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PERFORMANCE 
SEEDS, INC. 33 Sicomac Road, North Haiedon, NJ 07508 

201 - 423-1660 • Fax: 201 -423-6018 

Look at it from any angle. PRIZM'S your 
logical choice among perennial ryegrasses. 

For appearance—PRIZM is dark green, and 
fine textured for superior mowability. It's 
extremely dense, establishes quickly and 
tillers aggressively. Count on PRIZM to 
enhance the most luxurious settings. 

For performance—It's a proven leader for 
early green up, spring and summer 
density, winter color, and drought toler-
ance. PRIZM'S a year-round performer, 
proven under a broad range of conditions. 

For value—PRIZM exhibits superior disease 
resistance to brown patch, leaf spot and 
especially red thread. It's also endophyte 
enhanced. A natural resistance to insects 
and disease can reduce the need for costly 
maintenance programs. 

Want proof?.. .check the most recent trial 
results. With outstanding performance in 
so many areas, it's no surprise finding 
PRIZM a leader in overall quality. 

Profit from the performance of PRIZM. Call 
your distributor for more information. 

THE MANY 
FACETS OF 
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Cultivating Healthy Soils 
By knowing each property's soil characteristics, you can 
improve the health of both turf and ornamental plants. 
This is the first of a four-part series. 

Watch Out For Grubs 
Last year's high grub populations may return if the 

summer has been 
hot and wet in your 
area. Several new 
control strategies 
can work against 
aggressive 
infestations. 

4 2 The T i n e for Design Technology is Now 
Landscape design software has evolved into an effective 
sales tool as well as a time-saving design device. 

Delivering the Goods 
From soil injection to microinjection, today's tree care 
delivery systems are giving contractors more tools to keep 
plants healthy. 

Fall Planting Grows Success 
Most land-
scape con-
tractors will 
plant trees 
and orna-
mentals 
throughout 
the growing 

season, but planting in the fall makes sense for many 
reasons. 
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Sue Gibson 
Editor 

nderstanding the economics of doing business does not come easy to 
everyone. Many lawn or landscape contractors know a lot about 
agronomy, horticulture, landscape design, and even marketing and 
customer relations. That knowledge and a can-do attitude can 
certainly win many customers. 

In fact, you'll probably retain many customers if you and your 
employees provide the services you promise and that keep your 
customers happy. But if you want a business to be more than just "a 
living," you'll have to make some changes. You have to move up to 
new levels of risk, expense and opportunities. 

At many companies, the first new leap is hiring employees, taking 
on new work or buying rather than renting equipment. At some 
point, you must reinvest a good chunk of your profits in the most 
productive equipment possible. You'll need that extra edge to be 
more profitable and competitive. And at some point in your busi-
ness' life, you can't afford not to buy bigger and better equipment. 
Those are the tools of your trade. 

But don't forget the other tools that also save you money and 
time, and often help you increase business — computers. Many 
contractors see computers as a luxury, when they should be using 
them as a basic business tool. For some contractors, computers are as 
vital as desks, trucks and mowers. Those companies use computers 
and specialized software to save time and money in billing and 
accounting, scheduling and other management operations. Some 
even use them as a sales tool. 

In this issue, we start a three-part series on computer software 
available for the lawn and landscape industry. Part 1 looks at the use 
of design software both as a time saver and also as a sales resource (see 
page 42). Next month, we'll explore the uses of accounting programs 
to simplify billing, estimating and number crunching. In October, 
we'll look at new software that combines electronic technology and 
user-friendly operation to facilitate management. 

The investment in hardware and software can be puzzling since 
it's on such a fast track. Upgrades are almost an ongoing expense, 
unlike the one-time investment in goods like mowers, trimmers, 
chippers and office equipment. That's another reason some contrac-
tors put off buying a computer, trying new software or even spending 
the time learning to operate their systems. 

Maybe that's why it's smart to remember the economics of 
computerization. Can you afford not to buy a decent system, not to 
simplify your operations, not to explore the sales opportunities that 
design software offers to an installation or renovation business? 

Like it or not, computers are becoming a vital part of this 
industry, and those that understand the power of computers will 
have a competitive edge. — Susan Gibson ID 
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The New Generation Of Top-Rated Tools. 
It doesn't matter if it is 
a single yard or a 
sprawling condo 
community. Tough 
jobs require top-rated 

tools. STIHL's tough new BG 75 chal-
lenges our own BG 72 in power and 
performance. 

Lightweight quiet and powerful, 
the BG 75's new, larger 25.4 cc 

engine goes from zero to 134 mph 
and back without breaking a sweat. 
STIHL's unique ElastoStart™ shock 
absorbing handle and electronic igni-
tion make it fast starting, reliable and 
comfortable. 

The telescoping extension tube 
means one size truly fits all and with 
optional gutter cleaning and vacuum 
kits, this blower is one of the most 

versatile yard tools on the market. 
Get your hands on the new BG 75. 

Call 1-800-G0 STIH L( 1-800-467-
8445) for more information or for the 
name of your nearest 
STIHL dealer. 

ST/HL 



LONG LIFE FOR MOWER ENGINES 
Stretching out the life of a mower's engine can have real economic 

advantages. According to an independent study conducted by Research 

USA, Chicago, a random sample of our readers got as much as 3,200 

hours of use before they replaced the engines, 

Those lawn & landscape contractors who replace engines on walk-

behind mowers got an average of 1,500 hours for engines on walk-behind 

mowers either smaller than 35 inches wide or larger than 54 inches 

wide; 2,600 hours for mowers 35 to 39 inches wide; and 2,800 hours for 

mowers from 40 to 54 inches wide. Average hours for riding mower 

engines were 2,900 hours for models up to 54 inches wide and as much 

as 3,200 hours for mowers larger than 54 inches wide. 

EXTENDING M O W E R 
ENGINE L IFE 

H . 3.200 
2 .000 2 ,000 

*More than 
54 inches 

mi \ it* 

Under 35 35 to 39 40 to 54 More than 
inches inches inches 54 inches 

* A v e r a g e s 
r o u n d e d o f f to t h e 

n e a r e s t n u m b e r . 

LOCAL ANT I -PEST IC IDE 
ACT IV ITY ON T H E U P S W I N G 

because of the state's existing 
preemption law.) 

Other proposed pesticide 
restrictions being considered by 
legislators, especially schools 
and local parks and recreation 
departments, can be passed 
without facing a preemption 

'No one in Congress wants 
to be perceived as anti-
environment before the 
elections...9 

challenge, however. Langely 
noted that NCAMP is actively 
involved in lobbying legislators 
in Gaithersburg, Md., to dis-
continue pesticide use on 
schools and city-owned land. 

Tom Delaney, vice pres-
ident of governmental affairs 
with the Professional Lawn 
Care Association of America, 
reported that the city of San 
Francisco is considering similar 
action to significantly reduce or 

Source: Research USA Inc. 

eliminate pesticide use. 
"The trouble with legisla-

tion of this type is the ration-
ale behind it," said Delaney. 
"They say they are doing it to 
protect the public from pesti-
cides, but it makes people be-
gin to ask, 'Why aren't we re-

stricting others from 
using pesticides?'" 

At the state level 
in New York, the 
lobby group for 
breast cancer research, 
called 1 in 9, was 
successful in getting 
the state legislators to 
pass a law requiring 
extensive pesticide 
application record 

keeping. The law requires 
applicators to report the nine-
digit zip code of a residence 
where an application is made. 
The data may then be used to 
test for a cause and effect link 
to high incidences of cancer 
within the zip codes. 

Langely noted that legisla-
tors had figured this bill would 
satisfy the anti-pesticide 
groups. However, just before 

(continued on page 8) 

After years of relative calm on 
the local legislative front, anti-
pesticide activists have taken 
aim at pesticide use in commu-
nities and schools with greater 
tenacity over the past few 
months. 

According to Fred Langley, 
manager of state government 

Local groups are challenging pesticide 
at schools and municipalities. 

relations for the Responsible 
Industry for a Sound Environ-
ment, national groups such as 
the National Coalition 
Against the Misuse of 
Pesticides are begin-
ning to focus more on 
affecting municipal 
government. 

"We've begun 
to see some more 
challenges (to 
legislation), and 
more pressure on 
legislators to 
reduce pesticide use at 
the local level," said 
Langley. 

One of the more 
significant attempts was 
in Nassau County on 
Long Island, N.Y., where 
local activists succeeded 
in pressuring legislators 
to pass a five-day 
notification ordinance 

use for licensed applicators. 
(It was later overturned 



—We ARE 
the FASTEST/ 

Ainale® Herbicide is unbeatable for speed and accuracy. It 
gives you the broad-spectrum, long-lasting weed control 
you need. Fast! Finale wipes out problem grasses and 
weeds in days-up to twice as fast as Roundup? And Finale 
lets you hit your target precisely with complete control 
for a cleaner, straighter edge. Finale is rainfast in 4 hours, 
too. And its naturally occurring active ingredient degrades 
rapidly in the soil. Get the weed 
control you want, when you want it 
and where you want it. Get Finale. Finale 

HERBICIDE 

ftAp€vt> ... 

Finale 
wis 

Read and follow label directions carefully. 
AgrEvo USA Company, Wilmington. DE 11*808 O 1996 

AgrEvo 
A company of Hoectist and NOR-AM 
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(continued from page 6) 

the close of this year's legis-
lative session, pro-activist 
legislators laid down another 
series of demands they intend 
to pursue in 1997. 

Along with fighting these 
fires, Delaney noted that the 

MISSION STATEMENT: 
L AWN & LANDSCAPE magazine delivers 

superior, total coverage of the con-
tinually evolving professional lawn 

and landscape contractor market, from 
in-depth business trends and technical 
research reports to market analysis 
and new product introductions. For 17 
years, L&L has provided industry 
presidents, business owners and top-
level managers the most up-to-date 
information needed to effectively run 
their businesses. 

Federal Insecticide, Fungicide 
and Rodenticide Act remains a 
question mark in terms of 
federal preemption, due to its 
link to the controversial Food 
Safety bill and the proximity 
of national elections. "No one 
in Congress wants to be per-

ceived as anti-environ-
ment before the elec-
tions, so we may not get 
any movement on this 
legislation before the 
recess," he explained. 

The House version 
of FIFRA, which recent-
ly passed through the 
Agriculture Committee, 
continues to keep the 
preemption language in-
tact, but the Senate ver-
sion of the bill does not. 
— Paul Schrimpf 
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WEATHER AFFECTS 
POWER EQUIPMENT 
PROJECTIONS 
Updated predictions for 
shipments of commercial 
power equipment by the 
Outdoor Power Equipment 
Institute, Alexandria, Va., 
show shipments should grow 
in both 1996 and 1997. The 
predictions, which are loosely 
based on OPEI's larger 
industry base, have taken into 
account the affects of record 
levels of snow and unusual 
cold earlier this year. 

The commercial equipment 
forecast calls for increases of 
2.5 percent in 1996 and 4.2 
percent in 1997 for intermedi-

ate walk-behind ro-
tary mowers; as well as 
increases of 9.1 per-
cent for 1996 and 7.3 

percent for 1997 for riding 
rotary mowers. OPEI's eco-
nomic model also forecast slow 
and steady economic growth 
into 1997. 

BAREFOOT BOYS 
HYDRO-LAWN INC. 
Barefoot Inc., Worthington, 
Ohio, announced that on Fri-
day, July 12, its officers signed 
a deal to purchase Hydro 
Lawn Inc., Gaithersburg, Md. 
Hydro Lawn has been in the 
lawn care business for 24 years 

(continued on page 10) 

$ EASY MONEY $ 

Easy Lawn's Hydro Seeding Systems 
SAVE the landscaper and contractor M O N E Y 

because they are designed for one man operation, 
precise control, and low maintenance, which can 

C U T Y O U R S E E D I N G C O S T S IN HALF . 

Call for FREE Info! 

L O U / n ) ) 8 0 0 - 6 3 8 - 1 7 6 9 

\ EVERYTHING FOR THE 
) LAWN MAINTENANCE INDUSTRY 

C E L E B R A T I N G O U R 3 0 t h Y E A R ! 

2 0 0 gal. poly baffled tank unit 

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

300 ft. 1/2" hose 
Unit pre-tested & ready to use 
Custom built units available 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

C O M P L E T E S U P P L I E R OF T & O C H E M I C A L S 

1 -800-888-5502 
O r wr i te : P.O. B o x 1 8 3 5 8 , M E M P H I S , T N 3 8 1 1 8 



W I T H "WALKER MOWERS" 
ANDERSON L A W N CARE 

w r n u i ^ c T X T T U T ? D A I \ T 

WHEN INDIANA-BASED ANDERSON LAWN CARE 
SET OUT TO TAKE A LARGER SHARE OF THE COMMERCIAL 

MARKET, LITTLE DID THEY KNOW THAT THE EXTREMELY WE 
SPRING WOULD ACTUALLY BENEFIT THEM. 

Bobbie Anderson, owner of Anderson Lawn Care, told us: 
'The week before Memorial Day we were asked if we were interested in taking on 15 bank 
locations in Elkart, Indiana. There was a catch; the previous mowing contractor had been fired, the 
grass was overgrown (almost 2 feet high in places), we had to complete the first mowing in one 
week, and rain was expected for the rest of the week. Without hesitation, we accepted the challenge 
and mowed the first bank the next day in pouring rain. The Walker ran through standing water, and 
in some places, grass that exceeded the height of the wheels. We mowed in conditions that our 
competitors literally stopped by the road to watch us work in... We have signed a 3-year contract 
with the bank and because of our performance secured additional select accounts in the community. 
Mowing with the Walker is just another way our service is set apart from the rest." 

"There isn't another machine on the market that runs like a Walker." 
- Bobbie Anderson 

WALKER MFG CO. • DEPT. LL* 5925 E. HARMONY RD. • FORT COLLINS, COLORADO 80525 • (800) 279-8537 
USK READER SERVICE #58 



Stephanie Ward Charles Putnum Jacklin Seed named Kevin Becar controller and Tom Stoeser 
chief financial officer. 

Stano Landscaping appointed Brian Miller sales manager for the 
landscape management department. 

Seed Research of Oregon named Stephanie Ward advertising manager. 
Spring Valley Turf Products named Linda Bould customer service manager for North America. 
Lee Crosby joined Vigoro Professional Products as territory manager for Georgia and Mark Brandenburg was 

appointed territory manager for the southwestern U.S. 
Charles Putnum is the new Pacific Northwest sales manager for L.R. Nelson. 
American Cyanamid named Roger Bechle and Bart Fox territory managers for turf, ornamental and pest 

control products in the Northeast and Southwest areas, respectively. 
New president and CEO of Lofts Seed is Ken Budd; new chief executive officer is Richard Budd; and new 

chief financial officer is Gerald Chrisco. 
United Horticultural Supply appointed John Walther manager of its new southern division. 

(continued from page 8) 

and had branches in the 
Washington, D.C., and Bal-
timore, Md., areas. Company 
revenues for 1995 totalled just 
under $4 million. 

Patrick Norton, president 
and CEO of Barefoot, said the 
addition of the two Hydro 
Lawn branches to Barefoot 
Grass Lawn Services' three 
branches in the Washington 
and Baltimore area will "create 
synergies in those markets." He 
added, "Some branches will 
have much of the same 
customer base and will have 
benefits in productivity" from 
the acquisition. 

Norton said the newly 
acquired branches will retain 
their service mix for their 
existing customers. 

TAG/KLIN, 
v J s e e d C o m p a n y 

Advent perennial ryegrass isn't only beautiful — it's resilient. To heat. Drought , 

spring after spring. All of which makes Advent an excel lent choice for home 



HEATING, COOLING 
BENEFITS OF 
TREES STUDIED 
ACRT is teaming up with 
utility companies in Ohio and 
Michigan to study the effect of 
large trees on heating and 
cooling costs for homeowners. 
Researchers compare energy 
use of specific homes before 
and after large trees are 
removed from a property. 
Computer-generated studies 
estimate summer savings of 10 
to 50 percent with properly 
placed trees and winter heating 
reductions of 20 percent, but 
this 18-month study will 
provide actual figures on 
energy savings. 

ASSOCIATION NEWS 

Ohe Associated Landscape Contractors of 
America published its Internship Guide 
to assist contractors in starting in-

ternship programs. The 24-page book includes job 
descriptions, sample résumés, evaluation forms and 
internship policies in use. 

In related news, ALCA announced new member 
benefits include a discounted long-distance program, 
a drug and alcohol testing program and a personnel 
services program, Contact ALCA at 800/395-2522. 

More than 4,000 people have logged on to the 
Professional Lawn Care Association of America's home 
page on the Internet since its debut last October. It is 
updated regularly to offer pertinent information such 

as news, abstracts and access to PLCAA's national 
certification course. PLCAA's home page address is 
plcaa@atlcom.net. 

The Ohio Turfgrass Foundation created the Don 
Sweda Memorial Scholarship with more than $5,000 
of initial donations. He was past president when he 
passed away in August of 1995. For more informa-
tion, contact 614/261-6750. 

The Composting Council's Annual Conference in 
Arlington, Va., on Nov. 13 to 15, will study innovation 
and new opportunities in organics recovery and 
composting. For information, call 703/739-2401. 

Finding the right speaker for a presentation is a 
little easier with the Association of Professional 
Landscape Designers' Speakers Bureau. It lists all 
APLD member speakers available for programs. 
Contact the APLD at 312/201-0101. 

Stress. And the w o r s t kind of summer condit ions you'll find around the wor ld . So it keeps bouncing back, 

lawns, golf course fairways, tees, roughs — any place w h e r e you need a great comeback. 

5 3 0 0 W e s t R iverbend A v e n u e . Post Falls. Idaho 8 3 8 5 4 - 9 4 9 9 . P h o n e 2 0 8 - 7 7 3 - 7 5 8 1 . F A X 2 0 8 - 7 7 3 - 4 8 4 6 © 1995 . Jacklm S e e d C o m p a n y 

m advent 
M M 1 I 

T U R F - T Y P E P E R E N N I A L 
R Y E G R A S S 

mailto:plcaa@atlcom.net


TOGA AWARDS 
ANNUAL SCHOLARSHIP 
The Turf and Ornamental 
Communicators Association, 
an association of editors, 
writers, public relations prac-
titioners and others involved 
in green industry communica-
tions, awarded the eighth 
$1,000 TOCA Publishers 
Scholarship in five years to 
Rebecca Williams, a student at 
Michigan State University. 
GIE Publishing Inc. is one of 
the scholarship's sponsors. 

TOCA was organized in 
1989 to foster better commu-
nications within the industry 
and provide for professional 
improvement for members. [Q 
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AUG. 20-24 American Association 
of Nurserymen Conference/ Far-
west Show, Portland, Ore. Contact: 
202/789-2900. 

AUG. 22 Indiana State Lawn Care 
Association Field Day, Carmel. 
Contact: 317/575-9010. 

AU6. 23 RISE Seminar on Idiopathic 
Environmental Intolerance, San-
ford, Fla. Contact: 202/872-3860. 

AUG. 23-26 Florida Turfgrass 
Assocation Conference and Show, 
Tampa. Contact: 800/882-6721. 

SEP. 4-8 RISE Annual Meeting, 
West Palm Beach, Fla. Contact: 
202/872-3860. 

SEP. 5-6 Southwest Horticultural 
Trade Show, Phoenix. Contact: 602/ 
966-1610. 

SEP. 6-9 ALCA Interior Plantscape 
Conference & Trade Show, Nash-
ville, Tenn. Contact: 800/395-2522. 

SEP. 8-10 GrowTech '96 Interna-
tional Horticultural Exhibition and 
Conference, Miami, Fla. Contact: 
508/664-6455. 

SEP. 1 0 Building With Trees 
Workshop, Newark, N.J. Contact: 
402/474-5655. 

OCT. 1 0 - 1 1 Northeast Shade Tree 
Seminar with Dr. Alex Shigo, Ports-
mouth, N.H. Contact: 603/436-4804. 

f 1 U C M - Z * £ U \ 

Gardening j j 
Composting 

Landscaping 
Snow Removal 
Water Harvest 

Bulb Separation 
Treasure Hunting _ 

I Also 
Pond Maintenance j I Available 

Stable Management J 24" 
Dee Handle 

Patent Pending 

SHRAKE™ 
B R A N D TOOLS 

800-997-4373 « 
Fax 801-259-5353 

1-900-212-^99 
Concrete Curb & Landscape Border Equipment 

Fax 714-587-9680 *23362 Madero Rd., Suite E- Mission Viejo, CA 92691 

Install over lOOO ft. per day 
Low maintenance 
Create various shapes, sizes and colors 
Self-propelled, electric or gas powered 
Residential, commercial and golf course uses 
Add to your services and bottom line - material costs $.40 per foot 
Durable curbing is freeze thaw tolerant 

Creative 



READER 
SERVICE CARD 
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INFORMATION 

Company 
Address 
City 
Phone# 

State - Z i p 

1 . D o y o u w i s h to receive (cont inue to receive) 
Lawn & Landscape magaz ine? 
DYES DNO 
Signature (required), Date _ 

2m What is your primary business at 
this location? (please check one) 
CONTRACTOR or SBMCES: 
• Landscape Contractor 

Smaintenance & installation) 
Chemical Lawn Care Company (excluding 

mowing maintenance service) 
• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services (please describe): 

IN-HOUSE LAWN CARE/MAINTENANCE: 
• In-House Maintenance including: 
Educational Facilities, Health Care Facilities, 
Government Grounds, Parte & Military 
Installations, Condominium Complexes, 
Housing Developments, Private Estates, 
Commercial & Industrial Parte. 

DISTRIBUTOR/MANUFACTURER: 
• Dealer • Formulator 
• Distributor • Manufacturer 

(OTHERS ALUED TO THE HELD: 
• Extension Agent (Federal, State, County, City, 
Regulatory Agency) 
• School, College, University 
• Trade Association, Library 
• Others (please describe): 

3 . What were your approximate 1995 
revenues? 
• 0-$50,000 
• $50,001 -$100,000 
• $100,001 -$250,000 
• $250,001 -$500,000 
• $500,001 - $1 million 
• + $1 million 

4 . How many of your employees are: 
Fulltime Applicators 
Seasonal Maintenance 

5 . What percentage of your business is: 
% Commercial/Industrial 
% Residential 
% Govt/Municipal 
%Gotf 

1 21 41 61 81 101 121 141 161 181 201 221 241 
2 22 42 62 82 102 122 142 162 182 202 222 242 
3 23 43 63 83 103 123 143 163 183 203 223 243 
4 24 44 64 84 104 124 144 164 184 204 224 244 
5 25 45 65 85 105 125 145 165 185 205 225 256 
6 26 46 66 86 106 126 146 166 186 206 226 246 
7 27 47 67 87 107 127 147 167 187 207 227 247 
8 28 48 68 88 108 128 148 168 188 208 228 248 
9 29 49 69 89 109 129 149 169 189 209 229 249 

10 30 50 70 90 110 130 150 170 190 210 230 250 
11 31 51 71 91 111 131 151 171 191 211 231 251 
12 32 52 72 92 112 132 152 172 192 212 232 252 
13 33 53 73 93 113 133 153 173 193 213 233 253 
14 34 54 74 94 114 134 154 174 194 214 234 254 
15 35 55 75 95 115 135 155 175 195 215 235 255 
16 36 56 76 96 116 136 156 176 196 216 236 256 
17 37 57 77 97 117 137 157 177 197 217 237 257 
18 38 58 78 98 118 138 158 178 198 218 238 258 
19 39 59 79 99 119 139 159 179 199 219 239 259 
20 40 60 80 100 120 140 160 180 200 220 240 260 

6. Circle w h a t percent of your business is: 
Lawn Care 10% 20% 30% 40% 50% 60% 70% 
MaintServ. 10% 20% 30% 40% 50% 60% 70% 
Irrigation Serv. 10% 20% 30% 
Pest Control 10% 20% 30% 
Installation 10% 20% 30% 
Trees & OmmHs. 10% 20% 30% 

80% 
80% 
80% 40% 50% 60% 70% 

40% 50% 60% 70% 80% 
40% 50% 60% 70% 80% 
40% 50% 60% 70% 80% 

90% 100% 
90% 100% 
90% 100% 
90% 100% 
90% 100% 
90% 100% 

7. H o w m u c h did your c o m p a n y 
spend in 1 9 9 5 on? 
Turf Chemicals $ 
Ornamental Chemicals $ 
Equipment $ 

8. H o w m a n y does your business 
opera te? 

Walk Behind Mowers 
Riding Mowers 
Trimmers 
Chain Saws 
Blowers 

Please 
provide all information for 

„ processing. 

L a w n ^ i a n d s c a p e 
• Check here for a free sample issue of 

T&O Service Tech, the only magazine 
for front-line service professionals. 

PRODUCT INFORMATION 
For more informat ion on adver t ised and featured products and services, circle the 
appropr ia te number on the card above , comple te the required informat ion and mail . 

ln»uk': • ' 

Building 
Loyalty 

: fi,Jmj m«Im Through 
Coniniiiiiication 

The leading 
management magazine 
serving the 
professional landscape 
contracting marketplace. 

• Payment Enclosed 
• 1 Year $30.00 
• Canada 1 Year $35.00 
• Foreign 1 Year $98.00 
• Foreign Airmail 1 Year $218.00 

• Bill Me 
• 2 Years $42.00 

Name _ 
Phone. 
Company _ 
Address _ 
City _State 

• Check here for a free sample issue of T&O Service Tech, 
the only magazine for front-line service professionals. 

1. WHAT IS YOUR PRIMARY 
BUSINESS AT THIS 
LOCATION? 
(Please check only one.) 

I. CONTRACTOR or SERVICES: 
• 1. Landscape Contractor 

(maintenance & installation) 
• 2. Chemical Lawn Care Company 

(excluding mowing maintenance 
service) 

• 3. Lawn Maintenance Contractor 
• 4. Ornamental Shrub &Tree Service 
• 5. Irrigation Contractor 
• 6. LandscapeArchitect 
• 7. Other Contract Services 

(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

• 1. In-House Maintenance 
including: Educational Facilities, 
Health Care Facilities, 
Government Grounds, Parks & 
Military Installations, 
Condominium Complexes, 
Housing Developments, Private 
Estates, Commercial & Industrial 
Parks. 

8 / 9 6 
III. DISTRIBUTOR/ 

MANUFACTURER: 
• 1. Dealer 
• 2. Distributor 
• 3. Formulator 
• 4. Manufacturer 

IV. OTHERS ALLIED TO THE 
FIELD: 

• 1. Extension Agent (Federal, 
State, County, City, Regulatory 
Agency) 

• 2. School, College, University 
• 3. Trade Association, Library 
• 4. Others (please describe) 

2. What best describes your title? 
• Owner, Pres., Vice Pres., Corp. 

Officer 
• Manager, Director, Supt, Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Techincian 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 
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THIS water-
front home is 
situated on a 
steep slope 
overlooking 
Seattle's Puget 
Sound. During 
a heavy storm 
runoff, the 
city's storm 
drain erupted, 
causing the 
southern half of 
the two-acre 
site to slide into the Sound. This disaster 
created two challenges — the slide not only 
destroyed all the native landscape, it also 
created a 35-foot sheer cliff that under-
mined the foundation of the home's upper 
building. Without repair, erosion would 
spread through the entire hillside. 

DESIGN CHALLENGES. Securing the 34-
degree hillside against future erosion was the 
priority, while revitalizing the hillside 
landscape into an arboretum setting. Access 

P R O J E C T : 
L A N D S C A P E C O M P A N Y : 

DESIGNER: 
SIZE OF P R O P E R T Y : 
M A N - H O U R S T O C O N S T R U C T : 
P L A N T S I N S T A L L E D : 

Bloome Residence 
Hendrikus Schraven Landscape 
Construction & Design, Inc., 
Issaquah, Wash. 
Hendrikus Schraven, President 
Hendrikus Schraven 
2 Acres 
Approximately 5,530 
Approximately 15,350 

Topsoil was kept on the 35-foot sheer cliff with three-
foot retaining walls and erosion netting. Credits: 
Hendrikus Schraven Landscape Construction & 

to the site was difficult so smaller materials 
were either sent down metal chutes or 
carried down, while 85 percent of the 
materials, including all larger plant 
materials, rock, topsoil, mulch and 
equipment, were brought in by barge. 
Careful planning and timing were needed 
for delivery onto the shore's limited 
staging area as tides dictated a mere 
10-week window for access to the shore. 

DESI6N SOLUTION. Reclamation started 
with the city installing 225 feet of 
new 12-inch storm drainpipe, 
running from the street above 
down to just above the shoreline. 
This was anchored into the hillside 
with metal clamps onto a concrete 
footer so heavy runoff could not 
kick it out. The drain pipe and 
entire hillside was covered with 380 
yards of new topsoil. 

With erosion as the major con-
cern, tiers of three-foot timber 
retaining walls were constructed at 
the upper and steepest parts of the 
slope, secured by cabling into the 
storm drain footer and additional 
concrete footers augured into the 
hillside. Untreated boards were 
then secured across the entire slope 
at regular intervals so the new 
topsoil would not slough off the 
steep bank. 

Erosion netting was secured 
over that and English ivy and a 
variety of trees and shrubs were 
planted to provide a quick and 
extensive root system to hold the 

(continued on page 18) 



WEDONT 
JUST DELIVER GRUB 

CONTROL. 
WE OVERNIGHT I I 

You know how much damage grubs can do once they 
begin feeding. So don't settle for an insecticide that stops grubs 
eventually. DYLOX® Insecticide delivers grub control posthaste. 
In other words, it's the fastest grub control available. 

After grubs hatch and begin to feed, apply DYLOX. Within 
24 to 48 hours, the grubs are dead. And since DYLOX has a very short soil residual, it's an insecti-
cide you can feel good about using. 

What's more, unlike other subsurface insecticides, DYLOX has no label restrictions on land-
© 1996 Bayer C orporation Printed in U S A 96S17A0029 
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scape and recreational turfgrass varieties or sites. In fact, with the 80% 
water-soluble powder formulation, you can even spray flowers, 
shrubs and trees and get first-class control of ornamental insect pests. 

DYLOX is a low-odor compound and is also available in a 6.2% 
granular formulation. To find out more, contact Bayer Corporation, 
Specialty Products, Box 4913, Kansas City, MO 64120. (800) 842-8020. 

And get fast grub control signed, sealed 
and delivered. Bayer 4-

? « j 7 i —:..» fcg 
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(continued from page 15) 

soil. The boards and netting 
would compost over time after 
the new plantings had taken 
over, stabilizing the slope. 

Extensive rockeries and 
outcroppings totaling more 
than 300 tons of basalt rock 
were set in place to further 
support the hillside. 

Tapping into and routing 
the outflow from the hillside 
natural spring into two 500-
gallon storage tanks helped to 
create two waterfalls, which 
handle any potential excess 
runoff, control erosion poten-
tial, partially serve the irri-
gation system and add to the 
new beauty of the site. 

A series of pathways tra-
verse the hillside, connecting 
the street, house and beach. 
Timber steps are anchored 

with galvanized pipe piles and 
filled with crushed rock. Small-
er, intimate pathways of cedar 
rounds overgrown with Irish 
and Scottish mosses wind 
though the garden and lead to a 
small, cedar patio that provides 
excellent views of the surround-
ing garden and Puget Sound. 

The entire hillside was 
densely planted with 28 ever-
green and deciduous trees, 
including cedars, Douglas firs, 
hemlocks and shore pines. 

Unusual specimens high-
light the many native plantings 
and include: Julia Phelps cean-
othus, Mariesh hydrangea, red 
huckleberry, columbine, calla 
lily, and many rare ferns. 

Walking through the land-
scape is a journey from heavily 
shaded areas of tall trees and 
lush undergrowth, through 

semi-sunny 
areas opening 
through fruit 
trees and 
meadows of 
Dutch wall 
flowers onto 
the lower 
lawn and the 
beach area. 

The lawn 
meanders along the shore and 
up to the lower house where 
inlaid stepping stones lead 
along a series of timber 
retaining walls built to stabilize 
the house and to provide 
planting boxes that are filled 
with trees, rhododendrons, 
azaleas, ornamental grasses, 
groundcovers, irises and a bed 
for vegetables. 

A rich mixture of topsoil, 
peat moss, worm castings, 

Limited access 
required many 
materials to be 
shipped to the site 
by barge. 

granular kelp, 
phosphate and 
compost was used 
for all plantings 
and fertilized 

with only organic fertilizers to 
add microorganisms to the soil. 

The success of this project is 
seen not only in its beauty but 
in its history of no settling or 
erosion since its completion 
three and a half years ago. 
— Hendrikus Schraven ID 

The author is president, Hen-
drikus Schraven Landscape 
Construction & Design, 
Issaquah, Wash. 

THE WORKING MAN'S CHOICE! 

CONVENIENCE, SECURITY & SUPERIOR 
CONSTRUCTION! 
Standard features of the DYNA-VAULT™ tool boxes include 
remote keyless entry, built-in security system and an 
interior/exterior work light. 
Bui l t by D o u g l a s D y n a m i c s - t h e w o r l d ' s l a r g e s t s n o w p l o w m a n u f a c t u r e r . 

$ D Y N A - V A U L T 800-411-DYNA 



Trim hard to reach tree limbs or shrubs 
with t h z M m S S M from Echo-now 
equipped with a new high performance 
reciprocating blade that cuts up to twice 
as fast as the old blade. 
The new, improved Echo Aggressor^Tree Trimmer has 
a 71-inch shaft that lets you trim limbs 41/2 inches thick 
as high as I6V2 feet up the tree— f rom t h e ground! 
It's powered by an Echo 21.2 cc engine with Pro-Fire" 
Electronic Ignition and purge pump-equipped carburetor 
for fast starts. And it weighs half as much as the 
competition, for easy handling. 

See the Aggressor and discover how fast and 
easy trimming can be when you're 16 % feet tall! 

For the Echo dealer near you, call toll-free 
1-800-432-ECHO (3246). Or write: 
Echo Incorporated, 400 Oakwood Road, 
Lake Zurich, IL 60047. 

* No need for a ladder when ^ ^ m — B B M M 
you V e got the Aggressor.• ( d m U S W m 1 Um® 
2V2 foot extension increases H « L A n n D n n l 
working height to 16V2 feet. H5K Hliy rrU! 
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Paul Anderegg (left), All Green's 
president, talks with Roger Albrecht, the 

new director of franchise development. 
Credit: Mike Hallmark, Atlanta, Ga. 

All Green Corp. 
HEADQUARTERS: Marietta, Ga. 
BRANCHES: 57 branches in 18 Eastern and 
Midwestern states plus 38 Nitro-Green 
franchises in 14 Western and Midwestern 
states. 
FOUNDED: 1987 
PRINCIPAL: Ed Barant, Chairman 
PRIMARY SERVICES: Chemical lawn care, 
tree and shrub care, specialty services 
(aeration, overseeding, flea and tick 
treatments, etc.), commercial lawn care 
services. Mix is approximately 88 percent 
residential, 12 percent commercial. 

Executive Summary 
A THE CONCEPT: QUEST — Quality 

Uncompromised Every Single Time. 
• FUTURE CHALLENGES: Providing the 

w highest level of service in the industry. 

The President 
• Paul Anderegg 

: ABE: 46 
• BACKGROUND: After graduating from 
• Michigan State University, East Lansing, and 
• several years at Proctor & Gamble Co. in 

sales and marketing, he earned an M.B.A. in 
• marketing. He joined TruGreen Corp., founded 
• by his college friend, Ed Barant, in 1980. 
• Anderegg became vice presi-dent of sales and 
• marketing at TruGreen until 1987, when he 

joined Barant in forming All Green. 

• 



Brad 
Culver, 
owner of a 
Nitro-Green 
franchise in 
Helena, 
Mont., often 
pilots his 
hot-air 
balloon to 
promote the 
company 
and provide 
free enter-
tainment. 

All Greens 
recent purchase 
of Nitro-Greeris 
franchises gives it 
a nationwide 
presence in both 
large and small 
markets. 

ne year ago, the franchise business was 
as remote to Paul Anderegg as Califor-
nia is from Georgia. His experience as 
president and CEO of All Green 
Corp., Marietta, Ga., is the develop-

ment of company branches in large, 
metropolitan areas. As is well known 

throughout the industry, All Green has 
grown into a firm of 57 branches in 18 

states since its founding in 1987. 
So what caused All Green to even consider buying the franchises, 

license agreements and name of Nitro-Green Corp.? This firm, based in Fair-
field, Calif., is an award-winning franchise company that has purposely chosen 
to grow slowly and carefully, limiting itself to secondary markets of up to 
200,000 people and measuring its growth by an index of customer satisfaction. 

Ordinarily, companies this diverse don't have much in common, but the 
unlikely combination now blends the best of both firms into one much larger, 
more versatile All Green Corp. Although their methods of operation differed, 
Anderegg and Roger Albrecht, president of Nitro-Green, recognized they 
shared similar philosophies of business, customer service and quality. 

"For Nitro-Green as well as All Green, our goal has been to go into every 
market and provide as good a service as we could," Anderegg noted. "We also 
wanted people with good experience in the industry and were fortunate to get 
a number of outstanding people to join us. Another thing we did differently 
from our competition was to move from tanker trucks to enclosed vans, offering 
a mixture of liquid and dry products." 

Nitro-Green is now a division of All Green and Albrecht serves as the di-
rector of franchise development. The purchase allows All Green to expand west-
ward and demographically into smaller, more secondary markets through fran-
chises. For Nitro-Green, the purchase offers greater purchasing power and more 
enhanced and sophisticated market support for its individual franchisees. 

CLEAR COMMUNICATIONS . All Green handles the challenges of communicat-
ing across 18 states with an organization based on geographic zones. It uses an 
in-house training program based on individual modules that can be used on a 
regular basis in each branch. The company recently recruited Gary Clayton as 
director of technical services, who was assigned the task of developing a train-
the-trainer program. The enhanced program will establish uniform training 
procedures throughout the company. 

Clayton also negotiates purchases of all equipment and products for all 
branches on a national basis. In addition to its service branches, All Green has its own 
fleet development division in Angola, Ind., which assembles all chassis and 
equipment, adds safety features and applies company decals to all its vehicles. 

Anderegg is a firm believer in the power of telemarketing, which drives the 
company's growth strategy. This belief is based on his experiences at TruGreen, 
which pioneered many lawn care industry telemarketing techniques. 

(continued on page 24) 

By Susan Gibson 



Confidence for Today s E n 

Y 
- X . bu 

ou have enough concerns in your 

business without having to worry 

about the insecticide you're using on residential 

accounts. That's why professional turf managers 

rely on SCIMITAR" Turf and Ornamental 

Insecticide. Because it gives both you and your 

fire ants and chinch bugs. SCIMITAR also 

controls tough landscape ornamental pests. All 

in just seconds. Plus, SCIMITAR doesn't harm 

plantings, and it never leaves an odor. Two 

advantages that put your mind at ease, as well 

as your customer's. 

customer confidence for today's environment. 

An advanced pyrethroid chemistry, SCIMITAR 

delivers superior control of troublesome turf 

and insects like sod webworms, mole crickets, 

And SCIMITAR is available in two highly 

effective formulations, so you can easily select 

the one that fits your application situation. 

SCIMITAR CS is a timed-released liquid that 

delivers both fast knockdown and extended 

Scimitar 

residual. While SCIMITAR W P is an easy-to-

use powder available in water-soluble packs. 

ZENECA Pro fess iona l P r o d u c t s 



And both formulations of SCIMITAR are 

non-restricted use insecticides. 

SCIMITAR Insecticide—giving you and your 

customer confidence for today s environment. 

For more information, contact 

your Zeneca representative, or call 

1-800-759-2500. 

Scimitar 
INSECTICIDE 

A l w a y s r e a d a n d f o l l o w l a b e l d i r e c t i o n s ca re fu l l y . 
S C I M I T A R " is a t r a d e m a r k of a Z e n e c a G r o u p C o m p a n y . 
© 1 9 9 6 . Z e n e c a Inc. A b u s i n e s s uni t o f Z e n e c a Inc. 
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(continued from page 21) 

One element of All Green's telemarketing 
approach is to continue selling to existing 
customers. "I think the only way a company 
can stay in business over the long term is to 
talk to its customers," Anderegg said. "We 
communicate regularly about the condition 

of our customers' properties and the things 
we can do to help improve their landscapes." 

For instance, a lawn care technician who 
sees a potential tree or shrub problem will 
report it to All Green's tree and shrub de-
partment, who then calls the customer, dis-
cusses the problem and determines if they 

want the service. "We see that as an impor-
tant call — actually as an obligation we owe 
to the customer to let them know if they have 
a problem on their property," he explained. 

QUEST FOR SATISFACTION. All lawn care 
companies strive to maintain high levels of 
customer retention. All Green's solution can 
be summarized by its QUEST program — 
Quality Uncompromised Every Single Time. 
This program was developed internally a few 
years ago and it affects all operations, from 
yearly corporate accounting audits to step-
by-step guidelines for technicians' visits. 

"Ask about QUEST at any of our branches 
(continued on page 26) 

Nitro-Green Division 
± FOUNDED: 1977 

• PRIMARY SERVICES: Chemical lawn care, 
• tree and shrub care, industrial weed control, 
• aeration and related special services, Service 
• mix is approximately 80 percent residential 
• and 20 percent commercial. 

Y FRANCHISES: 38 franchises nationwide. 

Executive Summary 
THE CONCEPT: Customers are the focus of 
everything we do. 
CHALLENGES: Meet goals, objectives and 
dreams of franchisees who put their trust in 
us. Expand franchises in a wider geographical 
area, at a faster pace. 

Director of Franchise 
Development 

A Roger Albrecht 
• AGE: 45 
I BACKGROUND: After graduating from North 
I Dakota State University with a degree in 
• biology, he bought a pest control business he 
• had worked for through his years in school. 
I Revenues quadrupled in three years. He 
• established Nitro-Green lawn care service 
• division in 1977, then franchised it soon 
• afterward. 

• 

• 

• CHEMICAL INJECTION • TRIPLE SPILLAGE • ALL FIBERGLASS 
DIRECT, ACCURATE CONTAINMENT OF FULL ENCLOSURE 
& DEPENDABLE CONCENTRATES 
(0%-10%) 

TUFLEX FEATURES 
INJECTO-MATIC 

CHEMICAL INJECTOR SYSTEMS 
• 600 GALLON SEAMLESS FIBERGLASS TANK 
• DUAL REELS (TURF/TREE SHRUB) 
• TIP-N-POUR CONTAINMENT 
• TOOL RACKS 
• HANDWASH PORT 
• BACK PACK/HAND CAN RACK 
• FERT SPREADER MOUNT 
• STEP-DOWN REAR ENTRY 
• DRY PRODUCT STORAGE 
• EXTERNAL TANK FILL PORT 
• TANK MIX SYSTEMS WITH AUXILIARY PUMPS & ENGINE 

ALSO AVAILABLE 

MANUFACTURING CO 

Experience Tomorrow TODAY. 
(800) 327-9005 (954) 785-6402 

TUFLEX 1 2 3 @ A O L . C O M 

mailto:123@AOL.COM


Getting lots of really good new customers is a 
pain in the you-know-what, but... 

Even The World's Greatest, Most Reliable, Most Attentive To Detail, 
Hardest Working Gardener, Lawn & Garden Service Owner or Landscape 

Contractor Wil l Starve To Death —Without A Steady Flow Of New Customers! 
"I started with a lawn mower and built a million-dollar-plus, highly profitable, and highly 

respected landscape contracting business at a rapid pace—because of my Customer 
Attraction Secrets...now, my Free Report reveals my secrets, to those who qualify." 

Dayton, Ohio- Arc you frustrated by advertising 
that never makes the phone ring? By being beat 
out of good jobs by cheap bidders? Feeling like 
you're starting your business all over again every 
season? Stuck at a certain level? 

A million dollar per year "entrepreneur of the 
year" says that most of his peers' and 
competitors' marketing is anemic, me-too-
istic, dull, full of costly waste, and 
ineffective. Arrogant? Egotistical? Marty 
Grunder says: "React to me any way you 
like—but one thing is for sure, if you are 
in the landscaping business or maintenance 
business, whether you are small or large, 
my marketing methods can easily double or 
triple your business in just one year, 
provide better customers, help you target 
and get exactly the kind of business you 
want, increase profitability and stability, 
and absolutely mystify and trump your 
competitors." 

Big talk? Yes, it is, but this Grunder 
wiseacre has been showing off—and 
blowing sceptics away—his entire life. As a 
freckle-faced, red headed Dennis-the-Menace 
type kid, he started his business with 
nothing more than a "push" lawn mower 
and chutzpah. That little business went to 
75 regular customers almost overnight. As 
a full-time student at the University of 
Dayton, while his buddies drove to school 
in old "beater" cars and flipped burgers for 
pocket money, Marty arrived in his Grunder 
Landscaping Company truck and, at age 21. did 
over $300.000.00 in business. This year he was 
named Young Entrepreneur of the Year by the 
Small Business Administration's Midwest 
Region, in the 1 to 25 employees category. 
Currently, Marty oversees a staff of 30, 15 
trucks, a backhoe, an assortment of other 
equipment, and a diversified business doing 
everything from basic residential lawn mainte-
nance to complicated commercial landscaping 
projects—and, this year, breaking the one million 
dollar mark in annual sales. He's also investing 
in land, lecturing from time to time, and working 
with other landscapers as their "marketing coach." 

Million Dollar Marketing Secrets Revealed 
In A Free Report—If You Qualify! 

Grunder DOES have "secrets" for building these 
types of businesses, too. Here are just a few 
examples: 

1. How to spark referrals... how to turn 
"small accounts" into big business. 

2. How to increase Val-Pak Coupon, direct-
mail and Yellow Pages advertising results 
bv 10% to 30%...make your advertising 
much more productive and be able to 
accurately measure its value. 

3. The 5 biggest mistakes 95% of the people 
in this business make when advertising 
and how to avoid them. 

4. H o w to s top the "price shopper" in 
his tracks. H o w to get good business 
wi thou t being the lowest bidder or 
of fer ing cheapest price. 

Here's the smart-aleck kid standing next to his first truck. Who'd 
have guessed he'd quickly create the biggest and best company in 
southern Ohio, confound established, entrenched competitors, and 
break the million dollar annual sales mark? Betcha he has a 
marketing secret or two in his pocket that you'd love to steal, if 
you could! 

5. How to avoid the fatal mistake of 
confusing 'marketing' with 'selling'. 

6. Forget wasteful "name recognition" or 
"getting your name out there"—learn to 
"target," create and deliver a "market-
matched" message," and attract exactly 
the type and size of clients you really 
want . 

7. Why your "service" should never be the 
#1 focus of your marketing. 

8. Powerful but simple letters and things to 
say to existent customers to cause 
demand for a variety of additional, highly 
profitable services. 

9. The "secret" borrowed f rom the fad-
diet business that sells high-priced, 
high-prof i t landscaping work like 
crazy. 

10. How to get people working for you and 
with you to really contribute like a 
championship team! 

11. How to use "automated, autopilot 
marketing" to bring in new business 
without you or anyone else even talking 
with prospects on the phone! 

12. Even "poor boy" dirt cheap marketing 
strategies, like what to write on a simple 
postcard to bring in a flood of new 
customers. 

13. The "4-Page" market ing tool used 6 
to lOx a year that is guaranteed to 
increase your business by at least 30% 
year after year...automatically! 

14. How to position yourself as a "famous 
expert" in your area, get a ton of free 
advertising and "fry" the competition. 

And there's a whole lot more. At the 
urging of a big-time, nationally respected 
direct marketing consultant and 
professional speaker who discovered and 
was "blown away" by everything Marty 
was doing, Marty prepared an easy-to-
read but very complete, provocative 
Special Report—"How To Re-Invent 
Your Lawn-Garden/Landscaping 
Business With Million Dollar Marketing 
Secrets"—and vou may be able to obtain 
a copy at absolutely no cost whatsoever. 

Who Should Get Marty Grunder's 
Special Report? 
Marty asks that you call for his free 
Report ONLY if: (1) you own your own 
business or are the President, CEO, 
manager or marketing manager for the 
business; (2) you make the decisions 
about advertising, marketing, and 
customer service investments; (3) you are 
currently unhappy with some aspect(s) of 
you business; (4) you recognize that in 
today's competitive environment, just 
"doing a great job" isn't enough to 

sustain a business; and (5) you are willing to make 
progressive innovative changes in your business if 
convinced, even reasonably assured that doing so 
will dramatically improve sales, profits, customer 
satisfaction, referrals, growth, and community 
prominence. (Please do N O T waste your time or 
Marty's money getting this Special Report if you 
are close-minded, change resistance, fully satisfied 
with your income, or just a curiosity-seeker 
without sincere interest in changing your business 
for the better.) 

How To Get Your Free Report: 
Simply write "Report" on your business card or 
a sheet of your letterhead and FAX it to 513-847-
8067 or, for even more information and to get 
your Report, call 1-800-399-7135, listen to a 
brief free recorded message, then leave your name, 
company name, and address as instructed. You 
can FAX or call anytime, 24 hours a day, 7 days a 
week. If you prefer having your report sent 
confidentially to your home address, just let us 
know. Incidentally, requesting your free Report 
does not obligate you in any way; no salesperson 
will call to follow-up, nothing of the sort. 
However, this is a limited free offer, so please take 
care of it right now, while it's fresh in your mind. 

©1995 M. Grunder 



Everywhere You 
Look - There We Are! 

Ranked Among the Best 
Franchise Opportunities in America! 

Entreprenuer 
Magazine 

Franchise 
5 0 0 

Income 
Opportunities 

Magazine 
Plat inum 

200 

Business 
Start-ups 
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Proven Leaders in the Lawn Care Industry 
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In-depth Training 
Exclusive Territory A 
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Call Roger Albrecht at: 1-800-982-5296 ttS^/j^tSSS 

USE READER SERVICE # 2 4 

cover story 

(continued from page 24) 

and they'll tell you about it," Anderegg said. 
"Our technicians have a 15-step approach 
that covers everything from introducing 
themselves to saying goodbye when they 
leave the property. We try hard to provide a 
quality service and communicate after the 
sales by reinforcing what the program is with 
the customer, the number of treatments 
included and the costs. We also have a ser-
vice agreement we give to the customer which 
again lays it all out and reinforces the pro-
gram. It also stresses that this is a partnership 
and we both have mutual responsibilities." 

Anderegg believes that building brand 
loyalty in consumers is an uphill battle. "I 
think that to improve customer retention we 
must have a branch manager at each location 
who really cares about customers. We have to 
encourage that manager to want to keep his 
customers and to enhance the level of the 
technicians. It gets down to making the techni-
cian feel that it's important to provide a profes-
sional, courteous service for each customer." 

FRANCHISE ADVANTAGE. All Green's pur-
chase of Nitro-Green's franchises came after 
the opportunity emerged this past year. "We 
wouldn't have considered it if we didn't 
think it was the best way to attack the 
secondary markets, and also if Roger Albrecht 
wouldn't have stayed with us," he added. 

What All Green's management saw in 
Nitro-Green was a company that chose a 
course of slow, steady growth, expanding to 
38 franchises in 17 years. Its success is based 
on this careful approach, which provides in-
depth training and support for franchisees 
often unfamiliar with the lawn care industry. 

"After a week of training at headquarters 
and more in their location, we provide ongo-
ing training for the first year," Albrecht said. 
"We stay really close to them until they under-
stand the business. In the second year, we stay 
closely in touch and in the third year, we visit 
and provide plenty of telephone support." 

The program builds consistency in the 
services that franchisees offer their custom-
ers. Individual people, many without indus-
try experience, may invest their life savings 
into Nitro-Green. It's a responsibility 
Albrecht takes seriously: "It's a burden and 

(continued on page 28) 

L a n d s c a p e And 
Irrigation Professionals 
Get With The Programs! 

L a n d P e s i g n e r P r o ® a n d 
I r r i g a t o r J e t P r o ™ are 
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20-20 Computerized Design 
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Laval, Quebec, Canada H7S 2B2 
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O U I R S B A N E L I M I N A T E S M O 
I N S E C T P E S T S B E C A U S E A L L I T T A K J E S 

I s O N E T O B U G A C U S T O M E R . 

M ost customers tend to overreact. Discover one lawn 
pest and they think they're infested. Never mind tha t 
most customers can't tell the difference between a sod 
webworm and a night crawler 

Keeping customers' lawns insect pest free is what 
Dursban* insecticide is all about. Not only is it a 
dependable and economical broad spectrum insecticide, 

% DowElanco 
* Trade mark of DowElanco 

but it has also been formulated to provide you an 
effective residual on most turfgrasses and ornamentals. 

One thing for sure, use Dursban and customers 
won't be bugging you with their insect pest problems. 

For further information on Dursban, 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. 



cover story 

'Its easy to teach a person 
about the industry, but the 
successful franchisee has to be 
business minded...' 

(continued from page 26) 

we've taken it seriously. I'm not going to let 
these people fail." 

He describes the qualification process 
much like employment interviews. "We use 
a computerized profile of the ideal personali-
ties, but it's still complex. Sometimes, we get 
a person who wants to be out on his own, and 
he or she may or may not work out to be a 
team player. The franchisee has room to 
move around and make decisions on his 
own, but is also held accountable." 

Nitro-Green's criteria rate financial and 
personal abilities, plus compatibility with 
the company's values. "After we evaluate 
them, they have to evaluate us with a check-
list of things for them to consider, so they 
don't rely solely on emotion." 

Once the franchise is awarded, the learn-
ing process begins. "It's easy to teach a person 
about the industry, but the successful fran-
chisee has to be business minded," he said. 

"It's tough qualifying new franchisees be-
cause we don't really know about their per-
sonality until they've started." 

Albrecht said the All Green purchase will 
expand services for the Nitro-Green franchi-
sees. In addition to more training resources 
and greater purchasing power, the Nitro-
Green franchises will be able to tap into the 
larger company's telemarketing expertise. 

Albrecht plans to offer telemarketing or 
direct mail programs for franchisees just 
starting out. "When they start out, the fran-
chisees have a new truck and no customers. 

It's scary because they've invested 
their life savings into this. 

"Telemarketing is one of the 
more successful and easier ways 
of getting customers," he contin-
ued. "It's controllable like a water 
faucet and it's predictable. We 
make a certain number of calls, get 
a certain number ofleads and trans-

late that into a certain number of sales. If we 
need more sales, we turn on the faucet again. 
No other marketing can do that." 

Nitro-Green will offer telemarketing or 
direct mail for a week to get a new franchise 
off the ground. On occasion, the company 
sponsors radio shows to celebrate and an-
nounce a new franchise's opening. 

FUTURE ISSUES. The purchase of Nitro-
Green underscored similarities shared by 
Anderegg and Albrecht: 
Q • How do you find the kind of employee 

NEW 1 9 9 6 T E R R A - R I D E R , 
R I D I N G A E R A T O R 

This aerator is so simple and easy to operate that there is no need to 
be an experienced operator. You can insert more holes per acre and 
do more acreage in a day than with any other walk behind aerator. 

Features include: 
• 22" aerating width and 98 tines do one acre per hour. 
• 8HP electric start Briggs & Stratton engine. 
• Tecumseh foot operated hydrostatic drive. 
• Electric screwjack to put tines in the ground and to transport. 

TERRACARE PRODUCTS CO., INC. 
PO BOX 2 5 0 • PARDEEVILLE, W l 5 3 9 5 4 
(608 ) 4 2 9 - 3 4 0 2 • FAX (608 ) 4 2 9 - 2 8 8 9 

sure-Joe 
I TMi 

Aluminum Edging 
Factory Direct Savings 

*Low lifetime cost 
•Resists frost heaving 
*Same d a y shipping 
*Mil l , black or green anodized 

W e also offer a complete line of: 
*Steel Edging 
'A luminum Paver Restraints 

Let us quote your next project! 
Call today for a free color brochure 

-800-787-3562 
Fax 616-392-6015 A5482 - 144th Avenue Holland, Ml 49423 



who is right for your company? 
A- Anderegg: Give me the right branch 
manager, marketing manager and techni-
cians in any market and we will win. The 
number one issue is having the right people 
because the distribution system of lawn care 
companies is basically the same. It comes 
down to who's running the facility and what 
kind of people are working out on the lawns. 
We've been fortunate to have some of the 
very best industry people in our company. 

Albrecht: We look for someone who shares 
our vision of what our business can be. 
During the qualifying process, I paint the 
downside of the business without pressuring 
the sale. If they share our values and goals, if 
they want to dominate their market, if they 
plan to offer unequalled customer service, 
then they'll be a good team player. 
Q " How do you top your competition? 
A . Anderegg: We have people with more 
excitement about their growth opportunities 

than those at most other companies. When I 
visit the branches and see well organized facili-
ties, clean vehicles and plenty of smiles, I know 
immediately it's a winning operation. They 
have found a way to instill pride. 

Albrecht: It's taken us 17 years to grow to 
38 franchises, but we haven't had a franchise 
failure. The transfers have been successful. 
We've been ranked in several magazines' top 
franchise operations for the last five years 
because our franchisees are happy. There's a 
high motivation for us to make franchisees 
happy. They can't buy our system; they are 
granted a license to operate under our name. 
They have to maintain the integrity of our 
company and share our values and goals. 
Q - What issues will affect the industry 
most in the next few years? 
A . Anderegg: I see more licensing coming 
for recycling systems, locked storage of ma-
terials and pesticide use. Costs will also be 
more of an issue with health insurance, work-

men's compensation and other insurance. 
It will also be more difficult to maintain 

huge growth through customer addition. 
The industry will have to get better at reten-
tion. Consumers don't have a lot of brand 
loyalty and our industry has a hard time 
establishing brand loyalty in their eyes. 

Albrecht:This purchase will expand brand 
recognition because there are more opportu-
nities to get the brand out in front of con-
sumers and to dominate our markets. 01 

Nitro-Green Division is located at2791-F N. 
Texas St., Suite 300, Fairfield, CA 94533. 
Telephone is 707/428-5296. 

All Green Corporation is located at 1503 
Johnson Ferry Road, Marietta, GA 30062. 
Telephone is 770/973-1600. 

The author is Editor of Lawn & Landscape 
Magazine. 
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CALL FOR FREE DEMO DISK! 
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1-800-572-8713 
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soil basics - part 1 

By knowing each 
property's soil 
characteristics, 
you can improve the 
health of both turf and 
ornamental plants. 
This is the first of a 

cour part series. fi 

By C Neal Howell 

hat do we in the green industry owe the Russians? We owe the 
classification of the most important ingredient in our line of the work: 
the soil. V. V. Dokuchaev (1846-1903) is credited with developing 

the system by which we now classify soils and trace their development. 
Scientists following Dokuchaev's lead developed a complicated sys-

tem to name soils based on the kinds of minerals they contain, the different 
ways they were formed and their physical characteristics. Knowing these charac-
teristic names will give you clues to the soil's physical characteristics. 

CLASSIFICATION IN DETAIL.The system that soil scientists use to classify soils uses 
10 major orders. For example, in the temperate region of the northeastern United 
States where forests were the major natural vegetation, the soil order "spodosols" 
is most common. These soils were formed from coarse-textured parent materials, 
are low in mineral nutrients and are generally acidic. Soils formed in some areas of 
the Southwest are called "aridosols," meaning they were formed under much drier 
conditions. They are more finely textured, are generally high in mineral nutrients 
and are basic in pH reaction. 

Each of the 10 orders are broken down further into suborders, great groups and 
subgroups. Additional breakdowns, called families, associations and series, provide 
information about their characteristics such as plant growth, mineral and organic 
content, texture, color and drainage. 

Soils is made up of four elements: air, water, organic material and the parent 
mineral components. The proportions of each of these elements can dictate what 
you can grow and how fast you can grow it. 

Numerous factors also come into play in soil formation, such as: 

County extension 
agents can pro-
vide maps detail-
ing soil types 
throughout a 
region (see Cuy-
ahoga County, 
Ohio, map below), 
They can also 
provide charts 
with recommen-
ded shrubs, trees, 
ground covers and 
turf suited to 
different soils. 

11 



• Climate — Temperature and rainfall 
levels. 

• Time— The length of time the parent 
material has been subjected to the soil forma-
tion processes. 

• Topography — The position of the 
parent material in relation to the environ-
ment. 

• Biological activity— The action of both 
microscopic bacteria and larger plant and 
animal entities on the parent material. 

All these factors combine to produce the 
stuff in which you can plant your begonias or 
bluegrass. But can this knowledge of soil 
formation and composition add to the bot-
tom line? Can you use this knowledge to 
produce happy customers and a bulging 
bank account? Yes, you can, but don't rush 
to the bank just yet. 

Most areas of the United States have been 
mapped according to soil classification by 
the U.S. Department of Agriculture. These 
Soil Conservation Service Soil Survey maps 
(see below) were originally intended to 
assist in agricultural practices, but 
have also been used for building 
and real estate development, ¿S^ /HPJ C 
site location and tax as-
sessment as well as 
for the planning 

location and layout of various outdoor recre-
ation facilities. 

These maps are available through county 
extension agents and can provide valuable 
insights into soil types and problems for the 
landscape contractor or turf manager. Agents 
may also have accompanying charts showing 
vines and ground covers, shrubs, trees and 
grasses that are suitable for each particular 
soil type in the county. 

KNOW YOUR SOILS. Soils are made up 
of an infinite number of 
shapes and sizes. Par-
ticle sizes are divid-
ed into three 
categories: 

clay, sand and silt. Combinations of these 
three determine much about plant growth 
possibilities, water retention and fertility or 
nutrient-holding capacity. 

Since you can't just order up the perfect 
soil, it's advisable to have the knowledge to 
modify existing soil conditions to best fit the 
property's needs. 

Heavy clay soils have some excellent char-
acteristics in that they have a tremen-
dous capacity to hold both water and 
plant nutrients. The drawbacks are 
that clay soils are also prone to com-
paction and slow water absorption. 

In an area of heavy clay soils, an 
aeration program should be a man-
datory part of turf services. Com-
pacted soils hinder moisture and air 
movement and make it difficult to 
grow roots. Proper irrigation can be 
difficult since water infiltration rates 

(continued on page 34) 

R6ANIG SOIL amendments or enhanc-
ers can be a valuable tool in your ser-
vice arsenal, Most soils can benefit 
from an introduction of highly organic 

materials and there are many products to use. 
On turf, organics can be used as topdressing 

for soil with high clay, silt or sand content. They 
can also perk up soils that receive a lot of 

traffic. Use organics on newly established lawns 
and newly seeded areas. Around ornamentals, use 
them to loosen heavy clay or silt soils and help 
provide water and nutrient retention in sandy 
soils. Organics can also be an effective mulch 
for newly planted trees, shrubs and plants. 

For a company offering total lawn care, an 
organic add-on can be a profitable service. With 
the advent of clipping bans in landfills, it's a 
win-win scenario to recycle yard waste back 
into the lawn. 

Materials that can be used include composts, 
sludges, manures, ground fir bark, peat and 
sphagnum moss, wood shavings, calcined clay, 

(continued on page 34) 
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PENDULUM 
M E A N S 
BUS INESS 

When it comes to season-long control of crabgrass, goosegrass, oxalis, 
spurge and many other troublesome weeds, PENDULUM® herbicide gets 
down to business. No other preemergent turf herbicide can match its 
spectrum of weeds controlled and cost-effectiveness. • PENDULUM 
brand Pendimethalin also offers greater flexibility than ever before, 
including sprayable formulations and combination fertilizer products. 
• When you consider cash rebates available to you from 
American Cyanamid, it's easy to see that PENDULUM really does mean 
business. Smart Business. • To learn more 
about the cash rebate offer or for the 
name of the PENDULUM distributor 
nearest you, call 
1-800-545-9525. 

( 7 C Y A N A M I D 
Agricultural P roducts Division 
Specialty Products Department 
One Cyanamid Plaza, Wayne, NJ 07470 

PENDULUM® herbic ide is a registered t rademark of A m e r i c a n C y a n a m i d C o m p a n y . © 1 9 9 6 



Fertilizers For All Of 
Your Seasons. 

For All Of 
Your Reasons. 
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3 4 * 3 # 8 
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Consistent. Reliable. Responsive. Flexible. 
These are a few of the characteristics you look for 
in a fertilizer supplier. According to our customers, 
they describe The Andersons quite accurately. 
The Andersons prides itself on having a full 
range of high-performance Professional Turf™ 
fertilizer formulations ready to help you respond 
to your most stringent soil conditions and turf 
requirements. 
With over a dozen standard blends, you can 
depend on The Andersons fertilizer products to 
help you deliver the superior results you need to 
meet your customers' expectations and keep 
them happy throughout the year. 
For a full-line look at all we have to offer, call 
us today. 

The Andersons Professional Turf Products. 
Uniformly The Best In The Business. 

1-800-225-ANDY 
the professional's 
partner® 

soil basics -part i 

It may take 100 to 150 
years of optimum 
conditions to add a 
single inch of topsoil, 
so it becomes very 
important to conserve 
the soil that we have. 

(continued from page 31) 

may be very slow. Ir-
rigation should be 
completed through 
low output nozzles or 
using short sets to 
prevent water from 
puddling. 

Soils with a high 
silt content act very 
similar to clay soils in 
terms of both ben-
efits and problems. As 
an additional draw-
back, though, high 
silt soils usually occur along stream beds and are sometimes prone to 
flooding. 

Aeration and topdressing with compost or sand can help both clay 
and silt soil types. 

(continued on page 74) 

(continued from p3ge 31) 

perlite, vermiculite and sand, For more information on their use, see 
Lawn & Landscape, December 1995, page 37. 

Costs for these products will vary from one area to another. Use bulk 
materials to get a cost advantage if you have the space. 

One of the greatest bargains available to contractors is the compost 
produced by city grass and tree collection projects. In some areas, this 
excellent compost is free or available in bulk for a nominal fee. It 
scores high in most areas of soil benefit except longevity, and since 
repeat business is the key to lawn and ornamental services, longevity 
should not be a major obstacle. 

This material can be used to great benefit under chip mulches for 
those who prefer the look of bark mulches. Compost decomposes rap-
idly and should not directly contact plant roots without a thorough 
mixing with the soil, as it could burn new roots or discourage root 
growth. Roots in direct contact might grow into pockets formed by high 
concentrations of the compost/soil mix. Compost that is not aged 
thoroughly can also be detrimental to young seedlings. 

Check your soil for texture and, depending on the soil mix, add what-
ever medium will allow maximum improvement. With a little education, 
your customers should endorse your efforts to improve the soil and 
hopefully, you will have a profitable add-on service. 

T h e X C C ^ 
Andersons 

©1993, The Andersons 



JONSERED G R 2 6 L 
Displacement 1.6 cu in 
(25.4 cc), power 1.2 din hp 
(0.9 kW).Weight, less 
cutting equipment 
12.3 lbs 
(5.6 kg) 
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• Lightweight 
pro trimmer with 

loop-handle 
• Advanced vibration isolation 

Sturdy, compact lower gear drive 

JONSERED G R 2 6 D 
Displacement 1.6 cu in 
(25.4 cc), power 1.2 din hp 
(0.9 kW). 
Weight, less 
cutting equipment 
12.6 lbs (5.7 kg). 

» Lightweight pro 
f trimmer / brushcutter 
with double-handle 

• Handle and harness 
mounting isolated from shaft 

• Pivoting handle for easy 
Wi storage and transport 
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JONSERED G R 3 2 L 
Displacement 1.9 cu in 
(30. S cc), power 1.6 din 1 
(1.1 kW). Weight, less 
cutting equipment 
13.8 lbs (6.2 kg). 
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• Medium weight pro 
trimmer with loop-handle 

' Advanced vibration isolation 
Sturdy, compact lower gear drive 

JONSERED G R 3 2 D 
Displacement 1.9 cu in(30.8 cc), 
power 1.6 din hp (1.1 kW). 
Weight, less 
cutting 
equipment 
13.8 lbs (6.2 kg). 

Medium weight 
pro trimmer / brush-

cutter with double-handle 
Advanced isolation for 

handle and harness mounting 
Pivoting handle for easy storage 

and transport 

JONSERED G R 3 6 
Displacement 2.2 cu in 
(36.3 cc), power 1.7 din hp 
(1.3 kW). 
Weight, less 
cutting equipment 
15.7lbs (7.1 kg). 

" • Easy handling, 
heavy duty, pro 

trimmer/brushcutter 
• Advanced isolation for 

handle and harness mounting 
• Pivoting handle for easy storage 

and transport 

JONSERED GIVES YOU MORE 
THAN A GREAT MACHINE 
Jonsered not only offers you the most advanced brush 
and grass cutters on the market. We also offer decades 
of experience gained from working with professional 
operators — experience that can help you work more 
effectively, with less effort. We've also put this experience 
on paper and film, in a brochure and video on special 
operating techniques. Both are available from your 
Jonsered dealer. 

Jonsered 
Imported & Distributed by:Tilton Equipment Company. 

St. Paul, MN • Rye, NH • Alpharetta, GA • Little Rock, AR. 1-800-447-1152. 
Distributed in the Western States by: Scotsco, Inc., 9160 S.E. 74th Ave., Pbrtland. OR 97206-3989. 



grub management 

Last years 
high grub 

populations 
may return if 
your summer 
has been hot 
and wet. 
Several new 
strategies can 
work against 

aggressive 
infestations. 

By David 
Shetlar 

Tzjtàfài 
a V 

n most of the northern, cool-
season turf areas east of the 

Rocky Mountains last year, 
landscape contractors dealt with a 

common problem — excessive white 
grub populations. There is one over-
riding environmental factor that allows 
for white grub increases, which is above 
average soil moisture in July and early 
August. While irrigated turf can mask 
this factor, having slightly above aver-
age rainfall allows white grub popula-
tions to explode over vast areas. Virtu-
ally all the white grub species lay eggs 
that need to absorb water from the 
surrounding soil to develop. 

Certain white grub species are more 
sensitive to this problem than others. Masked chafers, 
European chafers and oriental beetles, which mate 
and fly at night, often dig back into the turf they came 
from to lay eggs. If the soil under the turf is dry, they 
may lay significant numbers of their eggs in this 
habitat and reduce their populations. On the other 
hand, Japanese beetles, green June beetles and black 
turfgrass ataenius beetles fly during the day or at dusk 
and these adults actively select sites for egg laying. 

This is why the lawn that is irrigated, fertilized or 
otherwise actively growing in July and early August is 
often attacked by Japanese beetles, while surrounding 
lawns or areas that were allowed to go dormant have 
no infestations. For lawn care professionals, this can 
be especially worrisome when the customer complains 
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Above average rainfall during the summer of 1995 set the stage for heavy 
grub infestations in turfgrass this year. If July and August rainfall is above 
average in your area, you'll need to monitor grub activity. Credit: D. Shetlar 

that his lawn is the "only one in the neighborhood that 
gets hit," while "my neighbor who lets the lawn go 
doesn't have any grub problem." 

The summer of 1995 was unusual because most 
places had above average rainfall until mid-August, 
when a mini-drought occurred. Since this drought 
occurred after grub egg laying and hatch, the grubs 
reproduced prolifically. They hung on during the 
drought and when the rains did return in mid-Sep-
tember, the screaming and hollering started. 

This year, a large population of white grubs sur-
vived the winter and pupated in May and June. 
Although many areas had saturated soils from heavy 
spring rains, the grubs seemed to survive well where 
there was no standing water. Therefore, there should 
be large numbers of adults with the potential to lay 
enough eggs to overwhelm many turf areas. If your 
area was hot and dry in July and August, grubs will not 
be a problem. If it was wetter than average, watch out! 

WHERE TO TREAT? The first reaction is to reach for 
the best grub insecticide and "go wall-to-wall." How-
ever, even in the worst of grub years, rarely did more 
than 30 percent to 50 percent of the turf areas have 
grub populations worthy of controls. 

If we are to follow the integrated pest management 
principles, we should only treat those areas that will 
have grub populations high enough to cause visible 
damage. We now know that these numbers depend 
on many other factors. Turf with high fertility and 

(continued on page 38) 
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Introducing the 
SRC Controller 

Add up all the great new features 

in Hunter's SRC Controller and 

you'll find you're getting a whole 

lot more. Like easy dial program-

ming, a 365-day calendar clock, 

three programs with four daily 

starts, plus a handy mounting 

bracket for quick installation. 

But the best news may be 

the SRC's affordability. 

Six stations for the 

price of four! 

The SRC Controller. 

Hunter quality, 

competitively priced. 

^ f e b l e 
S E R I E S 

H m i t c r 
T h e Irr igation Innovators See Hunter's new Simple & Reliable Series at your local distributor or call 800-733-2823. 



Progressive Electronics 
Model 521 

W I R E & V A L V E L O C A T E R 
Find Lost Solenoid Valves 
Locate Wire Path 
And Depth 

e-mai l I n g h r n 1 0 6 9 @ a o l - c o m 

save 10% 
All T h e 
E q u i p m e n t Y o u 
N e e d T o 
T r o u b l e s h o o t 
I r r igat ion 
Sys tems 

$ 5 8 5 . ° ° 
( R E G . PR. $650 .00 ) | 

1 -800-284-0205 
Irrigation & Landscape Supplies • Dallas, TX 

USE READER SERVICE # 3 3 

THE WONDER SCOOPER 
The Fastest Way to Clean Up Leaves and Litter 
It bags, it scoops, 

TM 

it shovels, it bundles 
Fill a b a g in 10 seconds 

PRESEASON SPECIAL 
$ 2 4 9 5 

C a l l 1 - 8 O O - S C O O P E R 
Wonder Rake 

Available Separately 
Web Site: http://www.reguide.com/scooper/ 

USE READER SERVICE # 3 4 
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nursery, or greenhouse company. 

US & Can. (800) 626-7247 t t „ „ o r i 

phone (616)942-8142 UDS, 6095 28Th Street S0 
Fax (616) 942-5988 

Greea Industry Software BBS (616) 942-7244 Grand Rapids MI 49546 
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USE READER SERVICE # 3 5 

LET YOUR MOWER DO ALL THE WORK! 

Shipping included 
Limited time only. 

Kmko Corp. introduces the "BARREL CADDY" 
Designed by a commercial landscapes Assures proven savings & productivity. 

G U A R A N T E E D - O R M O N E Y B A C K 
Time is money - The "BARREL CADDY" saves the average 
landscaper approximately 1 hr/dav. No more physically transporting grass 
catchers and heavy dumping barrels to and from the truck. Mount the 
"BARREL CADDY" to any commercial walk behind mower and let 
it transport excess grass clippings. 
• HEAVY DUTY STEEL CAGE CONSTRUCTION 
• HEAVY DUTY PLASTIC RECEPTACLE BIN ^ A ^ \ 
• FIT KITS AVAILABLNOR EVERY WALK BEHIND ^ ^ 
• EASY RUBBER LATCH REMOVAL V ^ 
• MUFFLER KITS AVAILABLE FOR FRONT EXHAUST MOWERS 

1<800'327'5044 Dealers Welcome $179.95 

grub management 

(continued from page 36) 

irrigation can tolerate populations well in 
excess of 10 grubs per square foot. On the 
other hand, skunks and racoons may dig up 
an area that has less than six per square foot. 
So each contractor must set thresholds de-
pending on turf quality and predators. 

Turfgrass entomologists have studied the 
problem of sampling and determining when 
a treatment should be made. Cornell Uni-
versity's IPM programs have yielded the 
most interesting data. Mike Villani and Jen-
nifer Grant have identified reliable sampling 
techniques for lawns, using a standard golf 
course cup changer, which rapidly and effi-
ciently pulls a 4*4-inch circular plug from 
the turf. The plug is held upside down and 
the soil is separated in several directions 
towards the turf. Any grubs present are easily 
exposed and counted. Approximately 10 
plugs equal a square foot in area. 

Analysis of lawn data by Jan Nyrop and 
Dan Dalthorp (also of Cornell) suggest that 
20 samples should be taken from the average 
lawn. If six to nine of the samples have a grub 
and you don't treat, then you have a 15 
percent to 25 percent chance of missing a 
damaging grub population. An experienced 
sampler could sample an average lawn in 30 
minutes (remember to stop as soon as you 
reach the six to nine grub threshold). They 
estimate that 65 percent of the lawns treated 
with preventive treatments could be elimi-
nated through sampling. 

Many contractors are not willing to use 
grub sampling, so other factors can be used 
to determine if a specific area of turf is at risk. 
Generally, areas with a history of recent grub 
damage are most at risk of having another 
heavy grub population. Grub damage seems 
to occur over a three- to five-year span. 
Other high risk factors include: sunny expo-
sure, thatch levels over %-inch thick and turf 
established for more than three years. For 
instance, a Kentucky bluegrass/perennial 
ryegrass lawn with one inch of thatch in a 
sunny location is at risk, especially if neigh-
boring lawns have a recent record of damage. 

NEW CHEMISTRIES . With the recent intro-
duction of imidacloprid, many traditional-
ists have had a hard time matching the 
compound's attributes with IPM thinking. 

(continued on page 40) 
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The Bob-Cat® ZT 200 Mows Circles Around Obstacles 
The word is out, and the competition is as nervous as a cat. 

Ransomes8 Bob-Cat1 has developed a zero turning 

radius mower that cuts around landscaping as 

quickly as it works open areas. You spend 

more time mowing and less time figuring out 

how to mow. 

Not only are trees and shrubs no obstacles to 

performance, but curbs are no challenge either. 

You can raise the deck to get over curbs without 

disturbing the cutting height adjustment. 

The 22-hp ZT 200 is as dependable as it is productive. It 

features the most durable 61" deck in the industry and 

carries an exclusive three-year no crack warranty 

to prove it. In addition, the ZT 200 comes with 

a two-year no fail spindle warranty. 

For true zero turning radius productivity 

combined with proven dependability, there's 

only one animal for you: the Bob-Cat ZT 200. 

Call 1-800-2284444 for the 
name of the distributor nearest you. 

Ask about our no payment, no interest special financing programs. 

6368 Ransomes America Corporation, 900 North 21st Street, P.O. Box 82409, Lincoln, NE 68501-2409 
© Ransomes America Corporation 1996. All rights reserved. 



grub management 

(continued from page 38) 

IPM principles state that a pesti-
cide shouldn't be used unless the 
population has been sampled and 
deemed high enough to cause dam-
age. Unfortunately, most white grubs 
are difficult to sample until after they 
have reached the second instar grub 
stage. For most white grubs, this is in 
late August. Imidacloprid works best 
against newly hatched first instars. 

Several entomologists suggest that risk 
assessment techniques should be used to 
determine where to use imidacloprid. Turf 
at risk should be targeted with a reasonable 
certainty that grub populations will be 
present. Areas not at risk should be sampled 
during late August and treated with one of 
the remedial pesticides. It can then be placed 
on the higher risk list for the next season. 

Imidacloprid is only the first of some new 
pesticides being developed with the need to 
be applied before grub populations can be 

Generally9 areas with a history 
of recent grub damage are most 
at risk of having another 
heavy grub population. 

fully assessed. Halofenozide also works best 
against first instar white grubs. This product 
will likely be available in 1997 and it works 
best against white grubs if it is applied when 
the adults are actively laying eggs. 

Bacillus thuringiensis japonensis variety 
"buibui" is being developed and may be on 
the market in 1997. This variety of Btseems 
to work best against Japanese beetle, masked 
chafer grubs and green June beetles. It gives 
moderate control of some other grub species 
and appears to work best if applied when 
first and second instar white grubs are present. 

In entomopathogenic nematodes, 
the Heterorhabditis bacteriophoria has 
been reintroduced. This nematode has 
always been the best species at killing 
white grubs but it was difficult to pro-
duce in sufficient quantities to make it 
economically feasible to use. While ad-
ditional testing should be carried out 
this season, there is no reason not to try 
this biological control strategy. 

The milky disease of white grubs, Bacillus 
popilliae, continues to be misrepresented in 
the consumer press. Commercially, it con-
tains a strain that is active only against the 
Japanese beetle. It will not infect European 
chafers, masked chafers or any other annual 
white grubs. In addition, tests in Ohio and 
Kentucky rendered only 20 percent to 30 
percent control of Japanese beetles. B! 

The author is associate professor of Landscape 
Entomology at The Ohio State University, 
Columbus, Ohio. 

Spread Your Wings 
and Soar to New Heights of Efficiency 

• Folding double-wing design allows a 20 foot plow 
to quickly & easily be reduced to under 10 feet! 

• Push & stack snow with one machine 
• More efficient than 3 pickup trucks 
• Ideal for malls, large parking lots, and airports 
• Designed for wheel loaders in 15 - 35,000 lb. class 
• Hydraulically angles up to 35 degrees 
• Available in 16, 18 and 20 foot widths. 

C a l l 8 0 0 - 3 8 6 - S 9 3 S 

DANIELS 
VETunmii////////// 

15N365 Old Sutton Road, East Dundee , IL 60118 

Now available for 

Windows® 95 
& 
Windows9 NT 

The 
Service 
Solution 

Proven Software for Chemical Lawn and Tree Care Companies 
That Service from 500 to 35,000 Customers! 

Some of The Service Solution time-tested features include: 

• Billing • Integrated Customer and Prospect Database 
• Routing • Estimates, Work Orders, Statements, Renewals 
• Scheduling • Next-Door Neighbor & Street-Level Marketing 
• Service Timing • 1 Full Year of Free Technical Support 
• Credit Checking • 2 Days of On-Site Training 

•And the Most Responsive Customer Support Available Anywhere! 

Data conversion software available for CLIP, 
Lawn Assistant, Lawn Assistant II and others. 

MS-DOS*, Windows*, Windows* for Workgroups and UNIX 
versions of The Service Solution also available. 

For complete information, call (614) 436-9066 or contact: 
Practical Solutions, Inc. 

7100 N High St. Worthington, OH 43085 
e-mail: solns@netwalk.com 

Software Solutions for the Service Industry Since 1983 

mailto:solns@netwalk.com


Whether it's a sod webworm, mole cricket, fire ant, chinch bug, mite 
or other problem insect, there's no mystery to this whodunnit. Clearly, 
new Talstar® Lawn & Tree Flowable Insecticide/Miticide was on the 
scene. Because with its long residual and broad spectrum capabilities, 
no bug walks away from Talstar. 

Talstar 
Insecticide/Miticide 

So if you want superior control, it would be criminal to use anything 
else. After all, Talstar not only controls more bugs longer than 
Dursbanf it also controls them at l /20 th the volume of Dursban. 
Want the numbers to prove it? Call I-SOO-321-IFHC. 

Talstar and the F M C logo are registered trademarks of F M C Corporation. 
Dursban is a registered trademark of DowElanco. ©1996 F M C Corporation - F M C 



software series — part 1 

Tlie Time for Design 

Tephnology is Novy 
ow much time does the average landscape 

designer spend actually creating landscape 
plans? More than he or she wants. 

After visiting a site, taking measurements and 
discussing plans, a draft is created. A return visit 
allows the customer to review the proposal. Fi-
nally, if the proposal is accepted, a new drawing 
is created to add any changes or new ideas. 

What if this entire process could be managed 
in just one or two steps and could also create a 
color picture of the landscape? How much time 
and money would that save contractors? 

mrnmÊKÊmmm 

Computer aided design software simplifies the design and revision process 
and creates a plan that crews can use to perform the installation. Credit: 
Rain Bird Sales 

IMAGINE THE POSSIBILITIES. Some design pack-
ages offer more than just design capabilities with 
imaging that creates a real color picture of a 
customer's property. 

"Computer aided design is a design tool and 
imaging is a sales tool," noted Garry Galpin, 
president of Design Imaging Group, Holtsville, 
N.Y. "CAD deals with the nuts and bolts of a 
project, like the square footage of the lawn. You 
need CAD for estimating the job costs and doing 
the installation." 

But it's the imaging capabilities software re-
tailers think can be most valuable to contractors. 

"Imaging completely changes the 
sales approach," Galpin ex-
plained. "If you go to someone's 
house with a hand-drawn plot 
plan, a pine tree looks nothing 
like a pine tree. Imaging uses a 
real photo of that person's house 
and lets the designer place pic-
tures of plants around the house." 

Jay Scott, landscape designer, 
Combs Landscape, Evansville, 
Ind., said hiscompany purchased 
CAD software and the time sav-
ings from the software has been 
tremendous. "Customers are 
blown out of the water with com-
puterized plans," he said. "A job 
that used to take half a day to 
draw now takes one hour includ-
ing making all of the other calcu-
lations for the proposal." 
Scott said Combs expects to add 

imaging capabilities this winter, but 
emphasized the added importance this 
brings to customer communication. "The 
concern we have is that customers want 

(continued on page 46) 

Landscape 
design software 
has evolved 
into an 
effective sales 
tool as well as a 

time-saving 
design device. 

By Bob West 



The Future Of Landscaping Is Here Now! 
W 

k m "The Software you choose is as important as who you purchase it from!" 
Selling Satisfied 

Customers 
Hardware and 
Software for 

Over 6 Years! 

Call for further information on our Complete Software and Hardware Line, 

i n t c E 
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PlantMaster 4.0 W I N D O W S 
PlantMaster is a powerful, yet flexible regionally sensitive 

plant database system for the landscape professional. 

^ Dynamic cross-referencing plant searches. . 
g f Powerful maintenance scheduling tools. 
EL Fast "planting legend" creation. 
g f New 500 field database layout. 
Ei Many new reports now available " | 

(leaf color, adverse factors, monthly interest, etc.) 
EJ Specific pricing and nursery source capabilities. 

Design Imaging Group put Multimedia Pentium 
Computers together for you, no headache, just 
plug it in. 

ImageWizard allows landscape 
designers to create a photo 
realistic image of the landscape 
design concept. Full-color 
Pictures that Show Real Color, 
Textures and Forms. 

• 1,800 database images, trees, 
shrubs, ground covers, hard-
scape, textures, pools, spas and 
2,000 images for the northeast. 

• Visual library - view existing 
database libraries onscreen for 
quick selections. 

• All objects are independent - this 
allows for quick revisions. 

• FREE TECHNICAL SUPPORT. 

Take a picture of the area to be changed. * * Scan the picture into your computer. 

O v e r l a y the images on the background picture. (Trees, bushes, pools, bricks, stone, grass & on & on) 
e 

Print the completed photographic image on your color printer. * Present a professional proposal to your customer. 

Finally a Program 
That You 
Can Use! 

Make Revisions 
And/Or 

Corrections 
in a Snap! 

Check Out 
Some of 
Our Features! ) 
• Trace Site Plan to Scale 
• Easy-to-use On-Line Multimedia Tutorials "walk" you through each 

step of this program (you don't even have to read the manual). 
• Some of the best looking symbols in the industry. 
• Calculate the square footage of decks, walks, etc. in seconds. 
• Output to any color or black & white printer, at any scale. 
• Runs on your home PC or laptop computers. • Saves time and Money. 

D E S I G N I M A G I N G C R O U 
A D i v i s i o n o f B i s s e t t N u r s e r y C o r p . 

C o m p u t e r S o f t w a r e f o r t h e L a n d s c a p e & P o o l I n d u s t r i e s 

YardMaster 
T h e L a n d s c a p e r ' s i f e e s t F r i e n d ! 

Proposals, Schedul ing, Invoic ing! 

YARDMASTER is the ultimate time 
management tool for the busy landscaper. 

3 2 3 L o n g I s l a n d A v e n u e , H o l t s v i l l e , N Y 1 1 7 4 2 • ( 5 1 6 ) 6 5 4 - 1 6 0 0 • Fax ( 5 1 6 ) 6 5 4 - 8 0 4 6 
USE READER SERVICE #39 
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The Irrigation Association's 17th Annual 
International Irrigation Exposition 

November 3-5, 1996 
ASAE's Technical Conference 

November 4-6, 1996 
Cosponsored by TTIA & TAIA 

San Antonio, 
Texas 

Down by the 
River Walk 

San Antonio Convention Center 
For more info on our 17th Annual 
International Exposition & ASAE 
Technical Conference, please return 
this form to the IA. 

Name 

Company, 

Address 
The Irrigation Association Q t y 

8260 Willow Oaks Corp. Dr., Suite 120 
Fairfax, Virginia 22031 USA Country. 

(703) 573-3551 • FAX (703) 573-1913 Phone _ 

State Zip. 

Fax 
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Registration and Exhibitor Information Available Now! 

GIE Means More Business... 
For you, your company and tho industry! Here's How: 

• Sixty seminars on sales, management and technical topics! 
• Three days of exclusive trade show hours-300 exhibits! 

winner, Robert Farrell! 
• Equipment demonstrations to "try before you buy!" 
GlE's Proven Performance-the buyers come here! 

• 94% of GIE attendees influence their company's final purchasing decision 
• A typical GIE attendee plans to spend $23,000 with exhibitors 
• 60% of GIE attendee annual budgets exceed $500,000,43% ape over $1 million! 
GIE brings the largest combined national exposition of the lawn, landscape and 
grounds management industries to Cincinnati, Ohio for five days of 
business-building meetings, seminars, and trade show-November 17 - 21,1996. 

"Very educational. All the people offer different experiences, and experience is the 
best teacher. GIE is great-Ifound a uniform company and all the equipment I 
needed." 
Homer Jackson, H.J. Lawn Service, Houston, Texas 

"I see faces from all over the country. GIE is the only national show that targets the 
independent landscape contractor." 
Bill Shea, Ferris Industries, Inc., Vernon, New York 

Green Industry Expo/96 
T h e N a t i o n a l Expo f o r L a w n & L a n d s c a p e P r o f e s s i o n a l s 
November 17-21,1996-Cincinnali, 

Trade Show registration is FREE to conference atttendees. Trade-Show-Only 
passes are available onsite for November 18 ft 20 at $15 per day. The Outdoor 
Equipment Demonstration on November 21 is FREE to all attendees! 

A r . 

6IE is sponsored by: 
PGIMS - Professional Grounds Management Society 

PLCAA - Professional Lawn Care Association of America 
ALCA - Associated Landscape Contractors of America 

YES! I want to know more about GIE/96 
• Send me information on exhibiting! 
• Send mr information on educational programs! 

Name: 

Title: 

Company:. 

Address: _ 

City/State/Zip: 
Phone: ( ) 

3 ? îffi"johnson Ferry Rd, NE, Suite C-135, Marietta, GA 80068-2112 

FAX:( )_ 

FAX: 770-578-8071 LL 



software series — part 1 

(continued from page 42) 

the final project to look as perfect as the 
image on which they were sold. They have 
understand the more conceptual idea and 
the fact that everything won't always be in 
full bloom simultaneously," he warned. 

Designers can also use some of the soft-
ware to plan an irrigation system for a prop-

erty. Chris Davey, software and marketing 
program manager for Rain Bird Sales Inc., 
Azusa, Calif., explained that Rain Bird offers 
software which does irrigation system design 
or does both irrigation and landscape de-
sign. "Our product also runs hydraulic cal-
culations on a design to make sure the sys-
tem will function properly," he said, "and it 

includes warning messages for any im-
proper designs." 

Imaging capabilities let contractors create an actual 
picture proposal of a property, Credit: Softdesk Inc. 

SIMPLE OPERATIONS. One roadblock 
software companies continually en-
counter with design software is con-
vincing contractors to invest in a qual-
ity computer system. It is often a mat-
ter of educating contractors to the 
potential value of new technologies. 

"They'll spend $50,000 on a back-
hoe, but they have problems spending 
$10,000 on a computer because they 
don't understand what it can do for 

them," commented Brian Dontje, owner of 
UDS, Grand Rapids, Mich. 

Software companies stress, however, that 
computer systems are worth the investment 
and design software is relatively simple to use. 
Most firms indicated they provide a CD-ROM 
module for training and offer users technical 
support lines at no extra charge. 

John DeCell, president of T K O Soft-
ware, Houston, Texas, admitted there can be 
a considerable learning curve for users of the 
software. "How long it takes for a user to get 
comfortable with the software will depend 
on how experienced he is with computers 
and how dedicated he is to learning," he 
added. "Some people pick it up in two weeks 
and some take nine months." 

Chris Warren, vice president of Twin 
Oaks Nursery Inc., Ruston, La., said con-
tractors need to consider the long-term ben-
efits. "It took us six to nine months to get real 
comfortable with the software, but now 

4 Learn how to use RainCAD with a 
FREE On-Line Beginner's Tutorial. 

4 Additional training available on 
CD-ROM. 

Call 1-800-348-3243 
for our FREE information kit complete 
with RainCAD demo disk or to order 
RainCAD software today! 

VISA 

RAIN^BIRD 
PREFERRED BY PROFESSIONALS WORLDWIDE 

970 West Sierra Madre Avenue • Azusa, CA 91702 

Simple It's Smart. 
With prices starting at just $375, the smart 
new RainCAD™ for Windows™ makes 
irrigation and landscape design easier than 
ever. RainCAD users agree that providing 
a professional RainCAD design increases 
bid success rates-which makes using 
RainCAD simply smart. 

4 Calculate sprinkler layouts, 
sectioning, zoning, pipe layout 
and sizing automatically with point 
and click simplicity. 

4 Produce estimates, proposals and 
material takeoffs quicklx and easily. 

4 Spend less time in the office and 
more time closing sales. 



Can\bu Handle the Hardware? 
The first question many contractors ask about design software is about the hardware — 
what is required in the actual computer itself to effectively run these programs, 

This is a question anyone shopping for design software should discuss with the software 
retailer to make sure they get the best system for their company and their budget. 

The following offers the recommended and ideal systems that 20/20 Computerized 
Design, Laval, Quebec, Canada, provides its customers. 

RECOMMENDED CONFIGURATION 
Pentium 100 
16-MB RAM 
1-GB hard drive 
Quad speed CD-ROM drive 
15-inch SVGA color monitor 
32-bit local Bus graphic card, 2-MB of 

RAM, 24-bit color (True Color) 
Windows 3.1X or Windows 95 
MSDOS 6.2 
3-button serial mouse 
2 serial ports 
2 parallel ports 
Windows compliant sound card 

(for Multimedia Guide) 

IDEAL CONFIGURATION 
Pentium 133 
32-MB RAM 
1-GB hard drive 
Six speed CD-ROM drive 
17-inch SVGA color monitor 
PCI Bus video card, 4-MB of RAM, 24-bit color 

(True Color) 
Windows 95 
MSDOS 6.2 
3-button serial mouse 
2 serial ports 
2 parallel ports 
Windows compliant sound card (for Multimedia 

Guide) 

there's no comparison to how we used to 
work," he said, noting Twin Oaks uses the 
software also to integrate bookkeeping and 
point-of-sale inventory for a retail nursery 
shop it runs. "But the real time saver is how 
quickly we can now revise designs — in a 
matter of minutes." 

Galpin suggested contractors shopping 
for design software consider the design tools 
offered in different packages. "Everyone 

doesn't offer a cutting tool or a perspective 
tool," he explained, "but these all become 
important so you don't limit your design 
capabilities." 

Diane Michel, product manager at 20/20 
Computerized Design, Laval, Quebec, 
Canada, also noted the importance of select-
ing software that offers different screen lay-
ers. "Layers allow the designer to change one 
part of the design without having to start all 

over, as with paper and pencil," she added. 
"That makes it much easier working with the 
customers when they want to make changes." 

GIVE ME AN ESTIMATE. Dontje claimed the 
most valuable benefit of design software may 
be what it does once the design is complete. 
"This software can save designers half of the 
time spent on drawing, but estimating job 
costs is really where the big savings are." 

Users can purchase general materials price 
lists from their software company or enter 
the data themselves to use the exact prices 
they pay their supplier. When the design is 
completed, the contractor can generate all of 
the necessary information for a price esti-
mate and bill of materials automatically. 

"Another benefit to generating the bill of 
materials this way is that you know you have 
all of the product you need for the job when 
you show up on the site," added Davey. 

Scott said his company began using the 
software at a time when business had fallen 
off the desired pace. "We made up all the 
ground we lost," he noted, "and I have to 
attribute it mostly to the computer system. 
I'd say it saves us between 30 percent and 35 
percent of our time and money." ED 

This article is the first in a three-part series on 
softwarefor the green industry. Next month we 
will cover various software packages available 
to help with accounting functions. 

The author is Assistant Editor of Lawn & 
Landscape magazine. 

Reduce watering frequency 
by 50% and time event 

by 00-90% 
to use. During est* 
we've really cut our I 
We used to lose 3-4%. 
Now were down to 1%.' 
Jim Smith, Univ. of Illinois-
Champaign/Urbana 

"A areat innovative product 
ana an effective tool for 
our tree establishment 
care program." 
Vm Martz of Wichita, M ^ —^ ^ -
Parte and Ree. 1-800-800*7391 
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tree care systems 

From soil 
injection to 
microinjection 
todays tree care 
delivery systems 
are giving 
contractors 
more tools 
to keep plants 
healthy. 

By Paul 
Schrimpf 

V 

m 

ree and shrub 
care is becoming 

an ever more im-
^ por tan t service 
component of the di-
versified professional 
landscape operation. 
Companies who want 
to make the most from 
their customers have learned, or are learning, to care 
for the trees on the clients' properties. 

And while nothing can replace expertise and ex-
perience in tree and ornamental care, the products 
available today can help the novice get started and 
the seasoned veteran perform at a higher level. 

STATE OF THIN6S. Among lawn and landscape 
contractors, the typical level of tree service per-

Tree injection 
systems have 
proven effective 
in delivering trace 
minerals and a 
variety of 
products to 
control fungi and 
insect pests. 
Credit: Ciba Turf 
and Ornamental 
Products 

formed varies widely, from just fertilization to diag-
nostic work and pesticide application for insect and 
fungus problems. 

With fertilization, contractors and tree care spe-
cialists prefer to use the deep root injection method. 
Deep root injection uses truck based spray equip-
ment to get the job done. The pump, set at 150 to 
200 psi of pressure, sends about xh gallon of fertilizer 
material through a hose to an application apparatus. 
The "needle" is pushed into the ground at a depth of 
4 inches to 12 inches, depending on the system, and 
the fertilizer is dispensed into the ground. 

The system works well because it puts the fertil-
izer into the root zone, making it available to the 
feeder roots. It also gets the product past turf on the 
surface, which tends to use up fertilizer that is surface 
applied. Finally, the pressure of the injection aerates 
the soil, reducing compaction and allowing for 
better root growth. 

Most fertilizers used in the soil injection method 
are slow release, which hold the majority of their 
nutrients until natural processes break them down 
and make them available to the plant. 

(continued on page 50) 
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LANGE*. 
PROFESSIONAL 
FERTILIZER 
STABILIZED NITROGEN FORMULA 

Stabilized 
Nitrogen Week 

After Week. 

Better Performance! 
Costs Less! 
AgricoTurf® Gives Lange-Pro Fertilizers 
These Performance Advantages. 
• More Nitrogen: AgricoTurf provides 
nitrogen in the stable ammonium form 
and slows conversion to the nitrate form. 
AgricoTurf minimizes denitrification, 
volitization and leaching. Therefore, 
more of the nitrogen you're paying for 
is available to the grass. 
• No Coating: AgricoTurf does not 
depend on a fragile coating and can be 
used in a dry or liquid form. You are 
assured of consistent nitrogen perfor-
mance week after week. 
• Quality: Superior ingredients and rigid 
manufacturing standards mean you get 
the same great results every time you use 
Lange Pro. 

• Choice of Products: The Lange Pro 
Fertilizer line gives you a wide variety of 
standard or custom blends including 
fertilizer/pesticide combinations for your 
unique applications. 
• Proven Performance: Since 1988, the 
experience of leading turf companies and 
university tests prove AgricoTurf 
consistently performs better than popular 
"slow release" nitrogen fertilizers. 

Call Toll Free 

1-800-862-6210 
For Your Free Sample! 

We are sure you 7/ love Lange Pro products 
with AgricoTurf. So we want you to try 

Lange Pro for FREE! Call Now! This is a 
Limited Time Offer While Supplies Last. 

LANGE* 
Specialty Products Group ^ 
Lange-Stegmann Company 

St. Louis, Missouri USE READER SERVICE #42 
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The business positive is that this method 
is relatively quick to perform in the field and 
is not as weather dependent as other landscape 
activities, such as tree spraying and mowing. 

Steve Hyland, president of Hyland Broth-
ers Lawn and Tree Care, Ft. Collins, Colo., 
has had a tree care program in place for eight 
years and has relied on the injection method. 

Hyland Brothers fertilizes trees once each 
year. Evergreens are injected in the spring 
and deciduous trees in the fall. Hyland noted 
that fertilization and spraying are performed 
at roughly the same time, but fertilization 
can be performed rain or shine. When spray-
ing can't be done, fertilization can. 

John Carson, division manager of the 
Ehrlich Green Team, Reading, Pa., said the 
company also relies on the injection of slow 
release products for tree fertilization. 

"We use a complete fertilizer with a high 
percent of slow release for the annual fertili-

o 

The system works because it puts 
fertilizer into the root zone where 
it's available to the feeder roots. 

zation program," explained Carson. "We 
used to go every other year, but recalibrated 
to an annual program because it works bet-
ter in our market." 

NEW OPTION . Landscapers getting into tree 
fertilization for the first time commonly 
suffer from sticker shock with the price of 
equipment. A hose and pump system can 
cost from $5,000 to $7,000 to start. 

An in-between system, actually in use for 
more than a decade, provides the ability to 
do root injections with a portable, self-con-
tained unit that doesn't require the high 

pressure or high volume 
of liquid. 

The unit injects one 
ounce of food grade fertil-
izer per injection, with a 
capacity of 95 ounces. 
Marc Dantuma, product 
consultant and certified 

arborist with Midwest Arborist Supply, 
Grand Rapids, Mich., said the unit sells for 
about $250. Nu-Arbor, a division of Mid-
west Arborist, makes the unit. 

"It's a great way for contractors to take 
baby steps into tree care," said Dantuma. "They 
can start simple, build a client base and then 
eventually upgrade to a pump system." 

PRESCRIPTION SERVICE. Much has changed 
in the last decade in the cultural practices of 
tree care. Many of the old "truths" about 
planting and caring for trees have been 

(continued on page 52) 

Moving In. Moving Up. Settling Down. 
"Our homes are our castles" has never been more true than it 

is today. Americas trend toward cocooning means people are 
investing more money than ever before in their homes. And that 
means pride of ownership is at an all-time high. Lawn and 
landscape services are a viable and important option for more 
and more of these homeowners - reach them through Metromail. 
Metromails realty information puts you in touch with Americas 
homeowners, whether i t s New Movers, New Homeowners or 
Established Homeowners . Use Metromai ls Homeowner lists, 
including names, addresses, and even phone numbers to reach 
more prospective customers in your business area. 

Homeowner Lists from Metromail... 
For the prospects you need when your message needs to hit home. 

Call Randy Tribble at 
1-800-822-3282 in M E T R O M A I L 



I f Y o u W a n t T o K n o w H o w L o n g 
(GAILLE M Y W O M S T O P R E V E N T B M O A J D L E A F W E E D S , 

A s k S o m e o n e Witihi T ime O n T h e m IHIanos. 

A f t e r applying Gallery* preemergence herbicide, you've 
got about 6 to 8 months of good solid waiting before 
you'll spot the emergence of any of over 9 5 different 
broadleaf weeds. Even the tough ones like spurge, 
dandelion and plantain. 

In fact, Gallery is the only preemergent on the market 
today that 's designed to prevent so many broadleaf 
weeds, yet is safe over the top of all tu r fg rasses , 

and over 4 0 0 di f ferent species of ornamenta ls . 
So now that you have a little extra t ime on your 

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

For fur ther information on Gallery, or any other 
product in the extensive line of DowElanco 
products, give us a call at 1-8QO-352-6776. g ^ U ^ Y 
Always read and follow label directions. 

W DowElanco 
•Trademark of DowElanco 
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changed or rewritten based on new research. 
Today, more is known about the impor-

tance of micronutrients in trees and about 
the symptoms that deficiencies in these trace 
elements can cause. More sophisticated con-
tractors are learning to recognize these symp-
toms and to deliver the elements effectively. 

Trace elements can be delivered within a 
fertilizer that is root injected or amended to 
the soil, but soil conditions are sometimes 
not favorable for their uptake. Another way 
to deliver the needed nutrient is directly into 
the cambium, the tree's vascular system. 

Direct injection is not a new concept, 
according to Nathan Dodds, director of 
marketing with J.J. Mauget, Los Angeles. 
Centuries ago, Leonardo DaVinci injected 
his apple trees with arsenic to keep neighbor-
hood hooligans from stealing the fruit. 
Today 's microinject ion products have 
evolved from systems developed by Mauget 

On new sitesy crews test soil for 
chemical and physical character-
istics to determine nutrient needs. 

in the 1950s that were used to treat the 
devastating Dutch elm disease. 

Depending on the tree size and product 
being injected, holes are drilled near the base 
of the trunk around its circumference to 
accommodate the unit's feeder tube. The 
unit is inserted and the tree takes in the fluid, 
usually taking a few minutes to an hour to 
complete the process. 

In addition to fluids, some systems use 
capsules that are inserted into a drilled hole. 
The capsule is dissolved by the tree and 
gradually enters the entire vascular system. 

Along with micronutrients, these sys-

tems are gaining popular-
ity as viable alternatives to 
spraying pesticides. 

" T h e benef i t wi th 
microinjection is that 100 
percent of the chemical en-
ters the tree, without leach-
ing into the ground and 

hitting nontarget plants," noted Dodds. "You 
can also use relatively minuscule amounts of 
a chemical vs. other application methods." 

In addition, a microinjected product is 
not at the mercy of soil conditions. Doug 
Houseworth, technical unit advisor with 
Ciba Tur f and Ornamental Products, 
Greensboro, N.C., said this is an advantage 
when using propiconazole, a systemic fungi-
cide used to treat Dutch elm disease and oak 
wilt. Because the chemistry is broken down 
by microbes in the soil, direct tree injection 
improves its efficacy. 

Something relatively new in the microin-

For 35 years, the Mighty Giant has set the standard for tub 
grinders. Innovations like the hydraulic opening tub and built-in 
loader fork have been available on the Mighty Giant since the early 
1960's. 

From the Model 2100 PTO Grinder to the Model 5100 Hydrafork 
with built-in loader, there is a Mighty Giant that is right for your 
operation. 

^ A N T 
Tub Grinders 

• Hydraulic Opening Tubs for Easy Access to Screens and 
Hammers 

• Optional Magnetic Head Pulley for Removal of Metals 
• Available Multi-Function Remote Control 
• Caterpillar Engines equipped with 5yr/5,000hr E.S.C. 
• Financing available through Mighty Giant Lease Program 

36,48,60 month terms available. 

J O N E S M A N U F A C T U R I N G C O M P A N Y 
P . O . B o x 3 8 , BEEMER, NEBRASKA 6 8 7 1 6 

PHONE ( 4 0 2 ) 5 2 8 - 3 8 6 1 OR F A X ( 4 0 2 ) 5 2 8 - 3 2 3 9 

LANDSCAPE FABRICS & 
EROSION CONTROL PRODUCTS 

LANDSCAPE FABRICS 
-Weed Stopper 
- Professional Landscape 

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

HBRISCAPE INC. 

L A N D S C A P E FABRICS & E R O S I O N C O N T R O L P R O D U C T S 
3145 W. COLUMBUS AVE., CHICAGO, IL 60652 

(312) 436-7400 • 1-800-992-0550 • FAX: (312) 436-0335 y 



The great debate about invasive pro-
cedures such as microinjection asks, 
"How much drilling into trees is too 
much?" For some, any invasive 

procedure should be avoided entirely, 
while others believe that limited use is not 
a problem. 

"Davey's philosophy is to never wound a 
tree unless it is absolutely necessary," 
said Richard Rathjens, horticulturist and 
senior agronomist with Davey Tree Expert 
Co., Kent, Ohio. "We try placing the needed 
treatment into the root zone and if there 
is no response, then we will consider it as 
a last resort. I think most arborists agree." 

"I would consider injection as a last 
ditch activity," agreed Larry Hall, senior 
vice president of Hendrickson — The Care 

of Trees, Wheeling, III. "We look at the 
individual sites, and will inject into the trunk 
when it is the only choice, such as a tree in a 
parking island." 

The tide of opinion is strongly weighted in 
the direction of caution, but Terry Tattar, 
professor of microbiology at the University 
of Massachusetts, Amherst, said the 
pressure to be smarter environmentally with 
pesticides will push the industry toward 
using more injection. 

"The days of spraying (pesticides on trees) 
will soon be gone," Tattar predicted. "Spray-
ing is difficult to do, and drift is a big issue 
environmentally and in terms of liability. 

"The biggest concern," Tattar continued, 
"is whether the wound causes harm to the 
trees. In most cases, a small wound is all 
right." 

Tattar said he has seen and performed 
thousands of injections, and has found that 
negative effects from wounding have been 
negligible. 

jection area is the Wedgle from Arbor Sys-
tems. The unit has a wedge-shaped applica-
tor that is inserted into the bark up to the 
cambial zone. The product is then dispensed 
by squeezing a handle. 

The advantage is that the drilling step is 
eliminated, reducing time spent on the site 
and causing less trauma to the outer surface 
of the tree, according to Chip Doolittle, 
president of Arbor Systems. 

URBAN TORTURE. A landscape desig n can be 
a terrible thing to do to a tree, depending on 
what kind of soil and hardscape environment 
surrounds a particular plant. In the wilder-
ness, trees regenerate nutrients by dropping 
leaves and reabsorbing nutrients as dead 
leaves decompose. In the urban setting, leaves 
can't provide this benefit. 

Another problem, according to consult-
ing arborist Larry Hall, who is senior vice 
president of Hendrickson — The Care of 

Trees, Wheeling, 111., is the quality of soil, 
especially near new home construction. 

"Subsoil that has been buried for centu-
ries, which contains almost no nutrient qual-
ity gets backfilled and suddenly becomes the 
top soil," noted Hall. This can create great 
stress on a plant. 

Other urban hazards in terms of nutri-
ents include plantings on parking islands, 
trees encircled up to the trunk in turf and 
planting in the vicinity of pavement that 
does not allow nutrients into the soil. In 
these cases, direct injection of nutrients can 
be the only solution. 

Addressing the unique needs of urban 
plants takes more of an IPM approach, ac-
cording to Hall. On new sites, crews test soil 
for chemical and physical characteristics to 
determine nutrient. OB 

The author is Managing Editor of Lawn & 
Landscape magazine. 

NEW GANDY DETHATCHER/OVERSEEDER 

Makes 
Grass 
Faster 

Our 48"-wide unit creates 24 sepa-
rate slits on 2" centers. Cutter blades 
are heat-treated spring steel with saw-
tooth design. Precise metering 24 
seed tube outlets assure even seed 
distribution and placement. You get 
faster, thicker turf growth. 

This rugged, self-leveling 3-point 
hitch unit needs as little as 18 HP. It 
features PTO drive with slip clutch 
to a chain drive for quiet operation. 
Pneumatic tires won't mar turf, like 
skids on other units do. 

Can be ordered as dethatcher only. 
Optional shoe assembly permits more 
seed to be placed in the slit for 
increased seed-to-soil contact. Other 
options include brush assembly or 
trailing 3-section roller. Call now to 
order this revolution in renovation. 

IT'S GANDY 

1-800-443'2476 

528 Gandrud Road, Otuatonna, MN 55060 
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fall planting 

Most landscape 
contractors 
will plant trees 
and ornamentals 

Fall Planting 

LOGIC RULES. The logic behind fall planting is simple. While winter's 
harshly cold temperatures, whipping winds and heavy snows can be a big 
problem for a newly planted tree, another real problem is a lack of moisture 
and high heat in the summer. 

Trees and shrubs planted in the early spring will average three months of 
cool, wet weather before summer heat and less frequent rains bring stress. In 

(continued on page 56) 

throughout the 
growing season, 
but planting in 
the fall makes 

for many sense 
reasons. 

By Paul Schrimpf 

t isn't always possible for the busy landscape contractor to choose his 
or her fate when it comes to installing landscape plants. Wet, 

miserable springs like the one many regions experienced this year can 
delay work on job sites and even turn the most well planned schedule into 

a frantic exercise. 
As hard as it can be to plan tree and shrub plantings to give them the best 

chance to survive and thrive, most contractors try to work within their 
regional windows of opportunity to achieve optimum planting success. 
Spring has always been recognized as a good time to get plants started, but 
in recent years fall planting has proven an advantageous option for many 
species and regions of the country. 

Cooler temperatures and a 
greater chance of regular 
precipitation are two 
primary benefits of 
planting trees and shrubs 
in the fall. Credit: Davey 
Tree Expert Co. 



You just won't cut grass. 
You'll make it disappear. 

ime is money. And nobody knows it better 

than a turf care professional. You need to squeeze 

maximum productivity out of every hour. 

Foro responds with our new 

Guardian* Recycler," 

a patented cutting deck ^ that makes 

your Toro Groundsmaster® 200 or 300 Series 

more productive than ever before. 

It cuts and recuts clippings into fine particles, 

forcing them vertically into the turf. Now you see 

them, now you don't No windrows, collecting, 

hauling or landfill fees. Just a superb quality of cut 

And, with no side or rear discharge, it's safer 

and trims equally well from either side. It's also 

ruggedly durable. 

The Toro Guardian Recycler. The latest 

example of our 80 year partnership with turf 

care professionals. 

And that will never disappear. 

For more details, contact your loro Distributor. 

€> The Toro Company. AU rights reserved. The Toro Company, 8111 Lyndale 
Ai>emie Stmth, Bloomingtrm. Minnesota 55420. "Taro, " uC*roundsmaster, " 
"(luardian " and "Recycler" are registered trademarks of The Toro Company. 



fall planting 

Choosing good plant material as 
well as the right plant materialy 

is critical to fall planting success. 

(continued from page 54) 

addition, spring is when trees are 
experiencing top growth more than 
root growth. 

In the fall, the tree or shrub can 
take advantage of the moisture to get 
its roots established before entering 
winter. Snow also helps keep the 
moisture level high, and in the spring the tree 
or shrub comes out of dormancy normally 
and is kept moist by spring rains until sum-
mer arrives. 

"Fall is a superb time for planting," said 
Steve Sullivan, regional horticultural spe-
cialist in the mid-Atlantic region for The 
Brickman Group, Bethesda, Md. "In fact, 
it's our favorite time for planting. In our 
area, we go through the winter without much 
hard frost, and with the cooler, wetter weather 
you don't have as much watering to do. 
Really, from the middle of fall through late 
spring you get about six months of favorable 

conditions until the first bad push of sum-
mer heat and dryness." 

Chris Hillenmeyer of Hillenmeyer Nurs-
eries, Lexington, Ky., noted that fall is the 
company's favorite time to plant, but often 
it is not realistic for meeting customer de-
mands. "There's been a lot of promotion out 
there about planting in the fall, but spring is 
still our busiest time. We have to be geared 
to what the customer wants. 

"I wish we could get our customers to 
realize that fall is the good time for plant-
ing," he continued. "In the spring, you may 
get a plant that is already in full bloom, but 

I you don't get that view for very 
long. With a fall planting, the cus-
tomers get a tree that establishes 
itself through winter, then comes 
out of dormancy and blooms natu-
rally, right in front of them." 

Some contractors feel that fall is 
a more predictable weather time. 

"It's not unusual in the spring to be rained 
out in April, and once digging begins to have 
the weather turn dry as a bone," explained 
Karen Morby, senior project manager and 
certified arborist with D. R. Church Land-
scaping Co., Lombard, 111. 

Morby said the leaf shedding that occa-
sionally occurs in new plantings is less con-
spicuous in the fall. "Many newly planted 
trees may still have their leaves fall off, and it 
looks a lot more natural and doesn't panic 
clients if this occurs in the fall rather than the 
spring," she added. 

(continued on page 58) 

• internal pump chamber reduces 
chance of leaks 

• extra-wide filler opening for 
fast filling, less spillage 

• easy-operating piston pump 

• 4 gallons/15 liters 
capacity 

• flat bottom tank to 
resist tipping 

• convenient handle for 
carrying and storage 

• durable Kematal " nozzles 
- double the life of brass 

• one year warranty 

• ideal for Roundup" 

• 7-day money back guarantee 

• for the dealer nearest you, 
call 800-521-7733 

WE SIMPLY MAKE THEM BETTER. shindaiwa 

IS A S P R A Y E R T H A T ' S C O M F O R T A B L E , E A S Y T O 

U S E , A N D B U I L T L I K E A T A N K SO M U C H T O A S K ? 

* i TV 
We didvh think so. 

The S h i n d a i w a ^ W l 5 has 
everything you ever wanted 

in a sprayer: Padded 
shoulder straps for greater 

comfort. A super-efficient 
^piston pump that's proven to 

deliver up to 2 5 0 0 hours of 
use. And a polyethylene tank 

that's practically bullet-proof. 
In short, it's everything 

you ever asked for. 



Stop Callbacks 
& Cancellations! 

Stop Callbacks & Cancellations. Use 
RegalKade™... for the newest pre-emer-
gence herbicide for the lawn care profes-
sional. RegalKade™ provides a complete 
weed control and fertility program for both 
cool season and warm season turfgrasses. 
Season-long control of crabgrass, crowfoot, 
chickweed, and many other annual grass 
and broadleaf weeds in established turf and 
landscape ornnamentals. 

New Standards 
For Turfgrass 
Excellence 

Single Application in the spring pro-
vides consistent summer-long control, 
which saves time and application costs. 

No Staining of equipment or cloth-
ing compared to other pre-emergent herbi-
cides, which eliminates your concern for 
customers' sidewalks, or your personnel. 

RegalKade™ is only available from 
Regal Chemical Company and Regal Ttirf 
Distributors. 

Barricade @ 
H E R B I C I D E 

Barricade® herbicide is a registered 
trademark of Sandoz Ltd. 

P.O. Box 900 • Alpharetta, Georgia 30239 • 404-475-4837 • 1-800-621-5208 
USE READER SERVICE #101 



I N K W l< R O M 

P L A N T H E A L T H C A R E 

T R E E S A V E R 

T R A N S P L A N T 

I N O C U E A N T 

When You 
Can't Afford 

to Plant Twice. 
MycorTree" Tree Saver contains a 
cocktail mix of beneficial mycorrhizal 
fungi spores, TerraSortT Planting Gel 
and yucca, seaweed and humic extracts 
to ensure fast feeder root growth and 
establishment after planting. This three-
in-one combination dramatically reduces 
all transplant losses. 

N A T U R E ' S T R E E P R O T E C T I O N 
Mycorrhizal fungi are an essential part 
of all plant growth. Mycorrhizae, which 
means "fungus-root", work as an exten-
sion of the plant's roots to help the 
plant take up soil nutrients and water 
in exchange for a steady source of 
sugars. This co-dependent (symbiotic) 
relationship has evolved over millions 
of years. Thousands of research studies 
have shown that the fungi/plant relation-
ship helps plants survive stress, absorb 
more water and nutrients, and increase 
resistance to soil-borne diseases. 

For more information on MycorTree™ 
Tree Saver and other Plant Health Care, 
Inc. products, contact your local distribu-
tor or call us at 1-800-421-9051. 

Plant Health Care, Inc. 
440 William Pitt Way 
Pittsburgh, PA 15238 

1(800) 421-9051 

fall planting 

(continued from page 56) 

Peter DeBrusk, manager of design and 
construction with Coronis Landscaping, 
Nashua, N.H., said that the company rarely 
schedules its tree installations around sea-
sons, but admitted that it takes extra care to 
make midseason installations work. "We 
won't accept a project unless we know the 
trees are going to get watered," noted 
DeBrusk. "The water needs to be there. If we 
are doing a midsummer planting, we will 
install irrigation systems with rain sensors to 
ensure proper watering. 

"Fall plantings can be easier because, 
statistically, the weather is on your side," 
DeBrusk continued. "However, you can't 
always bet on a cool, wet spring or fall." 

MAKING IT WORK. The 
definition of the word 
"fall" in fall planting var-
ies from region to region 
and company to company, 
depending on the clien-
tele being served, the spe-
cies of trees planted, the 
amount of after-planting 
care a tree will receive and 
what types of guarantees 
are being made on the 
plant's survival. 

Larry Kuhns, professor in the department 
of horticulture at The Pennsylvania State 
University, University Park, noted that fall 
planting in the northern areas of thecountry 
is better defined as mid-August through mid-
October. "When the leaves are yellowing 
and falling off the trees, you're already look-
ing at the end of the season," he remarked. 

For D. R. Church, the planting starts as 
soon as middle to late August and usually 
finishes by Thanksgiving, depending on the 
species. Shade trees can be pushed back to 
the last minute, while the cutoff for ever-
greens is the end of October. "We state on 
the contract that beyond a certain date, we 
cannot guarantee that a tree will survive," 
said Morby. 

Working with plant material in the fall 
does present challenges, but making good 
decisions about timing, plant material and 
cultural care can help the rate of success. 

Communicating with clients and land-

scape architects about the reality of meeting 
specifications for plant material based on 
timing can be critical. Morby explained that 
when there is a serious problem with planting 
timing based on a landscape specification 
she will encourage clients and landscape 
architects to substitute material or delay plant-
ing to the fall to increase planting success. 

"When a landscape plan comes in, we 
will generally order what's specified on the 
plan," she said. "Sometimes, for certain spe-
cies such as red maples, we will place the 
order and then go back and try to convince 
the client to change a plant or the planting 
schedule. The reality is, though, that there 
are a lot of other considerations on the 
client's end, such as occupancy permits, dead-
lines and grand openings that need to be 

'Ideally, the less time the plants are 
out of the ground and the less 
handling the plants receivey the 
better off they are.' 

met. Sometimes these deadlines are set with 
no consideration for the landscape plan, so 
we need to have the order ready." 

Morby tries to keep the materials' trans-
portation time from nursery to site as tight as 
possible, and generally can keep it down to a 
few days. "We stay in touch with the nursery 
and keep them appraised of conditions on 
the site and when we think we will be ready 
for the material. Ideally, the less time the 
plants are out of the ground and the less 
handling the plants receive, the better off 
they are." 

In cases where the plants must be held, 
keeping the root ball well irrigated is the 
most critical procedure, said Morby. "You 
lose 95 percent to 98 percent of the root mass 
in the digging process, so if plants should be 
held for a while they need to be watered." 
Holding on large sites sometimes requires 
the addition of an automatic irrigation sys-
tem to keep the root ball moist, she noted. 

(continued on page 60) 
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THE TOUGH ONES" 

SC-18 S o d C u t t e r 
• Polyurethane vulcanized drive wheels. 
• Drive and blade controls on main handle. 
• Changes into a 12" cutter in minutes. 
• 5.5 H.P. Honda OHV engine with centrifugal clutch. 
• Twist grip throttle that will automatically go to 

idle and stop machine movement when released. 
• Roller, ball, and bronze bearings on all friction 

points. 
• Easy load/unload trailer available. 

T R - 2 0 T u r f R a k e (Not Shown) 
• 5.5 H.P. Honda or 5.0 H.P. Briggs engines. 
• 20" dethatching width. 
• 5 position height adjustment. 
• Handle will fold to fit into vehicle. 

TA-19 T u r f A e r a t o r 
• One-piece, 3/16" plate frame. 
• Removable 50 lb. weight bar. 
• Protection guard to keep cores away from chain. 
•4 .0 H.P. Honda OHV engine. 
• User friendly controls. 
• 3/4" heat treated tines. 
• Front wheel posi-traction drive. 
• Fits through a 30" gate. 

T A - 2 6 T u r f A e r a t o r (Notshown) 
• Larger, more stable on sloped areas. 
• Gives 40% more production than the TA-19 aerator. 
• Fits through a 36" gate. 

T S - 2 0 T u r f S e e d e r (Notshown) 
• 20" seeding width. 
• 1/8" cutting blades on 11/2" centers. 
• Seed box will not dent or rust. 

MANUFACTURING, INC. 
BUILDING EQUIPMENT FOR OVER 20 YEARS 

1403 So. Pine Industrial Road, Norfolk, NE 68701 Telephone (402) 371 -2294 FAX (402) 371 -3602 

USE READER SERVICE # 5 2 

ECONOMICAL 
m 

Environmentally friendly & cost effective, ECOpHRST is the newest line of all natural pelletized lime-
stone products. Designed for the professional, ECOpHRST pellets are easier to handle, blend well with 

fertilizers & can be applied anytime. ECOpHRST-your choice for vigorous and healthy turf & plants. 

Contact your local dealer for details... 
OR call us at Nat ional Lime & Stone Company: 

419-422-4341. 

fall planting 

(continued from page 58) 

Watering trees after transplanting should 
include the root ball, which some profes-
sionals neglect to check after planting. "Be-
cause water has such a high surface tension, 
it tends to stay in soil where it is applied until 
the soil becomes saturated," noted Morby. 
"The water around the root ball can be well 
soaked, but the root ball still remains dry 
unless irrigation is applied to the root ball 
directly. If you are using a moisture meter for 
testing you should test the root ball area to 
ensure it is getting the proper moisture." 

Morby avoids using anything other than 
the original soil for backfill and doesn't stake 
trees in most cases. "Root hairs are sensitive 
to an inconsistent backfill — they actually 
stop and turn back. What we used to think 
was a help actually hurts the tree." 

In addition to good cultural practices, 
Bill Mason, division manager with DuBrow's 
Nurseries, Livingston, N.J., said that choos-
ing good plant material, as well as the right 
plant material, is critical to fall planting 
success. "If you speak to the major nurseries 
in your area, they will usually be able to 
provide a recommended plant material list 
that they have developed over the years 
through personal experience." 

Typically, Mason said, his company will 
expect to lose 10 percent of the plant mate-
rial it installs during any given year. "Lots of 
times, it's beyond our control," he explained. 
"This is true on construction sites where we 
can't control the watering." 

Sullivan said that despite the overall posi-
tive conditions for fall planting, some species 
are still tricky. For example, broadleaf ever-
greens need to be planted and established 
early in the fall, and treated with an 
antitranspirant to keep dry winter winds 
from desiccating the foliage. 

Kuhns explained that, even with plant 
material labeled as fall planting sensitive, it's 
mostly cultural practices that are a concern 
for nurseries and extension agents. "Ifyou do 
what you are supposed to do when you're 
planting a so-called sensitive species, the 
majority of the time, plantings will turn out 
just fine." ID 

The author is Managing Editor of Lawn & 
Landscape magazine. 
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ICD's SELECTedge® border stones provide 
durable, permanent edging. SELECTedge 
has the scale and look of brick but is spec-
ially designed to form curves, circles and 
straight edging without any gaps or saw 
cuts. The specially designed trapezoidal 
SELECTedge offers unlimited flexibility in 
just one simple shape. The system provides 
a 4-inch border that also serves as an ideal 
mowing strip. Placing the wheel of the 
mower on the SELECTedge units brings 
the mower blade past the end of the grass. 
This will virtually eliminate trimming. Cre-
ate the ideal trench to install the 
SELECTedge with a power trencher that 
digs 25 feet per minute. 
Circle 105 on reader service card 

Fabridrain prefabricated drainage system 
from F A B R I S C A P E is designed to remove 
excess water from saturated lawns, golf greens 
and fairways, athletic fields and playgrounds. 
FabriDrain is the most economical alterna-
tive to aggregate-filled trenches and perfo-
rated pipes. The product installs in less time 
without heavy equipment and less man-
power with a minimum of disruption to 
your turf or landscape. 
Circle 107 on reader service card 

Turbo Turf Hydro Seeding Systems from 
BAD6ER ASSOCIATES allow one person to 
apply seed, mulch and fertilizer in a fast, easy 
step. The HS-300-E will blend a load of 
materials nearly instantly. Each load will 
seed approximately 4,000 square feet and 
can be sprayed on in about 12 minutes. 
Nearly any type of seed, fertilizer and hydro 
mulch may be used. The HS-300-E is a skid-
mounted unit that will fit inside the bed of 
a pickup, or may be trailer mounted. The 
complete system, ready to operate, is priced 
at $3,995. Other models are available from 
50 to 1,600-gallon capacity. 
Circle 109 on reader service card 

4inA\'GfSI\HRFGR«OTAff 

ECOLOGY 0 
MANAGEMENT 

RT. KARL DAWE8ERGER, Ph,D 

SmfceTfcch 

Turfgrass Ecology & Management by Dr. 
Karl Danneberger is a must for all landscape 
professionals interested in growing healthy, 
beautiful turfgrass. This text is devoted to 
advanced environmental ecology and in-
cludes individual chapters on climate, light, 
nutrients, water, temperature, soil, com-
mon species and weeds, turfgrass adaptation 
and survival, pest resistance, and more. Color 
photographs, charts and a bibliography make 
this 202-page book very useful. 
Circle 106 on reader service card 

The new G O O S S E N NA 8000 18-hp Bale 
Chopper has plenty of power to tackle the 
big jobs. This rugged unit features an 18-hp 
Honda engine and has the capacity to easily 
mulch two bales of straw per minute while 
covering approximately 1,000 square feet 
per bale. An adjustable grate allows you to 
be in control of the length of cut and the rate 
at which the bale is consumed, all while the 
machine is in operation. 

An electric start Honda engine with re-
coil backup is offered, as well as a detachable 
gas tank for convenient refueling. Other 
options include a 30-foot by 6-inch flex hose 
and a 180-degree directional spout for dis-
charge. 
Circle 108 on reader service card 

Successful lest 
Taking Begins 

ì M m " 1 H B 0 With Preparation 

i l p D « 
Higher Test Scores.. 

Using IPM? Tell Your - s - - » « 
Customers All About It s r s s J i s r t -

T & O Reader Poll 

an 

T & O Service Tech is the industry's first 
and only publication serving the needs of 
front-line turf and ornamental crew mem-
bers in the professional landscape contrac-
tor market. Editorially, it covers valuable 
training topics such as pesticide handling, 
safe equipment use, turf and ornamental 
installation, maintenance techniques, cus-
tomer contact tips and much more. T&O 
Service Tech is written to help crew mem-
bers acquire a deeper understanding and 
pride in their jobs. 
Circle 110 on reader service card 



mm 
The PB-46LN power blower 
from Echo generates just 65 dB 
at full throttle at 50 feet to 
allow use in sensitive noise 
areas. The blower features a 
44-cc, 2-stroke engine with a 
heavy duty air filter, a 2-quart, 
see through fuel tank and a 
padded backrest. 
Circle 200 on reader service card 

The Lobo adjustable wing plow 
from Sno-Way International 
features a down pressure sys-

tem and a high strength steel 
design that enhances action in 
all positions for scooping, 
backdragging, stacking and 
plowing. Plows are lightweight 
use with many vehicle types. 
Circle 202 on reader service card 

Snapper 's A.I.R.™ Mulching Mower converts between 
mulching, side discharge and bagging capabilities without 
requiring tools. The A.I.R. has a 6-hp OHV engine with a 
self-propelled 6-speed shift-on-the-go disk drive transmis-
sion, a 21-inch deck and a maximum cutting height of 3 5A 
inches. 
Circle 201 on reader service card 

Rhone-Poulenc 's Chipco® 
Choice™ Insect Control System 
received federal registration to 
battle mole crickets. With the 
newly developed active ingredient 
fipronil, Chipco Choice's soil 
half-life varies from two to four 
months in turf and is applied 
with a certified slit-applicator. 
Circle 203 on reader service card 

Vigoro Professional Products 
developed Safe Step Plus 20™ 
and Safe Step Ultra 100™ ice 
melters with calcium magnesium 
acetate to combat refreezing and 
corrosion. These granular ice 

melters are designed for areas 
where concrete protection is 
vital, such as bridges, and 
provide protection when 
applied before precipitation 
begins by preventing moisture 
penetration. Both are available 
in 44- and 88-pound boxes. 
Circle 204 on reader service card 

Ciba received registration of a 
new formulation of Subdue® 
MAXX® to provide protection 
against pythium blight and 
downy mildew at half the 
previously recommended rate. 
The formulation will be 
introduced in 1997 with a new 
active ingredient, mefenoxam, 
and will be available as a 
microemulsion concentrate and 
in water soluble pouches and 
granular formulations. 
Circle 205 on reader service card 

JD9C 

$ 9 9 . 9 5 
T R U C K A S K I D S P R A Y E R S 

INCLUDES 
50 GALLON TANK 
ALUMINUM FRAME ^ -
12V 4 5 GPM PUMP 
25 3/8" HOSE 
POLY SPRAY GUN M a 
$700.00 

Climbing Ropes 
Bull Ropes 

120*. ISO*. 600' 

True-Blm/Arbor-Plex 

LESCO GUN 
$ 7 0 . 0 0 

with nozzle $79.53 

Earthway 
50# Hopper 
Pneumatic Tires 
2200APP 
$156.10 

P R U N E R 

High Quality 
Replaceable Blade 
Lifetime Warranty 

$18.00 

S P I L L K I T 

1 Each • Nylon Bag. Goggles 
Dust Pan & Broom, 2lb. Soak-up, 
Nitrite Gloves and 2 Each • 24" * 
18' Pillows. 48" x 3' Dikes 

>69.95 

6 0 0 P S I H O S E 
aCWorAOO' 

Œ 
5/8" PVC $1.20 
1/2" PVC $ .59 
3/8* PVC $ .50 

B A C K P A C K 
S P R A Y E R 

S P E S T A T E K E E P E R 
4 Gal • 70 PSI 

$69.95 

$78.95 

PROFESSIONAL TREE 
& TURF EQUIPMENT 

6945 Indiana Court, #400 • Arvada, Colorado 80007 

303-422-7608 800-237-7785 
$49.95 

ALUMINUM HANDLE 
MEASURING 

WHEEL 

£ The Daniels Pull Plow, in combination wi th your front plow, w i l l 
increase res ident ia l p l o w i n g productivi ty up to 40% OR MORE 

• 2,000 lbs. d o w n w a r d pressure scrapes pavement c lean in one pull 

• Exclusive, patented " S P f f O H I T C H ™ " uses truck's rece iver hi tch -
makes insta l la t ion and removal fast and easy 

• Ava i l ab le in four sizes (72", 80", 90", 96") to fit any size 4 W D veh ic le 
from sport uti l i ty veh ic les to 1/2, 3 / 4 , 1 ton and stake t rucks 

CALL 800-386-2932 NOW 
for the n a m e of your n e a r e s t D a n i e l s dea ler . 
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READER 
SERVICE CARD 
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INFORMATION 

Company 
Address 
City 
Phone # 

_ State -Zip 

1 . D o y o u w ish to receive (cont inue to receive) 
Lawn & Landscape m a g a z i n e ? 
DYES ONO 
Signature (required). Date 

2 . What is your primary business at 
this location? (please check one) 
C0N1RACT0R or SERVICES: 
• Landscape Contractor 

Siaintenance & installation) 
Chemical Lawn Care Company (excluding 

mowing maintenance service) 
• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services (please describe): 

IN-HOUSE LAWN CARE/MAINTENANCE: 
• In-House Maintenance including: 
Educational Facilities, Health Care Facilities, 
Government Grounds, Parte & Military 
Installations, Condominium Complexes, 
Housing Developments, Private Estates, 
Commercial & Industrial Parte. 

DISTRIBUTOR/MANUFACTURER: 
• Dealer • Formulator 
• Distributor • Manufacturer 

1 21 41 61 81 101 121 141 161 181 201 221 241 
2 22 42 62 82 102 122 142 162 182 202 222 242 
3 23 43 63 83 103 123 143 163 183 203 223 243 
4 24 44 64 84 104 124 144 164 184 204 224 244 
5 25 45 65 85 105 125 145 165 185 205 225 256 
6 26 46 66 86 106 126 146 166 186 206 226 246 
7 27 47 67 87 107 127 147 167 187 207 227 247 
8 28 48 68 88 108 128 148 168 188 208 228 248 
9 29 49 69 89 109 129 149 169 189 209 229 249 

10 30 50 70 90 110 130 150 170 190 210 230 250 
11 31 51 71 91 111 131 151 171 191 211 231 251 
12 32 52 72 92 112 132 152 172 192 212 232 252 
13 33 53 73 93 113 133 153 173 193 213 233 253 
14 34 54 74 94 114 134 154 174 194 214 234 254 
15 35 55 75 95 115 135 155 175 195 215 235 255 
16 36 56 76 96 116 136 156 176 196 216 236 256 
17 37 57 77 97 117 137 157 177 197 217 237 257 
18 38 58 78 98 118 138 158 178 198 218 238 258 
19 39 59 79 99 119 139 159 179 199 219 239 259 
20 40 60 80 100 120 140 160 180 200 220 240 260 

OTHERS AWED TO THE REUh 
• Extension Agent (Federal, State, County, City, 
Regulatory Agency) 
• School, College, University 
• Trade Association, Library 
• Others (please describe): 

3 . What were your approximate 1995 
revenues? 
• 0-$50,000 
• $50,001 -$100,000 
• $100,001 -$250,000 
• $250,001 -$500,000 
• $500,001 - $1 million 
• + $1 million 

4 . How many of your employees are: 
Full time Applicators 
Seasonal Maintenance 

5 . What percentage of your business is: 
% Commercial/Industrial 
% Residential 
% Govl/Municipal 
% Golf 

6. Circle w h a t percent of your business is: 
Lawn Care 10% 20% 30% 40% 50% 
Maint Serv. 10% 20% 30% 40% 50% 
Imgafon Serv. 10% 20% 30% 40% 50% 
Pest Control 10% 20% 30% 40% 50% 
Installation 10% 20% 30% 40% 50% 
Trees &0mmtls. 10% 20% 30% 40% 50% 

7. H o w m u c h did your company 
spend in 1 9 9 5 on? 
Turf Chemicals $ 
Ornamental Chemicals $ 
Equipment $ 

8. H o w m a n y does your business 
opera te? 

Walk Behind Mowers 
Riding Mowers 
Trimmers 
Chain Saws 
Blowers 

70% 80% 90% 100% 
70% 80% 90% 100% 
70% 80% 90% 100% 
70% 80% 90% 100% 
70% 80% 90% 100% 
70% 80% 90% 100% 

Please — riease " — 
provide all information for j 

processing. ^ ^ 

Lawnc-iandscape 
• Check here for a free sample issue of 

T&O Service Tech, the only magazine 
for front-line service professionals. 

PRODUCT INFORMATION 
For more informat ion on adver t ised and featured products and serv ices, circle the 
appropr ia te number on the card above, comple te the required informat ion and mail . 

The leading 
management magazine 
serving the 
professional landscape 
contracting marketplace. 

• Payment Enclosed 
• 1 Year $30.00 
• Canada 1 Year $35.00 
• Foreign 1 Year $98.00 
• Foreign Airmail 1 Year $218.00 

Date 

• Bill Me 
• 2 Years $42.00 

Name. 
Phone 
Company _ 
Address _ 
City _State -Zip. 

• Check here for a free sample issue of T&O Service Tech, 
the only magazine for front-line service professionals. 

1. WHAT IS YOUR PRIMARY 
BUSINESS AT THIS 
LOCATION? 
(Please check only one.) 

I. CONTRACTOR or SERVICES: 
• 1. Landscape Contractor 

(maintenance & installation) 
• 2. Chemical Lawn Care Company 

(excluding mowing maintenance 
service) 

• 3. Lawn Maintenance Contractor 
• 4. Ornamental Shrub & Tree Service 
• 5. Irrigation Contractor 
• 6. LandscapeArchitect 
• 7. Other Contract Services 

(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

• 1. In-House Maintenance 
including: Educational Facilities, 
Health Care Facilities, 
Government Grounds, Parks & 
Military Installations, 
Condominium Complexes, 
Housing Developments, Private 
Estates, Commercial & Industrial 
Parks. 

8 / 9 6 
III. DISTRIBUTOR/ 

MANUFACTURER: 
• 1. Dealer 
• 2. Distributor 
• 3. Formulator 
• 4. Manufacturer 

IV. OTHERS ALUED TO THE 
FIELD: 

• 1. Extension Agent (Federal, 
State, County, City, Regulatory 
Agency) 

• 2. School, College, University 
• 3. Trade Association, Library 
• 4. Others (please describe) 

2. What best describes your title? 
• Owner, Pres., Vice Pres., Corp. 

Officer 
• Manager, Director, Supt., Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Techincian 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 
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Aqua-Shed Manufactur ing will 
distribute Terravest®, a non-
toxic, biodegradable polymer 
used to control dust and 
erosion and act as a tackifier 
for hydroseeding. Terravest is 
emulsified in water and sprayed 
with regular water trucks and 
hydroseeding equipment to 
form a firm water- and air-
permeable crust. It also binds 
all wetted particles such as dust 
and seeds. 
Circle 206 on reader service card 

Husqvarna upgraded the ST21 
and ST21E single-stage snow 
throwers with 5-hp Tecumseh 
2-cycle engines to clear 21-inch 

widths, with the 
ST21E offering elec-
tronic start. The dual 
stage ST724 and 
ST927E have Tecum-
seh Snow King 7- and 
9-hp engines, respec-
tively. The ST724 
clears 24 inches and the 
ST927E handles 27-inch paths 
with single-hand operation. 
Circle 207 on reader service card 

m i 
Provide slow release fertilization and battle grubs simultaneously with 
ScottSK 13-3-7 Fertilizer Plus Merit® Insecticide. The fertilizer uses The 
Scotts Company's Poly-S® technology for uniform turf growth and 
extended nitrogen feeding. Merit controls the larvae of soil-inhabiting pests. 
Circle 208 on reader service card 

Hunter Industr ies ' 6-station 
SRC controller is designed for 
indoor residential use and has 
dial programming and a large 

LCD display for clear viewing. 
The SRC includes three inde-
pendent programs with four 
daily start times each and a rain 
sensor bypass. 
Circle 209 on reader service card 

Presto Products ' Geoweb® 
cellular confinement system is 
an expandable honeycomb 
structure used to control un-
stable soils when used with 
infill materials. The heavy duty 
polyethylene material is avail-
able with smooth and textured 
surfaces, and comes in standard 

sheets 8-feet by 20-feet wide. 
Circle 210 on reader service card 

Grasshopper 's largest air-cooled 
unit is the Model 725K zero-
radius outfront mower with a 

25-hp Kohler Command V-
Twin OHV engine. The 725K 

(continued on page 68) 

Without 
advertising, 

a terrible 
thing 

happens... 

NOTHING. 

Discover the 
Ultimate 

O )L l/ulcher 
T H E S A F E T Y V U L C H E R 

3 
in one 

S A F E T Y LESS 
SHIELD C L E A N - U P 

7 
Works on 
virtually 

ALL 
machines. 

M U L C H E R 
Used once 
& you will 

never mow 
without it 
AGAIN. 

Eliminates 
the need 

for raking & 
bagging. 

This is the answer to 
your mulching problem! 

Call 1-800-806-6764 for the dealer 
or distributor closest to you. 

Smal l ad . 
Big S o f t w a r e Va lue . 

CompuScapes was 
created for the demand-

^ ing, growing landscape 
professional. One who wants a 
finely tuned organization, delivering 
peak performance and quality in 
products and services. 

CompuScapes provides... 
• estimates and proposals 
• job cost analysis 
• workorders & service requests 
• routing & scheduling 
• customer invoicing 
• complete accounting 
• handheld computers 
• much more... 

If you are ready to step up to this level 
of managing your business, now is 
the time to step up to CompuScapes! 

(Starting at $2,995 Rental & Finance available) 

CompuScapes 
(800) 350-3534 

2653 Gravitt Road Duluth, GA 30136 



i n 
is compatible with all 
Grasshopper decks including 
the Combo Mulching™ deck, 
which ranges in size from 44 
to 72 inches and offers 
bagging, mulching and 
discharging capabilities. 
Circle 211 on reader service card 

The HTI 750 Twin hydro-
seeder from Hydro Turf is a 
twin engine pumping system 
capable of seeding 10,000 
square feet per hour. A 9-hp 
engine provides constant 
agitation while a 5-hp engine 
powers the discharge sprayer 

for up to 300 feet. 
It includes a 16-
inch fill well and a 
mulch bale chute 
and is available in 
either trailer or 
skid mounting. 
Circle 212 on reader 
service card 

DowElanco's Gallery™ 75 dry flowable 
preemergence herbicide is said to 
prevent 95 broadleaf weeds such as 
dandelion and chickweed for up to 
eight months without injury to exist-
ing broadleaf or grass landscape spe-
cies. It has received interim registration 
in California. 
Circle 214 on reader service card 

than 11 feet long by 7 feet wide 
to fit in tight areas and provides 
4,400 pounds of ripping force. 
Circle 215 on reader service card 

The Terra Rider is a riding 
aerator from Terracare which 
uses 98 tines to pull plugs along 

Kubota added the 
AE4500 and 
AE6500 models to its AE-
Series generator line. The 
4,500 and 6,500 watts of 
maximum output, respectively, 
come from Kubota 4-cycle 
OHV gasoline engines with 
5.3-gallon fuel tanks for all-day 
operations. 
Circle 213 on reader service card 

The Trencherman II™backhoe 
from Northern Hydraulics digs 7 

feet deep and dumps up to 5 
feet high with an 8-hp Briggs 
& Stratton engine coupled to a 
3-gpm hydraulic pump. The 
Trencherman measures less 

a 22-inch wide pattern. The 
aerator is powered by an 8-hp 
Briggs & Stratton engine with 
electric start capabilities. A 
hydrostatic drive with an 
electric screw jack lifts the tines 
in and out of the ground. 
Circle 216 on reader service card 

(continued on page 68) 

C & S TURF CARE EQUIPMENT, INC. 
TURF TRACKER 

SS8030 

F ' " I i t M 

m j . 
/ ^ . W : _ A 

FEATURES: 
• Spreads and sprays over 4000 sq. ft. 

per minute. 
• Zero turn ing radius for maximum 

maneuverability. 
• Full hydrostatic drive. 
• 1 2' break away spray boom. 
• 1 50 lb. capacity; 3 speed electric 

spreader. 
• Designed for residential and commer-

cial properties. 
(216) 966-4511 (866) 872-7656 

FAX (216) 966-6956 

Have you ordered 
your copy of: 

ECOLOGY S 
MANAGEMENT 

i T. KARL DANNEBERGER, Ph.D 



Menefee Húmate" 

all natural, organic 

soil conditioner 

for environmentally 

friendly solutions 

Earthgreen Products Inc. 
8222 Douglas Avenue, Suite 100 

Dallas, Texas 75225 

(800) 764-6464 

Are you 
raading 

someone 
eleee 
copy of 

w Lawn & Landscape 
MAINTEÄE 

To 
become a 

subscriber 
call: 

1-800-456-0707 

EMERALD 
GREEN 

L A W N C A P E 

Be in business for yourself, not by 
yourself...join our growing family of 
franchise partners. 
Enjoy the benefits of: 

• Strong brand affiliation with exclusive 
Scotts® products 

• Powerful sales/marketing programs 
• Exclusive territory rights 
• Complete agronomic and horticultural 

training 
• Ongoing technical and business support 
• Financing available 

For a FREE OPPORTUNITY KIT CM... 
800/783-0981 

e-mail: 74157.77@compuserve.com 

...featuring^ 

Scotts, 
products 

USE READER SERVICE # 6 2 USE READER SERVICE # 6 4 

Tested by Lawn Care Professionals and Homeowners 

All of the Features, None of the Hassles! 
The AERATOR™ from TURFC0® offers so many valuable features it's impossible to 

list them all here. Like all TURFC0 equipment, the AERATOR is specially designed 
to meet the tough demands of professional lawn care and rental operations. 

Separate throttle and clutch controls, along with our unique drum-
forward design, provide superb control, so even first-time users can 
get professional results. Sturdy bumpers on the front and sides allow 
operation close to fences and other objects without worry — 
and they're also handy for loading and tiedown. 

Design features include a fully enclosed drive 
chain to eliminate the excessive wear that's so 
common with most other brands, and box-frame 
construction that eliminates unnecessary welds 
while keeping the AERATOR compact enough to fit 
through a 32" gate. 

VISA 

TURFCO 

Converts in minutes with our 
exclusive sod-roller option, 
giving you the value of two 
machines at a fraction of the 
price! 

MFG. INC. • 1655 101st Avenue NE • Minneapolis, MN 55449-4420 • Phone: (612) 785-1000 • FAX (612) 785-0556 

AERATORS • SOD CUTTERS • EDGERS • DRILLING UNITS • POWER RAKES • PIPE PULLERS 

mailto:74157.77@compuserve.com


.SOFTDESK 

PRO 
LANDSCAPE 

SHOW AND SELL! 
No previous drawing experience required. 
Softdesk Pro Landscape makes it easy to 
create professional presentations for both 
residential and commercial customers. 

This photorealistic "After" image was created entirely 
from the "Before" photograph using Pro Landscape. 

4 Programs 1 Package: 
ONE. 
Photoscape technology includes hundreds 
of plant and other landscaping materials to 
create realistic photo-view plans. 
Two. 
Easy-to-use professional tools simplify 
creating a detailed plan-view drawing of 
your Photoscape image. 
THREE. 
Estimating module automatically includes 
all plants and materials used in your 
Photoscape image and plan-view drawing. 
FOUR. 
Softdesk landscape marketing tools show 
you how to use new technology to build 
your business by closing more sales faster. 

(continued from page 66) 

Border Solutions' Landscape 
Edging has a wide profile 
design for less maintenance 
requirements and offers 
unlimited layout and design 
possibilities. The edging pieces 
of various shapes and lengths 
are made of polyethylene 
polymer and accommodate any 
landscape elevation changes. 
Circle 217 on reader service card 

Intermatic offers three low 
voltage lighting fixtures with a 
new white finish electrostati-

cally 
applied 
to the 
diecast 
metal 
fixtures. 
The 
CL131W 
flood-
light 
meets 

lighting needs in compact 
settings while the CL506W 
floodlight stands 13 inches tall. 
The CL619W is an 18-inch 
tall mushroom style light. 
Circle 218 on reader service card 

Tec Laboratories' PowerDeet 
25 insect repellent combines 
deet with various natural 
substances for a pleasant scent. 
PowerDeet 25 is designed to 
repel ticks, mosquitoes, 
deerflies, chiggers and 
horseflies among other insect 
pests for working comfort. 
Circle 219 on reader 
service card 

pump and 3,000 psi powering 
the hydraulic breakout force. 
The 863 has an operating 
capacity of 1,900 pounds. 
Circle 220 on reader service card 

Ruud Lighting's Luma line uses 
#10-gauge 3-wire, self-sealing 
cable to prevent voltage drops 
and all fixtures include an 
electrocoated primer with 
acrylic topcoat for protection 
from weather. Power trans-
formers are available in either 
300W or 600W with a dual 
circuit design. 
Circle 221 on reader service card 

Onset Computer developed a 
weatherproof logger with a 
6-inch stainless steel probe for 
pinpoint soil 
temperature 
recording. 
Stored data 
can be 
downloaded 
to a PC or a 
hand-held 
data trans-
porter to 
read out and 
restart up to 16 temperature 
loggers on location. 
Circle 222 on reader service card 

The Bobcat® 863 skid-
steer loader from 
Melroe has a 73.5-hp, 
167-cubic inch, 4-
cylinder, turbo-
charged, oil-cooled 
diesel engine for 4-wd 
drive, and an 18-gpm 

Pennant II Perennial ryegrass from 
Burlingham Seeds has dark green color 
and a shorter growth habit for closely 
mowed turf. Other benefits include 
fine leaf texture for less clipping, 
strong fill rates and improved 
resistance to rust and dollar spot. 
Circle 223 on reader service card 

J 
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W.A. Cleary Chemical's 3336 G systemic fungicide comes in 
30-pound bags in a new granular formulation. It is said to 
protect against anthracnose, dollar spot, fusarium blight, 
pink snow mold, brown patch and other turf diseases, as 
well as various ornamental diseases such as black root rot, 
stem and crown rots and cylindrocladium root rot. 
Circle 224 on reader service card 

mM 

Double edge, gasoline-powered 
hedge trimmers from Little 
Wonder 
use 16-, 
24- and 
30-inch 
blades to 
handle 
growth up 
to 1 inch 
thick. The 
double re-
ciprocating, high carbon steel 
blades are powered by a 
21.2-cc engine with electronic 
ignition and a primer bulb 
carburetor. 
Circle 225 on reader service card 

ÏBX-R® Agroliners and 
Geodiscs are now coated with 
Spin Out®, a root growth 
regulator, to eliminate root 
circling, reduce pruning needs 
in tree production and 
eliminate the need to weed 
container plants. The Agro-
liners come in cone shapes and 
rounded shapes for various 
stages of tree production, while 
the Geodiscs are manufactured 
in various diameters to fit most 
plastic containers. 
Circle 226 on reader service card 

Black Edg-Knight from Oly-Ola 
Sales has a double fin bottom 
designed to keep the edging 
firmly planted in the ground, 
prevent frost heave and provide 
added anchoring capabilities. 
The edging is 5 inches high 
with a 1-inch rounded top. 
Circle 227 on reader service card 

Structron's fiberglass-handled 
hand tools for landscape work 
are illustrated in a 20-page 
catalog. Drain spades, tampers, 
rakes, irrigation shovels and 
general purpose steel scoops are 
among the featured items. 
Circle 228 on reader service card 

Robin America's Model EH 18V 
OHV gasoline engine is rated at 
6 hp at 3,600 rpm with a dis-
placement of 11.16 cubic 
inches. The air-cooled, vertical 
shaft engine come in two 
configurations. 
Circle 229 on reader service card 

Rainmaid Manu-
facturing's Poly-
Stretch Coup-
ling eliminates 
unnecessary 
digging and 
makes pipe re-
pairs easy. The 
coupling replaces 
faulty piping in 

a simple repair process and is 
available for 1- and 2-inch 
pipe systems. 
Circle 230 on reader service card 

A new catalog from Prime Line 
power equipment parts presents 
available aftermarket power 
equipment parts in a 2-color 
display format. The user-
friendly catalog includes both 
domestic and imported parts 
to help aftermarket distribu-
tors locate the parts they need 
quickly and easily. 
Circle 231 on reader service card I D 

FREE CD-ROM 
Test-Drivel 

Experience the ease with which you'll create 
colorful, professional client presentations. 

Pro Landscape Greenhouse feature automatically lists all 
materials used in your Photoscape and matches them 
with 2-D symbols for placement in your CAD plan view. 

The Greenhouse feature also links everything included in 
your design to the comprehensive estimating module. 

.SOFTDESK 

PRO 
LANDSCAPE 

Order Pro Landscape today or to request your 
Free CD-ROM Test Drive, call us toll-free. 

800-231-8574 
Contact us via e-mail at 
pro@softdesk. com 

© 1 ( > % Softdesk. Inc.. all rights reserved. T h e Softdesk logo and Softdesk are registered 
trademarks: Pro Landscape and Photoscape are t rademarks of Softdesk. Inc. registered in the 
U .S . and other jurisdictions: all other marks are the property of their respective owners. 
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THE #T SOFTWARE FOR 
THE CHEMICAL LAWN 

CARE AND MAINTENANCE 
INDUSTRIES. 

(STARTING AT $4,395°°) 

REAL GREEN COMPUTERS 
8246 GOLDIE STREET 

WALLED LAKE, Ml 48390 
(800) 422-7478 
(810) 360-S296 

RS* 
12 
30 
31 
109 
36 
18 
48 
59 

69 

52 
28 
70 
57 

29 
37,55 

39 
10 
19 

62 
13 
21 
64 
46,107 
38 
47 
73 
108 
17 
32 
105 

72 
15 
45 

85 
42 
33 
51 
43 

53 
24 
14 
50 

54 
60 
40 
67 
101 
71 

20 
63 
34 
49 
16 
65,66 
41 

, 1 1 
.27 
.26 
.68 
,89 
.23 
.61 

.25 

.35 

.58 

44 

USE READER SERVICE # 6 7 

SNOWPLOW OWNERS 
FREE PARTS CATALOG! 

Replacement parts for all major brands 
of Snowplows and Salt Spreaders 

New Plows Starting @ $1995.00* 

8' V-Box Salt Spreaders $2795.00* 

"Mini" Salt Spreaders $749.00* 

*Pre-Season Pricing 
Order before September 30, 1996 

Take Delivery by October 30, 1996 

CALL NOW to Reserve your FREE 
copy of our 96/97 Parts Catalog 

Central Parts Warehouse 
1-800-761-1700 

USE READER SERVICE # 6 9 

Timesavers 

Software 

SERVICE SCHEDULER II 

Automatically Reschedule 
Repeat Services by Days, 
Weeks, Months, or Years... 
Quickly Produce Detailed 
Scheduling Reports by 
Date, Service, or Employee... 

Time is Money, save both NOW! 

Starting at $299 
F R E E D e m o D i s k e t t e 

Call TODAY! 
1-405-233-4788 

P O B o x 1 0 7 9 1 E n i d , O K 7 3 7 0 6 
USE READER SERVICE # 6 8 

SMOOTH PERFORMANCE 
& RUGGED DESIGN 

( M X M j 1 

DIAPHRAGM PUMPS 

• 3 Diaphragms, 10 GPM, 435 PSI 

• Adjustable Pressure Regulator 
and Shut Off Valve Included 

• Built For Quality Sprayers 

C O M E T 521 Linden Circle 
South Milwaukee, Wl 53172 
(414) 764-0640 • FAX (414) 764-1227 

n a 
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Ail classified advertising is 95<t per word. For box 
numbers, add $1.50 plus six words. All classified ads 
must be received by the publisher before the first of the 
month preceding publication and be accompanied by 
cash or money order covering full payment. Submit 
ads to: L&L, 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 franchise offers: 

• Exclusive Territory 
• Proprietary Product Lines 
• Comprehensive Support 
• Thorough Agronomic Training 
• Financing to Qualified Individuals 

To learn more, contact Randy Loeb, Franchise Devel-
opment Manager at: 

800/989-5444. 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 
slow-release fertilizer products direct from manufac-
turer. Ken Franke, P.O. Box 123, Plato, MN 55370; 
800/832-9635. 

"BIDDING & CONTRACTS YOUR KEY TO 
SUCCESS," a book with over 16 years experience, not 
theory. Get factual information on a very accurate and 
profitable bidding process. Bid sheets, contracts and 
much more. Send $42.95 to: #1 Profits' Unlimited, 
3930-B Bardstown Road, Louisville, KY 40218. 800/ 
845-0499. 

UNDERSTANDING 
IRRIGATION 

The Complete Irrigation Workbook, by 
Larry Keesen, offers a comprehensive 
look at irrigation design, installation, 
maintenance and water management in-
cluding practical hands-on techniques. 
Each chapter contains questions and 
answers which can be used to test your 
own knowledge or as in-house training 
tools for new and seasoned employees. 
Appendix includes detailed drawings of 
irrigation installations. Order yours to-
day for $24 per copy plus $2.50 ship-
ping and handling. Quantity discounts 
available. Call Fran Franzak, 800/456-
0707. 

EXTRA INCOME POWER WASHING 
EARN $100/hour power washing and sealing wood 
decks. Learn the most effective method, equipment 
setup and supplies. Complete training package: 
Manual, video, advertising kit, and equipment cata-
log. For free information packet call 810/683-9080. 

GROWTH OPPORTUNITIES 
BUILD A LARGE LAWN CARE BUSINESS 
WE'LL SHOW YOU HOW WITH OUR: 

* Ecology Friendly Approach 
* Superior Marketing Methods 

* State of the Art Computer System 

CALL TO LEARN ABOUT OUR GROWTH 
AND REMAINING OPPORTUNITIES 

CALL NUTRI-LAWN, Ecology Friendly 
Lawn Care 800/396-6096 

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 
fasteners and accessories: UNIVERSAL LIGHT 
HOLDER — One product holds C9, C7, or mini 
lights, works on all roofs and gutters, and allows 
adjustable light orientation. LIGHT STAKE —Most 
economical way to illuminate driveways, walkways 
and landscaping. ROOF HOOK & 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: Laura Green, 800/237-
8287, FAX: 412/368-9311. 

BUSINESS SERVICES 

LEASING A FINANCING OPTIONS 
Landscape Contractors 

Commercial Maintenance Contractors 
Golf Course Superintendents 

Call for free, no obligation bid on equipment leases 
and accounts receivable financing. Contingency based 
services. 

KNEPPER ASSOCIATES, INC. 
Capital Search & Secure Specialist 

614/369-1941 
Same Day Quote 

BUSINESSES FOR SALE 
6R0UNDS MAINTENANCE FIRM 
Upper Midwest-based year around grounds mainte-
nance firm specializing in large contracted property 
maintenance, mowing, pruning, weed and feed, and 
snow removal. Revenues exceed $2M. Experienced 
staff in place. Outstanding reputation, offers turnkey 
opportunity with established client base. Reply to 
L&L, Box 384, 4012 Bridge Ave., Cleveland, OH 
44113. 

LAWN AND PEST CONTROL 
COMPANIES FOR SALE 
Missouri 
East Georgia 
Central Georgia 
Brevard County, Fla. ... 
Broward County, Fla... 
Charlotte County, Fla. 

. Gross: 

. Gross: 

. Gross: 

. Gross: 

. Gross: 

. Gross: 
Ciuus Cuumy, Fla t -

$299,000 
$540,000 
$ 88,000 
$360,000 
$ 75,000 
$575,000 

$1,000,000+ 
Clay County, Fla. . 
Florida Panhandle 
Marion County, Fla.... 
St. Lucie County, Fla. 
Volusia County, Fla.... 

Gross: 
Gross: 
Gross: 
Gross: 
Gross: 

$510,000 
$300,000 
$ 70,000 
$ 90,000 
$110,000 

Acquisitiveness (the desire for legitimate gain) is an 
indispensable quality in a successful owner! 

There can be many problems awaiting a seller, for 
example: fair market value, confidentiality, qualified 
buyers, etc. Let us do away with many of those prob-
lems. 

All Calls Are Confidential 

Preferred Business Brokers 
Jay Hollon, PCO 
Licensed Broker 
800/633-5153 
941/858-4185 

LAWN CARE CORPORATION 
Colorado is BOOMING!!! 12-year lawn care com-
pany with sales of $350,000 (March-October). Owner 
moving. Selling all including 14,000-square-foot fenced 
lot with a 4,000-square-foot drive-through office/ 
warehouse. (Lease negotiable on real estate). Great 
opportunity, great income, affluent clientele. Owner 
will consult. $500,000 with real estate — $330,000 
without. Colorado Springs, CO. 719/338-8110. 

LANDSCAPE/MAINTENANCE 
Old, established Northern Colorado landscaping, 
maintenance and snow removal business. Grossing 
over $ 1,000,000. Owner anxious to retire. Terms. VR 
Business Brokers. 970/407-1000. 

LAWN IRRIGATION/LAHDSCAPIH6 
Well established company, 17 years, fully equipped, 
residential clientele, outstanding reputation. Owner 
retiring. Serious/confidential inquiries: LTLS, 514 
Shockley Avenue, DeSoto, TX 75115-3314. 214/ 
224-7393. 

FULL SERVICE COMPANY 
For sale, full service company providing landscaping, 
grounds maintenance and lawn care located in Vero 
Beach, FL. 1995 gross over $650K. Inquire at P.O. 
Box 595, Vero Beach, FL 32961. 

TURF MANAGEMENT 
A must for all landscape professionals, Turfgrass 
Ecology & Management by Dr. Karl Danneberger, 
is the industry's first professional turf manage-
ment text devoted to advanced environmental 
ecology. This pioneering work addresses the fu-
ture of the lawn and landscape industry and can be 
yours for only $28 per copy plus $2.50 shipping 
and handling. Quantity discounts available. Call 
Fran Franzak, 800/456-0707. 
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WINDOWS ACCOUNTING SOFTWARE 

Try Our New CSA Service For 
Windows Accounting Software. It Includes: 

•Statements . Invoices. Work Orders . 
. Route Sheet . A/R . Periodic Sen/ice & More 

Ask For A Free Demo. 
• CSA Service for Windows $325 
• CSA Service G/L for Windows $ 75 

714-738-3414 
COMPUTER SYSTEMS 

APPROACH INC. 
1140 S. Raymond Ave. Unit F 

Fullerton. CA 92631 

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 L&L, Box 363, 4012 Bridge 
Ave., Cleveland, OH 44113. 

HYDROSEEDERS & STRAW BLOWERS 
We Buy, Trade & Sell New and Used Hydro-Seeders 
and Straw Blowers. Call 800/245-0551 for a free copy 
of our latest used Equipment List or our catalog of 
Hydro-Seeding equipment and supplies. 

PUTTING GREEN MOWERS 
Wanted — old putting green type mowers. Any make, 
and parts, and literature and manuals. 216/946-1481. 

FOR SALE 
P O W E R E Q U I P M E N T R E P L A C E M E N T P A R T S 

Premium _ 
Replacement J t h o m a s 
Parts for Outdoor Power 
Equipment f A D T T U Ï ^ 

producing: 
INTERMIX 

No Smoke 

OPTIMUM 
N TRIM LINE™ 

PRICES 
START AS 

LOW AS 
$5.99 

Complete 
Gearbox 

Spindle 
Bearings 

PRICED AS LOW AS 
A8 LOW AS S 149.99 j¡^<4L80EACH^ 

F I N A N C I N G 
LET THE GOVERNMENT FINANCE your small 
business. Grants/loans to $800,000. Free recorded 
message: 707/448-0270. (NK8) 

BMC CABOVER 
1990 GMC Cabover with Warner stainless tanks and 
beds. Hydrocell 25 gpm with 2 hose reels. 1,000-
pound dry storage. 201/891-6456. 

DOLPHIN SPRAYER 
Dolphin 330-gallon sprayer with 300-foot 3/4-inch 
hose, electric reel, 20-gpm diaphragm pump, 12-hp 
Honda, low hours, $4,000 or best. 517/386-9622. 

LANDSCAPE SUPPLIES 
Landscape«' Supply Corp... The First... And Still the 
Best, for all your Equipment, Parts, Accessories and 
Snow Plowing needs, at the LOWEST PRICES in the 
industry — GUARANTEED! Call us at 800/222-
4303 for your FREE 180-PAGE CATALOG! 

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. W e back up this dedication with a 
staff of professionals who understand ev-
ery facet of your business, from marketing 
to customer service. W e 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 

WHOLESALE TURF SUPPLIES 
CLIP For Windows Computerized lawn industry 
program. SPECIAL DISCOUNTED PRICES: 125 
customer limit $695, No Customer limit $1,190. 
Kawasaki Engines 12.5-hp with Oil Filter $549.95, 
14-hp with Oil Filter $625.00, RBG Blade Grinder 
$329.95,VdkWhywalk when youcan ride? $229.95, 
Lawn Spray Hose 300 feet of 1 /2-inch I.D. 200-psi Hose 
$ 180. ChemLawn Spray Guns $69.79,Nozzles $11.15. 

Hersch's Wholesale Turf Supplies 
Call Today for your FREE 1996 Summer Catalog! 

810/543-2200 (Michigan) 
1 -800-THE-LAWN (Outside Michigan) 

PRENIUM REPLACEMENT PARTS 
MKI The Landscapes Superstore™— Call today for 
your FREE WHOLESALE CATALOG. Landscap-
ing Supplies, Engines, Parts and Accessories at Whole-
sale. Look — 12.5 Kawasaki Replacement Filters as 
low as $3.99. Many other great savings. Call MO-
HAWK INDUSTRIES at 800/724-2229 for your 
FREE CATALOG. 

CUSTOM DECAL KITS 

D È 
J S T O M 

\ [ K ì t s 
l ~ V 

j m I k m B S L 
Easy to Order-Easy to Apply 

Boost Your Image Economically 

c all or Write: 
un Art Decals Inc. 
»85 W. Bagley Rd. 
>erea,OH 44017 
16-816-0290 
»00-835-5551 
ax: 216-816-0294 

all or Write: 
un Art Decals Inc. 
»85 W. Bagley Rd. 
>erea,OH 44017 
16-816-0290 
»00-835-5551 
ax: 216-816-0294 

PISTON PUMPS 
GNC 

PUMP Inc. 
GNC Piston Pumps 

8 GPM @ 600 PSI ($395.00) 
15 GPM @ 600 PSI ($695.00) 

30 GPM @ 500 PSI ($1,295.00) 
All pumps complete with regulator, surge 

tank, pressure dump valve., pressure gauge and 
pulley. 1-YEAR WARRANTY. 

1-800-462-2005. 

6ANDY SLIT SEEDER 
Gandy Slit Seeder — 3-point hitch, 4-foot swath. 
$5,800 new. Less than 50 hours. Sell for $3,000. Call 
Brian 612/476-2016. 

FIBER6LASS SPRAYER 
GNC 

PUMP Inc. 
100-gallon Fiberglass Sprayer 

u$ 1,995.00" 
'Briggs 5-hp IC Plus Eng. * 

(with oil guard) 
* Han nay Hose Reel* 

* 150-foot 1/2-inch 560-PSI Hose* 
*Mag 1 Spray Gun* 

*8 gpm @ 600-psi Piston Pump* 
1-800-462-2005 

INCORPORATE — F R E E BOOKLET 
Incorporate without legal fees! Free booklet tells how. 
Call Now! 800/345-2677. 

FOR P R O D U C T I N F O R M A T I O N OR A 
F R E E C A T A L O G OF OUR COMPLETE 
LINE OF M O W E R AND S N O W P L O W 
P A R T S C A L L 1 - 8 0 0 - 4 2 2 - 4 1 8 4 



CATCHER LIFT SYSTEMS 

ALL SEASONS 
CATCHER LIFT 

SYSTEMS 
Introducing a new 

product for Walker 
Mower Owners to reach 

greater heights of... 

Productivity, Profit, and Safety. 
Lift, dump and go in 20 seconds. 
Improves worker safety. 
Better employee performance. 
Higher profits through more accounts serviced. 

Fast Fall Cleanup 

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

TOPSOIL SHREDDERS 
Topsoil Shredders 

T H E S C R E E N M A C H I N E ® 
800-837-3344 

SELF-LIFTINB BATE SYSTEM 
Tired of lifting that heavy trailer gate? Self-lifting gate 
system installs in minutes, makes lifting gate a breeze. 
$50 includes shipping. 561/627-7736. 

SIDEWALK DEICER 

Low Cost 
Melting at 

Lower 
Temperatures 

N E W 
I M P R O V E D 

FOR FAST ACTION 
AT LOWER 

TEMPERATURES ON 
SIDEWALKS, DRIVEWAYS 

AND PARKING LOTS 

CALL 1-800-822-6671 
FAX 1-608-654-5696 

CFS SPECIALTIES , INC. 

LAWN SPRAY TRUCK 
1988 Ford F600, 370-hp engine. 1200-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. 162,000 miles, good condition. Cur-
rently working every day. $9,850.00. Fort Myers Pest 
Control, Inc. 800/329-3100. 

H E L P W A N T E D 

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 contact welcome, confidential and al-
ways free. Florapersonnel, Inc., 1740 Lake Markham 
Road, Sanford, FL 32771. Phone 407/320-8177, Fax 
407/320-8083. 

INDEPENDENT SALES REPS 
Independent sales reps calling directly on turf profes-
sionals. Dynamic new products that will sell. Unlim-
ited earning potential. Protected territory. 100 per-
cent gross margin. No stocking requirement. Will 
train and support. Send resume to P.O. Box 7346, 
Louisville, KY 40207 or call 800/334-4962. 

LAWN CARE SPECIALISTS 
OPPORTUNITY IS KNOCKING. SavATree is ex-
panding our Lawn Care Division! We are seeking am-
bitious, detail-oriented candidates with strong inter-
personal skills and sales experience to become pan of our 
progressive and dynamic team. We offer an outstand-
ing compensation package plus a wide range of ben-
efits. Qualified candidates should send or fax their re-
sume to SavATree, 360 Adams St., Bedford Hills, NY 
10507 or fax 914/666-5843, Attn: Human Resources. 

SALES POSITIONS 
Sprinkler World of AZ, established 20 years. Seeking 
inside and outside sales people. Five locations in 
Arizona, great benefits. Send resume to Dick Wheelock, 
2114 E. Indian School Rd., Phoenix, AZ 85016 or fax 
to 602/956-0624. 

MAINTENANCE SUPERVISORS 
The Brickman Group, Ltd., one of the nation's largest 
and fastest growing full-service landscape companies, 
has an immediate need in principal cities east of the 
Mississippi for maintenance supervisors with 2-5 years 
experience. Brickman seeks energetic, team oriented 
college graduates with proven leadership, communi-
cation and interpersonal skills. Brickman offers full-
time positions, excellent advancement opportunities 
and exceptional compensation and benefits with an 
industry leader building on a 56-year tradition of 
uncompromising customer service. For immediate 
confidential consideration, please send or fax your 
resume with an indication of your geographic prefer-
ences and willingness to relocate to: The Brickman 
Group, Ltd., Corporate Office, 375 S. Flowers Mill 
Road, Langhorne, PA 19047, 215/757-9630, EOE. 

6R0W WITH THE BEST 
As an industry leader in landscape design, installation 
and maintenance, Clean Cut, Inc. has secured an 
exceptional reputation by hiring, and cultivating, 
only the best. For 11 years, professionals with a real 
commitment to excellence and quality, who know the 
meaning of hard work, have been the foundation of 
our phenomenal growth and success. If you have 
experience in any of the areas below, a sincere dedica-
tion to customer satisfaction, a history of success, and 
a desire to be part of a winning team, contact Carmen 
at 512/458-8873, or fax resume to 512/452-2378 
(indicate location preference). 

• Landscape Maintenance Foremen 
• Landscape Construction Foremen 

• Irrigators • Tree Climbers 
• Small Engine Mechanics 

Positions in: 
Austin • San Antonio • Dallas • Houston 

OPERATIONS MANAGER 
One of the nation's leading providers of residential 
and commercial lawn and tree care is in need of an 
operations manager for our facility in North Carolina. 
The successful candidate will have at least five years 
management experience, with a strong emphasis on 
sales, production and people management. A turf or 
horticultural technical background would be a defi-
nite plus. Excellent salary and bonus package, 40IK, 
health care benefits, and company vehicle, are pro-
vided. If you have strong leadership skills and want to 
be a part of our exciting future, please send resume to: 
L&L, Box 385, 4012 Bridge Ave., Cleveland, OH 
44113. 

BRANCH MANAGER 
OREGON'S LARGEST COMMERCIAL LAND-
SCAPE COMPANY located in the Portland Metro 
area is looking for an EXPERIENCED BRANCH 
MANAGER for our Maintenance division. Position 
requires excellent communication, organization and 
managerial skills. Need creative, aggressive decision 
maker, strong leader and problem solver with an 
understanding of Total Customer Service. If you are 
looking for growth opportunities, join our ALCA 
award winning team. Competitive salary/benefits. Send 
resume to NORTHWEST LANDSCAPE INDUS-
TRIES, 16075 SW Upper Boones Ferry Road, Tigard, 
OR 97224, or Fax to 503/620-7592. 

HORTICULTURAL SALES 
The Exterior Division of Engledow Group has an 
immediate opening for a motivated, professional, team 
oriented sales person. Horticulture/Landscape Archi-
tecture degree preferred. Three years sales experience 
or three years production experience with customer 
contact required. The Exterior Dept. performs 80 
percent Landscape Management and 20 percent Land-
scape Installation. Engledow Group is a 66-year-old, 
multidisciplinary horticultural services firm with sales 
exceeding $10 million annually. Send resume with 
salary requirements to: Personnel Dept., Engledow 
Group, 1100 East 116th St., Carmel, IN 46032. 

It (Hup to admitid ut jC&C dmifjieíb. 



LANDSCAPE LISTINBS 
JOB SEEKERS — fresh source of USA landscape/ 
grounds management job openings — twice each 
month. 6 issues (3 months) — just $24.95. EM-
PLOYERS — l ist your job openings, quickly and 
inexpensively. Call — 800/428-2474 Fen-ell's JOBS 
IN H O R T I C U L T U R E , P.O. Box 156. 
Mechanicsburg, PA 17055-0516 MC/Visa. 

LANDSCAPE POSITIONS 
COMPLETE LANDSCAPINC. A well established, 
award winning DC-area firm seeks candidates for the 
following positions: 

SALES/ACCOUNTS REP 
Must have proven track record, degree or related 
experience preferred. Duties include I andscape Main 
tenance and Enhancement, Sales, Marketing. Client 
Relations, Personnel Management. Budgeting Sue 
cessful applicants will receive top compensation, ben-
efits and incentives. 

MAINTENANCE DIV. OPS. MANAGER 
Seeking individual with strong management, and 
communication skills. Degree or related experience 
preferred. Duties include Job Scheduling, Coordination. 
Personnel Management, Budgeting, Client Relations 

Send resume to H R. Dept 
Complete Industries Inc 
1641 MD Route 3 North. Suite #206 
Crofton, Maryland 21114 
(Or fax to 301/261 0928) 

PLAY TO WIN ON OMR TURF 
The lawn care industry is one turf that's becoming 
increasingly lucrative. Especially if you work for 
TruGreen-Cheml.awn — one of the largest, fastest 
growing and most motivated leaders in the field 

We need COMMFRCIAI SALES REPRESENTA-
TIVES to share our motivation A bright go getter 
that takes total control of an assigned territory, pulls 
out all the stops to develop new accounts and carefully 
maintains our already well established client base. 

To do this, you'll need a college degree, or at least 2 
3 years sales experience, strong organizational and 
communication skills, a proven sales record and an 
ability to get along well with people A lawn care or related 
industry background is helpful, but not required 

Relocatable? Opportunities exist throughout the state 
of Florida in the following locations: 

Jacksonville 
Daytona 
Orlando 

Ft. I auderdale 
Sarasota 
Tampa 

Panhandle 

Salaries will run from $25,000 $30,000 and include 
a company car. If you want a competitive base salary, 
advancement opportunity, performance based incen 
tives, and a winning benefits package, then make 
TruGreen ChemLawn part of your game plan Fax 
your resume to: 

407/297-7191 
or send to: 

3801 Center Loop 
Orlando, FI 32808 

Attn: Regional Office 

soil basics - part 1 

(continued from paff 34) 

On the opposite side of the equation are 
sand soils. Compaction and slow water ab-
sorption are seldom a problem, but water 
and nutrient retention are very low. 

As a result of these tendencies, frequent 
fertilization and watering are necessary for 
optimum growth. High sand content soils 
need additional organic matterand, anytime 
the soils are worked, adding some type of 
organic matter helps to increase water and 
nutrient holdingcapabilities. Since both clay 
particles and decomposed plant organic 
material are electrically active and carry a 
negative charge, they can attract and hold 
positively charged particles of plant nutri-
ents. Th is is one of the greatest advantages of 
adding plant humus to less-than-perfect soils. 

The ideal soils for turf and ornamentals 
would probably be sandy loams, loamy sands 
or silry loam soils. All have good to excellent 
water infiltration rates but are porous enough 
to resist compaction. 

The organic content of these soils is also 
high enough for good to excellent nutrient 
retention. Additional topdressing with ei-
ther sand or compost can be a benefit follow-
ing aeration. 

ECONOMICS OF MODIFICATION. Changing 
or modifying soil is a very slow and often 
costly process. The soil is not a static entity 
and its content is changing constantly. Con-
structive changes are exceedingly slow. In 
fact, destructive changes like erosion can 
rake away in one week of long rains what 
Mother Nature has taken hundreds of years 
to accomplish. 

Natural soil build-up is so slow that soil 
may be considered a resource that is not 
renewable in our lifetime. It may take 100 to 
150 years of optimum conditions to add a 
single inch of topsoil, so it becomes very 
important to conserve the soil that we have. 

Modifying soil development can be a 
very expensive process. In most cases, the 
addition of less than 25 percent of the vol-
ume of the amendment will not produce the 
desired result. Massive changes in soil struc-
ture are only viable when extreme problems 
exist. If a property owner is struggling to 
grow a particular non-native plant on a 
marginal or poor soil and is willing to absorb 

Take care when 
incorporating any soil 
enhancers to avoid soil 
layering, which could 
inhibit root growth and 
the movement of 
fertilizer\ water and air. 

• • • • • • • • 

the cost, soil modification can be the answer. 
Pure sands or heavy clays will require up 

to 35 percent of an amendment to success-
fully correct problems. For heavily trafficked 
areas consisting of fine clays and silts, the 
amount of soil enhancers may be increased 
to 40 percent by volume to minimize prob-
lems. Silty loam, clay loams, loamy sands 
and sandy loams will require up to 30 per-
cent of the amendment to successfully cor-
rect problems. "Ideal" soils such as sandy 
clays, loams and sandy clay loams can require 
up to 25 percent of an amendment to offset 
some problems. 

Take care when incorporating any soil 
enhancers to avoid soil layering which could 
inhibit root growth and the movement of 
fertilizer, water and air. Since such modifica-
tion is often a one-time shot for most perma-
nent ornamentals, the amendments should 
be mixed well into the top soil. Fracturing or 
breaking the subsoil by tilling or deep spad-
ing will allow plant roots to extend deeply. 

As with any service-oriented business, the 
more knowledgeable and professional the 
lawn or landscape contractor, the better ser-
vice clients will receive. 

Detailed soil type and location informa-
tion can be obtained from the county exten-
sion service. Some simple map reading and 
footwork can confirm problem areas and 
offer you new opportunities for expanded 
services and a much more professional ap-
proach to your work. ID 

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



"I have been using LAWNplex* since 1986, and found it to 
be the most cost effective, best iron product on the market. I've 
tried several other brands, but nothing produces color that lasts 
as long as LAWNplex®. We get a solid greenup within 24 to 48 
hours, and it can last up to three weeks. LAWNplex® is an excel-
lent tank mix product, and we always include it with crab grass 
control and fertilizer in our summer applications." 

— Barry Raemaker 
Lawn Ranger Lawns 
Humboldt, 1A 

inc. 
3 1 2 0 Weatherford Road 
Independence, M O 6 4 0 5 5 USE READER SERVICE #71 

rook 
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MANEUVERABLE - goes 
where other trenchers can't. 

VERSATILE - cultivator is one of 
over 30 attachments. 

COMPACT - an entire system 
fits on one 12' trailer! 

DINGO - A fully integrated 
landscape system 
• Two pump, 3000 PS1 hydraulic system delivers incredible power. 

• Most attachments can be changed in less than 60 seconds by a single person. 

• The entire system can be pulled to the jobsite behind a pickup truck. No 
more 'not having what you need.' 

• The Dingo is a fully integrated landscape system. All 
attachments are made specifically for the Dingo. 

• Choose from over 30 attachments. Systems 
available for contractors doing irrigation, 
fencing, utility work, masonry and general 
building. 

Incredible morale booster! Saves 
so much labor it's unbelieveable! 

Charles Wilson, 
Wilson Landscaping, Frankfort, KY 

The Dingo was the answer to our 
labor problems. 

Wes Antrim, Cheryl Kreh 
Down to Earth Landscaping, Atlanta, GA 

Toll Free 800 476 9673 
Fox 803 548 2762 

3326 Hwy. 51 Fort Mil l, SC 29715 


