices and professionals and is 
available by calling 209/498-6880. • 

I Eliminate down-time. 
I Eliminate high equipment costs. 
I Eliminate any doubt that Encore 

is the best value in the industry! 

TAPER LOCK 
PULLEYS: 
Change the spindle 
without breaking the 
pulley! 

REINFORCED DECK: 
Reduces shims for an 
even, level cut! 

SIX-INCH BRAKE 
DRUMS: 
Longer wear much 
easier steering! 

MATCHED DUAL V 
BELTS: 
Better traction! 

BOLT ON RIM 
PULLEYS & DRUM: 
Replace the pulley or 
the brake drum! 

ENCORE 
ELIMINATOR 
36" & 48" HHP KAW 
SPECIAL PRICES 

ADDITIONAL FEATURES: 
• Five speed 

transmission with 
reverse 

• #10 ga. steel deck w/#7 
ga. wear strips & 
welded seams 

• Top access to the 
grease fittings 

• Yoke-style casters 
• Parking brake 
• Tubular bumper 
• Heavy-duty high lift 

blades 
• Easy shift bar 

y - v - w i -

i n f 

Loan & Lease Plans 

MANUFACTURING CO., INC. 
P.O. Box 888 • Beatrice, NE 68310 
402-228-4255 • FAX: 402-223-4103 

ENCORE ELIMINATES THE COMPETITION! 



COVER STORY 

Speaking Out 
For the "Little Guys" 

Andy Hines belief 
in the potential of 
small lawn service 
operations is a 
driving force in his 
life. He likes 
nothing better than 
to share his 
experiences with 
other owners, dive 
into the political 
process and make 
his own customers 
satisfied. 

By Susan Gibson 

Hines shares his views on small business. 

TEDDY ROOSEVELT'S quote 
about the test of a man pretty much 
sums up Andy Hines' view of be-
ing in business for himself. 

Roosevelt said: "It is not the critic 
who counts, not the one who points 
out how the strong man stumbled 
or how the doer of deeds might 
have done them better. The credit 
belongs to the man who is actually 
in the arena, whose face is marred 
with sweat and dust and blood; 
who strives valiantly; who errs and 
comes short again and again; who 
knows the great enthusiasms, the 
great devotions, and spends him-
self in a worthy cause; who, if he 
fails, at least fails daring greatly, so 
that his place shall never be with 
those cold and timid souls who 
know neither victory nor defeat!" 

Hines' arena is the lawn service 
business and his worthy cause, to 
which he devotes much enthusi-
asm and effort, is to the "little guys," 
the owners of small firms. 

In fact, that's where Hines be-
lieves the future of the industry lies. 

"I love the in-
dustry, and I 
believe the fu-
ture is in the 
small guy, not 
in the big guys 
out there," he 
commented. 

His experi-
ence working 
in large, me-
dium and small 
lawn servicing 
firms has given 
him an interest-
ing perspective 
on the subject. 
And his suc-
cess at the helm 

of his own lawn service business 
has made him realize the value of 
sharing knowledge, political clout 
and new technological break-
throughs with his peers. 

FROM THE GROUND UP. The 
educational profile of a typical lawn 
service business owner usually 
doesn't involve five different ma-
jors at eight universities, but in 
Hines' case, it has produced real 
benefits. His education has been a 
pattern of pursuing interests at the 
same time that he was learning the 
industry from the ground level up. 

This process, which has contin-
ued for more than 20 years, has 
given Hines the opportunity to put 
his education into action as owner 
of his own business. 

Professors at Purdue University 
encouraged his interest in turf man-
agement, which he then pursued as 
a profession. Subsequent work in 
accounting and computing allowed 
him to write his own business ac-
counting program, which his com-
pany uses today. 

A long-time interest in political 
issues, recently fanned by a local 
pesticide controversy, currently 
drives him to study political sci-
ence at the University of Georgia. 

Hines entered the lawn service 
industry while a student, learning 
the everyday operations of lawn 
servicing and business. His move 
to Servicemaster's franchise devel-
opment program in western and 
southeastern states gave him practi-
cal experience in business and a 
broader understanding of lawn ser-
vice startup and technical needs. 

He became acquainted with the 
Athens, Ga., market as an employee 
of Ed Nash in nearby Watkinsville, 

then bought the company and took 
it in new directions that he had 
come to believe were critical to 
good business growth. 

His first step in 1991 was to 
relocate the business in Athens and 
develop a new logo. He installed 
his customized computer account-
ing system. But the most decisive 
move was to restructure the 
company's existing accounts to-
ward a prepayment system. 

The key, he said, was to use a 
newly developed preemergent 
broadleaf herbicide that would en-
able him to avoid costly callbacks 
when broadleaf weeds emerged in 
the spring, while boosting his cash 
flow at the same time. 

The last point is especially criti-
cal, because Hines based his busi-
ness' survival on a healthy finan-
cial structure. "When we bought 
this business and analyzed the fi-
nances, we found some accounting 
errors—figures that were wrong," 
he explained. The puzzle took eight 



months to straighten out and give 
Hines a clear picture of his costs. 

At that point, he related, "We 
switched our analysis of the busi-
ness to one that looked at the total-
ity of all our costs, from one that 
only measured cash flow." 

Hines then instituted the prepay-
ment program, one that uses a 
preemergent broadleaf herbicide 
from DowElanco as a mainstay of 
his business strategy. The product 
is a critical element in the way Hines 
runs his business, and his enthusi-
asm for it has grown to the point 
that he now conducts seminars with 
DowElanco representatives on the 
finer points of profiting from a pre-
payment program based on its use. 

The herbicide, Hines said, 
"helped us solve our cash flow prob-
lems by reducing our customer ac-
quisition costs, our advertising costs 
and our overall costs. We started 
out with a full-time promotion of 
the product. I bought the first load 
of it I could get." 

The prepayment program offers 
customers a free fall application of 
the herbicide in exchange for dis-
counted, early payment of services. 
For Hines, it's a win-win situation: 
he gets a healthy cash flow and a 
reduction of callbacks and his cus-
tomers get effective weed control 
and less problems. 

Shrub & Turf s customers have 
been persuaded by the logic of the 
program, for his company boasts 
43 percent of its customers on the 
prepayment program. That's nearly 
double the prepayment average in 
similar firms, he noted. 

The influx in ready cash has made 
a dramatic difference in the 
company's financial picture. "The 
cash generated by our prepayment 
program gave our banker confi-
dence that we were headed in the 
right direction and that we were not 
a hand-to-mouth kind of opera-
tion," Hines explained. "It freed up 
more credit for us at the bank," 
which was an additional benefit. 

Andy Hines 
installed a 
computer 
setup in his 
truck for fast, 
personalized 
service quotes. 
Photo credit: 
Dan McClure, 
McClure 
Studio, 
Athens, Ga. 

SHRUB & TURF 

HEADQUARTERS: Athens, Ga 
FOUNDED: 1978 by Nash in 

Watkinsville, Ga. 
OWNERS: Andy and Julia Hines 

PRIMARY SERVICES: Fertilizer and weed 
management, tree and shrub care, disease 
control, flea and tick control, natural area 

weed control, mechanical services (aeration, 
seeding, small installations, pruning). 

Approximately 90 percent is residential; 10 
percent is commercial. 

EMPLOYEES: 3 1/2 year round, additional 
workers when needed 

1994 SALES: $380,000; about 60 percent is 
lawn care, 30 percent is tree and shrub care, 
5 percent is natural area weed control and 5 

percent is a mixture of other services. 
PROJECTIONS: $420,000 in 1995 

EXECUTIVE SUMMARY 

THE CONCEPT: Quality doesn't 
cost... it pays. 

FUTURE CHALLENGES: Setting up an 
ongoing business that sustains itself, keep 

service and business operations on the 
cutting edge, help lawn service industry grow 

to benefit all participants. 

THE PRESIDENT 

ANDY HINES 
AGE: 43 

FAMILY: Married to Julia, his partner and 
secretary-treasurer of the firm. 

EDUCATION: Attended eight universities, 
majoring in biology, history, turf management 

and accounting; currently attending the 
University of Georgia with a major in political 
science. Also attended technical and training 

schools. 
JOB HISTORY: Entered lawn care industry 
as an employee of Leisure Lawn in Dayton, 

Ohio; moved to Tulsa, Okla., worked for Oral 
Roberts University, then represented 

Servicemaster's franchise services in the 
areas west of Oklahoma; transferred from 

Tulsa to Servicemaster's southeastern U.S. 
territory; joined Ed Nash in 1990; purchased 

business in 1991 and moved it to Athens, 
Ga. 

EQUITY HELD: 100% 



TWO-WAY PARTNERSHIP. Finan 
cial health of the business is para-
mount for Hines, who makes finan-
cial projections and handles many 
elements of the business side. From 
March through September, he also 
actively markets his business, cus-
tomizes lawn treatments, performs 
applications and experiments with 
new lawn care products. 

His partner in business and life, 
Julia Hines, handles the adminis-
trative, personnel and accounting. 

Julia's experience in the lawn 
service industry goes back to the 
days when they first met at Leisure 
Lawn in Dayton, Ohio, where she 
was involved in sales and lawn care 
applications. At one time, "I hired 
her to run the production trucks," 
Hines recalled. "She learned the 
business from the ground up too, 
by spraying and spreading." 

Her unofficial title of "Boss of 
All Bosses" indicates the pecking 
order at Shrub & Tree. Officially, 
it's a small firm employing 3 1/2 
full-time employees and several 
temporary workers fordethatching, 
aeration and other seasonal work. 
Like owners of other smaller com-

panies, the Hines try to provide 
ample benefits and good working 
conditions for their employees. 

"I'm not a taskmaster," said Andy 
Hines. "We give our employees a 
flexible work schedule where we 
allocate the work to be done and 

give each person the responsibility 
to get it done on their own time." 

Besides health insurance and 
training in general application tech-
niques to help applicators receive 
the Georgia pesticide license. Shrub 
& Turf offers an educational ben-
efit program based on the employ-
ees' productivity. 

"We pay bonuses based on pro-
ductivity and employees can use 

those bonuses directly for continu-
ing education costs at the Univer-
sity of Georgia (based in Athens)." 

The close-knit group at Shrub & 
Turf has "better stability than most 
other" companies, yet it can be 
thrown off balance when just one 

person leaves 
for another job. 

"If one em-
ployee leaves, it 
can cause prob-
lems for all of 
us" in terms of 
extra work and 
upset schedules, 
Hines noted. 

Athens' 3.3 
percent unem-
ployment rate 

makes it a challenge to find em-
ployees, and the small group makes 
compatibility of personalities an 
important priority in hiring. Once a 
person is hired, Hines sets a time 
frame that gives each person time to 
learn what he or she needs to do for 
the particular job. 

QUALITY PAYS. One of the advan-
tages of managing a small lawn 

service firm is that the owner be-
comes closely involved in the cus-
tomer base. Such is the case at Shrub 
& Tree. The customers know Hines 
and know what to expect of his 
company's service. 

Its location in a smaller-sized 
southern city of approximately 
100,000people, the special require-
ments of "transition zone" lawn 
service and its size make the human 
factor a large element of Shrub & 
Tree's success. 

"There are 15 combinations of 
turfgrass that grow in the Athens 
area," said Hines. "Everything that 
grows in the United States grows 
here." This can create some com-
plexities when planning a treatment 
strategy, a dilemma Hines has 
solved by creating individual treat-
ment plans for each customer. 

The typical yearly schedule for 
Shrub & Turf includes seven lawn 
applications (including one lime 
application), six applications for 
trees and ornamentals, five applica-
tions for natural area weed control 
and six treatments for lawn fleas 
and tick infestations. 

(continued on page 28) 

'The rash generated by our 
prepayment program gave 
our banker confidence that 

we were headed in the 
right direction.' 

More grass in one pass 
Brillion's new, improved Turfmaker Seeder helps you grow 
thicker, more uniform stands and save up to 50% in seed costs. 
Its legendary precision seeding helps you get better seed/soil 
contact, increased germination, faster emergence and thicker 
stands all with one pass seeding. 
The Turfmaker is built tough for longer, m^re precise operation, 
featuring a heavier, more positive ground-drive system. A two-
piece seed shaft with center adjustment on the 10' model 
provides more precise seeding. Optional track remover kits, 
scrapers and seedbox agitator kits are available. 

For more information on Brillion's new, improved 
Turfmaker, send this ad with your name and address 
to Brillion Iron Works, Inc., Brillion, Wl 54110. 
Or call us at 414-756-2121 or fax 414-756-3409. 

In addition, metal deflectors are 68% stronger 
and extend closer to the ground to guide 
seed between roller wheels for even 
seeding despite windy conditions. 
New glass-filled nylon seed meters 
ensure continuous accuracy. 

Turfmaker Seeders 
8 models, pull and 3 pt. hitch 
5'4", 8', 10' and 12' models 
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CAN YOUR PREEMERGENCE GIVE YOU A.. . 
HEAD START IN 

W I N T E R 

Barricade 
HERBICIDE 

CRABGRASS PREVENTER 
ION FERTILIZER ^ 
Mbujvjiss:"—"JH 

Barricade 
65*° 

Barricade Herbicide 
THE PROFITABLE PERFORMER 

i> SANDOZ Read and follow label directions carefully Barricade Herbicide 
is a registered trademark of Sandoz Ltd © 1994 Sandoz Agro, Inc 

"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). 



"For example, I had one lawn 
with five different grasses — two 
kinds of zoysiagrass, bermudagrass, 
a fescue and centipedegrass — on 
different areas of the property," he 
explained. "I have to consider the 
size of the lawn and then design 
everything to hit the particular con-
ditions just right." 

This individualized service, 
which takes extra time and effort, 
pays off for Shrub & Turf. "I think 
our competitive edge in this market 
is the quality of our program and 
the turf we produce. That speaks for 
itself," he added. 

On visits to properties, Hines 
takes a laptop computer, which he 
hooks up to an inkjet printer in-
stalled in the cab of his truck. Spread-
sheet templates allow him to print 
out fast, professional quotes right 
on the spot. 

The personal touch helps when 
mistakes are made, too. "We don't 
run away from problems," Hines 
explained. "We ask 'how can we 
fix it for you?' When I do business 

Hines has built 
good relation-
ships with his 
customers by 

providing 
personal 

service and 
designing 

custom lawn 
treatments. 
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with the Royer Mode l 366 
Q u a l i t y f i n i s h e d p r o d u c t R e d u c e s p r e p a r a t i o n cos ts 

• H i g h e r capac i ty to h a n d l e w i d e r v a r i e t y of m a t e r i a l s 
Fu l ly a u t o m a t i c 

^ F a s t se t -up , s imple opera t ion 

I* - -

\ EVERYTHING FOR THE 
LAWN MAINTENANCE INDUSTRY 
CELEBRATING OUR 28th YEAR! 

200 gal. poly baffled tank 
5.5 Honda with D-30 
Electric reel 

300 ft. l/2"hose 
Unit pre-tested & ready to use 
Custom built units available 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

COMPLETE SUPPLIER OF T & 0 CHEMICALS 

1 -800-888-5502 
Or wr i te : P.O. Box 18358, MEMPHIS , TN 38118 

USE READER SERVICE #33 

with a customer 
and he has a 
problem, I am 
most efficient if 
I can view the 
problem from 
his eyes. I have 
to ask myself: 
'How would I 
want it handled 
if I was him?' 

"I believe that 
95 percent of the 
time, the problem is my communi-
cation with the customers. They 
don't know what the problem is 
with their lawn — I do. I have to 
anticipate problems when I com-
municate with them," he said. 

Big problems are easier to handle 
when the financial picture is steady, 

Hines explained. "We had a prob-
lem that cost us about $ 12,000. We 
went to the bank, then talked to the 
customers and asked how we could 
fix it. We'll go the extra mile to fix 
a customer's problem. 

"In one case, we seeded and aer-
ated a lawn for one of our turf and 

shrub care customers. It helps that 
we have a steady record with the 
bank." This gave the company lee-
way to set things right. 

Hines realizes that problem-fix-
ing must be balanced with the 
customer's perception of value. 

(continued on page 30) 



CAN YOUR PREEMERGENCE GIVE Y o u A.. . 
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"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 you'll 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-TURF (8873). 

Barricade 
HERBICIDE 

CRABGRASS PREYEXIER 
' OK FERTILIZER 

Barricade Herbicide 
THE PROFITABLE PERFORMER 

-> S A N D O Z Read and follow label directions carefully. Barricade Herbicide 
is a registered trademark of Sandoz Ltd. © 1994 Sandoz Agro. Inc 



1 look at the big manufacturing 
companies as an extension of my own 
— they're my research and develop-
ment department. Those companies 

have some of the best researchers and 
field people available to help. 

That's how you learn/ 

Service isn't free, he said, and he 
has to set a value to it. "If a customer 
doesn't pay for something, they 
won't value it." 

One way of sustaining value in 
the customers' minds is regular 
communication. "We use our own 
computer-generated mailing lists 
and rely on direct mail targeted at 
neighborhoods for sales," Hines 
said. 

"Most of our business is gener-
ated internally, by word of mouth. 
We support our customer base by 
giving each one a newsletter, which 
they get with every application. 
We also encourage referrals by of-
fering certificates for'turf bucks.'" 

POLITICAL CONNECTION. Hines 
has been involved in the Profes-
sional Lawn Care Association of 
America since 1978 and has par-
ticipated in its Day on the Hill and 
other programs for several years. A 
recent controversy about 2,4-D use 
in Athens brought the political is-
sues home to him. 

"I realized that you can no longer 
be in this business without realizing 
the effects of the political side," he 
commented. "The 'littleguys' need 
to be aware of these issues. It's no 
longer an agronomic issue, but a 
political issue. We have to address 
the public's perceptions of the value 
of pesticides." 

Hines addresses those issues in a 
variety of ways. His company lit-
erature stresses safe and judicious 
pesticide use, while his foldout busi-
ness card lists several facts about 
pesticide development, testing and 

regulation. He also believes that 
using a preemergent broadleaf her-
bicide addresses his customers' 
concerns and demonstrates respon-
sible use. 

"It attacks that part of the pesti-
cide problem. It prevents broadleaf 
weeds from becoming a problem 
and also eliminates the environ-
mental criticism, because it reduces 
our pesticide use. It shows that we're 
concerned, too. Environmentalists 
can't say that we' re not concerned." 

He also actively urges his peers 
to become involved in programs 

like PLC A A's Day on the Hill. "I 
want to make sure our industry is 
well represented before the regula-
tory issues get over our heads. We 
have to keep on top of these issues." 

COMPETITIVE EDGE. Hines main 
tains that the small lawn service 
owner can compete with anyone, 
even the large firms, by taking ad-
vantages of available resources and 
trying new approaches. He talked 
about it in a recent interview. 

Q. How can a prepayment pro-
gram like yours help small lawn 
service businesses compete with 
the "big boys?" 

A* I understand the risks of getting 
into my own business—I've done 
it. The owners of small companies 
out there have to change the way 
they're thinking to be competitive. 

I've found that this herbicide re-
duces total applications and has a 
more responsible method of appli-
cation. It does cost more to treat, but 
owners have to look at all the costs 
—their service calls, replacing cus-

(continued on page 32) 

JUST . 
F L A X * 
GREAT 

c a r g o W a g o n ® 
w i t h 102" A x l e s 

Look inside our trailer. T h e big aster isk s h o w s you our 6 '9" w i d e interior floor is Flat! 
No w h e e l b o x e s inside. Perfect for motor ized Lawn & Garden equ ipmen t , a n d plenty 
of 'Walk-around" room, too. 
Wells Cargo offers you great Opt ions for cus tomiz ing like: FLOW-THRU VENTILATION 
eliminating fuel f u m e s , WOLMANIZED 1-1/2" FLOORS a n d 3/4" INTERIOR Si DEW ALLS, 
for "guts." All b a c k e d by a Warranty that really works for you! 

Call 1-800-348-7553 for Catalog & Pricing 
WELLS CARGO, INC. PO BOX 728-1172 Elkhart, IN 46515 

Factory Service Points: GA, IN, TX & UT. Nationwide Dealership Network. 
"With a Wells Cargo Behind...You Never Look Back!" 



CAN YOUR PREEMERGENCE GIVE YOU A... 
S A T I S F I E D 

S U M M E R 

Barricade Herbicide 
THE PROFITABLE PERFORMER 

3 SANDOZ Read and follow label directions carefully. Barricade Herbicide 
is a registered trademark of Sandoz Ltd. © 1994 Sandoz Agro, Inc. 

"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.77 

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

Barricade 
HERBiCOt 

CRABGRASS PREVENTER 
| ON FERTILIZER 

Barricade 
fart 



SANDOZ DISTRIBUTORS 
1-800-435-TURF (8873) tomers, opportunities lost and expenses like fer-

tilizer. If a product can prevent weeds from 
becoming a problem and reduce the costs at the 
back end, the small guy can compete with the big 
guys and still produce results. 

Q « Are products as effective today as they were 
in the past? 

A. We had a weed control product we loved 
back in the 1970s. At the time it went off the 
market, we thought it was the best product we 
ever had. But the new products we have are even 
better. 

There is an insecticide that I would like to start 
on a prepayment program, which I could apply in 
spring without having to apply further insecti-
cides in summer, for instance. I like it because it 
would reduce pesticide use. I've been experi-
menting with fungicide applications and tech-
niques to get extended care. And there are new 
and different kinds of fertilizers to use. 

Q* How do you experiment with new lawn 
products? 

A. I'll call and order a new product, then make 
some experimental applications. We have a local 
school, Athens Christian School, where we take 
care of their grounds. I charge them full commer-
cial pricing, in exchange for scholarship credits 
to be used for a L.I.F.E. scholarship (Learning Is 
For Everyone). 

We experiment with new products on the 
school grounds and at the same time, have been 
able to sponsor three children with full scholar-
ships through the school. Soon, we will have five 
scholarship students through the program. 

The whole process is an example of how 
positive our industry can be. Because of new 
technology and the willingness of the school to 
take a chance, several kids get to go all the way 
through the school. 

When I have a customer with a problem that I 
think a new product can help, I'll ask if he's 
willing to pay for the new product in exchange 
for an experimental application. Together, we'll 
see how it works. 

Q « How do you keep current with new product 
developments? 

A. When I see a new product that interests me, 
I'll call the manufacturer to learn more about it. 
Lawn service owners think they can't compete 
with the big companies that have their own 
research departments. We can use the manufac-
turers and their research techniques to solve our 
problems. All we have to do is ask them and 
they'll help us get involved. 

I look at the big manufacturing companies as 
an extension of my own — they're my research 
and development department. If I've got a ques-
tion about a product, I'll call the researcher and 
he'll either give me an answer or direct me to 

getting more help. Those companies have some 
of the best researchers and field people available 
to help. That's how you learn. 

Q . Describe your relationship with your suppli-
ers. 

A. We all need good relationships with our 
suppliers. I don't want any customers to cut me 
because of a $1 difference in the price of an 
application, and I treat my suppliers the same 
way. I've paid as much as five percent more to stay 
with a vendor. They need to be treated well — it 
works both ways. I try to build relationships with 
vendors as strong as my relationships with cli-
ents. 

Q . What do see in the future for Shrub & Turf? 

A. I'll continue doing what I'm doing, but try to 
set up the business to sustain itself. I want to keep 
on the cutting edge and be a credit to the industry. 
I'd like to be a help, especially to the small guys. 
They need the courage to be different. 

There are a number of fine competitors in 
Athens, and also some unethical ones who won't 
last too long. I'd like to help the good ones grow 
in Athens, because if they grow, I'll grow too. I 
want them to do well, because we'll all benefit. • 

The author is managing editor q/Lawn & Land-
scape Maintenance magazine. 

COMING 
NEXT MONTH... 
INSECT CONTROL IN TURF & ORNAMEN-
TALS — Dr. David Shetlar, the "Bug 
Doc" at The Ohio State University, will 
review the latest trends in chemical and 
biological controls. 

SEED VS. SOD VS. HYDROSEEDING — 
Each method of establishing turf has its 
advantages, depending upon the situation. 
Find out how to make the right choice. 

MANAGING FOR PROFIT: MOWING 
CREWS —Several contractors have 
mastered the art of managing mowing 
crews for both productivity and profit 

DRIP IRRIGATION IN THE LANDSCAPE 
—When is drip irrigation the right 
landscape solution? Its low-maintenance 
operation and water conserving 
characteristics can be the right choice for 
a variety of landscape elements. 

LOW-MAINTENANCE PERENNIALS — 
Many perennials lend the perfect 
combination of color, texture and low 
maintenance to the landscape. 

BUSINESS MANAGEMENT SERIES — A 
smooth business operation can mean the 
difference between success and failure. 

AG RESOURCES, INC. 
Brandon, FL 
AGRA TURF 
Searcy, AR 
ACRITURF 
Hatfield, MA 
BENHAM CHEMICAL COMPANY 
Farmington Hills, MI 
CANNON TURF 
Fishers, IN 
CORNBELT CHEMICAL 
McCook, NE 
ESTES, INC. 
Wichita Falls, TX 
FISHER AND SON, INC 
Malvern, PA 
E.H. GRIFFITH, INC. 
Pittsburgh, PA 
GEORGE W. HILL & C O , INC. 
Florence, KY 
GRASSROOTS 
Mt. Freedom, NJ 
HOWARD JOHNSON'S ENTERPRISES 
Milwaukee, WI 
KNOX FERTILIZER 
Knox, IN 
LEBANON TURF PRODUCTS 
Lebanon, PA 
PENNINGTON ENTERPRISES, INC. 
Madison. GA 
PRO SEED TURF SUPPLY 
Chantilly, VA 
PROFESSIONAL TURF SPECIALTIES, INC. 
Champaign. IL 
REGAL CHEMICAL COMPANY 
Alpharetta, GA 
THE ANDERSONS 
Maumee, OH 
TURF INDUSTRIES, INC. 
Houston, TX 
TURF PRODUCTS LTD, INC. 
West Chicago, IL 
TURF SUPPLY COMPANY 
Eagan, MN 
UNITED HORTICULTURAL SUPPLY 
Salem, OR 
VICORO INDUSTRIES 
Winter Haven, FL 
WILBUR-ELUS COMPANY 
Kent, WA 
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CAN YOUR PREEMERGENCE GIVE YOU A.. . 
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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.77 

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). 

Barricade 

CRABGRASS PREVENTER 
S ON FERTILIZER 

V 

Barricade 

Barricade Herbicide 
THE PROFITABLE PERFORMER 

A SANDOZ Read and follow label directions carefully. Barricade Herbicide 
is a registered trademark of Sandoz Ltd. © 1994 Sandoz Agro, Inc. 
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LANDSCAPE MANAGEMENT 

Landscape Architects & Designers: 

IT'S A MATTER of degree. Both 
landscape architects and designers 
work with landscape contractors 
to prepare for installations. Both 
can develop planting plans and 
both can select plant material. 
While there are many similarities, 
there are some differences in quali-
fications and specialties. 

In many cases, the difference is 
in the degree or amount of educa-
tion. Sometimes, the difference 
applies to the course of college 
preparation. Other times, state or 
local requirements determine 
which professional a landscape 
contractor chooses. 

Finally, the scope or size of the 
project, from modification of an 
existing landscape to the develop-
ment of a master plan for a com-
munity, will determine if an archi-
tect or designer is the right person 
for the job. 

LANDSCAPE ARCHITECTS. Gen 
erally, a landscape architect will 
earn an undergraduate or graduate 
degree in land-
scape architecture. 
Depending upon 
the school, said 
Ron Leighton, ac-
creditation man-
ager for the Amer-
ican Society of 
Landscape Archi-
tects, the program 
may be in the col-
lege of architec-
ture or the college 
of fine arts. 

An undergrad-
uate degree results 

Landscape 
designers and 
architects both 
create a project's 
overall concept. 

Who is Right 
For the Job? 

The roles and qualifications of landscape architects 
and designers have become blurred for many 

landscape contractors and their clients. However, 
there are differences in training, certification and 

expertise that should be considered. 

By Barbara G. Howell 
in a bachelor of landscape archi-
tecture. Sally Schauman, a chair of 
ASLA's Council on Education, 
said such degrees typically require 
four or five years of study "in 
design, construction techniques, 
art, history, natural and social sci-
ences." 

Graduate programs are designed 
to confer a master's degree in three 
different situations. An individual 
who holds an undergraduate de-
gree in a field other than landscape 
architecture can earn a Master of 
Landscape Architecture degree in 
about three years of full-time study. 

A person with an undergraduate 
degree in landscape architecture 
would be able to complete the ML A 
in two years. Anyone who wishes 
to conduct research in landscape 
architecture, but does not seek to 
become a registered professional, 
might also complete the MLA de-
gree in that time. 

According to Leighton, there 
are 71 accredited programs in the 
United States representing 54 dif-
ferent institutions. At any time, he 
estimated, there are about 6,000 
students in these programs with 
about 1,200graduates a year. Some 
other schools do offer non-accred-
ited programs in landscape archi-
tecture as well, he noted. 

Registration of landscape archi-
tects is required in 45 states. Some 
state registration programs are de-
signed to determine continuing 
proficiency, while others are 
merely "title acts" that require 
completion of requirements to call 
oneself a landscape architect. 

While the individual require-
ments are determined by each state, 
a degree in landscape architecture. 



a number of years experience and 
the passing of an exam is generally 
required for registration. 

The examination is produced 
and graded by the Council of Land-
scape Architects boards of regis-
tration, although some states also 
include a small section on regula-
tions or local plant material. In 
some states, persons without a de-
gree but with considerable experi-
ence may take the exam, and upon 
passing, become registered land-
scape architects. 

ASLA is the professional orga-
nization that seeks "the advance-
ment of knowledge, education and 
skill in the arts and science of 
landscape architecture as an in-
strument of service in the public 
welfare." The group has been in 
existence since 1916. 

The friction which sometimes 
exists between landscape archi-
tects and landscape designers of-
ten stems from laws that create 
registration for landscape archi-
tects in some states. 

Kibbe Turner, executive direc-
tor of the Association of Profes-

sional Landscape Designers, said 
the definitions in state statutes re-
quiring registration of landscape 
architects often preclude the exist-
ence of landscape designers. 

By defining what a landscape 
architect does and requiring regis-
tration and completion of certain 
mandates before using the name 
"landscape architect," the state 
negates the existence of the land-
scape designer and ability of him 
or her to practice. 

Turner agreed it is rather like a 
state licensing a doctor, noting in 
the description of his work that a 
doctor can dispense medication and 
take temperatures. Such a defini-
tion might prevent or inhibit a nurse 
from doing those same things. 

DESIGNERS' FOCUS. The course 
of study chosen by a landscape 
architect and landscape designer is 
often different, Turner noted. "De-
signers are horticulturally oriented. 
Landscape architects tend to be 
oriented more toward hardscape 
projects (such as entrance ways, 
streets and bridges)." 

For an example, Turner used a 
community wetlands project. The 
landscape architect designed the 
walkway for the public to view the 
wetlands. The landscape designer 
did the plant layout and worked 
with the architect to set the water 
level. A landscape contractor might 
have actually installed the plant 
material or a landscape designer 
might have overseen the installa-
tion by a team of volunteers and 
city workers. 

A landscape designer may have 
a two- or four-year degree or may 
have considerable experience in 
lieu of the degree. Turner said there 
are 170 schools that offer a variety 
of landscape design programs in 
either the colleges of architecture 
or horticulture. 

The APLD is only about six 
years old. It was established to 
provide a certification program (not 
mandated by states), to define the 
role of designers particularly in 
relation to landscape architects and 
to provide continuing education. 

To achieve certification from 
the APLD, a designer must have 

This residential project 
combines elements of hard- and 
softscape for a total look. 
Credit: Audrie Seeley & Co. 

completed a minimum number of 
hours in horticulture or have suffi-
cient experience to acquire such 
knowledge. The designer must then 
submit drawings for review, as 
well as design intention statements, 
before and after photographs and 
letters of recommendation. 

Turner estimated there are about 
five to 10 times as many landscape 
designers as landscape architects, 
but people often are unaware of 
their existence or the best ways to 
use their services. Many landscape 
designers, he said, work for land-
scape contractors or at retail gar-
den centers. 

Sometimes the relationship and 
flow is clear. According to Turner, 
an engineer might determine the 
number of houses that could be 
built in a development according 
to city codes and percolation tests. 
He or she might determine where a 
road should be located. An archi-

(continued on page 38) 





LOTS OF INSECTICIDES 

LET YOU TAKE CARE OF GRUBS. 
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TOO. 

Worker safety is becoming an increasing concern for employers today. 

So an insecticide that works better, yet is less toxic to people 

and the environment sounds pretty good, right? 

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

Our new chemistry enables you to effectively control grubs while using 

85% to 96% less active ingredient than you'd use with other soil insecticides. 
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delivered an average of 94% control of grubs. 

What's more, you can apply MERIT in the spring to control 

billbugs and Hyperodes weevils and provide enough residual to 

effectively control grubs throughout the summer. 

To find out more, contact Miles Inc., Specialty Products, 
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Because where workers and insecticides are concerned, less is more. 
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Landscape Architects 
(continuedfrom page 35) 

tect would design the houses and 
community buildings. 

A landscape architect, then, 
would develop a master plan which 
would lay out the aesthetic place-
ment of roads, the location of play 
areas for children, types of road 
plantings and the specifications for 
cobblestones to be used around 
bus stops. A landscape designer 
would create planting plans for the 
entranceways and other areas and 
select plant material. A landscape 
contractor then installs and possi-
bly maintains the plant materials. 

There is considerable overlap in 
what landscape architects and de-
signers do, sources agree, depend-
ing on the size, type and complex-
ity of the project. 

STAMPS AND CODES. Another 
factor that might determine the use 
of a landscape architect or land-
scape designer might be the exist-
ence of local regulations. 

In some communities, for ex-
ample, a development must have a 

master plan, most 
often completed 
by the landscape 
architect, which 
specifies land use 
and also addresses 
draining and grad-
ing. A master plan 
may also have to 
meet specific re-
q u i r e m e n t s fo r 
green spaces and 
parking spaces. 

Often, local or-
dinances require 
the stamping or 
cer t i f i ca t ion of 
land-use plans or 
designs by a reg-
istered landscape 
architect. 

In many cases, 
Leighton noted, 
landscape archi-
tects also must do 
work on projects 
that affect the pub-
lic's "health, safety and welfare," 
such as walkways, retaining walls 
and structures. 

The additional training and rec-

'Experience and talent can 
make either person 

successful on the job. A 
good, talented designer can 

do most everything. 
If someone has the stamps 

and can pass a test, he 
still may not be able to 
design his way out of a 

paper bag. It's not 
determined by what he is 

or what he does, but 
how good he is at the 

work/ 

ognition of public needs might also 
allow a landscape architect to have 
employment with agencies that 
oversee land planning and devel-

opment. Landscape architects work 
for the U.S. Forest Service, Na-
tional Park Service, Department of 
Transportation and U.S. Army 
Corps of Engineers. It was a land-
scape architect who designed Cen-
tral Park in New York City and did 
the preliminary parking and traffic 
pattern studies for the new Jacobs 
Field ballpark in Cleveland, Ohio, 
Leighton noted. 

ONE-STOP SHOPS. Many design 
and build companies provide the 
services of a landscape architect, 
landscape designer and landscape 
contractor. These one-stop shops 
offer customers — residential or 
commercial — planning, design, 
building and planting services. 

One such one-stop shop is Leid's 
Nursery Co. near Milwaukee, Wis. 
Tom Leid said his company em-
ploys both landscape architects and 
designers. The differences, he 
noted, are in the degree of intensity 
and diversity in the project. 

"The landscape designer is not 
less skilled," explained Lied. "He 
is just trained to handle projects at 
a faster pace — the less complex 

C & S TURF CARE EQUIPMENT, INC. 
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problems. The landscape architect 
handles anything outside the walls 
of a house or commercial building 
and interface between the two. He 
works with the engineering, site 
analysis, grading and drainage, 
utilities as well as the softscape 
elements. He is trained to do a 
broader, more complex type of 
function." 

A landscape designer, on the 
other hand, might deal with the 
revision of an existing landscape 
or landscapes that require no 
hardscape. Audrie Seeley, presi-
dent of Audrie Seeley & Co., Kan-
sas City, Mo., said her company 
does not use an architect, but has 
three landscape designers on the 
payroll largely because the firm's 
work involves existing buildings. 

She stressed the need for com-
mon sense, creativity and good 
communication skills along with 
design training. Seeley added that 
few of the communities she works 
in require stamped plans. 

Leid noted that in Wisconsin, 
there is only the beginning of a 
naming law that requires landscape 
architects to register before they 

call themselves by that title. 
Projects in his firm often go 

from landscape architect to land-
scape designers, because the de-
signer will be the "point person" 
who has a continuing relationship 
with the customer. He may over-
see the project from start to finish. 

That is an important element for 
customer satisfaction, which is of 
prime importance to Lied. "We 
look for quality in the eyes of the 
client. We deal 100 percent with 
meeting the requirements of the 
client and making certain that it is 
a pleasurable experience from be-
ginning to end. No one in our 
company is permitted to say to the 
client, 'If I lived here, this is what 
I would do.' " 

The advantage of being a one-
stop shop is clear to Lied. "Our 
specialty is understanding the full 
range of exterior environment and 
being a one-stop center for clients 
who want something done, with 
sensitivity to their needs and wants, 
and who want to have it followed 
through from beginning to end. 
Listening, performing and getting 
results right for our clients in an 

enjoyable fashion is the kind of 
work we do best." 

RESULTS COUNT. Rick Doeshurg, 
vice president of Thornton Gar-
dens near Cincinnati, Ohio, is him-
self a registered landscape archi-
tect, one of three in his firm. The 
company also has three landscape 
designers on staff. Doesburg main-
tains the line between landscape 
architect and landscape designer is 
more than just blurred. 

"Experience and talent can make 
either person successful at the 
work," Doesburg said. "A good, 
talented designer can do most ev-
erything. If someone has the stamps 
and can pass a test, he still may not 
be able to design his way out of a 
paper bag. It's not determined by 
what he is or what he does, but how 
good he is on the job." 

Doesburg's company does not 
differentiate between the people 
who work on particular types of 
jobs. He said the company pays 
more attention to what individuals 
do well and assigns the tasks ac-
cording to talent and experience. 

"The key," he said, "is that you 

do what you're good at doing. I 
just wouldn't be good at designing 
the inner harbor in Baltimore or an 
entire city block. Other people may 
be good with that type of large-
scale work and not know a juniper 
from a taxus. If you're not good at 
something, know enough to bring 
in people who are. 

"A good, true designer, regard-
less of what he calls himself, is one 
who has the ability to work with all 
the e lements in his des ign ," 
Doesburg explained. "If it's an 
entranceway, he thinks about us-
ing the space, getting the maxi-
mum impact, blending both the 
hardscape and the softscape, de-
signing it so that it can be built, 
getting utilities to it, adding light-
ing and signs, working with a theme 
and designing the community ar-
eas like pools and playgrounds. 

"Good designs that have worked 
in the past are the marks to look 
for," Doesburg concluded. B 

The author is an industry consult-
ant with Key Solutions, a division 
of Iris Sales & Solutions Inc., Rocky 
River, Ohio. 
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WEED CONTROL STRATEGIES 

Turf and Ornamentals: Winning the 

War on Weeds 
WEEDS ARE sneaky opportun-
ists, the nasty nemesis of lawn and 
landscape professionals. They are 
quick to take advantage of any con-
ditions that put the desired plants 
under stress, as well as any lapse in 
normal lawn and landscape man-
agement practices. 

PREPARING FOR BATTLE. The 
first step in weed control is to iden-
tify the type of desired plants best 
suited to the site and encourage 
their development and continued 
growth. Then, unwanted invaders 
can be identified and a plan formu-
lated to eliminate them—or at least 
to reduce their numbers. 

Turfgrasses generally fall into 
two categories. The cool-season 
grasses thrive in the spring and fall, 
when temperatures range between 
60 and 75 degrees F, grow slowly 
or go dormant in the summer and 
hold some color into the winter. 
Warm-season grasses grow most 
actively during the heat of summer, 
especially with temperatures in the 
80 to 95 degrees range, and turn 
brown when temperatures cool. 

Cool-season grasses thrive pri-
marily in the north. Bluegrass is the 
dominant turf above a "line" that 
runs approximately along the north-
em borders of North Carolina, Ten-
nessee, Arkansas, Oklahoma and 
Texas, through New Mexico and 
Arizona and across lower Califor-
nia to the Pacific Ocean. 

South of this dividing line, 
bermudagrass is the dominant turf 
choice. Wavering between these 
two regions is the transition zone, 
where weather conditions put ei-
ther category of grasses to the test. 

Tiny micro-climates may appear 
in "pockets" within these regions 
which are better adapted to the 

Preparation for spring's onslaught of weeds 
starts with a battle plan based on good 
timing, the right products and proper 

maintenance practices. It doesn 't hurt to be 
flexible to accommodate nature's 

usual weather surprises. 

by Steve and Suz Trusty 

Timing is critical for preemergent controls to be effective. 

' p • 'i IPS 

Postemergent controls target weeds threatening to invade flower beds. 

grasses of the opposite region, or 
which are challenging to all grasses 
and therefore must be treated as a 
transition zone. 

Temperature isn't the only envi-
ronmental qualifier. Temperature 
fluctuations, humidity levels, an-
nual moisture and moisture pat-
terns, elevation and soil type all 
affect turfgrass choice. Throw in 
the human element — urban, rural 
or suburban conditions, specialized 
use and aesthetic requirements — 
and the choices become even more 
complex for the contractor. 

Improved varieties of turfgrasses 
also broaden the range of environ-
mental adaptability and practical 
uses for each grass type. To further 
deter weed invasion, strengthen the 
resistance of turf areas to insect or 
disease attacks and detrimental 
weather conditions through a di-
versity of characteristics. Mix mul-
tiple varieties of a single grass type 
or use several cultivars of two or 
more grasses in the lawn. 

BUILDING A DEFENSE. As with 
any battle — and fighting weeds is 
a battle—the best offense is a good 
defense. In the lawn, a dense stand 
of healthy, well-rooted turf makes 
it tough for weeds to invade. Weed 
seeds need at least a small opening 
in the grass canopy to gain enough 
sunlight, air, water and nutrients to 
germinate. Once a weed plant gains 
that foothold, it will fight aggres-
sively to maintain its advantage. 

Maintenance practices that help 
turf thrive will discourage weeds. 
Mow lawns regularly, using a well-
sharpened mower blade, removing 
no more that one-third of the leaf 
blade in any one mowing. Supply 
adequate and deep irrigation to en-

(continued on page 42) 
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War on Weeds 
(continued from page 40) 

courage deep rooting. Aerate to 
relieve soil compaction and open 
up the soil for air, water and nutri-
ents. Remove heavy layers of thatch. 
Use integrated pest management 
techniques to monitor and control 
insect and disease problems. 

Open soil in flower beds or 
around landscape plantings seems 
to invite weeds. A thick covering of 
healthy desired plants leaves few 
openings for weed seeds and pro-
vides tough competition for the few 
tender seedlings that may appear. 
Shielding bare spots with landscape 
fabric, mulch or both helps ward 
off weed seed establishment and 
germination. 

If weeds do appear, determine 
why this has occurred and what can 
be done through maintenance prac-
tices to lessen their current impact 
and limit their opportunities for 
continued invasion. 

KNOW YOUR ENEMY. By defini-
tion, a weed is a plant out of place. 
Some plants deemed weeds seem 
to have no other purpose than to 
appear, unwanted, in the most in-
convenient spots. Other plants are 
deemed desirable, except in certain 
situations. 

Bermudagrass invading a blue-
grass lawn, perennial ryegrass fight-
ing for space in bermudagrass turf 
and any lawn grass invading the 
flowerbeds earn the title of "weed." 

Weed seeds are found in most 
soils. These pesky seeds can lie 
dormant for years waiting for just 
the right combination of circum-
stances to spur germination. Weed 
seeds also are added to the site 
regularly — blown in by the wind, 
carried in by birds or small seed-
eating mammals, dropped from the 
bottoms of shoes and even spread 
by the lawn and landscape equip-
ment used in regular maintenance 
procedures. 

Some of these seeds sprout and 
grow; some germinate, but then 
wither and die; others work their 
way into the soil to wait for more 
appropriate conditions. 

Weeds fall into two main cat-
egories. The grassy type, or mono-
cotyledonous weeds, have only one 
seed cotyledon (young leaf) present 
when they emerge from the soil. 
These plants have rounded hollow 
stems with joints (nodes) and paral-
lel veins running through their true 
leaves. With broadleaf weeds, or 

Troublesome Weeds 
in Turf and Ornamentals 

ANNUAL WEEDS 

Grassy Weeds Witchgrass Pigweed 
Annual bluegrass Prostrate knotweed 
Barnyard grass Broadleaf Weeds Prostrate spurge 
Crabgrass Black medic Puncturevine 
Downy bromegrass Carpetweed Shepherdspurse 
Foxtail Common chickweed Speedwell 
Goosegrass Common purslane Spotted spurge 
Sandbur Henbit Violets 
Stink grass Mallow Yellow woodsorrel 

PERENNIAL WEEDS 

Grassy Weeds Timothy Canada thistle 
Bentgrass Wild garlic Creeping bellflower 
Bermudagrass Wild onion Dandelion 
Dallisgrass Yellow nutsedge Ground ivy 
Nimblewill Zoysia Mouse-ear chickweed 
Quackgrass Broadleaf Weeds Speedwell 
Smooth bromegrass Bindweed Violets 
Tall fescue Broadleaf plantain White clover 

COOL-SEASON LAWN GRASSES 

Kentucky bluegrass 
fine fescues 
improved perennial ryegrasses 

bentgrasses 
improved turf-type tall fescues 

WARM-SEASON LAWN GRASSES 

bermudagrass zoysia 
carpetgrass centipedegrass 
St. Augustine bahiagrass 
buffalograss 

dicotyledonous plants, two young 
leaves break through the soil. The 
true leaves of these plants have a 
net-like system of veins. 

The plants that 
complete their life 
cycles in only one 
growing season 
are classified as 
annuals; in two 
growing seasons, 
as biennials; in 
three or more 
growing seasons, 
as perennials. 

Annual weeds 
that start their life 
cycle in the spring 
and complete it in 
the fall generally 
are classified as 
summer annuals. 
Those weeds that begin their life 
cycle in the fall and complete it the 
following spring are classified as 
winter annuals. 

Find a good reference source to 
confirm weed identification and 

The risk of 
grass injury 

increases with 
rising air 

temperatures 
in summer weed 

control 
applications. 

"key out" unusual plants. Check 
with your herbicide supplier, pro-
fessional associations, state depart-
ment of agriculture or state univer-

sity extension pro-
gram weed spe-
cialists for publi-
cations on weed 
identification. 

The best refer-
ence sources show 
photos of the ma-
ture weeds, the 
seedling and the 
seed. They have 
vegetative draw-
ings ofkey features 
to aid in identifica-
tion and will in-
clude text describ-
ing each weed's 
cycle of growth 

and its preferred environment. 
Don' t be concerned if the poster, 

or book has an older publication 
date; although control recommen-
dations will have changed, the 
weeds themselves remain the same. 

ON THE ATTACK. Once you've 
identified the weed and determined 
its growth cycle, you're ready to 
develop a control strategy. 

Determine the extent of the weed 
problem in relation to the site. A 
small patch of crabgrass in the far 
corner of a home lawn might be 
acceptable. Three dandelions in the 
entryway flower bed of a major 
corporation's headquarters are not. 

Decide how quickly visible re-
sults should be achieved. Pull or 
spot-treat those dandelions right 
away. Schedule the affected portion 
of the home lawn for preemergence 
control measures next season, as 
part of a complete yearly mainte-
nance program. 

When immediate results aren't 
necessary, keep some weeds under 
control or eliminate them by cul-
tural practices. Some of the fleshy, 
broadleaf weeds in a relatively dense 
lawn will decline gradually when 
mowed off again and again, allow-
ing the thickening grass to regain 
control of the area. 

Creeping broadleaf plants that 
thrive in hot, dry, compacted condi-
tions sometimes can be phased out 
with aeration, adequate irrigation 
and the added mulching effect of 
grasscycling. Weeds that prefer low 
nitrogen levels can be discouraged 
by a regular fertilization program. 

Removing weeds by digging is 
successful only as a long-term con-
trol if all the underground portions 
of the plant, such as rhizomes, thick-
ened tap roots or tubers (which are 
capable of generating new growth), 
are removed. Rhizomes of peren-
nial weeds may reach down a foot 
beyond the base of the plant. 

Weigh the costs and anticipated 
results of immediate control mea-
sures. Forexample, postemergence 
controls for grassy annual weeds, 
such as crabgrass, may yellow the 
desirable turfgrasses temporarily. 

While young weeds may be con-
trolled with a single application, 
mature crabgrass may require more 
than one application of the control 
product at specified intervals. If the 
crabgrass has already dropped viable 
seeds, preemergence controls prob-
ably will be necessary for the next 
season' s control. The contractor has to 
consider Does the short-term improve-
ment in turf quality equal the cost and 
time involved? 

Use herbicide controls wisely. 
Understand the proper handling pro-
cedures for safety reasons—and to 
remain in compliance with all laws 
and ordinances pertaining to prod-



uct mixing, use, disposal, notifica-
tion and posting. 

Learn the product's effective-
ness on each targeted weed at vari-
ous growth stages, as well as its 
effect on the turf and landscape 
plants under different environmen-
tal conditions and at specific appli-
cation rates. 

Just as weeds are more suscep-
tible to controls at certain stages of 
development, desirable plants have 
varying tolerance to the control 
materials at different stages of their 
growth cycles. The risk of grass 
injury increases with rising air tem-
peratures in summer weed control 
applications. Many postemergence 
control product labels warn against 
application when temperatures ex-
ceed the 80- to 90-degree range. 

PREEMERGENT OPTIONS. These 
products eliminate weeds as they 
germinate and are considered pre-
ventive treatments. They are ap-
plied evenly over the area to be 
treated prior to the anticipated ger-
mination of the targeted weeds. 
Timing is critical, because prod-
ucts have differing lengths of effec-

tiveness and enough of the active 
material must be in place when the 
weeds begin to germinate to be 
effective. As a rule, rainfall or a 
light watering are needed within 7-

to 10-day s of application to activate 
the material properly. 

Weed germination is determined 
primarily by weather patterns that 
bring about optimum conditions. 
For example, crabgrass requires 
spring soil temperatures of 50 de-
grees at a 2-inch depth for germina-
tion, while summer annual 
goosegrass needs germination tem-
peratures of 60- to 65-degrees. 

When several weeds are targeted 
with different germination periods, 
or when multiple areas must be 
treated within a tight time span, 
split applications may extend the 

effective weed control period. 
The first application of preemer-

gence control for summer annuals 
is made in the early spring, just 
prior to the anticipated germination 
of the earliest targeted weed. The 
first application of preemergence 
weed control for winter annuals is 
made in the early fall. 

The exact timing and product 
selected depend on the targeted 

weeds and the growth cycles of the 
desired plants. 

POSTEMERGENT TECHNIQUES. 
Postemergence controls are applied 
to actively growing weeds. They 
are classified as selective (reacting 
primarily on certain types of plants) 
or non-selective (reacting with a 
broad range of plants in several 
different categories). 

To be effective, postemergence 
controls must be absorbed by the 
plant, either entering through the 
leaf cuticle or through the root sys-
tem. During extremely hot and dry 
weather, the plant leaf loses hydra-
tion, often protecting itself by par-
tially blocking pore openings to 
limit further moisture escape. 

This makes the uptake of any 
material through the leaf more dif-
ficult. When soil moisture content 
is low, the plant's root system may 
not take up the chemical, or only 
absorb minute amounts. 

Selective postemergence con-
trols often use a combination of 
active ingredients to provide more 
effective control than a single her-
bicide. Read product labels to de-

Fax Number 
305 255 2364 

Call Toll Free 800 228 0905 To Order 
or Request Our 200 Page Parts Catalog 

SPRAYER PARTS DEPOT 
" The Best For Less " 

e© ^ » 
^ m * Prices Subject to Change Without Notice. We ship UPS. 

Pressure Gauges 
* $14.50 

JD9-CT Spray Gun * $96.50 

SSC Plastic Lawn Gun 
* $49.95 ( L e s s Tip ) 

Backpacks and Replacement Parts 

s a i d 
T Model 475 or 425 Sprayer 

^ $79.95 Each 

H y p r o 
Discounts on all Hypro 
Pumps and Replacement 
Parts 

HANNAY HOSE REELS 
1/2" Swivels From * $22.50 
Replacement 12Volt Hose . — _ 
Reel Motors * $135.00 V - M 
Reel Switches * $5.50 <—-

FMC (John Bean) 

, Parts Kits and Pumps 

SALES - PARTS -ACCESSORIES - FOR YOUR SPRAYING EQUIPMENT 

Some of the fleshy, broadleaf weeds 
in a relatively dense lawn will 

decline gradually when mowed off 
again and again, allowing the 

thickening grass to 
regain control of the area. 



termine exactly what ingredients 
are used and determine the best 
choice in the situation. 

Most postemergence controls re-
quire repeat applications for effec-
tive control of more mature or more 
persistent weeds. Repeat applica-
tions allow the herbicide to attack 
the weeds while they are still in a 
weakened state from the previous 
application and thus, more suscep-
tible to control. 

With all herbicides, follow the 
label directions precisely. The label 
reflects the results of product test-
ing and research to determine the 
most effective rates, application 
methods and timing intervals for 
the material. 

Apply postemergence control 
products when weeds are actively 
growing to get the best results. 
Choose a day with little or no wind, 
a few days after a good rain or 
irrigation of the area. 

Postemergence controls require 
a period without water after appli-
cation — usually 12 to 24 hours— 
to allow the material to be absorbed 
adequately by the weeds. Obvi-
ously, young, tender weeds are 

easier to control than tougher, more 
mature ones. If possible, plan 
postemergence weed control for a 
few days after the lawn has been 
mowed to give good access to the 
weeds' leaf surfaces and to give the 
material time to be absorbed before 
the next mowing. 

Postemergence applications 
made when young weeds first ap-
pear act quickly and can prevent 
major infestations from develop-
ing. Fall applications of postemer-
gence controls on persistent peren-
nial broadleaf weeds in cool-sea-
son turf also produce good results. 

Non-selective postemergence 
controls are used for spot treating a 
few persistent weeds scattered in 
highly visible sites; fortreating fast-
growing weeds whose top growth 
quickly rises above the level of the 
desirable turf or landscape plants; 
and for eliminating all vegetative 
growth from an area prior to put-
ting in the desired plantings. 

Because non-selective controls 
can entereven mature woody plants 
through the leaves or exposed green 
tissue in the trunk, branches or 
stems, take extreme care when us-

Repeat 
applications allow 
the herbicide to 

attack the weeds 
while they are 
still in a weak-
ened state from 

the previous 
application and 

thus, more suscep-
tible to control. 

ing these products around the desir-
able plantings. 

BATTLE PLAN GLITCHES. Even 
the proper control product applied 
at the correct rate at the right time 
can have poor results under certain 
conditions. Prolonged periods of 
extremely dry weather can slow the 

actions of certain products. Heavy 
rains or prolonged wet periods can 
wash control products from the 
weed leaf surface or beyond the 
root zone. Temperature extremes 
can slow weed growth and hamper 
the absorption of postemergence 
controls. 

Unusually late warm up in the 
spring—for summer annual weeds 
— or prolonged warmth in the late 
fall — for winter annual weeds — 
can postpone the weed's emergence 
beyond the effective life of preemer-
gence controls. 

There's no magic formula or 
timetable for effective weed con-
trol. Each season poses its own set 
of green invaders and unique con-
ditions. 

To stay ahead in the ongoing 
war, lawn and landscape profes-
sionals need excel lent maintenance 
programs, a thorough understand-
ing of the enemy and a flexible 
battle plan. • 

The authors are partners in Trusty 
& Associates, Council Bluffs, Iowa, 
and are consultants to the horticul-
tural trade. 

CUT COSTS AND MAKE LIFE EASIER 
CHIP WITH A BANDIT. THE CHIPPERS WITH THE 

POWERFUL HYDRAULIC FEED SYSTEM 

• Bandit Chippers produce with minimal downtime 
• The job is completed quickly and with limited chain saw trimming 
• Trips to the landfill are reduced or eliminated 
• Dimensional, marketable chips are produced 
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ISNT IT TIME THAT YOU TRIED THE MOST POPULAR COMMER-
CIAL BRUSH CHIPPER ON THE MARKET - A BANDIT CHIPPER! 

Contact us today for a demonstration, video, or additional information: 
BANDIT INDUSTRIES 

67SO MILLBROOK ROAD, REMUS, Ml 49340 
PHONE: (917)561-2270 FAX: (517)961-2273 
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S U I R E E A N , I l D E A E F O E 

E v e n T h e M o s t S e n s i t i v e S i t e s . 

S o m e areas a re m o r e sensit ive t han o thers . Lawn ca re 
and landscape profess ionals know Sur f lan* herbic ide t o 
be gent le over t he t op of over 2 0 0 o rnamen ta l s , yet 
tough on weeds. 

Surf lan also provides t he ideal length of w e e d con t ro l 
on w a r m season tur fgrass. Surflan controls over 5 0 weeds, 
like c rabgrass , goosegrass and Poa Annua. Plus, Sur f lan 
cont ro ls smal l -seeded broadleaf w e e d s like ch ickweed 

% DowElanco 
•Trademark of DowElanco 

and henbi t , w e e d s t h a t o the r herb ic ides jus t can ' t t ouch . 
And because Sur f lan is a gent le herbic ide, it is ideal 

fo r use near Sensit ive-Sites* 
All in all, Sur f lan is t h e herbic ide t o use fo r even your 

touch ies t c u s t o m e r s . 
For f u r t h e r i n f o rma t i on on Sur f lan , o r any o t h e r 

p r o d u c t in t he extensive line of DowElanco p roduc ts , call 
1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always read and fol low label d i rect ions. 



MOWING MANAGEMENT 

AS A POWERFUL presence in the 
Akron, Ohio region, R.B. Stout 
Inc. is a full service landscape com-
pany that's been around for44 years. 
And its founder is still involved in 
daily operations. 

Stout has come up with some 
new management and accounting 
techniques that have boosted pro-
ductivity even further as the com-
pany expands in the 1990s. 

Terry Stout, son of the founder, 
now presides over the company, 
and he's adopted a somewhat 
hands-off attitude. He's pleased 
about the new hierarchies that he's 
set up, in which private initiative 
generates teamwork and excite-
ment. 

Chains of command involving 
supervisors, foremen and laborers 
have achieved unprecedented prof-
itability, according to Jerry Kusar, 
corporate controller at the company. 

Estimating mowing costs — a 
function of the grounds mainte-
nance division (the other divisions 
are landscape construction; lawn 
care, tree and shrub; and retail), 
boils down to an "X" factor repre-
senting an hourly rate the company 
charges for an overall 
maintenance service, 
much as it does in other 
lawn maintenance orga-
nizations. 

The maintenance ser-
vice consists not just of 
mowing but also mulch-
ing, edging, pruning, 
planting flowers and 
lawn fertilizations. 

The "X" figure ac-
counts for overhead and 
a slew of other variables. 
When asked to share his 
"X," Kusar is under-
standably reticent. 

Every maintenance 
organization, after all, 
must come up with its 
own. Or it would have 
no value. 

Estimating 
Mowing Costs for 

Profit 
There's no magic formula that works 

for every company, but there are 
ways to make the numbers balance 

for profit. Here's how one successful 
contractor works his costs into the 

overall business picture. 

By Bob Gitlin 

ORGANIZATION COUNTS. The 
brunt of the mowing force is the 
group of 36 48-inch walk-behind 
mowers, said Frank Pugliese, op-

erations manager for the grounds 
maintenance division. He sells all 
maintenance work, walking each 
new job he lands as an indication of 

MOWING COST BREAKDOWN 

Labor 

50% 

Purchase 
Price 

10% 

Source: University of Guelph 

his attention to detail. 
Stout also uses five 72-inch rid-

ers, 20 string trimmers, 20 back-
pack blowers, 20 power edgers, 18 
14-hp self-propelled blowers, three 
11 -hp blowers, a few 8-hp blowers 
and several types of hand tools like 
rakes and shovels. 

"We've got 14 crews that are 
strictly mowing crews," Pugliese 
said, "ranging in size from two to 
four people." His division employs 
up to 60 in peak season. 

Small crews work better than 
large ones, he stressed. 

"With a lot of people on the job, 
it's hard to keep track of what ev-
eryone is doing. We check on ev-
erybody constantly—from myself 
on down. I have three supervisors 
that report back to me; they're in 
charge of the crews. Each crew has 
its own foreman who's responsible 
to the supervisor. In this chain of 
command, everyone has a job. 
There's an assistant foreman on 
each crew if the regular foreman is 
sick or out, and there are techni-
cians (fix-it specialists) on every 
crew," Pugliese explained. 

ACCOUNTABILITY. 
Pugliese feels the fewer 
people per crew, the 
more accountability to 
expect per man. 

"We have properties 
we could finish with 12 
guys in one day, but I'd 
rather have three people 
do it in three days," 
Pugliese said. "They 
move in a more logical 
progression. Things get 
finished. You don't have 
odds and ends that get 
missed. And where there 
are too many people in 
one place, they tend to 
get to the point where 
they're not doing any-
thing. They're acting like 

(continued on page 48) 



P i r e v e m t C m a b ( G m a s s W i t h T e a m 

A n d E v e n Y o e j m I H I a i r o e s t C u s t o m e e 

W i l l C e a c k A S m i l e . 

O e p e n d a b i l i t y is w h a t lawn c a r e and landscape 
professionals look for in a p reemergence herbicide. And 
dependability is wha t you get wi th the t ime proven Team* 
herbicide. Since 1 9 8 5 , Team has proven itself effective 
a t s topping a b road s p e c t r u m of t r o u b l e s o m e grassy 
weeds, especially crabgrass. 

W i t h t he rock solid p e r f o r m a n c e of Team, you can 
expect consistent, season long control . 

DowElanco 

B e c a u s e no th ing , pound f o r pound , p r e v e n t s 
c r a b g r a s s be t t e r t h a n Team, you know you've go t a 
p reemergen t you can depend on to bring a smile to the 
face of any customer. 

For f u r t h e r i n f o r m a t i o n on Team, o r any o t h e r 
product in the extensive line of DowElanco products, give 
us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always read 
and fol low label directions. 



they're hard at work." 
Another boost for mowing pro-

ductivity is the direct supervisory 
role of the foreman, who works 
alongside the operators, keeping 
each j o b moving ef f ic ien t ly , 
Pugliese added. 

"You get a dozen guys out there 
and two or three are going to stand 
around and point at something." 
His way works. 

"We'll add another crew next 
year; we've been adding a new one 
every year," he noted. 

At Stout, there are separate com-
mercial and residential crews. A 
man on one type of crew will re-
main on that crew throughout the 
season. The next year, for cross-
training, he might switch over to 
the other type of crew. 

Stout's main source of income 
are the fast-food franchises in the 
region, as well as condominiums 
and other commercial accounts, 
which usually are charged approxi-
mately $500 or $600 per month for 
total maintenance. 

i B f 
V 

m 

Kusar directs Stout's finances. 

"We push communicat ion," 
Pugliese said. "All my supervisors 
have cellular phones and pagers on 
them. All crew foremen also carry a 
pager. If we have a problem and a 
customer calls in and I 'm not here, 
the secretary knows it's crew num-
ber 59 and she can get in touch with 
the relevant supervisor. Everything 
is handled instantly." 

Because many accounts involve 
crews on site only once a week, 
redressing customer grievances 
commonly means sending a man, 

Pugliese manages operations. 

or men, out that evening to put 
things right. 

"Otherwise," Pugliese said, "the 
whole week lapses, and the cus-
tomer is not happy. He feels he's 
being pushed aside. We return all 
phone calls within 24 hours." 

Everything is logged. 
"We measure everything we do 

on a daily, job-by-job basis," 
Pugliese explained. "We know if 
we ' re performing adequately, 
within the bounds we've set. 

"Each crew has production goals 

and quotas. It has worked well and 
has made it easier for us to make 
decisions about job tasking and what 
to charge. There's still a lot of gut 
instinct, but now it's offset by hard 
knowledge of customer history." 

PERSONALIZED ATTENTION. Per 
sonally visiting all accounts and 
walking all new jobs ("no matter 
how big or small") isn't done just to 
curry favor. There are more vari-
ables to calculating mowing job 
times and billings than may meet 
the eye. 

Pugliese knows better than to 
think that a square-footage formula 
is the answer. 

"My dad was with the company 
40 years, and I've been here, on and 
off, since I was a kid. What I've 
learned is that a 100,000-square-
foot property can take anywhere 
from two hours to all day depending 
on how it's laid out. Some big chemi-
cal companies went into mainte-
nance and thought mowing was like 
spraying—everything by the square 
foot. 

"It doesn' t work that way. We' ve 
(continued on page 50) 
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M O S T PEOPLE A R E ECSTATIC A T Plow 
EEEECTIVE C O N F R O N T IS A T M A H N G TMEHM. 

IBIROALDLEAE W E E D S EDISAPPEAIR. 

• 

W i t h Confront* herbicide, lawn care and landscape 
pro fess iona ls know they ' re covered. Because no 
postemergent herbicide contro ls broadleaf weeds bet te r 

Confront br ings you a new s tandard of broadleaf 
control on both w a r m and cool season tur fgrasses. 

For over 3 5 di f ferent species of broadleaves, f r o m 

DowElanco 

dandelions and clover to oxalis and ground ivy, Confront 
is the one herbicide tha t won' t let you down. 

For f u r t h e r in format ion on Confront , o r any o ther 
product in the extensive line of DowElanco products, give 
us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always read ^ 
and fol low label directions. n n f \ i t O * * + 



Using "X" to Find Profits 

R.B. Stout Inc. uses this price guideline formula to set 
its standard mowing costs. The production and cost-
monitoring system allows Stout to check each crew's 
daily productivity, which gives managers a clear 
picture of actual expenses. Stout also prepares a 
detailed profile of each customer, which tracks 

applications, labor costs and scheduled visits for all 
lawn care, tree and shrub services and maintenance work. 

The sheet includes data on square footage, contract 
amount and extra services provided. Stout's managers 
can then calculate yearly bidding rates using the 
following formula: 

1993 PERFORMANCE: 

CURRENT OVERHEAD RATE: 45% 

CURRENT PROFIT GOAL: 10% 

CURRENT LABOR RATE: $ = x 

BID RATE = $ x 

1 -(.45+ .10) 
$ RATE/HOUR 

1994 BID RATE = $ x + .41" 
= $ RATE/HOUR 

1 - (.45 + .10) 

* Assumes a 4 percent raise 

got 250,000-square-foot properties 
we spend three days on, and other 
properties three times that size that 
we do in one day." 

One reason for the diligent mea-
suring is, in fact, chemical costs. 
Stout does its own chemical appli-
cations, with its own spray trucks, 
although more and more fertilizer 
applications are going down dry 
these days. "The dry product stays 
on the lawn longer, although for 
weed control, the liquid still does 
the job better," said Pugliese. 

Mowers are used two years, then 
Stout gets rid of them. Blades are 
changed twice a week during mow-
ing season. 

QUALITY IS KEY. Quality is our 
main objective," stated Kusar. "You 
can't stay in business without do-
ing that. We've come a long way in 
that area. We rarely lose customers. 
Places we do lose because of pric-
ing — 90 percent of them come 
back. You can tell the quality we do 
just by looking at it." 

That concern for quality applies 
to equipment. Mowers are fitted 
with optional, more expensive en-
gines than the factory models, as a 
measure of the company's insis-
tence on high-quality equipment. 

"There'snot one piece of junk in 
our garage," Kusar said. "We spend 

$40,000 a year on new mowers." 
The new corporate regimen took 

hold in 1989, Kusar explained, af-
ter a money-leaking 1988. "In 1988, 
I spent $60,000 on repairs and we 
did $1.6 million in business. In 
1994, we did $2.6 million and our 
repair costs were only $66,000." 

Source: R.B. Stout Inc. 

The moral of the story is: Buying 
good equipment pays. 

The grounds maintenance divi-
sion had seven crews and two me-
chanics in 1988, and all struggled 
through the year, a time when the 
emergency two-way radio on 

(continued on page 52) 

All Seasons 
Catcher lift Systems 

Introducing a new product 
for Walker Mower owners 

to reach greater heights of... 
PRODUCTIVITY, PROFIT, AND SAFER 

• Time to lift and dump catcher box: approx. 20 seconds. 
• Reduced job time earns more accounts serviced. 
• Reduced labor costs. 
• Reduced worker fatigue. 
• Reduced risk of injury from lifting cbppings. 

800-786-2301 
5100 Valley East Blvd. • Areata, CA 

THE COMPLETE BILLING SOFTWARE! 
• Quick professional Invoicing. 

• Track multiple businesses. 

• Easy & reliable. 

• Generaltedger & inventory!! 

• Chemical t racking for B.E. t . 

« Tax A financial reports* 

• Scfiecjl^iing, routing, & mailing lists. 

• Unlimited TOLL FREE training & support-

• MUCH MORE FOR ONLY $695.00 
(Easy payment plan available) 

CALL FOR FREE DEMO DISK! 
PLEASE SPECIFY DISK SIZE 3wOR 5* 

1-800-572-8713 • 
CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ K B 

USE READER SERVICE #44 



IF Y O U W A N T T O K N O W I H O W L O N G 
( & A O J E M Y W O I R J K S T o P R E V E N T I B R O A J O L E A E W F E E D S , 

A S K S O M E O N E W I T H T I M E O N T H E I R H A N D S . 

"mm. 

wmm 

A f t e r applying Gallery* p reemergence herbicide, you've 
got about 6 to 8 m o n t h s of good solid wai t ing before 
you'll spo t t he e m e r g e n c e of any of over 9 5 d i f fe ren t 
broadleaf weeds. Even t he t ough ones like spurge , 
dandel ion and plantain. 

In fact, Gallery is the only preemergent on the market 
today tha t ' s des igned t o p reven t so many broadleaf 
weeds , yet is safe over t h e t o p of all t u r f g r a s s e s , 

DowElanco 

and over 4 0 0 d i f f e ren t spec ies of o r n a m e n t a l s . 
So now t h a t you have a little ext ra t i m e on your 

hands, maybe you can get a round to digging up even 
more business. 

For f u r t he r in format ion on Gallery, or any o ther 
product in the extensive line of DowElanco ^ ^ ^ 
products, give us a call at 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . / J g \ \ Q \ S 
Always read and follow label directions. 



Kusar's desk nearly squawked on a 
daily basis with cries of help from 
the field. That flustered force has 
evolved into today's synergistic 
team of 14crews and one mechanic. 

"In the past, management liked 
to squeeze and squeeze, and all we 
did was run around repairing things. 
It was ridiculous," Kusar recalled. 

ANNUAL BIDDING RATE. I came 
up with an annual rate we use for 
bidding largely on my own," Kusar 
said. "I've read a lot of books on 
how to bid and how to estimate." 

A former powerlifting cham-
pion, the imposing Kusar sits at his 
desk and spreads thumb and fore-
finger a few inches apart. "If you 
have to read a book that thick and 
try to apply it — good luck. The 
only people making money are the 
guys writing those books." 

Kusar's average is simple. 
He takes payroll costs, divides 

that by the hours that must be de-
voted to the job over the full eight-
month season, and adds in over-

head and the profit margin. 
That rate is multiplied by the 

number of hours to calculate the 
total to charge the account for the 
year. Three-year contracts are the 
bread and butter at Stout, and the 
customer gets eight identical bills 
during each month of the mainte-
nance season. 

Checks and balances are built 
into the friendly professional relation-
ship between Pugliese and Kusar. 

Pugliese walks the jobs and esti-
mates the hours they' 11 take. Kusar 
may question one of his estimates. 

"Sometimes," Pugliese said, "I'll 
go out and look at a property, and 
estimate that it will take a three-man 
crew all day. Partway through the 
season, Jerry will look at my num-
bers and say 'Frank, the square 
footage here is so low, why is it 
taking so long?' I have to justify it 
to Jerry by telling him that there are 
a lot of trees or beds." 

Time management budgets are 
done at monthly, as well as yearly 
intervals. 

Logs familiarize crews with their 
quotas and responsibilities. They 
also provide job addresses. 

"Crews have a set schedule, the 
same one every week," Pugliese 
explained. "It tells the crew how 
many hours we have budgeted for 
that property for the entire month. 
Then they do a lot of their own self 
budgeting to try to stay within that 
budget. 

"For instance, if they' re going to 
be out on a property there five times 
this month, they have to decide 
how they can get everything done 
in those five visits. The challenge 
for them is to manage their own 
schedules skillfully." 

The time allotments determined 
by Kusar are true measurements 
that are then tightened down 10 
percent, so that crews sweat a little 
bit, which is another motivator. But 
there's a bonus up ahead if they 
work productively. 

Unprofitable accounts are put 
on Kusar's dubious "Loser List." 
He' 11 get wind of a likely candidate 
when supervisors tell him they're 
working very hard and still failing 
to meet the time budget. 

"We started the list in 1989 and 
had 70 accounts on it by the end of 
the year. It cost us approximately 

$50,000 in manpower and time to 
work for these people," Kusar re-
called. 

"We've got that list down to 15 
accounts now. Consequently, our 
profitability has soared. The prob-
lem customers are identified. Some-
times their complaints are off the 
wall; they're cranks. But we still try 
to turn those situations around." 

That could involve changing 
crews or talking to the customer to 
find a better way of getting it done. 

BUILT-IN INCENTIVES. Making 
budgets at Stout means bonuses for 
supervisors, foremen and even crew 
members. 

"In 1994, our crews failed to 
make their monthly budget goals 
only 10 percent of the time," Kusar 
stressed. It was a big improvement. 

Making budget doesn't mean 
mowing like the Keystone Kops 
and racing off in clanking equip-
ment, the last man hanging off the 
truck by one hand. 

"We have three supervisors that 
go around in company vehicles and 
inspect the properties," Kusar ex-

(continued on page 56) 

You know it makes a difference. 

You tell your customers and 

prospects about it all the 

time. Quality takes extra 

commitment and better 

resources. Sometimes it takes a little 

more time. But the results are worth it 

And after all, isn't it results that really matter? 

Quality. It's what we produce and deliver 

every day. Give us a call. 

We'd love to show you what we mean. 

4 Vs 

FocalPoint 

800-525-6999 

Graphic Design • Copy Writing • Newsletters • Brochures 

Without 
advertising, 

a terrible 
thing 

happens... 



WALKER HELPS MASSACHUSETTS COMPANY GROW 

"THERE IS NO WAY WE COULD 
OPERATE LIKE WE DO TODAY 

WITHOUT WALKER" 

Growing businesses face a common problem. How to handle more work without 
operating costs skyrocketing. Richard Carbone, Sunrise Landscaping, Woburn, MA, told us 
"Several years ago we started getting more and more mowing accounts, and we needed to get more 
mowing done without adding more labor. The walk-behinds we were using were maxed' out, and 
so we began to look at riders. Then I saw a Walker in action. Now we operate two Walkers. Walker 
has decreased the mowing time by numbers approaching one-half the time of the previous 
mowing equipment we used. The Walker machines have been a welcome addition to our business." 

Discover Walker Labor Savings to help your business grow 
One of my landscaper friends had purchased one and 

remarked:' "What a great machine."- Richard Carbone 

WALKER M A N U F A C T U R I N G CO. • 5925 E. H A R M O N Y R O A D • FORT COLLINS, C O 80525 • (303) 221-5614 
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NDULUM. 
The most widely used and proven 
pre-emergent turf herbicide, Pendimethalin, 
is now available from American Cyanamid 
for use on turf. PENDULUM® herbicide 
offers broad spectrum pre-emergent control 
against most grassy and many broadleaf 
weeds, including crabgrass, goosegrass and 
tough to control oxalis and spurge. With 
the cost-effectiveness your operation needs 
to stay up and running. And with excellent 
tolerance on a wide variety of cool and 
warm season turfgrasses. 

PENDULUM also provides over-the-top 
control of over 45 grassy and broadleaf 
weeds without harming over 260 labeled 
ornamentals, making it your best choice for 
total turfgrass and landscape management. 

PENDULUM is available from leading 
turf suppliers as a 60 W D G or a 3.3 EC. 

The label says it all. For the broadest, 
most cost-effective, season-long control of 
troublesome weeds, look ^ ^ ^ 
to PENDULUM. And 
behold turf perfection. 

For more information 
or for the PENDULUM 
distributor nearest you, 
call 1-800-545-9525. 

CYJXMUWD 
Agricultural Products Division 
Specially Products Department 
Wayne. NJ 07470 ©1996 

USE READER SERVICE #51 

HERBIC IDE 

Nothing Beats Pendimethalin 

Photography courtesy of Kinman Associates Landscape Design and Installation, Dublin, OH 



T H E M C G R E G O R C O M P A N Y 

JMAML 

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 

Distributor Dealer Inquiries Welcome 

L I L L Y l M I L L E R . 1 - 8 0 0 - 7 2 7 - 9 1 6 0 

Fertilizer & Turf Products 

USE READER SERVICE #46 

THE ONE STOP EXPERT SOURCE™ 
for: 

BUSINESS PROFIT BUILDING 
Garden Tips • Soli Testing • Seminars 
PIONEERING NATURAL ORGANICS" 

(to save labor and make more profit) 
• Natural Aerification 

• Natural Thatch Control 
• Natural Seed Starter 

SPRAYING EQUIPMENT 

ALL SIZES • CUSTOM UNITS • ALL BUDGETS 
LEASING AVAILABLE 

G R E E N i m ® 
THE OWE-STOP EXPERT SOURCE" 

1 • 8 0 0 • 6 4 5 • 6 4 6 4 

plained. Two supervisors have Five crews; one 
has four. "The supervisor's job — besides hir-
ing, firing and administrative duties — is to 
make sure that the properties are getting done to 
our standards. It's not just mowing and going. 
We make sure the lawns are edged and the beds 
are weeded to our standards." 

Supervisors occasionally will send a crew 
back for evening or next-day cleanup work if 
they're not pleased with the quality of perfor-
mance, Kusar added. 

Because they keep the crews in line and fill 
out reams of maintenance inspections, the su-
pervisors earn a bonus when all their crews 
finish within set budgets. 

If they hustle, the foremen at Stout can make 
good earnings, too. 

44A typical foreman can earn around $2,6(X) in 
eight months, just in bonuses," Pugliese stated. 
"It 's not just $50 here and there, it's a good 
chunk of money." 

"Don't set the standard too high," Kusar 
advised. 'Tha t ' s just a big downer. These guys 
know they're capable of making it with a little 
extra effort, especially in spring." 

SALARIED FOREMEN. Although it is rare in a 
lawn and landscape maintenance company of 
this size, the foremen at Stout are salaried, as 
opposed to an hourly wage rate. 

"This way, I can offer a competitive wage," 
Kusar said. "And I can also budget for that wage. 
I know what my foremen will cost me for the 
year going in. 

"Before, with hourly foremen, they sat in the 
truck if it rained," he explained. "Now if it rains, 
they put on a raincoat and mow. They're sched-
uled to work five days a week, not seven. We 
don't push them 15 hours a day. If I see another 
company's foremen out on Sundays, I say to 
myself, 'They're losing money. '" 

The system attracts people who want to be 
productive, instead of those who prefer to just 
work the clock. 

The only problem with the system was that 
the laborers, who depended on long hours to 
multiply their modest wage rates into something 
larger, got squeezed by the new productivity-
based system. 

"We had to raise our average hourly wage. 
Wage-based bonuses are earned by laborers too, 
of course," Kusar said.44 We have a good core of 
people who are paid a decent wage. Our wage 
rate for base performance is significantly higher 
than the industry average." 

All foreman at Stout have come from the 
ranks of laborers, Pugliese said. "It's tough 
work and the revolving-door syndrome is ram-
pant. We hired and lost 120 men last season — 
that's normal for our business. But people don't 
come here and stagnate. They can move up. 
With few exceptions, we don't have people that 
started here as laborers and stayed laborers for 
15 years. They move up — or they move out." 

(continued on page 103) 



QUALITY YOU 
CAN DEPEND ON! 

PERFORMANCE YOU CAN TRUST! 

'I shopped around 
and found Tuflex to be very 
quality oriented. They ful-
filled our needs, were ex-
tremely accommodating 
and priced right. Tuflex 
stands behind their prod-
ucts; we have already or-
dered another truck from 
Tuflex and will look to them to satisfy our 
future truck needs." 

Bob Parenti 
Palm Beach Exterminating 
West Palm Beach, Florida 

T 

Tuflex will custom-
ize a spray system to 
m e e t y o u r n e e d s , 
f rom a pick-up to a 2 
ton cab and chassis. 
S e l e c t a s i n g l e o r 
multiple tank opera-
tion; include a mix-

was looking for some-
thing unique; a style that would 
help us stand out from the crowd. 

Custom trucks from 
Tuflex provided us 
with a look so sleek 
and professional 
that I ordered a sec-
ond truck a year 
later." 
Russell Potter 
Turf Specialties, Inc. 
Midland, Texas 

ing tank, dry box, fertilizer tank, one or two hose reels, fiberglass bed, 
sideboards. Just tell us what you need and we'll build a spraying system 
that will provide years of worry free service. 

TUFLEX MANUFACTURING CO- Toil-Free: 1 800-327-9005 
1406 S.W. 8th Street Florida Customers: 305-785-6402 
Pompano Beach, Florida 33060 FAX: 305-785-6404 



TURF MANAGEMENT 

Spring Fertilization: 
Take It Easy with Nitrogen 
Too much nitrogen can 
overstimulate turf growth, 
at the expense of falls root 
system development. It 
may not be obvious for the 
first few seasons, but 
overstimulated grass will 
eventually show the strain. 

By Nick Christians, PhD. Figure 1. 

IT WILL SOON be spring and lawn managers 
everywhere are anxious to begin early-season 
treatments. That initial fertilizer application is a 
vital part of a well-balanced fertility program. It's 
important, though, not to fall to the temptation of 
overdoing spring treatments. Cool-season grasses, 
like Kentucky bluegrass, perennial ryegrass, tall 
fescue and the fine fescues, need a spring nitrogen 
(N) treatment as they emerge from dormancy, but 
it is easy to overstimulate the turf at this critical 
time of the year. 

Thinking on the timing of N fertilization has 
undergone considerable changes in the past 25 
years. In the 1960s and early 1970s, the standard 
turf fertility program relied on relatively heavy 
spring N fertilizer applications, with less empha-
sis on fall treatments. It has come full circle since 
that time and modern programs emphasize moderate N applica-
tions in spring with higher amounts applied in fall. 

This change has come about primarily because of the experi-
ences of the lawn care industry. When professional lawn care 
began to expand in the late 1960s and early 1970s, the typical 
program included high N applications in spring. 

This worked well for a few years, but by the mid-1970s, it 
became apparent that there was a problem. Some lawns treated 
by lawn care companies showed significant deterioration in late 
summer, whereas adjacent lawns that had been managed less 

TAKING ROOT 

Heavy Spring Balanced 
Program Timing 

Late Fall 

Figure 2. 

intensely remained healthy. Further study has at least partially associated 
this phenomenon with the heavy spring applications of N in these early lawn 
care programs. To see what impact timing of N applications can have on turf 
survival, we need to consider how grasses function. 

GROWTH CHARACTERISTICS. Grasses are green plants. Their green color 
comes from a material called chlorophyll, which allows plants to produce 
their own food materials through a process called photosynthesis. These 
food materials are called carbohydrates, which are critical to the plants' 

(continued on page 60) 



The Andersons Leads The Nation 
In Providing DowElanco Products 
For Professional Turf Care Markets 
The Andersons, manufacturers 
of TeeTime® turf care products for 
golf course superintendents and 
Andersons Professional Turf® 
products for lawn care operators 
and other groundskeepers, is now 
a leading provider of high-quality/ 
h igh-performance DowElanco 
product formulations. 

Having forged their bus iness 
relationship over a time span in 
excess of 20 years, The Andersons 
has incorporated a broad range of 
DowElanco products to prevent or 
solve specific turf care problems. 
High-quality products have also 
been developed for use on orna-
mentals. 

Call for a complete product 
selection guide. 
The Andersons welcomes inquiries 
regarding any of its turf care formula-
tions including those incorporating 
DowElanco products. Call us toll-free 
and ask for a free copy of our product 
selection guide for TeeTime golf 
course products or for Andersons 
Professional Turf products. 

The following chart provides a 
basic product offering guide but 
The Andersons is quick to point 
out that their technical capabilities 
for custom blending other formula-
tions are virtually limitless in their 
state-of-the-art turf care products 
plant. Fully detailed product infor-
mation is available. 

5.00% 
2.00% 
0.58% 
0.92% 
1.72% 
2.50% 
4x1 gal. 
30 gal. 
4x1 gal. 
50 lb. bag 
12x1 qt. 
5x1 gal. 
2x2.5 gal. 
2x2.5 gal. 
2x2.5 gal. 
2x2.5 gal. 
50 lb. bag 

0.50% 
0.97% 
1.00% 
1.16% 
1.20% 
2.32% 
2.50% 
2x2.5 gal. 
4x1 gal. 
55 gal. 
6x2 lb. 
6x5 lb. 

Call Toll-Free 1-800-225-ANDY 

the professional's 
partner' 

V k l C H E R * 
Andersons 

©1994. The Andersons. ® Dursban, Surflan, Team, Balan, Gallery, Cutless, Rubigan, Treflan, Confront, 
Snapshot, Turflon II, Turflon D, Turflon Ester, XL2G, and Pageant are registered trademarks of DowElanco. 

Fertilizers & DowElanco Herbicid 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 
Fertilizer 

with 0.47% Dursban 
with 0.52% Dursban 
with 0.65% Dursban 
with 0.71% Dursban 
with 0.92% Dursban 
with 0.75% Surflan 
with 1.00% Surflan 
with 0.57% Team & 0. 
with 0.87% Team & 0. 
with 1.15% Team & 0. 
with 0.57% Team 
with 0.87% Team 
with 0.92% Team 
with 1.00% Team 
with 1.15% Team 
with 1.25% Team 
with 1.50% Team 
with 1.54% Team 
with 0.92% Balan 
with 1.02% Balan 
with 1.04% Balan 
with 1.15% Balan 
with 1.28% Balan 
with 0.46% Balan & 0 
with 0.86% Balan & 0 
with 0.57% Balan & 0 
with 0.38% Gallery 

57% Dursban 
58% Dursban 
57% Dursban 

92% Dursban 
86% Surflan 
57% Surflan 

Fungicide 
Rubigan AS* 2x0.5 gal. 

Growth Regulator 

Treflan Granular 
Team Granular 
Balan Granular 
Balan Granular 
Balan Granular 
Balan Granular 
Confront 
Confront 
Gallery 75DF 
Snapshot TG 
Surflan 
Surflan 
Surflan 
Turflon II Amine 
Turflon D* 
Turflon Ester* 
XL2G* 

Insecticid 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Granular 
Dursban Turf 
Dursban Turf 
Dursban Turf 
Dursban 50 WSP 
Pageant* 

Cutless 50W* 4x8 oz. Limited quantities available 



RATES AND TIMING OF N FERTILIZER 
FOR COOL-SEASON LAWNS 

POUNDS N PER 
1,000 SQUARE FEET 

March — April 0.5 to 0.75 
May — June 0.5 to 0.75 
July 
August 1.0 
September 1.0 
October 
November (late-fall treatment) 1.0 to 1.5 

Table 1. 

survival, particularly during times 
of environmental stress and during 
recovery from damage, when stored 
carbohydrates are needed to fuel 
the plants' regrowth. 

Figure 1 shows the shoot growth 
pattern of both cool- and warm-
season grasses. Cool-season grasses 
grow rapidly when they emerge 
from dormancy in the spring. They 
slow considerably during the stress 
period of midsummer and increase 
growth again in the fall. Notice that 
the fall peak of growth is not as high 
as the spring peak, even though 
temperatures are quite similar dur-
ing these time periods. 

Grasses lack the capacity to think, 
but when you study their growth 
patterns, it becomes apparent that 
their genetic system is programmed 
to do some very logical things. 

Emergence from dormancy in 
spring requires the consumption of 
much of the stored carbohydrates 
in the plant. The logical thing to do 
following this reduction in carbo-
hydrate supply would be to pro-

duce as much green tissue as pos-
sible to undergo photosynthesis and 
replace the carbohydrates that have 
been depleted. This is exactly what 
the plant does. 

In summer, cool-season grasses 
are under a lot of stress due to high 
temperatures and they may need to 
rely on the food they stored during 
the spring growth. This is a particu-
larly difficult time for cool-season 
turf, especially in high stress years. 

In the fall, the grass increases 
shoot growth, but not to the extent 

that we see during the spring growth 
period. This again makes sense from 
the plant's vantage point. 

The cool temperature period of 
late-summer and fall is a good time 
to produce carbohydrates. Rather 
than expending them in the excess 
growth of tissue, the plant under-
goes a more moderate growth rate 
and stores the excess carbohydrates 
for the coming dormancy period. 

EFFECTS OF OVERSTIMULATION. 
Now, let's return to those lawns that 

were deteriorating in late summer 
following a heavy spring fertiliza-
tion. In the spring, the cool-season 
grasses are predisposed to the rapid 
production of shoot growth. 

It is easy to overstimulate growth 
at that time of year with excess N. 
The turf will look good, initially, 
but what's really happening is that 
the plant will consume the carbo-
hydrates in the production of shoot 
growth that it should be storing for 
the stress period of summer. 

This may work for a while, but 
under the right conditions, prob-
lems can develop. In summers with 
unusually severe stress conditions, 
particularly if the grass is allowed 
to go into and out of dormancy 
during the midseason, the carbo-
hydrates that the plant needs to 
survive the late summer period are 
depleted. These lawns could dete-
riorate quickly. 

Lawns that receive moderate N 
applications in the spring are not 
overstimulated. These grasses can 
store carbohydrates that are avail-
able to help the plants survive the 
summer stress period. 

(continued on page 62) 

EDGING ON 
PERFECTION. 

THE ONLY PORTABLE EDGER The newTanaka 
TOUGH ENOUGH TO BE T A N A K A . portable edger 
delivers the maneuverability and power to make 
quick work of edging jobs. Its 24cc engine uses 
commercial components such as a stress-
relieved, chrome-plated cylinder; two piston S rings; 
needle bearings at each end of the Forged-steel 
connecting rod; and large ball bear- ^ r ings supporting 
the crankshaft. A d i a - ^ ^ ^ ^ ^ r phragm carburetor 
and electronic ignit ionV j f provide dependable starts 
and strong performance, season after season. 
Its heavy-duty gear case ^ / i u r n s a large, 8" steel blade 
with an adjustable f guard for cutting at various depths. 
An anti-vibration * * system combined with light weight, 

delivers smooth, comfortable control, 
tf you're on the edge of making a 

purchase, see your nearest Tanaka dealer 
1 • or call (206) 395-3900. ^ MORE 
tir^pp m T0LIKE#AB0LT 

I3H3K3 

LANDSCAPE FABRICS & 
EROSION CONTROL PRODUCTS 

LANDSCAPE FABRICS 
-Weed Stopper 
- Professional Landscape 

Fabric & Patio Underliner 
- Professional Plus 
- Weed Restrictor 
FROST PROTECTION 
- & Germination Blanket 
BURLAP 
CONSTRUCTION FABRICS 
& FENCES 
POLYJUTE EROSION 
CONTROL 
WOVEN GROUND COVER 
FABRISCAPE DRAINAGE 
SYSTEM 
SECURING PINS 
KNIVES & REPLACEMENT 
BLADES 

H B R I 5 C A P E INC. 

LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS 
3145 W. COLUMBUS AVE., CHICAGO, IL 60652 1 

(312) 436-7400 • 1-800-992-0550 • FAX: (312) 436-0335 
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You Can't Beat 
(Hie Value. 

© 1995. All rights 
reserved. 

Number one for dealer/ distributor support. 
And, tied for number one for parts availability. 

The one place Scag didn't finish first was in the 
lowest price category. But then, you get what 
you pay for. 

Visit your Scag dealer today and get the com-
plete story about Scag's preferred line of 
walk-behinds, riding mowers, and zero-turn 
riders. You can't beat the value. 

SCAG 
Simply The Best 

95-01 

In fact, in five of six categories Scag was ranked 
number one among 11 brands of mowing equip-
ment. Number one for quality. Number one for 
serviceability. Number one for warranty. 

Scag Power Equipment 
Division of Metalcraft 

of Mayville. Inc. 
1000 Metalcraft Drive, 

Mayville, W I 5 3 0 5 0 

In a recent independent survey 
sponsored by a leading 

industry publication, 
six hundred com-

mercial cutters 
and landscape 

s ^ contractors 
were 

asked to rate 
the best com-

mercial mowers in 
the industry. The answer 

by a wide margin was Scag. 



YEARLY N APPLICATIONS AND TIMING IN 
THE IOWA STATE UNIVERSITY N-TIMING STUDY 

CONDUCTED BETWEEN 1985 AND 1989 

MONTH HEAVY SPRING BALANCED LATE FALL 

Pounds N per 1,000 square feet 
April 0.5 1.0 0.5 
May 1.5 1.0 0.75 
June — — — 

July — — 

August 1.0 1.0 0.75 
September 1.0 1.0 1.0 
October — — 

November — — 1.0 

Table 2. 

WARM-SEASON GRASSES. Things 
are different if the grass is a warm-
season species, like zoysiagrass or 
Bermudagrass. These types of 
grasses emerge from dormancy 
slowly in the spring and thrive in 
the high temperature periods that 
put such stress on the cool-season 
grass varieties (Figure 1). 

Warm-season grasses should be 
fertilized when they are growing 
actively. One pound N to 1,000 
square feet per growing month is a 
standard recommendation. Fertil-
izing warm-season grasses in early 
spring does nothing for the dor-
mant warm-season grasses and may 
encourage cool-season weeds. 

THE NITROGEN EQUATION. How 
much N, then, should be applied to 
cool-season lawns and when should 
it be applied? This is a complex 
question with no one answer. 

The amount of N to be applied 
varies with the species. A species 
like tall fescue, which has an exten-
sive root system, will require less N 

than one like Kentucky bluegrass. 
Soil type and water have an im-

pact. Grasses grown on sandy soils 
will likely require more N than 
grasses grown on heavier soils. 
Rainfall and irrigation also will 
make a difference. The more water 
the turf receives, the more it will 
grow and the more N it needs. 
Leaching of N can also increase 
with rainfall and irrigation. 

There is no clear answer to the 

question of how much N to apply. It 
will not be the same between re-
gions and it will not likely be the 
same within a region. 

A lawn care specialist may find 
that it will vary greatly over the 
geographic area that his or her busi-
ness covers. There are some general 
guidelines that follow, however, that 
can be used in developing a sound 
fertilizerprogram. 

Table 1 includes an N applica-

tion schedule for cool-season 
lawns. This is an approximate pro-
gram and will have to be tailored 
for specific conditions. The pro-
gram in Table 1 is designed to 
match the needs of the plant. The 
goal of the spring application is to 
give the plant a boost without over-
stimulating it into excess growth. 

It is possible to apply too little N 
in the spring. If the plant is yellow 
(chlorotic), it will be incapable of 
undergoing maximum photosyn-
thesis, and the carbohydrate sup-
ply may be reduced. 

It is desirable to just meet the 
needs of a plant in the spring, to 
allow it to produce maximum car-
bohydrates without forcing excess 
growth. Spring N applications gen-
erally should not exceed a total of 
1.5 pound N per 1,000 square feet. 

Use yourcommon sense. In very 
wet conditions, or if the turf is 
established on a sandy soil, more N 
than that shown in Table 1 may be 
needed. In dryer years, or for turf 
established on a heavier soil that is 
higher in organic matter, less N 
may be required. 

(continued on page 68) 

FINAUYl 
Organic* without sewage 

sludges or animal by-products! 
No offensive odors»Low Low dust 

"Humic Plus" 9-1-5 with 1.5% Iron 
60% slow release. As low as $1.62 per 1000 sq. feet. 

"Blade Runner" 15-1-9 with 1.5% Iron 
37% slow release. As low as $1.22 per 1000 sq. feet. 

"PH Control" 15-1-15 
20% slow release. As low as $1.25 per 1000 sq. feet. 

"Liquid Formula Compost" 1-1-3 
As low as $1.00 per 1000 sq. ft. 

435 Wilson Street NE 
Minneapolis, MN 55413 

1-800-783-1069 

r 
BEING THE "BOSS" 
HAS IT'S 
ADVANTAGES.. ~ 
The Chemica l App l i ca to r 
des igned for the p ro fess iona l 

Unique in design and construction, 
the BOSS has all the features 
a Pro could ask for. 
• 2 Nozzles for Versatility 
• Dripless Shutoff 
• Viton*0'Rings for Chemical 

Resistance 
• Easy to use Pressure Relief Value 

The BOSS is ideal for construction 
job sites, carpets & floors, pest 
control, landscaping, and many 
uses around the home 
& garden as well. 
VA ton is • Registered Trademark of DuPont 

Now Available 
Nationwide at Sam ' s Club 

I D.B. Smith & Co. Inc. (Affiliate) 
I 23 Garden Street 
1 New York Mills, New York 13417 

The 
Fountainhead 
Group, Inc. 
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ursucm ^y r o Keem 
yith t4our customers. 

Sometimes a new scent works wonders. So stay in step 
with your customers by using new Dursban* Pro insecticide 
It gives you all the performance you expect from Dursban, 
in a new low-odor formulation. lm 



Dursban Pro is your broad-spectrum, cost-efficient 
choice. It delivers the effective residual control your customers 
demand. So you'll reduce your risk of costly callbacks. And the 
new scent means fewer complaints and happier customers. 

Use new Dursban Pro. Your favorite partner smells 
better than ever. 

C ^ Y * / / o orks / / A S / / A S / o r / / G / F C , _ 

^ — , / „ # DowElanco 
/ o / / / / r/ o r r / / / o / / r / o s z / i e / / . 

Trademark of D o w E l a n c o 



e know j)est management 

inside an& out. 

New Dursban* Pro insecticide, for both indoor and 
outdoor applications, is another innovative development 
from DowElanco. 

This new formulation combines cost-efficiency, 
effective residual control, and a new scent all in one 
product. The new label has more use sites and target 
insects listed than the old formulations of Dursban. And 
Dursban Pro also carries a caution label. 

So continue to look to DowElanco for the latest 
ideas. We're the company you can count on for quality 
products, helpful advice and the best service in the 
business. For more details, call 1-800-352-6776. 

@ % DowElanco 
TM 

Always read and follow label directions. * Trade mark of D o w E l a n c o Printed in the U.S.A. 



Lawn & Landscape Professionals 

Don't Go It Alone! 
Let PLCAA help you grow and maintain your business in the A90s and beyond. 

^^VCLsUt 4 
•V 

Anyone in business for the long term needs 
to be involved in PLCAA.f/ 

— J i m Minkler, Minkler Lawn Care, Inc. 

O 

PLCAA has amazed me. I 
belong to two other lawn care 
associations but PLCAA is the 

best by a wide margin. In 
terms of professional develop 
ment and consumer-oriented 
information pieces, they are 

outstanding." 
— l e s Stewart, Nutri-Lawn 

/ joined PLCAA before I ever did 
my first lawn professionally. I 

believe the more information you 
can obtaini, the better informed 
decisions you can make. Anyone 
who is someone or wants to be 
someone in the industry belongs 

to PLCAA/' 
— L o u Wierichs, Jr., Pro-X Systems 

V 
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c 

Stay on the cutting edge and enhance your professional image 
to customers by becoming a member of the Professional Lawn Care 
Association of America. PLCAA equips you with the information and 

skills you need to excel in the green industry. Open up to a world 
of possibilities as a PLCAA member: 

• Greater Profits and Improved Customer Confidence • 
• Operating Within Approved Advertising and Pesticide • 

Transportation Guidelines 
• Knowledgeable Bidding/Estimating • 
• More Effective Marketing • 
• Being Known as a Company of Well-Trained Professionals • 

Strong, Positive Community Relations 
Safer Employee Practices Through Better Training and 
Information 
Business and Technical Resources at Your Fingertips 
1 -800 Information Hotline 
Industry Certification 

? 
v V 

To find out more about the Professional Lawn Care Association 

of America and how it can help you gain the competitive edge, 
complete the coupon and mail or FAX to: 

PLCAA 

1000 Johnson Ferry Road, NE 

Suite C-135 

Marietta, GA 30068 

Phone: 1-800-458-3466 • FAX: (404) 578-6071 

• Yes! Send me more information on PLCAA. 
Name 

Title 

Company. 

Address _ 

City 

Telephone 

_State . -Z ip . 

.FAX ( . 



No N is recommended in the 
heat stress period of July, but if the 
turf shows signs of chlorosis in 
midsummer, a light N application 
may be warranted. The late-sum-
mer and early fall is a good time to 
boost the N application. 

In lower maintenance areas, 
where budgets are limited and only 
one application of N can be applied 
per year, August to September 

A practice that is 
growing in 

popularity in much 
of the cool-season 
region is to apply 

a late-fall 
application of 

nitrogen. 

would be the best time to make that 
application. The most benefit per 
dollar spent on fertilizer can be ex-
pected in that time. 

APPLICATION OPTIONS. A prac 
tice that is growing in popularity in 
much of the cool-season region is 
to apply a late-fall application of N. 
This application is timed after the 
last mowing in the fall and before 
the soil temperatures fall below the 
critical temperature for root growth. 

In 1985, a four-year fertilizer 
study was initiated at Iowa State 
University to investigate the effects 
of N application timing on three 
Kentucky bluegrass varieties. 

The objective was to compare 
the effects of heavier spring N treat-
ments, a program that included bal-
anced treatments in spring and fall 
and a late fall program. The three N 
programs used in the study each 
year are shown in Table 2. 

The study included urea, 
ureaform, methylene urea and 
methanol urea N sources, each ap-
plied to separate plots according to 
the program shown in Table 2. 

Data were collected on visual 

Too much nitrogen in spring applications may limit fall's root growth. 

quality, clipping yield, thatch de-
velopment, shoot density and root 
weight during the 1986.1987 and 
1988 seasons of growth. 

Yearly quality ratings generally 

were higher for the heavy spring 
fertilizer program than for the other 
two programs. 

However, in both 1987 and 1988, 
(continued on page 70) 

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 the L a n d s c a p e I n d u s t r y 

Can you double, triple or even 
quadruple your landscape 

business in one year? 
YES YOU CAN !!! 

"I finally started offering imaging in '94 
after years of consul e ring it. My business-
grew 300% by incluiling images in my bid 
ami presentation. Customers feel they 
can trust what they'll gel with a picture..it 
even wins bids at a higher cost than 
the competition. * 
Danny Priolo, Heritage Point, Howell, NJ 

Best S e l l i n g Landscape Imaging S o f t w a r e ! 

DIG L a n d s c a p e 
I m a g i n g S o f t w a r e 
p r o d u c t s ou t se l l a l l 
o t h e r i m a g i n g 
p r o d u c t s 10 t o 1. 
U n i q u e fea tu res l ike 
o u r " v i s u a l l i b ra ry " 
let y o u c o m p l e t e 
d e s i g n s in ha l f the 
t ime . Easy - to - l ea rn 
a n d s i m p l e - t o - u s e , 
" G e n e s i s " w i l l let 
y o u s h o w y o u r 
c l i e n t s a 
pho to - rea l i s t i c 
r e n d e r i n g o f the i r 
f i n i s h e d p ro jec t . 

California (818) 706-8786 New Jersey (201) 770-9212 
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Jealous Of Your 
ighbor's Freedom? 

Don't be jealous—make the choice for Freedom yourself. 

urf professionals/all over the country enjoy Freedom Kentucky 

Bluegrass because it's good for golf courses, lawns, parks, athletic 

I 

fields, play fields—wherever a beautiful, durable grass is needed. 

And it mixes smoothly with persistent Kentucky bluegrasses, 

I I * 
improved turf-type fescues, turf-type perennial ryegrasses and 

strong creeping red fescues. 

1 
\ 

FREEDOM 
KENTUCKY BLUEGRASS 

9321 Castle Gate Dr. 
Indianapolis, IN 46256 
(317)577-4455 

5300 W. Riverbend Ave. 
Post Falls, ID 83854 
(800)688-SEED 

National Seed Co. 
5300 Kanne Ave. 
Downersfirove, IL 60515 
(708)963§787 
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the heavy spring program resulted 
in the production of from 3 to 10 
percent more total shoot growth 
than did the balanced and heavy fall 
programs. 

Root growth was favored by the 
late fall program, which produced 
9 percent more root mass than the 
balanced program and 8 percent 
more root mass than the heavy 
spring program (Figure 2). 

Conditions that lead to late sum-
mer deterioration in quality were 
not a problem on this site during the 
study, and the area was irrigated to 
prevent moisture stress in most 
years. The loss of quality in July 
and August was not observed on 
the plots treated with the heavy 
spring treatments. 

But the trend toward rapid shoot 
growth and subsequent reduced root 
growth clearly were present on ar-
eas treated with high rates of N in 
the spring.lt is likely that the long-
term effect would be eventual dam-
age to the grass receiving the heavy 
spring treatments of N. 

Lawns that receive 
moderate N 

applications in the 
spring are not 

overstimulated. 
These grasses can 

store carbohy-
drates that are 

available to help 
the plants survive 
the summer stress 

period. 

HOW ABOUT P AND K ? T h e ap-
plication of phosphorus (P) and 
potassium (K) should be based on a 
chemical soil test. The amounts of 
P and K needed in a fertility pro-
gram will vary greatly among lawns 
and properties. 

There are many situations where 
levels of these elements are high 
enough that N alone may be suffi-
cient for fertilization. 

In other cases, either P, K or both 
elements may be needed in larger 
amounts. On many soils, K will be 
the element needed in the largest 
quantity next to N. This is particu-
larly true on sandy soils that have a 
low K-holding capacity. 

Potassium sources may add to 
the burn potential of fertilizers. A 
good rule of thumb is: The higher 
the temperature, the more likely 
these fertilizer materials will dam-
age the turf. 

When high K levels are to be 
used, they should be timed in the 
cooler periods of spring and fall, if 
possible. 

MICRONUTRIENT ADDITIONS. 
Micronutrients generally are avail-
able in sufficient quantities on most 
soil types. Most deficiencies will be 
localized problems that should be 
evaluated through soil tests and 
through evaluations of micronutri-
ent treatments on test areas of turf. 

Iron chlorosis is the exception. It 

is common in turf established on 
high pH soils (above pH 7). The 
usual situation where this problem 
exists is where the grass doesn't 
seem to be responding to N. The 
treatments use more N, but the re-
sults are less than expected. 

If this has been a problem, run a 
test with one of the many commer-
cial iron materials available for use 
on turf. If there is a deficiency, a 
green-up of the turf will be appar-
ent within a couple of days. There 
will be a much more efficient use of 
N if iron is added to the program. 

CONCLUSION. Spring is an impor-
tant time of year in turf manage-
ment. For cool-season grasses, the 
initial spring application should be 
a part of a balanced fertility pro-
gram, rather than one with heavy N 
amounts. An understanding of the 
turf and how it grows is a key part 
in developing that program and of 
establishing a successful lawn ser-
vicing business. • 

The author is professor of horticul-
ture in the College of Agriculture at 
Iowa State University, Ames, Iowa. 
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Power • 
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POWER EQUIPMENT 

New 
Equipment 
Designs Reduce Vibration 
Outdoor power equipment is moving toward more 

ergonomic, efficient designs. New anti-vibration features 
on commercial equipment will make it easier for 
operators to remain productive through the day. 

THE DAYS of quaking flesh, tin-
gling fingers and a "buzz" felt 
through the body may soon end, as 
new designs continue to improve 

outdoor equipment. In the new de-
sign equations, manufacturers are 
adding elements that reduce vibra-
tion and its negative effects. 

Emissions, noise and ergonomic 
factors have played a large role in 
European equipment design for the 
past few decades. Traditionally, Eu-

ropean governments have played a 
more active role in determining 
product design requirements than 
in the United States. 

However, equipment manufac-
turers here have felt the push to 
produce power equipment with 
lowered emissions and sound lev-
els. This trend continues as more 
regulations are developed. Ergo-
nomic design has gained ground as 
contractors look for equipment that 
will allow greater productivity with 
less physical stress on operators. 

PUSH FOR LOW VIBE. Early de 
velopments in low-vibration equip-
ment evolved in the 1960s, as manu-
facturers produced chain saws with 
anti-vibration elements. Many of 
those models were large clearing 
saws, and the new designs were 
intended to reduce stress on the 
operators' bodies. 

One example was a then revolu-
tionary low-vibration chain saw 
manufactured by Husqvarna For-
est and Garden Co. in 1969. The 
saw introduced a new design that 
built the tank unit into the handle to 
reduce vibration by one-third. The 
new design, called "integrated two-
mass technology," was used only 
on professional clearing saws. 

Gradually, the two-mass design 
became a standard element of 
smaller machines produced by the 
company. In the early 1990s, it 
produced low-vibration power 
equipment within the 36-cc range. 

The company's experience in 
the European market powered the 
introduction of low-vibration tech-
nology into smaller machines. For 
instance, it added the design to 
brushcutters, which are popular 
with European contractors because 
they do more land clearing and use 
less herbicides than in this country. 

Conversely, U.S. contractors 
tend to prefer string trimmers for 
lawn maintenance work on smaller 
properties. Many of these have a 
loop-handle design and are scaled 
down into the 25-cc power range. 

"Europe has traditionally been 
in tune with the ergonomic factors 

(continued on page 74) 

Husqvarna's LowVib vibration dampening system is standard on the manufacturer's new line of Swedish 
trimmers. The handlebar and support components are isolated from the engine and drive shaft by strong 
rubber dampers that absorb and minimize vibration. 
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TRYING TO POISON T H E 
Q U E E N D O E S N ' T E N D H E R 

R E I G N O F T E R R O R , 
IT JUST RELOCATES IT. 

At the first sign of danger, 

fire ants are genetically pro-

grammed to cart their queen 

away to safety. Before you know 

it, the colony is thriving again. 

That's the problem with 

using poisonous baits on fire 

ants. The poison kills worker 

and nurse ants before they can 

feed it to the queen. This sets 

off an alarm, signaling the rest 

of the colony to hit the road. 

Award,® on the other hand, 

is an insect growth regulator, 

not a poison. It's sure to reach 

the queen undetected, and once 

there, sterilize her. 

With her ability to produce 

new ants eliminated, the colony 

soon perishes. 

So this year, use Award. 

And take care of your 

fire ants before they become 

moving targets. 



Ask for 

CORON 
Quick green-up 

Long-term release 

Even turf growth 

Reduced clippings 

Reduced leaching loss 

Enhanced rooting 

Low burn potential 

Clear liquid solution 

Highly compatible 

CoRoN 
CONTROLLED RELEASE NITROGEN 

For All Your 
Turfy Tree & Shrub 

Applications 

CoRoN Corporation 
Souderton, PA 18964 

800-338-0836 
215-723-5099 

Low-Vibe Equipment 
(continued from page 71) 

of design," commented Mark Michaels, forestry 
product merchandising manager for Husq varna. 
The low-vibration trimmers "are important be-
cause they address the unique needs of the profes-
sional market. Other than weight reductions, 
there have been no other significant innovations 
in commercial trimmers in several years." 

The line of CARB-certified trimmers and 
brushcutters includes four 25-cc models, two 31 -
cc models and a 36-cc unit. Handlebar and sup-
port components are isolated from the engine and 
drive shaft by strong rubber dampers that absorb 
vibration. The trimmers and brushcutters also 
feature an angled handle for operator comfort. 

Michaels estimated that the design could im-
prove productivity by 10 percent to 15 percent. 

HANDLING VIBRATION. The two mass prin 
ciple developed for chain saws separated the 
handles and parts touching the body from the 
engine, shaft and cutting attachments. 

The technology is now used throughout the 
company' s clearing saw and small trimmer lines. 
Michaels explained: "Users appreciate the fact 
that vibration has been reduced in both hands. 
Until two-mass technology was developed, there 
wasn't an effective system to reduce the operator's 
vibration exposure; manufacturers, in many cases, 
simply added padding to a handle." 

With the Occupational Safety and Health 
Administration's new ergonomics rule looming 
on the horizon, many landscape contractors are 
paying closer attention to factors like low-vibra-
tion when choosing equipment. 

OSHA's proposed ergonomic standard out-
lines potentially hazardous job activities — in-
cluding the "use of vibrating or impact tools or 
equipment for more than a total of two hours." 

MOWING COMFORT. Manufacturers also are 
taking a closer look at reducing vibration in 
riding and walk-behind mowers, said Roger 
Andersson, vice president of lawn and garden 
development for Husqvama Sweden. 

"Because lawn care professionals use their 
machines so many hours a day, they are at higher 
risk of developing vibration syndrome (also 
known as Raynaud's phenomenon or vibration 
white finger), an adverse circulatory condition 
affecting some users of vibration equipment," 
Andersson explained. Commercial mulching 
models featuring anti-vibration adaptors already 
have been introduced in Sweden. 

Features like seat suspension can help reduce 
vibration exposure, as do special mounts that 
dampen vibration transmission throughout the 
equipment. But the best solution lies in correcting 
the problem at its source. 

"We care about the rider, so we work closely 
with engine manufacturers to develop good qual-
ity engines for our product line that vibrate as 
little as possible," Andersson noted. 

Andersson said that while customers should 
be aware of vibration's effects, they shouldn't be 
overly concerned about vibration exposure. 

Operators of vibrating equipment are at 
higher risk for disorders like vibration 
syndrome, a condition that adversely affects 
blood circulation to the hand. 

"Make sure that your mower has a straight 
blade system, because if the system is unbal-
anced, you have more risk of vibration," he said. 
"If you notice an undue amount of vibration, 
take your unit in for repair." 

CONTRACTOR EXPERIENCE. Both Andersson 
and Michaels stressed the need for cooperation 
between contractors and manufacturers. 

"Low-vibration technology came about be-
cause engineers listened to what the industry 
needed, giving lawn and landscape profession-
als the things they needed before they were fully 
aware of the potential benefits," Michaels said. 

Product prototypes are tested for vibration 
and noise levels in labs; engines and belts also 
are subjected to life-cycle tests. Typically, re-
searchers measure vibration levels via meters 
placed on the handles of free-running trimmers. 
The machines are placed in a variety of cutting 
positions for running tests. Because operators 
tend to rest trimmers on their hip or leg, research-
ers also check vibration levels at those points. 

But ultimately, the user is the final judge of a 
product's quality, according to Andersson. 

Michaels explained, "In field tests, we can see 
if the operator experiences any differences in 
vibration on a real-use basis. There's a big push 
for operator-friendly equipment that has light 
weight and enough power." 

FUTURE TRENDS. "We'll continue to see an 
emphasis on environmentally conscious prod-
ucts, with low noise and emission levels," 
Andersson predicted. "And with the attention 
being paid to health issues, we'll continue to 
concentrate our efforts on low-vibration and 
other user-friendly ergonomic designs." • 



MOST MAKERS OF HYDRO 
DRIVES WOULD START WITH A 

LONG LIST OF BENEFITS, SLOWLY 

BUILDING THEIR WAY UP TO THE PRICE. 

ELJUST START WITH T K PJE 

You read it right. For about the cost of a belt drive, you can get a hydro drive from Cub Cadet. Now you don't have to 

settle for anything less than the smooth, sure performance of our bi-directional fluid transmission. But even 

at our low price, you still get that long list of benefits. Like our exclusive Direct Effect™ 

operator controls that give you instant forward and reverse response, as well as 

individual-wheel brakes. And the Operator Presence Control System that ensures the 

mower returns to neutral in your absence, even in cruise control. Our unique 

oscillating front axle and floating deck are perfect for bumpy terrain. And optional 

equipment like a stand-up sulky, sit-down sulky and large-capacity bagger make the job 

easier than ever. If you're interested in a hydro-drive 

Cub Cadet's Exclusive 
Bi-Directional Fluid Transmission. 

He won' t spend a lot of time trying to justify the 
GxbGodeL 

Power Equipment 

mower from Cub Cadet, talk to your local Cub dealer, 

price. He'll let the mower do that for itself. 

Quality Is The Driving Force 
P.O. BOX 368023 • CLEVELAND, OHIO 44136 

(216) 273-4550 



MARKET REPORT 

Southern California 
Market Report: 

"It's Different 
Out Here" 
The giant southern California 
economy has a life of its own, and 
it appears to be on the road to 
recovery. That's good for contrac-
tors, because its climate and 
culture are challenge enough. 

By Susan Gibson 

firm b e n e 
w i « % • v i i i f 

i Sun Valley 

IT SEEMS LIKE every natural disaster in southern California gets an 
inordinate amount of media attention, but there's a good reason for it. 
Drought, earthquakes, fires and floods can wreck enormous financial and 
horticultural damage on one of the largest economies in the world. 

At this writing, the area is suffering from a second onslaught of record-
breaking rains. And people living in the area have every reason to expect 
more earthquakes, brush fires and drought in the future. It's even become 
an industry of itself — where else would "disaster preparedness stores" be 
found in shopping centers? 

Several lawn care and landscape contractors interviewed for this article 
echoed the sentiment, "It's different out here." Besides the elements of 
nature that play havoc with everyday operations, southern California's 
economy is a force of its own. Skyrocketing property costs, huge defense 
industry cutbacks and an ever-increasing number of immigrants who 

depend on government support have burdened a 
system unlike any other in the United States. As a 
result, the area has been slow to recover from the 
recent recession. 

The sheer size of the market — a megalopolis 
that extends over a vast geographic area—can put 
unusual complications on simple matters like 
scheduling the week's service calls. One land-
scape contractor estimated that there are 25 mil-
lion homes in the market, making it huge in 
potential but also problematic in terms of logistics 
and market strategies. 

One other factor plays a major role in the 
southern California lawn and landscape mainte-
nance market — the climate. Californians have a 
different mentality about services. Contractors 
report that homeowners have traditionally used 
the services of "gardeners" to maintain their land-
scapes year round, rather than do it themselves, 
which is more common in eastern states. 

California homeowners usually don't think 
"seasons," in fact, they sometimes don't even 
think "lawns," which makes selling chemical lawn 
care services a big challenge. 

NATURE RULES. While contractors in the East 
and North watch the snow accumulate on the 

(continued on page 78) 
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A M E R I C A N C Y A N A M I D SAVINGS T I M E 

IT'S 
PAYBACK 

TIME! 
From now until May 31, 

1995, American Cyanamid is 
offering tremendous cash 
rebates on PENDULUM,® 
AMDROf IMAGE® and 
Pendimethalin. 

Its time to pay back our best cus-
tomers. And here's how we're doing it: 

Payback on PENDULUM® 
for Landscapes! 

PENDULUM for Landscapes gives 
you two great choices when you buy 5 
cases (60 lb) of 1.2 oz water soluble bags. 

Get a cash rebate of $75 or a new 
Cooper Pegler 3.9 gal-
lon Backpack Sprayer. 

Either way, it's a 
great deal. 

Payback on 
AMDRO®! 

Payback on IMAGE®! 
IMAGE is offering a $20 per gallon 

cash rebate. Take us up on our best offer 
while you control uncontrollable weeds. 
Minimum purchase 2 gallons. 

Payback on 
Pendimethalin 
for Turf!* 

Purchase the same 
amount of pre-emergent 
turf herbicide for 1995 as 
was used in 1994 and get a ^ 
10% rebate on 1995 purchases. Purchase 
10% more in 1995 and get a 15% rebate 
on 1995 purchases. 

It all Adds Up. 
At American 

Cyanamid, we're growing 
greener customers with 
products that help you 
deliver the best in profes-
sional service. 

For Payback Bucks 
coupons, or further 
information just call 

1-800-545-9525. 
°Pencliniethalin Great Rebate 

Program dates August 1, 
1904, to July 31,1995. 

Cyanamid Pavback Offer is available to professional prcxluct end-users only. Distributors and other companies or individuals reselling pnxlucts are not eligible. 
American Cyanamid reserves the right to verify all purchases. 



Innovative Concrete Design 
3934 North Ridgefield Circle 
Milwaukee, Wl 53211 
414/962-4065 • Fax 414/332-9678 

F o r m & tr. 
to your landscape p|i 
From our beginning as fer 
a designer of innovative ^ 
architectural concrete products, 
we've expanded our expertise 
into landscape products specifically 
engineered to overcome the short-
comings of competitive systems. 

products, and our network of 
manufacturers and dealers, contact: 

The flexible StoneWall SELECT 
retaining wall system easily 

handles walls up to 30 feet high — 
including inside and outside 
curves, square corners, steps, 
stairways, lighting and other design 
requirements. Its natural scale and 
texture realistically simulate 
chiseled stone. Light, strong and 
durable, it's the simplest, quickest 
wall to install. 

From straight to serpentine to 
circular, border possibilities are 

endless with economical, easy-to-
install, SELECTedge units. With the 
complete system of SELECTedge 
and power trencher, we've created 
the most flexible border treatment 
available for garden edging, tree 
rings, pavement borders, raised 
curbing, even wall and fence 
bases. And SELECTedge's natural 
scale, color and maintenance-free 
good looks blend comfortably with 
any landscape. 
To learn more about these fine 

ground, they might let their thoughts stray from 
the cold weather to the consistently warm, sunny 
climate of California. It's easy to forget how 
quickly an earthquake or brush fire can destroy a 
landscape or a livelihood. 

Southern California contractors know there 
are real economic consequences to natural occur-
rences. The drought of the late 1980s and early 
1990s brought water rationing issues to the fore-
front of public debate, causing landscape and 
irrigation contractors to design programs for 
greater efficiency and spend time and money 
educating customers and public agencies. It also 
resulted in more efficient, cost-saving products 
from manufacturers. 

Contractors have yet to recover from damage 
caused by the Northridge earthquake of January, 
1994. Robert Cohen, president of Green Scene, 
a chemical lawn care firm in Sun Valley, ex-
plained that events like the earthquake can be a 
blessing and a curse. 

"That earthquake affected most well-to-do 
areas in Los Angeles and it resulted in a dual 
market. First, there was plenty of insurance money 
available for rebuilding, so it improved the mar-
ket for our services. As landscape installers re-
built the landscapes, we got work that trickled 
down," Cohen said. 

"But for those people who only sustained 
minor damage to their properties, landscape res-
toration is one of those extras costs they had not 
anticipated. They' 11 fix up the landscape but then 
cut back on maintenance. That makes the market 
more stubborn. I'd estimate that we might have 
had 50 to 100 accounts who called and said 
'Don't come out for service, we don't have a 
house anymore. '" 

Cohen added that as installers have had a busy 
year restoring damaged landscapes, companies 
like his must wait until rebuilding is 
finished. "Construction ruins the exist-
ing lawns," he said, pointing out that 
homeowners must wait to reestablish 
lawns as a final step. Only then can his 
company recommence services. 

Capricious brush fires, too, have af-
fected southern California's landscape 
business. The area rarely gets any rain 
from April to November. Weeds that 
establish themselves in the spring often 
die out in the summer, creating a fire 
hazard waiting to happen. A1 Galuchie, 
president and owner of Pacific Green 
Horticultural Services in Chino Hills, 
adds summer weed abatement to his 
yearly schedule of chemical lawn care. 

"Once the weeds die, they become a 
fire hazard," Galuchie explained. "People 
here know that they need to keep their 
weeds down. It's required by law. For 
instance, we have a law that says the 
owner of a one-acre lot in the city is 

Municipal maintenance budgets have 
been squeezed by the recession. 

required to provide weed abatement by a certain 
time of the year. They can plow them under or 
use pre- or postemergent herbicides, but they 
must get rid of them." 

The frequency and ferocity of the area's brush 
fires has led to a push for landscape designs that 
reduce amount of plant materials placed directly 
near buildings. Some designs use only fire-
resistant succulents within 30 feet of a building. 
Several landscape contractors provide brush 
and weed removal services to residents in an 
effort to limit the hazard. 

ENOUGH IS ENOUGH. Southern Californians 
waited for the economic recovery to swing their 
way until late in 1994. While markets in the rest 
of the country started rolling into gear, 
California's remained sluggish, overloaded lo-
cal governments cut back on maintenance bud-
gets and landscape customers looked for the 
lowest bid. This situation hit especially hard in 
the areas of landscape maintenance, interiorscape 
and landscape restoration. 

"Maintenance and landscaping have taken a 
hit over the last few years because the building 
industry was down," commented Mark Marcus, 
owner of Centrescapes in Azusa. He saw many 
new competitors enter the landscape mainte-
nance market without professional experience. 
"It hit prices hard and there were many bank-
ruptcies in maintenance, wholesale and installa-
tion companies." 

In the commercial market he serves, Marcus 
saw office property owners take two tacks. "Ei-
ther they spent money to make a place look 
occupied, or they would hammer you on price." 

Ed Beardsley, owner of Carson-based Massey 
Sutherland Associates, agreed. "It was a terrible 
time for maintenance. A lot of people went out 
of business because they couldn't survive the 
business cycles. We're multifaceted in our ser-

(continued on page 80) 



"Embark® Lite is the one tool that 
has no downtime", says Scott Hall, 
President, Classic Landscape, Inc. 
Frederick, MD. HalVs firm, a 
rapidly growing total service 
landscape maintenance operation, 
cannot tolerate mowing down-
time during peak turf growth 
periods. 

"I 'm n o t i n t e r e s t e d in r e d u c i n g o u r 
m o w i n g s ; o u r c l i e n t s p a y t o s e e u s 
doing t h e j o b e v e r y w e e k , " s a y s S c o t t 
Hal l . " W h a t i n t e r e s t s m e i s r e d u c i n g 
o u r m o w i n g p r o b l e m s , w h i c h w e ' v e 
done by u s i n g E m b a r k L i t e . " 

" E v e n w h e n t h e r e a r e r a i n d e l a y s , 
mower b r e a k d o w n s o r c r e w s h o r t a g e s , 
our P G R is s t i l l o n t h e j ob . " 

W e t w e a t h e r , e x c e s s i v e top -
g r o w t h a n d c l i p p i n g p r o b l e m s 
w h i c h o f t e n fci o c c u r a r o u n d M a y o r 
S e p t e m b e r c a n h a n d i c a p t h e 
m o w i n g ^ ^ s c h e d u l e , a s we l l a s 
i n t e r f e r e w i t h h e r b i c i d e a p p l i c a t i o n s , 
b e d d i n g i n s t a l l a t i o n s , p r u n i n g , t r i m -
m i n g a n d o t h e r c r i t i c a l s e a s o n a l t a s k s . 

"We m a y o r m a y n o t m e n t i o n t h e 
P G R t o t h e c l i e n t , b u t w e d o n ' t c h a r g e 
f o r i t , n o r do w e r e d u c e t h e i r m o w i n g s , " 
s a y s H a l l . T h e E m b a r k L i t e i s g e n e r -
a l l y p u t d o w n w i t h o t h e r s p r a y a p p l i c a -
t i o n s a n d t h e p r o d u c t cos t i s o n l y a b o u t 
o n e - t h i r d o f t h e c o s t o f a s i n g l e 
m o w i n g , e x p l a i n s H a l l . 

W i t h t h e t o p g r o w t h r e d u c e d b y 
5 0 % or m o r e f o r 3 t o 5 w e e k s f r o m e a c h 

t r e a t m e n t , E m b a r k L i t e h e l p s c o n -
t r i b u t e t o C l a s s i c L a n d s c a p e ' s r e p u t a -
t i o n f o r o n - t i m e p e r f o r m a n c e . I t a l s o 
g i v e s t h e m t i m e t o a d d t h e a e s t h e t i c 
t o u c h e s t o t h e l a n d s c a p e t h a t s e t t h e m 
a p a r t f r o m t h e i r c o m p e t i t i o n . 

T h e b o t t o m l ine , a c c o r d i n g t o S c o t t 
H a l l : " E m b a r k L i t e i s a t o o l t h a t 
i n c r e a s e s o u r e f f i c i e n c y in g e t t i n g t h e 
j o b d o n e a n d d o n e r i g h t . " 

FREE! 
Circle the readership 
reply card or write for 
our free PGR 
Applicator s Guide. 

Embar 
FINE TURF REGULATOR 

p b i / c s o R d o n 
c o R p o R a t i o n 

An Employee Owned Company 

1217 West 12th Street • P.O. Box 014090 
Kansas City, MO 64101-0090 

Phone (816) 421-4070 

EMBARK® is a registered trademark of PBI/Gordon Corporation. 
©1995 PBI/Gordon Corporation. 783/195 



HEAD FOR THE 
HILLS... 

INCLINATOR 
C O M P A N Y O F I I A M E R I C A 

Dept. 95 V 
PO Box 1557 
Harrisburg, PA 17107-1557 
Phone 717-234-8065 

Hills. Formerly problems. Now 
embraced as an integral element in con-
temporary building design. The custom-
built Hill/Climber from Inclinator provides 
an important tool to help you tame the 
multi-level environment and make it work 
for your clients. It's the easily-installed 
personal transportation system which 
adapts to any slope contour from 0° to 
45°. Travel length extends to 250' and the 
unit has a full 500 lb. capacity. 

Wherever outdoor activities exist on 
multiple levels or things have to be carried 
up steps. Wherever easy access is need-
ed to a cabin, boat dock or parking area. 
There is the reliable Hill/Climber solution. 

For more than 70 years Inclinator's 
innovative residential stair lifts and eleva-
tors have been helping you move people 
indoors. Now, with Hill/Climber, we can 
help you move them on the hills. 

For free literature, please contact: 

vices, which is probably why we survived. When 
our interior work was slow, our exterior work 
kept us alive." 

Beardsley sees a definite upswing in the mar-
ket, however, which he detected late in 1994. 
"For a while, especially in interior work, people 
stopped spending money. It was not just wanting 
low prices, but worse. They just stopped," he 
explained. "But in the third quarter of 1994, 
things picked up. We had projects we've waited 
on for one or two years and they came in all at 
once. We've been scrambling to accomplish all 
the jobs that have come to us." 

"The clients seem to want to clean up old 
business and get back to basics in the landscape," 
he said. "They want a nice lawn and a few 
specialty landscape elements. They may want to 
rip out those old trees, install a new irrigation 
system or renovate the landscape." 

He explained the turnaround as a factor of the 
area's huge financial resources. "Even when our 
economy is in the dumps, it's still one of the 
largest economies in the world. I think the people 
of southern California have just said 'enough is 
enough, let's just go forward and get on with 
business.'" 

Lydia Hamman, vice president of sales for 
Associated Plantscapers in Irvine, believes that 
the future for exterior maintenance services is 
bright. Her firm, which has specialized in 
interiorscaping and holiday display work, will 
start up exterior maintenance work this month. 

"More and more companies are looking at 
where they're spending their money," she noted. 
Interior work has become more and more of a 
struggle because of the economic slump. "I think 
the interior market here is shrinking. It's not as 
important here as it is in climates with definite 
seasons. It's rare, for instance, for a commercial 
building to have an atrium. They'd rather put 
their money into the exterior landscape." 

Associated Plantscapers' owners view exte-
rior maintenance as a "more recession-proof in-
dustry," compared to interior work. It recently 
purchased an existing maintenance firm and the 
employees in Orange County and expects a 

Finding a 
Market Niche 

Southern California's lawn and landscape 
contractors work in a huge market for their 
services. Their typical services are: 

• Chemical lawn care 
• Bare dirt weed control/abatement 
• Weed control on rocky areas 
• Brush clearing on fire-vulnerable hillsides 

and near properties 
• Landscape renovation 
• Irrigation design and installation 
• Xeriscape designs 
• Holiday displays 
• Maintenance services for cost-conscious 

local governments 
• Interiorscaping 
• Back-to-basics landscapes 

smooth transition. "We're already able to pro-
vide a high level of technical service, customer 
service, and marketing because of our interior 
experience," said Hamman. "We've gotten many 
complaints from our interior clients about their 
exterior contractors." By offering exterior ser-
vices to those clients, she added, her firm will be 
able to provide a one-stop shop approach. 

ONLY IN L JL "Southern California is so spread 
out that it stretches 100 miles in every direction," 
stated Hamman. Her firm services clients in six 
counties, including San Diego, about 100 miles 
south of Los Angeles. Plans for the new exterior 
business initially are limited to the Orange 
County area. 

Each lawn care or landscape contractor in the 
area has to make a conscious decision about the 
area's geography before committing to any mar-
keting strategy. Cohen's company services a 
huge area stretching west and north of the Los 
Angeles city center. 

Daniel Lapka, owner of Lawn Master, a lawn 
care firm in Apple Valley, said his company 
covers areas far to the northeast of the Los 
Angeles city area, outside of the main city. 

Marcus, whose busi-
ness concentrates on 
large commercial centers 
and malls located 20 
miles or more apart, has 
found facilities he uses 
as satellite staging areas. 
"We store equipment and 
trucks near our large ac-
counts, then we're able 
to move out from there 
to other projects nearby." 

As business expands 
outward, he'll use a simi-
lar system, but plans to 
avoid the congested Or-
ange County area. 

Distance is not a prob-
The market reaches 100 miles in each direction from Los Angeles. (continued on page 82) 



These cats never nap. 
If your mowers spend more time in the repair 
shop than on the job, you're in for some sleep-

less nights. Instead of tossing and turning, turn to 
Ransomes Bob-Cat midsize mowers. You can depend on 

of breakdowns or expensive downtime. 

Bob-Cat Versadeck" Gear Drive and Variable Speed 
mowers offer a level of reliability unsurpassed in the profes-
sional lawn care business. Add competitive pricing, inter 
changeable parts and financing programs to the superior 
operating and cutting performance of the Bob-Cat line, 
and you have the greatest value on turf. 

For mowers that never sleep, include Ransomes Bob-Cats 
in your equipment lineup. But do it today, because if you 
snooze, you lose. 

your local Ransomes 

*Offer good at participating dealers only. See your 
local dealer for details. Qualified buyers only. 

Call 1-800-228-4444 or see 
dealer for more information 

on Bob-Cat mowers. 

6336 Ransomes Amenca Corporation, 900 North 21st Street, P.O. Box 82409, Lincoln, NE 68501 -2409 D r i v e n tO b e t h e b e s t 
© Ransomes America Corporation 1994. All rights reserved. 



r 
New Skid Steer 

Attachment 
Power Age 
Solutions 
For Stone Age 

Problems 

Power Box Rake -
Turn on the speed and power! 
Har ley Mode l S # 6 operates for-
ward - left or right ~ for picture-
perfect raking. 

Benefits 
• Co l lec t rocks and unwanted de-

bris into windrows or piles. 
• Pu lver ize ground and clods into 

level seedbed. Dethatch or com-
pletely tear out sod. 

• Shape , g rade , sc reen , leve l , 
f i l l , and c o n t o u r with power. 

• P o w e r C o n d i t i o n athletic fields. 
• E l im ina te compact ion and im-

prove drainage. 
• Prepare pipeline and road con-

struction sites for restoration. 
• Remove wheel & dozer tracks. 

Come up to the Power Age! 

Quick-attach the Har ley Power 
Box Rake to your skid steer. Trac-
tor 3-point models are available, 
too. For a free video or a dealer 
demonstration contact: 

Gi enmae 
Jamestown, ND 58402 

-800-437-9779 / FAX 701-252-1978, 

lem for Galuchie's business, which concentrates 
on large properties averaging 6 acres or more. 
"We do work in Los Angeles, San Bernardino, 
Orange and Riverside counties," he said. The 
distances are manageable because a crew may 
spend the entire day at one large job site. 

Travel can be a big factor for firms servicing 
smaller projects, however. Beardsley's company 
started out with two offices and travelled to get 
new business throughout the Los Angeles basin. 

"We needed the business, so we went any-
where," he explained. "Now, we've allowed 
some clients to leave because of the distances and 
we found other landscapers to service them. We 
considered expanding to San Diego, but no mat-
ter what we did with the numbers, we decided it 
wasn't worth it. We pay a cost fordoing business 
nearby, but that's why we're diversified." 

Hamman's company depends on travel for its 
business. "We just have to find employees will-
ing to work alternative schedules. We have a 
huge, wonderful labor pool here" and the com-
pany has found employees willing to drive the 
large distances. 

WIDE-OPEN MARKET. The good news forsouth-
em California lawn care owners is that the market 
is practically unlimited. The bad news is that few 
people even understand lawn care services. The 
climatic factors that affect the landscape industry 
pale in comparison to the challenge of educating 
residents to the value of lawn care. 

"People out here have different ideas about 
landscaping," said Lapka. "We don't have the 
concept of wall-to-wall grass like they do in the 
east. There, homeowners cut their own grass and 
pay professionals for fertilizer treatments. Here, 
they use gardeners to handle maintenance work." 

The climate forces other changes in attitude, 
he explained. "In the east, there's grass and 
square-cornered lawns. Here, it's more like grass 
and rocks. The typical l/2-acre lot may have half 
the area landscaped and the other half just rocks. 

"Educating the customer is the biggest thing 
we do here," he continued. "In the east, lawn care 
people are losing customers because of cost. That 
isn't an issue here. We don't even have set prices 
because there's no competition to speak of. I 
would actually like competition because it would 
help me educate the customer. They don't even 
know enough about the service to have expecta-
tions of good and bad service." 

Lapka pointed out that techniques like 
telemarketing don't have much affect in his mar-
ket. "We could be calling everyone but no one 
has grass. We get most of our business when 
people tell other people about it." 

Cohen agreed. His firm has only one large 
competitor. "If there's only one company out 
there, the popularity of the service is going to be 
difficult to promote. I'd like to see some major 
players from the East with big advertising bud-
gets enter the market." 

The service concept is new to area residents, 
who have a different attitude toward their land-

scapes. "I 'd say that 98 percent of the 
homeowners here have regular weekly mainte-
nance 'gardeners.' People take the landscape for 
granted," Cohen added. 

"In the East, people have a different apprecia-
tion of nature," he continued. "There's a limited 
season there. I've expanded my business as the 
people here have become more aware of the 
value of professional lawn care services." 

California's leadership in pesticide legisla-
tion offers a benefit for lawn professionals look-
ing for a way to communicate value to custom-
ers. Galuchie explained, "Our pesticide laws 
already are strict and will be getting more strict." 

He said this will improve his business as more 
maintenance contractors and local governments 
subcontract the work to licensed professionals. 
It's also a persuasive argument not to use an 
unlicensed gardener for applications. 

Galuchie's company serves commercial and 
local government accounts and has felt the crunch 
of budget cutbacks, as California's massive wel-
fare and social services demands eat up available 
funds for other services. 

Even privatization of landscape maintenance 
services offers little remedy when the money 
just isn't there. "The prices for public mainte-
nance work are incredibly low." 

"Several cities have lost a lot of state funding 
and have cut back on their landscape mainte-
nance services for the last two or three years," he 
commented. "For a while, they tried to maintain 
properties, but now it's not being done. They 
used todo fertilization and weed control in parks 
and city areas, but many places have just cut it 
out. And I don't see it changing as things con-
tinue to get tighter." 

Pacific Green performs chemical lawn care as 
a subcontractor to other firms working with 
commercial properties also under tight budgets. 
"As prices continue to go down, the charges for 
maintenance services are not even at the old 
levels," Galuchie said. His firm supplements 
chemical applications with weed abatement and 
tree spraying services. 

Lawn care services have potential, however, 
given California's mix of transition grasses. 
"My main challenge is technical," explained 
Cohen. "It's a climate where everything grows. 
I have nine different types of turf in my 
company' s database. 

It's a technically difficult thing to use herbi-
cides, because everyone defines 'weeds' differ-
ently." 

Even rocky landscapes offer business oppor-
tunities. Lapka's location in the desert northeast 
of Los Angeles brings in business for bare dirt 
weed control and work on rock landscapes. 

"We spray over and around the rocks to get 
weeds that grow in their midst," he explained. 
He concentrates his customer education efforts 
through face-to-face discussions of the need for 
professional services on lawns and rocky areas. 
"It may take a year or two, but once a person 
realizes the value, we'll make money." • 

The author is Managing Editor of Law n & 
Landscape Maintenance magazine. 
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BUSINESS MANAGEMENT: PART 2 

Build Strong Relationships 
with Smart Bidding and 
E s t i m a t i n g ^ ^ l l ^ ^ H 
The complicated 
art of profitable 
bidding and esti-
mating involves a 
balance of hard 
figures and in-
formed guesses. 
Understanding 
the client's needs 
and your own 
capabilities is 
essential 

By Curt Harler 

Pe o p l e 
FACTORS, 

m o r e t h a n 
economic factors , 
will de te rmine the 
s u c c e s s of land-
scape contract ing 
bids . A c r o s s t he 
coun t ry , e x p e r t s 
a g r e e t h a t h o w 
l a w n a n d l a n d -
hand 1 e ° t h ^ b i d s E a c h l a n d s c a P e r e P r e s e n t s a unique bidding challenge. 
and h o w well they establish long-term relat ionships is m o r e impor tan t 
than absolute dollar figures. 

"Estimating will have to be more accurate ," said industry consul tan t 
Phil Christian, pres ident of pdc Consultants , Alpharetta, G a "Right 
now, w e see more guesst imating than estimating." He predic ted it will 
be a good year for installation and cons t ruc t ion projects . "Real es ta te 
managers a re willing to pu t money into well-done projects ," he ex-
plained. However , general ma in tenance will s tay the s a m e or go down, 
and there will be p ressure on main tenance pr ices to hold the line. 

"The real es ta te manager w e wo rk with is catching on and will be 
m o r e demanding," Christian predicted. "The bo t tom line is tha t those 
managers are waking up more quickly to est imating and cos t contain-
m e n t than w e are." 

BIDDING FOR PROFIT. With 80 pe r 
cen t of prof i t s coming f rom 22 per-
cen t of the typical company ' s jobs , 
the p ressu re is on the con t rac to r to 
m a k e a bid tha t the buyer finds 
reasonable, but will still turn aprofi t . 

"We find the m o r e heads w e have, 
the better," said Dave Cromley, with 
Hyland Brothers Lawn Care, For t 
Collins, Colo. "We usually have a t 
least four people looking at any 
given project ." 

Contractors must consider vari-
ables such as the types of plant 
material, weather conditions and 
equipment needed before they 
estimate a project's costs. 



BUSINESS MANAGEMENT: PART 2 

As spray manager for the firm, he bids on fertili-
zation, pes t managemen t and turf growth regula-
tors. The main tenance manager pulls together t ime 
figures. The t ree manager will es t imate the pruning 
costs . Then, the t eam sits d o w n with Pe te Hyland, 
one of the owners , to c o m e u p with s o m e hard 
numbers . 

Hyland Brothers managers es t imate they prob-
ably work with a higher personne l cos t n u m b e r 
than mos t o ther firms. While many o w n e r s look at 
the per-hour charge, Hyland Brothers has r eeva lu -
ated those n u m b e r s in light of wha t it cos t s to put a 
worke r on an expensive piece of equipment . That 
changes the cont rac t cost . 

The es t imators follow a pr inted list they have 
developed over the years. Because of the variation 
in j o b s in nor thern Colorado, there can be few fixed 
prices. The company is large enough that it can 
budget in ano the r m o w e r or t ruck, if the con t rac t 
will m a k e it worthwhile . 

J o e Carpenter , pres ident of Landmas te rs Inc., 
Gastonia, N.C., has all of his bid p roces ses se t u p on 
a unit basis — square yard, square feet and cubic 
yards. "We calculate the square feet to b e t reated, 
add in the materials, ou r cos t s for labor and equip-
ment , then add our profi t markup," he explained. 
There will be no change in his profit figure. 

"We keep overhead a s low as possible and re-
duce cos t s by managing our people well and invest-
ing in training." 

RULES OF THUMB 
(from Wayne Volz's Bidding and 
Contracts) 
Everyone likes rules of thumb, if only 
to argue abou t their accuracy and 
usefulness . Here ' re a few to consider: 

Know your t ime to m o w a given 
a r e a Add be tween 25 pe rcen t and 
30 pe rcen t to cover weed eating. If 
you add be tween 4 percen t and 8 
pe rcen t of mowing time, that ' s wha t 
it will t ake for blowing. 

A walk-behind ae ra to r is capable 
of plugging about 15,000 square feet 
pe r hour, making t w o pas ses over a 
typical lawn. 

A min imum j o b size should be 
3,000 square feet. Charge a flat ra te 
for eveiy 1,000 square feet over t h a t 

A good power-seeder can seed 
abou t 12,000 square feet pe r hour, 
going in t w o directions. Count on 
one call-back to seed small areas. 

Thatching is dirty and time-
consuming work. Bid it on an 
hourly basis t imes the n u m b e r of 

w o r k e r s involved in the project . 
Leaf removal also should be done 

on an hourly basis, and leaf bids 
should be good for seven days o r 
less, s ince wind and wea the r can 
change the complexion of the job. 
If the cus tomer d e m a n d s a f ixed 
quote, add 15 pe rcen t to the normal 
ra te for the job. 

Mulching is bes t figured a s a 
materials-plus-labor operat ion. Add 
50 pe rcen t to 70 pe rcen t of retail 
cos t of the mulch for labor and 
you'll be in the ballpark. 

T w o more t ips for smoo th 
operat ions . Farleigh Brooks, a 
landscape con t rac to r in Louisville, 
Ky., r ecommends : It is probably too 
we t to work if you need a four-
wheel drive vehicle to get to and 
maneuve r a round a worksi te . 

J o e Kaiser of Covington, Ky 
suggested a way to speed up s t u m p 
removal: The rule of t h u m b is to 
use the equivalent of one st ick of 
dynamite to blast every four inches 
of t ree d iameter f rom the ground. 

Like Carpenter , Tom Angelotta m a k e s all of his 
lawn main tenance es t imates on basic uni ts of mea-
surement , generally square feet of lawn. He is presi-
den t of Angelotta Landscaping in Beachwood, Ohio. 
"I do fac tor for difficulty, like hills," he noted. He 
adds a s m u c h a s 20 pe rcen t to his base level for 
tough proper t ies . 

J o b s like leaf collection, pruning and cultivating 
a re done on a man-hour basis. He tr ies to figure the 
n u m b e r of t r ips required per year. If the j o b is 
dec iduous f lowering sh rub care, he k n o w s one trip 
will do it. If the re a re a n u m b e r of evergreens, it will 
t ake t w o or m o r e tr ips pe r year. 

Carpen te r s ees little d i f ference in 1995 margins 
vs. those in 1994. The only increases he ant ic ipates 
a re in materials. Occasionally, there a re special 
considerat ions . Some j o b sites, whe re image is im-
portant , d e m a n d that all n e w equipment be used. 

"We've taken on pro jec t s that require specialized 
equipment like a s lope mower ," he said. Carpenter 
will agree to such requirements . His s trategy is to be 
su re the n e w equipment he o w n s is amort ized over 
the life of the contract . 

LOOKING GOOD. Professional image is ano the r item 
to fac tor into your bidding. Carpen te r said many of 
the f i rms he w o r k s with have run into p rob lems 
w h e n work c r e w s appea r less than professional in 
their d ress o r demeanor . 

He explained that unprofess ional looking c r ews 
and equipment may backf i re a t cont rac t 
r e n e w a l t ime. C a r p e n t e r a d d e d tha t 
women , especially, a re averse to walk-
ing a c r o s s open a r ea s w h e r e poor ly 
dressed m e n appea r to be loafing, in-
s tead of working. It can be perceived as 
a securi ty problem, he said, and one way 
to el iminate that fear, bo th for the land-
scape manager and the workers , is to 
d re s s all employees in un i fo rms and 
m a k e su re the c r ew is productive. 

New equipment helps, too. So do well-
mainta ined t rucks. "You have to do a 
be t te r j o b of image," Christian s t ressed. 
"You don ' t wan t a worke r w h o looks like 
a bag man." 

BIDDING WARS. The es t imator has to 
keep in mind the purchaser , w h o wan t s 
a super ior j o b at rock-bot tom price. The 
quest ion remains: Is the low bidder pro-
viding inferior work? The plaque read-
ing "Long a f te r the swee tnes s of low 
pr ice has faded, the b i t terness of poor 
work remains" hangs on many walls. 

In fact, in s o m e areas, bo th low bidder 
and high b idder get t h rown out — the 
fo rmer because of the belief that a low-
ball es t imate is un informed or based on 
mediocre work, the latter because of a 
fear of gouging. The remainder of the 



TWO METHODS OF 
APPLYING PROFIT TO A JOB 

To Determine a 
Either Divide 
Breakeven Point 

Or 
Multiply Breakeven 

Net Profit to Sales by the inverse by this multiple 
Ratio of: of: figure: 

1.00 0.99 0.0101 
2.00 0.98 0.0204 
3.00 0.97 0.0309 
4.00 0.96 0.0417 
5.00 0.95 0.0526 
6.00 0.94 0.0638 
7.00 0.93 0.0753 
8.00 0.92 0.0870 
9.00 0.91 0.0989 
10.00 0.90 0.1111 
11.00 0.89 0.1236 
12.00 0.88 0.1364 
13.00 0.87 0.1494 
14.00 0.86 0.1628 
15.00 0.85 0.1765 
16.00 0.84 0.1905 
17.00 0.83 0.2048 
18.00 0.82 0.2195 
19.00 0.81 0.2346 
20.00 0.80 0.2500 
25.00 0.75 0.3333 
30.00 0.70 0.4286 
40.00 0.60 0.6666 
50.00 0.50 1.0000 

From Bidding & Contracts: Your Key to Success, 1992, 
published by Profits Unlimited, 3930-B Bards toum Road, 
Louisville, Ky.,40218. 

bids are averaged and the bid closest to the middle 
is accepted, on the presumption that the contractor 
will do a reasonably good job at a fair price. 

"Low bidder certainly comes back to haunt any-
one who's been around — both buyer and seller," 
Cromley said. "It's a piece of cake figuring the hours. 
The problem comes in when it gets to variations on 
the details. We won't be the low bidder, but not the 
high bidder, either. We are out there to get the job 
done. Is that a strategy, or just common sense? 

This year, he expects to see an increase in spray 
rates for slow-release nitrogen applications in the 
range of 5 percent to 15 percent. In most cases, new 
bids will be up 3 percent to 6 percent over a year ago. 
Older contracts usually will have an increase built 
into them. 

But low bids aren't always based on deception, 
and some firms find themselves on both ends of the 
bid spectrum at different times. "There was one job 
where we got $65 per trip to cut the lawn. We saw a 

bid for $32 from another reputable firm, 
and they threw in leaf removal," 
Angelotta recalled. Another time, he bid 
$12,500 to do an installation and figured 
he would make a reasonable profit. A 
competitor was asking $62,500. 

His answer If you are confident they 
will do the work well, go hire them. "I 
believe our prices are fair," he main-
tained. They are based on a $30 per hour 
labor cost and a 25 percent profit mar-
gin. The figures will be acjjusted depend-
ing on the service. 

He warns that some bottom-fishing 
operators will low-ball a lawn care job, 
hoping to make their money on the rest 
of the maintenance business. 

The universal advice from profession-
als is to know your costs, add a reason-
able profit margin, and stick to it. Jake 
Volz of Wayne's Lawn Service, Louis-
ville, Ky., figures a minimum charge of 
$25 per hour per man. "But that hourly 
rate will vary from place to place across 
the state and the country." 

AVOIDING WASTE. According to Chris-
tian, the industry faces a paradox: the 
typical real estate manager is paying too 
much, but the contractor isn't getting 
enough for the jobs being done. Where's 
the money going? Christian said it's go-
ing to waste — spending too much time 
picking up clippings and using the wrong 
mowing equipment. 

"The chickens will come home to 
roost in 1995-96," he predicted. He ad-
vised contractors to check the early 
season jobs, evaluating whether the right 
things are being done in the right spots. 

Christian teaches his clients to think, 
not in basic measurements, but in terms of produc-
tion factors—like the number of square feet per job 
per person per hour. He cautioned that figures like 
30,000 feet for mowing or 1,200 feet for edging are 
not meaningful unless you've done the calculations 
for your own system. 

Scott Annan, president of Gator Landscaping in 
Orlando, Fla., goes beyond basic measurements for 
estimating bids. "It's just like diving," he said. "You 
have to factor jobs for degree of difficulty." A job that 
normally will take an hour to mow may require one 
and a half to two hours at a site with a slope. 

Annan has kept careful records of job costs, but 
holds them close to the vest because of competitive 
factors. 

WHEN TO FOLD THEM. It's important to know when 
to hold them, and when to fold them. One area that 
doesn't turn a profit for larger firms is lawn mowing. 

(continued on page 102) 
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M A K E S 
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T H A T 
C O M E 
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Y O U 
C A L L . 

Call 1 - 8 0 0 - 3 4 8 - 2 4 2 4 
for a FREE ProLine 
Products Brochure. 

Call today for Toro's 
complete line of rugged, 
high-performance mid-
size mowers, riders, 
zero-radius tractors and 
walk power mowers. 
All backed by in-depth 
parts & service and the 
expertise of the industry's 
finest power-equipment 
dealers. 

ĵ JJ ProLine 
When you want it done right * 

C 1994 The Toro Company Made in the U S A. 
Always read and follow owner s manual instructions. 

Compost Digest 
USE COMPOST WHEN ESTABLISHING NEW TURF 

SPRING IS coming and along with it, the 
smell of fresh-cut grass, wet weather and that 
frisky feeling of getting closer to summer. It 
never fails that every year, someone says, "I 
smell worms" during a warm spring day. 
Amid the anticipation of these seasonal 
wonders is the landscape contractor, plodding 
and planning, always trying to improve the 
business of landscaping. Using compost can 
be a good first step toward success. 

Five years ago, many contractors did not 
know where to find compost, how to use it or 
how it benefits establishment of turf. 
However, with research at leading universi-
ties and with ingenuity, compost use in turf 
establishment programs has grown dramati-
cally. In fact, in many areas, lawn establish-
ment happens to be the number one use for 
compost products. 

A lot has been discovered about compost in 
the last five years, especially about how to 
use it effectively. But little work has 
continued on the basics of what we use it 

(continued on page 88) 

Compost plays a vital role in improving 
both clay and sandy soils and making it 
easier for grass seed to germinate. 

Step-By-Step 
Lawn Establishment 

1 • Remove old sod, weeds or current vegetation. For new sites, clear away rocks, brush or 
other debris that will keep seed-to-soil contact from occurring. Many contractors prefer to use 
a non-selective herbicide prior to stripping old sod, making sure that problem weeds and 
other grasses are controlled. 

Level the area by using a machine like a rototiller, rake or a tractor. A level lawn helps 
prevent future scalping by the mower. It is important to completely break up the soil so it is 
loose before moving on to step two. If this is not accomplished, the tilling equipment may not 
get as deep into the soil, limiting future root activity. 

2 . Prepare the seedbed. Germination of grass is best when seed-to-soil contact is maximized. 
Spread about 1 to 2 inches of compost on the surface and work it into the soil using a 
rototiller, rake, shovel or other mechanical device. It is best to loosen the soil once before 
applying the compost to make sure adequate mixing occurs when the rototiller passes through 
both materials. It may be necessary to make two or more passes in each area if soils are 
extremely poor and high in clay content. 

The incorporation should reach at least to a 5-inch depth. A well mixed compost/soil blend 
appears dark and somewhat mottled in color but should be devoid of black streaks of compost 
or yellow streaks of clay. 

3* Sow the seed of your choice. Select a seed variety that suits your planting area. For 
instance, shade areas are more suited to shady varieties of turfgrass. Consult your local garden 
center or extension agent to discuss what may be best for your area and climate. 

Try to avoid seeding on windy days due to challenges associated with even applications. 
Cover the soil and seed with a light dusting of compost or straw. Since compost is already on 
site, it is easy to use as a light cover, providing moisture retention and immediate nutrients for 
germinating seeds. 

4 . Water the entire area thoroughly, soaking the soil to a depth of six inches. After the initial 
soaking, water lightly for about 10 minutes two or three times a day, depending on weather 
conditions. When grass begins to grow, gradually decrease the frequency and increase the 
duration of each watering until nature takes its course. Fertilizer may not be needed for the 

(continued on page 90) 



Stop Callbacks 
& Cancellations! 

Stop Callbacks & Cancellations. Use 
RegalKade™... for the newest pre-emer-
gence herbicide for the lawn care profes-
sional. RegalKade™ provides a complete 
weed control and fertility program for both 
cool season and warm season turfgrasses. 
Season-long control of crabgrass, crowfoot, 
chickweed, and many other annual grass 
and broadleaf weeds in established turf and 
landscape ornnamentals. 

New Standards 
For Turf grass 
Excellence 

Single Application in the spring pro-
vides consistent summer-long control, 
which saves time and application costs. 

No Staining of equipment or cloth-
ing compared to other pre-emergent herbi-
cides, which eliminates your concern for 
customers' sidewalks, or your personnel. 

RegalKade™ is only available from 
Regal Chemical Company and Regal Turf 
Distributors. 

Barricade ® 
HERBICIDE 

Barricade® herbicide is a registered 
trademark of Sandoz Ltd. 

r CHEMICAL COMPANY 

P.O. Box 900 • Alpharetta, Georgia 30239 • 404-475-4837 • 1-800-621-5208 
USE READER SERVICE #11 



Compost Digest 
(continued from page 86) 

on...native soils. It seems as if the whole 
world is clay. There are obvious veins of 
sand here and there, especially in coastal 
areas, but no matter where we travel, finding 
clay on the bottom of our shoes is easy. 

WHY ADD COMPOST? Since clay soils are 
so "sticky," they tend to compact easily, 
leaving little room for air or pore space for 
drainage. The result is a sluggish turf that 

seems to struggle to fill in. 
Turf roots are somewhat 
smothered by these heavy 
soils. The problem of heavy 
clay soils is magnified when 
compaction from foot or 
vehicle traffic is added, 
squeezing out even more of 
the minimal pore space. 
That is why the center areas 
of football fields are always 
so challenging to grow 
healthy, thick turf. Adding 

SEEDING YOUR CUSTOMER'S LAWN! 
BE SURE THERE'S A 

Rebel 
TURF-TYPE TALL FESCUE 

IN THE BAG 

few 

few m 

i J 
/ $303 

A good soil/compost mixture speeds seed germination. 

compost to these types of soils helps break 
them up and keep them apart long enough 
for drainage holes and roots to penetrate. 

Compost gives the native soils more 
"spring back" potential, reducing compac-
tion problems, at least temporarily. 

On sandy soils, compost also acts like a 
sponge, but this time by holding onto 
moisture that sands are not able to absorb. A 
typical sandy soil may hold up to 25 percent 
of its weight in water, while compost may 
hold up to 150 percent to 200 percent. 

The addition of compost to sandy soils 
drastically increases the water-holding and 
nutrient-loading capacity. Landscape 
contractors in coastal areas who are 
concerned about nutrient movement 
through the soils can use compost as a 
management tool to help reduce mobile 
nutrients, because it helps increase the 
cation-exchange capacity. 

• Good in sun or shade 
• Deep roots allow tolerance of 

drought and heat stress 
• Takes the wear and tear of 

backyard use 
• N o "c lumpy" growth like K-31 
• Finer blades for dense, 

"carpet-like" growth 
• Excellent, year-round, dark 

green color 

Whether you're starting a new lawn or 
reseeding an existing one, get the ex-

cellence your customers demand. Use^; 
"The Rebels" - Rebel II, Rebel III, 

Rebel Jr or Rebel 3D tall fescue. 

If I • 

Lofts Seed Inc. 
World's largest marketer of turfgrass seed X * 
Bound Brook, NJ 

Lofts Pennsylvania N Lofts Great Western 
Allentown.TA Albany. OR 
(610)266-6612 (800) 708-8873 (503)928-3100 (800)547-4063 

SELECTION GUIDELINES. Many misconcep-
tions exist about the type of compost that is 
best to add to soils. Some people believe 
that the finer the product, the better. This is 
true only for topdressing of established turf. 
When rototilling a clay soil, it seems as if 
fine compost products are not as visible as 
coarse products. 

For instance, imagine the effectiveness of 
keeping two clods of sticky clay apart using 
compost as fine as flour or as coarse as a 
fine mulch. In practice, the coarser products 
are better in the long run because they help 
keep the soil looser for longer periods. 

Clay is such a fine soil already that adding 
fine compost to it does not help as much as 
coarser products. Besides, the coarse 
fragments take longer to break down and 
promote soil microbial activity, which is 
indicative of a healthy soil. 

Sandy soils seem to perform well with 
both fine and coarse products, but due to 
their porous nature, a fine product works 
especially well. 

What is coarse and what is fine? Compost 
producers generally sell compost products 
based on production equipment available. 
Screeners often have 1/4, 1/2, 3/4, and 1-
inch openings that size products accord-
ingly. There some screeners that are 3/8-

(continued on page 90) 



Tough Jobs Demand 
Tough Equipment* 
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Introducing The New Line Of Snapper 
CommercialLawn and Turf Equipment. 

We're in business to make your business a success. That means 
designing rugged, durable machines built to handle the largest 
jobs. Offering features like the Nin ja ' Mulching System and the 
Accutrac System to help achieve professional looking results. 
Providing a variety of payment plans through Snap-Lease and 
Snap-Credit. And backing ail of this with a Dealer Network com-
mitted to service and your total satisfaction. With three deck sizes 
to choose from in either Hydrostatic or Gear Drive Transmission, 
the choice is clear - Snapper Commercial stands above the rest. 
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Ready to 
Increase Your 
Landscaping 
and Irrigation 
Business? 
Then Get 
With the 
Programs! 
LandDesignerPro® and 
IrrigatorJetPro™ are 
powerful programs for 
designing landscapes and 
irrigation systems - at an \ 
affordable price. 

CALL U5AT 

1-£00-336-3127 
to find out how you can get with the programs. 

Green Thumb Software, Inc., 
75 Manhattan Drive, 
Suite 100, Boulder, CO 30303 
Tel. 303-499-1333 
Fax 303-499-1359 

USE READER SERVICE #76 

Attention Software Seekers! 
Are you having trouble f inding the right software to use? 
Let Rain Bird, the number one name in irrigation, lead you 
to the number one software programs for 
the green industry! 

A full function CAD program for irrigation and 
landscape designs. Creates a complete bill of 
materials, estimate/proposal and more! 

nyycALC 
Determines watering schedules as well as 
annual water estimates and average 
peak flow calculations. 

Determines watering schedules as well as 
annual water estimates and average 
peak flow calculations. 

L A Xeri-Calc 
Assists in emission device 
selections and low volume 
hydraulic calculations. 

R A / N ^ B t R D n 

Rain Bind Sales, Inc., Contractor Division 
970 W. Sierra Madre, Azusa, CA 91702 

Call 1-800-348-3243 NOW 
and join the hundreds of users who have 

found that Rain Bird software helps 
close more sales and increase profits! 

Compost Digest 
(continued from page 88) 

and 5/8-inch, etc., but as a rule, the even 
numbers seem popular. 

Compost products screened through a 3/4-
inch or smaller screen size usually are sold 
as "finely screened," and larger products are 
sold as either "1-inch minus" products 
(coarse) or unscreened. 

The unscreened products, as long as they 
are contaminant free, can be effective if they 
are fully degraded composts. They are fully 
degraded if the original ingredients, like 
grass clippings, are not identifiable. 

SOIL IMPROVEMENT. Hie number one 
reason for using compost in lawn establish-
ment is to increase the organic content of 
the native soil. All projects should start with 
a soil test, but that rarely happens, due to the 
pace at which the season usually progresses. 

As a rule, adding 1 or 2 inches of compost 
can increase native soil organic matter 
levels from 0.25 percent to 1 percent or 
more, depending on the native soil, the 
compost product and the climate. Warmer 
climates have extremely fast decay cycles 
for organic matter due to the heat and 
humidity, making organic matter manage-
ment a challenging task. 

A generic step-by-step guide to installing 
a new lawn is outlined on page 86. 
Although the specifics of fertilization, 
watering and maintenance are variables that 
differ in certain regions of the country, 
setting up the best possible physical setting 
by using compost can make them more 
effective in the long run.—Rod Tyler • 

The author is a Certified Professional 
Agronomist and free-lance writer residing 
in Medina, Ohio. He is employed by BFI in 
Oberlin,Ohio. 

Step-By-Step Lawn Establishment 
(continued from page 86) 

first growing season, if at least one inch of 
compost is used. However, many lawn and 
landscape contractors still use starter 
fertilizer as "insurance." 

5* Maintain regularly. Aerate and topdress 
with finely screened compost or a mix of 
compost and sand at least once per year. 
Adapt a regular fertility program to the 
goals of the project. A program of aerating 
and topdressing once yearly (either in the 
spring or fall) should supply adequate 
nutrients for areas receiving less use. 

(Adapted from Sanchez and Sears, "Seeding 
a New Lawn," Horticulture magazine, 
August/September, 1994, pp. 56-57). 



Think of it 
as guaranteed 
birth control 
tor weeds. 

Every day, every hour, every minute, seeds germinate and weeds sprout in 
landscapes everywhere. Biobarrier II has never met a weed it couldn't control. 

For the professional landscaper, it provides a combination of our patented 
controlled-release trifluralin and our time-tested geotextile fabric, 

guaranteeing you the ultimate in weed control-and guaranteeing it for 10years. 
It's easy to install and easy to maintain, and it means no dealing with harmful 

l iquid chemicals or sprays. Plus, the fabric allows water, air and nutrients 
to pass through so desired plants can flourish. 

Get Biobarrier II. And weeds never have a chance to even get started. 

Biobarrier II 
PREEMERGENCE WEED CONTROL SYSTEM 

Manufactured by Reemay, Inc. Call 1-800-284-2780 EPA Registration No. 59823-1 



STANLEY MORSE has joined the sales team 
at CoRoN Corp., with responsibilities for 
sales and technical support of the firm's 
liquid controlled-release nitrogen fertilizer 
products in the Southwest and mid-South 
regions. He formerly worked for Vicksburg 
Chemical and Arcadian Corp. 

Expansions continue in the staff of Chapel 
Valley Landscape Co., which named Ed 
Cinkole to the position of marketing 
representative for large-scale commercial 
and golf course landscape projects. He has 
more than 10 years of industry experience. 
Lisa Johnston was appointed as an 
estimator/design assistant at the firm's 
Maryland office, and Richard Egan has 
joined the Virginia office to handle new 
business development for commercial and 
design/build projects. 

Echo Inc. appointed Steve Holley as the 
new product manager. His responsibilities 
will include developing new products and 
accessories, as well as marketing strategies. 

Jim Beckmann was appointed Iowa sales 
representative for Plantabbs Products 
division of Tango Industries. He will add 
the Iowa territory to his current responsibili-
ties for sales in Kansas, Missouri and Illinois. 

A * 
Morse Pulliam 

Keelan Pulliam was named business 
director for Zeneca Professional Products. 
He has more than 16 years experience with 
the firm, most recently as director of sales 
for Zeneca Ag Products. His new responsi-
bilities include overseeing the division's 
business growth and direction. 

James Budzynski formed Gateway 
Management Solutions, a marketing 
management consulting company based in 
St. Louis, Mo. Previously, he served in 
Monsanto's product development and 
marketing departments for 12 years, with 
responsibilities for the launch of turf 
herbicide products. 

Husqvarna Forest & Garden promoted 
Chuck Lemieux to director of sales. His 24 
years of experience in the outdoor power 

equipment industry include sales develop-
ment for Husqvarna and work as a dealer 
and distributor representative. 

New appointments at Jacobsen Division 
of Textron include: Tony Saiia. to vice 
president customer service and product 
support, a newly created position; Steve 
Yolitz. to director of product management; 
Terry Herlihy. product manager with 
responsibilities for new product develop-
ment and current product updates; and Bob 
Krick. to manager of product and service 
training; Wayne Snell. product and service 
training; and Ralph Sylvester, product and 
service training. 

Briggs & Stratton named Marv Klowak 
product engineering manager for its large 
engine division, with responsibilities for 
product design and development. He joined 
the firm in 1988. Teri Dallmann was 
appointed product specification supervisor. 
Her new duties include processing engine 
specifications and pricing for the products 
in all of the company's engine sales 
divisions. 

John Helderop is the new national sales 
manager for the engine division of 
Kawasaki Motors Corp. • 

DO YOU NEED PARTS FOR 
FIHC EQUIPMENT?? 

TIRED OF PAYING HIGH PRICES?? 

CALL 1 -800-462-2005 

ALSO AVAILABLE: 

• DIAPHRAGMS FOR HYPRO PUMPS 
• SPRAY GUNS AND PARTS 
• COMPLETE SPRAY RIGS 
• MEASURING WHEELS 
•TRIPLEX PUMPS 

(8 GPM, 14 GPM OR 25 GPM) 
(COMPLETE WITH REGULATOR. PULSATION DAMPENER. GAUGE. AND PULLEY) 

• HOSE 

1-S00-462-2005 
ONE STOP SHOPPING FOR 

ALL YOUR SPRAYING NEEDS!!! 

'DEALER AND OEM INQUIRIES WELCOME 

USE READER SERVICE #72 

Greener Pastures Software 
Lawn Ass is tant P lu s * Version 7.4 

Guaranteed the Most Powerful Lawn 
Maintenance Software Available or 

Your Money Back! 
+ 10 years in the Lawn Care Industry 
+ Forecasts Days, Weeks, Months in Advance • You will 

always know your product and labor needs! 
+ Easy to Learn and Use - Complete on-call support system 
+ Accounts Receivable / Financial Reports 
+ Call Scheduling/Auto-Dialing 
+ Automatic Routing 
+ Mail Merging 
+ Invoice Printing 
+ Employee Production Reports 
+ Saves information continuously • DATAGUARD™ protects 

data in a power loss 
+ Never requires indexing of database 
+ Used by companies that service 80,000 transactions a month 
+ For Companies that rely on Superior Customer Service 

& Management 

Greener Pastures takes TRADE-INS on any 
LAWN CARE PROGRAM- call for details! 

Call 1-800-783-1069 to receive your free 
demo video & sample reports. 

Lawn Awtttffl » > ifioimyh o> Hxraiyi Vi\»g» Cwxrtm Softwy he 

USE READER SERVICE #74 



ECOLOGY & 
MANAGEMENT 

BT. KARL DANNEBERGER, Ph.D 

FINALLY, 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. 

n 
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.) 

EH Payment Enclosed 

Charge my ED VISA ED MasterCard 

Card # 

Expiration Date 

Signature 

Name: 

Title: 

Company Name: 

Address: 

City: . State: Zip Code: 

L . 

, ,Lawn & Landscape 
Published by: MAINTENANCE 

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

j 



Insulated nozzle from Melnor sprays water 
in five different patterns: shower, jet stream, 
mist-to-jet, fan 
and fine mist. 
Model H-482C 
Heritage 
Edition features 
instant on-off 
control, soft 
poly-clad body, 
heavy duty 
vinyl-clad 
handle, brass 
stem and 
adjustment 
knob and stainless steel locking clip. 
Circle 126 on reader service card 

DriveRight™ Responsible Vehicle Monitor 
from Davis Instruments tracks company 
vehicle and driver performance by 
measuring distance, speed, acceleration, 
time of use and deceleration. LCD display 
shows current conditions, operating limits, 
and log of daily performance. Sensor is 
installed on the driveshaft, while display 
unit clips to visor or dashboards. 

Managers can set operating limits; when 

PRODUCT SPOTLIGHT 
The Reelmaster 2300-D trim mower from 
Toro has interchangeable hydraulic reels, 
three-wheel drive, variable reel speed 
control and an 18-hp diesel engine. 
Operators can attach the motors on either 
side of the reel, and have the choice of 5 or 
8-blade reels to make a total cutting width 
of 72 inches. 

Maintenance advantages include design 
for easy interchange between reels, on-
board back-lapping and fast access to the 
engine's oil filter. 

Mowers use an electric cold-start clutch for starts in cool weather and are capable of 
moving at a transport speed of 8 mph. Wide flotation tires and lightweight design give 
traction without damaging the turf. The engine routes exhaust down below and behind 
the operator's seat. 
Circle 125 on reader service card 

limits are exceeded, alarms sound. 
Computerized system tracks performance 
and stores data for each 10 day period. 
Separate software kit enters performance 
data into computers to create a database. 
Circle 127 on reader service card 

The Pounder manually operated slide 
hammer from Pave Tech/Probst is said to 
provide more than 5,000 pounds of impact 
force against concrete and other hard 
landscape elements. Jackhammer bits can be 

(continued on page 97) 

U 

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. 

Train at home to master up-to-Expand your professional 
knowledge — at your own pace. 

Increase customer confidence. 

Become a Certified Turfgrass 
Professional. 

turfgrass management 
iciples conveniently and cost-
ctively. 

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 #71 

New from the University of California! 
PESTS of LANDSCAPE TREES and SHRUBS: 

An Integrated Pest Management Guide 

This up to date and authoritative book on managing landscape 
pests features 330 color photos to help you identity hundreds 
of insects, mites, weeds, plant diseases, nematodes and other 
problems that damage trees and shrubs. Emphasizing an 
ecologically based IPM strategy, the book suggests design and 
maintenance practices that prevent pest problems, resistant 
cultivars, biological control agents, less-toxic pesticides and 
physical and mechanical controls. Fifty pages of easy-to-use 
problem-solving tables list hundreds of woody landscape 

plants common throughout North America 327 pages $32 
includes shipping and handling. 

Order publication #3359 LLM, UCANR Publications, 
6701 San PabloAve., Oakland, CA 94608-1239. With 
Visa or Mastercard call 800-994-8849 (in Calif, only) or 
510-642-2431 orfax 510-643-5470. 

REQUEST OUR 1995 CATALOG OF PUBLICATIONS! 

USE READER SERVICE #66 
FEBRUARY 1995 • LAWN & LANDSCAPE MAINTENANCE 



, -Lawn & Landscape 
MAINTENANCE 
N a m e 

Ti t le 

C o m p a n y 

A d d r e s s 

Ci ty 

P h o n e # 

_State Z i p . 

1 . Do you wish to receive (continue to receive) 
Lawn & Landscape Maintenance i 

JKyES UNO 
Signature (required) vr^Zs 
Title 

nue to receive; 

Date 

2 . What is your primary 
business at this location? (please 
check one) 
CONTRACTOR or SERVICES: 
• Landscape Contractor 
(maintenance & installation) 
• Chemical Lawn Care Company 
(excluding mowing maintenance service) 
• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services (please describe): 

IN-HOUSE LAWN CARE/MAINTENANCE: 
• In-House Maintenance including: 
Educational Facilities, Health Care 
Facilities, Government Grounds, Parks 
& Military Installations, Condominium 
Complexes, Housing Developments, 
Private Estates, Commercial & 
Industrial Parks. 

DISTRIBUTOR/MANUFACTURER: 
• Dealer • Formulator 
• Distributor • Manufacturer 
OTHERS ALLIED TO THE FIELD: 
• Extension Agent, (Federal, State, 
County, City, Regulatory Agency) 
• School, College, University 
• Trade Association, Library 
^Others (please describe): 

3 . What best describes your title? 
(p/pase check one) 

TTOwner, Pres., Vice Pres., Corp. 
Officer 
• Manager, Director, Supt., Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Technician 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 

1 21 41 61 81 101 121 141 161 181 
2 22 42 62 82 102 122 142 162 182 
3 23 43 63 83 103 123 143 163 183 
4 24 44 64 84 104 124 144 164 184 
5 25 45 65 85 105 125 145 165 185 
6 26 46 66 86 106 126 146 166 186 
7 27 47 67 87 107 127 147 167 187 
8 28 48 68 88 108 128 148 168 188 
9 29 49 69 89 109 129 149 169 189 

10 30 50 70 90 110 130 150 170 190 
11 31 51 71 91 111 131 151 171 191 
12 32 52 72 92 112 132 152 172 192 
13 33 53 73 93 113 133 153 173 193 
14 34 54 74 94 114 134 154 174 194 
15 35 55 75 95 115 135 155 175 195 
16 36 56 76 96 116 136 156 176 196 
17 37 57 77 97 117 137 157 177 197 
18 38 58 78 98 118 138 158 178 198 
19 39 59 79 99 119 139 159 179 199 
20 40 60 80 100 120 140 160 180 200 

4 . Based on overall dollar volume, 
estimate what percentage of your 
business is derived from: 

% Mowing 
_% Tree Care 
Jfc Fertilizer 
_% Seed 
_% Pesticide Applications 
_% Irrigation Installation 
_% Irrigation Maintenance 

Installation 
Maintenance 
Pesticide Application 

8. What is your approximate 
annual sales volume? $ 

5 . How many people does your 
business employ (including 
yourselfp 

Year-round 
Seasonal 

6. What is your annual purchas-
ing budget fo r 
& Pesticides 
S Equipment 

7 . In peak season, how many crews 
do you operate in the field fo r 

IMPORTANT: All information 
must be provided for 

processing. 

^Lawn & Landscape 
M A I N T M C E 

READER 
SERVICE CARD 

2/95 
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PO BOX 5817 
CLEVELAND, OH 44101-0817 
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Products 
(continuedfrom page 94) 

interchanged quickly to provide breaking, 
tamping and chiseling on a variety of 
materials. Hammer transports easily, with-
out the complications of a compressor unit. 
Circle 128 on reader service card 

A new design for Monsanto's 2 1/2-
gallon herbicide containers provides faster, 
smoother pouring with reduced exposure to 
materials. A resealable cap replaces the foil 
seal for easy opening and a split inner 
opening in the handle lets air flow into the 
container to improve pouring action. Other 
improvements include a no-drip lip, 
textured grips, larger handle and recyclable 
plastic construction. 
Circle 129 on reader service card 

Disc-style brush chipper from Vermeer 
handles debris up to 6-inches in diameter 
and uses a 4-sided bed knife and thick cutter 
disc for cutting power. Automatic-feed 
sensor system monitors and controls feed-

roller speed by sensing the engine's load. A 
64-inch feed table and 240-degree rotating 
discharge chute keeps operators away from 
the cutting action. 

Model 625 chipper also features a 
variable-speed hydraulic system for higher 
torque and comes with a choice of three 
engines from 20-hp to 23.5-hp. 
Circle 130 on reader service card 

Barenbrug USA has introduced Barkoel 
(Koeleria macrantha), a low-maintenance 
turfgrass that requires almost no fertilization 

after establishment and thrives on cutting 
heights under 1 inch. Its fine leaves 
resemble fine fescues, with the added 
benefit of tolerance to drought and salt. 
Other advantages include disease resistance 
and slow growth characteristics. 
Circle 131 on reader service card 

A low application rate of 8 ounces per acre 
of Mavrik® insecticide from Sandoz Agro 
has been tested effective on tough surface 
feeders in turf. The odor-free formulation is 
said to reduce the environmental load by as 
much as 85 percent over other products, 
without the need for employee testing. 

Tests have shown the material eliminates 
chinch bugs, sod webworms, mites, fire 

PAVE EDGE 
"Professional's Choice" 

1 TT^MONY I 

PROFESSIONAL 
TURFFOOD 
14-3-6 

I A 
yj 

Since 1989, turf professionals have seen the 
difference a BRIDG Y,®product makes. 

It's time you see 
the difference for yourself. 

. C A L L M A R L A • 

800-343-6343 

HARMONY 
X InTuneWith Nature® 

BRIDGE® is a registered trademark of Harmony Products. 

USE READER SERVICE #52 

612/881-5773 
Fax 612/881-2169 

1-800-728-3832 



New & Improved 
Perennial Rygrasses 

with beneficial 
endophytes that are 
dwarf & semi dwarf; 

deeper green, 
with shorter mowing 

and luxurious 
turf quality. 

- j f m m* I 
TURF TYPE 
PERENNIAL RYEGRASS 

Turf Type 
Perennics 
Ryegrass 

PCNNRNT II 
TURF TYPE PERENNIAL RYEGRASS 

TRILOGV 
PERENNIAL RYEGRASS 

BLEND 

"Seeds for the 21st Century" 

E. F. Burlingham & Sons 
P.O. Box 217 

Forest Grove, Oregon 97116 
phone 800-221-7333 

fax 503-359-9223 

USE READER SERVICE #65 

DK Enterprises has introduced WinLawn™ 
lawn care software for Microsoft Windows 
systems. Simple point-and-click functions 
produce full-color data on routing, 
servicing, sales, invoices, call-backs, 
marketing, renewals and other business 
operations. An automatic year-end rollover 
displays at the push of a button. Ten 2- and 
3-D rotating graphs illustrate sales, 
cancellation and renewal trends for easy 
analysis of business. 
Circle 136 on reader service card 

Contractors can control scale, anthracnose, 
powdery mildew and other diseases on 
ornamental plants with Best Sulfur 
Products' newly approved Lime-Sulfur 
Solution. The calcium polysulfide material 
has a high alkaline nature that acts as a 
contact pesticide, regardless of temperature. 
Fine particle size of the colloidal sulfur 
provides even surface distribution and 
sticking characteristics for residual benefits. 
Circle 137 on reader service card 

Model 9400 Ultimate Turning Radius™ 
mower from Excel relies on all-wheel drive 
and all-wheel steering to handle challenging 

ants, chiggers, brown dog ticks, fleas, 
bluegrass billbugs and other pests. It can be 
used safely around hummingbirds and bees. 
Circle 132 on reader service card 

Willibald TBU 3000 compost turners from 
Fecon are said to allow up to 5 times more 
material to be processed per acre in 
trapezoidal composting. Inclined motor 
drum is fitted with flail cups that mill 

material, then deposit it on a conveyor for 
transport. This action inverts and aerates 
compost at a rate of about 400 cubic yards 
per hour. The standard version is driven 
from a tractor. 
Circle 133 on reader service card 

Reemay's Germinator™ lightweight 
polyester fabric promotes grass seed 
germination by providing a greenhouse-like 
atmosphere at ground level. Porous fabric 
allows sunlight and water to penetrate, but 
keeps egg-laying insects and other animal 
pests from reaching seedlings. Users unroll 
it on landscape areas, then roll it up and 
store it after germination for repeated use. 
Circle 134 on reader service card. 

Fertilizer, seed and dry pesticide applica-
tions can be simplified with Course Air's 
Turbo II air flow machine. Improvements 
include a 20 cubic-foot hopper, 16 or 20-

foot boom spread, breakaway boom design, 
environmental shields that eliminate drift 
and a shorter tongue for easy turns. 
Applicators can choose rates from 5 pounds 
to 500 pounds per acre. 
Circle 135 on reader service card 

terrain and slopes. Its Twin Walking Beam™ 
frame gives all four drive tires contact with 
the ground at all times. Mower is powered 
by a 65-hp diesel engine. 

Operator features include a deluxe seat 
with tilt suspension, hydraulic power 
steering and a round steering wheel. 
Circle 138 on reader service card 

Ditch Witch's directional boring tracking 
system combines the Subsite®^ 65TKR 
receiver with the SBR beacon for the ability 
to locate components at depths to 10 feet. 
Advanced digital signal processing 

High power landscape edger Model 
FC 72 from Stihl has a depth 
adjustment wheel for accurate edging 
along landscape borders. Electronic 
ignition system, 1.45-cubic-inch 
engine, replaceable wear guard, 
flexible debris shield and quick-access 
blade simplify operation and mainte-
nance. An optional extra-wide depth 
wheel provides stability in grassy and 
brush-filled areas. 
Circle 139 on reader service card 



simple controls to retrieve pertinent 
information and depth calculations. 
Circle 140 on reader service card 

The Quattro 4-hp, 10-cubic-inch vertical 
shaft engine from Briggs & Stratton takes 
advantage of a large rewind and mechanical 

Pisa Retaining Wall Systems has 
introduced Pisa II® precast concrete 
components with a tongue and groove 
design that requires no mortar or pins. 
The self-sloping, self-aligning units for 
curved or straight walls measuring up 
to 4 feet high come with textured 

technology and choice of antenna settings 
provide data on boring head location and 
depth. Operators use color-coded keys and 

surfaces in earthtone colors. Comer units 
can be installed at a 90-degree angle. All 
components are designed to withstand 
5,000 psi pressure. 
Circle 142 on reader service card 

Woodscape Planting Tablets from Vigoro 
Professional Products provide long-term 
fertilization for trees and shrubs. Briquette-
shaped tablets can be used at planting time 
to release nutrients over a period of up to 2 
1/2 years, depending on the size used and 
the climate. The slow-release action 
eliminates problems from leaching or 
runoff. Two formulations are available: 14-
3-3 N-P-K and 9-9-4 N-P-K, in two sizes. 
Circle 143 on reader service card compression release for quick starts. 

Electronic ignition, extended oil fill, 
automotive-type dipstick and foam-
element air cleaner are operating 
features of this model. 
Circle 141 on reader service card 

lawn/ f 
FEBRUARYSPECIAL 

6.9% FINANCING* 
ON HYRDO SEEDING SYSTEMS 

j Hydro Seeding Systems 

THE EASY LAWN ADVANTAGE: 
OUR UNITS HAVE THE BEST PERFORMANCE, LONGEST WARRANTY, 

BEST AGITATION, HIGHEST MULCH CAPACITY, 

LOWEST MAINTENANCE OF ANY UNITS IN THIER CLASS! 

CONSTANT AGITATION DURING SPRAYING, 

LIGHT WEIGHT - SMALLER HOSE FOR IMPROVED CONTROL, 

SPECIAL DUAL TUBE AGITATION SYSTEM, 

& UP TO 3 TIMES THE PRESSURE OF NORMAL HYDROSEEDING UNITS. 

* 6.9% for 2 years, 7.9% for 3 years, 8.9% for 2 years 

C a l l T o d a y F o r Q F L F L C Q Q L L 7 C Q 
m o r e I n f o r m a t i o n ! O U U - O O O - I / O S I 

USE READER SERVICE #70 

PAVE 
TECH Tools and Equipment 

6 1 2 / 8 8 1 - 5 7 7 3 • F a x 6 1 2 / 8 8 1 - 2 1 6 9 



Calendar 
FEB. 27-28 PLCAA Day on the Hill, 
Washington, D.C. Contact: PLCAA, 1000 
Johnson Ferry Road, NE, Suite C-135, 
Marietta, GA 30068; 404/977-5222. 

FEB. 28-MAR. 3 International Erosion 
Control Association Conference & Trade 
Expo, Atlanta. Contact: IECA, 303/879-3010. 

MAR. 1 New Jersey Landscape '95, 
Meadowlands Convention Center, Secaucus, 

N.J. Contact: Associated Landscape 
Contractors of New Jersey, 201/664-6310. 

MAR. 1 -4 California Interior Plantscape 
Association Council CalScape Expo, Irvine 
Marriot, Irvine, Calif. Contact: Peter Herrera, 
800/442-4484. 

MAR. 3-4 Masters in Management in the 
Landscape Industry seminar, Denver. Contact: 
Associated Landscape Contractors of 

America, 12200 Sunrise Valley Drive, Suite 
150, Reston, VA 22091; 800/395-ALCA. 

MAR. 6-8 Massachusetts Turf Conference. 
Contact: Mary Owen, University of Massa-
chusetts Cooperative Extension System, 
508/892-0382. 

MAR. 7 Building with Trees, Cincinnati, 
Ohio. Contact: The National Arbor Day 
Foundation, 402/474-5655. 

MAR. 7-8 Landscape Construction: A 
Demonstration of Techniques, Cook College, 
Rutgers University, New Brunswick, N.J. 
Contact: 908/932-9271. 

MAR. 7-9, 1995 Western PA Turf Confer-
ence and Trade Show, Pittsburgh Expo Mart/ 
Radisson Hotel, Monroeville, PA. Contact: 
Eric Oesterling, Westmoreland County 
Cooperative Extension, 971 Old Salem Road, 
P.O. Box 250, Greensburg, PA 15601; 
610/837-1402. 

MAR. 8 Professional Turf & Plant Confer-
ence, Huntington Town House, Huntington, 
N.Y. Contact: Nassau/Suffolk Landscape 
Gardeners Association Inc., 516/665-2250. 

MAR 8-9 Metropolitan Detroit Landscape 
Association Trade Show , Novi Expo Center, 
Novi, Mich. Contact: MDLA, 810/646-4992. 

MAR. 14 Shigo on Trees, Atlanta. Contact: 
The National Arbor Day Foundation, 
402/474-5655. 

MAR. 24-26 ALCA Student Field Days, 
North Metro Technical Institute, Acworth. 
Ga. Contact: Associated Landscape Contrac-
tors of America, 703/620-6363. 

MAY 2 Microscopic Identification of 
Turfgrass Diseases, Cook College, Rutgers 
University. Contact: 908/932-9271. 

MAY 4-5 Digging Deeper for Better 
Solutions, Columbus Convention Center, 
Columbus, Ohio. Contact: Tree Care 
Educators, 605 SE 70th Avenue, Portland. OR 
97215; 503/254-0482 

MAY 21-23 Trees, People and the Law, 
Lied Conference Center, Nebraska City, Neb. 
Contact: The National Arbor Day Foundation, 
100 Arbor Avenue, Nebraska City, Neb. 
68410; 402/474-5655. 

JUNE 23 - 25 Plantec International Trade 
Fair for Horticulture, Frankfurt, Germany. 
Contact: Messe Frankfurt, 404/984-8023. 

JULY 16-19 Urban Forests Conference, 
Windsor, Ontario. Contact: Canadian Forestry 
Association, 519/255-6270. • 

Root Zone Feeder 
Drills and Fills in One Operation 

The new Webster TC-300-2 
granular nutrient applicator makes 
deep root feeding of shrubs and 
trees fast and economical. 

Put dry tree nutr ients where 
they're supposed to be. The unit 
drills a perfect 1-1/2M hole and 
dispenses 4 ounces of custom-
blended nutrients at depth settings 
ranging from 8- to 16-inches. 
Reach up to 90% of the tree's 
feeder root system. 

One person can dri l l up to six 
holes per minute. The unit 
features a two-cycle gasoline 
engine, 20-lb storage tank on a 
heavy-gauge steel platform, and a 
heavy-duty earth auger. Set up 
time is minimal. No hoses to drag. 
No liquids to mix. No big trucks to 
park. 

The Webster TC-300-2 can also 
be used to improve aeration and 
drainage in heavy clay or com-
pacted soils. Fill hopper with 
vermiculite or pea gravel, and use 
the same drilling and filling 
procedure. 

This system is ideal for commercial gardeners, park managers, lawn mainte-
nance contractors, arborists and tree care companies, landscape contractors, 
orchards, and homeowners with wooded lots. 

Q Dealer Inquiries Invited. 
Sell the hottest unit 

in the Green Industry 
this spring. 

JOT 
W e b s t e r C o r p o r a t i o n 

P. O. B o x 25483 
O v e r l a n d Park , KS 66225-5483 

(800) 785-8994 Fax (913) 681 -5591 



Phone. 
L . 

WORKBOOK 

DESIGN^INSTALLATION. 

MAINTENANCE 

AND WATER MANAGEMENT 

ORDER TODAY! 
YES. I'm interested in purchasing copy(s) of The Complete Irrigation 

Workbook. I understand my purchase will be shipped in the Spring '95.1 also under-
stand that I can return by book(s) within 15 days for 100 percent refund if I am not totally 
satisfied. 

Please charge to my: 

Card # 

• VISA • Mastercard 

Expiration Date. 

Signature 

Return full payment to Lawn & Landscape Maintenance 
Books Department. 4012 Bridge Avenue, Cleveland, OH 
44113. If using your VISA or MASTERCARD, you may 
fax your order to 216/961-0364. Ohio residents only add 7 
percent sales tax. Add $4 for shipping and handling. 
Allow 4 to 6 weeks for delivery. Quantity discounts are 
available. To order, call Fran Franzak at 800/456-
0707. Published by Lawn & Landscape Maintenance 
magazine. 

Name_ 

Company Name. 

Address 

A PEEK INSIDE 
THE IRRIGATION 
WORKBOOK 

Profitable Bidding 
Sensible Sensors 
Diagnosing System Ills 
Appraising Irrigation 
Systems 
Irrigation Designs 
Understanding Pressure 
Head Selection & 
Placement 
Zoning and Routing 

ANNOUNCING... 
THE COMPLETE 
IRRIGATION WORKBOOK: 
DESIGN, INSTALLATION, 
MAINTENANCE AND 
WATER MANAGEMENT. 
W LARRY KEESEN 

System Hydraulics 
Irrigation Installation 



Bidding and Estimating 
(continued from page 85) 

Hyland Brothers won't take on 12,000 
square foot mowing jobs any more. It 
simply is not profitable for them to send 
out a trailer, three workers and a mower. 

Some contracts just are not worth it. 
Carpenter does not go after condominium 
associations at all. "You just about have 
to live with the people to manage it," he 
explained. "You have to attend the asso-
ciation meetings. It takes a lot of time." 

On top of that, Annan noted that land-
scaping often is the largest line item in 
association budgets. With every change 
of an association board, a new member 
wants to be a hero by cutting costs. To 
counteract that tendency, "We qualify 
multifamily up front," he said. 

Much of Hyland Brothers' work, how-
ever, is with homeowner associations, 
and Cromley agreed that it is a challenge 
working with the constant turnover on 
association boards. He said they will not 
bid on some senior citizen homeowner 
associations where the expectations far 
exceed what they can do. 

However, Carpenter pointed out that 
there are those who have developed a 
niche working with homeowner associa-
tions and, once they have learned how to 
work with them, have done well. 

Angelotta prefers the one-year review 
on new jobs, giving him a chance to re-
view the time and hours taken and adjust 
accordingly. "Government and commer-
cial jobs are cut-and-dried according to 
the contract," he said. But some 
homeowners are very particular and oth-
ers simply want a nice job done. "You 
may take a bath if they want you to do 
every little thing. Or you may do well." 

His solution is to track costs on every 
job closely and then bid accordingly the 
following year. 

Even losing a bid doesn't mean all is 
lost. Hyland Brothers always follows up 
bids with letters, whether they win or not. 
"We pick up a lot from persistence," 
Cromley noted. 

CONTRACT TIME. "Three years are as long 
as we can convince people to go," Cromley 
said. Hyland Brothers likes to write in 
regular increases over the life of the con-
tract. While 5 percent seems a reason-
able target to shoot for, that number may 
be less in situations where there is more 
pruning than there is complicated reno-
vation. The increase will be adjusted de-
pending on how much the firm figures it 
can cut call-back time over the life of the 
contract. 

Carpenter explained that many of his 
contracts are negotiated, not bid. "I pre-
fer the three-year contract if we can get 
it," he said. "Our increases are worked in, 

Creative 

• Easy to use 
• Low maintenance 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
• Residential, commercial and golf course uses 
• Add to your services and bottom line 

i-9oo- m - v m 
Fax 714951-2656 • 23042 Alcalde #C-Laguna Hills, CA 92653 

USE READER SERVICE #75 

Installation is a snap! 
All you have to do is type 

A:INSTALL at your 
harddisk prompt! That's 

right The Billing Clerk self 
installs! 

Accounts Receivable Posting 
Customer ID Date Inv # Description Amount Tax Code/Amt 

Kelley ltVl/94 
Smith 10/1/94 123_ 
Jones 10/7/94 
Carter-325 MV8/94 
Jones 11/1/94 
Ivey-123 11/1/94 

Tree Trim 95.95 
Mowing 35.50 
Payment 50.00 
Remove Brush 35.00 
Late Charge 5.00. 
Payment 8103 

" The Billing Clerk" 
software helps Lawn & 
Landscape companies 
organize and simplify 
their billing process! 

Entering charges and 
payments is a snap! 
This easy transaction 
screen lets you enter 
transactions for all 
your customers on just 
one screen! No 
jumping from screen 
to screen for each 
customer! 

Other features 
include: 

• Unl imi ted number of cus tomers • Invoices and s ta tements with recurr ing and one- t ime charges • Prints 
on fo rms , b lank paper or postcard • Comple te cus tomer ledger shows all t ransact ion his tory 

• I • Cus tomer notepad • Late charges , past due notices, cus tomized ag ing (with repor ts) , 
^ sales report , labels, Ro lodex® cards, sales tax report , plus much more! 

^ ^ J 7 ) i l l o w a r c * R e 9 u i r e m e n t s include: P C / M S ® D O S 3.0 or h igher , at least 640K R A M and a 

I n c . harddisk . » Plu« $ io Shipping and 
r W W f H M and 

V fY I I imk I I ff^^^^^H Texas 
1395 Bear Creek Kd. «»l"tax. 

N e w Braunfe l s , TX 78132 • This offer expires 05/31/95. 
(210) 899-2100 I I T 1 I I T V 1 n r T v l Return policies do not apply 

Fax: (210) 899-2124 1 fcfl * I A I ' A f c l l l l B with s p e c i a I Pr i c in8-

HI = Charge F2 = Payment F3 = Debit Memo F4 = Credit Memo 
Ctl«—• Next Field Ctl->= Prior field i = Next field t - P r i o r field 
Esc = Menu All N=Notes F10= Cancel line 
F5 = Thank you F6 = Mowing F7 =Tree Trim F8 = Remove Brush 

USE READER SERVICE #68 



and as long as we do the work properly, 
we are set for three years." 

PRIVATIZATION. Government jobs may 
be one of the most promising emerging 
markets for landscape contractors. "The 
key word is 'outsourcing,' and both gov-
ernment and big commercial corpora-
tions are doing it," Christian said. 

He noted that government contracts 
will require an attitude of partnering. He 
sees a number of large contracts going, 
not to the low bidder, but to the firm the 
land managers feel is the best partner. 

Christian said that today, 10.5 percent 
to 12 percent of total contract costs na-
tionwide on construction are earmarked 
for litigation. That figure was 3.5 percent 
to 5 percent 10 years ago. "The important 
thing to remember is that real estate man-
agers have come to the conclusion that 
this is relationship-centered," he stressed. 

One of the things Annan likes about 
bidding government jobs is the longer 
contract period. "We've made an aggres-
sive attempt to get on the municipal, 
county government, aviation authority 
and utility mailing lists," he explained. 
The Invitation to Bid appears in most 
local newspapers. 

"You must meet their criteria of having 
three years of experience, insurance and 
references," he continued. "The work is 
extremely price-sensitive." 

"The key is to take on anything that will 
turn a profit," Cromley noted. He said 
Hyland Brothers likes to do government 
work, even though some firms shy away 

from the red tape. The company has been 
successful in Fort Collins, where it main-
tains bike trails, city areas, Fort Collins 
Light & Power properties and several 
school sites. 

"We have the background in govern-
ment contracts," he continued. The com-
pany is the school district's on-call weed 
experts. 

Landmasters does not do a lot of gov-
ernment work. "The bidding is so com-
petitive," Carpenter noted. "Most pro-
grams have set-asides for minority and 
women-owned firms, and Landmasters 
doesn't qualify." 

His wife, Gloria, however, runs a sepa-
rate firm, Superior Seeding, which does 
bid government jobs. She has won a num-
ber of contracts and does highway seed-
ing projects for the government. 

Three years on a government contract 
is typical. Technically, the contract is 
written for one year with two one-year 
options to renew. In most areas, the 
agency has to let bids every so often, and 
three years is typical. After the first year, 
the landscape contractor has to send a 
letter stating a desire to renew the con-
tract and the next option goes into effect. 

The process of working with govern-
ment agencies and other institutions can 
be complicated, but many lawn and land-
scape contractors feel the effort is worth 
it, in terms of steady income and predict-
able cash flow. a 

The author is a free-lance writer in 
Strongsville, Ohio. 

Estimating Mowing Costs 
(continuedfrom page 56) 

CLIENT FEEDBACK. Stout sends a monthly fill-
out card to all of its maintenance accounts, giving 
them opportunity to vent their spleens. Fewer 
than 10 percent do so. 

"I read them all, but I'm not as concerned 
about the 90-plus percent that say they' re happy," 
said Kusar. "By that, I mean that 1 zero-in on the 
problem accounts. Someone didn't like the way 
we swept the sidewalk leading from the parking 
lot to the side door? They have a chance to 
communicate it without feeling embarrassed by 
calling us. I will send someone right out there. 
Our customer retention rate is phenomenal." 

Pugliese estimated the retention rate at more 
than 95 percent. "We've held customers for 26 
years," he said. "We've serviced a few of them 
since the company was established." 

Estimating mower productivity isn't done on 
the basis of a mower's manufacturer-estimated 
hourly mowing capacity any more than it's done 
on the basis of a square-footage formula. At 
Stout, estimating mower productivity rates is 
part of an overall maintenance billing. Each 
mowing company would have to come up with 
its own hourly number, Kusar stressed. 

"It differs from place to place," he said. "Lower 
overhead comes with a lower number. Increased 
productivity lowers your number. I check my 
number every three months. Most of the time, I 
find that in a good year, we can be coming in 
lower than that number by as much as 30 percent. 
I could actually bid $5 less an hour. We expect at 
the end of the year, after taxes, to make 10 
percent. And we've made that goal five years 
straight now." 

"We're soaring," Kusar boasted. "We've pro-
jected $2.4 million for 1996 and we're at $2.6 
million already. Contracts we lost because of 
pricing have said, 'You know what we got for our 
$20,000. Come out here and fix it for us.' We do 
top quality work, and people want to buy it now." 

Constant monitoring is the key to making 
Kusar's system of estimating mowing costs work. 
"If you have an estimating system that gives you 
no way of seeing if it's working, and at the end of 
the year you' re wai ti ng to make money—you' re 
going to lose it. We have established a six-year 
history of properties. We can go to a property and 
give them a good, fair price for the best work 
they're going to get in this area." • 

The author is Contributing Editor to Lawn & 
Landscape Maintenance magazine. 

New Candy Det im :I ier/Overseeder 

Makes 
Grass 
Faster 

Our 48"-wide unit creates 24 sepa-
rate slits on 2" centers. Cutter blades 
are heat-treated spring steel with saw-
tooth design. Precise metering 24 
seed tube outlets assure even seed 
distribution and placement. You get 
faster, thicker turf growth. 

This rugged, self-leveling 3-point 
hitch unit needs as little as 18 HP. It 
features PTO drive with slip clutch 
to a chain drive for quiet operation. 
Pneumatic tires won't mar turf, like 
skids on other units do. 

Can be ordered as dethatcher only. 
Optional shoe assembly permits more 
seed to he placed in the slit for 
increased seed-to-soil contact. Other 
options include brush assembly or 
trailing 3-section roller. Call now to 
order this revolution in renovation. 

IT'S GANDY 

1 - 8 0 0 - 4 4 3 - 2 4 7 6 

528 Gandrud Road, Owatonna, MN 55060 

USE READER SERVICE #77 



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 lull payment. Submit ads to: Lawn & 
landscape Maintenance magazine, 4012 Bridge 
Ave., Cleveland, OH 44113. Fax: 216/961-0364. • • • 

BUSINESS OPPORTUNITIES" 

LAWN CARE PROGRAM 
NaturaLawn® of America provides the Green 
Industry a successful, growth-oriented lawn care 
program. Discuss the opportunities available 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, liq-
uid, slow-release fertilizer products direct from 
manufacturer. Ken Franke, P.O. Box 123, Plato, 
MN 55370; 800/832-9635. 

BUSINESSES FOR SALE 

LAWN CARE SERVICE 
EXCELLENTOPPORTUNITY. Spraying lawn 
care service, well-established, 9 years old, cov-
ering three counties, room for good growth and 
many add-ons. Located in south Arkansas. Call 
after 5 p.m., 501/725-2450. 

• • • 

LAWN MAINTENANCE 
LAWN MAINTENANCE COMPANY estab-
lished 8 years. Employees, accounts, equip-
ment, vehicles and storage space. Turnkey op-
eration. 904/532-0244. 

CONTRACTING/MAINTENANCE 
Landscape contracting and maintenance com-
pany. Established 10 years in Phoenix, Ariz. 
High growth potential in a booming economy. 
Commercial and residential landscape and irri-
gation installation and maintenance as well as 
sprinkler repair service. Many well established 
maintenance accounts. Gross sales $300,000. 
Nets owner $70,000 plus. Asking $ 135,000 with 
50% down. Owner will carry. Includes 5 trucks, 
trencher, equipment trailer, equipment and tools, 
office equipment and well trained, hardworking 
staff. Discounted price for cash sale. Write to 
Landscape Co., 7039 E. Virginia Ave., 
Scottsdale, AZ 85257. FAX 602/921-3799. 

LANDSCAPE TREE SERVICE 
Landscape tree service with 4,000-square-foot 
masonry building, 5-bay garage with offices. 
Also 7-room bi-level house for sale in Union 
County, N.J. Call 908/381 -1494. 

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. 

HYDROSEEDERS & STRAW BLOWERS 
Any make, any model, any condition. Call Neil 
Reinecker at 800/245-0551, or send photo with 
description and asking price. 

MOTORS & PARTS 
Wanted: Cushman motors and parts, contact 
Vickie at 800/476-9653. 

CARBURETOR 
Wanted: Carter Model N Carburetor or parts. 
Contact: Dennis, 800/476-9653. 

FOR LEASE 

TBUCK <5/ EQUIPmm LEfiSMG 
• Low Initial Investment 
• Low fllonthly Payments 

• Quick Turnaround 
• Personalized Service 
C)VL US/) mourns 

800-/66-28/4 

i LEASING, INC. i 

1650 Park Drive, Wilmington, Otl 
• • • 

FOR SALE ~ 

LAWN CARE EQUIPMENT 
Hannay reels new in-the-box, El526s, El530s, 
$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 

FINANCING 
LET THE GOVERNMENT FINANCE your 
small business. Grants/loans to $500,000. Free 
recorded message: 707/448-0270. (NK8) 

GROUNDSCAPING 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. 

WORK CLOTHES 

WORK PANTS MADE 
TO SURVIVE THE 

GREAT OUTDOORS. 
Rain or shine. Hot or cold. Dickies 

"Original No-Iron" Work Pants are made 
touah. Last longer. Fit better on the job. 
Feel better on your body. Guaranteed. 

Call for your free catalog today. 

TOLLFREE 1 8 0 f f DICKIES 
ASK FOR OPERATOR IS 

01M4. VNhMMon-(kdut IB9 Co 

BIDDING STRATEGIES THAT WORK 
BIDDING is the first vital step in the success of 
a business. Now available! A book with answers 
on BIDDING. Our book. Bidding & Contracts: 
Your Key to Success, was bom of experience not 
theory. Send $42.95 to: #1 Profits Unlimited, 
3930-B Bardstown Road, Louisville, KY40218; 
8(X)/845-0499. 

• • • 

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 

LLM 
classifieds 

— IT PAYS! 



PREMIUM REPLACEMENT PARTS 

Premium 
Replacement J T H O M A S 
Parts for Outdoor Power 
Equipment OPTIMUM 

TRIM LINE™ 
PRICES 

STASIAS 
LOW AS 
$9.95 

FOR P R O D U C T I N F O R M A T I O N OR A 
FREE CATALOG OF OUR COMPLETE 
LINE OF MOWER AND SNOWPLOW 
PARTS CALL 1 -800-828-7980 

LANDSCAPE DESIGN KIT 

FREE BOOK OFFER 

LANDSCAPE f § i 
DES IGN KIT 3 
1/8" scale set contains: 48 
rubber stamp symbols of 
trees, shrubs, accents, rocks,, 
hedge, railroad tie, stepping 
stones, and stamp pad. AU. STAMPS NOT SHOWN 

FREE 
LANDSCAPE 

DES IGN 
BOOK WITH 
YOUR L D K 3 

ORDER. 

$77 50 • S5 s/h VISA/MasterCard. or mo's 
shipped next day Checks delay shipment 
3 weeks NO COD's CA only add 7 3/4% 
sales tax 

Free offer e*p*es 30 
days from publication date 

AMERICAN STAMP CO. 
12290 Rising Rd., Dept. LL95L 

Wilton. CA 95693 
Voice/FAX (916) 687-7102 

CUSTOM DECAL KITS 

A Quick & 
Economical 

Way 
To Mark Your 

Vehicles 

Easy to Order-Easy to Apply 
Custom Decal Kits 

Call or write: Sun Art Decals Inc. 
6837 Pearl Rd. 
Cleveland, OH 44130 
216-843-6262 
800-835-5551 
Fax: 216-843-6130 

LAWN SPRAY TRUCK 

1985 Chevy C50 series, remanufactured 1990. 
Target engine, rebuilt transmission, new brakes 
& clutch. 1,200-gallon Tuflex main tank. 200-
galIon drop tank w/mechanical agitation. Hannay 
electric hose reel, 300 feet, 800-psi hose, 18-hp 
twin cylinder Briggs engine w/20-gpm Bean 
pump. Good condition, currently working every 
day. $9,800. Fort Myers Pest Control, Inc. 800/ 
329-3100. 

• • • 

GOVERNMENT LAND 

GOVERNMENT LAND now availableforclaim 
(including agricultural). Up to 160 acres/person. 
Free recorded message: 707/448-1887. (4NK8) 

FERTILIZING EQUIPMENT 

For Sale — Bulk 2,500 gallon liquid fertilizer 
poly tank, 2 available, asking $250 each or $400 
for pair. 2-hp Flomax bulk fertilizer pump and 
motor. Asking $150. Call 616/669-0500. 

AIR-COOLED ENGINE TREATMENT 

INCREASE THE LIFE OF YOUR AIR 
COOLED ENGINES 100 PERCENT! Prevent 
premature breakdowns and excessive wear in 
your engines by treating them with the most 
powerful advanced friction suppressorever! Does 
not contain Teflon. Did you know that Teflon 
does not withstand the heat that builds up in your 
engines? One container treats up to four 5-hp 
engines. To try one container send $ 17+$2 S&H 
($ 19), or for more information write NOT SLICK 
50, your name, company, & address on a piece of 
paper and send to: Daniel Diener, 10620 Nevada 
St., Melrose Park, IL 60164 or call 708/455-
3923, leave message. 

• • • 

MEASURING WHEELS 

Imler Measuring Wheels^ 
The Professionals' Choice 
throughout the Industry 

To order or for more information, call: 
800/433-1764 

IMLER or 614/486-9068 

IN[XJMRTSO INC 1117 Broadview Ave. Columbus, 0hio43212 

USED EQUIPMENT 

Used Equipment — Diesel tractors, out-front 
mowers, 92-inch Ford CM 224 with Curtis cab 
60-inch deck with hydraulic collection system, 
60-inch broom, snow blade under 1,000 hours. 
92-inch XL Hustler 4400,72-inch 3-way deck 
hi-lift bac-vac system and deluxe seat under 
1,000 hours. Gilford, N.H. 800/928-2798 

HELP W A N T E D 

LANDSCAPE MANAGER/TECHNICIAN 

We are looking for a strongly motivated indi-
vidual to manage and service our tree and shrub 
division. This person must have a knowledge of 
plants, insects and diseases in the landscape and 
must possess strong communication skills. Sales 
knowledge a must. Great wages and benefits. 
Call 216/934-6500. 

FOREMEN 

A large, established Northeast irrigation/land-
scape firm seeks working foremen with a mini-
mum of five years-plus experience required. 
Individuals will be required to be hands on 
working foremen for blue chip clientele. Posi-
tions available: Irrigation foremen, landscape 
maintenance and construction foremen. Fax re-
sume to: 914/357-8086. or mail to: P.O. Box 
627, Suffern, NY 10901. 

MAINTENANCE MANAGERS & 
SUPERVISORS 

One of the nation's largest and fastest-growing, 
full-service landscape companies has an imme-
diate need for experienced maintenance manag-
ers and superintendents, as well as entry-level 
maintenance supervisors, in the Midwest, South-
west, Mid-Atlantic, Northeast and Southeast 
states. The company seeks energetic, team-ori-
ented college graduates with proven leadership, 
communication and interpersonal skills. The 
company offers full-time positions, excellent 
advancement opportunities and exceptional com-
pensation and benefits with an industry leader 
celebrating more than 50 years of uncompro-
mising customer service. For immediate confi-
dential consideration, please send or fax your 
resume to: The Brickman Group, Ltd., Corpo-
rate Office, 375 S. Flowers Mill Road, 
Langhorne, PA 19047; 215/757-9630. EOE. 

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 
landscape professionals for a variety of excep-
tional 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 

EMPLOYEE SEARCHES 

Florapersonnel Inc. In our second decade of 
performing confidential key employee searches 
for the landscape industry and allied trades 
worldwide. Retained basis only. Candidate con-
tact welcome, confidential and always free. 
Florapersonnel Inc., 2180 W. Stale Rd. 434, 
Suite 6152, Longwood, FL 32779-5013. Phone 
407/682-5151, Fax 407/682-2318. 

CONSTRUCTION FOREMAN 

Small, established exterior landscape company 
is seeking a construction foreman with knowl-
edgeable, broad experience of hardscape con-
struction, irrigation, stone work and grading. 
Minimum of three years experience. Spanish 
speaking ability is a plus. Send resume to: H.D. 
Ltd.,P.O.Box 110, Lake Forest, IL60045-0110 
or call 708/731-1119. 

IT P A Y S T O 
A D V E R T I S E I N L L M 

C L A S S I F I E D S ! 



LANDSCAPE OPERATIONS MANAGER 

Industry leader, full service firm seeks self-
motivated individual with management experi-
ence to lead department (minimum 4 years hands-
on experience). Horticultural degree or similar a 
must and working knowledge of all landscape 
maintenance operations, tree trimming, disease 
and pest control with emphasis on scheduling, 
personnel, client relations, quality control, sales, 
territorial canvassing work and committed to 
long-term opportunity. Spanish and computer 
literate helpful. Must be ambitious, organized 
and have a take-charge attitude. Excellent salary 
(commensurate with experience) and benefit 
package. For confidential consideration, send 
resume with salary history to: Panoramic Land-
scape Management Co., Human Resources, 1470 
Industrial Dr., Itasca, IL 60143. 708/285-0300, 
FAX 708/285-0304. (Landscape architects, con-
tractors, horticultural services) providing un-
compromising high-quality service in Northern 
Illinois since 1969. 

• • • 

MAINTENANCE SUPERVISORS/ 
FOREMEN 

CAREER LANDSCAPE OPPORTUNITIES 
IN THE BEAUTIFUL NORTHWEST. If you 
are looking for a permanent position with a stable 
and growing landscape company, Northwest 
Landscape Industries has several openings for 
landscape maintenance supervisors, construc-
tion and irrigation foremen. Located in Portland, 
Ore., we are the largest commercial landscape 
firm in our area. Our focus is the utmost in 
customer services and exceeding our customers' 
expectations. We are searching for experienced 
landscape professionals with an established back-
ground in commercial landscape and irrigation. 
Must be able to make decisions and be creative, 
self-motivated with strong organizational skills. 
We provide continuous training and offer com-
petitive salary/benefits. Good driving record and 
pre-employment drug test required. EOE. Send 
resume to NLI, 16075 S.W. Upper Boones Ferry 
Road, Tigard, OR 97224. 

• • • 

LANDSCAPE/GROUNDS MANAGEMENT 
JOB SEEKERS — For a fresh source of USA 
landscape/grounds management job openings 
— twice each month. 6 issues (3 months) —just 
$22.50. Satisfaction guaranteed! EMPLOYERS 
— List your job openings, quickly and inexpen-
sively. Call for details 800/428-2474, FAX 800/ 
884-3435. Ferrelfs JOBS IN HORTICUL-
TURE, 154 E. Chapel Ave., Carlisle, PA 17013-
3435. MC/Visa. 

• • • 

LAWN CARE MANAGER/AGRONOMIST 

Westchester, N.Y. OPPORTUNITY IS 
KNOCKING. Seeking an ambitious, detail-ori-
ented candidate with strong interpersonal skills 
and sales experience to head up our Lawn Care 
division and become part of a progressive and 
dynamic team. We offer an outstanding com-
pensation package plus a wide variety of ben-
efits. Qualified candidates should send their 
resume with salary expectations to Lawn & 
Landscape Maintenance, Box 573,4012 Bridge 
Avenue, Cleveland, OH 44113. 

LAWN SERVICE SPECIALIST 

Well established granular lawn care service in 
Northern Ohio with a GREAT reputation is 
looking for a few good people. Independent, 
aggressive individuals who desire a career de-
velopment in the lawn service industry. Must 
possess agronomic knowledge and communica-
tion skills. We offer great wages, benefits and 
bonuses. Call 216/934-6500. 

LANDSCAPE MANAGEMENT 

Spring Gardens Inc., a leading full-service land-
scape management company, has an immediate 
need for experienced commercial maintenance 
and landscape supervisors. A commitment to 
quality work and customer service are essential. 
Qualified candidates can FAX 301/831-1272 or 
send resume to 9629 Dr. Perry Road, Suite #1, 
Ijamsville, MD 21754, ATTN: Personnel Man-
ager. 

• • • 

LANDSCAPE FOREPERSONS 
Large award winning Central Ohio design/build 
company seeks working landscape forepersons. 
Candidates must have a minimum of 3 years 
experience and knowledge of plants and land-
scape construction. Starting pay commensurate 
with experience. Good benefits available. Send 
resume to: Riepenhoff Landscape Inc., 3872 
Scioto Darby Creek Road, Hilliard, OH 43026. 
614/876-4683. 

• • • 

LANDSCAPE MAINTENANCE 
Established firm with reputation for exceptional 
quality seeking individual with 4 to 5 years of 
experience in full-service lawn and landscape 
maintenance of high profile commercial proper-
ties. Must be self-motivated, creative, enthusias-
tic and organized with strong supervisory skills. 
Please send resume to: The Grounds-Keeper 
Lawn and Landscape Maintenance Specialist 
Inc., P.O. Box 479, Natick, MA 01760. 

FIELD SUPERINTENDENTS 

Field Superintendents for larger than normal 
landscaping company needed. Must have knowl-
edge of southern plant material; be able to read 
landscape plans and blueprints; someone with 
good communication skills and ability to man-
age large groups of people. Submit resume to 
Gndoo Inc.. 7341 Cahaba Valley Road, Bir-
mingham, AL 35242, or call 205/991 -3981. 
EOE. 
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There are plenty of products 
t h a t provide p reemergen t 

control of crabgrass, goosegrass, 
fand o ther u n w a n t e d g r a s s 
'weeds. But if your problem is 
Poa annua on put t ing greens, 
your choice is limited. 

As bad as Poa annua is, you 
can't risk your bentgrass greens 
to "a cure t ha t may be worse 
than the disease." Bensumec 

,4LF is the most widely trusted 
' p r e e m e r g e n t h e r b i c i d e for 
greens and o the r 
highly maintained turf 
areas. 

And compared to 
some of the newer 

*Poa control programs, 
Bensumec 4LF is very 
economical. 

Consider these advantages: 
• prevents Poa annua, crabgrass, goosegrass 

and other unsightly grasses and broadleaf 
weeds 

• economical compared to other Poa control 
programs 

• season long staying power 
• high turfgrass tolerance 
• most efficacious in soil with low organic 

content — perfect for sand based greens 
• may be applied during the dormant season or 

growth period 
• can be tank mixed with most turf care 

products including liquid fertilizer 

BE JSUMEC 4 LF 

Always read and follow instruc-
tions on the product container. 

PRE-SAN® Granulars, 
available in 7% and 
12.5% formulations, 
also provide the consis-
tent performance and 
margin of turfgrass 
safety. Both Bensumec™ 
and Pre-San® contain 
Betasan®. 

Michael F. Walton, C.G.C.S. 
Harrington Golf Course 

Aurora, OH (shown above) 
"Ours is a new Nicklaus-designed course, 
growing in for the past two years and in play one 
season. Our Penncross greens and tees have 
received Bensumec 4LF both seasons and are 
Poa annua free. We plan to continue with two 
Bensumec preemergent applications per season." 

Stuart Cagle, C.G.C.S. 
Old Oakland Golf Course 
Indianapolis, IN 
"We've used Bensumec 4LF for 
four years making split applica-
tions in the spring, and some-

t imes a fall applicat ion, too. I am more 
comfortable with this preemerge than with 
PGRs for our greens and tees. And we've had 
excellent control of Poa as well as crabgrass and 
other weeds." 

FREE 
Circle the readership card or write 
for our new Bensumec/Pre-San 
Application Guide. This colorful 
24-page booklet contains 
information on when, where and 
how to apply. Also contains 
complete specimen labels and 
material safety data sheets. 

J M Bensumec 
PREEMERGENT GRASS & WEED HERBICIDE 

p b i / G o n d o n 

c o R p o R a t i o n 

An Employee Owned Company 
1217 West 12th Street • RO. Box 014090 

Kansas City, MO 64101-0090 
Phone (816) 421-4070 

BENSUMEC™ is a trademark of PBI/Gordon Corporation. 
PRE-SAN® is a registered trademark of PBI/Gordon Corporation. 
BETASAN® is a registered trademark of Gowan Company. 
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I n t r o d u c i n g the T O Y O T A T 1 0 0 X T R A C A B . 

I t 's T H E Toyota of BIG t rucks . 
It's h a v i n g b o t h s p a c i o u s R O O M for s ix and A G I L E 

h a n d l i n g . It's h a v i n g b o t h a n e w 1 9 0 - H O R S E P O W E R e n g i n e 

and s e n s i b l e fue l E C O N O M Y . * It's the r u g g e d C A P A B I L I T Y 

of a w e l d e d s t ee l c a b and f u l l - b o x f r a m e c o m b i n e d w i t h 

D E T A I L E D r e f i n e m e n t s l ike 

a s u p e r b l y C R A F T E D i n t e r i o r 
The new multi-valve engine out-performs 
V8<T and delivers 2,150 lbs. pay load 
capacity,*** 5,200 lbs. towing capacity' 

and valuable fuel economy! a n rf s o p h i s t i c a t e d S A F E T Y s y s t e m s . 

It's an A L L - N E W truck that c o m e s w i t h Toyota ' s l e g -

e n d a r y R E P U T A T I O N . T h e a l l - n e w T o y o t a T 1 0 0 X t r a c a b . 

It's E N G I N E E R I N G that g o e s b e y o n d . 1 

C a l l 1 - 8 0 0 - G O - T O Y O T A for a B R O C H U R E and 

the l o c a t i o n o f y o u r N E A R E S T D E A L E R . 

® TOYOTA T100 
I Love What You Do For Me 

Craftsmanship abounds in the spacious interior with 
room for six people, standard driver air bag** 

and 3-point seatbelts at all outboard positions. 

^ B E A R D 
COLLECTION 

©1994 Toyota Motor Sales, U.S.A., Inc. Buckle Up! Do it for those who love you. '17/20 city/highway EPA estimated mpg for 4x2 Xtracab DX with 5-speed manual transmission. 
See your Toyota dealer for details. "Performance based on USAC-certified acceleration tests, w/ and w/o 500-lb. payload. T100 Xtracab SR5 versus similarly equipped full-size extended cab standard 

V8 Che\Tolet. Dodge and Ford trucks. '"Including occupants, equipment and cargo on 4x2 Xtracab DX with 5-speed manual overdri\r transmission. '4x2 V6 models not to exceed GCWR of 9,200 lbs. 
Requires Class IV-rated towing hitch receiver. "To help avoid serious injury, always wear your seatbelt. Driver air bag is a supplemental restraint only. 


