
M i i l c h i n o ' M o i 

W a t e r F e a t u r e : 

T r a n s p l a n t i n g 

I 
I 

* * * * * * * * * * * * * * * * * * 3 - D X G I T 

3 0 4 3 6 0 0 1 5 6 
b a u i d A Oa t , i s A g r o n o m i s t , 
U n i t e d S t a t « * G o l f A s s o c i a t i o n 
Po feox 4717 
È a s t o n F A Ì 3 0 4 3 - 4 7 Ì 7 

\ 



breeze. Add a host of mowing and 
^ ^ ^ \ £ s*. mulching deck options and you 

have the ultimate productivity tool 
for turf and landscape maintenance 

From its heavy-gauge steel con- Fact is, if your crew is equipped 
struction to its wide, three-spindle with anything less, they'reJtxsi not 
deck, the Mow'n Machine™ mower cutting it. \ ^ ^ 
is built for serious commercial lawn 
care. Its zero turning radius lets you 
glide around the tightest obstacles. 
And the low, out-front deck makes Oregon, IL 
getting under shrubs and trees a J t i U M K j 

Call 800 31WOODS forche Woo< 
Mow'n Machine dealer nearest 
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material that helps plants survive stress and thrive in their 

new environments. 
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revealed Letter practices. 
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Cindy Code 
Group 
P u b l i s h e r 

ave you instituted a total quality business environment at 
your company f Do you plan to? 

Total quali t y k as t een bandied about for muck of tlie 90s . 
but it' s more tban a passing fad, it's a management philosophy 
tbat can revolutionize your firm as well as tbe outlook of your 
employees. It involves complete trust in your employees (and 
vice versa) and tke ability of your team to interact successfully 
witk your clients. 

Tkis montk's cover story is a wonderful example of a 
landscape firm tkat recognized its communications okstacles 
and took steps to resolve internal issues tkat were stunting 
external growtk. Steven Hillenmeyer, president of Hi l -
lenmeyer Nurseries in Lexington, Ky., said at one time tke 
family f irm became too focused on individual divisions, 
causing overall growtk to suffer. 

The company's tkree divisions started forming walls wkick 
resulted in a lack of cooperation ketween tke landscape, 
nursery and garden center. Now, tke tkree divisions not only 
work in unison, tkey perform cross-training to fill different 
personnel needs occurring at different times of tke year. 

For a company to really grow, all memkers of tke team 
need to know exactly wkere tke company is today and wkere 
it's going tomorrow. Managers and employees need to know 
wkere tkey stand kotk witkin tkeir individual departments, 
kow tkeir role affects tke performance of the company as a 
wkole and tke overall performance goals of tke firm. 

The recent Crystal Ball report f rom tke Associated Land-
scape Contractors of America titled "Measurements, Reports 
ana Monitoring in a Total O uality Landscape Company," 
delves into tke total quality kusiness environment. While it 
reports tkat tke service and contracting industries are not far 
along in tke acceptance of tkis pkilosopky, it cites dynamic 
firms tkat kave emkraced it. 

Some indicators tkat tke total quality process is taking 
kold in tke landscape industry, according to tke report, are: 

• Landscape firms are kecoming more customer-focused, 
including kotk sales and maintenance activities. 

• More landscape companies are seeing improvement in 
tkeir aki lity to attract kigk quality employees. 

• Tkere's an improved quali ty of life for tke owners, 
managers and employees. 

Customers, kotk internal and external, are tke most im-
portant facets in tke successful growtk of lawn and landscape 
companies. Contact A L C A for a copy of tkis wortkwkile look 
at management processes. — Cindy Code ID 
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Changing handles takes 
one tool and one minute. 

21-inch 
cuts limbs 
1V2 inches 

1 

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

DESIGN IT TO REDUCE WORKER FATIGUE AND INCREASE PRODUCTIVITY. 
Give us more cuts per hour, especially during 

hose last hours of long days at the end of the pruning 
season. Give us a blade that we can replace without 
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 
•lvmer that reduces fric-

Self-aliqning 
Pivot bolt 

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 

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 
andinto a pile. 

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

suitable for vines and shrubs. 
And 26 and 32-inch models 
with a 2!/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 6640 

and 32-inch AL 6660 
cut limbs up to 

V / i inches thick. 

up to strength is then compounded by an internal wedge of 

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

A Harrow Company 

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



ALL POWER SYSTEMS GO... 
The Portable Power Equipment Manufacturers Association, Bethesda, 
Md., reported that estimated shipments for all categories of hand-held 
gasoline powered equipment are expected to increase in 1996. 
Specifically, the group forecast: 

* * Chain saw shipments may increase between 2 percent and 4 
percent, following a 1995 decline of approximately 1 percent. 

Shipments of trimmers and brushcutters are expected to grow 
between 3 percent and 6 percent in 1996, after an increase of 
approximately 18.6 percent in 1995. 

^ Hand-held blower shipments will probably increase between 6 

percent and 8 percent in 1996, after an 
increase of about 9.7 percent in 1995. 

Backpack blower shipments in 
1996 are expected to increase between 
3 percent and 5 percent, following an 
increase of approximately 9.6 percent 
for 1995. 

^ Shipments of hedge trimmers are projected to show a steady 
increase of between 6 percent and 8 percent in 1996, following 1995's 
healthy increase of 17 percent. 

Cut off saws may increase approximately 2 percent to 5 percent in 
1996, topping 1995's modest growth of 0.5 percent. 

PROPOSED FUNDING 
COTS WOULD HAMPER 
NTEPEFFORTS 
T H E U.S. Department of 
Agriculture dealt a blow to 
the National Turfgrass 
Evaluation Program, cutting 
the program's funding as of 
Oct . 1 in its proposed fiscal 
year 1 9 9 7 budget. Accord-
ing to Kevin Morris, 
national program director 
for NTEP, this action would 
effectively sever tlie USDA's 
only financial support of the 
entire turfgrass industry. 

1 lie funding lost is only 
$ 5 0 , 0 0 0 , or about 10 
percent of NTEP ' s funding, 
and mucb of tbis is tied up 
in office space and a 15 -
acre greenhouse and testing 
facility. However, if N T E P 
loses its funding, it will be 
forced to affiliate itself witb 
a university or private 
organization. Morris warned 
tbat tbis would seriously 
change tbe complexion of 
tbe program. 

"Witb tbe USDA's sup-
port, N T E P gives tbe indus-
try tbe sense tbat we are put-

ting together data tbat is 
unbiased and accurate," said 
Morris, "if we bave to go 
elsewhere, that could change 
significantly. 

Losing the support of the 
U S D A would also give tbe 
impression that the govern-
ment does not feel the turf -
grass industry is an impor-

tant entity," Morris added. 
"For a relatively small 
amount of money, the in-
dustry and government gets 

(continued on page 8) 

9 
VER SINCE investors began looking 

for ways to make their money grow, 
stocks have been at the heart of invest-
ment strategies. Some view stock owner-
ship as the best way to accumulate long-
term wealth. Others look at it as owning a 
slice of American industry. To be sure, 
stocks have been the best performing 
investment over time. And, short of being 
an entrepreneur, stock ownership is the 
most direct way for individual investors 
to be part owners in a company. This "Q 
& A" addresses some commonly asked 
questions about stock ownership: 
Q . What is the difference between 
being a stock owner and a bondholder? 
A . Stocks are not the only way to invest 
in a company. You can also purchase a 
firm's bonds and, in effect, become a len-
der to that company. If you hold the bonds 
until maturity, you are most likely to get 
back all of your investment. However, your 
earnings are limited to the amount of in-
terest the company has agreed to pay. Also, 
bonds frequently have provisions allowing 

their issuers to redeem them by prepay-
ing the debt outstanding prior to maturity. On 
the other hand, when you buy stock, you 
own part of the company. Theoretically, 
the more money the company makes, the 
greater the potential for the price of the 
stock to appreciate and the dividends to 
increase. At the same time, if earnings 
dwindle, the stock's price and, possibly, 
dividends are likely to decrease. 
Q . How is my return on a stock in-
vestment calculated? 
A . When you buy a bond, your yield or 
return on investment is generally estab-
lished up front (assuming the full pay-
ment of principal and interest when due). 
With stocks, however, you don't know 
your return until you sell. Total return is 
simply the percentage change in the stock 
price from when you bought until the time 
you sold. In addition, if the company pays 
dividends, the dividend yield is added to 
the percent change in the share price to 
arrive at total return. 

(continued on page 17) 



Scimitar 

Scimitar 

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 WR an easy-to-use powder 

in water soluble packs. 

SCIMITAR turf and ornamental insecticide— 

giving you confidence for today s environment. 

For more information, contact 

your Zeneca representative, or 

call 1-800-759-2500. 

Scimitar 

ZENECA Professional Products 
A l w a y s r e a d a n d f o l l o w l a b e l d i r e c t i o n s ca re fu l l y . 
S C I M I T A R * is a t r a d e m a r k of a Z e n e c a G r o u p C o m p a n y . 
© 1 9 9 6 . Z e n e c a Inc. A b u s i n e s s un i t o f Z e n e c a Inc. 



IRE TRENDS 
(continuedfrom page 6) 

a lot out of the program. 
Morris is not speculating 

on options should the fund-
ing he canceled, because the 
budget can still he adjusted. 
He urged turfgrass industry 
lead ers to contact U S D A 
officials to push for a change 
in the N T E P budget cuts. 

RABS TO RICHES 
SPEAKER ID GIVE 6IE 
KEYNOTE ADDRESS 
Robert Farrell, founder of 
more than 1 3 0 Farrell s Ice 
Cream Parlors and recipient 
of the Rags to Riches 
Horatio Alger award will 

(continued on page 10) 

ASSOCIATION NEWS 

Uhe Professional Grounds Management 
Society recently launched a new 
groundskeeper certification as a part 

of its Certified Grounds Manager program. For more 
information, contact PGMS at 410/584-9754. 

The Associated Landscape Contractors of America 
held a record setting Executive Forum in February, 
with more than 300 attendees. The 1997 Forum is 
scheduled for Feb. 16-19 in Acapulco, Mexico. Call 
ALCA at 800/395-2522 for details. 

Tom Garber, Colorado Landscape Enterprises, 
Westminster, Colo., received ALCA's Landscape Ser-
vice Award for 1995 and the Opryland Hotel, Nash-
ville, Tenn., won the Landscape Contribution Award. 

New professional resources available from the 
Professional Lawn Care Association of America 
include The Handbook of Turfgrass Insect Pests and 
Weeds of Southern Turf grasses. Other publications 
cover topics such as crew leader training, writing 
maintenance specifications, selling to residential 
customers, determining job costs and motivation. 
For information, call PLCAA at 800/458-3466. 

The 1996 Irrigation Association Expo is slated for 
Nov. 3-5 in San Antonio, Texas, and will feature 
special courses and programs sponsored by the 
Texas Turf Irrigation Association, among other 
groups. Contact IA at 703/573-3551 for information. 

The Composting Council is now accepting research 
proposals for its annual conference Nov. 13-15 in 
Arlington, Va. "Mapping the Future" is the show's 
theme, which focuses on innovations in compost 
processing and use. Call 703/739-2401 for details. 

Computer Imaging for the Landscape Industry 

THE "IMAGE WIZARD" CAN HELP YOU INCREASE 
YOUR BUSINESS UP TO 3 TIMES!!! 

" I finally started offering imagining in '94 after years of 
considering it. My business grew 300% by including images in 
my bid and presentation. Customers feel they can trust what 
they'll get with a picture...it even wins bids at a higher cost than 
the competition." Danny Priolo, Heritage Point, Howell, NJ 

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

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

mm 
T u b G r i n d e r s 

• Hydraulic Opening Tubs for Easy Access to Screens and 
Hammers 

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

36 ,48 , 60 month terms available. Call today for more information on Design Imaging 
Software and to receive your "FREE Demo Video" with a 
"Color Print Of An Actual Design." 

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

Design Imaging Group 
(818) 706-8786 

u_ N a f l j ^ . B e f o r e 

J O N E S MANUFACTURING C O M P A N Y 
P . O . B<>\ 38, BEEMER, NEBRASKA 68716 

PHONE (402)528-3861 OR FAX (402)528-3239 
For in format ion call (818) 7 0 6 - 8 7 8 6 

or FAX (818) 7 0 6 - 8 4 6 5 



Why Settle for a 
1500 lb. Loader? 

Carry More Lift Higher 

H e a v y Duty 1 7 0 0 lb. P e r f o r m a n c e 
... a t 1 5 0 0 lb. Pricing! 

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

Specif ication Ours Theirs 

T 1 7 3 H L S 
I I 

Rated Load Capacity 1700 lbs. 1500 lbs. 
Height to Hinge Pin 133.5" 114.5" 
Breakout Force 4450 lbs. 3100 lbs. 
Operat ing 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 Equipment Ltd., P.O. Box 336, Mars Hill, Maine 04758-0336 • Tel: 1-800-561-5623 • Fax: 506-276-4308 



(continued from page 8) 

deliver the keynote address 
at this year's Green Indus-
try Expo, on Nov. 18 in 
Cincinnati, Ohio. Farrell's 
story, "Give 'Em the Pickle." 
describes how he succeeded 
by giving an extra level of 
service to customers. 

I he keynote address will 
be given at the Cincinnati 
Convention Center, imme-
diately before the opening 
of the GIE, which is co-
sponsored by the Prof es-
sional Grounds Manage-
ment Society, the Profes-
sional Lawn Care Associa-
tion of America and the 
Associated Landscape 
Contractors of America. 
The entire conference and 

(continued on page 12) 

6 
f 
Gayle Jacklin Fred Langley 

ayle Jacklin, assistant vice president for Jacklin Seed, will 
lead a new market development project analyzing the com-

pany's current market coverage and distributors. The seed com-
pany also promoted Rick Dunham to vice president, marketing 
and Hiromi Yanagisawa to vice president, managing director of marketing. 

Fred Langley joined the Responsible Industry for a Sound Environment as manager, state government rela-
tions. Langley works on a consultant basis for RISE, monitoring and analyzing state legislative and regulatory 
activities affecting the specialty pesticide industry. 

Peter Ariens is national sales manager at Stens Power Equipment. Other new positions include: Shari 
Weidenbenner, customer service manager; Lyle Lowery, national accounts sales manager; Mary Wortham, 
sales administrative manager; Craig Smith, distributor sales manager; and Tim Berger, engineering services 
manager. Ronald Zinser is the new district sales manager covering portions of Illinois and Missouri. 

Scott Turner is territory manager, Midwest region, for American Cyanamid. Kit Rowe joined the company 
as territory manager, Mid-Atlantic region. 

One with Nature! 
wet, dry, short or tall 

Yazoo's Var i -Mulch®cuts it all 

y II /JA 
^ñi 

fj^gm^m p r i 
Wimm* - / ^ ^ a m 

051 5 s¿WÉÍÉ[JMmA> 1 LJÉrí M» ^ P W f i 

MODEL S24CB MODEL S22CB 

Call today for your personal demonst ra t ion 1 -800-723-9496 extens ion 264. 
Yazoo Manufactur ing Company , Inc. 
P.O.Box 4449 Jackson, M S 39296-4449 
Fax 601-981-5008 
G S A C O N T R A C T O R 



BUT THIS IS WHAT WE'RE SELLING. 

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

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

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

Ai*«**«,, 
í j f l & l Sponsor Environmental Steward Award. © 1 9 9 6 Ciba-Geigy 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. 



(continue J from page 10) 

show run Nov. 1 7 through 
2 1 . For more information, 
contact Eleanor Ellison at 
7 7 0 / 9 7 3 - 2 0 1 9 . 

PLANT MATERIALS 
FOUND NOT GUILTY 
The Florida Nurseryman 
and Growers Association 
returned live plant material 
to county buildings in Lake 
County, Fla., convincing 
the county manager of the 
value of the plants as clean 
air machines for building 
employees and visitors. 
County Manager Sue 
Whittle had ordered plants 
removed, hut agreed to 
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I would like to respond to an article in your February Market Trends section. 
The article mentioned that manufacturers' shipments of walk-behind rotary 
turf mowers decreased 6 percent, according to the Outdoor Power Equipment 
Institute Inc. As a manufacturer of intermediate size rotary turf mowers, I 
would like to say the decrease in commercial rotaries comes entirely from 
small size units, mostly 21-inch push and self-propelled models. Intermediate 
walk-behind rotary turf mowers were up 5.1 percent in 1995. 

As members of OPEI, we study these reports in great detail. They provide us 
with valuable insight toward trends that are so important to manufacturers. 
Here is what we conclude from the commercial walk-behind rotary turf mower 
report that we receive from OPEI. 

Small size units, a category OPEI reports decreased 16.5 percent in 1995, 
are mostly 21-inch rotaries. The market, in fact, is growing for intermediate 
size units. This category (mostly 36- to 61-inch mowers) was up 5.1 percent 
for 1995, according to the complete OPEI report that we manufacturers 
receive. Another interesting fact the complete report tells is the dramatic 
increase in hydrostatic intermediate rotaries, which were up 47 percent in 
1995. The dollar value of commercial walk-behind rotary turf mowers was up 

M-100 

M-300 

Adds mobility 
...goes on easy 
...comes off easy 

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

CALL OR FAX METKO INC 

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

1-200-2^2-^22 
Concrete Curb & Landscape Border Equipment 

Fax 714587-9680 -23362 Madero Rd., Suite E- Mission Viejo, CA 92691 

Creative 
cur 

• Ins ta l l over 1 0 0 0 f t . per day w K K m 
• Low m a i n t e n a n c e 
• Crea te va r i ous s h a p e s , s i zes and co lo rs 
• Se l f -prope l led , e lec t r i c or g a s powered 
• Res iden t ia l , c o m m e r c i a l and go l f c o u r s e u s e s 
• Add t o your s e r v i c e s and b o t t o m l ine - ma te r ia l c o s t s $ . 4 0 per f o o t 
• Durab le cu rb i ng is f reeze t h a w t o l e ran t 
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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 pay the 
postage! J im Cleary 
of Cleary's Lai 
scape 
Service in Lakeland, 
Florid|, understands 
this fi 
over 
his wi 
the 1 
Givea1' 
ceive 
prod 

equipment f rom Toro and Husqvarrii 

• 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, 

jmove it from the magazine, fold it in half, tape it and send 
it to us postage-paid by April 30th, 1996. Forms must be 

Ser to qualify. 

t hand. Out of Fax Back Today At (216) 961 -0364. 
j W E E P S T A K E T s 

1996 

LIKE MOST LANDSCAPE CONTRACT! 
trying to maintain steady progress and frowth in his 
business as he diversifies. His company is now 
expanding to include some design and irrigation 
services. "I don't win many things," Cleary said. "Yj 
don't know how much I can use this, l'i 
I'm in need of some equipment," he cor inued 

Rules & Regulations 
1. NO PURCHASE NECESSARY 
2. The contest Is open to licensed lawn and landscape contractors, their employees and suppliers Only persons 
who, as of the date of the prize drawing, are 18 years of age or older, with a vaM driver's license, and are legal 
residents of the U.S. are eligible to enter. Entry cards must be tu«y completed. 
3. This sweepstakes is not open to employees or the funisi of all sponsoring firms, Lawn & I t^Hmpf magazine 
or other QIE Publishing Co. publications, and affiliated companies 
4. Enter by completing and mailing the official entry form available in the monthly issues of Lawn & Landscape 
magazine, or receive a valid entry form by sendng a postage paid envelope to Sweepstakes '96, c/o QIE 
Publishing. 4012 Bridge Avenue. Clevdaito, Ohio. 44113. Not responsible or liable tor lost, late, s p y , mutilated, 
illegible, incomplete, postage due or misdirected entries. No mechanical reproductions permitted. 
5. PRIZE - $10,000 retail value of professional lawn wd landscape products. The winner w i be choeen 
December, 1996 bv a random drawing oil al entries received by November 30,1996. The winner wiM be announced 
and notified by U.S. mail and/or telephone. Prize notification returned as undekverable as addressed wil result in 
an alternate winner being drawn and notified until a qualified entrant is awarded the grand prize. Only one grand 
prize wil be awarded. 
t . No cash equivalent or prize substitution offered. Prize is not transferable. 
7. All federal, state and/or local taxes, if an^ve the sole responsibility of the winner. Winner w i be required to 
sign an affidavit of eligibility and kability/publictty release (allowing the sweepstakes sponsor to use the winner's 
name and likeness for publicity purposes) as a condition of being awarded the prize. Failure to do so w i result 
in an alternate winner being selected. 
I . Void wherever prohibited or restricted by law. 
I . Odds of winning w i be determined by the number of entries received. AN entries become the property of Lawn 
& Landscape magazine and GIE Publishing Co. 
10. By pMdpitfng, you J you agree to these rules and decisione of tie judges which shal be final in all matters relating 

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

FOLD, TAPE AND MAIL 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

B U S I N E S S REPLY MAIL 
FIRST C U S S MAIL PERMIT NO 1322 CLEVELAND OH 
P O S T A G E W I L L BE PAID BY A D D R E S S E E 

PO BOX 5817 
CLEVELAND OH 44101-9867 

L 

I . I , . I . I , . I . . , I l l l I l l , l „ l „ l „ l l „ l , „ l l l „ , l 



N A M E . 
C O M P A N Y « 

A D D R E S S . 

C I T Y 

S T A T E , ZIP_ 

P H O N E 

FAX 

Y E S ! D N O D 
P l e a s e s e n d (cont inue to send) a 
subscription to Lawn & Landscape m a g a z i n e 
Signature (required) 

D a t e 

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

CONTRACTOR or SERVICES: 
• Landscape Contractor 

(maintenance & installation) 
• 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 Paries 

IBTMVnMIAMFACTWBb 
• Dealer • Formulator 
• Distributor • Manufacturer 

OTHERS AIDED TO THE FEU): 
• Extension Agent (Federal, State, County, City, 

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

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

• Foreman 
Cjii-n-jijijJ_n_r*i-r*á fítmi f\.H.. J --* kntomoiogtsl nant ratnotogst 

• Scientist Researcher 

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

4. What were your approximate 1995 revenues? 
_ $ 0 • $50,000 

$50,001 - $100,000 
$100,001 - $250,000 
$250,001 - $500,000 
$500,001 - $1,000,000 
$ 1 , 0 0 0 , 0 0 0 • 

5. Circle what percentage of your business is: 
Commcl./lndstl. 10% 20% 30% 40% 50% 60% *70% 80% 90% 100% 
Residential 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 100% 
Gov't/Municipal 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 1 0 0 % 
Golf 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 

6. Circle what percentage of your business is: 
LawnCare 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 100% 
Maintenance Svc. 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% 
Irrigation Svc. 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 100% 
Pest Control 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 100% 
Installation 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 100% 
Trees & Ommtl. 1 0 % 2 0 % 3 0 % 4 0 % 5 0 % 6 0 % 7 0 % 8 0 % 9 0 % 100% 

7. Roughly, how much did your company spend on the 
following Turf Chemicals in 1995? 

~ ¿s 
i i 

§ § § § § § § ! § - » s £ 5 a 
M « » M 

I I I I I 

O O 8 8 8 8 8 8 q ' Ö 5 S s' £ s £ s £ S 2 

Herbicides 
Insecticides 
Fungicides 
PGRi 
Biologicals 
Fertilizer/Herb. 
Fertilizer/Insect. 

8. Roughly, how much did your company 
spend on Ornamental Chemicals in 1995? 

§ § § § § § § § § § 1 5 2 2 8 2 S S I § 
i i i i i i i i i i 

5 5 8 8 8 8 8 8 § § 
0 5 S- ® « $ s je 5 5 

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 
Under 35' 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

35" - 39" 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

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+ 
Riding 
Under 54a 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
54" or more 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 

10. Circle the number of units your company 
operates in the following categories: 
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+ 

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

Edgers 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
Hedge Trimmers 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 
Pruners 1 2 3 4 5-6 7-9 10-14 15-19 20-24 25-49 50-99 100+ 



1.1 percent, according to the 1995 OPEI report that we received. 
This report is telling us something. Professional landscape contractors 

are trading their 21-inch mowers for more productive 36- to 61-inch 
mowers. Time is money to these professionals. The more they produce, the 
more they earn. 

The dramatic increase in hydrostatic units is further proof. Professionals 
tell us that hydrostatic walk-behinds increase their production by 25 
percent. Our sales of hydrostatic walk-behinds went through the roof last 
year; we couldn't keep up with the demand. We introduced the industry's 
first hydrostatically driven walk-behind mowers in 1987, and today we 
produce a significant percentage of hydrostatic walk-behinds sold. 

Our customers tell us that they look at their mowers as income-produc-
ing machines and they want the most productive machines they can get. 

Hick Cuddihe, Sales Manager 
Ferris Industries, Vernon, N.Y. 

Editor's note: OPEI provides the media with an official summary, not a 
complete copy of the monthly report. We would like to be able to publish a 
more complete picture for our readers. 

keep live plants in the 
U 1 J ings and provide 
employees with 
training in plant care. 
after FNGA held a 
news conference 
explaining the benefits 
of indoor foliage. 

MISSION STATEMENT: 
L 

TEACHING 
TREE TECHS 
The A C R T Institute 
of Arboriculture & Urhan 
Forestry revised its Student 
Activity Guide for use hy 
entry level tree workers. 
The 525-page hook, 
Working in Trees —A Self 
Directed Course & Reference 
Manual, contains 2 9 

AWN 6 LANDSCAPE magazine delivers 
superior, total coverage of the con-
tinually evolving professional lawn 

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

illustrated lessons on urhan 
forestry training with 
corresponding written and 
performances tests. The 
curriculum ranges from 
hasic coverage of ropes, 
knots and terminology and 
progresses into electrical 

TM T E M P Ô R A R Y 
R A I N iNc 

A great system 
A great solution 

THE ABOVE GROUND WATERING SYSTEM 
DESIGNED FOR THE LANDSCAPE PROFESSION 

TO ESTABLISH NEW LAWN, 
NURSERY STOCK, PLANTINGS, AND MORE 

• REDUCES CALLBACK AND COMPLAINTS 
• EASY TO USE: Simple to assemble 
• EXPANDABLE: From 6 to 18 valves 
• FLEXIBILITY: All j o b layouts 
• REVENUE PRODUCING 
• PORTABLE: Light we igh t 
• SAFE: Low vo l t age 
• SAVES TIME - SAVES MONEY 

Protect your investment with 
"TEMPORARY RAIN" 
8 0 0 - 3 4 2 - 3 1 3 1 

FAX (847) 740-3133 * PO. Box 208 Ingleside, IL 60041 

PAVE EDGE 
"Professional's Choice" 

Both RIGID and FLEXIBLE 
Make a Choice-Not a Compromise! 

612/881-5773 
Fax 612/881-2169 

1-800-728-3832 



hazard recognition, work 
site management and storm 
damage. 

OPB GOES ONLINE 
The Outdoor Power Equip-
ment Institute mad e itself 
more accessible to power 
equipment users by develop-
ing a site on the World Wide 
Web — CyberLawn USA 
— at htt p://opei.mow.org. 
I he site provides various 
information about power 
equipment for downloading 
such as instructive guides 
on mulching, composting 
and garden tilling. Site 
visitors can even trim their 
own virtual turf aboard the 
O P E I CyberMower. 

CO 

5 

i , i 
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MAY 23 Tree Pruning Seminar, 
Buena Park, Calif. Contact: Ted 
Stamen, 909/656-3431. 

MAY 24 Desert Horticulture Con-
ference, Tucson, Ariz. Contact: J. 
Tipton, 520/621-1060. 

MAY 31-JUN. 2 Christmas Decorat-
ing Conference, Pittsburgh. Con-
tact: Kathy Bizon, 412/281-6352. 

JUNE1 New Jersey Society of Cer-
tified Tree Experts Seminar and 
Prep Course, Freehold, N.J. Con-
tact: 908/591-1113. 

JUNE 5 University of Massachu-
setts Turfgrass Research Field 
Day, South Deerfield, Mass. 

Contact: 413/545-3066. 

JUNE 12-14 National Lawn& 
Garden Trade Show, Atlantic City, 
N.J. Contact: 203/847-9599. 

JUNE 13-16 Florida Nurserymen and 
Growers Association Annual 
Convention, Ponte Vedra Beach, 
Fla. Contact 800/375-FNGA. 

JULY 10-11 Central Pesticide 
Institute, Carlisle and Hershey, Pa. 
Contact: Pennsylvania Landscape 
& Nursery Association, 717/238-1673. 

JULY 28-30 International Lawn, 
Garden & Power Equipment Expo, 
Louisville, Ky. Contact 
800/588-8767. 

• NEW DRIVE LINE DECKS FOR SUPER RELIABILITY! 
• EASY HANDLING 
• FASTER GROUND SPEEDS 
• FLOATING DECK 

• ZERO TURNING RADIUS 
• HYDROSTATIC DRIVE 
• 20 HP LIQUID-COOLED ENGINE 

E N C O R E 
M A N U F A C T U R I N G CO., I N C . 

P.O. Box 8 8 8 • Beatr ice, N E 6 8 3 1 0 

Loan & Lease Plans 

J u s t h o w d o e s a c o m m e r c i a l r i d i n g m o w e r 
q u a l i f y a s u s e r f r i e n d l y ? W e ' v e e l i m i n a t e d t h e 
r o c k i n g a n d c a t a p u l t i n g s e n s a t i o n c o m m o n 
o n o t h e r h y d r o s t a t i c r i d e r s . W e ' v e m a d e t h e 
n e u t r a l b a n d w i d e r , m a k i n g c o n t r o l e a s i e r . 
A n d w e ' v e m a d e t h e P R O R i d e r 
e x t r e m e l y r e s p o n s i v e , m e a n i n g i t 's 
fast a n d t u r n s o n a d i m e ! A n d 
w i t h t h e n e w d r i v e l ine dec f -
o p t i o n , y o u ' l l g e t m o r e 
h o u r s in t h e f i e l d w i t h 
l e s s d o w n t i m e . 



IW ' n i l 1 Oak ill 
IN BUSINESS. 
Tlie Toro Company's new 
Landscape Contractor 
Group, Minneapolis, has 
t een formed to focus on 
the professional landscape 
market. It combines the 
line of Toro ProLine 
products and portions of its 
Commercial Division 
product line...Barenbrug 
U S A , 1 angent, Ore., has 
tab en a majority share 
holding of TFI, Col umhia. 
S.C., as well as Modern 
Forage Systems, located in 
Perniale,Wask...BuJJ 
Seed Inc., Winston-Salem, 
N.C., agreed in principle to 
purchase Lofts Seed Inc., 
of Bound Brook, N.J. at the 
end of June. Di 

(continuedfrom page 6) 

Q . Why might I take the risks associated with stocks? 
A . Stocks provide the potential to earn superior 
growth on your investments. Data going back to 1926 
show that investors who have bought and held stocks 
through their ups and downs have enjoyed returns 
that far outpaced other investments. 

Of course, while equities have the greatest 
potential for future gains among financial assets, 
they also entail greater risks than certain other 
investments. 

Equity investments may not be suitable for all 
investors, and investors should fully determine their 
objectives, time frame and risk tolerance, among other 
factors, before proceeding. 
Q . How do I participate as a part owner of the 
company? 

A . Shareholders elect company directors and also 
may vote on certain significant actions. These items 
are generally voted on during the company's annual 
shareholders meeting. 

You may also cast your vote by mailing in a proxy 
— a written authorization indicating how you would 
like to vote on the various issues. In reality, a small 
number of large shareholders can possess enough 
voting power to decide the outcome of an issue 
presented for the shareholder vote. 

If an investor wants to challenge these stockhold-
ers, he or she would have to convince many other 
shareholders to vote in his or her favor by waging a 
proxy fight. Also, as a part owner, you receive regular 
updates on how the company is doing. — John 
Houlihan, Dean Witter Reynolds, Melville, N.Y. 

Information and data in this report were obtained from sources 
considered reliable. Their accuracy and completeness are not 
to be deemed a solicitation on Dean Writer's part with respect 
to the purchase or sale of securities or commodities. 

C & S TURF CARE EQUIPMENT, INC. 
T U R F T R A C K E R 

SS8030 

FEATURES: 
• S p r e a d s a n d s p r a y s o v e r 4 0 0 0 sq . f t . 

p e r m i n u t e . 
• Z e r o t u r n i n g r a d i u s f o r m a x i m u m 

m a n e u v e r a b i l i t y . 
• Fu l l h y d r o s t a t i c d r i v e . 
• 1 2 ' b r e a k a w a y s p r a y b o o m . 
• 1 5 0 lb . c a p a c i t y ; 3 s p e e d e lec t r i c 

s p r e a d e r . 
• D e s i g n e d f o r r e s i d e n t i a l a n d c o m m e r -

c ia l p r o p e r t i e s . 
(216) 966-4511 (800) 872-7050 

FAX (216) 966-0956 

Paver & Retaining Wall 
TOOLS and EQUIPMENT 

'Professional's Choice3 

612 /881 -5773 • Fax 612 /881 -2169 

1-800-728-3832 



the FA 
Jtlr .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. 1 f t 

HERBIC IDE 

( t AgrEvo 
A c o m p a n y of Hoechst a n d N O R - A M 

R e a d a n d follow label directions carefully. AgrEvo U S A Company . Wi lmington, D E 1 9 8 0 8 . 0 1 9 9 6 



W Agrtvo 

Finale 
WI»S 

M 



N I R M 
aerification and dethatching 
equipment and the transpor-
tation of infected sod. 

AMMONIUM SULFATE 
AFFECTS SUMMER 
PATCH CONTROL 
T H E I M P O R T A N C E of 
nitrogen fertilizer is well 
known for providing 
nutrients to plants — t u t 
there's more. The form of 
nitrogen nutrition used on 

the turf can influence the 
susceptibility of turf to 
summer patch disease. 

Tke cause of summer 
patch, Magnaporthc poae, is a 
newly described fungus that 
affects Poa and Festuca 
species. 1 his fungus forms 
dark hrown to black septate 
runner hyphae on roots, 
crowns and rhizomes of 
turfgrass hosts. 

The purple color of 
these rhizospheres 
indicates a high pH 
resulting from cal-
cium nitrate fertili-
zer (used with a nitri-
fication inhibitor). A 
higher rhizosphere pH 
creates an environ-
ment that favors the 
growth of the sum-
mer patch fungus. 

Symptoms first appear in 
early summer with circular 
patches or rings of wi I ted 
turf in Kentucky and annual 
hluegrass and fine fescue. 
Patches grow from 1 1 /2- to 
3 1/2-inches in diameter to 
more than 2 4 inches. Sus-
taine d heat (82 to 9 5 F) and 
frequent rain changes the 
patch color from a grayish-
green to light straw. Dis-
eased turf may also appear 
yellow over the w hole area. 

Summer patch can he 
differentiated from heat 
stress, insect damage or 
other diseases by examining 
roots, rhizomes and crowns 
for decay and brown to black 
runner hyphae. 

I he fungus moves by 
growing along roots and 
rhizomes, and spreads by 

ADAPTABLE ROOTS AND pH. 
Rhizosphere pH is deter-
mined by the cat ion-to-
anion uptake ratio, the root 
discharge of hydrogen ions 
or hydroxide ions, the soil 
buffering capacity and the 
plant species. CK anges in 
the pH occur as a result of 
the net excretion of hyd ro-
gen or hydroxide. 

Root systems can alter 
their environment in re-
sponse to the form of nitro-
gen nutrition. Because nitro-
gen is the nutrient absorbed 
in the greatest quantity, 
absorption of ammonium or 
nitrate largely determines 
whether the rhizosphere pH 

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

Call Randy Tribble at 
1-800-822-3282 

Metromail 
A N R . R . DONNELLEY & SONS C O M P A N Y 



will increase or decrease 
with nitrogen uptake. 

The absorption of am-
monium increases uptake of 
cations relative to anions 
and promotes hydrogen ion 
efflux from roots, which 
reduces the rhizosphere pH. 
Nitrate absorption has the 
opposite effect of ammo-
nium — increased anion 
uptake results in the dis-
placement of hydroxide 
ions, which raises the 
rhizosphere pH. 

The acidic environment 
caused hv ammonium fert i-
lization reduces the inci-
dence of summer patch 
disease because a lower pH 
environment discourages the 
growth of the fungus. Ni-
trate nutrition can worsen 
summer patch severity. 

The lowered pH caused by 
ammonium fertilization also 
makes manganese more 
soluble. Soil acidification 
that is associated with 
ammonium nutrition can 
improve plant uptake of 
manganese in high pH soils, 
but further research will be 
required to determine the 
role of manganese nutrition 
to control summer patch. 

SOIL MANAGEMENT. Current 
research at Rutg ers Univer-
sity focuses on developing 
the best management 
practices to use for main-
taining the optimum soil pH 
needed for quality turf and 
disease suppression. Early 
indications of this research 
suggest the foil owing 
protocol: 

• Apply ammonium sul- pH in the 0 - to 2- inch 
fate frequently, but at low rates surface layer. 
— about 0 .25 to 0 .5 lbs. N per • Apply lime as needed 
1 ,000 square feet every four to maintain soil pH near 6.0. 

. • Improving drainage, 
reducing compaction and 
performing aerification 
and syringing to reduce 
heat stress will aid in 
controlling summer patch. 

• Overseed affected 
areas with mixtures or 
blends of resistant turf 
species, such as bentgrass, 
perennial ryegrass or tall 
fescue. — Joseph Heckman 
& Bruce Clarke Q 

I m p r o v i n g d r a i n a g e , 

r e d u c i n g c o m p a c t i o n 

a n d p e r f o r m i n g a e r i -

f i c a t i o n a n d s y r i n g i n g 

t o r e d u c e h e a t s t r e s s 

w i l l a i d i n c o n t r o l l i n g 

s u m m e r p a t c h . 

weeks during cool weather. 
• Take soil samples about 

twice a year to check the soil 

Dr. Heckman is specialist in 
sot 1 fertility, Rutg ers Coopera-
tive Extension; Dr. Clarke is 
director of the center for 
turfgrass science, Rutgers 
University, Rutgers, N.J. 

J U M B O M O W E R B A G 

1 - 8 0 0 - 9 8 4 - 9 4 1 0 

Plant Them Closer • Dig Them Faster 

• Landscapes 

• Tree Growers 

Transplanters 
Only ^ M f * Nurserymen 

43 lbs. " I - Commercial Gardeners 
Dig a 7-foot 
tree or shrub 
out of the 
ground in 
approximately 
two minutes! Demonstration 
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Hillenmeyer 
Nurseries 

Executive Summary 

The Owners 

A HEADQUARTERS: Lexington, Ky. 
FOUNDED: 1841 
OWNERS: Stephen and Chris Hillenmeyer 
PRIMARY SERVICES: Two retail garden centers 
accounting for 25 percent of sales; a 250-acre 
nursery and greenhouse facility that mostly 
supplies in-house needs; and a landscape 
division that includes commercial and 
residential maintenance and design/build 
services that account for 75 percent of sales. 
NUMBER OF EMPLOYEES: 110 year round, 160 
peak season 
1995 SALES: $7.5 million 
1996 PROJECTION: $8 million 

A THE CONCEPT: To he central Kentucky's best 
• full service nursery and landscape company by 

providing a quality product and dependable 
• service with knowledgeable, well trained 
• employees. 
I FUTURE CHALLENGES: Finding and keeping the 
• best employees, working with heavy 
• government regulations and maintaining and 

w growing the market share. 

• STEPHEN AND CHRIS HILLENMEYER 
• BACKGROUND: Stephen Hillenmeyer, 38, is 
• president of the company. Chris Hillenmeyer, 

41, is secretary of the company. Both studied 
• horticulture at the University of Kentucky, 

Lexington, grew up in the family business and 
• are the fifth generation of the family to own 

the business. 
• EQUITY HELD: 50-50 split 

Credit: Dave Huntsman, 
Versailles, Ky. 



After three years 

of training in 

managing people 

and profits, 

Hillenmeyer 

Nurseries is 

prepared to control 

its own destiny. 

By Paul Schrimpf 

N E of the most difficult roles that com-
pany owners must assume at some point is 
to he the leaders of change. It's especially 
tough when the company is 1 5 5 years old, 
like Hill enmeyer Nurseries, Lexington, Ky. 

oince taking over 12 years ago as the 
f if th generation of Hillenmeyers to own the 
company, S t eph en an a c h r is H i l l -
enmeyer have expanded from a retail nurs-
ery and design/huild-oriented business 
into landscape maintenance, design and 
construction. They've learned much f rom 
successes and mistakes along the way. 

There were plenty of pitfall s — buying 
out a family member, establishing t rust-
ing relationships with employees, creat-
ing a reliable budgeting system and stick-
ing to the "master plan" have all been 
difficult and painful experiences for the 
Hillenmeyers — but the company is meet-
ing its profit goals and communicating 
with employees better than ever. 

From $ 2 . 5 million in retail garden 
center sales in 1 9 8 4 , Hillenmeyer Nurs-
eries grew to $ 7 . 5 million in retail, land-
scape maintenance, design and construc-
tion sales last year. 

FAST CHANGES . In an economic era domi-
nated by mergers and takeovers, it's hard 
to f ind companies as old as Hillenmeyer 
that resemble its original concept. 

Hillenmeyer was founded in 1 8 4 1 as 
a grower and shipper of bare-root plant 
material, and one of its biggest customers 

was Sears. Roebuck & Co. Hill enmeyer 
filled orders for plant material that cus-
tomers ordered f rom the Sears catalog. 

The company s first move toward di-
versification was opening a retail garden 
center in the late 1 9 5 0 s and taki ng on a 
maintenance contract with an IBM type-
writer plant a few years later. The young 
Hillenmeyers' father, Louis Jr., and his 
brother Robert, engineered the expan-
sion, but the company stood pat through 
the 1 9 7 0 s and early 1 9 8 0 s when Stephen 
and Chris were coming of age. 

In 1 9 8 4 , two years after their father's 
death, Stephen and Chris, along with their 
brother Louis III, bought out their uncle 
and looked at opportunities to expand 
the business. 

They opened up a second retail garden 
store in 1 9 8 4 on the opposite side of 
Lexington to take advantage of growth 
on the south side of town and to better 
serve loyal customers. I hey also began 
actively seeking commercial landscape 
and contruction projects. 

Their work paid off in bottom line 
sales, which grew to $ 6 million in 1 9 9 2 . 

STORM CLOUDS AHEAD. Sales were strong, 
but internally, Hillenmeyer Nurseries was 
having some problems. O n e of the most 
difficult issues in a family business is 
keeping harmony when each member has 
his own ideas about the future. Ultimately, 

(continueJ on page 26} 



ECOLOGY & 
MANAGEMENT 

§ T . KARL DANNEBERGER, Ph.D 

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

E H Payment Enclosed 

Charge my • VISA • MasterCard 

Card # 

Expiration Date 

Signature _ 

Name: 

Title: 

Company Name: 

Address: 

City: . State: Zip Code: 

Published by: 

L . 

4012 Bridge Ave. 
Cleveland, OH 44113 
Call 800/456-0707 for information on 
volume, discount prices. 
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ANNOUNCING... 
THE COMPLETE 
IRRIGATION WORKBOOK: 
DESIGN, INSTALLATION, 
MAINTENANCE AND 
WATER MANAGEMENT. 

BÍÍ LARRY KEESEN 

ORDER TODAY! 
• Y E S , I 'm interested in purchasing copy(s) of The Complete Irrigation Workbook 
for only $24 per copy plus $2.50 shipping/handling per copy. I understand my purchase will be 
shipped upon payment. I also understand that I can return my book(s) within 15 days for 100 percent 
refund if I am not totally satisfied. 

Please charge to my: 
Card # 

• VISA • Mastercard 

Expiration Date _ 
Signature 

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

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

4 Programs 1 Package: 
ONE. 
Photoscape technology includes hundreds 
of plant and other landscaping materials to 
create realistic photo-view plans. 
Two. 
Easy-to-use professional tools simplify 
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it lead to Louis being bought out by Stephen and Chris. 
"We all worked hard to grow the company together, but 

we eventually became too focused on our individual depart-
ments, said Steph en. "The company began to suffer be-
cause we weren't working together." 

"We began to build a lot of walls within our company," 
added Chris. "Our landscape department stopped working 
with our nursery, and the nursery quit working with the 
garden center. We had all these walls that kept us from 
working as a team. We weren't working on the same cylin-
ders for a w Kile and it definitely had an impact on us." 

After the buyout, there were some deep wounds to mend 
within the company. A slightly flatter economy in 1 9 9 2 , 
coupled with the emotions and lack of trust the employees 
had for management would prove to be one of the greatest 
hurdles for the Hillenmeyers in the months and years fol-
lowing the buyout. 

HOT A LONE. Stephen and Chris admitted to themselves early 
on that they could not regain full control o f the company 
without some outside help. They hired management con-
sultant Lin da Reed to help them work on company teams 
and trust building. 

"We had training in horticulture, but where do you go to 
school to learn how to work with people?" asked Stephen. 

Shef irst met with Stephen and Chris to get th em to focus 
totallv on the company's direction and to commit to that 
direction. "It sounds pretty simple," said Chris, "but it's 
amazing how that doesn't happen with a lot of companies." 

"The process started with us," added Stephen, "how to 
make the company better, what we wanted to do. When we 
agreed to it, the next step was to survey managers and 
employees for input. 1 hey told us the critical things that 
needed to change." 

To make employees feel less threatened and more free to 
open up, Chris and Stephen allowed Reed to meet with the 
employees alone without key managers present. The man-
agers were given filtered information from the meetings 
with Reed. 

"The employees knew they could say whatever they 
wanted to there without being identified," noted Chris. "She 

Hillenmeyer's three 
divisions allow the 

company to cross 
train employees in 
different areas of 
business, reducing 

seasonal hiring. 



Future growth at Hillenmeyer 
Nurseries is expected to come largely 
from its landscape maintenance and 
design/build divisions, 

attributed problems or feelings 
to tbe particular division, sucb 
as, 'The nursery division feels 
tbat. . We wanted to create a 
safe environment tbat would 
allow input." 

I be goal from tbe outset was 
to create policy tbat would al-

low tbe Hillenmeyers to empower employees to make deci-
sions based on tbe company guidelines. Stepb en and Cbris 
would implement and adjust tbe policy as needed, wbile tbe 
employees would carry it out. 

The initial meetings revealed tbe company's primary 
problems, wbicb Stephen and Cbris addressed first. "You 
can't cbange everything at once," said Stephen, "so we fo-
cused on pressing problems and solved one problem at a 
time. Slowly but surely, the employees saw we were doing 
what we said we would do, and that bui It their trust. 

Another element that was essential to making the deal 
work wi t h t h e employees was the attitude of communication 
and trust in the brothers' relationship with each other. "It all 
starts with Chris and me," explained Stephen, "if I do 
something he doesn't like and he asks someone in account-
ing, 'Now, why did he d that?' we end up undermining each 
other. We have to make sure we project the relationship, and 
then coach the employees to do that with each other." 

I oday, the Hillenmeyers run company meetings without 
the consultant, and all issues are put out on the table at staff 
meetings every two weeks in no-holds-barred sessions. A 
problem between managers about interdepartmental hiring 
was solved in the course of a recent meeting, rather than left 
to fester with noncommunicative managers. 

" I his is nothing major to us now, 
but two years ago this 

would have gone on for weeks or mon ths and all sorts of 
walls would have gone up between managers and depart-
ments," said Stephen. "So we are constantly trying to keep 
the floor open." 
MANAGING PROSPERITY. 

During their company's period of 
strong growth, the Hillenmeyers were working hard and 
doing business 

but not really tracking the numbers. 
1 hat worked for the prosperous times, but when the 

economy flattened in the early 1990s , they lacked the 
financial tracking that could help them make future deci-
sions. Again, they turned to an industry consultant, Frank 
Ross, for help. 

"At the point we started, we weren't doing any budgeting," 
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admitted Stephen, "but now we are very 
strong in this area. Just the hasic prin-
ciples of setting up a budget and keeping 
expenses in line lets you know what you 
can and cannot do and provides the 
hasis for your operation. 

"Now, employees know the sales num-
bers and they know what our profit is. 
The managers see all the details — it s in 
f ront of them," he continued. 

Stephen said the company was ahleto 
get hy without formal budgets, hut it 
made planning for the future nearly 
impossible. 

"It's not that you can ' t J o well without 
a budget — there are a lot of companies 
that are getting by without one, ex-
plained Steph en. "But until you know 
where the dollars are coming from, you 
can't plan for anything. When we were 
doing well, we really had no idea what we 

were doing or what we were doing to 
cause the sales increase. We just kept 
working. Now, the focus is on margins 
and how to increase them. Not every 
budget works out perfect but we come 
pretty close to the target." 

It was difficult to get the managers to 
do budgets at first, but they have seen 
the value of an accurate balance sheet 
over the last three years. Steph en ana 
Chris meet wi tli the managers monthly 
to review the numbers and make sure 
they are on track. 

They also learned to budget realisti-
cally. The first year, 1 9 9 2 , the com-
pany just made the budget, and modest 
increases followed in subsequent years. 
This year, Hillenmeyer Nurseries is on 
track for a 12 percent increase in over-
all sales. 

T t J i J n t happen like we wanted it to 

the first couple of years, but we are on 
track to do very well this year," said 
Steph en. "It takes a long time to get the 
ship turned around — it's been a three-
year process, and we've moved from a 
survival mode to a growth mode — and 
it sure is a lot more fun." 

REWARDIN6 PEOPLE. Dealing with 2 per-
cent unemployment in a city o f 2 2 5 , 0 0 0 
people means that there is virtually no 
pool of employable people that Hil-
lenmeyer Nurseries can go to on a regu-
lar basis. It's no wonder that Stephen 
and Chris ca 11 their people the company s 
number one product. 

The brothers go to great lengths to 
ensure that employees are happy and 
challenged. Stephen discussed this in a 
recent interview: 

(continued on page Q3) 
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mycorrhizae 

Many transplant 

failures can he 

avoided with 

the addition of 

mycorrhizal 

fungir a beneficial 

material that helps 

plants survive 

stress and thrive 

in their new 

environments. 

by Donald Marx 

T RANSPLANT failure happens. When 
it Joes, we often say, "You win some, you 
lose some.' ' T h e truth is that transplant 
failure of trees, shruhs an J ornamental 
plantings is expensive in time, lahor 
and customer dissatisfaction. 

The solution lies heneath our feet 
with fungi that form mycorrhizae with 
roots. I hese beneficial "fungus-roots" 
have developed a natural survival strat-
egy that helps plants survive stress, and 
that strategy can he used today. 

Mycorrhizal fungi are essential to 
plant growth. Found in healthy soil, 
these organisms colonize the roots of 
9 9 percent of all plants. They help the 
plant take up soil nutrients and water, 
and in return, the plant supplies the 
mycorrhizae with a steady source of sugars. When 
they do not colonize plant roots, most plants cannot 
thrive and transplant failure becomes a certainty. 

Recently, several companies have made myc-
orrhizal fungi commercially available as inocu-
lants. Do these products work and are they in-
strumental in slowing the failure rate of trans-
planted plants? The answer is yes. 

INTENSIVE CARE STOCK. I o produce large numbers 
of plants, nurseries often raise their stock in 

Mycorrhizae: 

Rx for Healthy 
Transplants 

(Above) Hyphal strands 
of Pt ectomycorrhizae 
form a "secondary" root 
system which grows from 
the ectomycorrhizae into 
large soil volumes ex-
panding the feeding 
capacity of the plant's 
root system. (Left) Ex-
amples of ectomycorr-
hizae (light yellow beige-

sterile soils. This artifi- colored forked roots 
. 1 . , growing off the woody 

cial ecosystem creates an ^ 
intensive care environ- ^ ^ ¡ ^ a n -

ment. Like patients in a m a n y h a r d w o o d S i 

hospital ward, the plants 
must be provided with virtually all of their bio-
logical needs, which under normal situations 
would be provided to them in nature. 

Trees and other plants transplanted from the 
nursery to the urban landscape must immediately 
fend for themselves. As a matter of practicality, 
landscape contractors cannot maintain the in-
tensive care environment that supported these 
plants in the nursery. 

Although we try to lessen the shock of trans-
planting as much as possible, newly transplanted 
plants undergo extensive stress. I hey must im-
mediately rejuvenate their root systems (as much 
as 9 0 percent of plant roots are trimmed to 
package and ship them). Until the root system is 
reestablished in the new soil environment, the 
plant cannot effectively ward off the damaging 
effects o f this stress. 

NATURAL SURVIVAL STRATEGY. The hiology of the 
soil, physiology of plant roots and symbiotic 
relationship between plants and mycorrhizal fungi 

(conlinueJ on page 35) 



S e n d i n g a 

other Nature annu-
ally takes its toll on 
landscapes and nurs-

eries across the coun-
try. Just ask any profes-

sional contractor per-
forming services to residen-

tial and commercial properties 
in 1995. 
Weather withstanding, it's up to 

the professional to find a solution to 
the various infestations that invade 
their customers' properties. Or, more 
ideally, control the unwanted fungi 
before they're visible in the landscape. 

To accomplish disease control in 
turf and ornamentals, an effective 
control program needs to be estab-
lished. A program that provides ex-
tended control with limited distur-
bance to the plant, and one that maxi-
mizes applicator mixing ease and 
tank-mixing compatibility. 

Contact fungicides are effective in 
treating turf and ornamental diseases 
in the landscape on a short-term ba-
sis; or for as long as the product 
remains on the surface of the plant. 
More recently, systemic fungicides, 
such as Banner^ from Ciba Turf & 
Ornamental Products, Greensboro, 
N.C., have become available to the 
landscape contractor for long-term 
control of diseases. 



H o w 

BANNEr 
MAXX® 
Works 

anner MAXX is a revolutionary water-
based Banner formulation offering the 
professional lawn and landscape 

operator qualities previously not available in 
fungicide formulations. 

The new formulation is a microemulsion 
concentrate (MC) in which the active ingredient, 
commonly known as propiconazole, is formu-
lated in a matrix of proprietary surfactants and 
water to form submicron size — about 0.1 
micron — droplets. Because the formulation is 
water based, Banner MAXX is a mixable blend 
that is extremely uniform and stable when added 
to water in a spray tank. 

A microemulsion contains very fine droplets of 
surfactant in which the active ingredient and 
solvent are suspended. Since the droplets are 
extremely small, a microemulsion is transparent 
to the naked eye appearing as a solution. 
However, when a light beam is passed through, 
the path of the beam becomes visible from light 
bouncing off fine particles, confirming that the 
formulation is a microemulsion. 

The extremely small particle size combined 
with the product's unique properties enables 
Banner MAXX to stay in a water matrix for many 
months. For instance, if an operator must halt an 
application due to weather conditions, he can 
later resume his sen/ice call without fear of the 
product settling out in the spray tank. 

Because the particle size is so small, the 
product remains completely suspended in its 
host solution. This differs from the typical pow-
der or dry flowable particle — about 25 microns 
in size — which generally require constant and 
significant agitation to remain in suspension. If 
agitation is not maintained or is inadequate, the 
particles will separate and settle out in spray 
tanks, leading to potential misapplications. 

As a systemic, Banner is 
absorbed into the plant's sys-
tem where, unaffected by 
outside disturbances, it can 
continue to control disease 
for a longer period of time, 
resulting in reduced labor 
costs. Additionally, Banner 
is labeled for different treat-
ment levels, depending on 
the time of year and dura-
tion of control desired. 

Further enhancing the 
product's current reputa-
tion for disease control in 
turf and ornamentals is its 
increased flexibility and 
user friendly formulation. 
Now available as Banner® 
MAXX,® the product fea-
tures a revolutionary new formulation 
— a microemulsion concentrate (MC) 
— that is a clear, ultra stable liquid, 
which mixes completely with water. 

The MC eliminates the use of petro-
leum solvents that act 
as a carrier in other for-
mulations. As a result, 
Banner MAXX has little 
odor and it will not clog 
filters and screens or 
settle to the bottom of 
the spray tank, which is 
particularly important 
to landscapers. 

"Landscapers gener-
ally use small tanks 
without agitation capa-
bilities. By the time they 
get to the end of the tank the stuff is 
settling out. With Banner MAXX, you 
mix and it's done," said Doug 
House worth, Ph.D., manager, technical 
support for Ciba. 

Banner MAXX treats 18 turf diseases 
including dollar spot, spring dead spot, 
summer patch and gray leaf spot on 
warm- and cool-season turf varieties. 
Three new turf diseases—take-all patch, 
necrotic ring spot and Fusarium patch 
— have recently been added to the label. 
On ornamentals and other landscape 
plantings, the product controls numer-
ous diseases such as powdery mildew, 

Banner MAXX (left) is a water-based fungicide thai forms an 
ultra stable suspension, unlike powders (right) or emulsifi-
able concentrates, and is widely compatible in a tank mix. 

rust, leaf spot, scab and anthracnose. 
"We see the MC really helping out in 

landscape ornamentals. About 40 new 
plants are now in the process of being 
added to the Banner MAXX label," 

enhancing Banner's 
current reputation for disease control 
in turf and ornamentals is its 
increased flexibility and user friendly 
formulation. 

Houseworth said. "We see nursery and 
ornamental contractors using the prod-
uct which is available in quart and gallon 
size containers." 

BENEFITS OF MICRO-
EMULSION CONCENTRATES 
A microemulsion concentrate, or MC, 
offers the professional user new and 
convenient fungicide technology to 
tackle disease situations. Among the ben-
efits of the new technology are: 

• Physical Appearance: MC is a trans-
parent liquid that does not contain a hy-
drocarbon solvent carrier, meaning it's 



Conquering 

1 he beauty of flowering crabapple, dogwood, crape myrtle 
and red-tip photinia have made them extremely popular 
in many regions of the United States — which almost 

makes the diseases that destroy them among the most dreaded. 

Controlling powdery mildew, leafspot, scab, rust and dogwood anthra-
cnose poses significant maintenance and labor problems for professionals 
who provide disease control on a program. 

Banner MAXX has been proven effective in the control of these diseases 
and provides the additional advantage of flexibility in application rate and 
concentration. 

Listed below are the label specifications for using Banner MAXX to con-
trol disease on these ornamentals. 

SPECIES DISEASE RECOMMENDED RATES AND TIMING 

Crabapple Scab (Venturia inaequalis) Apply 2 fluid ounces per 100 gallons every 14 days. 
Begin at green tip. 

Crabapple Rust (Gymnosporangium 
juniperi-virginianae) 

Apply 2 fluid ounces per 100 gallons every 7 days. 
Make 3 applications beginning at green tip. 

Crabapple Powdery Mildew Apply 6-8 fluid ounces per 100 gallons every 14 days. 
Crape Myrtle Powdery Mildew Apply 16 fluid ounces per 100 gallons every 21 days. 

Dogwood Anthracnose 
(Discula spp.j 

Apply 2-4 fluid ounces per 100 gallons every 14 days, or 8 ounces per 100 
gallons every 28 days. 

Red Tip Photinia Leafspot (Fabraea maculata syn. 
Entomosporium maculatum) 

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

essentially odorless. Powders or dry flow-
ables may be odorless, but often dusty. 

• Tank Stability: Banner MAXX dis-
perses readily in water without strong 
agitation. Laboratory testing determined 
that there is no separation of product 
from water for up to 52 weeks. 

Banner MAXX will not settle out when 
the tank is left idle, allowing the spray 
technician to complete an accurate ap-
plication during favorable weather con-
ditions. Powders and dry flowables can 
form significant sedimentation within 
two hours. Such formulations generally 
are not conducive to sitting idle in a tank. 

• Tank residue: MC formulations are 
clean and virtually no residue remains in 
the tank after application. After multiple 
instances using powders and dry flow-
ables, a buildup can occur in the tank, 
lines and nozzles. 

• Spray nozzle wear: MC formula-
tions form stable suspensions. The ad-

vantage is no abrasion to spray nozzles 
and lines. Powders and dry flowables 
are typically hard particles ground and 
blended with other solid substances. 

Subsequently, the constant friction that 
suspended solids subject spray nozzles 
to can wear out the nozzles over weeks 
and months. 

Tank 

M I X I N G 

70 use Banner MAXX, fill a spray tank one-half to three-fourths full with water, add 
the proper amount of Banner MAXX, then add the rest of the water. Provide suf-
ficient agitation to maintain a uniform mixture. 

For broader spectrum control, Banner MAXX can be tank mixed with other fungicides. It 
also is compatible with numerous herbicides and insecticides. Banner MAXX is available in 
quarts, one-gallon containers and 15-gallon returnable/refillable TurfPak™ units. 

Banner MAXX rates are the same as the original Banner EC formulation. For turf diseases, 
varying rates of 0.5 to 4 ounces per 1,000 square feet are recommended, depending on the 
disease. For ornamental and nursery use, 2 to 16 ounces per 100 gallons of water is recom-
mended. See the Banner MAXX label for specific rates. 



Tackling 

TURF D ISEASE 
with Banner® MAXX 

ne of the most difficult lawn maintenance problems in the greater Houston area is gray 
leafspot on St. Augustinegrass. Its ability to plague a yard over and over again makes it 
a big headache to treat. 

Bob James, a field manager for one of the three TruGreen/ChemLawn offices in the greater 
Houston area, estimates that at any given time up to 75 percent of the lawn maintenance 
customers served through his office have yards affected by the gray leafspot. It 's a monster down 
here in Harrison County. We're dealing with an aggressive disease, especially in shady St. 
Augustinegrass areas," James explained. 

With 11,000 residential customers, callbacks on gray leafspot is an expensive proposition. It's 
the primary reason why James gave Banner a try four years ago. They started using Banner 
experimentally on a limited number of customers, and found control lasted between two and three 
weeks, depending on weather conditions. 

Gray leafspot generally appears with the first warm, moist days of late March and early April. 
Technicians will apply Banner at a rate of 2 ounces per 1,000 square feet of turf. Follow-up 
applications are usually made on an as-needed basis, but average about three weeks between 
treatments. Moist weather and customer errors, such as forgetting to turn off the sprinklers during 
or after rainy weather, can hamper the effects of the Banner treatment, James said. 

The result has been happier customers and an average of 25 percent fewer callbacks since 
Banner was introduced. "No one makes any money on callbacks, and customers want problems 
solved on the very first visit. Banner addresses both those issues." James said. 

NIPPING DISEASE IN THE BUD 
earlier in the year dogwood anthracnose and other ornamental diseases are brought 

under control makes life a lot easier for Jim Cregar, project manager for horticultural 
services for Crowley Lawn Service Inc., Cleveland, Ohio. 

That means catching target ornamentals when they're just beginning to open up. 
I f you catch potential problems early then hopefully things will cooperate enough for the 

remainder of the season - under a watchful eye, of course," he said. I 'm a believer in 
fungicides. If you get a good start, the rest of the year is a whole lot easier." 

The systemic nature of Banner gives ornamental contractors extra insurance throughout 
the busy spring when juggling application schedules keeps crews on the run. 

Cregar used Banner MAXX last year and was impressed with the control it provided. 
"Any time you can get away from a powder of any kind it's a plus, especially from drift." 

• Equipment corrosion: MC formula-
tions do not contain a petroleum solvent 
carrier, therefore equipment corrosion 
is not a concern. Emulsifiable concen-
trates can be very corrosive to spray 
equipment, valves and seals. 

• Tank mix compatibility:MC formu-
lations provide uniform suspensions that 
offer good tank mix compatibility char-
acteristics. For example, if Banner MAXX 
were added before a WP it would still 
provide a uniform tank mix. If a WP and 
EC were added like this, the mixture 
would coagulate. While changing the se-
quence of addition is not recommended, 
this points out the extremely uniform 
characteristics of Banner MAXX. 

DEFEATING DISEASES 
Controlling diseases in turf and orna-
mentals means significant maintenance, 
labor and, often, heartache for profes-
sionals providing a disease control pro-
gram. Instead of letting diseases get the 
best of you, it's best to prepare a smart, 
flexible application program for your 
customers and prized ornamentals. 

Banner MAXX has proven effective 
in the control of troublesome diseases 
including powdery mildew, leaf-spot, 
scab, rust and dogwood anthracnose on 
ornamentals and other landscape and 
nursery plantings. • 

Banner 
MAXX is 

available in 
one-gallon 
containers 

(right), 15-
gallon 

returnable/ 
refillable 
turfPak™ 
units and 

quarts (not 
pictured). 

Important: Always read and follow label 
instructions before buying or using these products. 

CGA 730-00056A 
Patent Nos. 4,079,062. Banner* and Banner' MAXX ' are trademarks of Ciba-Geigy Corp. © 1996 Ciba-Geigy Corp. 

This advertising supplement was produced for Ciba Turf & Ornamental Products by Lawn & Landscape magazine. 



mycorrhizae 

(continuedfrom page 30) 

evolved millions of years ago in natural 
forests. The forest is a highly competi-
tive ecosystem, and plants must endure 
tremendous stresses to survive. 

Trees wi tk the most expansive root 
systems have survived at the expense 
of those with fewer roots. Tlie mutu-
ally beneficial association between 
plant roots and mycorrhizal fungi are 
responsible for this survival bv the 
increase in nutrients and water the 
f u n g i are able to supply. The soil stresses 
plants encounter in the forest are man-
aged by the mycorrhizal relationship. 

Mycorrhizae occur as three types, • 
which are symbiotic on different plants: 

• Endomycorrhizae (which benefit 
maples, gums, ash, turfgrass, shrubs and 
most ornamental plants) enter the plant 
root and colonize the root cells inside. 

• Ectomycorrhizae (which benefit co-
nifers and many hardwoods) grow only 
between the cells and over the surface of 
the roots on the outside. 

• EricoiJ mycorrhizae. (which benefit 
azaleas, rhododendrons , blueberry, 
cranberry and laurels) share distinc-

Benefits of 
Mycorrhizae 

Survival mechanism for plants. 
^ Increases stress resistance. 

Increases plant availability of nutrients. 
Increases plant availability of water. 

^ Increases drought tolerance. 
* Increases plant viability in distressed soils. 

Decreases infection of roots from certain 
soil-borne disease organisms. 

tions of U K endo- and ectomycorrhizae. 
When mycorrhizal fungi colonize a 

host plant root, their strands of hyphae 
(thread-like feeding structures) extend 
out beyond the host's roots and func-
tion like syphons absorbing nutrients 
and water. These feeding strands can 
extend up to 3 0 feet away and a few of 
them can be 1 0 0 times larger than those 
of a nonmycorrhizal plant's entire root 
system. A well colonized plant root sys-

Overview of Mycorrhizal Types 
NUMBER OF PERCENT EXAMPLES 
KNOWN PLANT OF PLANTS 

MYCORRHIZAL FUNGAL HOW IT SPECIES IT THAT MARKET 
TYPE SPECIES COLONIZES BENEFITS BENEFIT AVAILABILITY 

Endomycorr- Most Colonizes The most abun- Turfgrasses, Yes 
hizae wide- the inside of dant fungi in the most ornamen-

spread; plant root soil. Occurs on tal plants, hard-
150 cells. more than 85 woods, fruit 
species percent of the and nut trees 
identified 300,000 species and shrubs. 
worldwide. of green plants. 

Ectomycorr- 2,100 spe- Colonizes Approximately Conifers Yes 
hizae cies iden- the outside 10 percent of and hardwoods 

tified in of plant plants, including such as beech, 
North Amer- cells and more than 2,000 birch, eucalyp-
ica, more the root. trees. tus, fir, oak and 
than 5,000 willow. 
worldwide. 

D T ON 
O R 

DTON " W " 
You Make The Choice 

Dy'On is the or ig inal spray 
ind ica to t the f i r s t to 

let you see w h e r e you 
sprayed a t e m p o r a r y 

dye t h a t w i l l s l o w l y 
f a d e a w a y in sunl ight . 

Dy'On is also r e c o m -
m e n d e d as a pond 

and lake dye. Other 
d i lu ted , i m i t a t o r 

products are w o r t h 
fa r less. 

Dy'On " W " ( w a s h a b l e ) 
is not a dye but a 

t e m p o r a r y co lorant . 
It is equa l ly easy 

to use as Dy'On 
y e t w i l l r inse 

off hands, 
d r i v e w a y s 
and w a l k -

w a y s 
quick ly 

and 
easily. 

Regal Chemical C o m p a n y 
P.O. BOX 900 / ALPHARETTA, GA 30239 

P H O N E 404-475-4837 / 800-621-5208 



n a n ley Ij&YTEment 
Quick-attach the 
Har ley Mode l 
S*6 Power Box 
R a k e ™ to your 
skid steer and 
the excitement 
begins. 

Here's a rake 
that has all the 
speed and 
power needed to 
tackle any site 
prep job. It can 
transform a 
construction site 
or scarred 
athletic field into 
fluffy, perfectly 
groomed soil in 
minutes. 

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

Join the 
e x S / T E m e n t ! 
The Harley S*6 is 
the most versa-
tile a t tachment 
for today 's skid 
steers. See your 
Harley dealer 
today. Harley ... 
It's outta site! 

( V 

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

The Harley S*6 is built 
for today's tough job sites. 

Benef i ts: • 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 

O l e n m a e For more 
information, a 
demonstration, 
or a free video, Jamestown, N D 58402 
contact: 1 -800-437-9779 

FAX 701 -252 -1978 
USE READER SERVICE # 3 0 
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mycorrhizae 

tem may be so covered with mycorrliizae 
that t doesn't even touch the soil. 

I he benefits are many. Mycorrhizal 
roots are better able to extract nutrients 
from the soil that are not normally avail-
able to the plant. The multibranching 
habit and growth of hyphae out into the 
soil increases the uptake of water and 
nutrients, especially phosphorus, by the 
root system. Because of their associa-
tion with mycorrhizae, plants become 
more tolerant to drought, high soil tem-
peratures and certain soil toxins. Myc-
orrhizae also form a physical barrier 
around feeder roots that reduces infec-
tion by some soil-borne pathogens. 

MYCORRHIZAE RX. More than 3 0 years of 
extensive studies have shown that myc-
orrhizae protect against certain feeder 
root diseases, increase longevity of root 
function and increase a plant' s ability to 
deal with stress. 

Sea World of Ohio in Aurora is a 
case in point. Its planting materials must 
work hard; they must withstand heavy 
traffic and be especially hardy to avoid 
replanting during tourist seasons. 

In 1 9 9 5 , the park created a New 
England shoreline to complement its 
new Dolphin Cove exhibit. The land-
scape team had 2 6 days before the ex-
hibit opened to plant 181 trees and twice 
as many shrubs, ground covers, perennials 
and grasses. 

To reduce transplant losses, which 
the park projected could reach 3 0 per-
cent. Sea World used a transplant mix 
and injectable products, which contained 
both endo- and ectomycorrhizal fungi. 
At season's end, all trees had survived 
and were growing vigorously. The mate-
rials are now part of Sea World of Ohio's 
grounds maintenance protocol. 

1 he toughest test for mycorrhizae 
lies in land reclamation, where these 
fungi have become important factors in 
transplant success. More than 1 9 0 y ears 
of intensive mining has left millions of 
acres needing reclamation. Tree plant-
ing has been an attractive option for 
revegetation, but planting routine nurs-

(continueJ on page 38) 



Now You CAN GET SAFE, LONG-LASTING 
FUNGUS CONTROL 

AND PROTECT YOUR BUDGET, TOO! 

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

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

Dyrene4 

The Andersons offers DYRENE in two proven and 
effective forms: 

•Tee Time 5% DYRENE in granular form 
•DYRENE 4 in 2 1/2 gallon jugs 

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

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

T h e C C C C ^ 
Andersons 



mycorrhizae 

(continued from page 36) 

ery seedlings has heen unsuccessful. 
Abandoned mining sites are argu-

ably the worst of distressed soils. They 
are often low in pH (3 to 4), have high 
temperatures ( 1 1 3 F or higher), low 
fertility, poor water storage and often 

contain toxic minerals. This situation 
routinely kills most trees. The Ohio 
Abandoned Mineland Reforestat ion 
Program found that plantings of rou-
tine seedlings averaged less than 5 0 
percent survival, requiring more than 
7 5 percent replanting of their sites. 

TURBO TURF HYDRO SEEDING SYSTEMS 

~ ' Irr? ̂ ¡ ¡ i ) * m b e j r t 

Ç1 Pli 
p 

We can put more GREEN in your pocket 
TURBO TURF tS # 11# OW/KR PROF/TAB/UTY 

S FASTEST & BEST MIXING ACTION, mix a tank in 60 seconds. 
• FASTEST APPL ICAT ION RATE, ie spray a 3 0 0 gal tank in 9 min, 
S LESS W A S T E D T IME, easy c lean up, outstanding reliability. 
S BEST VERSITILY, use most any mulch, seed, or ferti l izer. 
• BEST P R O F I T A B L Y , seed faster , easier , and better . 

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

GIVE BETTER SERVICE 
S Fast germination. Great lawns in !/2 the time. 
S No messy straw to blow into other yards. 

INCREASE YOUR PROFITS 
* Cost to hydro seed is l/2 of dry seeding. 
S Charges are higher, it's a premium service 

WE BUILD A Sin FOR YOU 
50 Gal. 650 sq ft/ load $ 1295.00 
100 Gal. 1300 sq ft/load 1995.00 
150 Gal. 2000 sq ft/load 2795.00 
300 Gal. 4000 sq ft /load 3995.00 
500 Gal. 6600 sq ft /load 4795.00 
750 Gal. 10000 sq ft/load 7995.00 
1000 Gal 13000 sq ft/load 9995.00 
1600 Gal 21000 sq ft/load 19995.00 

TURF WIZARD 
HIP-UVIL-SMOOTH-HAMT 

mm OHI PUSS 
SAVI TUOI - SAVI MO H [Y 5'WIDTH $2295.00 6'WIDTH $2495.00 

Root Response Results 
Average root response of eight tree species* 
four months after transplanting (ball & burlap) 
and treating with mycorrhizal inoculants at Sea 
World of Ohio, 

FEEDER ROOT 
RESPONSE (GM) 

Inoculants 295 
No treatment 140 

ROOT FEEDING 
CAPACITY 

128 
30 

*Blue spruce, Norway spruce, concolor fir, Austrian pine, 
limber pine, pin oak, larch and paper birch. 

An ectomycorrhizal fungi, Pisolithus 
tinctorius (Pt), was discovered living in 
small populations of trees in the harsh-
est of mineland soils. In 1 9 8 1 , the 
agency began planting 5 million Pt-in-
oculated seedlings to stabilize 3 , 0 0 0 
acres of unreclaimed sites. The survival 
of custom grown Pi-inoculated trees 
has averaged more than 8 5 percent. 

USING MYCORRHIZAE. Most urhan soils 
are rarely as distressed as those of mineland 
soils. But even urban soils with naturally 
occurring mycorrhizae may not be of im-
mediate help to ensure transplant success. 
Note that mycorrhizae do not stimulate 
growth as much as they eliminate inhibited 
growth. By helping plants survive stressful 
situations, mycorrhizae helps plants to 
grow to their full potential. 

Plants should be inoculated prior to 
transplanting, so that mycorrhizae can 
immediately begin to develop on new 
roots. Newly planted trees, shrubs and 
ornamental plantings must quickly es-
tablish a feeder and mycorrhizal root 
system to begin getting their biological 
requirements f rom the new soil. 

Landscape contractors can use com-
mercially packaged mycorrhizal fungi 
to inoculate plants prior to and during 
transplanting. These products are avail-
able in different formulations and can 
be applied by spray, drench, injection or 
mixed in the backfill. 

Mycorrhizae are somewhat plant spe-
cies-specific, so select the product that 
is beneficial to your plants. Most com-

FOR A FREE HYDRO SEEDING INFO PACK. CALL: 
BADGER ASSOCIATES 

1108 THIRD AVE. NEW BRIGHTON. PA 15066 
412-846-0670 800-822-3437 FAX 412-846-3470 



panies list the appropriate plant species 
on their label s. Ectomycorrhizal iungi 
were the first inoculants available com-
mercially, and recently endomycorrhizal 
fungi have become available. These two 
types of mycorrbizae will benefit 9 5 
percent or our commercial plant species. 

"Cocktail" mixes that contain up to 
five different mycorrbizal species are 
available for use on almost all plants. 
The th ird type, ericoid mycorrbizae, is 
not yet available but is being tested. 

Inoculating plants is extremely cost 
effective, considering tbe stress protec-
tion provided by fungi and tbe cost of 
failure. Inoculation of a single tree of 1 -
inch caliper or three 1-gallon contain-
erized plants costs less than $ 1 . 5 0 . 
Generally, plants need to be inoculated 
only once in their lifetime. 

To encourage mycorrbizal coloniza-
t ion of roots of newly transplanted 
plants, remember tbe following: 

• Maintain adequate water during tbe 
plant' s establishment period. Too much 
water prompts plants to grow white succu-
lent roots that rarely develop mycorrbizae. 

• Fertilize adequately, if tbe plants are 
not overfertilized, mycorrbizal coloniza-
tion quickly catches up to growing roots. 

• Select fungicides carefully. Sys-
temic fungicides are best avoided when 
using mycorrbizae, especially those la-
belled for rust diseases. 

• Avoid soil compaction, which can 
reduce tbe fungi's access to oxygen and 
moisture and make it virtually impos-
sible for it to spread, gather and move 
nutrients to its host. 

• Mulch whenever possible. Decom-
posing mulch increases organic matter 
in tbe soil and helps maintain favorable 
soil moisture levels. 

Mature trees may also benefit f rom 
mycorrbizal inoculat ion. Si tuat ions 
where trees are stressed and living in 
poor soils that do not have healthy popu-
lations of natural mycorrbizae would be 
good candidates for injection with myc-
orrbizal inoculants. 

ESSENTIAL PLANT CARE. Tod ay we are 
returning to tbe common sense of plant 

care. Th e mycorrhizal/plant partnership 
is a basic, essential and integral part of 
plant survival and growth. Wh en con-
tractors inoculate nursery stock with 
mycorrbizal fungi, they are using nature's 
life -support system to improve the stress 
resistance of their plants. OB 

The author won the Marcus Wallenberg Prize 
for Forestry and founded the Institute for 
Mycorrhi2al Research and Development and 
the Institute of Tree Root Biology for the 
USDA Forest Service. He is now chairman 
and principal scientist with Plant Health 
Care Inc., Pittsburgh, Pa. 

D R A I N - E D G 41/2' 
B L A C K R IG ID V I N Y L 

S U P E R - E D G 6 " 
B L A C K R I D G E V I N Y L 

SAFETY-FUNCTION-CREATIVITY 
3 Edging Choices for All Types of Projects 

SAFETY: Metal edgings create a very serious risk hazard on 
any landscape job. 

F U N C T I O N : Our durable poly/vinyl materials are strong enough 
to handle any design you choose to create. 

CREATIVITY: Is unlimited allowing you to make tight curves, 
sweeping free forms, straight lines or square corners. 

• 10ft. - 20ft. - 100ft. lengths available. 
• 15 year guarantee includes labor 

and freight. 

Call, wr i te , fax 
for f ree s a m p l e s 
and l i terature. 

Call for your 
nearest distr ibutor. 

1 - 8 0 0 - E D G I N G S (334-4647) in U.S. a n d C a n a d a 

H ( s SALES, INC. 
1 -708 -833 -3033 

FAX: 1 -708 -833 -0816 
124 E. ST. C H A R L E S R O A D • VILLA PARK, IL 6 0 1 8 1 





55 Series M o r s 
John Deere compact tractors are out to put 

you in an ugly frame of mind. No small task 

considering their inherent good looks. Looks 

that have often led to the mistaken belief 

that these hydrostatics are little more than 

glorified lawn and garden tractors. 

But hold the phone. These rugged 20- to 

33-hp diesels take second seat to no other 

compact. In fact, when it comes to tackling 

tough tasks, these 55s have "ugly" that goes 

clean to the bone. Especially with regards 

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

like you see here. 

And best yet, these tractors are blessed 

with the fastest hookup times in the industry 

(just five minutes, without tools). 

Ugly can be beautiful. Visit your nearby 

John Deere dealer and see for yourself. Or 

call 1-800-503-3373 for information. 



transplanting trees 

The rules for 

transplanting Lave 

changed as scien tific 

analysis an J field 

experience have 

revealed Letter practices. 

By RoLert ScLutzLi 

Remove polytwine on B&B plants to avoid girdling (right). Poor soil drainage in the planting 
hole can be corrected with a subsurface drainage system (left). Credit: R. Schutzki 

REEN SIDE U P — Don't pick up a 
plant bv its ears — Dig a $ 5 bole f or a 
$ 1 plant. I bere are many more one-
liners referring to tbe planting process, 
anJ wbile some are comical, tbe under-
lying message is: Use sound horticul-
tural practice. Although installing a plant 
is fairly simple, there are as many varia-
tions in practice today as there are land-
scape contractors. 

Many practices are based on tradition, 
but research and field observations have 
slowly introduced changes to this tradi-
tional thinking. Today, planting tech-
niques have become an integration of 
traditional horticultural practice, sci-
entific research and field practice. 

To ensure that transplanted trees and 
ornamentals get their best chance for 

Transplanting 

survival, a review of your company's 
transplanting practices may be in order. 
This article looks at w bat modern re-

search and observations have revealed 
about transplanting. 

STRESS PROBLEMS. Newly transplanted 
plants can be exposed to a series of 
stresses during tbe transition from nurs-
ery to site. Transplant shock has been 
used to collectively define a plant's per-
formance during reestablishment into 
tbe landscape. 

Watson ( 1 9 8 6 ) indicated that in 
field-harvested trees, less than 5 percent 
of the existing root system moves with 
the tree to tbe site. 1 he imbalance be-
tween tbe root system and tbe crown 
contributes to the severity and duration 
of transplant shock. 

Assuming the proper plant was se-
lected, problems could vary f rom im-
proper handling at tbe nursery to im-
proper planting techniques to poor soil 
conditions at tbe landscape site. 

Usually, tb ou£hf we can assume that 
plants arrive from tbe nursery in good 
shape. Planting then deals with our abil-
ity to integrate tbe plant into tbe site. 

Good technique considers the bole, 
plant type, backfill, staking, mulching 
and, in some situations, monitoring 
during the guarantee period. 

(continueJ on page 44) 
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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® 

MAXXf 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 

against ornamental 

diseases, too, like an-

thracnose in dogwoods 

and powdery mildew 

in crape myrtles. 

For more details, 

call 1-800-395-TURF 

combine it with a con-

This 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 m 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 

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 

© 1 9 9 6 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. 



transplanting made easy 

We often assume that balled-and-
burlapped plants can take care of 
themselves, but be sure to maintain 
soil moisture within the ball. 

(continued from page 42) 

PREPARING THE HOLE. T k e plant ing U e 
should be approximately two to three 
t imes the width o i the soil hall or c o n -
tainer . Loose, fr iabl e soil will facil i tate 
new root development . Heavy, c o m -
pacted clay can prevent deep root growth, 
whereas sand or loam will allow roots to 
extend and penetra te deeper in to the 
soil profi le (Watson, 1 9 8 5 ) . 

T h e width of the planting U e p ro -
vides a beneficial zone of aerat ion and 
drainage during the es tabl ishment pe-
riod. I apering the sides of the hole will 
increase backfill volume and extend the 
zone fo r op t imum root development 
(Watson, 1 9 8 6 ) . 

Ho led epth should allow the plant to be 
positioned at the same level it was in the 
field or container. ¡5» oil at the bo t tom of 
the hole should be f i rm to prevent set-
tling. A compacted plateau or m o u n d 

will support the root system, es-
pecially in bare- roo t plants. 

P lants in poorly drained or 
compacted soils should be posi-
t ioned wi th the root mass above 
grade (6 inches is o f t en m e n -
t ioned). I he degree of elevation 
may vary but is basically gov-
erned by the root system. 

I suallv, we assume tha t a majori ty of 
the root system occurs in the top 1 2 
inches of soil. Root d evelopment fo l -
lowing plant ing occurs th rough e longa-
t ion of existing roots and the regenera-
t ion of new roots behind the severed 
ends of roots cut during t ransplant ing. 
Elevating the upper 1 2 inches of the 
root ball, or a port ion, raises the zone of 
active root growth above potential ly 
saturated condi t ions . 

A subsurface drainage system should 
be installed under extreme si tuations. 

C o m m o n French drains or a system 
with outlets in to s torm drains can pre-
vent excessive water accumulat ion in 
the root zone. These systems are impor -
tant when trees are planted in irrigated 
turf areas, because irrigation schedules are 
usually governed by the requirements of 
the turf, not the tree. 

PLANT PREPARATION. Bare- root plants 
are not as popular for direct use in the 
landscape as they were in the past, a l -
though they still o f fe r economic advan-
tages on large commercial and public 

P R O ' - f e c t : h a v i n g a l l p r o f e s s i o n a l q u a l i t i e s 
f o r p e r f o r m a n c e a n d l o n g e v i t y . 
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A h e a v y - d u t y ^ j P * ^ PROFORCE 
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" a n t i - v i b r a t i o n s y s t e m 
c o m b i n e d w i t h a S O L I D - S T E E L 

d r i v e sha f t a n d t h e new BRAIN® 
a u t o f e e d c u t t i n g h e a d e n s u r e s m o o t h 

a n d r e l i a b l e c u t t i n g power . The e n g i n e has 
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N K W F R O I V I P L A N T H E A L T H C A R E 

T R A N S P L A N N O C U L A N T 

When You Can't Afford 
to Plant Twice. 

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

P L A N T 
HEALTH 

C A R E . INC. 

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

1(800)421-9051 

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

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



projects. Desiccation is a major limiting 
factor in bare-root plant performance. 

O n e method to alleviate desiccation 
stress includes sweating (Bates and Nie-
miera, 1 9 9 4 ) . Plants are wrapped in 
plastic to facilitate humid conditions. 
Tke rehydration of stems and roots has 
a positive effect on long-term survival. 

O t h e r treatments, including the ap-
plication of an antidesiccant wax to stems 
prior to planting and misting of planted 
hare-root stock, have enhanced per for -
mance during establishment. 

Preparat ion of hare-root plants prior 
to planting also requires the pruning of 
damaged, broken and excessively long 
roots. Root systems should be positioned 
in the hole without twisting, bending or 
kinking of any roots. 

B&B TECHNIQUES. We of ten assume that 
bal led-and-burlapped plants can take 

care of themselves. but be sure to main-
tain soil moisture within the ball. T o o 
often, plants begin to regenerate roots, 
only to have them lost due to desicca-
tion during transport ing to the site. 

Af te r positioning the plant in the 
hole, remove all sisal and synthetic twine 
f rom the base of the t runk or stem. Sisal 
will decay, but multiple wraps may take 
two or more seasons to decompose. Syn-
thetic twines do not decompose and can 
cause girdling in one season. Burlap 
should be pulled away f rom the t runk 
and folded back into the hole. 

Baskets do not need to be removed 
f rom the plant. Roots will grow through 
the typical spade basket and in time, 
consume the wire. Some contractors 
prefer to remove the top section of wire 
to el iminate fu ture problems with the 
wire loops working their way to the sur-
face. Synthetic materials such as poly-

burlap or plastic should be completely 
removed f rom the hole. 

Determining the level of the root 
system can be deceiving in B&B trees. 
Repeated cultivation causes an accumu-
lation of soil around the t runk collar, 
where roots rarely extend. Fold back the 
burlap, check the t runk taper and the top 
of the soil ball for roots and remove the 
cultivation layers as necessary. In one 
case, cultivation resulted in a 4 - i n c h 
layer of root - f ree soil at the top of tke 
root ball. 

Moisture level within the root ball is 
critical in assuring initial growth per-
formance for B&B stock. Initially, wa-
ter uptake f rom within the ball exceeds 
water movement into the hall through 
capillary action. 

Env i ronmen ta l condi t ions during 
harvest, storage and shipping can reduce 
root ball moisture prior to planting, and 

Attention Landscapers! 

NEW T-60 Series II HydroSeeder9 

Call 1-800-543-7166 
for a FREE Information Kit! 

« N N 
C O R P O R A T I O N 

9281 LeSaint Drive, Fairfield, OH 45014 
Phone (513) 874-2818 Toll Free (800) 543-7166 

Fax (513) 874-2914 

• Returns purchase price in as little as 8 acres. 
• Handles the heaviest slurries for more 

coverage per load. 
• The ideal machine for residential and small 

commercial projects. 
• Optional operator's platform expands 

your opportunities 

* * * * * 
H^Se^n 

- % 
* Based on list price, 15% down, 48 month lease-purchase. 

Taxes and optional Tower/Hose-Reel not included. 
HvdroSeedei® is a registered trademark of Finn Corporation. 



transplanting made eas 

dry root t a l i s will result in poor growth, 
as well as a détér iora t ion of quality. 

It is impor tan t to recharge the root 
hall before leaving the site. It may he the 
only thorough watering the plant re-
ceives during its initial root develop-
ment . Deep root feeders are used to 
force water th roughout the root hall. 
Moni to r ing root hall mois ture can also 
prevent a deter iora t ion of p lant quality 
during the guarantee period. A soil prohe 
can he very effect ive in moni to r ing root 
hall moisture. 

CONTAINER OPTIONS.Container p l an t 
product ion was developed for ef f ic ient 
management , ease of handl ing and to 
extend the plant ing season. W i t h c o n -
ta iner plants, the t rans i t ion f r o m pro-
duct ion to the landscape can pose p rob-
lems related to the artificial media and 
product ion practices on root develop-

Environmental conditions during 
harvest, storage and shipping can 
reduce root ball moisture prior to 
planting, and dry root balls will result 
in poor growth, as well as a deteriora-
tion of quality... Recharge the root ball 
before leaving the site. 

ment in the conta iner (Ingram and van 
d e W e r k e n , 1 9 7 8 ) . 

Examine the root systems. Loosen 
the root mass, because a po t -hound con -
di t ion will restrict root development 
in to the sur rounding soil and cause d i f -
ficulty in wetting the original root mass. 
Butterf lying or slashing are methods of 
disrupting the root mass (Gouin, 1 9 8 4 ) . 

T h e root /soi l con tac t th is 
c r e a t e s m i n i m i z e s m o i s t u r e 
stress, o f t en resulting f r o m the 
textural d i f ferences between the 
art if icial media and the soils. 

Cover the top of the c o n -
ta iner media with soil to m in i -
mize evaporat ion f r o m the c o n -
tainer mix. Butterflying will also 
cause water stress in actively 
growing container plants. A light 
pruning of succulent growth may 
be required to ma in ta in an ac-

ceptable appearance. 
Mechanical tree spades revolu t ion-

ized field product ion . A n early study by 
Birdel et al. ( 1 9 8 3 ) indicated tha t m e -
chanically spaded trees pe r fo rm better 
when planted in to a backhoe-dug hole, 
but mechanical spades o f t en dig the hole 
as well as p lant the tree. Glaz ing on the 

(continued on page 48) 

This up to date and authoritative book on managing 
landscape pests features 330 color photos to help you 
identify hundreds of insects, mites, weeds, plant dis-
eases, nematodes and other problems that damage 
trees and shrubs. Emphasizing an ecologically based 
IPM strategy, the book suggests design and mainte-
nance practices that prevent pest problems, resistent 
cultivars, biological control agents, less-toxic pesti-
cides and physical and mechanical controls. Fifty 
pages of easy-to-use problem-solving tables list hun-

dreds of woody landscape plants common through-
out North America. 327 pages $32, shipping and 
handling $4.00; $.50 for each additional copy. 
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An Integrated Pest Management Guide 
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"These things are very easy 
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We used to lose 3-4%. 
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Jim Smith, Univ. of Illinois-
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transplanting made eas 

(continuedfrom page 46) 

hole walls and discontinuity in the soil 
column caused hy the hiades is the focus 
of concern. Loosen the soil around the 
interface between the plug and the hole 
and integrate the surrounding soil with 
the soil in the plug to fill the voids left 
f rom the hlades. Monitor soil moisture 
within the plug periodically to ensure 
adequate establishment. 

PLANTING FOLLOW-UP. The general con-
sensus f rom research over the past 1 0 
years is that no consistent improvements 
in establishments have resulted f rom 
the addition of soil amendments at the 
t ime of planting (Corley, 1 9 8 4 ; H u m -
mel and Johnson, 1 9 8 5 ) . This is inter-
esting, considering the frequency of soil 
amendments written into planting specs. 

Planting specifications of ten require 
soil amendments to improve soil drain-

Stakes should be removed as soon as 
possible to avoid girdling. Prolonged 
staking can be detrimental to caliper 
and root development on young, 
developing plants. 

age but, the amendment and the quanti-
ties may not necessarily affect a positive 
change. In addition, improved drainage 
in the backfill may not be accommo-
dated by the surrounding soils. Thus, 
puddling in the planting hole will occur. 

It is generally accepted that staking 
is only needed to stabilize the root ball 
or to provide t runk protection. Stakes 
should be removed as soon as possible 
to avoid girdling. Prolonged staking can 
be detrimental to caliper and root devel-

Iopment on young, developing 
plants (Harris, 1984) . 

Mulch conserves moisture, 
inhibits weed growth and mod-
erates soil temperatures. Three 
inches usually are beneficial. 

Fert i l ization recommenda-
tions vary f rom no fertilizer for 
the first year to an application 
of a complete fertilizer incor-

porated into the backfill (Perry and 
Hickman, 1 9 9 2 ) . An initial soil test 
will aid in determining the need for 
fertil ization. 

Light pruning can be done at plant-
ing. Installation may provide an oppor-
tunity for corrective pruning while fo rm-
ing the plant's intended shape. CD 
The author is associate professor in the 
department of horticulture at Michigan State 
University, East Lansing. a Ï D 
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Mulch Ado 

About 
Grasscyding 

Mulching mowers 
are available in 
sizes ranging 
from 21-inch 
walk-behinds to 
72-inch riding 
versions. Credit: 
Exmark Mfg. Co. 

Everyone agrees 

mulching mowers 

are improved from 

10 years ago, hut 

are they good 

enough to make a 

ijjerence in your 

k usmess! ? 

By Boh West 

HE average California lawns generates 3 0 0 
to 4 0 0 lbs. of grass clippings per 1 , 0 0 0 sq. ft . 
annually, accor ding to the Calif ornia Integrated 
Waste Management Board. More than six mil-
lion tons of these clippings end up heing hauled 
o ff the lawns and disposed of through municipal 
waste programs, comprising approximately 15 
percent of that state s waste. 

Most lawn care companies and contractors 
realize there is actually some value in those 
clippings, hut how many realize just how much 
value? "I he CIWMB estimates those six million 
tons of clippings contain nearly all of the nitro-
gen necessary for nea lthyturf in the entire state. 
Imagine that.. .enough nitrogen for application 
to all of California for an entire year, and it ends 
up at a garbage dump. 

So as dump and landfill availability rapidly 
disappeared over the last 10 years, mowing manu-
facturers turned their research and develop-
ment departments loose. Their charge is to cre-
ate an effective mulching mower allowing lawn 
maintenance companies to leave grass clippings 
on the lawns without sacrificing aesthetics or 
turf health. Today, manufacturers agree they 
have improved the quality of these mowers, but 
they can't agree on just how effective they are 
and how much te t ter the new models can he. 

NEW AND IMPROVED. Mulch ing mowers, com-
monly called recycling mowers, have been on 
the market since Bolens introduced its first 
models in the 1970s . But manufacturers have 
battled two problems selling these mowers: con-
tractors are reluctant to bel ieve they can leave 
clippings on a yard without upsetting custom-
ers, and early mulching designs failed to com-
pletely please the contractors that bought th em. 

Rich Curlett. di rector of marketing for Ex-
mark Manufacturing, Beatrice, Neb., described 
the development of mulching mowers as an 
"evolution" in the last few years. "Previously, we 
educated people that the best way to create an 
attractive lawn was to carry the clippings away. 
And it s not that we were wrong, but now we 
know differently." 

* I here has always been a good mulching 
mower here and there," commented Rick Rodier, 
product manager for The Toro Company, 
Bloomington, Minn., "but the general popula-
tion of them has only been mediocre or poor." 

But that has all changed. 
"Now, the mulching mowers have really im-

proved," Rodier said. "All of the manufacturers 
are committing more resources and energies to 
these projects." 

(continued on page 52) 



The all-new power forwards. 

Available with 60" 
or 72 " 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, C A 90509-2992 

Financing available through 
Kubota Credit Corporation 

W e ' r e p r o u d t o 
announce powerful new 
additions to our line-up. 
O u r F-60 Ser ies f r o n t 
mowers with features and 
pricing that are going to 
score a lot of points. 

These 4WD mowers 
inc lude many techno-
logical breakthroughs for 
i nc reased turf 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 clutch makes it 
possible to engage and 
disengage PTO driven 
implements on the move. 

K u b o t a ' s E-TVCS 
diesel engines deliver 
maximum power while 
min imiz ing vibrat ion 
a n d n o i s e . A n d , 
enhanced combust ion 
efficiency 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 
includes 22, 25 and 30 horsepower 4-wheel 
drive mowers 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. 



mulching mowers 

(continue J from page 50} 

Manufacturers' development energies 
are goi ng into both the dedicated mulch-
i ng decks and mulching kits, which adapt 
standard mowers into mulchers. The 
dedicated decks and kits offer mulching 
mowers ranging from 2 1 -inch walk he-
hinds to 7 2 -inch riding versions with 
varying blade, baffle and air flow systems. 

I he challenge with improving these 
mowers lies in the air flow patterns cre-
ated heneath the deck. " I he difficulty 
with any mulching deck is heing ahle to 
cut and recut the turf and then heing 
ahle to throw it hack down to the ground 
wliil e trying to lift up other clippings at 
the same time," explained Ken Lep-
kowski, national sales manager for O E M 
markets for Snapper, McDonough, Ga. 

Curlet t noted the most effective 
mulching mowers right now are gener-
ally the 2 1 -inch models. " There you've 

Building the perfect mulching mower is 
a test currently challenging all of the 
mowing manufacturers, and they ail 
agree it's not a simple test. Most of 

the designers' attention now is focused down 
under—not that an Australian company has 
the perfect mower — but down under the deck 
where the mowing and mulching takes place. 

"A lot of manufacturers used to believe that 
by adding more horsepower, changing a blade 
and closing the cutting chamber, you would get 
a good mulching mower," explained Rick Rodier, 

product manager for The Toro Company, Bloom-
ington, Minn, "Now we know that it's more about 
how the entire process works - the cutting of the 
grass and a purging of the clippings from the 
mulching chamber to create constant air flow in 
the chamber." 

To control air flow beneath the deck, manu-
facturers install baffles which isolate each blade 
from the rest of the deck so it works as its own 
mini-mower. This stops clippings from floating 
throughout the space and clogging up the space. 

Toro has also attached angled pieces of metal 
inside the baffles on its mulcher to deflect larger 
clippings back down into the blades for additional 
cutting action. 

Bush Hog recently adapted a system for 
mowing turf that is based on a product for 
harvesting agricultural products and cotton. It 

IT'S ONE LEAN, MEAN GREEN 

Y o u r e q u i p m e n t s h o u l d w o r k a s h a r d 
a s y o u d o . A n d G r e e n M a c h i n e d o e s . 

U n d e r a n y c o n d i t i o n , d a y a f t e r d a y , 
G r e e n M a c h i n e b y J o h n D e e r e 
d e l i v e r s r e l i a b l e , t o u g h p e r f o r m a n c e . 
W h e t h e r it's s t r ing t r i m m e r s , b r u s h -
c u t t e r s , b l o w e r s , c h a i n s a w s , h e d g e 

t r i m m e r s , e d g e r s , s p r a y e r s , o r l a w n 
m o w e r s , t h e c o m p l e t e G r e e n M a c h i n e 

l i n e is bu i l t t o m e e t o r e x c e e d y o u r 
c o m m e r c i a l e x p e c t a t i o n s . 

Bu i l t to g e t t h e j o b d o n e fas te r , e a s i e r 
a n d b e t t e r , e v e r y p i e c e of G r e e n M a c h i n e 
e q u i p m e n t is b a c k e d b y o n e of t h e m o s t 



has two counter-rotating blades that move 
independently of each other. They are said to 
create an air flow pattern that suspends the 
clippings to be cut in the air and prevents 
clogging under the deck and windrowing, 
according to Bob Moore, vice president of sales 
for the Selma, Ala.-based company, 

One of Snapper's mulching systems mulches 
clippings with a single blade containing six 
cutting edges and is available as a kit. Another 
deck is built as a mulcher in a cast aluminum 
deck that actually converts back into a rear-
discharge mower. "These mowers have to be 
more flexible and more adaptable as the 
contractors go back and forth between various 
kinds of lawns," noted Ken Lepkowski, 
Snapper's national sales manager for OEM 
markets, McDonough, Ga. 

got just one blade beneatb one deck," lie 
said. "With larger decks that have more 
than one blade, the problem is main-
taining that same efficiency." 

Separate baffles are situated above 
each blade, beneath larger mulching 
decks, which create smaller cutting 
chambers for clippings to circulate. I his 
helps larger decks function like a series 
of smaller decks with smaller air flow 
patterns for maximal efficiency. 

Simple mulching kits do little more 
than provi de a plate to close off the 
discharge chute and supply a reversible 
blade to cut the clippings twice, as op-
posed to just once. Kits for larger decks 
include baffles which can easily be added 
to create those smaller chambers. 

FALLING SHORT? I here is little doubt that 
everyone — manufacturers, contrac-
tors and customers — appreciates im-

proved mowers. The questions, though, 
are just how good these mowers really 
are and how good they will get? 

Some manufacturers remain disap-
pointed by the slow developments of 
mulching technology. " There have been 
degrees of improvement, but I wouldn't 
call them quantum leaps," noted Bob 
Walker, president and owner of Walker 
Mfg., Fort Collins, Colo. "The mowers 
haven't risen to the performance level 
that some people expected, and I don't 
anticipate that we'll see a mulching 
mower that works in every condition on 
a year-round basis." 

"I don't know that mulching mowers 
are that much better than five or 10 
years ago," agreed Ken Raney, advertis-
ing manager for kxcel Manufacturing, 
Hesston, Kan. " I hey re still holding grass 
under the deck and this grass builds up 

(continued on page 50) 

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 

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 . 

© Homelite inc. / A Subsidiary of Deere & Company 
SERVICE # 4 5 





PENDULUM 
M E A N S 
BUSINESS 
When it comes to season-long control of crabgrass, goosegrass, oxalis, 
spurge and many other troublesome weeds, PENDULUM " herbicide gets 
down to business. No other preemergent turf herbicide can match its 
spectrum of weeds controlled and cost-effectiveness. • PENDULUM 
brand Pendimethalin also offers greater flexibility than ever before, 
including sprayable formulations and combination fertilizer products. 
• When you consider cash rebates available through July 31, 1996, it's 
easy to see that PENDULUM really does 
mean business. Smart Business. • To learn 
more about the cash rebate offer or for 
the name of the PENDULUM distributor 
nearest you, call 

A g r i c u l t u r a l P r o d u c t s D i v i s i o n 
Specialty Products Department 
One Cyanamid Plaza, Wayne, NJ 07470 1-800-545-9525. 

P E N D U L U M * h e r b i c i d e is a r eg i s te red t r a d e m a r k o f A m e r i c a n C y a n a m i d C o m p a n y . © 1 9 9 6 



mulching mowers 

'The technology 
is continually 
getting hotter 
...to use anything 
else would be 
foolish from an 
environmental 
and productivity 
standpoint.' 

(continueJfrom page 53) 

an J gets deposited at the end of the rows. 
Raney explained another hurdle for 

mulching mowers can he the a m o u n t of 
grass tha t can he mowed effectively. 
Recommended mowing practice is t o 
cut 1 / 3 of the ent i re hlade each t ime you 

mow, hut this may put too much grass 
under the deck for mulching mowers to 
handle and may lead to clogging and 
unsightly deposits. "Mulchers work well 
if you're just cutt ing off 1 /4 of an inch, 
hut that ' s not realistic," Raney said. 

Ultimately, the final verdict on mulch-

Mulch more, 
faster 

The new Steiner MX460 
Mulching Deck does much more 
than the average mower. Six 
blades cut grass so finely, it decom-
poses quickly to nourish your 
turf. Smooth-rolling front caster 
wheels and a full-length rear 
roller precisely follow the lay of 

the land. Steiner's single-lever 
system makes it easy to adjust 
cutting height. 

Why settle for less? For informa-
tion about the most mulcher you 
can own, the only thing you 
need is a Steiner tractor and this 
telephone number: 216-828-0200. 

STEINER 

A turf tractor with a different twist 

STEINER TURF EQUIPMENT, INC. 

289 N. KurzenRd. • P.O. Box 504 • Dalton, O H 44618 • Phone: 216/828-0200 

Mfg. in Dalton. OH 

ing mowers is r en -
dered hy the c o n -
t r a c t o r s who use 
them. In this case, 
the verdict varies 
hased on the mow-
ing cond i t i ons of 
each area. 

Mulching decks 
and kits have he-
come a vital part of 
the o p e r a t i o n s at 
Minor 's Landscape 
Services, located in 
For t Wor th , Texas. 
"We h a v e n ' t h a d 
s i g n i f i c a n t p r o b -
lems with a c c u m u l a t i o n s or get t ing 
through the turf on the hermudagrass 
and St . Augus t inegrass here," c o m -
mented Randy Ferrari , vice president of 
operat ions. "The technology is con t i nu -
ally improving and more companies are 
making the mowers more powerful to 
recycle the clippings better. It's got ten 
t o the point where to use anything else 
would he foolish f r o m an e n v i r o n m e n -
tal and productivity s tandpoin t for us." 

THE ULTIMATE TEST. So mulching mow-
ers live up to their hilling on flat, dry, 
coarse turf varieties established in areas 
of slow, cons tan t growth with less heavy 
growth in the spring. Wha t happens when 
a mulching mower is used on rapidly 
growing tall fescue turf in late April , a 
few days af te r some ra in? 

Scot t Wagner , president of L a n d -
mark Landscape Management , Ashland, 
Va., said his company has given up on 
the mulching mowers. "We used a few 
mulching decks a couple of years ago, 
hut they were cont inual ly clogging up 
the deck and they just created more 
problems than they were solving." 

T h e damp cl imate of the Paci f ic 
Northwest has also proved too cha i -
lenging for the recycling decks, thus far . 
"The biggest problem we ran into with 
mulching mowers was clogging under 
the deck due to the a m o u n t or mois ture 
we deal with during the mowing season," 

(continueJ on page 58) 



Thal s why landscape nursery and greenhouse professionals alike rely 
nn AVID liir unsurpassed priiieriinn against miles and lealminers. 
AVID® is the one miticide/insecticide tliat can make every plant professional 
look good. A V I D is, after all, the most versatile, broad-spectrum product you can 
buy for superior control of mites and leaf miners. It effectively protects a wide 
range of plants, from conifers and shade trees to potted flowering plants and ^k 
delicate ornamentals. And, because it's unrelated to any other miticide or 
insecticide, A V I D is the ideal foundation for a resistance management 
program. But the true beauty of it isn't how well 
A V I D can protect your plants and ornamentals. 
It s how good A V I D makes you look. AVID 

miticide/insec ticide 

| U | C P f * | / Merck AgVet Division, Merck & Co., Inc. P.O. Box 2000, Rahwav, NJ 07065-0912 . AVID® is a registered i t l X V - i \ trademark of Merck & Co., Inc. © 1 9 9 6 Merck ^ Co., Inc. All right, reserved. AVD-6-1081-AJA. 
AgVet Division Always read and follow lahel directions carefully. 



mulching mowers 

(continueJ¡rom page 56) 

explained Bob Grover, vice president of 
landscape managemen t , Nor thwes t 
Land scape Industries, Portland, Ore. 
"When the lawns are drier, the mulching 
mowers work great. But we just have too 
much wet season." 

While manufac tu re r s admit that 
mulching decks aren't ideal for all mow-
ing at this point, they are quick to point 
out that these mowers can still prove 
valuable to anyone caring for turf. 

"Today, we're as close as ever to say-
ing it doesn't matter between a mulching 
deck and bagging to do the same job," 
Rodier explained. 

MULCHIN6 KITS, i his is where the mulch-
ing kits, w Kick convert a traditional 
mower into a mulching mower, become 
particularly helpful. "Dedicated decks 
create concerns in areas where you must 

catch the clippings early in the spring to 
handle heavy growth and get the lawn in 
shape," Curlett noted. "But you can use a 
catching system during the springand put 
on a mulching kit through the summer." 

" 1 he kits may not give you optimum 
performance," Walker said, "but opti-
mum performance usually isn't needed 
for lawns during the hot, dry summer 
months. I hen the kits can work well as 
more of a low-tech mulching mower." 

The key to a mulching mower is a clear 
air flow pattern beneath the deck so 
the clippings are recut and discharged 
into the turf. Credit: Snapper 

Crews at Minor's Landscape 
typically use the kits on their 5 2 -
inch mowers while using dedi-
cated decks for 21 - inch walk 
bek inds and 7 2 - i n c h r iding 
mowers. "You can change the 

blades and put on some baffles in about 
15 minutes," Ferrari said. " The dedi-
cated decks manufactured specifically 
for recycling clippings do a bit of a 
better job for us, but using the kits is still 
faster than catching the clippings, even 
if we have to go back and take care of 
some clumps." ID 

7 he author is Assistant Editor of Lawn & 
Landscape magazine. 

BE PREPARED! 
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Saranex Hooded Chemical Suit 
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Hazmat Poly Bags (2) 
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Emergency Response Booklet 
Emergency Medical Sign 

NEW GREEN STUFFrnmm EMERGENCY RESPONSE KIT 
Everything You Need to Meet New Federal Requirements to Clean-Up Chemical Spills 
Troublesome leaks, overspray and accidental spills of hazardous chemicals can cause huge problems for green-

houses, nurseries, landscapes and garden centers. That's why the GREEN STUFF' Absorbent Emergency Response 
Bucket Kit contains everything you need to meet new EPA Worker Protection Standards and Pesticide Applicator 
License Requirements. 

GREEN STUFF' Absorbent is one of the fastest and most effective absorbents ever 
developed. And because it's compatible with most chemicals, pesticides and virtually 
any other hazardous materials can be cleaned up in just a few minutes. 

Environmentally responsible operations must act quickly to ensure the safety 
of their employees and customers. You'll find that the GREEN STUFF' Absorbent 
Emergency Response Kit is the convenient, practical and economical choice. 
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in one 

T h i s is t h e a n s w e r t o 
y o u r m u l c h i n g p r o b l e m ! 

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



Bugs have been a round 

fo r 3 0 0 mi l l ion years. 

T i m e s up . 

Party's over for fire ants, cutworms, mole crickets and other problem turf insects. Talstar' insecticide/miticide is about to _ w* 
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. ButTalstar lasts long, too. Call 800-528-TURF, ^m I W I ^ B * 
TALSTAR insecticide/miticide is registered lor use on golf courses only in FL and 6A. Consult the product label lor complete use instructions and precautions TALSTAR and the FMC logo are registered trademarks ol FMC Corporation. © 19% FMC Corporation 



Water Features: 

Designing and 

installing water features 

properly and profitably 

takes special skills that 

few teach. 

By Paul Sckrimpf 

O S T Ian J scapers agree that incorporating a water feature into a 
landscape design is like making a little magic. A gently flowing 

stream, a crashing waterfall or a simple lily pond with fish and other 
aquatic life can change the complexion of the landscape entirely. 

"Water features make a landscape appeal to a 11 the senses," said Gary 
Wittstock, president of Waterscape Designs, a water feature product 
supplier and manufacturer in West Chicago, 111.' "You can take a $ 5 0 , 0 0 0 
landscape joh with no feature and put it up against a significantly less 
expensive landscape that includes a water feature, and the water will 
draw more comments from people." 

Unfortunately, water features present a whole set of issues that are 
unique in the world of landscape construction. While some new tech-
niques increase the consistency with which water features are built, 

there are significant differences in the timing 
and cost of constructing water features that exist 
from site to site. 

Still, there are some landscape companies 
that are known in their city, their region and 
even nationally as water feature specialists. They 
can design and huild water features that not only 
work, hut more importantly, add to the profits. 

(conlinueJ on page 62) 

(Above) This red 
attractive hardy 
water lily and 
parrot's feather 
require no weed-
ing. Credit: 
Aquascape 
Design, (Below, 
left) Landscapers 
who build water 
features say they 
are among the 
most difficult, 
but most 
rewarding 
projects they do. 
Credit: The 
Pattie Group. 



The Value of 

Proven Performance 

Upgrade a 
residential or 

. o * • v í v 

light commercial 
site. Stainless steel 
option. Five-year 
warranty. 

Rugged, redesigned 
rotor. For all 
recreational and 
institutional sites. 
Economical, 
water-efficient. \ 

Rotors for all Institutional Sites 

• 4 < K 
Top-of-the-line 
gear drive for all 
challenging sites. 
A decade of proven 
performance. 

Landscape professionals expect tough challenges on institutional 
sites. Dirty water, abrasive soil, public liability, vandalism. Not to 
mention sports field safety. That s why they rely on Hunter. 
For more than a decade, Hunter rotors have been proven the 
world s most reliable. From neighborhood parks to national 
stadiums, challenging sites demand unchallenged performance. 

« t * 
s c 

The Irrigation Innovators Call today for more information and a free catalog 800-733-2823. 
USK READER SERVICE #77 



water features 

(continucJfrom page 00) 

WHERE TO TURN. WK en it comes to water 
features, there are very few places that 
professionals can turn to for one-stop 
information on water features. Most of 
the top landscapers who do water fea-
tures have gained their expertise from a 
variety of sources. 

How Steve Pattie, president of The 
Pattie Group, Chesterland, Ohio, he-
came known for outstanding water fea-
ture design is typica lof many design and 
construction firms across the country 
with similar reputations. 

"I get hored easily, and I have always 
heen interested in trying something new," 
he explained. "Water features are com-
plicated, tricky and hard to price, hut 
they have always heen fun and challeng-
ing to us," he said. 

Pattie worked on his first water fea-
ture ahout 2 0 years ago, and he admit-

ted that "ahout 9 0 per-
cent of the project went 
right." By trying differ-
ent designs and tech-
niques over the years, the 
firm was ahle to huild a 
knowledgeable team of 
people while streamlin-
ing the projects as much 
as possible. 

Water feature con-
struction and ma in te -
nance technique courses, 
even at the novice level, 
are not commonly avail-
able. T h e Assoc ia ted 
Landscape Contractors 
of America has held some roundtahles 
on the subject, according to executive 
director Dehra Atkins, hut has not created 
courses that teach water feature construc-
tion. The Irrigation Association also 

A gently flowing 
stream, a 
crashing 
waterfall or a 
simple lily pond 
can change the 
complexion of 
the landscape 
entirely. 

does not address water features 
in either courses or certification 
training. 

There are few, if any, regu-
latory guides to use as refer-
ence points for designing water 
features. Except for some mu-
nicipalities, building codes ap-
ply only t o swimming pools and 
not landscape water features. 

"if a project that is termed a 
water feature is built into the 
landscape, you really don't have 
any restrictions or codes ex-
cept in some local areas," said 
Eric Keesen, executive vice 
pres ident of Al len Keesen 

Landscape, Denver, Colo. 
Landscape firms who specialize in 

water features have developed their own 
personal network of fellow contractors, 

(continued on page 64) 

For PROFIT! 
Out-Performs and Out-Lasts the competition! 

High Quality, Few moving parts, Longer Lasting, Best Warranty... 

It'4 te-
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SATISFACTION! 

• ONE MAN OPERATION 
• D O U B L E S AS AN 

OVERSEEDER 
• LONGER WARRANTIES 
• B E T T E R AGITATION 
• HIGHER MULCH 

CAPACITY 
• LESS MAINTENANCE 
• CUTS SEEDING 

COSTS BY 1/2! 

Hydro Call for Information Today 

L o U / n f l system^ 8 0 0 - 6 3 8 - 1 7 6 9 

• Landscaping • Barnyard Cleaning 
• Composting • Water Harvest 
» Gardening • Bulb Digging 
' Treasure Hunting • And More... 

SHRAKE™ 
BRAND TOOLS 

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

; Patent Pending 
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When you think you need 
Roundup, try REWARD®. 

With REWARD herbicide, there's no 
waiting for it to go to work. Because 
REWARD is absorbed by broadleaf 
and grass weeds just minutes after 
application. On golf courses, around 
residential and commercial turf, 
greenhouses and nurseries, in right-
of-ways — wherever you have a 
weed problem. REWARD is especial-
ly good for spot treatments, edging, 
tree wells and other areas where you 
need quick, effective weed control. 
Unlike other herbicides, REWARD 
can be used in both aquatic and 
grounds maintenance situations. 
Plus it's rainfast in only 30 minutes. 

1 r<*<** ox*** 

Uso with REWARD, there's no worry 
ibout the surroundings. It stays 
mere you spray it, controlling 

wlfeds without affecting non-target 
vegetation, fish and other wildlife. 

*OH«f W\H\| « wvl 
NO WAIT. NO WORRY. 

HUMWJMO»«»»*» CÔ  
w f a B S s a ^ , — 

timmlt 
Sec «tda pan«** *' 

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

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

Always read and follow label directions. 
REWARD* is a trademark of a Zeneca Group Company. 
Roundup is a trademark of Monsanto Company. 
©1995. Zeneca Inc. A business unit of Zeneca Inc. 

ZENECA 
Professional Products 
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Looks, equipment suppliers and water 
quality maintenance and aquatic life spe-
cialists f rom which to draw expertise. 

Water gardening is so popular in 
southwest Florida that Smallwood De-
sign Group has developed turnkey rela-
t ionships with pool contractors and 
aquatic environment specialists to do 
the most technical and tedious work, 
according to Paul D r u m m o n d , vice 
president of business development. 

This has heen a hig help, especially 
when establishing features that need to 
support aquatic life, according to Drum-
mond. A water feature can take f rom 
three weeks to a month to establish itself 
in an environment before it becomes 
self sufficient. Then it will require some 
degree of monitoring and maintenance 
to keep the ecological balance intact. 

Companies that build water features 

generally have certain people on staff 
that are strong in that area of business. 
Patt ie said members of his design staff 
are all capable of designing a strong 
water feature, but there are a couple of 
foremen that are especially adept at 
making the plan work on the site. 

Keesen said that-doing a water fea-
ture is "like putting together a puzzle, 
and you really have to know w hat pieces 
go in what places, and in what order." 

TYPICAL CLIENTS. Contractors say that 
once a client latches on to the vision of 
a water feature, the selling part is not 
difficult. The major concerns are the 
cost, which may be more than a client 
expects, and the level of maintenance 
that many water features require. 

The most important thing to estab-
lish in the design process is how the 
water feature will be used. Will it be a 

living ecosystem with aquatic life or 
clean and clear like a swimming pool? 
Will it be viewed more f rom the inside 
or outside? Is the sound of splashing or 
running water important to the client? 

O n the initial visit, Patt ie has the 
potential client fill out a questionnaire 
that takes about 4 5 minutes to com-
plete. Included in the questions are items 
specifically related to water features 
which reveal what the client is looking 
for in a project. 

In general, there are two types of 
clients that buy water features — those 
that are highly knowledgeable and want 
to be actively involved in its mainte-
nance and those who couldn't care less. 
Clients with a high degree of knowledge 
are usually interested in a naturalistic 
garden with aquatic plant life. 

Over the last five years there has been 
(continued on page 66) 

Wouldn't you like a custom water feature 
at a non-custom price....? 

Starburst Rocket Phoenix 

Introducing the Instant Fountain f rom Otterbine, everything you ever 
wanted in a water feature and more.... 

T h r e e i n t e r c h a n g e a b l e sp ray pa t t e rns inc lud ing 
o n e w a t e r m a n a g e m e n t too l ! ! -shown above 

T h i s 1/2 hp unit is g rea t for sma l l e r p o n d s & 
lakes . T h e min i p o w e r con t ro l cen te r i nc ludes 
G r o u n d Faul t In ter rupter , 2 4 hou r t imer a n d is 
ava i l ab le in 115v or 2 3 0 v . 

R o c k e t a n d Phoen i x pa t t e rns a re ad jus tab le . 
P ick t he pa t te rn a n d ad jus t it h o w e v e r y o u l ike! 

M a i n t e n a n c e f ree s ta in less s tee l a n d t h e r m a l 
p las t i cs u n i t ! ! N o n e e d to eve r c h a n g e oi l 
or sea ls . Excep t i ona l 18 m o n t h w a r r a n t y ! 

„ . . f o r as little as $1399.00 
Otterbine/Barebo, Inc. • 3840 Main Rd. East • Emmaus, Pa. 18049 • Ph# 1-800-237-8837 
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2 0 0 gal. poly baffled tank unit 
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5 .5 Honda with D-30 
Electric reel 
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Custom built units available 

OLDHAM CHEMICALS 
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an increased interest in ponds featuring a fish called koi. 
People who want to have hoi ponds installed are often 
extremely knowledgeable ahout the fish and their environ-
ment, according to Keesen. 

"We've installed a number of koi ponds in recent years, 
and koi cluhs are becoming increasingly popular," he noted. 
In this case, clients will often know more ahout the fish and 
its habitat than the contractor. Under these circumstances, 

Create 

An Aquatic Ecosystem 

Our company builds up to 100 waterscape systems each season 
with the goal of creating functioning ecosystems — self-sus-
taining and self-regulating natural communities of organisms in-
teracting with one another and with their environment. 

The biggest benefit is that little or no maintenance is required. Because 
a balance is maintained naturally, no chemical treatments, sand filters or 
ozone generators are needed. Natural ponds do best using filters 
designed specifically for water gardens. 

FLORA AND FAUNA. First, consider the growth patterns of both the plants 
and animals. Some aquatic plants are vigorous growers and can take over 
a small water garden. A typical hardy water lily will spread over a 3-foot 
diameter area. Most customers like at least 2 or 3 lilies for their pond, 
and some open water, so our our water gardens are typically at least 8 
feet long by 6 to 10 feet wide. These dimensions make it easier to dig the 
pond to at least 18 inches of depth without requiring steep sides. A 
shallower pond edge is safer for people and children and encourages the 
planting of shallow bog and marsh plants that naturalize the setting. 

Larger ponds generally require less maintenance — the pond can 
handle more fish and plants without getting noticeably dirty. Fish grow 
better in larger ponds and can hide from predators. 

The filtration system should be sized to handle the increased biological 
load placed upon it from the growing fish population. Pump and pipe 
diameter selection should be done by someone knowledgeable in 
waterfall flow and filtration flow requirements. 

After designing and marking the area, it's time to dig and install the 
water-holding device. It may be concrete, clay, preformed plastic or a 
rubber liner. We have found that a fish-safe 45-mil EPDM (ethylene 
propylene diene monomer polymer) is easy to install and cost effective. 

Adding a rock and gravel substrate hides the pond lining material and 
creates a pleasing visual affect, while adding refuge for fish and frogs. 



BUILDING PROFITS 
FROM 

LIMB to LIMB the customers are often helpful in making sure the design 
meets the criteria for supporting the fish habitat. 

The other aspect to discuss with the customers is the 
ongoing maintenance of a water feature. Just l i te a swim-
ming pool, there is a certain maintenance regimen that 
customers will have to follow, whether they deci de to do it 
themselves or contract it out to a specialty firm. 

The increasing demand for water features has led to a 
significant increase in the number of pond maintenance 

Gravel provides the necessary habitat for bacteria to colonize. It 
greatly increases the biological filtration capacity of the entire system. 
We use granite as our stone of choice, which comes in a variety of 
colors, shapes and sizes. Most stones can be used, but be careful with 
limestone as it can change the pH of the water. 

SUPPORTING AN ECOSYSTEM. Filtration is a must with any type of profes-
sionally installed water feature. It should be designed to f i t the pond's 
size and fish load. We recommend both mechanical and biological filters. 
A mechanical filter like a skimmer removes debris that falls into the pond 
and is critical. If debris is not removed, it begins to decay within the 
pond and can lead to disease and possible death of fish. 

A biological filter is equally important to the overall heath of a fish 
habitat. It supports colonies of bacteria that remove ammonia and nitrite 
from the water that are deadly to fish in big concentrations. 

The last factor is dissolved oxygen levels, which can be achieved with 
a waterfall. It looks and sounds great and is an excellent oxygenator. 

Filtration selection considerations are cost, installation time, compat-
ibility if using several different manufacturers, filter performance and 
the ability to hide the pond filtration and construction materials. 

Fish need a well-balanced diet in moderation and need occasional 
feedings of good, high quality fish food with all the proper vitamins and 
minerals. Let the pond habitat supplement your feedings. 

SIMPLE MAINTENANCE. Cleaning the skimmer and biofilter according to the 
manufacturers' guidelines is necessary. Yearly or biyearly total pond 
cleanout may be needed to freshen up the pond. The use of bacterial 
seeding is recommended to speed up the natural process of decomposi-
tion and eliminate water quality problems. 

In the north, the fish require adequate oxygen in winter. Use a floating 
heater or small recirculating pump placed in 8 to 10 inches of water to 
keep the pond from freezing over completely. A combination of the two 
methods may be necessary depending on the number and size of the fish. 

We recommend that anyone interested enroll in a course or study 
related articles to learn more about the intricacies and the joys of 
properly designed waterscapes. — Gary Witfstock 

The author is president of Aquascape Designs Inc., West Chicago, III. 

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. 

A meri Quip 
1480 Arrow Hwy., La Verne, CA 91750 

(909)392-2033 Fax (909)392-4651 
(800)824-9776 



water features 

firms. Most landscape professionals say 
the level of work and expertise required 
for most water features make perform-
ing this service cost-prohihitive. 

The Pattie Group will recommend a 
list of local aquatic maintenance spe-
cialists for customers. Picking a repu-
table company will he important when 
the feature supports aquatic life — es-
pecially in the case of hoi. where cus-
tomers commonly name their fish and 
treat them like part of the f amilv. 

Ongoing maintenance tasks include 
cleaning filters, removing dehris such as 
leaf drop from deciduous trees and the 
winterizing ' of the system, depending 

on whether the system is set up to run in 
the cold weather. 

AVOIDING PROBLEMS, it's difficult worh, 
hut landscape professionals said that 
huilJi ng water features is some o f t h eir 

Contractors 
say that once 
a client has 

most satisfying work. 
"The f i r s t coup le of 

projects we worked on were 
in t imidat ing ," said Judd 
Griggs, senior landscape 
architect at Lied's Land-
scape Design and Develop-
ment, Sussex, Wis. But, he 
added, a good reputation for 
c r ea t i ng water f e a t u r e s 
quickly spreads. 

Landscapers who have 
mastered the techniques of 
designing and constructing 
water fea tures generally 
started with relatively un-
complicated projects and 
worked their way to more difficult land-
scapes. 

Mastering the pricing process is also 
one of the hig challenges. Each project 
varies depending on the amount of earth 

latched on to 
the vision of a 
water feature, 
the selling 
part is not 
difficult. 

heing dug out, rocks and 
houlders heing placed, l in-
ear feet of running stream, 
height of any waterfalls and 
other considerations. 

Keesen suggested tha t 
landscapers try smaller fea-
tures first to avoid getting 
hurned, or hire subcontrac-
tors for larger jobs and learn 
the trade from them. 

I o ensure success, experts 
urge that landscapers avoid 
using inferior products, es-
pecially the liner. "If the liner 
fails, the great majority of 
the time you'll need to tear 

out the whole feature and start f rom 
scratch," Keesen warned. 09 

The author is Managing EJitor of Lawn & 
Landscape maga2i'ne. 

M P S - 1 2 5 MULTI-PURPOSE SPREADER 

• 12 M O N T H 
VERSATIL ITY 
Spreads seed, ferti l izer, 
sand, ice mel ters # 

• M O U N T S O N ANY 
T R A C T O R 
Vehic le, f ront 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 STEEL 
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 
M o u n t e d inside sea led, total ly 
enc losed hous ing 
SINGLE LEVER 
JOY-STICK C O N T R O L 
600 L B . / 9 C U . FEET 
CAPACITY 

CALL 1-800-725-8377 

|C & S TURF CARE EQUIPMENT, INC. 
B U I L D I N G Q U A L I T Y E Q U I P M E N T 

F O R P R O F E S S I O N A L S , BY P R O F E S S I O N A L S 

C & S Protank 8 Sprayers 
• E L E C T R I C A N D G A S U N I T S 
• D E S I G N E D T O FIT I N 

A W I D E R A N G E O F V E H I C L E S 
• S I N G L E A N D D U E L 

T A N K C O N F I G U R A T I O N S 
• D I A P H R A G M , P I S T O N , 

O R R O L L E R P U M P S 
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 
F A X ( 2 1 6 ) 9 6 6 - 0 9 5 6 

^ Custom Orders Welcome! ^ 
USE READER SERVICE # 5 6 



W I T H " W A L K E R M O W E R S " 
A N D E R S O N L A W N C A R E 

W O P I T Q TTVT T J J J Ï R A T N 

WN CARE 
SET OUT TO TAKE A LARGER SHARE OF THE COMMERCIAL 

MARKET; LITTLE DID THEY KNOW THAT THE EXTREMELY WEI 
SPRING WOULD ACTUALLY BENEFIT THEM. 

/ \ J \ _ 

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

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

V • A. # ¥ dlh 

WALKER MFG CO. • DEPT. LL • 5925 E. HARMONY RD. • FORT COLUNS, COLORADO 80525 • (800) 279-8537 
USI READER SERVICE #38 



residential communities 

Managing Residential Communities 

For the LongTerm 
E S I D E N T I A L C O M M U N I T I E S can 

ean any number of places: apartment com-
plexes, condominium or cluster-bome de-
velopments, even assisted-living campuses 
for senior citizens. While tbe particulars of 
eacb geographical market vary, tbe building 
boom in general bas slowed from its frantic 
pace of tbe 1980s . Competition for tbese 
clients remains strong, as professional prop-
erty managers or homeowner committees 
search for more ways to get more value for 
their landscaping dollars. 

Some contractors are frustrated by the 
mechanics of getting contracts — working 
with various people, constantly reeducating 
decision makers or operating within strict 
budgets — but others thrive in this market. 

They f ocus their efforts on meeting each 
community's needs while also bidding wisely 
and listening closely to the residents. 

Dave Klier, director of sales and contract 
administration — horticultural services at 
Torre & Bruglio Inc., Pontiac, Mich., ex-
plained, " I his is a good market. Small to mid-
size firms are focusing on this market because 
they can get a lot of work fairly easily with low 
bidding. \ he challenge is doing it profitably. A 
lot f t h em fail and disappear." 

Ed Laflamme, president of Laflamme 
Services Inc., Bridgeport, Conn., compared 
this market with his commercial properties: 
"With commercial or corporate landscape 
maintenance, the purchasing department is 
always saying 'Cheaper, cheaper, cheaper,' to 

facility managers. You 
might have good rela-
tionships with them, 
but they have to go by 
the bottom line. I here 
may be no negotiation 
on price, or they may 
call and say, •EJ . IS that 
your best price: 

High-end multifamily residential communities can be the source of long-term contracts, 
as well as continuing add-on services over the years. Credit: J. Wheeler 

He added that resi-
dential communities 
are less focused on the 
bottom line. 

John Wheel er, pre-
s ident of Wheeler 
Landscaping, C h a -
grin Falls, Ohio, sees 
the advantages. "One 
advantage is the fact 

(continueJ on page 72) 

The keys to 

profiting from 

landscape 

maintenance 

in residential 

communities 

are good 

management, 

smart bidding 

and the ability 

to listen. 

By Susan 

Gil* *son 



Grass, bushes, yes, even trees, Husqvarna has the power equipment to get 

the job done. In fact, with Husky, you get the most complete selection of 

lawn and garden equipment of any major brand. You get Husky's exclusive features such as 

TM Air Injection for cutting up to 20 times longer between filter cleanings; Smart Start for 

TM smooth, easy starts; and LowVib for one of the lowest vibration ratings in the market. You 

get quality based on a 300-year tradition of excellence. Call 1-800-HUSKY-62, and you get 

our free catalog along with dealer locator information. Find out about the Superior Value of 

Husqvarna. If you have a yard, we have something for it. 0 Husqvarna 

©1995 



residential communities 

(continuedfrom page 70) 

that there's work out there because many 
people don't want to do residential com-
munities. I thin fc the perceived disad-
vantages really turn off a lot of people to 
working on condos. It's perceive d that 
there's no loyalty in this mar ket — no 
reward for giving good service." 

He has found how to deal with this 
perception, however. "You can't com-
mand as high a margin or hourly rate, 
hut if you know what you're doing, if 
you're careful ahout pricing and you 
have the right guys and equipment, you 
can make a profit on it." 

Still, others look elsewhere for busi-
ness. Rodney Bailey, president of Ever-
green Services Corp., Bellevue, Wash., 
noted, "Thecommunity association busi-
ness leaves you without a strong point of 
contact, so it can he a very difficult 
business. It can be a very good business, 

Many residents of multifamily 
communities want involvement in 

decisions on landscape maintenance 
and improvements. Credit: M. Scian 

but we ran into too many self-
appointed experts trying to help 
us do our work and we decided 
didn't need that market to meet 
our goals." 

THE TRANSIENT LIFE. Apartment 
residents tend to be more transi-
tional than those who own their 
property. Typically, they live at a loca-
tion but are not really involved with it. 
That ' s the job of the on-site property 
manager, who usually serves as the di-
rect contact with a landscape contrac-
tor. This is often based on budgets and 
basic property maintenance needs. 

Linda Novy, president of the Gar-

dener's Guild, San Raphael, Calif. , ex-
plained, "Apartments are the most like a 
commercial property." 

She noted that apartment complexes, 
while lower in budget, also require less 
kid-glove treatment. Other contractors 
said that maintenance standards at many 

(continued on page 74) 

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

2 Models 

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

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

Choose the durable Standard Aerator Ë J L u i * X j a Q £ 9 W 
I® or the High Production Pro-Series Wide Model! 
I MFG. INC. '1655 101st Avenue NE -Minneapolis, MN 55449-4420 • Phone: (612) 785-1000 -FAX (612) 785-0556 



INJECT-A-CIDE "AV 
C o n t a i n s A b a m e c t i n , a n i n t e r e s t i n g 
n e w c h e m i s t r y i n s e c t i c i d e h a v i n g 
l o n g r e s i d u a l ( u p t o 6 m o n t h s ) . 
W i t h l o w t o x i c i t y , v e r y l o w d o s a g e 
a n d f a s t u p t a k e , c o v e r s a b r o a d 
r a n g e o f i n s e c t s . 

C o n t a i n s I m i d a c l o p r i d , t h e s a m e 
a c t i v e i n g r e d i e n t f o u n d i n MERIT . 
A n e w c h e m i s t r y i n s e c t i c i d e w i t h 
e x t r e m e l y l o n g r e s i d u a l ( 1 2 m o n t h s ) , 
c o n t r o l l i n g a b r o a d r a n g e o f i n s e c t s 
w i t h l o w t o x i c i t y a n d c a r r y i n g a 
c a u t i o n l a b e l . 

INJECT-A-CIDE 
C o n t a i n s M e t a s y s t o x - R , w h i c h is 
e x c e l l e n t f o r c o n t r o l l i n g i n s e c t s i n 
c o n i f e r s i n c l u d i n g Bark B e e t l e s . 
O v e r 2 5 y r s . o f p r o v e n p e r f o r m a n c e 
c o n t r o l l i n g a b r o a d r a n g e o f i n s e c t s . 
T h i s p r o d u c t is a l so a v a i l a b l e in 
C a l i f o r n i a . 

THE 
TIME PROVEN 

^MICRO-INJECTION SYSTEM 

INJECT-A-CIDE "B1 

C o n t a i n s B i d r i n , o u r m o s t d e m a n -
d e d i n s e c t i c i d e w i t h o v e r 3 0 y r s . 
o f p r o v e n p e r f o r m a n c e . I t p r o v i d e s 
r a p i d k i l l a n d l o n g r e s i d u a l f o r a 
b r o a d r a n g e o f d a m a g i n g i n s e c t s . 
I t has v e r y f a s t m o v e m e n t a n d h i g h 
c o n c e n t r a t i o n w i t h a l o w d o s a g e . 

/WauqeV 
\ A i r . i ? n V i n . I M I C R O I N J E C T I O N S O F F E R : 

S I M P L I C I T Y , E F F E C T I V E N E S S , 
T A R G E T A P P L I C A T I O N , 

S A F E T Y , W E A T H E R P R O O F , 
E A S Y T O A P P L Y & A L A R G E 

R E T U R N o n a S M A L L I N V E S T M E N T . 

saVeirees 

2810 N. FIGUEROA ST. \ W LOS ANGELES, CA 90065 

1 - Ô O O - T R E E S - R x 
1 - Ô O O - Ô 7 3 - 3 7 7 9 * 



Retaining perfect 
proportions 

No matter how big the demands 
of your retaining wall projects, 
Stone WallR SELECTR 

provides the perfect fit. 
StoneWall SELECT retaining walls can 

rise as high as 40 feet, with the ability to support 
substantial surcharges, and maintain a look that's 
always perfectly proportioned. 

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

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

Simply perfect. 

Another Perfectly Proportioned 
^ t Product of 

CAD Details 
available on disk. I n n o v a t i v e C o n c r e t e D e s i g n 

800 / 394-4066 • 414 / 962-4065 • Fax 414 / 332-9678 
3934 North Ridgefield Circle • Milwaukee, WI 53211 

The more settled 
and high-end the 

residential communities 

(continued from page 72) 

apar tmen t complexes are minimal and less likely to involve 
improvement work. 

Klier explained one advantage of apar tment contracts : 
"These are an oppor tuni ty to have one larger dollar a m o u n t 
con t rac t ra ther t han many smaller contracts . In the case of 
apa r tmen t communi t ies , you usually have one decision maker 
for your dollar, ra ther than many. I his changes for the condos 
where you get in to dealing with the association hoards." 

HOMEOWNERS RULLrked ynamics change dramatically in c o m -
muni t ies of homeowners . T h e more settled and h igh-end the 
communi ty is, the more its residents will he involved in making 
landscape decisions. * • 

Novy commented , " I his is 
a growing business for us. W e 
usually hand le the property 
th rough a landscape c o m m i t -
tee. W e do walk-throughs, U J 
of f ice meet ings followed hy 
walk- throughs , or do a walk-
th rough and t h e n present a 
master plan with a nu ts and 
holts e lement , plus suggested 
enhancements . T h e c o m m i t -
tee is the f irs t l ine to c o m m e n t 
on a plan and then they report 
to the hoard." 

Somet imes , homeowner associations refer all or some of 
the decision making power to professional property managers . 
They can serve as valuable go-betweens, noted Michael Scian, 
president of Scian's Landscaping, West Berlin, N.J. "Property 
managers have realistic percept ions on what can be accom-
plished, but the homeowners still put pressure on them to get 
more for less out of their contractor , particularly the landscape's 
high impact i tems. W e f ind ourselves not so much giving away 
items, but put t ing together the right management t eam to 
supervise crews and t roubleshoot on site to f ind the problems 
before they become visible anywhere else. It's impor tan t to 
show t h e m tha t you're actually managing the property and no t 
just the service itself." 

Homeowner s want more t han value, Wheeler said. "Condos 
require cus tomer service so you have to have the ability to 
respond at a very professional level." 

But homeowner associat ions didn ' t get their f ickle repu ta -
t ions for no th ing . "You can have good per formance and service 
and still lose these jobs over politics, ' ' Wheel er added. "These 
are no t l ow-main tenance customers. You've got to have good 
communica t i ons and a way to reach the fo r eman on the 
property immediately." 

Joe Shor t , who is vice president and business manager at 
O c e a n W o o d s Landscaping on Hi l ton Head Island, S.C., said 

(continueJ on page 76) 

community is, the 
more its residents 

I M I f i T i B l l B l l M l l i l i l 

landscape decisions. 



The "outfront" 
leader in zero-
radius mowers 
for more than 

a quarter of 
a century. 

Hie Ultimate in What a 
Mower Can Do. 

The New Combo Mulching ™ Deck' 
lets you achieve superior results 
in varying conditions using 
the same deck 

Ouik-D-Tatch Voc® 
System 

to Side Discharge 

Available in 44", 48", 
52", 61" and 72" decks. 

to Down Discharge™ 

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

> EASY CONTROL to make all the moves you want to mow 
with soft-touch dual levers. You get the "feel" in no time at 
all because the hands-on control is so natural. 

> ELIMINATE MOST SECONDARY TRIMMING using hydro-
static direct drive and zero-radius maneuverability with 
outfront deck reachability. 

Ask about 
side-to-side 
flotation option. 

• NO TOOLS NEEDED to remove decks and add year-round 
attachments in minutes thanks to the new, exclusive 
Quik-D-Tatch® mounting system*. 

> CHOOSE YOUR POWER from nine engine models, 14 to 
28 hp, gas or diesel, air-cooled or liquid-cooled — the 
broadest line of outfront riders in the industry. 

O Zero-radius Maneuverability Outfront Reachability Square-comer Turnability Durabi l i ty .. . plus ROPS 

• V-Snow Plow The Grasshopper Company • One Grasshopper Trail • P.O. Box 637 • Moundridge, KS 67107 U.SA • Phone: (316) 345-8621 • FAX: (316) 345-2301 
USE READER SERVICE #88 * patent pending 

New Model 928D, 28 hp diesel, 
with Quik-D-Tatch Vac® System 
and Trail Hopper™ collector. 

Other Attachments 
• Dethatcher 
• Bed Shaper 
• AERA-vator™ 
• R O P S 
• Cab Enclosure 
• Sunshade 

Snowth rower Angle Dozer Blade Rotary Broom 

Call today for a demonstration to see what a Grasshopper ran do for you! 

First to Finish... Built to Last 

GRASSHOPPER' 
YOUR NEXT MOWER 

Grasshopper Selectability will change your mind about what a mower can do. 



residential communities 
When Snow Falls, Liability Rises 

(continuedfrom page 74) 

some homeowner associations want to 
Jo maintenance in-house. "Most of our 
competition comes from the associa-
tion thinking of taking the contract to 
an in-house operation." 

He emphasizes his firm's expertise to 
clients. "We add depth, expertise and 
professionalism that in-house opera-
tions can't afford. They can 't afford to 
have as many people on their staff, like 
a hort icul tur is t . We're much better 
equipped to handle situations lik e storm 
damage emergencies, trees down and 
drainage problems." 

Large community contracts can en-
tice a contractor to concentrate the busi-
ness in only a few places. Short warned. 
"You can have one contract in the vol-
ume of 1 5 0 homes depending on the size 
o (the community. This can he a real nega-

(continueJ on page 78) 

0 
now removal work is one of the least favorite services that many contractors provide, 
especially if it is required as part of a contract at a residential community. But most 

1 continue to provide the service. Ed Laflamme, president of Laflamme Services Inc., 
Bridgeport, Conn., summed it up: "I don't want to do removal, but if it's a lucrative 

contract and the manager insists on it, we'll do it. We take the total liability from first snowflake. 
If we waited for 2 inches to accumulate, I wonder how many people would have already fallen 
down. At the first snowflake, we send a truck out to apply sand, which eliminates 90 percent of the 
problems. We also don't wait until the end of the storm to shovel the sidewalks, but we go at 
intervals of four or five hours, shovel and sand again. 

Michael Scian, president of Scian's Landscaping Inc., in West Berlin, N.J., brings in several tem-
porary employees for snow clearing days. "We employ 90 to 100 in peak season and go down to 20 
in winter. We have to bring in the balance of our employees, plus another 75 to 100 people when it 
snows. It takes a lot of preplanning in late summer and fall to make sure we have the labor neces-
sary to clear all the miles of sidewalks." 

This winter's heavy snows in the eastern United States will affect many residential community 
contracts, he predicted. Many of his clients spent an estimated three to five times the money bud-
geted because of extra snow removals needed, so they will want to cut big-budget items out of the 
contracts. He noted that some accounts have already eliminated mulching from the entire upcoming 
season to save costs. 

Simple It's Smart. 
4 Learn how to use RainCAD with a 

FREE On-Line Beginner's Tutorial. 

4 Additional training available on 
CD-ROM. 

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

0 

Rain^BIRD 
PREFERRED BY PROFESSIONALS WORLDWIDE 
970 West Sierra Madre Avenue • Azusa, CA 91702 

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

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

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

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



Wed g le 
USE READER SERVICE #75 

ytKbOR5Y5Tems f Jnc. 

P.O. B o x 3 4 6 4 5 • OMAHA. NE 6 8 1 3 4 
(402) 3 3 9 - 4 4 5 9 • FAX (402) 3 3 9 - 5 0 1 1 

1 - 8 0 0 - 6 9 8 - 4 6 4 1 

World's 
Quickest 
Tree Injection 
s y s t e m 

P O I N T E R ™ I N S E C T I C I D E ( M E R I T ® ) 
I S N O W A V A I L A B L E W I T H T H E 

A R B O R S Y S T E M S W E D G L E ™ T I P 
I N J E C T I O N S Y S T E M . 

Iniechons are quich. Most rahe ID-GO seconds. 
No ujaihng to remove capsules. Most frees rahe 2 
minutes or less. 

Least mounding of any injection method. No 
drilling is needed. MoHes a 1/16" slit in tlie bark. 

Can inject at an easy uiork height. No need to 
aluiaijs 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. Chemicals 
are placed in the most active layer of the mood 
making the Wedgle™ Tip more effective with 
significantly less chemical than other injection 
methods. No need to mai l for a sunny d a y — 
works even in the rain. 



residential communities 

(continueJfrom page 76) 

tive because you are vulnerable to losing a 
lot of revenue if you lose tbat one contract, 
if you build up enough clients, you can 
mitigate tbe risk." 

Board turnover bas been cited as a 
major problem for many contractors, 
forcing tbem to reeducate and renegoti-
ate frequently. Some contractors ac-
commodate it witb tbeir management 
styl es. "Witb turnover, tbe philosophy 
oí the board can change from year to 
year, plus new property managers may 
have new ideas," Short noted. "So there 
is a learning curve on both sides as they 
learn about our business and we learn 
about what they want." 

LOW-BID BLUES. Don't think that the 
lowest bid is the sure way to long-term 
business. Although property managers 
and landscape committees want the low-

est price for the work, it's rare that the 
low bid generates a workable profit. 

"The downside to this market is that 
these types of communities are nor-
mally price buyers rather than value 
buyers," said Klier. "They normally let 
jobs out to the low-bid contractor. The 
effective contractor needs to watch w hat 
the job costs are closely and look at the 
prices you're estimating. We don't want 
to get a bid just by being the lowest." 

Standing firm on price can be diff i-
cult, he explained. "The good contrac-
tor bas to say, 'My pricing is my pricing, 
it is the correct pricing and I'm not 
trying just to meet somebody else's low 
price.' I can explain to clients why my 
price is higher, explain about quality 
and value, and if it comes down to a 
numbers war, we don't choose to par-
ticipate. It's almost impossible to be 
profitable if you're the I ow-bidder." 

SPECIAL COMMUNITIES. Senior commu-
nities are another growing niche wi thin 
this market. Some contractors find them 
to be profitable as long as a high level of 
communication and cooperation exists. 

Novy's firm works with these com-
munities and finds it profitable and re-
warding. "We invite residents' partici-
pation at any level. Some people are 
involved witb fundraising, landscape 
design or even paying to bring in a land-
scape architect on the team. We're flex-
ible and it's easy to customize, if people 
are involved, they'll have more fun." 

Some examples of her firm's projects 
include maintaining cutting flower gar-
dens, an herb garden for cooking, an-
nual and perennial gardens and plantings 
of nostalgic specimens. Q] 

The author is Editor of Lawn & Land-
scape magazine. 

O Shindaiwa Inc. 1 9 9 6 

h i g h p o w e r - t o - w e i g h t r a t i o 

T u r b o P o r t ™Air I n t a k e S y s t e m 

• ve ry q u i e t o p e r a t i o n - idea l 

f o r u r b a n e n v i r o n m e n t s 

• f u l l a n t i - v i b e s y s t e m 

• i n e r t i a l c h a i n b r a k e 

• s m o o t h , r o u n d e d s h a p e 

p r e v e n t s snags 

• up t o 1 6 " b a r a n d c h a i n 

7 - d a y m o n e y b a c k g u a r a n t e e 

• f o r t h e d e a l e r n e a r e s t y o u , 

ca l l 8 0 0 - 5 2 1 - 7 7 3 3 

WE SIMPLY MAKE THEM BETTER. 

shindaiwa 
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At least He on ly Has to wrestle 
w i th it for 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 s t eer ing Sys tem 

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. 
O 1996 The Toro Company U S i R E A D E R SERVICE #119 

f l i v t J ProLine 



M M 
PROSPECTING FOR 
LEADS WITH NEW 
PROMOHONALTOOLS 
P R O S P E C T I N G new j o t 
leads is a vital, ongoing task 
for all small irr igation c o n -
tractors . But the rea lity is 
tha t most cont rac tors don t 
give this business func t ion 
the a t ten t ion it deserves, es-
pecially when day- to-day 
duties l i t e main ta in ing 
equipment , ordering mate r i -
als and overseeing employ-
ees take most o f t k e t ime. 

Addi t ional ly , the idea of 
developing a sophist icated 
market ing plan and invest-
ing in newspaper, radio, 
television, direct mail or 

h i l lhoard/outdoor advert is-
ing can he expensive and 
overwhelming. So what 
o ther opt ions does the c o n -
t rac tor have to keep the ap-
po in tmen t Look fu l l? 

There 's good news fo r the 
irr igation professional . A 
wealth of new resources is 
now available to help you 
keep your name in f r o n t of 
the public, in the right 
neighborhoods, at the right 
t ime. More and more irr iga-
t ion equipment m a n u f a c t u r -
ers have recognized the 
value of providing sales and 
market ing mater ials to help 
small contract ing f i rms. 
Most of what you need is a l -
ready designed, pr inted and 
ready for your stamp, sticker 
or company imprint . 

Door signs can generate 
customer interest and 
leads. Credit: Hunter 
Industries 

These promot iona l 
aids include job site 
signs, t ruck marking 
kits, door hangers, full 
color brochures and 
sales tools tha t will 
add a new level of pro-
fessional ism to your 
presenta t ions and 
help your bid s tand 
out f r o m others. 

These market ing 
tools and ideas can be 
uti l ized by both large 
and small i rr igation c o n -
tract ing f i rms to jump start 
market ing e f for t s quickly 
and inexpensively with mea-
surable results. 

ATTRACTING CUSTOMERS. 
Your e f for t s to at t ract new 
customers should begin at 
the job site. Con t rac to r s can 

(continued on page 82) 

LANDSCAPE FABRICS & 
EROSION CONTROL PRODUCTS 

LANDSCAPE FABRICS 
- W e e d Stopper 
- Professional Landscape 

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

M B R I S C A P E INC. 

LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS 
3 1 4 5 W. C O L U M B U S AVE., C H I C A G O , IL 6 0 6 5 2 J 

(312) 4 3 6 - 7 4 0 0 • 1 -800 -992 -0550 • FAX: (312) 4 3 6 - 0 3 3 5 ^ 

f LET YOUR MOWERS 
DO ALL THE WORK! 

Kenco Corp. introduces the VTBARREL CADDY1™ 
Designed by a commercial landscaper. Assures proven savings & productivity. 

GUARANTEED-OR MONEY BACK 
Time is money - The " B A R R E L CADDY" saves the average 
landscaper approximately 1 hr/dav. No more physically transporting grass 
catchers and heavy dumping barrels to and from the truck. Mount the 
" 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 
• MUFFLER KITS AVAILABLE FOR FRONT EXHAUST MOWERS v s 

v Shipping included DIRECT $179 .95 veiled time 1,800*327*5044 ^ V v 



Registration and Exhibitor Information Available Now! 

GIE Means More Business... 
Fop you, your company and tho industry! Hare'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! 

winner, Robert Farrell! 
Equipment demonstrations to "try before you buy!" 

GlE's Proven Performance-the buyers come here! 
• 94% of GIE attendees influence their company's final purchasing decision 
• A typical GIE attendee plans to spend $23,000 with exhibitors 
• 60% of GIE attendee annual budgets exceed $500,000,43% are over $1 million! 

GIE brings the largest combined national exposition of the lawn, landscape and 
grounds management industries to Cincinnati, Ohio for five days of 
business-building meetings, seminars, and trade show-November 17 - 21,1996. 
Act now to exhibit or attend! 

"Very educational. All the people offer different experiences, and experience is the 
best teacher. GIE is great-1found a uniform company and all the equipment I 
needed." 
Homer Jackson, H.J. Lawn Service, Houston, Texas 

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

Green Industry Expo/96 
The National Expo for Lawn & Landscape Professionals 
November 17-21,1996-Cincinnati, Olio 

Trade Show registration is FREE ta conference atttendees. Trade-Show-Only 
passes are avaüable onsrte far November 19 & 20 at SIS per day. The Outdoor 
Equipment Demonstration oa November 21 is FREE to all attendees! 

Ä T . 

GIE is sponsored by: 
PGMS - Professional Grounds Management Society 

PLC/U - Professional Lawn Care Association of America 
ALCA • Associated Landscape Contractors of America 

YES! I want to know more about G M 
• Send me information on exhibiting! 
• Send me information on educational programs! 

Name: 

Title: _ 

Company: 

Address: _ 

City/State/Zip: 
Phone: ( ) 
Clip and send to: 
BE, 1000 Johnson Ferry Rd, NE, M t e C-185, Marietta, GA 80068-2112 u 

. FAX: ( I 

FAX: 770-578-8071 



(continued from page 80) 

capitalize on the neighbors ' 
curiosity ahout the c o n -
s t ruct ion activity on a site 
hy posting inexpensive job-
site signs. These signs serve 
as a 2 4 - h o u r reminder to 
neighbors o í the name and 
te lephone number of the 
cont rac tor doing the work. 

Cris Whi t taker , owner of 
Whi t taker ' s Landscaping in 
O r l a n d o , Fla., uses yard 
signs as the centerpiece of 
his market ing ef for ts . H e 
stated, "Yard signs help us 
a t t ract the a t ten t ion of the 
neighbors and promote our 
good work in the best way. 

"I try to schedule my f i -
nal visit to a residential job 
in the evening when the 
neighbors are out in their 

yards. They've seen my sign 
and my clean, let tered t ruck 
and they're over in minutes 
asking fo r my card and an 
estimate." 

Savvy p rod - • • . 
uct m a n u f a c -
turers now o f -
fer programs 
where con t rac -
tors can pur -
chase personal -
ized yard signs 
with a t t en t ion -
getting designs. 
These high 
quality signs only look ex-
pensive, but can actually be 
purchased for a f rac t ion of 
the cost of custom signs. 

Post ing colorful , p rofes-
sionally designed door 
hangers on f r o n t doors of 

targeted neighborhoods is 
ano ther simple, inexpensive 
me thod of getting your 
name known. Door hangers 
can serve as a lead generator 

'They've seen my sign and my 
clean, lettered truck and they're 
over in minutes asking for my 
card and an estimate.' 

to even out the slow periods 
tha t every contrac t ing busi-
ness experiences. 

David Dockery, owner of 
Un i t ed Lawn Spr inkler in 
East Har t fo rd , Conn . , ad-
vertises with brightly col-

ored door hangers f r o m a 
manufac tu re r . 

"We use t hem in the early 
spring to get jobs booked 
before the busy season hits. 
T h e n we use them again in 
midsummer if things get a 
lit t le slow," Dockery said. 

A n o t h e r lead generating 
technique is to use the name 
of a satisfied customer on 
the door hanger . A f t e r m a k -
ing sure it's O K wi t h t h e 
customer, Dockery jots 
down their name and ad-
dress on a door hanger he 
distributes to neighbors on 
the same street. — Jeff 
Carowit2 

The author is marketing pro-
motions manager, Hunter In-
dustries, San Marcos, Calif. 

Fire Blight? 
Apple Scab? 

Phytophthora? 
NOW AVAILABLE 
Tree Tech™ brand ALI ETTE® INJECTABLE 

479 S.W. 42nd Street 
Wiliston, FL 32696 

1-800-622-2831 
ALIETTE is a Reg. Trade Mark of Rhöne-Poulenc Ag Company 



READER 
SERVICE CARD 
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INFORMATION 

C o m p a n y 
Address 
City 
P h o n e # 

.Sta te - Z i p 

1 . Do you wish to receive (continue to receive) 
Lawn & Landscape magazine? 
DYES ONO 
Signature (required), 

2. What is your primary business at 
U,;_ Lnn i lLu lO /MIAAMWM nt innlf — _ - \ 
tnis location r (please cnecx one) 
CONTMCTORorSBMCES: 
• Landscape Contractor 

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

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

MSTRBUltN̂AANUFACTURER: 
• Dealer • Formulator 
• Distributor • Manufacturer 

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

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

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

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

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

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

6. Circle 
Lawn Care 
Maint Serv. 
Irrigation Serv. 
Pest Control 
Installation 
Trees & Ommtls. 

pre—i t of your business is: 
10% 20% 30% 
10% 20% 30% 
10% 20% 30% 
10% 20% 30% 
10% 20% 30% 
10% 20% 30% 

40% 50% 60% 
40% 50% 60% 
40% 50% 60% 
40% 50% 60% 
40% 50% 60% 
40% 50% 60% 

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

100% 
100% 
100% 
100% 
100% 
100% 

7. How much dkfl your company 
spend in 1995 on? 
Turf Chemicals $ 
Ornamental Chemicals $ 
Equipment $ 

8> How many does your h u i i n o i i 

Walk Behind Mowers 
Riding Mowers 
Trimmers 
Chain Saws 
Blowers 

c Please 
provide all information for 

processing. 

Lawn6iandscape 
• Check here for a free sample issue of 

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

- J . 

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. 

Lpj s n 
I . . . u h * . 

Building 
Loyalty 
Through 
uoiiiiiiiiiiicaiion 

The leading 
management magazine 
serv ing the 
professional landscape 
cont ract ing marketplace. 

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

• Bill Me 
• 2 Years $42.00 

N a m e _ 

P h o n e . 

C o m p a n y . 

Address _ 

City _State _ Z i p . 

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

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

i. CONTRACTOR or SERVICES: 
• 1. Landscape Contractor 

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

(excluding mowing maintenance 
service) 

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

(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

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

5/96 III. DISTRIBUTOR/ 
MANUFACTURER: 

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

IV. OTHERS ALLIED TO THE 
FIELD: 

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

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

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

Officer 
• Manager, Director, Supt., Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Techincian 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 
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TOPO ProLine strengthened the 
4 4 - and 52- inch decks on 
its mid-size mowers and the 
deck on the Groundsmaster 
1 2 0 hy adding wear plates 
for extra sturdiness and re-
inforcing hoth upper cor-

ners to better handle f ront 
and side impacts. 
Circle 201 on reader service card 

The Add-I t foliage feeder 
trom Strong Injectors ad minis-
ters fertilizer proportion-
ately and evenly through a 
garden hose/sprinkler 
system while spraying plant 
material. The portable 
system comes complete 
with an atmospheric 
backflow preventer and 
adds fertilizer to the water 

Little-Wonders 24- inch gas hedge trimmer handles growth up to 1 
inch thick with twin blades of hardened high-carbon steel. The 
handles have shock mounts to eliminate vibrations f rom the 
double reciprocating blades and a clear f ront guard offers operators 
a clear view of the hedges. 
Circle 200 on reader service card 

stream wi thout any loss in 
pressure on conventional 
sprinkling or drip irrigation 
systems. Add-It works with 
any liquid or water soluble 
dry fertilizer. 
Circle 202 on reader service card 

OmniComp's Service Call Ex-
press and Service Call Ex-
ecutive software provides 
complete work order capa-
bilities to maintenance de-
partments through preven-
tive maintenance schedul-

ing, equipment 
warranty track-
ing and repair 
histories on a 
Windows*-
based operating 
system. 
Circle 203 on reader 
service card 

UBS 

Shindaiwa's EB480 prof es-
sional backpack blower fea-
tures a low noise rating of 
just 6 9 decibels so opera-
tors can work even where 
noise restrictions are in 
place. The E B 4 8 0 runs at 
5 , 0 0 0 rpm on a 2-cycle en-
gine with 2-r ing piston and 
chrome cylinder and a dis-
placement of 4 3 . 6 cc. The 
fuel tank holds more than 
7 0 ounces while the blow-
ing speed provides a maxi-
mum of 1 8 0 mph. 
Circle 204 on reader service card 

THE PROS CHOICE. 
Tuflex offers you a full line of 
tanks to solve your pest control 
problems, big or small. The 
experts at Tuflex carefully 
research and analyze your 
needs and assist you in 
designing and engineering the 
right tank and pump system to 
your specific requirements. 
Anything less would be a 
compromise solution. 
Tuflex is the only manufacturer 
to specialize in seamless 
fiberglass spray tanks built 
specifically for the pest control 
and lawn care industry. The 
exclusive Tuflex process allows 
a full five-year warranty on all 
hand-crafted seamless 
fiberglass tanks. 
Our tanks from 100 gallon to 
1200 gallon are ready to solve 
your toughest challenges. 

1406 S.W. 8th St. 
Pompano Beach, FL 33060 
T U F L E X 1 2 3 @ A O L . C O M 

USE READER SERVICE # 7 0 

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

1-800-327-9005 

mailto:TUFLEX123@AOL.COM


a 
The redesigned T - 6 0 Ser-
ies II Hydro Seeder* f rom 
Finn is almost twice as 
powerful as previous mod-
els and includes remote 
controlled pump operation, 
giving the operator com-
plete spraying control with-
out requiring an additional 
person to control the mach-
ine. The T - 6 0 also offers a 
direct drive clutch/pump 
assembly and a continuous 
flow electric hose reel with a 
platform-mounted dis-
charge gun assembly. 
Circle 205 on reader service card 

The Pequea 1 0 1 8 Deck 
OverTrailer offers a G V W 
rating of 1 0 , 0 0 0 pounds 
on the 8 - f o o t 5- inch long 
full width hed with an all 

welded, reinforced structural 
steel frame. Equipment 
loading is simpli fied with 
the 4 - foo t Beaver Tail and 
38 - inch wide hy 4 - foo t 8 -
inch long ramp, which is 
available with a double hinge 
to he flat on the bed. El ec-
tric brakes are standard on 
both axles and wiring is 
shielded, harnessed and eas-
ily accessed. 
Circle 206 on reader service card 

The Husqvarna ^71 XP pro-
duces more than 5 hp and 

weighs less than 1 3 
pounds. The Low-
Vib system reduces 
vibration levels and 
the 70-cc model 
also uses the air in-
jection system, 
which cleans the in-
take air before it 
reaches the air filter. 
Circle 207 on reader 
service card 

James Hardie Irrigation's Omni Reg 
uses a top-mounted graduated dial 
to regulate the downstream pres-
sure required for any application, 
regardless of the inlet pressure. 
Clearly marked dial settings allow 
operators to check pressure with-
out using a gauge. Pressure can be 
set with the water on or oir and 
the OmniReg is designed to fit all 
heavy duty commercial Century 
Plus 1 0 0 Series and 7 0 0 Series 
UltraFlow valves. 
Circle 208 on reader service card 

The Miracle Con-
troller from Netafim Irrigation is 
a 6 - , 9 - and 12-stat ion con-

troller featuring inter-
nal circuit board pro-
tection to bypass the 
need for fuses and hot 
posts. It uses self-diag-
nostic open-loop de-
tection for protection 

o f t h e master valve operations. 
Operators can program 
three independent watering 
programs, four start times 
and runs lasting anywhere 
f rom one minute to 10 
hours. The unit can also 
automatically assess condi-

(continueJ on page 88) 

C A R L S O N 
- I N D U S T R I E S 

INC. 

P R O F E S S I O N A L E Q U I P M E N T 
FOR 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 Ü - -

TR12 

Car l son Indus t r i es 
se l l s on l y qua l i t y 
e q u i p m e n t fo r your 
indus t ry . U t i l i z ing 
qua l i t y c o m p o n e n t s 
ensu res tha t our 
e q u i p m e n t is du rab le 
and dependab le . 

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

25010 Eas t 5 t h S t ree t , P.O. Box 917, H i g h l a n d , CA 92346 • USA 
P h o n e : (909) 888-4882 • FAX: (909) 889-5855 

USE READER SERVICE # 7 1 

AERA-VATOR 
• 

® 

i f 

IDEAL FOR HARD COMPACTED HIGH TRAFFIC AREAS: 
(PT0 POWERED) 

FOR BARE GROUND RECONDITIONING: The Aera-Vator's 
vibrating action fractures the hardest soils. 
• Optional rake levels and fills in low spots 
• Optional roller pulverizes and smoothes out spots 
FOR TURF AERATING: 
• Swing hitch aerates sharp turns without tearing turf 
• Durable for aerating turf over rocks and roots 
FOR SEEDING/OVERSEEDING: GANDY SEEDER ATTACHMENT 
• Reconditions and seeds bare soil or existing turf! 
• Remove or install seeder in 15 minutes 
Degree of soil loosening is easily varied by tractor gear selection. 

FIRST PRODUCTS INC. • T IFT0N, GA 
800-363-8780 • GA. 912-382-4768 



I N T E R N A T I O N A L 
LAWN, GARDEN & 
POWER EQUIPMENT 

NO OTHER TRADESHOW 

DELIVERS THE PERFECT MIX 

OF PRODUCTS, VISITORS 

AND ACTIVITIES. 

The Name 
Says It All 
I n t e r n a t i o n a l . . . 29,000 participants from 
60 countries in '95. Dealers, distributors, lawn 

& garden centers, rental operators, 
nurserymen, national retailers, 
commercial landscapers, commercial 
mowing and maintenance pros, plus 
suppliers - All f ind their marketplace 
in Louisville each year! 

L a w n & G a r d e n . . . 68% of 
EXPO 95's nearly 600 exhibitors featured 
or included nonpower products ranging 
from garden tools and terracotta pots, 
to patio furniture and barbecue grills. 
One-stop shopping! 

P o w e r E q u i p m e n t . . . 
EXPO is the premier tradeshow 
for outdoor power equipment 
for consumer, commercial and 
rental use. EXPO'S giant demo 
area is open throughout show 
hours. Try before you buy! 

E X P O . . . Seminars, enter-
tainment, dealer meetings, 
sightseeing and more! 

July 2 8 - 3 0 , 1996 
Kentucky Exposition Center 
Louisville, Kentucky 
502-562-1962 
FAX 502-562-1970 
800-558-8767 



(continued from page 86) 

t ions by rain and soil mois -
ture sensor input . 

Circle 209 on reader service card 

The Ransomes B o b - C a t Z T 

2 2 2 riding mower provides 
ze ro - tu rn radius with two 
steering levels independently 
control l ing power to each 
wheel f r o m a Suns t rand / 
Hydrogear pump and Ross 
wheel motor . A hinged foo t 
plate all ows easy access to • M K fifjHRd * . gp t -m 

J W 

' IHjJA MS 

TKe FR 1 0 6 backpack t r immer /hrushcut te r f r o m Stilll 
is driven hy a 2 . 1 -cuh ic - inch engine and features 
electronic ignit ion, a fully l ined shaf t and an 
ant ivihrat ion system. T h e uni t accepts 1 0 d i f fe ren t 
St ihl cutt ing a t t achments including the Polycut 
head, f ixed line head, 4 - and 8 - t o o t h grass hlades 
and hrush knife . 
Circle 210 on reader service card 

the deck and helt drive and 
a t i l t seat of fers access to 
the linkages, hydraulic res-
ervoir and hattery. A 2 2 - h p 
Kohler C o m m a n d a i r -
cooled gas engine powers 
the mower and three hlades 
heneath the 6 1 - i n c h deck. 

Circle 211 on reader service card 

Preventive Maintenance Products' Q X - 7 0 0 engine t r ea tmen t 

boosts the tempera ture 
breakdown levels of oil in 
2 - and 4-cycle engines. 
Q X - 7 0 0 combines a sub-
surface lubricant and a 
f r ic t ion inhibi tor to reduce 
costly repairs, as well as 
fuel and oil consumpt ion . 
Circle 212 on reader service card 

Roll-A-Lawn consists of a sheet 
of recycled paper tu rned 

into a pulp founda t ion and 
saturated with grass seeds 
for new turf es tabl ishment . 
Individual sheets cover a r -
eas ranging f r o m 1 0 0 to 
1 , 0 0 0 square feet and are 
staked in place to ensure 
tha t the seed roots properly 
as the pulp base decom-
poses. T h e sheets can also 
be dyed green to improve 
appearances during turf es-
tabl ishment . 
Circle 213 on reader service card 

Excel added a hvd raulic deck 
l i f t system control led f r o m 
the driver's seat to its c o m -
pact models 2 5 I K and 
2 6 0 K t o ease loading, u n -
loading and driving over 
curbs. Mowers also allow 
drivers to change the cu t -
t ing height without getting 

Send fo r Free In format ion f r om 

Advertisers 

Our a d v e r t i s e r s w a n t t o help you r bus iness grow, so why n o t t a k e 
a d v a n t a g e o f t h e f ree i n f o r m a t i o n a b o u t t h e p r o d u c t s a n d serv ices 
a d v e r t i s e d in t h i s issue? 

S imp ly t u r n t o t h e reader serv ice card in t h i s issue, c i rc le t h e 
co r respond ing reader serv ice numbers a n d c o m p l e t e a n d mai l t h e 
p o s t a g e paid reply card. Our compu te r i zed reeponee s y s t e m will speed 
t h e r e q u e s t e d m a t e r i a l s t o you. 



« M 
off the mower. T h e 2 5 1 K is a 5 1 -
inch rear discharge uni t and the 
2 6 0 K has a 6 0 - i n c h rear discharge 
deck. Both mowers are powered hy a 
2 2 - h p Kohler C o m m a n d engine. 

Circle 214 on reader service card 

Oly-Ola Sales' R o l U f - E d g landscape 

edging has a nonrounded top and is 
made of hlack poly/vinyl. It will no t 

rot , rust 
or lose 
its shape. 
The edg-
ing is 5 
inches 
high 

and packaged in 1 0 0 - f o o t rolls 
ho le -punched along the bottom for 
drainage and to contro l f ros t heave. Circle 215 on reader service card 

A dry, water soluble fo rmula t ion of 
P B I / B o r d o n ' S T r imec Classic Broadleaf 
Herbicide is 

TR IMEC 

NtTWFKHT 

convenient ly 
packaged in 
premeasured 
water soluble 
bags and c o n -
ta ins 2 , 4 - D , 
M C P P and 
dicamba. 
Tr imec Clas-
sic D S C dissolves in cold water with 
little agitat ion required and min i -

The Echo SRM-3400 trimmer/ 
brushcut ter replaces the S R M -
3 1 0 0 by providing 2 5 percent 
more torque and 1 2 percent 
more power with a 3 4 - c c dual -
piston ring engine with elec-
t ronic ignit ion and a purge-
pump equipped, al l -posi t ion 
diaphragm carburetor . T h e 
3 4 0 0 also of fers a 6 0 - i n c h 
shaf t and holds more than 5 0 
feet of 0 . 1 0 5 - d i a m e t e r t r i m -
mer line. 
Circle 21B on reader service card 

FREE 
CATALOG! 

t 
C A R R I E R P O R T F O L I O IN A V A R I E T Y OF S I Z E 5 

SAVE 
UP TO 
5 0 % / ^ 

Northern 
Where the Pros and Handymen Shop 

YOUR # 1 SOURCE FOR: 

Lawn & Garden f 
Equipment 

• Sprayers & 
Accessories 
• Engines £ 

Generators 
' Hydraulics 
• Quality 

Pressure 
Washers 

• Excavators & Augers 
• Trailers, Trailer Parts, 

Winches £ MORE! 

To request your FREE Catalog, 

Call Toll-Free Today! 

1 - 8 0 0 - 5 3 3 - 5 5 4 5 
Hours, 7 Days a Week! 

http://www.northern-online.com 
Keycode 24136 

USE READER SERVICE # 7 6 

P.O. 30X 2 4 1 • W A L E 5 C E N T E R , N Y 1 4 1 6 9 

USE READER SERVICE # 7 8 

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 • 124W. Main* Harper, KS67058 
1 ( 8 0 0 ) 6 6 2 - 4 2 1 2 * Fax ( 3 1 6 ) 8 9 6 - 7 1 9 2 

USE READER SERVICE # 7 9 

Without advertising, 
a terrible thing happens... 

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

FINALLY... 
A SOLUTION TO THE PROBLEM OF 

WORKING WITH BLUEPRINTS & DRAWINGS... 

INNOVATED & 
MANUFACTURED 

WITH 
PRIDE IN THE USA 

» SECURES PRINTS & DRAWINGS 
UNDER WINDY CONDITIONS 

» CONSTRUCTED OF DURABLE DURON MAS0NITE 

• SPRING-LOADED METAL CLAMPS HOLD 
MULTIPLE PRINTS IN PLACE 

• CARRYING HANDLES FEATURE EASY CLOSURE 
& PORTABILITY 

P O N N E L L Y I N T E R N A T I O N A L 

1 - Ö 0 0 - 6 1 1 - 2 2 6 4 

http://www.northern-online.com


THE W O N D E R SCOOPER 
Makes the job of bagging leaves and litter quick and easy! 

• Lightweight 
THE HAND RAKE ™ * Easy to clean 
turns y o u r h a n d into a g i a n t r a k e for f i l l ing 
and stuffing THE WONDER SCOOPER! 
Pre Season Special 

$19.95 

Call 1 - 8 O O - S C O O P E R 
I THE SCOOPER CORP. « 154 Need ham St. Newton, MA 02164 

USE READER SERVICE #81 

Aquascape Designs Introduces 
The CleanSweep Skimmer and BioFalls System 

For Easier Maintenance 
BF-4000 & BF-4000D 

• Triple duty CleanSweep" acts as 
Skimmer. Pump Vault and Pre-filter 

• BF-4000 combines a waterfall and 
biological filter 

• Advanced Watergardening Video 
demonstrates 3 complete pond & 
filter installations only $12.95 

Available in three models, 
CS-2000, CS-2000D & CS-2010 

Call or write for a FREE catalog. 
Aquascape Designs • 1002 Carolina Dr., • West Chicago, IL 60185 
1-800-306-6227 • fax (708) 231-8863 • E-Mail: Aquascap@aol.com 

USE READER SERVICE #83 

US & Can. (800) 626-7247 , 
phone (616)942-8142 U D S , 6 0 9 5 2 8 T h S t r e e t SET, 

Green Industry Software BBS (616)942-7244 G r a n d R a p i d s M I 4 9 5 4 6 

U D S 

, USE REAPER SERVICE #84 

Progressive Electronics 
M o d e l 521 

WIRE & VALVE LOCATER 
• Find Lost Solenoid Valves 
• Locate Wire Path 

And Depth 

e - m a i l l n g h r n 1 0 6 9 @ a o l - c o i 7 T 

save 10% ( 
A l l T h e 
E q u i p m e n t Y o u 
N e e d T o 
T r o u b l e s h o o t 
I r r i g a t i o n 
S y s t e m s 

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

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

R U H 
ProStar® 5 0 W P fungic ide is avail-
able in premeasured, water soluble 
packages to reduce worker expo-
sure and package disposal. I lie 
fungic ide f ights brown and yellow 
patch, gray snow mold and red 
tkread and was recently approved 
for use in New York. 
Circle 217 on reader service card 

nnzes the odor tka t may be c o m m o n 
to amine products . 

Circle 218 on reader service card 

Aquarium Pharmaceuticals off ers separate 

f i s h f oods for feeding koi and goldfisk 
in cool and warm water temperatures . 
P o n d Care S u m m e r Staple P o n d 
Food is fo rmula ted nu t r i en t - r i ck for 
feeding fish in water above 6 5 F wken 
growth and spawning occur. Spring 
and A u t u m n P o n d Food provides a 
bigk carbohydra te diet. Circle 219 on reader service card 

S o s t r a m ' s Echo I urf and O r n a m e n -
tal ch lorotha loni l fungicides are 
labeled for use on a variety of 
plantings, including dollar spot, large 
brown patch, red thread, fusar ium, 
melt ing out and gray leaf spot. Echo 
7 2 0 inc luJ es six pounds or active 
ingredient per gallon, while Echo 5 0 0 
and 9 0 D F are available as a flowable 
and a dry flowable mix, respectively. 
Circle 221 on reader service card I D 

T h e 6 0 9 Power Backkoe f r o m BradCO 
is said to provide tke best bucket 
digging 
force for a 
4 - b a r l ink-
age back-
hoe and the 
longest 
reach f r o m 
the swing-
post of any 
in its class. 
1 he 6 0 9 handles buckets ranging 

f r o m 1 2 to 3 6 inches wide. 
Circle 220 on reader service card 

mailto:Aquascap@aol.com


All classified advertising is 9 5 ^ 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-
nie JLy casb or money order covering full payment. 
Submit ads to: L&L, 4 0 1 2 Bridge Ave.. Cleveland 
O H 4 4 1 1 3 . Fax: 2 1 6 / 9 6 1 -0364 . 

B U S I N E S S O P P O R T U N I T I E S 
L A W N CARE PROGRAM 

NaturaLawn® of America 
Tke leader in natural organic/biological lawn care is 
now expanding nationwide. Our franchise offers: 

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

To learn more, contact Randy Loeb, Franchise De-
velopment Manager at: 

800/989-5444. 

W H O L E S A L E D I S T R I B U T O R 
Needed to market environmentally friendly, liquid, 
slow-release fertilizer products direct from manufac-
turer. Ken Franke, P.O. Box 123, Plato, MN 55370; 
800 /832 -9635 . 

BIDDING FOR P R O F I T 
"BIDDING & CONTRACTS YOUR KEY T O 
SUCCESS," a book 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 $42 .95 to: # 1 Profits' 
Unlimited, 3 9 3 0 - B Bardstown Road, Louisville, 
KY 4 0 2 1 8 . 8 0 0 / 8 4 5 - 0 4 9 9 . 

E X T R A INCOME P O W E R W A S H I N G 
EARN $ 100/hour power washing and sealing wood 
decks. Learn the most effective method, equipment 
setup and supplies. Complete training package: 
Manual, video, advertising kit and equipment cata-
log. For free information packet call 8 1 0 / 6 8 3 -
9080. 

B U S I N E S S S E R V I C E 
LEASING & FINANCING O P T I O N S 

Landscape Contractors 
Commercial Maintenance Contractors 

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

KNEPPER A S S O C I A T E S 
Capital Search & Secure Specialist 

6 1 4 / 3 6 9 - 1 9 4 1 
Same Day Quote 

B U S I N E S S E S F O R S A L E 
L A W N M A I N T E N A N C E 
Atlanta, GA. Come for the gold. Stay for the green. 
Well established maintenance company. 60+ high-
end residential clients. Gross $ 160K. Contact Mr. 
Goren, DBI, 180 Interstate North Parkway, Suite 
180, Atlanta, GA 3 0 3 3 9 . 

NURSERY AND LANDSCAPE COMPANY 
For Sale: Nursery and landscape company. Located 
in Western PA, 3 0 minutes from Pittsburgh and 
Ohio. 17.9 acres zoned commercial with 2 acre lake. 
Office building and garage. City water and sewage. 
Abundant nursery stock. Asking price: $350 ,000 . 
Contact Mike at 4 1 2 / 6 5 8 - 8 0 4 1 . 

L A W N AND P E S T CONTROL 
COMPANIES FOR SALE 
Missouri Gross: $299 ,000 
NE Georgia Gross: $ 185,000 
East Georgia Gross: $540 ,000 
Central Georgia Gross: $ 8 8 , 0 0 0 
Brevard County, Fla Gross: $360 ,000 
Charlotte County, Fla Gross: $ 5 7 5 , 0 0 0 
Clay County, Fla Gross: $510 ,000 
Hillsborough, Fla Gross: $ 1 7 0 , 0 0 0 
Pinellas CuunLv, Fid j f l i u » . $212 ,000 

~ $110,000 

I have several qualified buyers ready to buy in various 
areas, if you are considering selling?...Call me today! 

I work confidentially, but very hard to find the best 
deal for you, and will always endeavor to protect the 
seller from his employees' and his competitor's knowl-
edge of the impending sale. 

All Calls Are Confidential 

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

i l i ^ ^ H I 

LANDSCAPE M A N A G E M E N T CONSULTING 
A growing firm requires experienc edleade rship and 
management, even though current size may prohibit 
the cost of hiring a full time senior-level manager. 
Provide your company with a resource for needed 
improvements in the areas of training, budgeting, 
field performance, estimating and personnel morale 
and motivation. Utilizing our experience reduces 
costs substantially and enhances profitability. 

T. D. MorlanJ/HBMC 
608/832-6401 

W A N T E D T O B U Y 
L A W N CARE S E R V I C E BOSINESSES 
if you have been thinking about selling your lawn care 
service business we are interested. There are many 
options and possibilities. All communication is strictly 
confidential. Reply to L&L, Box 363, 4 0 1 2 Bridge 
Ave., Cleveland, O H 4 4 1 1 3 . 

mm 
H Y D R O S E E D E R S I S T R A W B L O W E R S 
We Buy, Trade & Sell New and Used Hydroseeders 
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 
ofHvcl roseeding equipment and supplies. 

LANDSCAPE CONTRACTING F IRM 
Baltimore-Washington Metropolitan Area Lawn 
Care Company with 2 4 years of experience is inter-
ested in expanding into landscaping and would like to 
purchase a small to medium-size landscape contract-
ing firm. Would prefer current owner to stay on with 
equity position. We can offer administrative and 
financial strength to your organization as well as 
many other opportunities. All replies will be strictly 
confidential. Reply to: L&L, Box 3 8 2 , 4 0 1 2 Bridge 
Ave., Cleveland, O H 4 4 1 1 3 . 

FOR LEASE 
TRUCK & EQUIPMENT LEASING 

*AII makes & models 'Leasing & outright purchase 
available 'Low initial investment 

'Low monthly payments 'Quick turnaround 
'Personalized service 

CALL LISA MORRIS AT 1-S00-766-2S74 
1600 West Main St., Wilmington, OH 45177 

i LEASING, INC. 

FOR S A L E 
POWER EQUIPMENT R E P L A C E M E N T P A R T S 

Premium 
Replacement J t h o m a s 
Parts for Outdoor Power 
Equipment f 
Introducing: 

INTERMIX-
No Smoke 

FOR P R O D U C T I N F O R M A T I O N OR A 
FREE C A T A L O G OF OUR 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 - 8 0 0 - 4 2 2 - 4 1 8 4 

FINANCING 
LETTHE GOVERNMENT FINANCE your small 
business. Grants/loans to $800 ,000 . Free recorded 
message: 7 0 7 / 4 4 8 - 0 2 7 0 . (NK8) 



INCORPORATE-FREE BOOKLET 
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: 

R i c h a r d P. B e r s n a k , P r e s i d e n t 
Ji l l A . L e o n a r d . 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 , Inc . 
5 0 W e s t B r o a d S t ree 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 

CUSTOM DECAL KITS 

_ ( ~ * U S T O M 
DecaI Kirs 

Easy to Order-Easy to Apply 
Boost Your Image Economically 

Call or Write: 
S u n A r t D e c a l s I n c . 
8 8 5 W . B a g l e y R d . 
B e r e a , O H 4 4 0 1 7 
2 1 6 - 8 1 6 - 0 2 9 0 
8 0 0 - 8 3 5 - 5 5 5 1 
F a x : 2 1 6 - 8 1 6 - 0 2 9 4 

WHOLESALE TURF SUPPLIES 
Hannay Kose reels (electric), $389; 3 0 0 feet of 1/2-
incliI.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;J umbo grass catcher, $ 139.95; 
Kawasaki 12.5-hp engine with oil filter, $479.95 . 
To order, call Hersch's Wholesale Turf Supplies, 
800/THE-LAWN. Ash for your free catalog. 

CALL 800-456-0707 TO ADVERTISE TODAY! 

MKI The Landscapers SuperstoreTM - Call today 
for 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 other great savings. Call 
MOHAWK INDUSTRIES at 8 0 0 / 7 2 4 - 2 2 2 9 for 
your FREE CATALOG. 

PISTON POMPS 
G N C 

P U M P 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, pres. gauge and 
pulley. 1 YEAR WARRANTY. 

1 -800 -462 -2005 . 

BANDY SLIT SEEDER _ _ 
Gandy Slit Seeder — 3 point hitch, 4 foot swath. 
$5 ,800 new. Less than 5 0 hours. Sell for $3,000. 
Call Brian 6 1 2 / 4 7 6 - 2 0 1 6 . 

ADMINISTRATIVE PROCEDURE MANUAL 
You know your husi ness. But do you know how to run 
your business as a business? In clear easy to under-
stand language, this guide will show you how to set up 
your administrative records, tailor fit to the tree care 
and landscaping industries. Are computers a mystery 
to you? In addition, this manual will take you through 
the detailed steps to establish your records on a 
computer. It shows you the tricks and skills needed to 
use popular software to administer your business 
easily. Written by an administrator to tree care and 
landscaping companies this proven manual will im-
prove your business and profits. Send $49 .95 plus 
$4 .00 shipping and handling to Manuals, P.O. Box 
293,Wayland, MA 01778 . MA businesses add 5% 
sales tax. 

FIBERBLASS SPRAYER 
GNC 

P U M P Inc. 
100 Gal. Fiberglass Sprayer 

"$1,795.00" 
"Briggs 5 HP IC Plus Eng.* 

(with 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 

EQUIPMENT FOR SALE 
1993 Vermeer 94-inch Tree Spade mounted on 
1993 truck. Low hours. Like new. $ 1 2 0 , 0 0 0 firm. 
1994 Vermeer 1250 Diesel Brush Chipper. 110 
hours. Like new. $16,000. Ron Jr., 815 /722-3924 . 

ADVERTISE ON THE INTERNET! D O N T 
NEED A COMPl TER! For under $ 17 per month 
you reach the right people in your market. By pooling 
the resources of companies across the U.S. you get 
moreexposure. Call Landscaping Online800/562-
2240. 

I ncorporate without legal fees! Free booklet tells how. 
Call Now! 8 0 0 / 3 4 5 - 2 6 7 7 . 

H E L P W A N T E D 
EMPLOYEE SEARCHES 
Florapersonnel, Inc. In our second decade of per-
forming confidential key employee searches for the 
landscape industry and allied trades worldwide. Re-
tained basis only. Candidate contact welcome, confi-
dential and always free.Florapersonnel, Inc., 1740 
Lake Markham Road, Sanford, FL 32771 . Phone 
4 0 7 / 3 2 0 - 8 1 7 7 , Fax 4 0 7 / 3 2 0 - 8 0 8 3 . 

INDEPENDENT SALES REPS 
Independent sales reps calling directly on turf profes-
sionals. Dynamic new products that will sell. Unlim-
ited earning potential. Protected territory. 100 per-
cent gross margin. No stocking requirement. Will 
train and support. Send resume to P.O. Box 7346, 
Louisville, KY 4 0 2 0 7 or call 8 0 0 / 3 3 4 - 4 9 6 2 . 

LAWN CARE SPECIALISTS 
OPPORTUNITY IS KNOCKING. SavATree is 
expanding our Lawn Care Division! We are seeking 
ambitious, detail-oriented candidates with strong 
interpersonal skills and sales experience to become 
part of our progressive and dynamic team. We offer 
an outstanding compensation package plus a wide 
range of benefits. Qualified candidates should send 
or fax their resume to SavATree, 3 6 0 Adams St., 
Bedford Hills, NY 10507 or fax 9 1 4 / 6 6 6 - 5 8 4 3 , 
Attn: Human Resources. 

LANDSCAPE CONTRACTING FOREPERSON 
Landscape contracting foreperson wanted for a grow-
ing company on Eastern LI, NY. Ambitious, highly 
motivated indi vidual with good communication skills 
and management capabilities to take charge of day-
to-day operations. Clean CDL and good equipment/ 
mechanical skills a plus. Generous pay plus benefits. 
Grimes Land Design: 5 1 6 / 6 6 8 - 9 1 8 9 or fax 516/ 
6 6 8 - 6 4 3 9 . 

SALES POSITIONS 
Sprinkler World of AZ, established 2 0 years. Seek-
ing inside and outside sales people. Five locations in 
Arizona, great benefits. Send resume to Dick 
Wheel ock, 2 1 1 4 E. Indian School Rd., Phoenix, AZ 
8 5 0 1 6 or fax to 6 0 2 / 9 5 6 - 0 6 2 4 . 

UNDERSTANDING IRRIGATION 
The Complete Irrigation Workbook, by Larry Keesen, 
offers a comprehensive look at irrigation design, 
installation, maintenance and water management 
including practical hands-on techniques. Each 
chapter contains questions and answers which 
can be used to test your own knowledge or as in-
house training tools for new and seasoned em-
ployees. Appendix includes detailed drawings of 
irrigation installations. Order yours today for 
$ 2 4 per copy plus $2 .50 shipping and handling. 
Quantity discounts available. Call Fran Franzak, 
800 /456-0707 . 



H a 
BROW WITH THE BEST 
As an industry leader in landscape design, installa-
tion and maintenance, Clean Cut, Inc. has secured an 
exceptional reputation by hiring, and cultivating, 
only the test. For 11 years, professionals with a real 
commitment to excellence and quality, who know the 
meaning oi hard work, have heen the foundation of 
our phenomenal growth and success, if you have 
experience in any of the areas helow, a sincere dedi-
cation to customer satisfaction, a history of success 
and a desire to he part or a winning team, contact 
Carmen at 5 1 2 / 4 5 8 - 8 8 7 3 , or (ax resume to 512 / 
4 5 2 - 2 3 7 8 (indicate location preference). 

• Landscape Maintenance Foremen 
• Landscape Construction Foremen 

• Irrigators • Tree Climhers 
• Small Engine Mechanics 

Positions in: 
Austin • San Antiono • Dallas • Houston 

MAINTENANCE SUPERVISORS 
The Brickman Group, Ltd., one of the nation's larg-
est and fastest growing full service landscape compa-
nies, has an immediate need in principal cities east of 
the Mississippi for maintenance supervisors with 2 -
5 years experience. Brickman seeks energetic, team 
oriented college graduates with proven leadership, 
communication and interpersonal skills. Brickman 
offers full -time positions, excellent advancement 
opportunities and exceptional compensation and ben-
efits with an industry leader building on a 5 6 -year 
tradition of uncompromising customer service. For 
immediate confidential consideration, please send or 
fax your resume with an indication of your geo-
graphic preferences and willingness to relocate to: 
The Brickman Group, Ltd., Corporate Office, 3 7 5 
S. Flowers Mill Road, Langhorne, PA 1 9 0 4 7 , 2 1 5 / 
7 5 7 - 9 6 3 0 , EOE. 

(continued from page 23) 

Why Jo you have a full- t ime hu-
man resource director? 

Along with hiring responsibilities, 
that person runs the orientation pro-
gram and the sa fety program. We look 
for a little more upscale employee, if 
they don't meet the requirements for 
heing employed here, they don 't get the 
opportunity to work here. It hurt us for 
a while, hut it is a benefit to the company 
in the long run. 

Another thing we discovered is that 
hiring people earlier than we actually 
need them helps us find the employees 
we want, if we wait until we really need 
them to be here, we can't find them. 

• How do you avoid the big seasonal 
cycles? 
^ ^ m We're more aggressive now to hire 
on a year-round basis. Because of the 
three divisions, we are able to do a lot of 
cross training because the divisions have 
different personnel needs at different 
times of the year. 

For example, the landscape and main-
tenance people are working in the nurs-
ery in the winter months. It reduces 
layoff s and promotes loyalty. 

How do employees help with re-
cruiting? 

We instituted a recruiting benefit 
for our employees. Any employee who 
can bring in a new recruit that stays with 
us for three months gets a $ 1 0 0 bonus, 
and an additional $ 1 5 0 bonus if the 
new employee stays six months. This 
program has been very successful. 

How are bonuses and rewards de-
termined in the company between the 
three distinct areas of business? 

We reward managers based on the 
whole company's performance, if a de-
partment breaks even, and that's what 
they were budgeted to do, then they've 
done their job. We encourage them to 
help each other and they realize that 
their bonus will be based on the perfor-
mance of the whole company and not 
their individual departments. 
Q . What about benefits? 
J ^ m We try to provide opportunity, 
have a good benefit program and create 
a stable, family atmosphere. We try to 
make it fun to work here with picnics, 
trips to sporting events and other activi-
ties. We want people here because they 
want to be here. 

Health insurance is open to all em-
ployees after six months of service. It's a 
full package and we pay for the entire 
plan. There are a lot of companies that 
try to sway employees by adding a dollar 
an hour to a paycheck and not provide 
benefits, but we don 't do that. 

We feel that the bal ance between ben-
efits and pay promotes better long-term 
thinking, and that's what we're here for 
— the long term. D 

Hillenmeyer Nurseries is located at 2370 
Sandersville Road, Lexington, KY40511. 
The vh one number is 606/255-1091. 

The author is Managing Editor of Lawn & 
Landscape magazine. 
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THE LABOR 
COST PROPHECY 
A N O T H E R jot is finisM 
and you calculate its pro-
fitability. Costs seem t o n e 
aroun a $ 2 0 per hour. "^i^eie 
making a profit!" you say. ' 
But I seriously doubt it. I 

Bright, hardworking and 
motivated individuals are ' 
hard to find and difficult to 
keep in any industry. You 
must offer not only com-
petitive wages hut a benefit 
package as well. 

You're not offering bene-
fits? Well, here's the proph-
ecy: You ana yaij^comfcany® 
will not exist ii l the future in 
a lahor intensive business. I 
You must offer a variety of 
benefits to keep employees. 

Let's return to that £ 2 0 
per hour labor «xperte. 
You've inc luded%verhead^ 
equipment c o s t ^ 
But, if you keep mosT ot yoTJ 
people year-round, you're 
losing a lot of jnoney. _ 

Note the a c OOTTro atnrmp 
chart. Take an average tul 
time associate at 9 
hour and review the direct 
costs for the company. Add 
on overtime (1 - 1 / 2 notarial 
wage rates) and prevailing 

i . 1 
wage pav (approximatelv 
$ 19 less be ne fits). This 
person is paid for 5 2 weeks 
times 4 0 hours per week 
( 2 , 0 8 0 hours of paid regular 
ho^rs), plus 2 0 0 overtime I 
hours and 5 0 prevailing 

wage hours. Gross 
wages total 
$ 2 4 , 7 5 0 . Add on 
payroll taxes of 
$ 3 , 4 8 6 and we're 
up to $ 2 8 , 2 3 6 . 
Fringe benefits 
add another 
$ 2 , 8 1 9 . The total 
cost to you for this 
person is $ 3 1 , 0 5 5 
for the year! Let's 
see if you can 
cover your costs. 

CHECK COSTS The 
final analysis in 
calculating your 
actual cost for 
labor is the total 
cost divided by the 
productive/billable 
time for the 
worker. Check 
how many hours 
this person was 
actually at work on 
a billable job. Sub-
tract the vacation 
(two weeks for 8 0 
fcfours), holidays (6 
days for 4 8 
hours), 2 0 0 hours 
of snow/winter 
time (roughly four 
to six weeks), plus 
about 15 percent 
of nonproductive 
daily time spent in 
loading, traveling, 
rain delays, call-
backs, etc. Total 
this nonproductive 
time to get the net 
tillable time on 
the job. 

Your customer must pay 
for this time unless you want 
to subsidize the payroll 
personally. Divide the total 
cost of this employee by the 
total number of productive 
hours on the job. Your net 

DIRECT WAGE COSTS 
Wage Rate/Hour 
Overt ime Rate/Hour 
Special Rate/Hour 

Total reg. bours/year 
Total overtime hours/year 
Total special hours/year 

Total reg. bours/year wages 
Total overtime nrs/year wages 
Total special brs/year wages 
Other wages/bonus 
Total Gross Wages 

MANDATORY WA6E COSTS 
Employers' matcb of F I C A 
Fed . unemployment insurance 
State unemployment insurance 
Workmen's comp. insurance 
Total Employer Mandatory Costs 

FRINGE BENEFITS 
Health insurance 
Paid vacation 
Paid holiday 
Wellness pay 
Retirement (company match/ 
Uni form 
Education 
Transportation 
Company social function/party 
Christmas gift 
Gi f t (other) 
Total Value of Fringe Benefits 

TOTAL LABOR COSTS 

TOTAL HOURS PAID NONBILLABLE 
Paid Vacat ion Hours 
Paid Holiday Hours 
Hours O f f Due to Illness 
Winter Nonproductive Hours 
Warranty/Rain/Load/Callhacks 
Total Paid Nonproductive Hours 
Total Hours on Jot / 
Productive/Billable 

COST TO EMPLOYER 
$10 
$ 1 5 
$ 1 9 (prevailing wage) 

2,080 
200 

5 0 

$20,800 
$ 3 , 0 0 0 
$ 9 5 0 

0 
$ 2 4 , 7 5 0 

$ 1 , 8 0 3 
$ 1 9 8 
$ 9 9 0 
$ 4 9 5 (2 percent in Ohio ) 
$ 3 , 4 8 6 

= $ 1 , 3 0 0 (one-person plan) 
= 0 (included in 2 , 0 8 0 hours) 
= 0 (included in 2 , 0 8 0 hours) 
= $ 4 8 0 (6 days/y ear — 4 8 hours) 
= $ 6 1 9 ( 2 . 5 percent match) 
= $ 200 
= $ 7 5 

0 
= $ 2 5 
= $ 100 
= $ 20 

$ 2 , 8 1 9 . 

$ 3 1 , 0 5 5 

8 0 (2-week vacation) 
4 8 (6 paid holidays) 

0 (no lost time) 
2 0 0 ( 4 - 6 weeks or longer) 
3 4 9 . 5 (1 5 percent daily) 
6 7 7 . 5 

1 , 6 5 2 . 5 

Total Lay or Cost Per Hour on Job = $ 1 8 . 7 9 

result ( $18 .79 ) shows what 
you need to recover per hour 
to break even for this person 
to exist in your company. 
Perhaps I should say for your 
company to exist. 

You can use this technique 
to calculate your equipment 

costs, also. The lah or cost 
prophecy is real, if you want 
to survive, get wi th the 
program. — Steven Buck ID 

The author is president of 
Buck & Sons Landscape 
Service Inc., Amlin, Ohio. 



Revolutionary, new mulching/finishing mower technology 
from Bush Hog" saves money and time on golf courses, 

sod farms, athletic fields, large estates and other applications 
where a manicured look is required. 
Money because Bush Hog combines its proven rotary cutter designs with its new 

counter rotating blade technology to deliver high reliability and low maintenance 
costs not possible with any other mulcher. Time because, depending on your aooli-
cation, Bush Hogs MTH600, MTH720 and Tri-deck mulchers can trim 
a third to a half off your cutting and mulching time as they clip and 
mulch in 60-inch, 72-inch and 15-ft and 17 ft-wide swaths. 

Thorough mulching action is created by clockwise turning 
lower blade traveling at 18,500 fpm and counter clockwise 
turning upper blade moving at 17,000 fpm. Bush Hogs high 
tech counter rotating blade technology was proven in 
hundreds of farm applications. Now Bush Hog has refined this 
revolutionary mulching concept for landscape and turf applications. 

The MTH600, MTH720 and Tri-deck deliver: 
• No clippings to dispose of 
• Finely mulched grass particles that fall back into the 

turf to fertilize the soil 
• Even distribution across all 60 or 72 inches; 

15 or 17 ft. 

Rugged, low maintenance features include: 
• Bush Hogs two-year limited gearbox warranty 
• Front and rear rollers standard to eliminate 

scalping 

BUSH HOG 
TURF AND LANDSCAPE TOOLS 

We Make You Look Your Best1" 

ZKRO-TURN MOWERS • TRI-DECK FINISHING MOWERS • 
AIR TUNNEL FINISHING MOWERS • REAR DISCHARGE FINISHING 

MOWERS • FLAT DECK FINISHING MOWERS • G T 4 2 POWERED 
ROTARY CUTTERS • B o x BLADES • ROLL-OVER BLADES • SINGLE 

ROLLER PULVERIZERS • DOUBLE ROLLER PULVERIZERS • PLUGGERS • 
BACKHOES • LANDSCAPE RAKES • ROTARY TILLERS • REAR BLADES • 

POST HOLE DIGGERS • SQUEALER® ROTARY CUTTERS • 
CHIPPER/SHREDDERS • FRONT END LOADERS 

• Heavy-duty deck constructed of 3/16 inch material 
• High maneuverability 
• Floating top and lower linkage for uniform mowing 

on uneven terrain on MTH models 

Cut your mulching costs and time with the proven rotary 
cutter designs and new counter rotating blade technology from 
Bush Hog. See the MTH and Tri-deck mulchers at your 
Bush Hog dealer or write for free literature. 

\ PRODUCTS CORPORATION 

NAME 

ADDRESS 

COUNTY 

STATE 

PHONE N O . ( ) 

D e p t . L L - 0 5 • P .O. B o x 1 0 3 9 • S e l m a , A L 3 6 7 0 2 - 1 0 3 9 • ( 3 3 4 ) 8 7 2 - 6 2 6 1 
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ime is money. And nobody knows it better 

than a turf care professional. You need to squeeze 

maximum productivity out of every hour. 

Toro responds with our new 

Guardian® Recycler,® 

a patented cutting deck ^ that makes 

your Toro Groundsmaster® 200 or 300 Series 

more productive than ever before. 

It cuts and recuts clippings into fine particles, 

forcing them vertically into the turf. Now you see 

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

hauling or landfill fees. Just a superb quality of cut 

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

and trims equally well from either side. Ifs also 

ruggedly durable, 

The Toro Guardian Recycler.The latest 

example of our 80 year partnership with turf 

care professionals. 

And that will never disappear. 

I IdpirigYni IÌU Quality Into Play. 
For more details, contact your Toro Distribute)!: 

© 1996 The Toro Company. All rights reserved. The Toro Comfxmy, 8111 l.yndale 
Avenue South, Bloomingtm, Minnesota 55420. "Toro," "(iroundsmaster,' 
"Guardian" and "Recycler" are registered trademarks of The. Toro Company. 


