Lawn & Landscape

MORE THAN 48,000 SUBSCRIBERS MONTHLY MAY 1995 = $3.00

Ruppert la;ndklupe ’s focus on
people and profit ¢ontinves to drive
its healthy growih |

|

; In Mn# S'sue

| Plan{ing T ees Erosion Controly & Managing Versatile S
_and Ornanienitls. lnno vations Disenses Mowing Decks

= s . 2 1

B
Mgt " A . -




-

IF THIS IS WHAT YOU THINK PRIMO DOES TO YOUR GRASS,

®

IT’S TIME WE SET YOU IN THE RIGHT DIRECTION.

Lots of people know that Primo®
regulates the growth of grass. But not
as many understand how.

Primo doesn't stunt turf. Instead,
it redirects the grass’s growth.

Unlike other growth regulators,
which actually stop cell division, grass
treated with Primo will still be actively
growing, producing the same amount

of new cells. Only now the cells will be
smaller. Smaller cells mean a more
compact plant.

Nutrients that otherwise would
be needed above ground are now
channeled into the roots, giving you
a thicker stand, and up to 25% more
root mass. So the grass can more effi-
ciently take up water and nutrients.

And Primo is foliar-absorbed, so
there's less risk of inconsistent uptake.
The result? The easiest-to-

manage, best-looking
turf you can imagine.

It's easy to
see why all ®
roads lead rﬂ"/'“
to Primo. — .

© 1995 Ciba-Geigy Corporation, Turf and Ornamental Products supports the Soa. DONT BAG IT” program. Always read and foliow label directions.
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itor's Focus

SEASON OF GROWTH. When the
growing season comes on strong, many
lawn and landscape contractors have little
time for anything else other than meeting
their production goals. Trying to squeeze in
a multitude of services from fertilization to
irrigation system maintenance is a big
challenge.

The staff of Lawn and Landscape Main-
tenance is challenged too, with a variety of
projects. Cindy Code is off on a three-
month sabbatical (one of the unusual
benefits employees enjoy here at GIE
Publishing Company). The rest of us are
working to prepare future issues, answering
your many questions and taking the time to
learn more about this diverse industry.

We’re also preparing for several upcom-
ing programs aimed at making LLM more
relevant to your daily business. One of them
is Lawn & Landscape On-Line, which will
make a wide range of industry information
available directly to your personal com-
puter. Another project in the works is the
publication of more customized magazines
with an editorial focus targeted to your
business mix and geographical area.

Both of these projects center on two-way
communication between the LLM staff and
our readers. As a relative newcomer to this
industry, I realize the benefit of talking with
you to learn about your problems and
successes and understand how your market
functions. And I need to learn a lot more.
Please feel free to contact me with your
suggestions for editorial coverage, news
developments, corrections or personal
business experiences.

SEASON OF HYSTERIA. Industry insiders
tell me another rite of spring seems to be the
annual pesticide hysteria story. It usually
raises its ugly head in the form of a “study
claiming some awful consequence from
using, living near or just “being exposed”
somehow to nameless chemicals.

This year’s story, which linked chemical
lawn treatments and home pest control
products to childhood cancers, broke as a
report in the American Journal of Public
Health. In no time, it was picked up by
newspapers, radio and television (see page
13). USA Today made a feature story of it,
followed by a list of home remedies that
included using a hand vacuum for mosquito
control and human urine as a spot treatment
for weeds.

Each year the story is different, but it has
the same result — consumers learn to fear
pesticides and the local lawn or landscape
contractor gets the heat.

There’s something wrong with this picture
that even someone new to the industry like
myself can see. It assumes that people can’t

”»

reason, it exaggerates danger and it makes
people afraid of things that have a very
remote chance of ever harming them. It also
hurts business.

The media cannot resist the controversial
side of things. It also has little patience for
research, so we see and hear more “headline”
stories based on conjecture and opinion that
somehow become “facts” to be quoted later.
A story built around sensation offers nothing
of value to the consumer who wants to make
intelligent decisions or understand the events
going on in the world.

Green industry groups, however, know
how to respond to these stories with dignity
and intelligence. They offer facts to counter
outrageous statements. They explain the
long, difficult process of pesticide registra-
tion and show how hard it is for a single
product to emerge into the hands of the user.
They point to scientific testing methods and
challenge any bogus study based on opinion
or shoddy research.

The industry’s leaders are taking the right
track, but I don’t think everyone hears it.
Those education efforts are just a drop in the
bucket compared to what needs to be done.
The average consumer will read a news-
paper’s cover story, but most likely won’t see
an association’s reply letter to the editor a
month later. I suspect the public still clings to
some pretty old-fashioned ideas of pesticides
based on the DDT model.

Customer education should be a priority
from the individual contractor on up, not just
from the industry associations down. The
story of safe, sensible pesticide use should be
told over and over again.

It takes a massive effort for the calm voice
of reason to be heard above the screaming ;
headlines. And it won’t happen unless
everyone in the industry, large and small,
speaks up. — Sue Gibson
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If You Pound, Plant, Plumh, Hammenr Hack,
Or Jack For A Living, Do It In One Of These.

C3500 RegularCab

K2500 4x4 Cheyenne Regular Cab

No matter what line of work you're in, we've got a great line of hardworking Chevy commercial trucks

carries the CSV sign of quality. It means they're more likely to have the inventory, parts, service and
trained staff that can offer you a full maintenance program. At Chevy, we're in “ﬁi 'A'i"'h"é‘lz

business to help your business. Give us a call to see how we can go to work for you. @

For more information and the name of the CSV dealer nearest you, call the CSV Express line at 1-800-759-5550.
* Dependability based on longevity: 1984-1993 full-line truck company registrations. Excludes other GM divisions. The Chevrolet
Emblem and Cheyenne are registered trademarks and Chevy is a trademark of the GM Corp. ©1994 GM Corp. All Rights Reserved. Buckle up, America!
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Business Watch

MINIMIZE TAXES TO
INCREASE NET INCOME

[F YOU DIDN'T like 1994’s tax picture,
plan ahead with two goals in mind: increas-
ing your net income by minimizing your
taxes. By investing your company's available
cash in investments that provide tax-exempt
or tax-deferred income, you may be able to
increase your after-tax yield:

® Medium- and long-term municipal bonds

| offer relatively high after-tax yields compared to

6

taxable investments. This can translate into
more income carried to your bottom line.

® Preferred stocks can be attractive because
of the “Dividends Received Deduction™
allowed under the federal tax law. Corpora-
tions, with the exception of “S™ corporations,
may be entitled to substantial reductions in
their federal income tax on dividends, pro-
vided the corporations buy and hold individual
stocks of domestic corporations for at least
46 days (including the record date). Similar
benefits apply to adjustable-rate preferred
stocks and corporate preferred stocks.

CORPORATE MARGIN ACCOUNTS. If your
company owns marketable securities, includ-
ing restricted and control shares, it may be
able to borrow money against these securities
on an as-needed basis — simply by writing a
check — through a corporate margin account.
If the value of the margined securities rises,
extra funds would be available for you to
borrow to meet cash flow or other needs.
When your company borrows from this
type of account, you avoid the paperwork
that a typical bank loan entails, and you don’t
lose any time waiting for loan processing.
The risks of a margin account should also

\

STATE OF THE INDUSTRY: RESIDENTIAL
STILL OUTPACES COMMERCIAL

Services 1o single-family
TYPE OF BUSINESS

homes outrank those to
other lawn and landscape
industry segments by
nearly two times, according
to the latest Lawn &
Landscape Maintenance
survey. The study, based
on impartial third-party
research, asked a random
sampling of our 48,000
readers to describe their
1994 operations and
forecast business in 1995.

An average of 54.3 per-
cent of the landscape con-tractors, lawn maintenance contractors, chemical lawn care
services and ornamental shrub and tree services performed services to single-family
homes. Commercial and industrial facilities ranked second. with 28.9 percent of the
services. Services to multi-family structures accounted for 10.6 percent of the total, and
government or insti-tutional facilities followed with 5.4 percent of services. Other
services ranked a mere 0.8 percent of the total.

Of those responding to the survey, 40.3 percent described their primary business as
landscape contracting: 35.6 percent as lawn maintenance contracting: 6.8 percent as
ormamental shrub and tree care: 6.7 percent as grounds management; 5.6 percent as
chemical lawn care (excluding mowing). Other services totalled only 5 percent.

*The study was conducted by Research USA, Chicago. The high number of responses
gave the data an accuracy range of + 5 percent

Landscope contracior

40.3%

5!6%

6'7%
6.8%

Lown maintenance
confractor

35.6%

be weighed. If the value of your securities de-
clines, additional funds or securities would have
to be deposited to meet minimum legal re-
quirements. If you fail to make such a deposit,
your brokerage firm may liquidate securities
to keep the account within legal limits.

Before selecting investments and using
tax strategies that can help steady your cash
flow, contact a financial services profes-
sional and consult with your tax adviser
John Houlihan, Dean Witter Revnolds,
Melville, N.Y. w

HOW HOT AIR GETS HOTTER

Humid air masses in the United States usually rise in the Gulf of Mexico or the Caribbean Sea
but sometimes come from the Atlantic or Pacific oceans. Hot, dry masses form in the desert Southwest.

HOT, HUMID AIR

€ Worm water

info

the oir, moking it extremely humid.

4

4 Tropicol oceans warm
into the 80s in the summer.
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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).
TOUGH ON TURF INSECTS
EASY ON ORNAMENTALS
USE READER SERVICE 103
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55 Series Tractors

John Deere compact tractors are out to put
you in an ugly frame of mind. No small task
considering their inherent good looks. Looks
that have often led to the mistaken belief
that these hydrostatics are little more than
glorified lawn and garden tractors.

it But hold the phone. These rugged 20- to

33-hp diesels take second seat to no other

o TS . ; . compact. In fact, when it comes to tackling
tough tasks, these 55s have “ugly” that goes
clean to the bone. Especially with regards

to wallow-in-the-mud backhoe/loader work

like you see here.

And best yet, these tractors are blessed
with the fastest hookup times in the industry
(just five minutes, without tools).

Ugly can be beautiful. Visit your nearby
John Deere dealer and see for yourself. Or

call 1-800-503-3373 for information.

--
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Environmental Forum

POSTING GUIDELINES HALTED. Re-
sponsible Industry for a Sound En-
vironment recently reported that the
United States Environmental Protection
Agency has ended its efforts to set
written guidelines for states regarding
application posting and notification.

Allen James, executive director of
RISE, told Lawn and Landscape
Maintenance that this decision ends
nearly three years of discussions
between RISE and other professional
organizations who spoke against the
guidelines, and the EPA.

“The EPA has decided that this is not
a regulatory issue that they want to
pursue. We view this decision to be
very important to the industries we rep-
resent, as guidelines tend to create un-
necessary alarm about the products our
members represent,” explained James.

The proposed guidelines had ori-
ginally emerged from the EPA in 1993
following a white paper that reported dis-
cussions of the agency’s Lawn Care Pesticide
Advisory Committee. RISE, among other
groups, fought to keep the EPA from offering
the guidelines, which James called a form of
“indirect regulation.”

Congressional inquiries about the necessity
of such guidelines, as well as the lobbying
efforts of RISE and other groups, were
instrumental in the EPA’s reconsideration of
the guidelines, James noted.

Although no formal guidelines will be pub-
lished, the EPA will make information about
posting and notification available to the states
upon request, he said.

PLCAA PARTNERSHIP. Kudos to the Profes-
sional Lawn Care Association of America,
which was recently praised for its participa-
tion in the EPA’s Pesticide Environmental
Stewardship Program. PLCAA is the first
green industry group included in the EPA’s
salute to organizations that demonstrate a
progressive approach to pesticide use.

Daniel Barolo, the EPA’s director of the
Office of Pesticide Programs, wrote to PLCAA
officials to applaud the steps that the organi-
zation had already taken toward reducing the
risks of pesticides. “To advance our common
environmental goals, the next steps require
collaborative public-private partnerships.
(PLCAA’s) willingness to join the PESP
indicates (its) dedication to these goals, and
the staff of the Office of Pesticide Programs
are looking forward to working closely with
(PLCAA),” Barolo said in the letter.

“This is a great feather in the cap of the
lawn care industry,” said Tom Delaney, gov-
ernmental affairs director of PLCAA and the
association’s liaison for the partnership pro-

gram. “We're developing our environmental
stewardship strategy now and, when approved,
PLCAA members will be able to publicize
their participation.”

PLCAA earned partnership status with on-
going projects that promote responsible lawn
care practices and the benefits of healthy
turf to the industry and the public. Some of
the projects PLCAA has initiated include
establishing industry advertising guidelines,
producing customer awareness brochures on
pest control products and launching a national
environmental “Benefits of Turf” campaign.

To receive more information on PLCAA
environmental awareness initiatives, call
800/458-3466.

CLEAN WATER ACT. As expected, compre-
hensive Clean Water Act reauthorization
legislation was introduced to the House by
Bud Shuster (R-Pa.), chairman of the
Transportation and Infrastructure Commit-
tee. The committee approved the rewrite of
the 1972 Clean Water Act by a strong
majority, with 13 of the 28 Democrats on
the committee voting for the bill and only
three Republicans voting against it.

Sections of the bill impacting the landscape
industry include risk and cost-benefit analyses,
toxic pollutants and on-point source
management programs, according to Ben
Bolusky, director of governmental affairs
for the American Association of Nursery-
men. As a member of the Clean Water
Working Group, a coalition of leading
national organizations, AAN will be review-
ing the bill in detail and will be coordinating
its legislative strategy.

The bill is expected to reach the House
floor soon, but will face a challenge in the
Senate’s Environment and Public Works

Committee, chaired by John Chafee
(R-R.I.), known as a strong environ-
mentalist. Most likely, his committee
will produce its own version of the bill
this summer.

The rewritten bill would bar federal
regulators from imposing new
restrictions on waste discharges into
' lakes or streams if the costs outweigh
‘ the benefits.

It would also set a three-tier system
to prioritize wetlands regulation,
repeal a current stormwater discharge

permit program and include other
language to shift regulatory responsi-
bilities away from the federal
government and into the hands of state
and local governments.

EPA PRIORITIES. The AAN also
reported some of the Environmental
Protection Agency’s top priorities for
its 1996 budget:

® The EPA will stop processing or
accepting applications that do not meet the
its “safer pesticide™ priority. EPA will
expand its policy to encourage reduced risk
or “safer” products beyond new active
ingredients to include new uses of currently
registered products, and new or safer formu-
lations of previously registered products.

® The Agency’s endangered species
program will become enforceable. The
program uses pesticide labels and county-
by-county bulletins to alert pesticide users
of restrictions the EPA believes are neces-
sary to protect endangered species.

¢ In implementing its groundwater strat-
egy, the EPA expects to publish regulations
subjecting specific pesticides to state manage-
ment plans and proposing strategies to mini-
mize potential groundwater contamination.

EMISSION STANDARDS POSTPONED. The
California Air Resources Board has provided
official notice that the Tier I emission
standards will not be enforced until at least
August, 1995.

According to the Outdoor Power
Equipment Institute, the industry success-
fully argued that the CARB standards could
not be officially enforced until the EPA has
approved them.

Andy Brooks, chief of the Recall Branch
of the Mobile Sources division of the EPA,
said that his department will likely be
approving California’s standards by the
middle of this summer.

The nonenforcement period will allow
engine and equipment manufacturers to sell
products not presently meeting the standard
without threat of any enforcement action,
OPEI reported. .
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MARENENCE

[JP3yment Enclosed OBill Me

1 Year $30.00 2 Years $42.00
[Canada 1 Year $35.00 [JForeign 1 Year $98.00
[CIForeign Airmail 1 Year $218.00

Date

Name

Title

Phone

Company

ﬁ Address

State Zip

 City

1. WHAT IS YOUR PRIMARY
BUSINESS AT THIS
LOCATION?

(Please check only one)

CONTRACTOR or SERVICES:

0O Landscape Contractor
(maintenance & installation)

O Chemical Lawn Care Company
(excluding mowing maintenance
service)

O Lawn Maintenance Contractor

O Ornamental Shrub & Tree Service

O 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:
O Dealer O Formulator
O Distributor 3 Manufacturer

OTHERS ALLIED TO THE FIELD:

0O Extension Agent, (Federal,
State, County, City, Regulatory
Agency)

O School, College, University

[ Trade Association, Library

O Others (please describe)

2.What best describes

your titie? (please check one)

3 Owner, Pres., Vice Pres., Corp.
Officer

O Manager, Director, Supt.,
Foreman

[ Agronomist, Horticulturist

O Entomologist, Plant Pathologist

O Serviceman, Techincian

[ Scientist, Researcher

O Company, Library copy only

O Other (please specify)
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News in

NEWS DIGEST
R 557

Parker Moves Its
Manufacturing to lllinois
Parker Sweeper, a division of Minuteman In-
ternational Inc., recently relocated its Spring-
field, Ohio, manufacturing operation to a
50,000-square-foot facility in Hampshire, Il1.
The Hampshire site, with up to 200,000 square
feet available for expansion, is designed to
create greater manufacturing efficiencies.

Platte Chemical
Widens Distribution

To meet growers’ increasing demand for
ready-mixed liquid boron, Platte Chemical
Co., Greeley, Colo., licensed seven compa-
nies to manufacture and sell its patented
liquid boron product. The increased produc-
tion and regional sales networks should speed
deliveries of the product.

Echo Breaks Ground for
Expanded Growth

A 90,000-square-foot expansion at the Lake
Zurich, 111, facility of Echo Inc. will bring
total manufacturing and warehouse space to
approximately 250,000 square feet. Rapid
growth over the last 20 years necessitated the
expansion, which should be completed in
June, 1995.

IECA Announces
1995-96 Directory

The International Erosion Control
Association’s 1995-96 Products and Services
Directory is now available. The Directory,
now in its fourth edition, is a primary source
of information for the erosion and sediment
control professional. For a copy, call IECA at
800/455-4322.

Ampersand Ventures

Takes Over Kroy

Kroy Industries, York, Neb., was acquired
recently by Ampersand Ventures. The new
owners, who focus on emerging specialty
materials and chemical opportunities, expanded
Kroy’s vinyl fence division to increase
production by 100%.

Power Equipment Exp

To Feature 600 Exhibitors
The 12th International Lawn, Garden &
Power Equipment Expo is expected to pre-
sent almost 600 exhibits in 250,000 square
feet, according to show organizers. The
Expo, which will be held July 30 to Aug. 1,
will feature nearly one million square feet of
area for hands-on demonstrations outdoors.
For information, call 800/558-8767.

Growth in Business Means That
Contractors Compete for Tight Talent Pool

A SURGE in the landscape contracting business in-
evitably means that competition for good employees
gets tighter. This was in evidence this March at the
Associated Landscape Contractors of America Stud-
ent Field Days, held at North Metro Technical Institute

in Acworth, Ga.

The event, which brings together competing teams of
landscape students from colleges across the country, is
held annually in the spring. The program originally
started to allow individual students and teams from
two and four-year landscape programs to compete in a
variety of events to test their skills against representa-

tives of other schools.

The gathering has grown yearly and added another
dimension that was particularly obvious this year. It is
a major recruiting occasion for many of the country’s

top landscape firms.

A record 800 students and faculty representing 36
schools gathered with representatives from landscape
and industry supply firms for three days of network-

Landscape students rate indi-
vidual plants during the exterior
plant evaluation competition.

ing. More than 40 companies sponsored individual events and used the meeting as an oppor-
tunity to recruit students from some of the most well known landscape schools.
“It’s a seller’s market, as far as these students are concerned,” said one contractor. “Competi-

tion for good people is tough this year.”

Many company participants who visited for the first time last year returned this year prepared
to recruit actively. Several first-time visitors this year plan to participate next year.

The competition covered a variety of interior and exterior landscaping skills. Individual
events included annual and perennial plant identification, exterior landscape design, interior
maintenance estimating, sales presentation, interior plant identification, exterior plant evalua-
tion, interior landscape design, woody plant identification, skid steer operation, weed and turf
identification and others. Several events were timed and participants had as little as 30 seconds

to identify the common and biological names of specific plants.

Team events included wood construction, maintenance equipment operation, personnel
management, landscape installation, patio construction, truck and trailer operation and irriga-
tion assembly/installation. Teams in these events had limited time and were judged on appro-
priate skill levels, safety and knowledge of the subjects.

RISE, EPA Take Aim At
Weak Pesticide Study

The lawn service industry took another body
blow in February, with the release of a study
linking pesticide use in the home to cancer in
children. Chemical lawn treatments, along
with professional and do-it-yourself pest
control, were implicated in the study, “Home
Pesticide Use and Childhood Cancer: A
Case-Control Study,” which appeared in the
American Journal of Public Health.

The study generated extensive media
coverage in newspapers and television
across the country, including a feature story
in USA Today with the headline, "Home
Pesticide Use Linked to Some Cancer in
Kids.” However, groups including profes-
sional associations, the United States
Environmental Protection Agency, an
independent research evaluator and even one
of the study’s co-authors have stressed the

limitations and shortcomings of the findings.

The study matched 252 Denver-area parents
of children diagnosed with cancer with 222
parents of healthy children living in similar
locations. Parents were asked by telephone
interview about their use of certain chemicals,
including whether the lawn or other outside
area had been treated for any reason.

From the recall of the parents, the study
drew conclusions about the role chemicals
may have played in the children’s cancer.
Among other “associations” the study claim-
ed to reveal, yard treatments were said to have
a “strong but imprecise” association to soft-
tissue sarcomas in children.

To his credit, study co-author Jack Kleiss
warned against making assumptions based on
the findings. Kleiss told USA Today that the
results are “only a suggestion because of the
limitations of our study. You cannot infer
cause and effect at all...further research needs
to be done to elucidate that.”

LAWN & LANDSCAPE MAINTENANCE
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Reaction to the study outside the media has
been largely critical. Philip Cole, epidemiolo-
gist with the University of Alabama-Birming-
ham, said the findings present no causal
relationship. “The positive results presented
are so weak that they could not be interpreted
as even suggestive of a causal relationship
between home pesticide use and any form of
cancer in childhood,” he wrote in an
evaluation of the study.

Although the EPA is reviewing the study, a
communication dated March 2 called the
methods used to measure actual exposure
“crude.”

“In addition,” it continued, “the study looks
at the broad uses of pesticides in and around
homes, e.g. yard pesticides, and not specific
chemicals. Thus, the insufficient information
regarding what children were exposed to
prevents use of this study by EPA as a basis
for regulatory action.”

Allen James, executive director of Respon-
sible Industry for a Sound Environment,
stressed that industry takes concerns about the
health of children seriously and supports
scientifically valid studies. “That is why these
products are tested so stringently before the
EPA and our companies permit them on the
market,” he explained.

“Parents should use common sense pre-

cautions with all pesticides, as with any house-
hold product. However, because of the weak-
ness of this particular study, parents should not
make decisions based on it,” he concluded.

Pittshurgh To Host
Decorating Conference

Plantscape Inc. will be presenting its Sth
Annual Christmas Decorating Conference
June 2-4, 1995, at the Vista International
Hotel in downtown Pittsburgh. The con-
ference features seminars on design, sales
and marketing and operations for the start-
up beginner and the advanced professional.

Roundtable discussions and networking
sessions are also built into the schedule. For
registration information, contact Plantscape
Seminars at (412) 281-6352.

PPEMA Reports No
Problems with New Fuel

Research conducted by the Portable Power
Equipment Manufacturers Association since
January of this year reports no significant
performance problems with currently manu-
factured products when operated using the
new, reformulated fuels required by the
1990 Clean Air Act.

The research focused on performance of two-
cycle engines used in chain saws, trimmers,
blowers and cut-off saws.

Products tested included newly manufac-
tured equipment now being shipped to
California to comply with the state’s air
quality regulations for power equipment.

The PPEMA research program also includ-
ed a survey of 23 state and regional power
equipment dealers’ associations to determine
if the dealers have received any complaints
about the new fuels.

Hand-Held Equipment
Outlook is Positive

Shipments of every kind of hand-held, gaso-
line-powered equipment are expected to rise
this year after a strong showing in 1994, ac-
cording to the Portable Power Equipment
Manufacturers Association.

Shipments in the United States are expect-
ed as follows: Chain saws to increase by 2.5
percent; trimmers and brushcutters to increase
by 4.5 percent; hand-held blowers to in-
crease by 3 percent; back pack blowers to
increase by 7 percent; hedge trimmers to
increase by 6 percent; and cut-off saws to
increase by 9 percent.

(continued on page 16)

THE PROS CHOICE.

“We’ve been using Tuflex tanks with
mechanical agitation since 1978 with vir-
tually no repairs. The maintenance is
little or none and the construction and
versatility is the best we've seen.”

Tuflex offers you a full line of
tanks to solve your pest control
problems, big or small. The
experts at Tuflex carefully
research and analyze your
needs and assist you in
designing and engineering the
right tank and pump system to
your specific requirements.
Anything less would be a
compromise solution.

Tuflex is the only manufacturer
to specialize in seamless
fiberglass spray tanks built
specifically for the pest control
and lawn care industry. The
exclusive Tuflex process allows
a full five-year warranty on all
hand-crafted seamless
fiberglass tanks.

Our tanks from 100 gallon to
1200 gallon are ready to solve
your toughest challenges.

MANUFACTURING CO.

1406 S.W. 8th St.
® Pompano Beach, FL 33060
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—Roger Albrecht

Nitro-Green

Call TOLL-FREE for economy prices and
more information on our complete line of tanks.

1-800-327-9005
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“ALCA is the best
landscape business
resource in the
country.”

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

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

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

Join ALCA today and meet people like
Joe Skelton.

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

ASSOCIATED LANDSCAPE CONTRACTORS OF AMERICA




News

(continued from page 14)

In 1994, shipments of every type of equip-
ment increased with the exception of trimmers
and brushcutters, which fell by 5.6 percent.

Houston Firm Des;’gns
New Community Forest

To celebrate Arbor Day in Houston, Texas,
the new Houstonian Forest was created in a
two-acre quadrant at the intersection of Loop
610 and Interstate 10.

Environmental Landscape Services of
Houston, in partnership with the nonprofit
group Trees for Houston and The Houstonian
Hotel, donated the design and the plant
know-how for developing this nature area.

The Forest was planted with a variety of
trees, including Texas green ash, Montezuma
cypress, crape myrtle, vitex and a variety of
oak. When the trees take root and mature, the
area will become a public park for the
Houston area.

Trees for Houston, which coordinates the
orderly planting of trees along the city’s
residential and commercial streets, donated
the trees for the forest. The project will
continue to enhance the area for years.
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Tests Show Muliching
Makes Weeds Go

A three-year lawn-cutting project has found
that grass clippings have multiple benefits
when returned to the lawn. The project,
sponsored jointly by the Rodale Institute and
Garden Way Inc., found that clippings
produced a lawn with fewer weeds which
also greens up quickly in the spring and stays
green well into the fall.

“It has been clearly demonstrated that when
grass clippings are mulched into an otherwise
fertilized lawn, the grass grows faster because of
the addition of available nutrients from the

clippings,” stated Dr. Terry Schettini, asso-
ciate director of United States programs at
the Institute. He added that grass clippings
contain large nutrient resources that act as an
organic fertilizer.

The results, according to Schettini, showed
that mulching mower plots had a “lower
weed population of dandelions, appeared to
green up earlier in the spring and stayed
green later in the fall.” Plots that tested side
discharge mowing with no bagging revealed
a grass growth rate located between fully
mulched and fully bagged plots.

Foundation Established
For Bob Leslie Family

The Golf Course Superintendents Associa-
tion of New Jersey announced the establish-
ment of a fund for the family of Bob Leslie,
who was a victim in the tragic murders at the
Montclair post office in March.

Leslie was a commercial representative for
the W. A. Cleary Co. and a member of the
GCSAN!J. The fund, set up by the Associa-
tion’s legal counsel, will be set aside to help
provide for the education of Leslie’s young
children. For more information, contact
GCSANIJ at 201/379-1100.

(continued on page 113)

MP
e THERMOPLASTIC NO-RUST HOPPER
e STAINLESS STEEL FLOW ADJUSTER

e SINGLE LEVER JOY-STICK CONTROL
* 600 LB/9 CU. FEET CAPACITY

MULTI-PURPOSE SPREADER

-125 FEATURES

* VARIABLE SPEED SPINNER SPREADS 4-40 FEET

e 12 VOLT DC HI-TORQUE MOTOR MOUNTED INSIDE
SEALED, TOTALLY ENCLOSED HOUSING

e HEAVY-DUTY WEATHER PROOF CONNECTOR

MOUNTS ON ANY TRACTOR, VEHICLE, FRONT MOWER, ETC.
12 MONTH VERSATILITY - SPREADS SEED, FERTILIZER, SAND, ICE MELTERS
PERFECT FOR PARKS, GOLF COURSES, CITIES, INSTITUTIONS, CONTRACTORS

CALL 1-800-725-8377

e

K C & S TURF CARE EQUIPMENT, INC.

BUILDING QUALITY EQUIPMENT
FOR PROFESSIONALS, BY PROFESSIONALS

USE READER SERVICE {24

C & S Protank* Sprayers
eELECTRIC AND GAS UNITS

¢ DESIGNED TO FIT IN
A WIDE RANGE OF VEHICLES

*SINGLE AND DUEL
TANK CONFIGURATIONS

* DIAPHRAGM, PISTON,
OR ROLLER PUMPS

Complete Sprayers...Ready to work

(216) 92664511
FAX (216) 9660956

Cus!om Orders Welcome!

(800) 872-7050

USE READER SERVICE #28
MAY 1995 e

LAWN & LANDSCAPE MAINTENANCE




Now You CAN GET SAFE, LONG-LASTING
FunGus CONTROL
AND ProTECT YOUR BUDGET, T0O!

Nothing controls fungus problems longer - or at less cost -
than DYRENE 4 Turf Fungicide, now available through The

Andersons and their distributors.

DYRENE is an effective contact fungicide specifi-
cally for the prevention of leaf spot, snow molds,
rhizoctonia brown patch, scleritinia dollar spot and
copper spot. And since DYRENE is in o fungicide
chemical family that's different from most other
fungicides, it's the ideal choice where rotational
fungicide programs may be required for successful
disease management.

The Andersons offers DYRENE in two proven and
effective forms:

*Tee Time 5% DYRENE in granular form

,

*DYRENE 4 in 2 1/2 gallon jugs

Either way you choose, Dyrene will help you keep
your reputation - and your golf course -
spotless.

For more information about DYRENE and where you
can get the professional fungicide products you need,
call The Andersons at 1-800-225-ANDY.

USE READER SERVICE 7108
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Association News

MEMBERSHIP in Responsible Industry
for a Sound Environment continues to
grow as more companies become active in
the environmental debate. Through recruit-
ment efforts, RISE reports it gained 13 new
members this year in the basic, formulator,
associate and distributor categories. Mem-
bership currently totals 119.

Several state and national associations have
been licensed by the Associated Landscape
Contractors of America to provide the new
Certified Landscape Technician-Exterior
exams. Recently licensed groups include:
Landscape Contractors Association of MD-
DC-VA, Illinois Landscape Contractors of
America, Canadian Nursery Trades Associa-
tion and California Landscape Contractors
Association. ALCA reports that eight other
groups have expressed interest or are in the
process of signing contracts to participate.
Vicki Buswell, ALCA administrative manager,

is the new director of certification for ALCA.

The flurry of regulatory reform in Wash-
ington has prompted ACLA to join Project
Relief, an ad hoc coalition aligned with Rep.
Tom DeLay, House Majority Whip, and
supported by the Small Business Legislative

ALCA

12200 Sunrise Valley Drive
Suite 150

Reston, VA 22091
800/395-ALCA

PLCAA

Washington, DC 20006
202/789-2900

For more information...

1000 Johnson Ferry Road,
NE, Suite C-135 cC
Marietta, GA 30068
800/458-3466

AAN RISE
1250 I Street, NW 1156 15th St., N.W. PNLA
Suite 500 Suite 400 1924 North 2nd St.

Washington, DC 20005
202/872-3860

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

Harrisburg, PA 17102
717/238-1673

Council. The group hopes to reform the way
the federal government develops regulations
that impact business.

“Explore Minnesota” will be the theme of the
American Association of Nuserymen’s
convention and trade show July 26-29, which
is co-sponsored by the Minnesota Nursery
and Landscape Association. Highlights of
the program include a series of tours for
grow-ers, landscapers and retailers; on-site
AAN wage-hour and computer consultants; a

new ideas program for growers; and
excursions to interesting sites in the
Minneapolis region.

New frontiers in the lawn service industry
will be the focus of the Professional Lawn
Care Association of America’s confer-
ence as part of the Green Industry Expo, to
be held in Fort Worth, Texas, Nov. 12-16.
Educational sessions will explore new
developments in integrated pest manage-

(continued on page 20)
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Mr. Accountant

PS Consulting

Mr. Accountant is the time proven,
complete business management
system starting at $695.00.

Invoices*Statements-Job Costing-Sales
Tax/Finance Charge Computation+Aging
Reports+Truck Scheduling/Routing-Chemical
Application ReportssPlant and Irrigation Part
Inventory-Lead Tracking+Proposals
Accounts Payable+PayrollsCheck
Wiriter-General Ledger-Mailing List-Equip-
ment Maintenance-Completely Menu
Driven+Simple to Use+Customization and
Multiuser Version Available
Designed specifically for landscape main-
tenance, landscape installation, pesticide ap-
plication and irrigation companies

Serving the green industry since 1987

1032 Raritan Rd.
Cranford, NJ 07016

(800)272-1398
Fax:(908)272-8729

Call for FREE Demo Disk! (€5 (2
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HANDY RAMP

ENDGATE PRODUCTS

(800) 783-1069

Call today for our
1995 Endgate Product
Line catalog.

M Install in seconds on full size 1/2 ton and 1 ton pickups using the
same latching system — no assembly of ramp required.

W Holds 2,000 Ibs., yet weighs only 130 Ibs. Center leg prevents
ramp from collapsing and secures safe loading.

M Load core aerators, large deck mowers, ATV’s and power equip-
ment without using planks that can slip.

Work truck accessories and specialty products include:

M Truck Bed Extenders

M Hide-Away Ramps

M Truck Bed Guards
and more

Creative
Automotive
Products Inc.

435 Wilson St. N.E.
Minneapolis, MN 55413
(612) 331-8600

USE READER SERVICE #26
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Changing handles takes
one tool and one minute.

AKETT STRONG. KEEP IT LIGHT.
MAKE IT CUT CLEAN AND FAST AND EASY.

DESIGN IT TO REDUCE WORKER FATIGUE AND INCREASE PRODUCTIVITY.

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

The hand grips are designed for comfort and durability.
They're thick, to minimize hand fatique. They're molded
of, tough polyethylene and the bottom is extra thick for

Give us more culs per hour, especially during
hose last hours of long days at the end of the pruning
season. Give us a blade that we can replace without
laking apart the handles — one that holds its edge, is
easy lo sharpen and simple to adjust. The handles
should never need replacing bui, if they do, it should
lake only seconds and require no special tools.

£

Coro

21" BYPASS LOPPER

Al 6620

|
|
|
|
|
|

|

|
|
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ALUMINUM

cuts limbs up to
12 inches thick.

By the way, make it unbreakable and guaraniee
it forever.

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

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

The blade cuts with astonishing ease. Long, to reach
into tight areas; large, to slice easily through mature vines
and branches; the blade is Radial Arc™ ground and clad
with a tough, slick, three-layer
fluoropolymer that reduces fric-
tion to a bare minimum. This
blade requires one-third less
force than a conventional blade
to make the same cut.

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

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

The square-shouldered, right-threaded pivot bolt that
enables quick blade change is positioned so that the hook
and blade open wide with a2 minimum of handle move-
ment — in other words, with less effort. And the same
coating that makes cutting so easy also self-lubricates the
pivot action.

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

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

Self-alignin
Pivo'%ol' y

longer wear when used to drag brush along the ground
and into a pile.

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

suitable for vines and shrubs.

And 26 and 32-inch models

with a 2Y2-inch cutting

capacity for tree pruning,

Like all our professional

tools, these loppers come with
a lifetime warranty. If they
break, we'll fix or
replace them.
Period.

We're also backing these tools with a
“Fast or Free” parts warranty. If your
Corona dealer is out of replacement parts,
call us. We'll have them to you within 48
hours or they're yours free.

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

For further information, contact
your Corona dealer or call us at

1-800-234-2547.

Coro

1540 East Sixth St., Corona, CA 91719
A Harrow Company

WARRANTY

26-inch AL 6640
and 32-inch AL 6660
cut limbs up to
2/ inches thick.

@® Santoprene is a trademark of Monsanto  © 1994 Corona Clipper Company
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(continued from page 18)

ment, the fate of pesticides, biological weed
controls and understanding epidemiology.

PLCAA also reported that its Certified Turf-
grass Professional program, which is jointly
operated by PLCAA and the University of
Georgia, is catching on around the globe.

In addition to the 45 people who have
completed the correspondence course, more
than 600 people are registered for the
program from across the United States and in
countries as far away as Singapore, Israel and
Bermuda.

The University of Hawaii gave the Com-post
Council’s National de\ydrd Composting
program financial support through the
donation of a $30,000 grant.

The program, which includes a cost/benefit
analysis of backyard composting and
development of a standard educational
curriculum for trainers, will focus on 60
workshops over a two-year span to train
recycling coordinators on the development of
backyard composting programs in their areas.

In related news, the Council has joined with
the American Society for Horticultural
Science Educational Program to co-

sponsor a series of composting seminars for
landscape professionals, nurserymen, educa-
tors and extension agents. The seminars will
cover proper compost use and application tech-

niques and will be held at the following sites:

Baltirmoge; :Md. .o S iant i July 12-13
s ) g e i Sept. 26-27
Rittsbupgh, -Pa, s..svv,. puesaiifns Oct. 28-29
Houston, Texas &..... A% 8....; Dec. 11-12

For more information, contact Adrienne
Haubert at ASHSEP, 703/836-4606.

An increase in membership in the landscape
field and efforts to clarify the group’s mis-
sion for state legislators have resulted in the
name change from the Pennsylvania Nur-
serymen’s Association (o the Pennsylva-
nia Landscape and Nursery Association.

President Thomas Tilley noted that other state
associations have made similar name changes
because they missed having input into state
legislation, when state representatives con-
fused the landscape and nursery industries.

New PNA officers in addition to Tilley in-
clude: Philip Keil, founding partner of Trail
Gardens, as vice president; Carl Jacobs,
president of Shiloh Nurseries Inc., as secre-
tary/treasurer; and Harry Barbour, secretary/
treasurer of Stoneboro Nurseries Corp., as
immediate past president.

IN BRIEF...The Dallas chapter of the Texas
Association of Landscape Contractors
held its first annual Foreman’s Field Day in
February at Richland College. Employee
teams from local contractors met for compe-
tition and seminars on safety, troubleshoot-
ing, tree trimming and landscape practices...
Pennsylvania Turfgrass Council awarded
$175,000 in research grants for turf research
to Pennsylvania State University. This brings
the total PTC donations to Penn State to
almost $1 million in the past seven years...
Organizers of the Green Industry Expo in
Fort Worth have announced a new feature
for this year’s show. It will be a $15 per day
registration option for the trade show only.
The registration will allow participants with
limited schedules the flexibility to see the
exhibits and also admits them to the Outdoor
Equipment Demonstration on November
16...National Arborist Association
presented its Award of Merit to Asplundh
Tree Expert Co., Willow Grove, Pa., for its
technical advancements to the industry and
its participation and support of industry
efforts...Turfgrass Producers Interna-
tional is planning a study tour of turfgrass
sod farms and agricultural activities in Chile
and Argentina in October. The tour includes
several side trip options. "

LANDSCAPE FABRICS &
EROSION CONTROL PRODUCTS

B LANDSCAPE FABRICS
-~ Weed Stopper
- Professional Landscape

Fabric & Patio Underliner

- Professional Plus
- Weed Restrictor

B FROST PROTECTION
- & Germination Blanket

B BURLAP

B CONSTRUCTION FABRICS
& FENCES

W POLYJUTE EROSION
CONTROL

B WOVEN GROUND COVER

B FABRISCAPE DRAINAGE
SYSTEM

B SECURING PINS

B KNIVES & REPLACEMENT
BLADES

EVERYTHING FOR THE

LAWN MAINTENANCE INDUSTRY

LANDSCARE FARRIC

Dremscape
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200 gal. poly baffled tank unit

Call ys for ]
Spring specigl, <= S

I Electricreel

B 200 gal. polybaffled tank
Il 5.5HondawithD-30

B 3001 1/2"hose
B Unit pre-tested & readytouse
B Custom builtunitsavailable

= 2
ABRISCAPE ..

LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS

3145 W. COLUMBUS AVE., CHICAGO, IL 60652
(312) 436-7400 * 1-800-992-0550 » FAX: (312) 436-0335
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OLDHAM CHEMICALS

COMPANY, INCORPORATED

1 -800-888-5502

Or write: P.O. Box 18358, MEMPHIS, TN 38118

USE READER SERVICE #13
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MosT PEOPLE ARE [EcsTATIC AT HOwW
EFFECTIVE CONFRONT Is AT MAKING THEIR
ROADLEAF WEEDS [DISAF

AT
With Confront* herbicide, lawn care and landscape
professionals know they're covered. Because no

postemergent herbicide controls broadleaf weeds better:

Confront brings you a new standard of broadleaf
control on both warm and cool season turfgrasses
For over 35 different species of broadleaves, from

,."//,
(’/ﬂ DowElanco

ek of | vElan

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

For further information on Confront, or any other
product in the extensive line of DowElanco products, give
us a call at 1-800-352-6776. Always read

and follow label directions met
44




Compost Digest

DIFFERENT STROKES FOR DIFFERENT FOLKS |

USING MULCH seems so common-
place today that we sometimes take it
for granted. It is an automatic part of
most landscape jobs, but the veterans
in the green industry remember a
time when mulch was not so popu-
lar. In the last ten years, the market
for mulch products has grown mostly
because more landscape contractors
and homeowners are using mulch.

Forest by-products, once consid-
ered a waste product and burned in
large piles, are now a valuable re-
source for many contractors who use
them as mulch in the landscape.

Other products, however, have
quickly caught on as alternative types
of mulch. In fact. it seems that in the
last five years, the options for various
mulch products has increased tenfold.

Now, instead of using mulches only
for moisture retention, many contrac-
tors use mulch for its color, reflective
capacity in reducing soil heating or
ability to increase organic matter in
the soil.

MULCH CUSTOMERS. As a result of
the variety of mulches in the market-
place. buying patterns and customer
profiles have emerged into three dis-
tinct groups:

1. Organic mulch customer.

These customers epitomize the title *“or-
ganic gardener” and they cannot seem to find
a mulch that is fine enough or black enough.
They love dark, rich organic matter and use
it liberally in all plantings. Generally, they
have tremendous gardens or equally impres-
sive results in the landscape. Many of these
customers are older and have used compost-
ed cow manure, leaf compost or other types
of humus-rich materials for many years.

IDENTIFYING MULCH CUSTOMER CATEGORIES

Color-enhanced mulches provide a low-cost way of improv-
ing a landscape without a major renovation. Credit: R. Tyler

They are usually willing to pay a premium to
obtain these products and are meticulous in
their work.

2. The traditional mulch customer.

These customers have been using forest by-
products for longer than they have been gen-
erally accepted as mulch. In fact, some of
these people feel so strongly about using
bark products only that they will not even
consider using anything else, so any sales

effort used in trying to convert them
to a new mulch is wasted.

Although pine bark and hardwood ‘
bark mulch products dominate this
category of customers, they some-
times can be ap-proached about other
semi-traditional mulches like cypress
or redwood mulch.

3. The commercial mulch customer,

Individuals responsible for main-
tenance at corporations often have to
care for large landscape areas that are
not generally viewed from up close.
These areas often are mulched with a
variety of materials, but especially
popular are wood chips and other
types of woody mulch products.

Recently, the introduction of color-
enhanced mulches has made quite an
impact in this market because of its
affordability and ability to offer addi-
tional color to some older landscapes
without complete renovation. The
color-enhanced mulches have caught
on and now architects are discovering
their value as they use different col-
ors to accentuate plantings of per-
ennials during the design phase.

Commercial mulch customers are
interested in experimenting with dif-
ferent color combinations to maxi-
mize the look of the entire landscape.

ADVANTAGES OF MULCH. With all of these
choices of mulch products and the types of
customers buying mulch products, let's not
forget why we first started using it. Beside
the design flare and aesthetic values, other
values associated with using mulch to
increase or maintain plant growth are listed
in the table on page 24.

One of the most acceptable definitions of

(continued on page 24)

ORGANIC CUSTOMER TRADITIONAL CUSTOMER COMMERCIAL CUSTOMER

What do they want? Plant performance, dark or Have old habits of adding mulch Are satisfied with utility mulch for weed
black color is best, want to add each year, tan is favorite color, supression, focus more on lowest
mulch each year, plant a lot of reluctant to change or try new cost, no preference on color
annuals and perennials color

Typical products Compost, double-shredded Hardwood barks, fir barks, Wood chips, single-shredded hardwood
bark mulch, bark fines hemlock barks, cypress muich bark, colored mulch

Typical market sector Gardeners, design/build firms, Medium-sized contractors, Parks and recreation, schools, muni-
firms with advanced horticulture garden sectors, private cipalities, public golf courses
degrees country clubs

Typical age Older, 40-80 Middle, 30-50 Younger, 20-40

Sensitivity to price Price not too important Price somewhat important Price very important

MAY 1995 @
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Introducing the new Plus Series from Stihl.

14% more power yields increased blade speed,

faster cutting, enhanced throttle response,

and greater sustained

STINL
TERRITORY

g power. If you're looking

to power through a tough job with a trimmer,
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brushcutter, edger, blower, or hedge trimmer,

we invite you to try the Stihl Plus Series and
STIHL

Pl”s experience the difference.

SERIES

For a demonstration, visit Stihl Territoryw

at your local Stihl dealer. Call 1-800-GO-STIHL

STIHL

for the dealer nearest you.
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Compost Digest

(continued from page 22)

mulch comes from Philip Craul’s book,
Urban Soil in Landscape Design (John
Wiley & Sons, Inc., 1992): “Any suitable
protective layer, organic or inorganic mater-
ial applied, left on or near the soil surface as

ADVANTAGES
Conserves moisture
Moderates temperatures
Reduces soil compaction from traffic
Protects soil from erosion due to falling
raindrops
Improves soil structure over time
Protects roots from mechanical injury
Increass soil fertility over the long run
Reduces the growth of weeds

DISADVANTAGES
1. Reduces gaseous exchange; suffocation
2. Rodent damage and root disease
3. Restricts evaporation of excess water

(Source: Adapted from Craul, 1993).

G0 1\t

®NOO

Table 1.

a temporary aid in stabilizing the surface
and improving soil microclimatic conditions
for establishing (or maintaining) vegeta-
tion.”

Note that a mulch does not necessarily have
to be organic in nature. Many rock-based
mulches are useful in walkways or for per-
manent mulches that are not re-applied
every year.

Some bad things do exist with all the
benefits associated with mulching. One of
the most common problems is over-
application of mulch, especially when it is
done late in the season.

When mulch levels exceed two or three
inches and when the mulch is mounded
around the base of the plant or tree, it forms
a natural habitat for mice, moles and voles.

If these varmints find their home before
winter sets in, they will use the tender,
moist bark or fleshy portion of the plant just
above the crown as their food source.
Obviously, this can result in some irrepa-
rable damage.

Beside the problem with varmints in the
mulch, other plants are sensitive to over-
mulching because it prevents them from
getting enough air. Some plants are prone to
soil-borne diseases like phytophthora root
rot, a condition of wet soils. Table 2 from

P

Rhododendrons

Azaleas

Dogwoods Mountain Laurels
Hollies Cherry Trees
Lindens Spruces

Table 2.

Craul identifies some problem plants to
consider when using mulch excessively. One
symptom of overmulching is the yellowing
of leaves without adequate cause.

Many garden centers now carry six or eight
mulches in bulk just to appeal to the contrac-
tor and the specific job they are performing.
When choosing mulches, consider the
variables discussed here and try to match the
right mulch with the right situation. Also try
to be open minded about different color and
texture combinations that could make your
next landscape intallation or maintenance
project an award winner! — Rod Tyler u

The author is a Certified Professional Agro-
nomist and free-lance writer residing in Me-
dina, Ohio. He is employed by BFI in Ober-
lin, Ohio.

DISCOVER
FAST, COMPETITIVE,
PROFITABLE MOWING

WITH WALKER

Lawn maintenance operators all across the country are discovering
the compact, maneuverable Mid-Size Walker Mower. The labor saving
Walker looks good whether your business is trying to produce
profit or is operating on a budget (usually cuts labor 1/2). Write or
call for a free brochure. Ask for a demonstration

WALKER MOWERS ==

WALKER MFG. CO. ¢ 5

5 E. HARMONY RD. ¢ FORT COLLINS, CO 8052
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For turf professionals
who demand exceptional
performance and value,
ESN precision controlled
nitrogen represents the

o0’ latest scientific
rachion Cont AN qdvancement that
improves almost every

aspect of your fertilizer program.

ESN puts precision in controlled release
fertilizer. The ability to create exacting longevity
formulations means fewer fertilizer applications
and uniform, highly consistent release of nitrogen
vital to the production of beautiful, healthy turf.

ESN minimizes initial growth flushes after
application thereby reducing the volume of

ritt Inc.

ESN is a trademark of

sen'ous about

ducing great turf.

We're serious about the
science to do it better.
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clippings produced and at the same time greatly
improving color. ESN is the only fertilizer with a
protective, water dispersible topcoat which
ensures quality and enables virtual dust free
application.

Much more than interesting new science,
practical applications and University studies across
the country continue to prove ESN’s ability to
outperform all other
fertilizer technologies on
the market today.

For more information,
including the name
of your nearest UHS
representative, call,
(800) 847-6417.

Magnified fully hydrated ESN “pearis”
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Your words are not falling
URN THEM INTO SOME OF OUR BEST IDEAS.
on deaf ears.

We know you feel more
pressure every year to use
product packaging that mini-
mizes worker exposure and

P container disposal problems.

That feedback shapes the
decisions we make. Like intro-
ducing the 15-gallon electron-
ic turfPak® And becoming
the only company whose major
products are all available in
closed delivery systems.

Each system limits worker
exposure, eliminates container
disposal, and saves you money.

It's the nature of Ciba to
let our research be guided by
the people who benefit from it
the most. Our customers.

That's why we spend so
much time keeping up with your

needs. While other companies

just try to keep up with us.
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Ruppert
Landscape
commands the

COVER STORY

respect of many
M people in the
WHAT MAKES Ruppert °, S
Landscape tick? More than llldllSTI:\'f()r IS

onecompetitorhas wondered

if the company has a magic Oumanding
formula for success. As one gr()“"th and hlgh

of the largest landscape firms

in the country, Ruppert con- S[andards Qf

tinuestoset new standardsof
excellence and financial per- [)elf()l‘mance. hg

formance that challenge most

companies in the industry. fOCUS on [)I‘Oﬁf
Ask this question of any and [)€()[)[€ W'i[[

Ruppert manager, and he or

she will respond without hesi- C()nfinue 1o d,'ive

tation: Ruppertticks because

of its people and its focus on g”()“'[h in rhe

growth.
Everyoneat Ruppertcounts. ﬁl lure.
Peopleare critical tothe com-
pany’ssuccessand they know . . Tk
i Ruppert’s swong compor- BY Susan Gibson

ate culture stresses quality,

hard work, profitability and personal achievement. None of

these elements works without the otherand allemployees know
that their hard work and dedication to quality will pay offintwo
ways: profits for Ruppert and future opportunities for personal
growth for themselves.

A MODEST APPROACH. Craig Ruppert, who started the com-
pany and currently serves as president, is quite modest about
Ruppert’s position among the leaders in the industry. While he
admits that the company plays aninfluential role, he asserts that
“we’re notanoriginal company, were just good implementers.”

During the early years, Craig and his brother Chris looked to
industry role models for guidance. “We've always paid atten-
tion to the many contractors out there who do so many things
better than us. This includes companies in landscaping and out
of it,” said Craig.

Learning from the leaders continues to be important to
Ruppert’s management. “What we're good at is paying atten-
tionto what's going on around us. We're not innovators. There
are great numbers of companies we’ve admired. We've learn

from and imitated them, which is a form of flattery,” he said.
Ruppert’s sentiments are echoed by others at the company.
Don Jarratt, vice president, director of the landscape manage-
ment division, said that the company's position of influence
requires constant evaluation of its programs and systems.
“Some people would say that we' ve become abenchmark in the
industry, butl canname 10 companies whodothings better than
we can. There are so many things we can learn from them.”

FOCUS ON GROWTH. Ruppert didn’t start out as an industry
leader. Actually, its roots are typical of many. Craig Ruppert
started the business in 1971 doing residential mowing and
maintenance work to earn money during high school.

“We did whatever people wanted. We didn’t even have a
truck. We walked the mower to the houses and cut the grass,”
he explained.

A few years later, he hired his brother Chris as the first full-
time employee. By the late 1970s, Chris had three or four
employees, a few mowers and a pickup truck. He actively ran
the business, focusing on administration and sales. When Craig
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joined full ime in 1980, the brothers reversed roles and Chris
took on the production aspect.

With both brothers turning their energies into the business,
steady growth became a regular part of Ruppert's business.
I'hey perceived that commercial work offered abetter prospect
of business and they gradually moved away from residential
work and into commercial projects.

The company now concentrates on landscape installation
and maintenance, but does not do design/build work. “In the

commercial market around Washington, there are plenty of

good landscape architects and designers,” explained Chris
Davitt, vice president, director of the landscape installation
division. “There is not a great need to provide design work in
this market like there may be in other cities.”

T'he early years. especially. showed a phenomenal rate of
growth. Craig Ruppertestimated that the average rate of growth
for the last 10 to 15 years has been 32 percent. In the last five
vears, growthaveraged closerto 20 percent. “While our growth
rate is slower now, our revenues are bigger and our goals
continue to get higher,” he pointed out.

LAWN & LANDSCAPE MAINTENANCE *  MAY 1995

Good people are the
asset that drives
Ruppert's success.
The executive team
oversees day-to-day
operations (leftto
right): Chris Davitt,
Ken Hochkeppel, Craig
Ruppert, Chris Ruppert
and Don Jarratt.

Photo credit:
RonCeasar
Photography,
Washington, D.C.

RUPPERT LANDSCAPE

COMPANY INC.

HEADQUARTERS: Ashton, Md.

BRANCHES: 10 branches in Maryland, Virginia
and Georgia, split equally between landscape
installation and landscape maintenance services.
ESTABLISHED: Started in early 1970s by Craig Ruppert
as a part-time job; incorporated in 1977.
PRIMARY SERVICES: Full-service commercial
landscape installation and management (approximate
50-50 split in sales volume); irrigation management;
wetlands mitigation through its environmental division.
1994 SALES: $26 million
1995 PROJECTIONS: $30 million
NUMBER OF EMPLOYEES: Approximately 350
year-round, full-time; 500+ in peak season. About 58
percent of employees are in the maintenance division.
OWNERSHIP: Craig and Chris Ruppent
(brothers), 50-50 split.

MANAGEMENT PHILOSOPHY: Be a leader
in the landscape industry by being an aggressive,
efficient and profitable landscape company. Provide
quality work and consistently exceed our customers’
expectations. Provide an atmosphere where company
personnel can achieve their personal goals
through the organization.

GROWTH PATTERN: Average rate of growth for last
10 to 15 years is 32 percent; averaged closer to 20
percent growth in the last five years.

FUTURE CHALLENGES: Continued growth
by expanding into other markets.

CRAIG RUPPERT: Age 41, president. Started the
business while in high school, doing residential
maintenance. Hired brother Chris as first full-time
employee in mid-1970s.

CHRIS RUPPERT: Age 43, vice president. Initially
ran the business, handling administration, accounting,
estimating and sales. Switched roles to production
when Craig joined the company full time.
CHRIS DAVITT: Vice president, director of the
landscape installation division. Started with the
brothers at age 11 doing odd jobs and working into a
full-time position in 1981 after attending college.
Handled maintenance and company
operations until 1993.

DON JARRATT: Vice president,
director of the landscape management division.
Joined Ruppert full-time in 1985 after serving three
cooperative intemships in the landscape contracting
program at Mississippi State University.

KEN HOCHKEPPEL: Vice president, chief financial
officer. Joined Ruppert in 1987, later served as branch
manager for both installation and management.




Ruppert recently expanded into the Atlanta
market after winning an initial $4-million con-
tract from the Georgia Department of Transpor-
tation. Future plans call for careful moves into
other “Ruppert-type™ markets. Davitt defined
those markets as areas with “plant material simi-
lar to what we're used to working with so there
1s no learning curve, a population big enough to
support the market for services and an area that
appreciates landscaping,”

Davitt said that any decision to move into a
new market will be based on the area’s long-term
potential. “Once we’veinvested indeveloping a
reputation forcustomerservice, it makes sense to
stay and let that investment pay for itself.”

The company culture is so closely aligned
with growth that the thought of standing still
does not compute with Ruppert managers. “One
of ourchallenges is continuing to grow, because
so many good people want to advance and play
abigger role in this organization,” he explained.

Craig Ruppert characterized the company’s
operating philosophy as “conservative,” withan
eye for steady growth of profits and cautious spend-
ing practices. “We're conservative on how we
spend, on what we buy, on how long we keep our
equipment. For instance, we maintain our ve-
hicles in excellent condition and keep them for
years, instead of buying new ones.” The company
maintains approximately 180 licensed vehicles.

This prudent outlook, coupled withambitious
growth plans, has been the key to Ruppert's rosy
profit picture. “We've always been profitable,”
Craig recalled. “Profit is important to us and

everyone hereis focused onit. They are aware of
it as a top priority because profit makes our
growth possible, itmakes good customer service
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possible and it makes long-term personal oppor-
tunities possible for the employees.” He esti-
mated that the firm is quite profitable compared
to industry averages.

DRIVEN TO IMPROVE. One factor that contrib-
uted to Ruppert’searly growth wasits location in
the busy market surrounding Washington, D.C.
This growing area includes several large com-
petitors experienced in commercial landscape
contracting.

*Actually, we were fortunate to be located in
a market that is as well developed as ours,” said
Craig. “There is plenty of good competition in
this market. I would say in the early 1980s,
Washington was amarket ahead of several others
froma professional landscape contracting stand-
point. The market was strongly developed and
there was an appreciation for landscaping.™

The brothers looked to the market leaders as
models. “In our market, Chapel Valley Landscape
established the standards for work. Many area
firms conformedtothose standards orattempted to.
Looking back, thismade us all better companies.”

Like other owners in the landscape industry,
the Ruppert brothers learned from experience.
The business of management and leadership
doesn’t come easy, and they leamed to look for
guidance anywhere they could find it.

“We've grown up quite a bit over the years,”
recalled Davitt. “When [ joined the company in
1980, we didn’t know a lot about personnel
management. We justlead by example and ruled
with an iron fist. Later, we brought in manage-
ment consultants and learned a lot from them.
We realized that we had much more to learn.”

Exposure to the new theories of business
resulted in a corporate cul-
ture that holds its own with
any progressive company.
Many elements are at the
cutting edge of the quality
movement, and some incor-
porate the most successful
principles of Japanese man-
agement: people as the most
valuable asset. kaizen (con-
stantimprovement) and just-
in-time production, to name
afew.

Ruppert used manage-
ment consultants to provide
training in the Deming ap-
proach to quality. This has
built a strong focus on cus-
tomerservice and work qual-
ity, as well as an intensive
educational system.

“If we're going to have
enough growth to provide
opportunities for the people
in our company, then we

(continued on page 32)

A clean, professional
image has been part of
Ruppert's operations
since its early years.

HAVE YOU
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UPTO
WIN

L

Don’t miss an
opportunity to win
$20,000 in
professional
products . . . turn
to page 51 for
information on

LLM's 1995

Sweepstakes.
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(continued from page 30)

managers havetoeducate ourselves,” said Jarratt.

The organization doesn't operate with spe-
cialists — it expects everyone to function as
generalists. “The managers know that their jobis
to develop people that work for them. Personnel
management is everyone's job. Customer ser-
vice is everyone’s job.” Davitt said.

This has lead to a culture where managers fre-
quently change roles, question established ways
of doing things, devise systems of measuring
progress and constantly search for ways to ac-
complish goals better. “We're driven to suc-
ceed,” he added.

Driven is a good term to describe Ruppert's
employees. “More than anything, I'd say our
culture is a group of solid, hardworking people
focused ona primary goal: tosatisfy ourcustom-
ers through quality work and be profitable,”
Craig explained. “We are intense in a lot of
respects. We bringalotofenergy and motivation
to the job.”

Ruppert insiders sometimes use the term
“Ruppertized" to describe someone who under-
stands the corporate culture. “We have asense of
urgency, of hustle, that is contagious,” Davitt
pointed out. “New people in the company feel a
certain pressure tocarry their weight. The longer
you're here, the more understanding you have of
our culture and the more lessons you learn.”

Admittedly image conscious, Ruppert man-
agers sometimes wonder at the company’s per-
ception within the industry. From the start, the
brothers stressed a good image through clean
trucks, neat employees, quality work and an
attitude of “hustle.”

As the company grew, its image blossomed
intoone of a standard for professionalismand in-
novation. Craig Ruppert agreed that the com-
pany strives for professionalism in every way,
but does not feel it is particularly innovative.
“We're looked at like innovators, but I think
people assume we're different than we are. We
focus intently on the day-to-day operations, the
nuts and bolts of running a business.”

He stressed that this focus on production is not
without an eye to the future. “While it's impor-
tant to plan, it’s most important to get that grass
healthy and get those trees planted on time.”

CAREER PATH. I'd say ourbiggestchallenge is
keeping good people,” said Jarratt, who also
oversees employee development and recruiting.
“I'd also say our proudest accomplishment is
virtually no tummover of our top management.”
“People ask me how we hire good employees
and my answer is always the same — there’s
always a way to do it,” Davitt explained. “You
can grow and you can get good employees.
Some people are looking for the equation that
will make iteasier, but 1don’tknow of one — just
work hard to get good people, appreciate the
employees you have, and listen to them.”
While Ruppert does experience turnover, itis
mostly at the crew level and the rate is “probably
lower than the industry average,” Jarratt noted.
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New employees enter a training program de-
veloped to give them the tools they need to
succeed on the job and to help them achieve as
much as they can within the firm.

[t starts with the “Ruppert Values™ brochure,
which explains the company’s mission, its ex-
pectations of customer service, the meaning of
hard work, the importance of saving money and
the value of projecting a good company image.

The employees then get a punch card that
records any of the 44 courses offered in the
training system. Everyone attends orientation
classes on the company’s values, history and
structure. For field workers, additional orienta-
tion courses mix field and classroom study.

Production workers get two more classes on
customer service and general safety techniques.
Landscape installation crew members thenstudy
basic landscape planting (one hour in the field
and one hourin class). Maintenance crew mem-
bers review equipment operation (in the field
and in class).

Theoretically, an employee could complete
the entire series of classes in one month, but it
typically takes about two years with changes in
season. The series covers topics in Ruppert’s
internal curriculumon hiring, management tech-
niques, pruning, backhoe operation, time man-
agement for production workers, time manage-
ment for managers and many other subjects.

The large number of Hispanic workers em-
ployed by Ruppert necessitated the develop-
mentofaninternal English curriculum for Span-
ish speakers. The language barrier has chal-
lenged Ruppert managers in their dedication to
providing clear and open communication with
allemployees.

Eachofthecompany’s 10branches offersele-
mentary and mid-level English speaking classes
that employees can attend at night. In addition,
all company correspondence, including an em-
ployee newsletter, are printed in both English
and Spanish. The emphasis on learning English
gives employees the opportunity to pursue a
career path in the firm,

“We decided to teach English because our
customers speak English,” Jarratt explained.
“Learning English will help our Spanish-speak-
ing employees in their lives outside of work.”

Several Spanish-speakingemployees “onthe
cuspof promotion” were offered participationin
an advanced English course. “This was out of
house at the university level,” Jarratt said. “The
language barrier was holding these people back
so we gave them a six-week English-language
immersion program.”

The company’sannual field day brings togeth-
er all employees for competition and fun. Last
year's program featured a local Spanish celeb-
rity fromatelevision show in Washington, D.C.,
asthe keynote speaker. According to Jarratt, the
decisiontoinvite the speaker was made as part of
the philosophy that it is “important that the
Spanish-speaking employees feel the company's
commitment to them.”

The presentation was entirely in Spanish,
which was a switch for the English-speaking

{continued on page 34)
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workers. “Itgave us an appreciation for the kinds
of things (the Spanish speakers) have todeal with
every day,” Jarratt explained.

SHARING KNOWLEDGE. Communication is a
continuing struggle, especially asthecompany con-
tinues to grow, Jarratt pointed out. One new tool
that managers rely on heavily is the computer.

Ruppert operations have evolved into a sys-
tem that tracks resources, operating expectations
and actual performance. This information is
shared among all 10 branches. The 10 branch
managers are equally divided between landscape
installation and landscape management, with
one branch handling all irrigation management
projects.

The tracking system is especially critical be-
cause Ruppert has stressed individual autonomy
and responsibility foreach branch manager. “Our
branch managers are like individual business
owners,"” said Davitt. *They have as much au-
tonomy and authority as possible.

“We see them as ‘mini-Ruppert’ companies
—they hire theirown people, set theirown bonus
programs, sell and estimate their own work and
determine theirown margins. One manager may
be bidding for a lot more work than another
branch — that’s his decision.”

How does corporate management fit into this
arrangement? “We give them guidance on mar-
gins and we share information with them,” he
explained. “We want them to be individual, but
we also don’t want them to have to relearn some
mistakes another branch made. Therefore, we
give them guidance from the top.”

Davitt continued: “There are thousands of
lessons we’ve learned through the years, and
we've learned more as we've let managers grow
into their jobs. Our challenge is to find a way to
pass along all those lessons. We may be learning
something today in Maryland that should be
passed along to our branch in Atlanta. Keeping
the communication lines open is key, and creat-
ing asystem that can be made intoa management
tool to be used everywhere in the company is the
challenge.”

Ruppert reinforces its training and support

programs with an annual management develop-
ment day, when approximately 200 people in
management meet for brainstorming, presenta-
tions and panel discussions with customers. “We
hear a variety of customers and find that it’s a
tremendous learning opportunity to know their
views,” said Jamatt.

Customersare surveyed annually on Ruppert's
service. “We've had customer focus groups that
discussed our rating system and they told uvs
what kinds of questions we should be asking,”
Jarratt noted. “We'd like to hold at least one
focus group at each branch yearly.”

Ruppert management also remains commit-
ted to the principle of “generosity of informa-
tion.” Craig Ruppert explained: “We believe
that autonomy is created through information
sharing, and we are quite open with our financial
information. We share financial statements with
employees on a regular basis.”

He believes thatsharing informationis neces-
sary foremployees tounderstand the company's
mission. “This empowers them and they start to
think like managers and owners when they un-
derstand the big picture.”

SHARING POWER. Ruppert's rapid growth has
forced its managers to wear many hats over the
years, but the hardest one todon is that of people
manager, they agreed. Thekey, they alsoagreed,
was good communication.

“Sometimes the absolute hardest thing todojis
torealize that my jobis creating an environment
that makes people want to work hard for the
company,” said Davitt.

Jarratthasseenthe company emerge from the
entrepreneurial stage into a corporate entity
“Typically, the entrepreneur by nature is rather
domineering,” he reflected. “Instead, we have a
team of managers that works well together.”

Aspresident, Craig Ruppertbelievesitiseven
harder to stay attuned to the nuances of the
workplace in a large company.

“I"m the last one to know things sometimes.
I've found that when you're in a position of
leadership, people tend to tell you what they
think you want to hear. [ have to listen carefully

continued onpage 1 14)

Ruppert employees gather at the annual field
day for installation and maintenance
competition, special programs and fun.
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What makes you so tough?

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

There when you need it

The new Super Boom is built tough
to work when you need it. The drive
chains never need routine adjustment
and the Advanced Warning System
keeps you informed of all major
functions. There's also a new electrical
system with reduced connections and
new hydraulics with a better routing
system. The new Pick Up 'n Go™
universal attachment system will get
you hooked on this machine for any
tough job.

Built to last
The new Super Boom is built strong
to last. It has a tougher boom and frame

to handle the heavy loads and massive
loader pins for long life in any
application.

Easy to service

The new Super Boom is built
intelligently for easy maintenance. You'll
have quick access to all the routine
service points with the boom down.

And, if it ever needs major repairs,
the entire boom and cab tilt forward for
the best engine and transmission access
anywhere.

USE READER SERVICE §68

Best in productivity

The new Super Boom is still the best
for productivity and safety because of its
superior boom reach, lift height, lift
capacity and stability.

So, what makes the New Holland
Super Boom™ so tough? Reliability,
durability and superior performance.
Models range from 30 to 60
horsepower, including the new [.X485,
1865 and LX885.

Stop by your New Holland dealer
and put the toughest skid-steer loader
on the market to work for you. Working
together, we'll help you build up your
business.

%
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LANDSCAPE MANAGEMENT

No-Nonsense Plantin

Benefits Trees and Shrubs

Proper selection to match the site, sensible

handling and common-sense feeding techniques
give trees and shrubs the essentials for healthy growth.

by Steve and Suz Trusty

Select plant varieties that will thrive in a particular landscape setting. Photo credit: S. Trusty

BECAUSETINY acomns grow into
mighty oaks in a crowded forest, it
should be easy to plant more ma-
ture, nursery-grown trees and shrubs
— right? Actually, it's a complex
task. Consider the numberof mighty
oaks in that forest compared to the
hundreds of acorns produced by a
single tree.

Matching anappropriate plantto
site conditions and planting it prop-
erly takes horticultural knowledge,
a flair for landscape design and
some demanding physical labor

The first step in the process is
determining the basic characteris-
tics of the landscape and their suit-
ability for planting.
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CHECK THE SITE. Use a shovel or
soil probe to “pull™ samples from
the proposed planting sites. Exam-
ine the texture todetermine its suit-
ability for supporting the growth of
various types of trees and shrubs.,

Soil testing can determine soil
texture more precisely and will iden-
tify the pH level and any nutrient
deficiencies.

Soil texture will affectboth water
infiltration rates and drainage. Some
plants prefer“‘wetfeet;” othersthrive
inmuchdriersoils. Many plants can
withstand long periods of heavy
rain as long as the soil drains suffi-
ciently to avoid puddling around
the roots.

Inthe same yard with similarsoil
properties, low areas will be wetter
and high areas drier. To check the
drainage of aspecificsite.digahole
to the appropriate depth and fill the
hole with water. If any water is still
standing after 24 hours, additional
drainage will be required for all but
the moisture-loving plants.

Use the site “basics™ o narrow
down a range of possible plant
choices, thenmove to the specifics.
Will the plant be evergreen or de-
ciduous? What is the preferred
mature heightand spread? Isaslow,
medium or fast-growing plant pre-
ferred? What specific features are
most important: overall hardiness;

USE READER SERVICE 78

seasonal bloom:; plant form:; leaf size
or shape; fruit production; insect
and disease resistance; low mainte-
nance: winter color or branching
formation; or shading or wind
blocking ability? The plant’s con-
tribution to the beauty and usability
of the overall landscape should also
be considered.

Evenafterthis weeding-out pro-
cess, there can be many plants that
would be appropriate. The final
decision may be based on personal
preferences and availability,

SELECT THE PLANTS. Once the
plant variety has been selected, the
actual plant must be chosen, Here
again, there willbe multiple choices
depending on the plant vanety,
desired plant size, region of the
country and season of the year.

Some plants are best harvested
during the dormant period or when
growth is just beginning: some are
best planted in the fall: other plants
canbe harvested and planted nearly
any time the soil can be worked
Check with local sources for the
preferred timing for specific plant
varieties.

Smalldeciduous treesand shrubs
may be available in bare root form
for planting in the late winter or
early spring. These plants are either
dormant or just beginning to grow
There is no soil around the roots,
but they may be packed in 4 mois-
ture-holding material and wrapped
or bagged in plastic.

Smalltomedium-size evergreen
anddeciduous plants may be avail
able incontainers. These plants will
be growing actively during their
normal growing period and dor-
mant during their normal dormant
cycles. Containers can be baskets
or pots made of fiber, metal or
plastic. Because little root disrup-
tion oceurs, container-grown plants
can be planted successfully any-
time except when the ground is
frozen or during intense heat

Medium to large plants may be
balled and burlapped (B&B). These
plants have been harvested from
growing fields and their roots and
the surrounding “ball” of soil are
wrapped in burlap. The burlap will

(continued on page 43)
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Tree care—giving
trees a helping hand.

Sensible tree care saves trees, time and money, if it is done
correctly. Besides ensuring that trees remain healthy and
vigorous you also create a more beautiful tree with an indi-
vidual character typical of its species. This gives a great deal
of pleasure, as well as long-term savings.

Tree care requires an understanding of pruning tech-
niques and how to control shoots and branches, but it also
calls for imagination and the ability to visualise the tree as it
will look in the future. And of course you need the right
tools. This is where Husqvarna comes in, with a full range

of quality tools.

Types of pruning
As far as pruning is concerned, there are three phases in the
life cycle of a tree that determine the choice of method:

Establishment pruning is carried out when a tree is plant-
ed in a new environment. It is designed ro adapt the tree to
its new surroundings, and includes removing and repairing
any damage that has occurred during transport.

Growth pruning is the most important form of pruning.
This is done while the tree is growing, between 1 and 10
years. This is when the tree develops the individual character
of its species, which gives it a stable and beautiful form when
it matures.

Maintenance pruning is carried out on mature trees and
is a continuous process of controlling and removing undesir-
able, damaged or wayward branches, as well as thinning out

the crown.

Pruning procedure
The following are general hints and may be adapted to suit
your own ideas or plans.
* Study the growth pattern of the tree and the shape of the
crown.

* Remove any dead, damaged or diseased branches.

Choose a leading shoot (straight continuous shoot with a tip).

Remove badly positioned branches.

Remove double stems.

* Remove stem shoots.

Prune the stem if necessary.




Give yourself a
twentyone feet reach
without lifting a foot.

The Husqvarna 250PS is a highly effective hydrau-
lic pruning saw with a powerful two stroke engine.
[t lets you limb and prune in safety while keeping
your feet firmly on the ground. The equipment
is light and easy to carry, so you can move quickly
from tree to tree. It is carried in a comfortable
harness on your back. The weight is spread across
your hips and shoulders to give you maximum
freedom of movement. The 250PS has vibration
damping and is very convenient to work with.
Choose between four different shaft lengths,
2, 3, 4 or 6 meters. All have automatic chain lubri-
cation and are electrically insulated. Always check
local regulations and requirements before carrying

out any work near current carrying cquipmcnt.

The shaft can be connected to
other hydraulic sources, for
example on a raised working
platform. A special valve unit
adjusts the pressure and flow
rate from the external source.
Flow is controlled manually
using a hand control that clips
onto the shaft.

-
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With the aid of a special adapter the 250PS can also
be combined with shaft-mounted loppers.

When cutting branches it is often necessary to make several cuts
to prevent splitting. The cutting head of the 250PS and 235P is
Jointed so that you can easily adjust it to the desirved angle.
When you cut a branch close to the trunk it is important to leave
the collar. This is a natural defense feature of the tree
and helps the wound heal over.



| The 235P is available with two different cutting heads; scissors or blade.
Scissors are best for high precision work. A blade is more suitable
[or use at full stretch or for thinning dense bushes.

The 235P can cut
branches up to 1.5 inches
(40 mm) in diameter,

Quick, convenient
pruning with
minimum effort
and expense.

The Husqvarna 235P is a very fast and effective
hydraulic lopper. It is easy to use and can be
carried comfortably. The harness is easy to put on
and spreads the weight evenly over a large area.
The powerful engine, which is mounted on steel
springs to minimise vibration, is also very fast.

It takes only 0.9 seconds to accelerate from idle

to finished cut.

Economical and flexible
The system is very fuel efficient because the engine
runs at idle speed most of the time. The 235P can
be fitted with two different cutting heads and two
different lengths of shaft; 2 or 4 meters. The shaft

is very light and easy to handle.

On both the 250PS and
235P the throttle control
can be positioned anywhere
along the shaft. This en-
sures a comfortable working
position and saves you
/,nn'ing to move your feet to
reach different heights.

When you cut a shoot you should prune it as close to the
bud as possible, without damaging it. The same applies
when pruning a side branch. Cut as close to the main
branch as possible without damaging the collar.



Husqvarna's
world-famous
chain saws.

over the world. Many of our design solutions have
set the standard for other manufacturers.

Our comprehensive range of chain saws in-
cludes over 20 models. Everything from handy and
compact electric saws up to powerful machines
for the toughest of environments. At Husqvarna
we guarantee you will find a saw that meets your

needs.

Perfect for tree care

Because of their lightweight construction and
smooth sides you can use our saws in the most
restricted of spaces. They have excellent vibration
dampening and are very easy to start. Smart Start
is one feature that is invaluable when working on a
raised platform. Husqvarna saws also have inertia-
activated chain brakes.

For tree care we would particularly recommend

the Husqvarna 42, 257 or 394XP, each equipped

with Smart Start.

Smart Start

A decompression valve
makes our saws extremely
easy to start. Gentle fore-
[finger pressure reduces the
compression, so there is
very little resistance when
you pull the starter.

Husqvarna 42

The chain saw with the best power-to-weight

Air Injection
Many models are available with Air

ratio in its class. Light in weight, with a slim body. Injection, Husquarna's revolutionary

Smart Start and a combined start/choke control air filtering system.
ensure quicker, more reliable starting.




Husqvarna
quality
in every detail.

Practical and reliable hand tools are just as import-

ant for the tree surgeon.

Our hand tools are the result of just as much

-n--vu-n-uunvn

attention to detail as we lavish on our forest and
garden machines. Extensive experience and con-
S tinuous product development have raught us what
it takes to make products of world class quality. You

4 will not be disappointed by a Husqvarna hand saw.

Our bow saw has an adjustable blade that you can set to the
requived angle for easy pruning and limbing. The saw is solidly
constructed and has a point hardened blade.

The folding pruning saw is very versatile and convenient enough

to carry anywhere.

This pole saw with bark knife has a curved blade with a hook at
the tip. The hook can be used to attach a line with which to apply
greater pressure during cutting. The bark knife is used to cut the
bark before you begin sawing, to prevent it flaking off when the
branch falls. The blade is impulse hardened. The telescopic shaft
can quickly be extended from 8 to 16 feet.



Husqvarna 250PS and 235P are highly effective hydraulic
pruners that are very convenient to work with. Both feature Hus-

qvarna's renowned attention to performance, durability, ergonomics

and safety.

Quick couplings on hoses ensure
rapid connection of the shaft to the
engine. A feature that also simpli-
fies transport and gives added flexi-
bility. With the addition of spe-
cial valve unit the shaft can be con-
nected to an external hydraulic

Lightweight harnesses are very easy to put
on and spread the weight evenly over a
large area. The broad hip belt carries
most of the load and allows you to move
your arms freely. Engines are well insu-
lated and mounted on a generously pad-
ded, ventilated back support to eliminate
irritating vibration.

Source.

There is a choice of two cutting
heads for the 235P (scissors or
blade) and two shaft lengths

(2 or 4 meters).

The 250PS is available with a
choice of four shaft lengths; 2, 3,
4 or 6 meters. All are lightweight,
versatile and convenient to use.

MAX. NOISE
CYLINDER VIBRATION SHAFT WORKING ENGINE
POWER NO LOAD POWER/

VOLUME RPM PRESSURE RIGHT/LEFT LENGTHS PRESSURE WEIGHT

3.0 cu. in. 1600 PSI 34GPM | 1761bs
LRl (49co) |21KWRShp| 11.000rpm | 106/964BA | 30B0mIS | 2-6m | (30par) | (13Umin)| 8Okg

2.2 cu. in. 1600PSI =~ 20GPM | 16.5 Ibs
PELIN "o (13kW/18hp 10500 rpm | 106/92 dBA 2-4m (1MObar) | (75 Umin)| 75 kg

All figures obtained from our R & D department. Time-weighted sound levels according to applicoble CEN-stondards.

HUSQVARNA OPERATES A POLICY OF CONTINUOUS PRODUCT DEVELOPMENT AND RESERVES THE RIGHT TO CHANGE DESIGNS,
SPECIFICATIONS AND EQUIPMENT LEVELS WITHOUT PRIOR NOTICE. ALL PRODUCTS THAT HAVE MOVING PARTS CAN BE DANGER-
OUS IF USED INCORRECTLY. PLEASE READ THE INSTRUCTION MANUAL CAREFULLY

\a BiHusqvarna i

FOREST & GARDEN

106 32 10-27 94.06




Trees & Shrubs

(continued from page 36)

be secured by pinning nails, staples,
twine or any combination of these.

B&B plants may be moved di-
rectly fromthe field to the planting
site or placed in a nursery or land-
scape holding area where the root
balls are mulched to protect them
fromdryingout. Larger B&B plants
may be placed in wire baskets to
simplify theirinstallation.

Some B&B plants, held for later
planting, are placed in containers
andhave theirroot balls surrounded
with a planting mix or mulching
material.

During all but the hottest time of
the growing season, larger ever-
green and deciduous trees may be
harvested from the field with a tree
spade orother tree-moving machine
for transport directly to the site.

B&B and plants dug up with tree
spades do undergo some root dam-
age during the harvesting process,
but generally can be planted during
the same periods as container-
grown plants.

The type of plant “packaging™

preferred may also be influenced
by cost. Obviously, small bare root
plants will be the least expensive,
with plant costs rising depending
on the size,of the plant, the plant
growth rate and market demand,
Whichever type of packaging is
chosen, look for a healthy plant.
Trees should have straight trunks
and even branching, Shrubs should
have well-spaced stems that are
fairly even in size. Avoid decidu-

making a well-balanced “circle™
around the perimeter of the plant.

PREPARE FOR PLANTING. All
trees and shrubs should be planted
at, or slightly above, the level at
which they were growing in the
field or in the container. By close
examination, you'll be able to de-
termine the slightcolorchange that
marks that level on the tree trunk or
shrub stems.

YRS
The type of plant ‘packaging’
preferred may also be influenced by
cost. Obviously, small bare root plants

will be the least expensive.
b Tl gy

ous and broad-leaved evergreen
plants withscarred or scuffed trunks
and branches. Avoid needled ever-
greens with uneven form and bro-
ken branches.

Examine the root development
of bareroot plants. The roots should
be flexible, have multiple develop-
ing “rootlets™ and be evenly formed,

The native soil fromthe planting
hole may be amended to form the
backfill and a shallow below-plant
layer when planting shrubs. Use
from 25 to 50 percent sphagnum
peat moss to amend the soil for
acid-loving plants; the same amount
of compost or other organic mate-
rial for shrubs requiring a more

neutral pH. During normal grow-
ing conditions, the fibrous roots of
shrubs will root through the
amended soil into the native soil
within six to twelve weeks.

Don’tamend the native soil when
planting trees. Since the eventual
root growth must expand far bey-
ond the original planting hole to
support proper tree growth, theroots
must begin growing actively in the
native soil as quickly as possible.

Forbareroot, B&B and container
plants, dig the hole deep enough so
the plant will be set at the correct
depth. Make the width of the hole
between two and three times the
spread of the plant roots and keep
the sides of the hole perpendicular
to the soil surface, If you'll be
amending the soil for shrubs, re-
move a portion of the native soil at
the base of the hole and replace it
with amended soil. Tamp the soil
down well.

The planting hole for trees and
shrubs planted with a tree spade is
usually dug by the tree spade be-
fore the plantis dug. The size of the
hole and the size of the root mass
are then matched.

LANDSC APING

Wark Order/Invoice

How

your business

1001

\

= MASCAAL CONTRASY

LAWN & LANDSCAPE MAINTENANCE

*  MAY 1995

to grow

45



FORM FOLLOWS FUNCTION

SET THE STAGE for success by choosing the right plant for the site in
the first place. There are two basic methods of approaching plant selec-
tion. One is determining the best site for a preselected plant, as when a
customer wants a specific plant or even a specific variety of a plant
included in the landscape. The other, more typical, method is determin-
ing which plant is best suited to fulfill the functions of the design and to
fit the site’s conditions.

Each tree or shrub in the landscape should have at least one purpose.
Other contributions are a bonus. For example, a tall, spreading, decid-
uous tree might be chosen primarily for its shade. Excellent leaf color in
the fall and an interesting branching structure and bark pattern would be
bonuses. An evergreen shrub might be selected to screen trash contain-
ers, but also would add color to the winter landscape and shelter for
birds and other wildlife.

Trees and shrubs are the most permanent components of a site. In
today’s mobile society, few homeowners stay in one residence for a
lifetime; many move every two to five years. Shrubs may live for 10 to
50 years; trees for 20 to over 100 years. The landscape “fit” is critical,
especially because these sturdy sentinels can outlast the property’s
structures and even multiple generations of human inhabitants. A well-
placed mature tree makes a statement about the foresight and expertise
of the one who planted it.

Keep in mind that tree roots may expand out half again beyond the
width of the tree’s spread and may eventually cause damage to hard-
scape within that circumference.

If the tree must be situated in a location where this is a potential
problem, consider using physical or chemical tree root barriers during
installation. These barriers force young roots downward or inhibit their
growth in outward directions.

Once the main and secondary functions of a plant are determined, the
next step is matching the plant to the site conditions. Many elements
must be considered, including soil type (sand, clay, or loam); nutrient
and pH levels; temperature extremes and patterns; natural moisture pat-
terns; drainage; the amount and intensity of sun and shade; prevailing
seasonal winds; existing structures, hardscape features and other plants;
and any anticipated changes to the landscape that might alter the site or
its microclimate.

Just as with turfgrass, it’s best to avoid monoculture. Choose a var-
iety of trees and shrubs to avoid excessive damage to the overall land-
scape due to extreme weather conditions or a plant-specific insect or
disease infestation. Diversity also brings more interest to the setting by
allowing plants to accent and complement certain features of other plants
with variations in color, texture, form, shape and pattern.

The United States Department of Agriculture has established
hardiness zones based on temperature extremes. Plants are listed as hardy
within a range of these zones as a good starting point.

Local university horticultural departments, extension services and
nurseries can recommend the specific cultivars that perform best under
regional conditions and that are less susceptible to the area’s pest and
disease problems.

Use a shovel or spade to score
and rough up the sides of the plant-
ing hole. This allows easier entry
for newly-developing roots.

Check the plant height compared
to the surrounding ground level by
placing a straight board across the
hole. Adjust the cone height and

width as necessary for positioning.

Hold the plant in place and gen-
tly backfill the hole to approxi-
mately one-half its depth. Fill the

hole with water. Allow the water to
soak in, then use a probe or shovel
handle to clear away any air pockets
the water hasn’t already removed.

With all plants, check the angle
of the plant, turning it to create the
best effect, and adjusting the hole
“level” before planting.

Treerootbarriers canbeinstalled
atthis time. These semirigid plastic
strips can be placed along side-
walks orother hardscape, or shaped
around the planting hole of young
trees. Make sure the placement of
the barrier is not too close to con-
strict the root ball.

PLANT BY ‘PACKAGE." Planting
methods will vary somewhat ac-
cording to the type of “packaging”
that is provided for the plants.

On bare root plants, remove the
packaging and trimaway any dead,
damaged or broken roots. Soak the
roots of bare root plants for at least
an hour (up to 24 hours) before
planting. A liquid root stimulator
may be added to the water during
the soaking period.

Buildarelatively wide “cone” of
soil that extends upward at the cen-
terof the planting hole. Position the
plantroots evenly around the cone.

Trees and shrubs play a major,
long-term role in the function of a
landscape, sometimes living for
50 to 100 years. Credit: Trusty
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FILLING THE HOLE. Carefully fill
intherestof the hole, making sure the
plant remains at the proper level.
Probe the soil again to remove air
pockets. Water thoroughly and af-
ter the water soaks in, probe again
for air pockets.

In heavy soils and chronically
wet areas, the top “finish” of the
hole may be rounded above the soil
level, sloping gradually away from
the plant back to the soil line. But,
even this final soil level should be at
— or slightly below — the previ-
ous soil level.

In sandy soils or chronically dry
areas, form a slightly depressed
“basin” around the plant, leaving a
higher soil ridge around the perim-
eter of the basin.

Thisbasin will catch natural rain-
fall and trap the irrigation water to
ensure adequate moisture during
those critical early weeks of estab-
lishment. If rainfall becomes exces-
sive, simply cutan opening through
the trench to allow water to escape.

For container plants and B&B
plants, the base of the planting hole
should be flat or slightly raised in
the center to ensure that the plant
“sets” properly. Water these plants

(continued on page 48)
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Superintendents and turfgrass
managers are hailing ConSyst®, their
all-purpose fungicide. . .saying it is the
only fungicide they have used that will
control so many diseases at so low a cost.

Mang have found that, by using Con-
Syst™, they get better control for half

Call Us!
1-800-621- 5208

We'll tell you why ConSyst® is truly the all-
purpose fungicide and we’ll prove to you'how
ConSyst® is a better value while giving you

superior disease control.

P.O. Box 900 -

Alpharetta, GA 30239 -

GRADUATE
to the
ALL-PURPOSE
FUNGICIDE,

ConSyst

the chemical cost.

ConSyst® fungicide is both curative
and preventive to a broad spectrum of
common and resistant diseases. It is also
fungistatic to many diseases including
pythium. And now it carries a new non-
restrictive EPA label.

REGAL

CHEMICAL COMPANY

404-475-4837

USE READER SERVICE #112




Trees & Shrubs

(continued from page 46)

well the day before planting to ensure cohesion
within the soil mass.

Always remove plants from plastic and metal
containers. If you're not sure whether baskets or
fiber containers have been treated with a preser-

vative, orif fibercontainershave an innerlayerof

preservative material, it's safesttoremove them.
Small plants can be “tapped out™ of containers.

For larger plants, cut through the container in
atleasttwoplaces and lift the plant out. If the plant
is heavy, set it in the planting hole to make the

cuts. On untreated baskets and fiber pots, cut
away the base and the top half of the container.

Probe gently into the top portion of the con-
tainer plant. Some B&B plants placed in con-
tainers still have twine and burlap intact. If you
encounter this, proceed as with B&B plantings.

Remove the wire baskets from B&B plants.
Again, if plants are heavy, position them in the
hole before removing the basket. Cut away and
remove any wrapping twine from around the
trunk or stems of the plant. Remove all treated
burlap from the root ball.

Ifyou’re sure the burlapisanatural, untreated
fiber, itcan be pulled back from the top half of the

OUR BOX

RUNS CIRCLES

AROUND THE COMPETITION

LeMeur Safeguard Irrigation Equipment Enclosures

LeMeur Other Manufacturers

e 14

n 12

[ enMeur

Manufacturing

-Heaviest duty security against
vandalism and theft.
-Pry-resistant door and lock cover
-Choice of finishes; foliage green,
desert tan, or stainless steel
-On-site power and interior light
option

‘Mount controllers easily in
enclosure

-Easyto-install anchor-bolt
template

-Louvres for extra cooling
-Cooling fan, thermostat, air filter
option

-Custom design and fabrication
available

That's thick enough to stop bullets.
Other enclosure manufactuers use
much lighter 10, 11, 12 or 14 gauge
steel

3/16" Steel Plate
79% Thicker Than
12-Gauge Sheet Metal

USE READER SERVICE 18
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root ball and draped around the lower portion.
The natural material will soon deteriorate.

Check root development at the outer edges of
the container and B&B soil masses. Tender roots
should be developing evenly across the soil
surface. Ifroot tips have dried out, cut them back
to good tissue.

If roots circle around the soil mass, either
unwrap them, cut them off or score the soil ball
to aone inch depth in at least four places evenly
spaced around the root mass.

Proceed with the backfilling and watering
processes as described for bare root plants,

ESTABLISH GROWTH. As the trees and shrubs
become established and continue their growth,
roots willextendinto the native soil. Withshrubs,
and even mature trees, at least 90 percent of all
feederroots arein the uppereight to 18 inches of
soil. Active feeder roots will extend from just
inside the “drip line” outward.

On mature trees, the root spread may reach out
to halfagain the width of the tree’s spread — for

et
Studies have
shown that mulch
layers deeper than
three inches can
be detrimental
to plants.
.

example, to 45 feet on a tree with a 30-foot
branch spread. The majority of the plant’s water
and nutrients will be absorbed by these roots.

Water newly planted trees and shrubs to aug-
ment inadequate rainfall. Even with no natural
moisture, watering thoroughly onceevery week to
two weeks will be sufficient.

Only extremely weak or crooked trees and
shrubs should be staked. Many researchers have
reported that staked plants can develop a depen-
dency on the stake support, failing to develop
trunks as broad and sturdy as unstaked trees
When trees must be staked initially, the stakes
should be removed within a year of planting.

Mulching within, and slightly beyond, the
drip line of trees and shrubs creates an attractive
effect, keepsthe soil cooler and provides asafety
barrier against mowers and string trimmers.

The effectiveness of mulching for weed pro-
tection and moisture retention has shown mixed
results in some recent tests. Studies have shown
thatmulch layers deeper than three inches can be
detrimental to plants.

Also, mulch should never be placed directly
against the trunks of trees. Trapped moisture
along the trunk can invite insects and disease
organisms during the growing season and hide
hungry rodents who nibble on the bark during
the winter months,

Young, smooth-barked trees can be wrapped
from the soil level up to the lowest branches to

(continued on page 50)
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Trees & Shrubs

MATURE SIZE OF
protect the trunks from sunscald. ACER PLATANO,DES cu LTIVARS

Apply this wrapping in the late fall
and remove it when growth re-
sumes in the spring.

FERTILIZE CAREFULLY. Although
trees and shrubs require a steady
supply of N, Pand K, along with a
broad assortment of micronutrients,
newly planted trees and shrubs need
little fertilizing initially.

Nursery-growntrees and shrubs
generally have been supplied with
adequate nutrients during the pro-
duction period. Often, slow-release
fertilizer tablets, packets or gran-
ules have been incorporated into
the growing media.

Adding a root stimulator to the
waterintheinitial “settling in” pro-
cess can be beneficial. The hor-
mones contained in many of these

6

—~
-
[
A
e
-~

products have shown success in —— . |ﬂ| = " . S— F — Emera!d ne—.
speeding root development. Platanod c“allrishles . Cleveland 0 Columnare

Some growers suggest that slow-
release tablets or packets be placed
in the planting hole of container or

(continuedonpage 54)  This chart illustrates how different cultivars can vary widely in dimensions and their impact on a landscape.
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Guaranteed the Most Powerful Lawn
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Your Money Back!
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always know your product and labor needs!
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+ Automatic Routing
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# For Companies that rely on Superior Customer Service
& Management

Greener Pastures takes TRADE-INS on any
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Call 1-800-783-1069 to receive your free
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« Easy to Establish from Seed
« Tough and Beautiful

« No Special Mower Required
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Regulations

Official

1. NO PURCHASE NECESSARY

2. The contest is open to licensed fawn and
landscape  contractors, their  employees  and
supplicrs. Only persons who, as of the dute of the
prize drawing, are 18 years of age or older, with a
valid driver's license, and are legal residents of the
U.S. are eligible 10 enter, Entry cards must be fully
completed

3. This sweepstakes is not open to employees or the
families of all sponsoring firms, Lawn & Landscape
Maintenance magazine or other GIE Publishing
Co, publications, and affiliated companies,

4. Enter by completing and mailing the official
entry form available in the monthly issues of Lawn
& Landscape Maintenance magazine, or receive a
valid entry form by sending a postage paid envelope
10 Sweepstakes 95, ¢/o GIE Publishing, 4012
Bridge Avenue, Cleveland, Ohio, 44113,  Not
responsible or lable for lost, kate, stolen, mutilated,
illegible, incomplete, postage due or misdirected
entries.  No mechanical reproductions permitted.

5. PRIZE - §20,000 reail value of professional lawn
and landscape products. The winner will be
determined by a random drawing of all entries
received by November 30, 1995, The winner will be
announced and notified by US, mail and/or
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able as addressed will result in an alternate winner
being drawn and notified until a qualified entrant
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offered. Prize is not wransferable.

7. All federal, stare and/or local taxes, if any, are
the sole responsibility of the winner, Winner
will be required to sign an affidavit of eligibility
and liability/publicity release (allowing the
sweepstakes sponsor 1o use the winner's name
and likeness for publicity purposes) as a
condition of being awarded the prize,  Failure
10 do so will result in an alternate winner being
sclected.

8. Void wherever prohibited or restricied by
law.

9. Odds of winning will be determined by the
number of entries received.  All entries become
the property of Lawn & Landscape Mainte
nance magazine and GIE Publishing Co.

10. By participating, you agree to these rules
and decisions of the judges which shall be final
in all matters relating o this sweepstakes,

11, To obtain the name of the winner of this
sweepstakes, send a self-addressed, stamped
envelope 10 "LIM Product Sweepstakes,® 4012
Bridge Ave,, Cleveland, Ohio 44113, Aun: Fran
Franzak
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mail the attached reply
card — one subscriber

will kick off 1996

17111$20,000 [l

B professional products!

entries must be filled out
completely to qualify.
Winner will be selected

December 1995.



Trees & Shrubs

(continued from page 50)

B&B trees and shrubs, Avoid di-
rect contact with plantroots at first.

Unlesssoil tests have indicated a
deficiency or an inappropriate pH
level, fertilization usually can wait
until the plants are well settled and
are showing active growth.

Some pH levels may inhibit the
uptake of certain nutrients from the
soil, even when soil tests indicate
adequate nutrient levels. If this con-
dition is prevalent in an area, local
experts will be able to provide in-
structionstoalter pH levels during,
or prior to, planting,

They may also caution against
choosing specific plants that react
poorly to deficiencies of those nu-
trients.

LATE BLOOMERS. Many newly
planted trees and some shrub vari-
eties may show little growth during
the first year or two. They tend to
make themselves at home first, de-
veloping asturdy underground net-
work of roots before channeling
much energy to top growth.

Large trees that may take several years to mature need time to establlsh themselves ina landscape Once
established, they may outlast surrounding buildings or multiple generations of people. Photo credit: S. Trusty

Plants thatlook healthy, butdon't
do much, should be observed
closely. Probably, they are just fol-
lowing their own timetables,

Attention Landscape Contractors
Are you having trouble finding 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!

TY Xeri-Calc

After all, they're going to be
around for a long time, adding
beauty and enjoyment to the land-
scape in a number of ways, "

The authors are partners in Trusty |
& Associates, Council Bluffs. lowa,
and are consultants to the horticul-
ture trade.
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When you think you need
Roundup, try REWARD®".

With REWARD herbicide, there’s no
waiting for it to go 1o work. Because
REWARD is absorbed by broadleal
and grass weeds just minutes aflter
application. On golf courses, around
residential and commercial turf,
greenhouses and nurseries, in right-
of-ways — wherever you have a
weed problem. REWARD is especial-
ly good for spot treatments, edging,
tree wells and other areas where you
need quick, effective weed control.
Unlike other herbicides, REWARD
can be used in both aquatic and
grounds maintenance situations.

Plus it’s rainfast in only 30 minutes.

o Ut e
€A PV TRIC
o,.cwov NEVERe
“ uatic 309 T O RNE RS Re LA a7 :
AANET et ACEOHER CO W £ e i :
1&‘3‘&0”‘*,“0:::‘“5”00\"‘ Also with REWARD, there’s no worry

about the surroundings. It stays
where you spray it, controlling
weeds without affecting non-target
\'L‘gl.‘lilliwn. fish and other wildlife.

\

REWARD herbicide. For broad-
spectrum weed control without the
wait — and without the worry.

For more information, contact
your distributor or call Zeneca
at 1-800-759-2500.

Always read and tollow label directions
REWARD® is a trademark of a Zeneca Gr » Company

s a trademark of Monsanto
, a Inc Professional Products

ca Inc. A busing
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RENOVATION STRATEGIES

Erosion Control

Gets Complicated

A growing concern about erosion and its effects on groundwater contamination has
made erosion control even more complex than it used to be. Several landscape contractors have
responded by combining biological and technical innovations.

By Barbara G. Howell

.

Several swales in this erosion project divert water, including one that catches highway runoff. Photo credit: Weyerhaeuser

BIOENGINEERING, mitigation,
restoration, Landscape contractors
doing erosion control are using a
whole new vocabulary. They are
also discovering even more rea-
sons why those methods play an
increasingly importantrole in man-
aging our natural resources.

On a global scale, 60 10 80 percent
ofallerosion can be attributed toagri-

56

culture, according to Ben North-
cutt,executivedirectorof the Inter-
national Erosion Control Associa-
tion. However, heestimated thatwell-
managed farm land loses between
three and 10 tons of soil per acre.
Erosion rates on urban construction
sites may be 10 to 20 times higher.,

In addition, urban development
creates large, impermeable areas

suchasroadsand parking lots which
increase storm waterrunoffand raise
the level of contamination found in
the runoff. With the higher rates of
soil loss in urban erosion and the
higher levels of contamination
comesagreaterenvironmental con-
cern, Due largely tothese three fac-
tors, the importance and methods
of erosion control are changing.

MAY 1995

.
.

BIOENGINEERING BASICS. “Bio-
engineering is an approach which
combines biology, ecology and en-
gineering to establish a function-
ing, self-maintaining vegetative
system thatstabilizes land, improves
water quality, enhances the habitat
for fish and wildlife and can adapt
tochanging conditions,” explained

{continued on page 58)
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To simulate the everyday stress that fertilizer products are subjected to, we submitted
our Poly-X PRO coated fertilizers to the industry’s standard drop and dissolution test.

Then we held the leading poly-SCU products up to the same standards. An independent
university study showed that only Poly-X PRO can survive everyday blending, bagging, spread-
ing — and our drop test — with minimal fragmentation. That's important to the nitrogen
release patterns. And crucial to the overall quality of your turf.

We're So Sure of Our Poly-X PRO Technology We’ll Guarantee It.

Poly-X PRO technology guarantees the least amount of fracturing of all major poly-SCU
brands. Poly-X PRO coating allows the granules to discharge their con-

tents slowly for consistent nutrient feeding. You'll notice a

dramatic improvement in the quality of your turf —
and your budget.

7-Day Dissolution Rate After Drop Test

or H Before Drop Poly-X PRO technology is avail-
o 10F . After Drop able through Lebanon, exclusively
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Erosion Control

(continued from page 56)

Wendi Goldsmith, project manager
at Bestman Green Systems Inc.,
Salem, Mass. The company is a
bioengineering firm that also mar-
kets specialized products and main-
tains a wetlands nursery.

Bioengineering considers stabi-
lization of the land for erosion con-
trol, and also establishing and sus-
taining a vegetation cover that not
only thrives, but allows a natural
ecosystem to develop.

“It'sfreshmanecology 101.” said
David Tibbets, owner of New En-
gland Land Design, Westport,
Mass., adesign/build and construc-
tion firm that installed material for
a stream bank stabilization project
on the North River in central Mas-
sachusetts.

“The bioenegineering approach
considers more than just soil stabi-
lization,” he said. “People using
this method first consider the hy-
drological cycle and the amount of
evaporationand rainfall. They look
athow much wateris going tobein
the stream at different times. They
consider the native plant cover for
the area, as well as the fish and
wildlife which should be present.
They look at the soil types and the
methods of manipulation that can
be used to keep the soil in place.

“It’s more than just covering up
the soil so it doesn’t wash away,”
Tibbets added. “This is an almost
structural approach.”

TEST PROJECT. The East Branch
of the North River near Colrain,
Mass., drains about 50 square miles
of forested and agricultural land.

Erosion had occurred atamoderate

to extreme rate since 1985. Floods
in 1987 caused a major channel
migration on one part of the river.

According to Goldsmith, this

caused “approximately 50 feet of

bank retreat in that year alone. The
steepened and unvegetated bank
continued to retreatatarate of about
four to five feet a year.”

In 1989 and 1990, several con-
servation and resource protection
agencies joined together on a pilot
projecttodemonstrate bioengineer-
ing stream bank protection and ero-
sion control measures.

Bestmann Green prepared a pro-
posal to treat about 500 feet of the
stream bank using a variety of bio-
engineering methods. New England
Land Design installed the bioengi-
neering materials in June 1993.

Tibbets explained that three dif-
ferent methods were used along the
North River stream bank to deter-
mine effectiveness, costefficiency
and environmental benefits over a
five-yearperiod.

Along one section of the bank, a
vegetated single coconut geotextile
module was placed against the wa-
terline. “Itacted like abig sponge,”
Tibbets noted.

Herbaceous plants were putinto
therolltotakerootand grow. Even-
tually, they would grow through
the coconut fiber roll and into the
river bank. Gradually, the roll will
biodegrade.

Atahigherimpactarea,adouble
roll of vegetated coconut fiber was
placed at the waterline. At a third
point, a brush mattress of wattle —
bundles of non-leafed willow
branches — was used to stabilize
the riverbank and to produce woody
vegetation.

For this project, the rolls had a
density of nine pounds per cubic
foot to retain fill and to filter sedi-
ment. They were made withastrong
mesh to hold the fiber together to
withstand strong flows and the im-
pact of ice.

According to the Bestmann
Green design, the roll acts as a

Fiber rolls have been installed
on the Mystic River to stabilize
the bank and stop erosion.

Photo credit: Bestmann Green

“strong, flexible module to secure
the streambank and stabilize the
site for revegetation. The living
plants receive structural support
from the coconut fiber material,
which degrades after a period of
about 10 yearsand allowsthe plants
to be the performing component of
the system.™

Throughout the site, a layer of
rock was used to protect the water-
line and below. The upper part was
regraded to a more gradual slope
when seeded.

“When revegetation is success-
ful, plant roots bind the soil and
sediment together. Leaves and
stems slow currents and absorb the
energy of the waves, reducing ero-
sion caused by moving water.
Grasslike plants along the river lie
flat when flooded by high water,
covering the ground and shielding
it fromerosion without obstructing
the passage of water. The vegeta-
tion,” Goldsmithexplained, “isable
to regenerate and adapt to changes
such as sedimentation.

“A healthy streamside commu-
nity of plants and microbes help to
retain the nutrients and reduce the
contaminants present in rural
stormwater runoff by promoting
plant uptake and microbial activ-
ity.” she suggested.

With the bioengineering ap-
proach, planners hope to restore
and increase the variety of natural
wildlife and fish along the river.

“It was amazing,” Tibbets ex-

(continued on page 60)

INNOVATIVE SOLUTIONS SOLVE EROSION PROBLEMS

MANY LANDSCAPE contractors move into erosion control work

after their first few seeding projects. As they learn to use the many
erosion control products on the market and develop an expertise, they
are ready 1o accept the challenge of more complex erosion problems.

Erosion occurs in a variety of forms and must be handled in a manner
suited to the specific landscape. The United States Soil Conservation
Service defines several types of erosion ranging from mild to severe:

1. Splash erosion is caused when raindrops break the soil’s surface
and splash it a short distance,

2. Sheet erosion occurs when heavy rains fall faster than soil can
absorb it, spreading particles in a wider area.

3. Rill erosion develops when enough water forms paths, or eroding
channels that detach soil to cause more erosion downstream

4. When water collects in channels and moves in a larger mass, it can
cause concentrated-flow erosion, which causes more damage.

5. A more severe type of erosion is gully erosion, where water moves
quickly through a gully, pulling large amounts of soil with it.

6. Mass erosion and slumping occurs on saturated hillsides, causing
large soil slides or creep.

CHOICE OF SOLUTIONS. The contractor's first concerns in any erosion
situation are to establish vegetation and stabilize the area. Depending on
site factors such as soil type, percolation, water velocity and slope height,
a variety of products can help the contractor establish grass quickly.

Hydroseeding is one method contractors use for fast grass establish-
ment. Organic blankets made of straw, excelsior wood sewn between
plastic netting, coconut fiber or other materials, have been used to
stabilize an area and encourage germination. Synthetic blankets and grid
materials that are not degradable can be used as a permanent installation
on areas with persistently high water flow. Contractors have also found
success with silt fencing, straw and compost.

Most of these materials are versatile and can be used in applications
from ditches to ponds to steep slopes. The installation methods are the
same but may vary by product, so get assistance from the manufacturer.
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Pull more profit with
the Ryan family of aerators

Healthy business growth for you. Healthy, vigorous grass helping professional lawn care operators pull in new
for your customers. Aeration is the way to accomplish business since 1960. It can do the same for you.
both. For aerators that can handle everything fiom small Lawnaire IV-The Lawnaire IV is the highest-quality roll-

s1cle 17 aw nde > ~ S T 3 are'S .
residential lawns to wide open commercial grounds, there’s type aerator on the market, covering up to 21,000 square

nothing like a Ryan. Ryan has been 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

Vi

#”  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.

-

RYAN

6348 Ransomes America Corporation, 900 North 21st Sereer, PO, Box 82409, Lincoln, NE 68501-2409 Driven to be the best.

O Rimsomes America Corporation 1994, All rights reserved

USE READER SERVICE #63



re

Erosion Control

(continued from page 58)

claimed. “Six months later, you
could see where the plant material
was — and it was all growing.”

The real test of the demonstra-
tion project came with winter and
springdischargesin 1993 and 1994.

“During the months of Novem-
ber, December and January, mean
daily discharges reached record
highs. The overall stability at the
site remained intact, with vegeta-
tion showing vigorous growth and
no recorded bank retreat,” Gold-
smith reported.

While his company also gets in-
volved in more traditional erosion
control measures like hydroseeding
on slopes, Tibbets sees a place for
bioengineering. For areas where
simpler, less comprehensive ero-
sion control measures are inad-
equate, especially along stream-
banks, the mixture of engineering
and ecology can do wonders,

“In Germany, they've been do-
ing these things for years,” he said.
“I think these methods work much
better than, for example, installing

materials like riprap. The problem
with those materials is that they
work at the site of the original in-
stallation and provide an imperme-
ablesurface. When the water passes
by those impermeable areas, it
speeds up,” he said.

This can cause more erosion
problems downstream. “The faster
the water goes, the more damage: it
will do downstream where there is
no riprap. That’s what we saw two
yearsagowiththe Mississippi River.
Installing materials thatdon’t slow
down the water flow or maintain
the stability of the soil just passes
the problem downstream.”

Tibbets observed that while bio-
engineering techniques are gener-
ally reserved for those areas where
more traditional approaches toero-
sion control are inadequate, plenty
of opportunities exist for practicing
bioengineering. The directory for
The International Erosion Control
Association contains many such
engineers and several landscape
contractors who specialize in this
kind of work.

One project which promises high
visibility for bioengineering will

begin soon in Massachusetts.
Tibbets said he declined to bid on
the jobbecause it was too large, but
believes it will be very worthwhile.

The shoreline area around Ply-
mouth Rock, where the Pilgrims
first landed in America, has dete-
riorated and officials are contract-
ing to restore the shoreline to its
natural, uneroded state, through use
of bioengineering.

MITIGATION METHODS. As ur-
ban construction continues to
spread expansive amounts of im-
permeable surfaces, officials are
becoming concerned about the in-
creased amounts of storm water
runoff draining from these asphalt
and concrete areas.

The water running off has two
additional detriments. Not only
doesurban constructionreduce the
amount of land which can natu-
rally soak up the water from rain
and storms, but the water on the
impermeable surfaces runs offata
higher velocity, creating greater
erosion problems. Finally, the run-
off from these surfaces is often
tainted with road salt, sand and

petroleum-based pollutants.

To prevent these erosion and pol-
lution problems, many laws now
require holding the runoff in reten-
tion basins to slow down and con-
trol its flow into streams, rivers and
lakes. Theretention basins also help
to filter pollutants from the water.
This process is called “mitigation.”

“Almost all construction sites in
the Northeast require mitigation,”
said Walter Montgomery, northeast
representative for R.AA. McClure
Inc., Rockport, Mass., a wetlands
contractor.

According to Montgomery, con-
struction now operates undera“zero
netloss policy.” This policy dictates
that no construction project will re-
sult in loss of wetlands and, if it
does, the contractor must mitigate,
create a substitute or take measures
to protect the wetlands.

“Inthe last 10 years,” said Mont-
gomery, “we have begun to realize
the true value of wetlands. They pro-
vide a natural habitat for any num-
ber of species. They are a ground-
water source and they provide pol-
lution control.”

continued on page 65)

For over 60 years, Finn has brought

quality, service and innovation to

landscaping professionals.
The T-90 Series 11 continues
that tradition.

Ifit’s not a Finn, it's not a

HydroSeeder.”
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Fairfield, Ohio 45014
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DISEASE
NAGEME)

Controlling disease in
turfgrass and ornamental plants will
probably always require the
attention and expertise of lawn and
landscape maintenance professionals.
Systemic disease control products
allow professionals to take preventive
measures against many of
the most problematic pathogens,
saving time and money and
increasing customer
satisfaction.




THE SYSTE
APPROAC

url and ornamental diseases
take a major toll on the Ameri-
can landscape every year. Keep-
ing plants healthy and disease-
free is one of the great chal-
lenges for the lawn and land-
scape professional.

Many contact fungicides are effective in
treating turf and ornamental diseases on a
short-term basis, but they do have their
limitations. To completely treat the disease,
a contact product must cover the entire
surface area of the plant. Then, even if full coverage is
achieved, its effectiveness only lasts as long as it resides
on the surface of the plant, which under ideal conditions
is about seven to 10 days.

Without residual control, putting turf and orna-
mental disease maintenance on a scheduled service
program becomes a burden — the applicator’s strategy is
simply “apply at the maximum rate and hope it lasts until
the next treatment.” If it doesn't work, customer callbacks
become a problem — worse yet, if a customer doesn't call,

Banner provides systemic
control of disease, including
leafspot on red-tip photinia.

expensive turfand ornamental plants are put
at risk.

Today, lawn and landscape maintenance
professionals can get effective, long-term dis-
ease control with Banner®, a broad-spec-
trum, systemic fungicide from Ciba Turf
and Ornamental Products.

Banner has long been a mainstay for
golf course superintendents in the treat-
ment of a wide range of turf fungi. Now, Ban-
ner is available for use on residential and
commercial turf and ornamental applica-
tions. Banner provides long-term control of a wide
range of damaging diseases on several of America’s most
favored landscape plants and turfgrasses.

As a systemic, Banner is absorbed into the plant's
“system” where, unaffected by weather it can continue to
control disease for a longer period of time. In addition,
Banner is labeled for different treatmentlevels, depending
on the time of year and duration of control desired. For
example, dogwood anthracnose can be controlled for up to
14 days with a 2- to 4-ounce per 100 gallon solution of

HOW BANNER WORKS

anner contains the active in-

gredient propiconazole —
classified by scientists as a
sterol inhibitor. Sterols are
the group of chemicals that make
up the principle components of the
structure of fungal cell walls. When
Banner encounters a fungus, it lit-
erally breaks down the sterol for-
mulation in the cell walls and causes

them to weaken and eventually
explode. destroying the disease.
As a systemic, Banner is actu-
ally absorbed into the plant upon
application. Through movement
within the plant, called acropetal
translocation, Banneris spread into
every area of the plant, including
new growth. This means that

missed spots during the applica-

tion don't pose the problem that can
occur with contact fungicides.

When a fungus attempts to in-
vade a plant, Banner's sterol in-
hibiting properties destroy the
pathogen before it can establish
itself and damage the plant. And,
Banner continues to work within
the plant to ensure long-lasting re-
sidual control.




CONQUERING DISEASE

he beauty of flowering crab-
apple, dogwood, crape myr-
tle and red-tip photinia have
made them extremely popu-
lar in many regions of the United
States — which also makes the dis-

eases that destroy them among the
SPECIES DISEASE
Crabapple Scab(Venturia inaequalis)

Begin at green tip.

most dreaded. Controlling powdery
mildew, leafspot, scab, rust and
dogwood anthracnose poses signifi-
cant maintenance and labor prob-
lems for professionals who provide
disease control on a program.
Banner has been proven effec-

tive in the control of these diseases,
and provides the additional advan-
tage of flexibility in application rate
and concentration.

Listed beloware the label specifi-
cations for using Banner to control
disease on these ornamentals:

RECOMMENDED RATES AND TIMING

Apply 2 fluid ounces per 100 gallons every 14 days.

Apply 2 fluid ounces per 100 gallons every 7 days.

Make three applications beginning at green tip.

Apply 6-8 fluid ounces per 100 gallons every 14 days.

Apply 16 fluid ounces per 100 gallons every 21 days.

Apply 2-4 fluid ounces per 100 gallons every 14

days, or 8 ounces per 100 gallons every 28 days.

Crabapple Rust (Gymnosporangium.
Juniperi-virginianae)

Crabapple Powdery Mildew

Crape Myrtle Powdery Mildew (Erysiphe
lagerstroemia)

Dogwood Anthracnose (Discula spp.)

Red Tip Leafspot (Fabraea maculata

Photinia syn. Entomosporium maculatum) days.

Banner, or up to 28 days
with an 8-ounce solution.

Banner's systemic
control is also proven on
a variety of turf ailments,

TANK MIXING

Apply 12-20 fluid ounces per 100 gallons every 7-14

The applicator fills a tank
halfway with water, adds
the required number of
packets, agitates the tank
and adds the rest of the

including brown patch,
gray leafspot on St.
augustinegrass, dollar
spot, powdery mildew,
rust, anthracnose, red
thread, stripe smut,
snowmold and zoysia
patch. Consult label for

anner can be incorporated into a landscape main-
tenance program, because of its compatibility
with many turf and ornamental treatment prod-
ucts on the market today. In times of high disease
pressure, Banner may be tank-mixed with a contact
fungicide, providing maximum protection. Time and
labor savings can be realized with Banner, creating a
better bottom line and more satisfied customers.

water, avoiding the time
and exposure potential of
measuring chemicals. In
addition, there are no
empty containers to rinse
and dispose.

Ciba's turfPak™ System
is a returnable/refillable

recommended rates.

CLOSED SYSTEM FORMULATIONS. Profes- '
sionals are always concerned about exposure to pesti-

cides. Studies have shown that 80 percent of
all personal contact with pesticides, and a
high percentage of environmental exposure,
ocecurs with technicians during mixing. To
aid professionals in the handling of Banner,
two closed-system formulations have been
created for the professional contractor.
Banner GL is a gel-based formulation
contained in a water-soluble bag, with
enough product to treat a half-acre of turf.

Banner GL gel-based formulation.

microbulk unit that virtu-
ally eliminates exposure to

Banner. The system's hardware features the DryLock™
quick-coupling system that allows users to connect the unit

directly onto the spray tank and a high-speed
pumping system that controls the amount of
Banner dispensed into the spray tank to
within 1 percent while dispensing up to 4
gallons per minute.

The turfPak™ System also includes an
electronic keypad that records the amount
of product used. The keypad provides addi-
tional security by requiring the user to enter
a password to activate the unit.




KEEPING DISEASE IN CH ECK

MAKING ORNAMENTAL PROGRAMS WORK.
For Beauty Lawn Inc., a lawn maintenance firm based in
Memphis, Tenn., disease control is a year-round propo-
sition. The spring and fall usually bring plenty of mois-
ture, while the winter is highly unpredictable — some-
times mild, sometimes cold. It's terrific for the average
turfgrass or ornamental disease, but a lawn maintenance
manager's nightmare.

About two years ago, high customer demand pushed
Beauty Lawn to add a shrub bed disease program to its
menu of residential services. Tim O'Guin, the shrub
program manager, estimates that the growing new pro-
gram accounts for 10 percent of total residential sales.

This high interest in Beauty Lawn's shrub program
isn't surprising in Tennesee, where popular red-tip
photinia, crape myrtle and dogwood are highly affected by
disease, along with other trees and shrubs. Residential
lawns can take a beating too, with brown patch, rust,
zoysia patch and spring dead spot on bermudagrass. To
handle multiple diseases on a scheduled program, O'Guin
relies on tank mixing Banner with other chemicals.

The shrub program Beauty Lawn created includes six
regular visits to the site. The minimum charge is $30, and
is calculated based on the amount of plant material in the
landscape. The first two treatments are springtime
preemergent herbicide applications, containing Ban-
ner and the recommended rate of a contact fungicide.

The next three applications also combine Banner with
the contact fungicide, but
may also contain insecti-
cides that address other
problems within the
plant. The final visit in-
cludes a preventive ap-
plication of Banner to
carry control through the
winter.

On turf problems,
Banner is added to a fer-
tilizer tank mix, usually
along with a contact fungicide. Banner's flexibility in the
tank mix helps O'Guin save time and money by combining
needed treatments into one application.

Banner keeps landscapﬁ looking

healthy.  Photo: Andrew Sparks

KEEPING LANDSCAPE TREES HEALTHY.
For many years, various fungi have been a major
problem for some of the South’s most renowned
landscape trees. Matt Webb, product manager for
Metro National Corp., an in-house landscape mainte-

Powdery mildew on crape myrtle can be controlled by applying 16
ounces of Banner per 100 gallons of water every 21 days.

nance division of a property management firm in Hous-
ton, Texas, is on the front line of the disease control effort.
Two of the bigger headaches areleafspot on red-tip photinia
and powdery mildew, which plagues the hawthornes, crape
myrtle, azaleas and rose bushes on the properties he
manages each spring.

Two years ago Metro National tested Banner with good
results — as Webb put it, "It's really been the only thing that
has worked successfully on leafspot on photinia.” Powdery
mildew is nothing new, but Webb has found that Banner
provides long-term control of that fungus as well.

Weather really dictates when treatments are made,
Webb said. In Texas, the cool, wet days of March and early
April tend to spur the first outbreaks. At the first signs of
problems, Webb will spray apply Banner at a rate of 14 to
16 ounces per 100 gallons of water. About two weeks later,
another application at the same dilution is made to the
infected trees. “It usually takes two applications early in
the year to wipe out the leafspot,” Webb said.

Thereafter, when hot, dry weather reduces disease
potential, Banner holds its effectiveness for four weeks or
more. Webb will generally have to apply a 10- to 12-ounce
per 100 gallon dilution to trees twice through the late
spring, summer and fall, until the dampness and cool
temperatures return in late October and November.

The late fall brings with it more moisture and a greater
risk of disease. Webb treats the trees preventively with a
final 10- to 12-ounce per 100 gallon application of Banner.

It's excellent residual has been a money saver for
Metro, Webb noted. “I think it has saved money and
labor time — we definitely don't have to come back
as often," he said.

cib@

Always read and follow label directions
CGA 910-00113A
This advertising supplement was produced for Ciba by Lawn & Landscape Maintenance magazine.




We know how important having up-to-date

information is to your company. If you want to be Company Name
on our mailing list to receive additional technical
information as it becomes available, please com- Address
plete the following and return to us. City State Zip
1. My primary business at this location is:
[ Golf Course Maintenance (3 Lawn Care Service (3 Mowing Management
(3 Landscape Maintenance 3 Sports Turf Management 3 Other
2. Do you make the decision as to which chemicals your company uses?
3 Yes O No
3. Check the types of chemicals you use:
3 Turf Fungicides (3 Turf Herbicides 3 Turf Insecticides
(3 Turf Growth Regulators 3 Omamental Fungicides 3 Omamental Herbicides
3 Ornamental Insecticides 3 Ornamental Growth Regulators
4. Your yearly chemical purchases total:
[ Less than $10,000 per year [ Between $10,000 - $20,000 3 More than $20,000

5. When do you normally purchase your products?
(3 Spring 3 Summer O Fall 3 Winter (3 As Needed (3 Other

6. Do you plan to purchase any Ciba products next year? (J Yes O No If yes, please check which ones:

3 Primo 3 Exhibit 3 Subdue 3 Pennant (3 Banner 3 Sprint
O Triumph O TurfPak 0 Award (3 Princep

7. Would you like a Ciba Turf and Ornamental Marketing Rep. or Distributor to contact you? (7 Yes O No
If yes, when is the best timetoreachyou? __ am/pm, phone ( )

8. Do you belong to any professional associations? [ Yes O No If yes, which ones?
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Erosion Control

(¢ mumm’(ll'rum page 60)

Even if a construction project is not near a
designated wetlands, chances are it will impact
such an area with runoff. Whether it is a new
road, anew commercial area orahousing devel-
opment, the impact will be significant.

Montgomery explained, “Even small-scale
projects require some type of retention basin to
gather the water from a construction site and let
itrun off at a controlled rate into the wetlands. A
normal hardtop parking lot at a discount store
could dump one million gallons of water during
aone-inch rain.

“Such runoff doesn’t just increase the vol-
ume, but it increases the velocity of the runoff,
the amount of sediment in the runoff and the
pollution in the runoff. You may need one per-
manent retention basin for a project, or you may
need several,” he said.

A retention basin collects the water from the
urban construction site and releases it at a regu-
lated rate back into the normal water channels.
First, the type of soil under a retention basin
allows the water to percolate down to groundwa-
ter. A spillway arrangement may release water
into a stream. Even just holding the water in the
basin and allowing it to evaporate into the atmo-
sphere is a means of control.

“Before, no thought was given to drainage
beyond the immediate area,” Montgomery ob-
served. “Now, evensome housing developments
with two or three houses may be required to have
aretention basin.”

Insome cases, the wetlands project may be even
more extensive and a wetlands restoration may
berequired. As public sensitivity increases, more
government projects will require wetlands resto-
ration when construction destroys a native area.

Whether the project is a retention basin or a
wetlands restoration, it has the obvious erosion
control benefits, plus a less obvious pollution
control impact.

Basins and restoration projects act like large
filterareas. They keep the pollution from getting

into the groundwater supply or other bodies of

water. Putting runoff water into these areas pre-
vents incidents like fish kills, which can happen
when polluted storm water runs into larger bod-
ies of water.

Many of the compounds, like organophos-
phate chemicals, have relatively short life spans
and will break down in one or two weeks,
Montgomery noted. There is also microbial ac-
tion, especially in wetlands, that helps break
down polluting elements.

Thebiggest wetlands restoration project Mont-
gomery has worked on was 35 to40 acres. He has
done approximately 85 restorations in the last 12
years. Even though money Seems to be getting
tighter, he noted that the “public’s awareness of
the value of wetlands is going to stay around as
westarttrying tobe more creative in ways to fund
projects and devise new products.”

CREATIVE APPROACH. Even traditional ero-

sion control products are becoming more inno-

LAWN & LANDSCAPE MAINTENANCE  *

vative. Mark Olson, a landscape designer at
Salmon Falls Nursery, a full-service design and

——construction firm in Berwick, Maine, said that

many erosion control products are biodegrad-
able like jute and excelsior. He is particularly
excited about a bonded fiber matrix product

' from Weyerhauser.

The company’s technical bulletin explains
thatthe material is an hydraulically applied prod-
uct said to match or exceed the performance of
erosion control blankets. Operators can apply it
along with the seed, fertilizer, water and mulch
fromahydroseeder forerosion control onslopes.

Even long-standing erosion control product

suppliers like Akzo Nobel, which makes a var-
iety of products to control erosion and stabilize
the soil, are considering other environmental prob-
lems such as radon gas infiltration, protecting
landfill liners and controlling sound pollution.
Contractors will continue to have more op-
tions to control erosion in the future through the
development of new, versatile products and the
availability of bioengineering and mitigation
techniques. w

The author is an industry consultant with Key
Solutions, a division of Iris Sales & Solutions
Inc., Rocky River, Ohio.

CHECK OUT THE NEWEST TECHNOLOGY
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SEED,MULCHN, FERTIUZE AND WATER IN ONE FAST EASY STEP.
EUMINATE TNE MESS AND PROBLEMS OF USING STRAN.
FAST, ONE AN OPERATION, SEED AT 200+ SO. FEET PER MIA.
UGNTNEIGNT, EASIER TO TRANSPORT, UNMATCNED REUABIUTY.
FAST EVER MIXING, USE WOOD OR PAPER MULCN.

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.

MAKE SEEDING A LAWN A SNAP

S— 4

el REPAIRING AND RENOVATING IS A BREEZE

,ﬁ Repair and renovate a lawn in a fraction of the
; time with great results.
. seeded without other preparation.
, | gun downward loosens the top '/," of soil and
lets you virtually blast the seed in.
seed any irr
to unload,

necessary, any area can be seeded evenly.

Hard ground can be
Pointing the

Precisely
ular areas. No heavy equipment
arking sprinkler head's are not

50 Gal. Systems (650 sq. ft.)

300 Gal. Systems (4000 sq. ft.) $3995.%

$1295.° 500 Gal. Systems (6600 sq. ft.)
150 Gal. Systems (2000 sq. ft.) $2795.% 750 Gal. Systems (/s acre)
1000 Gal. Systems (/s acre)

$4795.%°
$7995.%°
$9995.%°

BADGER ASSOCIATES

1108 Third Ave. New Brighton, PA 15066

412-846-0670

1-800-822-3437

FAX 412-846-3470

USE READER SERVICE /69
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PLANT HEALTH MANAGEMENT

Managing
Diseases

In Turf and Ornamentals

Plant diseases are harder to control than

pest or weed infestations. They can be managed,
however; with good cultural practices and the
use of specialty fungicides.

FEW THINGS in life can be con-
trolled. You cannot control the
weather, youremployees and what
plantsare growing inexisting land-
scapes. And you cannot control
plant diseases! You can influence
the health of plants and change
plantsin the landscape, but you will
be hard pressed to completely con-
trol plant diseases. They can be
managed, butnottotally controlled.

Managing landscape diseases s
a challenging and complex pro-
cess, even for the best landscape
manager. Part of the difficulty is
that plant diseases are compared to
insect and weed problems. which
usually can be seen with the naked

eye and frequently are outside of

the plant. Because it is easier to
identify the insect or weed, it is
easier to assess “control.”
Sincediseases are caused by mi-
croscopic organisms — pathogens
—and are usually inside the plant,
identification of the problem and
assessing “control™ is difficult.

PLANTS AREN'T HUMAN. One
mistake many people makeiscom-
paring the control of human dis-
eases to plant diseases, when the
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By Joe Rimelspach

approaches are really quite differ-
ent. Doctors try to cure or save
every human with a disease. How-
ever, eachindividual plantis not as
important as the total population.

Anexample of this would be leaf

spoton turfgrass. Ifafew plants die
inthe lawn, it is no big deal as long
asthe majority of the plants survive
and the lawn has an acceptable ap-
pearance. For tree disease prob-
lems, the individual planthasamuch
greater value. In plant health man-
agement, little can be done to cure
or save the plant when it becomes
severely infected. In many cases,
the diseased plant is removed or
allowed to die. The key to disease
management is prevention,

Various strategies can minimize
plant disease problems in the land-
scape. They are: taking advantage
of the plants’ genetic potential and
resistance to diseases; using plant
healthmaintenance practices: mak-
ing correct diagnoses of problems;
and applying disease management
techniques.

GENETIC POTENTIAL. Justascach
of us has a weakness to certain
diseases which are passed on to us

by our parents, sodo plants. A plant
will never be more resistant to a
specific disease than its inherited
genesdictate

Plant selection and breeding isa
complex science. New cultivars are
becoming available constantly for
turf and landscape plants. They are
selected for characteristics such as
color, density, drought tolerance,
flower and fruit qualities, growth
habit and disease resistance.

This becomes important if there
isaparticularly devastating disease
common to the plant. Examples of
this would be the many resistant
varieties of Kentucky bluegrass to
leafspot. crabappletoscabandroses
to blackspot.

With turfand ornamental plants,
growth characteristics and horti-
culture fractures are often the key
elementsstudied by plant breeders.
Disease resistance is more of a sec-
ondary factor. Since there are so
many potential diseases, only the
most devastating ones are studied.

A new plant cultivar may seem
to have greatdisease resistance dur-
ing the test trials but when planted
in the landscape, may develop a
disease. Thisoccurred when Merian
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Kentucky bluegrass was intro-
duced. It was resistant to leafspot/
melting out, which until that point
was a very devastating disease. As
more and more Merian was planted,
“new” disease such as stripe smut
and patch diseases prevailed.

Plant communities are very dy-
namicsystems and canchange over
time by interacting with various
disease pathogens.

NO PERFECT CULTIVAR. Do not
wait for the perfect cultivar to be
introduced. Why? Because it will
never happen. There will alwaysbe
the need for improvements. Plant
communities are diverse and there
is always the need for new plant
introductions with improved ge-
netic material.

Remember, too, that disease
pathogen (fungi, bacteria, virus,
etc.) don’t stay the same. but also
change over time. New types can
appear and cause great problems

How do you get information on
disease resistance for landscape
plants? The land grant universities
and your state’s extension service
havea wealth of information. Seed
companies and plant producers are

LAWN & LANDSCAPE MAINTENANCE



I'he National
Turfgrass Evaluation Program can
be helpful. Contact Kevin Morris at
Beltsville Agricultural Research
Center-West, Building 002, Room
13, Beltsville, MD 20705.

Adapt the information you re-
ceive to your location. Tests done
in various parts of the country may
not reflect how the plants will per-
form in the landscapes you manage.

another resource.

ENGINEERING PLANTS. New de-
velopments in genetic engineering
areoccurring daily. Withnew tech-
nology, scientists canidentify genes
in plants that control or influence
different functions and use these to
change and improve the plants.

One example of this is the
Turfgrass Biotechnology Consor-
tium at The Ohio State University.
This groupis taking the gene(s) that
determine drought tolerance of
plants and placing them into
turfgrass. The process is very com-
plex and high tech.

Another new technology is the
implanting of the genetic material
into plants that make them resistant
totheaffects of glyphosate (Round-
up™) . When the seed is available

LAWN & LANDSCAPE MAINTENANCE

with this genetic makeup, a farmer
could spray over a crop with
glyphosate and all the weeds would
be Killed except the crop with the
resistant gene(s) present.

PLANT HEALTH MAINTENANCE.
Understanding how to maintain
plants in a healthy condition is the
key to preventing most plant dis-
eases. They are caused by patho-
genic organisms that are opportu-
nistic — they prey on weak or
stressed plants. By keeping plants
growing well, disease problems can
usually be reduced or prevented.

The degree of disease preven-
tion will depend on how weak the
plant becomes, how the environ-
ment affects the disease-causing
organism, the plant’s genetics and
its susceptibility to disease.

Plant health maintenance can be
separated into two parts: planting
and installation, and caring for es-
tablished plants.

A HEALTHY START. The old say-
ing, “An ounce of prevention is
worth a pound of cure,” has never
been more true. Getting a lawn and
landscape off to the right start will
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Fungus diseases like cedar apple rust gall shown on a juniper are more
prevalent in warm, wet springs. Management strategies may include
pruning galls and thinning out plants. Photo credit: J. Rimelspach

really pay off in reduced disease
problems.

The key to success is the soil.
Thechallengeistoimprove the soil
and correct problems such as com-
paction, poor drainage, low organic
matter, nutnient imbalance, pH, bur-
ied debris and improper grading.

Healthy plants need improved
levels of organic matter and soil
nutrients. Incorporating compost
can have a tremendous impact on
improving soil. Remember, all
sources of organic matter are not
equal. Findasupplierwhohasqual-
ity, well composted material that
will serve you well in managing
healthy plants and landscapes.

A good quality topsoil canbe in-
corporated to the existing soil.
Again, haveahigh confidencelevel
in the quality of soil you are getting
and be aware of weeds, herbicides
and otherundesirable elements that
can be brought in on soil.

Plant selection is the next step.
Matchthe planttothe site and select
plants withdocumented disease re-
sistance to the major disease prob-
lems in the landscape.

Select healthy plants and sod.
Look for obvious signs of insects
ordiseases, Avoid sod with a thick
layer of thatch or the Kind that has
been grown on a soil of a dramati-
cally different soil structure (such
as sod grownon apeatsoil toinstall
on a heavy clay). Avoid trees and
shrubs with wounded trunks, can-
kers, small root balls or plants that
have not been cared for properly.

Use care when planting. Finally,
water and maintain the plants until
they become established at the new
site. This may take anywhere from
six months to several years,

INHERITED PROBLEMS. Existing
landscapes are where many main-
tenance contractors inherit plantand
site problems that can affect plant
health. The genetics of the plants
cannot be changed and often, only
minor changes can be made with
the soil and site, so very real expec-
tations should be established with
the customer as to what can be done

to “control” disease problems. A
weak or stressed plant may not be
diseased today, but will be prone to
problems tomorrow.

The following are some guide-
lines to maintaining existing land-
scapes for greater plant health:

® Prune trees and shrubs to pre-
vent crowding and provide better
air circulation. The leaves will dry
faster, which reduces disease prob-
lems on foliage. Remove crowded
plants to allow adequate space for
rootdevelopment. Crowded plants
compete for nutrients, water and
light and are more sickly.

® Follow the golden rules of
mowing tohave the greatest impact
on turf health. Mow with sharp
blades at the recommended height
and frequency.

Improper mowing stresses turf
and can result in brown grass and
disease problems, Some of the most
common problems are scalping,
mowing turf that is wilted or under
moisture stress, mowing inthe same
pattern and allowing the grass to
grow 100 tall. These practices con-
tribute to serious problems with
leaf spot and patch disease problems.

® Fertilization is a tremendous
tool to maintain healthy plantsina
low quality of soil. Many new
turfgrass cultivars have vigorous
growth and need adequate fertiliza-
tion to achieve their growth poten-
tial. Fertilization levels for lawns
will vary, butoftentwotosix pounds
of N per 1,000 square feet per year
isrecommended. Soil testing deter-
mines the right ratio of P and K.

Trees, shrubs and flowers also re-
quire fertilizationtobe healthy. The
type of soil required by these plants
and the nutrients available at the
site will influence the amount and
frequency of fertilization. There
have been great improvements in
the fertilizer industry with many
new slow-release and poly-coated
products available. As with turf,
use soil tests to know how much P
and K to apply.

* Watering is essential for all
plant growth, The trick is to have
the right amount. Too much or too
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little will stress plants and may lead
to disease problems. For example,
root rot can develop from
overwatering and poor drainage.

There is no secret to proper wa-
tering other than to have uniform
soil moisture in the root zone of the
plant. Itsounds sosimple, yetas we
all know, it can be challenging to
achieve. Many diseases can be dra-
matically increased if plants are
subjected to widely fluctuating soil
moisture levels (dry to flooded).
These include: pythium, phytoph-
thoro and verticillium wilt.

® Soil compaction is the com-
mon term, but the real problem is
the lack of adequate oxygen in the
root zone. Plant roots require air to
breathe just like we do. In many
cases, if soil oxygen levels are in-
creased, plant health greatly im-
proves. Aerate low oxygen soil for
turf, trees and shrubs. This alone
has improved tree growth equal to
or greater than fertilization where
grown in heavy clay soils. In the
case of flowers, plant them in an im-
proved soil mix in the flower bed.

® The benefits of mulching have

beendocumented, includingits abil-
ity to reduce plant competition, re-
duce weed problems, conserve soil
moisture, improve soil, protect
plants from mowers and more.
But don’t overdo a good thing.
Mulch that is too deep can create
problems such as keeping the soil
too wet, making the trunks of plants
wetand causing crown rot. Italsois
difficult to get water through deep
mulch after prolonged dry periods.

DIAGNOSING DISEASES. The first

step in managing a plant disease is

to accurately identify the specific
problem. Diagnosis is a process. It
is both a science and an art. The
landscape manager should start by
learning to identify all plants in the
landscape.

Next, learn whateach plant needs
togrow (soil type, light, water, care,
etc.) and what healthy plants look
like in all seasons. Dig up the plants
and leamn what the roots look like
when they’re healthy.

Remember that diagnosis is a
process unique toevery person. One

(continued on page 70)

DISEASE NAME

(Pathogen name)

Brown Patch/Rhizoctonia Blight
(Rhizoctonia solani)

Dollar Spot
(Sclerotinia homeocarpo)

Leafspot/Melting Out
(Drechsler & Bipolaris spp.)

Necrotic Ring Spot
(Leptosphaeria korrae)

Powdery Mildew
(Erysiphe graminis)

Pythium Blight
(Pythium spp.)

Red Thread
(Laestisaria fusiformis)

Rust
(Puccini spp.)

Summer Patch
(Magnaporthe poae)

TURFGRASS DISEASES
Characteristics and Management
SUSCEPTIBLE GRASS TEMPERATURE/MOISTURE *MANAGEMENT STRATEGIES
(that encourage disease)
TALL FESCUE Hot/wet 1. Avoid excessive nitrogen fertilization.
Ryegrass 2. Avoid excessive watering and poor drainage.
Kentucky bluegrass 3. Remove surrounding vegetation; increase
Fine Fescue sunlight.
BLUEGRASS Moderate/wet leaves 1. Avoid nitrogen deficiency.
BENTGRASS and dry soil 2. Choose resistant grass varieties.
Fescues 3. Water to increase growth.
Ryegrass
(Leafspot: spring and fal)  Leafspot — cool/wet Raise cutting height.
(Melting Out: summer) Melting Out — hot/dry Mow frequently to avoid stressing turf.

KENTUCKY BLUEGRASS
FINE FESCUE

Ryegrass

Tall fescue

KENTUCKY BLUEGRASS
Ryegrass

KENTUCKY BLUEGRASS
Fine fescue

PERENNIAL RYEGRASS
BENTGRASS

Kentucky bluegrass
(Seeding Grass)

PERENNIAL RYEGRASS
FINE FESCUE

Kentucky bluegrass

Tall Fescue

PERENNIAL RYEGRASS
KENTUCKY BLUEGRASS

KENTUCKY BLUEGRASS
Fine fescue

Warm/extremes in soil moisture
(fluctuating from wet to dry soils)

Moderate/high humidity

N - o0

Very hot/wet

NN - w

Moderate/wet foliage

Cool/wet foliage, dry soil L

mwn

0N

W= AW

. Avoid excessive nitrogen.
. Avoid light, frequent watering and prolonged

wet grass.

Avoid low mowing heights.
Reduce excessive thatch.

. Use Kentucky bluegrass and perennial

mixtures.

. Avoid excessive watering or drought stress.

. Use very slow release fertilizer.

. Reduce shade.

. Increase air circulation by removing surrounding

vegetation.

. Use resistant Kentucky bluegrass varieties.
. Improve soil drainage.
. Increase air circulation by removing surrounding

vegetation.

. Avoid excess watering.
. Avoid high rates of nitrogen.
. Follow balanced fertilization program.

Promote growth by aeration, watering, etc.

. Use resistant varieties.

Avoid nitrogen deficiency.

2. Use resistant varieties of Kentucky bluegrass

Warm/extremes in soil
moisture (fluctuating from wet
to dry soils)

(S S SN S )

perennial ryegrass.

. Water if dry, promote growth.

Avoid low mowing thatch buildup.
Maintain soil pH between 6 and 7.

. Frequent watering during dry periods to avoid

heat stress.

. Use slow-release nitrogen. :
. Use Kentucky bluegrass and perennial ryegrass

mix.

*For fungicide recommendations check with county cooperative extension office and the state land grant university in your area.
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THE ECHO PE-2400
PERFECT EDGE®.

Most edger problems happen in the
bottom, or the business end of the
tool. But Echo did something about
it in the rugged PE-2400.

To begin with, a special replace-
able tool steel wear plate eliminates
the problem of the gear box wear-
ing out from continuous contact
with the ground.

There’s also an exclusive wheel-
mounted height adjustment. In

At The

We Did

Bottom

Makes This
Edger Tops.

contrast, ordinary edgers have
adjustments which rotate around
the gear case. In time they can get
jammed with dirt and debris that
could cause enough damage to
require replacement of the entire
lower end.

The problem of flying debris is °
minimized, too, with an ingenious
rubber debris shield (Patent Pending)
that’s split in the center. It gives
added protection by more closely
following the contours of the ground
or curbing. The wheel is smooth, not
treaded. So it won't collect mud or
dirt in wet conditions.

Add to all this a problem-free,
commercial duty 23.6 cc dual-

USE READER SERVICE #57

piston ring engine. With Pro-Fire®
Electronic Ignition and purge
pump-equipped carburetor for fast
starts and dependable performance.
The Echo PE-2400. It’'ll make you
forget every edger problem you've
ever had.

For the name of your nearest
Echo Dealer, call 1-800-432-ECHO
(3246) or write: Echo Incorporated,
400 Oakwood Road, Lake Zurich,
IL 60047.

IECHD

Ask Am! Pro!



(continued from page 68)

useful method follows:
1. Gather information on the
plant. How does it grow? What is

needed for healthy plant growth?
What are the overall weather pat-
terns? Review informationon soils,
horticulture, entomology,agronomy
and plant pathology.

2. Observe the problem. What

do you see? What is the condition
of the plants and landscapes in
yourcommunity? What is the con-
ditionof native plants compared to
those planted by man?

3. Observe the landscape site.

Check the areas where the problem
exists. Identify the plant. Use a soil
probe to check soil. Note mainte-
nance practices.

4. Examine close up. Look at the

{continued on page 72)

GROUP I: FOR ROOT ROTS,
PYTHIUMS, PHYTOPHTHORA AND OOMYCETE DISEASES

LANDSCAPE MANAGEMENT FUNGICIDES'

GROUP lll: BROAD SPECTRUM SYSTEMIC FUNGICIDES

(Note: Systemic movement is only upward and the degree of systemic
movement will vary with different products)

Materials? Turfgrass Trees and Shrubs Flowers
Banol* X X X Materials® Turfgrass Trees and Shrubs Flowers
Banrot* - X X Banner* X X X
Chipco Aliette* X X X Bayleton* X X X
Koban* X - Chipco 26019 X X X
Subdue* X X X Cleary's 3336* X X X
Terrazole* X X X Curalan®* X X X
Truban* - X X Duosan* X X X
Fungo* X X X
PCNB X X X
Materials® Turfgrass Trees and Shrubs Flowers ProStar* X - -
Captan X X X Rubigan*® X X X
Chlorothalonil® X X X Sentinel* X - -
Dithane* X X X Touche** X - -
Fore* X X X Terraguard* . X X
Mancozeb X X X
Ornalin - X X
Thiram X - -

* Trade name or registered trademark

' Always read the label. Use all materials according to the label and follow all instructions.

* Trade names are used. This is a list of some materials for use. No product endorsement is implied, nor is discrimination intended against any materials,
* There are several trade name materials such as Daconil 2787, Echo and Thalonil

‘ Labeled for use in California,

* Material is often referred to as locally systemic

ENCORE
PERFORMANCE

Breakdown and buy an ENCORE and yov won’t breakdown again!

REINFORCED DECK TAPER LOCK PULLEYS
Reduces shims for an even, level cut! Change the spindle without breaking the pulley!
SIX-INCH BRAKE DRUMS MATCHED DUAL V BELTS

Longer wear, much easier steering! Better traction!

BOLT ON RIM PULLEYS AND DRUM

Replace the pulley or the brake drum, not the

entire wheel assembly!
B Parking Brake /
W #10 ga. Steel Deck with
#7 ga. Wear Strips and ®
Welded Seams
B Top Access to the Grease ENco n E

Fittings
¥ Durable Bumper MANUFACTURING CO., INC.
Call for product/dealer information.

B Heavy-duty, High-Lift Blades
1-800-267-4255

B Five-Speed Transmission
P.O. BOX 888 » BEATRICE, NE 68310

32" 36," 48" & 60" Decks
Hydrostatic and Gear-

Drive Models
with Reverse Assist

W Easy Shift Bar
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Confidence
for Today’s
Environment

You want your customer to be confident
in you and the insecticide you use on her
lawn, With SCIMITAR* turf and orna-
mental insecticide you can be confident
that it will do the job quickly and without

problems for today's environment.

Plus, you now have a choice of two
easy-to-use formulations—SCIMITAR WP
in convenient water soluble packs and new
SCIMITAR CS liquid

New SCIMITAR CS—capsule suspen-
sion—is a timed-release, water-based form-
ulation that provides both quick knockdown
and extended residual control without
harm to turf and ornamental plantings.

Applied at a much lower rate than
other popular insecticides, SCIMITAR
delivers excellent control of major turf
and ornamental insects in seconds. Pests
like mole crickets, chinch bugs, sod web-
worms and fire ants. And without the odor

that often raises a customer’s concem.

A non-restricted use insecticide,
SCIMITAR gives your customer confi-
dence for today’s environment.

For more information, contact your
Zeneca representative, or call
1-800-759-2500

ZENECA

Professional Products
USE READER SERVICE #11



BUILDING PROFITS
FROM
LIMB to LIMB

EAGLE 44 AREIAL LIFT

e Trailer-mounted, articulated aerial lift with a
25-foot side reach and 44-foot working
height.

e Positive Bucket leveling, 360 continuous
rotation.

e Proportional control valve featuring joystick
operation.

eEase of operation and portability make the
EAGLE 44 ideal.

AmeriQui

1480 Arrow Hwy., La Verne, CA 91750
(909)392-2033 Fax (909)392-4651

(800)824-9776

USE READER SERVICE #14

(continued from page 70)

leaves, stems, roots and crowns of

affectedplants.

5. Examine microscopically.
Identify insects ordisease organisms.

6.Gatherinformation and ask as
many questions as possible: When
did the problem start? How did it
develop? Any problems in the
past?

7. Pinpoint the problem. Nar-
row down to a specific problem. Is
it a disease, insect, site condition,
environmental factor or a combi-
nation of these? Take your time.
You may need additional help or
lab verification.

8. Develop a plan to address the
problem. Some environmental
problems can be modified. Correct
and/or change the maintenance
practices. Useresistant plants if pos-
sible. Consider fungicides or other
disease management products and
develop a preventive program.

We may never know why some
plant problems develop. Some
problems are easy to diagnose and
some are difficult. Don’t be too
proudtogethelp orask forasecond
opinion.

MANAGEMENT STRATEGIES.
Diseasemanagementstrategies take
two methods: preventive or reac-
tive/curative. A preventive ap-
proach is often the best for a plant
disease since once it is in the plant,
the disease-causing organism can
often be destructive and impos-
sible to eliminate. An example of
this would be verticillium wilt.

Inherited problems in an exist-
ing landscape require reactive/cura-
tive strategies.

Remove plantsthathave achronic
problem and replace them with re-
sistant varieties. This is expensive,
but if you compare it to the cost of
a preventive chemical program, it
will often be cheaper in the long
run. Examples of this would be
crab-apple with apple scab, lawns
with patchdisease problems orroses
with black spot. If you cannot af-
ford to replace the plant, remove it
and changethe landscape by mulch-
ingtheareaorreplacing plants with
turf.

Crop rotation is another alterna-
tive, although this sounds like some-
thing a farmer, rather than a land-
scape manager, would use. How-
ever, there are cases where this can
be a useful tool. For example, if a
shade tree declines frem verticil-

MAY 1995

lium wilt, there may be a need fora
replacement shade tree in the land-
scape and a different non-suscep-
tible tree should be installed.

Verticillium wilt is a newly re-
ported disease on impatiens. This
has occurred where the flower had
been grown repeatedly for years in
the same beds. There isnochemical
control and little is known of resis-
tant varieties, soconsiderrotating to
other flowers not affected by the
pathogen.

Removingdiseased partsof plants
may not cure the disease, but the
plant will look better and can be
maintained for as long as possible.
Some examples of this involve dis-
eases that only affect sections of
trees, suchas fire blight, tip blight of
pine and cankers. When this ap-
proachisusedalong withplanthealth
management techniques, many
years can be obtained from a plant.

Modify the environment by prun-
ing to increase light, changing the
amount of water an area receives,
installing drainage and taking other
steps to improve conditions for
healthier plants.

CHEMICAL OPTIONS. We have
fewerchemicalstouse fordiseases,
compared to those for controlling
pests like weeds and insects in the
landscape, and they need to be used
differently tomanage adisease prob-
lem. There are some excellent fun-
gicides, butrememberthatthey only
work on fungal-caused diseases and
not diseases caused by bacteria or
otherorganisms. Therearetwotypes
of fungicides: Contactorprotectant,
and systemic.

Contact/protectant fungicides
cover the plant surface and prevent
infection. Usually, they are applied
at intervals of five to 14 days be-
cause the fungicides are degraded or
are washed away. Newly develop-
ing plant leaves and stems are not
protected. Thorough coverage of
the plant is critical. Examples of
contact/protectant fungicides com-
monly used include: captan,
chlorothalonil, mancozeb and
thiram.

Systemic fungicides are absorbed
into plant tissue and may provide
some curative action. Mostsystemic
fungicides move upward in plant
tissue.

Of'the currently available systemic
fungicides, only fosetyl-Al (Aliette ™)
moves downward significantly. Con-
trol by systemic fungicides is often
much longer than that offered by

(continued onpage 76
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Super Bowl! XXIX, Joe Robbie Stadium, Miami, Florida

Baron Wolman/NFL Photos

TNO Championship Teams s
75,000 Screaming Fans
80,000 Square Feet of Turf...

and a no-nonsense Head Groundskeeper who only specifies Hunter gear-driven rotors:

“Whether we're prepping the field for the Super Bowl or for regular season Dolphin and
Marlin games, we need the best. That’s why we use Hunter I-40s and I-25s. Their stainless steel
risers never give up, and the arc and radius are so easy to adjust, we can fine tune each zone.

Best of all, Hunter rubber covers keep the field safe for Steve, Stan and all the guys.”

1-20 Rotor I-25 Rotor 1-40 Rotor HBV Valve

Hunfer

The Irrigation Innovators

1940 Diamond Street, San Marcos, California 92069 » U.S.A. » 1-619-744-5240 « FAX: 1-619-744-7461
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At the first sign of danger,

fire ants are genetically pro-
TRYING TO POISON THE

QUEEN DOESN’T END HER
REIGN OF TERROR.
ITJUST RELOCATES IT.

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.

USE READER SERVICE #101



Managing Diseases
(continued frompage 72)

contact fungicides, and some redis-
tribution occurs as the plant grows.

Application intervals vary, but
often range from 14 to 21 days and
longer. Examples of systemic fun-
gicides fordiseases suchas pythium

blightinclude fosetyl-Al, metalaxyl,
and propamocarb.

Examples of broad-spectrum
systemic fungicides include
fenarimol, iprodione, propicona-
zole, thiophanate compounds,
triadimefon and vinclozolin.

There are many factors to con-
sider for successful fungicide use.

Before implementing a fungicide
program, it should be carefully
planned and researched.

For 1995, there is a new regis-
tered turfgrass fungicide, myclo-
butanil (Eagle®). This is a sterol
inhibitor and has good activity on
many turf diseases.

Another product, whichisstill in

the testing stages, is B-
methoxyacrylate (Heritage™). This
is a new class of chemistry and
shows great promise in the turf and
ornamental markets. =

The author is extension plant pa-
thologist at The Ohio State Univer-
sity, Columbus, Ohio.

DISEASE NAME COMMONPLANTS
(caused by) WITHPROBLEM
Anthracnose Maple, ash sycamore,
(fungus) oak, linden, chestnut
& walnut
Cankers Most plants are susceptible
(fungus) (poplar, willow, boxelder,
Colorado spruce, plum, mountain
ash, dogwood, boxwood)
Fire Blight Plants in the rose family
(bacteria) (crabapple, rose, pear, cotoneaster
mountain ash, pyracantha, plum, etc.)
Leafspot Most plants are susceptible to some

(fungus, bacteria
environmental &

COMMON TREE & SHRUB DISEASES

kind of leafspot.

virus)

Powdery Mildew Maple, buckeye, serviceberry,

(fungus) euonymus, sycamore, cherry, oak,
azalea, rose lilac, viburnum, crape
myrtle, tulip tree and many others.

Root Rots Most plants grown in wet sites can

(fungus) develop this problem. Sensitive
plants include: taxus, azalea, roses,
pine, dogwood, rhododendron.

Rust Birch, juniper, crabapple,

(fungus) hawthorn, hemlock, eastern
red cedar.

Scab Crabapple

(fungus)

Tip Blight Juniper, pine, Russian olive

of branches

(fungus)

Verticillium Wilt  Maple (esp. Japanese, Norway

(fungus) & sugar), Japanese barberry,

catalpa, redbud, smoke tree,
Russian olive, magnolia, sumac,
lilac and many others.

Characteristics and Management

ENVIRONMENT THAT

FAVORS DEVELOPMENT

Cool 50-55 degrees F. Moist

in spring, especially after bud
break and as new leaves develop.

There are many types of cankers
in general weather that stress
plants or factors that wound
branches to increase the disease.

Warm, rainy springs or wet periods
during the growing season.

Variable, but often wet foliage
increases the problem.

Warm, shaded, damp areas with high

relative humidity. Water on leaves
is NOT needed.

Wet soils. Warm, wet oondiﬁohs are
especially bad.

Warm, moist conditions. There are
many rust diseases. Timing and
weather may be different for each.

Warm, wet springs.

Varies depending on specific disease.

Frequent rain often increases
diseases.

Fungus is in the soil.
Excessively wet or dry
periods over several years
cause root injury and weaken
the plant.

*MANAGEMENT STRATEGIES
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Practice tree health care; fertilization,
pruning, watering, etc.

. Prune out infected twigs.
. Promote drying of foliage by providing light and air

circulation.

. Replace susceptible trees with resistant plants.
. Avoid wounding branches or trunk.
. Prune out dead infected branches and remove

from property.

. Maintain good health by proper watering,

fertilization, etc.

. Practice sanitation by removing infected shoots.

Prune 12-18 inches below damaged area; sterilize
tools.

. Avoid heavy amounts of nitrogen fertilizer.

Plant resistant trees or cultivars.

. Maintain vigor of plants; water, fertilization, aeration.
. Remove fallen infected leaves.
. Replace problem plants with more desirable types.

. Design landscape for good air circulation and

light penetration.

. Prune and thin dense plantings.
. Water early in day to shorten the time of high humidity.

Select plants with resistance for problem sites.
Divert water away from area.

. Install drainage systems.

. Improve “heavy” soils before planting.

. Modify irrigation if too wet.

. On weakened plants, prune top to bring in balance

with weakened roots. Fertilize moderately.

. Select plants more tolerant for wet sites.
. Plant resistant varieties.
. Do not crowd plants, thin to increase light and air

circulation.

. Improve plant vigor; fertilize, proper watering,

mulching, etc.

. Prune and remove galls.

. Select resistant varieties.

. Sanitation; rake and dispose of leaves.

. Fertilize trees to maintain good vigor and growth.

Prune out affected areas.

Improve vigor of plants with fertilization, watering,
mulching, etc.

Use plants without this problem as replacements.

. Water plants during drought stress.
. Fertilize plants to maintain health and vigor.
. Remove infected plants and replace with resistant

tree or shrub.

*For chemical recommendations check with county cooperative extension office and the state land grant university in your area.

-—
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KUBOTA

L3600

Introducing the nezv Grand 1. Series.

Features

Benefits

A new transmission allows you
to shift-on-the-go between the four
main gears and forward to reverse.

‘ou can work more quickly
and efficiently.

A larger-diameter clutch disc improves

operating efficiency and has a longer life.

You won’t spend as much
on maintenance costs.

The independent PTO can be switched
on and off without stopping.

You can work without
being interrupted.

A new low-noise, low-emission,
E-T'VCS diesel engine delivers more
power with higher torque rise.

You can get more work
done in less time.

A full-floating ISO-mounted
flat deck provides ample legroom
and minimal vibration.

You'll be more comfortable.

The quick attach front loader has high
lift height and powerful lift capacity.

You can move larger loads
with less effort.

‘Now all you have left to
complain about is the weather:

I<ybolag

For more information, write to: Kubota Tractor Corporation, PO. Box 2992,

© 1994 Kubota Tra r Corparation

Torrance, CA 90509-2992. Fanancing available through Kubota Credit Corporation SAFEYY

USE READER SERVICE 74



MOWING MANAGEMENT

Mowing Decks

Become Versatile

Dealers, contractors and
manufacturers agree that mulching

ROGER GIFFORD, ser-
vice manager at Haueter's
Lawn & Sport Center,
Chardon, Ohio, believes
ruggedness of design is
still the main thing mow-
ing contractors look forin
amowing deck. His com-
pany is a dealer of Cub
Cadet, Honda, Toro, and
othercommercial mowers.
Popular models include
36-,48-and 52-inch walk-
behind styles.

Gifford doesn’t sell
many riding mowers to
commercial operators.
“We sell those mostly to
homeowners,” he com-
mented.

The main concern
among the contractors he
meetsis how well thedeck
is balanced. Although a
full floating deck is easier
to change over, Gifford
sells far more of the fixed,
rigid deck styles. Most
commercial customers
prefer to set their cutting
height at 3 or 3 1/2 inches
and just keep working, he
explained.

VACUUM IS IMPORTANT.
Good vacuuming ability
also is vital in a commer-
cialmowing deck, accord-
ing to the contractors
Gifford knows.

“It's got to draw the
grass up straight for that
clean, flat-surface finish,
like a flattop haircut. More
and more straight-discharge decks
now create a good vacuum, bring-
ing up a high-lift blade that draws
the grass up for an even chop,”
Gifford noted.

Another important feature in
commercial mowers is the deck’s

78

ability,

drive design and handling are key elements

in the choice of a mowing deck.

by Bob Gitlin

capability for mulching grass.
“Honda put mulching kits into
their commercial models,” he ex-
plained, adding that in its second
year, Cub Cadet is getting into
mulching conversion kits in the
commercialend. “The only mower

Mid-size walk-behind mowers give contractors flexibility in scheduling jobs. Credit: Scag

designed as a mulch mower from
the ground up is a Honda model —
aresidential 21-inchstyle,” he said.

Mower drive selection includes
gear, variable speed, and hydro-
static, “1 think hydrostatic is the
only way to go because it’s a pump

MAY 1995 o

system,” Gifford said. “All
youdois pumpoilintothe
forward and the reverse
positions. Atneutral,it’sa
zero-pressure pump.”

He believes that con
tractors buying geardnves
tend to be budget-con-
scious, whilethose purchas-
ing hydrostatic drives are
more willing to make a
long-term investment in
equipment.

DESIGNED FOR WORK.
Zero-turning radius is a
main concern forcommer-
cial use, Gifford ex-
plained. “It helps mowers
lay acut withlessconcern
for overlap. The lines fall
clean and look clean. The
better you make the lawn
look, the happier the cli-
ent will be and the more
likely he'll stay with you."”
The long-term eco-
nomics of a zero-turn
mowing deck also play
into the purchasing equa-
tion, Gifford added. “Hy-
drostatic drive’s going to
give a contractor less
downtime, and they cost
$400 or $500 more. But
over a 10 or 15-year pe-
riod, a hydrostatic zero-
turn radius mower more
than pays for itself.”
Gifford pointed out that
these figures are impor-
tantinthe highly competi-
tivecommercial landscap-
ing market.
Aninvestmentoverthe long haul
can still help a contractor remain
competitive against new compa-
nies with little overhead. “On aver-
age, local contractors should get
$50 a cut. But a kid with a hand

{continued on page 80
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I'T°S
PAYBACK
TIME!

From now until May 31,
1995, American Cyanamid is
offering tremendous cash
rebates on PENDULUM?®
AMDRO? IMAGE?® and
Pendimethalin.

It's time to pay back our best cus-

84| tomers. And here’s how we're doing it:
= Payback on PENDULUM®
2| for Landscapes!

PENDULUM for Landscapes gives
you two great choices when you buy 5
cases (60 1b) of 1.2 oz water soluble bags.

Get a cash rebate of $75 or a new
Cooper Pegler 3.9 gal-

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

—
KILS FIRE ANTS

lon Backpack Sprayer.
Either way, it’s a
f=| great deal.

Payback on
AMDRO?!

You can even get a
$1 per pound rebate
on America’s #1 Fire
Ant Killer, AMDRO.

Minimum pur-
chase 48 pounds.

—

=

—

o ol

ﬁ@ a% 1994, to July 31, 1995.

WS AR,

e ——
80025459525 [

CYANAMID

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.

*Pendimethalin Great Rebate
Program dates August 1,

g Y

—

Agricultural Products Division
Products Depanment

Wayne, 07470 D 1995

Cyanamid Payback Offer is available to professional product end-users only. Distributors and other companies or individuals reselling products are not eligible.
American Cyanamid reserves the right to verify all purchases

USE READER SERVICE #65



(continued from page 78)

mower can come in and do the work for $25.”

The quality of the mowing cut available from
the new commercial decksalsohelps contractors
remain competitive, he added, pointing out that
the clean lines of ahydrostatic mower are the way
to distinguish work from the casual workers
using a consumer-oriented product.

MAINTENANCE COUNTS. Maintenance issues
also are important in the buying decision, Gifford
said. “When you're waiting for parts, you're not
making money. The contractor waiting to re-

place a belt or doing an exposed brake repairon a
gear unitis not cutting any grass— someone else is
getting that opportunity.”

According to Gifford, the new hydrostatic
drive models are less maintenance-intensive, but
when they do break, they require more sophisti-
cated mechanical diagnostics.

The biggest maintenance issue relates to in-
drive units. He believes gear drives are hard to
maintainand keep up. “There’salot of work with
that design. Hydrostatics are pretty much main-
tenance free— you just go. They are alow repair
design and you don’t need an overqualified
operator” (to keep them going).

Their engines can be cooled with water or air.

The new Steiner MX460
Mulching Deck does much more
than the average mower. Six
blades cut grass so finely, it decom-
poses quickly to nourish your
turf. Smooth-rolling front caster
wheels and a full-length rear
roller precisely follow the lay of

289 N. Kurzen Rd. » PO, Box504 »

Mig. in Daiton, OH

Mulch more,
faster

STEINER

A turf tractor with a different twist

STEINER TURF EQUIPMENT, INC.
Dalton, OH 44618 »

the land. Steiner’s single-lever
system makes it easy to adjust
cutting height.

Why settle for less? For informa-
tion about the most mulcher you
can own, the only thing you
need is a Steiner tractor and this
telephone number: 216-828-0200.

Phone: 216/828-0200
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Healso has anopinionon that: “Airis fine. Water
is OK if you're letting the engine sitand idle, but
if you want to make money, what good is letting
the engine sitidle?”

Balance is an overriding maintenance issue
for decks among budget and utility-conscious
commercial buyers.

“Commercial users come in and push down
on the handle bars to see how lightly the deck
comes back,” Gifford explained. “Some con-
tractors say one machine is a little heavier than
another, and some modelstiltback tobe easierto
load on the pickup. The mowers are all pretty
universal in getting the blades off the exposed
part of the deck.”

Gifford said that mowing decks are getting
more and more versatile. “They used to be
square-shaped in design. Now one company
offers a round, curved edge on its decks that
allow the blade tip to come within a quarterinch
of acurve, Operators can walk upalong the base
of trees without having to trim afterwards.”

The additions of mulch conversion kits are
making commercial decks better and better at

dcridilibrns
‘Mowers are more
versatile now. Hydraulic
drive means an operator
doesn’t have to man-
handle the machine. It's
easy to manvever with
the touch of the levers.’

recycling clippings onto turf, he pointed out.
“Now, with the commercial mower, you can
discharge, mulch orbag. You can give the same
quality of cut to a commercial property as you
can for a residential lawn.”

MULCHING ABILITY. Landscape contractors
believe that current and future improvements in
mulching ability are key to their operations and
purchasing decisions.

Randy Palmatier, operations managerat East-
em Land Management, Shelton, Conn., said
mulching is his big interest when examining a
deck. He currently uses a deck with a special
blade set to mulch the grass when it cuts. “A
cover goesover the chute; when the grass hits the
cover, it sends it back through.” While this
system works sufficiently, he continuestosearch
for new developments.

What level of functionality would he like to
see in a deck?

“Even mulching decks give too muchclump-
ing,” said Palmatier. “We’re letting turf grow
higher these days. We have to go back and
collectthe clippings ordisperse them with back-
pack blowers.”

Like many supervisors, he has his own way of

o)

{continued on page §2)
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Davis Landscaping

SALES & SERVICE, INC.

(407) 855-1922/FAX (407) 855-2778

o .
RON DAVIS

N

-

Turf and landscape maintenance companies everywhere are turning Pro and turning more profits.

covered superior American-made value with Homelite Pro-Series. Our trimmers, brushcutters, blowers and edgers

They've dis-
feature well balanced, lightweight designs, long-life 30cc or 40cc engines and precision-machined
heavy-duty components. All at a dramatic price advantage.

There's more. When you buy any Pro-Series product and return the registration card,

you're an automatic draft pick for our Pro-Series Team. Team members get a IFREE Homelite Team
Cap, subscription offers to industry trade magazines, membership card with toll-free technical sup-
port hotline and customized magnetic vehicle sign offer, for starters. Plus

future Homelite Pro-Series team benefits. Call 1-800-467-5 150,

and turn Pro this season. You'll enjoy the payoff for many seasons to come.

1895 Homelite Inc

-
A Subsidiary of Deere & Company
USE READER SERVICE ;47

PO Box 7047, Charlotte, NC 28241
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The Iiilling Clerk with Accounts Receivable™
Compare some of our features

* Unlimited number of customers. miscellaneous information like
* Recurring billing mode for automatic
billing of maintenance fees
(weekly, monthly, quarterly or

any other cycle)

* Unlimited service/product
codes for flexible one-time
invoicing of special jobs
like fertilizing, tree
trimming/removal, ete

* One-time invoices can be
saved and recalled for
future reference

* Complete accounts
receivable

* Customer notepad for

special equipment neceded, crew
requirements, etc
* Prints invoices & statements
on forms, blank paper and
postcards
* Reports include: late
charges, past due notices,
aging, sales, sales tax,
discounts, ete. Plus,
customer ledger, mailing
labels, Rolodex® cards,
and more
* Requirements include
PC/MS DOS 3.0 or higher. 640K
RAM and a harddisk

Regular Price $179 -

Special Limited $129 Offer Mowing Decks
Expires 08/31/95 I ) | vt e

equipping his mowing crews. He prefers 61-inch

I l!l!ﬁl.lllﬂ Iﬂﬂ'ﬂl.l.

- _ugr——;

New riding mowers may offer zero-turn radius
design and floating decks for better handling.
Photo credit: Excel

* Plus $10 Shippiog and Handling

Lt e L Iot'l, PR, AR, wnd HEshipping riders, 52- and 36-inch walk-behind models and
New Braunfels, a 0w may vary. Texin residents add s . 3
Texas 78132 $9.38 sales tux 21-inch trim mowers. “Those are the only sizes |
(210) 899-2100 l 800 880 0887 * Return policies do not apply with use — no 48-inch styles, no in-betweens,” he
"AX (210) 899-212 b L] L special $129 pricing ‘
FAX (210) 899-2124 i explained.
USE READER SERVICE 49 Palmatier overhauled his mowing fleet a few

years ago, just before the influx of hydrostatic
drive models. As he replaces mowers, he'll be
converting to the new designs.

“There’s less maintenance involved with hy-
drostaticdrives,” he said. “Butif something does
gowrong, chances are you're going toneed areal
mechanic to fix it, not just an operator on a crew
When a belt goes off on the job, a crew member
can put it back; witha hydrostatic drive, it comes
back to the garage.”

Pat Enstrom, landscape maintenance supervi-
» sor at Teufel Nursery, Portland, Ore., said he
‘ scrutinizes mowing decks for their ability to
mulch. His firm mows a lot of perennial ryes
“Usually, we bag or mulch clippings. If we can
mulch, we're more efficient. Unfortunately, rain

They Own the House. n thwarts lh<.vsc efforts at times.”

Mostof mowers hiscompany uses are 36-inch

[T
[T

Chances are, they also own the lawn. Homeowners represent your best pros- veallc-Detiind wexiets, Poopiehite Hive and-
h fehenwith Metromtai e Homsowmtar lists. scapes with lots of slopes and berms. The nar-
PLL[S tm new busmm Reach more of them aiis riome rower mower accommaodates the contours, Just
including names, addresses, and even phone numbers. this year, we're buying some zero-tumn radius
i S ) styles with 48-inch decks.”
Metromail's Homeowners have demonstrated levels of income and are credit-wor- Enstrom said he’s tested anew mower withan
thy; in short, excellent porcnrial NEW CUStOMErs. intriguing new deck design. “Rather than using a
A R ) ) mulching blade, it has chains on the spindles,
So don't just advertise, get your message out to the people who need your service. above the blade.”

The 48-inch zero-turn rider represents a small

g ’ 5 :
lee us a Ca“ - We ” handle [he lntroductlons. machine. “We have several accounts over six or
1 800 523 7022 seven acres of turf, but lho.\q contours force usto

= £ bl use small decks, even in a rider,” he explained.

- Enstrom intends to switch his fleet over to

roml + hydraulic-drive or hydrostatic drive mowers. “We

AN R.R. DONNELLEY & SOoNs COMPANY continued on page 84)
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YOUR CUSTOMER MAY NOT KNOW
WHY TEMPO MAKES SENSE TODAY
- YOUR WORKER DOES

['EMPO? Insecticide is an advanced generation pyre- and long residual control of turf and ornamental insects in a
throid. And while your customers may not fully understand low-rate, low-odor insecticide
the significance of that, the people handling the product do Contact Miles Inc,, Specialty Products, Box 4913, Kansas
Workers understand that pyrethroid chemistry makes City, MO 64120. (800) 842-8020
[EMPO effective while using 80% less active ingredient than Because using TEMPO
other leading insecticides. That it has low mammalian toxic- can make a world of

.

ity. And that unlike organophosphates or carbamates, it is not difference for everyone
a cholinesterase inhibitor involved

Of course, your customers will appreciate the unsur- MILES m § oy

Tempo

passed performance. I EMPO provides quick knockdown L e
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Bring

Fresh ‘exi6
For?n & 2

to your landscape g
From our beginning as

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.

- s L]

he flexible StoneWall SELEC

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
products, and our network of
manufacturers and dealers, contact:

D Corporation

Innovative Concrete Design
3934 North Ridgefield Circle
Milwaukee, WI 53211

414/962-4065 » Fax 414/332-9678

USE READER SERVICE #35

(continued from page 82)

will buy no more belt-driven walk-
behind styles. Our mechanic said
the actual cost of maintenance on
hydraulics will match that of belt
drives, but the frequency of repairs
will be far less.”

SEARCH FOR IMPROVEMENTS.
Theefforts of manufacturerstopro-
duce mulching capability inthe com-
mercial market is admirable, Ens-
trom said, but there’s that nagging
problem of moisture that’sendemic
to Oregon and Washington,

“The way mulching mowers are
being designed is frustrating for us.
I wonder if they’ll ever come up
with a mulcher that could do tall,
wet grass. The way they've been
made, we can use them for only a
third of the season. Maybe the new
mulch machine we're testing will
help,” he said.

A final problem, Enstrom added,
is that most mulch mowers are not convertible or
require removing parts that, subsequently, don’t
fitback on because of the normal abuse a typical
mower takes.

Pete Delaney, vice president at Tar-Heel Natu-
ral Turf, Charlotte, N.C., decides deck size by job
size, and uses 48-and 52-inch walk-behind mow-
ersas his workhorses. “Weuse the 36-inch model
inasmaller, tighter situation. Wealsoemploy 61-
and 72-inch riders for large turf areas.”

He has used mulch conversion kits and been
dissatisfied with them. “We have one job where
safety is a consideration and we use a mulching
deck simply so there's no discharge.”

Walk-behind mowers are preferred at
Greathouse Landscape, Nashville, Tenn. “We
use two sizes: 36- and 52-inch walk-behind
mowers,” explained Dean Haynes, maintenance
supervisor. “Wealso have 20-inch push mowers.
Each crew usually has one 52-inch model, two
36-inch styles, and one push mower.”

He has phased out riding mowers, joining a
growing number of other contractors. Most of his
contracts are tight areas with a lot of trees and
landscaped areas needing precision cutting.

Thus, he said, “Riders have trouble getting in
and out of the areas. Our operators are conscious
of the way a cut looks afterwards. They want good,
straight lines. We checkerboard alotof areas. We
can't really do that with riding mowers."”

FLOATING DECKS. Haynes explained that per-
fect cutting of the area’s endemic fescues in-
volves knowing how to avoid scalping. It's a
problem he sees frequently in the area’s often
lumpy, undulating terrain.

“That’s why we like floating decks that let us
adjust the height of cut. With all those adjust-
ments, the decks adapt better. If an operatoris in
a dip, the deck floats up. Our 36- and 48-inch
mowers generally are floating decks.”

Some contractors use mowers with a variety of widths to
accommodate different mowing needs. Credit: Encore

MAY 1995

Floating decks offer advantages, said Dick
Tegtmeier, owner of Encore Mfg., a contract
mower manufacturer in Beatrice, Neb.

“More mowersare offered with floating decks,”
he explained. “We have a rider coming out with
a floating deck. But it's not applicable every-
where. For instance, in Florida, they want to
manicure the front yard and whip it off rough in
the back yard.”

This vanation requires quick height adjust-
ment — which is harder to do with a floating
deck, he pointed out. “We plan to have a special
uniton our floating decks so operators can lower
and raise 1t with a lever. Otherwise, they'd have
tomove spacers and casterstomake the change.”

EASY OPERATION. Jerry Bailey, vice president
and general manager, Scag Power Equipment,
Mayville, Wis., noticed increased reliance on 36-
and 48-inch walk-behind mowers in the market,
as well as the trend to larger deck sizes in walk-
behind styles.

Walk-behind mowers with hydraulic-drive
systems have partially supplanted riding mow-
ers. Hydrostatic drives and zero-turn radius de-
signs make it easier to push big mowers, he
noted. “Mowers are more versatile now. Hydrau-
lic drive means an operator doesn’t have to
manhandle the machine. It'seasy tomaneuver, to
goforward and reverse withatouchof the lever.”

This could make it easier for the contractor to
find people with enough “muscle”™ to do the
mowing work. Previously, the job required an
operator the size of a football tackle to move the
mower across a tilted expanse. “Now, you can
have small operators and women handling a61-
inch walk-behind mower,” said Bailey.

Functions are important, but ruggedness is
still job one, he added. “We try to build all our
machines withthe understanding thatit's atough

continued on page 86)
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RESPOND

Concentrated Wetting and Penetrating Agent

The powerful solution

Through scientific testing and practical application,
turf managers are recognizing that Respond concentrated
wetting and penetrating agent is the most powerful
solution for two difficult turf management problems, dry

Sports Turf Research patch and compaction.
- Trials Respond is so advanced and so

e moad gy o effective that it has clearly proven itself

i . to be the leading product of its kind
m n available to the turf and ornamental

industry.

Dry patch penetraﬁon depth

Respond alleviates poor water
infiltration in turf affected by dry patch,
drought stress, compaction and also

7 iy woterony) Tl areas where standing water develops.
_ A cooir oy ey e "“”""”"""""”"’ Respond's advanced formulation
e 1165 e h ke A 7 o, ; e provides turf managers:
ST e p :‘ * A concentrated and cost effective
¢ -

* The most effective wetting and

penetrating treatment available
» Superior results on all types of turf
* Accumulated benefits with regular use

 An integral element in a successful turf management

program
Emnpeo o é
RESPOND P For more information on
T I Respond or the complete line
=== | of United Horticultural =
S J Supply products, call toll
— s Horticultural Supply.
S .} free, 1-800-847-6417. Warking To Enhance Our World
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Respond” is a registeved tracemark of United Horticuitural Supply. = AQuanGro ™ is a trademark of Aquatrols Comp. of Amenca.
Mydro-Wet ~ is & rackmark of Rigby Tiyior Ltd. » Pene-Turf * is a trademark of Four Star Agrcultural Sevvees inc



After Dursban;
Therell Be No Bugs.

The

”’I.
AENSNEREN

Andersons

| Fertilizer with
DURSBAN"®

Professional
| Turf*Products

tion with The Andersons’ turf-fortifying fertilizer
nutrients can help you effectively deal with surface
feeding insects while promoting vigorous, green
growth. And because of The Andersons’ uniform,
particle sizing, you get better turf penetration with
improved efficiency.

| Ask us about; > 30+3+5 w/.92% DURSBAN and 25% SCU

» 28310 w/.65% DURSBAN and 50% SCU

| » 2035 w/.92% DURSBAN and 25% SCU

» 2.32% DURSBAN

|
i A real proven performer like DURSBAN in combina-

Andersons’ Professional Turf fertilizers with DURSBAN:
Uniformly the best in the business.

1-800-225-ANDY

The St
Andersons
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Mowing Decks

(continued frompage 84)

industry, and fairly abusive. The
machines are used day-in and day-
out. They need to get over curbs to
get back on the trailer. We build a
heavy-duty machine.”

Mulching improvements are
high on the blackboard of engineer-
ing priorities, Bailey said.

“Our deck works as well as any
on the market,” he said. “Butevery
manufacturer continues to do a lot
of research and development to try
and improve their mulching capa-
bilities.”

OVERREACHING CLAIMS? The
main thing mowing contractors ask
aboutindecks is mulching, echoed
Tegtmeier. “More manufacturers
offerconversionkitsnow. Some have
decks dedicated to mulching.”

Somedesigns try tobite off more
thanthey canchew, he noted. “I've
seen a lot of claims, and some of
these guys are in trouble if they try
to do everything they advertise.”

Mowers touted to work well at
seven mph do not, he believes.
“Some people gotoofast. They try to
mow too much off for mulching.”

Are there any new engineering
designs coming in decks?

“Wedo contract work for fourof

the competitors,” hesaid, “and those
companies say no big new in-
novationis happening. The the grass
hasn’tchanged.”

Tegtmeier elaborated on minor
changes to come; “As far as the
mowers, we'll see a lot of horse-
power for mulching. The designs
will also try to keep the deck deep
and have high-lift blades.”

Many operators need to learn
Mulching 101, said Kurt Schaefer,
regional sales manager for Cub

Cadet, Cleveland, Ohio. Thatneeds
to be done to get better mulching
performance. “We need to instruct
the commercial operator how to
cut, when to cut and when not to
cut. The biggest problem with
mulching s cutting too much grass,
not only in the height of grass, but
the width of cut of the machine.”

DESIGN FAVORITES. Hydrostatic
drives and zero-turn radius models
are hot now, Tegtmeier said. “We
came out with that style a year ago,
and in 103 days, we shipped $1.6
million worth of them.”

He pointed out that the new tech-
nology eliminates slippage prob-
lems associated with past mower
designs. “Iteliminates some beltsto
the wheels. During the mowing
season inthe Midwest, there is lush
grass in the moming with heavy
dew. Belts extending down to the
wheels gather clippings and water
The hydrostatic drive eliminates
those belts. Itallows the operatorto
get going ona dry afternoon or wet
mormning. The only slippage will be
between the tire and the grass.”

Schaefer believes much of the
purchasing decisionrelating todeck
sizes relatestoregion, InColorado,
for instance, a profusion of fences,
gates and otherobstructions means
that landscape contractors buy many
of the 30- and 32-inch decks.

The smaller models also have
simpler controls. “With the new
designs,” said Schaefer, “anyone
can operate the mower in 15 sec-
onds — this is forward, this is left,
this is right, this is reverse — and
within 10 minutes of operating it,
be proficient.” s

The author is Contributing Editor
for Lawn & Landscape Muainte-
nance magaane.

New decks add a variety of features to improve productivity and

handling in rider or walk-behind styles. Photo credit: Kubota
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Tough Jobs Demand
Tough Equipment.
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SNAPPER

Introducing The New Line Of Snapper
Commercial Lawn 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 Ninja® Mulching System and the
Accutrac™ System to: help achieve professional looking results.
Providing 4 variety of payment plans through Snap-Lease and
Saap-Credit: And backing all of this with a Dealer Network com-
mitted to-sérvice and vour total satisfaction. With threée deck sizes
to choose from in erther Hydrostatic or Gear Drive Transmission,
the-choite is clear = Snapper Commercial stands above the rest.

o Commercial Products Division
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Impacts

FEW EVENTS have impacted the
way welive and work as man’s first
step on the moon and the develop-
mentof the information superhigh-
way. Last year, an event occurred
which will have a major impact on
the way lawnand landscape profes-
sionals control pests.

Anew class of insecticide chem-
istry entered the turf and omamen-
tal markets and its arrival signals a

PESTICIDE STRATEGIES

Imidacloprid offers
high performeance, low use
rates and low toxicity

By Jim Dotson

More than 100 field trials
showed thatimidacloprid
could control grubs on turf
at low use rates.

new era in pesticide technology.
The majority of insecticides used
on turf and ornamentals in the past
twodecades have been members of
three chemical classes: organophos-
phates, carbamates and synthetic
pyrethroids. Now, a completely
new chemical class has been be
added to the list: the chlor-
onicotinyls. With the 1994 regis-
tration of imidacloprid (a

New Chemistry

the Industry

chloronicotinyl) came the firstnew
significant chemistry to be intro-
duced into the lawn and landscape
industry in more than a decade.

Theproduct.commercially known
as Merit” insecticide, represents not
only unique chemistry, but also a
way toaddresscustomers’ demands
for reduced pesticide use and re-
duced risks to humans, pets, wild-
life and the environment.

The lawn service contractor who
uses this chemistry has the oppor-
tunity to make a variety of changes
in the way he or she markets and
sells lawn services.

RAPID REGISTRATION. The de-
velopment of imidacloprid is an
example of the response that manu-
facturers have made to the needs
and concerns of customers and the
general public.

In 1985, chenists at Bayer Cor-
poration (formerly Miles Inc.) syn-

EFFECT OF APPLICATION TIMING
ON GRUB CONTROL WITH IMIDACLOPRID
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thesized approximately 23,000
potential plant protection products
inits laboratories and greenhouses
worldwide.

Imidacloprid, which was syn-
thesized at Nihon Bayer Agrochem
in Japan, showed unique properties
in the early biological screening
process. The compound was first
evaluatedonturfinthe United States
in 1988. Intensive evaluations from
1990 through 1993 resulted in an
extremely large database with ap-
proximately 125 turf field trials for
white grubs alone.

At the same time, the accompa-
nying toxicology, environmental
fate, ecological effects and other
necessary studies were progressing
at an accelerated pace. The federal
registration package for imida-
cloprid as a turf and ormamental
product was submitted in April,
1992, after several preregistration
meetings with the Environmental
Protection Agency. These meet-
ings laid the groundwork for an
accelerated review.

The review of the registration
package was completed in under
two years, compared to anindustry
average of 30 to 36 months.
Imidacloprid received registration
in March, 1994, for use on turf,
landscape ornamentals and interior
plantscapes.

MODE OF ACTION. Imidacloprid
is characterized by several unique
properties not commonly found in
turfinsecticides. Its mode of action
is distinctly different than that of
otherclassesof insecticides, which
act by either inhibiting the enzyme
acetylcholinesterase or by block-
ing open ion channels along the
nerve body. Ineithercase, itresults
inoverstimulation of the insectner-
vous system.

Imidaclopridacts by binding tore-
ceptor sites at the nerve synapse, dis-
rupting normal nerve function. It
hasnoeffectonacetylcholinesterase.

It also causes dramatic behav-
ioral effects in insects, even at sub-
lethal doses. The action of imi-
dacloprid at low doses causes in-
sects to become disoriented: they
usually stop feeding and reproduc-
tion is limited.

(continued on page 90)
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As a lawn maintenance pro,

you can’t afford to see it

from the smallest trimmer to

the largest chain saw, is built

Most peopie See grass.
You see taxes, the rent,
and next week’s payroll.

any other way. Sure, you
appreciate a pretty
yard. But it’s a good bet
you appreciate a healthy

business even more. So let us
suggest a way to win on both
fronts: Shindaiwa. We offer a
complete line of hand-held

power equipment. Every model,

equipment is light.

s Ro

easy to use. And designed,

bolt to bolt, to shrug off the
backed by a national ‘

network of independent dealers.

harshest treatment. If you ever

do need service, you're

USE READER SERVICE 20

for commercial use. Our

Powerful. Refreshingly

What's it all mean to you? Crews
that are more productive. Equip-
ment that costs less to own. And
a business that’s better able to
deal with little things like taxes
and payroll. So when you're ready
to take a break from looking at
grass, go see the fastest-growing
line of professional equipment
5 0 e

in the industry. Visit your local

Shindaiwa dealer.

b4
shindaiwa

WE SIMPLY MAKE THEM BETTER



New Chemistry

(continued from page 88)

The compound is systemic, and
therefore controls insects by inges-
tion as well as contact activity.

While soil systemic activity is not

uncommon, especially inornamen-
tal insecticides, the stability of imi-
daclopridallows forlongerresidual
control than most products. An ad-
ditional benefit is effective control
of ornamental pests (see below).
Extensive research efforts con-

firm that imidacloprid can be ap-
plied as early as April for grub
control that lasts throughout the
season. In fact, unlike most soil
insecticides used in turf, the prod-
uct works bestif applied priortoor
during the hatch period of insect

pests such as white grubs, billbugs,
annual bluegrass weevil and mole
crickets.

APPLICATION STRATEGIES. The
wide application window with

(continued on page 92)

ORNAMENTALS REQUIRE SPECIAL ATTENTION

IMIDACLOPRID, although expected to be widely used on turf, is also a

unique tool for use on ornamental plants. The active ingredient is highly
systemic, especially when soil-applied.

The residual control provided by soil applications, when used accord-
ing to label directions, is long enough that a single application can pro-
vide months of insect control, according to the manufacturer.

A 75WP formulation is labeled for foliar spray application and will
provide knockdown and limited residual control of labeled insect pests.
However, the foliar half-life of imidacloprid is limited due to photo-
degradation and other weather-related effects.

The use patterns that truly benefit from this product’s residual charac-
teristics are soil injections and soil drenches. By placing the active ingre-
dient into the ornamental root zone, a single application can do the job.

The label requires that soil injections or drenches to trees and shrubs
be applied on an individual plant basis and not broadcast over an entire
planting. Label rates for trees are based on trunk diameter. Rates for
shrubs are based on shrub height. The ornamental portion of the label
includes broadcast instructions for flowers and groundcovers only. These
broadcast dosage rates will provide residual insect control only on non-
woody plant material such as annual flowers.

Imidacloprid controls ornamental insect pests such as adelgids, aphids, elm
leaf beetle, Japanese beetle, lacebugs, leathoppers, leafminers, mealy-
bugs, scale insects, whiteflies and white grubs.

One factor that must be considered when using imidacloprid for soil
application to ornamentals is its slow translocation speed. Unlike other
soil-applied systemic products that are translocated relatively quickly,
imidacloprid is much slower.

For this reason, soil treatments should be applied prior to the
establishment of heavy pest populations.

Early spring applications are acceptable for most shrubs and small
trees. However, trees greater than six inches in diameter should be treat-
ed in the fall, especially when insect pests typically infest the trees
during the spring months.

Imidacloprid best fits into landscape maintenance programs as a planned
treatment on plants which have a history of annual insect problems. Some
contractors plan to use the product in combination with liquid fertilizer
in deep-root fertilization programs applied to specimen trees in the fall.

Since imidacloprid is totally new chemistry, it provides control of insects
that may exhibit certain levels of resistance to other insecticides. And it
provides another tool in the lawn and landscape contractor’s [PM arsenal.
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BEING THE “BOSS”
HAS IT’S
ADVANTAGES. ¢

The Chemical Applicator
designed for the professional

Uni%.ug in design and construction,

the BOSS has all the features

a Pro could ask for.

+ 2 Nozzles for Versatility

* Dripless Shutoff

* Viton® O'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.

Viton is a Registerad Trademark of DuPont

Now Available
Nationwide at Sam’s Club

D.B. Smith & Co. Inc. (Affiliate)
23 Garden Street

New York Mills, New York 13417
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(C C & S TURF CARE EQUIPMENT, INC.
~ "JUrrF TRACKER

$S8030

FEATURES:

® Spreads and sprays over 4000 sq. ft.
per minute.

® Zero turning radius for maximum
maneuverability.

® Full hydrostatic drive.
® | 2" break away spray boom.

® |50 Ib. capacity; 3 speed electric
spreader.

® Designed for residential and commer-
cial properties.

(216) 966-4511 (800) 872-7050
FAX (216) 966-0956
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New ZT Zero Turn Mower

The Only One
That’s Bush Hog- Tough

The new Bush Hog® ZT 1800 and ZT 2200 are the only
zero turn mowers qualified to wear the Bush Hog® brand.
That's because they are the only mowers that meet Bush
Hog's farm-tough specifications for performance and dura-
bility. And, because they are the only zero turn mowers that
deliver all the features you need for commercial mowing.

Features such as:

Superior Comfort and Easy Use

® Easy-on, easy-off design

* Adjustable seat and foot rests for operator comfort
* Low profile for better traction and stability

* 90-degree tilt-up deck for easy service and
maintenance

Superior Performance

* 10 to 12 inches shorter than competition for better
maneuverability around trees and obstacles

¢ Minimum 2-7/8 inch distance between tractor and
deck for complete cut in tight “Z" maneuvers

* |ow center of gravity for stable hillside operation

* Reliable 18 and 22 HP Kohler Command engines

* Choice of 48- and 60-inch wide cutting widths

e Side-to-side and front-to-rear deck flotation

Learn more about the Bush Hog ZT 1800's and ZT 2200's
farm-tough features and what they will mean to you in
superior comfort, easy use and superior performance. See
them at your Bush Hog dealer or send in the coupon for

free literature.

DIVISION OF ,A\Atuto PRODUCTS CORPORATION

We Put Support Line Equipment First

Dept. LL-05 + P.O. Box 1039 + Selma, AL 36702-1039 - (334) 872-6261

SEND TO: BUSH HOG ® DEPT. LL-05
| P.O. BOX 1039, SELMA, AL 36702-1039
OR CALL (334) 872-6261
|

| Name:

| Address:
I
| City:
| T R VEE R o e TS | B I
| O Please have my Bush Hog |

|
I
| Phone: | . ) 2 |
I
I
|
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New Chemistry

(continued from page 90)

imidaclopridisasignificantadvan-
tage in a number of ways. In terms
of flexibility and efficiency, the ap-
plication can be made whenever it
fits into the management practices
of the contractor. This is especially
critical for companies with several
hundred accounts to service.

This flexibility and residual ac-
tivity helps reduce pesticide use by
decreasing the number of applica-
tions. Forexample, if the productis
applied in the spring for the control
ofblack turfgrass ataenius, itdoesn’t
have to be applied a second time in
the fall to control grubs.

WIDELY TESTED. As a result of
extensive evaluations at virtually
every majoruniversity and by Bayer
during the past five years, the prod-
uct has emerged as one of the most
widely tested turf insecticides in
recent history. In over 100 field
trials, it provided anaverage of well
over 90 percent control of all major
species of white grubs on turf.
Billbug control has averaged

ACUTE TOXICITY OF IMIDACLOPRID

Inhalation
Oral Dermal LC, (mg/l) EPA EPA
Formu- LD, LD,, (Aerosol/ Toxicity  Signal
lation Species mg/kg mg/kg 4Hr) Category Word
75WP  Rat (male) 2591 >2000 2.65 1] CAUTION
Rat (female) 1858 2000 2.75 :
(Dust/4 Hr.)
0.5G Rat (male) >4820 — >5.09 1] CAUTION
Rat (female) >4820 —_  >5.09
Rabbit (male) —  >2000 —_
Rabbit (Female) ——  >2000 _

NOTE: LD, and LC,, are the accepted abbreviations for median lethal dose and median lethal concentra-
tion, respectively. They indicate the amount of toxicant necessary to effect a 50 percent kill of the test
population. LD, is expressed in weight of the chemical per unit of body weight (mg/kg). LC,, is expressed in
weight of the chemical per unit volume of air (mg/l). The lower either value, the more toxic the chemical.

about 85 percent when used ac-
cording to label directions.

In March 1995, Bayer received
EPA acceptance of a label amend-
ment adding mole crickets to
imidacloprid labels. Research indi-
cates when applied prior to or dur-
ing peak egg hatchinthe spring, the

product provides equal or better
protection from mole cricket dam-
age than many other insecticides.
However, with all these insect
pests, itis critical thatimidacloprid
notbe applied as arescue treatment
against large instar insects. Appli-
cation timing is very important.

REDUCED RATES. As any lawn
and landscape professional knows,
effective insect control is only part
of the story. Because of increasing
public concern about the potential
risks of pesticides to humans, pets,
wildlife and the environment, con-

(continued on page 94)
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HYRDO SEEDING SYSTEMS

AS LOW AS
PER
MONTH*

Hydro Seeding Systems

Why EASYLAWN?
We Engineer Equipment that not only

Out-performs, but Out-lasts the competition!
High quality components,and few moving parts
help you earn more PROFIT!!

ALL EASYLAWNUNITS
PROVIDE:

THE LONGEST WARRANTY
BEST AGITATION, HIGHEST
MULCH CAPACITY,
| | AND LOWEST MAINTENANCE
OF ANY UNITS IN
THEIR CLASS!

QUALITY DOES
e e 800-638-1769

EZ104 MULTIPURPOSE SPRAYER

Perfect for Lawn & Tree spraying
the EZ104 is designed for all your
needs; lawn care, herbicide applica-
tion, spraying oramentals and trees
up to 40". Sizes from 50 to 300

ONLY 877 PER MONTH

(Based on 2 yr. financing, 25% down)

USE READER SERVICE #43

All Seasons
Catcher Lift Systems

Introducing a new product
Jor Walker Mower owners

v 943

to reach greater beights of...

PRODUCTIVITY, PROFIT, AND SAFETY.

« Lift, dump and return to mowing within 20 seconds.

« Improves worker safety.
« Better employee performance.
* Higher profitability through more account service per day.
- 800-786-2301
5100 Valley East Blvd. ¢ Arcata, CA
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NOW THERE'S NO PLACE FOR PESTS TO HIDE.

There's a good reason why AVID® has become the most widely
used miticide/insecticide for greenhouse ornamentals—reliable
mite and leafminer control.

But did you know that you could take advantage of the same
consistent control for your outdoor plant material? And in addition
to reliability, AVID offers you several other benefits as well

CONTROLS BOTH MITES
AND LEAFMINERS

AVID provides powerful mite control on fresh flowers, bedding
plants, shade trees, foliage plants, potted flowering plants,
flowering trees and other woody ornamentals.

Its unique translaminar activity allows abamectin, the active
ingredient in AVID, to penetrate plant tissues and form a reservoir
of active ingredient to control mites and leafminers as they feed
on the leaf.

€ MERCK

1 Man

' & 3 ragistaced trademark of Mark

EXTENDED RESIDUAL CONTROL

AVID provides extended residual control which can mean fewer

applications and lower costs.

detract from the beauty of your plants.

other products.

NO UNSIGHTLY RESIDUES
AVID is a liquid that leaves no powdery deposits or residues to

UNIQUE MODE OF ACTION

AVID is unrelated to other miticides or insecticides so it can
control mites and leafminers that have developed resistance to

So, when it comes to unsurpassed pest control for nursery,

landscape and greenhouse growers . . . the
choice is clear. AVID leaves target pests with
no place to hide.

& Co. Inc

BEAUTIFUL RESULTS
FROM EVERY BOTTLE

VICE #

%

A4l

AVID

O -



New Chemistry
(continued from page 92)
tractors today are looking for prod-
ucts that provide effective insect
control with lower toxicity. Early
in the developmental stage,
imidacloprid was recognized as a
compound possessing such traits.
The productcan be used for grub
control at a rate of 0.3 pound of
activeingredient peracre,compared
to two to eight pounds of active
ingredient per acre for other soil
insecticides used inturf. This repre-
sents areduction of 85t0 96 percent
in active ingredient per acre. This
low-use rate, coupled with fewer
repeat applications, can result in a
significant reduction in insecticide
use over the course of a year.
Imidacloprid is also character-
ized by low mammalian toxicity,
resulting in reduced risks to appli-
cators, pets, wildlife and bystand-
ers. Theactive ingredientis charac-
terized by lower toxicity to birds
and fish than many other soil insec-
ticides used in turf.

TALKING TO CUSTOMERS. Be-

cause the regulatory community

and the public increasingly require
new products having the combina-
tion of effective performance and
low toxicity, it is unlikely that any
new turf and ornamental insecti-
cidethat does notexhibit these char-
acteristics will make it through the
development and registration pro-
cess in the future.

The key to marketing these new
products is an intensive effort to
educate customers as to their mode
of action, their performance and
their environmental advantages.

Sohow doesalawnorlandscape
contractorcommunicate these ben-
efits to his or her customers? Let
customers know that on the aver-
age, only one in 20,000 compounds
tested make it from the synthesis
lab through the studies required for
EPA registration, and then to the
market. This process may take nine
to 10 years and cost $30 to $50
million. Toqualify forregistration,
apesticide manufacturer may need
to submit the results from more
than 120 different tests.

Dave Murphy, president of
Green Valley Co., Merriam, Kan.,
was one of the first lawn service

firms to try imidacloprid. Through
newspaperadvertorials, direct mail,
quarterly newsletters and customer
education during the estimating
process, Green Valley informed its
customers about the new insecti-
cide. The firm performs approxi-
mately $60,000 worth of grub con-
trol business each year. Its tree and
shrub care pest control business
accounts for $35,000 per year.
“You have to take the time to
inform and educate,” he said. Last
year, where it was used, there was
notonesingle grubproblemamong
the company’s customers.
Murphy is no stranger to trying
new methods and products. For
nearly 25 years, he has kept his
company on the cutting edge of
ecologically sound practices. Inthe
1970s, he advised customers to
compost yard waste, long before it
became the responsible thing todo.

HIGH EXPECTATIONS. When a
Green Valley representative does
anestimate, the customerreceivesa
listof recommended services. Next
to each service is a description of
what will be done and its price. For

early summer, grub control with
imidacloprid is listed. No other
product is mentioned on the list of
recommended services.

“It’s our most expensive appli-
cation,” Murphy explained, “but
when we talk to the customer, we
point out the price and explain that
it’s @ new product that is low in
toxicity yet effective on grubs.”

He said customers expect lawn
and landscape professionals to use
the best product. “They’re paying
for our expertise and are willing to
pay alittle extra per treatment once
they know this product is effective
and we’re putting less active ingre-
dient into the environment.”

In a direct mail campaign this
spring, Green Valley informed ex-
isting lawn and tree care customers
about its new service using
imidacloprid. The product is in-
jected into the ground to control
tree insect pests. “It can clear up
scaleand other tree pestinfestations
with one application,” he noted. m

The authoris product development
manager, turf and omamental prod-
ucts, Bayer Conp., Kansas City, Mo.

Are you reading someone else’s copy of

wn & Landscape
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To become a subscriber call:
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ARE YOU LOOKING FOR GOOD DESIGN SOFTWARE?

LANDSCAPE ASSISTANT TRUE COLOR DESIGN SOFTWARE

is easily

gineered for landscape with f 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 included

SPECIAL OFF
TO PROVE OUR SOFTWARE IS THE
BEST WE INCLUDE WITH SYSTEM
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IMAGING GROUP (DIG) RE-
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ER!!!

MARKETS... FREE!
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For PC & Windows 3.X
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- ﬁ CALL NOW FOR FREE VHS DEMO VIDEQ

” 5 1DP 9753 HAMILTON ROAD MPLS, MN 612-829-7553

*All trademarks are the property of their
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Each sprayer

repaired and
replacement
parts are easy

Birchmeier®
Sprayers,
Dusters and
Accessories
are renowned
for their long
life and
dependability.

Birchmeier®:
Buy the one that lasts.

For more information or the Birchmeier® Distributor in
your area, contact:

ITB Co., Inc.
P.O. Box 2505 * London, KY 40743

1-800-866-1357
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BUSINESS MANAGEMENT: PART 5

Learning How
To Plan For Profit

Adding securily
and sanity to

HEN MOST lawn and landscape contractors open their
doors for business, the primary focus is on growing the
client base first, and worrying about profits later. This
philosophy may work for a while, but sooner or later they’ll

an Otheru)ise hit “the wall” — changes in weather, the economy, labor or other
business stress that can snuff out the cash-vulnerable business, re-
unpmdwtable gardless of work quality or expertise.
. X For this and other reasons, one of the most important things a young
buS'I,’neSS Tequ?,res lawn and landscape business needs to develop early onis the discipline i

of budgeting for profit. And it's not necessarily an easy thing to do.
th,Oughm,tl plan- Competition, changing weather and markets and the average lawn and

landscape professional’s disdain for sitting at a desk and fine-tuning

. .
nZ’ng wzth the numbers — all these can hinder the implementation of a profit plan.
. . Consultants and some established industry professionals agree,
bOltom h/ne i though, that the collapse of many otherwise outstanding service
"nind companies can be traced to overlooking the bottom line.
‘.

STACKED DECK. From the outset, most fledgling lawn and landscape
contractors are not getting the skills needed for planning and under-
By Paul SChnmpf rfliUl(lill}.‘, the ﬁn;uu-i:_d sidf' of the m_dusn_\'. Many new owners come

from the rank and file of another firm, where their concerns were
centered more around doing the work or managing the labor than
watching the books.

“There are a lot of people out doing landscaping, but not too many
that are in business,” said Jim Wathey, general manager of Northwest
Landscape Industries, Tigard, Ore. "l attend educational opportunities
sponsored by the Associated Landscape Contractors of America and
I hear participants say
that they don't want to
deal with all the paper-
work — they just want
to landscape. That's
fine, but they need to
have someone as a re-
spected manager or
partner that under-
standsthe businessside
or they are going to
work very hard and
make very little money
— or go broke.”

Contractors must real-
ize they are providing
avaluable service, and
should expect to gen-
erate a profit. Photo
credit: Clean Cut, Inc.
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BUSINESS MANAGEMENT: PART 5

Phil Christian, president of
pde Consultants, Alpharetta,
Ga., said the early experience
of the new business owner of-
ten fails to present an under-
standing of profit.

“Most people start working
by the hour at a minimum wage,
around eight to nine dollars
per hour, where profit can’t be
identified, andthenmoveintoa
position where they are earning
from $25 to $30 per hour, again
where profit can’t be identi-
fied,” explained Phil Christian.
“When they become business
owners, theydon't see the need
to identify profit — they don't
even think about it.”

Christian said profits start
out meaning little to the small
landscape business. As the
company grows, however, fi-
nancial institutions and inves-

tors will judge the business Careful profit tracking increases control over variables. Photo credll Mlcksyx

almost entirely by its level of
profitability.

“Profits start out with zero meaning, but when the
business grows enough, it means everything. Once
you're out of the mom and pop situation, profit is the
way business success is measured. Companies will
find that out the first time they go into a bank and ask
for a loan, or if they ever try to sell their companies.
Investors simply won't buy a company that can't
show a profit on the books. Somewhere in the evolu-
tion ofthe lawn and landscape business owner, profit
has been left out,” said Christian.

A lack of business knowledge can be a dangerous
thing. Patrick Norton, president of Barefoot Grass Inc.,
Worthington, Ohio, thinks new companies too often
resort to setting service charges solely based on what
the competition is charging, without doing the math.

“*Companies must spend more time on the equa-
tion and charge a fair value for the services per-
formed,” Norton said. “They have to realize that they
are performing a valuable service, and should expect
a fair return on the work they do.”

PROFIT IS GOOD. Being able to track profits provides
a number of advantages for the young lawn and
landscape business. Profit provides a measure of
security against the zones of turmoil that make poorly
managed lawn and landscape operations suffer.

Even when a business on the edge survives, there can
be consequences. Credit, customer service and labor
stability can become difficult to manage. “Without a
profit cushion to fall back on, any temporary or in-
definite loss in cash flow can result in the destruction
of a credit history,” noted Christian. “Not being prof-
itable deprives business owners of the opportunity
to be loyal to their workers and customers.”

Y6

“Profit is a must if a business is to survive, not an
evil that is a by-product of greed,” said Wathey. “Your
employees need to know this. It is from profits that
the company buys the trucks, tools, equipment, com-
puters, etc., that employees need to make their jobs
a successful and positive experience.

“If you do not make the profits to buy and replace
these things, you have to buy them with invested
capital. Then, if you don’t make a profit on that
investment, you have just destroyed your capital,” he
explained.

Careful tracking of profit cansignificantly increase
the control alawn and landscape contractor has over
the business. When you understand what services
cost to provide vs. what customers pay, you can
determine whether the service is a money maker or
a profit leach. Then, you can make educated choices
about keeping the service, raising the cost of the
service or ending the service altogether,

“Don't rely on luck,” said Norton. “To increase the
probability of success, you need to set a plan to get
where you want to go.”

JUST DO IT. Reputedly one of the most profitable
lawn maintenance companies in the country, Bare-
foot Grass is a testament to the importance of profit.
Today, Barefoot Grass is a publicly-held company,
requiring a tight rein on the bottom line.

When it began operating in 1979, however, it was
aprivate company with asolid financial plan. Norton
brought with him a background as a certified public
accountant, and married his financial skills to the
lawn maintenance industry.

Norton said the important thing is to just get
started. Without a past history of tracking the num-
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bers, it is difficult to be precise — but the
only way to create a history is to follow a
plan through for the year, examine it, make
changes and learn from mistakes.

For the last 16 years, Norton has been
developing and tweaking a computer track-
ing system that considers over 200 variables
for each of the company's 120 branch of-
fices. The variables fall under specific cat-
egories, including marketing, service rev-
enues and expenses.

On the marketing side, Barefoot Grass'
plan changes and evolves from year to year,
based on past history and current economic
factors. “Youneed tolook at what the money
spent on marketing yields in terms of num-
bers of customers. You also need to break
down each type of marketing — direct mail,
door hangers, ete. — and know how many
sales were generated for each,” Norton said.

“The first year, you can make educated
guesses, then you need to keep records of
marketing performance vs. spending and
make changes from year to year. Set your
goals, set your budget and measure it. It will
make the next year that much easier to
predict,” he explained.

The second level, the expenses, bring another
range of variables into the planning picture. Of
course, the largest expenses by far fall under the
category of labor. Norton breaks out every line

item, including pay, benefits, unemployment and
worker’s compensation insurance, social security,
average leads per day and average production. Un-
predictable elements such as inclement weather are
also factored in to get the most accurate average
labor expense per customer,

Vehicle expenses are the next consideration. This
subset of variables includes the lease cost, interest,
depreciation, insurance, gas and repairs.

Product costs per customer are figured out in pro-
gression. “You have ‘X" number of customers that
average ‘X’ thousand square feet of lawn, whichgives
you the average coverage requirement of a product per
customer,” Norton explained. “From there, you can
determine the average amount of product per cus-
tomer and arrive at a product cost per customer.”

Bringing these average expenses together accu-
rately will tell you what you need to charge to turn
the level of profit you want. And once the model is in
place, extra services can be plugged in to determine
whether they are winners or losers.

“If you have 500 customers, and 10 percent want
aeration, what do you charge? How much added
expense will there be? Using a model will tell you
how much you need to charge and whether it's even
worth it to perform the service,” Norton noted.

He warned against providing a service to keep up
with the Joneses. “Too often people say, ‘the other
companies are doing it, so I need to do it, too.” Com-
panies need to look longer term, and determine if the
service is going to make them money,” he said.

PLAN, PLAN, PLAN

Russell Frith, president of Lawn
Doctor Inc., Matawan, N.J., knows
success. His company presently
manages more than 300 offices in
31 states, generating between $36
and $38 million a year. Frith said
no matter what direction you
choose to go with your company,
having a plan of action is an
absolute necessity.

“It’s like trying to win the national
championship — you can't get
there until you've won enough
games to win the division, get to
the playoffs and play in the big
game,” Frith said. “You need to de-
fine what your goals are, develop
the plan to get there and have the
desire to make it all happen.”

As you think about your plan,
Frith suggested the following points:

¢ Define your market in real
terms. “Is the area affected by eco-
nomic factors, such as unemploy-

ment? What's the marketplace like-
ly to be next year? What degree of
risk will you be willing to take?
What are the prospects for in-
dustrial expansion and growth?
Remember, many purchases are
made on the perception of the mar-
ketplace, as opposed to the realities.”

Frith said the four key elements
to predicting future success are
unemployment levels, market sta-
tus (growing, steady or declining),
who the competition is and the
rules of conduct that businesses in
the industry need to follow. He
suggested that owners:

¢ Be willing to commit the time
to spend in the planning process.

* Leave room for flexibility, es-
pecially with labor. When weather
conditions don't allow applicators
to get out to customers, have some
alternative projects ready that at
least gets some value from the la-
bor dollars being spent. “Painting,
cleaning, record keeping and litera-

ture distribution are possibilities.
You can have those tasks planned
out in advance.”

* Understand the unpredictable
side of the business. “With ad-
vertising, you can predict when the
coupon will be mailed, but you
can't predict whether it will rain
that day. You can predict the time
and material per square foot on a
given job, but you can't predict
when your worker will be able to
do it. You can be certain when you
seed a lawn but not when it will
germinate. You can set a mainte-
nance schedule for a piece of
equipment, but have no idea when
it will fail.”

* Realize there are ups and
downs to the industry. “If growth is
fast, profits drop. If profits grow,
then growth is slow. There will be
times when you want to ratchet
down and make profits, and you
may later decide that you need to
improve volume.”
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In terms of a profit level, Norton said that expecta-
tions tend to increase the longer a person has been in
the business. “Over time, you can certainly set realis-
tic profit targets — getting to 10 percent ought to be
areal goal, after paying yourself a reasonable salary
and your employees a fair wage,” he said.

Norton also recommended using industry groups
like the Professional Lawn Care Association of
America for advice on

profitandbusinessplan- ff your have 500 customers and

ning, rather than using a

generic business con- 10 pel’ Geﬂt Want 38’31’!0" What
do you charge? How much
THE UN-SECRET. Nort- 2eiled expense will there be?

sultant.

west Landscap

abusheeoamcosss < Using a model will tell you how

ful landscape contrac-

BUSINESS MANAGEMENT: PART 5

budgets for each department. “The employees work
with their supervisors on the projections so that the
budget becomes their budget and not something
handed down from the owners. They become com-
mitted to meeting their budget. This approach is also
an excellent method of teaching them about the way
businesses work,” Wathey said.

To track progress, Northwest uses a monthly fi-
nancial statement and
a basic costing by job.
“The job outcome
gives your gross mar-
gin, tells you if you're
estimating correctly
and reveals any pro-
duction problems,” he
said. “I recommend a
basic budget by month

tor in the Pacific North- m"ch ya" ,II need tn charge- or quarter. This

west for over 22 years,

in part due to the attention given to profit, according
to Wathey. “In all our years in business, we have had
one break-even year — all the rest have been profit-
able,” he said.

He explained that there’s nothing mysterious about
the success he has had. He has simply made it a point
to learn and apply techniques that made the company
more profitable.

“The un-secret is that I learned, applied what I
learned, followed through with adjustments and
learned some more,” Wathey said. Much of his train-
ing has come through seminars, which he has been
doing since 1976, and association literature.

One of the most important factors in developing a
profit planis to create a chart of accounts that breaks
out all costs and revenues. Northwest uses one simi-
lar to those presented in ALCA seminars, Wathey
said. Using a format like ALCA’s makes it easy to
compare company numbers to industry numbers.

“It gives enough detail to identify where your costs
are going, and is not too lengthy or complicated as to
be impractical. This format, accurate statements and
a job cost will really tell you what your profit is, or
isn’t,” he noted.

Every aspect of the business is assigned a four-digit
code. The first digit of the code indicates a broad
category, such as “assets” or “earned revenue.” The
second digit indicates a narrower subcategory that
fits under the main heading. For example, under
“assets,” the model lists the subheads “current as-
sets,” “fixed assets” and “other assets.”

The third and fourth digits allow the contractor to
fill in line items that fall into the subcategory. Under
“current assets,” for instance, the model lists “cash
on hand,” “cash in banks,” “investments” and several
others. The objective is to make every aspect of the
business trackable and accountable, so accurate as-
sessments can be made about the health of the com-
pany, including the profit margin.

To help Northwest employees buy into the profit
scheme, every manager puts together the operating

quickly tells you how
much overhead you can afford at a given sales and
gross margin level.”

Employees will occasionally be the beneficiaries
of sharing excess profit, but Wathey doesn’t advo-
cate a profit-sharing plan that boosts a substandard
wage. “Ourphilosophy isto pay above-average wages
and benefits that accurately reflect the value each
employee contributes each day. Profit sharing should
be used to share excess profits with hardworking
and dedicated employees.

“We tell all employees what profit is used for by
percentages, such as equipment replacement, facil-
ity improvements, expansion money for new work,
administrative equipment, return on investment and
income taxes. Then, we look at what is left over and
that money becomes available for profit sharing.
They know that if profits go down, profit sharing by
necessity is the first thing to go,” he explained.

GETTING HELP. Like Norton, Wathey said that indus-
try associations provide some outstanding informa-
tion for contractors incorporating a more compre-
hensive business plan. Consultants may be very
helpful, too, but he suggested some caution.

“Major metropolitan areas have good financial
consultants. I would be careful, though, to pick one
with atleast alot of experience in the construction or
service industries. Stay away from generic consult-
ants and check references,” he said.

Wathey also suggested that every company should
have abanker and an accountant, but warned against
taking their advice on business operations. “It’s not
what their training or background is all about.”

“I think good financial advice is readily available,”
he concluded. “It is very important that you know
what you want, because they are expensive by the
day. The return on investing $1,000 to $2,000 a year
can come back to you many times over.” -

The author is Special Projects Editor for Lawn &
Landscape Maintenance magazine.
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Composting

A seminar sponsored by the American Society for Horticultural Science

for green industry representatives and commercial landscapers,
A S nurserymen and growers.
Highlights. . .

The industry today...

Unquestionable benefits...

. . .Where and when

; Baltimore, Maryland
| Economics of its use... Omni Inner Harbor Hotel
Wednesday—Thursday, 12-13 July 1995

immediately following the Mid-Atlantic Nursery Trade Show

Overview of soils and mulches...

I Selection and purchase...

Instruction & practical experience: Spend one day in the classroom with
Rodney W. Tyler, BFI, Inc., professional, certified agronomist and expert in the industry.
On the second day, receive “hands-on” instruction— get in the dirt and work with the compost.
| Take advantage of step by step application and usage instructions on design beds

[ in the Baltimore Inner Harbor. Compost samples supplied by Maryland Environmental Service.

Co-sponsored by: The University of Hawaii via USDA-CSRS Grant 91-COOP-1-8159 and the Composting Council
Registration fee includes a course manual and a composting information kit

i e e T R D e e b e oo e e b b =

D Yes! Register me for the Baltimore seminar.

| cannot attend the seminar in Baltimore, but please send me information on future 1995 composting seminars in Boston,
Mass., 28-29 September; Pittsburgh, Pa., 26—27 October; and Houston, Texas, 11-12 December.

Name: Organization:

Address: City: State: Zip Code:

Phone: Area of Expertise:

Fees
(members of ASHS and the Composting Council qualify for the discounted fee): D Member—$175.00 D Non-member—$225.00

I
I
I
I
|
I
I
I
I
I
l : Payment
I
I
I
I
I
|
I
I
I
I

!, D Check enclosed (payable in US funds to ASHS-Seminar) Questions ?

I [ Jvisa [ ] MasterCard [ ] American Express R ibert
Cardholder’s Name: at ASHS Headquarters

,t Card #: Expiration Date: Telephone:

: Signature: (703) 836-4606 x 308

Cancellation Policy
Allcancellations must be received in writing no later than June 30, 1995. Registration fees, minus a $25.00 processing fee, will be refunded following the seminar.

Return to: ASHS Seminar, 113 S. West St., Suite 400, Alexandria, VA 22314-2824 or fax: (703) 836-2024.



;alendar

JUNE 4 New Jersey Certified Tree Expert
Educational Seminar, Millstone, N.J. Contact:
Gary Lovallo, 908/591-1113.

JUNE 27-29 Practical Approaches for Effec-
tive Erosion and Sediment Control, Toronto,
Ontario, Canada. Contact: International
Erosion Control Association, 800/455-4322.

JULY 11 Turfgrass Establishment and
Maintenance — Managing Turf Insect and
Disease Problems, Tom’s Country Place,
Avon, Ohio. Contact: Tom Shockey, The Ohio
State University Department of Horticulture
and Plant Science; 614/292-3846.

JULY 16-19 Canadian Urban Forests Con-
ference, Windsor, Ontario. Contact: Canadian
Forestry Association, 519/255-6270.

JULY 19-20 Midwest Grounds Management
Conference, Illinois State University, Normal,
[1l. Co-sponsored by the Midwest Association
of Physical Plant Administrators and the Pro-
fessional Grounds Management Society. Con-
tact: Mike O’Grady, 309/438-2032.

JULY 24 Midwest Regional Turf Field Day,
West Lafayette, Ind. Contact: Midwest
Regional Turf Foundation, 317/494-8039.

JULY 25-27 Penn Allied Nursery Trade Show,
Fort Washington Expo Center, Fort Washing-
ton, Pa. Contact: Pennsylvania Nurserymen'’s
Association, 717/238-1673.

JULY 26 University of Georgia Turfgrass Field
Day, Georgia Experiment Station, Griffin.
Contact: Gil Landry, Extension Crop & Soil
Sciences; 404/228-7300.

JULY 26-28 Florida Nurserymen and Growers
Association and the Associated Landscape
Contractors of America Conference, Hyatt
Orlando, Orlando, Fla. Contact: Lynne Rue,
FNGA, 407/345-8137.

JULY 26-29 American Association of Nur-
serymen Conference, Minneapolis Convention
Center. Contact: AAN, 1250 I St. N.W., Suite
500, Washington, DC 20005; 202/789-2900.

JULY 30 - AUG. 1 International Lawn, Gar-
den & Power Equipment Expo, Kentucky
Exposition Center, Louisville. Contact: EXPO
95, 6100 Dutchmans Lane, Sixth Floor, Louis-
ville, K'Y 40205; 800/558-8767.

AUG. 4-6 Southern Nurserymen’s Association
Trade Show, Georgia World Congress Center,
Atlanta. Contact: SNA, 404/973-9026.

AUG 18-20 TAN-MISSLARK Nursery and
Garden Supply Show, Dallas Convention
Center. Contact: Texas Association of
Nurserymen, 512/280-5182.

AUG. 18-21 Nursery Management Institute,
Michigan State University, Lansing, Mich.
Contact: American Association of Nursery-
men, 202/789-2900.

AUG. 26-28 Farwest Show, Oregon Con-
vention Center, Portland, Ore. Contact: Far-
west Show, 800/342-6401.

AUG. 31 - SEP. 1 Pacific Hort Expo, Orna-
mental Research Conference and California
Association of Nurserymen Convention, Sac-
ramento, Calif. Contact: Margo Jonsson, 916/
567-1133.

SEP. 7-10 Responsible Industry for a Sound

Environment Conference, Ritz-Carlton Penta-
gon City, Arlington, Va. Contact: RISE, 202/
872-3860.

To ensure that your meeting date is pub-
lished, send an announcement at least 10
to 12 weeks in advance to LLLM, 4012
Bridge Ave., Cleveland, OH 44113, or call
216/961-4130. .

TURFCO"

m MFG. INC. -1655 101st Avenue NE -Minneapolis, MN 55449-4420 -Phone: (612) 785-1000 - FAX (612) 785-0556

DO THE WORK OF SIX.

The Edge-R-Rite®, with its easily interchangeable blades, is designed to eliminate
a variety of manual soft ground digging problems like flower beds or sand traps.

It makes short work of invisible dog fence, tree rings and edging installation
all without the contamination of thrown debris...

AERATORS * SOD CUTTERS * EDGERS * DRILLING UNITS * POWER RAKES ¢ PIPE PULLERS
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he combination of

Trimec” herbicide com-
ponents and MSMA in
Trimec Plus gives you one
of the most efficient and
convenient herbicides ever
developed for use in turf!

Since most problems can
be cleaned up with just one
application, there is
less chance of dam-
aging your desirable
turfgrass.

aonoows Y

Approved for use Fm
in bluegrass, tall fes- |
cue, zoysiagrass and |
bermudagrass.

TRIMEC® is a registered trademark of PBl/Gordon Corporation.

ééWeed problems were very
severe in 1990 when | took

Gets unwanted

grasses, nutsedge

PLUS broadleaf
weeds in turf.

charge of this 4
year old course.
Relying heavily on
Trimec Plus we
achieved complete cleanup in
just a couple of years. We still
use Trimec Plus, but mainly for

XITel JUT] goosegrass escapes now.?

James M. Taylor, CGCS
HATSUHO INTERNATIONAL
COUNTRY CLUB

Dededo, Guam

©1995 PBI/Gordon Corporation

é6For the past two years we
have used Trimec Plus on
our roughs and greens
collars to control crabgrass
and broadleaf weeds.
Results have been excellent,
even on nutsedge, and spraying Trimec
Plus is more convenient than using or
tank-mixing several different products.9?
Michael S. Sullivan, GCS

HAWTHORNE HILLS COUNTRY CLUB
Lima, OH

é€Trimec Plus gives us a
“safety net” for our preemerge 3
program which is split into two
applications. Late signing
accounts, however, get only
one - or none. When service
calls involve either crabgrass or nutsedge,
Trimec Plus is our answer.9?

Norm Tetter, Gen. Mgr.

LAWN GENERAL

Gaithersburg, MD

coO

An Employee Owned Company

816-421-4070

ALWAYS READ AND FOLLOW INSTRUCTIONS
ON THE PRODUCT CONTAINER.

USE READER SERVICE 59

PbI /cordon

796/495



PBI/GORDON appointed Richard Martin
president and chief executive officer. He
joined the firm in 1982. Everett Mealman
will continue as chairman. John Coats is the
newly appointed treasurer.

Sandoz Agro named Gary Clayton
business manager, turf and ornamental
products, for its specialty business unit.

New regional sales and service representa-
tives for Hunter Industries are: Jeffrey
Bower, Florida; Steve Emerson, northern
California and northern Nevada; John
George, north Texas, Oklahoma and north-
ern New Mexico; Mark McKernan, central
California and southern Nevada; Bruce
Morgan, central Plains; Don Neely, south
Texas; and Todd VanDyne, New England
and eastern Canada.

Valley Crest Landscape named Jeffrey
Colton operations manager for its northern
California office. He is a third-generation
employee with 12 years of experience at the
company, following his father and grand-
father into the business.

Seed Research of Oregon appointed Pat
Searight as area manager in its Dallas,
Texas, operation. He will handle sales of cool-
and warm-season seed in central Texas.

Colton Thomas

Pavul Sacamano was promoted to manager
of technical services, western region of
Davey Resource Group, a division of The
Davey Tree Expert Company. He will work
in the Irvine, Calif., office.

Michael Thomas joined ACRT Inc. as an
urban forester and economist in the com-
pany’s Finger Lakes, N.Y., regional office.
He will create an urban forestry research
computer model program to quantify envi-
ronmental and economic benefits of main-
taining large trees.

New sales staffers for the turf, ornamental
and pest control products group at American
Cyanamid are: Matt Bottone, Midwest; Elda
Elizondo, south central region; and Dave
Rowlands, Florida.

James Foreman joined Weather-matic as
regional sales manager in the Pacific North-
west. He brings more than 20 years of ex-
perience to the position.

New promotions at Echo include:
William Peel as director of marketing;
Paul Scholl as director of sales; Jeff Bohr
as east region sales manager; and Dave
Dalton as west region sales manager.

Tony Campbell joined Highway
Equipment as national sales manager for its
Groundskeeper leaf vacuum equipment,
with responsibilities for direct sales and
establishing distribution and service outlets.

New promotions at Lebanon Turf Prod-
ucts include: Harry Mathis, as director of
purchasing for Lebanon Chemical; Chris
Zelley, as lawn care/landscape product
group manager; Greg Ellis, as regional
sales manager; John Wiblishauser, as
territory account manager for turf accounts
in the Northeast; and Robert Birdsall, as
territory account manager for turf accounts
in Michigan, Ohio and West Virginia.

Jim Turner was promoted to national ac-
counts manager for Aquatrols. He takes the
place of Jerry Curtice, who recently
retired, but will continue as a consultant. .

FINALLY!

Organics without SCWage
sludgcs or animal by-products!

|8)§ K@TIIsvell 15-1-15

As low as $1.00 per 1000 sq. feet.

435 Wilson Street NE
Minneapolis, MN 55413

102

No offensive odors * Low Low dust

5 %011 (el 8JIVEY 9-1-5 with 1.5% Iron
60% slow release. As low as $1.62 per 1000 sq. feet.

Plade Runncr JEREETTREATN
37% slow release. As low as $1.22 per 1000 sq. feet. (N
20% slow release. As low as $1.25 per 1000 sq. feet.

Liquid Formula Compost [RK

THIS POLECAT CAN
RAISE PROFITS
PRETTY EASILY TO0O.

The Polecat does more than just make it easy to do grounds
maintenance. This bucket lift can also raise your bottom line by
lowering operating and insurance costs while
dramatically raising productivity

You see, it's fully self-propelled and hydraulically \

¢

controlled by the operator in the
bucket, so you can move

in any direction with

unprecedented ease

Available with a variety of features,

the Polecat can be configured to

suit any application.

For the full story, call 1-800-876-5322
POLECAT, Phone in Florida:
305-254-8999 or write
Polecat Industries Inc.:
14141 SW 142" Street
Miami, FL 33186

POLECRHT
INDUSTRIES
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TWO ESSENTIAL
REFERENCES FOR
LANDSCAPE PROFESSIONALS

: The Complete Irrigation Workbook, by Larry Keesen,
e e ADVANGES IV TURFGRASS SCIENCERF"""18 offers a comprehensive look at irrigation design, installation,

! f maintenance and water management including practical,
hands-on techniques. Each chapter contains questions and
answers which
can be used to
test your own
knowledge, or as
in-house fraining
tools for new and
seasoned employ-
ees. Appendix
includes detailed

TURFGRAS

ECOLOGYRY
MANAGEMENT

M T. KARL DANNEBERGER, Ph.D

CLIMATE -ECOSYSTEMS - PREDATORS- SOILS

The Complete drawings of
e IRRIGATION olanons

® The effects of cultural practices on turf.
® Pest resistance.
® Weed and lurf interactions.

WORKBOOK

DESIGN, INSTALLATION,
MAINTENANCE
AND WATER MANAGEMENT

Turfgrass Ecology & Management,
by Dr. Karl Danneberger, is an advanced
turfgrass management book for the land-
scape professional which goes beyond the
introductory level. This management book
is devoted to advanced environmental
ecology.

[ ——— —m —

YES, I'm interested in purchasing set(s) of both books for the discounted price of

| S50 plus S7 shipping/handling per set. |
| YES, I'm interested in purchasing copy(s) of The Complete Irrigation Workbook Quantlty dlSCOLlntS |
| for only $27 per copy plus S4 shipping/handling per copy. y |
' JOSHBN0Y ST S : : . are available I
YES, I'm interested in purchasing copy(s) of Turfgrass Ecology & Management
i for only S36 per copy plus $4 shipping/handling per copy. upon request |
I I understand my purchase will be shipped upon payment. I also understand that I can return my book(s) within 15 l
I days for a 100 percent refund if I am not totally satisfied. (Ohio residents only add 7% sales tax.) I
I Please charge to my: QVISA U Mastercard Exp. Date: Call |
Card #: Signature: Fran
| Franzak |
gy A |
I Nampe; 800/456-0707 ¢
Company Name:
: AR LLM Books :
I City State Zip: 4012 Bridge Avenue I
L Phone: Cleveland, OH 44113 y
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DY ON
DY'ON "W*"

You Make The Choice

Dy'On is the original spray
indicator......the first to
let you see where you
sprayed.....a temporary
dye that will slowly
fade away in sunlight.
Dy'On is also recom-
mended as a pond
and lake dye. Other
diluted, imitator
products are worth
far less.

Dy'On "W" (washahle)
is not a dye hut a
temporary colorant.
It is equally easy
to use as Dy'On
yet will rinse
off hands,
driveways
and walk-
ways
quickly
and
easily.

For
the best
value, use
either spray
indicator,
Dy'On or Dy'On "W".
You make the choice.

R EGAL
CHEMIGL COMINY

Regal Chemical Company
P.O. BOX 900 / ALPHARETTA, GA 30239
PHONE 404-475-4837 / 800-621-5208
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options with Grotech’s Model MPS-125
hopper will not rust and is connected (o a

steel flow gate for precise metering.

Circle 125 on reader service card

Year-round use and flexibility on the job are a' ]
multi-purpose spreader. Durable thermoplastic
remole joystick level that controls the stainless

Spreader is powered by an enclosed 12-volt
high-torque motor. A variable-speed spinner
spreads materials in widths from 4 to 40 feet, The spreader can be mounted on a tractor,
truck. utility vehicle or front mower for added flexibility. Hopper and flow gate are
designed to handle seed, granular chemicals, fertilizer and even ice melting materials.

-

TRAILER-MOUNTED power mulcher from
Reinco allows a crew of three to apply up to
five tons of hay, recycled fiber mulch or
straw 1o distances of 70 feet. Operating
features include a beater chamber designed
for steady mulch output, blower chute with

single-handle bar control for a 360-degree
horizontal swing, 35-hp engine, vernier type
throttle with weatherproof boot and two-
piece load tray that extends for operator
convenience.

Circle 126 on reader service card

Dynadiggr motorized shovel from Brisco has
a two-stroke engine that drives a piston rod
attached to an 18-inch detachable blade. The
rod moves 3/8 inch up and down like a jack-
hammer for clean slices into the ground to
dig trees or shrubs out within a minute. Other
uses include digging a footing trench or ditch
and packing or excavating soil. Shovel weighs
43 pounds and measures 32 inches long.

Circle 127 on reader service card

Thompson stainless steel filters from Miller
Leaman come in 2 and 3-inch sizes to re-
move sediment
from well and city
water used in
irrigation sys-
tems. Both mod-
els are said to
operate with ap-
proximately |-psi
pressure loss at

maximum flow (when clean) and have a
conical shaped filter element, which causes
debris to move down to the filter reservoir in
the bottom. Band clamp lid assembly allows
easy maintenance. Filters handle flow rates
from 5 to 2,000 gpm or more.

Circle 128 on reader service card

Landscape contractors can use Profile ceram-
ic aggregate product from Aimeor as a natu-
ral soil additive to manage oxygen and water
in the root zone of plants. Tiny particles have
thousands of pore spaces to help prevent
compaction, improve drainage and promote
increased microbial activity in soils without
washing away or dissolving. Till it into exist-
ing soil at a rate of 15 percent by volume.

Circle 129 on reader service card

Combination service/dump body truck from
TruckCraft offers versatility in an 8-foot
steel design. The bed measures 100 inches

and provides a hauling volume of 3 cubic
yards. Another 50 cubic feet of storage com-
partments are built for secure storage. Model
TC-310 is suited for |-ton trucks and in-
cludes a 6-ton electro-hydraulic hoist,
double-acting tailgate with lock pins, 18-
inch removable rear comer standards to
support side boards, steel floor, sealed joints
and cadmium-plated hardware for long wear.

Circdle 130 on reader service card

Ciba Turf & Ornamental Products intro-
duced reduced-rate Sprint* 330 chelated iron

=t micronutrient supplement in 50-pound

(continued on page 108)
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Title
Company
Address
City State Zip
Phone #

1. Do you wish to receive (continue to receive)
Lawn & Landscape Maintenance magazine?

Oyes ONO
Signature (required)
Title Date
2. What is your primary DISTRIBUTOR/MANUFACTURER: 4. Based on overall dollar volume, _____Installation
business at this location? (please [ Dealer O Formulator estimate what percentage of your _ Maintenance
check one) O Distributor O Manufacturer business is derived from: Pesticide Application
CONTRACTOR or SERVICES: OTHERS ALLIED TO THE FIELD: —— Mowing What I
0O Landscape Contractor DExtension Agent, (Federal, State, ——h Tree Care 2;,“,,, “lz‘:,f'm” 2
(maintenance & installation) County, City, Regulatory Agency) — % Fertilizer s
O Chemical Lawn Care Company O School, College, University —Seed d
(excluding mowing maintenance service) [0 Trade Association, Library —— Pesticide Applications
O Lawn Maintenance Contractor O Others (please describe): ———k Irrigation Installation
O Ornamental Shrub & Tree Service ——h Irrigation Maintenance
Dlrrigation Contractor 3. What best describes your title? 5. How many people does your
O Landscape Architect (please check one) business employ (including
OOt ContractServies (pease descrite): O Owner, Pres., Vice Pres., Corp.
Officer ———— Year-round
IN-HOUSE LAWN CARE/MAINTENANCE: O Manager, Director, Supt., Foreman s SARN0NN &
O In-House Maintenance including:  CJAgronomist, Horticulturist | awn
Educational Facilities, Health Care 01 Entomologist, Plant Pathologist Ie mm” annual purchae-
Facilities, Government Grounds, Parks O Serviceman, Technician sng 4 Pesticides
& Military Installations, Condominium O Scientist, Researcher Eovioment
Complexes, Housing Developments,  C1Company, Library copy only S — ——Faup READER
Private Estates, Commercial & D Other (please specify) 7. In peak season, how many crews SERVICE CARD

Industrial Parks. do you operate in the field for: 5/95



Place
Stamp
or
Meter

e

Lawn & Land
MAINTENANCE

PO BOX 5817
CLEVELAND, OH 44101-0817




INTERNATIONAL
LAWN, GARDEN &

POWER EQUIPMENT

|
Keeps
Getting

Better

m The largest array of
power equipment and
lawn and garden products

m A roll-up-your-sleeves,
try-before-you-buy
demo area

m Spotlight on new products

m Special emphasis on
rental, commercial. and
outdoor leisure products

m Expanded seminar
program

§ m Latest industry trends and
merchandising programs

Call today for free
registration information.
800-558-8767 or
502-562-1962

FAX 502-562-1970

July 30 —

August 1, 1995
Kentucky
Exposition Center
Louisville, KY USA
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Products

(continued from page 104)

drums. The new rate for general turf foliar
application is 2 to 4 ounces per 1,000 square
feet; the previous rate was 16 ounces per
1,000 square feet. The formulation has 10
percent chelated iron to enhance root devel-
opment, improve turf health and encourage
green-up. The 50-pound fiber drum holds the
material inside a large plastic bag.

Circle 131 on reader service card

Handy worker decontamination kit from
Compliance Safety comes with its own
carrying case for easy transport to and from
job sites. The kit includes two 32-ounce
bottles of sterile buffered isotonic eyewash, a
4-ounce bottle of soap, a disposable coverall,

four extra-large single-use towels and three
1-gallon potable water containers. The
carrying case is weather resistant.

Circle 132 on reader service card

Landscape spades made to commercial
specifications by Sure=Lo¢ use heat-treated
alloy steel for handle shafts and blades to
provide maximum prying strength and dura-
bility. Both D-handle and long-handle shafts
are guaranteed for 5 years. Blades have a
mill-sharpened cutting edge, choice of 12 or
15-inch sizes and straight or diamond-point
configuration.

Circle 133 on reader service card

Hustler 640 Hillsider mower from Excel of-
fers six-wheel drive for traction and stability
on steep slopes, rough terrain and hilly road-

sides. Self-leveler automatically tilts to keep
the operator’s station level, as well as the
engine for proper lubrication. Weight dis-
tribution remains constant over the drive
wheels. Other features include dual hydrostatic
drive, power-assist wheel lift for zero-turning
radius and one-hand steering for total control
of speed and turns without using foot pedals.
Circle 134 on reader service card

ProGrind 900 tub grinder from Toro Recyding
Equipment converts grass clippings, leaves,
brush, limbs and other organic materials into
fine or coarsely ground landscape materials. It
can be towed with a 3/4-ton truck and set up
in 5 minutes to produce materials for compost
or mulch applications, depending on the site.
Circle 135 on reader
service card

Treegator® irrigation
units from Spectrum
Products are said to
shorten drip-time
range to between 2
and 16 hours per tree.
The portable plastic
units provide tempor-
ary drip irrigation and
help to minimize tree

ANNOUNCING !
DIG's New CD-ROM Database

| Our CD-ROM contains over 1,850 nMy edited database
items! There are trees, shr

oAl ol e g
B i e e
S p e e
our proven photo-realistic imaging.

Call Us T

m v!ur: l'n.:gl‘l_-ﬂo'n on our Srdn‘empedd Sale Prices.

California (818) 706-8786

Computer Imaging for the Landscape Industry

JUST IN TIME FOR THE SPRING SEASON!
Leave Your Competition And Their Hard-To-Visualize Plot Maps In The Dust!

nndcﬂenfrﬂlll
umh:hﬂn;m:onhm,mrglm

Produce Full color Rende: I““l\ In 30 Mir |u! s Or Less
(Shown Here In Black & White

Progressive Electronics
Model 521

e | ocate Wire Path
And Depth

All The
Equipment You
Need To
Troubleshoot
Irrigation
Systems

(REG. PR. $650. 00) '

1-800-284-0205
Irrigation & Landscape Supplies + Dallas, TX
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HELP

Deliver Accurate Bids

CREWS

Track Job Costs

INCREASE

Record Payroll

PRODUCTIVITY

DataTrack™ will report
“time on the job” and give
accurate reports for each
crew member and task.

714-363- 5353 1-800-DATA-2-GO

Specializing in Data
Collection Solutions
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loss in areas without irrigation. They are also
said to improve water absorption, minimize
evaporation and reduce runoff.

Circle 136 on reader service card

Terra™introduced Aliette T & O fungicide to
control downy mildew, fire blight and bac-
terial blight in ornamentals and bedding plants.
It can also be used as a systemic fungicide for
Pythium diseases like root rot, blight and yel-
low tuft on common turfgrasses. Five-pound
containers and 11-pound bags are available.
Circle 137 on
reader service card

Badger portable pow-
er earth augers from
Feldmann can be us-
ed by one person and
come in sizes from 2
to 12 inches. Carbide-
tipped points, 2-hp
engine, positive
thumb-actuated throttle
linkage and wide-
stance contour handles
simplify drilling tasks in all types of soil.
Gearbox has sealed ball bearings and steel
gears. Augers are portable and lightweight.
Circle 138 on reader service card

Hundreds of parts, commercial blades, belts
and products for landscape contractors are
highlighted in the 1995 Silver Streak catalog
from Frederick Mfg. Kevlar-wrapped belts,
engine parts and mower blades are among the
featured items. A comprehensive cross
reference of parts, application charts and
technical information are included.

Circle 139 on reader service card

A new concept in tree-
staking devices intro-
duced by Vitech In-
dustries is Bio-Tie®,
which holds a tree A
upright while allowing |
it freedom and mobility.
Only one stake is
needed, which reduces
costs and installation
time. Reusable devices
are tamperproof and
adjustable, giving the
tree room to sway in the wind and build
trunk strength as it grows.

Circle 140 on reader service card

Crew dispatch system from Royal Services
uses software to schedule services, track

technicians, record client services and gen-

erate reports. Contractors can compare actual
job receipt reports with job estimates, track
additional sales by technicians, group client
information on one screen, print daily work
schedules for crews, print labels and perform
a variety of other functions from the PC-
based program.

Circle 141 on reader service card

Model 246 chain saw from Husqvarna Forest
& Garden incorporates a decompression
valve to provide a broad power range with
good torque even at low revs, which makes it
easier to use. Other design features include a
two-stage air filtration system, vibration

damping, slim body for good control and an
inertia-activated chain brake that releases in
all working positions.

Circle 142 on reader service card

Mowing techniques video from Progress
Products offers 40 minutes of common-sense
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CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ ¢
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training for English or Spanish-speaking
employees. The video covers operation of
intermediate mowers, trimmers and edgers;
mowing in wet or high-grass conditions;
special mowing problems and situations and
professional techniques of finishing up the
job. A handout tests employee’s understand-
ing for instant feedback.

Circle 143 on reader service card

Scag’s SSZ zero-turn riding mower offers
dual hydrostatic transmissions and comes in
48-, 52- and 61-inch cutting widths. The

floating cutter deck can adjust to different cut-
ting heights from controls near the operator’s
seat. Engine options include a 16- or 20-hp

Briggs Vanguard or 18-, 20- or 22-hp Kohler
Command styles. Electric blade-engagement
clutch, tapered roller-bearing spindles and a
5-gallon gas tank are standard.

Circle 144 on reader service card

Pond Kleen bioremediation product from Soil
Technologies consists of enzymes and natural
bacteria cultures that help to manage un-
wanted aquatic growth in decorative ponds
and lakes. The formulation uses a bioaugmen-
tation process that breaks the cycle of stag-
nant water and algae infestation by digesting
organic matter and nutrients on the water and
at the bottom. It is safe for humans, plants and
animals, as well as pumps, valves or nozzles.
Circle 145 on reader service card

Convert existing underground sprinkler sys-
tems to drip watering with Raindrip’s
adjustable bubbler components. Connect the

bubbler directly to an underground sprinkler
manifold with a 1/2-inch riser adaptor or
mount on a stake and riser assembly. Opera-
tors only need to turn the 8-position cap to
adjust the flow rate from zero to 10 gallons
per hour. It waters from 8 separate stream
outlets, with pressures from 15 to 40 psi.
Circle 146 on reader service card

Payroll management software from Armor
Systems is designed to track labor costs and
prepare necessary payroll forms. System
handles both large and small company opera-
tions, including direct deposits of checks,
calculating worker’s compensation and em-
ployee benefits, promotion and work review
data and other management tasks.

Circle 147 on reader service card

Thomas Equipment introduced the T172HL S
series high-lift loader with an operator cab
redesigned for safety and easier operation.
Integrated controls safety system protects the
operator on entry or leaving the cab. Opera-
ting features include a high-output electrical
system with 45-amp alternator, four-point
lifting lug system, redesigned control panel
and operation at less than 85 decibels.

Circle 148 on reader service card

(continued on page 113)

Create :
Beautiful
Concrete Borders

for Less than Half the Cost
of Conventional Methods!

$ Add on to your services/profits

$ Low maintenance/Easy to use

$ Self-propelled, electric or gas powered
$ Create various shapes and sizes

P2 23042 Alcalde #C * Laguna Hills, CA 92653
(714) 587-8488 » (800) 292-3488 » FAX: (714) 951-2656
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_Glassifieds

All classified advertising is 75 cents per word.
For box numbers, add $1 plus six words. All
classified ads must be received by the publisher
before the first of the month preceding publica-
tion and be accompanied by cash or money order
covering full payment. Submit ads to: Lawn &
Landscape Maintenance magazine,4012 Bridge
Ave., Cleveland, OH 44113. Fax: 216/961-0364.

BUSINESS OPPORTUNITIES
LAWN CARE PROGRAM

NaturaLawn® of America

The leader in natural organic/biological lawn
care is now expanding nationwide. Our fran-
chise offers:

¢ Exclusive Territory

* Proprietary Product Lines

» Comprehensive Support

* Thorough Agronomic Training

* Financing to Qualified Individuals
To learn more, contact Randy Loeb, Franchise
Development Manager at:

800/989-5444.

WHOLESALE DISTRIBUTOR

. EXTRA INCOME POWER WASHING

FINANCING

EARN $100/hour power washing and sealing
wood decks. Learn the most effective method,
equipment setup and supplies. Complete train-
ing package: Manual, video, advertising pack-
ageandequipmentcatalog. Toorder, send $89.95
+$6.50 S&H to: Deck Seal, 7259 Colony Drive,
West Bloomfield, MI 48323 or call 810/360-
9668 for more information. VISA/MC.

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,
OH44113.

HYDROSEEDERS & STRAW BLOWERS

Any make, any model, any condition. Call Neil
Reinecker at 800/245-0551, or send photo with
description and asking price.

FOR LEASE

Needed to market environmentally friendly,
liquid, slow-release fertilizer products direct
from manufacturer. Ken Franke, P.O. Box 123,
Plato, MN 55370; 800-832-9635.

LAWN AND LANDSCAPE
MANAGEMENT

Ride the wave of the future to the shores of
success. Organic-based lawnand landscape man-
agement business will get you there. No outra-
geous franchise or consulting fee. For free infor-
mation, write to: Environmental Alternatives,
P.O. Box 4094, Hampton, VA 23664.

CHRISTMAS DECORATING BUSINESS

Get Christmas business. Outdoor Christmas
decorating services will stretch your season and
improve your bottom line. Adams Mfg. makes
the most versatile, easiest to use, best quality,
professional outdoor Christmas decorating fas-
teners and accessories: SHINGLE/GUTTER
GRIPPER — One product holds C9, C7, or
mini-lights and works on shingles or gutters.
SHINGLE INSERT — Easily slides between
slate, shake or tile shingles without damaging
roof. LIGHT STAKE— Mosteconomical way
to illuminate driveways, walkways and land-
scaping. ROOF HOOK and GUTTER HOOK
— Quick, easy way to hang light strings on
homes. Call or write for FREE SAMPLE KIT
and bulk pricing. Adams Mfg., 109 West Park
Road, Portersville, PA 16051, attn: LauraGreen.
800/237-8287; fax412/368-9311.

TRUCK & EQUIPMENT LEASING

o low Initial Investment
e Low Monthly Payments
o Quick Turnaround
e Personalized Service

CALL LISA moeeIs
800-766-2874

LEASING, INC.
1600 W. Main St., Wilmington, OH45177

EQUIPMENT WANTED

A Finn round bale mulcher. David Sherbrooke,
218/532-2485.

FOR SALE
WHOLESALE TURF SUPPLIES

Hannay hosereels (electric), $389; 300 feetof 1/
2-inch L.D. 200-psi hose, $180; 400 feet of 3/8-
inch.D. 600-psi hose, $225; Aeroquip 1/2-inch
swivels, $29; ChemLawn guns, $69.79;
Trimmerline 5-pound .95, $29.95; Jumbo grass
catcher, $139.95; Kawasaki 12.5-hpengine with
oilfilter, $479.95. Toorder, call Hersch’s Whole-
sale Turf Supplies, 800/THE-LAWN. Ask for
your free catalog.

TO ADVERTISE IN LLM CLASSIFIEDS CALL

1-800-456-0707

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. Landscapers Supply Corp.’s
1995 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.

LN ]

BIDDING STRATEGIES THAT WORK

BIDDING is the first vital step in the success of
abusiness. Now available! A book with answers
on BIDDING. Our book, Bidding & Contracts:
Your Key to Success, was born of experience not
theory. Send $42.95 to: #1 Profits Unlimited,
3930-B Bardstown Road, Louisville, KY 40218;
800/845-0499.

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

LAWN SPRAY TRUCK

1985 Chevy C50 series, remanufactured 1990.
Target engine, rebuilt transmission, new brakes
& clutch. 1,200-gallon Tuflex main tank, 200-
gallon drop tank with mechanical agitation.
Hannay electric hose reel, 300 feet, 800-psi hose,
18-hp twin cylinder Briggs engine with 20-gpm
Bean pump. Good condition, currently working
every day. $9,800. Fort Myers Pest Control, Inc.
800/329-3100.
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PREMIUM REPLACEMENT PARTS

TREE STAKE KITS

ML ZERO-FLAT
TIRES

ew

Material

# Absorbs Ground Impact
like Air Tires!

FOR MORE INFORMATION OR A FREE
CATALOG oF our
COMPLETE LINE OF PARTS cALL

1-800-828-7980

JTHOMAS

LANDSCAPE DESIGN KIT

FREE BOOK OFFER ’4’“’. 2

LANDSCAPE ¢
DESIGN KIT 3, § s

1/8" scale set contains: 48 M o
rubber stamp symbols of Q'(m
trees, shrubs, accents, rocks, .
hedge, railroad tie, stepping 9
stones, and stamp pad

%:y n‘?':',

FREE
LANDSCAPE .
DESIGN | saes
BOOK WITH AMERICAN STAMP CO.
YOUR LDK 3 | 12290 Rising Rd., Dept. LL95L
ORDER Wilton, CA 95693
Tionsent.  Voice/FAX (916) 687-7102
CUSTOM DECAL KITS

A Quick &
Economical

Way
To \ll\Aarleour

40U~
LOG!

843-6262

Easy to Order-Easyto A
syCusfom Decc;,l Kits pply

Call or write: Sun_Art Decals Inc.

37 Pearl Rd.

. Cleveland, OH 44130
| 216-843-6262

5

| 800-835-5551
Fax: 216-843-6130

YOU CAN STAKE UP TO 20

TREES PER HOUR WITH THE TREE
SAVER™ TREE STAKE KITS

Our unique rubberized tree anchoring
system saves time & money, grows
stronger root systems and helps protect
you from injury liability. Call today for a
FREE product sample.

1-800-8335323 ¢

Lawson Landscape Products, [
A Division of

Lawson & Lawson, Inc
35 Industrial Drive,
P.0. Box 1784,
Martinsville, IN 46151
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LANDSCAPE MAINTENANCE
SOFTWARE

GOVERNMENT LAND

GOVERNMENTLAND now available forclaim
(including agricultural). Upto 160 acres/person.
Free recorded message: 707/448-1887. (4NKS)

i)l SoftQuest

Windows and
SoftQuest's
SuperScape landscape

Step up to the
easiest way to
computerize your:

* Billing maintenance software
* Scheduling can make your
* Work Orders  bookeeping as esay as

Over 30 million
PC users have
discovered that ==

pointing and
clicking. Call for
§ afree demo

GIVE YOUR MA'NTENANCE computers don't < today.
BUSINESS A BOOST have to be hard to use.  800-299-9991
A general business book won’t answer specific oo
landscape maintenance questions — that’s why LAWN MOWER

you need ALCA’s specialized Guide to Devel-
oping a Landscape Maintenance Business.
Whether you are just starting your business,
expanding into exterior landscape maintenance,
orwouldlike to learn what some of the industry’s
leading experts have to say, you will find this
newly released 1994 edition of the guide tobe an
invaluable resource. Call ALCA today to order
your copy, 800/395-2522.

FERTILIZER INJECTORS

ADD-IT® patented automatic fertilizer injec-
tors for drip/subsurface and conventional irriga-
tion systems. STRONG INJECTORS, 3315
Monier Circle, Suite 2, Rancho Cordova, CA
95742.916/635-7401 or fax 916/635-7402.

LN ]

LAWN EQUIPMENT

1985 Westheffer lawn sprayer, 320-gallon s.s.
tank, new pump, electric-start motor, mechani-
cal agitation, 300-foot hose. Factory mounted on
trailer.402/274-3794.

MOWER SELECTION

New and used mowers. 18-hp engine. Zero-turn
hydrostatic drives. 50-inch front-mounted deck.
Used machines $1,500 to $4,000 plus tax. New
machines $6,100 plus tax. Two-year warranty
on new machines. Will deliver. 309/446-9282.

IMPROVE YOUR PROFITS TODAY!

Lawn mower, Toro 455D, 150 hours, 4-wheel
drive, garage kept, 12-foot wide cut, $26,800 or
best. 908/271-9658.

HELP WANTED
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-
sumeto: 914/357-8086, or mailtoP.O. Box 627,
Suffern, NY 10901.

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. State Rd. 434,
Suite 6152, Longwood, FL.32779-5013. Phone
407/682-5151;fax407/682-2318.

SALES/MANAGEMENT TRAINEES

The Associated Landscape Contractors of
America’s newly released 1994 Operating Cost
Study can answer many questions regarding
your business finances. It’s abudgetary snapshot
of the green industry today, and a vital part of"
your organizational and budget planning for
tomorrow. Contact ALCA today to get more
information on ordering this valuable business

Kapp’s Green Lawn Inc. is seeking sales and
management trainees for our Midwest loca-
tions. Lawn care experience or college credits
helpful. Must be able to relocate. Excellent
benefits. Starting salary to mid-$20s. Come
work with a growing company who cares about
itsemployees! Send resume to Mike Markovich,
P.0.Box 9038, Fort Wayne, IN46899-9038, or

tool, 800/395-2522. = | faxresume to219/432-7892.
LN J LR N J LR N ]
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PROFESSIONAL OPPORTUNITIES

HELP WANTED IN BERMUDA

Gaines International is the nation’s leading
search/recruiting firmin the landscape industry.
Our clientbase 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

INDEPENDENT SALES REPS

Independent sales reps calling directly on turf
professionals. Dynamic new products that will
sell. Unlimited earning potential. Protected ter-
ritory. 100 percent gross margin. No stocking
requirement. Will train and support. Send re-
sumetoP.O. Box 7346, Louisville, KY 40207 or
call 800/334-4962.

REGIONAL LANDSCAPE OPERATIONS/
SALES MANAGER

Dallas-based landscape firm seeks experienced,
degreed individual to oversee regional area in
multicity/state locations. At least 50 percent of
time involves travel, mostly in Southwest. Ex-
cellent salary, bonus, paid vacation and paid
medical, life and disability insurance. Musthave
good interpersonal skills with managers you
will supervise and clients you will interact with.
Work with managers to operate and develop
territories. Interior and exterior knowledge. In-
dividual initiative important. College degreed.
Five to 10 years experience. Sales, operations
and understanding of financial statements, bud-
getingand execution. Send resume to Mallscapes
Inc., Attn: John Rowland, 2561 Merrell Road,
Dallas, TX 75229.

Bermuda’s leading complete landscape firm is
seeking working foremen in their maintenance
and constructiondivisions. Potential candidates
must have five years plus experience. We are
looking for ambitious, detail-oriented candi-
datestoassistusinexceeding ourclients’ expec-
tations. Knowledge of subtropical plants and
warm-season grasses would be adistinctadvan-
tage. Please fax yourresume to 809/238-1797 or
mail to: Sousa’s Lawn Care & Design, P.O. Box
PG 130, Paget, PGBX, Bermuda.

GENERAL MANAGER

General manager — landscape management
and installation firm. All applicable business,
management, personnel, technical and regula-
tory skills and credentials sought. Self-moti-
vated, long-term prospects only. Excellent pack-
age, commensurate with experience, back-
ground, ability and past achievement. Send full
resume to FLM, P.O. Box 12125, Pleasanton,
CA 94588.

INSTRUCTIONAL VIDEO

DON’T WASTE MONEY & DAMAGE YOUR TURF
JBY OVER OR UNDER APPLYING PESTICIDES!

Presents the INSTRUCTIONAL VIDEO:
CALIBRATION OF PESTICIDE
& _NAPPLICATION EQUIPMENTj
MARAT"U® FOR GOLF COURSES AND
RECREATIONAL TURF-—
®ldeal for employce @ Contains sample calibration
training - includes calculations for commonly
instructor's manual.  used application equipment.

ORDER YOUR COPY THIS SEASON!
Call 1-800-815- 8853r———

or send check or money order to: \
P.O. Box 6969, Las Cruces, NM 88006-6969
(Vude(Lcosls $49.95 plus $5 00 shipping)

COMING
NEXT
MONTH...

The June issue of Lawn & Landscape
Maintenance magazine will focus on
seed research and development.
Upcoming articles include:

* Seed Research and Development.
This annual review will explore
ongoing and future developments that
will affect turfgrass growth and
establishment.

* Trends in Chippers and Shredders.
Landscape contractors are finding
many uses for these versatile products.
This story will review the basic
features and special designs available.
* The Benefits of Landscape Lighting.
Many contractors are finding that
landscape lighting can enhance a
design/build project in both aesthetic
and profitable ways.

* Municipal Mowing. As the
privatization trend grows, more
maintenance contractors are discover-
ing new sources for business.

* Business Management Series Part 6:
Customer Service. Good customer
service can make the difference in
building a long-term client base.
Getting employees to “buy into” the
concept can be one of the biggest
challenges.

(continued from page 16)

Pennington Seed Gains
Victory Over USDA

The U.S. Department of Agriculture was
ordered to pay Pennington Seed, Madison,
Ga., a $250,000 settlement for damages
resulting from a bad shipment of seed from
Argentina in 1988.

The U.S. Federal Court of Appeals decided
that the USDA’s plant protection quarantine
officers acted improperly when they allowed
shipments of tall fescue seed that contained
the noxious weed Serrated Tussock to be
shipped to Penninglon along with six other
seed companies.

Pennington was unaware of the problem
and used the shipments to blend in with its
other seed as a labeled component of the
mixture, which was shipped to more than
1,600 stores throughout the U.S. Pennington
was later ordered by the USDA to destroy
the seed and recall all shipments, taking an
out-of-pocket toll of over $222,000. =
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(continued from page 110)

Drain-Edge black vinyl landscape edging
from Oly-Ola Sales has a built-in drainage
system to eliminate standing water along
hardscape or bedding areas. A double row of
1/4-inch holes lets water escape from areas
with poor drainage. Rigid vinyl is simple to
cut, measures 4 1/2-inches high and comes in
10-foot pieces or 100-foot rolls. Anchoring
stakes hold it in the ground and allow edging
to accommodate irregular bed shapes.

Circle 149 on reader service card

Rubber-tire trencher Model V-8550 from
Vermeer uses a two-speed system with a
creep mode for precise trenching and
plowing, in addition to a variable-speed
automatic mode for backfilling and transport-
ing materials. Redesigned axle, multiple wet-
disc brakes, hydraulic swivel operator’s seat
with controls that rotate with the operator,
two hydraulic sliding offset trenchers and
small turning radius are some of this
machine’s design features. It's powered by a

MAY 1995

four-cylinder 85-hp Cummins engine.
Circle 150 on reader service card

The Eagle S-36 trailer-mounted aerial lift
from AmeriQuip has a telescopic design that
extends to a 36-foot working height. Side
reach is 26 feet. Positive bucket leveling,
360-degree continuous rotation, proportional
control valves, quick-adjust outriggers and an
8-hp gas engine are standard features. A
neutral position interlock element on the
valves allows simultaneous two-function
operation and feathering capability. A 24-volt
electric power feature is optional.

Circle 151 on reader service card =
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Cover Story
(continued from page 34)

and ask the right questions. [ have
to take the time, not only with the
external customer, but with our in-
ternal customers. I think Icaninflu-
ence our customer service and the
future of this business more by
spending time with employees.”

He relies on the management
team and its variety for a shared
form of leadership. “The managers
areall different, but they’re all feet-
on-the-ground types of people.
They came up through the ranks
and started in the field. They have a
production orientation.”

His greatest challenge is to bal-
ance theteamandallow eachoneto
do his job. It’s not something you
learn easily, he pointed out.

“This team is made up of strong
people with different ideas, and al-
lowing them to express their au-
tonomy withoutcompromising my
beliefsisachallenge. Ihave tokeep
my mind open and also keep them
excited, motivatedand innovative.”

His years at Ruppert’shelmhave
given himan appreciation for shar-
ing power and responsibility. “I've

learned that you need to trustand to
give others authority and au-
tonomy.”

CHANGING INDUSTRY. In a re-
cent interview, Craig Ruppert re-
flected on the growth of the land-
scape contracting industry:

Q. What changes have you seen
that affect the way landscape con-
tractors do business?

A. There are obvious and drama-
ticchanges inourcustomers’ aware-
ness, appreciation for and expecta-
tions of beautiful landscapes. This
awareness has grownandthat’scaus-
ed the industry to grow. I'd saythat
inthelast30years, landscape budgets
have probably quadrupled.

This has set new standards for
professionalism and it has become
a barrier to entry. It’s also more
difficult to enter because of the in-
creased government regulations and
higherexpectations of quality. Only
serious, hardworking companies
will succeed in the long run.

Q. How does this situation affect
companies’ profitability?

A. Successful companies have
learned to deliver a better product,
which means that their costs have

gonedown. Italsomeanstheirprices
have gone down.

We canreduce our costs because
we have better chemicals to use,
more efficient equipment, econo-
mies of scale and better ways of
doing things. These factors have
driven prices down, relative to the
prices of years ago.

The customer is getting a higher
value per dollar for his landscape
services, but not spending more.
Q. Are these factors making it
harder to compete?

A. Yes. Productivity, economic
conditions and shrinking markets
are making it harder to compete.
Butit seems like every company is
getting better at what they do. The
prices are tighter, but profit mar-
gins aren’t necessarily lower.

Q. What areas of growth do you
see in Ruppert’s future?

A. Anexample of the opportunity
and change going on in our work is
the environmental division. Seven
years ago, we had the opportunity
to bid on a large-scale wetlands re-
clamation planting. We won the
job, which was the largest on the
East Coast at the time, to create a
wetland area as mitigation for the

Advertisers Index

construction of a tunnel in Balti-
more’s harbor. We learned a lot by
doing that project.

Q. Everyone must ask you this,
but what makes you so successful?
A. I think it’s not the big things,
butaseries of little things that make
the difference. We don’t do “big”
better than other companies, but we
do little things better. Those things
make the difference in the end.

Our success has very little to do
with me and a lot to do with people
who work harder than I do, and
have for along time. They putalot
of their lives into the company and
they deserve the credit.

Sustaining growth and profit-
ability is harder over the long term
than achieving it at first. We can
neversitback and become compla-
cent and satisfied. We've never
experienced that feeling. .

Ruppert Landscape Company is
located at 17701 New Hampshire
Avenue, Ashton, MD 20861. Tele-
phone is 301/774-0400.

The author is Managing Editor of
Lawn & Landscape Maintenance
magazine.
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