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THE NEW Z MASTER 2255

CUTS TIME ALMOST AS WELL AS IT CUTS GRASS

PRESENTING THE ALL NEW Z MASTER MID-MOUNT FROM TORO

The new Toro Z Master” Mid-Mount is a hill-hugging, zero-radius turning, high productivity ‘
mower with a footprint hardly bigger than the operator running it. .

See it now at your Toro dealer or visit us at www.toro.com.
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Products

More Than 60,000 Subscribers Mon1h|y

Growing from Within

McCaren Designs has established itself as a respected
interiorscape company, and now it's looking at exterior
maintenance as one avenue of future growth.

Mower Market Keeps Growing
Coming off an incredible year, manufacturers are looking
forward to booming sales and service opportunities in

1998.

Profiing from Grub Control

‘-"%-,hv
Providing profitable grub control & ( lf

>
services has confounded many lawn N . l,_?’
care company owners, but some have e .E
successfully worked it into their S |
program and still make money. Yk o "‘.J
/

.t

Selling Design/Build Services

Intimately understanding the customer’s landscape needs is
the key to translating their ideas into plans that sell

Ifs Tlmefol an Audit

Irrigation professionals
all speak highly of the
benefits of i lrnganan
audits, but it a chal-
lenge to find a contractor
who's performing them
regularly.

Strong Show Mirrors Healthy Industry

The Green Industry Expo was a hit with exhibitors and
attendees alike, thanks to a strong economy and a
revamped show format.

More than Good Looks

Uniforms aren’t just for looking sharp. They can boost
employee morale, upgrade company image and improve
teamwork,

Right Plant, Right Place

Maintainable landscapes depend on having the proper
4
plants in locations suited to their specific needs.

By the Numbers: Handling Overhead

Making a profit doesn't:count until you've recovered your
overhead costs.
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EDITOR'S FOGUS

Bab West
Editor

opefully, you are reading this with as high hopes for 1998 as the
Lawn & Landscape Media Group is and you feel as good about your
1997 as we do.

This past year proved to be one of tremendous change in the
green industry, which has to be viewed as a positive sign for the
future. As unsettling as change may be, it is a natural function of
growth for any entity. The change 1997 brought showed us all how
dynamically the green industry is growing and how bullish many
major corporations are about its future. The industry, like any
growing and developing organism, must experience such potentially
painful phases in order to reach its full maturity.

And in all likelihood, we have only seen the beginning of this
change, but with the continuing change the industry moves closer
to realizing its potential.

We, too, have continued to grow this year, and while we are
proud of a number of our accomplishments from the past 12
months, one department in particular has raised its level of perfor-
mance considerably. Our circulation department, led by Heidi
Senecoff, was honored with the 1997 Circulation Direct Marketing
Award from Folio: magazine, a highly-respected publication serving
the magazine publishing industry. The CDMA Award capsayear in
which our circulation department has made tremendous strides to
ensure our readers receive the service they deserve.

As we turn our attention to the next 12 months and beyond, it
isour pleasure to announce a number of recent additions to our staff.

Denyse Fissel comes to Lawn & Landscape with a strong back-
ground in news writing and reporting, which will serve her well as
our associate editor.

In addition, Steve Carpenter joined our staff as the Account
Manager for the Northeast region of the United States.

As the moniker Lawn & Landscape Media Group indicates, we
view ourselves as much more than one magazine. Just as contractors
realize the importance of offering a wide range of services in order
to meet their customers’ needs, we realize the same when it comes to
serving you. Hence, the development of Lawn & Landscape Online,
a website that has been developed to provide immediate green
industry news, informational links, access to technical and profes-
sional experts, and, most importantly, a forum for contractors to
discuss the challenges and issues facing their businesses. Stop by
http://www.lawnandlandscape.com and check it out.

In order to build and maintain this dynamic website, we have
hired Bill Cox and Sydney Work. Both Billand Sydney approach the
Internet with a passion and skill set that we’re confident will allow
us to deliver yet another invaluable product to the green industry. If
you encounter any problems with the site or have any suggestions,
e-mail Bill at bcox@gie.net. — Bob West
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Mow your PaperWork Into Profit!
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powerful paperwork cutter in the lawn industry! accurate job costing, CLIP shows which lawns
You wouldn't cut grass by hand, you shouldn't you're losing money on. You can then raise rates
be doing your paperwork by hand. CLIP plows or canqel the job. You'll make money on every job,
through all your paperwork, taking care of all of every time!

your scheduling, routing, billing and jobcosting
chores and much more.

CLIP Catches Overdue Accounts. You will
know before you do a job whether the customer

g -
LR 1 el
8-—~

San By :: Bt B 849198 A . :
CLIP Takes Care Of Scheduling And T et | has been paying his bills and how much they owe.
Don't do any more free work!

Routing. CLIP automatically reschedules every
customer each day and prints out route sheets
in geographical order - saving time and fuel!

CLIP Does Your Bills. Just the press of a
button will print out all your bills at the end of the
month! At the end of each day the work is easily

recorded by pressing "Y" if the job is done, or
“N" if not. CLIP does the rest by rescheduling and/or billing accord- CLIP takes care of your paperwork o
ingly. When billing time comes around, you just tell CLIPo print the can take care of your business!

bills. What could be easier?

CLIP Does More, CLIP is custom tailored to your
business. You will be amazed at how much CLIP

can do for you.

Job Costing reports keep you in the money.

- Call 800-635-8485 For a free demo!
-~ &EFF7 ..the Power Paperwork Cutter! e

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

l CLIP for Windows is the most CLIP Makes You Money. By performing
;

Microsoft, Windows. and the Windows logo are registered trademarks of Microsoft Corporation
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SURVEY SHOWS WAGES FALLING

An old adage says, "You have to spend money to make
money." As green industry contractors lament the

continuing labor shortage, one would expect that phrase

could be adapted to, "You have to spend more money on
labor to make money.”

Ironically, though, a Lawn & Landscape survey found
that, if anything, contractors have cut wages they're
offering in the last two years. Entry-level laborers are
being paid 5 cents more an hour now than in our 1995
survey, and equipment operators have enjoyed a $1.09

hourly raise. Field laborers, foremen and supervisors have
all seen their hourly wages drop, however, by 73 cents, 41

cents and $2.69, respectively,

THE PRICE OF LABOR

, L&L readers were asked to indicate the average hourly
1 wages they are currently paying for the following employees:
AR

Entry level Field Labor Equipment
labor operalor

N.Y. NOTIFICATION BIL
EXPECTED T0 RESURFACE

Pesticide applicators in the Environment.

lawn and tree care industries in
New York will be banding
together with state
and national organiza-
tions this year with
hopes of fending off a
notification bill
working its way
through the state
senate.

The bill, which
emerged from an
environmental
committee of the
state senate but never
made it to the floor
for debate in 1997,
should be a hot topic
in an important
election year for New
York legislators,
according to Fred
Langely, manager,
state government safety procedures.”
relations, Responsible

Industry for a Sound —

According to Langely, the
environmental activists are

taking the stance thar citizens
have the right to know when
any application of pesticides is
being performed on a property
abutting their home. The bill
calls for a 48-hour written
prenotification before an
application takes place.

T80 Service Tech Gains AAPSE Recommendation

L L I I R L I B L B B N R B DL L B R R R R B B L L L L I L

awn & Landscape magazine announced that its sister publication, 7&€0 Service Tech, has been desig-
nated a recommended training resource by the American Association of Pesticide Safety Educators.
“This prestigious designation has been awarded to 7&0 Service Tech because of the publication's
commitment to training professional applicators in the safe and effective use of pesticide products in the
professional lawn care market," explained Barry Brennan, president of AAPSE. "We feel that T&€0 Service
Techis a highly effective training tool, and we are pleased to recommend it to lawn and landscape pesticide applicators.”
AAPSE is an association of state-hased environmental and pesticide safety educators providing science-based
education programs to the public through the Cooperative Extension and the Land-Grant University System.
"The safe and effective use of pesticides is at the heart of professional lawn and landscape care,” explained Cindy
Code, group publisher of 7&€0 Service Techmagazine. “We feel that this relationship will help both organizations to fulfill
an important element of their missions — to educate professional pesticide applicators on the best methods, products and

Lawn service Foreman Supervisor

e

technician

(Credit: L&EL Reader Survey)

The state legislature was
back in session the second
week of January, and Langely
expects the bill to resurface for
debate in the environmental
committee between now and
April.

(continued on page 10)
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HAT YOU NEED

IS INSURANCE DESIGNED

(CNA has been design- shrubs and plants —

AROUND YOU.

ing customized whether they're

f
insurance programs for in-transit, leased or
more than 25 years. We even have one specifically installed. We also provide coverage for on-site
manicured for the landscape contracting industry. pollution accidents. To learn why we're the peren-
It's more than just basic property protec- nial favorite of landscape contractors,

B _ e, . e e

tion, it offers additional limits for trees, ‘ N call 1-800-CNA-6241.

COMMERCIAL INSURANCE

This program is underwritten by one or more of the CNA property-casualty companies. CNA is a registered service mark of the CNA Financial Corporation
ASMOCIATID Lasiname
CONTRACTORS OF AMERNCA This advertisement is not a contract. Only the policy can provide the actual description ol services. terms, conditions and exclusions
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NOVARTIS

to give the lawn
the support you've

Novartis, created by the merger of Ciba and Sandoz, is committed to bring
ing new skills, new technologies, and new services to the lawn & landscape and
tree & shrub care industries.

Our people include 25 dedicated field sales representatives and 8
experienced R&D representatives nationwide.

Our broad line of products are leading-edge, environmentally sound, low-rate form-
ulations like Barricade® and Banner® MAXX.® Plus, many new products on the way.

i
Finally, the critical

Pre-Stress Conditioning Crabgrass Yellow Nutsedge Powdery Mildew
Plant Growth Regulation Goosegrass Leafspot
Overseeding Rust

©1997 Novartis Crop Protection, Inc., Turf and Ornamental Products, Greensboro, NC, 27419, Alamo, Award, Avid, Banner MAXX, Barricade, Pennant,




mass necessary

care industry
been waiting for.

Even more importantly, look for Novartis to go beyond great products to
bring you the technical information and leading-edge research you can use to
grow your business. This is the basis of the Novartis Lawn & Landscape Partners
Program.

Novartis also supports the long term goals of the GIE, and are proud spon-
sors of educational and supporting events at PLCAA, ALCA and PGMS.

To learn more about Novartis and the Lawn & Landscape Partners Program,
call 1-800-395-TURF.

The Novartis

Lawn & Landscape Lawn &
Partners Program Landscape
The Products and Pan"ers
Support You PROGRA
Need To Grow
Dutch Elm Spider Mites Fire Ant Control VauriBasiiess

Oak Wilt Leafminers

and Primo are registered trademarks of Novartis Corporation. Important: Always read and follow label instructions befare buying or using these products.
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(continued from page 6)

LES(O MID PRODUCTS

TH P lant Health Care, Inc, promoted Randall McDonald to vice

The highly competitive president, sales. PHC also added five new people to their sales

commercial mower market team: Joseph Broyles, Nina Jioio, Jay Sutton, Dave Young and

picked up another player Lisa Love-Meyer

recently, as Valley City, Ohio- ' 1 2 1 :

based MTD Products. L.R. Nelson named Rob Nytko marketing manager for its turf division. It also appointed
Charles Putnam national sales manager.

introduced a range of turf

Randall McDonald ~ Rob Nytko

maintenance equipment Mike Thurlow was named head of the western division of United Horticultural Supply.

stemming from its joint Exmark Manufacturing Co. announced that Lou Caputo was hired as territory sales representative for Florida
venture agreement with and several New England states.

LESCO Inc.

Bill Dunn has joined Lofts Seed as the vice president, East Coast operations.
Valent U.S.A. named Donnie Taylor supply chain director, Mike Borel vice president of technology and Anita

The new line of commer-
cial equipment, marketed

under the name MTD Pro, Dale director of marketing.

includes six mowers, two McCulloch Corp, promoted Doug Baxter to product manager for the gas product line.

models of dual hydro walk- Thomas Doyle is the technical sales representative for 11 Midwest states for W.A, Cleary Chemical,
behind landscape tractors, and Seed Research of Oregon hired Mike Hills as coordinator of southern research and production programs.

new models of blowers,

overseeders, aerators and

'A Truck Body Designed with the Professional in Mind

Omaha Standard's new GMB (Grounds Maintenance
Body) is the perfect truck body for lawn care and grounds
maintenance companies, landscape contractors,
nurseries, snow removal companies and tree, shrub and
plant care businesses.

The GMB is ideal for either two or four wheel drive
trucks and gives you year-round versatility maximizing
your vehicle/equipment usage.

W Manufactured from heavy gauge galvannealed steel.

B Four recessed tie-down rings in each corner of bed to
SOME OF THE GMB'S GREAT FEATURES conveniently secure cargo (2,000 Ib. capacity each).

M Built to accept installation of receiver-type hitch for towing.

B Fold-down side and tailgate for easy loading/unloading and

complete cargo space access. n n sm d m
M 14” high sides are double-walled for maximum strength and ma a n a
durability. ewate Valee..
B Integrated "BackMate" has large upper thru compartment and  Contact us for more information and the name of your neatest distributor.
toolboxes below to provide secure storage. g
3 2 2401 West Broadway * Council Bluffs, lowa U.S.A. 51501

B Designed for 56” C.A. single rear wheel trucks - Ford,
St e b Phone 800-279-2201 * FAX: 800-568-7444

USE READER SERVICE #13
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| magazine serving
| the professional

' landscape

| contracting

" marketplace.
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ASSOGIATION NEWS

he American Society of Landscape Archi-
tects reported a record 4,766 people at-

|

|

|

' 10 in Atlanta, Newly-elected officers in-

* clude: Thomas Dunbar, president; Barry Starke, presi-
dent-elect; Van Cox, vice president for education; and
Kathleen Fox, vice president for finance.

The California Landscape Contractors Association
elected the following officers for its 1998 executive
board: Dave Penry, hoard chair; Charles Nunley, presi-
dent; and Richard Angelo, president-elect.

The American Society of Irrigation Consultants pre-
sented awards during an annual membership meeting
at the society’s14™ annual conference. Richard
Choate was given the ASIC Lifetime Achievement

tended the annual meeting and expo Nov. 7-

Award and Dave Davis was elevated to the society’s
Fellow Member status.

The Professional Lawn Care Association of America
and LESCO presented a $2,500 James |, FitzGibbon
Scholarship to Mississippi State University student
David Fulgham, The student, a major in turfgrass man-
agement, works for his parents’ company, Fulgham
Spraying Service, Tupelo, Miss.

The Associated Landscape Contractors of America re-
leased a study guide for the certified landscape pro-
fessional exterior and interior exams. The guide pre-
pares test takers with a series of sample questions for
both exams, descriptions of content areas and back-
ground information. Call 800/395-3522,

The Professional Grounds Management Society
elected Tom Riccardi, president, Randall Willis, first
vice president, Kevin 0'Donnell, second vice president,
and George Van Haasteren, treasurer.

RETTRENDS
spreaders.

The products are expected
to be available in the begin-
ning of 1998 and will be
marketed through a network

-

of independent dealers
including Cub Cadet or White
Outdoor dealers, said Jeff
Hallgren, MTD vice president
of dealer sales.

For the past 40 years,
MTD has concentrated on
residential lawn and garden
equipment, but recent shifts in
market trends and the need for
strengthened dealer support
forced it to develop a new
professional product line,
Hallgren remarked.

“We see it as a business
opportunity we have to react
to,” Hallgren added.

The new line of commer-

_

cial power equipment is being

FINALLY ...

A SOFTWARE PACKAGE THAT
MEETS ALL YOUR NEEDS AND IS
100% MICROSOFT COMPATIBLE!!

* Pest Control Companies  * Lawn Care Companies

* Property Maintenance * Landscape Management

* Mowing Services * Tree Care Services

After looking at our FREE VIDEO

You will see why over 90% of our customers
switched from their existing software.

Call Now!
1-888-742-5727

USE READER SERVICE #14

LAWN AND LANDSCAPE
CoMPANIES HAVE
GENERATED OVER

$1.000.000

IN SALES FROM
CLC LABS SOIL
TESTING!

Ler Us SHOw You How!

Call 614/888-1663 Today for your
Soil Testing & Marketing Information

CLC LABS

325 Venture Drive
Westerville, OH 43081
614 888-1663

FAX 614 888-1330

Exclusive laboratory services for the
Turf & Ornamental Professional.
USE READER SERVICE #15
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manufactured in Aurora,
Ohio, by Commercial Turf
Products, the joint venture
company developed this
summer.

“We felt to do it right it
needed to be totally dedicated,
under one organization and
under one roof,” Hallgren
added.

Hallgren continued to say
that MTD made several
enhancements to the products
introduced last summer by
LESCO, such as paint quality
and a vari-touch control
system for the belt drive
models of walk-behind
mowers.

This is not the first time
Lesco and MTD have worked
to develop green industry
products. Five years ago,

To ensure that your meeting date is published, send an announcement at least 10 to 12 weeks in
advance to Lawn & Landscape, 4012 Bridge Ave., Cleveland, OH 44113,

D T T

JAN. 20-21 Midwest Turf Expo, In-
dianapolis. Contact: 765-494-8039.

JAN. 22-24 New England Grows,
Boston. Contact: 508/653-3009.

JAN. 26-28 Central Environmental

Contact: 334/821-5148,

FEB. 2 Lawn & Landscape School of
Management, San Diego. Contact:
800/456-0707.

FEB. 2-9 International Golf Course

Nursery Trade Show, Columbus, Ohio. Conference & Show, Anaheim, Calif.

Contact: 800/825-5062. Contact; 913/832-4444,

JAN. 26-30 ProGreen Expo, Denver. FEB. 4-5 Landscape Sales Master

Contact: 303/756-8028, Class, Louisville, Contact: 202/789-
2900.

JAN. 28-29 Professional Landscape

Management School, Evansville, Ind. FEB. 5-7 AAN Management Clinic,

Contact: 812/435-5287. Louisville. Contact: 202/789-2900,
JAN. 28-31 PLCAA Management FEB. 14-18 ALCA Executive Forum,
Conference, La Jolla, Calif. Contact: St. Petersburg. Contact: 800/395-2522.
800/458-3466.

FEB. 16-20 International Erosion
JAN. 30-31 Alabama Nurserymen's Control Association conference,

Association Trade Show, Mobile. Reno, Nev. Contact: 800/455-4322,

FABnlscAPE'

Fabrics & Erosion Control Products
PERFECT FOR

Professional Landscape
Service Needs!

The Retail
Garden Center!

FABRICS CUT
EASY FOR QUICK
INSTALLATION

FABRIC FOR
YOUR EVERY NEED!

Bulk Rolls 3-15’ Wide

Landscape Fabrics

Weed Control ® Woven Ground Covers
Filter Fabric » Paver/Patio Underliner * Soil Separators

Erosion Control
Burlap ¢ Jute * Polyjute® for slope control * Silt Fence

gABHISCAFE INC.

LAN[)SCApE FABRICS & EROSION CONTROL PRODUCTS
P.O. BOX 697, OAK LAWN, IL 60454
(773) 436-7400 » 1-800-992-0550 * FAX: (773) 436-0335
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Cure for Ti Baldness

When your course or commercial turfgrass suffers from
bald spots, the remedy is the 48-inch Gandy Overseeder.
It's the proven way to grow turf. Use it to dethatch, too.

The Gandy Overseeder has 24 outlets seeding on 2-inch
spacings. Sawtooth cutter blades prepare the ground for
seed. Gandy’s precise metering system evenly and
accurately distributes any kind of turfgrass seed -- even
bentgrass -- to each outlet. Separate disc or shoe openers
help postion seed for fast germination. The superior seed-to-
soil contact results in thicker, faster turf growth.

Unit is 540 PTO-driven and slip
clutch protected for tractors with as
little as 18 HP. Pneumatic tires won't
mar turf like skids do on other units.

Can be ordered as dethatcher only. I’s Gandy
Trailing gang rollers or fiber brushes

are optional. This year, cure Owatonna, MN 55060
turfgrass baldness forever.  800/443-2476  507/451-5430
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MTD manufactured attachments for
LESCO’s sulky stand-up mowers, Hallgren
said.

“This probably led to us coming
together,” he added.

LETTERTOTHE EDITOR

To the editor:

In general, | find the tone of your
magazine resistant to change in the
industry that would favor environmental
protection. | believe this is a misplaced
attitude. Our industry should be a leader
in creating environmental sensitivity.
This will lead to more business for us.

We can resist the change in public
opinion like the tobacco industry, or get
out in front and help lead. As business
people, we need only two things from the
public and governments in order to have
the opportunity to be successful: desire
for our product and a level playing field
for competition. Why not, therefore,
focus on increasing desirability by
promoting the manufacture and
regulation of quieter, less polluting
equipment that will moderate the
undesireable aspects of our operations?
The public wants quieter, less polluting,
services — let’s give it to them!

Why suggest that increased costs
might result in lower profitability for
contractors? Realistically, | know the
manufacturers are your customers, but
new regulations would mean a windfall
sales opportunity for them. Why not find
the progressives and give them some
space? Why not highlight progress and
the better products? This situation is a
great opportunity for us as business
people and as stewards of this planet.
Mike Walsh, President
Horticultural Concepts, Plymouth, Mass.

v
MINOR'S LANDSCAPE
ACQUIRES COMPANY

Minor’s Landscape Services, Fort Worth,
Texas, announced the acquisition of
Graeber & Associates, a $3.2 million
contractor located in Dallas.

The addition of Graeber & Associates

- MARKET TRENDS

marks the fourth acquisition for Minor’s,
and president and CEO David Minor sees
more acquisitions on the horizon.

Minor’s will use the purchase to open its
third branch in the Dallas-Fort Worth
metroplex. All of Graeber’s 80 employees
will stay on board, bringing the total
number of employees at Minor’s to
approximately 300.

A Now apply chemicals nn wmdy days!
Sizes range from 4" to 7

A Designed especially for appllcatmn
between rows, in aisles.

A Sizes to choose from:

A 36" to 46"home owners model
12 gallon tank

A 48" to 72"commercial model
20 gallon tank

A 48" to 72"Super Pro
55 gallon tan

A Al models gravity fed

Applies approximately 1,000 square feet per gallon

S 30" hand
model 4 gal
capacity

4" to 6"edger &

= DANVILLE £reass

| Address: POBox 8, 124 W. Main Harper, KS 67058

1 »'— e ad

PIlII model

535 012"
R
e

™} For more information call or write:

Tel: (800)662-4212 / (316)896-7126
Fax: (316) 896-7192

ProLine

MODEL 22040
SALE PRICE

$799.00

21" COMMERCIAL
SELF-PROPELLED
RECYCLERIL MOWER
REAR BAG INCLUDED

\ LONGHORN

IRRIGATION DALLAS, TX
' LANDSCAPE 214-406-0222 '
WHOLESALE TOLL FREE

1-800-284-0205
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SNOWPLOW OWNERS
FREE PARTS CATALOG!

Replacement parts for all major brands
of Snowplows and Salt Spreaders

Wineer 199697 Sy Lt & New Prices

CENTRAL PAR

New Plows Starting @ $1995.00
V-Box Spreaders $2595.00
"Mini" Salt Spreaders $849.00
Low Profile Headlight Kit $89.95
Pro-Wing Kits $166.50

CALL NOW to Reserve your FREE
copy of our 97/98 Parts Catalog

Central Parts Warehouse
1-800-761-1700

USE READER SERVICE #20
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BREAKING NEWS

v
AGRIBIOTECH-LOFTS AGREEMENT
CAPS A YEAR OF CHANGE

LAS VEGAS - Yet another
long-established name in turf
seed is changing, punctuating a
year marked by significant
shifts in the ranks of turf seed
producers.

Owners of 74-year-old Lofts
Seed Inc. have signed a binding

definitive purchase agreement
to merge with Las Vegas-based
AgriBioTech Inc. The merger
will also include Loft’s operat-
ing division Great Western and
its affiliated companies Sunbelt
Seed and Budd Seed. The
agreement is scheduled to close
in early January where

rapidly expanding ABT
will acquire Lofts effec-
tive Jan. 1, according to
a recent press release.

The Deal

HO: AgriBioTech, Las Vegas, Nev.
Lofts Seed, Winston-Salem, N. C.

HAT: AgriBioTech purchased Lofts Seed. AgriBioTech paid 2
million shares of common stock and $17 million in cash.

2 million shares of their common
stock (valued at $8.50 per share
when the letter of intent was
signed) and approximately $17
million in cash for the proposed
merger with the North Caro-
lina-based Lofts, which had an-

impressive reputation in the
seed market.

Lofts fits nicely into ABT’s
plans, he said, to converge the
fragmented forage and
turfgrass sector. ABT has ac-

ABT reportedly paid

The AgriBioTech-Lofts
agreement is one of several
seed industry deals in 1997.

nualized net sales in 1996 of
$75 million, the release said.
John C. Francis, vice presi-
dent of the $280 million ABT,
said Lofts was acquired because
of its quality management and

quired 15 other seed compa- |
nies since its aggressive plan |
began in 1995, with a goal of 1
achieving 45 percent market

share or $500 million in rev- !
enues by 2000. — Denyse ‘
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Installing.a Freeze-Clik® can prevent a

mqlor slip up. d

*
FREEZE-CLIK
Why take chances?
When tempuratures drop below
37°, Freeze-Clik® will automatically
shut off your sprinkler system,
reducing service calls and
liability risks due fo ice.
Freeze-Clik® is part
of the Glen-Hilton
family of dependable,
economical weather
irrigation and landscape
professionals worldwide.
For more information,
contact, Glen-Hilton Products
at 1-800-476-0260
or www.glenhilton.com.

*

ole
GLEN-<HILTON

Because any product you can install and forget is worth remembering.

Fissel 1
Software that }

has Answers!

CompuScapes software has 1
answers for the demanding, |
growing professional who wants a |
finely tuned organization, delivering 1
peak performance and quality in

products and services.

CompuScapes software provides...
+ estimates and proposals

job cost analysis

workorders & service requests

routing & scheduling

customer invoicing

complete accounting

handheld computers

« much more...

* ¢ 4+ 0 00

"CompuScapes has made
my company more efficient,
competitive, organized and

most of all profitable.”
James J. Sharp
Sharps Landscaping, Inc.

(800) 350-3534

www.compuscapes.com
\ Starting at $2,995 Rental & Finance available /

USE READER SERVICE #22
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he Concept

Behind
The

John Deere

GATOR




This 6x4 with optional heavy-duty s Loading and unloading
suspension takes the rock and roll % walk-behind equipment is easy with
out of rugged transport jobs. this tailgate ramp attachment.
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The LP Gas kit on
the 4x2 helps take
care of in-plant
maintenance.

Clean out dairy barns fast with
a 72-inch-blade-equipped Gator.

SERVICE J.L.VETTE JR.,PROP.

AIRPLANE RIDES - SALES - FUEL - REPAIRS

Even the 10-hp 2-wheel-drive Gator
4x2 has plenty of pulling power.
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P 7 . o~
g T 7 76, : Eliminate weeds

quickly with a Gator
" UV and optional

80-gallon boom-type
sprayer.

With a footprint
of just 7.1 psi, the
18-hp 6x4 Diesel
goes just about
anywhere.

The Med-Bed medical rescue
unit turns your Gator UV into
an indispensable means of
transporting injured players.

DI CR G A
high flotation p'
characteristics, F
Gator vehicles can't
o quite walk on water.
L
) -
S
Optional lift kit lets
you raise or lower
the bed easily with
a dash-mounted <
switch.
yo ‘ ® T 14010 y 4 . ’ \"\ ’» .“l = ; "- ‘ ol
With a John Deere Gator® Utility Vehicle, the play is not . - ~\ f?&
the thing. Gas or diesel, 2- or 4-wheel drive, the concept > ,' ;S K =
behind the Gator is simple — it works. And works. And : e’ ‘ﬂﬁg
< - : TN g - ok L i
works. Stable, surefooted and able to seat two-up comfort- ! ): = % a
~ . e ; -% q .’» y
ably, a Gator vehicle can tote up to 1,400 pounds* — turf, = - “4
i ; -\, )
trail, or no trail at all. Satog  Jjowds /
These go-anywhere haulers are the elite of the working - e~ v i
class. The best full-time, no-nonsense, all-wheels-on-the- . i '

ground, off-road pack animals you'll find.

Bedliner option
helps protect the
box from cargo
damage.

ound operator, 200-pound passenger and maximum box capi “d .
| i | -

y k

JOMM DEERE

Get your hands on a Gator today.

for the 6x4 Diese includes 200




And We’ve
worked it

Thousands of

Hours to
prove It

Premarket field testing can tell you a lot
about the way your equipment will hold up
in the real world. In testing conducted at
our field sites in Arizona, representative
models of the 4x2, 6x4, and 6x4 Diesel
really showed their stuff — logging
more than 27,000 total hours without a
major equipment failure. Pretty
impressive numbers to say the least.

But the real test is the one you conduct
yourself in your own applications. To line
up your personal on-site test, contact

your local John Deere dealer.
For the one near you, call
1-800-537-8233. Or visit us

online at http://www.deere.com

Gator Utility Vehicles —
we don’t build them for the fun of it

DKES73007(97-02) - Litho in U.S.A
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LANDSCAPE BEDS ARE [ .. .
COLOR STATEMENT &

For many landscape contractors,
the landscape bed isn’t merely a
collection of flowers and plants
but the punctuation mark on an
outstanding project. At the en-
trance of an office park, mall or
housing complex, beds com-
mand the attention of passing
motorists, quizzical pedestrians

course, if the design entails

or possible customers. ment too distracting, he added.

“You want to create some- The specifics are difficult large sweeps of color, as many

thing that captures the eye, cre-  because it depends mainly on as 25 plants can be installed in

ates excitement and isn’t too the design, but when working a group, he said.

busy,” suggests Bill Killmer, with larger flowers with mul- When using smaller flower-

chief executive officer of At- tiple or showy blooms, such as ing and less showy blooms such

lanta-based Lifescapes. A good black-eyed susans, try to ar- as Achillea, Killmer suggested

rule of thumb is to arrange range them into smaller groups arranging the plants in larger

plants in groups, yet don’t dilute  of three, five, nine or 15 plants,  groups in order to accomplish

their colors or make the arrange-  Killmer recommended. But, of the same bold statement. A

Key areas on a property, such
as the location of a sign, are
prime candidates for mixing
annvals and perennials in o
bed.

completed bed should
make an impact by offer-
ing movement, flow and
color, he explained.

Using annuals for their
bold masses of color could
be the difference between
a ho-hum landscape and one
that is outstanding. A mix of
annuals and perennials can be
used if the plants are locared in
strategic areas, such as around
signs or near entranceways. An-
nuals should be in groups and
located near focal points such
as a front door, according to

Killmer.

THE PRO

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 ATTY
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
TUFLEX123 @ AOL.COM

USE READER SERVICE #27

MANUFACTURING CO.

CHOICE.

“We've been using Tuflex tanks with
mechanical agitation since 1978 with vir-
tually no repairs. The maintenance 1s
little or none and the construction and
versatility is the best we've seen.”

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

1-800-327-9005

—Roger Albrecht
Nitro-Green
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Perennials can then be uti- looking well maintained. Burst, Birmingham, Ala., said smaller, and Mann said they 1
lized in the bed as an interest- Perennials also have a short she takes the location of the bed  can be made more interesting
ing contrast of color or border enjoyable blooming period into consideration when design- by adding unique plants that ll
to the annuals. Perennials can and a limited palette of colors ing it. If the bed is going to be may pique the curiosity of |
also be mixed in thebed toadd  in comparison to annuals, he near a roadway, she recom- passers-by. |
dynamic elements as they said. They get too tall after mended the bed comprise “When you aren’t trying to V
change throughout the year, flowering and must be rou- about 100 to 150 square feet catch people going 60 to 70 |
accenting the bed, he said. tinely cut. Perennial beds can and be installed with plants of miles per hour, you can throw '.
Some people believe that become labor intensive and solid color. The plants should in a more unique plant that
planting a bed of perennials re-  must be maintained with regu-  also be placed in groups or a complements the colors that
quires less maintenance and is lar pulling and spraying of patchwork form, she said, using  you used,” Mann said.
less expensive, but that is a weeds. the same colors throughout the Her landscape beds are in-
“tale that isn’t totally true,” Doesburg said he favors us-  bed and developing a repeti- stalled only for their seasonal |
said Rick Doesburg, vice presi-  ing annuals, which offer a tious pattern through the entire  color. She mixes perennials and |
dent of Thornton Gardens, bold splash of color, but also bed. annuals, but changes the entire
Cincinnati, Ohio. including color and a contrast “That helps create a nice ef-  bed twice a year, explaining
People to tend to think of green grass and dark mulch fect on a bed where people are that she treats every plant as if
planting perennials is cheaper from a well-defined beddage. driving as fast as they are,” it were an annual, pulling it ‘
than annuals because perenni- “Flowers become the wrap- Mann said. out after its flowering is
als do not have to be replaced ping paper on the package,” For a bed located near a through. ‘
each year. But Doesburg re- he said. walkway, the size is dependent “It’s difficult to ger a low ‘
minded contractors not to for- on where the bed is located and ~ maintenance bed if you want
get the labor involved in weed- ~ LOCATION COUNTS. Heather the customer's preference. to keep it looking good,” |
ing the bed in order to keep it Mann, vice president of Color These beds are generally Mann said. — Denyse Fissel '1

EARTHSCAPES |
Software |

VISUAL IMPACT IMAGING
973-770-9550

The Fastest, Most Powerful, Landscape Design Software for Windows '.
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THIS 29,000-square-foot
Beverly Hills mansion is owned
by one of the most successful
clothing designers in the world.
We provided interiorscaping for
this residence in 1993 when it
was 24,000 square feet, and
when the owners added a
5,000-square-foot addition we
were also contracted to add
more plants.

DESIGN CHALLENGES: The design
motifs utilized are widely di-
verse by area. The styles include
Classical French, Transitional,
Mediterranean, and Stark Mod-
ern. The appropriate choice of
foliage and flowering plants was
critical to tie these variations
together.

We worked with the interior
designer on the selection of the
custom containers, which he
supplied to the client. Because
many of these pieces were one-
of-a-kind, we were not able to
verify their interior dimensions
until they arrived on the day of
installation. In this case we had
not only a demanding interior
designer to please, but a very
discriminating client who was
heavily involved in the design

and architecture of his
home.

DESIGN SOLUTION: 1n

the more formal areas,
we used Kentia palm,
Algerian ivies,
Dendrobium and
Phalenopsis orchids. In

L R B B AR B AR IR BN B B B BN B BN J

darker areas, preserved
topiary trees were used

for a good effect. Together,
they softened and gave a hu-
manizing scale to the large
rooms with their imposing fur-
nishings. The quiet white, gold
and green coloring gently con-
tributed to the quiet and har-
monious atmosphere.

The average first-floor ceil-
ing was 12 feet high, so large
specimens were used through-
out this level. In the transi-
tional rooms, we placed double
Veitchia merillii, planted di-
rectly with a Mona subirri-
gation system to mitigate its
propensity to tip burning and
Spathiphyllum ‘Starlite” and Al-
gerian ivies to tie in with the
carth tones and simple lines of
the furniture and fabrics.

The home features rollback
doors between various living ar-

eas. To bridge these areas, 10-
gallon, 10-foot-tall Rhapis were
positioned at the connecting
corners. The design flowed
from formal to relaxed as the
public rooms transitioned into
private areas.

Accordingly, plant selections
changed from the graceful lines
of the Kentia and Chamaedorea
palms, monochromatic
phalenopsis, dendrobiums and
small foliage plants to the more
textured fronds of the
Veitchii,Rhapis and more vi-
brant colors of vresias, tilland-
sias and other varieties of bro-
meliads. In hallways and en-
tries, arrangements face mirrors
to create an illusion of a much
larger arrangement and add di-
mension to the generally bare
walls. In this way, the arrange-

The 12-foot high
ceilings allowed for the
use of large specimens
throughout the first
floor of the house.
Credit: Landscape
Images

PROJECT: Beverly Hills Residence

LANDSCAPE COMPANY: Landscape Images, Lake Forest,
Calif,

DESIGNER: Steve McCurdy

SIZE OF PROPERTY: 29,000 square feet residence

MAN-HOURS TO CONSTRUCT:  Approximately 95

PLANTS INSTALLED: 319

ment becomes a living, chang-
ing art piece.

In good design, every part
contributes to the whole effect.
Some containers were too small
to accommodate multiple grow-
ing pots. This became a prob-
lem as most of the flowering
plants required the direct
planting of color. This was no
small task as more than 100 or-
chids and 36 bromeliads were
used to augment the foliage.

Each time any of the or-
chids needs changing, it is an
ongoing challenge requiring
that the entire arrangement be
reworked. To keep within the
client’s $2,500 monthly color
rotation budgert, we massed
Spathiphyllum ‘Petites’ for
tabletop plantings in several ar-
eas. There are 30 arrangements
from a single orchid/bromeliad
to multiple color plantings in
decorative containers.

Having a good understand-
ing of the client’s hopes for the
project and offering maximum
flexibility with his input estab-
lished us, in his eyes, as compe-
tent and professional. The
project was a “Grand Award”
winner from the Associated
Landscape Contractors of
America and a “Merit Award”
recipient from the California
Interior Plantscape Association.
— Steve McCurdy

The author is president of Land-
scape Images, Lake Forest, Calif.

L
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PowerRoute97

Interfaces with state-of :
handheld computers,

The only software to use the la
95/NT/internet technology.

PowerRoute97 will add the most to your't
line.

This software package is fully year 2000

compliant.

Fasily converts your existing data.

K0S Route

1-800-874-7594 » www.frontrunnertech.com « fax (602) 934-6288
8751 N. 51st Avenue Suite 101 * Glendale, Arizona 85302 “““Bp
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McCaren Designs has |
established itself as a |
respected interiorscape

company, and now its

looking at exterior
maintenance as one
avenue of future |
growth.
Cindy Peterson (left), vice president of sales, and McRae Anderson (right), president, !
have seen McCaren Designs grow into a $2 million company due to projects like Camp
Snoopy at the Mall of America in Minneapolis. Credit: Bob Perzel
By Bob West
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n 1977, McRae Anderson was two years removed
from the University of Minnesota. He was working
at a nursery/garden center that offered exterior
landscape services in the Twin Cities area when the
interior landscape industry was getting established.
“In the retail trade, I saw more people wanting
large plants to use as decorative items,” Anderson
recalled. “Large plants were quite expensive then, perhaps
more expensive than today, so people wanted someone to tell
them if they were using those plants correctly.”

From this trend grew Anderson’s belief that interior landscap-
ing was a market ready to break loose into its own industry. “The
problem was that I didn’t have any idea how to market this
service,” he said. “Then, a retail customer asked me to speak with
her interior designer, and it clicked in my head that the way to
sell interior landscape service was to the design community.

“1 tried to convince my employer that interior landscaping
was something we should get into, but he thought it was just a
flash in the pan,” Anderson recalled. “So I went to do it myself.”

Twenty years later, Anderson’s instincts have proven accu-
rate, as the company he wentoff to start by himselfwith just $322
is now a $2 million firm.

GETTING STARTED. One year later, Anderson’s previous employer
that had decided against offering interior services found itself in
need of someone to do just that in order to submit a proposal to
the Granada Royale Hotel. It turned to Anderson. Their pro-
posal won the job, and Anderson found himself traveling the

McCaren Designs

Headquarters: St. Paul, Minn.
Founded: 1977

Primary Services: Interior landscape
installations comprise 40 percent of the
company’s business, with the remaining
60 percent from interior landscape
maintenance. 98 percent of the clients
are commercial customers, with 2 percent
residential,

Employees: 39 year round; 8-10 seasonal.
1996 revenves: $1,836,000

Projected 1997 revenves: $2,056,320

®eesccssssccscccccec

v

Executive Summary:

The concept: McCaren Designs is a growth
oriented interior landscape company
focused on meeting the increasing needs
of its customer base.

Mission Statement: We pledge to
ourselves, each other and our customers:
to give respect and recognition, to act
with integrity, to ask, listen and respond,
to seek and share knowledge, fo apply
environmentally aware technologies, and
to attend to financial needs.

A

dfevrecceccsssnccncs

McRAE ANDERSON

Age: 46

Background: Grew up on a dairy farm and
graduated with a degree in agricultural

economics. Went to work for a nursery/
garden center for two years after college
before developing an interior landscape
company.
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cover story

country with a group of developers handling
other hotels in the chain.

Aside from the magnitude of the job for
a fledgling company, the contract proved
instrumental in its future because it exposed
Anderson to the potential in atrium-style
interior landscapes.

One of the company’s biggest assets

as it pursues future growth will be

. its ‘inability to say no.’

These jobs also contributed to the
company’s design orientation. “With these
initial atrium jobs, I spent a lot of time
around the architects learning the architec-
tural vernacular and how to present ideas
and concepts, drawings, vinettes, etc.,” said
Anderson, a self-taught landscape designer.

LEAPS & BOUNDS. Anderson’s timing for
entering the interior landscape industry was
excellent, as the industry enjoyed tremen-
dous growth in the late 1970s.

McCaren Designs enjoyed this growth as
well, jumping 627 percent over three years.
The growth was substantial enough to earn
the company inclusion
on Inc. magazine’s list
of the 500 fastest grow-
ing companies in the
country in 1987 and
1988. “That wasawildly
explosive period” An-
derson affirmed, and it
created a number of
challenges.

“During those years of growth we would
hit pinch points of when do we add on
another manager,” related Peterson. “We
were also challenged because we had to go
back and try to develop processes for things
we used to do by the seat of our pants, such
as handling out of town installations.”

AN OWNERSHIP TEAM. Anderson credits some
key employees with the successful position
the company was in after this period.

“There are key people in an organization
who directly influence howa company grows
and how it prospers,” he explained.

So he found himself in the difficult posi-
tion of wanting to reward the commitment
of these employees but having reservations
about increasing their salaries. “Inagrowing
business, cash is king. You’d like to reward
people with money, but that might not be
best for the company,” he observed.

Instead, Anderson gifted Peterson and
Mary Wilbanks, vice president of opera-
tions, stock in the company. “I felt I would
want to have a part of the company if I was
them,” he explained. “I suppose you choke a
little when you give away a piece of your
company, butitcanalso ensure their contin-
ued commitment to the company.”

Peterson, who owns 9 percent of the
company, appreciates the ownership oppor-

(continued on page 33)

Call Toll Free 800 228 0905 To Order
or Request OQur 200 Page Parts Catalog

SPRAYER PART S DEPOT

"The Best For Less "
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ge Without Notice. We ship UPS.

Backpacks and Replacement Parts

-

\ﬁ:{} Model 475 or 425 Spraye

$79.95 Each

JD9-CT Spray Gun * $96.50

SSC Plastic Lawn Gun
* $49.95 (Less Tip)

\( AN\ e Discounts on all Hypro
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Pressure Gauges
* $14.50

HANNAY HOSE REELS
1/2" Swivels From * $22.50
Replacement 12Volt Hose
Reel Motors * $135.00
Reel Switches * $5.50
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Once upon a time, there was an old man who spent bis entire
life caring for bis turf. Day in and day out be spent bours fertilizing,
mowing and maintaining bis beautiful, green grass.

Then one day be opened bis door to find patches of brown, dead grass—
grass that pulled up so easily be could roll it back like a carpet.
What could be devouring bis beautiful turf?

It was grubs—beinous grubs destroying the turf be bad
so endlessly toiled over. “My poor turf!” cried the old
man. “It was ever so pretty this summer!

And now it’s plagued with bungry little grubs!”

He relentlessly searched bigh and low, trying one grub
control product after another, but to no avail. The old man
watched bis turf suffer from costly damage caused by these
dreadful grubs.

Little did the old man know, bis problems could bave been avoided bad
be used the right preventative grub control product. His turf was infested
with move than one grub species and the products be bad been using
simply could not control them all . . .

And the moral of this story is: Make sure your grub control product
controls all major grub species.

Grubs are often difficult to detect, and usually go unnoticed until serious
damage bas already occurred. But they can be even more difficult to
control. It is important to know what species you're dealing with.

Some treatment methods are unsuccessful unless you know what
species are invading your turf.




nere really is a product that offers successful control of a broad
spectrum of grubs. It's Merit® Insecticide, a product of Bayer Corporation.

With Merit, you don’t have to worry about what kind of grub you have—it
provides excellent control of all major species, including the larvae of

Asiatic garden beetles, black turfgrass ataenius, European chafers,
Japanese beetles, May or June beetles, northern and southern
masked chafers and oriental beetles.

And it's easy to use. Just one application will protect your turf
throughout the season.

Merit is also effective at much lower application rates than
most other grub control products currently available. It results
in less exposure to people and wildlife.

Plus, the preventative control of Merit is effective when applied
anytime from May to mid-August. Its wide window of application

takes the guesswork out of grub control.

Southem - May or June Northem Japanese
masked chafer  turfgrass ataenius beetle masked chafer beetle

]—:) identify larvae, use a 10X hand lens and examine the spines

on the underside of the abdomen tip, called the raster. This rastral pattern
chart will help distinguish between the different species of larvae, but
remember that an infested area may bave mixed populations. Therefore,
examine several grubs to determine the species composition appropriate to
your particular problem. Regardless of type, Merit provides excellent
control of all major grub species.




As you know, when choosing a chemical insecticide to control grubs, you
have many options. The first to consider is using a preventative or curative
insecticide application.

Preventative applications in areas with a history of grub problems can

| save time and money, as they stop grub damage before it starts. And grub
damage can be costly, often requiring repeated applications to control
active grubs and even the repair of turf, depending on the severity of the
problem. Plus, other insecticides often require accurately timed
applications for effective control of grubs.

And if protection from damage is what you’re looking for, Merit can protect

your turf no matter what grub species you may have.

But if you didn’t use a preventative treatment, you still have options.
Curative chemical control such as Dylox® Insecticide, also a product of
Bayer Corporation, may be used late in the season for fast, effective control
of actively feeding grubs.

And this book is no fairy tale. Merit is THE broad-spectrum grub control
for all major grub species.

For more information on grub control with Merit, call the Bayer Product
Information Line, (800) 842-8020.




ipancse Beetle

Masked Chafer

Green June Beetle

Oriental Beetle

Which species are located where you live?

IMPORTANT
This bulletin is not intended to provide adequate information for use of this product
Before using this product, read and carefully observe the precautionary statements,
directions for use, restrictions, storage and disposal statements and other pertinent
information on the label.

ALWAYS READ AND FOLLOW LABEL DIRECTIONS

Bayer Corporation

Garden & Professional Care
PO. Box 4913

Kansas City, MO 64120
(800) 842-8020

http//usagri.bayer.com

98519B0108 ME 9890 GPC  © 1998 Bayer Corporation Printed in US.A.

This map of the United States illustrates the distribution of the major grub species.

Bayer
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(continued from page 28)

tunity. “l understand thatother owners might
get scared and say, “‘Why would I want to
give some of this away?’” she acknowledged.
“But instead of one owner, a company can
have four or five. Now, it’s our company
instead of just McRae’s company, and we try
to make the best decisions because it will
certainly affect us.”

TAKE A LOOK OUTSIDE. As exterior landscape
grows increasingly competitive, more con-
tractors look at the interior market as an
avenue for future growth. Anderson figures
the opposite can work for his company as it
expands into exterior maintenance work —
amove that failed for the company in 1988.

“There’s always at least as much work
outside the buildings as there is inside,”
Anderson explained. “We already have a
client base, and what we sell isa service based
on relationships and trust. These are clients
that we can provide an additional service to,
especially with commercial building manag-
ers who have already been stretched so far.”

Associating with Suceess

n February, McCaren Design’s Cindy Peterson, vice president of sales, will be installed as
president of the Associated Landscape Gontractors of America. Her involvement with the
association over the last 10 years has required a considerable time investment on her part,
but involvement in any association is an investment she thinks offers a profitable return,
“Sometimes it's a challenge because of the time that can be involved with an association,”
admitted Peterson, who will be the first female president in ALCA’s 38-year history. “But it’s
heen easy for me to spend the extra time in the office hecause of the benefits of membership.”
Peterson recommends all contractors get involved in any associations which suit their
business. “And beyond membership, | encourage volunteering within the association to be on
committees or task forces to get involved developing new programs and ideas,” she said. “I've
gotten more out of associations than I’ve given. There’s no doubt about it.”

Anderson also noted that the usual dif-
ference between revenue from an interior
and an exterior job makes this move appeal-
ing. “Ouraverage job is between $2,000 and
$3,000 for interior work, but that’s nothing
for an exterior job,” he said. “If we can get
even just the little exterior jobs, that will
represent big sales for us dollar-wise.”

He’s quick to point out, however, that

exterior maintenance has a clear role as a
supplemental service for McCaren Designs.

“The interior business is our focus, and
the cash flow from it lets us be somewhat
selective in what exterior jobs we pursue,”
Anderson noted, adding that he doesn’t see
exterior maintenance revenues comprising

more than 30 percent of the company’s sales.
(continued on page 36)

Tasin Yourtelf) I
PRINCIPLES OF
TURFGRASS MANAGEMENT

Professional development

without leaving home:

# Earn customer confidence

# Cost effective professional
development

® Become certified

400+ page manual covers all

regions and all seasons in US.:

# Selecting and establishing
turfgrass, soils, fertilizing,
mowing, and irrigation

# Insect, weed, and disease
control

¢ And more in 14 topics

Call 1-800-325-2090
http://www.gactr.uga.edu/IS/Turf/

Developed by The University of
Georgia and Professional Lawn
Care Association of America.
Used internationally and
approved for pesticide applicator
recertification in many states.
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LARGE & SMALL AVAILABLE

800-837-3344

Topsoil Shredders
THE SCREEN MACHINE®

7001 Americana Parkway Reynolburg, OH 43068
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Ride On Sprayer Spreader!

Treat 3,600 sq.ft. Per Minute
Spray 30,000 sq.ft. Per Fill

$3,499

Free Video

1-800-346-2001
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OUR 150,000-MILE COOLANT
CAN GO A LONG WAY TOWARD

HELPING YOU MANAGE
YOUR BUSINESS.

To keep your business up and
running, your trucks have to stay up
and running — it’s that simple. That'’s
why we've developed a silicate-free
coolant used in our trucks that’s
engineered to last five years or 150,000
miles before its first scheduled change?
The advantage is clear: instead of
going into the shop, your trucks
stay out on the road.

Less Time In The Shop,
More Time Working.

Our Dex-Cool" coolant is just one
little detail out of many which can
add up to big savings in time and
money for your business. The coolant,

for example, works in conjunction

with a whole array of other long-life

components, like platinum-tipped
spark plugs and a one-piece serpentine
drive belt in the powerful Vortec

gas engines of our trucks. So your
first scheduled tune-up is 100,000
miles down the road.*

Managing Your Trucks
Is Like Managing Your Business:
Every Detail Counts,

In every little detail, GMC trucks
are engineered for strength, for
durability and for longer intervals
between scheduled maintenance.”
Less maintenance means less
downtime — so you can spend your
time running your business instead
of taking care of your trucks. For
more information about GMC
commercial trucks, see your GMC
dealer, call 1-800-GMC-8782 or visit
www.gmec.com/at_work on the web.
With GMC, you can keep your trucks
running as smoothly as your business.

*Maintenance needs vary with different uses and driving
conditions. See owner's manual for details.

GMC

COMFORTABLY

IN COMMAND
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continued from page 33

“But, primarily, we're going outside to serve
the needs of our interior customers. We're
not looking to develop new customers from
exterior work. This will be a supplemental
service, similar to how the holiday decorat-
ing service works.”

Peterson observed that McCaren De-
signs has learned from its first foray into
exterior maintenance. * We realized the im-
portance of being able to do high quality
work outside,” she said. “We shut [exterior
maintenance] down the first time because
we weren't doing it to the level we wanted
and we didn’t want to jeopardize our rela-
tionships with those customers.”

“That is the real danger in this type of

move,” recognized Anderson. “But this can
be a real advantage for us. Handling the
interior and exterior is a niche that no one
really seems to be filling right now.”

LOOKING AHEAD. Anderson maintains an
optimistic view of the future.

“If we can get the message out about the

value of plantsinside buildings, I'd guess the
industry could increase business by 10 times,”
he asserted. “We probably only have 10
percent market penetration of the offices
where plantsare professionally maintained.”

Anderson believes this message is sinking
in with some people, while others realize
different benefits to interior landscapes.

“1 see a real opportunity for this industry
in ‘internally-focused atriums’ — landscapes
being integrated more into the workplace
than the traditional view of landscapes for
publicareas,” he said. “Everybody is looking
to attract and retain people without raising
wages. | think plants have a real role there.”

That trend suits Anderson just fine, as
the atrium-style jobs remain their focus.
“Our niche is the complete landscape in-
doors,” he said. “The high-end marker is
where we're most successful.”

That's not to say, however, that McCaren
Designs can continue to grow by holding a
steady course. “Right now, we're very much

a large project oriented company,” Ander-

son recognized. “I'd like to see us develop a
larger customer base by developing a multi-
tiered service approach to our customers.

“That way, we could have various types
of customers who pay differentamounts for
different levels of service,” he continued.
“We need to penetrate the market of smaller
projects and customers who don’t exist as
interior customers right now, and we need to
offer lower price points to do that.”

One of the company’s greatest assets as it
looks for future growth will be what Peterson
calls its “inability to say no.”

“We may sell a job and then try to figure
out how to do it,” she explained, pointing to
the Shed A Little Light holiday communica-
tions program they developed for a chain of
banks that involved displays, posters, and
clothing. “We just say, “Why not?' That’s
the type of challenge that we strive for, and
that’s when we’re at our best.”

The author is Editor of Lawn & Landscape
magazine.

Fleet Communication Costs Gone Out of Sight?
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calling

Take control!

RoameR One delivers the superior performance
and advanced, integrated applications you
need without the high monthly costs normally
associated with digital services. You will use
the latest in Linear Modulation (LM) Technology
and benefit from our wide areas of coverage.

System Features:
¥ Flat rate billing
¥ Unlimited usage
¥ No busy signals
¥ Sites nationwide

¥ Advanced application
integration

W Private unit-to-unit

Write or call for details.

An Intek Diversified Company
970 W. 190th Street
Torrance, CA 90502

Phone: 800-648-9949
FAX: 310-366-7712
Email: info@roamerone.com
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You curse the clouds.

Swear at the sun.

And threaten thunderstorms.

Introducing

MTD Pro—a complete

line of products designed to meet the demanding
needs of professional landscapers. All MTD Pro
equipment is packed with the latest innovations to
make lawn care easier. And with their great prices,
they'll be a welcome addition to any size crew.

MTD Pro has a mower for every landscaper’s needs,

FOR MORE INFORMATION ON OUR F

including the 1448 Gear Drive
at $2,699, the 1652 Dual Hydro at
$4,299, and the 1854 Wide Track Dual

Hydro for only $4,699. There'’s also a full line of
spreaders, aerators, over-seeders and blowers. Stop
by your dealer and discover what makes MTD Pro
one of the most dependable lines of landscaping

equipment under the sun. Or heck, even the clouds

it proouct une, cact 1-ss8-420-3695. IVl T ID) PRO )//
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mower market

Coming

off an
incredible

year, manu-
facturers are

looking

nbelievable.” “Growth

year.” “Ourstanding,”
echoed the manufacturers
of commercial mowing equip-

Manufacturers see continued demand for walk-behind

those numbers have turned around and, 1

forll”lrd to ment. Of course, n?akcrs of zero-turning
’ radius mowers praised 1997 as another
b00m1ng year of robust sales. Manufacturers of
other models, even walk-behinds, how-
5(1[6’5 ﬂnd ever, found strong niche markets to shore
service up sales.
o Generally, the key to higher mower  (Cradit: Deere & Co.
OPPOrfIHlltleS sales was the ever present market demand
. for higher productivity.
m 1998' Bob Walker, president of Walker Manufac-

turing Co., Fort Collins, Colo., noted that
recent mower sales trends have now flip flopped.

B}’ Barbara “In the recent past, the percentages of walk-
behinds to riding units has always been about
G. Howell 60 to 40. With the zero-tumning radius models,

Mower
M, arkets

Keep 1
-
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think, will stabilize with the more flexible
riding mowers getting up to maybe 70 per-
cent of the market.

“The cross over from walk-behinds to
riding mowets has been a result of two pres-
sures,” Walker continued. “First is the de-
mand for greater productivity that all opera-
tors face, Second is the labor issue. There is
the ability of riders to utilize a broader work
force. The ideal operator for a walk-behind is
a well-conditioned, 20-year-old male. Put a
few years on him, or if he gets any physical
problems, he can't operate the unic as effi-
ciently. With a rider, the operator can be
retired or have some physical limitations and
still be productive.”

A

(continued on page 40)
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KUBOTA

What other mowers dream of hecoming.

Nestled in their sheds at night, ordi-
nary mowers dream of only one thing:
growing up to be a Kubota F-60 Series.
And it's easy to see why.

The Kubota F-60 Series features
our exclusive Auto Assist 4WD with
Dual-Acting Overrunning clutch. It
automatically transfers power to all
four wheels when the going gets

tough. Or, you can manually engage

4WD on the go. Either way, it gives you unequalled

traction and maneuverability without tearing up

valuable turf.

Visiblity and manuverability will
increase your productivity.

dealer today.

The durable, independent hydraulic PTO clutch

lets you engage and disengage PTO driven imple-

ments on the move.

A real time-saver in

tight situations.

Available with 60
or 70" side discharge
mower or 60" rear

22X

discharge mower.

Kubota’s advanced E-TVCS diesel
engines are designed to deliver maxi-
mum power with minimum vibration
and noise. Plus, these super-efficient
powerplants go a long way in cutting
fuel costs and emissions.

Available in 22, 25 and 30 horse-
power 4WD models, the Kubota F-60
Series also comes in a 25 horsepower
2WD model.

So if you're looking for a front-end mower that

handles like a dream, see your authorized Kubota

For more information please write lo:

IKuybhota

Kubota Tractor Corporation

P.O. Box 2992-LL
Torrance, CA 90509-2992
1-888-4KUBOTA ext.404
Financing available through
Kubota Credit Corporation

1997 Kubota Tractor Comporation KT-10697
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(continued from page 38)

Dixie Chopper Sales Manager Warren
Evans noted that, while zero-turning radius
models were “an awful hard sell at first, as you
get a greater percentage of the market with
that type of mower — no matter who brings
one out — it will do well. Zero-turn mowers
are now more readily accepted now.”

Evans said Dixie, Coatesville, Ind., had
an “unbelievable” 1997. “Everyone was out
of mowers. The pipeline was empty. We
will produce 1,200 units next year. All but
400 of them have already been spoken for,”
he said.

Dick Tegtmeier, president of Encore
Manufacturing Co., Beatrice, Neb., said his
company also had a good year, but he cau-
tioned that “the big bubble has gone through
on the zero-turning radius models.”

Jeff Alfaro, marketing manager for Ex-
cel, Hesston, Kan., said unique mowers like
his company’s new Shortcut are targeted for
the landscape contractor who must “address
labor challenges and still be productive.” He
noted that the H-bar steering on the Short-

cut, for example, eliminates much of the
operator’s exposure to conditions which
produce carpal tunnel syndrome.

The Shortcut, introduced at the Out-
door Power Equipment Institute’s show in
July, is versatile and can be used to pull a
sulky or work as a riding machine.

“We were excited that transmission-steer

Manufacturers have seen tremendous growth in the
zero-turn radius mower category, with some esfimat-
ing the machines will grab 70 percent of the market.

models like ours saw some
tremendous increases in
popularity. Weare as opti-
mistic as OPEI for 1998.
We expect to see double
digits for the transmission-
steer units for the year,” he
said.

WALKING THE WALK.

Manufacturers agree, how-
ever, that there still is a
place for the walk-behind
mower in the commercial
market. They cited the
need for this type mower
on hillsides and in smaller turf areas. In
addition, as Tegtmeier noted, smaller land-
scape contractors will still be using the walk-
behinds because they cannot afford the ex-
pense of buying a rider.

One trend in the mower market seems to
be turning. Although mulching mowers have

(continued on page 43)

1251 MILWAUKEE DRIVE
NEW HOLSTEIN, W1 53061-1499

From METKO, INC.

(¢ & S TURF CARE EQUIPHENT, INC.

¥ BUILDING QUALITY EQUIPMENT
FOR PROFESSIONALS BY PROFESSIONALS

M-100
Standard Ramp
- fits standard

size pickups.

M-300
Porta Ramp
- fits any pick-up,
trailer or van.

* Simplicity

s

F

C & S Protank® Sprayers
eELECTRIC AND GAS UNITS

Call and order direct today: I

Quick and easy operation with
8 stondard spring assist on all M-100 model
* Minimal Maintenance

— 4," 3 All steel construction with a glossy black

=Y powder-coat paint finish

ol * Flexible

ml  Sell your truck, keep your ramp
for new vehicle

800-733-4726 ]

FAX: 920-898-1389 e

40

USE READER SERVICE #41

LAWN & LANDSCAPE © JANUARY 1998

¢ DESIGNED TO FIT IN
A WIDE RANGE OF VEHICLES

oSINGLE AND DUEL
TANK CONFIGURATIONS

¢ DIAPHRAGM, PISTON,
OR ROLLER PUMPS

Complete Sprayers...Ready to work

(330)966-4511  (800) 872-7050
FAX (330) 966-0956

Custom Orders Welcome!
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THE DAWN OF A NEW AGE OF WEED CONTROL
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The science of controlling weeds just took a giant leap into the future

Introducing

WOnirgl

MILL IuMm™

COOL POWER™

HORSEPO!

RTM

Now, get the results you've always hoped for. Get the awesome performance of DowElanco's
triclopyr and clopyralid chemistry combined with the fast action and effectiveness of phenoxies

and dicamba.

The result - Weed control unequaled by any other combination product available!

Don't just burn back hard-to-control weeds like clover, wild violet and wild geranium. Knock

them out completely.

(" Millennium™

* Unequaled Performance

« State-of-the-art Chemistry
* Rapid Visual Response

* Total, Effective Control

* Amine Formulation

* Contains 2,4-D, Clopyralid
and Dicamba

* [t Doesn't Get Any Better
Than This!

(" Cool Power™

* High Performance, Cool
Weather Weed Control

* Ester Formulation for
Increased Plant Uptake

* Also Use For Spot Treating
During Warmer Weather

* Controls Wild Onion and
Wild Garlic

* Contains MCPA, Triclopyr
and Dicamba

Leap into the new age of weed control and get the satisfaction you demand!

iverdale

(800)345-3330
The Formulation Innovators

f Horsepower™

* Highly Effective, Broad
Spectrum Formulation

» Use in 2.4-D Sensitive
Markets or When 2,4-D
Limits Are Reached

* Increased Efficacy on
Summer Problem Weed

Species

» Amine Formulation

* Contains MCPA, Triclopyr

and Dicamba
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(continued from page 40)

been popular in most areas, Walker said his
company has targeted a different market.

“Weare selling a high percentage of grass
catching machines. Some areas are going to
mulching, butsome people know how much
mulching was oversold,” Walker observed.

“The collecting of clippings and leaves
hasn’t gone away. Many mowing compa-
nies in cool-season turfgrass regions are col-
lecting heavy clippings in the spring when
grassis coming out of dormancy. They switch
to mulching when grass is slower growing in
the summer, and switch back to collecting
again with leaves in the fall.”

Another way to grow commercial mower
sales is the method Fred Goode, national
sales manager of Bunton Company, saw
with Bunton’s growth this year. As the
acquisition and merger tendency continued
to grow among manufacturers, some com-
panies grew because of additional parent
company support.

Bunton, now a division of Textron, “had

(continued on page 46)
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he outlook for commercial mower manufacturers appears good for the next two years, %
according to the Outdoor Power Equipment Institute, Olde Town Alexandria, Va. This is
especially true for riding equipment. In its most recent commercial turf equipment forecast, the
group predicted that “shipments of all types of commercial riding rotary turf mowers will
continue to grow in 1998 reaching 53,396 units, a gain of 5.4 percent over 1997. In 1999, riding
units will gain another 4.3 percent.”
The forecast went on to predict that the sales of walk-behinds would be relatively flat and
continue to fall further behind riding mowers,
“In the model year 1998, shipments of commercial intermediate size walk-behind rotary
mowers will be about the same as compared to model year 1997. In 1998, shipments will reach
49,341 units and in 1999, gain 1.5 percent to 50,081 units,” OPEI estimated.

Get on the cutting edge

at over 100 feet per minute!

is availahlfe-as an .
attachment for W?&er
Grasshopper, Wood

Scag, and Exmark front
mount mowers.

May be adaptable to other *
front mount mowers.

Do You OwN A Pick-Upr TRuck?
WANT To BE YOUR OwN Boss?

NO NO
INVENTORY SALES

CONSIDER THE CONTRACT SWEEPING BUSINESS

AA-TACH

ISR R Ty e SR R

SPECIALIZED EQUIPMENT

No franchise fees. No product to sell.
Because you provide a service, your chance of
success is greater than with most other start-up
opportunities that rely solely on retail sales.
For more information, call our toll free number

CALL FOR MORE INFORMATION: 717/626-6779 * fax 717/627-3190 1 '888'922-8224

Bed Shaper, Inc., Lititz, PA 17543
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6929 North Hayden Road, Suite C4614 e« Scottsdale, AZ 85250
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THE OBJECT OF THE GAME
IS TO GAIN MORE YARDS
THAN YOU LOSE.

SOUND FAMILIAR?

No, you may not have a three hundred
pound nose guard breathing down your neck,
but the lawn care business does have some-
thing just as imposing. The callback. And when
you get hit by it too often, you can lose just
as many yards. But one application of MERIT®
Insecticide is all it takes to control grubs and
callbacks. And fewer callbacks mean more time,
money and labor you can use to gain more
yards. For more information, contact Bayer
Corporation, Garden & Professional Care, Box
4913, Kansas City, MO 64120. (800) 842-8020.

http://usagribayer.com

Bayer ¢

ALWAYS READ AND FOLLOW LABEL DIRECTIONS
© 1998 Bayer Corporation Printed in USA. 98519A0141
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mowers

(continued from page 43

a real good year,” said
Goode.

mowing equipment, we had

“In commercial

an increase of 25 percent.
Of course, we added new
distribution with Textron.
We expanded our market
into the West and pen-
etrated some markets we
hadn’t been in before.
Goode said, “

Twister, amid-mount zero-

Bunton’s

turning-radius model intro-
duced in September 1996,
exceeded expectations with
its 20-, 22- and 25-horse-

power models.”

In 1998, Goode said, the company will

offer a derivative of the

liquid-cooled 31-horsepower engineand 72

inch deck size,

Productivity, again, is given as the key to

Twister with a

(s need fo maximize pr realized from
each crew has placed greater demands on mower
performance in the last few years. Credit: L&L staff.

any contractor is labor. You increase pro-
ductivity without increasing labor and you
increase profit dollars,” Goode observed.
Acquisition also played a role in Toro’s
growth this year. Brian Masterson, market-

ing manager for The Toro Co., Bloomington,

fueled by three joint ventures and the acqui-
sition of Exmark. He emphasized thar
Exmark will continue to operate as an inde-
pendent company.

Masterson noted that Toro introduced
27 new products last year and premiered a
mid-mount rider, the Z250 with a low
center of gravity, at the GIE show in No-
vember 1997. He said any improvements
which can help productivity are good for
the contractor and for the manufacturer.

“We want to help the contractors man-
age and grow their business. That's what
we're here for,” he said.

Masterson predicted that regulatory is-
sues such as noise and emissions will be
major concerns in the coming year.

Pete Officer, marketing manager for turf
and grounds products at Woods Equip-
ment Co., Oregon, Ill,, agreed abour the
importance of these issues, especially as his
company works with both the commercial

betrer mower sales. “The largest expense for Minn., said Toro’s outstanding year was (continued on page 48)
Hguascape Design's Without advertising,
.
a terrible
thing happens...

NOTHING.

FREE VIDEO!

for contractors and retailers who want to tap into

the surging popularity of water features in the landscape. See
first hand the tips, insights and trade secrets of the countries
largest water garden builder, Aquascape Designs.

v , . ® /7 P 7o P st O S at/iconlioes
(Comatnuclion * Zillnaling

- =iy o~
. Neladlindg ® Sales & /"( AL ELLHKG

Call Toll Free -800 306-6227
ext. 8104; or fax (630) 231-8863
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To advertise in L&L call
800-456-0707

Weisburger’s-Turni

We're proud as punch the'Professional Lawn Care Association picked us
to provide insurance services to its members. One reason is our

reputation in the Pest Control Industry, earned over the

last 60 years and more. Count on WEISBURGER
delivering the same high-quality service to our new friends
in PLCAA as we do for PCO:s.

WEISBURGER

1-888-275-9347
Web Site/E-mail: weisinsure@weisburger.com Fax-On-Demand: 800-ASK-WEIS (800-275-9347)
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For Out-of-Sight Weevil Control—SCIMITAR..

Control of Annual Bluegrass Weevil

Lo see no weevils, SCIMITAR
is an exceptional addition to your turf

pest management program because it:

¢ Controls both Hyperodes and Ataenius

weevil adults
® Targets adults to prevent eggs and larvae
¢ Delivers fast knockdown

® Provides outstanding performance at

low use rates

e [s available in two convenient formulations—

wettable powder & capsule suspension
® Is easy on the environment

To see no weevils in turf, nothing is better

than SCIMITAR..

For more information, contact your authorized
Zeneca Distributor, or call Zeneca Professional
Products Toll Free at 1-888-617-7690.

www.zenecaprofprod.com

ZEN ECA Professional Products
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Control of Adult Black Turfgrass Ataenius Weevil
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Scimitar

Always read and follow label directions carefully,

SCIMITAR® is a registered trademark of a Zeneca Group Company.
Dursban is a trademark of DowElanco. Mach 2 is a trademark of
RohMid LLC Company. Meritis a trademark of Bayer Corporation,
© 1998. Zeneca Inc.
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(continued from page 46)

and homeowner markets.

This concern for the broader in-
dustry picture is mirrored in the
emphasis on support for dealers
and operators by various compa-
nies, such as the John Deere Co.,

Raleigh, N.C.

Gary Lindquist, manager of market de-
velopment for commercial mowing and util-

Generally, the key to higher
mower sales was the ever

present market demand for

higher productivity.

ity vehicles at Deere, said the slow, weather-
related start in spring 1997 allowed his
company to get dealers very involved in

Spread 20 cubic yards of

mulch per hr. with 1 man

The new FINN Bark Blower revolutionizes

mulch spreading profitability

The new FINN Bark Blower is so
efficient that a single operator can spread
over 20 cu.yd. per hour, a staggering

Call today for a free
brochure and the name of
your nearest FINN dealer

production increase over manual
methods. Cost-effective? You bet. With a

1 to 2 year (3000 cu. yd.) payback and

The Bark Blower"

legendary FINN quality, the Bark Blower

spreads all types of mulch and compost
in all kinds of moisture conditions.
Truck-mounted and trailer-mounted
versions available. If you're serious about
profit, check out the FINN Bark Blower
before your competition does.

FIiNN

CORPORATION

Equipment innovations
enhancing the world's landscape

1-800-543-7166

9281 LeSaint Drive, Fairfield, OH 45014 » Web site: http://www.finncorp.com
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training, programs and sales activities.

“The industry seemed to recover, maybe
not as fast as we expected, but it was a good
year for us,” he said.

The company introduced two new mod-
els of its Z-Trak zero-turning radius mower
at dealer meetings in August. While these
new models have greater maneuverability
and increased serviceability with flip-up
decks, Lindquist is quick to point out that
Deere is developing more than just its prod-
uct line.

“John Deere’s focused on providing the
product, financing, parts and after-market
support. We have a strong commitment to
grow. Our objective is to continue to be a
major player and a leader in this industry
with manufacturing, product development
and support to our dealers.”

Lindquist said the company’s objective
is to double its amount of business from
1996 by the year 2000.

“The majority of this growth will come
from within John Deere. That's very visible
in our $30 million factory in Raleigh,” said
Lindquist.

When asked about the possibility of a
John Deere acquisition to further move into
the commercial turf market, Lindquist said,
“It is possible that something could come
from the outside.” He said it is too soon to
say more.

What about the number of players in the
commercial mower market in the future?
Many observers expect more acquisitions to
be made to take advantage of economies of
scale and to get product lines and distribu-
tion channels.

“It’s almost a thing of hysteria,” Walker
said. “It’s almost expected that all the small,
independent companies will be swallowed
up by the consolidated companies. We'rean
independent company and we are deter-
mined to continue to operate that way.

“The pendulum swings and forces action
in the other direction,” he continued. “The
desire to gobble up doesn’t always produce
better progress. Sometimes it just doesn’t
work as well as a company expects it to.
Sometimes it produces stagnation in the
industry.” Ll

The author is co-owner of Key Solutions Inc.,
a division of Iris Sales and Solutions Inc.,

Rocky River, Obhio.
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WORKS LIKE A BEAST.

Introducing ' — e “i easy-to-reach
the Gravely . compartment.
Promaster ~‘ It allows
360-D. maintenance
A powerful | to both the
new addition | engine and
to the Gravely ‘ electrical
family. | system. The
Designed | hydraulic lift
exclusively 1 provides almost
to make jobs . | effortless

more efficient,

the Promaster

‘.
|

operation, and

a light-colored

360-D has the N : seat gives
ability to make | L. / . — comfort on
easy work of | ¥ = i) ™~ . \ : a . those hot days.
the toughest | 4 vt i kL T H | We made the
jobs and | P extra effort
make servicing | designing the
simple. It’s 1i Promaster
powered by | 360-D so you
a 22.3'HP PROMASTER 360-D don’t have to
Yanmar engine, | make any
which is | | extra effort
encased in an i . on the job.

Success Rides on a Gravely.” #.

See your nearest Gravely dealer today or write or call: Gravely International, 655 W. Ryan Street, Brillion, W1 54110

1-800-GRAVELY (1-800-472-8359) -+ http://www.gravely.com + ©1997 Gravely International
1SO 9001 Certified
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insect contro

g

New Prodm ontrolling white grubs in customers’ lawns has always been
among the toughest challenges for lawn care professionals. While

ﬂnd treatment crabgrass and nutsedge emergence has been as predictable as the
Super Bowl outcomes of late, white grub populations are fickle.

. Grub outbreaks have varied widcly, from the veritable grub
stmtegzes are explosion of 1995 to the relatively “quiet” grub season of 1997. ’ghus
: lack of consistency has sent lawn care technicians into a frenzy trying to
bflplﬂg lawn care explain summer brown patches and skunk and raccoon damage resulting
from the presence of grubs — and why they weren’t able to catch it sooner.

COdenieS Pmﬁt In recentyears, however, more products have been introduced that operators can
purchase to combat grubs. Imidacloprid (Merit®) and, coming to most states this

ﬁom contro[ling tbif year, halofenozide (MACH 2™), provide the option of preventive treatments for

grubs to apply in late spring. These products, combined with a host of curative

bigb b’ e lusive tu ']p options, are allowing lawn care companies to successfully treat for grubs.
PREVENTIVE ALTERNATIVES. Some lawn care companies claiming success in grub

Pest. management have come to rely heavily on early season preventive treatrments. In
order to be able to apply a preventive product to a significant percentage of
customers and still show a profit, however, successful companies have had to
overcome the higher cost of application per 1,000 square feet that these new

By chemistries carry. To do so, they have developed some creative solutions.
Forsome companies, it comes down to charging more for the application. David
. Murphy, president of Green Valley Lawn Care, Kansas City, Mo., said the
I aul Sc})nmpf application that features the preventive product s priced 20 percent higher than the

company's typical application cost.
Green Valley customers who want grub control are required to take at least five
applications. The second application contains the preventive product on fertilizer.
(continued on page 52)
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P LANT H E A LTMH C A RE,

A Natural Systems
Approach

PHC FLOWER POWER PROGRAM

Mycor™ Flower Saver™

VAM Flower Bed Inoculant
Combines a cocktail
of four select strains
of vesicular-arbuscu-
lar mycorrhizal fungi
with growth promot-
ing bacteria and
organic biostimulants

in a single dry application. The ideal pre-

plant soil treatment for both spring planting

of new beds and flower bed changeouts.

Healthy Start™ 3-4-3 Biofertilizer
A totally natural fer-
tility system for new
flower plantings and
gardens. Healthy
Start™ contains NPK
and a range of
micronutrients derived
from organic plant
and animal proteins,
combined with humic acids to recondition
poor soils, and nitrogen fixing and phospho-
rus solubilizing bacteria.

Yuccah™ Natural Soil Wetting Agent
This product is a nat-
ural based soil and
media welting agent
for plants growing in
dry, compacted soils
and in hard-to-wet
peat mixes and

mulches. Yuccah™ is derived from Yucca

schidigera extract.

Terra-Sorb™ Hydrogel
Terra-Sorb™ is a non-
toxic hydrogel that
holds hundreds of

PHC PLANTING PRODUCTS

Mycor™ Tree Saver”

Transplant Inoculant
This product contains
spores of VAM and Pt
mycorrhizal fungi
mixed with Terra-Sorb™
planting gel, yucca
extract, kelp meal and
humate soil condition-

ers. Tree Saver” Transplant Inoculant is used

when planting landscape trees and shrubs.

Healthy Start™ Macro

Planting Tablets 12-8-8
Available in 21 gram
and 7 gram sizes, these
biofertilizer planting
tablets contain nitrogen
fixing and phosphorus
solubilizing bacteria
together with a blend of
slow-release nitroform

fertilizer, natural organic nutrients, and humic

acid to enrich the soil and promote healthy

consistent growth.

Mycor™ Plant Saver™

4-7-4 Planting Inoculant
Combines Healthy
Start™ Biofertilizer
with mycorrhizal fungi,
beneficial bacteria and
humic acid to create the
ideal growing condi-
tions for all perennials,

shrubs, vines and landscape plantings.

Plant Health Care, Inc.

440 William Pitt Way, Pittsburgh, PA 15238
www planthealthcare com fax: (412) 826-545

times its own weight

in water, for gradual

release into the root
zone as needed. helping to reduce watering
frequency, while reducing plant loss from
drought and water stress. Perfect for non-
irrigated flower beds.

1(800) 421-9051

Terra-Sorb”, Yuccah™, Mycot™, Tree Saver™,
Healthy Start”, Plant Saver”, Yuccah”, and
Flower Saver™ are trademarks of

*] Plant Health Care, Inc. ©1997
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insect control

(continued from page 50)

Murphy noted that the majority of cus-
tomers have boughtinto the grub trearment
as part of the seasonal application program.
“Grubs are our most destructive insect pest
in turf,” he explained. “They're a big con-
cern with customers, and the damage they
do is common knowledge. We sell based on
the quality of the product, and people are
not averse to buying based on the use of a

quality product. It’s far more expensive to
lose turf than to spend a little extra for an
effective program.”

For the remainder of the season, techni-
cians will be on the property from three to
five times. Murphy said that, along with
monitoring weeds and other insects, techni-
cians will keep an eye out for potential grub
populations and damage.

PRO

Win More Bids In Less Time!

BEFORE

LANDSCAPE

The Only Software Designed by Landscape
Professionals For Landscape Professionals!

THREE Programs in ONE Complete Package:

1 Photoscape technology includes over 1400 plant and other land-
scaping materials to create realistic Photoscape images.

Easy-to-use professional CAD tools simplify creating a

detailed plan-view site drawing of your Photoscape image.

Cost estimating module automatically includes all plants and

materials used in your Photoscape image and plan-view

Complete site pian documents can include all details and dimensions
required for field crews 1o implement your customer’s landscaping

fans F

Call Today for
FREE CD-ROM

ONLY

$695

Plants and materials are automatically aocumulated in
the estimating modu'e to Create landscaping proposals

I Autodesk

10725 Ambassador Dr. » Kansas City, MO 64153

Copyright © 1997, Autodesk, Inc. Autodesk and the Autodesk Jogo are regis-
tered trademarks, and Pholoscape is a trademark of Autodesk, Inc. All other
brand names, product names or trademarks belong 1o their respective holders.

(800) 231-8574

Fax: (816) 891-8018
E-mail: landscape@autodesk.com

52

USE READER SERVICE #53

LAWN & LANDSCAPE » JANUARY 1998

“If the preventive application fails for
any reason, we'll retreat at no additional
cost,” noted Murphy.

Les Wilshusen is also a believer in pre-
ventive treatments, but his use of the prod-
uct is selective. Customers of his company,
Mike’s Lawn Service, Storm Lake, lowa, get
grub control as a part of any four- or five-
application program at no additional charge.

The product is applied in granular form
as part of the second treatment, along with a
fertilizer plus postemergence weed control
and a '/ rate “booster” of crabgrass preven-
tive. To keep costs down, the grub product
is only applied to sunny areas that are likely
“hot spots” for grub activity, rather than an
entire lawn. Technicians use a dual spreader
and simply switch on the second hopper
when passing over the hot spots.

Wilshusen has also addressed the poten-
tial for a customer quitting the service after
receiving the expensive grub control treat-
ment. “Customers who take one or two
applications after the grub treatment get the
preventive grub applicaton free,” explained
Wilshusen. “Ifthey quitduring the summer,
we send out a bill for the application.” The
company also stands behind the application
and will retreat if grubs break through later
in the season.

For Crowley’s Lawn Service, Cleveland,
Ohio, the terminology given to customers at
the time of sale is “insurance policy.”

“Customers who purchase grub control
service from us are essentially getting our
guarantee of no grub-related problems in the
turf,” said Phil Fogarty, president. The ser-
vice, which is treated as an add-on service
purchased separately, generated a few thou-
sand dollars in business two years ago but
this year will bring in about $45,000 from
the 40 percent of the customers who have
bought the treatment.

Customers are charged on a per square
foot basis rather than a flat rate so Fogarty
canavoid inconsistency in profitability from
the serivce. His guarantee of satisfaction
includes retreatments with curative prod-
ucts if grubs do appear, and if it’s too late,
complete replacement of the lawn.

ALL THE STOPS. Many companies are also
successfully and profitably managing grubs
using a variety of control products on a “use

(continued on page 54)
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The Woods Mow'n Machine™ is the choice
tool for high-productivity lawn care. Its zero
turning radius makes short work of spacious,
tree-filled yards. And the wide TrueFloat™
deck delivers a clean cut.ga any terrain. You
can choose from air or water-geoled, gas or
diesel engines and.an array of optional all-
season attachments. Mow'n Machine mowers
also come with TiltAccess™ decks for fast,

PRIME CUT.

easy maintenance. And they're backed by
dealers nationwide. Which makes Woods the
smartest way to.mew, n@umatter how you cut it.

To-arrange for a Mow'n:Machine test drive, see
your local Woods dealer. Or call 800 31 WOODS.

oo e WOODS
Visit us at the OPEI Show, indoor booth #4370, outside booth #7530 Oregon, flinois 61061 ¥ :
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insect control
(continued from page 52)

as needed” basis. John Carson, general man-
ager of Ehrlich Green Team, Reading, Pa.,
said the company uses an IPM-based treat-
only-when-necessary approach to grubs.

“Wedon’t treat grub contol asan add-on
service,” explained Carson. All customers
get the same guarantee of no grub-related
problems, but not all lawns are treated with
the same amounts or types of products.

Thekey to making thiskind ofa program
work for the company has been strong record
keeping, Carson noted. Long time custom-
ers have from three to four years worth of
treatment summaries that are at the
technician’s fingertips on the site. The tech-
nician knows what types of applications
were necessary in the past and can make an
on-sitedetermination of what will be needed,
if anything, in the way of an application.

Technicians also will scout for grubs dur-
ing the historically high-pressure times in
mid-August. Pockets of high grub activity
that the record keeping has revealed are
given more attention.

.-/‘v e

Preventive applications are made in in-
stances where damaging populations are
nearly inevitable, but thisis very infrequently.
“Less than 10 percent of the lawns we service
are treated on a preemergence basis, and it’s
usually due to customer demand,” Carson
noted. “In a bad year, maybe 15 or 20
percent.”

Along with extensive customer records,
Ehrlich Green Team technicians also have
several product options available. “We keep
them stocked with a variety of products for
grub control that work best in different
situations.” For example, he noted that in-

Scouting can reveal grub hot spots. Photo: David Shetlr

festations discovered before vs.
after Labor Day are best
handled by products with dif-
ferent levels of activity.

Another key is knowledge-
able, well-trained technicians
who understand when and
where to apply control prod-
ucts. Money saved in doing
fewer broadcast-type applica-
tions is invested to some degree in technician
time on thessite, so technician efficiency and
expertise is a large part of staying profitable,
noted Carson.

Another company that has adopted a
“use as needed” philosophy in its treatment
of grubs is Broccolo Tree & Lawn Care,
Rochester, N.Y.

In fact, Laurie Broccolo, owner, doesn’t
put any pesticide treatments down for any
turf problem unless the technician on the
site determines that it’s necessary. To make
this kind of program work, four factors are
(continued on page 56)
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SPI 2400 Sod Installer

PO.BOX 504

The grass is always
greener on the side with
a Brouwer Sod Installer.
Choose the self-propelled
Brouwer SPI 2400 or one
of our tractormounted
or hand-pulled models
to install rolls 24" wide
and up to 100 ft. long or
more. Brouwer self-
propelled and tractor-
mounted sod installers
can function with or

DALTON, OH 446180504
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330-828-0200

without core tubes,and
all models handle
net-wrapped sod with
unmatched efficiency.
For large roll installation
with maximum ease and
minimum waste, Brouwer
is the professional’s
choice.

BROUWER
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Nobody cuts it like Brouwer

e FAX 330-828-1008
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Thanks for Naming
Rain Bird

e

Contractors Rate Rain Bird #1 in Product Performance

In a recent independent study of 1200 contractors, the  to exceed your expectations for product and service
majority named Rain Bird* their irrigation manufacturer  performance.

of choice. Other results indicate: The next time you need rotors, spray heads, controllers,
M More than 90% are likely to recommend Rain Bird  valves, or landscape drip products, tum to the manufac-

products to other contractors turer more contractors prefer: Rain Bird.

B Rain Bird meets or exceeds customer expectations Thanks for naming Rain Bird #1.
in all product categories
B A majority said they purchase Rain Bird most often. R & B
Contractor confidence is driving us to do even more 10 ‘I” IR D
win - and retain - your loyalty. We promise to continue 145 North Grand Avenue. Glendora, CA 91741 » (626) 963-9311
http://www.rainbird.com
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insect control

(continued from page 54)

important: trained technicians, educated
customers, scouting and record keeping.

Broccolo generally hires individuals with
a two-year degree who are serious about the
industry as a career. She also provides regu-
lar training through state and university
seminars.

Customersare educated on her company’s
philosophy from the start. “We tell them
that we’re not a treatment company,” said
Broccolo. “They are hiring us for profes-
sional advice and consulting on their land-
scape.” To aid technicians, Broccolo main-
tainsa map of high grub incidence areas that
the technicians give extra attention. They
also scout at times when damage is most

likely to occur from mid-August into the
fall. Curative treatments are used on a spot-
treat basis.

Broccolo estimated that in 1997, only
about 2 percent of customer acreage was
treated. The highest percentage she’s experi-
enced was in 1995, when 25 percent of the
acreage was treated for grubs. The savings vs.
performing blanket applications is partially
eaten up by the extra time technicians spend
on the property. Savings above and beyond
this are earmarked for technician trainin
and benefits. ﬁ

The author is Managing Editor of Lawn &
Landscape magazine.

Pesticides that Gontrol Grubs

CHEMISTRY  TRADE NAME(S)  WHAT IT DOES WHEN T0 APPLY
Imidacloprid Merit Ceases feeding process  April to mid-August
Halofenozide*  MACH 2 Accelerates molting May to August
Trichlorfon Dylox, Proxol Ingested insecticide Late April to mid-May,
mid-August to October
Bendiocarh Ficam, Turcam Ingested insecticide Late April to mid-May, mid-
August to mid-September
Carbaryl Sevin Ingested insecticide Mid-August to mid-September
Isofenphos Oftanol Ingested insecticide Mid-July to early September
Ethoprop Mocap Ingested insecticide Late April to mid-May,
mid-August to October
Clorpyrifos Durshan Ingested insecticide Late July to mid-August, but
excessive thatch may
hinder performance
Fonofos Crusade, Mainstay Ingested insecticide Late July to mid-September,
but excessive thatch may
hinder performance
Diazinon Diazinon Ingested insecticide Late April to mid-May,

mid-August to October

*Not yet registered in all states. Optimum timing may vary based on regional conditions. Always
read and follow label instructions. Omissions, inclusions and listing order should not be interpreted

as an endorsement of any control product,
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ONE OF THE TOUGHEST BATTLES IN FOOTBALL
IS FOUGHT ON THIS TURF.

If you thought the field inside Ericsson
Stadium took a beating, you should see
what the turf on the outside goes through.
More than 72,000 people trudge acro
terrain on a single game day, yet it stays
green and beautiful thanks to Lofts Seed.

Lofts has been in the turfgrass business since
1923. And our innovations and improve-
ments have set the standard in the industry.
So when the groundskeepers at Ericsson
Stadium needed advice on which turfgrasses
to use, they trusted Lofts inside and out.

Rebel II turf-type tall fescue was

the perfect solution for the high

profile exterior of the stadium.

Rebel II's dense, dark turf pro-

vides an attractive landscape and

holds up in high traffic areas. On the

field, Lofts Tri-Plex Perennial Ryegrass is
the exclusive turfgrass seed used for over-
seeding the bermudagrass.

So trust your next athletic field or landscaping
project to the seed they trust at Ericsson
Stadium, home of the Panthers. And score
big with Lofts.

||

NEW! Call now to receive your free 1998
Landscape Catalog:

% Full line of bluegrasses, ryegrasses and tall and fine fescues
W Wildflowers and native grasses

I Seeding requirements and rate specifications

USE READER SERVICE #105

Call Lofts Seed
toll-free at
1-888-LOFTS CO

www.turf.com

e

Lofts Seed

Where Great
Grass Begins


http://www.turf.com

uccess in all aspects of the lawn and landscape industry involves the
ability to communicate with people, but few areas of work rival the
communication demands of residential design/build projects.
Every potential clienthasa hidden dream they wantto captureiin their
yard, and it’s up to the individual or team of professionals to draw it our,
set it to an agreeable budget, and execute the plan with complete precision.

That process needs to begin with establishing trust, beginning with the initial
meeting.

Some successful residential design/build firms provided a some tips on
qualifying clients and handling the initial meetings in ways that put contrac-
tors in a position to close the sale.

CONTENDER OR PRETENDER? One of the most important aspects of successfully

Intl‘mately moving through the design/build process is selecting the potential customer.

Setting appointments with prospects that are unwilling or unable to afford the

der ad' kind of services your company provides is an enormous waste of time.The
underst, mg g, T 2 ; 2

process of qualifying the potential customer starts from the first phone call.

Jud Griggs, senior landscape architect, Lied's Nursery & Landscape,
Sussex, Wis., noted that the first impression made on the prospect is critical.

the customer’s

“Itis of primary importance to have a receptionist with a pleasantvoice and
landscape needs i manner R AT R e

a helpful manner,” stressed Griggs. “Using a series of key questions, the
(continued on page 60)

is the key to

.

i . To save
translating their precous
ideas into plans 1

on non-

that sell.

By Paul to be able to
Schrimpf yeesst

Sel/mg
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With the introduction of
the revolutionary ShortCut™,

by Excel Hustlers distance themselves
from the crowd as never before.

The most operator-friendly steering
system on the market — the learning
curve is measured in minutes, not hours.

The Hustler ShortCut is more compact than

comparable walk-behind mowers.

True zero degree turns and compact size —twice as
productive as hydro walk-behinds, even more productive
than either front-mount or mid-mount zero turn riders.
Choose between sitting or standing - mow comfortably
all day long.

Several horsepower and deck sizes to choose from -

there’s a ShortCut to meet your needs.

HUSTLER

QOut Hustle all the rest ™

www.excelhustler.com

Excel Industries, Inc. « Hesston, KS 67062
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(continued from page 58)

receptionist should be very well versed in
directing the first time caller to the division
(or person) that will best help them with
their landscape needs.”

Once a prospect is set in the proper
direction, Greg Pyles, residential division
manager, The Pagura Group, Dublin, Ohio,
said that it's a challenge to identify the
customers that best match his company’s
services and capabilities. “We tend to want to
jump on every call,” Pyles confessed. “But, we
can usually tell by the tone of someone’s voice
whethera calleris just price shopping or wants
some advice on plants.”

But what about prospects that fall into
the gray area? This takes a bit more probing
to determine what the prospect islooking for
in landscape services, how serious the cus-
tomer isabout hiringa full-service landscape
contractor.

“We'll give people a quick overview of
the company,” said Pyles. “We tell them
about the type of work we do and impress
upon them the depth of service we provide.

Be Unforgettable

ud Griggs, Lied's Nursery & Landscape, Sussex, Wis., stressed that people tend to buy
from people they feel they know and can trust. “Eighty percent of the people who change
salespeople do it because they forgot who came out fo see them," warned Griggs.
Whether your firm is big or small, you can leave a large impression. To add power to your total
package, Griggs recommended good follow-up. Send a letter to the prospect thanking them for
the meeting and letting them know you're excited to get started on their project.
Also, begin a client file and accumulate newspaper clippings or other information about the
prospect, If you see a recognition or honor for a family member, send it to them and congratu-
late them on the award, It builds the bond between client and contractor, Griggs emphasized.

We'll also let them know we have a $2,000
minimum for any job we do.”

If people are looking for a free design or
a plant replacement, Pyles recommends a
garden center or a smaller landscape firm
that is better equipped to handle the work.

“We really have the best interests of the
client in mind,” Pyles said.

Robert Pyeatt, owner of Adsit Landscape
and Design Firm, Memphis, Tenn., tells
people up front that he charges a consulta-

(continued on page 62)
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500 Gal, 8600 sq/ffticad § 479500

uneven terrain

Introducing the EBS 100/200
Detachable Spreaders

Fits Most Commercial Mowers,
Utility Vehicles or Tractors

100 Gal, 1300 sg/ftload  § 1965.00 750Gal, 1/4 Acrefload  § 786500
150 Gal, 2000 sgfftficad § 2795.00 1000Gal, 183 Acreficad $§ 9995.00
300 Gal, 4000 sqfftload  $ 3005.00 1500 Gal, 172 Acre/load  § 1969500

BUY NOW, WITH NO PAYMENT UNTIL SPRING

“NEW™ CHECK OUT OUR NEW TURF SPRAYERS “NEW™
Turbo Turf Sprayers are loaded with premium features. They feature

Raven tanks, Hypro or Kappa pumps, Briggs or Honda engines.
50 Gal from $ 1495.00, 100 Gal from $ 1795, 200 Gal from $ 1885.00, 300 Gal from § 2295.00

For a free hydro seeding information pack, call:

TURBO TECHNOLOGIES, INC

1108 Third Ave New Brighton, PA 15066

1-412-846-0670 1-800-822-3437 Fax 1-412-846-3470

http://beavercounty.com/badger
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E-Mail turbotec@ccia.com

« Strongest Warranty In The Industry

» Just Seconds to Mount or Dismount

» Stainless Steel Frame

* Heavy Duty Polyethylene Hopper

» Rubber Sealed Electrical on/off Switch

» Large Capacity (100 or 200 Ibs. Fertilizer)

CALL TODAY!
Lawn Power & Equipment

[407) 5561088

USE READER SERVICE #60
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As 800 million global fans tune in to
watch this year’s Super Bowl, field
turf conditions will play a big part in the
game’s action. That’s why turf managers
at sports venues around the world rely
on Hunter irrigation equipment.

For more than 15 years, Hunter rotors
have proven their dependability.

Ask a field manager why Hunter and
you'll hear“reliable gear drives...positive
pop downs...small exposed surface
area...safe rubber cover...great track
record.”

From high school practice fields to
world class stadiums, the sports world
relies on Hunter.

The Sports World Relies
on Hunter Rotors

Qualcomm Stadium, San Diego, CA - Site of the 1998 Super Bowl

In ] 21}, 8 -~

The Irrigation Innovators

Hunter Industries Incorporated * 1940 Diamond Street, San Marcos, California, USA 92069
For a FREE new catalog : 800-733-2823 + Fax : 760-471-9626 * www.Hupterindustries.com
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For hard wrking, long *

lasting and priced right
Tools That Work, call
AM. Leonard.

For a FREE
catalog call

1-800-543-8955

or mail the
request below.

PO. Box 816 » Piqua, OH 45356 }

Open 24 hours everyday
Fax: 1-800-433-0633
Web: http://www.amleo.com
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(continued from page 60)

tion fee for a first visit, and that developing
a plan generally runs from $150 to $500.
The $45 consultation fee is waived if the
prospect has Adsit go ahead and develop the
plan.

Steve Pattie, president, The Pattie Group,
Chesterland, Ohio, is highly selective in what
type of client he wants his company to serv-
ice. To determine whether the prospect is a
good fit, the individual is given a complete
rundown of all the services and fees that will
be involved in the process including hourly
rates for designers and minimum plan fees.

“We provide a lot of specific informa-
tion, and that weeds out the prospects that

o

Customer Q&A

.0ooﬂoooooﬁoooo,’oo\ooot.o.o

f putting the customﬁ*s landscap&‘dreams onionr
fo get the customer to expresshis orther dreams during the initial

had no idea what kinds of services our com-
pany provides,” stressed Pattie.

FACETO FACE. The initial meeting is arguably
the most critical step, because so many tan-
gible and intangible factors come into play.
Proper dress, a positive attitude, good listening
skills, and preparation are all important.
Griggs advocates using the drive time to
the prospect’s house to get psyched up for
the meeting. First, he recommends, try to
shake off any previously negative experiences
from the day and arrive with a clean mental
slate. Clients can sense a lack of confidence.

it
£

*

¥

(continued on page 64)
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L N ]
is the noal\the d questioning

timi‘

In gathering informationffom potential clien

ts, designers wi The?ame
Chesterland, Ohio, have a set list of questions prospects before 13

started. Below are the questions asked:

Mmmtmmemofthwm&ymmumw-ﬁwmm.
building plans available? Do you plan any additions? Do you plan to change the color of your

house? How long do you plan to live here?

wmummmmmmmmmm;
and access of walks adequate? Are there any property drainage problems, including the
basement, and where are they? Are there any underground utilities? Is there an existing
sprinkler system? Is there a septic system? Is there a well? Are your storage facilities
adequate? Do you store firewood? Is privacy needed? Are there any important views fromthe
house or on the property? How many people are in your family? Are recreation or play areas
needed? Are you interested in landscape lighting? Where is the electrical box located? Is the
basement finished? Do you have pets now, or do you plan to have pets in the future? :
Outdoor Living Area: Do you entertain often, and if so, what is the average number of guests?
Are you interested in creating a deck or patio, and if so, what would be the preferred building
material? Will you want special outdoor electrical appliances, such as a stereo system, phone or
outlets? Will you be preparing food on a gas grill requiring a gas hookup, or a firepit? Are you
interested in garden structures such as gazebos or arbors? Are you interested in an above
ground, in-ground or lap pool, or a hot tub? If so how large? Would you want a pool cabana? :
Planting Considerations: What preferences do you have in terms of garden style? Any color
preferences? Would you like to include garden art, sculptures, waterfalls, fountains, ponds,
lakes, or a vegetable or perennial garden? Are you interested in attracting wildlife? What is
your favorite season? Do you have any favorite plants? Who will maintain the landscape?

Finally, it's time to ask about the construction budget and the prospect’s list of priorities.
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¢ ONE manona GRASSHOPPER

is your most productive crew,

;' think what TWO ora FLEET will do.

Grasshopper is Number One in productivity, because a single Grasshopper can
outmow traditional riding mowers and a trailerload of walk-behinds.

« Zero-radius, outfront deck design and responsive dual- » Maximum operator comfort with iso-mounted,
lever steering eliminate most secondary trimming, high-back seat lets you stay in the seat at ;
» Combo Mulching™ Deck® lets (S R 7 S ﬁmamcmgg&m f
you bag, discharge or mulch s fio fafioue y |
without changing decks. gue. |
* Quik-D-Tatch® mounting * g%cg%'i{?'day |
system® lets you switch deck ty |
?nizes and add attachments Move up to |
inutes wi ’
SR W GRASSHOPPERABILITY
’ tic-welded stee o " e grass 'hop’ ity 7,
construction and specially ~ { = " the ability tofa%lln
de<51gned components, such “When you mow close to 15,000 lawns a week, your the right moves for
as fu[]y enclosed dual equipment must deliver maximum productivity with ; ality ahd
hy drostatic direct drive. for virtually no dowr;dme. I kttzou; of r‘:z;;ltheramadgne that mgy‘{; pntzyﬂt;‘ghmly
g 3 can even come close to stqying a Grasshopper.” b
reduced downtime. Dan Copeland, S & D Lawn Maintenance
*patent pending Safety Harbor, FL

American Landscape

Menomonee Falls, W1

‘‘‘‘‘

Call or write for the name of your nearest dealer and a “hands on” demonstration.

The Grasshopper Company « One Grasshopper Trail » P.0. Box 637 * Moundridge, KS 67107 U.S.A.
Phone: (316) 345-8621 « FAX: (316) 345-2301
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(continued from page 6 52)

Then, review the questions you want to
ask in your mind, and think about what will
set you and the company apart from poten-
tial competition in the customer’s mind.

Once in the meeting, the focus should
stay on the client and their needs. “Avoid
phrases such as, ‘If this was my house, |
would...,”" said Griggs. “Never talk in terms
of what's important to you. Listen twice as
much as you talk.”

“When I come our to see a potential
client, they're talking and I'm listening,”
concurred Pyles. “I try to pick up non-verbal
cues on things they like or don’t like.”

To avoid potential misunderstandings,
Pattie insists that married couples meet with
him orhisstaffrogether. “More often than not,
you'll get two different points of view on the
landscape, and that first meeting is the time to
get those issues resolved,” he explained.

During the discussion, contractors have
found that keeping a set of questions handy
is a good way to make sure that all the

information is covered and gathered. (The

‘people are looking for a free design or plant replace-

ment, Pyles recommends a garden center or a smaller
Y g

landscape firm better equipped to handle the work.

questions from Pattie’s form, which the sales
person fills out as he or she talks to the
potential client, are in the sidebar on page
62). Pyles will leave a questionnaire with the
client after the first meeting for them to
complete and fax or mail back.

Once all the information is gathered,
Griggs noted thatit’sa good idea to summa-
rize your perception of what was discussed
and have the potential client confirm that it
is accurate. Griggs will then tell the pros-
pects what the timetable of events will be in
the coming weeks. If the next step will be a
landscape plan, then a contract to draw up
the plans should be presented. “Be sure you
can meet their schedule — always under-

promise and over-deliver,” he cautioned.

Pattie will discuss the client’s budger to
getan idea of whether their expectations are
realistic for what they are willing to spend. In
addition, the idea of completing the project in
phases rather than in one chunk can be
discussed, which spreads a larger total cost
overalonger period of time. “We commonly
have projects that extend from three to five
years in a series of phases,” noted Pattie.

Follow the preliminary steps properly,
and many times the plan presentation and
follow-up is a formality to the sale. It all
comes down to giving the client what he or
she wants.

The author is Managing Editor of Lawn &
Landscape magazine.

Power Blower B

Now there are more reasons to

—

Slip Scoop

Trencher

Lawn
Sweeper
l Power Angle Blade

Stump Cutter
Mig. in Daiton, OH

h d ° Rotary Sweeper
get attached to a Steiner.
What makes the Steiner the hardest working turf tractor you can
own? Start with unmatched versatility. With 20 available Quick-Hitch
mﬂ%ﬁawm‘“ attachments, including a new V-blade and core aerator, the Steiner does o
Mulching Mower the work of up to 20 single-purpose machines. In minutes, it becomes a
chipper/shredder, snow blower, lawn sweeper, edger. Whatever the <
job, the Steiner gets it done. L
You'll find more compelling reasons behind the attach-
ments. One turn behind the wheel tells you that nothing Aok o
moves like a Steiner. Constant four wheel drive and a fully
articulated frame allow you to tightly maneuver around
obstacles, while the floating cutting deck follows every
crease and curve. g::‘::f,;,

Best of all, the Steiner is designed,
engineered and built with pride for years of
dependable service. Find out why; for
versatility, performance and
long-term value, people get
attached to their Steiners. Visit
your authorized dealer today.

A turf tractor with a different twist

SteEINER TUrF EQUIPMENT, INC.

289 N. Kurzen Rd. + PO. Box 504 + Dalton, OH 44618 *+ Phone: 330/828-0200 * www.steinerturf.com

Disc Edger a

Reel Mower
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Irrigation professionals all speak
highly of the benefits of irvigation
audits, but its a challenge to find a

contractor who’s performing them

regularly.

By Bob West

LAWN & LANDSCAPE « JANUARY 1998

elieve it or not, some landscape and irriga-
tion contractors actually welcome and so-
licit audits. Of course, these audits are of
the irrigation system variety and are per-
formed by the contractor, as opposed to the
tax audits performed by the Internal Rev-
enue Service.

[rrigation audits are designed to provide
contractors with extensive insight into an
irrigation system they maintain in order to
increase its efficiency and eliminate wasted
water and money.

“A lot of people call it auditing, but it’s
really just trying to irrigate properly,” ex-
plained Mike Barry, a water conservation
specialist with the city of Chandler, Ariz.

Based upon a successful audit, contrac-
tors should find themselves armed with the
necessary information to develop an irriga-
tion schedule for a property that will im-

prove system efficiency and save the cus-
tomer money. “Scheduling is the most
important factor for budgeting,” recog-
nized Barry. “Troubleshooting is good,
but the time you spend watering is the
bottom line.”

PICKING YOUR SPOTS. Not every system is
a suitable candidate for an irrigation au-
dit. Contractors generally consider cer-
tain variables such as the overall applica-
tion of the system and its present condi-
tion before performing an audit.

“The first thing to do is to make sure
you're working with a decent system,”
warned Charles Evans, vice president and
certified landscape irrigation auditor for
Evergreen Landscape, Austin, Texas. “Oth-
erwise, you end up doing the audit only to

(continued on page 68)

Contractors note
that systems
rigaing lage
areas of turf are
most important fo
oudit due to the
amount of water

they use.
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Computer Software
The Perfect Sales Partner For Your Ideas
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UDS Image.Scapes fully integrates wit I i siSlgh as Estimating, Order
Entry, Inventory, Invoicin " features built into the
system are Automatic Lig , shadowing, with
extremely high quality ima the plants, work orders
for the crew, detailed work 1 { s umerous to mention.

ays ahead of its competition so you can stay ahead of yours

UDS The Creen Industry Software Company 800 626 7247 or 616 942 8142
USE READER SERVICE #10




G . c .ﬁ d I
(continued from page 66) emng em e

learn there’s such unequal distribution that 0000600000000 00000000000000000000
the system needs an overhaul.”

“Systems irrigating large turf areas are the hile any irrigation contractor can offer services called “irrigation system audits,”
EOOR L A e utioe OF LI RDR R the Irrigation Association offers a Certified Landscape Irrigation Auditor program
that trains and educates contractors about the auditing process. In addition, a
formal certification such as this allows contractors to differentiate themselves

of water they put down,” commented Ron
Kirkpatrick, supervisor of the southern region
and a certified landscape irrigation auditor,

Landtrends Inc., San Diego, Calif. “More tar- as offering customers the most professional level of service.

geted systems, such as drip systems, deliver The 1A doesn't require any specific amount of field experience for contractors to he

water more directly to the plant material, so it’s certified, although such experience is recommended.

easier to measure their efficiencies and they The certification process contains two steps: successfully completing a landscape

won’t waste as much water.” irrigation auditor training course sanctioned by the IA and passing a written certification
And, as long as the audit and subsequent exam offered by the IA. In addition, contractors desiring the CLIA certification must agree

system maintenance are performed correctly, to operate by the IA Code of Ethics.

the system shouldn’t require another audit “| think it's really important for any company offering irrigation services to have someone

in the company certified,” asserted Ron Kirkpatrick, supervisor of the southern region,
Landtrends Inc., San Diego, Calif. “Becoming certified really opened up my eyes to what was

for quite a while.
“Once the system mechanics are set up,
an audit is performed, and the necessary

improvements are made, another audit going on in the field other than just punching in times on the controllers.”

shouldn’t be necessary,” Kirkpatrick said. Contractors are then required to obtain a minimum of 20 continuing educational units in
“Thatshould get the system operating within order to maintain their certification. For more information regarding the CLIA certification,
60 to 80 percent application efficiency un- contact the IA at 703/573-3551.

less the landscape changes significantly.”

(continued on page 70)

EFFICIENCY
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Daniels builds efficiency into two of
the most innovative products to hit
the snow removal market in years!
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We Go Where You Mow

The Daniels Pull Plow
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- Walker pays back in
- Walkertown. ...c..

. The KEY question is, “Will this
~equipment make us money?”
i Gerry Peddycord of Landcrafters in Walkertown,
|

|

|

North Carolina, wrote us their answer...

.

 “We u&;hased ou Walker mower in

working more efﬁcnently Our
investment in Walker Mowers
has yielded the highest return
compared to any other
equipment purchased
in 23 years of
operation.”
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(continued from page 68)

Just because a system has been profes-
sionally maintained for a couple of years
doesn’t mean it can’t benefit from an audit.
“A lot of irrigation maintenance practices
are followed because that’s the way things
have been done for years, and contractors
think theyalways know what they're doing,”
noted David Schultz, water conservation
coordinator and certified landscape irriga-

tion auditor, City of Glendale Water Con-
servation Office, Glendale, Ariz. “These
audits validate whether or not we do know
what we're doing.”

SYSTEM ANALYSIS. The process for execut-
ing a water audit may not be the cost com-
plex process for an irrigation contractor to
employ, but it certainly is thorough.

VER JOBS

THE

ORIGINAL
L-SHAPED

PAVER

EDGING

SAFER THAN METAL
EDGINGS AROUND
PEDESTRIANS
CHILDREN OR PETS.

Please Call for Your
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in U.S. and Canada
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1-800 EDGINGS (334-4647)

OF PAVER
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72 FT.* OR 15 FT.
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STURDY BLACK
VINYL
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INCLUDED
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124 E. ST. CHARLES RD. « VILLA PARK, IL 60181
PHONE: (630) 833-3033 « FAX: (630) 833-0816
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“The process involves checking all of the
mechanicsofasystem,” explained Kirkpatrick.
“I try to get a site map and I go through the
system mechanically starting with the point
of connection. I check to make sure all of the
heads are on straight and not leaking, check
the backflows, get the flow rates and pressure
— all of the system’s vital information.”

After checking the system’s mechanics, a
key part of the audit is the catch can test.
“The catch can test lets me gera good idea of
how good the coverage is in terms of mean
coverage so | can make sure the same amount
of water is falling near the head as further
away from the head,” Kirkpatrick pointed
out. For this part of the audit, Kirkpatrick
recommended testing all of the same type of
heads together, although he said another
popular method is to group heads based on
the area of the landscape they irrigate, such
as testing all of the turf heads rogether.

Toby Wigmore, a certified landscape ir-
rigation auditor and owner of Greensleeves
Landscping, San Diego, Calif., pointed out
that the irrigation system isn’t necessarily
the only part of the property worth auditing.

“Contractors should also look at the wa-
ter requirements of the plants on the site,”
Wigmore recommended. “Sometimes, the
system works fine, but there might be a big
area of turf that has the greatest water re-
quirements that could be changed to shrubs
to save water.”

MONEY MACHINES? For many contractors,
becoming certified in water auditing repre-
SeNnts an Opportunity to generate new rev-
enues. Very few contractors who have ob-
tained the certification, however, have found
that to be the case.

“One of our intentions was to increase
revenues through water auditing,” recalled
Kirkpatrick. “But thatdidn’twork out for us.”

“We thought it would be a selling tool for
us,” admirtted Evans. “Water is a real con-
cern in our area, and we went through water
rationing until some processing plants were
installed.”

But Evans encountered two problems in
attempting to charge clients for an audi.
“The city of Austin is doing water audits for
free foranyone,” Evans noted, encountering
the same obstacle Kirkpatrick found in
Southern County, Calif.

(continued on page 72)




QUITTING TIME
IS RELATIVE.

Husky’s 225, 232 and 235 engines have powered a line of landscaper

] il : ;
| products so durable that when others wear out, they're just getting broken in.
| But now, through a breakthrough in 2-cycle engine technology, these engines
l : . :
| are even better. That breakthrough is E-tech: a revolutionary engine system
L that reduces smoke and odor without sacrificing fuel economy, high power,
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In addition, there is always the challenge
of educating consumers about the monetary
value of wasted water. “Customers don't
know how much money they're spendingon
irrigation because they don't have submeters
for irrigation,” Evans added. “Those people
that have the meters, want audits, but then
they think the dollar amounts we say we can
save them are too high until we convert their
applications to inches per week and compare
them to the recommended rates.”

Even so, the time consuming nature of
performing audits has led Evergreen to find
a simpler solution. “We have the city do
audits for us,” Evans said.

Evans added that although he wasn’t
aware of any contractors making money
through water auditing, he has heard of a
couple of unique approaches toward pricing
this service. “Some contractors charge a fee
to perform an audit and guarantee they'll
save the customer that much money in water
savings,” he related. “Also, some contractors
will do the audit for free if the customer will

Just because a system has been

professionally maintained for a

couple of years doesn’t mean

that it can’t benefit from an

irrigation audit.
L B L B R

agree to let the contractor have a certain
percentage of the money saved.”

SEEING THE BENEFITS. Although warer audit-
ing hasn't provided much financial benefit
to Landrtrends, Kirkpatrick remains a pro-
ponent of the certification and recommends
it for other contractors.

“Financially, it didn’t pan ourt like we
had hoped it would,” he said, adding that he
has performed four system audits this year.
“But, it has proven educational for us and
allows us to better protect our clients’ water
rights when we do perform an audit or
whenever we’re maintaining a system.”

Evans noted that the CLIA certification

could always be used to the
company’s advantage. “Any
credential you possess can be
of use as a selling ool as long
as the customer understands
what it means,” he said.
Wigmoreisconfident that
the true value of a CLIA cer-
tification won'tbe fully appreciated for a few
years yet, and his reasoning echoed the
thoughts of other contractors. “There is
definitely going to be more of a demand for
this service in the future, with some people
predicting that water prices will double
within 10 years,” Wigmore commented.
“The problem we have now is trying to prove
to customers that they can save money over
time because of a water audit, but I think
people are going to start excluding contrac-
tors from bidding a job if they can’t perform
a water audit.”

The author is Editor of Lawn & Landscape
magazine.
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Introducing the world's most economical 72" machine, the City Slicker... only
fromn Dixie Chopper. Twenty-five horsepower, seventy-two inches of cut, nine-
thousand five hundred dollars, and performance that feels like a million bucks.
You'll think you've hit the lottery! Why pay up to twice as much for a competitive
72 when there really isn't any competition. You get the new Kohler Command

was any faster, you'd have to

series V-twin Overhead Valve engine along with the Dixie Chopper performance
and reliability that cutters everywhere have come to realize and expect. The
"Quad Loop" hydraulic cool and flush loop, stainless steel, oil cooler, and the
operator controlled discharge chute are all standard equipment. The 71 " track
width assures stability while maintaining close trim capabilities. And now with
no payments for six months, the City Slicker just may pay for itself before you
have to make the first payment, providing you have enough work to keep it
busy. If your competition is getting the better of you, pull a slick one on them,

hire a pit crew

check into the new City Slicker
and check out on your competitors.
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convention showcase
By Paul Schrimpf

The Green Industry Expo was a hit with
exhibitors and attendees alike, thanks to a strong
economy and a revamped show format.

£

°

o Below, the outdoor

o equipment he 1997 Green Industry Expo revamped

®  demonstration, its show formar in Charlotte, N.C. and

: moved up to by most accounts it was a big success.

*  Sunday, drew o Exhibitand attendance records that fell this year included
: record 1,700 total square footage of exhibit space (70,700), number of
o aftendees. Photo companies participating in the outdoor demonstration (67) and total
: credits: L&L staff. attendance at the outdoor demo (1,700).

The show added more educational opportuni-
ties on the Saturday of the event and pushed the
outdoor demonstration up to Sunday to allow

attendees to take advantage of Saturday stay travel
savings. And to help increase traffic to the exhibit
area, fewer seminars overlapped with exhibit floor
hours.

The rotal attendee and exhibitor registration
exceeded 5,000, according to GIE show officials.
Registration for the Associated Landscape Con-
tractors of America programs increased 38 per-
cent, totaling more than 1,300 reg-
istrants. The Professional Lawn Care
Association of America drew 595
attendees, up from 542 in 1996,
and the Professional Grounds Man-
agement Society hosted 292 mem-
bers, besting the 1996 registration
of 240.

The 1998 GIE
Show is scheduled for
Nov. 13-17, at the
Opryland Hotel in
Nashville, Tenn.

i b
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The roundtable breakfast
meetings are omong the
most popular attractions
of the show, where
contractors share ideas.

Above, contractors took
advantage of the opportunity
to try before they buy. Bottom
left, Dale Elkins, vice
chairperson, exterior landscape
division of the Associated
Landscape Contractors of
America, oddresses members at
an organization function.
Below, the GIE Show filled the
Charlotte Convention Center
with 70,700 square feet of
exhibits, a show record.




This is no place for wimpy, underpowered,
dime store trimmers. To rule your turf,

the previous model and weighs less.
A special vertical heavy duty air filter

you've got to start faster, run longer \ is practically self cleaning and

and finish first. Professional landscapers «4 _¥ significantly reduces maintenance
know they can rely on STIHL for the power / time. The STIHL exclusive IntelliCarb™
and dependability to get them through the / optimizes carburetor operating conditions,
day...day in and day out. ," even when the filter gets dirty.

The new STIHL FS 120 professional The STIHL FS 120...Landscaper Tough.

trimmer makes short work of tough jobs. For more information or for the name of your
An all new 30.8 cc engine produces an vA nearest STIHL dealer, call 1-800 GO STIHL
incredible 45% power increase over ‘ (1-800-467-8445).

STIHL
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Uniforms aren’t just
for looking sharp.
They can boost
employee morale,
upgrade company
image and improve
teamwork.

By Paul Schrimpf

hen uniforms were first
becoming popular for
service workers and
manufacturers, their
function was more about
safety than anything else.
Today, while the safety aspect is still a
concern for many industries, the uni-
form concept has been adapted to serve
other purposes. Terms such as “team
wear” have taken the idea of the uniform
to a higher level.

There are many ways that contrac-
tors in the lawn and landscape industry
have found to get their employees in
uniform without breaking the bank. And
the uniform and garment industries have
responded to the demand by offering

LAWN & LANDSCAPE « JANUARY 1998

contractors a number of product, pur-
chase and lease options.

USING A SERVICE. A number of indus-
tries trying to portray a professional
image have moved toward the use of
uniforms, and, consequently, there is no
shortage of suppliers of work wear in
endless styles and colors.

Therearealso several companies that
offer laundry services that pick up dirty
uniforms, clean them, repair them, and
return them ready for use by service
crews. For many lawn and landscape
contractors, this option is appealing be-
cause it can reduce some of the variables
involved in keeping crews in matching
outfits.

Contractors say that
uniformed employees
present a professional
appearance to diients and
onlookers, improve morale
and create a sense of
teamwork. Credit: Ruppert

G&K Services, Minnetonka, Minn.,
is one of several full-service uniform

providers. They work with contractors
to create the design, purchase and em-
broider the garments, and provide the
laundry and uniform maintenance ser-
vices. Jeff Hartman, marketing commu-
nications manager with G&K, noted
that contractors can either purchase the
uniforms outright or lease the uniforms
from hiscompany. Variousservices can be
negotiated as part of the service con-
tract, including replacement of destroyed
clothing and damage repair.

Jon Cundiff, president, Turfs Up
Lawn Service, Lee’s Summit, Mo., has
been using a uniform cleaning service to

(continued on page 78)
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(continued from page 76)

keep his crews looking professional and con-
sistent every day.

“We used to purchase uniforms for the
crews, but over time they got worn and torn
and theapplicators just weren’t looking pro-
fessional,” noted Cundiff. “That perception
is critical to us.”

The service Turf’s Up uses provides 11
sets of uniforms for each crew person. Five

clean uniforms are provided at the begin-
ning of each week, and after five working
days the service picks up the dirty uniforms,
and brings back the other five ready to wear.
The service Cundiff uses also will repair
damaged uniforms before returning them.
The eleventh uniform allows the employee
to have one to wear on uniform pick-up day,
allowing for schedule flexibility.

" Pull

StoneWw
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core system provides superior
connection with geogrids.
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Whatever the scale of your retaining wall projects, no other
segmental retaining wall system compares to the natural stone
beauty, created by the perfectly proportioned, offset split texture, and
unsurpassed strength of StoneWall SELECT.

CAD details available on our web site at

Innovative Concrete Design

Corporation

www.selecticd.com
3934 North Ridgefield Circle
Milwaukee, WI 53211
Toll Free 800/394-4066
Phone 414/962-4065
Fax 414/332-9678
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hat can a uniform do for the
individual and company? In
1996, G&K Services,
Minnetonka, Minn., surveyed
2,500 clients to find out what impact wearing
uniforms have on their businesses. Here's a
summary of what they discovered:
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Along with ensuring consistency, having
auniform provides the added employee ben-
efit of not having to launder work clothing,
Cundiff pointed out.

In terms of cost, he said that employees
share about half the cost of the uniform and
laundry service. He estimated that it costs
$26 per new employee to start up the service,
and about $6 per employee per week to
maintain the service. Turf’s Up uniformsare
pinstriped, and feature the technician’s name,
company logo and logo of the Professional
Lawn Care Association of America.

To reduce the impact of employees who
decide to leave the company soon after start-
ing, Cundiff keeps a few extra sets of uni-
formsin-house for new hires. “They get their
own uniform once they've become licensed
and can go out on their own,” said Cundiff.
“It’s a sort of probationary period.”

There can be some disadvantages to the
system, however. Michael Scian, president,
Scian’s Landscaping, West Berlin, N.J., said
that after three years of dealing with a uni-
form company, he’s made the decision to
return to purchasing uniforms and having
his employees be responsible for their own
laundering.

Thebiggest issue has been employee turn-

(continued on page 80)
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LAWN MAINTENANCE INDUSTRY

CELEBRATING OUR 30th YEAR!

200 gal. poly baffled tank unit
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M Electricreel
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M Custombuilt units available

OLDHAM CHEMICALS
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1-800-888-5502
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A ﬁrofessional valve installation
with the Multi-Valve Assembly from Olson

The MVA provides economy and convenience by elimi-
nating the need to purchase and assemble the many
components formerly required to install multiple automatic
;"confrol valves. Available with

. 4,5 or 6 valves, the MVA is
factory built and factory tested, OLSON
ready to connect to the power IRRIGATION
and water sources. SYSTEMS

when water counts

10910 Wheatiands Ave. / Santee, CA 92071 / 619 562-3100, 800 770LSON / FAX 619 562-2724

Components required fo
assemble equivalent
conventional installation

MVA-100
from Olson
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(continued from page 78)

over in the ranks of his 90 field employees. “There’s always lag time
between the time you hire an employee and when we can get them a
uniform,” Scian explained. “In general, it takes two weeks to get the
uniform cycle going for a new employee, and we always have one or
two new employees coming in. And I really hate to ever have anyone
out of uniform.”

The other problem has been unaccounted for uniforms, which
neither the employee nor the uniform company takes the blame for
losing. “There’s so much administration involved in checking the lots
to make sure the system is working properly,” explained Scian. “I

(continued on page 82)

Anples to Apples

omparing garment quality can be very confusing, especially
with some of the comparative terms that are used to
differentiate one type of garment from another. Julianne
Perrigo, marketing manager, Corporate Style, Panama Beach,
Fla., noted some things to keep in mind.

First, be sure that the fabrics chosen are pre-shrunk. Ask the
manufacturer if the fabric will shrink over time, which could hinder the
longevity of the garment's use.

Second, be sure you understand the meaning of the fabric weight num-
hers used by manufacturers. The fabric used to construct garments is
measured in two ways: ounces per square yard and ounces per linear
yard. And each measurement represents a different scale of thickness
and durability, For example, a 7-ounce per linear yard garment would
feel significantly different than a 7-ounce per square yard garment, Get
samples of the fabric, Perrigo recommended, and feel the quality for
yourself, 1t's also a good idea to get a sample of the garment to check
the guality of the inside finish of the fabric, especially the seams.

Another fabric consideration is the type of stain protection built into
the fahric, according to Allen Crane, senior marketing manager, garment
marketing, G&K Services, Minnetonka, Minn. Different chemical
treatments provide one of two features for stain prevention: soil
repellant and soil release. Repellants actually keep soil from entering
the fabric, whereas releases allow the fabric to release soil that enters
the fibers when detergents and water contact it.

Next, be sure you're purchasing the correct size. For the last five or
10 years, the garment industry has gotten away from standard sizing, so
the $-M-L-XL sizes can be deceiving.

Finally, don't be afraid to get several bids. The uniform and custom
garment business has grown more and more sophisticated, and many
manufacturers and uniform service companies offer in-house designers
to help you create the corporate image you want, — Paul Sehrimpf
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have one person that spends two hours a
week on this, and itisn'tsomething I want to
spend a lot of time on.”

ONTHEIR OWN. Many contractors have opted
to purchase uniforms and give employees
the responsibility of cleaning them. In these
cases, the employee usually pays for part or
all of the garments, at least in the first year.
For most companies, the “uniform” is actu-
ally from the waist up, but contractors in
general require a certain type or color of
pants, such as khakis or jeans.

Northwest Landscape Industries,
Hillsboro, Ore., gives employees a $60 al-
lowance two times each year to purchase
clothing, according to Bob Grover, vice presi-
dent, landscape management.

A variety of clothing is available from t-
shirts to sweatshirts, golf shirts and jackets,
while pants and foorwear are the employees’
responsibility. Employees can choose the
clothing they wish to purchase. The allow-
ances are broken up to give employees a

What's Hot

ulianne Perrigo, marketing manager,

Corporate Style, Panama Beach, Fla,, said that
the hot color trend in corporate fashion is
forest green, khaki and maroon, overtaking

the former color rage, jade and raisin.

However, to avoid getting clothing that quickly gets
dated, and to ensure that the colors you order will be
available for years to come, Perrigo often recommends

the basic four: navy, white, royal biue and black.

chance to order light clothes for the summer
months and heavier clothes for wintertime.

The Groundskeeper, Tucson, Ariz., sup-
plies crew people with three shirts for free
when they start working there, which costs
$6 for short sleeve and $7 for long sleeve
styles. Thereafter, employees can purchase
additional clothing through payroll deduc-
tion. “We'll spread the cost out over a few

checks for them so the impact
isn’tasgreat,” noted Jay Strauss,
human resource assistant. Hats
are usually supplied, because
they fade so quickly in the hot
Arizona sun.

At Ruppert Landscape, Ash-
ton, Md., new employees re-
ceive hats and t-shirts, and the
company pays for half of the
costof jacketsand sweatshirtsin
the first year, said Kathleen
Sheertz, director of employee
communications. After that,
employees are on their own.

No matter how a uniform program is
implemented, contractors who insist on a
consistently uniformed work force believe
it's the best way to express professionalism to
clients and onlookers, and to instill pride in
crew people for the work they do.

The author is Managing Editor of Lawn &

Landscape magazine.
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make your billing easy and accurate.
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any factors influence the design, installation and ongoing

Maintainable
landscapes

depend on

maintenance of landscaping, in both publicand private green
spaces. Not surprisingly, the purpose or function of the site

is a major determinant in the choice of plant material.
However, the costs of purchasing and upkeep are scruti-
nized very closely today. Inexpensive plant materials often seem

/)dl)ing tbe like the most logical choice. Despite the initial economy of the purchase, they

are not necessarily the most cost-efficient choices in the long run because,

Proper Phnts m ironically, it is hard to justify expensive maintenance for a low-cost planting.
¥ . The result is an area that is over-grown all too soon.

lOCdtlom Sulted to Another possible means of meeting budgetary restraints is the use of low

maintenance plants. Indigenous materials are often the choice. Yet, even

their specific

need; ments — especially in rural areas and parks — to be truly successful. It is the
.

indigenous plants must be sited in locations that meet their specific require-

natural range of distribution and the genetic quality of the plant material that
determines whether the plant or shrub will thrive under any given circum-
stances, whatever its original habitat.

B}’ Car0[ Sutton The leastamount of care is generally required for those perennials thatstill

retain many of the characteristics of their wild forebears. Aster divaricatus,

Viola (Violet), Geranium macrorrhizum, Ligularia (Golden-ray), Aruncus
dioicus (Sylvan Goat's-beard), Lysimachia (Loosestrife), and many ferns are

just a few examples of these hardy plants.

Similarly, ground covers do not have to be limited
to Hedera(ivy) or Vinca (periwinkle). There are many
other varietics that accomplish the same purpose yet
provide a more interesting visual effect, e.g. Alchemilla
mollis (Lady’s Mantle), Geranium, Lamisatrum (Dead
Nettle), Symphytum(Comfrey), and Waldsteinia(Bar-
ren Strawberry).

In short, the truly economical choice is the plant
that is viable in the long-term, taking into consider-
ation the cost of herbicides, pesticides, and the result-
ing impact on maintenance costs.

(continued on page 86)
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Above, the Viburnum
“Eskimo,” like most
viburnums, whether used
in mixed plantings or in a
hedge, may attract and
shelter birds. Below and
left, the butterflybush,
Buddleja davidii ‘Pink
Delight,” is well named
for its ability to attract
these graceful insects.
Credit: UJS Communica-
tions
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1260, for example, rips through jobs with a lot more power than the rest of the 24cc class. Yet it weighs nearly a pound less. More
power. Less weight. A trait (along with our 7-day money back guarantee) found in all our commercial-grade trimmers—the industry’s
widest line. Shindaiwa doesn’t just pounce on the competition. We tear them to shreds. Call 1-800-521-7733 for a dealer near you.

1230 1260 ‘_ 1270 1350
22 5¢¢/1.1 hp/9.5 Ibs 24.1cc/1.4 hp/11.0 Ibs 27.2¢¢/1.5 hp/12.3 Ibs 33.6¢c¢/1.8 hp/14.9 Ibs

v

' shindaiwa

shindaiwa.com 1996 Shindaiwa Inc.
USE READER SERVICE #69



proper planting
(continued from page 84)
A MIX IS BEST. Herbaceous vegetation, com-

bined with shrubs and trees, creates land-
scapes like those designed by Mother Na-
ture, giving a natural feel to public spaces. By
contrast, borders composed of just one vari-
ety of shrub appear artificial and cannot be
kept free of weeds without herbicides.

Also, a combination of plants that have
vegetative force will suppress unwanted
weeds. That’s not all; other beneficial effects
include the following:

* Climatic— Plantings can act asa wind-
break, also protecting against noise and sun.
Forexample, Tilia cordata‘Roelvo’ (Littleleaf
Linden), planted in a group, provides a
welcome, shady spot in which to sit.

* Perceptual — Color, scent and the
sound of wind in the leaves adds a special
dimension to any landscape; consider Poten-
tillafruticosa(Bush Cinquefoil), Acer negundo
‘Flamingo’ (Box Elder), Amelanchier
lamarckii(Serviceberry), or Cotoneaster prae-
cox ‘Boer’.

* Architectural — Trees and shrubs can

empbhasize the spatial effects
of a particularssite or define a
location (i.e. the street with
the red-flowered trees); e.g.
Acer platanoides ‘Colum-
nare’ and ‘Autumn Blaze’
(Norway Maple), Corylus
avellana ‘Contorta’ (Euro-
pean Hazel) and Aesculus
carnea (Red Horse Chest-
nut) ‘Briotii.

* Ecological — Many
plants invite birds, bees and
butterflies into urban neigh-
borhoods; e.g. Buddleja
davidii ‘Pink Delight’ and ‘Summer Beauty’
(Butterfly-bush), Hippophae rhamnoides
‘Leikora’ (Common Sea-buckthorn), and
Cornus alba ‘Siberian Pearls’ (Siberian Dog-
wood) are just a few of the possibilities.

* Cultural/bhistoric — Some trees and
shrubs carry traditional values and habits;
e.g. Syringa meyeri ‘Palibin’ (Meyer’s lilac),
Hydrangea serrata (ak.a. H. macrophylla

serrata) ‘Benigaku’, and Viburnum opulus
‘Sterile’ (European Cranberry-bush).

* Economic— Although difficult to quan-
tify, significant use of green space can help
attract individuals, industries and compa-
nies to an area, thanks to the quality of life
imparted by harmonious surroundings.

Thus, the most cost effective approach

(continued on page 97)

Professional Water Gardening Classes

Choose from these informative sessions - or take them all!

ONLY

See Us In
Charlotte!

j| Epoxy Primer, Enamel Paint

i| 200 Gallon Poly Tank, Jet Agitation

Honda 5.5 HP Engine

Udor Kappa 40 Pump (10.9 gpm @ 560 psi)
Hannay E-1526 Reel, 12-volt rewind

300" 1/2ID 600 psi PVC Hose

Chemlawn Gun or JD9C

MANY SIZES and STYLES AVAILABLE

G.iﬂ?_' N SPRAYING
Clark, EQUIPMENT

PO Box 8 Le Roy, NY 14482
800-706-9530 716-768-7035 FAX 716-768-4771

= = @ =
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I, Buito A CompLETE POND AT OUR YORKVILLE FACILITY

We have set up an indoor earthen pond construction site where students can prac-
tice the actual hands-on installation of a liner pond. Limited to 20 students/class.

Sign up erly!”

Jan. 6,8,20 s
Fa.3,17 99
M. 3,17, 24

Il. Pono DesiGN, CoNSTRUCTION & SALES TECHNIQUES b
We will use lecture, workbooks, lides, videos and construction materials to pass on

Ou&mous

227599
FROM DATES"

our experience in managing a pond construction business from marketing, and mak-

ing sales calls,to the design, estimating, installation and maintenance of ponds. Sign up today!

Coming toacityor  Feb5 Orlando, L Feb 19 Cincinnati, OH Mar 10 Philadelphia, PA

town near you! feb6  Detroit, MI feb20 Columbus, OH Mar 12 Newark, NJ

Jan 12 Toronto, Can feb9 Atlanta, GA Feb20 Louisville, KY Mar 16 Boston, MA

Jan 19 Los Angeles, CA feb 10 Kansas City, MO feb 24 Minneapolis, MN Mar 18 Buffalo, NY

Jan22 Phoenix, AZ feb 16 Augusta, GA Mar3  Cleveland, OH Mar 19 Albany, NY

Jn23 Okdahoma City, K Feb18 Birmingham, AL Mar 4 Pittsburgh, PA Mar 27 Des Moines, (A

Jan26 Denver, CO feb19 Indianapolis, IN Mar 6 Baltimore, MD Mar 31 Madison, WI

Ill. Apvancep WATERSCAPING One CLASSROOM $°"“
Day,

This course is targeted towards those designers, architects, landscapers and mm 9

installers wishing to obtain 2 solid understanding of large water feature design

and installation. Lear to buid custom biological filters, use multiple skimmers, large pumps, large rocks, integrate
concrete and stone, plan and estimate large jobs. Sign up today!

feb10 Atlanta, Ga
Feb21 Louisville, KY

Mar 7 Baltimore, MD
Mar 17 Boston, MA

Jan 20 Los Angeles, CA
Jan21 Demver, 0

Mar25 Chicago, IL

Al datessujectto change. Contacu formre ates and detaed clas dscrptions. Clsses S8 i advance, 129 at dooc

Call +-888-PICK PSA (425772 to Sign up Now!

Pond Supplies of America » 1204 Deer Street » Yorkvile, IL 60560
P (630) 553-0033 » Fax:(630) 553-9618
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equate the running ofacontracting business to the flying ofan

F-14 jetfighter through the Grand Canyon. You drop into the
canyon at Point A, which is Jan. 2 of any business year. You
fly 300 fectabove the canyon floor with the walls of the canyon
1,000 feer off each wing, You have to fly in a perfectly staighe
line to Point B, which is Dec. 31 of that business year. You
want to arrive with a profit — preferably a hefty one.

On the floorboard of your plane are two pedals. You must
keep the pedals even with each other. If one pedal gets out of
line, the plane will begin to “yaw” and turn into one of the
canyon walls.

“So, what are these two pedals in the jet fighter called in my
business?” you ask.

One is the amount of overhead you must recover in a
business year. The other pedal is the amount of business you
must do in a fiscal year to have enough money to recover that
overhead and to make a profit besides. Let's say that your
overhead is $100,000. You have determined that you must do
$400,000 in sales to recover that overhead and make a profit.

You drop into thecanyon on Jan. 2, bucby May 15 you see
that you are behind your sales goal and that you are not going
to do $400,000 in sales. You will be lucky to do $350,000.
Your pedals are now out of line. What is your plane doing? It
is yawing. And, if it continues to yaw, you will crash your
business into one of the walls of the Grand Canyon.

Now, if you were really in the Grand Canyon, and your F-
14 plane began to yaw, what would you do in a hurry? You
would either push the left pedal forward or let off the right
pedal until the pedals lined up perfectly. Do the same with
your business. Push the sales pedal forward, or let up on the
overhead pedal.

Overhead is a fixed cost. It does not rise and fall based on

what you charge for a certain job. You do not need to find out

LAWN & LANDSCAPE « JANUARY 1998
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what others charge foreverhead and charge
the sames thmlj; not charged, it is
recoyered. And you do not make any profit
until you recover your overhead. To do this

head within thar budget, allocate overhead
properly and recover it,

1 know a landscape construction com-
pany that has an accountanewho is very nice,
except on Jan. 2. She comes in halfan hour
before everyone else on this day and, with a
wicked grin on her face, she turns on her
computerand putsan invoiceinto the printer.
She prints out a bill to the management of
that company for the amount of overhead

the company must recover in that business

year and leaves a copy on each person’s desk.

When the staff comes in recling from
New Year’s Eve festivities and football, they
are faced with that invoice. They must real-
ize quickly that their plane has taken off and
is descending into the Grand Canyon. They
know they'd betterkeep their pedals even so
they can arrive safely at the other end of the
canyon on Dec. 31 —witha profit. The staff
knows where they stand and that they had
better go out that year and get enough work
with enough overhead allocated on it o
recover that overhead and to make a profit.

I recommend that contracrors keep track
of the number of overhead dollars that must

be recovered in a year in a computer spread-

sheet program or on a piece of paper. Every
time you sign a contract for a new job,
subtract the amount of overhead you have
built into that bid from the year’s toral.
Make sure that within a business year, you
doenough work to bring the overhead dollar
figure down to zero.

The staff of the landscape construction
companywith the good accountant does not
even talk about profit from January through
mid-November because they consider that
there is none. Any money collected above
what it costs todo a job goes to pay overhead.
The accountant keeps track and when the
overhead is recovered, she puts a copy of the
original invoice on everyone’s desk stamped

/4 key part of recovering a company’s overhead is first being able to identify what specific costs comprise the overall
corporate overhead. Vander Kooi & Associates, Littleton, Colo., recommends companies classify the following costs as overhead

items:

Advertising $ Small tools and supplies $
Depreciation (office equipment & furniture) $ Taxes — business $
Donations $ Telephone $
Dues and subscriptions $ Travel and entertainment $
Insurance (office items, health/life) $ Utilities $
Interest and bank charges $ Yard expense $
Downtime $ Overhead vehicles $
Labor burden (downtime) $ Radio systems $
Office supplies $ Miscellaneous $
Professional fees $ Licenses, bonds $
Rent $ Education $
Salaries — office $ Uniforms $
Salaries — officers $ Computer system $
Labor burden (office) $ Bad debts $

88  LAWN & LANDSCAPE « JANUARY 1998




Once overhead is paid off,
any dollars collected above
costs for the remainder of

the year can be applied
directly to profit. Profitable
companies reach this
break-even point by
November.

“Paid in Full." At that point, they have a
party — A Break-Even Party. Rightafter the
party, they put the pedal to the metal, be-
cause everything else they collect over costs
for the rest of the year will be the company’s

profit for the year.

PROFITABLE LOSSES. Here is a point contrac-
tors must understand: You can make money
on every jobyou perform, but lose money as
a contractor forthat year. Some contractors
do not understand what jobcosting really is.
Job costing takessthe original estimatéeof
costs to do ajjob and compares it with the
actual costs to do the job. Thisis doncat the
level of costs: This'is why.it's called job
costing. Some contractors. take ‘their job
costing to another level. They add overhead
to costs and subtract costs with overhead
from the contract amount to see if they have
made a profit. That is no longer job costing,
it is generating a financial statement or a
profit-and-loss statement on each job.
Now, I don’t mind if a contractor does
that, but he or she must understand the basic
principle of job costing. You see, each of

those financial statements on individual jobs

is a just snapshot. The company and its
profitability are a mural made up of those
pictures. Individual pictures may look pretty
good, but the company mural can look real
ugly. Why would iclook ugly? Because there
are not enough pictures in that mural with
enough overhead allocated in them to cover
the company’s entireoverhead. This is why
you can make money on every job you
perform, butstill lose money asa contractor.

Why not just add more overhead to the
work the company is getting? Because there
is a fine line of the right amount of overhead
that can be charged on a job depending on
the kind of company doing certain kinds of
work in'€ertain areas. The goal for each
company 1§ to find:che fine line that both
gets you work and recovers your overhead.

For now, think of it this way: Contrac-
tors actually makeall of their profit in four
to six weeks, From January through mid-
November;, they arc just recovering over-
head: Somerime in mid-November, they
start making profit— everything they do in
the last four to six weeks of the year is their
profit for that year.

[ had a contractor call me just before

Christmas one year. | think he waited until
then on purpose. His company had broken
even the first of October, which left them
cight weeks into their business year. He said
that they billed more work during those
cight weeks then any other eight-week pe-
riod the whele yearand drove the profitinto
the high six figures.

I always geta sick fecling in autumn and
around the holidays — and it’s not because
of the holiday goodies. First, thereis hunting
season. Then they are playing Christmas
music down at the mall. It's the holiday
season and contractors put their planes on
autopilot. At the very time they are making
a profit, they slow their efforts. I get sick
when I think of all the tens of thousands of
contractors who have worked very hard to
recover their overhead and are finally mak-
ing a profit, but who coast out the business
year just when they could be getting ahead.
Remember this next year when you're flying
through Ocrober toward Dec. 31!

The author is president of Vander Kooi &
Associates, Littleton, Colo. He can be reached
at 303/697-6467.
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v
MILITARY TRAINING
APPLIED TO LAWNCARE

After 27 years with the U.S.
Marine Corps, Gary Cooper
retired in 1986 to focus on his
lawncare business, Cooper’s
Lawn Aeration Service, which
he started in 1973.

With 7 million square feet
to maintain each year,
Cooper’s crew visits most
customers eight times a year.
The company’s program in-
cludes two fertilizer and weed
control applications in the
spring and “Roots and Iron”
treatments in the summer for
the primarily turf-type fall
fescue properties it handles.

“We've found that when
this stuff is applied four times,

PRODUCT PROFLE

it quadruples the root mass of
what you’re growing in a one-
year period,” he said.

“They call the tidewater
area the fungus capital of
Virginia,” continued Cooper.
“If you go on any lawn at any
time during the summer,
you’ll find brown patch. We
also have problems with dollar

spot, fusarium and Pythium.
So we offer fungus control on
a 30-day basis during the
summer. We've used a host of
products, but the problem
with most of them is that they
only last two weeks.”

Last year, Cooper used
ProStar® Fungicide for the
first time. His crews applied

the AgrEvo product at the
lowest labeled rate, using a
hand-held, double-wand
sprayer at a pressure of 45 psi.
Cooper found the treatment
gave him extended control for
up to 30 days at 90 percent
effectiveness.

“We felt ProStar gave us
the best control of brown
patch we’ve ever found,”
Cooper noted. “Labor savings
were tremendous because we
sprayed monthly instead of
every two weeks. We feel
confident applying the
material up to 30 minutes
before it rains and resuming
spraying as soon as the rain
passes. Plus, the water-soluble
packaging is excellent.”

— Debbie Clayton

Circle 200 on reader service card

per minute.

spreader.

cial properties.

(330) 966-4511

® Spreads and sprays over 4000 sq. ft.

® Zero turning radius for maximum
maneuverability.

® Full hydrostatic drive.
e | 2’ break away spray boom.
® 150 Ib. capacity; 3 speed electric

® Designed for residential and commer-

(800) 872-7050
FAX (330) 966-0956

USE READER SERVICE #79
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Industry’s most
mmteractive
website is here.

www.lawnandlandscape.com



http://www.lawnandlandscape.oom

-

Creatjve |
curb .,

S jor PREE
S peo Video S5

|

|
|

® | ow maintenance
e Create various shapes, sizes and colors
® Self-propelled, electric or gas powered
® Residential, commercial and golf course uses
e Add to your services and bottom line
- material costs average $.40 per foot
® Durable curbing is freeze thaw tolerant

~ 1-800-292-34%3
Concrete Curb & Landscape Border Equipment
Fax 714-587-9680+714-587-8488 5 Chrysler * Irvine CA 92618

ELS - SPREADERS .

Your #1 Stop Parts Warehouse.
Over 100 Models of Sprayers Available!
More than 2 Million Dollars
Worth of Parts Inventory.

WESTHEFFER COMPANY, INC.

e D)
To Order Call 800-362-3100 Or Fax 800-843-3281
PO. BOX 363  LAWRENCE, KS 66044

(785) 843-1633 * FAX (785) 843-4486
www.westheffer.com ® email: westheffer@idir.net

T XVWOTd - H0an - 13r07Td - T139-VHOAH - OYdAH :SdWNd

HOSE: GREEN GARDE - KURIYAMA - ARROW - ACCUFLEX - SYNFLEX

BACKPACKS - METERS - TANKS - HANDCANS

USE READER SERVICE #81

Genuine “JD9°.” The standard
of the industry for over 23 years!

¢ Highest quality spray gun you can buy—
more sold than any other brand!

¢ Precision machined parts from the
highest-grade materials—
assures long-
lasting durability
and top performance
year after year

e Ample supply of interchangeable

parts available—easy to
maintain for a lifetime of
quality service.

If it doesn’t say,
“ID9®,” itisn't!

Green Garde® Division

H. D. Hudson Manufacturing Company

500 N. Michigan Ave * Chicago, IL 60611
Phone 1-800 745-2392 Fax 1-312 644-7989
www.hdhudson.com

USE READER SERVICE #82
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superior article or thing.

All cars come with four wheels and a motor.

But that doesn't mean they're alike. It's the same
with spray guns. Before you buy a cheap imita-
tion, ask yourself: How long will it
last? Are parts available or
interchangeable? Is it precision
made? What kind of materials
is it really made of? Does it
have a warranty? Can | balance
low price with performance?

But if low price is what you really want,
your hest deal is from Green Garde®!

distributor. Phone 1-800 745-2392 ,
for the name of one near you. garﬁg,

USE READER SERVICE #80
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John Deere’s Z Trak mowers

* Two gas models include
20-hp F620 and 25-hp F625
* Zero turning radius

* Body flips up for access to
engine compartment

* Mower deck flips up 90
degrees for ease of maintenance
and transport

¢ Available with 48-, 54- and
60-inch decks

* Material collection system
mounts over hood

* 9-bushel capacity

Circle 201 on reader service card

Echo SRS-2400 Aggressor®
* Extended reach
of up to 16 feet
and cuts up to
45 inches in
diameter

* Optional 2%
foot extension

* Heavy-duty 71-
inch shaft for
extended reach

* 23.6-cc engine
* Reinforced
nylon/fiberglass engine hosing
* See-through fuel tank

Circle 202 on reader service card

PSB Co.® PrizeLAWN® CBR Il
commercial rotary spreader

* 13-inch pneumatic tires

* Rate settings match the
company’s Bigfoot® model
* Spring loaded on/off lever
* 1.3-cubic-foot hopper
capacity

* Nylatron GS gear material
* Gear ratio set for 1% mph
applicaton speed

* All fasteners and
metal components
touching fertilizer are
stainless steel

Gircle 203 on reader

service card

v

Eagle Point Software
Visual Landscaping

* New module to its
LANDCADD product series
* Integrates 2-D and 3-D
photo rendering and
estimating

* Designs site terrain dimen-
sions and shape

* Select from preconstructed
structures or build your own
* Database features more than
1,000 plants including photo
image, 2-D symbol, cost,
planning size, scientific name
and description

* Once completed, user can
render project and have photo
realistic view in seconds

Circle 204 on reader service card

Loftness Snowblower
Attachments

* Two new 200-hp
models have 8-foot and 9-
foot double augers

* Heavier 5/16-inch end
plates with gussets and
braces

* Unibody design

* New design has 2-inch,

200-hp Prairie gearbox
Cirde 205 on reader service card

Plant Health Care Mycor™

Flower Saver™

* Easy to use Vesicular

* Arbuscular Mycorrhizal fungi
inoculant

* Makes flowers more resistant
to soil-borne disease pathogens
requiring less use of fertilizer,
irrigation and fungicides

* Ideal pre-plant oil treatment
for both spring planting and
fall flower bed changeouts

* Packaged in a 1%2-pound

hand-held shakers, 6- * Heavy-
pound open-and-pour duty AGV is
bags or 30-pound pails rated at 200
Girdle 206 on reader service psi (14 bars)
card * Normally
closed valve
Lumenyte’s fiber optic utilizes 24-
lighting fixtures vac, 50/60
* Available for applica- cycle
tions such as functional solenoid
and decorative accent with .4 amp
lighting, landscape inrush

lighting
* Fixtures can accommodate a
variety of optic sizes

Circle 207 on reader service card

Encore Prowler mower

* Front cut riding mower

* 52- or 61-inch decks

* 20-hp water-cooled Kawasaki
or 22-hp air-cooled Kohler
engines

* Single or dual path tail

wheels

* Dual path hydrostatic drive
* Zero-turning radius
capabilities

* 10-gauge steel top plates and
7-gauge skirts on cutting decks
for durability

* Cutting speed of 8 mph
Circle 208 on reader service card

Olson Irrigation Systems’ Angle/
Globe Valve

* New 1-inch angle/globe valve

* Complements the MVA-100
multi-valve assembly line of
irrigation valves

* Bonnet can be easily removed
and replaced

* Constructed of glass-filled

nylon

current and .22 holding
current

* Available in 1-inch NPT or
1-inch BSP

Circle 209 on reader service card

NO-CHEM fertilizer

* 100 percent organic fertilizer
* Low odor

* Reduces thatch buildup

* No sewage sludge or added
synthetic chemicals

* Non-burning, slow release for
eight to 12 weeks

* Safe near pets, animals and wa-
ter supplies

* Buffers against changes in
soil pH

* Rich in micronutrients, hu-
mic acids and nine valuable
trace elements

Cirde 210 on reader service card

Little Wonder commercial
blowers

* Centrifugal blower design
works with a backward-
inclined blade impeller

* Six models from the 5-hp
model 9500HO to the 11-hp
model 911HO

* Patent pending deflector
splits the
airstream

* 12-gauge
steel
housing
with arc-
welded
seams

* Three
10-inch
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diameter steel-hubbed wheels

* Optional 6-inch diameter, 10-
foot long intake hose

* Disposal bag or a 6-inch
diameter, 20-foot long dis-
charge hose

Gircle 211 on reader service card

Royal Seeds Penguin Perennial
Ryegrass

* Endophyte enhanced to fight
surface feeding insects

* Fast establishment and quick
recovery

* Excellent seedling vigor

* Fine bladed and richly dense
* Deep dark green color

Circle 212 on reader service card

Alpan®Solar SunDown Light™

* Powered by the sun

* Provides 8 hours of running
time on every charge

* Outer shell made from rugged

UV stabilizer plastic

* Nickel cadmium batteries for
daytime use

* Lights turn on automatically
at night

Circle 213 on reader service card

Ryobi 4-stroke hand-held engine
* 4-stroke engine

*Powers commercial trimmers,
brushcutters, blowers and other
hand-held equipment

* 26¢c, 1.1-hp @ 7500 rpm

* Weighs 7.1 pounds

* Fixed jet carburetor

* Max. torque 9.8 inch-pounds
@ 5500 rpm

* Heavy gauge steel housing for
wall or pedestal mount

* Qutboard starter
* Electronic solid state ignition

* Low noise, large capacity Cirde 215 on reader service card

muffler

* Forged full heat-treated Swinger Model 3000 Loader

crankshaft * Lifts 3,000 pounds

Cirde 214 on reader service card * Accepts most skid steer at-
tachments

Weather-Matic SL Controller * 25-gpm auxiliary hydraulic

* 12- to 42-station models power

* Selectable four-program mas- e 134-inch pin height
* 105%-inch dump height and

25-cubic-foot bucket are

ter control or independent sta-
tion programming
* Selectable stacking or concur-

standard

rent operation

* Pump start or master valve as-
signable by station

* Five watering schedules in-
cluding specific calendar dates
for injection of fertilizer

* 3-second safety delay for mas-
ter valve/pump shutdown

* Sensor to detect short and
skip problem station

Everywhere You
Look - There We Are!

Ranked Among the Best

Franchise Opportunities in America!

e

100 500

Success Entreprenuer Income Business
Magazine Magazine Opportunities Start-ups
Magazine Magazine

GOLD Franchise| | Platinum| | The Top

200 150

+ In-depth Training
« Exclusive Territory
- Extensive Support

« Proven Leaders in the Lawn Care Industry
« 17 year Track Record of Successes

®

nitro-green
PROFESSIONAL/ [ |\

LAWN & TREE CARE

Call Roger Albrecht at: 1-800-982-5296

USE READER SERVICE #83

"Yesterday, | serviced over 270,000 square feet of home owners'
lawns. | left the building at 7:30 in the morning and returned around
4:45. The most difficult thing | did all day was pour the fertilizer into
the spreader. Best of all, I'm over 50 and didn't even feel worn-out."

Linda Stegner
Features: e

Stainless Steel Tank

Sprays Over | Acre per Fill-Up

100# Spreader With Variable Speeds

Foot Control Spreader g & feisht
Economical (Sprays 1/2 Gal. per Sq. Ft.) LW

Stainless Steel Deflector CALL
(614) 873-3719

Sprays a 4 to |2 Feet Pattern
FOR A COLOR BROCHURE

|5 Foot Hand Wand
Zero Turn Radius
OR DEMO TAPE

Twin Hydrostatic

USE READER SERVICE #84
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(continued from page 92) Burkeen Mfg. Co. plow blades

* Use with most 30-hp class vi-
bratory plows

* Replaceable tip blades reduce

replacement Costs

* 80-hp John Deere engine

* Tech diesel engine

* 2-speed transmission

Circle 216 on reader service card
* Blades available in digging

LasTec's Model 325E Articulator®  depths of 12, 14, 18 and 24

* Three independent 25-inch inches

decks * Chute sizes range from 0.375

* 25-hp Kohler engine inches on the thinline drop-

* Hand or foot control acces- wire blade to 1 inch on the

CATYV blade

Circle 218 on reader service card

McCulloch’s ProMac BP4300
backpack blower

* 43-cc Mitsubishi industrial
engine

* 644 CFM air volume with 70
dba at 7,000 rpm

* Blowpipe mounted throttle
sible from seat * Weighs 12.7 pounds

* Widened drive-wheel stance * See-through 64.2-ounce fuel

Cirde 217 on reader service card tank

* Anti-vibration system

Cirdle 219 on reader service card

STIHL® professional trimmers

* FS 350 Model has 36.3cc
displacement

* 2.15-hp engine

* Weighs 15.4 pounds without
the cutting head

* Quad port engine

* Air filter system

* Adjustable, soft grip handles
* Aluminum and solid steel
drive shaft

* 4-point anti-vibration system
harness

Cirde 220 on reader service card

Classen TA-15 Turf Aerator
* 4-cycle 4.0-hp Honda

O.H.V. or 3.5-hp I.C. Briggs
& Stratton engine with 6:1 gear
reduction box

* 49% inches high

* Coring depth adjustable up to
3 inches

* Aerating width of 15 inches
at nine holes per square foot

Circle 221 on reader service card

Dixon®ZTR®5022 mid-mount
riding mower

* Hydro Gear® hydrostatic trans-
missions with separate fans and
charge pump

* 22-hp Kohler Command
engine

® 42-, 50- and 60-inch deck
options

* 1%2- to 4%-inch cutting heights
* Tilt up body

* Mulching, catching and snow
blade accessory options

Cirde 222 on reader service card

HYDRO SEEDING
SYSTEMS

Models shown:
HD9003 and HD3503 }

Easy LAWN HAS A

UNIT FOR You
The best performance in the industry,
Largest selection of models, and the Best in overall value.

Call for your free information TODAY!

Broree §88-327-9717
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A Gator

Gold Medal Winner

In Atlanta!

o X TR

“PORTABLE DRIP
IRRIGATION SYSTEM
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by 80-907
* Reduce TI'JH:’%P.’JHT
Shock
o Reduce Water.
Quantity Usage
"It saved us many man hours and
lots of replacement costs. Its one

of the best new products to hit
the landscape trade."

"A great innovative product and
an effective tool for our tree
establishment program.”

8!

TREEGATOR'
1-800-300-7391

Call About Our Nc)v
Evergreen Model
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State Zip,
Phone
Fax

Do you currently subscribe to
Lawn & Landscape?

Do you currently subscribe to
T&O Service Tech?

FREE PRODUCT INFO

For even faster service, fax this card to us at

FOR MORE INFORMATION
on advertised and featured products and
services, circle the appropriate number below.
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Phone
Fax

Do you currently subscribe to
Lawn & Landscape?

Do you currently subscribe to
T&0 Service Tech?

FREE PRODUCT INFO

For even faster service, fax this card to us at

215-951-0354

FOR MORE INFORMATION
on advertised and featured products and
services, circle the appropriate number below.
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(continued from page 86)

might be summed up as “the right plant —
shrub, tree, perennial, etc. — in the right
place.”

PRIME LOCATIONS. There are perennials for
virtually every location, providing the plant
and location are well matched; i.e. that the
plant’s soil, light, moisture, and other needs
can be accommodated in the site chosen.
Herearea few examples, classified by habitat.

V' Woodlands: These are shady to semi-
shady areas where the soil is fairly constantly
moist, with a top layer rich in humus. Plant
choices include Agquilegia (Columbine),
Hosta, Dryopteris, Matteucciaand other ferns,
and ground coverssuch as Pulmonaria(Lung-
wort), Asarum (Wild Ginger), and Tiarella
(Foamflower).

V' Woodland Margins: Sunny (for only
part of the day) or semi-shady conditions
prevail here, with sheltering trees and/or
shrubs. Thesoilishumid and rich in nutrients.
Choose vigorous and competitive plants; such
as Waldsteinia (Barren Strawberry), Aruncus

dioicus (Sylvan Goat’s-beard), Geranium
macrorrhizum,and Doronicum(Leopardsbane).

v Open Terrains: These dynamic areas
feature extremes in light and soil moisture
and are often grassy. Newly-planted peren-
nials must be able to compete, be suitable for
mass planting, and be able to withstand late
summer mowing. Examples include Rud-
beckia (especially R. fulgida ‘Goldsturm’)
(Coneflower), Centranthus ruber(Valerian),
Nepeta(Catmint), and Achillea, especially A.

impact on mmmmanu i

millefolium (Yarrow).

V' Wet Sites: These are the
areas along streams and ponds
with generally sunny to semi-
shady conditions by virtue of scat-
tered trees and shrubs. The soil is
wet to moist, depending on the
season and the location’s height
above the water level. Plant
choices include: Trollius (Globe-
flower), Polygonum, Eupatorium
(especially E. cannabinumand E.
maculatum) (Joe-Pye-Weed), and
Acorus calamus (Sweet Flag).

SHRUB AND TREE SITES. An important con-
sideration for the selection of treesand shrubs
is whether they will be planted in rural,
suburban or urban areas, or even in solitary
settings such as parks.

In rural areas, a large selection of shrubs
and trees that suit the character of the land-
scape, prevailing weather, and soil condi-
tions may be planted. The availability of

Lawn & Landscape School of VManagement

Enroll

v’ A breakthrough business management experience
offered by Lawn & Landscape magazine

v Designed specifically for companies of all sizes.
v/ Sessions designed for maximum learning with a

faculty of leading industry experts.

Call Fran Franzak

ebruary 2, 1998
your management team in the High Performance Educational Program

Lawn & Landscape School of Management
9:00 a.m. - 4:00 p.m.

Hilton at Mission Bay
San Diego, CA

wn fmﬂdsca e at 800/456-0707

$75 Per Person *Group Discounts Available
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growing space generally is not a problem in
rural areas.

* SHRUBS: There are many suitable for
rural areas, a few examples are: Cornus mas
(Dogwood), Acer campestre (Field or Hedge
Maple), Betula pendula (White Birch), Eu-
onymus europaeus (Spindle Tree or
Prickwood), Amelanchier (Serviceberry),
Fraxinus excelsior (Common Ash), Ilex
aquifolum (Common Holly), Castanea sa-
tiva (Sweet Chestnut), Lonicera xylosteum
(Honeysuckle), Populus tremula (Aspen or
Trembling Poplar), Ligustrum vulgare
(Privet), and Salix caprea (Goat Willow).

® TREES for rural areas include Populus
nigra (Black Poplar), Prunus avium (Wild or
Black Cherry), Alnus glutinosa or A. incana
(Black or Grey Alder), Robinia pseudoacadia
(Black Locust), Acer platanoides (Norway
Maple), Salix alba(White Willow), Quercus
robur (English Oak), Sorbus aucuparia
(Mountain Ash), Tilia cordata and T.
platyphyllos(Small- or Large-leafed Linden).

In outlying areas such as suburban resi-

ere are four categories of hedges to
consider for various purposes.

1 . Hedges that grow denser with
trimming (although these can be expensive to
use because they require frequent trimming):
Acer campestre (Maple), Mahonia, Carpinus
betulus (Hornbeam), Cotoneaster lucidus, C.
dielsianus, G. monogyna, Fagus sylvatica
(Beech), Chaenomeles japonica (Quince),
Prunus laurocerasus (Cherry), Deutzia
purpurascens 'Kalmiiflora’, Cornus mas
(Dogwood), /lex aquifolium (Holly), Buxus
sempervirens (Common Box), Berberis
buxifolia ‘Nana', B. Candidula (Barberry),
Lonicera nitida ‘Elegant’ (Honeysuckle), and
Pyracantha (Firethorn).

2. Hedges that flower, offering a decora-

tive effect around homes and offices: Amelan-

chier (Serviceberry), Weigela, Chaenomeles
(Quince), Pyracantha (Firethorn), Deutzia,

Spiraea, Kerria, Berberis julianae, B. wilsoniae
(Barberry), Hypericum (St.-John's-Wort),
Cotoneaster bullatus, Forsythia, Mahonia,
Philadelphus (Mock-orange), and Ribes (Currant),

3. Hedges that can't be seen through, and so
offer a visual barrier along dangerous roadsides:
Robinia (Black Locust), Crataegus (Hawthorne),
Ulex europaeus (Common Gorse), Berberis
(Barherry), llex aquifolium (Holly), Pyracantha
(Firethorn), Elaeagnus, Rubus (Raspberry/
Blackberry), and Chaenomeles (Quince).

4 _ Hedges that grow freely, offering a flowing
transition among sections of park land, between
park and lawn and between private gardens and
public roads: Acer campestre (Maple),
Amelanchier (Serviceberry), Berberis (Barberry),
Chaenomeles (Quince), Crataegus (Hawthorne),
Deutzia, Elaeagnus, Euonymus ((Spindle Tree or
Prickwood)), Forsythia, Hippophae (Common Sea-
buckthorn), Hypericum (St.-John’s-Wort), Kerria,
Lonicera (Honeysuckle), Mahonia, Philadelphus
(Mock-orange), Physocarpus (Niniehark),
Pyracantha (Firethorn), Ribes (Currant), Rubus
(Raspberry/Blackberry), and Salix (Willow).

Sundance

KID Il Grinder

*Totally Enclosed Grinding Action-Safe and
efficient.

fewer Moving Parts Equals Less
Maintenance-Direct drive fo rotor.

*Portability-Transport with 3/4-fon pickup.
Excellent for curbside or job site grinding.

*Paositive Feed-Hydraulic cylinder direct to feed
roll and hammers,

*Convenience-Low 4'6" loading height.

*Durability-Grinder weighs 8,600 pounds. Rotor
weighs 1,725 pounds.

*High Capacity-Up fo 15 tons per hour.

Sundance
P.O. Box 2437 » Greeley, CO 80632

970-339-9322

Lawn Assistant 11

for Windows
The Industry Leader

Mapping Assistant

for Windows
Routing * Mapping

Landscape Management

Assistant
Job Costing * Estimating
Proposals

Call today:
(800) 422-7478
(810) 360-LAWN
for our new 144-page
information book
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YOUR BEST INVESTMENT
DOWN THE LINE

THE L-2 UNDERGROUND PIPE LAYER

- | S AL

[LINE. =WARD

CORPORATION

157 SENECA CREEK ROAD
BUFFALO, NY 14224 « 716 675-7373
FAX 716 674-5334 » 800 816-9621
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dential areas, industrial sections, and major
roadways are in this category. Although out-
lying areas may be used for virtually all types
of shrubs and trees, small and delicate variet-
ies are not particularly suitable.

® SHRUBS for outlying areas may in-
clude Chaenomeles japonica (Quince), Coto-
neaster, Hypericum ‘Hidcote’ (St.-John’s-
Wort), Mahonia x wagneri ‘Pinnacle’,
Kolkwitzia (Beautybush), Berberis aggregata
and B. julianae (Barberry), Viburnum
rhytidophyllum (Leatherleaf Viburnum),
Cornus alba ‘Siberica’ and C. stolonifera
‘Flaviramea’ (Dogwood), Lonicerapileataand
L. tatarica‘Arnold Red’ (Honeysuckle), Ribes
sanguineum ‘Atrorubens Select’ (Currant),
P hiladelphus ‘Virginal’ (Mock-orange), and
Weigela ‘Bristol Ruby’ (Weigela).

® TREES for outlying areas may include
these specific cultivars: Sorbus aucuparia
‘Edulis’, S. intermedia‘Brouwers’ or S. latifolia
‘Atrovirens’ (Mountain Ash), Acer
saccharinum ‘Pyramidale’ (Silver Maple),
Ulmus‘Dodoens’, ‘Lobel’ or ‘Plantijn’ (Elm),
Corylus colurna (Hazel), Malus ‘Evereste’ or
‘Rudolph’ (Apple), Prunus avium ‘Plena’ or
P. sargentii ‘Charles Sargent’ (Ornamental
Cherry), Acer platanoides ‘Deborah’ or ‘Em-
erald Queen’, or Betula ermanii ‘Holland or
B. utilis ‘Doorenbos’ (Birch).

Residential and urban areas are com-
prised of built-up residential areas, shopping
centers and business districts — anywhere
there isa concentration of buildings. Space is
a major consideration.

® SHRUBS: Some suitable types would
be Buddleja “White Ball’ (Butterflybush),
Ligustrum obtusifolium var. regelianum (Regal
Privet), Deutzia purpurascens ‘Kalmiiflora’, llex
x meserveae ‘Blue Angel’ (Holly), Diervilla
sessilifolia ‘Butterfly’ (Southern Bush-honey-
suckle), Caryopteris x clandonensis ‘Heavenly
Blue’ (Hybrid Bluebeard), Perovskia
atriplicifolia ‘Blue Spire’, Spiraea japonica
‘Dart’s Red’ or ‘Little Princess’, Potentilla
fruticosa ‘Abbotswood’ and ‘Goldfinger’
(Cinquefoil), Clethra alnifolia (Summer-
sweet), Stephanandra ‘Oro Verde’.

® TREES include Amelanchier arborea
‘Robin Hill’ (Serviceberry), Sorbus aria
‘Magnifica’, Prunus hillieri ‘Spire’ (Cherry)
or P. maackii‘Amber Beauty’ (Chokecherry),
Crataegus laevigata ‘Paul’s Scarlet’” or C.
prunifolia ‘Splendens’ (Hawthorne), Acer
pseudoplatanus ‘Atropurpureum’, ‘Leopol-

dii’ or ‘Rotterdam’ (Maple), Acer rubrum
‘Red Sunset’ or ‘Scanlon’ (Red Maple),
Catalpa bignonoides ‘Nana’ (Southern Cat-
alpa),and Carpinus betulus‘Fastigiata’ (Horn-
beam).

Solitary plantings in parks, cemeteries
and other public places do justice to big, eye-

catching trees and highly decorative shrubs
that have attractive flowers, foliage and
growth habit.

® SHRUBS include Ilex aquifolium
‘Alaska’ or ‘Golden van Tol’ (Holly), Rhus
typhina(Staghorn Sumac), Aesculus parviflora
(Bottlebrush Buckeye), Cotinus coggyria

Tine Rake Dethatcher
Call for nearest dealer

1-800-966-8442

JRCO FRONT-MOUNT ATTACHMENTS

For commercial walk-behind & riding mowers
Save time & labor. Use same mounting bar; quick attach with clevis pins

Jrco

Electric Broadcast Spreader
New England Grows Booth #916
P. O. Box 41304, Minneapolis, MN 55441

USE READER SERVICE #92

STATEMENT OF OWNERSHIP

Statement required by the Act of October 23, 1962.
Section 4369, Title 39, United States Code, showing
the ownership of Lawn & Landscape published
monthly at 4012 Bridge Avenue, Cleveland, Ohio
44113-3399 Cuyahoga County.

The name of the publisher is: Cindy Code, 4012
Bridge Avenue, Cleveland, Ohio 44113-3399. The
name of the editor is: Bob West, 4012 Bridge Av-
enue, Cleveland, Ohio 44113-3399. The name of
the managing editor is: Paul Schrimpf, 4012 Bridge
Avenue, Cleveland, Ohio 44113-3399.

The owners are: Richard J.W. Foster, 4012 Bridge
Avenue, Cleveland, Ohio 44113-3399 and Maureen
Mertz4012 Bridge Avenue, Cleveland, Ohio 44113-
3399.

Average number of copies of each issue during pre-
ceding 12 moths, and of single issue nearest to filing
date, respectively, are as follow: Total number of
copies printed (net press run) 61,161/60,075; paid
circulation sales through dealers and carriers, street
vendorsand counter sales 0; mail subscriptions 44,024
(72.0%)/44,332 (73.8%); total paid and/or requested
circulation 44,024/44,332; free distribution by mail,
carrier or other means (samples, complimentary or
other free copies) 15,609/15,314; total distribution
61,161/60,075; copies not distributed (office use,
left over, unaccounted, spoiled after printing) 0; and
return from news agents 0.

I certify that the statements made by me above are
correct and complete.

Christopher W. Foster, Vice President
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=
Are Nuisance Birds
<. Damaging
Your Investment?

=
Sutton Ag has been

specializing in pest bird
control for over 40 years.
We offer a variety of
products to safely deter
nuisance birds and
protect your investment.

< .Bird Bombs®
*Bird Whistlers®
*Propane Cannons

746 Vertin Avenue
Salinas, CA 93901

Phone 408-422-9693
Fax 800-482-4240

Call or write for our free brochure.
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‘Royal Purple’ (Smoketree), Hammamelis
mollis (Witch-hazel), Acer japonicum
‘Aconitifolium’ (Fullmoon Maple), Magno-
lia x loebneri ‘Merrill’, Parrotia persica (Per-
sian Parrotia), or Aralia elata (Japanese An-
gelica-tree),

® TREES for solitary plantings encom-
pass, but are not limited to : 77/ia tomentosa

(Silver Linden), Gleditsia triacanthos ‘Sun-
burst’ (Honey Locust), and Aesculus carnea
‘Briotii’, A. flava, A. hippocastanum (espe-
cially ‘Baumannii’) and A. polantierensis

(Chestnut).

Sutton is president of CJS Communica-
tions, Vancouver, B.C.

Ride the ROCKET !!!

< ROCKETWHEELSE

You have tried the rest. Now ride the best.

Operator remains in a fixed position directly behind the
controls at all times, during turns and even when
backing up. No stepping off or jackknifing. The fixed
position—utilizing dual caster wheels provides a much
less fatiguing and more stable ride for the operator.

* Casters turn on thrust bearings instead of bushings

* Folds up without interfering with mower controls

* Quickly disconnects for mowing slopes

* H.D. thick wall and full length bushings throughout

* High quality three piece wheels & H.D. tires and bearings

call 1-800-279-8727 for more information

*'Tﬁm ‘-rrrLap.‘

S army o Yo vensabes £
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: (Benin World of

pportun

- P Get more:

GZETTEEY) in your operation
@I in your business
@RI in your life- - - -

Y
Start magnifying your opportunities...
with computer technology comblnlng the power. of Mlcrosoft

B,

SLICEplus

Thornton Computer Management Systems

424 East U.S. 22 « Maineville, OH 45039 « 800/543-7249 « FAX: 513/683-6538
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RATES

All classified advertising is 95¢ per word. For box
numbers, add $1.50 plus six words. All classified ads
must be received by the publisher before the first of
the month preceding publication and be accompa-
nied by check or money order covering full payment.
Submit ads to: L&L, 4012 Bridge Ave., Cleveland
OH 44113. Fax: 216/961-0364.

BUSINESS OPPORTUNITIES
WHOLESALE DISTRIBUTOR

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

BIDDING FOR PROFIT

Grow Your Company and Accounts

with Tips and Techniques from
PROFITS UNLIMITED

a Division of Wayne’s Lawn Service

BIDDING & CONTRACTS ($42.95)
Examples on bidding and contracts (residential and
commercial markets). How-to’s on: Determining
your cost of operation; Applying these costs to your
bidding process; Calculating your cost. Bidding Strat-
egies on: Mowing, Landscaping, Mulching, Power
Seeding, Snow Removal and many more.

CONTRACTS & GOALS ($29.95)
Lawn and Snow Removal Sample Contracts; Advan-
tages and disadvantages of using contracts; Responses
to common customer objections to signing contracts.

MARKETING & SALES ($34.95)
Aspects of marketing and selling your service. Con-
tains many forms of marketing found to be success-
ful and those found to be ineffective.
LETTERS FOR SUCCESS

(set of 10 - $19.95)
“Cold Call” introduction, bid proposals and cover
letters, contracts, collections and several others for

use as they are, or as a framework to write your own.

Mail check with your order,
Print name and address to:
#1 Profits Unlimited
3930-B Bardstown Road
Louisville, KY 40218
800/845-0499

DRYER VENT CLEANING

AAAAAAAAAAAAAAAARAAAARAAAAAAAAAAAAAAAAARY

Call Fran Franzak
at 800/456-0707
to advertise.

FRANCHISE OPPORTUNITY

Tired of running your business without any support?
With a NaturaLawn of America franchise you not
only get comprehensive agronomy support through
the use of our proprietary natural, organic-based fer-
tilizers and biological controls, but you get to use
our proven marketing strategies to easily grow your
customer base to virtually any size you wish. For in-
formation call us at 800/989-5444; e-mail us at
natural@nl-amer.com; or contact us on our web page

at www.nl-amer.com

ORGANIC BASED SYSTEMS
FOR LAWN, TREE & SHRUB CARE
GREENPRO SERVICES (since 1977)
ASSOCIATE PROGRAM
* You're the boss

* Protected areas
* Pure organics (not waste pr()duc(.\ or manures)
* Training by experts
* Up to $10,000 investment
(back in your pocket
within 9 months)

Our present associates have increased their
business profits by 25 percent to 300 percent.
Find out how. 800/645-6464.

CHRISTMAS LIGHTING

A Bright ldea

for the

off season

Professional Christmas Lighting

» Keep Your Good People Year 'Round ¢
* Employ Your Owned Assets ¢
* Offset Fixed Costs ®
* Sell To Existing Customers ¢
* Excellent Margins *

C

hristmas
Decor

Purchasing Power * Name Recognition
Shorter Learning Curve

1-800-687-9551

\\'\\’\\'.Ch ristmas—dccor.co m

EXTRA INCOME POWER WASHING

EARN $100/hour power washing and sealing wood
decks. Learn the most effective method, equipment
setup and supplies. Complete training package:
Manual, video, advertising kit, and equipment cata-
log. For free information packet call 248/683-9080.

FULL SERVICE LANDSCAPE COMPANY

Owner wants to retire. Highly visible landscape com-
pany in Houston, Texas. Services include landscape,
maintenance and irrigation. This is a turnkey busi-
ness with great profit potential waiting for the right
person to step in and take over. Yearly sales average
$600k. Includes 1.75-acre garden center, all inven-
tory, trucks, equipment and over 150 established ac-
counts. Owner will assist with transition. $500,000
with real estate — $350,000 without. 713/777-7749.

COMMERCIAL LANDSCAPE MAINTENANCE

Located in beautiful Southeast Florida, owner relo-
cating. 21-year-old established commercial lawn ser-
vice in the Pompano Beach area, grossing $750,000
yearly, includes trucks, trailers, equipment and con-
tracts. Asking $385,000 with some terms available.
Will stay for transition. Please reply to PO. Box 93-
4667, Margate, FL 33093-0667.

SUNNY PORT CHARLOTTE, FLORIDA

Sunny Port Charlotte, Florida!!! Retail nursery and
landscaping business. Turnkey operation! One acre+,
3200-SF building. Same location for 21 years! Owner
wants to retire!!! $1,300,000. Kisha Tallman, Real-
tor-Associate, C-21 Aaward. 800/476-2190. Call
today!!

LANDSCAPING/SOD FARM

After 30 years in business
Serving greater SE Minnesota
SCHULZ LANDSCAPING, MINERAL SOD FARMS,
CHOOSE AND CUT CHRISTMAS TREE FARMS
And ORGANIC LAWN CARE

Businesses are for sale/lease in part or parcel

For a complete inventory and equipment listing —
Please call 507/288-3999 or toll free at
800/WE-GROW Naturally
(800/934-7696)

COMMERCIAL LAWN MAINTENANCE

12 years in S.W. Florida, with impressive growth.
Solid accounts, quality equipment and good profits.
Sales in 1997 approximately $575,000. Paul
Eckenroad, Realtor. 800/433-0757.

RETAIL NURSERY /LANDSCAPE

Retail nursery/landscape business in central Arkan-
sas priced at $150,000. Real estate also available. Call
Jeanne at Sunbelt Business Brokers 501/225-6008.

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 inhouse
training tools for new and seasoned employees.
Appendix includes detailed drawings of irrigation
installations. Order yours today for $24 per copy
plus $2.50 shipping and handling. Quantity
discounts available. Call Fran Franzak, 800/456-
0707.
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TRIMMER SOFTWARE

TRIMMER

Software for the Landscape Contractor

An Estimating,
Billing,
Routing,
Site Scheduling,
and
A\ Customer Tracking
Tool to Make
Your Life Easier!

Priced at just $495.00

For a FREE Demo Disk contact us at
TRIMS Software International, Inc.
3110 North 19th Avenue, Suite 190

Phoenix, AZ 85015

(800) 608-7467 * Fax: (602) 277-8029

www.trims.com

FOR SALE
FINANCING

LET THE GOVERNMENT FINANCE your small
business. Grants/loans to $800,000. Free recorded
message: 707/448-0270. (NK8)

FREE 1997 MKI LANDSCAPERS
SUPERSTORE™ CATALOG

Buy direct and save! Engines, equipment, parts and
accessories. Call MOHAWK INDUSTRIES 800/
724-2229 for your FREE CATALOG. Up to 90-day
terms. Trimmer line, filters, blades, belts, safety sup-
plies, hand tools and much more!

TWO WAY RADIOS 800 / 900 / UHF
Motorola MTX $295 — Maxtrac 800/900 $300
Spectra $350 — EF JOHNSON 8600
(black mobile) $325
Hand helds $350 — Uniden 800/900 —
Kenwood 800/900 from $275
Repeater type radios from $250
Complete with antenna
and warranty call 800/779-1905
hetp://pages.prodigy.com/Radios

SNOW REPLACEMENT PARTS

Most complete caralog of
replacement parts for
SNOWPLOW & SALT
SPREADERS in the
industry!
Pre-season pricing on plows
& spreaders

Call now to reserve

FREE 97/98 catalog

Central Parts
Warehouse

800/761-1700 :
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WHOLESALE TURF & SNOW SUPPLIES

HYDROSEEDER

The Buyers Tailgate Spreader: $745.00
The TGSO05 Tailgate Spreader with swing away
mount: $1,059.90
7-1/2 foot CUTTING EDGES for Meyer, Western
and Fisher $41.00 each
: : s P
Hinge Pins with clips Item No. H08562 (12+) $4.99
each, Swivels Item No. H21855 (12+) $4.19 each,
Blade Guides Item No. H2020 (12+) $8.50 Pair,
Motor Solenoids Item No. H15072 (12+) $7.99 each.
: : o p

Blade Guides Item No. H2040 (12+) $8.50 pair, %4”
Hyd Coupler Item No. H15072 $7.99 Each. Hitch
Pins Item No. H93028 (12+) $3.99 Each, Motor
Solenoids Item No. H25634 (12+) $7.99 Each.
We also carry Mini Spreaders, Push Spreaders, Plow
Attachments, Light Kits, Control Unitsand More! For
a Free 1997-98 Winter Catalog

Call Hersch’s Wholesale: 800/GET-SALT

Ask us about DRAGON MELT Premium Ice

and Snow Melter

EQUIPMENT, ENGINES & PARTS
No One Beats Our Prices
Parts * Engines * Equipment
Landscapers Supply
Free 200+ page catalog
800/222-4303
Lowest prices guaranteed
Free gift with first order
www.landscapersupply.com

CONCRETE PROFITS FROM CURBMATE

Since 1983 Curbmate Corporation has been beauti-
fying landscapes throughout the U.S. CURBMATE’s
concrete extrusion machine automatically installs
concrete landscape edging quickly and easily.

* Excellent profit margin
* Beautiful product

* A variety of shapes

* Easy to install — fast!

Increase your landscaping business

Call for free packet — ask for special landscaper dis-
count. 801/262-7509

LANDSCAPE DESIGN KIT
LANDSCAPE DESIGN KIT 3
::mb:, p«‘.'.’.:."l’n'&. 1/:" ccele
Stamp sizes from 1/4" to 1 /4",
$78.50 + $6 &/h VISA, MasterCard, or

PR MO's shi next day. Checks delay
W3 shipment 3 weeks. CA add 7.75%Tax.

18 KEnCal sTave 0
1 . LL98, Wilton,

INSTANT & PAGES of L__Phone or PAX orders to: 916- 687-7102

STAMP INFO. Call From YOUR FAX 707-429-0999 Doc #319

LAWN TRUCK

Lawn Truck: GMC Cabover 14,000 GVW auto trans
turbo charged diesel 1989 built by Warner Engineer-
ing. Total stainless steel body, twin hose reels, 25 gpm.
Warner hydrocell pump, compartment for dry stor-
age, split tank 650 and 150 ChemLawn gun. Low
mileage and well maintained. Ready for production.
New $42,000. Asking $25,000. CALL: 561/776-
6216, FAX: 561/776-6218.

F‘Vlu <
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Hydroseeder for sale: 1981 Finn 1300g with hose
reel $11,500. 800/468-5296.

HEALTH CARE

Who says Small Businesses cannot get
Affordable Healthcare for their employees
due to the high cost?

Now you can attract quality employees
by offering them
an affordable “Membership Benefit Plan”
that gives them HUGE SAVINGS for
their entire family on:

*Dental *Patient Advocacy
*Vision *Air Ambulance
*Hearing Benefit *Prescription Card
*Credit Union *Dining Card

*Accident Protection *Preferred Medical Prices
*Accidental Death & Dismemberment

All of the above for only pennies per day!

Okay, it’s not 100% major medical insurance
But... who can afford i©?
Imagine...Peace of mind by knowing that
You will be SAVING $$$ instead of
PAYING $$$!

$29.95/month per family
$30 One-time Enrollment Fee
DON'T get caught WITHOUT ANY
954/972-6120

INSURANCE

COMMERCIAL INSURANCE FOR
LAWN CARE FIRMS
“GREEN INDUSTRY SPECIALISTS”

M.F.P. Insurance Agency is dedicated to
providing comprehensive insurance pro-
grams to the Green Industry at competitive
prices. We back up this dedication with a
staff of professionals who understand ev-
ery facet of your business, from marketing
to customer service. We know how to prop-
erly insure your company whether you're a
sole proprietor or a multi-state operation.

Just as your customers look to you for lawn
care advice, people come to us for insur-
ance advice because they do not want to
become insurance experts themselves. If
you want good advice, the right coverage
and competitive rates, please contact:

Richard P. Bersnak, President
Jill A. Leonard, V.P.

1-800-886-2398
FAX: 614-221-2203

M.F.P. Insurance Agency, Inc.
50 West Broad Street, Suite 3200
Columbus, OH 43215-5917
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HYDRO-MULCHERS

HYDRO-MULCHERS®
Hydro-Seeding Machines

Most Brands & Sizes — New & Used

James Lincoln Co

(800) 551-2304
LAWN TRUCKS

Lawn Trucks Spray & Tree - $11,000-$13,000
Slide’N Spray Split Fiberglass Tanks - $4,000-$5,000
Ryan Aerators and Seeder - $1,000-$2,000

Call 515/289-2020

REPLACEMENT SNOWPLOW PARTS

/4

Replacement
Snowplow
Parts

P
THOMAS

|+ DISTRIBUTORS, INC.

AN

4 Aretic
&\ Avenger

& Roplacos wgshm Flshor and Meyer pam ®

FOR A FREE CATALOG OF OUR
COMPLETE LINE OF
SNOWPLOW PARTS CALL

1-800-422-4184

CUSTOM DECAL KITS

Sun Art Decals Inc.
Monufocturcrs & Designers of

BECALS

: Ideal for Vehicles
and Equipment

\

‘ oLUR lo( o ‘
816-0290

CLEVELAND,OH |

O 0 0 00 SOOI BN B OO0 OOOPIOOSNBSNONOSEBSNOGNOSNEOSNONDPNONDIND

HELP WANTED
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, con-
fidential and always free. Florapersonnel Inc., 1740
Lake Markham Road, Sanford, FL. 32771. Phone 407/320-
8177, Fax 407/320-8083. Email: Hortsearch@aol.com
Website: http//www.florapersonnel.com

CLEVELAND BRANCH MANAGER

Tired of broken promises? Working hard and get-
ting nowhere? At Kapp's Turf Specialists, our man-
agers receive generous salaries and benefits, new per-
sonal ve-hicles, and a nice chunk of the annual prof-
its! Our starting package is $40,000-$50,000, de-
pending upon past success and experience. We are
the leading lawn care company in some major cities,
and one of the largest in the Midwest! We have been
in business for over 30 years. Come join the com-
pany that really cares about its employees. Applicants
must have branch manager experience for consider-
ation. Send or fax resume to: Kapp’s, Michael
Markovich, 4124 Clubview Dr., Fort Wayne, IN
46804, Fax: 219/432-7892.

RECRUITMENT

Join Century Rain Aid, America’s leading irrigation
and landscape lighting distributor, as we continue
to grow. Century is now accepting applications for
branch management positions. Irrigation experience
and a college education are preferred. Century of-
fers industry competitive wage and benefit pro-
grams. Please send your resume and salary require-
ments to: Century Rain Aid, 31691 Dequindre Rd.,
Madison Heights, MI 48071, Attn: Wayne Miller.
Pre-employment drug screening required. Century
is an Equal Opportunity Employer. E-mail:
briday@rainaid.com Web site: www.rainaid.com

BE A LEADER

Full-service design/build, landscape, and maintenance
company, the sixth largest in the state, is looking for
positive and energetic candidates in all areas: design/
sales, production, and maintenance. Projects/ac-
counts include some of the most prestigious resi-
dential and commercial sites in two major metro-
politan areas. Expansion into other market areas is
occurring as you read this. Compensation, including
benefit packages, vacation, and 401k is very competi-
tive with the industry. Applicants must demonstrate
proven history of leadership and ability to manage
projects and people. Please send/fax resume and cover
letter to: Yardmaster, Inc., 1447 North Ridge Road,
Painesville, OH 44077. Fax 216/357-1624.

SALES MANAGER WANTED

Kapp’s Lawn Specialists, an established, fast growing
company, is seeking experienced sales manager for
our Cleveland branch. Lawn care experience or col-
lege credits helpful. Excellent benefits and bonuses.
Possible company vehicle. Come work for a com-

pany that cares about its employees! Send resume to
Michael Markovich, Kapp’s Lawn Specialists, Inc.,
4124 Clubview Dr., Fort Wayne, IN 46804 or fax
resume to 219/432-7892.

(LASS

Industry leader, award winning, full-service firm in
Chicago’s western suburbs seeks aggressive sales and
client-oriented individual to be accountable for a
multi-million dollar growing branch operation and
be part of the senior management team. Responsi-
bilities include sales growth, budgets, estimating, bid-
ding contracts, quality control, training and staff
development, motivating sales staff, client interac-
tion, operations management and branch profitabil-
ity. Horticultural/business degree or similar a must,
along with working knowledge of all grounds main-
tenance operations and proven leadership and sales
record. This is an excellent career opportunity for an
energetic, goals oriented, proven leader with three to
five years experience as a branch manager and excel-
lent interpersonal and communication skills. Send
resumes with salary requirements and references to:
Tandem Landscape Company, 33w480 Fabyan Park-
way, Suite 101, West Chicago, IL 60185 or fax to
630/232-6370, Attn: Mark Sorrentino.

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 two
to five years experience. Brickman seeks energetic,
team-oriented college graduates with proven leader-
ship, communication and interpersonal skills.
Brickman offers full-time positions, excellent ad-
vancement opportunities and exceptional compen-
sation and benefits with an industry leader building
on a 56-year tradition of uncompromising customer
service. For immediate confidential consideration,
please send or fax your resume with an indication of
your geographic preferences and willingness to relo-
cate to: The Brickman Group, Ltd., Corporate Of-
fice, 375 S. Flowers Mill Road, Langhorne, PA
19047, 215/757-9630, EOE.

REGIONAL MANAGER

Due to nationwide expansion, NaturaLawn of
America, a national franchise lawn care firm based in
Frederick, Maryland, seeks an individual to fill a re-
gional manager position. Responsibilities include
training, agronomic program development, budget-
ing, market analysis, and support of franchise loca-
tions. Qualified applicants must display strong agro-
nomic/technical abilities, excellent oral and written
skills, previous new business start-up experience, as
well as troubleshooting operational issues. We offer:

* A competitive salary

* Paid vacations

* Benefits package

* Company vehicle
Qualified applicants may fax their resume to 301/
846-0320, call 301/694-5440, or obtain additional
info on our web site: http://www.nl-amer.com, or e-
mail: natlawn@erols.com

// ,lh?l/,\ to
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L&L Classifieds.
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GROWTH OPPORTUNITIES

Q . Tired of unkept promises
* and no growth potential?

If you want a sales or field position where
you can grow in earnings & responsibility...

Nature’s Trees, Inc., an industry leader and in-
novator, is rapidly expanding its Savalawn divi-
sion. Sales Representative 8 Lawn Specialist po-
sitions are opening in New York, Connecticut and
New Jersey. Both positions offer a competitive sal-
ary & benefits package. Sales Representatives also
receive a generous auto allowance. Please forward
your resume to: .o

Attn: Human Resources
205 Adams Street, Bedford Hills, NY 10507
Phone: (914) 241- 4999 Fax: (914) 666-5843
E-mail: SavaLawn@msn.com

COME GROW WITH US.

CAREER OPPORTUNITY

Leading Massachusetts Lawn and Tree Company is
looking for individuals with five years of successful
industry experience and leadership ability. Explore the
advantages of working for The Lawn Company, estab-
lished in 1979. We are an owner operated company
with three branches in Eastern Massachusetts and on
Cape Cod, offering year round employment and a full
benefit package to every employee. Qualified candi-
dates should send resumes to Colleen Kilfoil, Human
Resources Manager, The Lawn Company, P.O. Box
1430, South Dennis, MA 02660.

GRADING DIVISION MANAGER

Professional commercial landscape company in Rich-
mond, Virginia, is looking for an experienced indi-
vidual to manage and run the Grading Division. We
offer excellent benefits, performance bonuses, and
salary commensurate with experience. Please fax your
resume to Human Resources 804/550-1869 or mail
to: JRGM, 11008 Washington Hwy., Glen Allen, VA
23059, Attn: Human Resources, or call 800/813-

0003.

LOOKING TO HIRE aggressive Sales Person
who can do the work of 3 people. See Greg at
Mid Am Show in Chicago — Booth # 1326
(1/15-1/17/98) or send resume to: DANIELS
PULL PLOW, 15N365 Old Sutton Rd., E.
Dundee, IL 60118

SALES PERSON
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EXCITING CAREER OPPORTUNITIES
FOR VEGETATION MANAGERS

Rapidly growing Vegetation Management Company
is looking for experienced Division Managers to work
out of our regional and branch locations throughout
the U.S. Must have a minimum of two (2) years
experience in Vegetation Management and/or a de-
gree in horticulture/arboriculture/urban forestry or
related field. Must be self-motivated, decisive, creative
and have strong organizational skills.
WE OFFER: - Excellent starting salary
- Company paid health insurance
- Excellent working environment
- Bonuses
- Vacations
- 401k Program
For career opportunity and confidential consider-
ation, send or fax resume, including geographic pref-
erences and willingness to relocate to:
DeANGELO BROTHERS, INC.
Attention: Paul D. DeAngelo
100 North Conahan Drive
Hazleton, PA 18201
Phone: 800/360-9333
Fax: 717/459-5500
EOE/AAP/M-F

OPERATIONAL MANAGEMENT

Montgomery County, Maryland, lawn care company
is seeking reliable, goal-oriented individual for opera-
tional management position. Must be self-motivated
and experienced. Job description includes sales, cus-
tomer and personnel management. Benefits and salary
based on experience. Send resume to: SuperLawns of
Gaithersburg, Inc., 14115 Seneca Road, Darnes-town,
MD 20874 or e-mail at sl@aws.com

DESIGN/BUILD /MAINTENANCE ESTIMATOR

MAINTENANCE FIELD & OFFICE
MANAGEMENT POSITIONS

MARKETING & SALES REPRESENTATIVES

Smallwood Design Group/Smallwood Landscape, Inc.
is looking for qualified individuals to fill the above
positions who are experienced in horticultural mainte-
nance and/or landscape construction:
* Are you driven by a desire to service the cus-
tomer?
* Do you have the ability to move people to action?
* Do you possess the initiative to take charge,
make decisions and see things through to com-
pletion?
* Are you a TEAM player?
If you answer “Yes” to all of these questions, join the
winning TEAM!

We offer:
* Excellent wages and benefits
* 401(k) Retirement Plan
* Advancement from within our organization
* A secure future in this well-established organi-
zation

Apply at:
Smallwood Design Group.
Smallwood Landscape, Inc.
2010 Orange Blossom Drive
Naples, Florida 34109
941/597-8136/FAX 941/597-4384
Drug Free Workplace/EOE

(LASS

WANTED FOR THE ISLAND OF BERMUDA
Qualified Landscape Crew Leaders & Gardeners
We are looking for young energetic team players who
have experience with hardscaping, softscaping, main-
tenance and irrigation. Applicants should hold an
Associate or a Bachelor degree in Landscape Architec-
ture, Horticulture or Landscape Management. Send

resume by fax, e-mail or mail.
Sousa’s Lawn Care and Design
Sousas@ibl.bm
P.O. Box PG 130
Paget PG BX Bermuda

LANDSCAPE FOREPERSONS

A fast growing, full-service landscape contractor in
Vail, Colorado, is secking qualified individuals to fill
maintenance and installation positions in the spring of
1998. A minimum of two years experience and/or a
related college degree. Salary commensurate to experi-
ence. Benefits available. Bilingual a plus. Please mail or
fax resume to: Johnie’s Garden, Inc., P.O. Box 5115,
Vail, CO 81658, fax 970/827-5696, phone 970/827-
9200. E.O.E.

MANAGEMENT POSITION

Colorado full-service landscape and tree maintenance
company in business since 1959 has a management
position for our arbor and plant health care depart-
ments. Must have a two- or four-year related degree,
three to five years of work experience, good communi-
cations skills and ability to manage and motivate
people. Excellent compensation and benefits for this
year round position. Contact Lee at RB Landscape and
Tree Service Co., 1970 S. Valentia St., Denver, CO
80231, 303/745-8286 or fax 303/745-8180.

INDUSTRY EVENTS
TURF & LANDSCAPE CONFERENCE

THE CONNECTICUT
GROUNDSKEEPERS B
ASSOCIATION ;
announces ifs
ANNUAL TURF AND LANDSCAPE CONFERENCE bu ”
Wednesday, February 18, 1998

at the Hurﬁadﬁvx(mt«mw,ﬂ

For information write:

(GKA, P.0. Box 954

Cheshire, CT 06410 1
or coll or fox the office 203/699-9912 _I

WANTED T0 BUY
HYDROSEEDERS & STRAW BLOWERS

We buy, trade & sell new and used hydroseeders and
straw blowers. Call 800/245-0551 for a free copy of
our latest used Equipment List or our catalog of
Hydroseeding equipment and supplies.
E-mail:dirtboy@ix.netcom.com
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THE NEW BREED OF
~ GOST GUTTERS

THE BEST WAY TO GROW YOUR BUSINESS.

To grow a business in today's competitive marketplace you need If you're looking for better bottom line performance, then you
to watch both sides of the ledger. . . costs as well as sales. That's need a mower that offers better maneuverability, precision cutting
where Scag commercial mowers can really add to your balance and faster speeds. A mower you can count on every time you put
sheet. Take the exciting new Turf Tiger for example. No other it on a job. From walk behind and 3-wheel riders to the awesome
mower in its class offers the awesome power and performance of  Turf Tiger, the mower you're looking for is Scag.
our newest zero turn rider. And like all Scag mowers, it's made to
run day after day, season after season, with easy field service-
ability, high productivity and consistant quality. And that cuts costs.

Simply The Best

Scag Power Equipment Division of Metalcraft of Mayville, Wil 53050 ©1997. All rights reserved
USE READER SERVICE #96
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THE SURE WINNER IS

K-RAIN!

1 PATENTED ARC SET
A K-Rain exclusive. Arc of rotation is
clearly indicated on top. Adjustable from
30° to 360° with riser in up or down posi-

tion. Turret may be rotated or “ratcheted”

to determine arc setting.

2 5 INCH POP-UP

The only gear drive on the market with
a full 5" riser that pops up through even
the tallest turf. The can height is virtu-
ally equal in size to most other gear
drives, yet K-Rain pops up an extra inch.

3 PATENTED REVERSING
MECHANISM

Provides instantaneous start from
previous stopping position. (This
Patented” mechanism licensed to
Hunter.) *U.S. Patent No. 5,417,370
Carl L.C. Kah, Jr.

4 EXCELLENT NOZZLE
PERFORMANCE
Nozzles deliver a superior fall out
pattern. #3 nozzle tested by C.L.T. at
180° pattern, 30 PSI, gave up to 98%
coefficient of uniformity. (Complete
test data available upon request.)

K-RAIN QUALITY AND FEATURES ARE
SUPERIOR! JUST ASK OUR CONTRACTORS
AND DISTRIBUTORS. (Send for list of references)

K-Rain Manufacturing Corp.
1640 Australian Avenue
Riviera Beach, FL 33404 USA
PH: 561 844-1002

FAX: 561 842-9493

RA'N EMAIL: krain@k-rain.com
«  WEB: http://www.k-rain.com

Hunter is a registered trodemark of Hunter Industries Incorporated © 1997 K-Rain Manvfocturing Corporation

USE READER SERVICE #91
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