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what if ?

Kees offers midsize mowers with the dependability, performance and features you
require to meet the rugged day-in, day-out demands of your commercial equipment
operators. From the impressive Hydro, to the full-featured gear drive to the new total-value
[(\Qﬂiﬂl...we are the equipment line to consider. For
the professional that really wants to trim
_ costs;and wants simplicity, durability and

e performance — all at the right price:

rTreENn ) ™

SEE THE NEw €U T Ten ]/
Since 1874

Z
at your KEES DEALER
: \ we build value
For your nearest KEES dealer, contact :
F.D. KEES MANUFACTURING CO.* P.0.BOX8 = 700-800 PARK AVENUE
BEATRICE, NE 68310 U.S.A. * PHONE 402-223-2391 * FAX 402-228-2258
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Quality in Landscaping: Make Them Say Wow!
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Qu.lhfu qurus r.-// us h)m[ constant improvement 1s the name
r ) T .

af the game. But how do uou constantly improve a

y 2 ) :
18 /.m.l:‘ux;\" One f.xngv/'l.' :Ml! 15 fo ./.'/u[.'l .’Ih’ customer

b) . .
People 18 Ready, Aim, Hire!
88 It's not easy to find and [:.'.‘(' :)mk{ .‘n:p’nu;.‘s but the lawn
or landscape contractor who s pr.';ch will have a jump

l)nltlll(t:‘ on the competition

Florida Contractor Wins Sweepstakes

Jim (‘/mry Jr., owner of Cleary’s Landscape & Lawn
Service, was the recipient of $20,000 in products in the
Lawn & La mlscapv suvapshxlxvs. See page 10 /or details.
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Lanésandseape

EDITORIAL
Yindy Code Group Publisher

e-mail: ccode @ cerfnet.com

slle Elhwn Susan Gibson Editor
Edllol‘ e-mail: 102770,56@compuserve.cum
Paul Schrimpf Managing Editor
e-mail: schrimpf @ cerfnet.com
fyou're like me, you may have a]rcady {orgottcn some of your Bob West Assistant Editor
New Year's resolutions l)y the middle of Fcl)ruary. [ have to
admit that the ones I've convcnicntly "furgottcn" were also GRAPHICS/PRODUCTION

Mark Rook Creative Director

some of the tnug]wr ones to accmnplisl]. It's hard to focus on % :
Charlotte Turcotte Art Director

a list that Iong.

: ) e Tracy Green Graphic Designer
It reminds me of the current maneuvering going on in o T SR Prodiiticn Crordiairas
Washington over the balanced l‘)udget. At this writing, both Lori Zachmann Advertising Production
sides are at an impasse and just maleing ominous ruml)]ings Coordinator
about the issue being decided at the polls next November. Carolyn Badger Graphic Image Artist

Talk about a lack of focus! The participants seemed to have

p il Rosalie Shush Circulation Manage

decided ]omtly to (lo(lge that bullet and let us voters do all the Fosa’[e; u;:r B" E aN;(m 224t
S iy ran I'ran: ooks Manager

hard work. I t}mught the issues had already been clarified l;)y
the electorate in the last election. ADVERTISING/MARKETING

Just because the leadership of both parties has passctl the Maureen Mertz Publisher/East Coast Sales

| buck doesn’t mean that you have that quury in your business. 17_12{3 z"“t.h}f.“”

It's so hard to stay focused with all the distractions of gearing I Ty 45301

( e s S0 ] Tt L : (1 810/685-2065
.up or :[.)rmb, iring new people, purchasing, marketing ax'l Fax: 810/685-2136
just getting the work done. As an owner or manager, youre

| responsible for all those tasks and I'm sure you're well aware Kendra Greemwald ~ Account Manager

that each requires a lot of your focus — yesterday. Tim McNichols National Accounts Manager,

We all have plates full of distractions that can leeep us so B Specialty Chemicals
b f f L : X Kevin Gilbride Account Representative

usy we torget to tocus on the central issue of (Jomg our

business well. So it lmelps to have that “vision thing" down pat, CORPORATE STAFF
before you geteven more distracted with the business of a busy Richard ]. W. Foster ~ President and CEOQ
spring. It helps to remember the special qualities that set your Christopher W. Foster Vice President/General
company apart in the marlzetplace. Manager !

When we interview the subjects of our cover profile stories, Jim Kecfe Mamge.r’ Sales and

) P
. oy g Marlzehng

a standard question we ask 18, What makes your company . : :

! A e e ) Lori Gray Dlrcctor/Markctmg
different from your competition? And the answer is always Database Operations
there, without hesitation. Tlxey know cxactly what's specia] Jami Childs Production Manager
about their companies and their employees do, too. Marco Urbanic MIS Director

, g
If youre not sure what sets your business apart from the

4012 Bridge A , Cleveland, Ohio 44113
Fel)ruary resolution and do it imme(liately. If your answer has Pl ;lz/gg;r_‘:el 30eve g o

competition, focus on that rig]'lt now. Make it your mid-

something to do with the word “quality," you're on the rigllt Fax: 216/961-0364
track. But if price is the (mly distinguisl’ning element, ask
yourself if you have any long-term goals for success. This is Subscriptions and Classifieds:
216/961-4130

a service industry, and while many customers are lured into a

rc]atinnship l)y price, many will also leave quiclcly if quality LoL bah e

SCI‘ViCL‘ iSll’t “J Ul) ] ." The Professional Lawn Care Association of America
] Wi f « 3 The Associated Landscape Contractors of Americd
A clear vision of the quallty you brmg to your customers, The Professional Grounds Masatieint Socidly
emplovees and supp]iers will make all those day-to-day dis- The lrrigation Amociation
i k A b b4 o l\cspnnsll)lv llulustry for a Sound Environment
tractions less dlstractmg. And you I also have the satisfac- Turf & Ornamental Communicators Association

. G : : The Ohio Turfgrass Foundation
tion of accompllshmg at least one resolution in 1996! — BN < Y

American Association of Nurserymen

SUS(I" (;/.1’50” LL National Land;cape Association

The Composting Council V
BPA
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CLIP for Windows is the most CLIP Makes You Money. By performing
powerful paperwork cutter in the lawn industry! accurate job costing, CLIP shows which lawns
You wouldn't cut grass by hand, you shouldn't you're losing money on. You can then raise rates
be doing your paperwork by hand. CLIP plows or can;el the job. You'll make money on every job,
through all your paperwork, taking care of all of every time!

your scheduling, routing, billing and jobcosting CLIP Catches Overdue Accounts. You will

chores and much more Y ..'_‘ -:'-'3- i i know before you do a job whether the customer
CLIP Takes Care Of Scheduling And H [Ra——— has peen paying his bills anc'J how much they owe.
Routing. CLIP automatically reschedules every re———— Don't do any more free work

customer each day and prints out route sheets o (e e CLIP Does More. CLIP is custom tailored to your

in geographical order - saving time and fuel! business. You will be amazed at how much CLIP

CLIP Does Your Bills. Just the press of a
button will print out all your bills at the end of the
month! Atthe end of each day the work is easily
recorded by pressing “Y" if the job is done, or
“N"if not. CLIP does the rest by rescheduling and/or billing accord- CLIP takes care of yOu paperwork S

ingly. When billing time comes around, you just tell CLIPto print the can take care of your business!

o Whawoumbeeas'et? Call 800-635-8485 For a free demo!
&ENN? ..the Power Paperwork Cutter! ’;

INDOWS
Sensible Software, Inc., 2 Professional Drive, Suite #246, Gaithersburg, MD 20879, (301) 977-5993 COMPATIBLE

Microsoft. Windows, and the Windows logo are registered trademarks of Microsoft Corporation

USE READER SERVICE #114

can do for you.

Job Costing reports keep you in the money.




MARKET TRENDS

WHOLESALE GROWERS RATE BIG

LANDSCAPE CONTRACTORS are most likely to buy their
landscape materials from wholesale growers than other
sources, according to new research done for Lawn &
Landscape magazine. The independent survey, conducted by
Research USA, showed that 66.9 percent of those surveyed
usually purchase landscape materials from wholesale
growers, while 22.5 percent use nursery retailers. The survey
also noted that 14.7 percent of those surveyed use nursery
brokers, 9.2 get their materials from a company-owned
nursery and 3.8 percent get their materials elsewhere,

The survey also showed that the 1995 average expendi-
tures for trees and ornamentals totaled $26,340, while
expenditures for bedding plants averaged $10,450,

Nursery

Wholesale
grower retailer broker

LABOR SURVEY: HOW DOYOU COMPARE?

IN THE November issue of
Lawn & Laanmpc we fo-
cused our reader survey on
the status of labor in the
green inJuslry. Who are your
cmpln,\'ccs’.’ What do you pay
them? What benefits do you
prnviJc? More and more
landscape companies are
asking these questions, so we
decided to ask them too, and
here's what you said.

The average responding

company has 27 full-time

IO VACATION:

cmpln_vcus and 17 seasonal
cmpluycvs. .\'cnrly four times
as many of these employees
are paid hourly as are on
salary (all figures are aver-
ages based on this survey's
responses).

Entry-lc\'cl laborers are
earning $6.59 an hour on
the average with overall la-
borers earning $7.74.
Equipment operators are
paid $9 hourly and the
highest rates go to foremen
at $10.70
hourly and
supervisors at
$13.32.
Sumc l‘urc-

man -lll(.l su-

pervisors are
salaried em-
ployees, with
the average
foreman paicl
$22,400 a
year and su-
pervisors paicl

$29,726.

A significant number of
companies are paying vari-
ous benefits to ]murly em-
ployees, with considerably
more salaried
cmp]u_\'ccs enjoy-

ing them. Health

insurance is pro-
vided for 37 per-
cent of the
hourly employees
and is shared for
an additional 41
percent, while 41
percent of sala-
ried cmplnyccs
receive coverage
and 47 percent
share the cost
with their em-
ployurs. Dental
and tlis.ll)i]ity insurance
coverages clrnp of f substan-
tia“y for all cmplu_\'crs.
with approximately 30 per-
cent of the |mur]y cmp‘n_v—
ees receiving at least some
dental and some Jisal)ility
insurance and about 40
percent of those on Sﬂldl’_\’

ln-ing covered.

Nursery

Suryey results
indicated that more
companies are
offering proft. sharing
and 401(K) plans o

their employees,
especially to thos
employees on salary.

REVEALING YOUR SOURGE..

From which source does your landscape
company usually purchase landscape materials?

y

CGompany-ounad
nrsery Other

Source: Research USA

Paid holidays and vaca-
tion des are pnwi(]cd for
most hourly employees
(dlmut 70 percent) and
nearly all sala-
ried employees
(89 percent),
while personal
days are much
less common
(about 30 per-
cent average for
all employees).
Both groups re-
ceive about six
paid lmliJays
annually and
10 paid vaca-
tion (la_vs.

Profit shar-
ing and 401 (L‘)
plans are becoming more
common among landscape
companies, with 16 percent
of hourly employees taking
part in each type. Among
salaried employees, 48 per-
cent enjoy profit sharing and
36 percent contribute to a

401 (k).

feontimued on page 8)
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BUT THIS IS WHAT WE'RE SELLING.

Inside every container of Alamo"you'll find a strong, disease. Just call 1-800-395-TURF for more details

healthy tree. Because Alamo is the only fungicide on how it can help preserve a beautiful environment.
that's effective in preventing oak wilt and dutch elm Which, as you can see, is what we're really selling.
“"’ Sp Envir Steward Award. ©1996 Ciba-Geigy Corporation, Turf and Or | Products, Box 18300, Greensboro, NC 27419.
g’} Alamo® is a registered trademark of Ciba-Geigy Corporation. Always read and follow label directions.
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POWER E?UIPMENT
SHIPMENT STATS ARE
MIXED FOR 1995

The Outdoor Power Equip-

ment Institute reported

most]y good news about
shipments of lawn and gar-
den equipment last year,
but disappointing estimates
in commercial turf care
equipment s|1ipmcnts.
Overall sl1ipmcnts of
]Rey lawn an(l gar(lcn pro(l—
ucts were estimated at
7,944,000 units, a 2 per-
cent increase over 1994

estimates. bl1ipmcnts of rid-

To ensure that your meeting date is published, send an announcement at least 10 to 12 weeks

in advance to Lawn & Landscape, 4012 Bridge Ave., Cleveland, OH 44113,

ing gar(lcn tractors increased

by 20 percent over 1994,

FEB. 20 1996 Landscape and Turf
Seminar, Dayton, Ohio. Contact:
Plant Health Care Technologies,
614/548-6003.

FEB. 20-22 Illinois Landscape Con-
tractors Association Winter Seminar

'96, Lisle, Il Contact: 708/932-8443.

FEB. 21 PLCAA Regional Workshop,
Valley Forge, Pa. Contact:
800/458-3466.

FEB. 26-MAR. 1 University of Wisconsin
School of Turfgrass Management,
Madison. Contact: 608/263-1672.

FEB. 27 Michigan Arborist Association
Seminar: Tree Insects & Diseases,
Southfield. Contact: 800/622-4055.

FEB. 27-29 Western Pennsylvania Turf
Gonference and Trade Show, Monroe-
ville. Contact: 412/796-5692.

FEB 27-MAR. 1 International Erosion
Control Association Conference
and Trade Exposition, Seattle,
Wash. Contact: 800/455-4322.

FEB. 28 New Jersey Landscape ‘96
Secaucus. Contact: 201/664-6310.

FEB. 28-29 Turf and Grounds Expo-
sition 11, Contact: New York State
Turfgrass Association, 800/873-8873.

FEB. 28-29 Southern Illinois Grounds
Maintenance School, Collinsville.
Contact: Ron Cornwell,
618/692-9434.

4 Landscape Computer Imaging\

Helps win more Business!

"Since I started using Landscape Imaging our
business has really taken off. Now that I
switched to EarthScapes, I create better images
quicker, and without the frustration. It's simple

to use." Richard Whitman, Whitman Landscape, Norwalk, CT
N, Winner

BarthScapes Software 20

Fastest, easiest image editor for Windows Awards

Imaging - Site Plans - Proposals

7 \ Frnnd

VISUAL IMPACT

(Call for information and FREE video.

(201) 770-9550

USE READER SERVICE #11
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{(§C & S TURF CARE EQUIPENT, INC.

BUILDING QUALITY EQUIPMENT

N 01 7 13 2

.
!

(216) 9664511

FOR PROFESSIONALS, BY PROFESSIONALS

C & S Protank® Sprayers
eELECTRIC AND GAS UNITS

¢ DESIGNED TO FIT IN
A WIDE RANGE OF VEHICLES

*SINGLE AND DUEL
TANK CONFIGURATIONS

¢ DIAPHRAGM, PISTON,
OR ROLLER PUMPS

Complete Sprayers...Ready to work

FAX (216) 9660956
Custom Orders Welcome!

(800) 872-7050

USE READER SERVICE #12




MAR. 1-2 ALCA Masters in Manage-
ment for the Landscape Industry,
Chicago. Contact: 703/620-6363.

MAR. 13 Michigan Arborist Associa-
tion Seminar: Tree Insects &
Diseases, Southfield. Contact:
800/622-4055,

MAR. 14 Tree Health Management,
Phoenix. Contact: Artistic Arborist,
602/263-8889.

NAR. 15 Tree Health Management,
Climbing & Rigging, Portland, Ore.
Contact: Pruett Inc., 800/635-4294,

MAR. 21-24 ALCA Student Field Days,
San Luis Obispo, Calif. Contact:
800/395-2522,

JUL. 25-27 Turfgrass Producers
International Summer Field Day,
Sacramento, Calif. Contact:
708/705-9898.

JUL. 28-30 International Lawn,
Garden & Power Equipment EXPO,
Louisville, Ky. Contact:
800/588-8767.

AUB. 8-11 Southern Nurserymen’s
Association SNA '96, Atlanta.
Contact: 770/973-6363.

AUB. 16-18 TAN-MISSLARK Show,
Houston. Contact: 512/280-5182.

AUB. 20 Wisconsin Turfgrass Field

Day, Madison. Contact: 608/845-6536.

followed l)y front en-
gine lawn tractors at 15
percent. Walk-behind
rotary tillers iumpctl 11
percent, while rear en-
gine riclin; mowers
strugglcd, i:a”ing l)_v 5
percent. Just under 6
million walk-behind
rotary mowers were
s]1ippc(l, a (lrop of 1
percent.

The estimates of
commercial turf care
equipment, pcrl:ormc(l
for just the second
year, showed a 6 per-
cent decrease in sl]ip—
ments of commercial
walk-behind units and no
change in shipmenls of

commercial riding units.

The OPEI will be prnvi(l—

MISSION STATEMENT:

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 introduc-
tions. For 17 years, L&L has pro-
vided industry presidents, business
owners and top-level managers the
most up-to-date information needed
to effectively run their businesses.

ing a forecast of riding and
intermediate walk-behind
commercial unit shipmcnts

in the near future.

POSTING

SIGNS

Oualty Lawn

QNESS
Shrvices 6291311 u-u "““,"
mTes -y

25454

As low as

e Install over 1000 ft. per day

Creatjve |

5.25¢

each in 20,000
quantity

\ e Low maintenance

; ® Create various shapes, sizes and colors

| ® Self-propelled, electric or gas powered

| @ Residential, commercial and golf course uses

Quality e Add to your services and bottom line - material costs $.40 per foot‘
| R N D Plas tic w e Durable curbing is freeze thaw tolerant ‘
S akes 1-200-292-3432

Concrete Curb & Landscape Border Equipment
Fax 714-587-9680 - 23362 Madero Rd., Suite E- Mission Viejo, CA 92691

1-800-328 -4009

USE READER SERVICE #13
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L& BOOSTS
STAFF WITH WEST
AND BLERICE

Lawn & Landscape is

pleased to announce the
addition of two new pvnplv
on our staff: Bob West as

assistant editor
and Kevin Gil-

bride as ac-

count repre-
sentative.

West is a
1995 graduate
of Ohio Wes-

lv)‘dn Univer-

Bob West
sity with a
Bachelor of Arts degree in

Eng]isll and innrn.\]ism. In

his role as assistant mlitnr,

IN THE NEWS

FLORIDA CONTRAGTOR
WINS PRODUCT GIVEAWAY

JIM CLEARY JR., owner of Cleary's Landscape & Lawn Service,
Lakeland, Fla., weathered the hot sun and drenching rains last sum-
mer and is now poised for a fresh start, And he couldn't be any luck-
ier, He'll begin this year as the recipient of a $20,000 product give-
away sponsored by Lawn & Landscape, The Toro Co., Husqvarna and
Zeneca.

Cleary’s name was drawn from thousands of contest entries,
according to Lori Gray, Lawn & Landscape’s director of marketing/
database operations. “We received entry forms from lawn and
landscape contractors throughout the United States and Canada,
more than 6,000 in all,” she said. “The winning entry was selected hy
a random drawing of all the entries we received.”

“I don’t win many things, so I'm definitely surprised,” said an elated
Cleary. "You don't know how much | can use this. I'm stunned, and I'm

-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.
Metromail’s realty information puts you in touch with Americas
homeowners, whether its New Movers, New Homeowners or
Established Homeowners. Use Metromails 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.

1-800-541-0524

AN R.R. DoxNELLEY & SONs COMPANY

10 LAWN& LANDSCAPE » FEBRUARY 1996
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CJPayment Enclosed OIBill Me

31 Year $30.00 2 Years $42.00
[OCanada 1 Year $35.00 [JForeign 1 Year $98.00
OForeign Airmail 1 Year $218.00

Date

Name
Title

Phone

Company
Address

City State Zip

1. WHAT IS YOUR PRIMARY
BUSINESS AT THIS
LOCATION?

(Please check only one)

CONTRACTOR or SERVICES:

O Landscape Contractor
(maintenance & installation)

0 Chemical Lawn Care Company
(excluding mowing maintenance
service)

O Lawn Maintenance Contractor

0 Ornamental Shrub & Tree Service

O Irrigation Contractor

O Landscape Architect

[ Other Contract Services

(please describe)

IN-HOUSE LAWN/CARE MAINTENANCE

In-House Maintenance including:

O Educational Facilities, Health Care
Facilities, Government Grounds,
Parks & Military Installations,
Condominium Complexes, Housing
Developments, Private Estates,
Commercial & Industrial Parks.

DISTRIBUTOR/ MANUFACTURER:
O Dealer O Formulator
O Distributor [ Manufacturer

OTHERS ALLIED TO THE FIELD:
O Extension Agent, (Federal,
State, County, City, Regulatory

Agency)
O School, College, University
[ Trade Association, Library
O Others (please describe)

2.What best describes

your title? (please check one)

O Owner, Pres., Vice Pres., Corp.
Officer

O Manager, Director, Supt.,
Foreman

O Agronomist, Horticulturist

O Entomologist, Plant Pathologist

O Serviceman, Technician

O Scientist, Researcher

0 Company, Library copy only

0O Other (please specify)
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in need of some equipment.”
Cleary started his lawn maintenance company in

‘ 1984 servicing high-end residential accounts in and

around Lakeland. While lawn maintenance repre-
} sents the lion's share of his business, he's steadily
expanding into both landscape
installation and irrigation. His
firm subcontracts pest control
work.

“We were always recognized
as a lawn maintenance com-
pany, but now we're gaining a
reputation with our designs and
installation work,” he said.

Cleary’s has grown to 13
employees year-round and

expects 1995 sales to reach $600,000. The firm has
experienced consistent growth, increasing by 10
percent in 1993 and 40 percent in 1994,

“I wish it was better, but overall it was a good
year,” Cleary said. “We’re just trying to maintain
our service level and make steady progress and
growth. It seems the larger we get the harder it is
to keep and find good people.”

His firm made 300 residential service calls to
lawn maintenance customers in 1994 with an aver-
age residential square footage of 12,000. Cleary’s
also performed about 50 commercial/industrial
service calls in 1994 averaging 43,560 square feet,

Originally from Albany, N.Y., Cleary and his wife
moved to Florida about 15 years ago. The shop sits
on three acres and is minutes from his home,

MARKET TRENDS

he will handle a variety of
writing and editing duties,

inclucling coverage of in-
dustry trade shows and spe-
cial editorial projects.

Gilbride
isa 1992
graduate
of John
Carroll
Univer-
sity with a
Bachelor
of Sci-

ence ClC—

Kevin Gilbride

gree in business adminis-
tration. He will work
c]nsely with Kendra
Greenwald, account man-
ager, on advertising ac-
counts in the Midwest and
western United States.

(continued on page 10)
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Poa annua
Crabgrass

Goosegrass
and broadleaf weeds

* Convenient, easy
to apply granules

* For use in turf,
ornamentals and

sure-|

™

* High level of turfgrass
tolerance

* Available in 12.5G and 7G formulations

ALWAYS READ AND FOLLOW LABEL DIRECTIONS.

PRE*SAN® is a registered trademark of PBI/Gordon Corporation.
BETASAN® is a registered trademark of Gowan Company.
© PBVGORDON CORPORATION, 1996

groundcovers r‘-* pbi /cordon
|

An Employee-Owned Company

CONTAINS BETASAN®

GRANULAR HERBICIDE

Aluminum Edging
Factory Direct Savings

*Low lifetime cost
*Resists frost heaving
*Same day shipping
*Mill, black or green anodized
We adlso offer a complete line of:
*Steel Edging

* Aluminum Paver Restraints

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

1-800-787-3562

Fax 616-392-6015 A5482 - 144th Avenve Holland, MI 49423

DURD USE READER SERVICE #17
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THE 36-INcH DECK ON
OURNEW GS SERIES MOWERS
IS FABRICATED.

Introducing
a whole new
line of commercial
walk-behinds, with a
whole new look. A whole
new set of performance characteristics.

And a brand-new entry-level price. The GS Serles 36-inch deck

With the new John Deere GS Series, you is made of heavy-duty 11-gauge
can mix and match three different traction welded steel for strength. 1]
u.nits (12.5, 14, ;-md 17 !1|)) and ll—\l't.‘(‘ f::::’:':t:'":'."s:;mm” u
different deck sizes (36, 48 and 54 inches). g whesls won't PUnciis:

That's seven different combinations
you can create to match the mower to the
jobs you do.

One thing you'll notice right off is
that we've narrowed our smallest (36-inch)
deck to an overall, gate-clearing 36.5

A\

L

NEW GS25 with 36-inch deck NEW GS45 with 48-inch deck NEW GS75 with 54-inch deck



OUR NEW S2.815° PRICE TAG ISN'T,

inches with the chute up. We've also built it
of welded 11-gauge steel for added strength.
And equipped it with timed, in-line blades for /
a smoother, cleaner cut.
All traction units are powered by Kawasaki
engines with overhead valves, cast-iron cylinder
liners and pressure lubrication with filter.
The gear-drive transmission has five forward /
speeds, plus reverse. The knee-operated shift
lever is centered beneath the handlebars for
easy, more productive operation. , ‘
If you're looking for a fuller-featured Sy ) T~
machine, our deluxe gear-drive models — s "l : &
14 or 17 hp, 48- or 54-inch cut —
are still available for 1996.
For more information or your
nearest dealer, call 1-800-537-8233.

DELUXE 14-hp with 48-inch deck DELUXE 17-hp with 54-inch deck NOTHING RUNS LIKE A DEERE

USE READER SERVICE #78




(continued from page 13)

v
LESGO PURCHASES
AGWAY TURF UNIT

LESCO Inc., Cleveland,
Q]ﬁu, announced the ac-
quisition of the Pro-Lawn

division of Agway, Syra-

cuse, N.Y., in car]y January.

Pro-Lawn has annual rev-
enues of $30 million sup-
plying a variety of turf care
pmducts to go” courses and
commercial landscape con-
tracting firms.

“We believe this move
strengthens our position in
the stratcgica”y important
northeastern U.S: marL’ct,"
William Foley, LESCO’s
president and CEQO said.

Paul Arling, acting chief

ASSOCIATION NEWS

he Responsible Industry for a
Sound Environment elected new
members and officers to its board at

its annual meeting. New members are: James
Champion, Riverdale Chemical; Janet Giesselman,
Rohm and Haas; and Trevor Thorley, Bayer Corpora-
tion. New officers for 1996 include chairman Richard
Holzschu, DowElanco, vice chairman Tommy Reeves,
Oldham Chemicals and treasurer Trevor Thorley.

The American Association of Nurserymen has signed
up 31 state/regional associations as members of its
AAN Lighthouse Fund. The Fund was established to
advance the interests of industry businesses by

increasing companies’ understanding of pertinent
issues and developing a grassroots legislative network.

A new educational program is available from the
Associated Landscape Contractors of America to
assist firms with media relations presentations. The
ALCA Public Relations Kit features a manual on the
benefits of plants and landscaping, news clips,
presentation tips, a slide show and script and
research facts. For additional information about
purchasing the kit, contact ALCA at 800/395-2522.

The Professional Lawn Care Association of America
announced Massey Services as its 1995 Community
Service Award winner. Massey was honored for
sponsoring Earth Day activities in the Maitland, Fla.,
community last year.

ARGO

Y
/

4
—
B

-
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JUST FLAT

LooK inside our trailer, above. The big asterisk
shows you our 6’9" wide interior floor is Flat!

No wheel boxes inside. Perfect for motorized
Lawn & Garden Equipment, and plenty of
“walk-around” room, too.

Wells Cargo offers you great Options for cus-
tomizing like: FLOW-THRU VENTILATION elimi-
nating fuel fumes, WOLMANIZED 1-1/2" FLOORS
and 3/4"” INTERIOR SIDEWALLS for “guts.”

All backed by a Warranty that really works for you!

cargoWagon®
with 102" Axles

* GREAT!

EWI

Call 1-800-348-7553 for Catalog & Prices
WELLS CARGO, INC. PO BOX 728-1172 Elkhart, IN 46515-0728
Factory Service Points: GA, IN, TX & UT - Nationwide Dealer Network

“With a Wells Cargo Behind...You Never Look Back!”

YOUR BEST INVESTMENT
DOWN THE LINE

THE L-2 UNDERGROUND PIPE LAYER

3oring attachment
= Boring

LINE. £ WARD

CORPORATION
157 SENECA CREEK ROAD
BUFFALO, NY 142
FAX 716 674-5334 «

USE READER SERVICE #18 USE READER SERVICE #19
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financial officer at LESCOQ, said Pro- v Bowl XXX. This marks the 11th
Lawn will continue to operate as it has SUPER]'URF FUR SUPER B[]Wl Super Bowl appearance for the blend.
been in rcgarc]s to all customer sales ';\nybudy who thinks the Super Bowl
and service. For one day at Icast. it was the most is just another football game should

v famous turf in the wnrlcl, and Interna- think a;ain,' said Gcorgc Toma, turf
tional Seeds suppliu(l it. International consultant for the National Football

FAIRV'EW PREHAPTIUN BASE Seeds’ Ph.D®. Perennial Ryegrass League. “Ph.D. Perennial Ryegrass

MUTIUN Is DENIED Blend was used as the seed for Super Blend is selected for several reasons. It

.‘\ court case in K\l'lit‘ C\'lll(l I\d\'L‘ con-

siderable ramifications for lawn care

companies in the state and pussil)l_v
tllrnuélmut lllc country. Barcfnut

Grass Lawn Service was cited last June B R I =i E D
})y Fairview l’arL*, a suburb of Cleve-
notification ordinance. The company's PAVE R R ESTR I NT

motion 'lu have i}u clmrgus dismissed DeSigned fOI‘ Use by Landscape and
was denied and it will now go to trial. Masonry Contractors

Jaretoot claims the city’s charges .
JE BRIC-EDG can be installed under the paver or you
can butt it up on the outside of the paver

land, for failing to cnmp]y with a city

are more strict than Ohio's state Inws,
and this type of preemption is not
allowed in Ohio, nor any other state in
the country.

Barefoot is receiving support in the
| case from the Ohio Professional

/\pplicaturs for Rcsponsil)lc Regula-

' tion and the Ohio

AT o ORIGINAL 7
l\‘“". l].n \!\ L-SHAPED |
Assocration. PAVER
; : | soe
The Barefoot grass ot Bty sxes EDGING A >

cutive director of N £
tase could afect OPARR, said that

Fairview Park has

companies nation-

cited six other easily without any extra cutting g

Vlldﬁ a3 B&wat companies nmlvr or snipping.
. o:a the same ordi-
claims the eity's e hos cibing Safer and easier to work with
. ; Batefoot; all of than steel, aluminium or soft
ordinance is more which OPARR is plastic edgings.

stn'ct man ﬂw state alclaying action on

until after Bare- | Sturdy Black Vinyl
umim mus e- [ A k‘ . W *7'/:ft.or 15 f. pcs. Available ML(;P:!?& 1 800‘
p oo \{ l‘“" "'} m Steel Stakes Included e o
R ! - “What this W Flexible or Rigid Sections  pjease call ' » a1
m e P m No Sharp Edges 1 ; [ ltt aK, 1L601
8 m]"g n’ mmh 8 ]lll_..almn does is @ Non Kinking ge ::J::" / l ~f/ gsﬂOAD'V‘LU\PA 833'0816
. . nnto sthe "+ con e whppes 95 Distributor! 1 CHARL 4-708-
'"B al in eve sma point out to other 124E.S #
g r, : members of the 03.833'3033
OTHER QUALITY EDGINGS AVAILABLE:  1-T

imluslry that we
. ] EDG-KING'™  BLACKEDG-KNIGHT™  BLACK JACK™  EDG-QUEEN'™  SUPER-EDG™ SUIM-EDG™

are going to do

our best to support the industr}' and

work to strike down these local

ordinances that might violate the

preemption statute,” said Betts. A trial

date had was not set at press time.
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creates beautiful, (lcup green

turf and is t«-u.fl) cnnu.:ln to

handle the |mni.-'|mu~nl.-

DOWELANGO, MIGRO
FLOSETTLE LAW SUIT

DowElanco and Micro Flo
settled their dispute over a
1993 lawsuit brought l)y

DowElanco against Micro

Flo n-:nnlin: \'|1lnrp.\-‘ri}.n,~'

inn'\“\'i(lus. l)nwlfl.mcu
claimed Micro Flo violated
the Federal Insecticide

Fungicide and Rodenticide
Act l)y not u»nqwnsalin.:
DowElanco for its product
registration data and also
violated the law by misrep-

resenting its pr«nlm'l> as

TRANSITION

obert Yarborough was appointed northern
division professional products manager for
Terra International, handling the turf and
ornamental business.

Dane Scag has left Snapper as director of
the commercial products division,

Ciba hired Dennis Shepard as a technical
support specialist,

Douglas Counts joined The Davey Tree
Expert Company as national accounts represen-
tative with the commercial services division,

Vigoro named Jay Ferguson chief financial
officer of its consumer and professional
products group, and Ronald Gagne as vice
president and general manager of the group's

professional ) .
products unit. ALY

Sandoz Agro  Dennis Shepard  Terri Lohmann
promoted

Gene Hintze to turf and ornamental business manager
for its specialty business unit, Terri Lohmann was
named marketing services manager,

James Ormond joined Barringer & Barringer as vice
president and now heads the company’s new landscape
management division.

Stihl Southeast appointed Randy Lail vice president of
finance and resources, and Rob Sosnowski district
manager for south Florida.

American Cyanamid named Curtis Clark sales
manager of the turf, ornamental and pest control group.

INTRODUCING THE MOST PRODUCTIVE
HAND-FED CHIPPER ON THE MARKET
...THE NEW BANDIT

MODEL 280XP

CONTACT YOUR LOCAL BANDIT DEALER OR GIVE US A CALL (800) 952-0178
BANDIT INDUSTRIES, INC. FOR MORE INFORMATION OR TO ARRANGE A DEMONSTRATION:

E‘h l! 6750 MILLBROOK ROAD - REMUS, Mi 49340 PHONE: (800) 952-0178 OR (517) 561-2270 - FAX: (517) 561-2273

THE NEW BANDIT

MODEL 280XP,

AN 18" DIAMETER CAPACITY,
HYDRAULIC-FEED,

DISC-STYLE CHIPPER WITH:

* Powerful whole free chipper-style feed system that
is almost impossible fo hang-up

* New longer-lasting knives (3 fo 4 times the knife life)
compared to competitive brush chipper knives

® Enormous chipper opening - 18" x 20-1/2"

* Superior power, efficiency, smooth-feeding action,
quality chips, and chip loading capabilifies.

® Features you expect from a Bandit chipper

e 6", 9" and 12" diameter capacity disc-style
chippers offered as well

18  LAWN & LANDSCAPE * FEBRUARY 1996

USE READER SERVICE #21




* 600 GALLON SEAMLESS FIBERGLASS TANK * BACK PACK/HAND CAN RACK

* DUAL REELS (TURF/TREE SHRUB) « FERT SPREADER MOUNT

» TIP-N-POUR CONTAINMENT » STEPDOWN REAR ENTRY
» TOOL RACKS * DRY PRODUCT STORAGE
* HANDWASH PORT * EXTERNAL TANK FILL PORT

*TANK MIX SYSTEMS WITH AUXILIARY PUMPS & ENGINE ALSO AVAILABLE
Experience Tomorrow TODAY.

(800) 327-9005
(254) 785-6402

USE READER SERVICE #110



Enhance your business opportunities with
RainCAD irrigation and design software.

B Win more bids by presenting a highly
professional plan in no time

B Earn more per job because of the quality
appearance of your design printout

B Finish jobs more quickly with automated
design features for sprinkler layout,
sectioning/zoning, lateral piping, and
pipe sizing

B Make designing easy with free RainCAD
tutorial

Call 1-800-348-3243 Now
Jfor a FREE Information Kit
or to order.

FREE information kit contains a detailed brochure,
sample design printout, and demo disk for your
Windows compatible personal computer.

E‘
RaN I BIRD

PREFERRED BY PROFESSIONALS WORLDWIDE ®

970 West Sierra Madre Avenue » Azusa, CA 91702

20
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MARKET TRENDS I

CORRECTION: The photograph on page 85 of our
November, 1995 issue should be credited to
Anchor Wall Systems,

foomtinsad fmﬂ page 18)

containing DowElanco’s Dursban insec-
ticide. As part of the undisclosed set-
t[ement, Micro Flo agreed not to com-
mit such acts in the future while not
admitting to DowElanco's claims.

Pamln Quality Lawn Care, Eas-
fon, Mass,, was purchased by
Barefoot Grass Lawn Care...
Emerald Green Lawn Care was
purchased Shrub and Turf, Athens,
Ga...Natural Lawns Inc,, Merrifield,
Va,, purchased Willis Lawn Care of
Fredericksburg, Va...The new name
for Lebanon Chemical, Lebanon,
Pa,, is Lebanon Seaboard
Corp...Jacobsen Division of
Textron Inc., Racine, Wis,, has
formed an alliance with Gravely
International, Brillion, Wis., for
product distribution in Europe and
Australia...Becker-Underwood,
Ames, lowa, and Plant Health Care,
Pittshurgh, announced a joint
venture to provide biologically
derived specialty products to the
golf and turf industries. The new
company, Turf Health Care L.C.,
will be headguartered in Ames,
lowa...The Garick Corp., Cleveland,
announced the development of the
Gar-6ro division to supply bulk
products directly to growers...L.R.
Nelson, Peoria, IIl., purchased
Rain-Matic, Omaha, Neb...Softdesk,
Henniker, N.H., will distribute design
software from Integrated Digital
Products, Eden Prairie, Minn,

USE READER SERVICE #116 —>



Riverdale

Satisfying tomorrows needs today.




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

v

ki
—

: L ; -
i
A | w:i
The future of the turfgrass industry depends heavily on ==

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

Riverdale’s formulation and
packaging advances allow
turfgrass managers flexibility
to choose the broadleaf weed
control products that best

fit their needs.

Options include:

® Dry, water soluble
herbicides or liquids.

® 2,4-D based or 2,4-D
free products.

® Esters or Amines.

® The right mix for your
turf situation.

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




N S i R e

Recreational opportunities are greatly enhanced with

Dry, Water Soluble Herbicides

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

2,4-D Based or 2,4-D Free

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

Esters of Amines

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

Various Product Mixes To Choose From

With Riverdale herbicides, you can choose the
product mix you need. Riverdale’s full line of
broadleaf herbicides give you the flexibility to
manage your own program.

weed-free turf. The playabliity of golf course turf would be
severely impacted without effective weed control products.

- e

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

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




Products designed to meet your needs!

Dry, Soluble Herbicides in Water Soluble Bags

DlSSOLVE';(Z,A-D. Mecoprop, Dichlorprop) TRIPLET*W.S. (2,4-D, Mecoprop, Dicamba) TRl'POWER”DRY(MCPA, Mecoprop, Dicamba)

m Dicamba-free = Proven performance- m 2 4-D free

= Totally water soluble improved formulation = Highly soluble acid
amine formulation and packaging formulation

= No measuring, = Totally water soluble = No measuring, mixing,

amine formulation

= No measuring, mixing,
pouring or handling of
concentrates

m No triple rinsing or

pouring or handling of
concentrates

= No triple rinsing or
disposal problems

= Cool and warm

mixing, pouring or
handling of
concentrates

= No triple rinsing or
disposal problems

= Cool and warm disposal problems season turf
season turf = Cool and warm
season turf
Liquid, 2,4-D Based Herbicides
TRI-ESTER"2,4-0, Mecoprop, Dichiorprop) TRIPLET 2.4-0, Mecoprop, Dicamba) TRIAMINE "{2,4-D, Mecoprop, Dichlorprop)
m Ester formulation = Amine formulation = Amine formulation
= |mproved cool = One product for all = Dicamba-free

use sites
= Flexible rate ranges

weather weed control

m |ncreased efficacy on
hard-to-control

m Tank-mix compatible
m Effective, economical

Soachis m Effective, economical broadleaf weed

p broadleaf weed control

= Dicamba-free control = Cool and warm

= Cool and warm = Cool and warm season turf
season turf season turf

TRI-ESTER "Il (mcea, mecoprop, Dichiorprop)  TRI-POWER® (McPa, Mecoprop, Dicamba) TRIAMINE "1 (mcea, Mecoprop, Dichlorprop)
= Ester formulation m24-D free = 2,4-D and
= 2,4-D and = Amine formulation Dicamba-free

Dicamba-free

= Improved cool
weather weed control

= Amine formulation
= Flexible rate ranges
m Effective, economical

= Low use rates and
flexible rate ranges

= Effective, economical

= |ncreased efficacy on broadleaf weed broadleaf weed
hard-to-control control control
SPecies = Cool and warm = Cool and warm
= Cool and warm season turf season turf
season turf

For more Information, Call

Piverdale

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

T . I U
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HE BEST WAY. w/ill inte-

th'tj pest manage-~

ment ever become the
standard l)y which all
lawn and Lmdsc.\pv
contractors service
their customers, or will
it stay a great concept
that never rcn”.\' gets
n” llw grnuml',’

This question has led
Ic:islnlnrs to ask whether it
best to implcmcnl hard and
fast regulations or xlu\'vlup
guidelines that are more
\'ulunlnr_v. ]ncluslry lul)l)_v-

ists have drgm-d that man-

dates are overburdening and
unnecessary, while environ-
mentalists and other groups
believe nothing will get
done without lm\'ing the
enforcable rules in placu.
West Virginia is now
.:rapplin: with the issue of
[PM at schools and (J.l'\'-
care centers, and industry
groups are getting involved
in affecting the outcome.
Last year, the state legis-
lature pas.-‘c(l a law requiring
the Department of Agricul-
ture to (lc\'clnp rules rcgar(l—

ing the use of IPM in schools

and (la,v-mrc centers. ley
cumplic(l, lmmling‘ down
mandatory compliance regu-
lations to an interim lc_.:isla-
tive committee for consid-
eration.

According to Peggy
Powell, cumpliancc assis-
tant specialist with the state
Department of /\gricullurc,
the committee recom-
mended the rules be with-
drawn. Despite lllis, state
Department of :\_.fricuhurc
Chairman Gus Douglass de-
cided the rules should be
prcscntccl as is to the full

Finn introd
Meet th

For over 60 years, Finn has brought
quality, service and innovation to
landscaping professionals.

The T-90 Series II continues

that tradition,

The new

T-90 Series Il
HydroSeeder

uced the HydroSeeder
e ~next generation.

* Increased spray
distance

* Exclusive one
piece clutched
pump assembly

* Full rear platform
with convenient
reel location

If it’s not a Finn, it’s not a
HydroSeeder.”

9287 LeSaint Drive,
Fairfield, Ohio 45014
Toll Free (800) 543-7166
Fax (513) 874-2914

Call 1-800-543-7166 for a
FREE information kit.
HydroSeeder® is'® registered trademark of Finn Corporation

USE READER SERVICE #23
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IVIDOMMENT]
ENVIRONNENT!

Iu.:i:lahu'c, I-ccling that not

doing so would violate the
prc\'inusly [mssml law.

On the other Sill\‘,
Powell said the lcgi.~la{i\'c
committee felt lllc l'lllk'r did
not factor in the additional
financial burden that
would be incurred l))' con-
tractors for iln]»lvlm-nlin.:
[PM, and the state for en-
forcing it. Industry groups
who concur with this opin-
ion are Responsible Indus-
try for a Sound Environ-
ment, the Professional
Lawn Care Association Of
America and the National
Pest Control Association,
according to Allen James,
executive director of RISE.

The legislature recon-
vened on Jan. 11, and it

was \IIIL‘HH\\'H W ]]\'H tlh'

l]Y

rules issue would be consid-
ered. James said that RISE,
in cooperation with
PLCAA and NPCA, will
be \\/nrl\'ing
with the legis-
lature to re-
work the
m.m«lalv,— or
recommend
new wording
to make the
lL'L‘iSl.l“Ull

\'ulun(.n')'.

BREEN STEWARDSHIP. 110w can

you market good environ-
mental practices in your
lawn care business? Thanks
to the U.S. Environmental
Protection ,\:cm'_\‘, PLCAA
may have the answer.

EPA r\-ccnlly awarded a
$25,000 grant to PLCAA

to develop an Environmen-
tal Stc\\'arnlship Program
for the association. Tom

Delaney said companies

West Virginia is now grappling with the issue
of IP at schools and day-care centers, and

industry groups are getting involved in
affecting the outcome.

will be assigned points
based on agronomic and
Sd’l'()’ practices and other
activities that reduce risks
associated with prstici(lcs.
Companies will be rec-
ognized in one of three cat-

egories: apprentice steward,

stc\\'.lrcl and master ,-h-\\-.xr(l.

lmmm. '”u- movement

toward the use of intcgmiml
pest management, as well as
pu[)lic awareness of [PM as
a turl-:r.lss management
hm‘, 18 Increasing si:nil.i—
cantly, predicted David
Shetlar, extension ento-
mologist with The Ohio
State University, at the re-
cent Ohio Turfgrass Foun-
dation's Conference.

Shetlar said IPM is re-
ceiving increased attention
on the East Coast, uspccia]-
l_\' in A\Ln‘y]aml, New York,
l’cnnsylvania and New Jer-
sey, where he attended a
symposium on [PM that
was rcquvalul l)_\' the pul)lic.

Shetlar encouraged con-
tractors in the audience to
understand and incorporate
[PM practices.

need them.

greener
tomorrow,

Pro-lawn is a company
who relies strictly on their
people. People with over
400 years of combined experience.
People who are there when their customers

Pro-lawn also has the products, whatever you
need, whenever you need it. This wide range
of fertilizer, seed and pesticides provides you
with a choice of products all year long.

Pro-lawn is people, product and committment.
We want to be your partners today for a
greener tomorrow!

USE READER SERVICE #24

Northern Sales Office
800-437-9618
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INTRODUCING THE NEW
SCAG TURF RUNNER

l Rubber shock

fm
e for inc:

v ih
SMooy

control

® 9" diameter
heavy-duty caster

t
B 12" diameter blower s capable of
moving higher volume of grass into
bagger for more efficient collection
of grass :or.:i;:'.cns

to changing condit
the st mdard of performe
mmercial mowers in this catex
mmercial tings from the extra-deep deck to the bcxooar for
a manicured cut ry time

vith the flip : See the new Turf Runner at your Scag
1 xaay

deck to install a costly side discharc

Sinlp/_\' The Best
Inc. 1000 Metalcraft Drive, Mayville, W1 5
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&\E\‘("”-LI:\MS.prcsiﬁlcntn[l.awnMaslurlnc.,
has .ll\\'nys known cxaully what he wanted his

company to be. In the third generation of a fourth-

Strong ][amf/y
. . generation L\mily rooted in the Pensacola, Fla.,
t’eS CU’IJ ’nJUStry community, Williams’ priority has been to build his

company to endure the long haul on luyal clients

’nvO/Ue’7le’7t dll(l :r.ulua] .jrn\vll\. His success ]ms not l)ccn mea-
sured by dramatic increases in sales and clients or

Zlave ke/ped the addition of branch n”iccs, but the satisfaction
of customers.

Lawn A/Iaster Using the advice of imlu.-‘h_v prnfcssimml,e in

, state and national organizations, training from re-
é’ n ][. ,_t . gional universities and the support of his extended
ecome a jixture m L\mi]y, his business grew from three umplnyucs
(luin.: chemical lawn care to 15 full time and 21

PQHS(JCO/G’S nzaréet. pcaL‘ season vmpluyccs pcrl‘m'ming lawn care and

lamlscapc maintenance services.

" Ilﬂllﬂ TIIE HIIIEWRK. For 22 years, Williams had a
By PaU/ SC//”'"'HP/ secure job in the quality control department of an

American Cyanamid plant in Milton, Fla. He also,

however, inherited an entrepreneurial desire from
|1i.—' l'nllwr, wlm n\\'ncJ aml npcratc(l a .<uccv.-‘s|'ul
men's clnt]ﬁn; store and a variety of restaurants
l]lr.mglmnl his life.

e So at 43, with the financial bac 2ing and business
Iu-]p of brothers-in-law Ray and Ken \\"cul:lvy, Wil-

liams went about ]carnin: the lawn care imlus(r)’.
a ue “Both of my brothers-in-law have lmclc.:rnuncls in lmsincss'" said
Williams. “Ray is a sod grower in Virginia, and Ken is a senior account
agent with a national insurance company. We took time off from work
and on weekends to travel to state and national trade shows. We talked

0 to many folks in the in(luslry who pru\'itlcal a lot of great advice.”
Cnincidin: with the

l)c:innines of Lawn Mas-

Family
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(Above) Joe
Williams, along
with sons Jeff
(left) and
Scott, has built
a successful
family business
through slow,
measured
growth and
staying focused
on what the
company does
best.

Credit: T.J.
Clayton,
Pensacola, Fla.




L

ter was the founding of the Professional

Lawn Care Association of America,
which Williams said was an invaluable
resource for planning many initial busi-
ness details. He ininml in 1980 and
attended the first national conference.

Williams also took mlvanlaec of re-
:imml education opportunities, joining
the Florida Turfgrass Association and
lnL‘ing a turl.gmss short course at Mis-
sissippi State University. Armed with
knowledge and resources, Williams
opened up slmp in 1981.

The initial nwncrsl'lip of the com-
pany was a 60-20-20 split, with the
brothers-in-law l)ccnming silent part-

ners. They continued to provide advice

and direction while Williams went about

running the company.

FOCUSING IN. With three cmpluycvs, in-

cluding hiswife, Elaine, Williams started
stomping for business. He took out an
advertisement in the telephone direc-
tory, mailed out brochures and relied
heavily on positive referrals.

The most important lI\ing Williams
was able to do was to maintain his focus
on the gnal — to be a prufcssional,
lligll-quality lawn care company that
pruviclcs top service to customers.

Simplvt]ling‘s. suchas cleaning trucks
every c]a_v and insisting on clean uni-

feontinued on poage 32)

Lawn Master Inc.

HEADQUARTERS: Pensacola, Fla. A
FOUNDED: 1981 :

OWNER: Joe Williams

PRIMARY SERVIGES: The company is divided into
lawn care and landscape maintenance divisions. ~
About 85 percent of the lawn care business is
chemical, while 15 percent is mowing, The lawn _
care clients are 75 percent residential and 25
percent commercial. The maintenance

customer breakdown is 80 percent commercial
and 20 residential.

EMPLOYEES: 15 year round, 21 peak season

1995 SALES: $1.3 million »
1996 PROJECTION: 5 to 7 percent increase v

Executive Summary

THE CONGEPT: Provide sound and superior
quality lawn and landscape services ensuring
customer satisfaction along the Gulf Coast.

FUTURE CHALLENGES: Continue steady growth

while maintaining a consistent level of

customer quality. v

The President

JOE WILLIAMS A
ABE: 57 ‘
BACKBROUND: Worked in quality control and
research and development for American
Cyanamid for 22 years before starting business.
Served on the board of directors of the
Professional Lawn Care Association of America
from 1991-95, as the PLCAA Education
Committee chairman 1993-95 and as the PLCAA
representative to the Green Industry Expo
1993-95. Served as president of the Alabama
Turfgrass Association 1986-87, and as a Florida
Turfgrass Association member since 1980. .
EQUITY: Joe Williams owns 80 percent; the
remaining 20 percent is split between Jeff

» and Scott Williams, two of his five children,
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(continued from page 20)
formsmadea l)ig difference in an indus-

try still cleveloping professionalism.

GOMPANY AMBASSADORS. Another essential

element to professionalism is a quality
base of employees. Williams has ]ong rec-
ognized that employees l)ui]climage, en-
gage in communication and, when prop-
erly trainecl, can be the primary reason
w}ly a customer is onal to Lawn Master.

It's no accident that more than half
of the employees of Lawn Master have
been there at least 10 years.

“One of the biggest challenges is keep-
ing quality people, but we do provide in-
centives, such asvacation and sick ]eave,
seven paid holidays, medical and dental
insurance and profit sharing. It's hard to
puta dollar value on these things, but I
think it's important and it is one of the
reasons we have held onto employees.”

Williams also creates incentive pro-
grams that focus on the company pl]i—
losophy of service and quality. Most of
the employees are paid on an hourly
basis, and are also compensated based
on incentive promotions that change
from time to time.

Employees receive an incentive for
meeting a base amount of square foot-
age or number of lawns per day in pro-
duction, and the company holds both
sales and cance“ation contests, as we“
as contests based on customer satisfac-
tion. Technicians also receive commis-
sions for sales they make.

Another important
factor is empowerment.
Through communica-
tion with managers and
training at regional uni-
versity short courses, em-
ployees understand both
the technical and inter-

Along with an hourly wage,
employees are paid
incentives based on the
company philosophy of
service and quality, such as
total daily production and
fewest cancellations.
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‘We took time off from work and on weekends to
travel to state and national trade shows. We talked
to many folks in the industry who provided a ot of

great advice.

personal aspects of the l)usiness, and are
able to handle problems in the field

without constant supervision.

“Our employees are our ambassa-
dors, and we let them know that tl'ley are
responsible for keeping the customer
and for meeting their expectations for a
beautiful lawn,” he explainecl.

“We have regular wee]e]y meetings to
]:zeep informed of feedback from cus-
tomers. We update them on prob]ems
tl'\ey may encounter, such as diseases
and pests, so they can communicate this
to the customer — we constantly give
and get feedback so we can respond to
problems quickly.

“It takes about three years for us to
really feel comfortable when employees
go out on their own,” Williams said.

A new employee at Lawn Master will
ride with a crew for several months be-
fore tlley get the opportunity to go out
alone. “For the first couple of weeks, a
new employee will go out with an expe-
rienced person and just observe —
maybe pull a hose or push a spreader,”
said Williams. “Then, they move into
shrub care, applying fertilizer and in-

sect control on shrubs. We train them

in-house on identification of
shrubs and prol)lems that occur
at different times of the year.”

Along with in-house train-
ing, Williams sends all the ap-
plicators to the same short course
that he attended at Mississippi
State University.

EXPANSION AND CHANBE. Over the years,
Lawn Master has been able to add about
one full-time employee each year. But it
became apparent thatamore signi{icant
expansion was in order in 1987.

The move toward “one-stop shop—
ping” tl'lrougl') one contractor for com-
mercial clients was growing, and Will-
iams was faced with adding a landscape
maintenance division or losing business.

Again, Williams turned to PLCAA
for advice on expanding the business.
“It was much more difficult to expand in
maintenance than in lawn care, and at
times we questioned the decision, but by
the fifth year we turned a profit,” he said.

In 1993, with the business stabi-
]ized, Williams' brothers-in-law sold
their stake in the company back to Wil-
liams. He, in turn, gave his two sons in
the l:)usiness, Scott and Je{{, 10 percent
each. Scott is serving as the office man-
ager for Lawn Master, and Jeff as the

production manager.

ERIN AND OPAL. The 1995 hurricane sea-

son was one to remember in the Florida
panhandle, where two major hurricanes
tore up homes, buildings and the land-
scape. There was alot of opportunity for
increased business through cleanup in
the aftermath of the storm, but Will-
iams kept the crews focused on taking
care of customers and not puslling them

to do more than they could handle.
Hurricane Erin caused massive dam-
age to trees throughout Lawn Master’s
service area, creating stress for both turf
and ornamentals. “It's been a challeng-
ing year — the stress on the lan(lscape
has been tremendous,” he said. “Shade
turf that was under trees is now in sun,
and the trees that were clamagecl lleavily
(continued on page 34)




The Ultimate in What a
Mower Can Do.

’ QQS al The New Combo Mulching™ Deck*
3! gl““” M lets you achieve superior results
s in varying conditions using
' the same deck.

The “outfront”
leader in zero-
radius mowers
for more than
a quarter of
a century.

Available in 44", 48",
« 10 Side Dischorge 52", 61" and 72" decks.

GRASSHOPPERABILITY

the ability to make all the right
moves for mowing quality and
timesaving productivity.

* EASY CONTROL to make all the moves you want to mow * NO TOOLS NEEDED to remove decks and add year-round

with soft-touch dual levers. You get the “feel” in no time at attachments in minutes thanks to the new, exclusive
all because the hands-on control is so natural, Quik-D-Tatch® mounting system®,

* ELIMINATE MOST SECONDARY TRIMMING using hydro- ¢ CHOOSE YOUR POWER from nine engine models, 14 to
static direct drive and zero-radius maneuverability with 28 hp, gas or diesel, air-cooled or liquid-cooled — the
outfront deck reachability. broadest line of outfront riders in the industry.

New Model 928D, 28 hp diesel, Snowthrower

with Quik-D-Tatch Vac® System

and Trail Hopper™ collector.

Other Attachments Call today for a demonstration to see what a Grasshopper can do for you!
* Dethatcher

* Bed Shaper First to Finish ... Built to Last

« AERA-vator™ B A \ :
P&z GRASSHOPPER

* Cab Enclosure
o Sunshade YOUR NEXT MOWER

e By The Grasshopper Company * One Grasshopper Trail » P.0. Box 637 * Moundridge, KS 67107 U.S.A. « Phone: (316) 345-8621 « FAX: (316) 345-2301
USE READER mVlﬂ ". *patent pending



(continued from page 32)
w1”prol)al)lyd|cvery gradua“y.\\(/cwon’t
see the full effect of t}wse storms for

"
maybe two or three years.

LOTS OF BELP. As an active member of
state and national organizations, in-
Llll(llll the Florida and Alabama Turf-
"AA, Joe

\V ”Ialll\ :ald l']L owes lnllLll (){ l]l> suc-

grass r\»nuatmn- aml PLC

cess in business to the agronomic and
business training and nctworlzing op-
portunities these organizations proviclc.
He discussed this in a recent interview:
Q- How have you used the state asso-
ciations?

A. Initially for everything — the state
associations used to be sma“er, but tl)ey
have grown a lot and t}wy offer many
programs. Most o!: them are agronomic.
le states clo tlwir own rcscarcll, solam

able to L’ecp up with the latest pml)lcms

‘Our smployees are our ambassadors, and we

let them know that they are responsible for
keeping the customer and for meeting their
expectations for a beautiful lawn:

in the lawn and Iandscapc In our area.
Q. How has PLCAA helped?

A. From the business standpoint of the
lawn and ]andscape in(,lustry, you can't
geta better organization than PLCAA.
It leecps you on top of ]cgis]ation, llclps
you with education and addresses busi-
ness issues that the state associations do
not get involved with. PLCAA has sev-
eral worL’shops tlwy have been putting
on the last cuuplc of years thatare reach-
ing out to pcop]e that need to improve
their skills as a lawn care operator.
Q. How does nctwnrlcin; lep?

A. Pcrsona“y, meeting pcnplc in these

organizations motivates me. |
think that peop'e who want to
get anytl'ling out of the lawn care
and landscape industry need to
be involved in these national or-
ganizations.

Q. As chairman of PLCAA’s
education committee, whataccomplish-
ments are you most proud of?

A. Ve were able to start regional work-
shops two years ago, and they have been
a big success. We also were able to bring
a full-time technical resource specia]ist

on board. PLCAA today is able to offer

members quality educational programs.

Lawn Master Inc. is located at 3200 E.
/olmson Avenue, Pensacola, Fla., 32514.
Phone is Q04/4706-1601.

The author is Managing Editor of Lawn &

Lan(lscape magazine.

Fax Number
305 255 2364

SPRAYER PARTS DEPOT

"The Best For Less "

TModel 475 or 425 Spraye
$79.95 Each

Pressure Gauges
* $14.50

HANNAY HOSE REELS
1/2" Swivels From * $22.50

Replacement 12Volt Hose
Reel Motors * $135.00 {3

Reel Switches * $5.50

JD9-CT Spray Gun * $96.50

0 ]
xé

\\ S

SSC Plastic Lawn Gun

Discounts on all Hypro
‘ Pumps and Replacement y
9. Parts o

* $49.95 (Less Tip )

"SALES - PART

ACCESSORIES -
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25> FMC (John Bean)
%9:,9 Parts Kits and Pumps
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FOR YOUR SPRAYING EQUIPMENT




DON'T JUST DO SOMETHING. ..

SIT THERE.

Sit there...and let CONFIDENCE® take the work out of turf-
grass selection.

CONFIDENCE is a program of turfgrass blends and mixtures
formulated for performance under the broadest range of
conditions. It's comprised of premium varieties—Saturn,
Jaguar I1I, Prizm and others proven superior at independent
trials. And each formulation is automatically upgraded
whenever a newer, more advanced variety is identified.

a\

Use CONFIDENCE anywhere. There’s a blend or mixture
specific for any area, including the environmentally sensi-
tive. Use them for high- or low-maintenance programs and
from golf courses to commercial hydroseeding.

CONFIDENCE is available from local distributors selected for
their knowledge and commitment to service. Ask them
about time-saving, effort-saving CONFIDENCE.

Then sit back...relax...and watch some great grasses grow.

CONFIDENCE

The Turfgrass Program for Professional Turf Managers

USE READER SERVICE §75

L 4| ZAJAC 33 Sicomac Road
o PERFORMANCE North Haledon, NJ 07508
! 1] SEEDS. INC. 201- 423-1660 = Fax: 201-423-6018
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[URFGRAY

ECOLOGY &
MANAGEMENT

T, KARL DANEBERGER, Ph.D
FINALLY, AN ADVANCED TURFGRASS MANAGEMENT BOOK

for the turfgrass professional which goes beyond the introductory level.

TURFGRASS ECOLOGY & MANAGEMENTH the first professional turf

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

O R DER YOUR CO PY TODAY. Hardbound, single copies only $28 plus $2.50 shipping/

handling per copy. Special Price. Limited time only.

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

- Payment Enclosed
Charge my Ovisa  [MasterCard
Card #

Expiraton Dt ECOLOGY &
Signature MANAGEMENT

Name: AT, KARL DANEBERGER, Ph.D
Tile
Company Name:
Address: © Turigrass adaptation and survival
© The effects of cultural practices on turf.
City: State: Zip'Codé: — © Post resistance.

® Weed and lurf interactions.
Published by: law“w“dscane

4012 Bridge Ave.

Cleveland, OH 44113

Call 800/456-0707 for information on
volume, discount prices.




ANNOUNCING...

THE COMPLETE
IRRIGATION WORKBOOK:
DESIGN, INSTALLATION,
MAINTENANCE AND
WATER MANAGEMENT.

BY LARRY KEESEN ' lRﬁié‘rmN

WORKBOOK
By Larry Reeoc

DESIGN, IN:
STALLATION,
MAINTENANCE
—
AND WATER MANAGEMENT

ORDER TODAY!

o YES, I'm interested in purchasing copy(s) of The Complete Irrigation
Workbook for only $27.00 per copy plus $4 shipping/handling per copy. I understand
my purchase will be shipped upon payment. I also understand that I can return by A PEEK INSIDE

book(s) within 15 days for 100 percent refund if I am not totally satisfied. THE IRRIGATION
Return full payment to Lawn & Landscape Maintenance
Please charge to my: D VISA [:] Mastercard Books Department, 4012 Bridge Avenue, Cleveland, OH WORKBOOK
Card # 44113. If using your VISA or MASTERCARD, you may wu
iia fax your order to 216/961-0364. Ohio residents only add 7 Profitable Bidding
Expiration Date m‘:"; 5‘:‘? E’(‘b“}gﬂ sji:“r’;’h'ow’"“. andrhandhngl e Sensible Sensors
0707. Published by Lawn & Landscape Maintenance — —
magazine. Appraising Irrigation
Name Systems

Irrigation Designs

Understanding Pressure
ComPany Name Head Selection &
Placement
Address Zoning and Routing
. . System Hydraulics
City State Zip i

[rrigation Installation

Phone

e o T e S T e o . D]

|
l
|
|
|
|
|
|
l
: Signature available. To order, call Fran Franzak at 800/456- Diagnosing System [lls
|
|
|
|
|
|
|
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golf courses

Making Enough Green i

Golf Course Maint

L L B B B B B B B N B N B N N N N R N N E N N N NN NN ENENE N

IGH-POWERED executives aren’t the

()JIL{ /701”’5, nnl_\' ones making |)ig-mnnvy deals on the

El'” COuUrse. ']-ll\'l‘\' can ])l' ri\']n'~ I'Ur |.1\\'n .ll\tl

Sl?onlc”ct/ seasons l.\mlsc.\pc contractors out on the back nine

but un]y if llu'_\' understand the differences

ana’ C(?L]/U’L’UC’\J/ between those 18-hole expanses of green and
) = their other commercial customers.

Supen.”tCNL]L’”fS )naL’e Golf course work is more t.lcnmmlinc, the

customers more critical and if the contractor

90// course (JL’COH”fS doesn't make the right moves, he could create

/ // ~ an enemy in the golf course .-‘llpcrinlwn(lcnl.
cnalrengmag. But those contractors who do the work seem
to like it, although llh-_v say it usnally isn't any

more prn[il.\l)lv llmn nllu-r man‘cl.-‘.

By Kevin Tanzillo REBUILDING WORK. At Factern Land Manage-

ment Inc. in Sl.unh\nl, Conn., gn“ course

work accounts for some 40 percent of rev-
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S0 OB OB ORI ETSPPEDS

enue for the $2 million a year commercial
maintenance company, said Bruce Moore,
prcsi(lcnl and CEQ.

The company, which has worked with golf
courses for about 10 years, does mnsl]y con-
struction and renovation and is exploring
solf course maintenance work. Jobs are usu-
.1”)’ slmrl ones, I)ul llu-ru are .\lsu lnn.f—h-rm
contracts, such as a sand bunker renovation
iny n]\'in: revamping 18 holes n\'crllln-cycnrs.

“Golf course work, more than any other
Imulscapc work, is tedious and detail-orient-
cll," Moore said. “That attention to detail is
what the .~'upcrinlvmlcnts require.”

One difference Moore cites in golf course
work is the knowledgeable customer.

“You are dealing with a :upcrinlcmlcnl
who is educated in turfgrass, as uppn:u(l to a
commercial situation, where vou
may deal with a facilities man-
ager who prulmly'y knows what
he wants, but not in detail.”

The time factor is also criti-
\'.I], he pninh-d out. In Connecti-
cut, the golf season runs from
.f\pril to the end of October, and
unless the work involved is a

{contmued on page 40)

Golf course maintenance work tends
to be more demanding, and the
customers more critical than other
types of landscape contracting.




At least he only has to wrestle
writh it for a few seconds.

The Patented Toro T-Bar
Steering System

USE READER SERVICE #83




jolf courses

(akitisal famv s 88)
major project, clubs don’t want
play disrupted.

“Our window of opportunity
is in October and Novem})er,"
he explained. “That gives the
area a chance to recover, and
then there is a month or so in
the spring where the seed can
germinate and the sod can root,
and specific holes will be open
on time,” he explained

Moore’s advice is to remem-
ber that "golf course work is very
demanding. The expectations
are high and when you are fin-
ished with the worlz, it has to

look like nothing was ever dis-

turbed.”
FROM A TO L At 1SS Landscape

Management Services Inc. in
Orlando, Fla., golf courses rep-
resent about 20 percent of the
business. Ron Schmoyer, presi-
dent, said the company hasbeen
doing the work — “anything
from A to Z” — for about nine
years.

Sc]ﬂmoyerexp]ained this type
of outsourcing is the wave of the
{uture, because of the expertise
an outside company can offer.

“I was in golf course mainte-
nance early in my career,” he
noted. “The focus of a superin-
tendentisturf. But there is more
toa go]l: course. You have orna-
mentals, trees and shrubs and
lanclscaping, especia”y in areas around
the clubhouse.

“An organization like ours has a lot
of specialists and we can use them to
solve problems, unlike an in-house op-
eration where a club manager has to
wear many hats.”

Schmoyer said gol{: course mainte-
nance is on a par with other commercial
work. It is usually a seven-day-a-week
job , but so are some commercial prop-
erties. Most fine turf mowing is done in
the morning, with mowing of the fair-
ways and roughs done during play.
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Superintenc].ents:

OME contractors who service golf courses say the course superintendent can be a friend or an

enemy, depending in part how the contractor handles the relationship. Ron Schmoyer of 1SS

Landscape Management Services said there is resistance on the part of superintendents and club

managers, but “the wall is weakening. Five or six years ago, | would have said that in my lifetime |
would never see country clubs look at outsourcing. Now a lot of them are looking at it.”

Superintendents need to fear outsourcing “only if they aren’t doing what they are supposed to be doing, if
they are not responding to the membership’s needs and desires,” Schmoyer said.

However, Bruce Moore of Eastern Land Management reported no resistance from superintendents,
“Sometimes we are even met with open arms,” Moore recalled. “The superintendents may have had to fight
with the members to let a contractor come in because they didn’t want to do the work themselves.

“Others are concerned, if they haven't worked with a contractor before, about what they are going to get.
Their jobs are on the line every day; it is a very difficult position. But they are coming to realize that we can
often get in and get a job done more quickly and maybe better than they can with their own people. Then
they can concentrate their crews on maintaining the course.”

SUPERINTENDENTS SPEAK UP. Bob Farren, assistant director of golf course and grounds maintenance at
Pinehurst Resort in Pinehurst, N.C., which boasts eight courses, said he didn't see any reason for conflict
between contractors and superintendents. “Maybe | am naive in thinking we all get along well,” he said, but
“the experiences | have had have been good, working with various landscape contractors.

“The biggest issue is communication between the two parties. The superintendent always has his interests
at heart with what is going on within the property boundaries. He may be a little defensive until the
communications are in place.”

A contractor and a superintendent can even be allies, Farren said, and part of that depends on how the
relationship begins. “If the contractor approaches the superintendent it's one thing, but if he approaches the
club president or owner with a proposal for maintaining and mowing, something that is within the
superintendent’s domain, that is setting things up for a conflict.”

The superintendent, Farren added, needs to be in on the ground floor of all new project installation
decisions as well, “If he has been left out of the loop he might feel a little put out, especially if the
contractor will design a landscape that is up to the superintendent to maintain once it is finished.”

Golf course work is at least equal to
the pmfital)ility of other commercial
work at ISS, Schmoyer said, and the
company plans to pursue more of it.

“We have added a salesperson spe-
cifically for golf, and we do plan to move
outside Florida during 1996. It will be
a vital part of our growth moving for-

ward,” he predicted.

ﬂmlﬂ SEHIEI]'. C. Caramanico & Sons

Inc., in Springfield, Pa., has been in
business 50 years and has done go]’f
course work for the past five years. [t has

grown to a 15 percent share of the
company’s business. So far, the com-
pany does construction work — build-
ing tees, greens and bunkers — at courses
within 100 miles.

Mike Caramanico, company presi-
clent, said he likes golf course work be-
cause “this may be one of the few aspects
of commercial landscaping where you
might be able to sell some artistic ability
as opposecl to just being the low bid.

“Inalot of cases you do have to be the
low l)id, but your track record and capa-

(continued on page 42)



PREVENT CRABGRASS WIiITH TEAM
AND EVEN YOUR HARDEST CUSTOMER
WILL CRACK A SMILE.

‘])ependabilit.y is what lawn care and landscape
professionals look for in a preemergence herbicide. And
dependability is what you get with the time proven Team*
herbicide. Since 1985, Team has proven itself effective
at stopping a broad spectrum of troublesome grassy
weeds, especially crabgrass.

With the rock solid performance of Team, you can
expect consistent, season long control.

(//ﬂ DowElanco

*Trademark of DowElanco

. "."; * ,

Because nothing, pound for pound, prevents
crabgrass better than Team, you know you've got a
preemergent you can depend on to bring a smile to the
face of any customen.

For further information on Team, or any other
product in the extensive line of DowElanco products, give

us a call at 1-B00-352-6776. Always read
/
I 4

and follow label directions.




jolf courses

bilities can lh'lp. [ still have some of the

same ~'npvrinh~mlunt,~ | \\an'u! l.nr hive

years ago \.IH me to ~llnl[‘\‘ ‘Yl-'llll(l~ I‘(‘I'

f]wm," Il(‘ .](ltll'\l.

\\]n[‘ courses may lw :mul |.\\r (Ilv

creative side, lln-'\' can be tough on the

business side, Caramanico said.
»uHing ;:u” course work can be pre-

carious. Sometimes there is a difference

lu-l\\'ccn W }ml t]u- course needs and what

itcan .lﬂ.x'n[. [herein lies t]n- stress. .I.Ilu

~npvr1n|clulrnl will tell you what he

m-mL, but then he tells you he \l\‘\'r”’t
want the hole out of |v|\1)' that |un::."

The solution, he l'\l‘ldl”(’(l, is to add
plcni_\ of options in the bid. “You want
them to look at you as the most versatile
contractor.”

The different grasses, pl.\nl materi-
als and l‘\ll([ﬂ‘ll‘\' style on a golf course

shouldn't glm”rngv a contractor,

ERATE MORE GROUND.

Caraminco said, in part because the su-
|n-rinh-mlvnt u.~u.1”) spm'll.iu: that.
“At least half the time the superin-
tendent is .1~l<ing you to bid on a solu-
tion he has Jln-.ul_\' come up with. He
knows the drainage and the [\1\1\' and he
knows where he is getting his pain and
n~n.|”_\- he knows how to solve it.”
Professional GroundsInc.in Lorton,
Va., does some golf course turf applica-
tions and fertilizing, and the work

—'th“ segment \‘l. ”h' C HIHILIH.\“S t'\'\‘l'dll

With installation work,
superintendents usually
specify the grasses,
plant material and
landscape style,

commercial and resi-

dential focus.
Bill Trimmer,
owner and p lent,
said his company doesn't actively solicit

gn” course \\'an‘.

“They call us,” Trimmer cxp]dinctl.
“I _-11.\”)' it 1s a resource prul)lvm with
them, nmyln- a L'c.\' person has left or
ll)c}' don't have a certified .1pp|iy.\lur on
staff. We come in on a temporary basis.
They are .xl\\.\)r looking for someone
who has certified people on staff. We have
an agronomist and a horticulturist and

that's important to them.”

ULTIVATE MORE BUSINESS.

: ; ni
i oy

A -~

WAV PRO AIRE 27 o4 .

The perfect tool for today’s commercial landscaper, the Pro Aire 27 covers more ground with less sweat. With the best pro-
duction rate in the business, the Pro Aire 27 utilizes hydraulic lift to put more green in your lawns as well as your pockets.
See your nearest Gravely dealer today or write or call

aly Intemnational, 150 South Stratford Rd., Suite 530, Winston-Salem, NC 27104
777-1122 » Telefax: 910-777-1594 © Gravely Inll., 1995

Success Rides on a Gravely.” %
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Ir YOU WANT To KNOw How LONG
GALLERY WORKS TO PREVENT BROADLEAF WEEDS,
ASK SOMEONE WiTH TiME ON THEIR HANDS.

After applying Gallery* preemergence herbicide, you've
got about 6 to B months of good solid waiting before
you'll spot the emergence of any of over 95 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 turfgrasses,

% DowElanco

*Trademark of DowElanco

and over 400 different species of ornamentals.

So now that you have a little extra time on your
hands, maybe you can get around to digging up even
more business.

For further information on Gallery, 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. Gﬂ




(continued from page 42)

When to do the work is a challenge,
Trimmer added, but he said the odd
hours don’t cause personnel problems.
“We do other tasks in our maintenance
division that mean we have to be out at
unusual hours, so that is not a problem.
Qur applicators get out much earlier
than our maintenance and mowing
crews. There is a]ways the environmen-
tal issue too; the fewer people that see us
apply cl'lemica]s, the better off we are.”

Trimmer's advice: “You had better
have the credentials to do the job. If you
make a mistake on a golf course it is very
visible and you will hear about it.”

Ruppert Landscape Co., based in Ash-
ton, Md., has a dozen branches from
Atlanta to New Jersey and is actively
seel:zing more gol{t course customers.

Don Jarratt, vice president and di-
rector of lanclscape management for the

An organization like ours has a lot of specialists
and we can use them to solve problems, unlike an

in-house operation where a club manager has to
wear many hats.

company, said the firm does it all —
chemical application, mowing, irriga-
tion management, landscape worlz, reno-
vation of greens — “everything horti-
cu]tura“y that has to be done.”

The biggest challenge golf courses
present, Jarratt said, “is that you are deal-
ing with a landscape exclusively used
for its Iandscape amenities. When you
come from office parks you aren’t used
to the landscape being the attraction.

“The obstacles are maintaininga }ugl'l
qua]ity Iandscape without infringing on
pedestrian traffic. You need a different

approac}l to putting down chemi-
cals and a mowing cycle that
doesn't infringe on p]ay," Jarratt
explained.

“You try to mow as much as
possible in the least played times.
If a group tees up, the mowers
pu“ over and let them play
through. Your productivity ratings aren’t
as l‘ligl'l. [t's unavoidable.”

Jarratt said golf courses are about as
profitable as other commercial work. But
more than other commercial customers,
he noted, a golf course maintenance
contract means landscape upgrades
aren'’t li]ee]y to be bid competitively.

“The upgrades and enhancements
tend not to be as price driven,” Jarratt
stated. “The courses have a $600,000
to $1 million contract and you have 15

(continued on page 100)

Franchise Opportunities

=
YOUR NAME

/4

il

e Get And Keep More Customers
¢ Exclusive Licensing Agreement
e Become A Strategic Franchise Partner

For Free Details Phone

1-800-783-0981

GREEN @
[tawn care ] prodhxts

USE READER SERVICE #27
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Adds mobility
...J0es on easy
...comes off easy

Fits full/midsize pick up trucks.
Can be installed by one person.

CALL OR FAX METKO INC.

414-898-4221
FAX: 414-898-5293

USE READER SERVICE #28
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One Mean Cat. One Mean Warranty.

e Cutter Deck and Spindle Warranty Protects You Against Costly Repairs

The new extended warranty on Bob-Cat® Gear Drive, Variable Speed and

Hydrostatic mowers is nothing short of ferocious. It’s bold. It’s aggressive.

It’s destined to raise industry standards. Take a look.

B 3-year no-crack warranty—If a crack develops in the cutter deck
within 3 years of the original purchase, we will replace or repair it.

B 2-year no-fail cutter spindle warranty—If a spindle or a compo-

nent fails within 2 years of the original purchase, we will replace *;i

Or repatr it.

There are lots of rotary mowers out there with take-it-or-leave-it warranties. There is,
however, one turf-hungry midsize with a warranty that roars:

Ransomes® Bob-Cat. Demo one today. Call 1-800-228-4444 for the

name of the distributor nearest you.

Some restrictions apply to the no-crack deck, no-fail spindle wamanty

See your Ransomes distributor for the details -

RANSOMES
6360Ransomes America ( orporation, 900 North 21st Street, PO. Box 82409, Lincoln, NE 68501-2400 BOB- CAT

O Ransomes America Corporation 1996. All rights reserved USE READER SERVICE #1112 For The Best Results.
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Chents’ requests /or
low maintenance
landscapes are
c/m//enging
contractors to /im{
new ways to build

value into designs.

By Bob Wst

WANT this beautiful, tancy l.\mlsmpc, but 1
O'e Ien don’t want to have to ,-pwul a lot of time or money

maintaining it.

”n» 18 ~um\-llling every l.nulsc.\pu contractor

has heard numerous times. Whether the project is
commercial or residential, a new installation or a
renovation, clients want it to be low maintenance,
but don't want to sacrifice .Inytllin: in appearance.

So what exactly is low maintenance design, and
lnv\\' xluu- a contractor ]mm“v l[u- c]icnl \\'Im essen-

li.\”y wants no maintenance design?

WHAT Is m“\‘rt‘ ﬂh\‘ll l]t‘dl‘ CIi('HtS \\']ln Ihl\'L‘ a Lll’k‘(‘llll

of how llwy want their Inmisc.l]w. but llu-y a]ways

want low maintenance. So one thing I tell them is
that theve's rll\ll a illin.: as low maintenance, but
there’s no such thing as no maintenance,” said Peter
Wilkerson, a landscape architect with Li{cscapvs,
Canton, Ga.
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Every contractor and ar-
chitect we spnkc with agrccd

on the importance of em-
phasizing this point to
clients early in the design
process. ‘I've never been able
to design a no maintenance
design,' said Drew St. John
II, owner of St. lolm & As-
sociates, ['latlicsburg, Miss.

“T'ome, lowmaintenance
is a property that doesn’t
make unreasonable trade-
offs for the aesthetics of the
property,” said Eric Keesen,
executive vice president of
Allen Keesen Landscape,
Denver, Cnlo., wlm pninth
out that the value of low
maintenance dcsign is often
realized more in time and
energy saved than actual
money saved. “Cost isn't al-
ways relevant. Sometimes
those cl'nangcs that make it

much easier to maintain re-

a”_v don't gainyou thatmuch

I)ACL‘ unlcss ll\t‘y’l‘t‘ on a Il‘h"li(‘l' SCGIL'."

Eﬂmm THECLIENT. Problems with clients can occur

because t]wy know what the term low maintenance
means so tl\cy assume t})cy know what low mainte-
nance dcsign means for Iandscaping. “Customers
don’t understand low maintenance dcsign because
nobody’s ever taught it to them,” said John Ross,
presidcnt and owner of Jnlm R. Ross & Co., Dallas,
Texas, who estimated the annual cost of the average
maintenance project to be 20 percent to 25 percent
of the installation cost.

Contractors rcpcated]y talked about the need to
first educate clients about what low maintenance-
design rca“_v means for their properties. ‘Custom-
ers don't understand that savings come from low
maintenance design over the longterm,” said Keesen.

'Pcan‘ look in t]wse gardcn books and get ex-
cited about the lmgc beds of flowers t}wy seeand say,

‘I want that, but I don’t want to
have to work on it a lot,” said
]ll(lsun Gri:ﬂs, senior landscapc
architect at Lied's Landscapc
Design & Development, Sussex,
Wis. “But the two just don't go
hand-in-hand. You have to edu-
cate them on what tlwy can do,
and it comes down to some real
:ivc-an(l-talcc.'

Wilkerson echoed Griggs'
sentiments. “It's really an educational process to get
them to l)uy into what we're trying to create,” he said.
“We will work to achieve their drcam, but let's make
that as low maintenance as pnssil)lc with the ele-
ments available.”

He said hisarchitects spend a significant amount
of their time lcaclling clients about how an attrac-
tive landscape can be achieved ilnnuglm a strategic
combination of p]ants and gruuml materials in
order to avoid using glamnrmls p]ant:‘ that will

rcquirc rcgular pruning and extra care.

LOW MAINTENANCE KEYS. Companies in different re-

gions of the country favor different specific tech-
niques to control the amount of maintenance re-
quired for a project, depending on the natural land-
scape alrcacly established and the plantings which
do well in the area. But the gcncml strategies used
by these companies are nearly identical, whether
tlmy'rc in Wisconsin or Texas.

“The key to low maintenance design is the plant
selection,” according to Ross. His firm specializes
in renovation work and, he said, many of the projects
he encounters have rcquircd a lot of maintenance
because of the plants installed l)y the nri;inal de-
sign/build companies.

“They used a lot of cheap, fast growing shrubs,
like lmncysuc“c, because tlu-y grow quiclc from the
nursery,  Ross said. “But these are the most expen-
sive and least efficient to maintain and now the
whole South is covered with them.”

“What we're trying to do is put plants on proper
spacing so that as tllcy grow and reach their proper
clinu-nsiuns, maintenance goes way ann,' sai
Wilkerson. “Then Mother Nature does all the water-

(Left) Understand-
ing the needs of
different plant
materials is crucial
to creating low
maintenance
landscapes. Here,
plants with very
different water
requirements are
planted together.
(Above) Elements
of a well planned
landscape include
plenty of room for
plants, the use of
mulch and turf
areas that
accommodate a
mower in an even
number of passes.
Credit: David
Hensley
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with
dull blades.
Sharp-N-Lube®

Twelve Point Mobile
Mower Maintenance

A National
Franchise Opportunity

hat is Sharp-N-Lube?

It's really very simple.
To the consumer, it's a
twelve point mobile mower
maintenance service. To you,
its a well-designed business
created to act as an addition to
your current business or
as a stand-alone.

Potential Benefits
e Generate More Leads
For Your Current Business
* Generate Cash Flow
¢ Expand Name Recognition
e Expand Current Services
¢ Excellent Stand-Alone
Business

Featuring:

e Specially designed trailer
and equipment

¢ Full Training

¢ National Marketing Strength

* Low Investment

* Protected Territories

SHARD.,
TP

Call For More Information
and a Free Video
Wwest: 1-800-962-1869
East: 1-800-842-2782

USE READER SERVICE #29
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Low Maintenance Roadblocks

aintenance problems in the landscape are all too common, but few just happen. The
great majority of maintenance nightmares are caused by poor planning, sloppy work
or just plain ignorance.

What can go wrong? Plenty, according to David Hensley, landscape extension
specialist in the Department of Horticulture with the University of Hawaii at Manoa. Before
leaving the mainland, he spent several years noting and recording landscape mistakes. Here are
what he considers some common design oversights and maintenance miscues that lead to
problems:

= Poor plant selection. The consequences of putting a plant into a location it isn't suited for
range from a minor inconvenience to devastation. Placing large growing trees too close to
structures, fast growing shrubs in obtrusive areas where constant pruning will be required or an
inappropriate turf cultivar for existing sun and water conditions are only a handful of potential
problems. The solution is to thoroughly understand the plants being installed in the landscape.

« Poor site preparation, Just like the house painter knows the finish coat is only as good as the
surface prep work, the landscaper knows that proper site preparation is a key to fewer
maintenance problems in the future. Improper grading, poor soil quality, failure to amend the soil,
relying on “magic” and improper plant placement will all reveal themselves in time.

« Choosing poor quality plant material. The old saying is true for plants too — you get what
you pay for, A bargain tree that dies in a couple of years or the economy blend of turfgrass will
cost more to replace down the road than doing it right the first time.

« Poor cultural practices. Improper watering and fertilizing, too much or too little mulch, poor
pruning, mowing turf too low or too high and using the wrong equipment can, at best, make for an
unattractive landscape. At worst, these practices can encourage pest and disease infestation or
even stress and kill plants. No one wants to re-establish and replace expensive plant material.

« Bad design or installation. Excellent maintenance practices cannot overcome front-end
disasters created by someone else. Sometimes it’s time to “punt” and start over.

ing, all the mulches are not necessary
and disease and insect resistance grows.”

Wilkerson added that maintenance
costs can be cut l)y as much as half with
simp]c attention to p]ant choices, like
using more self-sustaining groun& cov-
ers as opposed to multiplying grasses
which move by rhizomes and lead to
unnecessary weeding in plant beds.

St. ]n|1n said he sees most mainte-
nance expenses in the area of caring for
large sections of turf and p]anting beds,
which has created a popular new trend
in the area. Peoplc are blencling natural,

pre-existing wooded landscapes more

R R R R R R

in conjunction with the landscapc
projects for lower maintenance. “I think
low maintenance design creates a prop-
erty that looks finished but that doesn’t
require a whole lot of effort to main-
tain,” he said. “So we're doing real in-
tense tl'lings rig}lt nextto the house, with
2/3 of the property left wooded. people
don’t want to be married to an acre-and-

a-half of turf."
FOCUS. The intent of the original de-

sign for the project was often mentioned
asa Lzey to the amount of maintenance

(continued on page 50)



Ferris
Pertormance Plus...

Reliabi hty‘
Exclusive A5 $500:0ff

Performance Plus Policy Includes FREE Loaner. i  Selected Fervis Mowers
(See participating Ferris dedler for details.) : 'At Participating Degilers.
i ‘
o iy _Wide Varlety

5-Year n  LEVeNEe S @ 49#0; Styls Allows You To Find

; : | t 1 = A Ferris To Suit Your Needs.
HydroWalk DD Transmission Warranty - %22 - FERRSS i | L Py
Best In The Industry!!! L

it
i N 5
- . — .

. Special Financing Available

' BUYNOW- PAYZATER!!

Ferris Mowers Offer Reliability and
Profitability Well Into the 21st Century

SEE YOUR FERRIS DEALER TODAY Ferris Industries, Inc.

and ask about our complete line of P.O. Box 910

Front Riders, 4-Wheel Riders, Belt Drive ‘ir%(())tz)’ 9N3}'61 13745(6

and H )‘L{’N)W ‘alk-Behinds For literature, product information, and your nearest dealer.

Performance You Can $Bank$ On!
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Quick-attach the
Harley Model
Se*6 Power Box
Rake™ to your
skid steer and
the excitement
begins.

Here'’s a rake
that has all the
speed and
power needed to |
tackle any site |
prep job. It can

transform a
construction site
or scarred
athletic field into
fluffy, perfectly
groomed soil in
minutes.

The Harley
Power Box Rake
operates for-
ward or back-
ward. Windrow
material left or
right for picture
perfect raking.
When end plates
are attached, the
rake similates the |
action of a box '
scraper.

Join the
exSITEment!
The Harley S#6 is
the most versa-
tile attachment
for today’s skid
steers. See your
Harley dealer
today. Harley ...
It's outta site!

Harley Power Box Rake models are available for
skid steer or tractor mount.

The Harley S+6 is built
for today’s tough job sites.

Benefits: « Pulverize ground and clods into a level
seedbed * Collect rocks and trash into piles or
windrowse Shape, grade, screen, level, fill and contour
* Remove wheel and dozer tracks * Prepare pipeline
and road construction sites ¢ Eliminate compaction
and improve draining

For more el

information, a

demonstration, en mac
or a free video, Jamestown, ND 58402
contact: 1-800-437-9779

FAX 701-252-1978
USE READER SERVICE #30
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low maintenance design

fcontimued from page 48)

rcquircd for the landscape. When a
project is being installed simply to in-
crease the marketability of a new prop-
erty for sa]c, as oppused to enlmncing a
property’s appearance for spccific own-
ers’ dcst}lctic tastes, l‘lig}’l maintenance
design are used more often.

Keesen said this short-term focus is
especia”y apparent in new multifami]y
units and apartment complcxcs. “We're
seeing more spaces so cut up and dis-
jointed that you can't get a big mower
into them, so youusea 21 -inch mower
or string trimmer instead, which takes
more time ata lliglwr costand hasa poor
appearance,” he
noted. “It's a situ-
ation where the Whlla low maintenance

eveloper is try-
devel p try

ing to pr()dllce dBSl!]ﬂ s gl‘ﬂmng in

properties yield- “: s -

ing the highest popu'amy with resi-
dential clients, the more

return.”

Ross sees part
of high mainte-
nance design in-
stallations being GG
more severe than i
that. “The prnl)- pOpUIar Vllﬂl mam
lem with many 3
landscape archi- commerical accounts.

tects today is that

costly high maintenance

tlwy lack experi-

ence and lcnowledge about the mainte-
nance field. ley don't know about the
turning radius of large mowers, the
chemicals and nutrients that will be nec-
essary, irrigation systems and current
trends in the market when tlwy'rc de-
signing a project,” he said. 'They are
more production oriented — get the job
done, in and out.”

Griggs said his company thinks it is
important to involve its maintenance
division on new design projects. “We
will always show a design to the mainte-
nance people for suggestions on how to
make the plans more low maintenance.
Using them at the front-end like this
can rca”y lwlp to cut down on mainte-
nance costs.”

{eontinued on page 52)




Thomas skid-steers work hard for their
reputation as the strongest, toughest loaders
in the business - but you wouldn’t know it
to hear them run! Our new S-Series loaders
are tested* at less than 85 dBa, setting a
new standard for operator safety
and comfort.

Does the “S” stand for “strong” or
“silent” — or just plain “smart”?

Introducing “S-Series”

You Won't Believe Your Ears!

NO PAYMENT
NO INTEREST*
til April 1/96

*See your
Thomas dealer
for full details.

MORE “SMART” FEATURES:

» Kubota E-Series liquid-cooled
diesel (meets CARB regulations)

e easy-access service points

* integrated safety system

¢ 18 month warranty plus
5 year mainframe warranty

* FREE 500-hour
bumper-to-bumper service

Find out for yourself at your Thomas dealer’s!

THOMAS

Thomas Equipment Ltd., P.O. Box 336, Mars Hill, Maine 04758-0336 +*Tested to directive

Tel: 1-800-561-5623 * Fax: (506) 276-4308

86-662 EEC

USE READER SERVICE #115




low maintenance desig

(continued from page 50)

COMMERCIAL DESIBN. While low mainte-
nance design is growing in popularity
with residential clients, the more costly
high maintenance clesigns remain popu-
lar with many commercial accounts.

"I 1igl1 maintenance dcsigns are nec-
essary for commercial curb appeal and
company signs, where you're setting a
corporate image,” said Ross.

“It's really a competition of who's
place looks the spiffiest,” said Wilkerson
about commercial projects.

Wilkerson has taken higl] mainte-
nance projects one step further. “One of
the tl‘lings we have our crews say is not
just that tlwy're planting ﬂowers, but
that they are renting office space,” he
said, c]aiming companies are more]i]ecly
to rent office space at a building with an
attractive landscapc. “We are actua”y a

marl-:cting' branch for our clients.”

Showing early plans to

Flmlllﬂm. Contrac-

tors continue to look For

the maintenance

ways to combine low
maintenance with qual-
ity appearance.

St. ]ol'ln has devel-
oped a program for
owners looking to de-
crease their hands-on
involvement with their
landscapes.

He said about 50
percent of their main-
tenance contracts are
througl'l the HortCare program, where
the company handles fertilizing, herbi-
cide application, pruning and other
technical labor every two weeks while
the customer is responsil)]e for mowing
and leaf removal.

Keesen sai(l l‘lC sees more new instal-

division of the company
can help to create low
maintenance design
projects and reduce
unnecessary long-term
maintenance costs.

lation projectsin the Denver area
using weed barriers and other
preemergents in p]ant beds to
cut down on the long-term costs
of maintaining those areas. “That
definitely means higher front-
end costs, but it's great to see
from a maintenance perspec-
tive,” he said.

Dallas' hot, dry climate ne-
cessitates constant attention to
irrigation and Ross thinks this
will lead to a new tecl\nological
development. Some companies
are working on irrigation sys-
tems linked via modem to bring com-
p]ete system control and monitoring in
the maintenance company’s office so
that site visit costs can be reduced.

The author is Assistant Editor of Lawn &

Lan(lscape magazine.

HUDSON.

Bak-Pak-
4.5-Gallon
Calibrator
Sprayer

Now...
a sprayer designed
specifically for your

unique requirements!
Equipped with the

15 psi Hudson
Calibrator Spray
Management Valve.
With the calibrator
valve, you always
spray right...

with a uniform,
no-drift spray.

* Tough, translucent tank with wide,

easy-fill top with strainer; nonabsorbent

padded straps.
* Viton® equipped.
* Long, Kem Oil® power sprayer
grade hose.
* |n-line 60-mesh strainer in
brass valve handle.
* Heavy-duty brass Thrustless™ shutoff.
* Extra long, curved brass spray
wand tipped with a Delavan® 80-5R
lowdrift nozzle.
* Right or left-handed pumping
and spraying.

* Unique, all-poly pump with jet agitation.

Contact your distributor
or call for information today!

H. D. Hudson Manufacturing Company
500 N. Michigan Ave ® Chicago, IL 60611-3748  Tel: 800-745-2392 * Fax: 312-644-7989

USE READER SERVICE #31
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® MUCH MORE
CALL FOR FREE DEMO DISK!

Y $695.00

PLEASE SPECIFY DISK SIZE 312 OR 5w

1-800-572-8713

CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ il

USE READER SERVICE #32



SRS\

Check Out Our Tough Equipment.
When you’re faced with a tough job, you need equipment that stands up to the challenge. And Snapper
equipment is designed to meet your daily needs. It’s durable, rugged and built to handle the largest jobs.
Our complete line of Commercial 21" Walk Behinds, Pro Gears’; Pro Hydros™ and Snapper
Z-Riders™ give you all the power and performance you need. And their overall durability and
reliability will keep you in the green for years to come.

So, when your Tough Jobs Demand Tough SNAPPER

Equipment, check out Snapper’s Commercial Products. m
Call 1-800-SNAPPER for the Dealer nearest you. Tough Jobs Demand Tough Equipment.”




mowing management

‘ : HAT IS the true price we pay
e  or mower safety? Do all the bells and " e

whistles rca”y make a unit safe? Are —

M 4 ° l blade breaks and engine kill switches ,
W & rea”y needed orare they just add-ons  While manufacturers have
designcd to separate you and your designed safety into their

l]ar(l—carned casl’:? mowenl conmcton ‘hould

Who is responsible for operator provide ample fraining for
operators. Credit: Ferris

safety'.’ Are the operators themselves
ultimatcly rcsponsilalc for using ma-
chines that cut, slice, dice and mulch? If the operator is not, who is?
The dealer? The distributor? The manufacturer?

III]RSE SEISE.”le concern for safety seems to have sprun y £u“-]:>]own,
y prung

as a result of the changing times. In earlier times, as an agrarian
society, horses supplied the brawn and, hopefully, humans supplied
the brains. The farm was an excellent training ground where one
started off with a simple machine like a manure fork and simple
instructions like, “Dig and throw!”

As the operator worked up to more complex, l'lorse-powerecl

machincry, it was always assumed that at least one of the participants
had some horse sense. Some say this assumption doesn’t a]ways hold
N N RN NN NN RN N NN NN N true. With all the }u)rsepower now separatecl from the ]mrse, some
operators are given only the in-
structions: “Get out there and mow!”

With no background or train-

ing in simple machines, untrained

Manu][acturers are
constantly trying to

employees can be easily confused
or iniurccl. It'’s a sign of the times,
un{ortunate]y. The untrained op-
erator can be like the person who
sued McDonald’s for failing to
inform the customer that the cof-
fee inside the cup was hotand could

make their mowers
more sa]/e, but sa][ety

be injurious if placed on the seat

ultimately is i the

hands o][ the
Certain]y, cases like these are

he exception. A mower or aerat-
operator. ; P
P :E;I:'::: '::tw;:% ':p:rators ing machine in the hands of an

between one’s legs while operat-
ing a moving vehicle.

should be taught how to operator with limited Ienowle(lge can be in’;initely more hazardous to

handle the mower to both the operator and innocent Lystanders.
B C Nea/ Howe/l reduce the chance of The lawn and landscape contracting industry has recognized
y i |08in0 balance. sa{cty as a matter of prime importance and manufacturers, for the
Credit: Exmark Mfg. most part, have clwcr{:u“y endorsed the vnluntary safety standards

suggcstcd l)_v the American National Standards Institute. This

(continued on page 58)
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Revolutionary, new mulching/finishing mower technology
from Bush Hog" saves money and time on golf courses,
sod farms, athletic fields, large estates and other applications
where a manicured look is required.

Money because Bush Hog combines its proven rotary cutter designs with its new
counter rotating blade technology to deliver high reliability and low maintenance
costs not possible with any other mulcher. Time because, depending on yourappli-
cation, Bush Hog’s MTH600, MTH720 and Tri-deck mulchers.can trim
a third to a half off your cutting and mulching time as they clip and
mulch in 60-inch, 72-inch and 15-ft and 17 ft-wide swaths.

Thorough mulching action is ereated by clockwise turning

lower blade traveling at 18,500 fpm and counter clockwise

turning upper blade moving at 17,000 fpm. Bush Hog’s high

tech counter rotating blade technology was proven in

hundreds of farm applications. Now Bush Hog has refined this ES
revolutionary mulching concept for landscape and turf applications. ¢

The MTH600, MTH?720 and Tri-deck deliver: * Heavy-duty deck constructed of 3/16 inch material
* High maneuverability
* Floating top and lower linkage for uniform mowing

on uneven terrain on MTH models

* No clippings to dispose of
* Einely mulched grass particles that fall back into the
turf to fertilize the soil

- f:sw’; ‘:;S?:bunon across all 60 or 72 inches; Gty DRl ot kv fie il e

cutter designs and new counter rotating blade technology from
Rugged, low maintenance features include: Bush Hog. See the MTH and Tri~deck mulchers at your

* Bush Hog's two-year limited gearbox warranty PRapifopspals prics iy [RERScire.

* Front and rear rollers standard to eliminate
scalping

1
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FUSEIBOG
TURF AND SCAPE TOOLS

We Make You Look Your Best™

NAME

ZERO-TURN MOWERS * TRI-DECK FINISHING MOWERS * ADDRESS

AR TUNNEL FINISHING MOWERS * REAR DISCHARGE FINISHING
MOWERS * FLAT DECK FiNisHING MOWERS * GT42 POWERED
ROTARY CUTTERS * BOX BLADES * ROLL-OVER BLADES * SINGLE
ROLLER PULVERIZERS * DOUBLE ROLLER PULVERIZERS * PLUGGERS *
BACKHOES * LANDSCAPE RAKES * ROTARY T1LLERS * REAR BLADES *
PosT HOLE DIGGERS * SQUEALER® ROTARY CUTTERS *
CHIPPER/SHREDDERS * FRONT END LOADERS

| X% BUSHEOG

DIVISION OF Q\ ALLIED PRODUCTS COAPORATION

Crry

STATE

e

PHONE No.(

r
I
I
I
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I
I
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¢

it
Dept. LL-02 « PO, Box 1039 « Selﬂ".‘ AL 367021039 - (334) 872-6261
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THE INSECTICIDE TO USE
WHEN THE MAIN ACTIVE INGREDIENT
YOU WANT ON THE LAWN IS
AMY.

We thought an insecticide that controls grubs and other insects while
using less active ingredient might appeal to people concerned about the environment.
Especially their children’s environment.

That's where the brand new chemistry of MERIT® Insecticide comes into play.
MERIT is effective at rates 85% to 96% lower than other conventional soil insecticides.
Which means you can get an average of 94% control of grubs,
while putting less active ingredient onto your customer’s lawn.

What's more, when applied in the spring, MERIT provides enough residual
activity to effectively control grubs throughout the summer.

To find out more, contact Bayer Corporation, Specialty Products,

Box 4913, Kansas City, MO 64120. (800) 842-8020.

Because the only thing that belongs on your customers’ lawns

in high concentrations are their children

Bayer ¢

96S19A0075 © 1996 Bayer Corporation Printed in USA
USE READER SERVICE §84




management

{contimued from page 54)
organization tries to make certain that wnmnm tonuhle

sal'vi_\' teatures are \'nmpaml)lv on com-

peting pieces of equipment. T o wear an RS SINS WS GS B R LS S S |

;\.\'Sl-dpprovc\l label, a machine must

pass certain tests that ]u-lp ensure that

no serious design detects exist. causes of operator injury on mowers, according to manufacturers’ represen- ;
Many manufacturers also submit tatives, include:

their machinesto an objective third party

1. Injuries caused by moving blades,
2. Thrown objects (injuries to bystanders or damage to property).
Aridngementelininates any bisseswhich 3. Hillside tips caused by mowing sideways instead of up and down.
might be found toward a particular type 4. Wet or slick mowing surfaces. Usually the operator slips and comes in contact with blade.
of machine or manufacturer. 5. Machine runs away/ operator loses control.

f ) 6. Operator fatigue. Vibration and noise can slow operator response.

m“ﬂHY SUBJEET. While satety i',-' of prime 7. Speed excessive for conditions.
importance to operators, their cmp]u_\'—

for testing according to ANSI spccilni—

cations. |klcd”_\', this t]minl-par!y testing

ersand manufacturers, itisalsoa 'tnucl\.\’

:‘lll)iccl aucnnlin: to one manutacturer's

spokesperson. “It’s not safe to comment [nsurance companies which bear a clients becoming safety conscious. Dick
on sa[ct_\' due to prnl)lums ot ]cgalil_v," major portion of the increasing |ial)i]il.\' Tegtmeier, prcsidcnt and chief execu-
the spul\'cspcrs(m said. are becoming much more insistent on tive officer of Encore Manutacturing,

PRO-LINE RIDERS

= NEW DRIVE LINE DECKS FOR SUPER RELIABILITY!

= EASY HANDLING = ZERD TURNING RADIUS

» FASTER GROUND SPEEDS = HYDROSTATIC DRIVE

 u FLOATING DECK = 20 HP LIQUID-COOLED ENGINE

Just how does a commercial riding mower

qualify as user friendly? We’ve eliminated the
rocking and catapulting sensation common
on other hydrostatic riders. We've made the
neutral band wider, making control easier.
And we’ve made the PRO Rider

extremely responsive, meaning it's

L
fast and turns on a dime! And
with the new drive line deck
option, you’'ll get more
hours in the field with )
® less downtime. e
) i

ENCORE

MANUFACTURING CO., INC.
P.0. Box 888 * Beatrice, NE 68310

USE READER SERVICE #33
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Beatrice, Neb., feels that, “Our industry
is very safety conscious. Ensuring that
we manufacture very safe machines lzeeps
us out of the courts.”

Ken Rainey of Excel Industries, Hess-
ton, Kan., agreed: “Sa{:cty is of prime im-
portance.” Excel uses icons instead of
words on decals to insure that machines
can be opcratcd safely l)y non—English
speaking or non-reading personnel.

Rick Curlett, director of marlzeting
for Exmark Manufacturing, Beatrice,
Ncl)., said that sal:ety features must pass
a number of tests before tlwy are incor-
poratcd into one of that company’s mach-
ines. "Sa{:cty shouldn’t be a liability and
should pass the following criteria. First,
it must be reliable. Secnnd, it must be
simplc Third, it must be l:oolprunl: 3

\a{etv, ]u added must be eng sineered
intoamachine. “Since the moving gblades
are t]'w most dangcrous factors, we malcc
every effort to (lesign equipment that is
stable and less lilecly to throw an operator
or accidcnta“y expose himtothoseblades.”

Mike V
Snappcr Inc., Iﬂc[)nnuugl’l, Ga., agrcc(]
that moving blades are pml)al)ly the
major hazard. “Automatic blade stop sys-

’cal, marl-:eting manager for

tems are now standard on all our rear-
engine riders,” he noted. “We feel that
hillside tips are one of the major causes
of accidents and we try to make the
machines very stable as well as incorpo-
rate devices like deadman switches and
the ABS system to prevent accidents.”

Bob Walker, prcsident of Walker
Manufacturing, Fort Co”ins, Co]o.,
cxp]ained thatsome safcty switches must
be of an active nature in order to work
best. “We have latcl'l-type safety switches
on the hoods of our machines and we
feel this is an innovative feature.”

While safety is vitally important he
said, “The (lesigns must strike a balance
of safety and performance.” Walker feels
that educational programs directed at
the operator will play a major role in
reducing accidents.

Paul Kiel from Snapper’s lega] de-
partment said, “Snapper feels that the
operators are becoming more aware of

sa{cty requirements and safety must be

emphasized on all equipment literature
and decals.”

Kiel feels that the company's active
educational program has }w]pcd to re-

p—T Ty N
Newer riding mowers can include safety
features such as seat belts and roll-over
protective structures. Credit: Excel Industries

duce the number of claims last year.
Last Junc, Ku}mta Tractor Cnrp., Los
/\ngclcs, Calif., launched an extensive

We can put more GREEN in your pocket

TURBO TURF IS # | IN OWNER PROFITABILTY
v FASTEST & BEST MIXING ACTION, mix a tank in 60 seconds.
v FASTEST APPLICATION RATE, ie spray a 300 gal tank in 9 min.
v LESS WASTED TIME, easy clean up, outstanding reliability.
v BEST VERSITILY, use most any mulch, seed, or fertilizer.
v BEST PROFITABILY, seed faster, easier, and better.

REDUCE YOUR COSTS WE BUILD A SIZE FOR YOU
¥ 1 man can seed faster than a crew did before. 50 Gal. 650sq ft/load  $ 1295.00
GIVE BETTER SERVICE 100 Gal. lsmsqggx %g.gg
v Siaitin, Gt in 1 ey 150 Gal.  2000sq :
./:,m“ o KENNE Sl 64 13 S 300Gal.  4000sqft/load  3995.00
ommymwwblowmtooﬂm"ﬁ;; 500 Gal 6600 s ft /load 4795.00
INCREASE YOUR - v
: . 750Gal. 10000 sq ft /load  7995.00
¥ Cost to hydro seed is ', of dry seeding. 1000Gal  13000sq ft /load  9995.00
¥ Charges are higher, it's a premium service 1600 Gal 21000 sq ft /load  19995.00
RIP - LEVEL - SNOOTH - RAKE
ALL IN ONE PASS
SAVE TINE - SAVE MONEY

5' WIDTH § 2295.00
6° WIDTH $ 2495.00
FOR A FREE HYDRO SEEDING INFO PACK, CALL:
BADGER ASSOCIATES
1108 THIRD AVE, NEW BRIGHTON, PA 15066
800-822-3431 FAX 412-846-3470
USE READER SERVICE #34
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safety campaign promoting use of roll-
over protective structures and seats belts
with its tractors. The campaign urges
owners of older Kubota tractors to add
ROPS to their equipment. ROPS have
been standard equipment on Kubota
tractors since May 1985. Kubota pro-

vides dealers with in-store \'inlcns, post-

ers dll(] l)l'l)(l\lll’k'$ pl'('llh)tilh’f R\\PS use.

ll?mmﬂ REALITIES. Rick Cuddihie of

Ferris Industries, Vernon, N.Y., nnlc(l,
"Sa[cty must be a major concern for all

manutacturers. .‘pch has been increas-

Through the years every dog has
its day. Walk behinds, tractors,
rear steer, chain drive, hydro-
static, transaxie drive, they've all
had their moments.

Today the only serious choice for
efficient production mowing is
zero turning radius. Since 1980,
we have made only one piece of
equipment, the Dixie Chopper
zero turning radius rider.

Only now the world is coming
to realize the benefit of the belly
mounted zero turning radius
rider.

Don’t be fooled by look-a-likes

from other manufacturers that
are only just now jumping into
the zero turning radius market
because it's a “have to” case.

Fifteen years ago we didn't make
a different machine because we
had to. We did it because we felt
zero turning radius was a better
way of doing things. Today, that
feeling has caught on through-
out the industry. So if you're
ready to make the move, check
us out; we're confident you'll
find the Dixie Chopper is the
only real choice for price, per-

60

For more information on how a Dixie Chopper might
make your business more profitable, feel free to give
us a call. We would be happy to give you real operat-
ing comparisons versus the current equipment that
you are using. If they make sense, we’ll talk a little
more. If a Dixie Chopper doesn’t fit your profile,
at least you'll know how the competition got the
contract.

formance, and reliability.

MIIFE My
”a-.- =

Anik WIS § kil
THE WORLD'S HASTEST LAWY MOWER

800-233-7596

USE READER SERVICE #35
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I it (the switch)
doesn’t work
properly, it will

ing on all machines
and the machine de-
sign must take that
into consideration.

The machine has to

become a safety
problem. Make
safety foatures
useable.

pcrfnrm well under
all conditions, but it
must be safe.”
l'scrs, too, agree
that safcly must be

cmplmsizcd but not

at the expense of
causing unnecessary
delays and holding
up production. Brian Battaglia, vice
prcsidvnt of Gazebo Lanclscaping,
l,)c]ra_v Beach, Fla., agrucd that safcly
features are important, yet equipment
must be useable.

He said, “Some of the devices and
switcheslook like llwy were put on as an
afterthought. I think they're made
clwaply and too often !ln:,v don't work
properly. This area needs more money
and time spent on it or it needs to be
done Ji“crunl]y. We don't mind paying
foritif it works. If it (tlw switcll) doesn't
work properly, it will become a safety
prul)lcm. Make safcty features useable.”

Other end users agree that safcty 1sa
multifaceted pruHcm. Michael Ga[l‘m-_v,
technical services specialist for the Pro-
fessional Lawn Care Association of
America and former maintenance divi-
sion manager for White Qak Lnn(]scap—
ing, Kennesaw, Ga., said that mower
safety on slopes is a major concern, as is
working with wet grass on any surface.
“Wet grass causes clumps and some-
times pcuplc try to clear them without

s]mﬂing off the machine.”

OPERATOR MISUSE. Tl general feeling

among many mowing contractors istlml,
cspccia“y on older mowers, the safcty
switches and interlocks could not sur-
vivethe dirt andvil)ratinn.“(’lwnasafcl_v
switch would fai], the operator would
simp]y wire around it and, thus, defeat
its purpose. With a heavy production
sclw(lulc, sa[cl_v devices were often
viewed as a lial)ility rather than devices

feontinued on page 02)



Z \X/orld's
uickest

Tree Injection

P.0. BOX 34645 « OMAHA, NE 68134 # (402) 339-4459 « Fax (402) 339-5011

o [njections are quick. Most take 10-40 seconds. No
waiting fo remove capsules. Most frees fake 2
minutes or less.

o |east wounding of any injection method. No
rilling is needed. Makes a 1/16" slif in the bark.

o (an inject at an easy work height. No need o
allways inject near the ground.

* )0 exira equipment is needed. No drill, hammer, or
Wwaste container for empty capsules.

o ffficient and rapid use of the chemical. Effective
with 857 less chemical than ofher mefhods.
Chemical is placed in the most active layer of the

wood. No need to wait for @ sunny day —

works even in te rain.

ﬁf AARborSystems, Inc. }
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No matter how big the demands
of your retaining wall projects,
StoneWall" SELECT"

provides the perfect fit.

StoneWall SELECT retaining walls can
rise as high as 40 feet, with the ability to support
substantial surcharges, and maintain a look that’s
always perfectly proportioned.

StoneWall SELECT’s natural stone beauty
never appears too large or too small for the site.
It’s dual level split face and random texture
complement walls of any shape or size — without
the overpowering “stacked tire” look or the
monotony of straight split face.

And each StoneWall SELECT unit’s built-in
balance and molded gripping surfaces allow for
easy handling by one person. StoneWall SELECT.

Simply perfect.

available on disk. Innovative Concrete Design
800 / 394-4066 * 414 / 962-4065 * Fax 414 / 332-9678

3934 North Ridgefield Circle ® Milwaukee, W1 53211

USE READER SERVICE #36
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mowing management

A blade spinning at

(continued from page 00)

several thousand

to prevent injury and were wired around or

disconnected.

revolutions per
minute takes

some fime o

This perception has changed with in-
creasing pressure from insurance compa-
nies who were faced with increased costs.
These costs often result from injuries in-
curred on safety-disabled machines or ma-
chines that simply didn’t have sa{ety de-
vices incorporated into their design.

come fo a

Mowing manufacturers have tried to

complete stop.

I

address most of these problems on newer
models. Automatic blade stop systems l)ring
thebladestoa quic]:z halt when the operator
falls or loses control. The blades stop but they do not stop
instantly. A blade spinning at several thousand revolutions
per minute takes some time to stop completely.

Deflectors eliminate most damage caused by thrown ob-
jects but they sometimes cause clogs in heavy or wet grass.
Operators must understand the reason for these devices and be
cautioned not to remove them.

Mowing hillsidesisa learned artand operators need instruc-
tion to mow up and down the slope and not perpendicular to it.

Mowing on slick surfaces is also tricky and operators
should be cautioned to take care, especially when using walk-
behind mowers. Here again, good instruction is important.

Most ri(ling mowers have safety par]zing brakes to prevent
start-up runaways. These brakes can be sul)ject to wear and
tear. Spot checks on these as well as deadman or seat switches
can prevent many accidents.

Operator fatigue is great]y reduced 1)y comfortable seats
with armrests and ergonomic controls. Let the operator use a
machine that fits. Some of the old hand brake controls re-
quired l:ingers 14-inches long. Some people just can’t manipu-
late some hand switches.

Excessive speed, even if it is a need for speed by your best
operator, can be dangerous. Caution operators to use equipment
at prudent and reasonable speeds.

Remember, the best t]'ling you can do to prevent accidents
is to make sure that your operators understand the machines
and are t}mroug}lly versed in how to get the most out of them
while staying within the sa{ety envelope.

Inspect your machines and make sure all safety equipment
is operable. Keep spares for switches to prevent losing valuable
time due to a low-cost switch disabling a high-cost mower.

Conduct operator clinics and ask for their input. Make sure
they understand the reasons for your sa{ety efforts. Work with
your insurance agent to let him know you are doing everytl'ling
you can to prevent claims and injuries. You migl')t even get a

reduction in your rates.

The author is an inc[ustry consultant with Key Solutions, a division
of Iris Sales & Solutions Inc., Rocley River, Ohio.



“WALKER” IS THE NEW EMPLOYEE’S NAME
IMAGINE DOUBLING YOUR REVENUE
WITHOUT HIRING ANOTHER EMPLOYEE

SiD BURCHAM III, OWNER OF TERRE VISTA
LANDSCAPES IN WICHITA, KANSAS, WAS MORE
THAN A LITTLE EXCITED THE YEAR AFTER HE
REPLACED HIS THREE INTERMEDIATE WALK-
BEHIND MOWERS WITH THREE WALKER MOWERS.
HE WROTE TO TELL US WHAT HAPPENED:

“I think you have built, quite possibly, the
BEST lawn mowing machine I have ever seen. 1
did not own any of your machines last season.
This year, 1 own three with plans to buy a
couple more next season. Your machine has
allowed us to increase our business 100% from
the previous year without hiring another
employee. I would not have believed that it was
possible but I can assure you that it is.

Our quality too has increased considerably.
We were able to acquire a couple of major
contracts this season and these businesses could
not be more pleased with our work. I hold your
mowers directly responsible for our success.”

i -

" o ) i» e N

" WALKER MFG. CO. * 5925 E. HARMONY RD. * FORT COLLINS. CO 80525 * (970) 221-5614



landscape management

Lessons From

Mother Nature

P00 00000000 OCRIRIOLRIOIOLOIOOIRDOIONONINOIROORLOYS

Weat/wr

extremes maa,e

1005 a
challenging
year /@r pest
and disease
stress
several
areas of

the country.

ANY LAWN and lan(lscapc contractors want
to [orgct what Mother Nature wmug'ﬂ tllrullg}\ the
1995 season. From rain to wind to unforgiving
heat and humidity, the weather took its toll on the
landscapc in the form of disease and pest stress in
many regions of the country.
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lerc are, |mwcver, some things to IJe lcarned
when weather extremes pusl’n ]andscapes to the
limit. By understanding what works and what
doesn’t in various weather conditions, the pmfes-
sional can be prepared for this year's offerings.

NORTHEAST DROUBHT. From midsummer through
carly fall, much of New Eng]and and the northern
mid-Atlantic states suffered thmugh a severe
Jruuglﬂ that caused some immediate Jamage to
trees and turf, and npencd the prospect for prob-
lems in 1996 due to stress.

Ann Gould, extension spccialist in ornamental
pathology with Rutgers University, New Bruns-
wick, N. J., said Jmuglxt stress can cause trees to
lose foliage, grow slowly and become more suscep-
tible to attack by insects and diseases, as well as to
damage from severe weather.

When drought is an issue in any given year,
Gould said, rcgular monitoring of stressed trees
for pest injury is essential. Then, because of the
potcniia' fora long-tcrm effect, trees should also
be observed the following year for any residual
Jmugllt damagc.

feomtinued on page 00)



“We've got 20 Hondas
that cut 14 million square
feet of grass each week ...

129

witheut, stopping!

i) . '
3.t '_L huck LoGiudice

© General Manager, Hunt & Hulteen

West Bridpewater, MA

f

HOND
-

<ma—

s A

In the lawn service business, dependable
equipment means everything. If a

machine goes down, so do your profits.

That's why, nationwide, Honda commer-
cial mowers are the growing choice of

lawn professionals like Chuck LoGiudice.
He says that he knows at the start of each
week that his 20 Hondas are going to run

full steam...all day...every day.

“Hondas don't slip. They don’t pull.
They don’t stop. They just go.”

Honda’s legendary 4-stroke OHV engines
are second-to-none for quick starts and
smooth, quiet, fuel-efficient service. And
our twin hydrostatic drive pumps and
motors—-combined with Honda’s
patented twin control

levers-ensure easy

handling and straight

tracking even on steep

slopes and wet grass.

Everything about a Honda is

designed for productivity, reliability, and
simplicity. They're even easy to buy.
Attractive financing and leasing programs
are available along with an outstanding

2-year limited warranty.

But the advantages don't stop there. See
for yourself why Honda is a cut above.
Call 1-800-426-7701 for more
information or see your Honda Power

Equipment dealer today.

Nothing’s easier

1995 American Honda

Company, In



landscape management

There are several symptoms of
Lll'l‘ll::l\l stress llml are n-\ngmz.llvlc. ac-
cording to Gould. Leaves may develop a
)'(‘Il.‘\\ color due to a slow ing or ceasing
of l\llt'tl‘i}'lllll\':ir. Leaves, stems, roots
and fruit may shrink and sunken sap-
wood may dev elop radial cracks.

Leaves on drought-stressed trees may
tlrnmp, \\'ill, u‘nrl, turn _\'c”n\\ , turn brown
at the tips and margins or (lrnp prema-
lurul'\A [n pines, needles may lose turgor
and «lrunp near the base. In some cases,
needles turn brown and fade; in others,
the needles will stay green and remain
pcrm.lm-nily dr n\pcnl4 Over sulvsuqucnl
years dead tree tops, shortened needles
and sparse foliage are signs of a decline
in vigor that can follow severe drought
stress, she noted.

.\‘.{('k'tr

on turf were varied on tln-

) }pens‘

ive years ago, nurserymen operating
along the rivers of northwestern Wash-
ington were fold the worst was past, ac-
cording to the weather bureau, They had
survived the heaviest rainstorm of the century.
Not so. A jet stream picking up moisture over
the warm, humid Hawaiian Islands last Novem-
ber destroyed much of the nursery stock headed
for U.S. nurseries over the next few years.
The economic impact of the Pineapple Express
was still being tallied as Lawn & Landscape

Nursery

Stock Supplies

went to press. The experts predict, however,
that the price of many landscape materials will
be significantly higher this spring. “Nurseries on
the flood plain of just about any river in the state
of Washington have suffered major losses,”
reported Peggy Farrell, executive director of the
Washington Association of Landscape Profes-
sionals, “Seattle was not affected, but the
foothills had up to five inches of rain per day for
three days.” Contractors might want to call their
regular suppliers and check about their orders

pest side, according to James Murphy, —

Y AR
7/ L]

Green Machine by John Deere

delivers reliable, tough performance.
Whether it's string trimmers, brush-
cutters, blowers, chain saws, hedge
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IT’S ONE LEAN,

Your equipment should work as hard
as you do. And Green Machine does.
Under any condition, day after day,

2

trimmers, edgers, sprayers, or lawn
mowers, the complete Green Machine
line is built to meet or exceed your
commercial expectations.

Built to get the job done faster, easier
and better, every piece of Green Machine
equipment is backed by one of the most

7
AN GRI




hefore setting prices for this spring.

More than 80 percent of the trees, shrubs,
seed and bulbs sold at retail garden centers
each year are raised from seeds or cuttings in
the Northwest, Dry, cool, disease-free summers
and moderate winters with plenty of moisture
and drainage make the Northwest perfect for
growing ornamental, fruit and agricultural
plants, A tree for paper production in the
Northwest takes only eight years to grow,
compared with nearly 20 years in other regions,

Ironically, California suffered through one of
its driest autumns on record while Oregon and
Washington were drenched. — Bruce Shank

The author is a free-lance writer based in
Banning, Calif.

extension hn‘|'»_‘r.1~> spec ialist at Rutgers.
“The drought conditions tend to reduce
the survival of some species of pests,
assuming irrigation was not .)pp]iul,"
said .\\urplly. “Itac hm]l) may hav l']]l'l]‘l'([
control I)l‘l'l)lt‘llh in certain areas.”

Crabgrass was a big u-mpl.\inl from
the pnllli\ , according to Ray aylur:nn.
.ulium‘l '”""'('.".‘l'l' u[ hn'l. \\'\-«.-J manage-
ment with the | 'm\'cruil'\ of Rhode Is-
land in Kingston.

On the disease side, c.n'l_\' summer
brown patc h stress was innnvtli.\lc‘}‘ fol-
lowed lw)- stress from lack of water. Some
lawns made a recovery in the fall due to
a u\hlling up in moisture, but .\\nrpll_\'

pruli\h'(l a lm~y 1996 for renovations.

JE“U. A.n HWE >1‘Iu' \t'\’[, wet .~prin.:

that ]‘l'\‘\'v(lvll the record heat and hu-
mi(lily in the Midwest last summer wasa

l)ig cnlpml in terms of L].nn.\;c to land-

scapes, according to Henry Wilkinson
at the | Imiversity of Winois in Urbana.
The cool, J.nnp spring encouraged
l,l(‘ luri. to grow Icnn-s .nul not llw root
mass, stolons or rhizomes essential to
l’\c L] T vn.:lll stress ~'|n'\'i\'.1] ul' hn'f{mssvs.
Dry heat in June put turf into sum-
mer xlnrnmnu_\‘. and an increase in hu-
mitlily and temperatures ranging to
m-.u']y 100 degrees upunc(] the turf up
to fungal diseases, uspccin”_\ brown
|hll\ll, he n'pnrlul. \\”HI] IIHI(I] of |lu-
turf in ‘lnrnmm"\, it had a difficult time
regenerating itself from damage.
Farther snn'll, ornamental shade trees
have been a primary concern because of
two consecutive springs of dlmnrm.\”_\' wet
weather, according to Lee Mueller, presi-
dent of Reliable L.nulsu.\pr and Tree
Care, St Louis, Mo. “We have suffered
enormous losses of trees that don't like

wet feet from root rot,” ln- ~.1i¢l4

MACHINE. 7~ /.

y

recognized names in lawn care. Add to that a
network and parts delivery
one of the best warranties
anywhere, and you have an
unbeatable combination.
So when you want equipment
that's built tough to last longer and

dynamic dealer
system, plus

© Homelite inc./A Subsidiary of Deere & Company
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GreenMachine

work harder, choose Green Machine. To find
out more, call Homelite,
at 1-800-776-3002.

a John Deere company,




For All Your
Turf, Tree & Shrub
Applwations

S—

CoRoN Corporatlon
Souderton, PA 18964
800-338-0836
215-723-5099

USE READER SERVICE #38
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landscape management

Adding insult to injury, the area also
suffered Jrouglﬁ conditionsin the sum-
mer that did not allow the recovery of
root systems lost in the spring.

Turf in the area also sufferecl, with
infestations of brown patch and fairy
ring. Cral)grass and nutsedgc posed ad-
ditional problems, Mueller said.

“The excessive rains washed the pre-

emergents out — it simply did not do
the job,” he said. This past fall, he aer-
ated ]awns, seeded and fertilized with a
no-nitrogen product. ‘I know we will

have a lot of renovation in the spring.”

SH’TEIIH Sllll'ml Colorado started out
1995 a bit behind the eight ball, as a mild

winter accelerated the development of in-

Florida: From Sunshine to Soggy

he Sunshine State didn't quite live up to

its name this past summer. Record

rainfalls turned Florida soggy. Near the

Cape Canaveral Space Center on the east
coast, rainfall was 27 inches above normal
through mid-November, making 1995 the third
wettest year on record, Similar conditions were
found throughout the state.

Now, Florida's lawn and landscape profession-
als are coping with serious pest, disease and
other stress to turf and ornamentals in the
aftermath of the deluge.

FUNGUS, COSTS. Lawson Turner,
director of land and maintenance operations for
the Boca West Master Association, said the
summer deluge strained operating budgets. The
nonprofit association and its 27-person staff
manage the 1,500-acre Boca West resort
community in Boca Raton.

Increased fungus growth from warm temper-
atures, high humidity, lack of sun and constant
moisture impacted Turner's hottom line. “The
fungicide bill went out the roof,” he said.

“We got on a fungicide program pretty quick,”
as a preventive measure, said Turner, who's
battling various fungus diseases including fairy
ring and dollar spot. Although most of Boca
West's St. Augustine turf and four Bermuda-

grass golf courses are well established, he ex-
pects to “replace some here and there.”

WEAKENED SYSTEMS. Ironically, turf and shrubs in
some areas actually exhibit drought symptoms.
Heavy rains saturated the ground, raising water
tables and cutting off oxygen to plants’ roots.
Deeper roots rotted or became unusable, and the
plants developed shallow root systems to sur-
vive, according to Jeff Petry, landscape designer
for Naples-based Michael/Todd, Inc.

As the ground dries out, these plants are now
strapped for water, The plants will emerge from
winter with weakened root systems, which may
cause problems this spring.

“The amount of weeds is definitely a maintenance
problem,” said Alyn Kay, landscape architect and
manager of landscape services for Foliage By Flora
Inc. in Miami. Rain washed out most preemergent
herbicides, he said. Water-loving weeds like
dichondra, penny grass and sedge are moving in.

Kay has found that incorrectly mulched plants
— mulch touching plant material — has aided
rotting. He said mulch is likely to decompose
quicker and need replacement earlier.

SPRING SURVIVAL. Petry expects a heavy demand
for irrigation this winter to help shallow-rooted
plant material survive. He also anticipates replacing




sects mrly in the year, according to Whit-
ney Cranshaw, extension entomologist
with Colorado State University in Ft.
4 Collins. A late ;\pril freeze knocked
down some species, but .-'imp]_\' served to
extend the life cyc¢ les of many others.

The most pnlvntia”y devastating oc-

currence \\'c.\”\vr\visu in (In- area, how-

some plant material, Smaller plants have definitely
been affected, added Kay. “It’s too early fo
tell” about the impact on larger plant material,
Good fertilization is key during this stressful
period. To compensate for leaching, Barry
Troutman, technical director for Massey
Services Inc. in Maitiand plans to boost fertility
rates — iron, nitrogen and potassium — now
while turf is developing roots and storing
f nutrition to help it survive winter. “Two or
three frosts could be a problem,” he said, "We
may see some winter kill and spring die-back.
All the symptoms are there that we could have
a bad spring.”

A DIFFERENT PROBLEM. Landscape professionals
in Florida's panhandle faced different problems
this summer: namely Erin and Opal, Hurricane
Erin slammed the coast in August, bringing just
4 inches of rain but “a tremendous amount of
debris,” according to Joe Williams, president of
Lawn Master Inc., in Pensacola. Spraying was
pushed 10 days behind schedule, he said.

Two months later, hurricane Opal brought 21
inches of rain and severe destruction. Many
areas are recovering slowly, such as Navarre
r Island, where people were prohibited from

visiting their homes for some time. “Grass is
not high on the priority list, and we understand
' that,” sympathized Williams. — Anne Wemhoff

The auther is a free-lance writer based in Hud-
gins, Va.

wall that lets your
imagination run willl

A nchor Wall Systems takes you beyond the barriers of traditional retaining
walls into a world of design freedom where pins, clips and mortar are things
of the past.

Anchor’s patented pinless technology and integrated design conforms to

virtually any configuration providing maintenance-free solutions for
residential sites, commercial projects, parks, golf courses, towering interstate
retaining walls and waterfront applications. The natural, rock face texture
and warm earthtones accent any landscape environment.

Call 1-800-473-4452, for the Anchor Wall
Systems Dealer nearest you and discover how

The Power Of Pinless Technology
will let your imagination. run wild.

ANCHOR WALL SYSTEMS A 4

6101 Baker Road, Suite 201 Minnetonka, MN 55345-5973 » 1-800-473-4452

USE READER SERVICE #39
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quality management

\\\\ ])\\ \\\[ measure vour \‘“Hrt: n IJIILISCJPHIE{

k)“a/,'{u qurus [C// us What response from a L’Iik'”‘l will assure you that you are
v on the mark? One of the first lessons we learn in any
t/)dt CO”‘[G”{ i’”p’Ul‘C’”C”t qu.llify program is to measure progress, lml Im\\' can you

. . . > -
measure (lll‘lilt)’ m Idllklf(dp(' (IL'EIEII -‘Il](l maintenance?

is the name of the game.

/

As one young landscape supervisor asked her boss,
“How will we know if the owners are pleased? Will they
think it looks nice?” Her boss smiled and rcplicnl, “I'm

But how do you consfunf/y

afraid looking nice doesn't cut it anymore. We'll know

we ve (ll‘”l' L‘l'l‘(l \\'HI’L’ \\‘IIL'II we H\.\L’l' kllk‘l" say '\\n\\'!

o . ; HIBHER STANDARDS. 1+ there a new standard developing in
tangible goal is to dehight — e
a”g’ € 'JOd IS 10 Qe ,g 1 what customers expect ol landsc aping performance?

improve a /ana/scape./ One

/ Most lil\'u|.\x the expectations have risen due to mu]tiplc
the customer. factors. l.;\”(l.‘k-‘l‘[‘ architects and designers have im-

pr.wml with better resources and (vclnwln,fy Automa-

tion and computer assistance have an impact on accu-

= racy, vl-l-i\’ivnc_v and even design creativity, As some
[gll [\)0[7 I\IL'( drt”t’l/ Contractors are driven by competition and heightened con- annuals fade in
X - Sumer awareness. 'l‘lu-.\' must deal with visitors and residents who early autumn,
are far more educated, as well as interested in their environment. dense mum
plantings are

John Gillan, executive director of the Professional Grounds dt
Management Society, noted, “Emphasis has always been high on ::ieﬂM:ﬂ this
embellishing and «lu\'clnpin.: bricks and mortar. stream at Sea
We've focused on the n!i]ily functions of land- World of Ohio,

scaping all too long. But we are crossing a thresh-

old. Not unl_\' are the Ernnnds facilitating the need,

Icicle plant
appropriately
surround the feet
of these penguins
at Sea World of
Ohio. Credit: R.
McCartney

but !In-_v'n- also lwn-ming an expression of art.”
There was a time when well-groomed turf was

dllt‘qll.ﬂv. In recent years, floral beds and (li>p|.ly>‘

are popping up where once turf was appropriate

enough. Clubhouses and office pnrlcs are begin-

ning to look like arboretums. Zoos are taking on
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the appearance of botanical gar(lcns.

Some are rclitlin: themselves, such as

Cincinnati Zoo and Botanical Garden.

RAISING EXPECTATIONS. 1t's fair to say that

consumers expect more and are more
value conscious than ever before. Each
year, the bar is raised a notch I\iglwr and
what was once acceptable and good has
become commonplace.

How can we ignore the positive mar-
keting appca] of the |amlscapc? This
quu]il_\' has long been recognized l)y es-
tablished businesses and institutions.

In recent years, this practice is be-

coming evident with the flo-
ral nli.—'pl.\ys at interstate mo-
lcls, fast food restaurants
and even gasstations. Prop-
erty managers spu.\L' of
“fHower power and curb ap-
punl.' Tlu-y know how color
can in)"ﬂ\ft .HNJ tllr" a !IL'J(I
for a second look. A well-
|am|s\‘(\pml entrance sug-
dests that q\mlily resides
inside also.

Theme ;mrlcs that for-
mcr]y attributed their ap-
pcal su'cly to their rides or
attractions are now gaining
recognition for their dis-
pla_v g.xrdcns.

Finally, the cooperative
interaction and networking
between the various disci-
plim-s of the green induslry

also has a positive effect.

PLAN FOR EXCELLENGE. A< the

standard for a successful
Ian(lsmpc climbs, what is a
gmul plan to meet the chal-
lenge? One dppruaul\ 18
based not on technical ex-
pertise but on human be-
havior. After years of ob-
serving pcnplc in .‘_ar(lcns, p.er‘s and
various outdoor settings, as well as re-
viewing hundreds of surveys at Sea
World, some common elements have
surfaced that are nutcwnrlliy.

Qur observers noticed what pcuplc
tnuclw«l, smc”ccl, |in§crc¢1 atin a land-
scape — wl\_v l]u-y s!ayctl or \\'I\y thy
moved on. Weidentified three elements:

color, interactivity and theme.

mlﬂl When horticulturists describe a

flower bed lm\'ing the .1lli|ity to turn a
motorist’s head at 65 miles per hour, we

are l.)”cin.j about color. Nntlline against

the classic white garden or monochro-
matic (lcsi:ns, but most mainstream
Americans have been raised on Walt
l)i.-'ncy, Fruit Lnnps and Rainbow Con-
nections. Color and lots of it isa part of
our lives. Color catches the eye, espe-
cially when it is big and bold. Dainty
little collections of spcclc]cd floral color
have their pl‘\cc, but to appcal to the
masses, consider large masses of color.

In the 19705 and 19805 a traveler
could udsily spot the Knigl\ts Inn motels
along interstate I1ighway.~*. The build-
ings were pl.\in and simplc,])utt]wprnp-
erty managers plantcd hundreds of l)ig,
bold African marigolds, petunias and
geraniums around them. All were in
plain view of passing frccway traffic and
one could not lu-lp take notice.

Anyone who hasvisited Cypress Gar-
dens during its Mum Festival in De-
cember knows the impact of floral color.
Strolling the patllways anmng(lmusands
of mums of brilliant cnlnrs, the visitor
gets the impression he or she has entered
a fantasy land.

Floral color should be carefully
pl.mnw.l and appropriate to the dcsi_.fn
and purpose. When used effectively, it's
essential to catcl)ing the eye, prnvin]ing
both movement and continuity in the
landscape.

Standing on one of the small scenic
bridges in Cypress Gardens and taL‘in;
in the vista, one will notice a Ha'/.ing
glow of red celosia at 20 feet along the
stream lmule, another bed of red on the
opposite bank, anotherred celosia plant-
ing 120 feet in the distance and the
same culor m-:dm]crin.t ll\rnugll asea n[
blue ageratum at 200 feet.

Film”y, 300 feet in the distance, the
red celosia cnmplclcsiisiourncy lay spi”—
ing over some rocks and up onto an-
other arched bridge where one of the
trademark Southern belles is standing.

\Y,l!dl a clu\'ur use 1‘{ Cl']ﬂl’!

LAWN & LANDSCAPE  FEBRUARY 1936 71




juality management

Im nm. From visits to the

major theme ]mrlcs, we see that common
static exhibits are no longer .n\'uptdl)]v.
Pcnp]c want to touch, taste, smell, hear,
see and otherwise experience the event.

Why not incorporate thisin our land-
scapes? As long as safety is considered
and Jcccssi})ilily for all punplv is pro-
vided, inviting pcuplc to move close and
interact with our ldll(l.‘\'nl]‘k‘ﬁ is bound to
make them more memorable.

At Sea \\"nrl(l n{ @)

crew are encouraged to visit with guests,

}lin, the :rnumls

as well as to piL‘L‘ and distribute flowers.
Guests are rncuum:u(l to smc“, tuucll
and even rest in the gardens. l’cuplc can
sit on l.n'gu lmul«lcrs at a p.ﬂl\'s mlgc,
becoming part of the landscapc and in-
teracting with the sirdtc,:ic.x”y placul
sensory pl.mts within their reach. Fences
and barriers were removed from key

sites so guests can access the lawn areas.

.. Most mainstream

[t is not uncommon
to see entire families
stretched out for a mid-
Ll-l)’ nap on the lawn be-
neath the trees. Inter-
action does not have to

be uunplux or techni-

and Rainbow
Connections. Golor
and lots of it is a

part of our lives...

cal. Itis simply encour-
aging the customer to
do more llmn just |nuL&

l’n}.nrlun.llcl.\'. ever
since our childhoods, we
have been instructed to
“stay on the path and
not touch a lI)ing.' De-
signers prulmln].\'m'cdin
go out of their way to get punplu to move
closer to the |aml>‘c.1pc.

Topiaries are effectively used for this
purpose at Sea World. 5111)!])/ pl.u‘m[
(Inlpl)ins. penguins, sharks, turtles and

I)irnls are ncst]cd in llu- ldllklsc.lpv a]nng

Americans have
been raised on Walt
Disney, Fruit Loops

the pal]nv.\_\s. Often llu-.\' catch
guests l))' surprise. It is common
to see guests having their plmtn
taken beside the various beasts.
Notice what ]mppcn.~ at the lo-
cal flower and garden show. A
beautiful woodland Llispld.\' with
an inviting brick patll\\'.ly curves
into a scenic \'nurl,\'dul and bench
alongside a pond filled with live
turtles and goldfish. Before you
can take one step forward, a chain
barrier with a sign “No Admit-
tance” catches you across the
knees. |’crlmp.~' the design pur-
pose is to provoke interest, but
wouldn't it be nice to experience it?
“Access for All

Ga nlcn. at Sea W 'rlxl Jcnmnsl rates how

The .\\\'ar(l-\vinning

to accommodate pcop]v with disabili-
tiesin a g.nrv.lvn setting. It is amazing to

contmued on page 74)

B Rexing

Don't Blow
VIIIII‘ Next Job!

Let Us Do It For You With Our
ﬁmﬁf/ﬂwer

¢ Blowing a wide range of mulch products including greenwaste or
biosolid composts # Specializing in large commercial projects
¢ Spreads mulch several times faster than conventional methods
¢ Eliminates the need for costly labor and reduces your risk

for Nationwide
service Gall

Fnpress Flower. (800) 2857221

€ASY LAWN ADVANTAGE |

SPECIAL FINANCING
NO PAYMENTS TILL'

Engineered For PROFIT!
QOut-Performs and Out-Lasts the competition!
\| High Quality, Few moving parts, Longer Lasting, Best Warranty...

CATCH US AT THESE GREAT SHOWS!

MID-AM CHICAGO, IL JAN.18-20 BOOTH NO. 1211
CENTS COLUMBUS, OH JAN. 22-24 BOOTH NO. 650
ARA ANAHEIM, CA JAN.29-FEB.1 BOOTH NO. 314
NEW ENGLAND GROWS BOSTON, MA FEB.1-3

CALL FOR INFORMATION TODAY!

USE READER SERVICE #40
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Registration and Exhibitor Information Available Now!

GIE Means More Business . . .

For you, your company and the industry! Here's How:

+ Three national associations assemble for one big event!

+ Sixty seminars on sales, manapement and technical topics!
Three days of exclusive trade show hours—300 exhibits!
Keynote address by the Rags to Riches Horatio Alger Award
winner, Robert Farrell!

+ Equipment demonstrations to “try before you buy!"

GIE'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
* 0% of GIE attendee annual budgets exceed $500,000, 43% are 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.
Act now lo axhilsi ar allend/

"Very educational. All the people offer different experiences, and experience is the
best teacher. GIE is great—I found a uniform company and all the equipment |
needed."

Homer Jackson, H.J. Lawn Service, Houston, Texas

*

*

“[ 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 EXp0/96 e mewreserms e o s, et oo

passes are available onsite for November 18 & 20 at $15 per day. The Outdoor
e T R A B S AR A ] Ewiwment Demonstration on November 21 is FREE to all atteadees!

.................................... e

November 17-21, 1896~Gincinnat, 0hio ' vrs) | want to know more about GIE/98

(J Send me information on exhibiting!
: O Send me information on educational programs!
' Name:

. Title:

Company:
' Address:
. City/State/Zip:

. Phone: () FAX:( )

. Clip and send te:
::1m%mmmmmﬁ.mn 30088-2112




seetheinteraction of children and adults
as l'u-y experience sensory pl.\nls in el-
evated beds and (Iip their hands into the
water features.

Structures modified for the disabled
pu” all p.-uplc abitcloser to touc 'I, smell
and experience the gardens. Gentle
.~'--|w.-' and flower baskets that can be
lowered via pu”v_\ s make this garden

particularly accessible to all.

CREATE A THEME. A\ nice landsc ape setting

may have a decent lawn, a .:mul variety
of plants, some floral color and some
decorative structures, vet lack the piz-
zazz that makes you say, “Wow!” What is
missing? Often, it needs a theme to tie it
all lu.:vlhvr. The presentation can fall
short if the design elements are inde-

pcmlvnl .nul have no linlc willl c.n‘ll ntlwr.

-

1 (alry

i

uests surveyed at Sea World of Ohio, in
Aurora, strongly emphasized a desire
for a fulfilled, gratifying experience
throughout their stay, including main
attractions and the surrounding landscape
gardens. The surveys, which are conducted by an

independent company, have become regularly sched-

uled elements of the park's emphasis on quality.

In a series of surveys given to park visitors
since then, the landscaping consistently got the
highest ratings of “excellent or good.” In other
words, Sea World's management sees this high
rating as proof that the landscaping has moved

from being part of the background to being an
actual feature of the park, or a reason that
visitors attend. Other elements that achieved
consistently high ratings included marine animal
displays, employee courtesy, cleanliness,
educational value and variety of animal shows.
The first time landscape rated so high, the
park's management was “shocked," according to
Rob McCartney, manager of horticulture, As
subsequent surveys validated earlier ones, man-
agement devoted more budget dollars to land-
scape development and also raised its expecta-
tions. The current landscape budget is almost
double that from before the time surveys were
used, and the staff has grown proportionately.
The new dedication to providing high-quality
landscapes has challenged the park's designers

FOREGAST
A

©1994 Glen-Hifton Products inc.

: RAIN WITH SPRINKLERS.
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to use landscape in new ways to enhance its
other attractions and to add more quality.

For instance, they explored the subliminal
effects caused by plants through themed
designs. Jagged objects, thorny plants and
prickly textured plantings reinforced the
feeling around the Shark Encounter, At the
Hawaiian Show, visitors were treated to beds of
hot pink and yellow plants selected to illustrate
the tropical theme. Similarly, plants evoking the
Pacific Northwest area surround the Shamu
exhibit, which is constructed on a Northwest
design theme.

McCartney feels that if the management did
not believe that Sea World's landscapes were
contributing directly to the bottom line, the com-
pany would not devote so many resources to it,

Theming a |ancl.~‘capc does not need
to be cmnplcx or difficult. It can be both
[un am] creative. It can [w su])!]c, ])ut
should c”cdi\'c]_\f convey a message,
story or feeling. Here are some ideas:

1. Ask about the ncc(ls, ul)iccti\'cs
and concerns of the customer. |]upv—
l'.u”_v, llw_v may have a theme in mind or
be interested in (lc\'clnping one.

2. Do a little homework. If your cli-
ent has strong ties with a country, you
may want to cxplnrc recreating the
country’s look. The location may even
have some historical si:niricnncc. Dis-
tinctive clvlm-nls, artifacts and p]anls
that convey or capture a theme can be
incnrpm‘atccl .1pprnpriatc|y.

3. Once a theme is i(lcntil.ictl, use
many features in the Iamlscdpc to sup-
portit. Forinstance, the lemonade stand

at Sea World is surrounded l)_v bright

yc”m\' French marigo]cls.

Even the habit and form of plants
can convey a theme. Marine life par]ﬂs
are appropriatcly plantcd with trees and

shrubs with a weeping, cascading slmpc.

PUT““ " All Tﬂﬂfﬂlfﬂ. Once you have
uxpcricncvtl the landscapc, ask ynursc”
how does it feel? What is the overall
impact? Typica”y, if the site has a gnncl
blast of color, if it stimulates interac-
tion and if it is pu”cn] together l)y a
common theme, it will have impact.
We have an nMigatinn to meet or
exceed our customers’ expectations. We
can rest assured that we have cleared the
bar when the word that comes from our
customer’s mouth is simpl_v, “Wow!”

The author is manager U/ horticulture at
Sea World n/ Ohio in Aurora.

EXGEPT IN MINI-GLIK AREAS.

When sprinklers run in the rain, there’s waste on all fronts. From precious

water to time wasted shutting systems off manually. With the Mini-Clik rain sensor,
however, the forecast is peace of mind. Its precise settings shut off sprinklers when
it rains without disturbing the automatic controller. And without disturbing you.
Worldwide, Mini-Clik is the rain sensor of choice for new installations. But
there’s one Mini-Clik setting some contractors still haven't tried: Retrofitting.
Because Mini-Clik clicks with any brand of irrigation system, it's easy to add
to systems you already maintain. It's economical for your customers, foo.The cost is
so inexpensive, Mini-Clik quickly pays for itself. Even in areas where rain is scarce.
What's more, the patented designis virtually maintenance free and it's backed
by a five-year warranty. So once you add Mini-Clik, you can subtract service calls.
For more information and the dealer nearest you, call Glen-Hilton Products
at 1-800-476-0260 or 804-755-1101 worldwide. And the MI“'.cuKH
next time theyre calling for rain, they won't be callingyou.  saves YouMoneyOnARainy Day.
USE READER SERVICE #42
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The only tru

Magnum Power

Now it seems that Dodge Ram isn’t just part
of the most powerful overall line of pickups on
the planet. According to a J.D. Power and
Associates survey of owners,” it’s also the most
appealing pickup in America.

As the recipient of the prestigious APEAL
award for performance, execution and layout, it’s
pretty convincing evidence that ignoring the

rules of conventional wisdom is a very good
thing to do.

It wasn’t just the unmistakable look of Ram
that people liked. It was the ideas and the execu-
tion they found in everything from the powertrain
to the ergonomics and comfort of its interior.

Not only that, having a pickup that holds its
resale value better than full-size Fords and




ck with both
and J.D. Power:

Chevrolets is pretty appealing t00.* And to keep building cars and trucks that
Clearly, the J.D. Power and Associates change them. Want more information? Call

APEAL award is good news to all of us here at 1-800-4-A-DODGE.

the New Dodge. But it's also a powerful incen- *1995 Automotive Performance. Execution, and Layout Study, based on 27,859

responses.  **We calculated resale using avg, trade-in values for full-size “94 models vs

tive to keep looking for rules that need changing. — NSkb. pubished in 95 Jan-Sept NADA. Offcial Led Car Guide® monthly edtions

Americas Truck Stop (@ The New Dodge

A DIVISION OF THE CHRYSLER CORPORATION




management st

—
Its not easy to
/im{ and L’cep
gooJ
emp/oyees, but
the lawn or

Jan scape
contractor who
IS prcparea/ wil
have a Jump
on the

competition.

by Lloyd
Merritt Smigel

Ready, Aim

ost pcuplc who do the hiring for a

company arent pn-parul for the task.

There's :~impl_\' no one else to do it, so

tlu-y are elected l)_\' default.

However, there are certain prvllirin;4
functions that can help you conduct a
professional interview and hire the right
person. Let's review 10 of the ways to
|1clp you select the right person and be
sure you are ready to hire.

1. Are you prepared? When people
apply for a job today, not only are you
interviewing them — but llu-) are also
interviewing ynu.'”w_v are asking them-
selves: Do | want to work for this per-
son? Can | putup with him or her? Can |
advance with this company?lsita growth
job or a dead-end job? What are the
benefits here cmnlmrul to another job?
Will this person lu-lp me grow?

Imagine going into an office and
being handed an illegible old .\pplic.\-
tion that has been cupiml and rec Upiull
for years, It's a sign of things to come
for the applicant.'['lu-y are wonderingif
your equipment is also kept up the same
way. Always use fresh new applications.

Also, have inl) dcscriplinn: avail-
able so the person has a complete idea
of what the jnl) isand what rcspnnsil)i'i-
ties go .\Iun.: with it. If vou think it
mig'nt scare tlwm away — .:-mJ. Better
lllc_v should be scared off now before
you invest $6,000 in training.

2. Potential. ”yuu were secking a job
wouldn't you be interested in its poten-
tial? If you would like to cxpan(l and
want an employee who can sell, think
past that position. Wouldn't you rather
have someone interested in growing

into a supervisory, sales or manage-
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Hire!

ment position? If that's what
you want, interview the person
for that potential position.
\\""llun you grow, vou wi“ Imvv
the pcup]c you need to advance
into the new openings.

If you have to Lup rehiring
lnutl pe up| ln cause llu-r«. 15 no
pl.lu lur llwm to grow, pcrlm;h
you should rethink your focus
and create new jobs and/or new
markets for pvuplc to growinto.

3. The Good News — The
Bad News. Before you hire you
should make a list of the good
news and the bad news about
the job. Often, we hire people
and tell them un]y the _:nm.]
tllin.:s. We don't lc” lllclll wlml spring
i« going to be like. We don't tell them
how intensive the muwine.planlin.:.nul
fertilizing can be when the season opens.
We don't tell them about the paper-
work, the extra hours or the importance
of communication and follow-up with
customers.

Too often the cmpluycr hires the
person and waits to see how llu-.\' do.
Instead, explain how you see a good job,
wlml some nl. t]w negatives are .mc.l
express them as a challenge.

4. Communications. We are all in the
service business and communication is
the name of the game. Prepare to find
out how this pulcnti.ll cmpluycc com-
municates. l’crlmps role playin.: is in
order. You could say: “Suppose | am a
customer and you have just uunplc(u]
fertilizing my lawnand | feel you missed
twoareas.” Howwould you handle that?

feomtinued in pagy SO)

Prehiring tests
such as role
playing can give
you an idea how a
potential
employee will
interact with
customers.
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management strategies

(continued from page 78)

Make up your own scenarios and see
howthe putentialemployee would handle
each situation.

Some companies have their poten-
tial employees read about a situation in
which tlwy feel the specs for a jnl) are
incorrect and potentially leading to
major prol)]cms. Tlu-y cxp]ain the situ-
ation and then ask the person how tlwy
would rectilcy it.

Other companies will ask the candi-
date to read a label and then ask 10 ques-
tions (opcn—l)onlc test) on that label to
see if they can read and comprehend it.

5. Pre-hire Tests. The more testing
you can do to see if an appluant is
quali{:ie(l, the better. Make sure, tlnmgl],
that the testing is pertinent to the job.

[ know companies that give mapread-
ing tests to app]icants who will be driv-

ll]g their vehicles. l\’(.’ seen companies

havea putcntia] secretary answer the plmne
when tlley call from another room. The
applicant is asked to answer the pl‘mne
as if tlwy worked for you. The company
listens for cheerfulnessin the app]icant's

voice. T}wy don’t want to hear some

If they say they know how to prune a tree
— test them. Let them make a mistake on
your tree, not on the customer’s.

grouch answcring tlw plmnc.

Some companies have math tests with
questions such as, “If you service five
accounts for $27 each and did a new
account for $ 345, how much total dol-

lar production will you have performed

for the clay?" and, “If you were paid 15
percent for the work you performed for
that day, what would you have earned?”
These are all legitimate questions be-
cause tl‘ney app]y directly to the ]01)
If tl\ey say tl‘ney know how to prune a
tree — test them. Let them make a
mistake on your tree, not the
customer’s.
If part of the job is to know how
to run a mower or parl:z a trailer, test
an applicant on the equipment to
make sure that he or she knows
what they are doing. It's signifi-
cantly more expensive to find out
t]'ney canrun the equipment, but the on]y
way they know how to make it stop is
when t]'ley run into a car or a house.

[t is easier to let someone go quickly
and rep]ace him with someone qualified
than it is to “settle.”

(continued on page 82)

BAY STATES ASSOCIATES

Would you like your employees to have a more professional appearance?

Wouldn't it be great to advertise your company's logo just by wearing comfortable,
high quality, low priced sportswear that doubles as your company uniform?

POLOS

HATS

Our100% cotton pique knit heavyweight
polo beats all comers!!!

Preshrunk, fuII ct, taped and double-stitched
seams, extra 2" Iong tail and includes your custom
embroidered logo. Available in white, red, navy,
black, forest, crimson and burgundy. Sized L-XL
and XXL for just $15.75 each ?NO UPCHARGE FOR
XXL). Minimum order 36 pcs.

Compliment your uniform with a low
cost, high v% . We've got hats for
just everyone.

If you have a speific style hat in mind, call B
States Associates. We can supply ANY STYLE
and always at the best price!!!

Just check out these prices!!!

Style Decorated Quantity Unit Price
Mesh ball cap - w/ 1 color imprint 144 pes. $2.50 each
Golf Cap - w/ 5,000 stitch embroidery *144 pes. $4.00 each
Pro-style or low crown - w/ 5M stitch emboidery 144 ps. $5.50 each

No screen or setup charge. You must buy 24 pcs/color & supply artwork.
* For embroidered items, there is a 1 time setup charge of $75.00 unless you can supply an embroidery disc.
** Delivery on most orders is generally 2-3 weeks; if your order is going to take longer, we'll tell you why upfront!

caLL BAY STATES ASSOCIATES FoR T-SHIRTS, SHORTS, SWEATS, JACKETS

AND ALL TYPES OF PROMOTIONAL ADVERTISING ITEMS!!!
K 7400 York Rd. Ste#104, Balimore, MD 21204 Tel(410) 321-1344 Fax(410) 821-5284

USE READER SERVICE #43
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Mr. Accountant is the time
proven, complete business
management/accounting
system specifically designed
for all aspects of the
green industry

Landscape Contractors
Landscape Maintenance
Arborists
Lawn Care/Pest Control
Nurseries/Garden Centers

USE READER SERVICE #44
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< Fact is, if your
:,vﬁthanythingl S,

0 turning radius lets you
jlide around the tightest obstacles.
And the low; out-front deck makes
getting under shrubs and trees a




management strategies

(contmued from page 5U)

0. Expectations. Before you interview,
know what expectations you have of the
person you want to hire.

Expect your cmpluyccs to read the
label instead of coming to you to read it

for them. Expect them to be able to

handle their jobs after llu-,\' are trained.

|Expm‘l your vmplu_\‘ucs to learn from
the past. If Ilw_\' make a mistake — fine.
You can accept that. If ll\vy make it
again, llu-y will be written up for it. If
tln-y continue to make the same mistake

over and over, you will more than Iilculy

Trenching jobs can be done
faster than ever before with the
Steiner TH300 Trencher.
Mounted quickly to the front of
any Steiner 4wd tractor, the
TH300 tracks precisely down
the line of trench, cuttingtoa
maximum depth of 28”. A
highly visible depth indicator
and variable depth control gives
you complete control over

the heat treated, carbide tip
trencher.

289N. KurzenRd. ¢ PO.Box504 «

Mig. in Dalton. OH

Just point
cut.

and

STEINER TURF EQUIPMENT, INC
Dalton, OH 44618 = Phone: 216/828-0200

If you
want the
best, why settle

for less? For more informa-
tion, contact your authorized
Steiner dealer.

A turf tractor with a different twist

USE READER SERVICE #45
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If you fish, know what bait to use. If
you want to hire a professional person
that can help you grow, you too must

be professional in the interview.

have to let them go.

i I'o/il‘_u Familiarization. Many gmul
.\pplimnb gdet away because the man-
ager failed the interview due to a lack of
knowledge about his own company.

Don'’t brush off applicants’ inquiries
about medical coverage or other ben-
efits with something like, “We'll cover
that when and if you get the inl)." Many
pcnplc are concerned about benefits
enough to ask and should get answers.

If you are not familiar with your
medical benefits (or other pnlicics), you
can have an “overview” sheet made up
with .-'p-:cific details to L'ccp in your
interview file in case you're asked.

This is an easy way to impress an
dpplicanl who asks about benefits l)y
simply handing him or hera copy of the
sheet and saying sumvllling IiL‘c, “Read
that over and if you have any more
spccific questions | can give you addi-
tional information. [ understand medi-
cal coverage is important to you — it's
important to us all.”

8. Review Systems. Before the inter-
view, you should know your pnlicics on
pcr[nrnmnu- and S«]Iﬂl’_\‘ reviews, or if
you even have a formal system. Tie this
into the job descriptions and your per-
sonal expectations.

Too many companies have no review
systems. [t causes turnover when pcuplc
don’t know how ll\cy are doing. There
are many evaluation and review forms
available. Many computer programs ex-
ist for this purpose.

The point is thatan “nnguing"cvdlu—
ation can be done as well as formal
evaluations for both pur[urmancc and
pay. If you don't have such review sys-
tems, you should get them.

0. Advancements. During the inter-

view, ta”c almul pntcnlial advanccnu-nt

feomtimwed on page 84)




We’ve Improved
The Best Performing
Broadleaf Herbicide

For Turf

THE SAME
OUTSTAN DlNG ® Truly soluble —
PERFORMANCE not a wettable powder

® Pre-measured water soluble bags

IN ANEW WATER ., .. icodor
SOLUBLE BAG! ® No container rinsing or disposal

ALWAYS READ AND FOLLOW
LABEL DIRECTIONS.

BRAND
Pbi /cordon

BROADLEAF HERBICIDE

TRIMEC® is a registered trademark of PBI/Gordon Corporation © 1996, PBI/GORDON CORPORATION 002/296
USE READER SERVICE §87




feontmued from page 82)

pany to grow.

ement strategies

and what an .1pplic.ml would have to do
to advance (and l)_\- when). Yes, thisisan
expectation, but you may want to em-

plmsizc this one i[ynu expect your com-

Forinstance, | expect my sales pcuplc

Applicants that
know the road to
advancement in
a company and
get ongoing
evaluations will
be more
motivated to
help its growth.

Five Ql"-m

eapacity
fur‘ tank.

Engine,

transmission

and opcrator

weight pivot

over axle [nr -

-upcr;nr per-

'mmam‘r on

lLl'R’l ﬂl‘ld
hills.

Wheels
behind deck

cnsure an

“ven cul,

Large discharge
chute prevents

(‘lll"lp‘.

Six-way ru“y Noat-

cut om uncyen I.ur‘.

Finally!

Fully welded dech
ing J«L I'-.: an cven ‘uv lllp('l’;"l’ -In'nddn rn(liu- aves
and durability.

Forward deck ptnil‘un.
l‘.-nls cuts under ‘cnﬂ-.
shrubs and bushes for

minimal trimming time.

Sound impossible?

Deck hciﬂhl and three
high-Jift blades producc

l'w c-pl;mmn n;rnuw to

Zeoro turning

trimming time.

Life grass for an even eut.

A mower tllat cuts and trims at tl\c same time.

Dual steering
levers for
superb mancu-
verability in
small spaces

and around

nln(mlﬂ.

Cut more
acres in less
time because
of high
anund np«d
and deck
width.

“llnp deck

for casy

* maintenance.
("wnﬁr blades
in less than

five minutes.

Not with a Grazer. Because it's the only mower that gives you more

cutting hours per day while it trims maintenance costs and downtime.

The path to clear cut profits begins with investing in a Grazer.

For tlue name of t}\c Grazer dea]cr

nearest you please call 1-414-382-5000.

© 1995 Ingeryell Equpengnt Co . fnc - Winneconne, Wi 54986
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M e e

to do as much prcsc”ing as necessary to

carry me lllruugh the winter. And | ex-
pect my pcup]c tolearn telcnmr]celing to
help me through the winter.

Look for pcop]c who want to cxpand
your company into new areas that will
allow both of you to make more money.

10. Interview Preparations. Many
people have never had formal courses
on interviewing. Today, applicants are
smarter and have many expectations.

Read a few books on interviewing
techniques and note sample questions
you think are good to ask. “In the sum-
mertime it gets quite hectic around here.
People want service right away, it's hot
and the schedule is ]wa\'y. Your income
rises but so can your stress level. How
would you react under pressure — give
me a few examples.”

Dead-end questions are those requir-
ing simplc yes Or no answers 'il\’c, “Do
you think you'll like working here?” But
asking a simple “Why?” after them adds
a great deal to the interview.

Try not to be disturbed cluring the
interview, and if you are, be careful.
observed a manager interviewing an ap-
plicant last year when his plwuu rang.
He .m.:rily picL'cd itup and sai«.l, 'Dangil,
| told you no phone calls!” He slammed
the plmnc down and looked at the appli-
cant like nothing had lmppencd. From
where | sat, he lost the interview. The
applicant was totally turned off by this
lack of control and realized if he took
the job, he could someday be on the
other side of the manager’s wrath.

Remember to prepare before you hire.
Be pru[-:ssimm] in your interviews and
know what you are looking for.

If you want to hire a prn{cssimml
person that can ]wlp you grow, you too
must be professional in the interview.
Most important, be honest with the ap-
plicant. He or she deserves it.

It could be the start of a long, mutu-

a”_v prosperous rclalinnship.

The author is a consultant, author and
speaker specia/i:ing in sales, management
and strategy training for the service indus-

try. He is based in Oceanside, Calif.
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INTRODUCING THE FUTURE OF TRIMMERS. TODAY.

usqvarna just tumed to this new series of Husqvama
trimmers. So, if you bu one an

ing a series of trimm rformance can retum it

so highly advanced tha \ g as litt l(‘ 1S thin 15 days fo
any profe sional us Jsin Along way, our full refund™® If
> > thing et A fi agree that timn
ners enclosed en
; ld o? anything e!w int with heavy
stry? Swedish engineering and ensures on
workmanship. levels available 1

First, our designers took away . all our timme
t all of the vibrations with same type of tou d testing
LowVib}" a system that effectively isolates  that our chain sa : ' a ‘ Husqvarna

engine and cutting head vibrations fror we applied The Y Commitm

‘ For your nearest dealer call |-800-HUSK

N orT1 H W 0 R K S ) F & B . R RS
H&/_,’/L

* At partiapating dealers
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JESIGN NC

DESIGN CHALLENGES: Creating a

.1n“ course community that

\\'t’lll(l Hni(lllt'l'\' l)lt‘”(l l]]\‘
natural environment with
residential living was the
challenge prvswnlccl to
Thornton Gardens when
tlcu‘lnpine the exterior im-
age of the \\"cllwrin:tnn
Golf and Country Club.
Establishing privacy for the
450-acre residential com-
munity pn-scnh-J some of
the greatest clm”vn:c:’.
“The magnitude of the
project was impressive, It
took hundreds of drawings
to cnmplclc the project,”
stated Larry Henry, CLP,
of Thornton Gardens. The
|andscdpc contractor was
rcspnnsil)lc for all land-
:'capul areas: peripheral
amenities such as hiking
and biking trails, placing of
street lights, signs and miles
of “horsefarm” fencing;
|i.:]1(in.: and irrigation for
all ]amlsc.\pu[ common ar-
eas — even including such

“image” details as stonework

and the pl.lcc-
ment of com-
munity em-

l)ln‘lll:.

DESIGN SOLUTION:
More t]mn
3,000 trees
and 50,000
square feet of
plnnlin.: I)mls;
at least 12

l“ill'.‘ \'r il'ri—

PO 000 PO BSOSO BDOEBELTPLEDS

gation with
1,500 sprinkler heads; and
more than 200 various low-
voltage lights were included
in the installation. The
project had to be prmlm‘ul
in various stages, under
short deadlines, to meet the
scheduled grand openings.
The \\”ctlu-ringtnn en-
trance established it as an
“estate” community with the
use of stone pillars mppml
with carved Indiana lime-
stone. In fact, the stone
from the entrance was used
throughout the community

to create '.Ilk' &lvsirul t'”\'xl.

PROJECT:
LANDSCAPE COMPANY:
DESIGNER:

Masses of dense yews,
;‘ulnlcn g]nw junipers and
dwarf blue spruce enhance
the grand entrance. Dwarf
fountain grass, (l.l_vlilius and
annuals provide additional
texture and color, creating
the impressive “welcome”
rcquirm] for the exclusive
gn” course community.

The pl.u'cnwni of the gas
lantern at the entrance
\-mnplcmcnls the gas street
lights throughout the devel-
opment.

Spcci[ic l.\mlscnpc pl.mls
selected for p]antin.: beds

included broad-

The
gazebo,
originally
used as a
temporary
sales area
for the
community
opening,
was later
relocated
and
enhanced
with China
girl holly
and mis-
canthus to
create a
peaceful
setting.
Credit:
Thornton
Gardens

more junipers
.nul g‘l\l(l ”dlllc
spirea with an-
nuals and (IJ}'-
lilies for color.
The streets were
lined with 60 6-

fnnl [.um]nu

plnnc trees.
Eig‘.lllu'n S- to
10-foot Mar-
shal seedless ash
trees created the
impression of a
well established
lmulc\'nr(l, while
the island
pldntin.fs —
bordered I)y
miles of
horsefarm fenc-

ing — (l'\'dh‘tl a

Wetherington Golf and Country
CGlub, West Chester, Ohio
Thornton Gardens

Maineville, Ohio

Larry Henry, CLP

450 acres

Thousands of hours over 3 years
More than 10,000

dramatic sense of entry.
Aristocrat pears shade a be-
gonia bed in the center is-
land of the entrance to the
xlc\*ulnpmcnt.

Summit green ash sur-
round the swim and tennis
club. A Japanese red nmplc,
cnlmncctl l)_v {ulul ”mnc
spirea and a variety of annu-
als, prn\‘illcs the focal point
of a center island in that
area. The contractor was re-
sponsible for screen
planlin:s to pruvidu privacy
in the pnnl area, for Jcsi.:n—
ing a pcr:n]a, ]dnclscapini
the pool and hardscape area
and l.szc‘\pin: the multi-
level decks off the upper
balcony. Crabapples were
used to screen the pnnl area
from the parking area.

A .:.w.ulm was the ori:innl
temporary sales area Llurin.:
the community opening.
Now, enhanced with China
.:irl Iw”y and miscanthus
grass in its permanent loca-
tion, it pnwitlcs a quiet spot
for pcaccl-ul reflection.

As Rick Doesburg, CLP
of Thornton Gardens put it,
“The site of the project was a
community :‘h‘cpcd in pride,
a classic blend of nature and

a mucll-
(@)

Ilci.tlll)nrlhuul

desired place to live. Qur

role was to create that ex-

terior image.
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IF YOU CAN’T SEE THE BENEFITS IN A CLEAR FUNGICIDE,
THEN YOU’RE NOT LOOKING HARD ENOUGH.

We'd like to make
one thing perfectly
clear: next to new
Banner®MAXX; no
other broad-spec-
trum fungicide even
compares. It's the
world's first transpar-
ent fungicide.

Simply put, Banner
MAXX is the best
tank-mix partner. It
has the same proper-
ties as water. It won't
clog filters and has

no odor. And unlike

This should shed some light on the subject.
Our active ingredient is less than 0.1
micron in size while other sterol inhibitors
are about 25 microns in size.

wettable powders, it

will never settle out.

Even more impres-
sive is the fact that
Banner MAXX con-
trols 18 turf diseases,
including dollar spot
and summer patch.

It contains no petro-

- )
something our fungicide doesn't. That's because
ot a powder or granule. It's water-based.

leum solvents, so
there's no potential
for phytotoxicity. And
its available in closed
system containers.
For more details,

call 1-800-395-TURF.

Because no matter
how you look at it,

Banner MAXX isn't
like any fungicide on
earth. But you can -
see that for '-

yourself.

MAXXimum Value

Always read and follow label directions.

USE READER SERVICE 74

©1996 Ciba-Geigy Corporation, Turf and Ornamental Products, Box 18300, Greensboro, NC 27419. Banner” MAXX" is a registered trademark of Ciba-Gelgy Corporation.




PRODUCTS

The Multi Pro 5500 is the
newest addition to Tore's
line of work vehicles. A
dedicated |iqui¢l dppli(.l“ﬂll
vehicle, the 5500 clusters

J” sprayer .lll(l lhh‘lll con-

trols at the npudlnl fin-
gertips and has a foot-con-
trolled master on/off switch
for upiinml sight lines, Hy-
draulic wheel motors with
plam-lar.\' final drive com-
bine with a 45-

offer enhanced climbing

]\]' engine to

power and maneuverability.

Riverdale’s T'ri-Power” is the first phclmx_v-lmsml, postemergent
selective broadleaf herbicide that no longer requires users to wear
]ung-slcc\'cd shirts, glm'cs, protective eyeware and boots when
applying and has no reentry interval. Combining MCPA,
mecoprop and dicamba, this 2,4-D free liquid can be used on both

cool- and warm-season grasses and is said to be extremely effective

c}mlc, and can

-\]5(‘ s¢rve as a
vacuum. Three
10-inch pneu-
matic wheels
allow easy mob-

i]ily and a new,

against (lamlcliuns, cl’nicl\'wccd, licnl)il, white clnvcr, black medic

and other broadleaf weeds. Tri-Power is available in packa.*.ing

ranging from one :n”nn jugs to 220 g ,.,.J”nn mini=bulks.

Gircle 125 on reader service card

The sprayer carries an
elliptical, 300-gallon
polyethylene tank with jet
agitation to ensure mixing
of chemicals. An 18-foot,

three-section rigid boom

covers I.\rgc and li,:lxl areas,

while a Pro Control spray
system kit pru\'itlc.-‘ auto-

matic calibration control

cation, Tl‘.:dr(”\‘s.‘ H[ \‘t'lli(lc
.~pccnl. Cargo bed, tnpglrcssvr
and sprc.ulur attachments

are also available.

Gircle 126 on reader service card
Little Wonder’s 1cw 11-hp

commercial blower is said to
- l 30) R
provide 3(0) percent more air

power w ith an enlarged fan,

antivibration
grip improves
balance and feel
for the operator.
Blower also
features 12-
gauge steel housing, a weld-
ed steel fan and a movable,

variable throttle control.

Circle 127 on reader service card

Diba’s new Banner® Maxx®
micrm-m'npsul.\iinn
concentrate fun.:iciclc i1s a
clear, stable liquid that

mixes cnmplclcly with wat-

uml an even rate Ul .1["\“-

{continued on page 00)

fan housing and discharge

PRO'-fect: having all professional qualities
for performance and longevity.

THE PROFECT
TRIMMER

Professionals need PROformance. That's

why our new PROFORCE TBC-2510 trimmer
has more quality features than others in
its class. At 11.6 Ibs. with 1.3 hp, it
has excellent power-to-weight
and outstanding
acceleration
A heavy-duty

The New

PROFORCE
2510 Brushcutter

anti-vibration system
combined with a SOLID-STEEL
drive shaft and the new BRAIN
autofeed cutting head ensure smooth
and reliable cutting power. The engine has
been tested to last over 1500 hours and
complies with new emission standards

To enjoy PROfection, see your Tanaka dealer
or call 206-395-3900

IER}\\[ORE

ra TOUMk *

USE READER SERVICE #47
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THE "IMAGE WIZARD" CAN HELP YOU INCREASE
YOUR BUSINESS UP TO 3 TIMES!!!
"I finally started offering imagining in '94 after years of
considering it. My business grew 300% by including images in
my bid and presentation. Customers feel they can trust what
they'll get with a picture...it even wins bids at a higher cost than
the competition." Danny Priolo, Heritage Point, Howell, NJ

Produce full-color renderings in 30 minutes or less.
(Shown here in black & white)

Design Imaging Group
(818) 706-8786 _, |

Call today for more information on Design Imaging
Software and to receive your “FREE Demo Video® with a
‘Color Print Of An Actual Design."

For information call (818) 706-8786

or FAX (818) 706-8465
USE READER SERVICE #48




uestion

What preemergence herbicide
costs the most?

Answer
The one that quit in tough weather.

Solution
Our preemergence herbicide oﬁfers the
toughest control for up to 26 weeks.

— USE READER SERVICE 792



EW PRODUCTS

(continued from page 88)

er. The new formulation
eliminates the use of petro-
leum sol\'cnts, rcsu]ting in
a pro(luct with little odor
and little chance of c]ug—
ging filters or scttling to
the bottom of a tank.
Minute particlcs of active

ingrcdicn( enhance its

slal)ilit'\u
[t con-
trols
many
turf
diseases

on warm-

aml CUUI-

season
grasses, inc]udin:_ dollar
spot, summer palch, taL’c—
all patcll, necrotic ring spot
and Fusarium palclL

Gircle 128 on reader service card

The Z42 11yclrostatic,

intermediate riding mower
from Encore Illllflmnl' mows
up to d mp]l and has zero-
turning radius al*)ility. The
unit features a 16-hp
Briggs & Stratton Van-
guard V-twin engine. Side
discharge, mulching deck or
grass catcher is available.
The 42-inch deck offers
anti-scalp rol-lers and larg‘o
turf tires for a smooth,

level cut. Com-fort features
include arm rests and
ergonomic control levers,
and the interlocked parL‘ing
brake lets the operator
leave the seat without
lei”ing the engine.

Gircle 129 on reader service card

An updatcd line of lligll-

pressure spray gun prmlucts

Rain Bird now offers an updated
edition of its design software for
Windows. RainCAD 4.0 is said to
offer more functionality and easy
use, and RainCAD-Lite for
Windows allows for quicl:zer
design times. Users of the Win-
dows version can import an image
from a scanner or fax for easy
tracing and the 4.0 version has a
more comp]ete prel(erence setting
for irrigation and landscape

design options.

Gircle 130 on reader service card

is available from Green
Gar(lc, a division of K.
Hudson. The model JD9-C
spray gun adjusts casily
from a fine mist to a |nng-
distance stream for a

variety of app]icatinns,

offers trigger
lock for con-
tinuous spraying
and fits with
various tips for
a variety of flow
rates. Flooding
nozzles provide
coverage of .5
to 5 gpm.

Girele 131 on reader
service card

The Dingo
from Ilinlll
Diggers is a
stand-on skid
steer hyclraulic power plant
on wheels for 13 landscap-
ing attachments. Serving as
a trencher, post hole auger,
rotary hoe/tiller, backhoe
excavator and other too]s,

(continued on page 02)

EVERYTHING FOR THE
LAWN MAINTENANCE INDUSTRY

CELEBRATING OUR 29th YEAR!

200 gal. poly baffled tank unit

I 200 gal. polybaffled tank
Il 5.5HondawithD-30
I Electricreel

B 3001t 1/2"hose
B Unit pre-tested & readytouse
M Custombuiltunitsavailable

OLDHAM CHEMICALS

COMPANY, INCORPORATED

1 -800-888-5502

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

USE READER SERVICE #49
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SOFTWARE

WL hewd Wl Suresiti Basesesd Ml | Neseemel

Now with Payroll, General Ledger,

] Accounts Receivable
1 Accounts Payable

] Payroll
] General Ledger

_] Inventory

] Equipment Maintenance
] Weather Tracking

_] Complete Plant List
_J Unlimited Customers

_] Instructional Video Tapes
_] Toll Free Support Available

Full 30 Day Money landscaﬂeszmml

Ll

Equipment Maintenance, Plant Lists!

Back Guarentee! 1-800-262-9498 I

USE READER SERVICE #50




uestion

What preemergence herbicide
costs the most?

Answer
The one that stained
the white picket fence.

Solution
Our preemergence herbicide
doesn’t stain.

USE READER SERVICE #96




(continued from page 00)

the 2-pump 3,000-psi

functions simultaneously.
The Dingo fits a variety a
difficult spaces, measuring
less than four feet high and
four feet wide.

Circle 132 on reader service card

Hunter rcdcsigncd its PGM

rotor for use on 17- to

system allows two hydraulic

30-foot
sites with a
throug}'l—
t]’le-tup—
radius ad-
justment
and rack of
five reen-

ginccrcd

nozzles to
provide more efficient irri-

gation coverage while re-

ducing installation time.
The radius adiustment
allows the user to set the
spray pattern to avoid walk-
ways or buildings. Available
as a shrub head, 4-, 6- or
12-inch pop-up, the
PGM'’s discharge rate varies
from .64 to 3.4 gpm and is
acliustal)le from 40 to 360

(lcgrces.

Gircle 134 on reader service card

Tl]e new GS

series of com-

The TC-120 Ultra from Truckbraft is a custom pickup dump insert
for 5,000-pound, 2.4-cubic-yard payloads. The unit's body and
frame are constructed entirely of aluminum and stainless steel to
avoid potential rusting. The lightweight aluminum construction

makes the insert about 300 pounds lighter than an all-steel insert

to increase payload capacity. A 3-stage hydraulic cylinder lifts
5,000 pounds to a 47-degree angle, and the tailgate opens at the

mercial walk-
ehind mowers
from John Deere
comes equip-
pe(l with a 5-
speecl gear

Gircle 133 on reader service card

top and bottom for traditional access or use as a spreader.

transmission,
three sizes of

traction units

anda 12.5-, 14-or 17-hp
Kawasaki engine. The
engines can attach to a 36-,
48- or 54-inch mower
deck, each offering cutting
heights ranging from 1- to
5 incl’les, new cliscl‘large
chutes and fixed deck
design. Available attach-
ments also include a 3.5-
bushel side-mounted grass
catcher and a 2-wheel fixed

or steerable su“:zy.
Cirele 135 on reader service card

The Eagle 45 is a trailer-
mountecl, articulated aerial
lift from AmeriQuip. The lift
has a 25-foot side reach
and a 45-foot wor]zing
height with positive bucket
leveling, 360-degree
continuous rotation and

(continued on page 00)

LAWN AND LANDSCAPE
CoMPANIES HAVE
GENERATED OVER

- SLO00000

IN SALES FROM
CLC LABS SOIL
TESTING!

Ler Us SHOw You How!

Call 614/888-1663 Today for your
Soil Testing & Marketing Information

CLC LABS

325 Venture Drive
Westerville, OH 43081
614 888-1663

FAX 614 888-1330

Exclusive laboratory services for the
Turf & Ornamental Professional.

USE READER SERVICE #51
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Mulching by hand is hard work, takes too much time and gives you poor

coverage.

The solution is to use
the Goossen Bale Chopper, m o eu
available in either self-
powered or PTO models.
The Bale Chopper gives ex-  ™“p G, "o 705 « Beatrice, NE_68310
cellent coverage with better Call Toll-Free 1-800-228-6542
moisture retention for faster (In Nebraska: 402-228-42286)
germination. FAX: 402-223-2245

USE READER SERVICE #52




uestion

What preemergence herbicide
costs the most?

Answer
The one that Just lost the
Davidson account.

Solution
Our preemergence herbicide satisﬁ'es
customers and builds proﬁts.

USE READER SERVICE /98




preemergence he

1.

The thinking |
e e 1.';- i

1.

You want to forget about stains.

2.

You want it to last l()nger and work better.

3.

You want to make so much money

you can retire to a thatched hut in Fiji
where somebody comes by regularly

to weed the roof.

Agra Turf Cannon Turf Supply, Inc. Estes Chemical, Inc. GroTech/Pennington
Searcy, AR 501-268-7036 Fishers, IN 317-845-1987 Wichita Falls, TX 817-766-0163 Madison, GA 800-768-4578
Available Agriturf Cornbelt Chemical Co. Fisher & Son, Inc. Helena Chemical
from: Hatfield, MA 413-247-5687 McCook, NE 308-345-5057 Malvern, PA 610-644-3300 Fremont, NE 402-727-9177
Benham Chemical Co. E.H. Griffith, Inc. George W. Hill & Co., Inc. Helena Chemical
Farmingron Hills, MI 8§10-474-7474 Pittsburgh, PA 412-271-3365 Florence, KY 606-371-8423 Tampa, FL. 813-626-5121

e . L T T ¥ ol



md‘ » If you want more

HERBICIDE
customer satisfaction, fewer callbacks and

increased profits, taking some low-cost route
won’t get you there. Barricadcx preemergence
herbicide will. Not only does Barricade control
crabgrass and 29 other tough weeds, it gives you
T —_— everything else you need
to make a profit.
Like the longest
residual so you
n . can apply earlier
:lland service more
accounts—without
adding workers.
Barricade also works better:
Up to 26 weeks of consistent control
from a single application. And it won’t
stain curbs, drives, fences or anything else.
For details, talk to your authorized Barricade

distributor, Sandoz sales representative or call

1-800-248-7763.

For information on Barricade
HERBICIDF
tropical island CRABGRASS PREVENTRR
(N FERTILIZER

paradises, see your
‘\'

travel agent.

:
-5 SANDOZ
L Ay “\\.I_\‘ read and follow label directions. Sandoz Agro, Inc., 1300 E. Touhy Ave,, Des Plaines, 1L 60018, Barricade is a trademark of Sandaz Ltd, ©1995 Sandoz Agro, I

Howard Johnson’s Enterprises Professional Turf Specialties Turf Industries, Inc. United Horticultural Supply
Milwaukee, W1 800-642-4656 Champaign, IL 217-352-0591 Dallas, TX 214-241-0545 Aurora, OR 503-678-9000 Vigoro Industries
h Kno’x Fertilizer Regal Chemical Co. Turf Industries, Inc. United Horticultural Supply Winter Haven, FL 800-329-4238
Knox, IN 219-772-6275 Alpharerta, GA 800-621-5208 Houston, TX 800-288-8873 Tampa, FL 813-628-0496 Wilbur-Ellis Co
Lebanon Turf Products The Andersons Turf Supply Co. United Horticultural Supply Auburn, WA 206-351-6591
Lebanon, PA 800-233-0628 Maumee, OH 800-537-3370 Eagan, MN 612-454-3106 Tucson, AZ 520-293-4330
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(continued from page 02)

easy pnrtability. [t also
offers a proportional
control valve with neutral
position interlock for
simultaneous 2-function
operation and quicL’—adiust
outriggers. An 8—11p gas
engine is standard, with a
24-V electric power
option.

Gircle 136 on reader service card

Armstrong Tractor's Model
1872 landscapc tractor in-
cludes a |1y(1rostatic trans-
mission and an 18—]1p V=
twin engine. [t offers 14
inches of ground clearance
and a 3-point hitch. Op-
tions include Furmwcrs,
cultivators, plnws, mower

decks and snow throwers.

Gircle 137 on reader service card

The Power
Pruner PP-
1250 from
Technie Tool is
equipped with a
splincd—alum—
inum drive
shaft and a 24-
cc gasn]inc
engine. The
12-inch chainsaw cutting
head uses 44 drive links
and can reach limbs up to
22 feet l]igll with the five-
foot extension. The
PP1250 can also handle
clcaring brush.

Gircle 138 on reader service card

Architectural Landscape Lighting
presents its new Garden
Lanclscapc series of
commercial and residential

lan(lscapc ]igl1ti11g. All 14

operating comfort.

Gircle 139 on reader service card

models of the in-ground
lighting and one wall-
mounted model are
controlled tllr()llg]"l re-
mntcly placccl electronic
transformers.

Gircle 140 on reader service card

Bush Iln|'s new 4845QT
loader fits 2-wheel drive
vehicles from 90- to 150-hp
and 4-wheel drive tractors
from 90- to 135-hp. The

unit features mechanical

A 24.5-cc gas engine powers the new Model RBE250 edger from
Makita. Featuring a large, solid rubber wheel, 7.68-inch L]acle,
debris deflector and deptl'x-adjustment knob, the RBE250 weighs
less than 11 pounds. A diaphragm-type carburetor is designed to
run in any position, and a cushioned handle is said to provide

self leveling for raising and
lowering pallets, stack boxes
and round bales. The quic]z
attach system uses a 2-
spool valve with a pressure
rating of 3,000 psi and a
flow rate of 25 gph with
open and closed center
capal)ility, and offers a
power l)eyond port.

Attachments include
buckets, a grapple and a
bale spear.

Gircle 141 on reader service card

8525

Our Buildings Are

A Cut Above
i B4 e |8

Without
advertising,
a terrible
thing
happens...

Lester pre-engineered
building systems are
designed around your
needs for an attractive,
affordable and energy
efficient structure. Quality
components plus the in-

dustry’s leading warranty
provide long term 2

satisfaction! Call today
for more information.

1-800-826-4439

USE READER SERVICE #53
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e Equipment Storage
o Offices o Retail o

NOTHING.

LESTER BUILDING SYSTEMS
A Division of Butler Manufacturing

To advertise in L&L call 800-456-0707
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You can complete this written test in less than *I° minute

[ Match column ‘A with the best option from column B, |

column ‘A column ‘B

.
'
g
.
'

55 (Or 70) Series Tractor O Loaders

[0 Backhoes

Just reading the instructions for .
L] Posthole digger

attaching some brands of tractors :
to their implements is enough to
make your palms sweat.

But hooking up to an 18- to
38-hp John Deere won' test your
wits...or your patience. Thats
because these compact tractors
have the quickest connecting

times in the business.

‘Take our front blade, for exam- :
ple. With its “drive into” system,
it can be attached in less than
one minute.

But it5 not just our blades that

mate so quickly. Every imple- O Marerial collection systems
ment here can be hooked up by 2

one person without tools, in five

minutes or less.

.
-—

See your dealer and get - ’
L Blades (front and rear|

attached to a John Deere in record

time. For information,

call 1-800-503-3373. ;
NOTHING RUNS LIKE A DEERE® '

.
[l Rotary cutters [rear-mount|

love oty ot




LaNnCsLanasea

Name
Title
Company
Address
City State Zip
Phone #
1. Do you wish to receive (continue to receive)
Lawn & Landscape magazine?
Oves OwnO
Signature (required)
Title Date
2. What is your primary DISTRIBUTOR/MANUFACTURER: 4. Based on overall dollar volume, ________ Installation
business at this location? (please [1Dealer O Formulator estimate what percentageof your _____ Maintenance
check one) O Distributor O Manufacturer business is derived from: — Pesticide Application
CONTRACTOR or SERVICES: OTHERS ALLIED TO THE FIELD: ———% Mowing 8. What is your approximate
O Landscape Contractor Ol Extension Agent, (Federal, State, ——a Tree Care annual sabnuolum?
(maintenance & installation) County, City, Regulatory Agency) —— 2 Fertilizer s
0 Chemical Lawn Care Company OSchool, College, University ——Seed o
(excluding mowing maintenance service) 01 Trade Association, Library —_— :’e@cgde ?p&mns
O Lawn Maintenance Contractor O Others (please describe): —2 Irrigation Installation
O Ornamental Shrub & Tree Service ——% Irrigation Maintenance
Qirrigation Contractor 3. What best describes your title? 5. How many people does your
O Other Contract Services (please describe): - 13 Owner, Pres., Vice Pres., Corp.
Officer ——— Year-round
IN-HOUSE LAWN CARE/MAINTENANCE: OO Manager, Director, Supt., Foreman — Seasonal
O In-House Maintenance including: O Agronomist, Horticulturist
Educational Facilities, Health Care 0 Entomologist, Pant Pathologist ,6' 'w"""’}':,." S “ n e
Facilities, Government Grounds, Parks [ Serviceman, Technician 3"9 i Pesticides
& Military Installations, Condominium [ Scientist, Researcher Equipment
Complexes, Housing Developments, 01 Company, Library copy only i ’ READER

Private Estates, Commercial & O Other (please specify) 7. In peak season, how many crews SERVICE CARD
Industrial Parks. do you operate in the field for: 2/96
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Slice Hi.:h Performance operator doesn’t have to
5)‘:’1clll l'rnln Thommn stop to remove t]n- l).\,:. [t
Computer Management Systems features a 5-gallon gas tank
includes a new Windows- and has T.f‘—mpll ground
based client/server inter- ."1['('(14 \‘lipping- can be
face and enhanced func- cleared from the deck with
tions. It handles u:nh‘a”_\ a blower.

connected tasks such as Circle 143 on reader service card

prnpnsdls, in-

ventory cnnirul,

sales tracking, A new lmcL‘pa(L' |1_v(lmu|ic pruner
budgeting and from Jonsered Power Products . .-
compensation. branches up to 1 5/8 inches. The
Gircle 142 on reader HP36 comes with a choice of a 6
service card 1/2- or 13-foot lclcsvuping wand
and either a :ui”nlinc-sly]c or
Turf Runner scissor-shear cutting head. The
from Su| can 30-cc power pm‘L’ is said to pro-
convert from a duce more than one ton of shear-
rear lm-:,:cr to a ing l‘urcc, and the engine swivels
.‘i(l("(]i?\'lh‘“'il' frl't'])’ |‘l‘r case l‘l‘ t’l‘('rdti(‘". .Ivllt'
mid-size mower lmcL‘pch' unit weighs 17 puuml:.

with a flip of a Girclo 144 on reader service card

I('\'l'l'. .I‘IK'

New Fine Turf Regulator . . .

Embark £z

REDUCES MOWING AND
STRING TRIMMING COSTS

If you want to decrease your labor budget or
increase the efficiency of your grounds crews,
Embark® Lite is the tool you need.

Order a free copy of our Plant Growth Regulator
Application Guide today and see how you can
put Embark Lite to work for you.

Circle the readership reply card or write directly
to PBI/Gordon Corporation,

1217 W. 12th Street, Kansas

City, Missouri 64101.

EMBARK LITE Fine Turf Regulator

An Employee-Owned Company

Be sure to read and
follow label instructions

Embark® is a registered trademark of PBI/Gordon Corporation.
© PBUGordon Corporation 1996

USE READER SERVICE #55
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steel [mmv. capacity
to 2,000 pounds

dll(l a worm-gear

winch.

Circle 145 on reader
service card

RAN Mobile Data has

dev (']\'pu(l the
Strategic Network

Ground level loading for 2-way wireless data
trailer from Premeo Products communications. New
eliminates simple loading networks handle circuit-
problems typical of ramps switched cellular, paging
or tilt trailers. The .|>rip|c 1 and Ji.\[—up systems. Users
trailer attaches to a tow can access 100 percent of
vehicle to prov ide a deck their mobile organizations
that can be lowered flat to and transfer data files.

the ground. Slide equip- Gircle 146 on reader service card
ment into position and use

a self-locking winch to Tradesman Industries redesigned
raise the load into travel the rear suspension and
position. Features inc lude axle of vehicles so the
independent suspension, cargo bed may be lowered

PAVE EDGE

“professional’s Choice”

s ~ -
Both RIGID and FLEXIBLE

Make a Choice-Not a Compromise!
= N : o

612/881-5773
Fax 612/881-2169

1-800-728-3832

USE READER SERVICE #56
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flush to the ground for easy
loading of goods‘ The lzcy—
opcrate(l system electroni-
ca”y lowers the entire
cargo bed to the grnuml
and raises it to the (lriving
position once l(mding is
finished.

Gircle 147 on reader service card

Tuflex m introduces a

sprcadcr and aerator caddy.
This unit can accommo-

date any sprcader or

aerator with or without

L T

power drive.

H““J.V ramp RND &IIS creates custom refrigerator magnets featuring a lawn or
extends to the landscape company's ]ogo, s]ogan and p}mne number. Added to a
ti""““d for fast promotional program, the magnets provi&e a reminder to custom-
lﬂﬂdi“E and ers and prospects about their service providet and how to reach
unluading. The R egiciently.

caddy fits into Circle 149 on reader service card

any 2-inch

hitch receiver

and includes reflectors for
]1igl1way travel.

Gircle 148 on reader service card

The Jacobsen Turfcat line of
out-front rotary mowers
feature a Kubota 23- or
28-hp diesel engine or a
45-]1;1 Ford gas engine, and
either 2- or 4-wheel drive.
All models have hydrostatic
transmission with dual-
range transaxle for tougll

mowing conditions and a

hydraulic deck drive. A

new, larger radiator and driven by 16—}1p \’anguard
high-flow water pump engines. All are skid-
increase engine cooling. mounted and offer a trigger
Gircle 150 on reader service card gun with variable pressure

wands for remote control.
Landa makes a portal)le, Gircle 151 on reader service card

gasolinc-drivcn, hot water

pressure washer. The The 200B Series of elec-
PGDC comes in three tric globe/angle valves for
models with power ranging light commercial applica-
from4to 5 gpm and tions is new from James
2,000 to 3,000 psi of Hardie Irrigation. Models offer
pressure. One model has an manual internal and exter-
electric start 1 ]-I’lp Honda nal bleed, flow range from
engine, while others are 5to 120 gpm and pressure

Model 521

e | ocate Wire Path
And Depth

Progressive Electronics

e-mail Inghrmn1069@aol-com

]

save 10%

All The

e S90S the rest away.

Need To 7 Birchmeier®

Troubleshoot Sprayers,

Irrigation Dusters and

Systems Accessories
are renowned
for their long
life and

(REG. PR. $650.00) dependability

0
—— T

You can throw

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

USE READER SERVICE #58

1-800-328-4009

Each sprayer
is easily
repaired and
replacement
parts are easy
to obtain.

Birchmeier®:
Buy the one that lasts.

For more information or the Birchmeier® Distributor in
your area, contact:

ITB Co., Inc.
P.O. Box 2505 « London, KY 40743

1-800-866-1357
USE READER SERVICE #59




w

range to 150 psi. Available

9 U iz Gas e and 2-inch
plastic models, the series
uses a slm\'-c]nsing clcsi:n
to reduce water hammer
while a captive plungcr
eliminates loose parts in
the solenoid. Precise flow
adjustment and manual

shutoff are provided.

Circle 152 on reader service card

New from Kubota Tractor arc
the GF1800 front mower
with 4-wheel drive and the

T-series of lawn tractors.

The GF-1800 has a 4-
wheel drive and imlvpcn-
dent ]1)’(|ran|i( PTO with
an | S—])p engine, k\pur.\—
tors can qui\’l"ly switch
from 2- to 4-wheel drive
for increased |nul)i|ify.
Models include a 48-inch
mulching rear-discharge
and side discharge in 54-
and 60-inches. Tractors
have Il_\mlrnsh\li\‘ transmis-
sion, OHV engines and a

Sll>[\('ll([t'tl mowing deck.

Gircle 153 on reader service card

The Palmor commercial size
Trac Vac 288 leaf trailer
IYTU\‘iL]L'> a 288-bushel

capacity tor removing

Ic.\vcs aml grass |'rn|n [nrgc

Iaml:\apv areas. With an
air turbine Briggs &

Stratton engine ottering

electric start and 6-bladed
impv“\-r, the 1 l-]lp, 3,800
rpm drive pu”.~ leaves

through the 8-inch diameter
intake 'w-v. whichis 12 1/2

feet long. Its self-contained

battery-operated hydraulics
Y-Of )

provide a 48 degree (lump

with an unlatching tailgate.

Gircle 155 on reader service card

$58030

spreader.

cial properties.

(216) 966-4511

(C C & S TURF CARE EQUIPMENT, INC.
TURF TRACKER

® Spreads and sprays over 4000 sq. ft
per minute.

® Zero turning radius for maximum
maneuverability.

® Full hydrostatic drive.
® | 2' break away spray boom.
® 150 Ib. capacity; 3 speed electric

® Designed for residential and commer-

(800) 872-7050

FAX (216) 966-0956

USE READER SERVICE #60

A new chainsaw running at
14,000 no-load rpm with a 46-
cc, 3.3-hp power head is available
from Husqvarna. Model 246 weighs
10.5 pounds and uses new
starting Jccnmprcssiun technol-
ogy said to greatly reduce pulling
force required for the starter cord.
The 246 also separates the engine
from both handles and support
components with rubber (lmnpcrs
and has an inertia-activated chain
brake (lusi:ncd to release in all
wnrlcin,: positions in case of
kickback.

Gircle 164 on reader service card

[Toots and Equipmen

3

Four new
formulas of
Feast quuhl
fertilizers are
available from
Gonklin Agronomic
Products for turf
and l.nulsc.uuz
Feast-XL. 26-
0-0 contains
new triazone, a
r‘I!’\\'-"l'IK'n]SC,
organic form of
nitrogen to
stimulate pl.\nl
;ru\\'tll at
critical stages.

Feast-XL.

Paver & Retaining Wall
TOOLS and EQUIPMENT

“Professional’s Choice”

USE READER SERVICE #61
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NEW PRODUGTS

handles foliar feeding due

to its low burn potential.

All formulations come in
containers from 1 to 55

ga”ons.

Gircle 156 on reader service card

The Groundskeeper AG-
18 from Highway Equipment i<
a pickup- or trailer-mounted
leaf vacuum system that is
comp]ete]y self-contained.
It has a slide-in vacuum
topper with an electric-
over-hydraulic dump

system to maximize its
versatility. The flexible,
18-foot Iong intake hose

provides greater access to

Elﬂul'“ﬁ Products presents

organic, humic acid-based
pruclucts for turf, horticul-
ture and related landscape
uses. The Menafee Hu-
mate” products in the line
include custom blended
materials, Menefee

leaves where they fall.
Gircle 158 on reader service card

624S+Iron" organic based
fertilizer, a soil enhancer

and a soil conditioner.

Gircle 159 on reader service card

A new automated bore con-

trol is now available for

Spin Out root growtl'l regulator products from Briffin is available to
landscape contractors who need to install trees with an established
look. Plants are said to adapt to their new environments more
quickly and grow healthy in less time. It is available as a coating,
treated containers, treated fabric, propagation inserts and trays.

Girele 157 on reader service card

selected Jet Trac” direc-
tional l)oring systems from
Ditch Witeh. It is designed to
increase productivity by
minimizing the need for
manual speed adjustments
during drilling and pull-
back operations. A nearly

constant drill
string rotation
speecl is
maintained in
all soils as the
system detects
c}langes

Gircle 160 on reader
service card

A 16-inch minitiller from
V&B Manufacturing. suits con-
tractors seeking something
between a 1-hand cultiva-
tor and a 2-hand ]andscap-
ing tool. It has a mattock
blade on one side of the
head and three 4 1/2-inch
tines on the other. The
head is made of corrosion-
resistant ductile iron and

the handle is of hickory.
Gircle 161 on reader service card

JRM Chemical’s Soil Moist

polymer is used for indoor
and outdoor applications to
reduce plant waterings by as
much as 50 percent. The
polymer product comes in
3-pound packages and is
said to be effective for

several seasons.

Gircle 162 on reader service card

1 ©| | Plants are Labeled
» * @ Automatically
* ® .“ * x @
&
%

LKA KKRKKK
{,sf.o.o,o
XS

......

Computer Software for your landscape
nursery, or greenhouse company.

US & Can. (800) 626-7247

Fax

Green Industry Software BpBS

(616) 942-8142
(616) 942-5988
(616) 942-7244

UDS, 6095 28Th Street SH
Grand Rapids MI 49546

USE READER SERVICE #14

.

Professional Growth with
“Principles of Turfgrass Management”

A home study course certified by The University of Georgia and the Professional Lawn Care Association

of America-covers all regions and seasons of .the U.S.

Expand your professional knowledge
— at your own pace.
Increase customer confidence.

Become a Certified Turfgrass
Professional.

Train at home to master up-to-date

turfgrass management principles
conveniently and cost-effectively.

Write to: Karen Bishop, Georgia
Center for Continuing Education,

Room 191, The University of Georgia,

Athens, Georgia 30602-3603, or call
1-800-542-8097.

Approved for pesticide applicator
recertification in many states.

102

USE READER SERVICE #62

LAWN & LANDSCAPE  FEBRUARY 1996

THE #1 SOFTWARE FOR
THE CHEMICAL LAWN
CARE AND MAINTENANCE
INDUSTRIES.

(STARTING AT $4,395%)

REAL GREEN COMPUTERS
8246 GOLDIE STREET
WALLED LAKE, MI 48390
(800) 422-7478
(810) 360-5296

USE READER SERVICE #64



landscape management

(continued from page 00)

ever, was asnowstormin September that
hit while the leaves were still on the
trees. “There were so many dead and
damaged limbs in trees and sl’lrul)s, we'll
have increased numbers of certain in-
sects getting in those areas now, like
borers and beetles,” said Cranshaw.

“I think 1996 will be an active year
for those insects,” he continued, “and in
1997 we may see increased damage from
populations building in the broken ar-
eas of the p]ants."

WET AND DRY. 1 Ca]i{ornia, weather usu-
ally falls into one of two categories —
wet or dry. In 1995, wet was the wor(l,
andithad a profound affect on business.

Last year was one of the wettest on
record at 48Y2 inches in the northern
part of the state, nearly double the aver-
age rainfall range of 26 to 27 inches. In
southern Ca]ifornia, the 24 to 28 inch
range that fell last year dwarfed the av-
erage 12 inches. Most of this occurred
in two major storms in January and
March, but a late fall blast in the north
with hurricane force winds and several
more inches of rain added an exclama-
tion point to a strange weather year on
the Pacific Coast.

The biggest problem most contrac-
tors had was a shortened spring, which
reduced the amount of time available to
get jobs under way. Many projects were
lost and never recovered, according to
Lebo Newman, president of Redwood
Landscaping in Santa Rosa. “I plan on
adding more irrigation techs,” he said.
“If the season gets crunched again, I
want to have the manpower to respnncl
to a narrower window of opportunity.”

“The heavy rains pointed out a lot of
shoddy landscape work here,” noted Rich
Jar]:z, president of South Coast Land-
scape in Los Alamitos. “Grading and
drainage problems were revealed by the
weather dramatica“y."

The wet weather and a mild summer
caused greater incidences of fungal dis-
eases in ornamentals and tur{, and a pro-
liferation of sucking insects such as
aphids, according to Newman.

[ Time 1o
"SHRAKE” Rattle & Roll

with the
New SHRAKE™
Perforated Shovel

+ Landscaping « Barnyard Cleaning

+ Composting + Water Harvest
+ Cardening + Bulb Digging
+ Treasure Hunting + And More...

SHRAKE™

BRAND TOOLS

800-997-4373
Fax 801-259-5353

Distributor Inquiries Invited

E Patent Pending g

USE READER SERVICE #65

\2653 Gravitt Road Duluth, GA 30136

Small ad.

Big Software Value.

@ 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!

(Startingat $2,995 Rental & Finance available)

(800) 350-3534

ho g

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, Owatonna, MN 55060

USE READER SERVICE #66

USE READER SERVICE #67
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RATES

All classified advertising is 95¢ 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 prucct]in: pu])li(.\linn and be accompa-
nied l)_\' cash or money order covering full payment.
Submit ads to: L&L, 4012 Bridge Ave., Cleveland
OH 44113. Fax: 216/961-0364.

BUSINESS OPPORTUNITI
LAWN CARE PROGRAM

NaturaLawn® of America

The leader in natural nr.:.mic’I)iulngiml lawn care is
now ..-xpauding nationwide. Our franchise offers:

® Exclusive Territory

® Proprietary Product Lines

L4 Cnmprcl\cnsi\'c Support

. .”mn»u.:I] Agronomic Training

® Financing to Quali[icn] Individuals
To learn more, contact R.mv.ly Loeb, Franchise De-

\'clnpnu-n( Manager at:

800/989-5444.

WHOLESALE DISTRIBUTOR
Needed to market env mmnunta”v [rum”\ Ilquul
slow-release fertilizer prmlmt (Jlrul from manu-

facturer. Ken Franke, P.O. Box 123, Plato, MN
55370;800/832-9635.

BIDDING FOR PROFIT
“BIDDING & CONTRACTS: YOUR KEY TO

SUCCESS,” a book with over 16 years experience,

not llwnr_\'. Get factual information on a very accu-
rate and pru{ihl)]c l)ilein: process. Bid slwcis, con-
tracts and much more. Send $42.95 to: #1 Profits’
['nlimilcd, 3930-B Banlstnwn Rmul, I.uuisvi“v,
KY 40218. 800/845-0499.

EXTRA INCOME POWER WASHING
EARN $100/hour power washing and sealing woc d

decks. Learn the most effective nu'tlmd, equipment

setup and supplic:. Cump]vlctminin.f pnclm.:c: Man-
ual, video, advertising kitand cquipm\'n(cata'n.: For
free information packet call 810/683-9080.

$ § PROFIT BUILDING IDEAS § $

BIDDING - PRICING - SELLING - MAINTE-
NANCE CONTRACTS BOOK is 100% guaran-

teed to cut costs, boost sales, increase prn||t~ Save

time bidding any property, price it right. Proven
strategies, I‘ll“_\' illustrated. Order now, receive FREE
BONUS BOOK ..\\dl\'in; Money During the Off-
season.” Both books nn|_v $49.50 to: Nilsson Publi-
cations, 374 Hart Street, Southington, CT 06489.

BUSINESSES FOR SALE
LANDSCAPE MAINTENANCE

Landscapu maintenance, installation, irrigation and

snow removal company. Well established in the Bos-
ton market. Specializing in high prn[ilu commercial
and condominium clients. Excellent growth poten-
tial. Young, energetic trained and licensed staff. New,
well maintained fleet of trucks and equipment. Sys-

tems are in place for a smooth transition. Write to

CTN, P.O. Box 274, Natick, MA 01760.
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CHEMICAL LAWN CARE

PREMIUM REPLACEMENT PARTS

Six—ymr-u” chemical lawn care business. One man
operation, rm«]_v to cxpand! $100,000 gross. In-
cludestwo spray trucks. Asking $97,500. Lancaster,
PA.717/396-7826.

FULL SERVICE NURSERY

Full service nursery. Yakima Valley, Washington.
Established 30 years. $40K annual. All on 7 acres.
Contact Bob Gifford, 800/659-9916.

FLORIDA LAWN CARE

Commercial ].uulscapc maintenance company. Prime
location near beaches of Clcm’walcr, FL.$350K+in
salcs, Struc L~ trnilors, cquipnwnt. l:nrsalc at$175K.

Real estate also available to purc]msc or lease. Con-
tact: CPA, 211 S.Dale .\\al)r)', Tampa, FL 33609.

WANTED 10 BUY
LAWN CARE SERVICE BUSINESSES

”yuu havebeen ll\inL‘ing about sc“in; your lawn care

service business we are interested. There are many
optionsand possibilities. All communicationisstrictly
confidential. chly to L&L, Box363,4012 Bridgc
Ave., Cleveland, OH 44113.

HYDROSEEDERS & STRAW BLOWERS
\\v'k' Hll_\’, l hlLI\' é) SLH NCW aml l 'SL‘J ] [.Vlll‘n-Sk‘L'(l\‘rS
Call 800/245-0551 for a free

copy of our latest used Equipment List or our catalog

and Straw Blowers.

of 1 lernch\-Jing equipment and supplics.

EQUIPMENT WANTED

Used Equipment Wanted. Compost windrow turner

{Ul’ .\’dTLI waste win(,lruws. l)l)ll L\.’I"H'Ik'rllldll, 2 18'

722-33306 ext. 203. Fax 218/727-7471.

FOR LEASE

TRUCK & EQUIPMENT LEASING
*All makes & models *Leasing & outright, purchase
available *Low initial investment
*Low monthly payments *Quick tumaround
*Personalized service
CALL LISA MORRIS AT 1-800-706-2674
1600 West Main St., Wilmington, OH 45177

LEASING, INC.

FOR SALE
WHOLESALE TURF SUPPLIES

Hannay hose reels (electric), $389; 300 feetof 1/2-
inch.D. 200-psi I\uw, $180;400 feet of 3/8-inch
L.D. 600-psi hose, $225; Aeroquip 1 /2-inch swiv-
els, $29; ChemlLawn guns, $69.79; Trimmerline 5-
pnnm] 95, $29.95; ]umlm grass catcher, $139.95;
Kawasaki 12.5 -|1p engine with oil filter, $479.95.
To order, call Hersch's Wholesale Turf Supplies,
800/THE-LAWN. Ask for your free catalog.

Premium —_—
Replacement JTHOMAS
Parts for Outdoor Power_

Equ:pment

PRICEDASLOWAS ||
$4.80 EACH
FOR PRODUCT INFORMATION OR A
FREE CATALOG OF OUR COMPLETE
LINE OF MOWER ano SNOWPLOW

PARTS caL 1-800-422-4184

STARTIN
ASLOW AS $149.99

FINANCING
LETTHEGOVERNMENTFINANCE ynursma”
business. Grants/loans to $800,000. Free recorded
message: 707/448-0270. (NK8)

INSURANGE

COMMERCIAL INSURANCE FOR
LAWN CARE FIRMS
"GREEN INDUSTRY SPECIALISTS"

M.F.P. Insurance Agency is dedicated to
providing comprehensive insurance pro-
grams to the Green Industry at competitive
prices. We back up this dedication with a
staff of professionals who understand ev-
ery facet of your business, from marketing
to customer service. We know how to prop-
erly insure your company whether you're a
sole proprietor or a multi-state operation.

Just as your customers look to you for lawn
care advice, people come to us for insur-
ance advice because they do not want to
become insurance experts themselves. If
you want good advice, the right coverage
and competitive rates, please contact:

Richard P. Bersnak, President
Jill A. Leonard. V.P.

1-800-886-2398
FAX:614-221-2203

M.F.P. Insurance Agency, Inc.
50 West Broad Street, Suite 3200
Columbus, OH 43215-5917

CALL
800-456-0707
TO ADVERTISE TODAY!
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GUSTOM DECAL KITS

A Quick &
Economical

ay
To Mark Your
Vehicles

YOUR MESSAGE l

Easy to Order-Easyto Appl
Custom Decal Kits ‘4

-éallo}w/ire: Sun Art Decals Inc.
~—~._ 885 W.Bagley Rd.
\ Berea, OH 44017
216-816-02%90
A uelar 800-835-5551
b Fax:216-816-0294

DOT_DRUB/ALCOHOL TESTING

Last year, it was companies with 50 or more drivers.
EFFECTIVE JANUARY 1, 1996, EVERY CDL
DRIVERMUSTBESUBJECTED TORANDOM
ALCOHOL AND DRUG TESTING! We Can
Help! Contact NATIONAL DOT CONSOR-

TIUM for America's |..:mlscapin§ lmlustry at

703/DOT-TEST.

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 uumplctv w/ru.:u]nhvr, surge lanL‘, pressure
Llump valve., pres. gauge and pu”cy. 1 YEAR WAR-
RANTY. 800/462-2005.

GANDY 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.

ADMINISTRATIVE PROCEDURE MANUAL

You know your business. But do you know how to run
your business as a business? In clear, easy to under-
stand ‘nn.:uagc, this tui(lc will show you howto set up
your administrative records, tailor fit to the tree care
and landscaping industries. Are computers a mystery
toyou? Inaddition, thismanual will taL‘cynu through
the detailed steps to establish your records on a
computer. Itshows you the tricks and skills needed to
use popular software to administer your business
casily. Written l)y an administrator to tree care and
landscapin: companies, this proven manual will im-
prove your business and profits. Send $49.95 plus
$4.00 shipping and |mnd|ing to: Manuals, P.O. Box
293, W‘\y]and, MA 02178.MA businesses add 5%

sales tax.

PARTS

LASSIFIEDS

LAWN & PLANT CARE SPECIALISTS

Free Catalug 150+ Pages of Mower Parts, Engines,
Blades, Tires and Tons of other Turf Supplics! Call
Toll Free 24 hours 800/428-8004. Our 11th

Year!

INCORPORATE--FREE BOOKLET

lncorpnralcwil]mut lcgal fees! Free booklet tellshow.

Call Now! 800/345-2677.

HELP WANTED
EMPLOYEE SEARGHES

FI()I’:‘.I')(‘I‘S()IIIIEI, Ill(’. ]Il our St‘\‘l)lld JL‘C;\JL‘ U[ per-

[nrming confidential L’vy cmplnycc searches for the
Idmlscapc imluslr_v and allied trades worldwide. Re-
tained basis only. Candidate contact welcome, confi-
l]l.‘ntid] (]l'l(l tllwﬂ'\’s frt‘k'.I:ll)ral)‘:rs()llllcl, IIIC-, 2 l 8()
W. State Rll 434, Suite 6152, [.nn:woud, FL
32779-5013. Phone 407/682-5151, Fax 407/
682-2318.

INDEPENDENT SALES REPS

Inclcpcmlcnl sales reps L'a”in.:(lirvctly on lurrpro{cs—

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,
[.nuisvi”c, KY 40207 or call 800/334-4962.

FORE PERSON

Established lawn sprinlc]vr company in Salt Lake

Cily, Utah InuL’ing for hard wnrl:ing fore person for
all phases of installation and repair of lawn sprinkler
Sysh.'l"s. ‘\‘illilllllll] ; '\'k’drs (‘X"L‘rik’ll\:‘.‘ as |L'ﬂLI PCrSU"
required. Good pay and benefits available. Send re-
sumeto Lawn Sprinlc]cr, P.O.Box2145, Sandy, UT

84093-2145.

SALES & PRODUCTION MANAGERS
WEREGROWING! Knpp's Green Lawn, Inc. Sch‘—

ing sa]cs dllLl pre |Juctinn managers for our Clcvc'amj

and St. Louisbranch. Lawn care experience or co”cgc
credits lep[ul. Excellent salary, benefits and end of
year bonus and pﬂ-‘iil)lc vehicle. Work with a mpi&“y
growing, progressive company that cares about its
cmplnyccs! SC"LI resume to A\lll\‘L' A\‘JFL‘\)ViC]], l“.\\A
Box 9038, Ft. Wayne, IN 46899-9038 or fax to
219/432-7892.

LANDSCAPE MAINTENANCE

Established firm with reputation fnrcxccplimml qual—

ity, sccleing individual with 4 to 5 years of experience
in full service lawn and lnndscapu maintenance of
Ilitll pmfi]c commercial properties. Must be self-
mntivatcd, creative, enthusiastic and nr:dnizcd with
strong supervisory -Ll”~ Please send resume to: The
Grounds- Keeper Lawnand [.andscapc Maintenance

Spccialist, Inc., P.O.Box 479, Natick, MA 01760.

IT PAYS TO
ADVERTISE IN
LAWN &

LANDSCAPE
CLASSIFIEDS.

Doyou have the lmuwlctlge, a])ility and desire to earn
your living in one of these positions? ”yﬂu docall us
now to learn more about your putcntia] in 96 and
beyond. Benefits range from 24 paid days off first
year to health insurance, education and retirement
plan. Top pay for top people. Lueders Environmen-
tal, Inc., 27 Brook St., Mcdfield, MA 02052.508/
359-9905,617/444-0994.

LANDSCAPE LISTINGS
JOBSEEKERS — fresh source of USA landscape/
grounds management job openings — twice each
month. 6 issues (3 mnntl\s) — just $22.95. EM-
PLOYERS — List your job openings, quickly and
inexpensively. Call — 800/428-2474. Ferrell's
JOBS IN HORTICULTURE, 558 S. Hanover
St., Suite 2, Carlis'c, PA 17013. MC/NVisa.

DESIGN/BUILD FIRM

National and unprecedented 90 time state award
winning design/build firm in Columbus, Ohio, seeks
individuals for the fu“uwing positions. All candi-

t.lalcs shnu“ Imvc a wurl-zing L‘nuwledgcuf tlw applicd

position. Salary commensurate with experience, plus

health insurance, year round employment, pension
y ploy F

plan, paid vacation and lm]itlays.

Assistant Landscape Manager — Responsible for
scheduling, quality control, training and human re-
sources. Candidate must have at least 3 years experi-
ence and possess a degree in horticulture. Must also
have good organizational and ‘catlcrsllip skills as well
asaworking L'now]cdgc of the landscapc contracting

inLlustry.

Landscapc Foreperson - Candidate must be able to
direct a 2-5 person crew. Must possess a working
L‘nnw]c(lgc of planls, landscapc construction and

equipment operation.

Irrigation Foreperson - Candidate must have a
knowledge of all phases of residential and commer-
cialinstallation and the ability to troubleshoot sprin-
kler systems.

Lalulscape Architect/Sales - Candidate must pos-
sessexcellent gmpllic, communication and salesskills
as well as a strong undcrslandin; of Iamlscapc con-
struction i.e.: (Jcclcs, .*,azclms, masonry construction,

etc.

Please send resume or call: RIEPENHOFF LAND-
SCAPE, INC., 3872 Scioto l)arl')_v Creek Road,
Hilliard, OH 43026. Phone 614/876-4683. Fax
814/876-4862.

LAWN CARE SPECIALIST

Lucky Lawn Service, Inc. is secking an individual

whois sc”—nmtivatcd, Jcpcndal)]c, hard wan‘ing and
is serious about nmlcing a career in lawn care. This
person must be able to communicate with customers,
sell our program, do paperwork and be safety con-
scious. A cu“cgu dcgrec and/or turfgrass lmnwlcdgc
would be helpful but is not necessary. We offer com-
petitive wages and benefits. Call or send resume to:
Resume, P.O. Box 1153, Enterprise, AL 36331.
334/347-8873
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GAREER POSITIONS

National Award Winning Design/Build/Maintain
Lan(lscapc Team in Austin, Texas seeks quali{icd
applicants for the following career positions:

Irrigation Director: ;\l)ility to manage all aspects
related to irrigation division (1.e. salcs, Jcsign, bid-
ding, installation, etc.) This is an opportunity to run

a business within a business.

Landscape Architect:Degreed, self-motivated, per-
sistent, nonstop energy and clear communication
skills. Successful candidate will be responsible for
new client development in the commercial sector. If
your people skills are as good as your artistic talent,
this could be an opportunity for rapid professional
advancement.

We offer competitive salary, profit sharing, insur-
ance, creative work environment, support, and the

freedom to achieve your putcnlial.

Fax resume, gnals, references and salary hislnry to:
512/719-5831 nrmai] to: Natuml Resources, Inc.,
P.O. Box 163386, Austin, TX 78716-3386.

CALL
800-456-0707
TOADVERTISETODAY!

Quality oriented Jcsign/l)uilcl/maintenance Firm, in

north suburban Chicago, has immediate openings

for motivated, detail oriented individuals, tojoinour
team. Generous compensation paclcage for the right
individuals. Call ARCHITERRA at 708/949-
6576, or fax resume to 708/949-6579.

LANDSCAPE MAINTENANCE FORE-
MAN: Must have 5+ years experience running full
service maintenance crew. CDL license, pesticide
operators license, excellent communication skills

and professional attitude rcquircd.

PLANT HEALTH CARE TECHNICIAN:
Expcricncml, pru{essinna], with L‘nnwledge of insect
and Jiscasc, Jiagnosis and treatment in turf and
ornamentals. 2+ years experience, operators license,
excellent communication slzi”s, and prnfcssional

attitude required. Related degree lwlpfu].

INVOICING/ BOOKKEEPING
INVOICING/BOOKKEEPING

Computer Billing and other Bnnlz‘zeepimt Services.

We can setup your books. Accounts Payablc, Ac-
counts Rcccival’wlc, Sprea(]sl’lecls, |ul) Costing, Rec-
onciliations. ACCURATE INVOICING, 407/
627-7736.

POLY DOOR
HANGER BAGS

As low as

$13.95 /1.000

e 200/Pad
¢ Plain or
¢ Printed

Signs

1-800-328-4009
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(continued from page 44)

to 25 peop]e on site every (lay at their
faci]ity. Tl'ley're not li]:zely to ask an-
other contractor to come in and bid on
a course renovation.”

But Mark Heinz, prcsi(lent and owner
of Heinz Lanclscape and Construction,
Glenview, [11., said that over his
cnmpany's I:nur generations 0{ go”
course lan(lscape work he’s found that
“we are still 1)i(:l(1i11g."

He said that go” courses account for
15 to 20 percent of the company'’s busi-
ness, with the rest commercial. The work
varies with the courses’ budgets.

Heinz said he knows of no courses
who subcontract for maintenance work
in his area, all of them doing it on their
own with their crews.

Golf course work differs from other
commercial work in that “a lot of super-
intendents are real piclzy about who is
on their course,” Heinz noted. “Super-
intendents care a lot about what is get-
ting done on their courses because the
course is a reflection of them.”

The author is a /ree-/ance writer based in

Norwalk, Ohio.
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e
- | Take away a world of information

from every Mauget seminar

Every Mauget Micro-Injection
seminar is structured to provide
practical information you can use to
promote tree health. If you are new to
micro-injection, seminar leaders
provide hands-on training, problem-
solving exercises, and the opportunity
to learn more through further study. Expand your knowledge about micro-
f injection at a Mauget seminar. Call
If you have experience with Mauget your Mauget distributor about a
Micro-Injection, seminars help you seminar in your area. Below are
learn more about new products, new dates and locations.

techniques, environmental protection,
and applicator safety.

Mauget Micro-Injection seminars are
for the entire Green Industry -- owners,
managers, and applicators.

v

Arbor Care Inc.

New Fairfield, CT
ME,NH, VT, MA,

CT, RI, NY

(203) 746-4705 FAX
(203) 746-0776

(800) 746-0776

Mar 10, Portsmouth, NH
Mar 12, Worchester, MA
Mar 14, Westchester City, NY
Mar 15, Waterbury, CT

Artistic Arborist Inc.
Phoenix, AZ

(602) 265-1423 FAX
(602) 263-8889

(800) 843-8733

AZ, NM, NV

Mar 14, Phoenix, AZ

Enfield's Tree Service
Elkhorn, NE

ND, E. SD, NE, MN, CO,
W. IA, MO, KS, OK, WY
(402) 289-0804 FAX
(402) 289-3248

(800) 747-8733

Feb 9, Kansas City, MO
Feb 12, Oklahoma City, OK
Mar 1, Denver, CO

Mar 8, Elkhorn, NE

Mar 22, Minneapolis, MN

Essco Distributors, Inc.
Bay Shore, NY

(516) 665-1559 FAX
(516) 665-1370

(800) 842-1104

Long Island, NY

Mar 13, Bay Shore, NY

Fisher & Son Company
Malvern, PA

(610) 644-7791 FAX
(610) 644-3300

(800) 262-2127

E. PA

Feb 20, West Chester, PA

Guardian Tree Experts
Rockville, MD

(301) 881-9063 FAX
(301) 881-8550

MD, VA, DE

Feb 27, Rockville, MD

Lanphear Supply Division
Cleveland, OH

(216) 381-5309 FAX

(216) 381-1704

(800) 332-TREE (8733)
Cent. OH, W. PA, WV

Feb 28, Columbus, OH
Feb 29, Toledo, OH

Mar 1, Cleveland, OH

J. J. Mauget Company

2810 N. Figueroa Street

Los Angeles, CA 90065

Liqui-Green Lawn

& Tree Care

Peoria, IL

(309) 243-5247 FAX
(309) 673-1179

(800) 747-5211
IL,E.IA

Feb 27, Westmont, IL
(Chicago Area)

Midwest Arborists Supplies
Grand Rapids, MI

(616) 364-7616 FAX

(800) 423-3789

Michigan

Feb 22, Livonia, M|

Northeastern Associates
Fairfield, NJ

(201) 227-0359

(201) 227-0865

New Jersey

Mar 14, Totowa, NJ

Prof. Tree Care & Injection
Maitland FL

(407) 629-2467 FAX

(407) 647-3335

Cent. & S. FL

Feb 14, Fort Pierce, FL

Feb 15, West Palm Beach, FL
Feb 16, North Miami, FL
Feb 19, Fort Myers, FL

Feb 20, Sarasota, FL

Feb 21, Clearwater, FL

Feb 22, Orlando, FL

Pro-Green Supply
Jerome, 1D

(208) 324-6671 FAX
(208) 324-1246

(800) 869-7741

ID, UT

Feb 2, Boise, ID

Feb 8, Salt Lake City, UT

Pruett Inc. Equipment
& Supply Division
Lake Oswego, OR
(503) 635-1524 FAX
(603) 635-3916

(800) 635-4294

OR, WA

Mar 15, Portland, OR

Releaf Tree Consultants
Indianapolis, IN

(317) 891-8414 FAX
(317) 891-8411

Indiana

Feb 6, Indianapolis, IN

Scientific Tree Care
Panama City, FL

(904) 763-5049
N.FL,S.GA, S. AL

Feb 26, Tallahassee, FL
Feb 27, Jacksonville, FL

Tree Clinic

Austin, TX

(512) 385-6612 FAX
(512) 385-6604
South & SE TX

Feb 28, Houston, TX
Feb 29, Waco, TX
Mar 5, Austin, TX

Tree Injection Products Co.
Knoxville, TN

(615) 521-6055 FAX

(615) 522-0533

(800) 827-0532

KY, TN, N. AL, N. GA, MS, AR
Feb 23, Atlanta, GA

Mar 1, Gatlinburg, TN

Jun 7, Gulf Shores, AL

Warne Chemical &
Equipment Co.

Rapid City, SD

(605) 342-6990 FAX
(605) 342-7644

(800) 658-5457

W. SD, Wyoming

Feb 6, Casper, WY
Feb 24, Rapid City, SD




The Andersons Leads The Nation
In Providing DowElanco Products
For Professional Turf Care Markets

The Andersons, manufacturers
of TeeTime® turf care products for
golf course superintendents and
Andersons Professional Turf®
products for lawn care operators
and other groundskeepers, is now
a leading provider of high-quality/
high-performance DowElanco
product formulations.

Fertilizers & DowElanco

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

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

Herbicides

Fertilizer with 0.47% Dursban
Fertilizer with 0.52% Dursban
Fertilizer with 0.65% Dursban
Fertilizer with 0.71% Dursban
Fertilizer with 0.92% Dursban
Fertilizer with 0.75% Surflan

Fertilizer with1.00% Surflan

Fertilizer with 0.57% Team & 0.57% Dursban
Fertilizer with 0.87% Team & 0.58% Dursban
Fertilizer with 1.15% Team & 0.57% Dursban

Fertilizer with 0.57% Team
Fertilizer with 0.87% Team
Fertilizer with 0.92% Team
Fertilizer with 1.00% Team
Fertilizer with 1.15% Team
Fertilizer with 1.25% Team
Fertilizer with 1.50% Team
Fertilizer with 1.54% Team
Fertilizer with 0.92% Balan
Fertilizer with 1.02% Balan

Treflan Granular 5.00%
Team Granular 2.00%
Balan Granular 0.58%
Balan Granular 0.92%
Balan Granular 1.72%
Balan Granular 2.50%
Confront 4x1 gal.
Confront 30 gal.
Gallery 75DF 4x1 gal.
Snapshot TG 50 Ib. bag
Surflan 12x1 qt.
Surflan 5x1 gal.
Surflan 2x2.5 gal.
Turflon 1l Amine 2x2.5 gal.
Turflon D* 2x2.5 gal.
Turflon Ester* 2x2.5 gal.
XL2G* 50 Ib. bag

Insecticides

Fertilizer with 1.04% Balan Dursban Granular 0.50%
Fertilizer with 1.15% Balan Dursban Granular 0.97%
Fertilizer with 1.28% Balan Dursban Granular 1.00%
Fertilizer with 0.46% Balan & 0.92% Dursban Dursban Granular 1.16%
Fertilizer with 0.86% Balan & 0.86% Surflan Dursban Granular 1.20%
Fertilizer with 0.57% Balan & 0.57% Surflan Dursban Granular 2.32%
Fertilizer with 0.38% Gallery Dursban Granular 2.50%
Dursban Turf 2x2.5 gal.
Fungicide Dursban Turf 4x1 gal.
Dursban Turf 55 gal.
Rubigan AS* 2x0.5 gal. Dursban 50 WSP 6x2 Ib.
Pageant* 6x5 Ib.
Growth Regulator
Cutless 50W* 4x8 oz. * Limited quantities available
Call for a complete product  Call Toll-Free 1-800-225-ANDY

selection guide.

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

the professional’'s
partnere
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©1994. The Andersons. ® Dursban, Surflan, Team, Balan, Gallery, Cutless, Rubigan, Tr=flan, Confront,
Snapshot, Turflon II, Turflon D, Turflon Ester, XL2G, and Pageant are registered trademarks of DowElanco.
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