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you had all that you need in a 
commercial midsize mower at the 
price you want to pay? 
I^ees 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 

UuTTEZI wq are the equipment line to consider. For 
the professional that really wants to trim 
costs;and wants simplicity, durability and 

^ " performance - all at the right price: 

Check out the new 
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LAWN & LANDSCAPE (USPS 6 5 7 - 4 7 0 

ISSN 1 0 4 6 - 1 5 4 X ) is published 12 times 

per year. Copyright 1996G.I .E . , Inc. Pub-

lishers, 4 0 1 2 Bridge Ave., Cleveland, Ohio 

4 4 1 1 3 . All rights reserved. No part of this 

publication may he reproduced or transmit-

ted by any means without written permission 

irom the publisher. One year subscription 

rates, $ 3 0 in the United States, $ 3 5 in 

Canada and $ 9 8 in other foreign countries. 

One year foreign airmail rate: $ 2 1 8 . Two 

year subscription rate: $ 4 2 . Subscriptions 

and classified advertising should he addressed 

to the Cleveland office. Second class post-

age paid at Cleveland, Ohio, and additional 

mailing offices. Postmaster send address 

changes to LAWN & LANDSCAPE, 4 0 1 2 

Bridge Ave., CleveUnJ, Ohio 4 4 1 1 3 . 
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Creative Nature 
Exotic plant material bioclimate 

creation an J "wowing" customers 

have made Ecosystems Imagery an 

elite landscape firm in Southern 

California. 

Features 

The New Insecticides: 
Rethinking Pest Management 
With a variety of new and more targeted insecticides 

available on the market, landscape managers may have to 

reth ink their traditional applications and timing. 

Commercial Market Gets 
Lean, Mean and Green 
Stiff competition and property managers with a taste for 

low budgets are changing the commercial market into a 

more professional arena. 

Mower Productivity 
By the Numbers 
Guessing is one way to estimate your equipment 's 

productivity, but the most profitable method is to measure 

the real costs of labor and equipment. 

Conservation, Costs 
Drive Irrigation 
Improvements 
As water costs 

continue to rise, 

commercial and 

residential property 

owners are searching P' 

for precision in irrigation system design and operation. 

Constant attention to the bottom line and environmental 

concerns are directing the development of new spraying 

equipment. 

Substance Abuse: Can You Afford Not to Test? 
Why are so many companies instituting drug and alcohol 

testing programs and policies while so many others are 

choosing not to? 
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Cindy Code 
Group 
Publisher 

o I'm finally making e-mail on the Internet a consistent part 
of my daily routine. This isn't an extraordinary revelation in 
and of itself, hut it's significant in my drive to lessen the 
droves or paper that f ind their way into my office. 

I now come into the office, push aside the clutter, hoot up 
my PC, grah a cup of coffee and sit down in f ron t of my screen 
to see what kind of tidings await me. Messages of ten start with 
"While I normally wouldn't put my thoughts down in writing," 
or "I've never done this b e f o r e . o r "Just th ou ght I'd try your 
e-mail to see if it really works." 

TKis new — not so new to some — trend has cau ght the 
country by storm. People, whether it he for business or 
personal reasons, have taken to communicat ing via the 
Internet like butter sticks to popcorn. It doesn't matter if 
they've never picked up a phone to call in an article suggestion 
or penned a letter to communicate their feelings on a subject. 
This is different . It's computers. It's games. It's cool. People 
genuinely like to stay in touch via the Internet. 

First it was the fax machine and "Fed Ex" we could not do 
without, now it's sending communications, articles, news 
releases and research informat ion via e-mail . 

It's amazing what you '11 f ind in your mailbox. People com-
plimenting a redesign or offering their opinion on one subject or 
another that appeared in the previous month 's issue. Ques -
tions about running a business, relocating a business or sel-
ling a business. Truthful 1 y, some very tough business questions. 

But w hat I see most often are questions about green 
industry related Weh sites, Internet pathways, chat rooms, 
bulletin hoards, etc. In general, communicating with peers. 

Funny, I've gone to a lot of industry meetings and trade 
shows over the years and one of the primary benefits attendees 
always talk about is how conferences enable them to share, 
learn and grow with their peers. Now, I know the Internet will 
never take the place of in-person communications, hut it is an 
easy way to grah some advice or share your thoughts f rom the 
comfor t of your office or home. 

A number of associations and suppliers have established 
home pages on the Internet, and a bundle of informat ion can 
he found by typing in key words like grass or landscape. It can 
he fun and frustrating at the same time. 

So what kind of informat ion have you found surfing the 
net? E-mai l us with your Internet experiences — both suc-
cesses and failures. We'd like to share your do's and don'ts 
with all our readers so we can all make the most of our on-l ine 
time. — Cindy Code, ccode@cerfnet.com ID 
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CLIP for W i n d o w s is the most 

powerful paperwork cutter in the lawn industry! 
You wouldn't cut grass by hand, you shouldn't 
be doing your paperwork by hand. CLIP plows 
through all your paperwork, taking care of all of 
your scheduling, routing, billing and jobcosting 
chores and much more. 

CLIP Takes Care Of Schedu l ing A n d 
Rout ing. CLIP automatically reschedules every 
customer each day and prints out route sheets 
in geographical order - saving time and fuel! 

CLIP Does Your Bills. Just the press of a 
button will print out all your bills at the end of the 
month! At the 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-
ingly. When billing time comes around, you just tell CLIP to print the 
bills. What could be easier? 

Job Costing reports keep you in the money. 

CLIP M a k e s You Money. By performing 
accurate job costing, CLIP shows which lawns 
you're losing money on. You can then raise rates 
or cancel the job. You'll make money on every job, 
every time! 

CLIP C a t c h e s O v e r d u e Accounts . You will 
know before you do a job whether the customer 
has been paying his bills and how much they owe. 
Don't do any more free work! 

CLIP D o e s More . CLIP is custom tailored to your 
business. You will be amazed at how much CLIP 

can do for you. 

CLIP takes care of your paperwork so you 
can take care of your business! 

Call 800-635-8485 For a free demo! 

C Ü F —the Power Paperwork Cutter! 
Sensible Software, Inc., 2 Professional Drive, Suite #246, Gaithersburg, MD 20879, (301) 977-5993 
Microsoft, Windows, and the Windows logo are registered trademarks of Microsoft Corporation. 
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the FA 
J t i r .inale® Herbicide is unbeatable for 
speed and accuracy. It gives you the 
broad-spectrum, long-lasting weed 
control you need. Fast! Finale wipes 
out problem grasses and weeds in 
days-up to twice as fast as Roundup! 
And Finale lets you hit your target 
precisely with complete control for a 
cleaner, straighter edge. Finale is rain-
fast in 4 hours, too. And its naturally 
occurring active ingredient degrades 
rapidly in the soil. Get the weed control 
you want, when you want it and where 
you want it. Get Finale, p 

HERBICIDE 

<jfj> AgrEvo 
A company of Hoechst and NOR-AM 

Read and follow label directions carefully. AgrEvo USA Company, Wilmington, DE 19808. © 1996 





WHERE CONTRACTORS GATHER 
THE GREEN INDUSTRY EXPO attracts more owners 

and company presidents than other job functions, 

said Eleanor Ellison, trade show manager. An 

analysis of attendees at the 1995 show in Fort 

Worth, Texas, showed that approximately 44 

percent were the company owner or president; 27 

percent were managers or supervisors; 16 percent 

were involved with company operations and 13 

percent handled sales or marketing. 

DRIVES PLCAA 

CONFERENCE 
IN A T I M E O F business 
flux and evolution, lawn 
and landscape owners and 
managers need to embrace 
change and lay tbe founda-
tion for a solid future. 

Tha t was trie premise 
behind tbe first manage-
ment conference sponsored 
by tbe Professional Lawn 
Care Association of Amer-
ica. 1 be three-day confer-
ence featured nationally 
recognized management 
trainer Larry Helms, 
Western Training Systems; 
Bob Jacques, American 
Honda Motor Co.; and Pat 
Norton, Barefoot Grass. 

About 7 0 lawn care 
professionals attended tbe 
first year event held in 
Phoenix. 

"So many owners and 
managers are preoccupied 
with hiring, training and 
purchasing tbe latest 
products," said A n n Mc-
Clure, P L C A A executive 

vice president. "This con-
ference gave them an op-
portunity to sit back and 
look at their businesses from 
a different perspective." 

P L C A A expects tbe 
management conference to 
become an annual event to 
meet tbe growing business 
needs of the industry's 

ISCIPLINE is one of the first rules of 
successful investing, particularly with 
stocks. Emotions can often get the bet-
ter of investors, causing them to react 
too quickly, only to regret their actions 
later. Two time-tested investment strate-
gies, based on stocks in the Dow Jones 
Industrial Average* have shown that dis-
cipline can pay off over time. The strate-
gies are often known as top 10 and low five. 

THE TOP 10 APPROACH. Top 10 investors 
buy the 10 highest yielding stocks in the 
DJIA and hold them for 12 months. After 
12 months, investors sell any stocks that 
are no longer among the top 10 and buy 
any that are new to the list. 

THE LOW FIVE STRATEGY. Investors 
employing the low five strategy purchase 
the five lowest priced of the 10 highest 
yielding DJIA stocks. They hold the stocks 
for 12 months, after which time they 
readjust their portfolios so that they 
continue to own the five lowest priced of 
the 10 highest yielding DJIA stocks. 

Source: Green Industry Expo 

more experienced operators. 
Everyone agreed tbe net-

working opportunities 
couldn't be beat. "Seeing two 

(continued on page 10) 

REASONS BEHIND THE STRATEGIES. There 
are four primary reasons why investors 
have used the top ten and low five 
disciplines: 

Q The stocks are blue chip names. The 
30 companies in the DJIA are generally 
considered to be large and financially 
sound. Thus, they are viewed as 
relatively conservative. 

Q The stocks are out of favor. When 
you buy the highest yielding stocks, you 
are in effect purchasing issues that are 
out of favor. The high yield usually 
means the share prices are depressed. 

^ T h e yields tend to support the stock 
prices in down markets. Stocks that 
offer moderate dividend yields tend to 
perform better during weak markets 
than stocks that do not offer a dividend. 

Q Historical performance has been 
impressive. Both strategies have proven 
to be effective over time, according to 
Beating the Dow, a monthly newsletter 
edited by John Downes (and a book of 
the same name by Michael 0'Higgins 

(continued on page 24) 
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Quality Never Goes Out of Style 

The Practical approach 
to practically any job. 

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. 

Through the years every dog has 
its day. Walk behinds, tractors, 
rear steer, chain drive, hydro-
static, transaxle 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-
formance, and reliability. 

m y i F / I f t / ; M ™ 

USniÊ. vêêvê M u i 
M POMPS FASTEST MM MOWF? 

800-233-7596 
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(continuedfrom page 8) 

businessmen from different 
companies in two different 

countries shar-
ing ideas was a 
special bigbligbt 
to me," said 
McClure. "It 
provides a rap-
port among 
tbose wbo pro-
vide lawn care. 
It's important to 
provide some-
thing tbey can 
share as the 
industry ma-
tures." 

Helms, presi-
dent and chief 
operating officer 
of Western 
Training Sys-

Lou Wierichs 
(conference 
chairman), 
Larry Helms 
(keynote 
speaker) and 
Executive 
Vice Presi-
dent Ann 
McClure take 
a break from 
the weekend 
program. 
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MAR. 20 Michigan Forestry and 
Park Association: Aerial Rescue 
Training, Southfield. Contact: 517/ 
482-5530. 

MAR. 21-24 ALCA Student Field 
Days, San Luis Obispo, Calif. Con-
tact: Associated Landscape 
Contractors of America, 
708/620-6363. 

MAR. 27 Michigan Arborist Asso-
cation Workshop, Southfield. 
Contact: MAA, 800/622-4055. 

MAR. 28-30 California Interior 
Plantscape Conference, San 
Francisco. Contact: 619/723-9910. 

MAR. 30 Wetlands: Ecology, 

Creation and Restoration, Mill-
brook, N.Y. Contact: Institute of 
Ecosystem Studies, 914/677-9643. 

APR. 16-19 Compost Facility 
Operator Training, Baton Rouge, 
La. Contact: 504/388-5920. 

APR. 20 Integrated Pest Manage-
ment workshop, Millbrook, N.Y. 
Contact: 914/677-9643. 

APR. 27-MAY1 New York Recrea-
tion and Park Society Conference, 
Syracuse. Contact: 518/584-0321. 

MAY 4 Shade Gardening workshop, 
Millbrook, N.Y. Contact: Institute 
of Ecosystem Studies, 
914/677-9643. 

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

is today. Americas trend toward cocooning means people are 
investing more money than ever before in their homes. And that 
means pride of ownership is at an all-time high. Lawn and 
landscape services are a viable and important option for more 
and more of these homeowners - reach them through Metromail. 
Metromails realty information puts you in touch with Americas 
homeowners, whether 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 f rom Metromail . . . 
For the prospects you need when your message needs to hit home. 

1-800-541-0524 

Metromail 
A N R . R . D O N N E L L E Y & SONS C O M P A N Y 
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PURCHASED A LOTTERY TICKET LATELY? You have 
a better chance of winning the Lawn & Landscape 
1996 Product Giveaway, and entering i 

even 
posta 

Servii 
Flori. 
this fi 
over 
his Wi 
the 1 
Giverf 
ceive 
prod 

equipment f rom Toro and Husqvarn 

y the 
Jim Cleary 

of Cleary's Lai 
scape jp t f t f f l f tm 

in Lakeland, 
, understands 
.t hand. Out of 

• ARE YOU IN NEED of some equipment? Entering is 
• simple 

TO ENTER THE 1996 $10,000 PRODUCT GIVEAWAY, 
complete the entry form on the opposite side of the card, 
;emove it from the magazine, fold it in half, tape it and send 
it to us postage-paid. Forms must be complete in order to 

- q y a l R y r ^ f W f ^ enter as many times as you want. The 
winner will be chosen in December 1996. (See below for 
more details and rules. No purchase necessary.) 

i W E E P S T A K E s 

1996 chosen in 
te Product 
i/ay to re-

Rules & Regulations 

LIKE MOST LANDSCAPE CONTRACT 
trying to maintain steady progress and {low his 
business as he diversifies. His compar^ is now 
expanding to include some design and irrigation 
services. "I don't win many things," Cleary said "You 
don't know how much I can use this. 
I'm in need of some equipment," he coi 

1. NO PURCHASE NECESSARY 
2. The contest it open to licensed lawn and landscape contractors, their employees and suppliers. Only persons 
who, as ol the date ol the prize drawing, are 18 years ol age or older, with a valid driver's Ncenes, and are legal 
residents ol the U.S. are eligible to enter Entry cards must be tu«y completed. 
3. This sweepstakes is not open to employees or the families of all sponsoring firms. Lawn & Landscape magazine 
or other QIE Publishing Co. publications, and affiliated companies. 
4. Enter by completing and mailing the official entry torm available in the monthly issues of Lawn & Landscape 
magazine, or receive a valid entry form by sending a postage paid envelope to Sweepstakes '96. c/o QIE 
Publishing. 4012 Bndge Avenue, Cleveland. Ohio, 44113. Not responsible or Rabie for lost, lata, stolen, mutilated, 

5. PRIZE - $10,000 retail value of professional lawn and landscape products. The winner wi be determined by 
a random drawing of a« entries received by November 30,1996. The winnar wi ba announced and notified by U.S. 
mail and/or telephone. Prize notification returned as undekverabie as addressed wi result in an alternate winner 
being drawn and notified until a qualified entrant is awarded the grand prize. Only one grand prize wi be awarded. 
«. No cash equivalent or prize substitution oflered Prize is not transferable 
7. All federal, state and/or local taxes, if any, are the sole responsibility of the winner. Winner wi be required to 
sign an affidavit of eligibility and liability/publicity release (allowing the sweepstakes sponsor to use the winner's 
name and likeness for publicity purposes) u a condition of being awarded the prize. Failure to do so wi result 
in an alternate winner being selected. 
I. Void wherever prohibited or restricted by law. 
I. Odds of winning wi be determined by the number of entries received. AI entries become the property of Lawn 
i Landscape magazine and GIE Publishing Co. 
10. By participating, you agree to these rules and decisions of the judges which she! be final in all matters relating 

11. To obtain the name of the winner of this sweepstakes, send a self-addressed, stamped envelope to *LL Prortoct 
Sweepstakes.' 4012 Bridge Ave., Cleveland. Ohio 44113, Attn: Fran Franzak. 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO 1322 CLEVELAND OH 

POSTAGE WILL BE PAID BY ADDRESSEE 

PO BOX 5817 
CLEVELAND OH 44101-9867 

I.I..I.I..I...I l.l,.I..UI..Imlll.,.l 



N A M E . 
C O M P A N Y . 
A D D R E S S -
CITY 
STATE, Z I P . 
PHONE 
FAX 

YES! • NO • 
Please send (continue to send) a 
subscription to Lawn & Landscape magazine 
Signature (required) 
Date 

1. What is your primary business at this location? 
(Please check only one) 

CONTRACTOR Of SERVICES: 
• Landscape Contractor 

• Chemical Lawn Care Company (excluding mowing 
maintenance svs.) 

• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services 

(please describe) 

IN-HOUSE LAWN/CARE MAINTENANCE 
• In-House Maintenance including: Educational 

Facilities, Health Care Facilities, Government 

Grounds, Parks & Military Installations, 
Condominium Complexes, Housing 
Developments, Private Estates, Commercial & 
Industrial Parks 

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

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

• School, College, University 
• Trade Association, Library 
• Others (please describe) 

2.What best describes your title? 
(please check one) 
• Owner, Pres., Vice Pres., Corp. Officer 
• Manager, Director, Supt., 
• Agronomist, Horticulturist 
• Serviceman, Technician 
• Company, Library copy only 
• Other (please specify) 

• Foreman 
• Entomologist Plant Pathologist 
• Scientist, Researcher 

3. How many of your employees are: 
full time 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ 

6. Circle what percentage of your business is: 
Lawn Care 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Maintenance Svc. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Irrigation Svc. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Pest Control 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Installation 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Trees & Ornmtl. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 

7. Roughly, how much did your company spend on the 
following Turf Chemicals in 1995? 
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Herbicides 
Insecticides 
Fungicides 
PGRs 
Biologicals 
Fertilizer/Herb. 
Fertilizer/Insect. 

8. Roughly, how much did your company 
spend on Ornamental Chemicals in 1995? 
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Herbicides 
Insecticides 
Fungicides 
PGRs 
Biologicals 
Fertilizer/Herb. 
Fertilizer/Insect. 

9. Circle the number of mowing units your 
company operates in the following categories: 
Walk-behind 

seasonal 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ Under 35" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

applicators 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ 35" - 39" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
maintenance 1-5 6-10 11-15 16-25 26-45 46-75 76-100 101-150 150+ 40" - 54" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

Over 54" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
4. What were your approximate 1995 revenues? Riding 

$0 - $50,000 Under 54" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
$50,001 - $100,000 54" or more 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

$100,001 - $250,000 
$250,001 - $500,000 10. Circle the number of units your company 
$500,001 - $1,000,000 operates in the following categories: 
$1,000,000 + Trimmers 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

Chain Saws 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

5. Circle what percentage of your business is: Blowers 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
CommcL/lndstl. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% Brush Cutters 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
Residential 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% Edgers 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
Gov't/Municipal 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% Hedge Trimmers 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
Golf 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% Pruners 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

g g 8 8 
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Remember... 
how chain and bearing problems used to steal your profits? 
...back before you bought your first Turfco@ Aerator: 

Turfco's exclusive 
externally housed chain^ 
and sealed bearings../ 
slash costly downtime! 

o w n f i m e ! 
2 Models Choose the durable Standard Aerator 

® or the High Production Pro-Series Wide Model! 
MFG. INC. '1655 101st Avenue NE -Minneapolis, MN 55449-4420 •Phone: (612) 785-1000 - FAX (612) 785-0556 

AERATORS * SOD CUTTERS • EDCERS • DRILLING UNITS • POWER RAKES • PIPE PULLERS 

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

JUL 28-30 The International Lawn, 
Garden & Power Equipment EXPO, 
Kentucky Exposition Center, 
Louisville. Contact: EXPO '96, 
800/588-8767. 

AUG. 2-3 ALCA Masters in Manage-
ment for the Landscape Industry 
workshop, Chicago, III. Contact: 
ALCA, 703/620-6363. 

AUG. 9-11 Southern Nurserymen's 
Association SNA '96, Georgia World 
Congress Center, Atlanta. Contact: 
770/973-9026. 

AUG. 16-18 TAN-MISSLARK Nursery 
and Garden Supply Show, Houston, 
Texas. Contact: 512/280-5182. 

AUG. 20 Wisconsin Turfgrass Field 
Day, Madison. Contact: 608/ 
845-6536. 

AU6.20-24 American Association 
of Nurserymen Conference, Port-
land. Contact: AAN, 202/789-2900. 

AUG. 23-25 Farwest Show, Oregon 
Convention Center, Portland. 
Contact: 800/342-6401. 

SEPT. 4-8 Responsible Industry for 
a Sound Environment Annual 
Meeting, West Palm Beach, Fla. 
Contact: RISE, 202/872-3860. 

tems, lias made a name 
for himself in the 
green industry. His 
targeted message dealt 
with managing change 
and customer service. 
McClure said he 
opened the eyes of the 
attendees hy forcing 
them to think "outside 
the box" on what their 
businesses will he like 
not just next year hut 
1 0 years f rom now. 

Jacques presented a 
nuts and holts message 
on growing your 
business and Nor ton 
described how to 
evaluate the worth of a lawn 
care company. 

"We'd 1 ike the manage-
ment conference to become 

MISSION STATEMENT: 
A W N & 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. 

an important part of our 
association," said Lou 
Wierichs, president of P ro -
X Systems in Appleton, 

USE READER SERVICE #114 
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NEW CANDY DETHATCHER/OVERSEEDER 

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. 

1 - 8 0 0 - 4 4 3 - 2 4 7 6 
528 Gandrud Road, Owatonna, MN 55060 

Wis ., and conference chairman. 
Thirty -six attendees participated in 

a P L C À A Golf Classic Fundraiser 
held during the conference. The 1 9 9 7 
Management Conference will he held 
Jan. 1 7 - 1 9 at the Embassy Suites, 
Tempe, Ariz. 

COURT RULINGS VINDICATE 
DOWELANCO'S DURSBAN™ 
DowElanco, Indianapolis, Ind., an-
nounced that two out of three lawsuits 
involving alleged injury from exposure 

p DowElanco 
to Durs-
han pro-
ducts have _ . 
heen resolv-
ed, hoth of which vindicated the com-
pany. A third lawsuit is still pending. 

The three suits were the focus of a 
CBS weekly news magazine, "Eye to 
Eye with Connie Chung," which was 
aired in January of 1 9 9 5 . In the suit 
of Jack Kahn v. DowElanco, Kahn 
claimed he was exposed to Durshan 
while employed at a pest control firm 
and that the exposure led him to 

(continued on page 16) 

ASSOCIATION NEWS 

Ohe A s soc i a ted Land s cape Con t rac to r s of Amer i ca set April 1 as the deadline for 
its 1995 Safety Award Contest. The contest recognizes landscape professionals 
demonstrating a commitment to professional safety on a daily basis. Contest 

categories include fleet safety, employee safety and combined employee and fleet safety, which 
are then further subdivided based on company size. For more information about the contest, 
contact ALCA at 800/395-2522. 

The Georgia T u r f g r a s s A s soc i a t i on announced the election results for its board of directors for 
1996. New board members are: Mark Banta, Cobb County Agricultural Extension Agent, Marietta; 
Charles King, King Green, Norcross; Aaron McWhorter, North Georgia Turf, Whitesburg; and Keith 
Karnok, University of Georgia-appointed advisory liaison. 

The Flor ida Nu r se rymen & Grower s A s soc i a t i on unveiled a new certification program for 
technicians. The Florida Certified Landscape Technician program addresses the need for a 
technician certification program that doesn't include as strict a curriculum as the contractors' 
program. The goals of the program are to encourage professionalism, to increase awareness of 
landscape certification and to provide a means of self improvement to technicians. 

The New Yo rk T u r f g r a s s A s soc i a t i on announced results from the officers election held at its 
recently sold-out conference. Stephen Smith, Old Colony Landscaping, Taunton, Mass., will serve as 
president for 1996, along with Anthony Peca, Batavia Turf Farms, Batavia, N.Y., vice president and 
John Fik, Hobart and William Smith College, Geneva, N.Y., secretary-treasurer. 

The I r r igat ion A s soc i a t i on scheduled its Step 2 and 3 examinations for certified irrigation 
contractors and designers for 1996. Test dates include: April 8 in Fresno, Calif.; May 4 in Las Vegas; and 
April 8 in Fairfax, Va. For information about the program call Daria Jakubowski, 703/573-3551. 

Makes 
Grass 
Faster 
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Exclusive 
Performance Plus Policy Includes FREE Loaner 
(See participating Ferris dealer for details J 

Selected Ferris Mourn 
•At Participating'IMders 

•Of Styles Allows You To Find 
A Ferris To Suit Your Needs. 

HydroWalk DD Transmission Warranty 
Best In The Industry!!! 

BIT NOW - PAY LATER!!! 

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

SEE YOUR FERRIS DEALER TODAY 
and ask about our complete line of 

Front Riders, 4-Wheel Riders, Belt Drive 
and HydroWalk-Behinds 

FERRIS Ferris Industries, Inc. 
RO. Box 910 

Vernon, N.Y. 13476 
1-800-933-6175 

For literature, product information, and your nearest dealer. 

Performance You Can SBankS Chi! 
USE READER SERVICE #42 



Ask for 

C o R o N 

Quick green-up 

Long-term release 

Even turf growth 
XNO.»n«mMNNNMNN)MNMmi( 

Reduced clippings 

Reduced leaching loss 

Enhanced rooting 

Low burn potential 

Clear liquid solution 

Highly compatible 

CORQN 
CONTROLLED RELEASE NITROGEN 

For All Your 
Turf; Tree & Shrub 
Applications 

CoRoN Corporation 
Souderton, PA 18964 

800-338-0836 
215-723-5099 

(continueJ from page 14) 

develop "chemical sensitivity" and a 
neurological condit ion called "periph-
eral neuropathy." However, while 
under oath during pretrial interviews , 
Kahn's doctor admitted that Kahn had 
actually developed the condit ion 
before he was ever exposed to 
Durshan. His attorneys filed a motion 

to dismiss the case, giving DowElanco 
a complete victory. 

In the second case, Apple v. Tr i -
County Nor th Local School District, 
students and teachers alleged they had 
been injured by repeated applications 
of Durshan in the school. Although 
DowElanco was never sued in this 

(continueJ on page 18) 

Scott Crabtree Veronica Smith To m B r i d ge s was promoted to manager of Stens Power 
Equipment Parts' Meridian Distribution Center, and 

Jef f W e s t was hired as a district sales manager covering 
Georgia. Stens also hired Dav id A v e r y and John Renn ix as 
district sales managers. 

Berryman & Henigar named S t ephen H i gg i n s as senior associate in the management & finance 
division. 

Lofts Seed announced the retirement of senior vice president, John M o r r i s s e y , who worked with 
the company since being hired by founder Selmer Loft in 1949 as a salesman. 

T h o m a s F l o yd joined Pennzoil Products as the senior vice president, marketing. 
Homelite appointed Rober t M c K e e director of engineering for consumer products and S c o t t 

C rabt ree director of environmental affairs, while C a r y M u r p h y was hired as an advertising 
production manager. 

L.R. Nelson announced the retirement of N i ck O w e n s as president and COO. Nelson also appointed 
Ve ron i ca Sm i t h to the post of Kansas/Missouri Sales Manager, adding to her duties as the landscape & 
turf technical manager; Rober to I z agu i r r e to international sales manager, responsible for sales 
throughout Latin America, Europe and the Pacific Rim; and D e n y s e A r i e s to California/Southwest 
sales manager. 

Jacklin Seed announced the appointment of B rand ie Beebe to the marketing department. Her 
responsibilities will include public relations and advertising for the seed company. 

R ick Cur lett joined Exmark Manufacturing as director of marketing. Exmark also hired No rman 

B u c k h o u s e as a senior project engineer and Phy l l i s Gardner as director of human resources. 
James Garner is a new sales manager at Applewood Seed Co. 
R u s s M u r r a y was promoted to national accounts manager for Aquarium Pharmaceuticals. His re-

sponsibilities will include lawn and garden accounts for the western portion of the country. 
Trak International added two new product managers to its expanded product development team. 

Pe te r Ha ik io will work as product manager, material handling equipment, and Bob L e s s n e r will f i l l 
the new position of product manager, compact equipment. 

S tephen K ing joined the Bozzuto Group as controller, responsible for all accounting and com-
pliance functions. 

M i k e S t e v e n s is a new sales representative for Eagle Lift. 

USE READER SERVICE # 5 5 
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Why Settle for a 
1500 lb. Loader? 

Heavy Duty 1700 lb. Performance 
... at 1500 lb. Pricing! 

Check our specs against a 
comparably priced 1500 lb. loader. 

Specification Ours Theirs 

T173 HLS 
I I 

Rated Load Capacity 1700 lbs. 1500 lbs. 
Height to Hinge Pin 133.5" 114.5" 
Breakout Force 4450 lbs. 3100 lbs. 
Operating Weight 6750 lbs. 5368 lbs. 

Get Smart! Get Tough! Compare the facts before you buy! 
Find out what makes the Thomas T173 High lift "S" Series II Loader the best 

Value on the job site: Call 1-800-561-5623 

THOMAS THOMAS 

T h o m a s Equipment Ltd., P.O. Box 336, Mars Hill, Maine 04758-0336 • Tel: 1 -800-561-5623 • Fax: 506-276-4308 
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Mîiiiffi 
(continuedfrom page 10) 

case, the plaintiffs sued the 
applicator and people 
associated with the design 
and maintenance of the 
school. 1 heir case alleged 
that the building was im-
properly ventilated, al-
lowing a buildup of formal-
dehyde in the building. As 
there is no formaldehyde in 
Durshan, the suit against the 
P C O was dismissed. 

David Morris, national 
marketing manager for turf, 
ornamental & technical 
products, noted that 
DowElanco has never lost a 
Durshan personal injury 
lawsuit at t r i a l because of 
the volume of scientific data 
supporting the product. 

(continued on page 20) 

OSHA'STOP 10 LIST 
I I I he Occupational Safety and Health Administration's top 10 most commonly 

cited violations for the landscape industry include: 
STANDARD VIOLATED # OF VIOLATIONS 
Written Hazard Communication Program 2,781 

Employee information and training 2,205 
Lack of employer instruction to employee 1,236 
No material safety data sheets for chemicals 1,061 
Guarding of open-sided floors, platforms and runways 1,023 
Head protection 972 
Ground fault protection 879 

MSDS accessible during workshift to employees 876 
Protection of employees 845 
Not using personal protective equipment 687 

S o u r c e : ALCA 

Partners, 
today 
for a 
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 
need them. 

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 # 5 6 

Northern Sales Office 
800-437-9618 

— , Southern Sales Office 
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Yours 
Looking 
At The Reason 
We Discontinued 
Our No. 1 Trimmer. 
INTRODUCING THE 
NEW ECHO SRM-3100 
TRIMMER. 

Anyone who knows trimmers 
knows the Echo SRM-2501. 
It's been Echo's No. 1 selling 
commercial trimmer since it's 
introduction. 

But now there's the new 
Echo SRM-3100. A trimmer 
so good, in fact, we discontin-
ued the SRM-2501. 

In a word, the fantastic new 
SRM-3100 has just plain more 
of everything! 

25% more power from a 
larger 30.5cc dual ring piston 

engine. 30% more torque for 
greater productivity. 

Quicker and smoother 
acceleration. More fuel capa-
city for fewer refill stops. And 
more cutting line capacity to 
take you farther between 
re-loads. 

It also has Echo's proven 
Pro-FireK Ignition and purge 
pump-equipped carburetor for 
fast starts. Plus a quiet, low 
tone muffler, and vibration 
reducing hand grips. And it's 
available in 3 versions: The 
SRM-3100, the SRM-3100S 
with solid steel drive shaft, and 

USE READER SERVICE #123 

the SRM-3110 with dedicated 
U-handle ready for blade use 
right out of the box. 

Don't wait. You can put the 
hottest trimmer in the business 
to work for you, now! For the 
Echo Dealer nearest you, call 
1-800-432-ECHO (3246). 
Or write: Echo Incorporated, 
400 Oakwood Road, Lake 
Zurich, IL 60047. 

Ask Any Pro! 



"IT'S SIMPLY 
INDISPENSABLE." 

That's what you hear owners 
say about Hill/Climber, the 
personal outdoor transporta-
tion system. 
Wherever activities exist on 
multiple levels or things 
have to be carried up steps. 
Wherever easy access is 
needed to a cabin, boat dock 
or parking area. Hill/Climber 
provides the reliable, easily-
installed solution. 

MODEL A 
(Sida pon«» not «ho» 

For free literature, please contact: 

INCLINÄTOR 
if' COMPANY O F J I A M E R I C A 

Dept. 95 
PO Box 1557 
Harrisburg, PA 17107-1557 
(717) 234-8065 

H a s 
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KUBOTA MOVES TO STOP 
FLOW OF BOGUS EQUIPMENT 
Kubota Trac to r Corp. , Torrence , 
Calif. , has riled an act ion wi th the 
In te rna t iona l T rade Commiss ion to 
stop the import ing and distr ibuting of 
used Kubota t ractors in to tbe Un i t ed 
States f r o m Japan. 

According to Rich-
ard Briggs, legal 
counsel representing ^ ^ 
Kubota, tbe t ractors ^ ^ 
are 5 0 - b p or less B -
Series and L-Ser ies uni ts 
tba t were used in Japan, ^ 
resold to exporters tbere and shipped to 
importers in tbe Un i t ed States, who 
distr ibuted tbe uni ts th roughout tbe 
country. T h e t rac tors average between 
1 0 to 1 2 years old and carry tbe 
Kubota name plate, Briggs noted. 

" T h e h iggest problem is tba t tbe 
uni ts were made for Japanese s tandards 
and no t Amer ican standards," be ex-
plained. Cer ta in safety features are not 
part of tbe equipment . "Consumers of 
this equipment simply don ' t unders tand 
what tbey are buying." 

T h e I T C was expected to start an in-
vestigation in mid-February an d rule with-
in a year, if Kubota wins, all shipments of 
tbe used equipment will be baited. 

DAVEYTREE EXPERT ACQUIRES 
DETROITS REINHOLD GROUP 
The Davey Tree Expert Co., Kent, O h i o 
recently acquired ownership of Tbe 
Reinbold Group, a landscape main-
tenance f i rm located in Pont iac , Mich. 

T h e Reinbold Group , which was 
established 6 5 years ago, provides 
grounds ma in tenance services to large 
commercia l customers in tbe m e t r o -
pol i tan Det ro i t area. T h e acquisi t ion 
f i ts with Davey's m o v em en t in to large-
scale commercia l ma in tenance projects 
through its commercial services division, 
which was established in early 1 9 9 5 . 

Rich Ramsey, vice president and 
general manager of the d i vision, 
explained tha t all hey managemen t and 
field employees will become Davey 
employees and the óff ice will operate 
as the southeastern Michigan branch of 
Davey's commercia l division. H e 
added, "Reinbold had a long-s tanding 
reputa t ion for high quality landscape 
services. They are an excellent t eam of 
landscape professionals and we looh 

^ forward to heeping this t eam together." 

DEAL BRINGS HARMONY 
TO AUSTRALIA 
H a r m o n y Products , Chesapeahe, Va., 
will provide the rights to its patents 
and research for fo rming granular f e r -
til izers and animal feed supplements to 
an Aust ra l ian company specializing in 
the recycling of organic waste streams. 
T h e licensing agreement wi th Bio-
Recycle requires H a r m o n y to provide 
various consult ing services for engi-
neering and equipment design. 

ANDTHE GOLD 
CHRYSANTHEMUM GOESTO... 
Rentohil may not be on the medal stands 
for this summer 's Olympic Games , but 
it will be a round those stands. 

T h e company's Tropical P lan t 
Services division reached an agreement 
with the A t l an t a C o m m i t t e e for the 
Olympic Games to supply all foliage 
and flowering plants for the event. 
Flor ida growers will supply nearly 
2 5 , 0 0 0 plants and Rentohi l will 
donate its services to install and 
main ta in the pi ant ings. 

PHC AGREESTO BUY ISI 
Plan t Hea l th Care, Pi t tsburgh, agreed 
to acquire Industr ia l Services I n t e r n a -
t ional , a Braden ton , Fla . -hased 

(continued on page 24) 
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B U T T H I S IS W H A T W E ' R E S E L L I N G . 

Inside every container of Alamo'you'll find a strong, disease. Just call 1 - 8 0 0 - 3 9 5 - T U R F for more details 

healthy t ree. Because Alamo is the only fungicide on how it can help preserve a beautiful environment, 

that's effective in preventing oak wilt and dutch e lm Which, as you can see, is what we're really selling. 

f o T 
Sponsor Environmental Steward Award. ©1996 CibaGeigy Corporation. Turf and Ornamental Products. Box 18300. Greensboro, NC 27419. 

Alamo' is a registered trademark of Ciba-Geigy Corporation. Always read and follow label directions. 

USE READER SERVICE #123 



The thinking behind their 
preemergence herbicides. 

I . 
You want cheap stuff. 

1 . 

You want to forget about stains. 

2. 
You want it to last longer 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. 
Searcy, AR 501-268-7036 Fishers, IN 317-845-1987 Wichita Falls, TX 817-766-0163 

GroTech/Pennington 
Madison, GA 800-768-4578 

Available 
from: 

Agriturf Cornbelt Chemical Co. Fisher & Son, Inc. 
Hatfield, MA 413-247-5687 McCook, NE 308-345-5057 Malvern, PA 610-644-3300 

Helena Chemical 
Fremont, NE 402-727-9177 

Benham Chemical Co. E.H. Griffith, Inc. George W. Hill & Co., Inc. 
Farmington Hills, MI 810-474-7474 Pittsburgh, PA 412-271-3365 Florence, KY 606-371-8423 

Helena Chemical 
Tampa, FL 813-626-5121 



Barricade a If you want more 
HERBICIDE 

customer satisfaction, fewer callbacks and 

increased profits, taking some low-cost route 
® 

won't get you there. Barricade preemergence 

herbicide will. Not only does Barricade control 

crabgrass and 29 other tough weeds, it gives you 

everything else you need 

to make a profit. 

^ Like the longest 

P residual so you 

can apply earlier 

and service more 

| j 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 Bar r icade 

HERBICIDE 

tropical island CRABGRASS PREVENT 
ON FERTILIZER 

paradises, see your tsssaRSr* - N 
jsT -"¿Z Barricade 

travel agent. • ^ r r j ^ P ^ ® 1 

SANDOZ Always read and follow label directions. Sandoz Agro, Inc., 1300 E. Tbuhy Ave., Des Plaines, IL 60018. Barricade is a trademark of Sandoz Ltd. ©1995 Sandoz Agro, Inc. 

Howard Johnson's Enterprises 
Milwaukee, WI 800-642-4656 

Knox Fertilizer 
Knox, IN 219-772-6275 

Lebanon Turf Products 
Lebanon, PA 800-233-0628 

Professional Turf Specialties 
Champaign, IL 217-352-0591 

Regal Chemical Co. 
Alpharetta, GA 800-621-5208 

The Andersons 
Maumee, OH 800-537-3370 

Turf Industries, Inc. 
Dallas, TX 214-241-0545 

Turf Industries, Inc. 
Houston, TX 800-288-8873 

Turf Supply Co. 
Eagan, MN 612-454-3106 

USE READER SERVICE 

United Horticultural Supply 
Aurora, OR 503-678-9000 

United Horticultural Supply 
Tampa, FL 813-628-0496 

United Horticultural Supply 
Tucson, AZ 520-293-4330 

Vigoro Industries 
Winter Haven, FL 800-329-4238 

Wilbur-Ellis Co. 
Auburn, WA 206-351-6591 



(continueJfrom page 20) 

producer of superabsorbent 
polymers sold under the 
name Te r r a -So rb . T h e ac-
quisit ion of tke water p rod-
ucts broadens P H C ' s line of 
plant heal th care products . 

EXPO '96 PLANS 
SET FOR JULY 
This year's In terna t ional 
Lawn, Ga rd en & Power 
Equipment Expo will be 
held at the Kentucky Expo-
sit ion Cen te r in Louisville, 
Ky., on July 2 8 - 3 0 . This is 
the exposit ion's normal 
schedule, which is a Sunday 
through I uesday. 

However, a f te r Expo 
organizers surveyed a sam-

(continucJfrom page 8) 

with John Downes). 
From January 1973 through December 1994, a 

portfolio confaining the top 10 DJIA stocks would 
have posted average annual compound growth of 
17.1 percent per year.** A low five DJIA stock 
portfolio would have posted a 20.6 percent growth 
rate.** The DJIA rose 10.9 percent over the same 
period. These returns assume reinvestment of di-
vidends each 12 months, exclude brokerage com-
mission costs and assume the investment was made on 
the first trading day of the year. However, O'Higgins 

wrote, "It doesn't matter what 12-month period is used, as 
long as it is used consistently over time." 

—John Houlihan, Dean Witter Reynolds, Melville, N.Y. 

The information and data In this report were obtained 
from sources deemed reliable, Their accuracy or com-
pleteness is not guaranteed and the giving of the same is 
not deemed a solicitation on our part with respect to the 
sale or any purchase of any securities or commodities. 

*Dow Jones Industrial A verage is the property of Dow Jones & 
Company Inc., which is unaffiliated with and has not participated in 
any way in the creation of the top 10 or low five strategies or the 
selection of stocks therein. 
** Past performance does not guarantee future results. While the 
top 10 and low five strategies outperformed the DJIA in some years, 
they underperformed the DJIA in other years. 

nle of recent at tendees, they 
received an overwhelming 
vote of support for a move to 

a Saturday through Monday 
schedule. Current ly , they are 
considering moving to the 

new schedule for 1 9 9 7 . 
Call 8 0 0 / 5 5 8 - 8 7 6 7 for 
show in fo rma t ion . ^ 

IT'S A LOT OF POWER TO HANDLE, BUT 

YOU'LL HAVE PLENTY OF TIME TO GET USED TO IT. 

Talk about power and 

durability, the Shindaiwa 

T27 Trimmer gives you both. 

Like all Shindaiwa f 

trimmers, only the best 

components go into this 

machine. I t delivers the best * 

power-to-weight ratio of any 

trimmer in its class. And, with 

its full featured anti-vibe design, 

it's built to provide comfortable 

operation for a long, long time. 

You could get used to that, 

couldn't you? 

1-piece steel splined mainshaft 

• see-thru fuel tank with tank guard 

powerful 2 7 2 cc. 1 5 hp engine 

• strong servicing dealer support 

• competitively priced 

• full anti-vibe system 

• long-life engine design 

• powdered metal clutch 

• long-life chrome cylinder 

• 1-year commercial warranty 

7-day money back guarantee 

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

WE SIMPLY MAKE THEM BETTER. 

shindaiwa 
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Scknitar 
m 
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SCIMITAR" insecticide gives both you 

and your customer confidence for 

todays environment. Because SCIMITAR 

delivers superior control of major turf and 

ornamental insects like mole crickets, fire 

ants and chinch bugs—in just seconds. 

Without harm to plantings and without an 

odor that can cause your customer concern. 

With advanced pyrethroid chemistry in 

matching formulations. 

A non-restricted use insecticide, SCIMITAR is 

available in two highly-effective formulations: 

SCIMITAR CS, a timed-release liquid for 

fast knockdown and extended residual, and 

SCIMITAR WP, an easy-to-use powder 

in water soluble packs. 

SCIMITAR turf and ornamental insecticide— 

giving you confidence for todays environment. 

For more informat ion , contact 

your Zeneca representative, or 

call 1-800-759-2500. 

Scimitar 

ZENECA Professional Products 
Always read and follow label directions carefully. 
SCIMITAR* is a trademark of a Zeneca Group Company. 
<01996. Zeneca Inc. A business unit of Zeneca Inc. 

USE READER SERVICE #123 



ENV 

APITOL DAZE. Be-
tween the budgetary 
debate and upcoming 
elections, getting 
lawmakers to con-
centrate on the green 
industry's message 
was an exceptional 
challenge. Still, more 

than 6 0 members of the Pro-
fessional Lawn Care Asso-
ciation of America f rom 1 8 
states converged on Wash-
ington, D.C., to lobby for im-
portant green industry issues. 

The 7th Annual Legisla-
tive Day on the Hill, held 

Jan. 2 9 - 3 0 , did not have to 
address any issues that 
negatively target the green 
industry, according to T o m 
Delaney, P L C A A ' s director 
of government affairs. How-
ever, it was a great opportu-
nity to show the industry's 
unity and present positive 
lawn care messages. 

" P L C A A Legislative Day 
attendees know that you 
must keep positive lawn care 
messages and balanced leg-
islation in f ron t of policy 
makers at all times,' ' D e -
laney said. 

P L C A A representatives 
arrived to f ind that some 
lawmakers were hack in their 
home districts talking with 
consti tuents and making 
arrangements for upcoming 
campaigns. Those that re-
mained in Washington were 
more attentive and relaxed, 
Delaney noted, due to the 
stalemate on the budget. 

O n the agenda were two 
specific items slated for 
discussion in the reauthori-
zation of the Federal 
Insecticide, Fungicide and 

(continued on page 28) 

e Shindaiwa Ine 1*M> 

69 dbA per ANSI B175.2 

throttle-mounted engine shut off 

easy access engine cover 

• easy adjusting padded 
shoulder straps 

• extra large muffler 

• super efficient 
cartridge-style air filter 

• super strong frame 

• tube swivel for easy 
handling and storage 

• 180 mph, 415 cfm 

• 7-day money back 
guarantee 

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

W E SIMPLY M A K E T H E M B E T T E R 

shinda'iwa 1 
USE READER SERVICE #59 



World's 
Quickest 
Tree Injection 

• Injections are quick. Host tahe 10-40 seconds. No 
liioitinp to remove capsules. Host trees tahe 2 
minutes or less. 

• Least mounding of any injection method. No 
drilling is needed. Hakes a 1/16" sli l in the bard. 

• Can inject at an easy uiord height. No need to 
aliuays inject near the ground. 

• No extra equipment is needed. No drill, hammer, or 
uiaste container for empty capsules. 

• Efficient and rapid use of the chemical. Effective 
uiith 85'/- less chemical than other methods. 
Chemical is placed in the most active layer of the 
uiood. No need to uiait for a sunny d a y — 
ujords even in the rain. 

x 

y l K b O R S y s t e m s , J n c . 
P.O. BOX 34645 • OMAHA. NE 68134 • (402) 339-4459 • FAX (402) 339-5011 

USE READER SERVICE #45 



(continue J from page 20) 

Rodenticide Act, which has 
yet to emerge f rom congres-
sional debate. 

1 he first issue is the 
industry's desire for a fed-
eral preemption provision, 
if such a provision were 
implemented, no state or 
municipality could pass 
pesticide application 
ordinances more restrictive 
than w hat the fed eral gov-
ernment allows. Many states 
have such preemption laws 
in place to heep municipali-
ties f rom passing widely 
different or overly restric-
tive ordinances, hut 
P L C A A is concerned ahout 
states with outdated or weak 
pesticide rules that are vul-
nerable to challenge by cities. 

The second issue within 

F I F R A relates to training 
requirements. Currently, 
F I F R A only requires that 
applicators of restricted use 
pesticides he trained, 
certified or regulated. How-
ever, in-house personnel 
such as janitors, grounds 
keepers and building man-
agers who apply general use 
pesticides in areas such as 
schools and office buildings 
do not need to meet any 
requirements. Delaney said 
P L C A A representatives 
communicated the need for 
training requirements at this 
level of pesticide application. 

"We want these people to 
he required to at least receive 
training," said Delaney. 

O n a more positive note, 
lawmakers were also re-
minded of the importance of 

a healthy, green lawn to the 
environment . To drive the 
point home, P L C A A rep-
resentatives left a copy of the 
video, " 1 he Value of Turf to 
Water O u a lity and the e n -
vironment," with each 
legislator they visited. 

INDOOR BENEFITS. Thanhs 
to The Plain Dealer, Cleve-
land's daily newspaper, 
readers learned ahout the 
benefits of indoor plants to 
the home environment . 

The story, headlined 
"Plants are Incredible Green 
Vacuum Cleaners," discussed 
past and present research on 
the ways interior plants can 
rid the air in buildings and 
homes of pollutants, bacteria 
and fungi. 

The article described 

studies by researchers using 
electron microscopes 
showing the waxy surface 
covered wi th dust and 
bacteria. It also cited 
research that shows leaves 
"scavenge polycrylic 
hydrocarbons, organics left 
over f rom burning fuels in 
boilers and vehicles, and 
which include several known 
or suspected carcinogens." 

HOW ABOUT YOU? Do you 
have any news to report 
ahout the green industry 
and the environment, or an 
opinion you would like to 
express? We'd love to hear 
from you. Submit your ideas 
to: Environmental Forum, 
Lawn & Landscape, 4 0 1 2 
Bridge Avenue, Cleveland, 
Ohio , 4 4 1 1 3 . ID 

WALKER MANUFACTURING CO. • 5925 E. H A R M O N Y ROAD • DEPT. LLM • F O R T C O L L I N S , C O 80525 • (800) 279-8537 

THE WALKER TOUCH 

The Perfect Touch Many operators are finding the mid-size Walker Mower is the perfect size for their job 
- a compact, maneuverable tractor for small areas, combined with open space productivity of a rider, 
saves time. 

The Finishing Touch Walker Mower delivers a beautiful mowing job with flexible deck suspension and built 
in vacuum collection system - picks up clippings, leaves and debris for the manicured look. 

T> v/ 1 / J /?/ ^ f°r a demonstration to see the 
bctuG CI ivClik'Gft mid-size Walker in action on your job 

• Available models 11-25 HP. cutting widths 36^2". also dethatcher, two snowblowers, soft cab. rotary broom and dozer blade attachments available. 

USE READER SERVICE #114 
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YOU'VE READ THE AD, 
NOW SEE THE MOVIE. 

• I would like more information on Isuzu's N-Serics 

trucks. Please send my information kit to the following: 

NAME 

TITLE 

ADDRESS. 

CITY STATE ZIP 

TELEPHONE 

TYPE OF BUSINESS 

Role in decision 
process? 

• Make final 
decision 

• Make final 
with others 

• Advise, evaluate, 
recommend 

• Don't know 

Lease or purchase? 

• Lease 

Q Purchase 
When do you expect to acquire a new truck? 
O 1-3 months • 4-6 months • 7-12 months • More than 1 year 

Call us toll free at (800) 785-5445 xP1037 



BUSINESS REPLY MAIL 
FIRST-CLASS MAIL PERMIT NO. 3159 ST LOUIS M O 

NO POSTAGE 
NECESSARY 
IF MAILED 

IN THE 
UNITED STATES 

POSTAGE WILL BE PAID BY ADDRESSEE 

I AMERICAN ISUZU MOTORS INC. 
K f f l POST OFFICE BOX 140097 

I ST. LOUIS, MO 63114-9907 



W o r k gets done faster once you put your back into it, and the n e w Isuzu N P R 

Gas V8 is certainly m o r e than up to the task. It comes wi th a G V W rating of 

13,250 p o u n d s , over 27% higher than a Ford E-350 .* In fact, w h a t w o u l d be 

considered an overload in the Ford is all in a day's work for the extremely durable 

Isuzu t ruck. And eve ryone k n o w s if you can haul a round a lot m o r e stuff, you 

MOST TRUCKS DON'T 
HAVE THE SPINE 
FOR THIS KIND OF WORK. 

A ladder type frame 
make less trips and is the ideal platform 

for a heavy load. 

m o r e money. Bingo. Cha-ching . Amen . T h e 

Isuzu truck no t only carries m o r e weight , it 

carries m o r e v o l u m e , wi th the ability to handle a larger cargo b o x than a van cutaway. T h e N P R also 

accommodates a variety of vocational set-ups, allowing you to put together anything f rom a stake bed to a 

t ow truck. So if you ' re no stranger to heavy labor, get a truck with a good, strong back. 

Call (800)785-5445 xP103 f o r y o u r neares t I suzu t r u c k dealer a n d f r e e i n f o r m a t i o n k i t . o n e l e s s t h . n g 

T o W O R R Y A B O U T 

*1995 Ford Truck Sonne Book. ©American Isuzu Motors Inc. 1995 | |$E READER SERVICE #39 

"Please Visit Us At The Mid-America Truck Show, Booth No. 430" 



WE'RE NUMBER!! 
SORTING OUT MTEP DATA 
Y O U V E H E A R D all the 
slogans a hundred times 
before. Better shade toler-
ance. Disease resistance. 
Faster spring green-up. 
Survives droughts. Sounds 
like turfgrass nirvana, hut is 
there any proof behind 
those claims? 

As it turns out. there is. 
Gauging the statistical d i f -
ferences between specific 
turf qualities takes a little 
effort , a little knowledge and 
the National Turfgrass 
Evaluation Program. 

Initiated in 1 9 8 0 , N T E P 
coordinates the impartial 
evaluation trials of different 
varieties of turfg rasses that 

are conducted in 
the Uni ted States 
and Canada. 

Each testing 
period lasts one 
year and the 
results are pub-
lished in booklet 
form and made 
avai la hie to 
anyone who 
requests it. There 
is a booklet avail-
able for each 
variety tested. 

In recent years, the 
N T E P tests have become 
increasingly saturated with 
tested varieties. For example, 
the 1 9 9 4 perennial ryegrass 
trial tested 9 6 varieties! 

Still, the results can re-
veal much about the be-
havior and performance of 

turfgrasses in certain 
conditions in specific areas 
of the country. 

THE REPORT. A N T E P 
Progress Report comes 
hound as a booklet with 
each report arranged in a 
standard format . Toward 
the f ron t of the hook you 

NTEP yearly progress 
reports provide 
statistical evidence of 
performance differ-
ences between 
turfgrass varieties. 

will f ind Tahle A, 
titled ' 'Locations, 
Site Descriptions 
and Management 
Practices.' ' T h i s 
tahle contains 
informat ion about 

where the test took place 
and the condit ions to which 
the turfgrass was subjected. 
Categories include sun or 
shade, amount of nitrogen, 
soil type and pH, levels of 
soil phosphorus and 
potassium, irrigation 
applied and mowing height. 

Look at the data and 

Best Selling Landscape Imaging Software! 

DIG Landscape 
Imaging Software 
products outsell all 
other imaging 
products 10 to 1. 
Unique features like 
our "visual library" let 
you complete 
designs in half the 
time. Easy-to-learn 
and simple-to-use, 
"Genesis" will let you 
show your clients a 
photo-realistic 
rendering of their 
finished project. 

Produce full-color renderings in 30 minutes or less. 
(Shown here in black & white) 

Can you double, triple or even 
quadruple your landscape 

business in one year? 
YES YOU CAN!!! 

7 finally started offering imaging in '94 
after years of considering it. My busi-
ness 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 

D E S I G N I M A G I N G G R O U P 
C o m p u t e r I m a g i n g for the L a n d s c a p e I n d u s t r y 

New Jersey: 201/ 770-9212 California: 818/ 706-8786 
USE READER SERVICE #55 
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Without 
advertising, 

a terrible 
thing 

happens... 

NOTHING. 
To advertise in L&L 
call 1-800-456-0707 



make sure the test condi -
t ions match the condi t ions 
at your site or geographic 
location. For example, data 
collected f r o m a Kentucky 
hluegrass test mowed at 1 
inch and irrigated to pre-
vent stress would not he of 
much use if your customer's 
lawn is not irrigated. 

Tahle B, titled ' "Loca-
t ions and Data Collected," 
summarizes the character-
istics of the data collected, 
such as green-up and 
seedling vigor, and the 
mon ths that the data was 
actually recorded. Accord-
ing to N T E P , researchers 
performing the evaluations 
emphasize two of tb e most 
impor tan t characteristics 
when evaluating varieties 
— color and density. 

T h e next three tables in 
the report relate to t u r f -
grass quality. Tahle 1 
contains the mean ratings 
for each of the turfgrass 
varieties at each location, 
then gives the average 
rating for each variety 
across all the test sites. 

W h e n a variety is said to 
he the number one rated 
turf in a particular N T E P 
trial, this is the rating 
referred to by a seed 
company. 

Remember that top f i n -
ishers don't necessarily 
relate to your region — you 
are probably better off 
looking fo r a test site tha t 
closely matches your area 
and checking out the top 
turfgrass there. 

Tahle 2 shows the same 

data broken down by the 
m o n t h it was collected. By 
looking at the ratings fo r 
each month , you can see 
how a particular variety 
performed in tha t month . 
For example, • • • 
a low rating in 
Apri l or May 
might indicate 
slow green-up. 

In addi-
t ion, you can 
use the data 
when deter-
mining what 
varieties to 
use for a 
blend, like 
putt ing a poor 
spring/strong 

In recent years, the 
NTEP tests have 
become increas-
ingly saturated with 
tested varieties. 
For example, the 
1994 perennial 

summer 
per former 
together with 

ryegrass trail 
tested 96 varieties! 

a variety with the opposite 
characteristics. 

Ano the r thing to con -
sider is the Least Signif i -
cant Dif ference for these 
tables. T h e L S D is listed at 
• • • the bo t tom of 

Table 1, and 
lets you know 
at what point 
there is a 
s ignif icant 
quality d i f fe r -
ence between 
two varieties. 
For example, if 
Variety A rated 
a 6 , and Variety 
B rated 5 . 5 
while the L S D 
was 0 .5 , there 
is no statistical 
quality d i f fe r -

(continueJ on page 34) 

Want CUTTING EDGE Technology 

While you are mowing . . 

call BEFCO 

Rear Discharge Technology = 
Savings 

( 7 — B E F C O , Inc. 
] D J I P.O. Box 6036 

I p J Rocky Mount, N C 27802 -6036 
VBEFCO J 800 -334 -6617 FAX (919) 977 -9718 

1 - 8 0 0 - 3 3 4 - 6 6 1 7 

Save MONEY with BEFCO 
Rear Discharge Technology: 

- Cleaner Cutting than side discharge 
or air tunnel mowers 

• Lower Horse Power for Wider Cut 
• Mow at Faster Speeds 
• NO windrowed thatch 
• Close Trimming on Both Sides 
• Leaf & Thatch Mulching 
• Safe Operations 
CYCLONE REAR DISCHARGE 

FINISHING MOWER 
USE READER SERVICE #114 
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"When it's my 
investment and my 
reputation, 

Pendimethalin is 
my herbicide. " 

' C Y A N A M I D 
Agricultural Products Division 
Specialty Products Department 
One CyanamTO Ptaza. Wayne, NJ 07470 

"After a season 
of using Barricade, 

I appreciate 
Pendimethalin more 

than ever." 

B a r r i c a d e * is a r e g i s t e r e d t r a d e m a r k o f S a n d o z L t d . 



"We want maximum 
performance against 
a wide spectrum of 

weeds all season long. 
We use Pendimethalin. V 

"In addition to delivering 
outstanding performance, 
Pendimethalin has helped 

my business grow by 
offering cash rebates for 
every purchase I make." 

Take it from those who know. For broad-spectrum, season-long control and 
cost-effectiveness, no other preemergent turf herbicide can match Pendimethalin. 

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

Pendimethalin 
Nothing Beats Pendimethalin 

USE READER SERVICE #123 



N YOUR TURF 
(continued from page 31) 

ence between tbe two. 
Finally, Table 3 ranks 

tbe varieties by quality 
ratings. It provides a quick 
visual guide for determin-
ing tbe general quality per-
formance over eacb loca-
tion and region. 

The remaining tables 
list tbe performance ratings 
for a variety of otber 
turfgrass cbaracteristics. 
Some of tbe descriptive 
ratings include color, 
density and leaf texture. 
For tbese cbaracteristics, it 
is a good idea to look at 
ratings f rom different areas 
of tbe country, because tbe 
numbers reflect to some 
degree tbe bias of a 
particular researcher doing 
tbe observations. 

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! 

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

CompuScapes 
(800)350-3534 

2653 Gravitt Road Duluth, GA 30136 

Th e category percent 
living ground cover" should 
not be confused with 
density — it is tbe damage 
caused by stress such as 
disease and drought. It can 
be used to determine tbe 
survivability of turfgrass 
after summer stress. 

Otber tables look at tbe 
incidence and affect of dis-
eases, such as leafspot, 
brown patch and red thread. 
In looking at this data, 
consider ratings from test 
plots near your area, since 
disease incidence and 
organisms vary widely. 

Keep in mind that tbe 
cbaracteristics of certain 
diseases do not lend 
themselves to detection 
over one year. For example, 
diseases such as summer 

patch and 
necrotic ring 
spot tend to 
show their frog-
eye appearance 
only after tbatcb 
develops in two 
to four years. 

Data is also 
presented on 
insect resis-
tance, although 
they often do 
not appear 
uniformly 
across test plots 
in a testing area. 
When it does 
appear, it gives a significant 
picture of tbe turf variety s 
level ot susceptibi lity to an 
insect pest. 

Otber traits, such as 
vertical growth, sod 

The results can 

reveal much about 

the behavior and 

performance of 

certain conditions in 

specific areas of 

the country. 

strength, 
winter kill 
and wear 
tolerance may 
also be 
included in 
tbe report. 

To receive 
copies of tbe 
yearly 
progress 
reports, you 
must pay a 
$ 3 0 annual 
membership 
fee. For more 
information, 

• • • • contact tbe 
National Turf Evaluation 
Program, BARC-West, 
Building 0 0 2 , Room 0 1 3 , 
Beltsville, Md., 2 0 7 0 5 . 
Tbe phone number is 
3 0 1 / 5 0 4 - 5 1 2 5 . ID 

USE READER SERVICE #114 

1-200-212-zm 
Concrete Curb & Landscape Border Equipment 

Fax 7 1 4 - 5 8 7 - 9 6 8 0 ' 2 3 3 6 2 Madero Rd., Suite E - Mission Viejo, CA 9 2 6 9 1 

• Install over 1 0 0 0 ft. per day 
• Low maintenance 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
• Residential, commercial and golf course uses 
• Add to your services and bottom line - material costs $ . 4 0 per foot 
• Durable curbing is freeze thaw tolerant 

Creative c u r M 
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STRONG. KEEP IT LIGHT. 
MAKE IT CUT CLEAN AND FAST AND EASY. 

DESIGN rr TO REDUCE WORKER FATIGUE AND INCREASE PRODUCTIVITY. 

21-inch J 
cuts limbs up to 
1V2 inches thick. 

!
Give us more cuts per hour, especially during 

hose last hours of long days at the end ofthe pruning 
season. Give us a blade that we can replace without 
taking apart the handles—one that holds its edge, is 
easy to sharpen and simple to adjust. The handles 
should never need replacing but, if they do, it should 
take only seconds and require no special tools. 

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

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

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

The blade cuts with astonishing ease. Long, to reach 
into tight areas; large, to slice easily through mature vines 
and branches; the blade is Radial Arc™ ground and clad 

with a tough, slick, three-layer 
fluoropolymer that reduces fric-
tion to a bare minimum. This 
blade requires one-third less 
force than a conventional blade 
to make the same cut. 

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

The forged hook is designed 
to draw the material being cut 
closer to the pivot. This maxi-
mizes leverage and minimizes 

the effort required to make a cut. The hook's curvature is 
shallow enough to easily slip between dense, tangled 
branches and support wires. Yet it is deep enough to hold 
the branch securely as the cut is being made. The sap 
groove is deep and wide for improved self-cleaning. 

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

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

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

Self-aligning 
Pivot bolt 

WARRANTY 

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

The hand grips are designed for comfort and durability. 
They're thick, to minimize hand fatique. They're molded 
of, tough polyethylene and the bottom is extra thick for 
longer wear when used to drag brush along the ground 
ana into a pile. 

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

suitable for vines and shrubs. 
And 26 and 32-inch models 
with a 21/2-inch cutting 
capacity for tree pruning. 

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

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

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

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

1-800-234-2547. 
26-inch AL 6 6 4 0 

and 32-inch AL 6 6 6 0 
cut limbs up to 

2V2 inches thick. 

C O R O N \ 
1540 East Sixth St., Corona, CA 91719 

A Harrow Company 

® Santoprene is a trademark of Monsanto © 1994 Corona Clipper Company 

USE READER SERVICE #48 

Chang ing handles takes 
one tool and one minute. 



INTERIORSCAPES 
L I F E S T Y L E S of tke rick 
and famous almost inevita-
bly include lush interior-
scapes that accent the ex-
pensive and luxurious 
homes. By definit ion, the 
residential services market 
is high-end. 

Tke contractors who re-
port a thriving residential 
business note that their cli-
ents are willing to invest in 
the design and installation 
of interiorscapes and are 
ahle to afford high monthly 
plant maintenance fees. For 
some residential clients, 
interiorscapes become a 
statement in themselves — 
of affluence, of taste and 
even of art. 

Wkile some contractors 
shy away f rom this market, 
others actively cultivate the 
work through their own 
network of social 
acquaintences, interior de-
signers and developers. 

Landscape Images, of 
Lake Forest, Calif., is a 
company experienced in 
residential in-
teriorscape. Al -
though he has 
been ca lied tke 
"King of Resi-
dential Inter ior-
scape" by indus-
try peers, Steve 
McCurdy, presi-
dent, noted that 
the majority of 
his company's 
clients are com-
mercial. "Only 
a bout 3 0 percent 
of our clients are 
high-end resi-
dential," he said. 
But those clients 
are rather remarkable. 

Most are located in the 
more posh areas of Sou th-
ern California and provide 

His more wealthy 

clients may require 

frequent replace-

ment of rare orchids 

or other flowers, 

large and lush 

displays and 

constant vigilance. 

McCurdy with 
steady and ever 
interesting pro-
jects. He ex-
plained that some 
monthly mainte-
nance tabs are as 
low as $ 1 0 0 and 
others can bring 
in an average of 
$2,000. 

His more 
wealthy clients 
may require f re -
quent replacement 
of rare orchids or 
other flowers, large 
and lush displays 
and constant 
vigilence. "In 
some of these ac-
counts, we may 
even have to go 
hack the same week 
to replace flowers 
on a timely basis," 
he noted. "These clients have 
expensive cars, wear expen-
sive clothes and spend mil-
lions of dollars on furn ish-
ings. For them, everything 

has to he perfect 
all the time." 

Some clients 
want to see the 
interiorscape 
company on the 
premises often; 
others never 
want to see 
workers a t tend-
ing plants. 

"Some con-
tractors see resi-
dential work as a 
service night-
mare because the 
clients are so 
picky," McCurdy 
said. "In com-

mercial work, it is more 
businesslike and managers 
have more to worry about 
than each and every plant." 

600D CONNECTIONS. McCurdy 
said in his high-end market, 
there is relatively little com-
petition and most o f k i s 
competitors move in their 
own circles. His connections 
with certain interior design-
ers, as well as word-of-
mouth advertising, usually 
bring in a steady stream of 
work. "It's rare that I even 
have to hid against my com-
petitors on residential ac-
counts," he explained. 

Although interior de-
signers can he a valuable 
connection for future work, 
McCurdy pointed out that 
they of ten have only a foggy 
idea of the particular plant 
material nee ded for the 
installation's finished look. 
"Or, the d esigners may know 
what they want hut they're 
not horticulturally correct 
— the pla nts wouldn't live." 

In some cases, the de-
signer will request a certain 

Handling high-
end residential 
accounts is not 
for every inter-
iorscape firm. It 
may be a good 
niche market for 
the contractor 
who can invest 
the time. 
Photo: Land-
scape Images 

look that is 
totally inap-
propriate for 
the site. 
"They may 
want a cer-
tain look and 
don't care if 
it will cost 
the client 
money to 
maintain. We 
may have to 
replace the 

plants constantly because 
they don't do well in a loca-
tion. Sometimes, the clients 
don t care about the costs 
either," he noted. 

O n e profitable part of 
the residential equation is 
in design and installation. 
Another is the containers, 
which can he profitable if 
the selection is handled 
through the interiorscape 
company. "The price of 
containers can go through 
the roof on some of these 
installations," McCurdy 
said. "For instance, we had 
an installation that cost 
$ 4 5 , 0 0 0 (with mainte-
nance of $ 4 0 0 per month), 
and the containers were 
two- thirds of the price. x\ 
$ 1 5 , 0 0 0 - to $ 2 0 , 0 0 0 -
installation can easily 
escalate to more than 
$ 6 0 , 0 0 0 if the price of 
containers is included. ID 

106 LAWN 4 LANDSCAPE • MARCH 1996 



One Mean Cat One Mean Warranty. 
Exclusive 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. 
• 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. 
• 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 
or repair 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 warranty. 
See your Ransomes distributor for the details. 31 

6362Ransomes America Corporation, 900 North 21st Street, P.O. Box 82409, Lincoln, NE 68501-2409 
© Ransomes America Corporation 1996. All rights reserved. USE READER SERVICE #130 For The Best Results. 
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Ecosystems 
Imagery Inc. 

A HEADQUARTERS: Encinitas, Calif. 
FOUNDED: 1979 
OWNERS: Thorn and Gamelle Maxwell-Miller 
PRIMARY SERVICES: All aspects of 
landscape site development, specializing In 
custom projects such as zoos, botanical 
gardens, corporate headquarters, model homes 
and residential estates. Also otters design/build 
services and irrigation master planning. 
EMPLOYEES: Approximately 50 
1995 SALES: $2.6 Million 
1996 PROJECTION: $3 Million 

Executive Summary 

A THE CONCEPT: Ecosystems Imagery was 
created to provide the highest quality, 
environmentally sensitive landscape services 
available. The mission is steady, planned 
growth and profitability through demonstrated 
improvement of public and private gardens 
which are responsive to the needs of both the 
clients and nature. 
FUTURE CHALLENGES: Further expansion 
into more private golf/resort properties and the 
addition of art and landscape artifacts to offer 

Y a m o r e complete landscape package. 

The President 

A THOM MAXWELL-MILLER 
ABE: 47 
B A C K G R O U N D : Worked in various 
positions for landscape and tree care firms 
before joining his father and brother's 
landscape maintenance firm in 1977. Created a 
landscape construction division, and formed 
Ecosystems Imagery in 1979. He served four 
terms on the California Landscape Contractors 
Association state executive board of directors, 
and the last three terms as the organization's 
chairman of future directions. He is active in 
regional and national political efforts for the 
landscape industry. 
EQUITY HELO: Garnelle is the majority owner 
with 65 percent; Thorn owns 35 percent. 
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Exotic plant 

material, bioclimate 

creation and 

"wowing" customers 

have made 

Ecosystems 

Imagery an elite 

landscape firm in 

Southern 

Califc norma. 

By Paul Schrimpf 

REATIVITY and vision are important attributes to 
possess as a landscape designer and installer, but it tabes 
mucb more for a firm to trulv excel. Listening, client 
empathy, communicat ion and tireless at tention to de-
tail can make tbe difference between a landscape project 
tbat completely matches tbe client's expectation and 
one tbat fall s short. 

Thorn Maxwell-Miller, president of Ecosystems 
Imagery, Encinitas, Calif., has worked bard to keep 
these qualities together while building his company into 
one of the most creative, and recognized, design/build 
and installation companies in Southern California. 

Working with top-notch landscape architects and 
developing connections with owners of large private 
estates, Ecosystems Imagery has cultivated a reputation 
for ambitious and unusual landscapes. Its client list 
includes the San Diego Zoo, Quail Botanical Garden, several major 
private estates, corporate headquarters, resorts and model houses. 

Creativity aside, Maxwell-Miller hacks up his designs with a strong, 
committed team of managers. His wife, Gamelle , is the majority owner 
o f t h e company and handles contractual and legal responsibilities, job 
cost accounting, quality control and safety as well as most of the day-
to-day operations. Larry Bareis, Ecosystems Imagery's construction 
superintendent, oversees all of the landscape construction and imple-
mentation; he's been wi th the company for 1 5 years. 

"Garnelle is extremely detail-oriented, and does all the work that 
drives me nuts," said Maxwell-Miller. "Her biggest frustrat ion is 
despite the work she does, she is as creative as I am hut she doesn't get 
the opportunities to use those skills, or the credit she deserves for her 
part in the final result — without her, there's no company." 

"Larry and I see eye-to-eye on most things," he continued, "al-
though I tend to go more off the deep end creatively w Kile he stays a 
little more tied to the practical. But we're both nuts about getting things 
done right the first t ime — we blend together very well." 

Teamwork and creativity have paid off in prestigious awards. Eco-
systems Imagery won the California Landscape Contractors Associa-
tion Sweepstakes Award two consecutive years and the Associated 
Landscape Contractors of America Grand Prize award for commer-
cial landscapes in 1 9 9 4 , and for residential landscapes in 1 9 9 5 . 

CAN DO ATTITUDE. Ecosystems Imagery has the reputation as a company 
that can make the seemingly impossible a rea lity in the landscape. 
Many of its first projects were with established architects that provided 
a variety of creative opportunities. 

The reputation for designing and constructing the unusual picked 

(Above) Use of 
exotic plant 
material is one of 
the design strengths 
at Ecosystems 
Imagery, (left) The 
management team 
of, from left, Thorn 
Maxwell-Miller, 
Gamelle Maxwell-
Miller and Larry 
Bareis. 
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up steam and opened many doors for 
Ecosystems throughout the years. "We 
use a much more exotic palate of plant 
material than anyone else we know," 
said Maxwell-Miller. "We tend to get 
more work f rom landscape architects 
because tbey are aware of our expertise." 

This flair for the exotic created an-
other niche — the bioclimate. As it first 
did with the San Diego Zoo, and then 
with private estates, Ecosystems Imag-
ery takes ecologically sound climatic 
themes, such as a rainforest or moun-
tain woodland, and recreates the theme 
within a client's landscape. 

"We go to a lot of detail to recreate 
those themes as truly as possible with 
plant material that will live in this re-
gion, but that creates the feeling that the 
owner wants," said Maxwell-Miller. 

O n e of their benchmark projects, the 
$ 1 . 8 million tropical rainforest at the 
zoo, was a challenge due to water restric-
tions. "We employed a lot of fog sys-
tems, multiple layering of material and 
good soil preparation." 

KNOWING THE LIMITS. A self-admitted 
stickler for managing every detail, Max-
we ll-Miller and bis managers 
learned a bard lesson f rom a 
fast growth period in the late 
1 9 8 0 s . In a one and a half year 
period, the company took on 
new jobs that inflated the em-
ployee c o u n t f r o m 3 0 to 
around 1 4 0 . Lending the kind 
of at tention be insists on to bis 
clients and projects became like 
running on a treadmill. 

"It was a scramble, because 
we wanted to keep the quality 
and reputation we built," be 
explained. "So, we did all the 
th ings tha t profess iona l i sm 
dictates — we got a highly 
trained purchasing agent, more 
accounting staff, uniforms and 
more trucks and equipment. 
Garnelle and I were working 
probably 7 5 hours a week. At 
the end of the year not only did we fail to 
m a k e any m o r e m o n e y , b u t ou r 

workmen's compensa-
tion rates went up, our 
insurance ratios went 
up, our taxes went up 
and we all looked at each 
other and said, 'whatare 
we doing this for? " 

For the next nine 
months, the company 
cut back to 5 0 em-
ployees and reduced 
the number of projects 
it was accepting. "In a 
creative industry, if 
you can 't take t ime to 
recharge on a continuous basis, it be-
comes very bard to keep any kind of a 
creative edge," be said. 

BUSINESS BASICS. With only 5 percent 
of the business tied to maintenance, 
Ecosystems Imagery can keep its equip-
ment overhead relatively low. "We run 
five street-licensed vehicles, one large 
excavating backboe, a good quality skid 
steer and our irrigation trailers," ex-
p la ined Maxwel l -Mi l le r . "We have 
enough for the volume we try to do, and 
we rent the things we don't use on a 

recurring basis. Employ-
ees report directly to the 
site, so there's no need for 
extra vehicles." 

When cb oosing work, 
Maxwell-Miller first con-
siders the level of profes-
sionalism on the other side 
of the fence. "Our first 
choice is negotiated work 
with clients and architects 
that we bave a good rela-
tionship with, regardless 
of profit margin or any 
other factor," be said. 

The company doesn't 
gr ind out bids, e i ther . 
M a x w e l l - M i l l e r works 
with Bareis personally on 
each bid, and every pro-
posal is fully detailed. 

"Even before we bad 
computers, we itemized everything we 
were putting into the landscape," be said. 

1 tend to go 

more off the 

deep end 

creatively, while 

(Bareis) stays a 

little more tied 

to the practical... 

we blend 

together very 

well.' 

To ensure that a project 
is within a client's vision, 
Maxwell-Miller walks the 
job with the client as 
often as possible. 

KEEP LISTENING. "Re-
gardless of the client, 
one of the tbi ngs we 
try to do is get to know 
the owner and what 
tbey are really saying," 
expla ined Maxwel l -
Miller. 

"This means getting 
into a relaxed situation with them — 
find ing out more about their lifestyle, 
the colors tbey like, what k ind ot enter-
taining tbey do, whether tbey will be 
looking at the landscape f rom the inside 
or the outside and even their allergies. 

"You have to ask questions," be con-
tinued, "and then be patient enough to 
let the owner go where tbey are going to 
go with the question. Too many people ask 
the question and, being in a hurry, only 
listen for the answer tbey want to bear." 

The 1 istening continues throughout 
the job, and Maxwell-Miller takes every 
opportunity he can to wa lk the job with 
the owner and discuss the progress. "As 
the job progresses," be explained, "the 
owner may express that things are d i f -
ferent than tbey saw in their minds. I've 
found that many people have trouble 
visualizing their desires until the project 
starts to take form. 

"At that point," be continued, "you 
need patience and knowledge to fur ther 
explore the client's inability to commu-
nicate their vision. O n the other band, 
some clients need to be steered very 
strongly f rom an idea that is not com-
patible with their site or bioclimate." 

Client demand, along with the pres-
sure of a highly regulatory state govern-
ment, have also lead Ecosystems Imag-
ery to emphasize landscape design that 
is consistent with the Southern Cal i for-
nia climates. 

"More and more clients have been 
responsive to environmental issues," ex-

(continueJ on page 44) 
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Tough Jobs? 
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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. J H • I f l B p i M 

So, when your Tough Jobs Demand Tough 
Equipment, check out Snapper's Commercial Products. . . . r n r , A . n n r i r . , , r T r 

V111 «no cmaddudV U n i COMMERCIAL PRODUCTS 
Call 1-800-SNAPPER for the Dealer nearest you. X o u g h J o b s D e m a n d Tough Equipment; 

#43 



SOMETIMES A COMPANY is BETTER 
KEPT IT. 

Patented two-pedal hydrostatic drive 

KEPT IT. 
Two-year commercial engine limited warranty 

KEPT IT. 
Canister-type two-stage air filter 

KEPT IT. 
Engage-on-the-go differential lock 

KEPT IT. 
Quick, one-person attachment hookup 

KEPT IT. 
Best servicing dealer network in the business 

KEPT IT. 
24-hour parts delivery (in most cases) 

KEPT IT. 
Power steering 

KEPT IT. 
Radiator-type transmission oil cooler 

KEPT IT. 
Master stop brake and parking brake 

KEPT IT. 
Unitized, welded steel frame 

KEPT IT. 
Hydraulic weight transfer 

KEPT IT. 
Dual hydraulic-lift cylinders for attachments 

Change is good. Sometimes. But when 
you've got a front mower with as many 
outstanding features as the F900 Series, 
it's often best not to mess. 

To give you an idea of how much we 

still have to offer, just take a gander at the 
"kept if column above. 

Every item shown is either a John Deere 
exclusive. Or a feature that gives you a 
big advantage over most of the competition. 



KNOWN FOR CHANGES IT DIDN'T MAKE 
CHANGED IT. 

New pro-style seat; more padding, better support 

CHANGED IT. 
New electric solenoid for PTO engagement 

CHANGED IT. 
New weather-sealed electrical system 

and comfortable. (See "changed it" above.) 
Rediscover the John Deere F900 Series 

for yourself. For more information or 
the dealer nearest you, call 1-800-537-8233. 

NOTHING RUNS LIKE A DEERE 1 

Not a bad list of goodies from a machine 
born and bred in the 80s. 

But these 22- and 28-hp gas or diesel 
mowers have been updated in certain 
areas to make them even more reliable 

USE READER SERVICE #123 
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(continueJfrom page 40) 

plained Maxwell-Miller, "especially as 
we have gotten into golf course and 
resort type work because of the various 
regulations and public pressures. Even 
homeowners, though, are very concerned 
wi th the environment — even if they 
don t feel a J eep-seated need to he, they 
realize that there is an importance for 
creating a sustainable environment." 

EMPLOYEE HANDLING. The construc-
tion division of Ecosystems consists of 
four crews averaging 10 to 15 people 
per crew. Each crew has a foreman and 
two assistant foremen or crew leaders, 
again depending on the size and scope 
of the job. "We may have as many as 
three crews on the same job," he said. 

State regulations and company policy 
require ongoing training of employees 
in safety, labels and techniques, and the 

foremen and assistant foremen play 
critical roles in the process. 

C o o r d i n a ted hv G a rne l l e , t he 
company's safety commi t t ee meets 
monthly to review adherence to policy, 
accidents in the field and training pro-
cedures. I hey also produce the topics 
for the crew's monthly tailgate meet-
ings. 1 he foreman is the safety commit-
tee chairman for the crew, and the assis-
tant foreman is the lead implementer of 
the programs and training. 

Like many areas of the country, Max-
well-Miller said hiring and retaining 
good employees is a constant challenge. 
"We have a good core of people, hut we 
have gone through a lot to find them," 
he explained. "For managers in the con-
struction area in general, it's hard to 
find quality landscape foremen and as-
sistant foremen who are also depend-
able, have a stable family and are drug 

and alcohol free. Sometimes we get the 
guy who stays clean and sober all week, 
hut who parties all weekend and has 
trouble coming in Monday morning." 

Well connected with construction 
and landscape companies throughout 
the area, Maxwell-Miller feels most 
comfortable hiring from other firms. 

"if they worked anywhere in South-
ern California, it's usually someone I 
know and can call," he explained. "There 
are only so many questions you can 
legally ask, hut one you can ask is, Would 
you hire this person again?' It's a simple 
question, hut it is rarely asked." 

POLITICALLY ACTIVE. Maxwell-Miller 
likes to call his home state the "Republic 
of California," because of its intense 
level of regulation that makes it unique 
in the United States. To this end, he 

(continueJ on page 40) 

New from YAZOO for 1996! 
Yazoo s new YT Series beats the competition! * 
•Saddle tanks for maximum visibility 
•12 + gallon fuel capacity 
•52'\ 62" and 72"mowing widths 
•EzJust™ mowing height adjustment 
•Various models up to 25 HP 
•Forged steel drive axles 
•Individual left t£ right wheel brakes 
•Smooth response hydraulic transaxle 
•Higher deck lift for easy curb clearance 
•Easy maintenance cast iron blade hubs 

No other front-cuts can 
match Yazoo's durability, 
quality of cut speed, 
or budget saving 
performance! 

There is no substitute 
for a seeing how a 
Yazoo can perform 
on your own turf! 
Contact us for a FREE 
demonstration! 

- m 
« « I 

"¿J m 

Yazoo Manufactur ing Company, Inc.. P.O. Box 4449, Jackson, MS 39296 (800) 723-9496 Fax (601) 981-5008 
GSA Contract Number GS-07F-3362A 
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O U R S B A M E L I M I N A T E S M O 

IMSECT P E S T S B E C A U S E A E E I T T A K E S 

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

f m 

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

Keeping customers ' lawns insect pest free is what 
D u r s b a n * insect ic ide is all about . N o t only is it a 
dependable and economical broad spect rum insecticide, 

DowElanco 
•Trademark of DowElanco 

but it has also been fo rmu la ted to provide you an 
effective residual on most tur fgrasses and ornamentals. 

One th ing for sure, use Dursban and c u s t o m e r s 
won ' t be bugging you wi th the i r insect pest problems. 

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

¡ j 5 i b a n i 
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'We go to a lot of 
(continueJ from page 44) 

stays active in state politics. He dis-
cussed this in a recent interview: 
Q . Why did you join the California 
Landscape Contractors Association? 
A . At first, it was for the networking 
with other landscape professionals. But 
when the San Diego chapter's active 
memhership dwindled to just a small 
core of people, I got more involved in 
the organization itself, as well as its 
political activities. 
O . What do you do as chairman of 
future directions? 
A • Our goal is to determine where mem-
bers think the organization should he in 
2 0 to 2 5 years. My responsibility has 
been to ask members good questions, 
listen to their answers and report my 
find ings hack to the hoard and try to get 
the executive hoard to consider what the 
majority of members have to say. 

Q . Is it as difficult to work 
in California as reputed? 
A , Actuallv.it' s a well mean-
ing state, it s a great state, hut 
it has become very restrictive 
to business. We have lost a 
lot of businesses in the last 
few years. Most recently, they 
have been debating whe ther 
to change the sales tax to in-
clude value-added services. 
I his would mean contrac-

tors would not only have to 
tack on sales tax hut would 
have to figure sales tax on the 
finished product. The con-
tractors who take money un-
der the table wi l ido even bet-
ter, w bile the professionals 
trying to he legitimate will get hit. 
Q« Water districts in California have 
historically looked at landscapes as wa-

create themes as 
truly as possible, 
with plant ma-
terial that will 
live in this re-
gion and create 

owner wants! 

ter wasters. Has the Cali-
fornia landscape industry 
made any headway in this 
area? 
A . Where we use d to he 
looked at as screaming re-
actionaries, they now call 
upon us for information and 
resources, and they invite 
us to almost every meeting. 
Now, we have representa-
tion and we get to hear ev-
erything that goes on in the 
water districts. Dl 

Ecosystems Imagery is located 
at 132Ç Lake Drive, En-
cinitas, Calif., Q2024. The 
rnone is 61Q/43Ô-8Ô08. 

The author is Managing Editor of Lawn & 
Landscape magazine. 

P R O - f e c t : having all professional qualities 
for performance and longevity. 

THE PROFECT 
Professionals need PROformance. That's 
why our new P R O F O R C E TBC-2510 trimmer 
has more quality features than others in 
its class. At 11.6 lbs. with 1.3 hp, it 
has excellent power-to-weight 
and outstanding 
acceleration. T h e N e w 

A heavy-duty P R O F O R C E 
25 lO Brushcutter 

'anti-vibration system 
combined with a S O L I D - S T E E L 

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 
compl ies with new emiss ion standards. 
To enjoy PROfection, see your Tanaka dealer 
or call 2 0 6 - 3 9 5 - 3 9 0 0 

THERE S MORE 
4 F TO LLKEFABOUT 

Tanaka 
Tanaka equipment is 

used exclusively at 

SPRING = DESIGN $$ 
Bring in a bumper crop of cash this 
spring from your landscape design 
and installation business with... 
__ _ Winner 
ElirfllSSt*ll|»C* Software 20 
Fastest, easiest imaging editor for Windows Awards 

Imaging - Site Plans - Proposals 

•ht * ' « I*iTSSfenSki,J , L\ LkSLLs 
VISUAL IMPACT 

201-770-9550 

VISUAL IMPACT 
Call for information and video. 

( 2 0 1 ) 770-9550 
USE READER SERVICE # 6 6 USE READER SERVICE #114 
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IPREVEMT CMABGMASS W I T H T E A M 

A N D EVEN YOUM IHIARJDEST CUSTOMER 

W I L E CRACK A SMELE. 

•A 

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

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

DowElanco 

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

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

•Trademark of DowElanco 



new insecticides 

The New Insecticides: 

Rethinking Pest 
\*mmst 

With a variety 
of new and more 
targeted insecticides 
available on the 
market, landscape 
managers may have 
to rethink their 
traditional 
application 
schedules. 

By David 
Shetlar 

N T H E 1 9 5 0 s an or-
cl an e, malathion and diazinon were 
the insecticides used for turf and ornamental 
insect control. Chlordane had an oral LD. ( ) 

of 3 3 5 , 
malathion's was 2 9 0 and diazinon's 

was 4 6 6 . When certain insects developed re-
sistance, and when this group was found to 
cause unwanted environmental side 

effects, 
new insecticides came to market. I hey were 
carharyl (Sevin™), t r i ch lo r fon (Dylox,™ 
Proxol™) 

and ch lorpyr i fos (Durshan™). 

These insecticides had oral eve Is of 
8 5 0 , 3 9 5 - 9 3 3 , and 5 3 0 - 9 4 0 , respectively. 

Industry then introduced disulfoton (Di-
Syston,™ L D ^ = 1.4), oxydemeton-methyl 
(Metasystox-R,™ LD 5 0 = 50) , i sofenphos 

(Of tano l ,™ L D = 9 2 to 
1 4 3 ) and isazopnos (Tr i -
umph,™ 1 X ^ = 6 0 to 295) . 

In the 1 9 8 0 s , the E P A 
served notice 

that it did not 
want to consider any new or-
ganophosphates and carbam-
ates, especially if they were 
more toxic 

than the ones cur-
rently registered. 

This attitude, along with 
increased demand by con-
sumers for biological and 
h i o r a t i o n a l c o n t r o l s , 

led 
many companies to develop 
alternative materials. 

T h e 
indus t ry can now 

This Japanese beetle adult 
feeding on a rose is a likely 
target for pyrethroids and 
imidacloprid insecticides. 

make use ot several compounds A As that repre-

Pyrethroids and soaps can offer control of European pine sawfly larvae. Credit: Shetlar 

sent new pesticide chemistry, as well as some 
biological controls. Some have longer re-
sidual activity than the older products hut are 
only effective against young, developing in-
sects. Others have very short residual activity 
and work on very specific targets. 

Some landscape firms have also turned to 
the "soft" pesticides that include horticultural 

oils and soaps, either by them-
selves or in combination with 
reduced rates of insecticides. 

THE PYRETHROID OPTION. Pyre-
throids, the synthetic c o m -
pounds that mimic the natural 
botanical pyrethrin, have been 
under development for almost 
two decades. Some original 
pyrethroids had very short re-
sidual activity and caused skin 
rashes or respiratory distress. 

Recent pyrethroids, such as 
cyfluthrin (Tempo™), lamb-
da -cyha lo th r in (Scimitar,™ 
Batt le™), k i f e n t k r i n (Ta l -

(continued on page 52) 
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I F Y O U W A N T T O K N O W I H O W L O N G 

G A E L E R Y W O R K S T O P R E V E N T IBROAEDLEAE W E E D S , 

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

^mcmMmm 

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

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

DowElanco 

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

hands, maybe you can get a round t o digging up even 
m o r e business. 

For f u r t h e r in format ion on Gallery, o r any o ther 
product in the extensive line of DowElanco 
products, give us a call at 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . 
Always read and follow label directions. 

•Trademark of DowElanco 



A combination of power, payload capacity and operating 
efficiency is the key in landscaping or any other business. 
And it's GMC TopKick's custom fit that turns your hard 
work into profit. 
BUILD YOUR OWN TOPKICK. 
Underneath. GMC TopKick offers you 
a choice of suspensions. For delicate 
greenery there's a 19,000 lb rear air 
system available. For fragile cargo, there 
are lightweight parabolic tapered-leaf 
springs. For loads that shift or sit up 
high, conventional multileaf springs are THE AVAILABLE CAT« 3116 DIESEL 

WILL DELIVER FROM 170 TO 275 HP 

the call. TopKick's frame is a C-channel, Class 8 design. 
Strong stuff. For a lower deck height. TopKick's avail-
able LoPro model gets down to business. Inside, 
TopKick offers firm seat cushions and lumbar support, 
folding seatback and refreshing power ventilation. 
WHATEVER THE J O B , Y O U CAN PULL IT O F F . 
In any configuration, unleashing the power underneath 
TopKick's hood is a moving experience. Choose from a 
6.0L or 7.0L gas engine or the incredible CAT® 3116 
diesel, with a power range from 170 up to 275 
horsepower. To get the show rolling, TopKick offers 
a range of manual and automatic transmissions. 



All in all. there's more than enough power-
train to move TopKick's range of GVWR's -

libs. 

TOPKICK IS SERVICED AND SUP-
PORTED BY A NETWORK OF OVER 
600 GM MEDIUM DUTY DEALERS 

18,000 to 61,000 
WORK GETS DONE. MONEY GETS MADE. 
The bottom line is that GMC TopKick offers 
you the kind of dependability and advanced 
engineering that keeps your crew moving. 
The list goes on, just like a GMC TopKick. 
And so does the limited warranty* which 

includes two years/unlimited mileage basic coverage. For more 
information see your GMC Truck dealer, or for a GMC TopKick 
catalog call 1-800-GMC-TRUCK (1-800-462-8782). 

USE READER SERVICE #131 

*See your GMC TopKick dealer for terms and conditions of 
this limited warranty. 
©1995 GM Corp. All rights reserved. GM, GMC, GMC Truck, 
TopKick, LoPro and the GMC Truck logo are registered 

trademarks of General Motors Corporation. 
Buckle Up, America! 

Quoit, 

• M C 
TRUCK TOPKICK 

I . THE STRENGTH OF EXPERIENCE 



new insecticides 

(continueJfrom page 48) 

star™) and fluvalinate (Mav-rik™), have 
longer residual activity and fewer ad-
verse side effects. In fact, many applica-
tors describe the odor of these pyre-
throids as being "floral" in nature. 

For those concerned about "envi-
ronmental pesticide loads," pyrethroids 
are very favorable because they are used 
at tenths or bun dredths of a pound of 
active ingredient per acre, as opposed to 
pounds of active ingredient. 

O n ornamentals, pyrethroids work 
well against a wide range of leaf-feeding 
insects such as caterpillars, sawflies, leaf 
beetles and Japanese beetles. Like their 
contact/stomach poison counterparts in 
the organophosphate and carbamate 
groups, pyre th ro ids can only work 
against leaf miners and scales when these 
insects are in exposed stages — as adult 
leafminers and scale crawlers. 

While most pyrethroids give excel-
lent control of sod wehworms and cut-
worms, little data has been published on 
their efficacy against other surface pests 
such as chinch hugs and billbugs. 

Reports indicate that they . . 
perform satisfactorily if ta r -
geted correctly against those 
two pests. The chinch hugs 
are best con t ro l l ed when 
adults are still laying eggs 
a n d sma l l n y m p h s a re 

— N v V 
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While most 

excellent control of 
present. 

Billbugs appear to he a hit 
more d i f f icu l t to manage 
since pyrethroids may not 
have much affect on the lar-
vae once they have moved 
into the soil- thatch area. 

The best strategy is to ta r -
get an application for when 
the adults are beginning their 
spring movement and laying 
their eggs. 

Research has shown that 
some pyrethroids are very ef -
fec t ive aga ins t t he black tu r fg ra s s 
ataeniusa dults. if the ad ult control strat-
egy is being used, apply the pyrethroid 
when V a n h o u t t e spirea (or Br ida l 
Wreath spirea) is beginning full bloom. 

sod wehworms and 
cutworms, little data 

on their efficacy 
against other surface 
pests such as chinch 
bugs and billbugs. 

NEEM EXTRACTS. Wken the U.S. De-
partment of Agriculture first tried to 
develop neem extract (neem oil is ex-
tracted f rom the Asian neem tree), few 
companies were willing to commercial-
ize it. The first products were based on 
crude extracts and had varying amounts 
of tke active ingredient, azadirachtin. 

Tkis is an insect growth regulator. 
Insect larvae or nymphs usually stop 
. . . feeding and have difficulty 

in molting. Adult insects 
are often repelled when they 
come into contact with it. 

Current products con-
t a i n i n g a z a d i r a c h t i n s 
(Turplex,™ Bio-neem™) 
a re now based on t h e 
a m o u n t of actual azadi-
rachtin contained and the 
formulat ions have been ad-
justed to keep the active in-
gredients active longer. 

Azadirachtin is virtually 
"non tox ic" to n o n t a r g e t 
animals (LD5Q = 4 , 2 4 1 ) it 
is used at hundredths of a 
pound of active ingredient 
per acre and it only works 
against small larvae that are 
very difficult to monitor . 

Remember tha t azadiracht ins are 
only effective when used against small, 
actively molting insects. O n ornamen-
tals, azadirachtin appears to have good 
activity against leafminers and white-

Insect infestations can be a problem 
but these white pine aphids are easily 
controlled with the new pyrethroids, 
horticultural oils and soaps. 

flies. Plan to make regular appli-
cations, usually at 1 4 - to 2 1 -
day intervals, f r o m late May 
through mid-August . 

While this k ind ot program 
may appear to he counter to t ra -
ditional I P M t h inking (i.e., make 
a pesticide application only when 
the pest population warrants it), 
azadirachtin actually fi ts well 
into a program. 

THECHLORONIGOTINYLS.WitkoutaJouk, 
this new chemistry has created great 
excitement with the introduct ion of 
imidacloprid (Merit™). When first dis-
covered, scientists were unsure of its 
mode ot action hut it appeared that 
imidacloprid may ke like an insect 
growth regulator. It only worked well 
against very young insects. 

However, we now know that it affects 
the nicotinic acetylcholine receptor sites 
of tke insect nervous system. Insects 
relv on this neural t ransmitter system to 
a great extent, while mammals, fisk and 
birds rarely use it. Therefore, it has very 
little effect on nontargets (LD5Q= 1 , 8 5 8 
to 2 , 5 9 1 ) . 

Apparently, when the insect neural 
system is affected by imidacloprid, it 
"tells" the insect to stop feeding. Tkis IS 
lethal to small larvae within a couple of 
days. However, with nearly mature larva, 
development can he completed without 
death. Therefore, imidacloprid must he 
used when young, immature insects are 
expected to he present, not after they 
have made significant development. 

Another feature of imidacloprid is 
its systemic activity. When applied to 
the soil around trees and shrubs, it can 
he taken up through the roots and t rans-
ported into the leaves. We also suspect 
that this happens in turf and are deter-
mining how long this uptake lasts. 

Imidacloprid is being used success-
(continueJ on page 54) 
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Call 800 31WOODS for 
Mow'n Mac ime dealer neare 

Fact is, if your crew is equip^ 
with anything less, they're 

From its heavy-gauge steel con-
struction to its wide, three-spindle 
deck, the M o w ' n M a c h i n e ™ mower 
is built for serious commercial lawn 



new insecticides 

(continuedfrom page 52) 

fully to manage tough ornamental pests 
such as leafminers and horers. However, 
soil applications have to he made 3 0 
days prior to the t ime that the pest will 
he active. Some uses have achieved ex-
cellent control of the hirch leafminer 
and the hronze hirch horer when appli-
cations are made to trees during the 
previous November! 

It appears that imidacloprid remains 
active in the foliage of turf for 2 0 to 3 0 
days after the initial application. How-
ever, it remains active in the soil-thatch 
level for 9 0 to 1 0 0 days. 

In studies in Ohio , we have heen ahle 
to apply imidacloprid in mid-May (when 
hluegrass hillhug adults are laying eggs) 
and achieve excellent control of hill-
hugs as well as the mashed chafer and 
Japanese beetle grubs that come in July 
and August. 

We are still not sure if imidacloprid 
is a good product for caterpillar (sod 
wehworm and cutworm) control. When 
we have monitored these caterpillars and 
know when young third and fourth in-
star larvae are present, we get good con-
trol. However, if f i f th and sixth instar 
larvae are present, we get poor control. 

Field experience indicates that we 
can suppress sod wehworm and cutworm 
populations for 2 0 to 3 0 days after an 
application. Areas that experience mul-
tiple generations may have to make a 
subsequent surface insecticide applica-
tion to keep them under control. 

NEW MOLTING DISRUPTER. During tke 
past few years, several companies have 
heen developing insecticides that can be 
generally classed as insect growth regu-
lators. Rohm and Haas and American 
Cyanamid have heen co-developing one 
that looks very promising as a grub con-
trol product — ha lofenoz ide (RH-
0 3 4 5 ) . Apparently, it is not a t radi-
tional insect growth regulator in the way 
that it disrupts the molting process. It is 
most active against caterpillars, beetle 
grubs and fly larvae. 

Halofenozide does not adversely a f -
fect birds, fisk, earthworms and honey 

bees. Its LD is 2 , 8 5 0 , and 
it has a soil half- l ife of about 
1 2 8 days. It also has some 
systemic activity. 

Over two years of test-
ing, halofenozide has pro-
vided excellent control of 
Japanese beetle and masked 
chafer grubs in O h i o tests 
when applied before mid-
August. 

Like imidacloprid, it ap-
pears to he a compound that 
can he used in mid-May and 
will have sufficient residue 
to control grubs in July and 
August. 

R o h m and H aas a n a 
American Cyanamid have applied for 
an experimental use permit for 1 9 9 6 
and expect full registration in 1 9 9 7 . if 
you are approached by a company repre-
sentative to participate in the E U P pro-
gram, this could he an excellent product 
to use against your "problem" grub in-
festations. 

USIN6 BACTERIA. Tke wkite gruk milky 
disease caused by Bacillus popillae Dutky 
has heen on the market for many years 
and is recommended by those not want-
ing to use pesticides to manage grubs. 
Some have complainedthat the products 
were difficult to find and this is most likely 
due to the poor production of the spore 
powder in 1 9 9 3 . 

Japanese beetle grubs were difficult 
to f ind and Fairfax Labs in New York 
produced little product for the 1 9 9 4 
season. Unfortunately, the only avail-
able products contain a strain that is 
active only against the Japanese beetle. 

Evaluations in O h i o and Kentucky 
have reveale d that this strain appears to 
he a "weak" pathogen, at least in these 
soils, and 2 0 percent to 2 5 percent 
infections appears to he the maximum 
possible. In fact, recent reports in the 
Atlantic states suggest that less than 5 0 
percent control is the norm. 

For years, entomologists have heen 
working with another bacterium, Bacil-
lus thuringiensis (usually just calle 

tkat k as numerous strains 
which have heen effective for 
control of various caterpil-
lars, mosquito larvae and leaf 
beetles. After hushed reports 
that new strains had been 
discovered that can elimi-
nate white grubs, Mycogen 
Corp. of San Diego released 
a Bt strain "faponensis vari-
ety 'buibui' for limited test-
ing in 1 9 9 4 - 9 5 . Field tests 
c o n f i r m e d t h a t it cou ld 
achieve 9 0 percent control 
or better when applied to first 
and second instar masked 
chafer or Japanese beetle 
grubs in August. We tested 

the material again in the spring of 1 9 9 5 
and were amazed to get 7 0 percent con-
trol of spring grubs. 

Bt 'buibui' is applied by the gallon 
instead of active ingredient per acre. 
The bacterium and its toxin are con-
tained in a liquid slurry that is sprayed 
through conventional liquid application 
equipment. However, the current rate of 
2 6 gallons of slurry per acre may chal-
lenge turf application equipment that is 
designed to apply 1 to 1 .5 gallons per 
1 , 0 0 0 square feet ( or 4 4 to 6 6 gallons 
per acre). 

Unlike many of tke previously de-
scribed insecticides, Bt 'buibui' will only 
affect certain white grubs, especially 
masked chafers and Japanese beetles. 
This Bt must also he applied when the 
grubs are actively feeding near the soil-
thatch interface. First and early second 
instar grubs are much more susceptible 
than large third instar grubs. Therefore, 
applications in mid- to late August are 
probably best. 

Bt strains are also noted to he sensi-
tive to direct sunlight. Irrigation soon 
after an application should enhance per-
formance. Mycogen expected an E U P 
in 1 9 9 5 and full registration in 1 9 9 6 . 
It has selected M-Press™ as its name. 

FUN6I AND NEMATODES. Anotker W -
logical control was registered for turf 
insect control in 1 9 9 5 — Naturalis-T™ 

When the U.S. 
Department of 
Agriculture first tried 

commercialize it 
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from Troy Biosciences Inc., Phoenix, 
Ariz. This product is based on the fun -
gal pathogen, Beauveria bassiana JW-1 . 
Beauveria is commonly calle J the' bite 
fungus" of insects and is often found in 
chinch bug and billbug infestations. 
Naturalis-T lists chinch bugs, crickets 
and grasshoppers on its label. Since 
Beauveria is a fungus, fungicide applica-
tions should be avoided at the 

time of 
use. At present, there are few published 
reports as to the efficacy of this product 
for turf. 

Entomopatbogenic (insect killing) 
nematodes also continue to be devel-
oped. Steinernema nematodes are com-
mercially available under several trade 
names (Biosafe,™ Vector,™ Savior,™ 
Scanmask,™ etc.). S. carpocapsae is the 
most commonly produced species be-
cause 

of the ease of production of juve-
niles in large fermentation tanks. It is 
most useful for managing cutworms, sod 
webworms, billbugs and fleas. However, 
nematodes are very susceptible to desic-
cation, cannot tolerate direct sunlight 
and may be killed by other turf insecti-
cides or fungicides. 

S. feltiae and S. gla-
seri are also marketed for surface insect 
and white grub management. 

Steinernematid nematodes, in gen-
eral, have not performed well for man-

agement ot w 
bite 

grubs. S. riobravos 
(Vector-MC™) and 
S. scapterisci (Pro-
actant-Ss™) are re-
gistered for control 
of mole crickets and 
properly made ap-
plications have pro-
duced satisfactory 
control. 

Heterorbabditis 
bacteriopbora n e -
matodes are com-
mercially available 
but generally f rom 
smaller suppliers. 
This 

is because it is 
difficult to culture. 
It has genera l ly 
been the best per-

forming species for control of w bite 
grubs but efficacy is not consistent. 

THE "SOFT" PESTICIDES. Many land-
scape managers are getting more com-
fortable wi tb the use of oils, both horti-
cultural (summer or verdant) and dor-
mant. Most of the original, true dor-

mant oils were too heavy and contained 
impurities that could cause significant 
plant damage if used when the plant was 
not truly dormant. Most of the modern 
mineral oils readily state on their labels 
that tbey can be used for dormant or 
summer applications. Be sure to read 

(continued on page 115) 

TURBO TURF HYDRO SEEDING SYSTEMS 

We can put more GREEN in your pocket 
TURBO TURF / S # / /M O W N E R PROFfTAB/UTY 

S FASTEST & BEST MIXING ACTION, mix a tank in 60 seconds. 
V FASTEST APPLICATION RATE, le spray a 300 gal tank in 9 min. 
* LESS WASTED TIME, easy clean up, outstanding reliability. 
S BEST VERSITILY, use most any mulch, seed, or fertilizer. 
* BEST PROFITABILY, seed faster, easier, and better. 

REDUCE YOUR CDSTS 
S 1 man can seed faster than a crew did before. 

BrVE BETTER SERVICE 
J Fast germination. Great lawns in the time. 

No messy straw to blow into other yards. 
INCREASE YOUR PROHTS 

S Cost to hydro seed is V2 of dry seeding. 
S Charges are higher, ifs a premium service 

50 Gal. 
100 Gal. 
150 Gal. 
300 Gal. 
500 Gal. 
750 Gal. 
1000 Gal 
1600 Gal 

WE BUILD A SIZE FOR YOU 
650 sq ft/ load $ 1295.00 
1300 sq ft/load 1995.00 
2000 sq ft /load 2795.00 
4000 sq ft /load 3995.00 
6600 sq ft /load 4795.00 
10000 sq ft /load 7995.00 
13000 sq ft/load 9995.00 
21000 sq ft /load 19995.00 

TURFWIZÂRD 
RIP-um-SMOOTH-KAKI 

MU IR ORI PASS 
SARI TIMI -SARI MÛRIT 

5'WIDTH $ 2 2 9 5 . 0 0 
6'WIDTH $ 2 4 9 5 . 0 0 

FOB 0 FREE HYDRO SEEDING INFO PACK. CAll: 
BADGER ASSOCIATES 

1108 THIRD AVE. NEW BRIGHTON. PA 1 5 0 6 6 
412 -846 -0670 800 -822 -3437 FAX 412-846-3470 

USE READER SERVICE #55 
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Some landscape 
companies have 
turned to the 'soft' 
pesticides that 
include horticultural 
oils and soaps, either 
by themselves or in 
combination with 
reduced rates of 
insecticides. 
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Commercial 

Market Gets 

F Y O U R B U S I N E S S isn't on a fat free 
diet yet, it should he. At least, it should he fat 
free if you're going to compete with the hid 
hoys of commercial landscape contracting. 
Years ago, it was O K to run a sloppy opera-
tion, ignore those pesky productivity and ex-
pense figures and just amhle down the road to 
success. 

Today, it's much different . 
1 oday's market is price driven, and suc-

cessful contractors have responded hy cut-
ting out unnecessary fat. Tke appetite for 
profit is too strong. Tke result is the evolu-
tion of more professional companies, better 
management and smarter operations. In many 
cases, contractors have heen forced to get 
smart or get out. 

Many commercial property managers are setting standards 
based on budget objectives and good practices. Photos: W. 

Stiff competition and property managers with a taste 

for low budgets are changing tke commercial landscape 

market into a more professional arena. 

By Susan Gib: son 

REGIONAL C O N T R O L Commerc ia l landscape 
installation and maintenance, like the real 
estate market in general, reacts to the f luc-
tuations of tke economy. Af ter the hoom of 
the 1 9 8 0 s , the economy sagged in most areas 
of tke country, and with it went many real 
estate values. Overbuilding, overinvestment 
and the savings and loan crisis brought the 
high flying industry to its knees. 

Gradually, new investors entered the com-
mercial real estate market. Some have spent 
huge sums on landscape renovation and other 
projects to increase a property's "curb appeal" 
and occupancy rates. 

" There's heen a huge trend developing in 
commercial real estate during the last five 
years," explained Scott Brickman, vice presi-

dent of The Brickman 
G r o u p , L a n g h o r n e , 
Pa. "Many properties 
are now owned hy in-
stitutional owners such 
as pension funds or 
insurance companies. 
I he local owner/man-

ager is less common 
and m a n y p rope r ty 
managers manage in 
several markets." 

1 hese th i rd -par ty 
management firms are 
driven hy the budget 
and have brought stan-
dardized management 
practices into therealm 
of property manage-
ment, he pointed out. 

" I his has heen an advantage for our busi-
ness," said Brickman, "because it has caused 
the landscape contractor to become more 
professional." Some of the standards cover-
ing landscape contracting involve work prices, 
main tenance standards, productivity and 
scheduling benchmarks and total quality man-
agement programs. 

Brickman noted the result is that savvy 
(continued on page 58) 

for landscape work 
Scott Mitchell 
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Power 
Equipment 

Nothings easier. 

"We've got 20 Hondas 
that cut 14 million square 
feet of grass each week... 
•, without^stopping!" 

j / O • 
; / -i '^JChuck Lot jindice 

uencrai Manager General Manager, Hunt &Hnlteen 
West Bridgewater, M 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." 

©1995 American Honda Motor Company, Inc. 

USE READER SERVICE #123 

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. 



No matter how big the demands 
off your retaining wall projects, 
Stone WallH SELECT 
p r o v i d e s t h e p e r f e c t f i t . 

S t o n e W a l l S E L E C T r e t a i n i n g w a l l s c a n 
r i s e a s h i g h a s 40 fee t , w i t h t h e ab i l i ty t o s u p p o r t 
s u b s t a n t i a l s u r c h a r g e s , a n d m a i n t a i n a l ook t h a t ' s 
a l w a y s p e r f e c t l y p r o p o r t i o n e d . 

S t o n e W a l l S E L E C T ' s n a t u r a l s t o n e b e a u t y 
n e v e r a p p e a r s t o o l a r g e o r t o o s m a l l f o r t h e s i te . 
I t ' s d u a l l eve l sp l i t f a c e a n d r a n d o m t e x t u r e 
c o m p l e m e n t w a l l s of a n y s h a p e o r s i z e — w i t h o u t 
t h e o v e r p o w e r i n g " s t a c k e d t i r e " l o o k o r t h e 
m o n o t o n y of s t r a i g h t sp l i t f ace . 

A n d e a c h S t o n e W a l l S E L E C T u n i t ' s b u i l t - i n 
b a l a n c e a n d m o l d e d g r i p p i n g s u r f a c e s a l l o w f o r 
e a s y h a n d l i n g b y o n e p e r s o n . S t o n e W a l l SELECT. 

S i m p l y p e r f e c t . 

Another Perfectly Proportioned 
^ ^ Product of 
9 

CAD Details 
available on disk. Innovative Concrete Design 

800 / 394-4066 • 414 / 962-4065 • Fax 414 / 332-9678 
3934 North Ridgefield Circle • Milwaukee, WI53211 

commercial market 

(continued from page 56) 

landscape cont rac tors have responded hy standardizing their 
own processes and constantly improving their operations. 

O t h e r landscape contractors have encountered similar s tan-
dardizat ion when dealing with regional property managemen t 
f i rms hired hy large nat ional f i rms in an e f fo r t to s tandardize 
costs or shrink their payrolls hy outsourcing. In some areas, 
such outsourcing is driven hy extremely low unemployment 
rates. W h e n one company handles all business sites na t i on -
wide, management wants to he ahle to measure pe r fo rmance 
and make wide ranging budget decisions. 

How does this change the commercial landscape con t rac t -
ing marke t? Br ickman explained: "It used to he tha t smaller 
cont rac tors went out on a job and decided w hat to do tha t day 
on site, as opposed to planning. Now we ask how long a specific 
job should take to do, how we should schedule work, how we 
can prepare for it. Whe the r we're cutt ing grass in Flor ida or 
New Jersey, we have a s tructure tha t allows us to look at the job 
to b e d one, and decide w hat crew to use, when to do it, how long 
it should take and what equipment should he use d . T h e process 
hasn ' t changed what we do, hut how we do it." 

Q U A L I T Y R E D E F I N E D . M l , ecause the emphasis is on lean opera-
t ions doesn't mean tha t landscape quality takes a hack seat to 
profi ts . It means tha t today's property managers appreciate 
good work while also keeping an eye on the budget. Th i s 
real izat ion can he challenging for contractors . 

"The commercia l customer is more educated and more 
demanding," noted Kent Miller, vice president of market ing 
for T h e Groundskeeper , Tucson , Ariz . "They want quality 
service, walk- throughs of the property, checklists. They want 
to know the condi t ion of the irr igation system, when to plant 
certain plants — they want more fo r less. 

"We can't stay with the things we're comfor tab le with any-
more," explained Michael Rorie, president of Groundmas te r s , 
Cinc inna t i , O h i o . "We can't he rigid, hut rather , we have to he 
flexible in cost. Fo r instance, take the s tandards for plant ing 
flowers. W e now have more aggressive targets to meet in te rms 
of cost and the s tandards we use now may no t he based on pure 
hor t icul tural s tandards or even our own personal s tandards. 
Now, if it is less than a priority for the client, we may not 
guarantee the plants or we may use a d i f fe ren t variety." 
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S u c c e s s f u l f i rms 
hand l i ng 

c o m m e r c i a l 
p roper t ie s mu s t 

operate w i th a 
minimum of ' f a t ' 

to remain 
compet i t i ve and 

p ro f i t ab le . 



Those companies that are 
successful have accepted the 
competitive circumstances and 
what the customer demands. 
It's a mental transition we have 
to make, not a physical one! 

BUILDING PROFITS 
FROM 

LIMB to LIMB 

1480 Ar row Hwy., La Verne, C A 91750 
(909)392-2033 Fax (909)392-4651 

(800)824-9776 

He believes the emphasis on 
budget is a natural for the new 
proper ty m a n a g e r . "P rope r ty 
managers used to he like a boss in 
every building. Now, I'd estimate 
only one out of five is on-site 
today. They're all competing for 
lower fees, they want to put less 
workload on their managers, have 
less overhead through less ad-
ministrative support on site and 
become profitable through more 

automated processes." 
The clients' focus on money encourages a change of view in 

successful companies. "We may even change our expectation 
of maintaining the flowers, if we don't need to cut the hack of 
a plant, we may not do it to meet the budget," Rorie said, noting 
that the floral arrangement may still look fine f rom the f ront , 
which is a priority for the client. 

He pointed out that in spite of reduced budgets, the indus-
try is thriving because of an improved profit picture. "Those 
companies that are successful have accepted the competitive 
circumstances and what the customer demands. It's a mental 
transit ion we have to make, not a physical one. We can no 
longer he rigid; we have to walk into a client's office and listen. 
We've accepted that these are the new rules." 

Tke emphasis on better management, leaner productivity 
and quality operations has enabled Rorie's company to he-
come more innovative and achieve profitability, he believes. 
"We operate more competitively, we re-analyze every process 
and then eliminate or streamline operations. Tke system works, 
there's less disappointment and we're more competitive." 

The mental transit ion can he rejuvenating to a company, 
Rorie explained. "Instead of saying, W e can't,' now we say, 
'How will we?' I believe you aren't allowed to operate 'fat ' ana 
make money today. It's like having a huge meal and throwing 
half of it away. With leaner operations, we can still have a full 
meal, with less waste, less to clean up, less cost and achieve the 
same thing — satisfaction." 

COMPETITION CONTINUES . Intense competition was the description 
most contractors used to describe the commercial market — 
w hether it he on a regional or local level. Most were in agree-
ment that property managers are motivated by price. 

"Competit ion has always been a factor in the landscape 
industry, especially with a 7 percent increase in the number of 
competitors during the last five years," noted Denis Byers, vice 
president of marketing and business development for Land-
scape Resources, Irving, Texas. 

Whether the property manager is regional or local, experi-
ence and reputation still add competitive punch. According to 
Bruce Church, president of Church Landscape, Lombard, ill., 

(continued on page 62) 
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EAGLE 45 AERIAL LIFT 
Trailer-mounted, articulated aerial lift with a 
25-foot side reach and 45-foot working 
height. 
Positive bucket leveling, 360 continuous 
rotation. 
Fully proportional hydraulic controls. 
Easy to operate and transport - pull it 
with your pickup truck. 





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, M O 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 U SA. 
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commercial market 

(continueJ from page 5Q) 

the market is weeding out many unpro-
fessional maintenance firms that jumped 
in during the construction lull a few 
years ago. He said the shoddy work of 
those "instant maintenance contractors" 
is getting negative attention from prop-
erty managers who are finally starting to 
appreciate professional quality work. 

Church Landscape cultivates work 
with landscape architects to huild rela-
tionships and avoid the bidding trap, if 
the firm does hid, he tries to get on a 
qualified list of only a few companies or 
tries to deal directly with the property 
owner or manager, rather than wi th the 
general contractor. 

Many companies performing com-
mercial installation and maintenance 
work have done quite well by becoming 
known as one of an area's "top perform-
ers." While intense competition makes 

it harder to maintain long-term rela-
tionships with commercial clients, Rorie 
said he feels that the more successful 
firms can actually he in a less competi-
tive situation. This perception as an 
"elite" contractor can result in winning 
more large scale jobs, being able to charge 
slightly more for the work or just being 
able to continue with a contract. 

"It's a transition that many compa-
nies have gone through to he earmarked 
as 'the best', and some are still struggling 
to he known as a 'top performer' in their 
market," he noted. 

The ability to win contracts in mar-
kets crowded with competition depends 
on the level of professionalism a com-
pany exhibits, according to Miller. "A 
lot of factors count, such as how well a 
company knows its customers, the kinds 
of land scape services it provides, whether 
it is bonded and how much the property 

managers rely on them to answer ques-
tions and service their needs." 

The challenge, Miller noted, is to 
maintain good one-to-one relationships 
with the customers and also make sure 
that they are not lost in the numbers. 
"Communication is a big challenge. We 
want to make sure they understand w hat 
we're doing." 

Landscape Resources recently decen-
tralized much of its operations and es-
tablished branch operations to facili-
tate contact with its commercial clients. 
The client gets one manager to deal with 
and that manager is responsible for a 
limited number of properties. 

David Frank Landscape Contract-
ing in Germantown, Wis., has taken the 
satellite office down to more of a local 
level. Because his customers are fairly 
sophisticated and are used to frequent 
communication and attention, he has 

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

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

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

COMPLETE SUPPLIER OF T & 0 CHEMICALS 

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

E H - 1 2 H E A D 

E H - 1 2 E M I T T E R 
FILTER A BETTER IDEA BY DESIGN 

A logical idea — Drip irrigation in a 
head —twelve individual pressure 
compensating outlets. The patent-
ed filter is built right into the unit 
and good filtration is what makes 
drip work. 

Drip irrigation designed for 
landscape —not adapted to it. 
Call or write for more information. 

OLSON 
IRRIGA" 
SYSTEMS 

10910 Wheatlands Ave. 
, Santee, CA 92071 

I U N 619 562-3100, 800 770LS0N 
FAX: 619 562-2724 
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established n ine dispatch facili t ies tha t 
are no more than six blocks f r o m any 
one client. A n o t h e r fac tor tha t helps his 
f i rm main ta in its competi t ive edge is its 
long establ ishment (nearly four decades) 
in a marke t he described as "extremely 
conservative." 

CONTRACT NEGOTIATIONS. A n o t h e r way to 
heat the compet i t ion is to lock in work 

Keeping competitive may mean adding 
special services for existing clients, 
which adds to the bottom line without 
adding many overhead costs. 

for longer cont rac t periods. In 
some ex t r eme ly c o m p e t i t i v e 
markets , this strategy can help 
l imit the number of compet i -
tors. In other markets , however, 
one-year contracts are standard. 

For the client, a longer term 
contract is an oppor tuni ty to lock up 
prices and el iminate the yearly bidding 
process. Many property managers , how-
ever, are just not comfor table with longer 
te rm contracts . 

"Just about everyone in the industry 
is pushing for three- , f o u r - and even 
f ive-year contrac ts to create some sta-
bility, hut most clients want more inde-
pendence t han that," F r a n k explained. 

"You can get a longer contract , hut no t 
without a 3 0 - d a y cancel la t ion clause." 

Jim Marcus, president of Four Sea -
sons Landscape, San Jose, Calif., agreed. 
H e said most decisions are still based on 
economics and while his f i rm strives to 
sign two-year contracts , most area c o n -
tracts still carry 6 0 - d ay out clauses. "You 
just can' t hold these people down," he 
observed. 

T h e te rm ot a cont rac t is o f t en no t as 
impor tan t as the services covered. "You 
get a false sense of security with a th ree -
year contract ," Rorie pointed out. "We 
all know tha t agreements are breakable, 
and they're only good with whom you 
made them." 

Corpora t e downsizing and budget 
cutt ing have had their inevitable effects 
on landscape contracts , noted Bruce 
Moore, president and C E O of Eas tern 

(continued on page 66) 

" M M " Z a t L % i I M 
with the 

NEW SHZAKP1 

Landscaping 

Composting 

Gardening 

Treasure Hunting 

• Barnyard Qeaning 

• Water Harvest 

• Bulb Digging 

• And More... 

SHRAKE™ 
BRAND TOOLS 

800-997-4373 
Fax 801-259-5353 
Distributor Inquiries Invited 

^ Patent Pending = 
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TH€ cnsv LAWN ADVANTAGE 
E A S Y L A W N 

U N I T H I G H L I G H T S ! 

•HIGHEST CUSTOMER 
SATISFACTION! 

•ONE MAN OPERATION 
•DOUBLES AS AN 

OVERSEEDER 
• LONGER WARRANTIES 
•BETTER AGITATION 
•HIGHER MULCH 

CAPACITY 
• LESS MAINTENANCE 
•CUTS SEEDING 

COSTS BY 1/2! 
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THER v 
PREEMERGENCE TURF HERBICIDES 

Evaluating preemergence turf herbicides can be like 
comparing apples and oranges. True, all of them 
control weeds. (To some degree, at least.) But a 
closer look reveals big differences. When you consider 
all the products on the market, you'll find: 

# A lot of them focus on low price. 

That's usually because they don't have 
much else to offer. 



. DIMEN5I 
Dimension® turf herbicide, on the other hand, gives you real value. 
Dimension offers premium performance, along with extra benefits that 
make your job easier. Here are a few reasons why Dimension stands out 
from the competition: 

# Dimension provides unmatched crabgrass control. 

# It controls crabgrass all season long—without breakthroughs. 

# Dimension also handles goosegrass, oxalis and spurge. 

# Fall applications help you manage unwanted Poa annua, as well as 
crabgrass and other weeds. 

# Altogether, Dimension takes care of more than 20 tough weeds. 

# Dimension works before or after crabgrass appears, 
extending your application window. 

# It's completely non-staining—all you see is great-looking turf. 

# You can stretch the long-lasting control of Dimension even further 
with split applications. 

# Dimension works at low use rates. 

# It's labeled for lawn care and golf course uses. 

# Dimension offers the application flexibility of sprayable EC or 
granular fertilizer formulations. 

# You can overseed just three months after application. 

# And you can always count on exceptional turf safety. 

To find out more about the benefits of Dimension, see your local 
Rohm and Haas distributor. 

DIMENSION 
TURF HERBICIDE 

Weed control beyond compare. 
ALWAYS READ AND FOLLOW R O H M 
LABEL DIRECTIONS FOR Q U H n r FA 
DIMENSION TURF HERBICIDE. i M H H O 

Dimension® is a registered trademark of Rohm and Haas Company. 
©1995 Rohm and Haas Company T-0-147 9/95 
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(continued from page 03) 

L a n d M a n a g e m e n t , S h e l t o n , C o n n . 
" O f t e n , the facili ty manager has no 
knowledge of landscape and plant care 
and we have to go th rough an educat ion 
process. W e used to go out with an all 
encompassing cont rac t of full services, 
hut facility managers want hare hones 
contrac ts now." 

Landscape necessities may overrule 
a pared down cont rac t tha t was writ ten 
without a full unders tanding of l and-
scape needs, he noted. "Sometimes, a 
manager will look hack at the year-end 
figures and realize there were some ex-
t ra things tha t we still w to do such as 
aerat ion or snow removal, causing the 
figures to go over budget. W h en we have 
had a heavy snow year, we might have to 
go hack to the manager and work out 
how we can get paid for the extra work. 
W e want to help t hem meet budget. 

driving innovation, 

Sometimes, however, the 
spec i f ica t ions are o u t -
dated." 

O l d spec i f i c a t i o n s 
tha t make no allowance 
fo r new technology or 
materials may have to he 
addressed. Moore uses 
spec i f ica t ions prepared 
by the Associated L a n d -
scape C o n t r a c t o r s of 
America. "We've used those specs to help 
property managers write new ones and 
they have welcomed the examples. Some 
of the old specif icat ions don' t make 
sense because they were written by some-
one without a technical background." 

MORE SALES WITH LESS. Pared down 
landscape budgets and cost conscious 
proper ty manage r s are two fac t s of 
today's commercia l market . But smart 

Many contractors are finding 
companies are learning 
how to expand the i r 
sa les , i n c r e a s e t h e i r 
prof i ts and spend less 
money in the process. 
A n d they focus on ex-
isting customers. 

In markets where oc-
cupancy rates are c l im-
bing again, some prop-
erty managers are will-

ing to spend money for enhancemen t s or 
renovat ions tha t was no t available in 
previous years. This could mean work 
on color beds, plant replacements and 
even some larger renovat ions . 

"A l though our c u r r e n t m a r k e t is 
growing, we also look for growth through 
h a n g - o n services tha t enhance a l and-
scape and add to our margin, hut don ' t 
cost us extra in te rms of sales and ad-
minis t rat ive costs," said Rorie. "For in -

CARLSON 
INDUSTRIES 

IMC. 

P R O F E S S I O N A L E Q U I P M E N T 
F O R T H E P R O F E S S I O N A L 

L A N D S C A P E R M - * -

TR12 

Carlson Industries 
sells only quality 
equipment for your 
industry. Utilizing 
quality components 
ensures that our 
equipment is durable 
and dependable. 

For complete information, please, write, call or fax to . . 

25010 East 5th Street, P.O. Box 917, Highland, CA 92346 • USA 
Phone: (909) 888-4882 • FAX: (909) 889-5855 

USE READER SERVICE #75 USE READER SERVICE #114 

Gwwwew™®» 
For details on this and other fine Goossen 
Products: Call Toll-Free 1-800-228-6542 
In Nebraska: 402-228-4226 
Fax: 402-223-2245 

iTlTjT^mi/AJTìQ d 

Six models to 
choose from: 
CSIOOOPTO 

Performance is the best one 
word description of the 
Goossen Chipper/Shredder. 

Whether chipping 5" 
diameter limbs or shredding 
smaller branches and leaves 
the results are the same... a 
beautiful decorative mulch. 
An optional blower and leaf 
vacuum attachment make 
loading processed material a 
breeze. 

-Three point 

-540 P T 0 

CS5000 Gas Powered 
- 1 3 hp Honda 

- non-highway towable 

CS5100 Gas Powered 
• 1 3 hp Honda 
- Torsion Axle alio** 

highway towing 

CS 5500 Gas Powered 
• 13 hp Honda engine 
• Skid mount trailer 

CS 6000 Gas Powered 
- 1 8 hp Honda engine 
• Torsion Axle 

CS6500 Gas Powered 
• 18 hp Honda Engine 
- Skid mount trailer 
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stance, we're doing some parking lot 
sweeping for some ful l -service existing 
customers and tha t doesn' t even involve 
new routing. O n other properties, we're 
staining mulch as an addi t ion to exist-
ing services — anything tha t we can sell 
to existing clients. It's a simple, Letter 
way to increase our margin and become 
more competit ive." 

Eas tern Land Management follows a 
similar strategy of adding services like 
irr igat ion, color beds or parking lot 
sweeping to existing client properties. 

Even small services or requests are 
no t being overlooked, reported Church . 
His f i rm provides swan and geese con -
trol in landscapes, as well as a l imited 
a m o u n t o f h o l i d ay decorat ing and other 
seasonal work fo r existing clients. 

Four Seasons is considering adding 
tree maintenance and irrigation manage-
m e n t services to enhance existing rela-
t ionships with its commercia l clients. 

A l t h o u g h A r t e k a N a t u r a l G r e e n , 
Ed en Prairie, Minn. , is primari ly a land-
scape design/build f i rm, it has found a 
way to extend business with its existing 
clients th rough a program it calls the 
"Arteka Advantage." According to David 
Luse, owner, the program offers a th ree -
year warranty on the new landscape in -
stallation, available when the clients sign 
a three-year ma in tenance contrac t . T h e 
advantage for Ar teka is tha t it gives the 
company new prof i t opportuni t ies , c o n -
t inues a re la t ionship beyond the typical 
one-year t e rm of warranty and helps to 
cement long- te rm relat ionships. 

Many o ther landscape cont rac tors 
have discovered tha t lean and mean can 
equal green. In fact, some believe tha t 
the pressure for smarter operat ions is a 
major force driving innovat ion . 

"If there is no competi t ive reason, a 
company will cont inue to produce waste," 
said Rorie. "It's amazing how innovat ive 
you get when there is a lot of intense 
compet i t ion . It gives us a sense of u r -
gency and deadline, and in those cir-
cumstances, we always meet budget." ID 

The author is Editor of Lawn & L a n d -
scape magazine. 

It's as simple as that. Install the Mini-Clik rain sensor with your sprinkler systems, 
and your crews will spend a lot less time running around turning them off and on, or 
correcting the problems of overwatering. The world's best-seller, Mini-Clik is the most 
reliable and accurate rain sensor on the market - even under the most demanding 
conditions. In fact, it comes with an unparalleled five-year warranty. 

Mini-Clik is inexpensive, too, and it's the ideal match for any irrigation system: 
new or retrofit. Help your clients conserve water, while you save costly service and 
maintenance calls. Call Glen-Hilton Products today at 
1-800-476-0260, and learn more about the ways our 

money-saving products can enhance your profitability. Richmond. Virginia USA 
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y u u o a v e u u o u y o c i v i c c a i lu 

MINI-CLIK0 
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Send f o r Free In fo rmat ion f r o m 

e 
A à v e r t ì e e r e 

Our advertisers want to help your business grow, so why not take advantage of 
the free information about the products and services advertised in this issue? 

Simply turn to the reader service card in this issue, circle the corresponding 
reader service numbers and complete and mail the postage paid reply card. Our 
computerized reeponee system will speed the requested materials to you. 
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Productivity 

Guessing is one 

way to estimate your 

equipments productivity, 

but the most profitable 

method is to measure 

die reed costs afU or 

and equipment 

by Steve and Suz Trusty 

Sloping property, closely spaced landscape plantings and even types of grass should be 
factoring into calculations to determine the true productivity of a mower. Credit: John Deere 

N T O D A Y ' S cost conscious economy, it seems as though your accountant should 
e riding with your crews to tally up the operating costs. While the dollars and cents 

of business operation may not he a favorite topic, the way you manage those dollars 
and cents will keep your business operating — or force you to lock up for good. 

Cost effective operation requires split vision. You must focus on the big picture 
of overall profit and loss, yet never lose sight of the small details. Mower productivity 
is a major factor in a company's profitability. 1 he type of mowers you select, the hours 
of operation, scheduled maintenance and unscheduled downtime, t ransportat ion 
costs and labor expenses must he balanced by billable hours. 

MOWER SELECTION. Take th e time to research which combination of mower types will 
accomplish your objectives most efficiently and cost effectively. Your criteria will 
depend on your mix of accounts. 

Obviously, the wider the mower deck, the greater the area cut with each pass. But 
a riding mower with a midmount , 6 0 - i n c h deck that speeds along in open expanses 
may not he able to squeeze through a narrow gate or maneuver around a highly 
detailed landscape as efficiently as a 3 6 - inch walk-behind unit. 

Put a stopwatch to some on-site comparison checks between various sizes and 
types of machines run by your operators under comparable circumstances. Mow a 
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section of open turf with a 60- inch 
midmount riding machine an d a 6 0 -
inch front mower. Put the watch to the 
same two units in a premeasured section 
of turf with landscaping details typical 
of your client mix. Compare a 48- inch 
walk-hehind mower with a 36- inch unit. 

Besides the relative size of the prop-
erties you maintain, factor in variations 
that mowers and crews must handle. Are 
the properties flat, sloping or steep? How 
widely spaced are hardscape features and 
landscape plantings? Are mowing sites 
widely scattered or clustered? What types 
of grasses are involved? Are most turf 
locations of high or low visihili ty? And, 
most important, w hat are the client ex-
pectations for each site? 

Consider your crews' performance. 

B 
iur Mowing Costs 

y figuring your equipment costs per hour and covering all possible equipment-related costs, you 
can get a clear picture of the amount of productivity each mower brings to your operations and 
set your pricing structure accordingly. 

EQUIPMENT 
1. Initial cost of unit 
2. Finance charges (total) 
3. Total unit cost ( #1+#2 ) 
4. Projected total use-hours 
5. Projected use-hours per year 
6. Total projected years of use 

(#4 divided by #5) 
7. Projected value at end of use 
8. Depreciable cost (#3 minus #7) 
9. Depreciable cost per year 

(#8 divided by #6) 
10. Unit cost per use-hour 

(#9 divided by #5) 

OPERATION COSTS 
11. Fuel used per hour 

(gallons per hour) 
12. Cost of fuel per hour 

(gallon cost of fuel x #11) 
13. Annual cost of other fluids: 

oil, grease, antifreeze, etc. 
14. Cost of other fluids per hour 

(#13 divided by #5) 

MAINTENANCE 
AND REPAIR COSTS 
15. Parts __ 
16. Labor 
17. Percent of in-house maintenance 

+ repair costs allocated to 
the unit _ 

18. Annual costs of maintenance + 
repairs per hour (#15+ #16 
+ #17) divided by #5 

OTHER 
19. Insurance __ 
20. Taxes 
21. Parking/storage 
22. Licenses _ 
23. Annual costs of other expenses per 

use-hour (#19+ #20 + 
#21+ #22) divided by #5 _ 

TOTAL UNIT COSTS PER HOUR 
Annual cost = (#10+ #12 + 
#14+ #18+ #23) 

Will operators he more likely to pick up 
dehris than to mow over it if they use 
walk-hehind units? How do riding ma-
chines affect operator fatigue at the end 
of a 10-hour day? Ask crew members to 
assess the little things on each machine 
that mean so much during a day, includ-
ing the control placement and the ease 
of cutting height adjustment. 

You may find it most effective to 
vary the mix of mower types and deck 

sizes according to crew assignments, or 
find that a standard set of mowers for 
each crew is most efficient. 

Consider transportation options rela-
tive to the size and number of mowers 
required for each crew. You're paying 
for that transportation all day, even when 
it's only in use a few hours. Could you 
cut costs by using designated transports 
to move bigger equipment to several job 
sites and assigning smaller trucks with 
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Depending on p r geographic region, mowers will run 

nonstop from seven to 12 months of the year. A mower 

costs you money. 

smaller mowers to each crew? 
Compare the initial costs of larger 

mowers to smaller machines . How i m -
por tan t are those di f ferences when al lo-
cated over the life of the mower? C o m -
pare the fuel quanti t ies and related op -
erat ing costs. Calculate the d i f ference 
per hour of operat ion. Will more c o m -
plex machines require a more experi-
enced opera tor? 

Fac tor in the expertise of your t ech-
nicians. Will you he using gas powered 
or diesel powered machines? Are hy-
draulic uni t s included? Wil l the more 
complex machines require a greater de -
gree of skill fo r ma in tenance than you 
can provide in -house? 

Depending on your geographic re -
gion, mowers will run nons top f r o m 
seven to 1 2 m o n t h s of the year. A mower 
out of opera t ion costs you money. I n -
vesting in quality equipment up f r o n t 

pays off over the life of the machine . 

FINANCING OPTIONS, what financing 
opt ions are available to you? Are you 
paying a significant port ion of the mower 
costs up f ron t , or are you allocating 
those costs over a longer period? Are 
you purchasing a block of machines at 
one t ime or adding one piece of equip-
m e n t at a t ime? 

F inanc ing opt ions give you the f l ex-
ibility to balance your cash flow by al lo-
cating equipment purchases to p ro f i t -
able t imes of the year or by spreading 
those costs over a longer period. 

C o m p a r e d i f f e r e n t 
warranty programs and 
extended service opt ions 
along with the initial pur -
chase price. 

MAINTENANCE NEEDS. 
Even the best equipment breaks down at 
t imes. Cons ider parts availability and 
services of fered by your dealer. Can the 
service network supply special order 
parts wi th in 2 4 hours? Does the war-
ranty cover the complete machine , or 
will you need to work with one source on 
the cutt ing un i t and ano ther source on 
the engine? 

Does the dealer unders tand your busi-
ness and your needs fo r quick t u r n -
a round on equipment repairs? D o c o m -
mercial machines take priority in the 
service line up? Does the dealer o f fe r 

(continued on page 72) 

"THE TOUGH ONES" 
TA-19 Turf Aerator 
• One-piece, 3/16" plate frame. 
• Removable 50 lb. weight bar. 
• Protection guard to keep cores away from chain. 
• 4 . 0 H.P.Honda OHV engine. 
• User friendly controls. 
• 3/4" heat treated tines. 
• Front wheel posi-traction drive. 
• Fits through a 30" gate. 

TA-26 Turf Aerator (Notshown) 
• Larger, more stable on sloped areas. 
• Gives 40% more production than the TA-19 aerator. 
• Fits through a 36" gate. 

SC-18 Sod Cutter 
• Polyurethane vulcanized drive wheels. 
• Drive and blade controls on main handle. 
• Changes into a 12" cutter in munutes. 
• 5.5 H.P. Honda OHV engine with centrifugal clutch. 
• Twist grip throttle that will automatically go to 

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

points. 
• Easy load/unload trailer available.. 

TR-20 Turf Rake (Notshown) 
• 5.5 H.P. Honda or 5.0 H.P. Briggs engines. 
• 20" detaching width. 
• 5 position height adjustment. 
• Handle will fold to fit into vehicle. 

MANUFACTURING, INC. 
BUILDING EQUIPMENT FOR OVER 20 YEARS 

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

Mr. Accountant is the time 
proven, complete business 
management/accounting 

system specifically designed 
for all aspects of the 

green industry 
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Landscape Contractors 
Landscape Maintenance 

Arborists 
Lawn Care/Pest Control 

Nurseries/Garden Centers 

SPS Consulting 
1032 Raritan Road 
Cranford, NJ 07016 

(800)272-1398 Fax:(908)272-8729 
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The all-new power forwards. 

Available with 60 " 
or 12 " side discharge 
mower or 60 " rear 
discharge mower. 

K U B O T A T R A C T O R C O R P O R A T I O N 
P.O. Box 2992, Dept. LL 

Torrance, CA 90509-2992 

Financing available through 
Kubota Credit Corporation 

W i n k n u n u s 

W e ' r e p r o u d t o 
announce powerfu l new 
addit ions to our line-up. 
O u r F-60 S e r i e s f r o n t 
mowers with features and 
pricing that are going to 
score a lot of points. 

These 4WD m o w e r s 
i n c l u d e m a n y t echno -
logical breakthroughs for 
i n c r e a s e d tu r f p e r f o r -
mance. The Auto Assist 
4WD with Dual-Acting-
Overriding clutch system 
delivers turf saving traction. In forward and 
reverse. It automatically transfers power to all 4 
wheels when you need it. So, when the going 
gets tough, you get traction and reduced turf 
damage instead of wheel spinning. Or, you can 

c h o o s e t o 
engage 4WD 
on-the-go. 

A durable, 
i n d e p e n d e n t 
h y d r a u l i c 

PTO c lu tch m a k e s it 
possible to engage and 
disengage PTO driven 
implements on the move. 

K u b o t a ' s E - T V C S 
diesel eng ines de l iver 
maximum power while 
m i n i m i z i n g v i b r a t i o n 
a n d n o i s e . A n d , 
e n h a n c e d c o m b u s t i o n 
ef f ic iency reduces fuel 
c o s t a n d l o w e r s 
emissions. 

T h e F - 6 0 S e r i e s 
i nc ludes 22, 25 and 30 h o r s e p o w e r 4 -whee l 
d r ive m o w e r s as well as a 25 horsepower 
2-wheel drive model. 

If you're looking for the ideal combination of 
comfort, power and efficiency for your team, 
you've just found a winning line-up. 

For more information, please write to: 

Kubota. 

Visibility and maneuverability will increase your 
productivity. 
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(continueJfrom page 70) 

special early morning or late evening 
hours for commercial operators? Are 
loaner machines available in a pinch? 

Analyze the costs associated with your 
in-house service department and crew 
of technicians. While your own ma-
chines have top priority wi th the m -
house technicians, this is balanced by 
the number of technicians you employ 
and their skill levels. 

Since equipment doesn't break down 
on a regular schedule or when it's conve-
nient, your technicians may have too much 
to do at some times, too little to do at 
others. Also, the space, tools and parts 
they need to work with are a part of your 
fixed costs when figuring mowing ex-
penses. This may he included as a per-
centage of the total overhead package or 
a portion o f t h e cost can he allocated to 
each machine. 

EQUIPMENT LIFE. Consider the useful 
life of each mower. At what point is the 
operation of a unit no longer cost effec-
tive? Some companies report excellent 
results by using an aggressive preven-
tive maintenance program on older ma-
chines and running them for many years. 
Others prefer to set a use-hour limit 
and trade all machines when they reach 
that point. 

No one understands your company's 
operations as well as you, so it's your 
decision when to replace equipment. As-
sess the exact operating costs of each 
machine periodically, at least twice a 
year, if your company is computerized, 
you may he ahle to track crew time and 
equipment use reports on a daily, weekly 
or monthly basis. 

Computerized or not, pull out the 
stopwatch every so often to monitor the 
exact results of existing mowing units. 

Then compare the stopwatch results of 
an experienced operator mowing a com-
parable area with the type and size ma-
chine that you anticipate will replace 
the existing unit, if the older unit shows 
a significant drop in efficiency, it's time 
to replace it. 

NONBILLABLE TIME. It would he great it 
you could charge full price for each 
mower's services from the time it left the 
shop in the morning until it logged hack 
in that night. In reality, there's a block 
of nonbillable time involved. 

Mowers and crews must travel to and 
from the job site. There are fuel stops, 
loading and unloading time, lunch times 
and break times, if clippings are col-
lected, time is needed to empty hags or 
carts and to transport the clippings to 
the collection site. 

(continueJ on page 74) 

MPS-125 MULTI-PURPOSE SPREADER 
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12 M O N T H 
VERSATIL ITY 
Spreads seed, fertilizer, 
sand, ice melters 
M O U N T S O N ANY 
T R A C T O R 
Vehicle, front mower, etc. 
T H E R M O P L A S T I C 
N O - R U S T H O P P E R 
STAINLESS S T E E L 
F L O W A D J U S T E R 

VARIABLE S P E E D 
SPINNER 
Spreads 4-40 feet 
12 VOLT DC H I -TORQUE 
M O T O R 
Mounted inside sealed, totally 
enclosed housing 
S I N G L E LEVER 
JOY-STICK C O N T R O L 
600 L B . / 9 C U . FEET 
CAPACITY 

C A L L 1 ' 8 0 0 - 7 2 5 - 8 3 7 7 

C & S TURF CARE EQUIPMENT, INC. 
TURF TRACKER 

SS8030 

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

per minute. 

• Zero turning radius for maximum 
maneuverability. 

• Full hydrostatic drive. 

• 1 2' break away spray boom. 

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

• Designed for residential and commer-
cial properties. 

(216) 966-4511 (800) 872-7050 
FAX (216) 966-0956 
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Husqvarna just turned all existing trimmers 

into ancient history. Our complete series of 

trimmers and brush cutters will help you step into the 

futura What puts our trimmers so far ahead of anything else 

in the industry? Swedish engineering and workmanship. 

First, our designers took away almost all the vibrations 

with our LowVib™ anti-vibration system that effectively isolates 

engine and cutting head vibrations from your hands. Next 

we added power and subtracted weight. Along the way, our 

team worked hard to keep things quiet. A fully enclosed 

engine and a muffler with heavy-duty baffling built in 

ensures one of the lowest noise levels available today Of 

course, all our trimmers go through the same type of tough 

field testing that our chain saws go through. 

Choose from over 22 different models —both 

electric and gas-powered—some weighing as little 

as 8.5 pounds. Call 1-800-HUSKY62 for the dealer 

nearest you. And discover the new age dawning on 

tomorrow's trimmer. (3) Husqvarna 
NOTHING WORKS J^ ; ' L IKE A HUSKY 

USE READER SERVICE #123 
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Track nonbil lahle hours hy having 
crews note it on their daily work sheets. 
Have each crew record a daily start t ime, 
as well as their on-s i t e arrival t ime, 
work start and stop times, and a site 
depar ture t ime at each site. T o de ter -
mine the actual equipment use, have 
each operator record the start ing and 
ending t imes for each mower used at 
each joh site, along with the work c o m -
pleted at tha t site. 

Compi le an average of the nonhil led 

t ime for each crew member and each 
piece of equipment . Factor these figures 
in to your calculat ions on mower and 
lab or productivity. 

CREW ALLOCATION. Lab or costs make up 
a huge por t ion of your operat ing ex-
penses. T h e more eff icient ly your crews 
operate the more product ive and cost 
effect i ve they (and your mowers) wi II be. 

Analyze the records of nonbil lahle 
hours to de te rmine how much t ime each 
crew member and machine are out of 

act ion waiting fo r a n -
other crew member to 
complete a task, if this 
figure is excessive, can 
you adjust crew size or 
alter assignments within 
the crew to keep more 
people and machines at 
work more of the t ime? 

Would it he cost effect ive to establish 
separate t r im and clean crews to move 
f r o m site to site independent ly? 

Remember tha t labor costs entail 
much more than the direct wages of each 
employee. Consider overtime, nonwork-
ing hours, benefi ts , t ra in ing and gov-
e r n m e n t costs. 

CREATE A BALANCE. Y our service charges 
must be compet i t ive in the mar ketpl ace, 
yet allow you to cover your costs and 
make a decent prof i t . The more e f fec -
tively you manage productivity and know 
your costs, the more likely you'll reach 
your targeted profi tabil i ty. ID 

The authors are partners in Trusty & As-
sociates, Council Fluffs, Iowa, and are con-
sultants to the horticultural trade. Steve is 
executive director of the Sports 7 urf Man-
agers Association. 

No one understands p r company's operations as well 

as p do, so ultimately it is your decision when to 

replace equipment 

Finn introdqped the HydroSeeder: 
Meet the > next generation. 

For over 60 years, Finn has brought 
quality, service and innovation to 
landscaping professionals. 
TheT-90 Series II continues 
that tradition. 

If its not a Finn, it's not a 

The new 
T-90 Series II 
HydroSeeder' 

• Increased spray 
distance 

Exclusive one 
piece clutched 
pump assembly 

• Full rear platform 
with convenient 
reel location 
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At least he only Has to wxestle 
with it Cor a few seconds. 

You have to hold on a little longer. Like 8 hours a day. That's why with the patented Toro® T-Bar™ 
steering system there's no squeezing. No struggling. In short, no pistol grips. Just put 

your hands on the bar, push, and you're off and running. Steer right, you turn right. 
Steer left, you turn left. Let go and it returns to neutral without killing the engine. 

It's that simple. In fact, compared to mowers with old-fashioned pistol 
The Patented Toro T-Bar* 

grip steering, Toro mid-size mowers with our exclusive T-Bar feature steering System 

are easier to maneuver and steering is less tiring. And that means more productive 
mowing time and less chance of injury. It's no wonder Toro T-Bar steering is the preferred 

choice of commercial cutters. To find out more, call 1-800-982-1900. Or ask your 
ProLine dealer for a demonstration. The Toro T-Bar. Steering that makes sense. 
© 1996 The Toro Company U S i R E A D E R S E R V I C E #119 

ProLine 



irrigation trends 

Conservation, Costs Drive 

Irrigation 
Improvements 
As water 

costs continue 

to risef 

commercial and 

residential 

property 

SK A N I N D U S T R Y insider about tbe major 
orce driving irrigation technology, and most will 

respond without hesitation: water conservation. 
The trend toward water conservation, which 

began when water supplies were severely limited in 
areas like California, continues to be tbe focus with 
products and services aimed at "smart" use of 

owners are 

searckii 

more e¡ 

mg for 

efficient 

irrigation 

designs and 

operation. 

Water conservation concerns have spurred new technological developments in 
irrigation, including nozzles that provide more uniform coverage. 

water. Regulations designed to mandate water con-
servation were not implemented when shortages 
were relieved, yet conservation efforts continue. 

Some irrigation designers and their clients are 
returning to more traditional concepts as water 
becomes slightly available again. "Given tbe abun-
dance of water and an upturn in tbe economy, we 
are seeing a return to more traditional design, 
which seems to have always been more to tbe liking 
of most of our clients," noted Larry Bareis, con-
struction superintendent at Ecosystems Imagery 
Inc.. Encinitas, Calif. 

T h e return to tradit ion does not mean a return 
to complacency, though. The water crisis irrevo-
cably changed irrigation, and conservation will 
continue to drive new technology. 

Depending on tbe area, it's just a matter of time, 
according to Larry Keesen, vice president of Keesen 
Water Management, Aurora, Colo. Water conser-
vation is "more prominent in tbe West where water 
is a bigger issue, but after a few more droughts, it's 
going to be more critical to tbe res to f the country. 

NEW THINKING. O n e result of tbe emphasis on 
water conservation is tbe water auditor training 
program, Keesen said. "This program is going to 
have a big effect on industry because landscape 
contractors and maintenance personnel will start 
to realize what they're doing with tbe systems. 
Right now, they're just going out and watering and 
if the landscapes are dry, they just water longer." 

He explained that tbe program teaches con-
tractors to analyze system per-
formance, then makes recom-
mendat ions for improved ef f i -
ciency of the operations. C o m -
mercial property managers and 
condomin ium associations in 
particular are showing interest 
in water audits. Some auditors 
use tbe informat ion to renovate 
systems, correct drainage, rec-
ommend new plantings and in-
stall sophisticated sensors for 
continuous analysis. 

Water auditing gives irriga-
tion professionals an in-deptb 
look at a system's actual perfor-
mance and its economic conse-
quences. Brian Vincbesi, presi-

(continueJ on page 78) 
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Rotors for all Residential Sites H l l l l t c r 

Reliability The Value of 

Economical, mid-
range rotor with 

reliable Hunter 
gear-drive system. 

Use on the same 
zone as the PGP. 

World's best-
selling rotor has 

a 10-year track 
record for proven 

perfo rma nee. 
Versatile and 

efficient. 

Upgrade to 
heavy-duty 

commercial features. 
Including 

stainless steel 
option, vandal-
resistant body. 

Call today for m o r e in format ion and a f ree cata log 8 0 0 - 7 3 3 - 2 8 2 3 . 
USE READER SERVICE #35 

The Irrigation Innovators 
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(continueJfrom page 70) 

dent, Irrigation Consulting & Engineer-
ing Inc., Pepperell, Mass., described its 
impact: "California's mandated water 
auditing showed how had the uniformi-
ties really were for the majority ot in-
stalled irrigation systems, not only f rom 
an installation standpoint, hut also from 
the manufacturing end." 

Bareis cited another change pro-
moted by conservation: "Many water 
districts are preparing for the use or re-
claimed water systems in irrigation for 
large commercial landscaping. It is an 
important step forward to ensure that we 
have enough water for the future. 

"This has led to a new line of products 
to conform to the laws involved with 
installing a system of this type," he con-
tinued. "The effect has been across the 
hoard in the industry as everyone from 
the specifier to the manufacturer to the 

contractor had to 
reeducate t h e m -
selves and retool to 
ensure conformity." 

Water use eff i-
ciency has gained 
in i m p o r t a n c e , 
noted Dick Crowl, 
president, Crowl's Irrigation Service, 
St. Joseph, Mo. "The concern for our 
water supplies and the demand for bet-
ter use efficiency has driven the devel-
opment of water conserving equipment 
and techniques for the turf and orna-
mental market. Supply is the biggest 
concern, hut with better design and in-
stallation comes greater economics." 

SEARGHIN6 FOR UNIFORMITY. Manufac-
turers have responded with new ideas. 
At the same time, contractors are look-
ing more closely at existing systems for 

Tor the past few years, manufacturers have 
greatly improved sprinkler nozzle designs to 
provide better water distribution and there-
fore, more uniform irrigation applications! 

renovation or im-
proved operations. 

o ne resu l t is 
"better and more 
economical mois-
ture sensing equip-
ment, greater de-
pendence on com-

puterized design and controllers and 
more solar- or battery-powered control 
equipment," said Crowl. He noted that 
the move to this type of equipment will 
necessitate the need for irrigation work-
ers to become computer literate. 

The design of nozzles has become much 
more sophisticated in recent years, noted 
Vinchesi. "For the past few years, manu-
facturers have greatly improved sprin-
kler nozzle designs to provide better 
water distribution and therefore, more 
uniform irrigation applications. More 

(continueJ on page 80) 

T I R E D T U R F ? ? ? 

When the growing 
gets tough. 

the tough 
get... 

È C O m e / R S T 
Keep your turf and plants vigorous and healthy with ECOpHRST, the newest line 

of all natural pelletized limestone products. 
Designed for the professional, ECOpHRST pellets are easier to handle, blend well 

with fertilizers and can be applied anytime. 
Contact your local dealer for details... 

OR call us at National Lime & Stone Company: 
419 -422 -4341 . 
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Call for 
delivery 
on other ^ ; 
models^ • 

14hp Kohler 52 Mower 
Retail $3525 
Model 30176, 30152 
Set up and Delivery extra 

U p t o 4 0 % o f f o r i g i n a l 
T o r o P r o L i n e p a r t s 

POWER EQUIPMENT 

Fort Wayne, IN 
219-432-9438 

USE 

Toll Free 
800-307-2114 

SERVICE #137 



If you'd take 
a chance with an 

unaudited publication, 
chances are you'd 

be interested 
in one of these. 

Base your media plan on facts, not promises. 
BPA audits insure accurate and targeted circulation. 

WBPA 
• INTERNATIONAL® 

THE BOOKS TO GO IN. THE FACTS TO GO ON 
For more information, call 212 779-3200. 
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designers and contractors are looking at 
how good or had a sprinkler's perfor-
mance is, hased on its distribution uni-
formity. They're comparing sprinklers 
and making buying decisions hased on 
its uniformity." 

He predicted this trend will continue. 
"The industry will benefit f rom nozzle 
improvements. Nozzle work leads to 
more discussion regarding uniformity. 
Improved nozzles provide more uni-
form coverage, which saves water by not 
having to operate the sprinklers for as 
long a period of time to apply a specific 
amount of water to all areas." 

Bareis named other improvements 
now used in landscape work:" There have 
been many positive , 
steps forward — 
pressure regula-
tion at the sprin-
kler head, radius 
adjustable nozzles, 
bu i l t - i n check 
valves and rotors to 
cover the 15 - to 
30-foot range have 
all helped the de-
signer. Fully ad-
justahle multiple nozzle rotors make in-
stallation easier. The use of rain shutoff 
devices, master valve control, flow sens-
ing and radio remote capability are he-
coming commonplace. There has been 
increased product development by all 
the major manufacturers in the area of 

One result is 'better and more economical 
moisture sensing equipment, greater 

controllers and more solar- or battery 
powered control equipment! 

drip and low precipitation xerigation style 
irrigation." 

MASTER CONTROLLERS. Seyeral profes-
sionals noted the advantages of central-
ized command systems. "Radio is sig-
nificantly changing the irrigation con-
trol system, said Vinchesi. "The ability 
to remotely operate the zone valves saves 
hoth lah or and wear on the equipment. 
Remote monitoring and control of irri-
gation is also gaining popularity on larger 
commercial sites." 

This t rend is growing, he added. 
"Already some, and soon more, com-
panies wi 11 of fer remote management 
of irrigation systems through central 
controls in their offices. They will ad-

just the irrigation 
control via modem 
on a weekly or daily 
basis in return for a 
fee from the client. 
The remote sensors 
will iden t i fy any 
breakage or mal-
f u n c t i o n s in the 
system and a ser-
vice technician can 
then he dispatched 

to repair the problem. We will also see 
the increased use of moisture sensors to 
save water with the control and sensor 
adjustment built into the satellite." 

Sophisticated sensing and control-
lers, as well as solar-powered systems, 
wireless technology and micro spray ir-

rigation will become more user-friendly. 
"I worked with command systems with 

weather station data on site that actually 
set and adjust programs hased on évapo-
transpiration. Many programs are now 
Windows-based and are becoming much 
easier for entry level people to use," 
Bareis noted. 

Large-scale projects are probably 
where new irrigation equipment wi 11 first 
he installed. "There are a lot of old 
systems now in use and I think we're 
going to see a lot of system renovation 
work coming up," Keesen predicted. "I 
see a lot of concern for water conserva-
tion — more concern in the commer-
cial market because of the costs." 

IN THE SPECS. Water conservation has 
also resulted in irrigation being included 
in more construction designs, hoth com-
mercial and residential. 

"Irrigation systems are normally in-
cluded in the plans of new commercial 
construction; this is a change in the past 
10 years," Crowl explained. "Residen-
tial construction demand is now in-
creasing because irrigation is consid-
ered a positive factor in future house 
value. This was not the case five years ago." 

Keesen said people have developed 
an appreciation of hoth landscape and 
economics. "People used to feel like 
they didn't need irrigation, hut now 
there's more awareness that plant mate-
rial will do better if it's watered when it 
needs water, not just when it rains." ID 

TREEGATOR's Gettili'Around! 

a 
l l i i i i l from run-off 
and evaporation Effectively 
delivers 20 or 50 gallons to 
the roots of the tree, with 
adjustable flow rates from 
2 to 16 hours/ 

l l i lRTVf rom watering 
frequency by 50% and 
time spent at each tree 
by 60-90%/ 

Visit our web site at: http: //members.aol.com/spectrumnc/gator 
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Registration and Exhibitor Information Available Now! 

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

• Three national associations assemble for one big event! 
• Sixty seminars on sales, management 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! 
• Emtipment demonstrations to "try before you buy!" 
GlE's Proven Performance-the buyers come here! 

• 94% of GIE attendees influence their company's final purchasing decision 
• A typical GIE attendee plans to spend $23,000 with exhibitors 
• 60% of GIE attendee annual budgets exceed $500,000,43% 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. 

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

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

Trade Show registration is FREE to conference atttendees. Trade-Show-Only 
passes are available onsrte far November 18 ft 20 at SI 5 per day. The Outdoor 
Equipment Demonstration on November 21 is FREE to all attendees! 

. v . 

Green Industry Expo/96 
The National Expo for Lawn & Landscape Professionals 
November 17-21,1996-Cincinnati, Ohio 

GIE is sponsored by: 
PGMS - Professional Grounds Management Society 

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

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

Name: 

Title: _ 

Company:. 

Address: _ 

City/State/Zip: 
Phone: ( )_ 
Clip and send ta: 

FAX:( I 

GIE, 1000 Johnson Ferry Rd, NE, 8mte C-135, Marietta, GA 80088-2112 
FAX: 770-578-8071 LL 



ECOLOGY & 
MANAGEMENT 

ST. KARL D4NNEBERGER, Ph.D 

FINALLY, AN ADVANCED TURFGRASS MANAGEMENT BOOK 
for the turfgrass professional which goes beyond the introductory level. 

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

ORDER YOUR COPY TODAY. Hardbound, single copies only $28 plus $2.50 shipping/ 
handling per copy. Special Price. Limited time only. 

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

E ] Payment Enclosed 

Charge my • VISA • MasterCard 

Card # 

Expiration Date 

Signature 

Name: 

Title: 

Company Name: 

Address: 

City: , State: Zip Code: 

Published by: e 

L . 

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

j 



ANNOUNCING... 
THE COMPLETE 
IRRIGATION WORKBOOK: 
DESIGN, INSTALLATION, 
MAINTENANCE AND 
WATER MANAGEMENT 
ET LARRY KEESEN 

ORDER TODAY! 
•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 
book(s) within 15 days for 100 percent refund if I am not totally satisfied. 

Please charge to my: 

Card # 

• VISA • Mastercard 

Expiration Date _ 

Signature 

Return full payment to Lawn & Landscape Maintenance 
Books Department, 4012 Bridge Avenue, Cleveland, OH 
44113. If using your VISA or MASTERCARD, you may 
fax your order to 216/961-0364. Ohio residents only add 7 
percent sales tax. Add $4 for shipping and handling. 
Allow 4 to 6 weeks for delivery. Quantity discounts are 
available. To order, call Fran Franzak at 800/456-
0707. Published by Lawn & Landscape Maintenance 
magazine. 

Name. 

Company Name. 

Address 

City State. Zip 

Phone. 

A PEEK INSIDE 
THE IRRIGATION 
WORKBOOK 

Profitable Bidding 
Sensible Sensors 
Diagnosing System Ills 
Appraising Irrigation 
Systems 
Irrigation Designs 
Understanding Pressure 
Head Selection & 
Placement 
Zoning and Routing 
System Hydraulics 
Irrigation Installation 

L . 



pesticide equipment 

Injecting New Technology 

Into Spraying 
S T H E S U N setting on the days of lawn care 
pesticides heing applied with tradit ional 
backpack sprayers and 600 -ga l l on trucks? 
Probably not. hut equipment manufac tur -
ers see a growing trend in injection-type 
spraying systems heing the choice applica-
tor of the future. 

Pesticide applicators are feeling constant 
pressure f rom both customers and the gov-
ernment to he environmentally responsible 

Durability and drift control capabilities are two things to shop for when 
purchasing a new hand-held or backpack sprayer. 

and control the amount of products they use 
in the landscape. This pressure is being 
communicated to manufacturers in demands 
for better, safer equipment that gives the 
operator more control over pesticide usage. 

These truck-based injection systems mix 
the concentrated products into solution as 
the water travels through the hose toward 
the nozzle. Some systems also offer sepa-
rate concentrate containers so operators 

can easily switch f rom a herbicide to 
an insecticide to a fungicide for spot 
treatments. 

LEADIN6 THE WAY. "We t U k the tig-
gest change in pesticide application 
over the next five years is going to he 
a move toward the extended use of 
in jec t ion-s ty le systems," predicted 
T o m Sayward, president of Tuflex 
Manufacturing, Pompano Beach, Fl a. 
"We, as an industry, have to he more 
proactive as fa r as showing the c o m -
muni ty at large tha t we are taking 
pains not to he too fl ippant on pesti-
cide applications." 

Sayward explained the key to such 
systems is having a tank of plain water 
instead of needing to mix pesticides, 
herbicides or fungicides into a tank 
hatch before even visiting a job site. 

"This is a very proactive approach 
wi thout using the previously mixed 
product on each lawn," he said. Lawn 
care trucks can now visit almost any 
site to spray because the same truck 

(continued on page 86) 

Constant 

attention to the 

bottom line and 

environmental 

concerns are 

directing the 

development of 

new, more 

versatile spraying 

equipment 

By Bob West 

106 LAWN 4 LANDSCAPE • MARCH 1996 



-CHEMICAL INJECTION 
DIRECT, ACCURATE & DEPENDABLE 

TUFLEX FEATURES 

•TRIPLE SPILLAGE 
CONTAINMENT OF 
CONCENTRATES 

•ALL FIBERGLASS 
FULL ENCLOSURE 

CHEMICAL INJECTOR SYSTEMS 

• BACK PACK/HAND CAN RACK 
• FERT SPREADER MOUNT 
• STEPDOWN REAR ENTRY 
• DRY PRODUCT STORAGE 
• EXTERNAL TANK FILL PORT 

• 600 GALLON SEAMLESS FIBERGLASS TANK 
• DUAL REELS (TURF/TREE SHRUB) 
• TIP-N-POUR CONTAINMENT 
•TOOL RACKS 
• HANDWASH PORT 

•TANK MIX SYSTEMS WITH AUXILIARY PUMPS & ENGINE ALSO AVAILABLE 

Experience Tomorrow TODAY. 
(800) 327-9005 
(954) 785-6402 
TUFLEX 1 2 3 A T A O L . C O M 
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pesticide equipment 

(continueJ from page 84) 

can he capable of applying herbicides, 
fungicides and fert i l izers without re-
turn ing to the shop to change its solu-
t ion, he added. 

"Nurse t ank applicat ion will never he 
entirely el iminated," concluded Michael 
Howe, pres ident of H & H Holdings , 
Barrie, O n t a r i o . "But we can make the 
tank as mul t i func t iona l as possible." 

Rhet t M. Clark I nc., LeRoy, N.Y., a 
dis t r ibutor of Gregson products, of fers 
a system tha t all ows operators to make 
blanket applicat ions of one product and 
spot t reat with a second simply by pul l -
ing a second trigger on the spray gun. 
T h e system employs a second coaxial 
hose inside the pr imary 1 / 2 - i n c h hose 
to separate the products . 

"It doesn' t make sense now to go 
a round spraying like you have your eyes 
closed," said Rhet t Clark. "Rarelv does 

1 here s Still 

t 's not enough anymore that contractors buy 
equipment labeled "new and improved." 
Equipment manufacturers recommend that 
design, construction, company reputation 

and ease of use figure into the buying decision. 
"There's always somebody with a gimmick out 

there," said Westheffer's Ron Revis, sales 
manager for the turf division, in Lawrence, Kan. 

Revis recommends that contractors shopping 
for new pesticide equipment stick to the well-
known brand names. "You're going to have 
breakdowns in equipment. There's no avoiding 

that," he said. "But the key is getting replace-
ment parts. You can't afford to have equipment 
down too long." 

Tom Sayward, president of Tuflex Manufactur-
ing, Pompano Beach, Fla., echoed Revis' com-
ments and said equipment buyers have to look at 
the big picture. "A lot of the equipment might 
have high up-front expenses, but you need to be 
thinking if it wil l stil l be functional in five years." 

Michael Howe, president of H&H Holdings, 
Barrie, Ontario, said applicators demand more 
from the equipment they shop for now than they 

US & Can. (800) 626-7247 T T T ^ ^ ^ „ _ 

I J D S (6I6) 942'8142 UDS> 6095 28Th Street SEl 
V Z L i f ^ z J Fax (616)942-5988 P r o n H P o n i d e M T d C K d f i 

Green Industry Software BBS (616) 942-7244 C i c i l i a K a p l U S M l ^ O T O 
USE READER SERVICE # 8 8 

t h e W O N D E R S C O O P E R 
Makes the job of bagging leaves and litter quick and easy! 

• Lightweight 
THE HAND RAKE ™ • * > dean 
turns your hand into a giant rake for filling 
and stuffing THE WONDER SCOOPER! 
Pre Season Special 

$19.95 

THE SCOOPER CORP. 
Call 1 - 8 0 0 - S C O O P E R 
154 Needham St. Newton, MA 02164 

USE READER SERVICE #106 
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YOUR BEST INVESTMENT 
DOWN THE LINE 
THE L-2 UNDERGROUND PIPE LAYER 

É J W 
C J 
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did years ago. ''Contractors really understand 
the science of the application now," he said. 
"Questions about equipment to provide blanket 
and spot treatment are coming up more often." 

Gary Palmer, president and owner of GNC Pump, 
Houston, Texas, noted that many equipment 
buyers make mistakes by underestimating the 
importance of engineering. "You've got to make 
sure the nozzle you're using is the right size for 
the hose and the hole in the pump or else you'll 
burn out your equipment." 

And don't forget to seek the opinion of the 
equipment operator. "There's often a lot of 
differences in what's suitable for the buyer and 
what the operator thinks works best," 
according to Rhett Clark, Rhett M. Clark Inc., 
LeRoy, N.Y. "Make sure you bring the 
employees into the decision-making process." 

an ent i re lawn need an application." 
Howe agreed. "A t ruck tha t used to 

carry 8 0 0 gallons of premixed pesticide 
or fert i l izer now carries less than a gal-
lon of concent ra te to dispense as it's 
required," he said. "Applicators can cus-
t o m mix an applicat ion for a customer 's 
lawn and then go do tke same for the 
next customer." 

Howe said inject ion systems could 
also reduce expenses for companies. "Tke 
spray is produced ky hydraulic flow in -
stead of a pump or gasoline engine, so 
contrac tors can use smaller t rucks and 
save money hy using less products." 

In addi t ion, adding an inject ion sys-
tem to a t ruck could allow a company to 
expand its applicat ion business. "We're 
seeing a growing t rend of cont rac tors 
adding tree and shrub care to residential 
accounts ," Howe added. "Companies 
could use an inject ion system with sepa-

rate concent ra te t anks to make a lawn 
truck a tree and shrub t ruck as well." 

Ron Revis, sales manager for the turf 
division of Wes thef fe r , Lawrence, Kan., 
added tha t larger companies tha t can 
spend more on capital expendi tures are 
purchasing t rucks with fiberglass she lis 
to enclose the spray un i t for addi t ional 
safe ty. "But if you have a spill with these 
systems it's only going to he one gallon 
of concent ra te instead of 6 0 0 gallons of 
a mix," he said. 

Revis noted drawbacks for these sys-
tems are the higher cost, an inability to 
sustain the higher pressure ratings and a 
lack of existing equipment which in te -
grates easily with injectors. 

"Although inject ion systems haven' t 
received a lot of acceptance yet," Sayward 
admit ted, "they are going to he the big 
t rend for pesticide applicators in this 
industry over the next 1 0 years." 

Fax Number 
305 255 2364 

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

SPRAYER PARTS DEPOT 
" The Best For Less " 

* Prices Subject to Change Without Notice. We ship UPS. 
Pressure Gauges 

* $14.50 

JD9-CT Spray Gun * $96.50 

SSC Plastic Lawn Gun 
* $49.95 (LessTip) 

Backpacks and Replacement Parts 

k î C T Ï Model 475 or 425 Sprayei|| 
$79.95 Each 

HANNAY HOSE REELS 
1/2" Swivels From * $22.50 
Replacement 12Volt Hose . — „ 
Reel Motors * $135.00 \ J— 
Reel Switches * $5.50 

H y p r o 

Discounts on all Hypro 
Pumps and Replacement 
Parts 

FMC (John Bean) 

t ^ fgp P a r t s Kits and Pumps 

SALES - PARTS - ACCESSORIES - FOR YOUR SPRAYING EQUIPMENT 
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pesticide equipment 

CAUGHT THE DRIFT. Manufacturers also 
know tkat hand-held , backpack and 
boom sprayers will never be eliminated 
f rom tbe market. So when it comes to 
improving them, manufacturers know 
they have to improve drif t control. 

Richard Gould, director of North 

American sales for Spraying Systems, 
Wheaton, ill., said, "All new band-held 
sprayer developments are a product of 
tbe general environmental movement." 

"Drift control is a major issue," noted 
Keith Passaur, general manager for 
Nomix, Smyrna, Ga. "What's tbe point 

'It doesn't make sense now to go 

around spraying like you have your 

eyes closed. Rarely does an entire 

lawn need an application! 

of spraying at all when a little breeze is 
going to eliminate everything you're sup-
posed to avoid?" 

Hand-held and backpack sprayers 
also have to be durable. Pete Fernald, 
product support manager at Sbindaiwa 
Inc., Tualatin, Ore., which recently en-
tered tbe market with a backpack sprayer, 
said manycontractors realize equipment 
operators aren't always concerned with 
caring for equipment. 

"Durabilitv is a big tbi ng to buyers," 
be noted. "And they want equipment 
that tears down easily for quick repair." 

Electronic flow rate controls are tbe 
future of boom sprayers, according to 
Gould. As well as helping operators con-
trol tbe amount of pesticides applied, 
these controls will also provide automat-
ed record keeping of pesticide output. 

Roger s I n n o v a t i v e , S a s k a t o o n , 
Saskatchewan, is focusing development 
efforts of boom sprayers on drift con-
trol. O n e model covers tbe spray nozzles 
with a shroud to allow spraying at any 
time, regardless of wind conditions. 

"We have to address w bat tbe public 
sees, as opposed to what you're actually 
doing," noted Barry Rogers, president. 
"This type of system keeps customers 
happy because they know tbe pesticides 
aren't in tbe air they breathe." 

A Toro boom sprayer is designed to 
automatically increase or decrease rate 
flow based on tbe vehicle's speed, so turf 
isn't damaged because it receives too 
much herbicide as tbe ve h i d e slows down 
driving up a bill. 

"Spraying vehicles have to be de-
signed to be sprayers f rom tbe ground 
up," said Kent Habn, Toro's marketing 
manager for application products. IS 

TL author is Assistant Editor for Lawn & 
Landscape magazine. 

Effective, Convenient, User-Friendly 
Broadleaf Weed Control 

J U S S O U i i : TRI-POWER DRY" 
& 

TRIPLET WATER SOLUBLE® 
•Choose 2,4-D Based Or 2,4-D Free Products 

•Water Soluble Products In Water Soluble Bags 
•No Measuring®No Pouring®No Freezing 

•No Exposure To Concentrates 
•Totally Soluble® Won't Settle Out 

•No Triple Rinsing®No Container Disposal 
•Packaged In Recyclable Cartons 

NOW AVAILABLE IN BACKPACK SIZE PACKETS 
Dissolve & Triplet Water Soluble 

W+iverdale 
J M . w B s (800)345-3330 
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Bugs Have been a round 

For 3 0 0 mi l l ion years» 

Ti me s u P -

Party's over for fire ants, cutworms, mole crickets and other problem turf insects. Talstar insecticide/miticide is about to _ 

end their fun on golf courses and lawns. It offers lasting residual control, in easy liquid and granular formulas. Which 

means fewer applications, greater savings. Sure, bugs have lasted centuries. But Talstar lasts long, too. Call 800-528-TURF. ^m I W I V < 
TALSTAR insecticide/miticide is registered lor use on golf courses only in FL and GA. Consult the product label tor complete use instructions and precautions TALSTAR and the FMC logo are registered trademarks of FMC Corporation. © 1996 FMC Corporation 

USE READER SERVICE #123 



drug testing 

Substance Abuse: 

Why are so many 

companies 

instituting drug 

and alcohol testing 

programs while so 

many others 

arent? 

By Boh West 

H E M E E K shall inherit a work force of drug 
and alcohol abusers," according to Richard Lehr, 
general counsel to the Professional Lawn Care 
Association of America. 

This may sound a hit too dramatic, hut those 
employers, regardless of their industry, that choose 
not to test employees for drug and/or alcohol abuse 
may he risking the future of their business. 

ROLLING T H E DICE. Lehr said companies are gamb-
ling by not instituting a substance abuse pro-
gram, because the leading cause of commercial 
accidents and injuries is the use of prohibited 
substances. "For a company not to test is such a 
risk, because you just don't want to wait until you 
have a problem. I can't emphasize that enough." 

Chris Senske, president of Senske Lawn & 
Tree Care in Kennewick, Wash., would have 
lost had he bet against anyone in his company 
being high on drugs or intoxicated and costing 
him money. A few years ago, one of his employ-
ees drove a company vehicle home f rom work, 
hut stopped off at a bar for a few drinks on his 
way. When he resumed his trip home the em-
ployee (now under the influence of alcohol) 
crashed the truck into a telephone pole, setting 
himself on fire. 

Senske said the employee wanted workmen's 

A simple $35 
blood test for 
drugs could save 
a company 
thousands of 
dollars. 

compensation for injuries suffered in the acci-
dent. The Washington State Supreme Court , 
ruled that the employee was not eligible for any 
compensation because under the company's drug 
and alcohol policy, anyone under the influence 
of those substances is not considere d to he 
capable of working as an employee. 

"We decided then that we wanted to make 
sure we had the highest caliber personnel and 
that we weren't putting the public, our custom-
ers or any other employees at risk because of 
someone who might have a problem with drugs 
or alcohol," Senske said. 

Dan's Landscaping, Terrytown, La., has en-
joyed numerous benefits f rom the development 
of its substance abuse program. Dan Standley, 
owner, said worker productivity increased, while 
absenteeism, accidents and workmen's compen-
sation rates decreased since he began testing. 

"I got tired of people not showing up for work 
or coming in late, the damaged equipment, the 
turnover, low morale and atti tude problems, so 
I put in the program," Standley said. "It's the 
best thing I ever did for the company. 

WHERE DO YOU START? Jim Kapnick, vice presi-
dent of Kapnick Insurance, Adrian, Mich., rec-

(contmueJ on page Q2) 

106 LAWN 4 LANDSCAPE • MARCH 1996 



CONCENTRATED LIQUID FERTILIZER 
R-3 42-28-28 
PAT. PEND. 

REIF INDUSTRIES, INC. ™ 
P.O. BOX 184 • MORROW, OHIO 45152 

FAX: 513 683 0016 • 1 800 422 2297 • 513 697 0280 
Hours: 8-5 Daily • 8-NOON Saturday 

TO THE GREEN INDUSTRY, JANUARY 31, 1996 

Reif Indust 
izer R3 4 
Compare» 
will not » 
in germi 

um order, 
icorrosive, 
duct aids 
onger. 

i to 9 pallets $31.00 per 6-gallon 
to 4 pallets $33.00 per 6-gallon 

Our product is best used within 30 days of shipping date. Please keep this in mind when orders are being 
placed. Customers may combine orders up to 54 pallets., for shipment to one address. 
All prices prepaid F.O.B. Morrow, Ohio. Also available from our wholesale hydroseeding center, Reif 
Seed Blend™, Hydromulch, and Specialty Tanks thru Specialty Tanks Products: Mr. Tom Ball, P.O. Box 
429153, Cincinnati, Ohio 45242, 513-899-4955. Tom's company can provide large tanks with recycling 
pumps for bulk load customers. Distributors are available in Kentucky and Indiana 

Our products are available to all 50 states including Canada, Mexico and Puerto Rico. Jerry and Jeff Idle 
Green Prairie Turf Farm, 0893 Jones Road, College Corner, Ohio 45003, 513-523-2634, will use our 
products with the assistance of the Wolf Creek Company, a Rain Bird distributor, 513-854-2694, who will 
be providing the technology to use our product in with their irrigation systems. 

Please recycle our containers and lids. 

AI Reif, 
President 

© 1996 REIF INDUSTRIES, INC. 
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drug testing 

(continue J from page 00) 

ommentled companies work with tkeir 
attorney and insurance provider to de-
velop a program. 

Lehr said the first step for any com-
pany setting up a new program is to 
check if it is covered hy U.S. Depart-

ment of Transportation requirements 
or any state laws. 

"One key factor when you're going to 
write the policy is to make sure your 
employees are aware of its development 
in advance," Lehr added. 

Senske said he gave his employees 

3 0 days advance notice before he began 
testing. "Most of the employees cheered 
the program," he said. "And others chose 
not to continue with us. I look at it like 
a kind of natural selection." 

Everyone interviewed said pre-em-
ployment screening is a must for a suc-
cessful program, and that a positive test 
r e su l t a u t o m a t i c a l l y c a n c e l s t h a t 
individual's application. 

RANDOM T E S T S . Most companies also 
require employees to submit to random 
testing for drugs throughout the course 
of the year, hut random tests for alcohol 
are not allowed in any state since it can 
he consumed legally without affecting 
someone's behavior, according to Lehr. 

"Companies must decide tha t if 
they're going to do random testing, it 
wi 11 truly he random testing," Lehr said. 
"That means anyone f rom a technician 
to the owner could he require d to he 
tested. You can't discriminate." 

Certain situations, such as workplace 
accidents, may also require immediate 
testing. "The policy should inclu J e f o r -
cause testing when an employer has rea-
son to believe an individual may he 
impaired at work or when there is a job 
related accident," Lehr explained. 

Training Program • ••••••••••• 

The Professional Lawn Care Association 
of America offers a video training 
program for substance abuse in the 

workplace. "Working Partners" includes a 
video and manuals for the employer and 
employees, which facilitate interactive group 
discussions about marijuana, alcohol, steroids, 
crack, cocaine and other substances. 

For more information about the program, 
contact PLCAA at 800/458-3466. 

USE READER SERVICE #55 
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Drug Abuse Detection (time Ms) 

These tests are often the most impor-
tant for insurance an J workmen's com-
pensation claims. 

Standley said he took an employee to 
he tested after the employee hacked a 
company truck into the side of a garage. 
When the employee's test results indi-
cated a presence of prohibited substances 
he was fired on the spot. 

All of the actual testing is conducted 
by outside laboratories or personal phy-
sicians. Standley recommended that 
companies developing a program get ref-
erences for various labs to see how well 
they handle testing and how they main-
tain the chain of custody of all samples. 

George Gaumer, national sales man-
ager, commercial services at The Davey 
Tree Expert Co., Kent, Ohio, said every 
one of Davey's 5 , 5 0 0 employees is tested 
annually. "It can he expensive, hut we 
feel it saves us a lot of money in the l on¿ 

DRUG 

run, not only in o u t - o f -
pocket costs hut more im-
portant, in improved safety 
and morale, quality of work 
and reduced accidents." 

S e n s k e spends abou t 
$ 7 , 0 0 0 annually for his pro-
gram. "There's no direct f i -
nancial benefits f rom insur-
ance companies or anyone 
else to do this, hut there are 
indirect benefits." 

Brooke Davis, a loss con-
trol consultant at C N A In-
surance, Chicago, 111., said 
having a substance abuse 
testing program in place 
won ' t d i r ec t ly a f f e c t a 
company's insurance costs, hut C N A 
does recommend having a program. "The 
strong points of such a program are to 
deter applicants who have a problem 

DETECTION TIME AFTER USAGE 
Amphetamines 1-120 hours 

BARBITURATES 
Short-acting 4.5 days 
Phénobarbital 7 days 
Benzodiazepines 2 days 
Diazepam None detected 
Cocaine 8-48 hours 

OPIATES 
Heroin 1-4 days 
Meperidine 4-24 hours 
Methadone 7-56 hours 
Morphine 84 hours 
Methaqualone up to 60 hours 
Marijuana 6-81 days 

Courtesy: CNA Insurance 

and to spell out what happens when an 
employee is injured and tests positive 
afterward," she n oted. "The programs 

(continueJ on page 118) 

PAVE EDGE 
"Professional's Choice" 

C & S TURF CARE EQUIPMENT, INC. 
BUILDING QUALITY EQUIPMENT 

FOR PROFESSIONALS, BY PROFESSIONALS 

C & S P r o t a n k 8 S p r a y e r s 
•ELECTRIC A N D GAS UNITS 
•DESIGNED TO FIT IN 

A WIDE RANGE OF VEHICLES 
•SINGLE A N D DUEL 

TANK CONFIGURATIONS 
• DIAPHRAGM, PISTON, 

OR ROLLER PUMPS 

Complete Sprayers...Ready to work 
( 2 1 6 ) 9 6 6 - 4 5 1 1 ( 8 0 0 ) 8 7 2 - 7 0 5 0 

FAX (216) 9 6 6 - 0 9 5 6 

^ Cus tom Orders Welcome! ^ 

USE READER SERVICE #105 

Both RIGID and FLEXIBLE 
Make a Choice-Not a Compromise! 

612/881-5773 
Fax 612/881-2169 

1-800-728-3832 
USE READER SERVICE #106 
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O N E MAY consider an 
"outdoor room" a contra-
diction in terms. Wide 
open and washed in 
sunlight with cool breezes 
and fragrant blooms, the 
outdoors provide a fasci-
nating world of space 
waiting to be defined and 
discovered. O n e such 
project, the Fletcher 
Residence, defined the 
open spaces surrounding 
the bouse into a series of 
funct ional outdoor rooms. 

Located in Boca 
Grande, Fla., on Gas-
parilla Island, the owners 
purchased a turn of the 
century Mediterranean 
style borne with the explicit 
goal of recreating its old 
charm through extensive 
renovations. To achieve 
this goal, the owners hired 
Smallwood Design Group, 
Naples, Fla. 

The residence was 
recognized as an award 
winner in the residential 
design/build category over 
$ 1 0 0 , 0 0 0 in the 1 9 9 5 
Associated Landscape 
Contractors of America 
Environmental Improve-
ment Awards Program. 

DESIGN CHALLENGE: O u r goal 
was to provide an exterior 
hardscape design and 
planting installation that 
embraced a casual yet 
elegant lifestyle for the 
client's use and enjoyment," 
said Paul Drummond, vice 
president of business 
development for 
Smallwood. An initial 
obstacle in the project was 
the linear aspect of the 
property and its relat ion-
ship to the residence. 

It was through this axial 
relationship that Small-

wood set up a 
sequence of 
spaces tying 
together ana 
flowing into 
each other, 
while still 
funct ioning 
independently. 

DESIGN SOLUTION: . 
Each exterior 
room provides 
a unique gar-
den experience tying into 
the use of the interior 
rooms of the residence. 

O n e of the most 
enjoyable spaces in the 
design is the casual sitting 
area beneath the existing 
banyan tree at the f ron t of 
the site. The banyan tree, 
identified as one of the five 
largest in Florida, provides 
a shady microclimate 
unique to the property. 
With its towering overhead 
canopy and the deep, cool 

PROJECT: 
LANDSCAPE COMPANY: 

DESIGNER: 
SIZE OF PROPERTY: 
MAN-HOURS TO CONSTRUCT: 
PLANTS INSTALLED: 

shade it provides, the tree 
forms a casual sitting area, 
which Smallwood has 
surrounded with a mosaic 
of shade loving bromeliads, 
ginger and fern. 

A keystone paver 
walkway connects this space 
to the other gardens and 
lead s the user f rom the 
banyan tree garden, along 
the gray slag driveway and 
into the herb garden. 

Located adjacent to the 
kitchen, the herb garden 

provides a 
charming and 
intimate space 
rich with 
color, texture 
and smell. 

I brougb 
the original 
design, and 
reinforced by 
the arrange-

Entry walls, 
designed to 
incorporate 

features of the 
architecture, 

create the 
enclosure of the 
Herb Garden and 

begin the 
sequence of 

outdoor rooms 
along the side of 

the residence. 

Fletcher Residence 
Smallwood Design Group, 
Naples, Fla. 
JoAnn Smallwood, president 
Patrick Trefz 
31,000 square feet 
860 installation hours 
More than 1,000 total 

ment of the residence on 
the site, each outdoor room 
is enclosed by a series of 
walls, hedges or gates. It 
was through the use of 
these enclosures that we 
created the elements of 
surprise and mystery. Each 
space acts independently 
with its own aesthetic 
personality and funct ion. 

From the herb garden, 
visitors access the court-
yard room, an elegant space 
flowing f rom the large 
French doors of the 
residence into a private 
courtyard. A wood trellis 
covered with colorful 
bougainvillea, keystone 
pavers and a small fountain 
providing the gentle sound 
of water embellish the 
courtyard space, providing 
an enter ta inment garden as 
an overflow for evening 
parties. 

I be plantings in the 
courtyard space bad to 
appear comfortable and 
mature, yet provide 
intimacy by creating a 
human scale to the other-
wise open space. Success in 
the garden is in the details; 
large terra-cotta pots 
overgrown with annuals, 
jasmine vine creeping along 
the pavers and up the walls 
and orchids perched around 
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the fountain provide many 
pockets of color. 

Progressing deeper into 
the site, another gate leads 
to the entrance of the pool 
garden. Again, keystone 
pavers serve as the link 
between the spaces, hut the 
pool garden has a personal-
ity of its own. A thicket of 
coconut palms creates a 
tropical environment and 
define the space with their 
overhead canopy of palm 
fronds, casting much 
needed shade to the space. 
Hand painted murals f rame 
the spa area, providing a 
visual link to similar 
murals within the interior 
of the residence. 

Due to the pool's 
proximity to the Gulf of 
Mexico, the space is 

The large Banyan tree 
that dominated the front 

of the residence. 
kk

 1 ¿ V * * r Y 
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enclosed with a 
wrought iron gate 
that affords views to 
the water. 

O n e of the key 
challenges of the site 
was the space 
associated wi th the 
rear yard. Located 
directly on the Gulf 
of Mexico, the rear 
yard is traversed 
with a 15 - foo t high 
bulkhead above the 
sandy beaches. 

A dune-l ike environ-
ment was developed in the 
rear yard, complete wi th the 
native vegetation indig-
enous to a dune. Mature 

m ••£ « 
:m I 

77 ? A 
% 4 ¡ 9 * ? . ^ 

m r , 

m 
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sahal palms, seagrape and 
huttonwood were planted 
with sea oats and railroad 
vine. A large cabana was 
designed and constructed to 
capture the views of the 

spectacular evening 
sunsets. 

The design and subse-
quent landscape installa-
tion success of this Boca 
Grande estate was achieved 
through a marriage of the 
site to the architecture. 
Garden rooms provide 
funct ional spaces and 
aesthetic lin ks to the 
architecture. The gardens 
appear mature and intimate 
— almost weathered — 
and seem as though they 
evolved out of labors of 
love rather than contrived 
on paper. — Paul Drum-
mond EJ 

The author is vice president of 
business operations for 
Srnallwood Design Group, 
located in Naples, Fla. 

JD9C ^yh 

$99.95 ^ 

LESCO GUN 
$70.00 
w i t h n o z z l e $ 7 9 . 5 3 ^ 

g -

T R U C K & S K I D S P R A Y E R S 

INCLUDES UUlfn l 
50 GALLON TANK ^ U i U (V 
ALUMINUM FRAME 
12V 4 5 GPM PUMP S / l ^ C 
25 3/8-HOSE ^ / « f c * 
POLY SPRAY GUN 
$700 00 

V 
E a r t h w a y ' 
5 0 # H o p p e r 
P n e u m a t i c T i r e s 
2 2 0 0 A P P Q ^ J r 
$ 1 5 6 . 1 0 W 

S P I L L K I T 

077) 
1 Each • Nylon Bag. Goggles 
Dust Pan & Broom. 21b Soak-up. 
Nitrite Gloves and 2 Each • 24" x 
18" Pillows. 48" x 3 ' Dikes 

$69.95 

(SAMSON) 

Climbing R o p e s 
Bull R o p e s 

120'. 150 . 600' 

True-Biue/Arbor-Plex 

P R U N E R 

High Qual i ty 
R e p l a c e a b l e Blade 
Lifet ime Warran ty 

$18 .00 

6 0 0 P S I H O S E 
300'or 400' 

ft—; 

5/8" PVC $1.20 

1/2" PVC $ .59 

3/8" PVC $ .50 

B A C K P A C K 
SPRAYER 

5P ESTATE K E E P E R 
4 Gal • 70 PSI 

Qj69-95 

PROFESSIONAL TREE 
& TURF EQUIPMENT 

6945 Indiana Court, #400 » Arvada, Colorado 80007 

303-422-7608 800-237-7785 

$39.95 

A L U M I N U M 
M E A S U R I N G 

W H E E L 
U S E R E A D E R S E R V I C E #114 U S E R E A D E R S E R V I C E # 9 6 
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TRUE GRIT 
L A N D S C A P E contractors 
who maintain their own 
holding nurseries or other 
growing areas already un-
derstand the importance of 
heeling in to build up 
healthy roots to avoid t rans-
plant shock. At Wade and 
Gat ton Nurseries and 
Landscape in Bell ville, 
Ohio , the process is serious 
business for 1 , 0 0 0 acres of 
nursery. 

1 bat's why the switch to a 
tiny, granite-based gravel 
has bad such an impact on 
the firm's operations, ac-
cording to Thomas Wade, 
landscape manager. He buys 
the gravel, known as "Num-
ber 9" grit, at a local gravel 
pit and uses it as a replace-
ment for mulch. Workers 
place a 1 - inch layer of it 
around tree roots. 

He has found that the 
grit encourages the growth 
of dense, fibrous root sys-

tems because it provides good 
air circulation and prevents 
the root ball f rom becoming 
too wet. This dense root 
system helps plants of all 
sizes avoid summer t rans-
plant shock. "We have 
found there to be very little, 
if any, transplant shock." 

Wade noted that d i f fer-
ent plants have different 
levels of moisture they can 
tolerate, and of ten the only 

way to know if the root ball 
is too wet is when the plants 
start to decline. 1 be grit al-
lows enough air flow around 
the roots for each plant to 
self-regulate its moisture. 

The grit also enables 
granular herbicides and 
slow-release, liquid-based 
fertilizers to penetrate 
properly. He applies fert i l-
izer through the irrigation 
system at night. Granular 

PLANT BENEFITS 
^ ^ T i v ^ k ade listed the following 
^ H A advantages he has found using 

Number 9 granite-based grit: 
1 . Reusable. 
2. Low cost. 
3. Facilitates heeling in. 
4. Dock area can be kept neat and clean. 
5 . Herbicides and fertilizers are easy to apply. 
6 - Leaves blow away in the fall. 
7 - Lessens transplanting shock in midsummer due 
to dense, fibrous root systems. 
8. Customers can look at the plant material close 
up without getting dirty or muddy. 

9 . Less chance of injury for employees, because 
as mulch decomposes, it can get very slick. 
1 0 . Excellent water drainage around plants on 
dock area — no waterlogged areas. 
1 1 . Ball integrity of a plant is great due to fibrous 
root growth. 
1 2 . Can use the grit in landscape planting bed 
preparation to facilitate aeration and drainage. 
1 3 . Roots will survive and thrive on top of gravel 
due to its cool, moist temperature. 
1 4 . Firms that reuse water will find this method 
hastens water movement and reduces the amount 
of mud and mess coming off the dock areas. 
1 5 . It's an affordable material because it can be 
reused and it can facilitate landscape operations in 
a variety of ways. 

Workers prepare to 
move a tree that has 
developed a dense, 
fibrous root system 
while growing in 
granite-based grit. 

herbicides are ap-
plied with spreaders. 

The grit discour-
ages weed seed 
growth, unlike 
mulch. As summer 
moves into autumn, 
the grit enables fall-
ing leaves to blow 
away, avoiding the 
need for raking. 

Since the grit has excel-
lent drainage, rivulets of 
muddy water will not form 
or mess up the pathways. 
This also gives better t rac-
tion for trucks and other ve-
hicles moving around the 
nursery. Wade reported that 
customers visiting the nurs-
ery appreciate the clean, 
mud-f ree areas. In winter, 
the gravel can be disturbed 
easily, unlike mulch, which 
can freeze into place. The 
grit bandies well and is easy 
to shovel, be reported. 

Since the gravel has no 
tannic acid, it will not stain. 
Mud eventually wins out, 
though. "Wb en the gravel 
picks up some mud, we dig it 
up and transfer it to our 
landscape sites, where we use 
it as a soil medium. We then 
replace it with new gravel," 
be noted. Typically, the 
planting bed mix is 1 5 to 
2 5 percent grit with soil. 

DIFFICULT LOCUST. "Of all 
the plants we've heeled in 
wi tb this grit, only locusts 
do not like it. Of course, 
they also do not like being 
heeled in with mulch either," 
Wade added. D 
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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-

spectrum fungicide 

even compares. 

This revolutionary 

product is not only the 

first transparent fun-

gicide, an advantage 

when tank mixing, 

but its formulation is 

also low in odor. And 

whether you use it 

as a preventative or 

combine it with a con-

TTvs should shed some light on the subject 
Our active ingredient is less than 

0.1 micron in size while wettable powder 
systemics are about 25 microns in size. 

tact for a longer and 

broader disease 

control, no fungicide 

works better. 

Banner MAXX con-

trols 18 turf diseases, 

including dollar spot 

and take-all patch. And 

it is equally effective 

against ornamental 

diseases, too, like an-

thracnose in dogwoods 

and powdery mildew 

in crape myrtles. 

For more details, 

call 1-800-395-TURE 

©1996 Ciba-Geigy Corporation, Turf and Ornamental Products, Box 18300, Greensboro, NC 27419. Banner* MAXX* is a registered trademark of Ciba-Geigy Corporation. 

Always read and follow label directions. 

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 

USE READER SERVICE #123 
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The BC 1 8 0 0 f rom 
Vermeer is a d rum- style 
brush chipper equipped to 

handle material up to 18 
inches in diameter. The 
6 9 - i n c h feed table keeps 
operators safely away f rom 
the feed roller system and 
standard curhside controls 
and live hydraulics allow 
the operator to reverse the 
feed rollers even i f the 
cutting disc stops. Avail-
able engines include an 
8 1 - h p or 1 0 2 - h p Perkins 

4 . 2 3 6 diesel and a 1 1 6 - h p 
4 B 1 A 3 . 9 Cummins, and 
the chipper's extendible 
tongue lengthens at 1 2 -
and 2 4 - i n c h increments. 

Circle 125 on reader service card 

M a r u y a m a ' s M S 0 4 6 backpack 

sprayer spreads a fine mist 
in a broad fan pattern f rom 
the standard nozzle for 
shrubs and other low plants. 
A 19 .8 -cc Maruyama 
A E 2 0 0 engine 
powers the 
centrifugal 
pump. The 6 . 6 -
gallon tank is 

spray head is available for 
herbicide applications. 
Circle 126 on reader service card 

American Cyanamid's Pendu-
lum* 3 . 3 EC turf herbicide 
received approval for use in 
California, making the 
emulsifiable concentrate 
form of this herbicide now 
available in all 5 0 states. 
Pendulum 3 . 3 E C offers 
applicators product 

versatility and eliminates 
concerns of spray drif t 
because it is safe on 
numerous warm- and cool-
season grasses, trees, 
shrubs, ground covers and 
perennials. 
Circle 127 on reader service card 

The Touch Probe is an 
easy-to-use data collection 
tool that works in the 

(continued on page 100) 

made of high 
density poly-
ethylene and 
has a double 
filter h as ket. 
An optional 

BradCO S Model 6 1 7 heavy-duty skid steer trencher is a hydrauli-
callv driven at tachment available with a variety of booms and 
chain widths to dig up to 4 feet deep and up to 12 inches wide. 
The trencher's double standard 2 - inch pitch antihac k-flex ch ain 
can he set with various tooth patterns for di lferent digging condi-
tions. l he unit can also he side shifted 1 7 inches to the right f or 
working closer to obstructions, walls or curbing. 
Circle 128 on reader service card 

USE READER SERVICE #114 
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• NEW DRIVE LINE DECKS FOR SUPER RELIABILITY! 
• EASY HANDLING 
• FASTER GROUND SPEEDS 
• FLOATING DECK 

• ZERO TURNING RADIUS 
• HYDROSTATIC DRIVE 
• 20 HP LIQUID-COOLED ENGINE 

ENCORE 
MANUFACTURING CO., INC. 

P.O. Box 888 • Beatrice, NE 68310 

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 
fast and turns on a dime! And 
with the new drive line 
option, you'll get more 
hours in the field with 
less downtime. 

Loan & Lease Plans 
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(continuedfrom page Q8) 

harshest env i ronment s fo r 
t racking employees and 
productivi ty. T h e ent i re 
system f r o m Agricultural Data 
SyStOfnS also includes a 
downloader s tat ion, a serial 
por t cahle, memory bu t tons 
an J the communica t ions 
software (for D O S or 
Macintosh) . T h e bu t tons 
are read only or read/write 
electronic memory chips in 
small, water resistant , 
stainless steel canisters 
with unique ident i f ica t ion 
numbers for i n fo rma t ion 
storage to he worn by 
employees. 
Circle 129 on reader service card 

T h e Hydroject* 4 0 0 0 pul l -
behind water inject ion 
cul t ivat ion a t t achmen t 

f r o m Toro Company draws 

water f r o m a 2 0 0 - g a l l on 
tank moun ted in the bed of 
a util i ty vehicle. Th i s 
unique aerator of fers up to 
5 0 minutes ot con t inous 
use and allows operators to 
ride in the util ity vehicle 
for more comfor t and 
efficiency, with speeds up to 
2 0 mph. Nozzle spaces are 
adjustable. T h e injectors 
can he raised for ground 
clearance and t ranspor t . 

T h e water 
in ject ion system 
can he used for 
cul t ivat ion and 
for injecting 
liquid wetting 
agents and 
Toro 's B ioPro 
soil cond i t ion -
ers in to the soil. 
Circle 130 on reader 
service card 

T h e Solvita Compos t Matur i ty 
Test from Woods End Research 
Laboratory lets compost producers 
make on-s i te process decisions 
and improvements and assess 
f in ished product stability. A gel-
coated indicator paddle is inserted 
in to a jar of sample compost and 
indicates compost matur i ty by 
turn ing to one of eight colors in 
four hours . 
Circle 131 on reader service card 

Douglas Dynamics' D y n a - H o i s t 

1 5 0 0 l if t system is 
specifically 
designed to f i t 
3 / 4 - and 1 - t o n 
pickup t rucks and 
w i l l h i t u p t o 

1 , 5 0 0 pounds to 
the bed of the 
t ruck with a 
hydraulically 

operated boom and an 
electric winch. The Model 
7 5 0 , fo r 1 /2 - t o n trucks, 
has a 7 5 0 - p o u n d l if t ing 
capacity. Available opt ions 
include a cargo p la t form, 
pallet forks and a steel 
dump box for l i f t ing and 
t ranspor t ing various 
materials . 
Circle 132 on reader service card 

THE COMPLETE BILLING SOFTWARE! 
• Quick professkmaliihvoicing. 

• Track 

• Easy & reliable. 

• Geiglllljpger & inventory«?! 

• Chemical tracking for D.EXL I 

• Contracts :jp̂ ĵijiî  • 
.s^.y' x&x .<<•:•: .<•:<;. ^ xXv 

• ScKed^iipg, routing, & mailing lists. 

$695 .00 • MUCH MORE 
(Easy payment plan avaUtibie) 

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

1-800-572-8713 ü 
CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ 

Our Buildings Are A Cut Above 

.ester 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 
satisfaction! Call today LESTER BUILDING SYSTEMS 
for more information. 

• Equipment Storage 
• Offices • Retail • 

A Division of Butler Manufacturing 

1-800-826-4439 
USE READER SERVICE #106 
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driving smoothly over 
unpaved areas. 
Circle 134 on reader service card 

Tanaka S commercia l 
t r immer /brushcut te r , the 
T B C - 2 5 1 0 , weighs just 
1 1 . 6 pounds and has a 
2 4 - c c engine to produce 
1 . 3 - b p . A heavy duty an t i -
vibrat ion 
system is 
located at the 
engine/shaf t 
m o u n t to 
provide smooth 
cut t ing power. 
A stress 
relieved, 
chromed plated 
cylinder, a 
forged steel 
connect ing rod 
and large ball 

bearing supported c rank-
shaf t provide durabili ty. 
Circle 135 on reader service card 

T h e Scavenger is an all 
ter ra in li t ter vacuum with a 
5 - h p Briggs & S t ra t ton or 
H o n d a engine turn ing on 
an all steel impeller. F r o m 
Parker Sweeper, the vacuum 

T h e Surge Lightning Advance 
Protec t ion is Flowtronex PSI's 
l ightning surge arrester fo r pump 
stat ions. S L A P provides pr imary 
and secondary protec t ion by 
dissipating power up to 3 , 7 2 0 
joules or 8 2 . 5 mil l ion volt amps. 
S L A P is available by itself or as 
part of any Flowtronex P S I pump 
stat ion. 
Circle 136 on reader service card 

SMITH PROFESSIONAL 
BACKPACK SPRAYER 

DURABLE, RELIABLE, COMFORTABLE 

Pump handle easily mounts on either 
side for right or left handed operation 

Adjustable shoulder straps 
are padded for extra comfort 

Molded lumbar support distributes 
weight, absorbs shock and 
increases ventilation 

In-line poly filter protects shut 
off and nozzle from clogging 

All Vitorf§> seals and gaskets 
are chemical resistant 

Approved and Recommended for 
the application of 
Kills Weeds & 
Grasses...Roots & All! 

Ideal for a variety of large applications 
Agriculture, Grounds Maintenance, Janitorial, 

Commercial Cleaning, Horticulture,Pest Control, 
Woodlands/Orchards and Lawns/Gardens 

Dual paddle agitator keeps contents 
mixed as operator uses pump handle 

4 gallon rugged translucent polyethylene 
tank for large applications 

Now Avai lable 
Nat ionwide at Sam's C lub 

Quick pressurizing piston 
pump achieves operating 

pressure up to 160 psi 

• T h e 
Fountainhead 
Group, Inc. 

Adjustable nozzle - solid 
stream to fine mist 

80° flat fan nozzle 
provides a wide 

spray pattern 

D.B. Smith & Co. Inc. (Affiliate) 
23 Garden Street • New York Mills, NY 13417 
Telephone: (315) 736-0037 • (800) 311-9903 
Fax: (315) 768-4220 
Roundup is a registered trademark of Monsanto Company 
Viton is a registered trademark of E.I. duPont de Nemours & Co. 

John Deere added a 
3 -cy l inder , 1 8 - h p , 
l iquid-cooled 
Y a n m a r diesel 
engine for in -
creased power and 
towing capacity to 
its G a t o r l ine of 
haulers. T h e 6 x 4 
diesel has an increased 
payload and a towing 
capacity of 1 , 4 0 0 pounds 
with more b igb-end torque 
and increased engine life, 
without sacrificing the low 
ground pressure and low 
center of gravity which 
keep the Ga to r s f r o m 
leaving turf marks . T h e 4 -
wbeel drive and di f ferent ia l 
lock move t hem at speeds 
to 1 5 . 5 m p b without 
clutching or shif t ing. 
Circle 133 on reader service card 

T h e new Easy Hi tch 
Mount ing System f r o m 
Teledyne Specialty Equipment 
attaches the company's l ine 
of Piggy Back* material 
handlers to a variety of 
t ruck trailers to reduce 
damaging bouncing and 
impact f r o m t ranspor t . T h e 
Piggy Back line includes 
the D 5 0 0 0 , a heavy load 
t ranspor ter tha t provides 
extra t rac t ion through the 
T r a c - L o c system for 
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has a 30 - inch sweeping 
path and a 9-cubic-foot 
collection hag. The Scaven-
ger is available in manual 
or self-propelled models 
with a debris deflector for 
operator sa fety. 

Circle 137 on reader service card 

Ford Power Products Division 
introduced the 3 . 0 L V 6 
engine to fill the horse-
power gap between its 
Cleveland and Lima 
Ranger models for equip-
ment such as generator 
sets, brush chippers, 
irrigation pumps and 
compressors. The engine 
was adjusted to produce 
1 5 0 foot -pounds of torque 
at 2 , 0 0 0 rpm, running on 
gasoline fuel. 
Circle 138 on reader service card 

Submersible aerators from 
Aquascape, a Toro partner, 
rejuvenate pond water 
problems caused by growing 

organic debris and algae. 
The submersible aspirating 
aerators can he installed 
with AquaScape's Duck 

HyJ ro commer-
cial walk-behind 
mowers from F.D. 
Kees provide 
responsive f in-
gertip control 
without slippage 
on inclines or in 
wet conditions. The Quick-Lif t cutting height 
adjustment eases going over curbs and loading into 
trailers, and the HydroTrac tracking adjustment aids 
straight tracking on slopes and other conditions. 
Units are available with 3 6 - , 4 8 - , 5 2 - and 6 1 - inch 
deck sizes, and offer four Kohler engine options 
ranging from 1 6 - to 20 -hp . 
Circle 133 on reader service card 

Decoy air inlets to hide the 
air inlet tubes from passing 
public traffic. The aerators 
assist the natural decomposi-
tion of debris and reduce 
se ttling in a pond or lake, 
reducing the need to dredge 
the bottom. 

Circle 140 on reader service card 

CH&E Manufacturing reengin-

eered the transmission 
system for its engine-
driven, 2 - and 3- inch dia-
phragm dewatering pumps. 
The models are said to last 
longer and cut down on 
maintenance costs because 
the new transmission elim-
inates the need for reduc-
tion gearing and accepts 
standard keyed shaft engines. 
Circle 141 on reader service card 

(continued on page 104) 

Now with Payroll, General Ledger, 
Equipment Maintenance, Plant Lists! 

j Accounts Receivable 
j Accounts Payable 
j Payroll 
_l General Ledger 
j Inventory 
j Equipment Maintenance 
j Weather Tracking 
j Complete Plant List 
j Unlimited Customers 
j Instructional Video Tapes 
j Toll Free Support Available 

I Full 30 Day M o n e y 
Back G u a r e n t e e ! 

Landscapes20001 
1-800-262-9498 \ 

USE READER SERVICE #101 

Green Garde 
JD9® High-Pressure 
Spray Gun 

Field-proven 
reliable and effective — 
"the professional's choice" 

The JD9 heavy-duty 
spray gun can help 
make your operation 
more effective and 
profitable. 
• Adjustable — Quickly and easily adjusts from fine 

mist to long distance pencil stream. 

• Reliable — Ruggedly-built and precision machined. 

• Easy, Comfortable to Use — Designed with operator in mind! 
Trigger lock, drip-free shut-off. 

• Versatile — Choice of 11 tips and nozzles. Optional rootfeeder 
attachments; tip adapter that lets you use Spraying Systems Co. 
and Hudson extensions, nozzles. 

Green Garde1 Division 
H.D. Hudson Manufacturing Company 

500 N. Michigan Avenue • Chicago, IL 60611 -3748 » £ e e n 
Phone: 1 -800-745-2392 • Fax: 1 -312-644-7989 Q a T u e 

USE READER SERVICE #114 
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When you 're ready to streamline your operation - remember 

OniGrasshqjfj^r... 
. One Operator... 
. Your Mo J t Productive Crew. 

• Durable robotic-welded steel 
construction and specially 
designed components such as 
the exclusive Gemini direct drive 
system give you more "up time." 

• Easy day-to-day serviceability 
and built-in durability 
mean reliability 
season after season. 

• 

11IU1 I lie dl I: 

Eliminate the equipment needed for most secondary trimming. Zero-radius maneuverability, outfront 
reachability and timesaving trimability combine to allow you to mow square corners, trim flush along walls 
and fences and reach out and under objects. Smooth continuous direction control means no wasted motion. 

Bag, discharge or mulch with the same deck using the 
Combo Mulching™ Deck* to achieve superior results in varying 
conditions without changing decks. Quik-D-Thtch Vac® Collection 
Systems, full deck flotation options are available. W A v 

Change to all-season attachments in minutes without tools 
with the Quik-D-Thtch® Mounting System*. Aerator, bed shaper, 
dethatchers, angle dozer blades, rotary brooms, V-snow plow 
and snowthrowers. 

Mow all day with little fatigue thanks to 
built-in comfort features including an 
Iso-mounted seat. 

• 

* patent pending 

Call today for the location of your local Grasshopper dealer. 
The Grasshopper Company • One Grasshopper Trail P.O. Box 637 • Moundridge, KS 67107 U.SA 

Phone: (316) 345-8621 • FAX: (316) 345-2301 
®1996. The Grasshopper Company 

USE READER SERVICE #123 
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1 Man 
(continued from page 102) 

Messenger 2 . 0 f rom Nortel 
is a unifying messaging 
system combining desktop 
integration of voice mail, 
fax and e-mail for easier 
office to job site communi -
cations. It is a local area 
network-based client/ 
server application working 
with Nortel 's Meridian 
Mail system with a graphi-
cal user interface for quick 
message identification on 
Windows and Macintosh 
operating systems. 
Circle 142 on reader service card 

A 22-page booklet, 
Trenchless Technology 
Innovation, details various 
features of the Ditch WitClT 
directional boring system 
and pneumatic piercing 

tools. The 
publication 
features four -
color photo-
graphs and 
highlights 1 0 
different tools 
or systems for 
underground 
construction. 
Circle 143 on reader service 

The C R T 6 1 is a 
heavy-duty tiller 
f r o m Husqvarna 
featuring counter-
rotating tines and 
a 5 . 5 - h p 
Tecumseh* En -
duro engine with 
overhead valves. 
The C R T 6 1 
offers a seven 
position depth 

The PrizeLawn Lil 'foot is a new spreader f rom P 8 B C o m p a n y with a 
.75-cubic - foo t capacity injection molded hopper holding up to 5 0 
pounds of material. The spreader rolls on 10- inch pneumatic tires 
and is supported by an all s tee l epoxy powder coated f rame and a 
positive lock on/off system prevents application accidents. 1 he 
hopper mounted rate control lets the operator lock in a spreading 
rate for operating efficiency. 
Circle 144 on reader service card 

Card stake for various types of 
work, adjustable t ine 

shields and power forward 
and reverse gears with 
sealed transmission for 
increased maneuverability. 

Circle 145 on reader service card 

Shindaiwa released its first 

backpack sprayer, the 
S P 4 1 5 . The sprayer tested 
maintenance-free through 
2 , 5 0 0 hours of operating 
at 3 6 strokes per minute 
while pumping 2 3 gallons 
per hour at 4 5 psi. The 

Franchise Opportunities 

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

For Free Details Phone 
1 - 8 0 0 - 7 8 3 - 0 9 8 1 

G M G R A L D ® 
Imm 

..featuring 

products 

USE READER SERVICE # 1 0 6 
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You can throw 
the rest away. 

Birchmeiei* 
Sprayers, 
Dusters and 
Accessories 
are renowned 
for their long 
life and 
dependability. 

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 # 1 0 5 



SEMI 
4-gal lon tank has an 
operating range of 1 5 to 
9 0 psi and offers padded 
shoulder straps and a 
contoured plastic tank for 
comfor t while wearing. 
Standard features also 
include four different 
nozzles, a reversible pump 
handle and a piston pump 
with built- in 
tank agitator. 
Circle 146 on reader 
service card 

produce more seeds. P - 1 0 5 
provides an aggressive, 
dense turf with moderately 
dark color for high activity 
areas requiring quick 
recovery f rom wear. 

Lofts also offers Rebel 
III, a turf- type tall fescue. 
Similar to Rebel II, the 
version distinguishes itself 

Lofts Seed has 
released a new 
Kentucky 
bluegrass, 
P r i n c e t o n - 1 0 5 , 
very similar to 
the company's 
P - 1 0 4 , but 
designed to 

The Y Z T K 2 0 is Yazoo's new twin-

stick zero-turning radius riding 
mower. T h e mower features 
hydrostatic transmission, a 4 8 -
inch mowing deck and a 2 0 - h p 
Kobler Command engine with 
overbea d valves. The Y Z T K 2 0 
also offers an electric blade clutch, 
cast- iron blade shaft bubs and five 
strategically placed antiscalp rollers. 
Circle 147 on reader service card 

by its dark green 
color and is designed 
to perform well 
throughout the 
transit ion areas of 
the Southeast. 
Circle 141 on reader 
service card 

A 3 8 - h p , 1 1 6 -
cubic-incb Peugeot 
X U D 9 diesel engine 
powers Melroe's 
Bobcat* 7 5 1 skid-steer 
loader to a 1 , 2 0 0 - p o u n d 
operating capacity. The 
7 5 1 offers a compact 
footprint for a mid-size 
loader and has a turning 
radius of less than six feet 
on rugged axles that offer 
removable bubs for service 
and automatically lu hri-
cated axle bearings. This 

model comes with a unique 
cooling system that brings 
cool, debris-free air in 
f rom above and through 
the radiator and oil cooler 
before mixing it with 
engine air and exhausting it 
out side vents. This design 
is said to help keep engine 
components clean. 
Circle 149 on reader service card 

Grcqlon Eco-500 Injection System 
• Easily installed on your existing lawn spray turck 
• Blanket apply fertilizer, spot spray pesticides on demand 
• Reduce your pesticide costs by more than 50% 
• Applicator friendly coaxial hose and dual frigger gun 
• Builf in pressure gauge and flow mefer ensures accuracy 
• One year complefe warranfy 

Rhett M. Clark, Inc. 
SPRAYING EQUIPMENT FOR THE GREEN INDUSTRY 

Ph: 800-706-9530 • 716-768-7035 • Fax: 716-768-4771 
PO Box 8 • LeRoy, NY 14482 

si/re-Zoc 
'I 

I TM1 

Aluminum Edging 
Factory Direct Savings 

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

W e also offer a complete line of: 
*Steel Edging 
•Aluminum Paver Restraints 

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

1-800-787-3562 
>-392-6015 A5482 - 144th Avenue Holland, Ml 49423 

USE READER SERVICE # 1 0 5 USE READER SERVICE # 1 0 6 
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Hariey ¡j&TTEment 
Quick-attach the 
Hariey Model 
S®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 Hariey 
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 
exS/TEment! 
The Hariey S®6 is 
the most versa-
tile attachment 
for today's skid 
steers. See your 
Hariey dealer 
today. Hariey ... 
It's outta site! 

" A -

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

The Hariey 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 
windrows® 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 
information, a 
demonstration, 
or a free video, 
contact: 

©1995, Glenmac Inc. 

Jamestown, N D 58402 
1-800-437-9779 

FAX 701-252-1978 
USE READER SERVICE # 1 1 6 

CytoGro is a 1 0 0 percent organic 
hormone hiostimulant from 
TerraBiotics that is saiJ to offer more 
root building power per dollar than 
any other hiostimulant. CytoGro is 
designed from a blend of cytoki-
nins, auxins and natural synergists 
to stimulate root growth, improve 
water leaf status and speed up the 
recovery of damaged turf, and is 
also said to improve salinity 
tolerance and increase fertilizer 
efficiency. 
Circle ISO on reader service card 

A new fabricated mower deck made of 
11-gauge welded steel with a larger 
discharge tunnel and opening is available 
for the 50- inch DiXOn ZTR® 5 5 0 2 
commercial riding mower. I he mower 
features Hydro Gear* transmissions, a 
2 0 - h p Kohler engine, zero-turning 

radius and a durable ho dy that tilts up 
for easy servicing. Deck widths range 
from 3 0 to 6 0 inches. 
Circle 151 on reader service card 

Perma loc ' s Permastrip is a rigid L-shaped 
aluminum landscape maintenance strip 
designed for straight runs bordering 
huildi ngs, fences and other problem 
areas. Available in 1 /8 - or 3 /16- inch 
thicknesses at 3 1/2-inches tall, it comes 
in 16- foo t sections that join with sliding 
connectors. Five 12- inch heavy duty 
aluminum stakes anchor the strip, which 
is available with a natural aluminum 
finish or a black painted finish. 
Circle 152 on reader service card 

(continueJ on page 108) 
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No Wait. No Worry. 

Photo courtesy of: Hartfeld International Golf Course 

R E W A R D ? T H E NO-WAIT, 

N O - W O R R Y HERBICIDE. 

Stop waiting around for Roundup 

and Finale to go to work on weeds. 

With R E W A R D herbicide, you see results 

on broadleaf and grass weeds in as little as 

one day after application. Providing quick, 

effective control on golf courses, around 

residential and commercial turf, in green-

houses, nurseries and right-of-ways — even 

in aquatic situations. Without worry about 

the surrounding non-target vegetation, fish 

and wildlife. Put the no-wait, no-worry 

herbicide to work for you. REWARD. 

Roundup F ina le R E W A R D 
1 Day After 1 Day After 1 Day After 
Treatment Treatment Treatment 

For more information, contact 

your Zeneca representative, or call 

1 - 8 0 0 - 7 5 9 - 2 5 0 0 . 

REWARD 
Aquatic and Noncrop Herbicide 

Z E N E C A Professional Products 

Always read and follow label directions carefully. 
REWARD* is a trademark of a Zeneca Group Company. 
Finale is a trademark of AgrEvo. 
Roundup is a trademark of Monsanto Agricultural Company. 
©1996. Zeneca Inc. A business unit of Zeneca Inc. 

USE READER SERVICE #123 
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(continuedfrom page 106) 

Saco Stamping £ Assembly offers 
the Saco Flex-Blade , which 
provides motor shaft 
protection for walk-behind 
mowers. The blade, available 
in 2 0 - , 2 1 - and 2 2 - i n c h 
lengths, has spring loaded 
joints allowing the ends to 
flex up and over rocks, tree 
roots, water lines and other 
bidden obstacles that can 

cause damage on blades 
or the mo to r shaf t . T h e 
joints also allow the 
blade ends to swing 
back so the mower does 
no t bog down in tall 
grass. 
Circle 153 on reader 
service card 

Versa-Lok' s tandard steps 
integrate easily in to Versa -

Loh 
re ta in -
ing 
walls by 
using 
the wall 
uni ts as 
risers 
and 
s t an -

dard cap uni ts as treads, in 
ei ther the base pedestal or 

E.F. Burlingham £ Sons h as three new seed varieties for the market , Renegade turf type tall 
fescue, Celebra t ion turf perennial ryegrass blend and Sou the rn Choice tall fescue. 
Renegrade of fers a shorter growth habi t t han other varieties, a moderately f ine leaf 
blade, a wide genetic base and a broad range of geographic adaptabil i ty. Celebra t ion is 
a blend of short-growing Wizard and Excel perennial ryegrasses to min imize clip-
pings in public areas. Sou the rn Choice is said to fea ture excellent drought and beat 
to lerance and germinate quickly to fill in lawns in sun or shade areas. 
Circle 154 on reader service card 

cut - in methods . Technical 
Bulletin 2 explains s tep-by-
step selection and several 
ins ta l la t ion 
opt ions. 
Circle 155 on reader service card 

A variety of i n fo rma t ion 
about Homelite's complete 
line of Green Machine 
professional grounds care 
equipment is available in a 
new pocket brochure . T h e 
four -co lor , 16 -page 
booklet includes product 
specifications, warranty 
i n fo rma t ion and product 
highlights. 
Circle 156 on reader service card 

Comple te Turf & L a n d -
scape 1 4 - 3 - 6 f r o m 
Harmony features an agro-
nomical ly balanced 

LOOK WHO JUST 
^ V B N INTO 

TOWN! 
Speed, efficiency and productivity are the 
keys to profits. And these are the keys to a 
new piece of equipment from Rexius Forest 
By-Products of Eugene, Oregon. 

• Blows mulch with a range of up to 350ft. and 
at a flow rate of up to 55 cubic yards per hour. 

• One man operates the system by remote 
control for "on demand" adjustments in 
flow rate. 

• Features an automatic feed system & dust 
suppression system (patents pending) 

• The perfect system for all government and 
private enterprise operations performing 
landscaping and erosion control projects. 

Call For More Information 
(541) 342-1835 (800) 285-7227 

USE READER SERVICE #107 
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M-300 

Adds mobility 

. . .goes on easy 

. . .comes o f f easy 

Fits f u l l / m i d s i z e pick up trucks. 
Can be instal led by one person. 

CALL OR FAX METKO INC. 

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

USE READER SERVICE #108 
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IM FORMATION 

Company 
Address 
City 
Phone # 

.State -Z ip 

1 . Do y o u w ish to receive (cont inue to receive) 
Lawn & Landscape magaz ine? 
DYES DNO 
Signature (required) Date _ 

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

Siaintenance & installation) 
Chemical Lawn Care Company (excluding 

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

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

DKTRBOTOR/MANUFACTIJRBI 
• Dealer • Formulator 
• Distributor • Manufacturer 

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

3 . What were your approximate 1995 
revenues? 
• 0-$50,000 
• $50,001 -$100,00 
• $100,001 -$250,000 
• $250,001 -$500,000 
• $500,001 - $1 million 
• + $1 million 

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

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

1 21 41 61 81 101 121 141 161 181 
2 2 2 4 2 6 2 8 2 102 122 142 162 182 
3 2 3 4 3 6 3 8 3 1 0 3 1 2 3 143 163 1 8 3 
4 2 4 4 4 6 4 8 4 104 124 144 164 184 
5 2 5 4 5 6 5 8 5 1 0 5 1 2 5 1 4 5 1 6 5 1 8 5 
6 2 6 4 6 6 6 8 6 106 126 146 166 186 
7 2 7 4 7 6 7 8 7 1 0 7 127 1 4 7 1 6 7 1 8 7 
8 2 8 4 8 6 8 8 8 108 128 148 168 188 
9 2 9 4 9 6 9 8 9 109 129 149 169 189 

10 3 0 5 0 7 0 9 0 110 130 150 170 190 
11 31 51 71 91 111 131 151 171 191 
12 3 2 5 2 7 2 9 2 112 132 152 172 192 
13 3 3 5 3 7 3 9 3 1 1 3 1 3 3 1 5 3 1 7 3 1 9 3 
14 3 4 5 4 7 4 9 4 114 134 154 174 194 
15 3 5 5 5 7 5 9 5 1 1 5 135 1 5 5 1 7 5 1 9 5 
16 3 6 5 6 7 6 9 6 116 136 156 176 196 
17 3 7 5 7 7 7 9 7 1 1 7 137 1 5 7 1 7 7 1 9 7 
18 3 8 5 8 7 8 9 8 118 138 158 178 198 
19 3 9 5 9 7 9 9 9 119 139 1 5 9 1 7 9 199 
2 0 4 0 6 0 8 0 100 120 140 160 180 2 0 0 

6. Circle what percent of your business is: 
Lawn Care 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Maint. Serv. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Irrigation Serv. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Pest Control 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Installation 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Trees & Ommtls. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 

7. How much did your company 
spend in 1995? 
Turf Chemicals $ 
Ornamental Chemicals $ 
Equipment $ 

8. How many does your business 
operate? 

Walk Behind Mowers 
Riding Mowers 
Trimmers 
Chain Saws 
Blowers 

C^ P l e a s e N 

p r o v i d e a l l i n f o r m a t i o n for j 
^ i r r o c e s s i n g . ^ ^ ^ ' 

LawnâfLandscape 
R E A D E R 
S E R V I C E C A R D 
3/96 

PRODUCT INFORMATION 
For more information on advertised and featured products and services, circle the 
appropriate number on the card above, complete the required information and mail. 

The leading 
management magazine 
servicing the 
professional landscape 
contracting marketplace. 

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

Date 

• Bill Me 
• 2 Years $42.00 

Name 

Title _ 

Phone _ 

Company . 

Address _ 

City _State _ - Z i p . 

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

I. CONTRACTOR or SERVICES: 
• 1. Landscape Contractor 

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

(excluding mowing maintenance 
service) 

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

(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

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

III. DISTRIBUTOR/ 
MANUFACTURER: 

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

IV. OTHERS ALLIED TO THE 
FIELD: 

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

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

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

Officer 
• Manager, Director, Supt, Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Techincian 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 
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• M i l i l l l i M 
formulat ion of all primary, secondary 
and micronutrients in an organic base 
granule with seaweed extracts and humi 
acid. The product is labeled for all turf 
and ornamental applications. 
Circle 157 on reader service card 

Terra'S Riverside* Simazine 9 0 D F 
postemergent herbicide is E P A -
certified for tank mix with various 
other herbicides for weed control 
in southern varieties of 
turfgrasses. Simazine addresses 
problems with many annual 
grasses and hroadleaf weeds such 
as hurclover, chickweed, dande-
lion, crimson clover, speedwell 
and yarrow, among others. 
Circle 158 on reader service card 

Blended of organic substances, S k i n COflt 
N o r t h A m e r i c a ' s Protective Skin Barrier 
protects against a variety of chemicals, 
dry compounds acids and petroleum 
products. A 1 7-ounce aerosol can 
delivers approximately 2 5 0 applications. 
Circle 159 on reader service card 

Typar PatioPro* is a new underlay fabric 
to combat heaving or settling in brick or 
stone walkways and patios. From R66fT1fly, 
the spinhonded polypropylene fabric also 
minimizes the amount of stone and sand 
required for such projects. It resists acids, 
alkalis and microorganisms while its 
porous construction allows water to flow 
through to soil and avoid puddling. 
Circle 160 on reader service card 

KubOta introd uces the R - 2 0 line of 
articulated wheel loaders for increased 
power and quieter operation. The R 4 2 0 
and R 5 2 0 offer 4 3 and 4 9 - h p , respec-
tively, with Kuhota's diesel engine. Both 
models feature load sensing transmission 
which automatically changes f rom high 
speed-low torque to low speed-high 
torque as the load increases. The E -
T V C S diesel engines are designed to 
meet cleaner emissions standards and 
reduce operating noise levels. 
Circle 161 on reader service card 

r n a 
reater 
rofit 

rJM 
NEW FOR WINDOWS1 

RainCAD Irrigation and Landscape 
Design Software. Prices start at $375. 

Enhance your business opportunities with 
RainCAD irrigation and design software. 
• Win more bids by presenting a highly 

professional plan in no time 
• Earn more per job because of the quality 

appearance of your design printout 

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

• Make designing easy with free RainCAD 
tutorial 

Call 1-800-348-3243 Now 
for 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. 

VISA 

RAIN^BIRD 
PREFERRED BY PROFESSIONALS WORLDWIDE® 

970 West Sierra Madre Avenue • Azusa, CA 91702 

USE READER SERVICE #114 
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Grotech's Dumper trailer 
carries up to 6 , 0 0 0 pounds 
in its 4 - f o o t by 8 - f o o t 
heavy duty welded steel 
bed. The Dumper features 
a 3-s tage telescopic 
cylinder, self-contained 
12-vol t hydraulics, stake 
pockets, a 2-way tailgate 
with chains and an en-
closed pump unit and 
battery box. Flotat ion tires 
allow for safe use on turf or 
traveling to of f - road sites. 
Circle 162 on reader service card 

I he Mulcherizer is the 
new mulching deck for 
Jacobsen's Tu r f ca t ' out-

rront rotary mowers. It cuts 
and recuts clippings and 
forces them hack down into 
the turf on a single pass, 
wi thout windrowing. A 

dual action flap evenlv 
distributes clippings 
through the turf. The deck 
fits all hvd raulicallv driven 
I urfcat models and is 

available in 6 0 - and 7 2 -
inch cutting models. 
Circle 164 on reader service card 

The Excel Hustler Range 
Wing mower cuts a 1 2 -
foot swath with zero-
degree turning maneuver-

ability. I he heavy duty dual-
trim deck is belt driven by a 
P T O shaft with offset trim 
capability on either side of 
the tractor. Direct drive gear 

motors are powered on the 
wing decks by a hydraulic 
gear pump mounted on top 
of the outer deck spindles. 
All decks feature rear 
discharge and high-l if t 
blades, and each deck can 
he raised for single or 
double wing operation. Tbe 
new decks fit the Hustler 
4 3 0 0 , 4 4 2 0 , 4 5 0 0 and 
4 6 0 0 models. ID 
Circle 165 on reader service card 

Snapper's Pro Gear™ mid-size, walk-behind mower offers seven different model 
versions with varying features. Engines range f rom a base 9 - h p O H V Kawasaki to a 
14 -hp O H V Kawasaki in the more powerful 4 8 - i n c h deck mo dels. All four of the 
larger models offer nonfloat ing or full floating decks made of 7-gauge steel with 
three 1 6 1/2- inch, alloy steel cutting blades. O the r options include automatic pistol 
grip controls or comfor t loop steering, while 16- inch , 4-ply drive tires are standard 
on the four models. 
Circle 163 on reader service card 

Your equipment should work as hard 
as you do. And Green Machine does. 

Under any condition, day after day, 
Green Machine by John Deere 
delivers reliable, tough performance. 
Whether it's string trimmers, brush-
cutters, blowers, chain saws, hedge 

tr immers, 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 



VERSATILITY 
El 
L A N D S C A P E profession-
als are often called on to 
control a variety of pests, 
including flies, carpenter 
ants, cockroaches, wasps, 
silverfish, mole crickets, ticks 
and many others. A dif fer-
ent insecticide might he nec-
essary to control each pest 
effectively. \ he t reatment 
area must also he taken into 
consideration, as an insecti-
cide used to treat turf may 
he harmful to ornamentals. 

As a result, many con-
tractors f ind themselves 
burdened with the hassle and 

expense of using 
a range of pesti-
cide products to 
treat turf, fl ow-
ers, shrubs and 
trees. Of t en , 
these insecti-
cides require re-
peat t reatments 
to control their 
customers' pest 
problems. 

Bob Hiles, 
turf and orna-
mental protection manager 
for the Lngledow Group in 
Indianapolis, Ind., used 
expensive products that 
required repeat applications 
and inhibited bis company's 
integrated pest management 
approach. 

Engledow was established 
in 1 9 3 2 and is the largest 

horticultural services busi-
ness in the Indianapolis 
area. The four divisions 
provide landscape design, 
installation and mainte-
nance, interior landscape 
installation and mainte-
nance, event services and 
retail cut-flower products. 
Approximately 1 8 0 em-

Bob Hiles of the 
Engledow Group 
selected one 
general purpose 
insecticide to 
treat pests in 
trees, turf and 
ornamental 
areas. 

ployees work full time, with 
up to 2 2 5 working during 
peak season. 

Most of Engledow's 2 0 0 
exterior division clients are 
within a 6 0 - m i l e radius of 
the city. Its customers' big-
gest insect problems are 
apbids and Japanese beet-
les. These pests infest 

recognized names in lawn care. Add to that a 
dynamic dealer * network and parts delivery 
system, plus ^ 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 

USE READER 

Green Machine I 
by John Deere 

© Hornel ite inc. /A Subsidiary of Deere & Company 

SERVICE # 1 1 0 

work harder, choose Green Machine. To find 
out more, call Homelite, a John Deere company, 
at 1 - 8 0 0 - 7 7 6 - 3 0 0 2 . 



ornamenta l trees, shrubs 
and flowers. 

In 1 9 9 3 , Hiles used 
T e m p o insecticide, a p rod-
uct of Bayer Corp. , for the 
f i rs t t ime. "I try to stay on 
top of new products tha t 
become available and T e m -
po was r ecommended to us. 
W e exper imented with it 
f i rs t on flowers for aphid 
control, got good results and 
kept right on using it." 

A f t e r an addit ional 
registrat ion fo r commercia l 
use on turf in 1 9 9 5 , 
Engledow has expanded its 
use of the product to t reat 
some of the area's large 
corporate headquarters . 

Hiles claims be receives 
excellent cont ro l with low 
rates, no odor and long 
residual. "Our applicators 

love to spray it because of 
the low rates and no odor . 
They also like the liquid 
fo rmula t ion for ease of 
mixing. Its • • • • 
residual c o n -
trol means 
fewer applica-
t ions for US 

and very con-
sistent c o n -
trol . W e 
main ta in lots 
of annual 
flowers, which 
are very sen-
sitive to pby- • • • • 
totoxici ty and T e m p o 
works well, without h a r m -
ing them. More impor tan t , 
the cus tomers like the 
results —which are nice 
looking, heal thy plants." 

H e also likes the broad 

'We're a lot more prescrip-
tion oriented ...We do a lot 
less broadcast spraying of 
insecticides and only treat 
areas that have problems, 
when they have problems.' 

label and finds Tempo effec-
tive on mealy bugs, as well 
as apbids and Japanese beet-
les. In 1 9 9 5 , it became 
• . • • Engledow's 

number one 
general purpose 
insecticide. 

O n a given 
day, Engle-
dow's applica-
tors may be 
dealing with 
three or four 
d i f fe ren t pests. 
They mix 

• • • • T e m p o in the 
t ank of their t ruck at the 
beginning of the day. if 
they're t reat ing for apbids 
and a client has a mealy bug 
problem down the street, the 
applicators can handle both 
problems without remixing 

and reloading equipment . 
Its low rates, low odor 

and broad label makes this 
product f i t well in to 
Engledow's integrated pest 
managemen t program. T h e 
applicators do no t have to 
carry as much insecticide in 
their vehicles and are able 
to use it in band -he ld 
equipment , allowing fo r 
more precise t rea tments . 

Hiles explained: "We're a 
lot more prescript ion 
or iented in our insect 
managemen t philosophy — 
which is bet ter for the 
industry and the env i ron-
ment . W e do less broadcast 
spraying of insecticides and 
treat only areas tha t have 
problems, when they have 
problems. T e m p o fi ts right 
in to our philosophy." [Q 

( LET YOUR MOWERS 
DO ALL THE WORK! 

Introducing the "BARREL CADDY"™ 
Designed by a commercial landscaper. Assures proven savings & productivity. 

G U A R A N T E E D - O R M O N E Y BACK 
Time is money - The " B A R R E L CADDY" saves the average 
landscaper approximately 1 hr/day. No more physically transporting grass 
catchers and heavy dumping barrels to and from the truck. Mount the 
" B A R R E L CADDY" to any commercial walk behind mower and let 
it transport excess grass clippings. 

• HEAVY DUTY STEEL CAGE CONSTRUCTION 
• HEAVY DUTY PLASTIC RECEPTACLE BIN 
• FIT KITS AVAILABLE FOR EVERY WALK BEHIND 
• EASY RUBBER LATCH REMOVAL 

BUY DIRECT $ 1 7 9 . 9 5 
Shipping included - Limited time only. 

V 1-800-327-5044 

• G R E E N G A R D E • H A N N A Y • S Y N F L E X • 

N E E D A S P R A Y E R ? 
We've Got It! 

Over 100 mode l s to c h o o s e from. 
Each built to meet your specif ic needs. 

• Single or dual tanks 
• 50-1000 gallonage 
• Mechanical or jet agitation 
• Diaphragm, piston or centrifugal pump 
• Electric or manual hose reel 
• Green Garde, Kuritec or Synflex hose 
• Hypro JD9CT or Chemlawn gun 

Inquire or Order - 800-362-3110 
Fax Orders - 800-843-3281 
Phone - 913-843-1633 
Fax - 913-843-4486 

USE READER SERVICE #111 

| W E S T H E F F E R C O M P A N Y , INC. 
P.O. Box 363 • Lawrence, Kansas 66044 

• F L O J E T • K U R I Y A M A • H Y P R O • H O N D A • 

USE READER SERVICE #114 
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. 6 , 7 Agr< 

American Cyanamid 3 2 , 3 3 , * 7 9 
American Honda 6 7 
American Iauzu 2 9 
Ameriquip 69 
Arbor Syatem* 2 7 
Badger 5 5 
Bayer 5 0 5 1 
Befco 3 1 
C&S Turf 7 2 , 9 3 
Carlson 6 6 
C B S 1 0 0 
Ci ta 2 1 , * 8 2 , * 8 3 , 9 7 
RhettM. Clark Ine 1 0 5 
Classen Mfg 7 0 
Compuscapes 3 4 
Corona Clipper 3 5 
CoRoN 1 6 
Creative Curk 3 4 
Custom Landscaping 1 1 4 
Danville Industries 1 1 5 
Deere & Co 4 2 , 4 3 
Design Imaging 3 0 
Dial Call ' 8 1 
Dixie Chopper 9 
Dodge Truck 1 1 9 
DowBlanco 4 5 , 4 7 , 4 9 
Easy Lawn 6 3 
Echo 1 9 
Emerald Green 1 0 4 
Encore .. 9 8 
Ferris Industries 1 5 
Finn .. 
FMC 
Gandy 
GIE . 

. 7 4 

. 8 9 

. 14 

Glen-Hi l ton . 6 7 
Glenmac 1 0 6 

. 60,61 
66 

... 1 0 3 

G M C 
Goosen .. 
Grasshopper 
Grazer, division of Ingersoll 9 2 
Grotech 7 2 
Homelite 1 1 2 , 1 1 3 
H.D. Hudson 1 0 2 
Hunter 7 7 
Husqvarna 7 3 
ICD 5 8 
Inclinator 2 0 
ITB Company 1 0 4 
F.D. Kees Mgf. Co 2 
Kuhota 7 1 
Landscape 2 0 0 0 1 0 2 
Lester Bldg 1 0 0 
Lineward 8 6 
Longhorn 3 0 
JJ Mauget 9 9 
Metko 1 0 8 

10 Metromail 
National Lime & Stone .... '78 
Oldh am Chemicals 6 2 
Olson Irrigation 6 2 
Pave Tech 9 3 , 9 5 
Prolawn 1 8 
Pro Tree 9 5 
Rainhird I l l 
Ransomes 3 7 
Reif Industries .. 9 1 
Rexius Express 1 0 8 
Riverdale 8 8 
Rohm & Hass 6 4 , 6 5 
Sandoz 2 2 , 2 3 
Scag ... 1 2 0 
Sensible Software 5 
Shindaiwa 2 4 , 2 6 
Shrake Brand Tools 6 3 
DB Smith 1 0 1 
Snapper 4 1 
Spectrum Products 8 0 
Sprayer Parts Depot 8 7 
S P S Consulting 7 0 
Sure-Loc 1 0 5 
Tanaka 4 6 
The Scooper Co 8 6 
Thomas Equipment .. 1 7 
Toro Proline 7 5 
Tuflex 8 5 
Turfco 1 3 
U D S 8 6 
University of Georgia 1 1 5 
Visual Impact Imaging 4 6 
Walker 2 8 
Westheffer 11 4 
Woods Equipment 5 3 
Yazoo 4 4 
Zeneca 2 5 , 1 0 7 

* Denotes regional advertising 

new insecticides 

(continued from page 55) 

the label s since the rates vary and cer-
tain types of plants are sensitive to oil 
applications of any variety. 

Summer oils bave been very useful to 
manage some resistant insects and mites. 
The two-spotted spider mite is often 
resistant to all the standard miticides 
but it is very susceptable to horticultural 
oil applications. Use for aphid, scale 
and wbitefly infestations also appear to 
help conserve predator and parasite 
populations. These natural biological 
controls can often take over manage-
ment of the target pests i f tbey are not 
entirely destroyed by general cover sprays 
of broad-spectrum insecticides. 

Insecticidal/miticidal soaps act much 
the same as oils, with the added benefit 
of acting as spreaders for insecticides 
when used in combination mixes. 

The key to successful soap or oil 

usage is coverage. These materials only 
work when the target pest is contacted. 
Therefore, if mites or wbiteflies are on 
the undersides of leaves, the spray must 
be targeted to this area. 

Biological controls are improving in 
efficacy but tbey require more precise 
timing to target the most susceptible 
stages of an insect pest. DB 

The author is landscape entomologist at 
The Ohio State University, Columbus, 
Ohio. 

Editor 's note: Mention or absence of any 
product in this article is not meant to be an 
endorsement or criticism. Lawn & Land-
scape magazine wants to learn of new prod-
ucts as they are available. Please send an-
nouncements to: L&L, 4012 Bridge Ave., 
Cleveland, Ohio 44113. Read the label of 
any pest management product before using. 

NO-DRIFT CHEMICAL APPLICATOR 
Now apply chemicals on windy days! Sizes range 
from 30" to 72". Send for free packet with 
complete parts information and prices. Designed 
especially for application between rows in aisles. 

DANVILLE INDUSTRIES 
Box 8 • 124 W. Main • Harper, KS 67058 

g 1 (800) 662 -4212 • Fax (316) 8 9 6 - 7 1 9 2 

USE READER SERVICE # 6 8 

Professional Growth with 

"Principles of Turf grass Management" 
I 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. 

USE READER SERVICE # 1 1 4 

LAWN & LANDSCAPE • MARCH 1996 115 



r 

All classified advertising is 95C per word. For box 
numbers, add $ 1.50 plus six words. All classified ads 
must be received by tbe publisher before tbe first of 
tbe montb preceding publication and be accompa-
nied by casb or money order covering full payment. 
Submit ads to: L&L, 4 0 1 2 Bridge Ave.. Cleveland 
OH 4 4 1 1 3 . Fax: 2 1 6 / 9 6 1 - 0 3 6 4 . 

LAWN CARE PR06RAM 
NaturaLawn® of America 

Tkel eader in natural organic/biological lawn care is 
now expanding nationwide. Our franchise offers: 

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

To learn more, contact Randy Loeb, Franchise De-
velopment Manager at: 

8 0 0 / 9 8 9 - 5 4 4 4 . 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 
slow-release fertilizer products direct from manufac-
turer. Ken Franbe, P.O. Box 123, Plato, MN 55370; 
8 0 0 - 8 3 2 - 9 6 3 5 . 

BIDDING FOR PROFIT 
"BIDDING & CONTRACTS: YOUR KEY TO 
SUCCESS," a boob with over 16 years experience, 
not theory. Get factual information on a very accu-
rate and profitable bidding process. Bid sheets, con-
tracts and much more. Send $ 4 2 . 9 5 to: # 1 Profits' 
Unlimited, 3 9 3 0 - B Bardst own Road, Louisville, 
KY 4 0 2 1 8 . 8 0 0 / 8 4 5 - 0 4 9 9 . 

EXTRA INCOME POWER WASHING 
EARN $100/bour power washing and sealing wood 
decbs. Learn tbe most effective method, equipment 
setup and supplies. Complete training pacbage: 
Manual, video, advertising bit, and equipment cata-
log. For free information pacbet call 8 1 0 / 6 8 3 -
9 0 8 0 . 

S $ PROFIT BUILDING IDEAS $ S 
BIDDING - PRICING - SELLING - MAINTE-
NANCE CONTRACTS BOOK 100% guaran-
teed. Cut costs, boost sales, increase profits, save time 
bidding, price it right. Written bv industry expert. 
Order now, receive FREE BONUS BOOK'Mabing 
Money Off-Season." Both boobs only $ 4 9 . 5 0 to: 
Nilsson Publications, 3 74 Hart Street, Soutbington, 
CT 0 6 4 8 9 . 

LICENSING OPPORTUNITIES 
HIDE-A-HOSE™, the lawn and garden sprinbler 
systems you can install for 1/3 tbe cost of conven-
tional sprinbler systems, are offering licensing op-
portunities throughout tbe U.S. Our license in-
cludes: 

• Exclusive territory 
• Patented product 
• On-tbe -job training 
• Marbeting support 
• Complete start-up inventory 

Find out bow you can earn substantial incremental 
income by installing this revolutionary, patented 
sprinbler system at a down-to-earth price. Call Geoff 
Banfield, Hide-A -Hose Marbeting Group, at 8 0 0 / 
326-HOSE. 

B U S I N E S S E S FOR S A L E 

LANDSCAPE MAINTENANCE 
Landscape maintenance, installation, irrigation and 
snow removal company. Well established in tbe Bos-
ton marbet. Specializing in high profile commercial 
and condominium clients. Excellent growth poten-
tial. Young, energetic, trained and licensed staff. 
New, well maintained fleet of trucbs and equipment. 
Systems are in place for a smooth transition. Write to 
CTN, P.O. Box 274 , Natick, MA 0 1 7 6 0 . 

RILL SERVICE NURSERY 
i » H i nwiiwfc.il i 
Full service nursery. Yabima Valley, Washington. 
Established 3 0 years. $40K annual. All on 7 acres. 
Contact Bob Gifford, 8 0 0 / 6 5 9 - 9 9 1 6 . 

PEST CONTROL 
COMPANIES FOR SALE 
NE Georgia Gross $ 185 ,000 
Fluiida j K i w h $ 4 , 0 0 0 , 0 0 0 I 
Broward County, Fla Gross: $ 110 ,000 
Central Florida Gross $ 1 ,200 ,000 
Charlotte County, Fla Gross: $ 5 0 0 , 0 0 0 
Clay County, Fla Gross $ 170 ,000 
Dade County, Ha 2 ,000 ,000 

^ -S 180,000 
M.irlm k. (unity, i t - $ 220,000 
Piiii'lld* CmmLv, rid. $ — 1 0 0 , 0 0 0 

if your Lawn Spray Company grosses $ 3 0 , 0 0 0 to 
$ 3 0 , 0 0 0 , 0 0 0 , we can sell it for 

you! 

Are you considering selling? Do you bnow what your 
business should sell for? Where do you 

find' "quali-
fied" buyers? We will worb confidentially, but very 
bard to find tbe best deal for you. 

All Calls Are Confidential 

Preferred Business Brobers 
jay Hollon, P C O 
Licensed Brober 
8 0 0 / 6 3 3 - 5 1 5 3 
9 4 1 / 8 5 8 - 4 1 8 5 

LAWN MAINTENANCE 
Ohio-based lawn maintenance company for sale. 
Established 12 years. 5 5 - 6 0 residential/commer-
cial accounts. 

Grossing $90 ,000+ . Reply to L&L, 
B o x 3 8 1 , 4 0 1 2 Bridge Ave., Cleveland, OH 4 4 1 1 3 . 

A N T D I O B U Y 

LAWN CARE SERVICE BUSINESSES 
if you have been tbinbing about selling your lawn care 
service business we are interested. There are many 
options and possibilities. All communication is strictly 
confidential. Reply to L&L, Box 3 6 3 , 4 0 1 2 Bridge 
Ave., Cleveland, OH 4 4 1 1 3 . 

HYDROSEEDERS & STRAW BLOWERS 
We Buy, Trade & Sell New and Used Hydro-Seeders 
and Straw Blowers. Call 8 0 0 / 2 4 5 - 0 5 5 1 for a free 
copy of our latest used Equipment List or our catalog 
of Hvd ro-Seeding equipment and supplies. 

Landscape maintenance business in Florida, if you're 
interested in selling, please send information on size 
of organization, volume, type of services offered and 
contact information. All information strictly confi-
dential. Reply to: L&L, Box 3 8 0 , 4 0 1 2 Bridge Ave., 
Cleveland, OH 4 4 1 1 3 . 

FOR LEASE 
TRUCK & EQUIPMENT LEASING 

'All makes & models 'Leasing & outright purchase 
available 'Low initial investment 

'Low monthly payments 'Quick turnaround 
'Personalized service 

CALL LI5A MORRIS AT 1-S00-766-2S74 
1600 West Main St., Wilmington, OH 45177 

i LEASING, INC. 

FOR S A L E 

WHOLESALE TURF SUPPLIES 
Hannay hose reels (electric), $389 ; 3 0 0 feet of 1/2-
inchl.D.200-psi hose, $180; 4 0 0 feet of 3 /8 -inch 
I.D. 600-psi hose, $225; Aeroquip 1/2-inch swiv-
els, $29; ChemLawn guns, $69 .79; Trimmerline 5 -
pound .95, $29 .95; Jumbo grass catcher, $ 139.95; 
Kawasabi 12.5-hp engine with oil filter, $ 4 7 9 . 9 5 . 
To order, call Herscb's Wholesale Turf Supplies, 
800/THE-LAWN. Asb for your free catalog. 

IT P A Y S T O 

A D V E R T I S E I M 

L A W N & 

L A N D S C A P E 

C L A S S I F I E D S . 
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m cuss I PREMIUM REPLACEMENT PARTS 
Premium = = _ _ 
Replacement J j homas 
Parts for Outdoor Power 
Equipment f 
Introducing: 

I N T E R M I X -
| No Smoke 

W ? FOR THE 
UNBEATABLE 

PRICE OF 

$23.50 
PER CASE 

O P T I M U M 
V TRIM LINE-

PRICES 

START AS 

LOW AS 

$ 5 . 9 9 

I tvJ IVI L I 

I 
Spindle 

Bearings 

^*STARTW6 ^ PRICED AS LOW AS 

AS LOW AS $149.99 ^ J j j O j A C j L ^ 
FOR P R O D U C T I N F O R M A T I O N OR A 

F R E E C A T A L O G O F O U R C O M P L E T E 
LINE OF M O W E R A N D S N O W P L O W 

P A R T S C A L L 1 -800-422-4184 

FINANCING 
LETTHEGOVERNMENTFINANCE your small 
business. Grants/loans to $800 ,000 . Free recorded 
message: 707 /448 -0270 . (NK8) 

INSURANCE 
C O M M E R C I A L I N S U R A N C E F O R 

L A W N C A R E F I R M S 
" G R E E N I N D U S T R Y S P E C I A L I S T S " 

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 - 8 0 0 - 8 8 6 - 2 3 9 8 
F A X : 6 1 4 - 2 2 1 - 2 2 0 3 

M . F . P . I n s u r a n c e A g e n c y , I n c . 
5 0 W e s t B r o a d S t r e e t , S u i t e 3 2 0 0 

C o l u m b u s , O H 4 3 2 1 5 - 5 9 1 7 

C A L L 
800-456-0707 

TO ADVERTISE TODAY! 

CUSTOM DEGAL KITS 

^ C u s t o m 

Decal KÌTS 
Easy to Order-Easy to Apply 

Boost Your Image Economically 

Call or Write: 
Sun Art Decals Inc. 
885 W. Bag ley Rd. 
Berea, OH 44017 
216-816-0290 
800-835-5551 
Fax:216-816-0294 

DOT DRUG/ALCOHOL TESTING 
Last year, it was companies with 5 0 or more drivers. 
EFFECTIVE I ANGARY 1. 1996. EVERY CDL 
DRIVER MIJSTBESIJBIECTEDTO RANDOM 
ALCOHOL AND DRUG TESTING! We Can 
Help! Contact NATIONAL DOT CONSOR-
TILIM for America's Landscaping Industry at 
703/DOT-TEST. 

PISTON PUMPS 
GNC 

PUMP Inc. 
GNC Piston Pumps 

8 GPM @ 6 0 0 PSI ($395.00) 
15 GPM @ 6 0 0 PSI ($695.00) 

3 0 GPM @ 5 0 0 PSI ($1,295.00) 
All pumps complete w/regulator, surge 

tank, pressure dump valve, pressure gauge and 
pulley. 1-YEAR WARRANTY. 

1 - 8 0 0 - 4 6 2 - 2 0 0 5 . 

GANDY SLIT SEEDER 
Gandy Slit Seeder — 3- point bitch, 4-foot swath. 
$ 5 , 8 0 0 new. Less tkan 5 0 kours. Sell for $3,000. 
Call Brian 6 1 2 / 4 7 6 - 2 0 1 6 . 

ADMINISTRATIVE PROCEDURE MANUAL 
You know your business. But do you know bow to run 
your business as a business? In clear, easy to under-
stand language, tbis guide will sbow you bow to set up 
your administrative records, tailor-fit to tbe tree care 
and landscaping industries. Are computers a mystery 
to you? In addition, tbis manual will take you tbrougb 
tbe detailed steps to establisb your records on a 
computer. It sbows you tbe tricks and skills needed to 
use popular software to administer your business 
easily. Written by an administrator to tree care and 
landscaping companies tbis proven manual will im-
prove your business and profits. Send $49 .95 plus 
$4 .00 skipping and handling to Manuals, P.O. Box 
293, Wayland, MA 02178 . MA businesses add 5% 
sales tax. 

FIBER6LASS SPRAYER 
GNC 

PUMP Inc. 
100 Gal. Fibergl ass Sprayer 

-$1,795.00" 
"Briggs 5 HP IC Plus Eng." 

(witb oil guard) 
"Hannay Hose Reel* 

"150 Ft. 1/2" 5 6 0 PSI Hose" 
" Mag 1 Spray Gun" 

"8 GPM @ 6 0 0 psi Piston Pump" 
1 - 8 0 0 - 4 6 2 - 2 0 0 5 

PARTS 
Free Catalog 150+ Pag es of Mower Parts, Engines, 
Blades, Tires and Tons of otber Turf Supplies! Call 
Toll Free 24 bours 800/428-8004. Our 11 tb Year! 

INCORPORATE-FREE BOOKLET 
Incorporate without legal fees! Free booklet tells bow. 
Call Now! 8 0 0 / 3 4 5 - 2 6 7 7 . 

SPRAY TANK AND TRUCK 
1986 Chevrolet 60, gas, 39 ,717 miles. Excellent 
condition. 1 ,200 gallon tank. 2 hose reels. $ 6 , 5 0 0 
OBO. 2 1 7 / 2 2 4 - 5 2 9 6 . 

TOPSOIL SHREDDER/SCREENER 
Topsoil shredder/screener. Royer300. Was $45 ,000 
new. Excellent shape. 380bours. $32,500. Stirlings 
(PA) 4 1 2 / 2 8 7 - 7 9 2 1 . 

BEAN SPRAYER 
For sale — 1960 Bean Sprayer, Royal 6 0 S eries, 6 0 
gal./min. pump, 6 0 0 gal. stainless steel tank (1981). 
Call 4 1 3 / 5 8 4 - 9 4 1 7 . 

FAIRWAY REEL MOWERS 
One set of Toro Spartan 7 gang fairway reel mowers. 
Five in very good condition and two need minor 
repair. $1 ,000. 6 1 4 / 8 7 3 - 3 6 0 5 , 8:00 a.m.-5:00 
p.m., 6 1 4 / 8 7 3 - 4 9 6 2 after 5:00 p.m. 

LAWN AERATOR/SEEDER 
5' Lawn Aerator/Seeder. Befco Greenrite III. 3 pt. 
operated. 100 brs. New $5 ,000 . Sell $3 ,000. 
Stirlings (PA) 4 1 2 / 2 8 7 - 7 9 2 1 . 

HYDROSEEDER 
Reinco 1,500 gallon Hydroseeder, 1988johnDeere 
diesel engine, low bours, good condition, mounted on 
1980 International, D T 4 6 6 automatic. Price 
$ 19,500. Call 2 1 5 / 7 6 6 - 0 9 8 8 . 

WHOLESALE CATALOG 
MKI The Landscapers Superstore™ — Call today f or 
your FREE WHOLESALE CATALOG. Land-
scaping Supplies, Engines, Parts and Accessories at 
Wholesale. Look — 12.5 Kawasaki Replacement Fil-
ters as low as $3.99. Many otb er great savings. Call 
MOHAWK INDUSTRIES at 8 0 0 / 7 2 4 - 2 2 2 9 for 
your FREECATALOG. 

LAWN SPRAY TRUCK 
1980 International S1700, 3 4 5 recently rebuilt 
engine, 1000 s.s. tank, Meyers 2C95 pump, 2 elec-
tric reels w/bose. Production ready, excellent condi-
tion. $ 7 , 8 0 0 . 8 1 6 / 2 2 9 - 5 0 5 1 , 8 1 6 / 5 4 0 - 3 4 4 2 . 
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LAWN/TREE SPRAY TRUCK 
1981 International S1654, 9.0 diesel, low miles, 
custom Led w/800 gal. tank, FMC 2 0 / 2 0 pump, 
electric reel. Production ready, excellent condition. 
$ 7 , 0 0 0 . 8 1 6 / 2 2 9 - 5 0 5 1 , 8 1 6 - 5 4 0 - 3 4 4 2 . 

HELP WANTED 

EMPLOYEE SEARCHES 
Florapersonnel, Inc. In our second decade of per-
forming confidential key employee searckes for tke 
landscape industry and allied trades worldwide. Re-
tained kasis only. Candidate contact welcome, confi-
dential and always free.Florapersonnel, Inc., 2 1 8 0 
W. State Rd. 434, Suite 6152 , Longwood, FL 
3 2 7 7 9 - 5 0 1 3 . Pkone 4 0 7 / 6 8 2 - 5 1 5 1 , Fax 407 / 
6 8 2 - 2 3 1 8 . 

INDEPENDENT SALES REPS 
Independent sales reps calling directly on turf profes-
sionals. Dynamic new products tkat will sell. Unlim-
ited earning potential. Protected territory. 100 per-
cent gross margin. No stocking requirement. Will 
train and support. Send resume to P.O. Box 7346, 
Louisville, KY 4 0 2 0 7 or call 8 0 0 / 3 3 4 - 4 9 6 2 . 

SALES 4 PRODUCTION MANAGERS 
WE'RE GROWING! Kapp's Green Lawn, Inc. Seek-
ing sales and production managers for our Cleveland 
and St. Louis kranck. Lawn care experience or college 
credits kelpful. Excellent salary, kenefits and end of 
year konus and possikle vekicle. Work witk a rapidly 
growing, progressive company tkat cares akout its 
employees! Send resume to Mike Markovick, P.O. 
Box 9038 , Ft. Wayne, IN 4 6 8 9 9 - 9 0 3 8 or fax to 
219 /432 -7892 . 

LANDSCAPE MANAGEMENT/INSTALLATION 

o 
¡Chapel 
Volley 

Chapel Valley Landscape Company, one of the 
most reputable and quality-oriented landscape 
firms in the area is preparing for Spring! We 
proudly announce and seek candidates for the 
following job vacancies: * 

• Landscape Management Foreman 
• Landscape Management Asst. Foreman 

• Landscape Installation Foremen 
• Landscape Installation Asst. Foreman 

• Crew Members 
• Office Support Staff 

Excellent compensation, employee development 
program, and benefits. Safe work environment. 
Send resume, or call for an appointment at the 
following location: 

HR Department 
P.O. Box 159 

Woodbine, MD 21797-0159 
(301)924-5400 

Drug-free work environment 
EOE 

LAWN & PLANT CARE SPECIALISTS 
Do you kave tke knowledge, ability and desire to earn 
your living in one of tkese positions? if you do call us 
now to learn more akout your potential in 1996 and 
keyond. Benefits range from 2 4 paid days off first 
year to kealtk insurance, education and retirement 
plan. Top pay for top people. Lueders Environmen-
tal, Inc., 2 7 Brook St., Medfield, MA 0 2 0 5 2 . 5 0 8 / 
3 5 9 - 9 9 0 5 , 6 1 7 / 4 4 4 - 0 9 9 4 . 

LAWN A TREE CARE SALES/TECHNICIANS 
Emerald Acres Inc., Maynard, MA, is looking for 
experienced, kigkly motivated employees to staff our 
growing, service oriented company. Qualified appli-
cants skould kave experience in landscape korticul-
ture, and possess good personal and communication 
skills. Send resume to Emerald Acres Inc., 12 Wal-
nut St., Maynard, MA 01754 . Or fax at 5 0 8 / 8 9 7 -
2883. 

LANDSCAPE MAINTENANCE 
Landscape Supervisor and Crew Memkers needed 
(or division of large textile company in Dalton, 
Georgia. Salary kased upon experience. Excellent 
kenefits package. Great opportunity for motivated 
and entkusiastic individuals. Contact Mary Ann 
Bray, 7 0 6 / 2 3 2 - 3 2 6 7 or fax resume to 706 /802-
0702 . 

OPPORTUNITY TO CROW 

CAREER OPPORTUNITIES 

"A R E A L O P P O R T U N I T Y 

T O G R O W " 
O U R C O M M I T M E N T T O 

E X C E L L E N C E IN T H E L A N D S C A P E 
INDUSTRY H A S R E S U L T E D IN A N 
O V E R W H E L M I N G D E M A N D F O R 

O U R SERVICES. 
O U R G R O U P IS H A R D W O R K I N G , 
T A L E N T E D , A N D U N D E R S T A N D S 

Q U A L I T Y A N D C U S T O M E R 
S E R V I C E . 

IF Y O U S H A R E O U R VALUES, 
C O N S I D E R B E I N G A P A R T O F O U R 

F U T U R E . 

For additional information call: 
1 - 8 0 0 - 5 4 8 - 6 0 6 3 

F A X your resume to 
9 0 8 - 5 4 8 - 4 3 5 9 

Attn: Personnel Dept. 

CON?ROL 
E N V I R O N M E N T A L S E R V I C E S 

CALL 
800-456-0707 

TO ADVERTISE 
TODAY! 

Central Virginia's largest provider of landscape ser-
vices kas immediate career opportunities for quali-
lied persons. Positions are availakle for Grounds 
Maintenance, Landscape Installation and Irrigation 
Service/Installation Supervisors, ideal candidates 
skould kave 3 - 5 years experience, ability to supervise 
multiple crews and kave a strong understanding of 
tke particular field. EOE. Send resumes to James 
River Landscape Services, c/o President, 1 1 0 0 8 
Waskington Higkway, Glen Allen, VA 23059 . 

LANDSCAPE FOREMEN 
Higkly successful professional landscape design, in-
stallation and management company in Reno, Ne-
vada is searcking for landscape foremen. Qualifica-
tions include employee management, irrigation and 
construction for all pkases of landscaping, and a 
strong desire to deliver Great Performances for every 
customer, every time. We offer competitive wages 
witk konuses and profit skaring. Send resumes to 
Landscape Foreman, P.O. Box 10210, Reno, NV 
8 9 5 1 0 or call 7 0 2 / 8 2 7 - 5 2 9 6 . 

PRODUCTION/OPERATIONS MANAGER 
Growtk opportunity witk mid-sized Boston area firm" 
leading tke field of ecological landscape maintenance 
and design, seeks production manager to kelp take 
firm to new keigkts. Candidate must kave proven 
leaderskip skills, ability to manage all facets of day-
to-day operations of residential maintenance and 
construction, develop and sell residential and com-
mercial management programs. Background in kor-
ticulture, weekly maintenance, landscape construc-
tion, stone and masonry, arkoriculture and IPM 
kelpful. Work in prosperous environment tkat kas 
quality and integrity. Competitive income. Excellent 
kenefits. Profit skaring. Send resume to WELD, 
P.O. Box 8 1 2 - 0 2 2 , Wellesley, MA 02181 . 

(continuedfrom page Q3) 

themse lves aren 't tha t d i f f i cu l t t o i n s t i -
tute , " she added. " T h e prob lem is in 
m a k i n g sure you ins t i tute the r ight p r o -
gram and have all the bases covered. " 

L e h r n o t e d t h a t a c c o r d i n g t o t h e 
A m e r i c a n M a n a g e m e n t A s s o c i a t i o n , 
8 . 5 percent o f all job appl icants who are 
tested f o r substance abuse be fore e m -
p l o y m e n t test posit ive. S o c o m p a n i e s 
shouldn' t worry about scaring away t h e 
work f o r c e because they tes t f o r drugs 
and a l c o h o l , " i f you're scaring away t h e 
drug users, that 's ok ay," he said. " L e t t h e 
appl icants know t h a t you have a pol icy. 
Otherwise , all tha t you may he doing is 
hir ing the people who are fai l ing o ther 
c o m p a n i e s ' drug tests . " D ì 

The author is Assistant Editor of Lawn & 
L a n d s c a p e magazine. 
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People love 
it on site. 

X. I"-*-* H 

If you think Dodge Ram looks impressive, 
just wait till you see how it works. 

Because Ram comes to the job site with 
up to 2-1/2 tons of available ^ ^ ^ m g g ^ , 
payload and a bed that's 
designed for two-tier 
loading. Convenient cargo x X * ' 
tie-downs come standard. > \ 
And using bulkhead dividers, v V " * * 
you can even separate a load into 
three compartments. x 

Inside the roomiest regular and ^ 
extended cabs of any full-size pickup, 
you'll find a standard driver's airbag. And 
terrific options like reclining seatbacks, an 
ingenious behind-the-seat storage system, and 
a center console that can double as an office-

TLr. I 

with room for a laptop computer, cellular 
phone and more. 

Dodge's greatest strength, though, is a 
choice of Magnum® engines-overall the most 

powerful line of truck engines on the planet. 
And Ram gives you a choice of two 

V-8s. An awesome 300-horsepower 
V-10. And a hardworking 
Cummins Turbo Diesel which, 
at 440 pounds/feet, delivers 
more standard torque than any 

. other diesel you can get. 
It's no wonder Dodge Ram has 

better resale value than Ford, Chevy or 
GMC full-size pickups.t There's just so much 
more to love. For still more information, call 
1-800-WORK RAM. 

America's Truck Stop Wm The New Dodge 
1 V ^ M S a F / A DIVISION OF THE CHRYSLER CORPORATION C 

Always wear your scat belt for a fully effective airbag. tWe calculated resale using avg. trade-in values for full-size '94 models vs. MSRPs. 
published in Jan.-July '95 N.A.D.A. Official Used Car Guide*monthly editions. Use of these values does not constitute N ADA's endorsement. 

USE READER SERVICE #38 



INTRODUCING THE NEW 
SCAG MAGNUM III 

• 23" x 10.5"-12, 4-ply 
drive tires deliver 
exceptional stability 
and hill climbing 
capacity. 

• Large capacity 
Baldwin canister 
air filter. 

• 18 x 8.5-8 radius edge 
Turf Trac steering tire. 

• Seat adjustment lever 
allows operator to easily 
slide seat forward & back 
lor added comlort. 

• Electric fuel gauge, volt 
meter water temperature 
gauge and hour meter are 
standard features. 

• Approximately 0 - 8 mph 
infinitely variable speed 
control (forward) and 0-4.3 
mph (reverse). 

• 28 hp Kubota 3-cylinder 
diesel engine piovides 
pioven performance and 
true commercial durability. 

• 600 CCA automotive-size 
battery. Heavy-duty 12 volt 
360 watt altematoi 

• Heavy-duty 8-quart 
capacity automotive radiator 
teatures non-restrictive coie 
design with 6 tins pei inch 
Helps pievent debris accumu-
lation on ladiatoi Also cools 
hydio drive tluid 

• 7.5-gallon fuel capacity 
deliveis extended cutting 
time between refills 

• Heavy-duty o cast iron 
drum brake is integral part 
of wheel hub Mechanical 
linkage smoothly engages 
and disengages parking 
brake. 

• Oversize 12" caster wheels 
with quick pin removal for easy 
maintenance. 

• 61" and 72" cutting decks 
available Both constructed of 
7-gauge skirts and 10-gauge 
tops. Heavy-duty cast iron 
gear box drives cutter deck. 

THE ONLY DIESEL TOUGH ENOUGH TO BE A SCAG! 
The new Magnum m is the only diesel powered 

mid-size mower tough enough to be a Scag. Its 28 hp 
Kubota 3-cylinder diesel engine provides proven 
performance and true commercial durability. And, 
with a 7.5 gallon fuel capacity, the new Magnum III 
can stay out on the job longer than any gas powered 
mower its size. 

Although the Magnum HI is big on performance, 
operators will find it handles like a much smaller rider. 

96-01 
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Delivering smooth, even power to the drive wheels is a 
heavy-duty pump and wheel motor drive system 
operated by a convenient single pedal foot con-
trol. For extra durability a heavy-duty cast iron 
gear box drives the cutter deck. 

With power and fuel economy to spare, 
the Magnum m offers the maximum 
in durability and performance. 
See it at your Scag dealer today. 

stuns 
Simply The Best 


