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MORE WORK

FEWER WORKERS

L,

N .. :
‘ [t's more than a revolutionary

new way to work. It’s a wake-up

call for the l;mdsc;lping industry.

Presenting the new Toro"” Sitework™ Systems product line,

featuring the Dingo™ 222 compact utility loader.

The Dingo 222 hauls, tills, trenches, plants,
digs, drags and drills. Slips through
openings less than four-feet wide.
Turns on a dime. And travels,
attachments and all, on

a 12-foot custom trailer.

No sick days. No heat

exhaustion. No late starts. It’s like a caffeine jolt for the N {3
whole crew. 3L Only now you may not need the whole l/ ) of
-~/

crew. Call 1-800-476-9673 for more information =

or ask your Toro distributor for a demo.

SiITeEwork
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nlandeae

More Than 60,000 Subscribers Monthly

30 Building Success

Driven by a highly
experienced team,
Jensen Corp. has
maintained strong
profitability in the
highly volatile
landscape con-
struction market.

38 The Search for
the Best Cure

Using traditional and
nontraditional products,
wesearchers and donsractars are
searching for.more optvons in the
srearment of pests and diseases.

46 Pruring Deciduous Shrubs

Proper'timing andknowledge of a variety of rechniques is
Recessary 10 properly prune deciduous shrubs in the landscape.

56 Productivity in o Bottle
Uepal‘lmeﬂls When used properly, plant growth regulators can reduce the

amount of mowing and pruning required on a site.

90 4 64 Showing the Way In

Advertisers' Index Editor’s Focus

|

by Sue Tallon
San Frandisco, Calif.

The key to designing
effective entryways is
catching visitors’
attention without
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EDITOR'S FOGUS

:

“The employer
doesn’t pay the

wages — he only

Bob West
Editor

“/\
ow important has networking been to the development of your
business? If you're a contractor whose business is well established as
a successful organization, then it’s likely you’ve reached that posi-
tion in part because of ideas “borrowed” from other contractors.

If you’re just getting your feet wet in the industry, then it’s just
as likely that you find yourself looking for any opportunity to learn
from the experiences of others who have gone down the same road
of business growth before you.

Such sharing of information among contractors is commonplace
among green industry contractors, and, [ suspect, it is one reason for
the widespread, rapid growth of professionalism and profitability
within the industry over the last decade. Granted, a bullish economy
like we’ve enjoyed can make business easier, but it doesn’t carry any
guarantees with it.

What makes this networking even more interesting to observe is
that it often occurs between companies that can find themselves in
competition with one another at times. While some people may be
somewhat reticent to swap tricks of the trade with another player in

their market, I would argue that this may actually be the most
effective type of networking that takes place.

Yes, sharing an idea with a competitor could make them a
better company and make business more difficult for your own
organization. So what do you do? There’s two choices — do
nothing and let that company improve itself more rapidly than

handles the money. your company does, or force yourself to generate new, even
better ideas or business practices
The product pa P :
P i Many of our readers commented to us that they were
the wages.” — surprised to see how forthcoming Environmental Care was
about its business strategies in the December issue of Lawn &
Henry Ford Landscape. The company showed little hesitation sharing such

ideas. Instead, it was happy to share information that could be
used by other companies to improve their businesses, thereby
bettering the industry as a whole. Plus, as one ECI manager pointed
out, “Just because someone knows how we do something doesn’t
mean they can necessarily do it or do it better.”

Should a competitor of ECI’s improve upon an idea ECl initially
developed, that would challenge ECI to find an even better solution
for that particular problem. How can that be bad for business?

On a sidenote, I'm a big fan of quotations that capture particu-
larly insightful business philosophies in a few words, such as the one
from Henry Ford above. In the coming months, look for more that
I come across, and feel free to send any personal favorites along lﬁ

calling 800/456-0707 or e-mailing bwest@gie.net.
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Gowan Company, P.O.
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here may be products that cost
T less than Hexygon® up front
but they will cost you more in the
long run. Spray once with Hexygon
and you’ll soon see the added
Hexygon advantage. Add Hexygon to
your regular program and get long-
lasting protection. Hexygon’s unique
chemistry breaks the mite life cycle
by stopping egg and immature mite
development. Hexygon’s mode of
action does not affect
predatory mites or
beneficials. Protect
' your plants and
improve your profit—
apply Hexygon.
For the dealer
nearest you, call
1 Gowan Company

at 800-883-1844

5““ x1656.

RECOMMENDED FoR CoMMERCIAL ORNAKER e

h.h.‘. e,
- Hevythasor i
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Ol Hexygon

It happens with Hexygon.
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® HEXYGON IS A REGISTERED TRADEMARK OF GOWAN COMPANY

Box 5569, Yuma, AZ 85364 Phone 520-783-8844 Fax 520-343-9255



MARKET  TRENDS

MANY HAPPY RETURNS

Whether for convenience, productivity or a sense of
environmental responsibility, a majority of landscape
maintenance contractors who mow turf say that they
return clippings to the turf when they mow. A recent
reader survey of the readers of 7&0 Service Tech
magazine, Lawn & Landscape’s sister publication,
revealed that nearly 90 percent of lawn maintenance
contractors leave clippings at least some of the time,
and nearly two-thirds indicated that they always return
clippings. Reasons given for this trend by respondents
included the cost of disposal, reduced time on the site
and a reduced need for fertilizer.

61.7%

GRASSCYCLING GROWS

How often do you return i
clippings to the lawn when'
pu mow? | | |

27.7%

pr i

BOLUSKY TAPPED
TO HEAD FNGA

WASHINGTON, D. C. = The
American Nursery & Land-
scape Association put out the

Bolusky was expected to
stay with the ANLA through
the end of April and start his
Help Wanted sign last month, new position May 15, working
but it won’t be easy to find with outgoing Execu-
tive Vice President Earl
Wells until he assumes
the position full time
on July 10. Wells will
be retiring after serving
the FNGA for 13 years,

“Ben met all of the

criteria we set forth in

someone who can fill the shoes
of its departing director of gov-
ernment affairs, Ben Bolusky.
After 12 years in that posi-
tion, Bolusky has been chosen
to fill the executive vice presi-
dent position with the Florida
Nursery & Growers Associa-
tion, based in Orlando.
“Everyone here (at ANLA)
has been very
supportive,”
said Bolusky,

“and it’s an

our search for an execu-
tive vice president,” said
George Finora, presi-

dent, FNGA. “With his asso-
ciation experience and famil-
iarity with regulatory and leg-
excellent op- islative issues, Ben was the
portunity to
continue

best person for this position.”

“Ben has been a highly
valuable member of the staff
for 12 years,” said Robert

working in an
industry |

great opportunity for him. The
FNGA maintains a significant
legislative presence here in
Washington, so we'll still be in
contact with him and he’ll still
be involved in the industry
and the organization.

“He always did an outstand-
ing job of building relationships

L B B IR B B B B IR R

It's an excellent opportunity to

continue working mn an inr/ustry

that I truly admire and enjoy.’
— Ben Bolusky

LR BN B B AR BE B AR N

for the organization,” Dolibois
continued. “I will miss his very
positive and optimistic person-
ality — the cup was always at
least half-full from his perspec-
tive, and you need someone
like that in an organization.”
Dolibois said that the

“(Credit: T&0 Reader Poll)

try experienced candidates.
The election year will generate
a number of legislatively savvy
individuals who leave cam-
paigns early or become avail-
able as candidates bow out of
races in the spring and summer.

The timing of the move is
also ideal, as the 105th Con-
gress winds down
legislative activities
and its members
prepare for cam-
paigning. “We'll
continue to step
up pressure on
Congress over the
guest-worker bill,
but at this juncture
we don'’t expect
there will be any
major legislative issues that
will arise in the next three
months,” explained Dolibois.
“We anticipate that by the
time the new congress recon-
venes we will have a successor
that will be competent and up
to speed to succeed Ben.” —

- truly admire Dolibois, executive vice presi- search for a replacement will Paul Schrimpf
l Ben Bolusky and enjoy.” dent of ANLA, “and this is a not be limited to green indus- (continued on page 10)
6 LAWN & LANDSCAPE » MAY 1998




You know our
M-Series mid-size
tractors for their
all-round ver-
satility. Now we're
going after some
new turf.

Introducing
our M4700,
2-wheel drive Turf
Special. It's got
wide flotation turf
tires, a low-profile
front end, creep
speed for spraying and turf conditioning and
a sunshade for added comfort.

Like all Kubota tractors, the M4700
is loaded with features that increase pro-

ductivity and make
l ! \
) “ X

operation easy.
An ISO-mounted,
i semi-flat deck greatly
reduces vibration

Creep speed transmission
has 12 forward speeds
(0.17-13.76 mph) with
turf hires.

Kubota also offers an M4700 model with 4-wheel drive.

and minimizes
fatigue, while
hanging pedals
add comfort and
ease of operation.

The E-TVCS
5-cylinder diesel
engine delivers
maximum power,
with high torque,
low noise and
low vibration.
Enhanced com-
bustion efficiently
reduces fuel cost and lowers emissions.

The Kubota M4700 Turf Special.
It's designed from the ground up for land-
scape and turf applications. And
then some.

For more information, please write to:

IK<iyhotq

KUBOTA TRACTOR CORPORATION
P.O. Box 2992, Dept. LL
Torrance, CA 90509-2992

or call Toll Free 1-888-4 KUBOTA ext. 404
(1-888-458-2682 ext. 404)

Financing available through Kubota Credit Corporation

e
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‘ Dow AgroSciences

Confront

*Trademark of Dow AgroSciences LLC



http://www.dowagro.com
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(continued from page 6)

v
ANDERSON OUT AT
RENTOKIL

RIVERWOODS, IlI. - Al-

though details are unknown,

Rentokil Environmental Ser-

vices has confirmed that Terry

Anderson, who had been
president of the $88-million
interior plantscaper since Au-
gust 1996, is no longer with
the company.

Dick Corttrill, Rentokil’s
area managing director of the
United States, refused to
comment other than to
confirm that Anderson is no
longer with the company.
Cortrill will serve as acting
president until a replacement

is hired.

PEOPLE
T

he Scotts Company named Dan Paradiso director of marketing for the
professional turf division. Scotts also named Wayne Horman marketing

manager of seed and fertilizers, Mike Bandy as marketing manager of control products and Nikie Schooley as

market coordinator,
Riverdale Chemical Company hired Curtis Clark as marketing manager.
Steve Busash joined Americalist Lawn Care in the marketing division.
Stano Landscaping appointed Mitchell Rolsky vice president of operations.

Eugene Kosadk joined Landscapers Supply as executive vice president sales, marketing and business development,

Yanmar Diesel American hired Steve Bindl as sales engineer.
Deborah Ellman was named director of public relations for LasTec.

ment of crop and soil sciences,
University of(icurgi'.l. is

TURFGRIS BOOK.
NTHEWORS

ATHENS, Ga. - Keith

Karnok, professor, depart-

preparing a book that will
describe all turfgrass cultivars
that have ever been commer-
cially available in the U.S.
The book will include general

species information such as
adapration, use, management
and data from the National
Turfgrass Evaluation Pro-
gram. For more information,
call 706/542-0931.

(continued on page 13)

Eagleville, Tn
615-274-6660

P.O. BOX 99 « 395 S. MAIN ST. » EAGLEVILLE, TN 37060

e mail : holtse@voyageronline.net

Fax
615-274-2636

WHEAT IS THE HOTTEST, COOLEST, NEATEST,
NEW EQUIPMENT LINE IN THE LANDSCAPE,

This is a roll-off system where the container, or deck
rolls/slides off the trailer and can be left at any location.
The security container is ideal for on

site tool storage, and the flat bed
deck provides an easy transport
for a variety of equipment,
while the open top
containers handle a
variety of materials.

JJZ FIHE CURKEHTLY
SZ22iUng QURLIFIZD
DEFILENS TO DISTIIBUTE
THE TRALAOIST Ll
YORLDYVNDE.
IF 194 311z INTERESTED
Il B2C0MINA 7] DEsILER
CHLL TODHY

BYY-S48- 3715

ALY

In four, six, elght, and ten
cubic yard sizes.

VIDED SING
AVAILAB eI LA €

A
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Q Foreign Airmail 1 Year $218.00
*Payment must be in U.S. currency and drawn on a U.S. bank
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MAY 29-31 The 8th Annual Business JULY 8-9 Understanding Modern
Christmas Decorating Seminar, Arboriculture, Portsmouth, N.H.
Pittsburgh. Contact: 412/281-6352, Contact: 603/436-4804,

(continued from page 13)

v
TANAKA ENGINES (LEAR
CARB TIER Il HURDLE

JUNE 4 Tree Health Care Seminar, JULY 8-9 Pennsylvania Landscape &

KENT, Wash. — The hand- Memphis, Tenn. Contact: 205/348-3001, Nursery Association Central Pesticide
held equipment maker Institute, New Cumberland. Gontact:
Tanaka is the first manufac- JUNE 4-7 Florida Nurserymen and T17/238-1673.

A 6 cati Growers Association Annual Meeting
R and Convention, Palm Beach. Contact:  JULY 16-18 Turfgrass Producers Inter-
for a two-cycle engine under 800/375-3642. national convention &, field day, Tysons
the California Air Resources Corner, Va. Contact: 847/705-9898.

Board’s Tier II emissions

JUNE 15-16 Environmental Horticul-

rules. Called the PureFire, the ture Integrated Pest Management JULY 20-21 PLCAA Legislative Day on
engine incorporates internal Conference, San Luis Obispo, Calif, the Hill, Washington, D.C. Contact: 800/
modifications and a type of Contact: 805/756-2830. 458-3466.

catalytic muffler to achieve
JUNE 18-21 Outdoor Power Equipment  JULY 25-27 International Lawn,
Institute’s Annual Meeting, Colorado Garden & Outdoor Power Equipment
Springs, Colo. Contact: 703/549-7600. Expo, Louisville. Contact: 800/588-8767.

the reduced level of emissions.
Jim Elmer, Tanaka spokes-
person, said that the new en-
gine will go into production
this summer and will debut at

EXPO ’98 in Louisville, Ky.
(continued on page 16)

JUNE 25 Selecting, Planting and JULY 28-30 Penn Allied Nursery Trade
Maintaining Urban Trees, Riverside, Show, Fort Washington, Pa. Contact:
Calif, Contact: 909/787-5804, ext. 1621, 717/238-1673.

m From METKO, INC.
m 1251 MILWAUKEE DRIVE
NEW HOLSTEIN, W1 53061-1499

PERFECT FOR

Professional Landscape The Retail M-100

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

Service N | |
ervice Needs! Garden Center Standard Ramp
FABRICS CuT o
EASY FOR QUICK ﬁ.'s St(?ndﬂrd
INSTALLATION size pl(kUpS.
FABRIC FOR M-300
YOUR EVERY NEED! Porta Ramp
Bulk Rolls 3-15' Wide et - fits any pid(-up,
R trailer or van.
Landscape Fabrics s
Weed Control » Woven Ground Covers o Simplicity

Filter Fabric » Paver/Patio Underliner ¢ Soil Separators Quick and easy operafion with
A%y, standard spring assist on all M-100 model
Ml * Minimal Maintenance
All steel construction with a glossy black
powder-coat paint finish
® Flexible
Sell your truck, keep your ramp

- :
for new vehid
—FABRISCAPE ... N

Il der direct today:
LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS cu und or er Ire‘ o uY'

4800 S. CENTRAL AVE., CHICAGO, IL 60638 mm’:‘ | rLPLJ
Lzl |

(708) 728-7180 * 1-800-992-0550 * FAX: (708) 728-0482 FAX: 920-898-1389

USE READER SERVICE #11 USE READER SERVICE #12
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New this year is our
Quad Cab™ door
option! Twice the

doors. Twice the
> convenience.

Use a truck for work?
We'd like to
recommend
an excep-
tionally
well-
qualified candidate for the
job. Dodge Ram. You'll find
Ram’s convenience, capability, and
comfort make even the toughest work
look easy.

Show
excellent

jobs

900”,
LV
POWERTRAIN | Y, oct a choice of our

COVERAGE
‘— 100,000-mile/5-year
A Povertrain

Care Plus™ service
contract, or $300 to
$500 cash back! And

Now there

new for the program Ram to
this year is a flexible work for
financing and leasing plan. YOU.




And behind those doors? Amenities like
a fold-down center console and optional
under-seat rear storage system.

But don'’t let the niceties fool you.
This is still a
Magnum'-powered
beast. There’s a
choice of two V-8s,
an awesome 300-
horsepower V-10, or
a newly refined, more
powerful 24-valve Cummins Turbo
Diesel with 460 Ib-ft of standard torque.

What's more,
Dodge Ram received
J.D. Power and
Associates’ award for
“Most Appealing
Full-size Pickup,” three years in a row.

Here’s something else that’s appeal-
ing. Dodge Rams are the longest-lasting

full-size pickups on the road.

To make your ownership experience
even better, there’s ON THE

our On The Job m

program, which
gives special treatment to qualified
commercial customers.

Ram &% The New Dodge

For more information, call 1-800-WORK RAM or visit our Web site at www.4adodge.com

Always use seat belts. Remember a backseat is the safest place for children

IClub and Quad Cabs, and 5.2L V-8 not available on chassis cab models 2).D. Power and Associates 1995-1997 Automotive Performance, Execution, gnd Layout Studies™ 1997
study based on 29,187 consumer responses. ~“Based on percentage of 7/88-7/97 new pickup registrations still registered on 7/1/97. Data Source: The Polk Company “N/A on
Ram Quad Cab 1500. Service contract option not available in AL, FL, MS, OK or UT. No refund if canceled. Some vehicles ineligible. There is a $100 deductible for each covered
repair visit. Tire coverage covers only complete or pro-rated replacement for original four tires, excluding spare. See plan copy and full details at dealer
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ONE WORD

PROFIT!

1503 CR 2700 N * Rantoul,IL 61866
217-892-2954 « Fax: 217-893-3739
bordermagic.com

Become A Part Of Our Team.
Installing Custom Seamless Edging with
the Look and Feel of Real Brick and Stone.

* Self propelled
* One man operation
* Install Edging or Large Parking Lot Curbs.
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Spring
Specials From...

RaIN I BIRD,SALE

( CLOCKS |HEADS Buy The Box \
ESP-4.....87822| MiniPaw or 30
ESP-6....$822| MaxiPaw 993
ESP-8...8$71022|1804 4"Body $7142
\100-DVF Valves $1 1 22 Buy The

BACKFLOW SALE
1 8720 Db Chi
sa7a0 $60%

Bk

We Pay Order by 1 p.m.

for U.P.S. _SHIPS SAME DAY
800-600-TURF

CALL US AND SAVE! 7:30 am - 5 pm (8873)

Pacific Time
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(continued from page 13)

ASSOGIATION NEWS

ssociated Landscape Contractors of America is accepting
nominations for three awards programs. The ALCA Landscape
Contribution Award honors corporations or developers for cre-
ating landscape awareness through a dedication to high standards of ex-
cellence in their interior and/or exterior space. Deadline is July 1.

ALCA is also accepting entries for its interior and exterior Environ-
mental Improvement Awards program, recognizing contractors and cli-
ents for their commitment to creating landscapes and beautifying the
environment, Deadlines are August 17 for exterior project entries, and
September 21 for interior entries.

For more information, contact 410/796-0040.

The Professional Lawn Care Association of America introduced the Ex-
pertise Exchange Program, which allows members to contact industry
leaders to get help with some of their most difficult business manage-
ment problems. For more information, call 800/458-3466.

The American Nursery & Landscape Association announced the election
of Richard Gooding as president of the National Landscape Association,
the landscape division of the ANLA. Kent Gordon England joined the
leadership of the NLA as Region VI director.

The American Society of Landscape Architects formed ASLA Press, an
in-house publishing operation. Publications will be information-hased
products and services to assist landscape architects in their roles as
land planners, designers, teachers, managers and business owners. The
first publication by ASLA Press is the Business Indicator Survey-The
Map of the Territory.

The Pennsylvania Landscape & Nursery Association’s 1998 Guide fo

Pennsylvania Nursery Stock is now available. An on-line version can e
accessed at www.plnanurserystock.com. To receive a copy of the guide,
call 717/238-1673 or e-mail the request to plna@plina.com.

The Pennsylvania Turfgrass Counil is accepting nominations for its
Distinguished Service Award, presented to one individual that has exhib-

ited outstanding service and commitment to the turf industry. The dead-
line for nominations is August 1. For more information, call 814/863-3475.

—

EDITORSNOE . ... is

The name of Chris Loman, Autodesk, was misspelled in the April article,
“Plugging in to Automation.”
The photos accompanying the April article, “Light Up Your Night,” were
courtesy of Lumiere Design.
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THERE ARE COUNTLESS VARIETIE
OF PLaNTS ON EARTH
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AND ALMOST AS MANY FLORISTS” MuTUAL
PRODUCTS AND SERVICES.

Florists' Mutual Insurance Company has been serving the American
Floral/Horticultural industry since 1887. Through the years, we have
developed countless products and services designed specifically to meet

the needs of our customers. FLORISTS’

We proudly offer a complete range of insurance products and services MUTUAL
including fraud prevention and loss control. But we're more than just your INSURANCE COMPANY
insurance company, we're your business partner, now providing financial Growing With You For
and management services as well as insurance. More Than A Century

Your business is unique and so are your needs. So call the specialist.
Call Florists’ Mutual today.

500 St. Louis Street * Edwardsville, IL 62025 * 1-800-851-7740 * FAX 1-800-233-FMIC
http://www.plantnet.com * Not available in Wyoming.
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MAKING predictions about
the potential effects that past
weather can have on future
pest and disease activity can be
an clusive proposition for uni-
versity research and extension
people who regularly discuss
these issues with lawn and
landscape professionals and the
public. Weather can turn on a
dime, and the activity of dam-
aging pests and diseases can
confound even the most expe-
rienced people in the field.

“We can usually ger an idea
as to whether the insects will
be out carlier in any given
year, but in terms of abun-
dance, we really have a hard
time making any predictions,”
noted Dan Potter, professor of
entomology, University of
Kentucky, Lexington.

Still, Lawn & Landscape
asked some of these respected
individuals to offer their best
predictions about what might
happen in the future. Fhis ar-
ticle reviews some of the
points they made.

EL NINO EFFECT. For much of
the country, the El Nino
weather pattern that ruled the
air this winter brought milder
than normal temperatures.
Rick Brandenburg, entomolo-
gist, North Carolina State
University, Raleigh, said that
the warmer temperatures could
generate greater populations of
1NSECLs.,

“We've certainly had good
weather for overwintering,”
noted Brandenburg, who
added that mild temperatures
combined with rainy weather
in many areas of the Southeast

ITURE FORUM |

v
EXTENSION AGENT
WEATHER REPORTS

could result
in very high
populations
of fire ants
in urban ar-
eas. He tem-
pered the
prediction
by also men-
tioning that
the positive
environ-
mental con-
ditions “also
hold true for
the natural
enemies as well as the pests.”

What the mild winter will
do to the populations of other
insects remains to be seen.
David Shetlar, entomologist,
The Ohio State University,
Columbus, said thart different
species of insects have varying
degrees of tolerance for winter
conditions.

Grubs, for instance, may
come up to the surface during
extended periods of warm
weather to begin feeding. If the
temperatures take a sudden
dive, the grub may not have
enough energy reserves left to
tolerate the cold snap. In addi-
tion, grubs develop a natural
“antifreeze,” according to
Sherlar, that keeps their body
fluids from forming fatal crys-
tals that can kill the insect.
When the weather warms,
their bodies convert the fluid
back into sugars, leaving them
vulnerable to crystalizing.

“Have we had enough
warm weather to cause insects
to break dormancy and elimi-
nate theirantifreeze? Have the
grubs expended too much en-

ergy? I certainly don’t know for
sure, and only time will tell,”

said Shetlar.

TREE TALK. Because trees often
don’t reveal the effects of envi-
ronmental stress for months or
even years after their occur-
rences, making any predictions
that should raise immediate
congcerns is difficult. Bob Olive,
superintendent at Auburn
University’s Mobile, Ala., ex-
periment station, noted one
thing to look for. In his area,
there was a lack of rain during
the fall as deciduous trees went
into dormancy. “We may sce
some stress symptoms, such as
some unusual dieback, during
the spring,” he said.

In areas where flooding
rains occurred, trees can be
damaged ar the roots as the wa-
ter robs them of oxygen. An-
other factor at work according
to Jeff Iles, assistant professor
of horticulture, lowa State Uni-
versity, Ames, is the trec’s re-
sponse to flood stress. Trees in
this environment will release

carbohydrates and sugars,

which “seem to act as
an attractant to
problem pests,” he
said.

In these cases, it
can be difficult to get
the tree to recover.
[les suggested apply-
ing a low nitrogen fer-
tilizer, aerating the
soil and mulching in
the root zone. Also,
don’t forger to water
during extended dry
periods to help the
tree regenerate roots
and recover, he noted.

The warmer winter may
have one other tree effect — an
increased incidence of disease.
Jean Woodward, extension
plant pathologist — ornamen-
tals, University of Georgia,
Athens, explained that the early
leafing combined with a wet,
cool spring could give diseases
a jump start on the season.

THE WEEDS. University re-
searchers indicated that the
timing of the emergence of
weeds seems to be pretty close
to on schedule, although it ap-
peared earlier in the season
that crabgrass could emerge as
carly as two weeks before the
average.

Fred Yelverton, professor of
weed science at North Caro-
lina State University, said that
the warmer than normal win-
ter kicked emergence in early
but thar a cold snap thart struck
the country in March acted to
reset the clock. “Weed emer-

gence is essentially back on
schedule,” he said. — Paul

Schrimpf

18 LAWN & LANDSCAPE » MAY 1998




iotechnology
and Plant Health

Plant Health Care, Inc. is
a microbial biotechnology
company specializing

in the development of
“plant health care”
products and natural
systems solutions for the
commercial tree care,
horticulture, turfgrass,
forestry and land
reclamation industries.
The Company is the
world technology
leader in the commercial

eer <A NATURAL -
SYSTENS
APPROACH

Palmdv know how 1o

grow. Our job as horticulture
professionals is to create those
conditions that best enable natural
growth mechanisms to perform as
desired.

At PHC, Inc., that simple realization has
resulted in an innovative new approach
to the development of plant heaith care
products - an approach that emphasizes
prevention over cure, and cooperation
with natural growth processes over
chemical treatment.

Call for our NEW PHC Green for Life
Catalog of bioclogically based products
for Professional Horticulturists

1-800-421-9051

38M98C1
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HOUSTON, TEXAS -
LandCare USA has taken the
next step in its grand plan to
develop a publicly traded na-
tional landscape firm, while
the rest of the industry contin-
ues to react to the develop-
ment of this organization com-
posed of: Arteka Corp., Eden
Prairie, Minn.; D.R. Church
Landscape Co., Inc., Lombard,
Ill.; Southern Tree & Land-
scape Companies, Charlotte,
N.C.; Ground Control Land-
scape, Inc., Orlando, Fla.;
Trees Inc., Houston, Texas;
Desert Care Landscaping, Inc.,
Phoenix, Ariz.; and Four Sea-

v
LANDCARE USA
RELEASES PROSPECTUS

sons Landscape &
Maintenance, San
Jose, Calif.

The prospectus, a
104-page document
obtained by Lawn & Land-
scape, outlines the company’s
current composition and its
plans for growth. Such a
document is required to be
filed with the Securities Ex-
change Commission in order
for a company to issue public
stock. While the document
provides a clearer picture of
the group, company execu-
tives are still limited in their
ability to comment on certain

Linda Benge

o

Hal Cranston

specifics before the stock of-
fering occurs, which is sched-
uled for the middle of May
(under the symbol GRW on
the New York Stock Ex-
change).

Following are some high-
lights of the prospectus:

* The company plans to
offer 5,000,000 shares of
common stock at a price be-
tween $10 and $12.

* The seven companies

that will merge to form
LandCare USA com-
pleted 1997 with com-
bined revenues of more
than $118 million, gross
profits of more than $25
million and net income
of $5.8 million.
* From 1995 to
1997, the seven merging com-
panies’ combined revenues in-
creased at a compound annual
growth rate of approximately
10 percent.

* LandCare USA will pay
the owners of the seven com-
panies a combined total of
$27.2 million in cash and
5,162,645 shares of common
stock to acquire their compa-
nies. (These shares are sepa-

(continued on page 25)
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L1315365 per machine per day! Call your Turfco Dealer for details!
Aerating lawns is a great way to get your cash flow going as soon as the frost is out
of the ground. Several major universities have shown that you can also aerate after
pre-emerge barriers are down. Ask your Turfco Dealer for the consumer mailers to
help you sell aeration to your customers!

ﬂmi‘uﬂcc Mfg. Inc.

‘. ..’

t--&

3

Pull'hg_PIugs

$ Early Sprmg Incom

1655 101st Ave. NE * Minneapolis, MN 55449-4420
(612) 785-1000 » FAX (612) 785-0556
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For the past 307660’5,

hiﬂh dose chemicals

as America's all—purpose

msecticides.




)
Twme s up.

Introducing DeltaGard Srom
AgrEvo Envirowental Health.

’7 successor to dd Sashioned,

D3 rIGard

A tuwe

Sud'a’én;'y, its all CLWLqmj.

Everywhere, the trend is towards sophisticat-
ed, low dose insecticides whose effectiveness
is high, but whose environmental impact is
low.

Yet nowhere in this emerging scenario is
there a place for old fashioned high dose
chemicals. Their day has come, And gone.

So where, exactly, does this leave you,
your customers and your business?

One thing's sure.The damage that insect
pests do to your customer’s lawns and flower
beds isn't about to stop.

And although your customers will,
increasingly, want to be reassured that the
insecticides you are using are not the old fash-
ioned, high dose varieties they read and hear
about in the news, theyll still want to
minimize insect damage in their particular
yard or garden.

Any successor to yesterday's insecticides
must therefore reconcile the twin vital goals
of effectiveness and low dosage.

Meanwhile, with current legislative

trends and other recent fast moving
developments, it's high time for a low dose
alternative.

Now.

The p}«feﬂfc‘d'
altervatwe.
The obvious alternatives

to current high dose Insecticides are
pyrethroids. These are synthetic versions of
naturally occurring insecticides found in mem-

bers of the chrysanthemum family, and were

high dose

msecticides.

industrially synthesized by AgrEvo group com-
panies many years ago. They offer a number
of advantages, including low dosage, low envi-
ronmental impact and very high effectiveness
(after all, in their oniginal form they're nature’s
first choice against insect pests).

As pioneers in this field, we have devel-
oped some of the most successful and wide-
ly used pyrethroids, including the most
potent pyrethroid of all. The one that sets the
world standard, the one we believe is the
only practical successor to today's high dose
formulations. The one called deltamethrin.

The king of pyv‘eﬂfc,ds.

For many years, deltamethnin has been
the broad spectrum pyrethroid insecticide of
choice everywhere in the world except the
United States (because of patent restrictions).
It combines a unique list of advantages. includ-
ing very low dosages, high effectiveness and
no odor.

More than 70 million acres cultivated in
over 100 countries are now protected by
products containing deltamethrin. Not to
mention millions upon millions of homes,
business institutions and public buildings.

Now it's approved for use here in the
United States. And we've launched it under
the brand name DeltaGard™ to help make it
as overwhelmingly successful in Paris, Texas as
it 1s in Pans, France.

In fact, thanks to an exceptionally broad
spectrum of insect activity, we predict that
DeltaGard will soon become everyone's

favorite insecticide.

Yours, as well as your customers.

A very actwe aa'\/anfaﬁe .

Unlike other pyrethroids, DeltaGard consists
of a single active isomer (isomers are mole-
cules which have the same
chemical composition but
different
space). Of the 8 possible iso-

structures  in
mers given by nature to deltamethrin,
AgrEvo chemists were able to isolate and
industrially produce the one with the highest
insecticide power.
makes DeltaGard the world's most potent

This unique feature

pyrethroid.
Result? DeltaGard is effective at
extremely low rates (006 to O0.13

Ibs/Al/acre, depending upon insect targets).
This is exactly the kind of product your cus-
tomers have been asking for, because just a
little goes a long, long way. And in test after
test, DeltaGard has proved extremely effec-
tive against ticks, leaf-feeding caterpillars
(armyworms, bagworms, cutworms and
gypsy moths), leaf-feeding beetles (elm leaf
beetles and Japanese beetles), billbugs,
chinch bugs, mole crickets, and a broad spec-
trum of other surface-feeding insects.

Active Ingredient Comparison




DeltaGard Sormuations

DeltaGard from AgrEvo is now available in two PeltaGard™ T80

general purpose formulations to cover all the Grandar Insecticide

applications where old fashioned, high dose These are water soluble gran-

insecticides were used. In both formulations at ules which are many times more
labeled use rates, active ingredient concentra- effective than current high dose
- insecticides at controlling a
tions are among the lowest in the world.
broad spectrum of perimeter
pests. Yet you'll use up to 50
times less active ingredient than

traditional formulations.

DeltaGard” 140
S SC Insectic uj'e
An ultra low dose, exceptionally
broad spectrum DeltaGard liquid
suspension concentrate spray
which leaves no odor: A true
J ‘general purpose’ insecticide,

4 labeled for use on turfgrass and

ornamentals.

Field trial: Chewing Insects - Billbugs (New Mexico)

" m,“\'” : ‘. .
DeltaGard 0.1G Y Control
Dursban 1G a6

DeltaGard GC Granular Insecticide provides superior control with 1/10
the active ingredi

t when d to Dursban.

DeltaGard 0.1G !
Talstar 0.2G 23

97;&*&1
mnwg

DeitaGard GC Granular | iCid ides sup
2 times less active ingredient when compamd to Talstar.

jor control with

Field trial: Black Cutworm - (oni)

Active Pounds of
Dursban 05 G 11

DeltaGard 5SC provides superior control with less active ingredient and
lower rates when compared to Dursban.

How TeltaGard stacks up

Even at very low application rates, DeltaGard has proved highly effective against a
broad spectrum of insects. Here are the results of field tests, demonstrating how a
small amount of DeltaGard active ingredient at labeled use rates, is as good or bet-
ter than large quantities of old fashioned, high dose insecticides.

Hairy Chinch Bugs W July, 1995 B Athletic field in New Hampshire B Dr. S. Swier
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ADeltaGard 5SC
|__WDeltaGard 0.1G

M-0,08 Ib. A VA
H-0.13 Ib. A UA

B Talstar F
B Dursban 1G -

M-0.10 Ib. A VA
M-1.4 Ib A VA

M - Medium rate, H - High rate

L~ Low rale

10.8 times more active ingredient in Dursban 1G (chlorpyrifos) required to provide
equivalent control as DeltaGard 0.1G

Mola Crcket Nymphs B August, 1996 B Fox Squined Coumtry Club, NC
B Dr. Rick Brandenturg B Surtace Application

Fatl armyworm trvae B October, 1997 B Bermutagrass. Dattas, TX B D J Ralnent




About AgrEvo.

AgrEvo is a pioneer in the use of environmentally sensitive pest control methods (in fact, it was
an AgrEvo group company that first produced deftamethrin in the early 1970s). We're part of
one of the world's largest crop production and environmental health organizations, with oper-
ations from New York to New Zealand. Right now, AgrEvo group companies are helping pro-
tect over 70 million acres of agricultural land - together with tens of millions of homes, offices,
businesses and public buildings - in over 100 countries.

Our product line includes a portfolio of specific and general purpose
insecticides, herbicides, and fungicides for the professional market. And with our worldwide
research and development program, we continue to pioneer the ‘less-is-more” approach which

has proved so popular among our customers.

About tive.

As you can see, DeftaGard is in a unique position to become the natural successor to the older
classes of insecticides in all the insecticide applications that make up a large part of the lawn
and landscape maintenance business. It's a lot more effective, at significantly lower rates, when

used as directed on the label. And it has been proven worldwide for decades.

In this brochure, we've presented you with some positive answers to
the high dose insecticide questions that are likely to come with increas-
ing frequency over the coming months. For more information on
DeltaGard, please contact your authorized AgrEvo distributor; or call
1-800-843-1702.

) Agrevo

Produced by: Marketed by:

AgrEvo Environmental Health AgrEvo USA Company
95 Chestnut Ridge Road 2711 Centerville Road
Montvale, NJ 07645 Wilmington, DE 19808
1-800-843-1702

WWw.agrevo-green.com

Remember o read and follow label directions carefully. DeltaGard is a trad of AgrEvo ntal Health, Inc. Dursban is a registered trademark dﬂmm
muwmamwnwmumgazm T uwmuz«mmnwwq
1998 AgrEvo Company
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(continued from page 20)
rate from the 5,000,000 that are to be sold
publicly.)

* The public stock offering is expected
to ultimately yield approximately $47.2
million for LandCare USA.

* The company hopes to obtain a bank
line of credit of at least $50 million fol-
lowing the stock offering.

* The company’s board of directors will
include Pat Norton, former CEO of Bare-
foot Grass and a one-time candidate for
LandCare USA’s CEO position.

* The company will operate more than
1,300 vehicles and the merging organiza-
tions will bring together more than 2,500
customers.

* The company will look for efficien-
cies of scale from areas such as equipment
purchases and insurance, which repre-
sented combined costs of $5.9 million and
$5 million, respectively, in 1997.

* Trees Inc., the $50-million tree care
company in Houston, will draw the high-
est acquisition
price of more
than $11 mil-
lion in cash

“The Com-

pany expects

and more than
1.8 million
shares of stock.
The key to
LandCare
USA’s future

will obviously

to face com-
petition for

these acquisi-
be the success it
achieves in en-
acting its acqui-
sition strategy.

tion candi-

dates ... that

“Acquisition

may lead to

targets will
have the scale,

higher acqui-

customer base,
sition prices.’ expertise and
management
necessary to be
a core business
into which the
company can consolidate other acquisi-
tions in that geographic area,” read the
prospectus, with high population areas
such as the Pacific Northwest, Southern
California and Northern Virginia being of

particular interest. “Special emphasis will

be placed on diversifying the company’s
operations geographically to serve the
needs of large regional and national prop-
erty owners and managers and to mini-
mize the effect of seasonality in the colder
regions served by the Company.”

The prospectus also sheds light on the
business mix of LandCare USA. Land-
scape maintenance comprises 75 percent

m

of its revenues, including Trees Inc.’s $50
million of tree care and line clearing busi-
ness. Landscape installation represents the
remaining 25 percent. Among the six
companies other than Trees Inc., how-
ever, landscape maintenance represents
approximately 60 percent of the service
mix, and growing this number will be
one of the company’s goals.

ANYBODY

FIBERGLASS PRODUCTS

CAN
PUT
TANKS
ONA
TRUCK!

TUFLEX MANUFACTURING CO.
1406 S.W. 8th Street
Pompano Beach, Florida 33060

Toll-Free: 1-800-327-9005

954-785-6402
FAX: 954-785-6404

Experience
the tough-flex
diffrence.

We certify that this is an actual photograph and that the tanks
were not altered in any way to produce this picture.
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LandCare USA recognizes
this balance has potential for
significant variation. “Trees
Inc. derived approximately 96
percent of its revenues from
20 urility customers, three of
which accounted for approxi-
mately 54 percent of its total
revenues,” noted the prospec-
tus. LandCare USA hopes to
expand Trees through other
companies after additional
mergers create suitable market
density to support the equip-
ment and expertise costs of
tree services.

RISK FACTORS. The company
also identified what it sees as
its primary operating chal-
lenges in the future, in a sec-
tion entitled, “Risk Factors,”
which is a required part of

any prospectus.

Included among the 22
risks were those related to its
acquisition strategy. “The
Company expects to face com-
petition for these acquisition
candidates, particularly from a
few relatively large public or
private companies that have
begun or may begin to pursue
the acquisition of landscape
and tree service companies. ..
This competition may limit
the number of acquisitions that
the Company is able to con-
summate and may lead to
higher acquisition prices.”

And smaller contractors
concerned about the ability to
compete against an organiza-
tion with such deep pockets
may in fact have the upper
hand in some situations.

llorrors Seminar Draws
the Industry’s Big Guns

S9SN SROSOIOLOOSIOSTABERNDTEDOESEDS

ASHINGTON, D.C. — The industry’s largest players were all in
attendance af The Landscape and Lawn Care Industry Mergers '
and Acquisitions Institute.

TruGreen-ChemLawn, LandCare USA, Environmental

Industries, The Brickman Group, Ruppert Landscape Co., ISS and the

Davey Tree Expert Co. all had representatives at the two-day event,
which presented an overview of the mergers and acquisitions process. In
addition, many contractors commented on the number of financial

companies in attendance, such as Chase Capital Partners, Butler Capital,
and KPMG, indicating interest in the green industry.
The 81 attendees heard presentations on topics such as "What Buyers

are Looking For," "Funding and Financing Your Acquisition,”" and
Structuring and Negotiating the Deal.” — Bob West

“Some of the Company's com-
petitors may have lower over-

head cost structures and could
outbid the Company for land-

scape and tree service contracts

by offering their services at a

lower price than is profitable
{continued on page 28)

Call today!

» Landscaping Estimates spell out the
details now, avoiding discrepancies later.
And with your kit, you'll also receive a |
FREE NEBS Catalog packed with time- [
saving computer and manual forms and [
I
|

FREE

—
SAMPLE PACK

designed exclusively
Jor landscapers!

Providing you with the hardest-

working forms to help your

landscaping business run better,

NEBS Landscaper’s Sample Kit

contains all these great forms and ideas:

* Landscaping Work Orders and Invoices
make your billing easy and accurate.

* Landscaping Proposals and Doorknob
Hangers convey professionalism, command
attention and win you more jobs.

checks, promotional ideas and much more.

1-800-367-6327,

Ext. 25893
Fax:

1-800-234-4324, 24 hours a day
On the World Wide Web:
http://www.nebs.com
o ?ul}zs\'ll.nfikn T

100% Satisfaction Guaranteed Ld GROTON, MA 0147

|

Mail Code 25893 |
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“They begged me, twisted my arm, bought
me lunch, promised me the world . . .”

\

The New Gehl “35 Series” feature:
® Precisélbucket and drive control with exclusive “hands-only” controls.
Optior and/foot or dual-hand controls available.

@®
» Standard 1,800 or 2,300 Ib. SAE operating capacities.
* Universalattachment system with :
large sel@gtion of tools.

* Long whee@lbase for smoother ride.
* Oil-coolediesel engines.

60 HP or P turbo. -
* Tilt-back €88 provides _ [ P .
easy accel N

«— *TMthc)Gchllb'b

Gehl Company Visit your Gehl Dealer and test drive a new "35 Series" for yourself!
143 Water St. » West Bend, WI 53095

USA.

PHONE: 414-334-9461 FAX: 414-338-7517
Greg Stano owns Stano & Associates, a Brookfield, Wisconsin landscaping firm.

VISIT US ONLINE AT: httdeww.gehl.com Actual testimonial on file.
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Lawn maintenance operators across the country
are discovering the compact, maneuverable
Mid-Size Walker Mower. With its zero-turning
radius, the Walker is perfect for summer
maintenance as well as for winter tasks. And,
the labor-saving Walker looks good especially

when building a
profitable oper-
ation, because
it usually cuts
labor in half.

Walker Mowers

Walker Manufacturing Company

5925 E. Harmony Rd., Dept. LL

Fort Collins, Colorado 80528

(800) 279-8537 www.walkermowers.com
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(continued from page 26) offering on a nationwide

for the Company,” according barnstorming tour wherein
to the prospectus. it paid visits to institutional
The company spent the INVESLOrs to answer any ques-

weeks leading up to the stock tions. — Bob West

The Industry Sounds 0ff

L B B B L B B R B R E N RN

awn & Landscape was the first magazine to cover news of
LandCare USA’s and TruGreen-ChemLawn's recent acquisitions
("Lightning Strikes Twice, March 1998, p. 24). And the Quick Fax
Survey that accompanied that issue generated a wealth of
thought-provoking responses,

When asked how concerned they are about their ability to compete
against national companies, better than 40 percent of respondents
indicated either “very concerned” or “concerned." But, at the same
time, almost 58 percent of respondents indicated the development of
national landscape maintenance companies is good for the industry,

Finally, respondents were asked which of the following companies will
be the largest five years from now: the landscape management division
of TruGreen-ChemLawn, LandCare USA, The Brickman Group or
Environmental Care. TruGreen-ChemLawn was the clear favorite,
garnering exactly 50 percent of the votes. LandCare USA and Environ-
mental Care tied with better than 21 percent of the votes each,

Following is a taste of the comments respondents included:

Are you concerned about your ability to compete?

« “As long as we provide quality service at a fair price, we will keep
and grow the business."”

« “The bigger the company, the more cheaply they bid the work just to
keep their employees working."

« "I cannot imagine how a publicly traded company can compete with a
smaller, privately owned company in regard to quality. Volume is its
objective, so quality will be its weak spot.”

« “Larger companies traditionally suffer the pains of growing through
acquisition, Each occurrence opens a door for the smaller, personal
service organization to acquire new clients.”

Is the development of these companies good for the industry?

« “Yes, it brings more respectability to the industry and offers a model
for smaller firms looking to improve their business practices.”

«“It's good if they spend a part of their budget on educating
customers, research and environmental issues that affect us all.”

« “It will help change the public's perception of the industry from the
current image of uneducated, unqualified “anyhody can do it" labor to a
trade requiring licensing, certification and professional business.”

= “Look at Microsoft — do we want the same type of monopoly?”

« “"No — it can create unionization of companies, forcing salaries,
benefits and collective bargaining through the roof.” — Bob West

For more responses, check “The Industry Sounds Off” article on Lawn &
Landscape Online — www.lawnandlandscape.com.
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TURF PRODUCTS

22-4-10).

Lebanon Turf Products is the only company that offers a homogeneous
fertilizer with isobutylidene diurea to lawncare professionals. Period.

Greenskeeper II 22-4-10 is quite simply, the best fertilizer the golf or
lawncare industries have ever seen. Its dual release nitrogen sources
are perfect for warm or cool season grasses — regardless of soil type
or condition. And it’s backed by our Authorized Lebanon Turf Products
Dealer network.

So the only problem your customers might have with their lush, golf
course green lawn is the number of folks asking to play through.

For more information, or to order Greenskeeper II 22-4-10 today,
contact your nearest Authorized Lebanon Turf Products Dealer. Or call
1-800-233-0628.

dgreenskeeper
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cover story

Jensen Corporation

HEADQUARTERS: Cupertino, Cali, A
FOUNDED: 1961

PRIMARY SERVICES: Landscape design
and installation is 100 percent of the S
business, which is 50 percent commer- :
cial/industrial, 40 percent government/ )
municipal and 10 percent residential, It ,.f“-
provides a wide range of contracting ser- =~
vices focusing on specialty niches, in- :
cluding the construction of parks, corpo-

rate campuses, recreational areas, pla- :
zas, libraries and complex residential .
projects. A sister company, Jensen Land-

scape Services, operates as a separate
landscape maintenance company.

EMPLOYEES: 55 year round; 10 seasonal

1997 REVENUES: $10 million w  Driven by

| i

THE CONCEPT: Companywide teamwork A e:qommced
allows Jensen Corp. to provide high qual-
ity landscape projects that consistently
meet expectations.

—

W
y \ ney through the rank: ¢ )
in fy was ocrtainl -
MBA graduate from
t age 23, McGilvray
‘world fblgbusmeas.
but not

The Principals

Scott McGilvray, President | T
AGE: 53 "‘.\ presic l’ltOch sen

Atating
as defined

industry career path was not nearly
ilvray started learning the industry
fove a truck for a green waste hauling
age. He also spent time at a landscape
pany - orkmg on a few large estates and a
perties, and then later as a test gardener for

0, Cahf a --
2 3 mﬁmbi[i struction firm $7 million to $10 million in
MCﬁGRgl;IND: M:;G“vrfa A w::h fWas:on. ¢ P dle /,, t‘ly \ commercial J ntial landscape construction
e (U UNE TN T, A 1 1 ~ | contracts annj as a long road to success.
Fred Jensen, in 1982, He holds a masters . i gh y : E s

in business administration from Stanford :
University, and worked in an executive
position with Levi Strauss & Co. before
pursuing a green industry career,

roure or S

Duane Wasson, Chairman : Sunset magazi #

AGE: 55 ' His next job'would train him for his eventual green industry

BACKGROUND: Wasson worked for Jensen - field of choice, |alfsgpc consur':;ction. ?,5 lan ir;iltal}llarif)n
S e ! . roject manager with Cupertino Nursery, he learned the ins

it mgf esmtw OIS Ta B}l Paul fndjouts of plinning smallplandscapc jobs, installing them and

Fhe W”’m McGIW@y. He, o BA finishing them under right timelines and small budgets.

W arolstecturs from the University o Minols ' Sfl]ﬂmpf Eventually, McGilvray landed a position at Jensen Corp.
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Project
management
teams are at the

Mendoza. Photo:
Sue Tallon

P ——

Owner Fred Jensen gave McGilvray and
chief estimator Piane!Wasson the oppor-
tunity to manage the company while he
took extended leaves, and both proved ca-
pable leaders. When Jensen decided to sell
the company, McGilvray and Wasson suc-
cessfully pitched Jensen on a deal, and in
1982 the partners took over the business.

A BID FOR GROWTH. Jensen Corp. made

several important changes over the nexe

decade, including purchasing a new ﬂldﬁ@-

]
;«t McGilvray attributes the success of Jensen

Corp. to.the longevity of its management

¢ top-managers have been with

in 1986 and forming a separate landscape ™ the companyul 0'years or longer. This expe-

maintenance company, Jensen Landscape
Services, in 1988. Anothersignificantchange
was to focus the company on government
and municipal landscape projects.

. e 5. . .

rience fseritical, especially since more than
90: percent” of the company’s installation
c¢ontracts are won by having the lowest bid.

(continued on page 34)
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This simple comparison launc

A little Talstar® controls common lawn pests as well as a lot of Dursban® or diazinon. Talstar label rates
for surface feeding pests are one-fourth the Dursban rate and one-tenth the rate for diazinon. So while
the impact on the environment is reduced, the impact on lawn pests remains the same: they’re gone.
With no odor but long residual. And if you compare Talstar to other pyrethroids like Tempo® or Scimitar®,
you'll find that Talstar offers two additional benefits: true mite control and no skin irritation.

Find out why lawncare operators all over the country have made Talstar
the fastest rising star in the lawncare industry. Call 1-888-246-4125

for Talstar literature and labels. ’

Talstar at . oz.
per 1,000 square feet
controls these pests:

Annual Bluegrass Weevil
(Hyperodes, Adult)
Ants

Armyworms

Billbugs (Adult)

Black Turfgrass Ataenius (Adult)
Centipedes

Chinch Bugs

Cutworms

Fleas (Adult, Larvae)

Imported Fire Ants (Adult, Mounds)
Leafhoppers

Mealybugs

Millipedes

Mole Cricket (Adult, Nymph)
Pillbugs

Sod Webworm

Sowbugs

Ticks

Talstar* is a registered trademark of FMC
Tempo® is a registered trademark of Bayer Corp. Dursban’ is a registered trademark of Dow AgroSciences. Scimitar* is a registered trademark of Zeneca Inc




hed a sudden rise to the top

Talstar PL Granular and Talstar Lawn & Tree Flowable.
The rising stars of the lawncare industry.

+MC
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(continued from page 31)

Keeping projects within a given bid pre-
sents challenges many times since the archi-

tect can't always anticipate every nuance of

a particular landscape site. When some-
thing on a plan is left off or not adequately
addressed, such as necessary drainage,
McGilvray explained that the company will
engage in “value engineering.”

“During the course of the work, we often
find out there were some gray issues the
architect left out,” explained McGilvray.
“For example, we may discover a drainage
problem on the site. We'll value engineer
the landscape budget by suggesting seeding
rather than sodding. Then, you can move
the cost savings over to solve the drainage
problem. You're saving money, and solving
other problems that would likely jeopardize
the value of what you're building.”

CITY HALL SUCCESS. The low-bid monster is
particularly ugly in the public sector,
McGilvray lamented, where many munici-

. WE s
. 't ‘f,

ety

palities do everything they can to avoid the
competitive bid market.

Despite this, the municipal landscape
market is one that the company has been
working in heavily for a number of years.
The experience Jensen Corp. has working
within the municipal process gives it a leg
up with community officials when it comes
to bidding and executing these types of

At Jensen Corp., bonuses
" | are based in part on each
- ,;, person’s ability to work as

B 9 B team to make the entire
= company successful.
= Photo: Sue Tallon

projects, McGilvray noted.

“A lot of these projects, such as commu-
nity parks, are almost are a little too small
for a guy with big equipment, and he really
doesn’t want to be bothered with it,” he
pointed out. “On the other hand, a small
contractor will not have the equipment and
won 't really understand how to do the grad-

(continued on page 36)
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TOWABLE BOOM LIFTS

* Working heights
from 38' to 47"

* Battery or gas
powered

* Hydraulic surge
brakes

* 360° Continuous
rotation

* Master / slave
leveling basket

* Two-man cages
available - NEW!

800-527-5333 -Fax419-445-0367

. bil-jax'
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125 Taylor Parkway
Archbold, OH 43502

Manufacturing Excellence Since 1947

g C & S TURF CARE EQUIPMENT, INC.

BUILDING QUALITY EQUIPMENT

Photo for (lustration only

FOR PROFESSIONALS, BY PROFESSIONALS

C & S Protank® Sprayers
e ELECTRIC AND GAS UNITS

¢ DESIGNED TO FIT IN
A WIDE RANGE OF VEHICLES

*SINGLE AND DUEL
TANK CONFIGURATIONS

¢ DIAPHRAGM, PISTON,
OR ROLLER PUMPS

Complete Sprayers...Ready to work

(330) 966-451 1
FAX (330) 9660956

Custom Orders Welcome!

(800) 872-7050
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Whatever your need,
Wherever you are... -

< .
- Chaser =
= Superior cool temperature —
" broadleaf weed control tm:iudlng
o clover, black medic and oxalsis
‘{)‘_——’ \ °"As§§, #Eeonomleal trlclopyﬂnnnulauon S \
R S ) =N

! l 3 / )
R Dt Dursban TNP _
S i NS The industry’s most comprehensive label .} _ :
‘\.\ N f‘;‘. = Twice the active Ingredlent of Dursban Pro f '; ﬂwgﬂf_%p
T /= Controls more than 150 insects e ‘ : E".“s.m TG
\ including fire ants, ticks, grubs, waevlls - e
] —sod u)abwormsand mosqum e S—— _
y li? \) ( ,’\~-- \\\ L ’ 3
g 5\\
\
L |

More quality products you can get ﬂ
only from United Horticultural Supply Horticultural
(80 O) 84 7" 641 7 www.uhsonline.com
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(continued from page 34)

ing or drainage, or deal with light poles and
play equipment that has to be installed.”

Thislack of understanding tends to force
contractors to artificially inflate their bids and
put them out of contention, McGilvray said.

Jensen also works hard to understand
the client’s needs and to stand ready to make
changes when necessary.

“We take the burden of working with
the architects, calling them and explaining
that the client’s needs may have changed
and suggesting that they come out to the site
and see if it can be addressed. We all work
together as a team to build the best project
we can for the real needs of the customer.”

The plan development process can take
from a few months to more than a year to
complete, which can make it a challenge for
Jensen to know whether the park is meeting
the current neighborhood’s needs.

“When we put up the safety fence and
start the work,” he continued, “the neigh-
borhood starts to show up, and we really

Paying the Bills Pays Off

hrough the good times and the bad times at Jensen Corp., one thing has remained
constant at Jensen Corp. — the bills are paid on the 10th of the month,
This simple policy, combined with quantity buying power, has created a very
beneficial relationship between the company and its suppliers, Nursery suppliers have
given Jensen the flexibility to change orders at the last minute for clients when necessary, and
generally are more attentive to the company's needs.

“If we had 250 of one shrub grown for a project, and the owner wants to make a change, the
nurseries will do it without tacking on a back charge or restocking fee,” said McGilvray, “And,
we'll still get a good price on the new material because we buy so much. The flexibility allows us
to make those decisions as late as a week before that phase of the project is finished.

“Not only is it a good business practice, but paying bills on time reduces overhead and
paperwork in the office,” McGilvray concluded. — Paul Sehrimpf

want them to talk to us. The park is for the
people who live there, and good communi-
ties accept input before and during park
design and construction.”

TEAM BUILDING. The success of Jensen Corp.

revolves around the sense of teamwork thar
permeates the organization. It can be main-
tained only through hard work, training
and having the right people in the right
positions.

(continued on page 84)

Scales, aphids and mites controlled
year-round with Vivid® Il injection

From Tree Tech Microinjectjion Systems comes a
full line of nationally labeled pesticides and fertilizers
in leakproof microinjection units.

Insecticides - Acephate, Vivid®ll and MetaSystox®R
Fungicides - Bayleton®, Aliette® and Alamo™
Fertilizers - Our proprietary Nutriject™ formulations
Bactericides - Oxytetracycline antibiotic

Tree Tech
1879 SW 18th Ave 3
Williston, FL 32696
1-800-622-2831
e-mail: treetek@aol.com

Alamo is a registered trademark of Novartis
Aliette is a registered trademark of Rhone-Poulenc Ag Company
Bayleton in a registered trademark of Bayer, AG, Germany
MetaSystox R is a registered trademark of Gowan Company

Tree Tech™ Environmentally Sound Tree Health for the '90s and beyond.
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No. this isn't a closeout sale. It's a brand new line of string trimmers from Honda. And
thanks to some dramatic reductions, now you really can do more with less.
Honda's new trimmers take advantage of their 4-stroke engine’s combustion format to 7
dramatically decrease noise. [REaalktielatRtETe (Bletilelal 4-stroke engines are well
known for producing fewer emissions than comparably sized 2-stroke engines, making
them very environmentally friendly. In fact, Honda's timmers meet all EPA and CARB

emission standards. [\ileligii=lglelalel=MelTe Slesilelal Honcia's frimmers use straight

gasoline, eliminating the hassle of mixing gas and oil. And they can run two times longer

than comparable 2-stroke engines on the same amount of fuel! [iSifelagit{=Te(Wesilelg)

The engines also suppress spark plug carbon buildup and carburefor clogging, main-

taining like-new starting ease. RECEAEe SleilelalStarting under $320,

Honda's hard-working, durable string frimmers are some of the

most efficient and cost-effective string frimmers available

HONDA
Lawn & Garden

For a free brochure and location of the Honda Lawn & Garden Dedler

nearest you call 1-800-426-7701

For optimum performance and safety, please read the owner's manual before operating your Honda Power Equipment. ©1938 American Honda Motor Co,, Inc
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Using traditional and non-

and contractors are searching
for more options in the
treatment of pests and
disease.
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By Paul Schrimpf

LAWN & LANDSCAPE « MAY 1998

traditional products, researchers

" For

he turf industry has experienced a revolution

in the types of products that lawn care com-

panies have at their disposal for controlling

diseases and insects. Similarly, tree and orna-
mental care practices and products have under-
gone changes in methods and products of choice.
The foliar application of pesticides is still used by
many maintenance contractors, but research at the univer-
sity level is focused on alternatives to this method, includ-
ing soil and trunk injection. Research is also building on
the success that many contractors are having with non-
traditional products, such as horticultural oils and insecti-
cidal soaps.

With the strong emphasis on plant health care and
integrated pest management in tree care, CONLractors agree
that the more options they have, the better they can care for
customers’ trees.

CLOSER LOOK. Like products in the turfindustry, pesticides
for trees are receiving a great deal of scrutiny from the gov-
ernment, end users and university researchers. Tried and
true chemistries, such as organophosphates and carbamates
for insects and daconil for diseases, are still relied on to fill
the need for consistent and proven insect control. Now
more than ever, though, users and universities are explor-

ing some of the alternatives that are becoming available.
Cathy Zahirsky, pesticide programs coordinator, The
(continued on page 40)

As tree care services are provided by a growing number of lawn and landscape
contractors, manufacturers and university researchers are testing products and
delivery systems that are both effective and convenient to use. Photo: Davey Tree

Bost Cure
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The CENTER TREE was injected with A
“MAUGET INSECTICIDE”
The trees to the left & right sides
were TREATED WITH
NON-MAUGET PRODUCTS.
MAUGET’s active ingredients quickly
become part of the tree’s natural
transport system.

Mmuggt_/... The First Name In

MICRO-INJECTION |

www.mauget.com

&00-TREES-Rx @ REALLY FAST TO APPLY
800-873-5779 T:‘{‘Nmt’"ot:{’zgﬂv @ WEATHER PROOF

Celebratmg our 8 40th Anniversary

BORERS (Bronze Birch),
APHIDS, SCALES, ADELGIDS,
THRIPS, MEALYBUGS,
LEAFHOPPERS, LACEBUGS,
PINE TIP MOTH LARVAE,
MITES, ELM LEAF BEETLE,
LEAFMINER, SYCAMORE LACE
BUG, FALL WEB WORM

@ FULL SEASON CONTROL
@ VERY ENVIRONMENTALLY SAFE
@ PREVENTATIVE

@ TARGET PESTS ONLY
@ EXTREMELY APPLICATOR SAFE

MAUGET offers a “Pharmacy” of tree care products
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focus: trees & ornamentals

(continued from page 38)

Getting the Right Rig

0, you've decided to get into the

tree care business. Join the club,

hecause it's a growing area of

husiness that has heen taking off
over the past few years.

In fact, manufacturers of spray rigs for
lawn and tree care report that the most sig-
nificant rise in purchases of tree care spray
equipment has occurred over the last two years.

“It's especially true for equipment to spray
larger trees in the 100-foot range,” said Ron
Revis, sales manager, Westheffer Co. Inc.,

Lawrence, Kan, “Sales of this equipment make up
about 20 percent of our sales, which may not
sound like much, but that's five times more than
we sold two or three years ago.”

Besides the technical expertise required to set
up a program and recognize tree problems in the
field, contractors will also need an appropriately
apportioned truck, Manufacturers of spraying
systems for trucks are quick to note that tree
care requires a totally different setup for storing
pesticides, and the pumping system must provide
significantly more psi pressure and gallons per

minute volume than a system designed for lawn
care.

The main reason for this is both efficiency and
liahility. “To spray a 100-foot tree, a contractor
needs to generate 60 gallons per minute at 800
psi to create a solid stream,” explained Tom
Sayward, owner, Tuflex Manufacturing, Pompano
Beach, Fla. “This allows enough product to drip
through the canopy and provide good coverage
without creating a lot of mist that causes drifting.”

Drift is one negative to an inadequate pump,
but so is reduced productivity. “Most guys in the
husiness want to be able to pull the trigger, make
the application and move onto the next site,”
stressed Sayward, “The right equipment allows
them to do that.”

AmeriQuip

Trailer Mounted Aerial Lifts
Telescopic & Articulated Models

Easy to set up,
operate and maintain.
Outstanding portability
ideal for all types of
overhead tasks

Call toll-free
1 (800) 824-9776

AmeriQuip

1480 Arrow Hwy., La Verne, CA 91750
(909) 392-2033

Fax: (909) 392-4651
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The other consideration is the number of
tanks that will be required, which varies depending
on the type of program to be implemented. Tanks
for the water, fungicide, insecticide and
fertilizer would be optional, as would an
additional tank for horticultural oil, an add-on
that Sayward said is gaining in popularity,

If you're concentrating your efforts on clients
with smaller trees in urban settings, then a less
powerful, lower volume unit may be appropri-
ate, The manufacturers said that a thorough
review of your goals with a tree care program,
your client base, the kind of applications you'll
be making and the equipment you already own
would be factored into any recommendation
they make. — Paul Schrimpf

Davey Tree Expert Co., Kent, Ohio, ex-
plained that the company has placed an even

greater focus on its screening program to test
the viability and use of new chemistries.
“We have three primary concerns with this
testing — protection of the environment,
applicator safety and efficacy,” Zahirsky
stressed.

Before any efficacy tests are run, Davey
first learns all it can about the chemistry in
question. “We call the Environmental Pro-
tection Agency for information, we contact
medical sources and a variety of pesticide
databases to get the information we need,”
said Zahirsky. If the chemistry falls within
predetermined risk parameters, the prod-
uct goes to the company’s research facility
in Ohio for efficacy testing,

If this round of testing proves successful,
then the product is moved on to field testing
for a season. Chemistries that pass all of the
testing are added to the company’s treat-
ment booklet, and the products are then
available to the company’s branches for use.

Along with new chemistries, such as Con-
serve, Davey is putting some of the more
established products, such as pyrethroids,
chlorpyrifos and diazinon, through the same
regimen of testing, Zahirsky said.

On the university side, alternative prod-
ucts are gettinga closer look due in large part

Model 521 $585.00 Model 528 3275.00 /A
: Wire Tracer and Valve Loeator

1-800-284-0205
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PERFECT PONDS MADE EASY.

Gary Wittstock’s newest
generation of filters and
advanced techniques make
installation, maintenance and
¢ operation more profitable for you.

* Pond Supplies ® Complete Kits

of) America, * Support & Training
1-888 (';.';?'s( ';??, 1204 Deer Street

www.pondsupplies.com Yorkville, lllinois 60560
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ik B Finle® Herbicide is rainfast in on average of 4 hours. That's
LRSR  clearly foster than other non-selective systemic herbicides.
88 And one more good, fast reason why you should...

95 Chestut Ridge Rood / Monivole, NJ 07645 / 201-307-9700
Remember to reod ond follow label directions corefully. © 1998 Agrfvo USA Co
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Lawn Assistant 11
for Windows

The Industry Leader

épanish for
the Green
Industry

Mapping Assistant

for Windows' a home study-course
Routing * Mapping for Green Industry
Supervisors
Landscape Management
Assistant Learn Spanish to hire and
Pt supervise using reference
Job Costing Estimating manual, flashcards, and
Proposals audio tape
Developed by

Jennifer Thomas of
Spanish Training Services

SYSTEMS

Software Serving the For Information Contact:

Green Industry The University of
Georgia Center for
Call today: Continuing Education
(800) 422-7478

(810) 360-LAWN 1-800-325-2090

for our new 144-page www.gactr.uga.edu/IS/
information book
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For 29 YE@AFS Mini-Ciik has been telling

sprinklers not to run in the rain.

Why take chances with
other rain sensors? First
patented in 1974, the Mini-

Clik rain sensing principle is still the
most reliable. Our new symbol is
here to remind you that nobody

cares more about economical
weather sensing than us. And
nobody tops our service and warranty.
Mini-Clik is preferred by profession-
als worldwide. For more informa-
tion, contact Glen-Hilton
Products at 1-800-476-0260

or www.glenhilton.com

".
GLEN<*HILTON
Because any product you can install and forget is worth remembering
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focus: trees & ornamentals

to the EPA’s plan to closely scrutinize pesti-
cide use patterns as part of the Food Quality
Protection Act of 1996, noted Mike Raupp,
professor and chair of the department of
entomology at the University of Maryland,
College Park.

“In the future, we could end up losing
some of the products that the industry relies
on so heavily,” Raupp cautioned. “We need
to be prepared to have alternatives.”

Raupp said the department’s research
includes studying nematodes for insect con-
trol, as well as comparing species of trees and
shrubs for natural resistance.

Classes of products that aren’t new but
that are seeing ever increasing usage for the
control of scale and aphid pests are spray-
applied horticultural oils and soaps. Although
proven effective, Frederic Miller, extension
entomologist, University of Illinois Coop-
erative Extension-Countryside Office, has
been experimenting with a tank mix of hor-
ticultural oil and a reduced rate of Dursban
for insect control.

Miller said the results have shown that
the oil plus reduced rate Dursban combina-
tion is as effective as applying Dursban at the
full rate. Although it isn’t legal in most states
to apply such a mixture, experimentally the
combination has shown promise.

INJECTING LIFE. “There have been some big
changes in the way we apply pesticides to
trees,” noted John Gibson, tree and orna-
mental program manager, Swingle Tree Co.,
Denver, Colo. “We're trying to get away
from the traditional foliar application and
change over to soil-injected products.”

There are two primary drivers of this
trend. “Customers perceive soil injection to
be a safer method of applying pesticides, and
it is so much less weather dependent,” ex-
plained Gibson. “And, because of the dura-
tion of control and the ability to treat in
inclement weather, being able to do soil
injection has allowed us to extend our season
by as much as 40 to 55 days.”

“We’ve been switching to soil injection
slowly so we don’t have to spray,” concurred
Bob Biel, partner, K & B Tree and Lawn
Care, Beaver Dam, Wis. “With spraying
pesticides, you're at the mercy of the weather.
We do soil injection treatments as soon as
the frost is out of the soil. It puts some
flexibility in the program.”



http://www.gactr.uga.edu/IS/
http://www.glenhilton.com

“We've been in the business of tree care
for 25 years, and our history had always
been to spray trees,” agreed Roger Albrecht,
director of franchise development, Nitro-
Green, Atlanta, Ga. “Now, we've evolved to
the point where we won't spray larger trees,
and we only spray where necessary. The
scariest thing is the liability issues that come
with spraying.”

Soil injection of chemistries like
imidacloprid (Merit) is convenient and
highly effective, according to contractors,
but does require some customer education,
Gibson noted. “It can be difficult to get
customers to convert from a spray pro-
gram,” Gibson said. “You have to explain
that a soil injection treatment early in the

0090 000
Like products in the

turf industry, pesticides

for trees are receiving a

great deal of scrutiny from
the government, end
users and. university

researchers.

year will cover them in the upcoming season
and why the injection product will cost
more to apply. They have to comprehend
the value of the application and not simply
look at the dollars.”

Gibson said that Swingle’s goal is to
convert the majority of customers to injec-
tion application, and at this point they've
gotten about half of their customers on the
injection program. “It was about 10 percent
three years ago,” he recalled.

Reducing spray-applied pesticides has
also been a goal of university research ex-
ploring the possibility of soil injecting some
of these same chemistries.

“I think that the traditional means of
applying pesticides via spray is not going to
be acceptable in the near future,” predicred
David Tatum, extension entomologist, Mis-
sissippi State University. “We’re looking at
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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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Finale® Herbicide kills the weeds as fast as 1 o 4 days.
I¥s also rainfast in just an average of 4 hours, All of
which means you can spray a 'Seplont in record time.

95 Chestnut Ridge Rood / Montvale, NJ 07645 / 201-307-9700 I
Remermber 1o read and follow label d o(hcmcavo‘dly C\mAngvoUSACo

USE READER SERVICE #32
LAWN & LANDSCAPE « MAY 1998 43



http://www.reinco.com

SPRAY HOSE
Yellow

TB-260C
PVC- Polyurethone Blend, Lawn/Tree Spray Hose
600 psi working, 2,400 psi burst

3/8" 1D $.58/1.
1/2" 1D $.69/h.
TB-160CIW  Yellow Light Weight

All PCV Lawn Spray Hose
600 psi working pressure, 1,800 psi burst

3/8"1D S.45/H.
1/2"1D $.56/ft.
TB-280C Blue High Pressure

PVC- Polyurethune Blend, Tree Spray Hose
800 psi working, 3,200 psi burst

5/8" 1D $1.39/k.

3/4" 1D S1.69/H.

GESsiel, spravING
Clark_ EQUIPMENT

7594 Selden Road © P0. Box 8
Le Roy, New York 14482 « 800-706-9530

(716) 768-7035 © Fax (716) 768-4771

Without
advertising,
a terrible
thing
happens...

To advertise in L&L
call 1-800-456-0707

USE READER SERVICE #42

SC-18 Sod Cutter

* Polyurethane vulcanized drive wheels.

* Drive and blade controls on main handle.

« Changes into a 12° cutter in minutes.

* 5.5 H.P. Honda OHV engine with centrifugal clutch.

« Twist grip throttle that will automatically go to
idle and stop machine movement when released.

* Roller, ball, and bronze bearings on all friction
points.

« Easy load/unload trailer available.

TR-20 Turf Rake (Not Shown)
5.5 H.P. Honda or 5.0 H.P. Briggs engines.

* 20" dethatching width.

« 5 position height adjustment.

* Handle will fold to fit into vehicle.

%:\; Tol Fre 11‘“

mmumoms'

TA-19 Turf Aerator

« One-piece, 3/16" plate frame.

* Removable 50 Ib. weight bar.

* Protection guard to keep cores away from chain.
*4.0 H.P. Honda OHV engine.

« User friendly controls.

* 3/4" heat treated tines.

« Front wheel posi-traction drive.

« Fits through a 30" gate.

TA-26 Turf Aerator (Not Shown)
« Larger, more stable on sloped areas.

* Gives 40% more production than the TA-19 aerator.
« Fits through a 36" gate.

TS-20 Turf Seeder (Not Shown)
* 20" seeding width.

* 1/8" cutting blades on 1 1/2" centers.

» Seed box will not dent or rust.

CLASSEN

MANUFACTURING, INC.

BUILDING EQUIPMENT FOR OVER 20 YEARS
1403 So. Pine Industrial Road, Norfolk, NE 68701 Telephone (402) 371-2294 FAX (402) 371-3602
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different ways to deliver the products with-
out the problems that sprays can create.”
Unfortunately, not every chemistry is
effective as a soil-injected product. The
plant must be able to take up the product

csecssse
Reducing spray-ap-
plied pesticides has
been a goal of univer-
sity research that is

exploring the possibil-

ity of soil injecting

some of these same

chemistries.

through the roots and then deliver it to the
parts of the plant that the target pest infests.
One chemistry that Tatum has found suc-
cess with is orthene, an insecticide.

Tatum conducted a two-year study us-
ing a soil-injected formulation of orthene,
and observed the effects of the product on
aphids on crape myrtle and river birch. In
both cases, the injections were effective in

suppressing aphid populations, he said.

MICRO WAY. Microinjection, injecting ac-
tive ingredients directly into the trunk of a
tree, has also gained in popularity as a cure
for specific tree problems.

“We’lldo a trunk injection treatment for
difficult problems such as bronze birch borer
or dutch elm disease,” explained Gibson.
“When we’re considering a trunk injection
product, we really weigh the product’s abil-
ity to work in that format, and we’ll test it
in-house to see how well itworksand whether
we get the results we expect.”

“We've done some microinjecting of
nutrients in cases where the tree was older
and sicker, and they’ve been effective for
us,” noted Ed Walter, president, Washing-
ton Tree Service, Seattle, Wash.

The author is Managing Editor of Lawn &
Landscape magazine.




What's New in
Trunk Injection?

nother alternative to traditional

spray and soil injection is the use of

delivery systems that place the

active ingredient directly into the
frunk, As this method grows more accepted
in the lawn and landscape industry to cure a
variety of tree maladies, manufacturers are
adding products to their lines.

Nate Dodds, director of marketing, J.).
Mauget Co., Arcadia, Calif., said that the
company is working on getting new
comhinations of materials registered for the
market, including fungicide-pesticide
formulations. “We're focusing our develop-
ment efforts on getting more of the low
toxicity chemistry into the trees,” Dodds
said.

Dodds said that the majority of lawn and
landscape contractors who use microinjec-
tion cite insect problems as the main reason
for using the products, followed by micro-
element deficiencies and fungus problems.
“In general, it's more difficult for contrac-
tors to accurately diagnose disease
problems, which makes them less confident
in making a treatment recommendation such
as microinjection,” said Dodds.

Chip Doolittle, president, Arbor Systems,
Omaha, Neb., said that the company’s
recently registered abemectin-hased
insecticide has preformed well against spider
mites, and Arbor Systems is conducting
research that may lead to registration for the
control of Iepidopterus caterpillars, including
the gypsy moth caterpillar.

Roger Webh, president, Tree Tech,
Williston, Fla., said the company recently
received registration for its microinjected
abemectin-based product, as well as a new
bactericide for the treatment of leaf scorch
and other tree bacteria problems,

Webb also noted that his company and
Novartis have reached an agreement that will
allow Tree Tech to sell a microinjected
version of Novartis' Vanquish herbicide. The
product would be available for use in right of
way free clearance or for killing non-native
trees in environmentally sensitive areas.

— Paul Schrimpf

Topsoil Shredders LARGE & SMALL AVAILABLE
THE SCREEN MACHINE® 800-837-3344

7001 Americana Parkway * Reynoldsburg, OH 43068
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TIRED OF GIVING AWAY
YOUR BUSINESS?

Every day mowing and landscape rrofessionols give away
profitable fertilizer and pest control dollars because they lack
critical training and support. We have the solution!

* Effective sales/marketing programs * Complete training and support

For a FREE OPPORTUNITY KIT cdll...800/783-0981
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Unlike other total weedkillers, Finale® Herbicide stays put.
So you can clear weeds cl):gg paths & driveways in

straight, predictable lines. And Finale works fast.

95 Chestnut Ridge Rood / Montvole, NJ 07645 / 201-307-9700
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7 ornamental

n many landscape designs, shrubs are the unsung

Proper timing and
knowledge of a variety

heroes, filling a critical role balancing expanses of
turf and large, dominating trees.

These special plants have their own require-
oftecl]niques iS ments for care, which include regular pruning to

ensure the continued health and vigor of the plant.

necessa’y to Proper{y This article examines some of the techniques and timing

involved in the pruning of deciduous shrubs.
prune deciduous shrubs o .
TOOLS AND TECHNIQUES. A few basic tools are required for

mn t/)e hndscape. deciduous pruning: bypass pruners for shoots afld twigs up
to Ya-inch wide; triple-edged hand saws; loppers for branches
up to 2 inches wide; and hedge shears for shearing purposes
only. Keep pruning tools clean, sharp and in good working

@ Luke MeSSinger order. Make clean cuts and avoid bark tears.

Now, let’s look at the various pruning methods com-

monly used on shrubs. Each method relies on specific
techniques, timing and a knowledge of several character-
istics possessed by each shrub. Each method has its own
merits in the right place at the right time and, most
importantly, on the right shrub.

Renewal: This involves the removal of /3 of the oldest
wood near ground level. Use this method on multi-

stemmed, upright shrubs. Remove less than '/ of the wood

on plants that have been neglected, over-pruned/sheared

or those under severe stress. Renewal pruning is not
(continued on page 48)

This smokebush (cotinus) has been
continvously sheared, causing
aggressive, unattractive shoot
growth that is also detrimental to
plant health. Photo: Messinger
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Come face-to-face with the lean, powerful new ‘97 Shindaiwa trimmers and you'll see superior power-to-weight performance. The
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
f]

22.5c¢/1.1 hp/9.5 Ibs 24.1cc/1.4 hp/11.0 Ibs 27.2c¢/1.5 hp/12.3 Ibs 33.6¢c/1.8 hp/14.9 Ibs

1996 Shindaiwa Inc
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http://www.shindaiwa.com

focus: trees & ornamentals

(continued from page 46)

recommended for some single-stemmed
shrubs, including some viburnums, daphne,
Japanese pieris, burning bush and service-
berry. The key is to be sure the shrub can
regenerate new shoots.

Rejuvenation: This involves removing
all stems back to near ground level. This
technique is great for old, neglected, mis-

shapen, deciduous shrubs. It’s not suitable
for some plants, so contractors need to
consult reference manuals. Once a plant has
been rejuvenated, begin renewal pruning.
Abelia, barberry, cotoneaster, shrub dog-
woods, forsythia, honeysuckle, spirea, shrub
lilacs and weigela are good candidates for
rejuvenation.

LANDSCAPERS!
SAVE TIME AND
LABOR COSTS

FREE SAMPLES:

Call for a free sample pack and to
find the nearest retail location.

800-633-3800

NO PREDRILLING

THEY JUST ZIP RIGHT IN!

NO PREDRILLING: The TimberLok® drives
right through pressure treated wood using a
standard 1/2" high torque, low RPM drill.

REDUCE LABOR: Quick and safe one-step
installation.

COUNTERSINKING HEAD: The TimberLok’s
unique head style countersinks itself.

REMOVABLE: The TimberLok can be backed
out of a beam if necessary.

VARIOUS LENGTHS: The TimberLok is
available in 4”, 6", 8" and 10" lengths.

A ﬁglenms]er‘

OLYMPIC MANUFACTURING GROUP, INC. 153 BOWLES ROAD

AGAWAM, MA 01001
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Shearing: This is used for formal hedges
and topiary. Shape hedges wider at the base
to prevent the shading of the lower branches.
Prunea currentseason’s growth after a flush
of growth (usually late spring). Light touch-
up shearing can take place again around
mid-summer as growth dictates, bur avoid
late summer shearing.

Shearing should be reserved for land-
scape designs that warrant it and on tolerant
plants. Unfortunately, most deciduous
shrubs are not suitable for shearing since the
results can be devastating. The resulting
growth and energy required to seal over
pruning wounds can be at the expense of a
plant’s ability to overcome stress.

Developmental/Shaping: This tech-
nique involves removing branches and twigs
at their point of origin vs. cutting the shrub
down to size (shearing). This provides a
more natural approach to single-stemmed
shrubs. The goal is to thin out the interior of
the plantand maintain a natural appearance
(thus the importance of knowing the plant’s
natural habit). Use thinning cuts to remove
the oldestand largest branches without com-
promising the natural shape of the plant.

Regardless of the size of the branch,
avoid leaving stubs. Cut branches back to
their point of origin or to within Y%-inch of
a living bud. You can control the direction
or length of stems and twigs through this
selective pruning. Keep in mind the natural
habit of the plant. As a plant develops,
shaping can be accomplished with relatively
few cuts. Shaping can also serve as a natural
alternative to shearing for altering the width
or general shape of a plant slightdly.

With shaping, be selective in your cuts as
you visualize the mature size and habit of
the plant over the course of several years,
and selectively prune the shrub to keep ita
manageable size. This will leave the plant
with a more natural appearance.

MAKING THE CUT. In spite of the assortment
of tools, methods and terminology, decidu-
ous shrub pruning requires only two types
of cuts — thinning and heading.

Thinning cuts remove entire branches,
either at the base of a plant or at a side
branch. Heading cuts shorten a branch or
stem, usually with a cut back to the next
lower bud (node). Since plants respond

(continued on page 50)




TAKE CONTROL
WITH PENDIMETHALIN.

stop growing—and start dying—before emerging.
What's more, Pendimethalin works hard—and long.

If crabgrass is a growing problem on your Through the entire season. That’s because

turf, you're not using the right herbicide. its low volatility and slow decomposition

What you need is Pendimethalin. characteristics keep it active in the soil longer.

Pendimethalin also makes your life easier. You

No other preemergent offers a broader

have the flexibility to spread it on as a dry granule,

spectrum of control. Fact is, this high-performance

alone, or in

T e S

herbicide effectively controls crabgrass, most annual grassy e
CRABGRASS CONTROL weeds, combination PRODUCT o | S
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And Pendimethalin has excellent turf tolerance. 60 WDG and 60 WE

University and field research studies have shown that No wonder professional turf managers have made

Pendimethalin provides consistent, superior weed Pendimethalin the #1 preemergent herbicide.

control—yet offers tremendous tolerance to warm- and So take control of your turf—and your reputation.

cool-season turfgrasses. Use Pendimethalin herbicide to control crabgrass and
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Heres how it works: After Pendimethalin makes contact with more. Because the only thing you should see growing
the germinating weed seed, it disrupts the seeds biochemical like a weed is beautiful grass.
processes, CRABGRASS CONTROL Call now for more information or for the
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which jismel (bai/A) 84 DAT 154 DAT distributor nearest you.
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(continued from page 48)

differently to either of these cuts and be-
cause of the wide variety of plants found in
most landscapes, knowing when and how to
use them becomes even more important.

Common deciduous shrub pruning
methods include developmental/shaping,
renewal, rejuvenation and shearing, They
are not theonly methads, buttheyrepresent
the basic deciduous shrub pruning resources
suitable for most landscape maintenance
programs,

Fo use thesemethodseffectively, contrac-
tors must learn che techniques of eachmethod
and at what time of year they should be
performed. ¢ is also important to _knew
what ‘methods ‘are suitable for each plant.
Since most landscapes-contain a variery of
plants, contractors have to develop a variety
of pruning strategies in order to care for
cach particular plant. Also, depending on
the reasons for pruning, several pruning
techniques may be required over the course
of a plant’s life.

RESPONSES TO PRUNING. Pruning isa wound-
ing process that causes plants to react in a
variety of ways. Contractors mustanticipare
how a plant will react to wounds caused by
the various pruning methods. To do this,
consider how plants grow.

Most deciduous shrabs produce new
growth at the ottetmost-{terminal) buds.
Terminal buds pmducc hormones (auxin)
thaedirecythe growth oflateral buds further
down the branchsWhen the terminalbud is
removed, lateral buds ¢an be stifntlated to
grow as'a result. '

On some decidugus shrubs, aheading eut
encourages aggressive top groweh, which
can haveq tremendous impacton the naw-
ral habitof theplant. Sometimes the altered
habit-and growth are desirable;, as with
formalhedges orcapiary, This typeofgrowth
is ustally not-desired if 4. more natural
appearance is the goalIf the heading cuts
are not repeated yearly following each flush
of growth; the'plant eventually develops a

top-heavy, “leggy” appearance with litde
foliage near the base of the plant.

When entire branches or stems are re-
moved with a thinning cut, the result is
much different. The result is new growth
near the base or interior of the plant that will
help maintain the natural appearance of the
plant without excessive top growth.

WHY PRUNE? To determine what pruning
method is best for a particular plant, con-
tractors must decide why they are pruning.
Obviously, pruning is for size reduction.
But contractors must also pay attention to
plant health, development and aestherics.
Pruning should begin soon after plant-
ing to provide the best chance of maintain-
mg the shrubs at a desirable height and
desired appearance. Often, pruning is not
considered until a plant becomes too large.
Pruning should also play a supportive role
in plant health. As some deciduous shrubs
(continued on page 52)

Maybe You Should Hg
Bought A FloBoy:

Don't clown around with a stick-built nightmare.
Get a FloBoy pumping system!

Yes, we cost a little more at the front end - but we save
you a lot more on the back end. How?

We're ready to pump the day we arrive. We operate
~—mm Virtually trouble-free. And we give you
one-source accountability which translates
into hassle-free service.

Before you decide on a do-it-yourself
pumping system, call us at 1-800-426-0370.
We won't leave out any important parts.

FLOBOY

Pumping Systems

DesiGr Y FlOWTRONEX PS! = THE LEADING INAME IN

PrONE: 4108252353 » Fax: 4198253714 » EMAL: FOBOY@F
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Homeowners Count on You. ..
Count on Rain Bird.

“It’s extremely rare to get a callback on Rain Bird systems.
That'’s why they’re the only products I install.”

For years Juris Tontegode has instilled confidence in his customers
by installing Rain Bird® in their yards. In fact, he refuses to use anything
else. “I know I can count on Rain Bird equipment to work right. . .
right out of the box,"” stressed Tontegode.

“Sure there are other systems out there.
But with Rain Bird, I know that | have the
equipment to get the job done right the first
time.” With valves, rotors, spray heads, drip irrigation components
and controllers that perform like only Rain Bird can, your next
callback could be a long time coming.

RaN I BIRD
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(continued from page 50)

mature, the oldest wood can become more
susceptible to disease or insect infestations.
Periodic removal of the oldest wood pro-
vides an opportunity for growth of healthy,
young wood. This young wood can also
increase flower fruit and ornamental bark
features that can diminish on older wood.
Certain characteristics inherent to each
plant impact the recommended pruning
method. These characteristics include plant
habit and branching structure, when the
plant flowers, whether it flowers on new or
old wood, ability to generate new growth,
size and rate of growth, and the purpose of
the plant in the overall landscape design.
Plant health, previous pruning, growing
conditions and plant maturity can influ-
ence a plant’s habit. Determine how the
plant grows naturally and compare that o
how it is growing now. Try to determine the
plant’s natural structure. Multi-stemmed
shrubs have many branches originating from
the base near the ground. Single-stemmed

plants usually have a central main
trunk structure with branches aris-
ing from one to three main stems.
The branches sometimes originate
close to the ground, bur upon ex-
amination, there will be a central
main trunk. Some mounded plants
offer slight variations of the two.

Know when the plant flowers
and whether the flowers appear on
new wood. Most spring-flowering
shrubs flower on wood produced
the previous year. Many summer-
and fall-flowering shrubs produce

In Nind When
o

@000 0P RBOOORNOOLOBROIOLDLOES

1. Remove dead or near-dead branches regardiess of
their location, Prune back to a healthy side
branch or bud. Avoid leaving stubs.

2. prune diseased, insect-infested or broken
branches,

3. Prune crossing, rubbing or competing branches.

4., prune branches that detract from the natural
shape of the shrub,

5. Proceed with an appropriate pruning method.

buds on the currentseason’s wood.
This will help determine what wood to cut
and prevent the removal of developing buds.
The mature size of the plantis important
to know in order to help identify potential
large plant/small site conflicts. Many low
growing plants only need occasional touch-
up pruning. If growing in an appropriate
site, large shrubs may only require occa-

sional pruning. Anticipating a plant grow-
ing too large for a particular site provides
more pruning options.

Evaluate plant aesthetics and look for a
decrease in vigor, which is often indicated
by a decrease in plant growth, flowers or
fruit production.

(continued on page 54)

Tree & Shrub Care Products

NU-ARBOR, a manufacturer of premium fertilizers and
specialty products, introduces the new starter package
containing the Kioritz Soil Injector, 5 gallons of NU-
ARBOR 5-16-16 Root Fertilizer plus Root Enhancer, and
1 gallon of NU-ARBOR Soil Rejuvenate. NU-ARBOR
fertilizers are designed to
enhance vigorous root growth
and improved plant/soil
relations. NU-ARBOR
Speciality Products include
Soil Amendments, Anti-
Transpirant, Spray

Adjuvant and natural

Plant Wash.

For a free catalog and
details, contact
NU-ARBOR Products,
PO Box 151455, Grand
Rapids, MI 49515-1455.

Phone: 1-888-773-8777 » FAX: 616-364-7616

E-mail grdarbor@aol.com.
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THEY'LL TAKE
FULL ADVANTAGE OF
THEIR PROPERTY.

THEY’LL OFTEN GATHER

FOR BACKYARD PICNICS.

THEY’LL LOVE THE

HEALTHY LAWN YOU TRY

TO PROVIDE.

BUT THEY’D RATHER MOW
THE GRASS THEMSELVES.

THEY'RE
GRUBS

AND THEY WANT TO

MAKE YOUR CUSTOMER'S

LAWN THEIR LAWN.

The <£22o
Andersons

Fertilizer with

MERIT"

Professional
Turf™ Products

DON'T
LET
GRUBS
MUSCLE
THEIR WAY
INTO YOUR CUSTOMERS’ LAWNS.

The Andersons Professional Turf™ Fertilizer with MERIT® provides

you with a premium formulation of the most effective season-fong |
white grub control on the market foday plus a granular turf |
fertlizer that allows you fo maintain green and grub-free lawns.
A SINGLE APPLICATION |
PROVIDES MULTIPLE BENEFITS |
A single application prior to egg hatch protes all season long

against grubs. Grubs however, aren't the only insects that MERIT®
controls. A single spring application applied ot peak adult activity

also controls billbugs, bluegrass weevils and mole crickets. The

granule partide sizing allows for the uniform and effective distrib-

ution of both the fertilizer and MERIT® right where it needs to be.

EFFECTIVE AND SAFE

A WINNING COMBINATION!

The Andersons Professional Turf™ Fertilizer with MERIT® s
remarkably effective and can give you residual soil insect
control up fo four months or longer in turf. And it has an
exceptionally low application rate of only 0.3 pound of active
ingredient per acre.

The lower environmental load of the insediicide’s active
ingredient means lower toxicity fo workers, birds and fish when
used as directed.

THREE FORMULATIONS TO FIT YOUR
SPECIFIC NEEDS

The Andersons Professional Turf™ Ferfilizer with MERIT® comes
in three different formulations to control grubs wherever they
threaten your turf.

% 15-3-5 witi 25% SCU & 0.2% MERIT”
% 22-3-8 with 50% SCU & 0.2% MERIT®
s 8-0-0 wini 0.2% MERIT”

THE ANDERSONS PROFESSIONAL
TURF™ FERTILIZER WITH MERIT®
CONTROLS GRUBS BEFORE THEY
BECOME LAWN CARE PROBLEMS.

- Contact your nearest distributor
) 3Tl o coll 1-800-225-ANDY o order

Andersons The Andersons Professional Turf™



focus: trees & ornamentals

(continued from page 52)

Then evaluate plant health and locate
diseased or dead wood. Pruning can encour-
age new, vigorous shoots with improved
flower production and increased disease and
insect resistance.

Also, the intenv of the entire landscape
design’ must be takerinto. consideration,
especially the relationship of the'plant co'the
sutroinding plants and ‘strdctures, Notall
shrubs are intended to'be prufied small orin
foxmal hedges:

TIMING 1S-EVERYTHING. Knowing when io
pruneiis crucial/Tr requires an awateness of
aplant’sseasonalicycle. In summer, healthy
plantsiproduce encrgy throtighphotosyn-
thesis, Most of this energyisstofed and used
the fiexespring as-che planrsgrow, leaf out
and_flower. At this time.—ytisually ‘eacly
spring %0 early summer — stored \¢énergy
levels arear their lowest, leaving the planta
bitvulnerable until thenewly emerged leaves
begin tolpreduce more energy.

Knowing when a plant has high or low
stored energy reserves is crucial in determin-
ing what time of year to prune. Timing is
also dependent upon what method of prun-
ing and what type of cuts will be made.

Dgrmant pruning: The dormant season
isanytime betwgen when the leaves fall and
when"ew; growth-begins the following
springA'his ig.@dnsidered the best time for
most types of pruningyexcept for shearing.
Dorntine pruning makes ‘sensé because a
plane’s energy téserves are capdble of gener-
ating new growth the following spring, Also,
ir's easier 16 view the branching struetuse
and framework dufing'dormancy.

Hold off pruning undil smid-Winter-in
colder clinvates: A”drawback to”dormant
prining issareduction in flowers'on early
spring bloomers.

Spring/early summér. prifnimg: This
methed is recommeénded for some plants,
but dormant pruning is preferred for overall
plant healthéPritning after flowering works

well with early spring-flowering shrubs that
are in good health. But beware of giving the
flower effect precedence over the structure
and health of the plant. A minimal decrease
in flower production for renewal pruning is
a small price to pay for plant health.

Late summer to fall: Other than light
touch-up work, pruning is not recom-
mended during late summer to fall. This is
especially true for total rejuvenation prun-
ing. It can encourage new growth thatwon’t
harden off in time for winter.

The author is Public Relations Director at The
Dawes Arboretum, Newark, Ohio.

For shrubs that flower on new or old
growth, read the May feature article on
ornamentals at Lawn & Landscape Online

at www.lawnandlandscape.com.

® | ow maintenance

® Create various shapes, sizes and colors
® Self-propelled, electric or gas powered
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<= for FREE
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* Single-entry software

DESIGNED FOR

PoerRoute
Your Way To
Profits!

« Advanced routing
* Drag and drop scheduling
* Sales & prospect tracking * Billing

« Saves ime and automates record keeping

WINDOWS95/NT

PowerRoute97 is the most powerful comprehensive product ever
developed for the lawn & landscape industry. It's lightning speed
combined with an easy to use Windows95 interface make it a
choice for companies who want maximum results from their
computers. We specialize in converting companies from
antiquated software including transferring existing data.

* Customer history « Cash receipts
« Flexible scheduling « Commissions
« Chemical usage

« Billing is fast, accurate and easy
« identity problem accounts and employees laster and easier

® Residential, commercial and golf course uses
® Add to your services and bottom line

- material costs average $.40 per foot
® Durable curbing is freeze thaw tolerant

* Speed, speed, speed
« Customers don't drop through cracks
« Outstanding Toll-Free support

* Interface with other popular Windows software packages
* Streamhine routing and scheduling
* Get maximum returns from services you offer your customer base

1-800-874-7594

Visit our web site at:
www.frontrunnertech.com

Designed For Windows95/NT
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HOW TOSOLVE
THE PROBLEM

OF OVERS AND UNDERS

Over throw and under throw.
Over flow and under flow.

Getting precise, even coverage is especially
tough on complicated landscapes. But now
you can get true matched precipitation
rates across all nozzle sets with 570 MPR
Plus Nozzles on 570Z Fixed-Spray
Sprinklers. They're designed to deliver
precise volumes at the exact radius
and pattern you select, so you get
accurate, -economical coverage in
éveryzone. Save water and trouble.
Call 1-800-664-4740 for a free

informational video. =

With the
5707 sprinkler,

your designs produce
beautiful landscapes
with no hassles.

TORO. IRRIGATION
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Many species of ornamental shrubs that
require frequent pruning for appearance
respond well to the use of plant growth
regulators. Some contractors say it cuts shrub
care fime by half.
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When used
properly, plant
growth regulators
can reduce the
amount of mowing
and pruning
required on a site.

By Paul Schrimpf

LAWN & LANDSCAPE « MAY 1998

n the heat of fulfilling all those spring maintenance con-
tracts, have you ever stepped back and thought to yourself, “If
I could only stop the turfand plants from growing fora couple
of weeks, I could get back on schedule.”

Well, outside of installing plastic plant material and artificial
turf, you're never going to achieve zero growth in your customers’
landscape during the growing season. However, some landscape mainte-
nance contractors have found success managing the growth of turf and
ornamentals using judicious applications of products known as plant
growth regulators.

These products are synthetic versions of naturally occurring chemicals
that trigger a natural response in a plant, either inhibiting the growth
process or affecting functions related to growth, such as cell elongation.

Contractors who use PGRs note that they aren’t some magic bullet that
will deliver a ton of obvious productivity and more profits. Instead, they
represent another tool in the maintenance arsenal that helps companies be
professional and keep up with the workload.

TAMING TURF. No one ever promised that the mowing aspect of landscape
maintenance would be easy to plan and execute, but weather fluctuations,
equipment failure and scheduling hassles can make the job a real nightmare.
(continued on page 58)




" or big worm problems, SCIMITAR
F—is an exceptional addition to your turf
pest management program because it:
* Controls sod webworms, armyworms
and cutworms
¢ Delivers fast knockdown and
extended residual

¢ Provides outstanding performance

at low use rates

w

Is available in two convenient formulations—
wettable powder & capsule suspension
¢ Is easy on the environment

* Has application flexibility

For big worm problems in turf,
nothing 1s 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

ZENECA Professional Products

There’s Nothing Better
on Worms Than SCIMITAR.
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Residual Control of Fall Armyworm

on Common Bermudagrass
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Always read and follow label directions carefully.
SCIMITAR® is a registered trademark of 8 Zeneca Group Company.

Diazinon is a trademark of Novartis Corporati Dursban is a trad
of DowElanco. Talstar is a trademark of FMC Corporation.
© 1998. Zeneca Inc.
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PROWLER..the strong, ilent type.

continued from page 56)
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Prowler™, the revolutionary soft-bottom track
from Loegering. Durable urethane pads and

curb guards won't mar hard surfaces. Go easy
on your skid-steer with Prowler tracks...they're

tough to beat! Contractors that use plant growth regulators to slow down the growth
LOE&E&ING ® Restore traction & increase floatation of turf say that they get the most benefits in terms of reducing
— = Smooth, quiet skid-steer operation dlippings when they npply in the spring. Photo: John Deere
Cs St e ® Self-cleaning, fully adjustable, field-serviceable '

de n USA ® Easy on your machine’s drive system

LOEGERING MFG. INC. 800-373.5441 v 701-347-5441

This is where turf growth regulators can play an important role, say con-
internet: www.loegering.com +

tractors who use the products as a part of a regular maintenance program.
Several years ago, Jim Grow, vice president, Pennink Arrimour,

L
r[‘]‘all Blazers Huntingdon Valley, Pa., began “experimenting” with the use of
PGRs in turf. The first test was not successful, he noted, because the
amount of nitrogen that accompanied the application offset the
Turmﬂg lhe heal' effects of the PGR.
After a few seasons of tweaking, however, Grow has established

some guidelines for when and where using a PGR makes sense.

The first consideration that comes into play is whether a PGR
can be tank-mixed with other products and tied into a regularly
scheduled application. Normally, the PGR would be mixed in with
the preemergence and broadleaf weed control application and
applied after the second cutting. Since the company will occasion-
ally do a fall preemergence weed application and skip the spring
application altogether, the PGR is not always an option.

“With our program, there’s no additional cost for the labor to
apply the PGR since it’s tank mixed,” said Grow.

Applications are made to the entire site, rather than spor treating.
“We tried to spot treat at one time, but we weren't happy with that,”
explained Grow. “We still had to visit the site, so it didn’t really save

us time or trouble.”

Trail Blazers™, Loegering’s rugged, high- The main advantages that putting down the PGR provide are
performance steel track for skid-steers I
Long-lasting, hammer-forged pads designed
for superior skid-steer control. Trail Blazers
keep you going when the going gets tough! Grow noted.

Grow emphasized thar this is not an application that allows a

flexibility and fewer clippings. “Without the PGR, we would have
to double-cut and do extra work to disperse the excess clippings,”

® Restore traction and increase floatation

® Threaded pin and nut for easy service in the field contractor to skip a mowing altogether, “That’s a misconception
® Self-cleaning, fully adjustable that a lot of people have about PGRs,” he said. “You can’t really do
® Easy on your machine’s drive system that. All they do is extend the window within which you need to cut
LOEGERING MFG. INC. 800-373-5441 v 701-347-5441 next time. Instead of having to cut every seven days, if you get rain
internet: www.loegering.com (continued on page 60)
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INTRODUCING HUSQVARNA'’S

NEW E-TECH'" ENGINE. IN ACTION.

An industry first, Husqvarna’'s new E-tech” two-cycle
engine minimizes smoke and odor. Featuring an innovative
catalytic muffler system, it reduces emissions with
little or no loss of power. For more information on this
@ Husqvarna revolutionary advance and
the full Husqvarna product line, call 1-800-HUSKY 62

or visit our web site at www.husqvarna.com.
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THE FUTURE

The new E-tech™ engine

will be standard on a
number of Husqvarna's
best-selling trimmers,

hedge trimmers, and

blowers beginning in 1997.

ﬁ,
UALUF

of Husqvarna is
backed by 308 years
of manufacturing
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(continued from page 56)

or are delayed on another site, you can
extend that window to eight or nine days.
With the spring schedule being what it is,
that’s a great asset to have.”

Grow couldn’t put a dollar number on
any tangible savings, but he said PGRs are
worth using if they save managers some

aggravation. “I try to make this a break-even
proposition for the company — we don’t
make any money from doing it, and it’s very
difficult for us to show a savings in labor or
time, Grow explained. “But if it can keep
our production people sane, then I'm happy
and it’s a benefit to the company.”

Helping Your Business Grow

Century Rain Aid is the nation’s
leading supplier of irrigation and
landscape specialty products for
professional contractors.
As Century moves into
new markets, you'll find
convenient locations nearby
and a friendly staff ready to
assist you. We are dedicated
to helping the industry grow
and can show you new ways to
expand your business. Here’s just
a preview of Century services:

* Technical Assistance - To help you
plan water-efficient irrigation systems.

* New Product Training - Expand into
landscape lighting, water gardening,
drip irrigation and other fast-growing
specialties.

* Extensive Inventory - Top products
from leading manufacturers.

* Educational Programs - Sharpen
your business skills at local seminars.

CENTURY RAIN AID

Call Century today for a free catalog
and more information:

800-347-4272

www.rainaid.com

Hunter Rawv¥8mo

4 NETAFIM »ﬂ LecRCY:

SERVING IRRIGATION PROFESSIONALS IN THESE MAJOR MIARKETS:

ArLasama, Connecticur, FLoripa, Georcia, fuunoss, INpiana, Kansas, Kentucky,
MaryLanD, Massachuserts, MicHiGaN, Missouri, New Jersey, NorTH CAROLINA,
PenNNSYLVANIA, TeNNEsSEE, VIRGINIA, WiscONSIN AND ONTARIO, CANADA.

Irritrol

SISTENS
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David George, exterior division man-
ager, The Engledow Group, Carmel, Ind.,
also commonly uses the product to slow the
spring growth surge. George will also specify
a PGR s cases where there is unusually small
areas of turf to maintain,

“We see using a PGR in the spring as an
equipment and people stress reducer,” said
George. “Itdoesn’t create a great windfall of
savings, but it has become an important tool
in our mowing program.”

ORDERLY ORNAMENTALS. Proper shrub prun-
ing (see p. 46) can be a time-consuming
process, especially when long stretches of
shrubs border walkways and require a lot of

Ee 88
‘Without the PGR,
we would have to

double-cut and do

extra work to

disperse the excess

clippings.’

attention. This is the type of situation that
calls for the use of PGRs said Larry Neuhoff,
director of landscape maintenance opera-
tions, Landtrends Inc., San Diego, Calif.

“We have one stretch of hedges that runs
for more than three miles along a street,”
explained Neuhoff, who added that the
company has been using PGRs for six years.
“We use PGRs to reduce the amount of
pruning these shrubs require.”

Because Landtrends’ policy insists that
shrubs are pruned selectively rather than
simply sheared, a pruning job is a highly
labor-intensive process, Neuhoff explained.
The PGRisapplied to slow down the growth
of these shrubs and reduce the number of
times that technicians are sent out to prune.

When pruning is required for these
shrubs, crews first go out and actually per-
form the work. Then, 1% to 3 weeks later,
a spray crew returns to the site and applies
the PGR. “The time period after cutting is
critical,” warned Neuhoff. “If it’s done too

(continued on page 62)
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All in a Day’s Work.

REWARD" Herbicide. Works Against Weeds in 24 Hours.

EWARD Herbicide brings REWARD Vs. Scythe
- 1 Gallon of Product
precision and speed to your

200
weed control program. -
i
: &
* Works faster than other commonly T
=
2
used landscape herbicides &
2
: . s
® The least expensive non-selective s

herbicide

REWARD Scythe
0.75 oz /qgallon rate 4 oz/gallon rate

* Can be used in grounds maintenance,

landscape and aquatic areas
For more information, contact your

* Broad-spectrum—broadleaf, grass and ; ATy
I < authorized Zeneca Distributor, or call

aquatic weed control Zeneca Professional Products Toll Free |
> at 1-888-617-7690). e
* Easy on surroundings |
www.zenecaprofprod.com |

* User friendly |

e REWARD' '

* Reduces inventory Landscape and Aquatic Herbicide

Always read and follow label directions carefully
REWARD" is a registered trademark of 2 Zeneca Group Company

Scythe” i a trademark of Mycogen Corporation
ZENECA Professional Products 01998, Zencea Ine
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(continued from page 60)

soon or too late it will not be effective.”

He estimated that the number of prunings
required per year is literally cut in half or
more. “Without the PGR, we would be
trimming the shrubs every four to six weeks,”
noted Neuhoff. “With the product, we can
extend that window to onc per quarter.”

One word of caution from Neuhoff was
that he generally limits PGR use to durable
species of shrubs such as boxwood, taxis and
privet. He also said that it’s critical to read
the label to ensure that the shrub will not
suffer phytotoxicity from a PGR.

Another ornamental use that Neuhoff
has for ornamental plant growth regulation
is on ivy. PGR applications slow the growth
of ivy used in topiary hedges and help re-
duce the amount of trimming required to
keep ivy to a specified height on the sides of
buildings, he said.

Bill Gordon, president, Signature Land-
scape, Olathe, Kan., said that the company
uses PGRs on shrubs in low-profile areas to

Spring Application Makes Big Impact

ruce Branham, associate professor of turfgrass management, University of lllinois,

recently conducted a two-year study looking at the impact of applying the turfgrass
growth regulator Primo every four or six weeks throughout the growing season to gauge the
product’s effectiveness in reducing turf growth,

The results revealed that the biggest impact on growth was achieved from the first applica-
tion, reducing the growth by as much as 40 percent to 60 percent and suppressing growth for
four to five weeks, according to Branham, The growth was measured by comparing the weight
of the clippings generated by mowing the treated turf as compared to the clippings gathered
from an untreated control plot. — Paul Schrimpf

reduce their pruning requirements. “We
spray them in June after a pruning when
there’s no stress on the plant, and we have
had good success in controlling growth,”
Gordon explained. “We’ll touch up the

treated hedges in fall to finish up the season,
and that’s all that will be required.”

The author is Managing Editor of Lawn &

Landscape magazine.

FIII.I.-SER\IICE EIIIIIPMEHT FINAHGING

SERVING THE
LAWN & TREE CARE INDUSTRIES

® New or Used Trucks or Equipment
e Terms to Fit Your Needs

® |nnovative Price Structuring

¢ Leasing from $1,500 to Millions

$100,000
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Ask about "The Green Card"
Pre-Approved Line of Credit up to

For more information, call
George Ziegler at 800-366-4228

NORTHCOAST CAPITAL LEASING COMPANY
A First Sierra Financial Company

27070 DETROIT ROAD, CLEVELAND, OHIO 44145
PHONE: 800-366-4228 FAX: 440-892-4677

200 GALLON LAWN RIG
+ 200 GALLON OLDHAM TANK WITH BAFFLE.
+ HYPRO D30 TWIN DIAPHRAGM PUMP.
+ 5.5 HP HONDA ENGINE.
+ HANNAY ELECTRIC REEL WITH 300’ 1/2" HOSE.
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WITH POSI-TRACK’S INCREDIBLY LOW GROUND PRESSURE, HEAVY DUTY
RUBBER TRACKS, HIGH GROUND CLEARANECE, AND LOW CENTER OF
GRAVITY, YOU CAN WORK IN PLACES YOU WOULDN'T DREAM OF WITH
OTHER PIECES OF EQUIPMENT. AND, WITH POSI-TRACK MODELS
RANGING IN GROUND PRESSURE FROM 1.4 TOo 3 PSI AND
HORSEPOWER RATINGS FROM 70 1o 125 HP, YOU'RE SURE TO

FIND A POSI-TRACK THAT FITS YOUR NEEDS.

for a FREE Posi-Track
video and hrochures.

INC. » 8B40 LiLty LANE *» GRAND RAPIDS, MN 55744
FaX: 21B.827.2376 * WEB SITE: WWW.ASVI.COM
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entranceways

The strategic use of ornamental color can be o
particularly effective tool for catching individuals”
attention, but designers should be careful not to use so
much color as to detract from the rest of the landscape.
Photo: Arteka Corp.

The key to

k 2x! e or many building contractors or commercial property owners, design-
SIg'”mg ing or building the appropriate structure is critical to an organization’s

. success. However, the best building in the world is worthless if no one
ﬁfflve ever enters i,

That's where landscape designers’ roles become key — designing a

entrﬂnceways landscaped entryway that catches the attention of passing traffic (be it pedes-

. . trian or vehicular) and guiding th le into the building.

“Cﬂtfblng ular) and guiding these people into the g

v 1.5 it or 5, FUNCTION FIRST & FOREMOST. “An entranceway has to be obvious. That's the
most important thing,” asserted Jim Klein, landscape designer, Stiles Land-

ﬂttmtion scape Service Co., Pompano Beach, Fla. “People need to be able to see it so they

know where they're going.”
WitbOut Landscape designers and architects are essentially in universal agreement
about the importance of focusing upon an entranceway’s function during the
ovml}belmin design process. And they note there are a number of options available for
g achieving the desired effect.
tl]e’n. Jim Catli.r?. a landscape arcljitccr with Amhqny Bc:r[o[[i Landscape Inc.,
Novato, Calif., is a proponent of extending the building’s architectural features
out into the entranceway. “One approach is to integrate the structure into the
landscape by using a predominant feature of the structure — such as an archway
By Bob ‘Vest — or developing a design relationship between the construction and landscape
materials,” he noted. “This repetition of materials creates a sense of extension

and continuity as opposed to having disparities in the colors and materials.”
(continued on page 66)
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Cut Our Green Before You Spend Your Green

The 15th Annual International Lawn, Garden, & Power Equipment EXPO 98 is truly unique among
all international trade shows for a very important reason: The 20 acre Outdoor Demonstration
Area. This demo area is designed for you, the lawn & landscape professional. You'll be able

to test hundreds of machines from over 170 manufacturers under actual working
conditions. Factory representatives will be available to answer your application
questions and explain new equipment features. In addition to the demo areaq,
EXPO 98 offers indoor exhibits for over 600 manufacturers and free seminars
that can help you grow your business more profitably.

This opportunity is not available anywhere else. Take advantage of this oppor-
tunity to test the tools of your trade side by side at EXPO 98. EXPO 98 will be
held at the Kentucky Exposition Center in Louisville, KY on July 25, 26, & 27,
1998. For more information about EXPO 98 call (800) 558-8767 or ) sg
(502) 562-1962 today. Uy 2521.)
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entranceways

(continued from page 64)

The use of landscape color is certainly
not to be discounted, however. “In the
Pacific Northwest where the climate is gray
so much, we need to use color to make an
entranceway pleasant,” countered Catherine
Firth, manager, landscape architecture ser-
vices, The Mitchell Nelson Group, Port-

land, Ore.

Firth was quick to point out, how-
ever, that relying too heavily on
annual color is acommon mistake
that can create long-term problems
for the client. “Annuals are used too
much on commercial projects,” she

Different &
.Better.

\

commented. “They can be a nightmare be-
cause of the expense of change-outs and
because they don’t hold the soil back when
it rains, leading to a muddy mess.”

Instead, she recommends minimizing
the use of annual color to a few, select
accent points, and being more creative with
the use of other plant material with inter-
esting characteristics. “A landscape doesn’t
have to have flowers to be attractive,” Firth
pointed out. “I like to use plants that have
interesting patterns even when they don’t
Y have leaves. Star magnolias and Japanese
: maples are interesting to look at because of
their structures and the smooth, light-col-
ored bark that shows up on gloomy days.”

Another common approach to direct
visitors to an entrance is the use of different
varieties of plant materials, according to
Leonard Statile, president and chief execu-
tive officer, Statile & Todd Inc., Spring-
field, N.]J. “If the design calls for one type of
shade tree in the islands in the parking lot,
switching to another type of tree around the
entranceway can create a change in terms of
variety and texture that the eye will be
drawn to,” he said.

It’s also important to note that designers
can influence the use of an area via the
design. “If you put an ash urn, a garbage
can or a bench in an area, people will
come,” observed Firth, emphasizing the
importance of designing with such consid-
erations in mind. “An entranceway should

" Perfectly
proportioned.
Unsurpassed
strength.

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
www.selecticd.com

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

Corporation

Innovative Concrete Design
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be a space to move through. If the goal is to
design staying space as well, create spaces on
either side of the entranceway that are invit-
ing but pull people about 10 feet off to the
side and out of the traffic’s way.”

GET ON THE SCALE. As important as an
entranceway is to a landscape, it shouldn’t
be over emphasized at the expense of the
building or surrounding landscape.

“The scale and dimension of an
entranceway is very important, so every-

-
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entranceways

thing appears in proportion to
its contextand people feel com-
fortable in the area,” noted
Carlin, adding that he gener-
ally builds the scale for an
entranceway around a 6-foot
tall person. “If I'm going to use
an overhead structure, such as
an arbor, I think people are
generally more comfortable if it is higher
than the reach of their hand. Otherwise,
they may feel they have to duck beneath it.”

Statile believes an effective entranceway
creates a sense of space or enclosure that
gives visitors the perception of “having ar-
rived somewhere.” Usinga structure of some
sort in the landscape can be one way to
achieve this effect.

“Anything that creates an enclosed area,
such as an arbor to drive beneath or a
pergola to walk through, can create a sense
of arriving somewhere,” he explained.

“The size of the entranceway has to work
in concert with the architecture,” Statile
continued. “On a commercial site bringing
vehicular traffic through the entranceway, it
should be larger than what would be in front
of a residential complex.”

Klein agreed that too much emphasis
could be placed on making an entranceway

Using structures that create even a minimal
endosed space can offer visitors the feeling of
‘having arrived somewhere,” which can make an
entranceway even more effective.

noticeable. “The designer has to remember
what is behind the entranceway,” he said.
“If it’s a 20-story office complex, then the

entranceway can be pretty complex. But if

it's single-story residential units, then you
don’t want to use 60-foor rall palm trees
down the median strip.”

Firth also noted that the type of traffic
the entranceway is designed for can influ-
ence the scale a great deal. “Ifit’s for vehicu-
lar traffic that is passing by at 35 miles per
hour, then the entranceway has to show up
from '/sth of a mile away,” she stated. In
these situations, she likes ro layer landscape

We only allow our
edgings to be sold
through distributors,
landscapers or

nursery/garden
retailers. We choose
not to sell our products
to chain stores or
mass merchandisers.

SLIM EDG i
NOW IN GREEN 003
ORBLACK &
We also sell ,3}*
Bric-Edg paver

restraints

We guarantee
prompt delivery
on small or large
orders anywhere
in the world.

1-800-EDGINGS (334-4647)
1-888-334-4647
In U.S. and Canada

better they work!

Safety and Function should be
your most important reasons
for choosing our edgings.

Perfect results are what you really want when you

place your trust in our landscape edgings. @
: : O
Our 9 styles of edgings will give you a ’Pé
beautiful appearance and reduce <3
maintenance on all of your projects. q,o

124 E. ST. CHARLES RD. » VILLA PARK, IL 60181 « (630) 833-3033 « FAX: (830) 833-0816 « E-MAIL: olyola@iacl.com

Call for Your
Nearest
Distributor!
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entranceways

elements to catch people’s attention
and direct their eyes toward identi-
fying signage.

“You can start with taller ever-
greens in the back, and then use
some flowering trees in frontof them,”
Firth explained. “Then comes the sign
with some accent color around it.”

HARDLY UNIMPORTANT. Although not as
flashy as seasonal color or as obvious as 15-
foot-tall pergolas, hardscape materials can
be just as effective when it comes to creating
an effective entranceway.

“Hardscapes can make the design suc-
cessful by themselves,” Klein asserted, talk-
ing about the difference between using rus-
tic cobblestones and simple poured as-
phalt. “Hardscapes are just as important as
the plant material because they set the tone
of the landscape and create the setting for
the plant material.”

“The treatment of hard surfaces can be

particularly important when it comes to
designing forvehicular traffic,” added Catlin.
“Using repeating colored bands of concrete

pavers or brick bands to surround an area or
create a line to cross over can accent the
entranceway and catch people’s eye much
better than a plain, broom-finished drive-
way. It creates a much better product for
little more cost.”

Catin also maintained that function and
expected traffic types should be considered
when it comes to selecting a hard surface.
“The hard surface should be long lasting
and good for all kinds of footwear, as well as

other traffic like wheelchairs,” he pointed

out.

MAKING THE SALE. As important as the
entranceway is to the overall success of the
structure behind it, clients aren’t always
quick to understand the need for such an
additional investment.

“It is hard to sell entranceways,” noted
Firth, “but once clients see a good one,
they’re sold.”

“A lot of times, the budget is para-
mount,” recognized Catlin. “Sometimes,
we have to convince the client that it's
easier to justify a more costly detail in the
entranceway than to install something such
as a fence or some benches elsewhere in the
landscape, especially in areas where the
entranceway is important to direct people

into the building.”

The author is Editor of Lawn & Landscape

magazine.

EXPERIENCE THE DIFFERENCE BANDIT CHIPPERS MAKE...

Bandit Industries 6", 9",12" and 18"
diameter brush chippers are a favor-
ite among landscapers and the tree
care industry. Featured here, our 12"
Model 200+XP is known for its
dependability and versatility. The
Model 200+XP has a powerful feed
system that limits chain saw trim-
ming. It also has a 360° swivel chute
that can discharge chips in any
direction. Popular options include
hydraulic winch, auto feed speed
governor and gas or diesel powered
engines from 65 to 200 HP.

®

BANDIT INDUSTRIES, INC.

6750 MILLBROOK ROAD » REMUS, MI 49340 PHONE: (800) 952-0178 OR (517) 561-2270 « FAX: (517) 561-2273
E-mail:brushbandit @ worldnet.att.net Website:www.banditchippers.com
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he scasoned estimator faces some unique challenges and risk
factors when bidding maintenance projects. The first challenge is
to analyze and accurately identify operational costs as well as
general and administrative costs. The second challenge is a mar-
keting one. Where is the market regarding the price for mainte-
nance work in your part of the country? I call this market pre-
disposition. And how should you present pricing information to
your customers? Does the customer want a lump sum price
proposal, or will the work be billed on a time and materials basis?
How do you include non-site time for travel, loading/unloading
vehicles, cleanup, etc.?

§‘

A GOOD PLACE TO START. For smaller commercial or residential

projects billing less than $500 per month, the easiest place to start

the type of jobs for which the maintenance package would be used.
We estimate that this crew will average 1.5 hours per person

off-site and 7.5 hours on-site during a typical 9-hour workday.

That is a total of 3.0 hours of off-site time per day for the crew.
We are now ready to cost out our maintenance package.

.
-
»
o
B
is to determine our maintenance package crew and equipment :
requirements for a “generic” or typical day. For purposes of this o W
example, we will use the following two-person crew. :
Lal'&r 5___‘}_'9/ . 1
Leadman/driver .........oocconereecnnncecnnercncensnsrcscsnnnes $9.00/hr. : mmm
ROt e e b b A, $7.00/hr. <
T e o e R e Py, 30.0% .
OTF (45 hours/week, 9 hours/day).. .....cccovuevierennes 6.0% : w mm
RIE(FBISEICEOR) o cvicscisaisriisisioms irssisiatsss oniissoriaisatesss 10.0% °
OPH (overhead per hour) ......ccccocovuriiiiniienincusenae $7.00 :
" S8 that contrac
Bnick anditmailer oot $5.00 :
B36-INCH MOWEE ......oeeerrereeeeeereeereeesnesessasesnsssensessase $3.00 °
RIIRETINY DXIOWEE - .e.onssconsnmninsssenspasssrmssensasresasssaspsnssss $2.00 e -
i R e ] $2.00 ) M
AP oo MO . ..o issociassonsnmsasasas $2.00 :
Second, determine the average amount of drive time, load/ °
L unload (non-site) time per day for this crew if it only worked on : m
o
e
.
o
s

!
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We first calculate our Phase I production
costs. Notice that | round up to the nearest
whole dollar when more than a few cents
appear in our M/L/E (material, labor or
equipment) columns. 1 included an over-
time and risk factor in the crew average
wage, which I rounded up to $9.50.

Toobrain Phase ! production laborhours,
subtract drive time and non-site hours from
the total paid labor hours for the day. In our
example, there are 18 total paid labor hours
for the crew for the day. After we subtract
the three off-site hours, the result is 15 on-
site production labor hours.

We then calculate the “average™ number
of hours that the mowers, blowers, trim-
mers and edgers will be used during the 15
on-site pr()duC(iun hours.

Next, stibtotal the M/L/E costs.

Phase /Il general conditions are calcu-
lated next. The crucial off-site time and the
truck and frailer time are inglided here.

In ghis example, it is assumed that lunch
and break times are not paid and are not
inclgded in the production or general con-
diden labor hours. If, for example, a 15+
minute break in the morning is part of the
paid cighgllabor hours per day per man,
includ¢itin general condidoen labor hours.

2 menx.25 hrs/day = .5 hrsfday

Subtotal Phase [1 generaleondition costs.

Draw a double line below this, and...

Subtotal Phases I and IEMIL/E costs.

You are now ready to add the Phase I11
markupsand margins to che bid.

Thereare no materials mvalved on these
mainténanee jobs :md (hm no sales

> 30 percen is then
calculated and added to ¢ labor for
the bi(.k
and labor
] total direct
oSt (TDC) amount in thie’ i
_ Caleulate your general and administra-

nvc (G&A) overhead cost to add to the bids
Subrotal the bid. The break-even poing
(BEP) for the bid is arrived at when you add

G&A overhead to the total direct costs in

the bid.
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‘862 if it increases or

Add profit and a contingency
factor (if desired) as a straight per-
cent or as a profit per hour amount.
You have now arrived at your
final price for a “generic” day for
your maintenance package. In our
example, this crew needs to bill out
$462 every day to be profitable.

CURB TIME. To calculate the “curb
time” rate for estimating smaller jobs:

Divide the total daily desired price
by the on-site (curb time) produc-
tion hours.

The toral daily price of $462 di-
vided by the 15 production hours
equals $30.80 per curb man-hour.
Round this up to $31 and multiply
this rate by the number of people on
the crew. This translates into $31 x 2
whichequals $62 per curb crew hour.

You can now bid smaller jobs by
first estimating the crew’s curb time
ata particular job. If you want o bill
“time & materials” (T&M)
basis, be sure to charge the curb time
rate to reflect the hours spent on the
job. If yow are going to add non-site
time tothe bill, divide the $462 crew bill-

on a

able goal for the day by 18 hours instead of

15 houss. The rate drops to $25.67 per
man-hour, Just be sure to bill all 18 hours

each day and reach the daily billable goal of

$462 for the crew.
Pricinga job site that requires 30 min-
utes curb time:
30 minutes ofcurb time x $62 = $31 per
visit to the job site.
Remember that
curb time startswhen
acrew pullsuptothe
curb (ar the site be-
ing bid) and ends
when it drives away.
Note the impact
that estimated drive
and nofi-site time has
on.he crew rate of

person.

per day.

decreases. (See box at
right)
Do not include

materials or subcontractors in your curb
time rates, as they can greatly confuse the
matter. | would encourage you to mark up
materials a minimum of 20 percent (10
percent for overhead and 10 percent for net
profit) above your costs and subcontractors
a minimum of 15 percent (5 percent for
overhead and 10 percent for net profit)
above your costs.

A. Drive and non-site time drops from 1.5 to 1.0 hours per day per

Total production time — 16 man hours
Step (I): Total price for a day = $462 =
Step (2): Round up to $29 and multiply $29 by number of
crewmembers.
$29 x 2 = $58 (crew hourly curb time rate)
B. Drive & non-site time increases from 1.5 to 2.0 hours per person

$28.88/man-hour

Total production time — 14 man hours
Step (1): Total price for a day = $462 = $33/man-hour
Step (2): Mulriply by crew size.

$33 x 2 = $66 (crew hourly curb time rate)



Photo: Vern Goff

PROFIT ANALYSIS. The daily route billable
goal: Ifa route cannot consistently bill $462
per day as determined in our example, you
should examine it to see what job(s) is
causing the problem. To do so, determine
your per minute rates as follows:

Jobs priced at the TDC or BEP levels
should be adjusted as soon as possible. How-
ever, be careful. The goal is to make the
route profitable and to maximize the bill-
ings on a particular route. If a job is priced
at the TDC or BEP level, and it is a large
part of a route, be careful about increasing
its price if you think you might lose it.

It goes without saying that if a job is
priced above the desired $1.03 per minute
rate, you should probably leave the pricing
for that job alone.

MARKET PREDISPOSITION. Maintenance
markets become predisposed toward certain
pricing levels. I usually see maintenance
crews billing out between $22 to $30 per
hour around the country. However, certain

Crew curb time minute rate: Divide the billable goal for the day by the crew curb time

minutes.
Step (1): Billable goal for the day

Crew curb time minutes =

$462 per days over 450 minutes =

$462

7.5 hours X 60 minutes = 450 minutes

$1.03 per minute

Step (2): Multiply the average amount of crew minutes spent on each job by $1.03.
Increase under-priced jobs as soon as possible. Inform crews about the
amount of time they should spend on each job. If you cannot raise prices
until next season, set job time limit goals for your crews and examine
production methods for inefficiencies.

Step (3): Calculate BEP and TDC per minute rates. These rates will help examine jobs
within a route. They will also help identify which jobs are priced at breakeven
and which ones only cover direct costs.

A. BEP per minute rate:
BEP amount

$416 divided by

Crew curb time minutes = 450 minutes = $.924 per minute

B. TDC per minute amount:
TDC amount
Crew curb time minutes =

high-tech markets in New England see com-
mercial maintenance billing rates of $40 to
$45 per man-hour. San Diego County in
Southern California sees this rate drop to
$13 to $14 per man-hour.

After conducting estimating workshops
throughout California, we noticed that
maintenance rates varied dramatically from
region to region due to market predisposi-
tion. For example, residential maintenance
just north of San Francisco was priced be-
tween $31 and $33 per man-hour, and
commercial maintenance in Los Angeles at
around $20 per man hour.

Rates consistently dropped as you got
closer to the Mexican border. Market forces
of supply and demand for labor appeared to
be the prevailing factor driving mainte-
nance rates down. The further south you
went, the more available labor became at
reduced prices. Market predisposition re-
flected the supply/demand forces active in
the market. The wise contractor should pay
awtention to market predisposition, espe-
cially when bidding jobs outside of their
normal area of operations.

CONCLUSION. Successfully bidding smaller

maintenance projects is easier and a lot less
risky when you have the right tools. Identi-

$290 divided by
450 minutes = $.644 per minute

fying such benchmarks as billable amounts
for routes, hourly curb time rares and per-
minute rates can significantly reduce the
risk in the bidding process. Understanding
market predisposition can also provide a
competitive edge at the bid table.

These methods are also applicable to
bidding larger maintenance projects. How-
ever, each phase (i.e., mulching, fertiliza-
tion, mowing by mower size, trimming,
etc.) will have its own separate bid worksheet
like the one used in our example. The prin-
ciples are the same. There’s just more detail
and risk.

Contractors who consistently use these
methods not only have the tools to reduce
theirrisks and to bid roday’s jobs accurately,
they also have the tools that will ensure that
they are still in business and around to bid
tomorrow's jobs as well.

The author is president of Smith Huston Inc.,
Denver, Colo. He can be reached at 800/451-
5588.

Disclaimer: The labor rates, equipmentcosts
and other figures used in this article are
industry standards and should be adjusted
to reflect production methods and costs for
individual companies.
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industry roundtable

Contractors

Prepare

(Above left)
President Dave

Leading mg
the solutions

contractors equipment can

from across E’:E.

the country AP gonts

hat lawn care and landscape contractor in business today isn’t  anotherissue for
challenged by issues such as personnel recruitment and retention,  the group fo discuss.

rising insurance costs and being prepared for the increasingly Photos: Bill Webster

|

|

|

: came together to

| .

| share their insur

| competitive industry?
|

t/)oug/}ts on tlle Fifteen contractors spent two-and-a-half days at the North Ameri-
can headquarters of Husqvarna Forest & Garden, Charlotte, N.C., address-
future of the

ing these issues at the second Industry Roundtable sponsored by Husqvarna

’ and Lawn & Landscape magazine.
P roﬁ 55107141 Followingare some of the contractors’ thoughts
Contracting on a wide range of topics:
industry. EFFECTIVE RECRUITING APPROACHES:

“I think the most important thing is to offer a
professional organization with a lot of communi-
cation and to care about who the employees are as
people.” — Bill Gordon, Signature Landscape
“We need to look for people who appreciate
the immediate satisfaction doing the jobs offers -
people who want to put their mark on a prop-
erty.” — Mike Rorie, Groundmasters
(continued on page 74)

By Bob West

Mark Michaels
etk o i
engage in a bridge building exerdise.

g i e
g b s b
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Act now! Or this may be the only
pest control tool you’ll ever use again!

How come?

Because the Environmental

Protection Agency is reevaluating :

the pesticides you count on to
run your farm, keep bugs out
of your house and weeds out
of your garden.

As early as May, you could
begin to lose some of the most
trusted insecticides on the
market today.

Why?

Because EPA isn’t asking

you--the pesticide user--or other
Americans how you actually
use these pest control products.
Without accurate input, the
new Food Quality Protection
Act cannot be fully and

fairly implemented.

So what?
So you lose many cost-
effective pesticides--the tools
you depend on most. Fewer

products lead to less effective

IPM. Pest resistance rises.
Damage occurs.

So what?

So act now!

Write to:
The President
The White House
1600 Pennsylvania Ave., N.W.
Washington, D.C. 20500

For more information, log on
at www.acpa.org orcall
RISE at (202) 872-3860.

Amedtilec.an

Crop X
Protection

Assocliation

©1998 American Crop Protection Association.

Responsible Industry for 2 Sound Environment *
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“You have to show people the keys to  over again.” - Jim
their growth and convey that there is a  Paluch, P Horizons i
careergpath with the company.” — Mark “We pay a $250 ho saoned ndustry BAenetalis Aovmmeroroy SVRIET OOY.
Arrimour, Pennink Arrimour. bonus to employees Garden, Charlotte, N.C., and Lawn & Landscape magazine brought
“We have 2.8 percent unemployment,  who recruita foreman together 15 contractors from across the country to discuss some
so the traditional methods can’t be relied who stays with us for of the most critical issues facing their companies. The roundtable, 3
upon as much. We recruit at three or four  sixmonths. Thatworks which took place at Husqvarna’s North American headquarters, was
locgl Hispanic cburchcs. — Chris Kujawa,  well, b.ut you can end moderated by Jim Paluch, JP Horizons, Cleveland, Ohio.
Kujawa Enterprises up payingoftenenough
“Remember, a lot of times we're dealing ~ that employees see it Participating contractors were:
with people at or near the poverty level.  asmoreofaright than K Mark Arrimour, Pennink Arrimour, Huntingdon Valley, Pa, g
What are they looking for? Stability, a  a bonus.” — David Y Peter Bowman, Four Seasons Landscape & Maintenance, San Jose,
regular paycheck and language familiarity =~ Harting, Nanak'sLand- Calif,
— a sense of doing a good job isn’t as impor-  scaping

tant.” — Jack Hasbrouck, The Groundskeeper
“We get college graduates involved in INNOVATIVE
recruiting so we have them recruiting on a HIRING PRACTICES:

peer basis. We send them back to theirown ~ “The approach has to vary based on the  and account managers — interview candi-
schools and pay their expenses.” — Tim  position you're hiring for.” — Brian Moore,  dates. It impresses them and shows them
Lynott, Chapel Valley The Brickman Group how important this position is to the com-

“An added benefit to using current em- “The first impression is critical. We always ~ pany.” — Frank Mills, Hillenmeyer Nurseries
ployees is that when they are recruiting they’re  start with a tour of our facility.” — Harting “Hiring has to be pushed down to the
also selling themselves on your company all “We have a panel of people — foreman  field-level people. They're often the best at

CONSIDER THE CONTRACT SWEEPING BUSINESS

“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."

T B SR m@m&sm%&w

Features: SR
Stainless Steel Tank SPECIALIZED EQUIPMENT
Sprays Over | Acre per Fill-Up How many times have your customers asked if you
100# Spreader With Variable Speeds 3 * sweep? Think of the lost opportunities to generate
Foot Control Spreader & freight revenue. No need to purchase a truck mounted
Economical (Sprays 1/2 Gal. per Sq. Ft.) 5 N sweeper. This low cost sweeping system attaches or
Stainless Steel Deflector removes from your truck in about five minutes.
Sprays a 4 to |12 Feet Pattern For more information, call our toll free number

CALL
Cheiwiind - (IS 1. gR8000 Kool

Twin Hydrostatic OR DEMO TAPE 6929 North Hayden Road, Suite C4614 - Scottsdale, AZ 85250

Linda Stegner
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L R O e W R S ey el
Y Michael Byrne, Byrne Brothers Landscaping, Middleton, Mass.

industry roundtable
Y Michael Currin, Greenscape, Holly Springs, N.C.

- Bill Gordon, Signature Landscape, Olathe, Kan, process or strategy with pany ofjfcrs S0 you can put them all in front
J David Harting, Nanak's Landscaping, Orlando, Fla assigned duties for who  of applicants.” — Steve Wood, Husquarna
U " (] g

first greets candidates,

Y Jack Hasbrouck, The Groundskeeper, Tucson, Ariz. who follows up with  INCENTIVE PROGRAMS THAT WORK:

* Chris Kujawa, Kujawa Enterprises, Cudahy, Wis. them. Plus, let them know “There has to be buy in from the employees

% Phil Lundy, Northwest Landscape Industries, Portiand, Ore. your company is a selec-  with measurable goals that they believe in

S Tim Lynott, Chapel Valley Landscape, Woodbine, Md. tive place to work." —  and that they helped develop.” - Wood
David Zerfoss, Husquarna “We tried to develop a program tied into

Y Frank Mills, Hillenmeyer Nurseries, Lexington, Ky,

“We're going to put  hourly production, but it really cost us in
% Brian Moore, The Brickman Group, Long Grove, Il together a list of ourem-  quality.” — Gordon
% Larry Neuhoff, Landirends, San Diego, Calif. ployees and their history “The key is what we call Expectation
% Chuck Richardson, Gator Landscaping, Longwood, Fla. of promotions to show  Theory. You have to define the job and set
% Mike Rorie, Groundmasters, Cincinnati, Ohio that peopledomove up.”  specific goals. You can tell someone to plant
-  Michael Currin, the color on a project, or give them 16 flats
Greenscapes to plant in one day.” — Hasbrouck
“I like the idea of hav- “The scoreboard is the way we're going.
ing each supervisorcome ~ We think being open book is a no-brainer,
measuring whether or not someone will be  up with alist of three people they would like  and then you can compete internally against
able to do the work. Also, people will work to have working with them, and then mak-  themargins, profitsand sales. Everybody makes
harder to help someone they’re responsible  ing them personally responsible for pursu- it or doesn’t as a group.” — Rorie
for bringing into the company.” — Phil  ing those people.” — Harting
Lundy, Northwest Landscape Industries “It’s a good idea to have one sheet that The author is Editor of Lawn & Landscape
“We think there has to be a formalized ~ summarizes the employee benefits the com- magazine.

THE FIRST...
AND STILL THE BEST...

S50Gal, 650sqfticad § 120500 500 Gal, 8600 sgfftload $ 4785.00
100 Gal, 1300 sqftioad  § 1965.00 750Gal, 1/4 Acrefload  § 7665.00
150 Gal, 2000 sg/ftficad  $ 2765.00 1000 Gal, 13 Acrefload § 9965.00
300 Gal, 4000 sg/fftlioad  § 3005.00 1500 Gal, 1/2 Acrefload  § 19995.00

BUY NOW, WITH NO PAYMENT UNTIL SPRING
“NEW*™ CHECK OUT OUR NEW TURF SPRAYERS “NEW™
Kwikcur «» KWIKSEAL «« KWIKADAPT Turbo Turf Sprayers are loaded with premium features. They feature
KwIKFIT +« KWIKPUNCH «+ ALPRENE SADDLES Raven tanks, Hypro or Kappa pumps, Briggs or Honda engines.

50 Gal from $ 1485.00, 100 Gai from $ 1795, 200 Gal from $ 1895.00, 300 Gal from $ 2295.00
AVAILABLE TO WHOLESALERS AND DISTRIBUTORS ONLY - - - -
DAWN INDUSTRES, INC. For a free hydro seeding information pack, call:

4410 NORTH WASHNGTON STREET TURBO TECHNOLOGIES, INC

DENVER, COLORADO 80216 an
hitp /A dewnindusiries.com 1108 Third Ave.. New Brighton. PA 15066

(800) 321-7216 OR FAX (303) 295-6604

1-412-846-0670 1-800-822-3437 Fax 1-412-846-3470
hitp:/ibeavercounty.com/badger/  E-Mail turbotec@ccia.com
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John Deere’s Turf General
utility vehicles
* 23.5-hp diesel and 26-hp gas

C-LOC engineered vinyl sheet piling brochure is

models offering 5-speed available from Crane Plastics Co. The erosion
transmission control product is ideal for shoreline bulkheads,
- 3 estructive Turfgrass Insects, Biology, Diagnosis and Control wave breakers, retaining walls and footbridges. The
by Daniel Potter and available from Ann Arbor free, four-page color brochure provides a chart

Press, is a new reference hook written specifically listing of C-LOG physical properties and plan views.
for the professional turfgrass manager. Along with Cirde 202 on reader service card
full descriptions and control strategies for the most

important insect problems in turf, this 334-page Landscapers Supply has released its Spring/Summer
% Hydrostatic steering for preci- publication contains 32 pages of full-color pictures edition catalog with more than 2,500 parts for
s CO“‘;"' P to aid in the identification of insect species in their ground care supplies and maintenance equipment.
: ;‘;‘;BV;O:] dd;;‘;joa ks various life stages, as well as chapters covering the  The 267-page catalog carries items such as engines,
e Front and rear suspension value and benefits of turfgrass, integrated pest engine parts, accessories and mower parts at -
* Longer box and automatic management strategies, monitoring strategies and wholesale prices. There is also a special section
tailgate using pesticides safely. Potter is a professor of dedicated to closeout items, and a frequent buyer
one-piece axle Girde 201 on reader service card Circle 203 on reader service card

Circle 200 on reader service card

(continued on page 78) —
A Erofessional valve installation
wit

the Multi-Valve Assembly from Olson

5 The MVA provides economy and convenience by elimi-

|8 nating the need to purchase and assemble the many
components formerly required to install multiple automatic
1”control valves. Available with

3,4, 5 or 6 valves, the MVA is
factory built and factory tested, @ OLSON

\ * Rear wheels supported by a entomology at the University of Kentucky. program that can save contractors money.
:
|
|
|
|

{c C & S TURF CARE EQUIPMENT, INC.
~ "JURF TRACKER

58030

ready to connect to the power IRRIGATION
and water sources. SYSTEMS

when water counts®
10910 Wheatlands Ave. / Santee, CA 92071 / 619 562-3100, 800 770LSON / FAX 619 562-2724

4,

N

FEATURES:
® Spreads and sprays over 4000 sq. ft.
per minute.

® Zero turning radius for maximum
maneuverability.

® Full hydrostatic drive.
® |12’ break away spray boom.

® 150 Ib. capacity; 3 speed electric
spreader.

Components required to
assemble equivalent
conventional installation

® Designed for residential and commer-
cial properties.

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

MVA-100

from Olson

USE READER SERVICE #75 USE READER SERVICE #76
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Training Videos

o Landscape

Professionals
— From the Lawn & Landscape Media Group

o Safe Operation & Maintenance of g
T ¢ 15-20 minute “how-to
String Trimmers and Blowers ol e
String trimmers and blowers keep landscapes neatly mani-
cured. If used properly, they are easy to maintain. If used * 10 employee handbooks
improperly, they can be dangerous.

o Tests

: o Safe Operation & Maintenance of Riding Equipment * Answer key
As a landscape contractor, you're responsible for the mower you're operating, the turf you're

: . : i e Sign-off sheets
mowing and your own safety. Get the information you need to operate riding mowers safely.

* |nstruction quide

o Safe Operation & Maintenance of Intermediate Walk-Behind Mowers
Intermediate walk-behind mowers are made for productivity. This video is designed to help you
mow safely and efficiently and to keep your mower running reliably.

e bt s ks e s e, i s . . s e s i S i e et et i Sk ot M S S 1
: Quantity Title Price Total Method 0{ Payment :
| String Trimmers and Blowers —English-only ~ $69.95 [__] Payment Enclosed: |
| Walk-Behind Mowers —English-only ~ $69.95 Make checks payable to: |
| Riding Mowers —English-only ~ $69.95 The Lawn & Landscape Media Group |

4012 Bridge Avenue, Cleveland, Ohio 44113
I Spanish Versions Coming Soon 800-456-0707. I
| String Trimmers and Blowers —Spanish-only ~ $79.95 Questions? Ask for Susan. |
| Walk-Behind Mowers —Spanish-only ~ $79.95 D ; |
| ___RidingMowers —Spanish-only ~ $79.95 Ay Charge to my: |

@ Combination Order (any two videos) $129 (set) (Jvisa ] Mastercarg :

X (sets)
' (Ohio residents only add 7%) ~ Sales Tax Name as printed on the card: |
Money Back Guarantee! TOTAL |
Visa/Mastercard number: |
|
Expiration date: :
Signature: :
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(continued from page 76)

Vermeer BC 2000 brush chipper
* 200-hp, 6-cylinder
Cummins 6BTA5.9 engine

* 36-inch fixed fabricated deck
* Notched double “V” drive
belts to reduce slippage

* 7-gauge steel engine deck

* I-beam design front caster arms
* 10-gauge top and 7-gauge skirt
* 1-inch tapered roller bearing
spindle shaft with top mount
grease fittings

* 5-gallon plastic fuel tank
Cirde 205 on reader service card

* Lifting capacity up to 3,000
pounds

* Two joystick controls

* Load stows over top of ma-

Corona AH 6900 hedge shears

* Available in models with ta-
pered shears, serrated shears
and serrated shears with extra
long handles

* Lightweight, high strength

chine when not in use
* Exclusive Auto Feed II sys-
tem has a feed sensor

Cirde 204 on reader service card elliptical aluminum handles
* Larger bearing surface
MTD Pro Bandit mowers * Forged-in bumper cuts with
* 13-hp Kohler Command shock reducers
OHYV engine * Ergonomically correct blade

* Two motion trigger throttle -1
control

* Solid 0.28-inch drive shaft
Circle 207 on reader service card

Briggs & Stratton

Smart-Fill fuel can

* Stops fuel and vapor from
cscaping during usage

* Storage and transport with a
no-vent design and nozzle

to handle angle lock

* Co-molded grips have 30° * Nozzle opens only when
angled grip ends fully inserted into the tank
Cirde 206 on reader service card

Honda string trimmers

* UMK series of trimmers

* Powered by 360° inclinable,
4-stroke engine

* Diaphragm carburetor with
fuel pump

* Sliding engine stop switch

HYDRO SEEDING

Monthly Payments starting @ ; w

300 Gal $ 89*

600 Gal $144*

900 Gal $274*
1200 Gal

Model shown:
HD6003 $196*

900 GALLON AND
LARGER UNITS
AVIALABLE WITH
STAINLESS STEEL,
POLYETHYLENE,
OR POLY LINED
STEEL TANKS

LAarRGEORSmaLL EasylLawnHasA UNTrForYou

*Based on 48 months with 25% down with approved credit

CALL 888-327-9717

USE READER SERVICE #77
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y Epoxy Primer, Enamel Paint

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

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

—
= =
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and shuts off when removed
* Prevents spills, splashes and
drips

* Holds 2.5 gallons of fuel

* Durable plastic can has
rapid flow design

* Features dual-handle design
for ease of use

Circle 208 on reader service card

Flowtronex PSI FloBoy pumps

* S and D series systems offer
improved pumping solutions
* Range from 2- to 30-hp
with flow ranges of 10 to 250
gallons per minute

* D series available in 2- to
10-hp

* Advanced lightning and
surge protection

* Overload module defends
against single phase or loss of
phase

* Standardized piping and
valve sizes

Circle 209 on reader service card
Hunter ICV commercial valve

* Filter Sentry™ prevents
build up of microscopic
particles

contamination

nylon

adds strength
* Has captive solenoid

plunger and bonnet bolts to

reduce risk of lost parts
* [CV available as 1 - or 2-
inch plastic globe

Cirde 210 on reader service card

Trex Co. benderboard

* Resists moisture, insects and
ultraviolet rays

* Will not rot, splinter, crack
* More flexible than wood so
can bend around tight curves
* No need for multi layering

Feel the extraordinary balance.

$ $§$ 3 4 0848 d

The comfortable 30° angled grip

ends that give you better leverage. The “cushy”

absorption during high-repetition, high-impact cutting. Then

notice the sure, swift, clean shearing performance of its fully
forged blades. The AH 6900 Series Aluminum Handled

Hedge Shears by Corona. Amazing comfort plus outstanding

TV NO

performance.

Coron

© 1998 Corona Clipper / A Harrow Company 1540 E. Sixth St. / Corona, CA 91719
SO/B47.7863 or 909/737.6515 / Fax 909/737.8657 / www.coronaclipper.com

* Plastic valve rated to 200 psi

* Internal mechanism reduces
* Constructed with glass-filled

* Fabric-reinforced diaphragm

USE READER SERVICE #80

Introducing the EBS 100/200 Detachable Spreaders

Fits Most Commercial Mowers, Utility Vehicles or Tractors

* Variable Speed

* 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) 656-1088

USE READER SERVICE #81

We don’t scare easy.

VVe've been insuring pest control operators against
herbicide/pesticide accidents for over 60 years.

Now — thanks to the PLCAA — we're putting

what we've learned to work for our new friends in the
green industries, too.Want to make sure you're

WEISBURGER

1-888-275-9347

covered properly? Give us a call.

Web Site/E-mail: weisinsure@weisburger.com Fax-On-Demand: 800-ASK-WEIS (800-275-9347)

USE READER SERVICE #79
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mailto:weisinsure@weisburger.com

so less material is needed

* May be used as a mow strip
and resists damage by string
trimmers

* Made primarily of plastic gro-
cery bags, reclaimed shrink
wrap and waste wood

* Profiles include 2-foot by 4-
foot, 1-foot by 4-foot and -
foot by 4-foot, all in 16-foot
lengths

Girde 211 on reader service card

Hadco Stainless
steel
transformers

* Designed for
landscape
lighting pro-
fessionals

* UL-listed for
outdoor and
pool and spa

applications

* Features weather-proof com-
partments housed in stainless
steel

* Incorporates unique triple
tap output allowing for a run
of cable at 11, 12 and 13 volts
* Euro-board terminal blocks
* Y5-inch knockouts on each
side for hardwiring or acces-
sory mounting

* 3-foot, 12-gauge power cord
with molded plug

* Thermostat protection

* Magnetic circuit breakers on
low voltage circuit protect
against overload

Circle 212 on reader service card
Delta 36-inch portable
aluminum chest

* 4.9 cubic feet of storage
space

* Provides lockable storage for
pick-up trucks and vans

9,265 pounds
* Six changing bucket sizes and
attachments available

Circle 214 on reader service card

Rock Creek
Enterprises power rake
* New line of front mount and

* Heavy-duty aluminum

handles pull type power rakes
Cirde 213 on reader service card * 48-inch depth roller and

broad thatching deck
Melroe compact excavator

* C-series Bobcat 337

* High range speed of 3 miles
per hour

* Dipper breakout force is
6,050 pounds

* Maximum digging depth of
12 feet

* Dump height is 12 feet 6
inches

* Heavy-duty 10-gauge steel

* Ground level reach is 18 feet construction
9 inches * Adaptable to any lawn mower
* Bucket breakout force is Circle 215 on reader service card

® Attaches to any brand skid loader.

“The Spade”

Tree Transplanting System

* Designed to aid in transplantation of large trees and shrubs.

* End back breaking labor - let spade dig hole and wrap it up!

* Almost no maintenance - replace digging teeth and go.

* Great for construction of retaining walls and digging in horizontal banks.

© Need additional soil or compost for your tree? The spade is a 1/2-yard
bucket already attached to loader - just haul it in.

© As compared to the auger, which leaves the walls of the hole flat, the
spade scores the hole so that the tree enjoys maximum root growth.

For more information or to order call:
TRIPLE D ENTERPRISES
1-800-478-7077

DON'T
DO

Mulching by hand is hard work, takes too much time and gives you poor
coverage.

The solution is to use
the Goossen Bale Chopper, O_M o eu
available in either self-
powered or PTO models.
The Bale Chopper gives ex- ™"  "Box 705 » Beatrice, NE 68310
cellent coverage with better Call Toll-Free 1-800-228-8542
moisture retention for faster (In Nebraska: 402-228-4226)
germination. FAX: 402-223-2245

USE READER SERVICE #82
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Please Print
Name

Title

Zip

Do you currently subscribe to
Lawn & Landscape?

Do you currently subscribe to
T&0 Service Tech?

Zip

TR

Do you currently subscribe to
Lawn & Landscape?

Do you currently subscribe to
T&0 Service Tech?

FREE PRODUCT INFO

LanéLandsea

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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Olympic Fasteners Olympic
TimberLok fastener

* No pre-drilling

* Reversible

* Has strong pull down and
holding power

* Fasteners available in lengths
of 4, 6, 8 and 10 inches

* Package sizes of 10-, 50- and
250-piece packs

* Applications for fastener in-
clude landscaping beams, car-
rying beams and exterior decks

Circle 216 on reader service card

Bush Hog gearbox

* 110-hp gearboxes featured
on new series of cutters

* Designed for mowing appli-
cations in materials up to 2
inches in diameter

* Features 5, 6 and 7-foot
widths

* Adjustable slip clutches

* Rounded backs for opti-

mum performance

* Ys-inch thick, 8-inch deep
sidebands and large
strongbacks for strength

Cirdle 217 on reader service card

Stihl 020T arborist saw

* Designed for arborists and
utility workers who require

high power, low weight and
optimum balance

* Light-weight chainsaw

* 2.15-cubic-inch, 35-cc en-
gine produces 2.2-hp

* Weighs 7.9 pounds

* Has attachment ring, single
lever master control

* Side access chain tensioner

* Adjustable chain oiler

* Lightweight Ematic guide bar
reduces bar oil consumption 50
percent

* Guide bar weighs up to 40
percent less than comparable

length bars
Cirde 218 on reader service card

NO-CHEM fertilizers with humate
* Low odor fertilizer

* Safe for users, pets and water
supplies

* Rich in organic matter and humus
* No sewage sludge or indus-
trial wastes

Circle 219 on reader service card

Bedshaper walk-behind
Super Edger

* Hydrostatic transmission

* Easy to
use and
equipped
with
safety
features

* Cuts
new bed
includ-
ing “S”
curves at a rate of up to 100
feet per minute

Cirde 220 on reader service card

Grower Systems Nursery Green-
house Mix soil application

* Used as a rooting agent and
anti-desiccant

* Increases root structure

* Reduces fertilizer and fungi-
cide usage

* Breaks down compacted soils

* Reduces plant stress
Cirde 221 on reader service card

The Green Inclustl 's

most interactive website is here.

magazine.

Visit now to add your
name and e-mail address to our
“News Now”list for immediate

updates from Lawn & Landscape

9}

heep: //www. Lavnandlandscape. con/lawn/

* Back issues * Only online articles « Chat rooms News groups  Industry links
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(continued from page 36)

McGilvray cited three principles that
keep good employees around: consistency,
respect and an equitable bonus program.

“First of all, they need to understand
that when they work hard there will be
another job for them to go to,” said
McGilvray. “Second, we insist upon people
being treated with respect. Anyone who can
work 40 hours a week in landscape con-
struction deserves the unqualified respect.”

He also believes strongly in bonuses for
everyone based on company performance
only. “There is no bonus for individual
greatness,” he explained. “For example, we
can’t have people competing for the best
jobs, nor should someone in the field be
penalized for having to complete a job that
an estimator made a mistake on. You have
to love the bad jobs even more than the
good jobs to keep them from hurting you.”

Proper training is also an important
element of retention. Glenn Berry, a super-
intendent who has been with the company

since 1996, spent his first seven months in
the labor pool learning about company op-
erations. McGilvray and general superin-
tendent Bill Turano monitored his progress.
“Scott and Bill would ride along with
me, asking questions to see how much I was
learning about the process,” said Berry.
“They also wanted to make sure I could
handle working on more than one site at a
time. They have an open door policy about
asking questions and solving problems.”

BRIGHT FUTURE. How does a landscape con-
struction contractor stay successful and prof-
itable in a region that can best be described
as overbuile?

“In the greater San Francisco Bay Area,
we're in the middle of a lot of economic
activity,” said McGilvray. “But the reality
is, the amount of buildable space is already
mostly gone and getting less.”

What's happening now, he explained, is
that old one-story industrial parks are being

scrapped and replaced with new facilities
that feature multiple stories and under-
ground parking lots that open up above
ground areas to be used for landscaping.

This trend is also occurring in the mu-
nicipal market, where cities and school sys-
tems are teaming up to use available school
grounds for city recreation facilities.

“Schools are allowing the city to use the
land for recreational use in exchange for the
city’s financial investment in regrading,
drainage, infrastructure improvements and
landscaping,” noted McGilvray.

Jensen’s relationship building in the pub-
lic sector should reap the company big ben-
efits in this market for years to come.

Jensen Corp. is located at 10950 N. Blaney
Ave., Cupertino, Calif., 95014. The phone
number is 408/446-1118.

The author is Managing Editor of Lawn &

Landscape magazine.

COULDN'T MARE IT?

to San Diego for the Second
Annual Lawn & Landscape School of

Management? Tapes of the four educational sessions
are available for $10 per tape (plus $1 shipping and handling per

tape).

Jim Paluch, JP Horizons

Five Important Tlu'ngs — Increasing Productivity

Leaclership Principles and Styles
Ed Wandtke, Mollica & Associates

Motivating Your Service Staff
Lloyd Smigel, Care Management Consultants

Peop]e: The Key to Success
Bill Arman, Environmental Care Inc.
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Expiration Date

____________ -
Check box next to tapes to :
or(ler ancl {ax or mail to: I
THE SOUND OF KNOWLEDGE |
4901 Morena Blvd., Suite 207 |
San Diego, CA 92117 |
Phone: 619/483-4900 |
Fax: 619/483-4300 |

I
Name |
I
Address |
I
City |
State Zip :
Phone I
Bill my: D Visa D MasterCard :
Signature :
Card # |
I
I
I




Take this
9 opportunity fo
order these two
essential
references L
for landscape .
v professionals.

- Sy Blowon: SOl

FAXTO:  261/961-0364

—— —— — — — — — — o— T ——— —— — — ———— — — — — — — — -————-——J

e K

| »

| (L Yes, Iminterested in purchasing The Complete Irrigation Workbook, by Pleasechargemy (A visa (L Mastercard

| Larry Keesen for only $14.95. Add $2.50 for shipping/handling. 7 il :

I D Yes, I'm interested in purchasing Turfgrass Ecology & Management, by Expiration date: I

I Karl Danneberger for only $17.95. Add $2.50 for shipping/handling. Card number: I

I D Y:s, I'd g/l;;both books for only for only $29.95. Add $5.00 for Signature: |

shipping/handling. ]

| Books _$ |

| 1understand my purcnase will be shipped upon payment, | also understand that | can return Shipping & Handling _$ |

| my book(s) within 15 days for a 100% refund if | am not tolally salisfied. (Ohio residents _ Lo |

I | I
| add 7% sales lax) Ohio 7% tax (if applicable) $ |
| TOTAL _$ |
Name

: c Q Check Enclosed, payable to: |
ompany. Lawn & Landscape magazine I

: Rk 4012 Bridge Avenue, Cleveland OH, 44113 :

| Ciy RETURN TO: LLM Books |

: State 7 Phone 4012 Bridge Avenue, Cleveland, OH 44113, :

L
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(LASSIFIEDS

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 accompanied 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
PUTTING GREENS

KEEP YOUR CREWS BUSY ALL YEAR LONG
Dealers Wanted ... Buy manufacturer direct profes-
sional synthetic turf putting greens for home and
commercial use. For about the price of a Big Bertha
Driver you can purchase a professional putting and
chipping practice facility for your customers’ yards.
The highest quality, lowest cost — Guaranteed! Dealer
program includes a 300 square mile protected terri-
tory, Market Research Report, carry NO inventory,
many extras. FREE VIDEO 800/334-9005.

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 bid-
ding process; Calculating your cost. Bidding Strate-
gies 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 13 - $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

Visit cun webdite!
www.lawnandlandscape.com
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DON'T BE LEFT IN THE DUST!!

HOME BASED BUSINESS

The majority of our franchise owners come from the
green industry. Why?

* Cutting Edge Organic-Based

Fertilizers & Biological Controls

* Rapid Fast Track Growth

* Successful Marketing Methods

* Volume Purchasing Discounts

* Exclusive Protected Territories
Call today, and let NaturaLawn of America show you
how to dramatically improve the profits of your busi-
ness! 800/989-5444 or 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 products 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.

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 catalog. For free

information packet call 248/683-9080.

FRANCHISING

Franc Ise
your business!

A Seminar for business owners and C.E.O.s

Lexington
Milwaukee

Baltimore June 10
Boston June
Chicago May 21

Cleveland June 11 New York
Iindianapolis June 3
Kansas City June 10 Portland May 21

Tuition $145 « Call the franchise specialists for
information on franchising and *Franchise Your Business!”
seminars scheduled the country.

1-800-FRANCHISE (1 -800-312-8244)

Specialists in Franchise Development LaL

WANT TO BUY OR SELL A BUSINESS?

Ifyou have thoughtabout the possibility of selling your
business, Professional Business Consultants can ob-
tain purchase offers from numerous qualified potential
buyers without disclosing your identity. There is no
cost for this as Consultant’s fee is paid by the buyer.
This is a FREE APPRAISAL of your business.

If you are looking to grow or diversify through acqui-
sition, I have companies available in Lawn Care,
Grounds Maintenance, Pest Control, Landscape In-
stallation and Interior Plant Care, all over the United
States and Canada.

CALL: 708/744-6715 or FAX: 630/910-8100 or REPLY
TO: P.B.C., 682 Phelps Ave., Lockport, IL 60446.

Earn $10-$20k per month working part time/full time
from your home: No special skills, just a desire to
achieve. No multi-level marketing. 800/995-0796 Ext.
8055.

AUTHORIZED DEALER

Expand your product offering with high quality homo-
geneous fertilizers, control products and top rated
turfgrass varieties. Full marketing support and train-
ing. Nationally advertised brands. Add a whole new
profit center to your turf related business. Offer prod-
ucts your customer can’t get from other vendors. Au-
thorized Dealerships available in certain regions. Leba-
non Turf Products. Please call toll free 888/532-5117
ext. 291. Also see our ad on page 29.

LAWN & GARDEN WATERING SYSTEMS

Lawn & garden watering systems
A truly unique business opportunity.

Hide-A-Hose International Inc. is a
successful, down to earth company that is
interested in licensing honest,
hardworking entrepreneurs in the lawn
and garden watering business.
Revolutionary concept;
can be installed in hours, for a fraction of
the cost, with no special equipment
necessary. Relatively
low initial investment required and great
market potential. Find out more by
calling: 1-800-326-HOSE
or 508-627-8391 or Email us at

mlakso@tiac.net
EXPAND INTO PEST CONTROL

Add pest control service to your business. Make over
$75,000 annually. Free report: PC Opportunities, 6
Anna Drive, Ste. A21, Budd Lake, NJ 07828.

BUSIN OR S
RELOCATE TO YEAR ROUND SUNSHINE!!

Port Charlotte, Florida!!! Retail nursery/landscaping
business. Turnkey. Prime location. One owner, 21
years. One acre+, 3200 SF building. Owner financing.
Price reduced. Owners anxious to retire!!! Kisha
Tallman, Realtor-Associate. C-21 Aaward. 800/476-
2190.

xpprbﬂM
Call Gran
800/456.0707 loday.
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IRRIGATION BUSINESS

COMMERCIAL LAWN CARE

(LASSIFIEDS

Family owned and operated for 22 years. Over 800
established clientele, with great potential for expan-
sion. Turnkey operation. Located in Colorado. $200k.
Larry or Rich 719/636-2223.

LAWN CARE, SNOW REMOVAL,
LANDSCAPING

Established in 1991, this business services 550+ ac-
counts annually including several athletic complex
contracts. Increase in revenue yearly. Black Hills area
of South Dakota. $475,000 includes business, build-
ings and real estate. The Dakota Company 605/582-
2605.

LAWN CARE

Quality lawn care business with year-round operation.
400 customer base for lawn maintenance, weed/fertil-
izer treatment and contracted snow removal in the
Iowa City, lowa, area. Don’t miss out on this great
opportunity. Call Bill Wittig for an investment packet.
Coldwell Banker, Real Estate Professionals, 44 Sturgis
Corner Drive, Iowa City, IA 52246. 800/399-8485.

COMMERCIAL LANDSCAPE MAINTENANCE

Commercial landscape maintenance company located
in rapidly growing central Florida area. Excellent em-
ployee relations and retention. Impressive growth
record, steady and strong growth rate. $680,000 yearly.
Fax inquiries to 978/323-4424 or P.O. Box 427,
Sanford, FL 32771.

HOW TO SELL YOUR COMPANY

r———_———————

Selling or Merging
Your Company?
Avoid the pitfalls!

Let new book guide you.
HOW TO SELL
YOUR PRIVATELY
OWNED COMPANY
Soft cover, 130 pages, $17.00.
For more information, fax your
business card to 713/747-5787.
Eric R. Voth, Consultant
Mergers & Acquisitions
Voice phone 713/747-5760
“An advocate for business Sellers”

r—-—_—_——
o e e - — —

COMMERCIAL LANDSCAPE MAINTENANCE

Scottsdale, Ariz., commercial landscape maintenance
firm for sale. Business serves homeowner associations
onawritten contract basis. Business is all maintenance,
no installation. This is an excellent opportunity for
someone to enter this lucrative niche market that is
extremely difficult to break into. 1997 gross $548,000.
New contracts being added monthly. First quarter
1998 YTD gross $185,000. This business has an un-
surpassed reputation and excellent employees. Needs
someone with the financial strength to take it to the
next level and beyond. Owner will consider working
for a financially sound buyer. Price $550,000. Please
reply to: L&L, Box 396, 4012 Bridge Avenue, Cleve-
land, OH 44113.

duertise in the Lawn & L

Commercial lawn care company located in Northeast
Ohio. 1997 sales of $650k plus, expected 1998 sales to
reach $800k plus. Asking $350k. Includesall accounts,
trucks and equipment. Terms may be available. Owner
relocating. Will stay for smooth transition. FAX all
inquiries to 330/493-3478.

(OMPUTER SOFTWARE
TRIMMER SOFTWARE

TRIMMER

Software for the Landscape Contractor

An Estimating,

Billing,
Routing,

Site Scheduling,

and
\2‘ 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

ettt &

EDUCATION/INSTRUCTION
LANDSCAPE DESIGN

i §"°"’on Chil: 8002334542

FOR SALE
FINANCING

LET THE GOVERNMENT FINANCE your small
business. Grants/loans to $800,000. Free recorded
message: 707/448-0270. (NK8)

FREE 1998 MKI LANDSCAPERS
SUPERSTORE™ CATALOG

Buy direct and save! Engines, equipment, parts and
accessories. Call MOHAWKINDUSTRIES 800/724-
2229 for your FREE CATALOG. Up to 90-day terms.
Trimmer line, filters, blades, belts, safety supplies,
hand tools and much more!

Call Gran Gran

MOTOROILA - JOHNSON
KENWOOD - UNIDEN - RADIUS
escape NEXTEL go 900 w us
Call: 800/779-1905

HERSCH'S WHOLESALE TURF SUPPLIES
CLIP Lawn Industry Computer Program
Unlimited Version - Item No. CLIPUN35 $1195.00
125 Customer Limit - Item No. CLIPSBS3 $695.00
RBG Rotary Blade Grinder Item No. EQBG120
Was $329.99 NOW $299.99. Kawasaki 12.5-hp
Engine
Item No. FB460VSP $549.00. Kawasaki 14-hp OHV
Engine
Item No. FC420V $599.95. Oil Filter for Kawasaki
Engines
Item No. K52057 — Buy 10+ Only $5.50 Each.
RYAN AERATORS ON SALE!
Lawnaire IV was $1,725.00 Now $1,595.00
Lawnaire V was $2,345.00 Now $2,295.00
Lawnaire 28 was $3,995.00 Now $3,895.00
Optimol 5-gallon Pail BEST BUY Item No. 1x5
$125.00
Hannay Hose Electric Hose Reels Series 1500 $399.00
Call for pricing on Hypro and Banjo Spray Products.
Irrigation Supplies! Maxi-Paw Sprinklers Buy 20+
Only $10.95 Each
Hunter Adjustable Sprinklers Buy 20+ Only $10.95
Each
We Can Ship the Products Anywhere in the USA!
Call Today To Order: 800/THE-LAWN
Also ask for our New 1998 Catalog

EQUIPMENT, ENGINES & PARTS

Landscapers Supply
Takes the bite out of high
SPINDLE BEARINGS
AsLow As "™
GATOR BLADES
As Low As

TRIMMER LINE

AsLowAstai‘
per 5 b.sool

32" Gear Drive 12.5HP B&S ‘I 7'9‘

Call for a FREE Catalog
1-800-222-4303
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CONCRETE PROFITS FROM CURBMATE

Since 1983 Curbmate Corporation has been beautify-
ing landscapes throughout the U.S. CURBMATE’s
concrete extrusion machine automatically installs con-
crete 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
‘;4 LANDSCAPE DESIGN KIT3

3 shvubu phm:rm 1lrmlo
“ Stamp sizes from 1/4" to 1 /4",

$78.50 + $6 3/h VISA, MasterCard, or
e MO's shipped next day. Checks delay
uh-pmom:\mdmCAudd77S%Tu

MERICAN STAMP
j EE:- A - %uummmgga

!NSTANTS PAGF.S of Phem AX orders to: 916- 687-7102
STAMP INFO. Call From YOUR FAX 707-429-0999 Doc #319

19—:,,,

MOWER REPLACEMENT PARTS
FREE 200 PAGE CATALOG — SAVE $$§
ON MOWER PARTS, AIR & OIL FILTERS,
TRIMMER LINE, BELTS, PLUGS, OIL, TOOLS,
WATER GARDEN SUPPLIES.
MOW MORE SUPPLIES 800/866-9667
ORDER FREE CATALOG MM98LL

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.

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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MULCHER - SEEDER

HYDRO-MULCHING

4 Models - 200 to 1,000 gal.
Reasonable Price Free Brochure

Swihart Sales Co.
Rt. 3, Box 73, Quinter, KS 67752
www.Swihart-Sales.com

785-754-3513 or 800-864-4595

CATCHER LIFT SYSTEMS

Better Hydro-Mulching
Better Grass Growing Results
Better Machine

800-551-2304

LANDSCAPER ACCESSORIES

ALL SEASONS
CATCHER LIFT
SYSTEMS
EAe
TALK

Vol 10
enabling Walker Mower
vwnmlarr«h

ights of..

Productivity, Profis, and Safe

* Lift, dump and go in 20 stgondsﬁ7 0 box. f”

* Improves worker safety.
* Better employee performance.
* Higher profits through more accounts serviced.
* More power for “98™
* Lifting the 9.5 Box. 28 second cycle.

Now Available For Scag Turf Runner

800/786-2301
5100 Valley East Blvd., Arcata, CA

LI"L HOE

LI'L HOE®
Goes Where Big
Tillers Can’t

*NEW Hefty 2 hp engine
*Meets EPA standards

Wsw,ﬁnmmnk
ight inch bolo tines

Perfect for weeding and cultivating raised beds, borders, landscaped
areas or garder:s. Opfional attachments: Digging Tines, Bordcr/Edgev
De+haicher and Aerator. Available gas or

FREE CATALOG IIIIII
1-800-999-8161 i’
358 NW F St. ® Richmond, IN 47374- 2297

www._hoffcocomet.com

EQUIPMENT FOR SALE

John Deere 140S Shatter Aerator. 48 inch pull behind.
Excellent condition. $2,800 or B.O. 612/430-2621.

EXCEL HUSTLERS
EXCEL HUSTLERS
10 340 Rangewings
Also 72-Inch Machines
And 640 Slope Machines
913/441-5644
Fax: 913/441-2234

e»-""‘aﬁaé“&f’m%ﬁ
S

Call for a“
FREE 1998 Catalog!

1-800-816-2427

www.wechapps.com

HELP WANTED
EMPLOYEE SEARCHES

Florapersonnel, Inc. in our second decade of perform-
ing confidential key employee searches for the land-
scape industry and allied trades worldwide. Retained
basis only. Candidate contact welcome, confidential
and always free. Florapersonnel Inc., 1740 Lake
Markham Road, Sanford, FL 32771. Phone 407/320-
8177, Fax407/320-8083. Email: Hortsearch@aol.com
Website: hetp//www.florapersonnel.com

MAINTENANCE MANAGERS & SUPERVISORS

The Brickman Group, Ltd., one of the nation’s largest
and fastest growing full-service landscape companies,
has an immediate need nationally for maintenance
managers and supervisors. Brickman seeks energetic,
team-oriented college graduates with proven leader-
ship, communication and interpersonal skills. Brickman
offers full-time positions, excellent advancement op-
portunities and exceptional compensation and ben-
efits with an industry leader building on a 59-year
tradition of uncompromising customer service. For
immediate confidential consideration, please send or
fax your resume with an indication of your geographic
preferencesand willingness to relocate to: The Brickman
Group, Ltd., Corporate Office, 375 S. Flowers Mill
Road, Langhorne, PA 19047, 215/757-9630, EOE.
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RECRUITMENT

BRANCH MANAGER “TRAINEE”

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 offers indus-
try competitive wage and benefit programs. Please send
your resume and salary requirements to: Century Rain
Aid, 31691 Dequindre Rd., Madison Heights, MI
48071, Atn: Wayne Miller. Pre-employment drug
screening required. Century is an Equal Opportunity
Employer. E-mail: briday@rainaid.com. Website:
www.rainaid.com

EMPLOYMENT OPPORTUNITIES

GreenSearch — Attention employers ... can’t find good
managers and supervisors>? Or maybe you're a job
seeker looking for a new opportunity? We can help
you! Serving all Green Industry company categories
throughout the Southeast U.S. Candidates pay no fees.
Call GreenSearch toll-free at 888/375-7787, Fax 770/
392-1772. GreenSearch, 6690 Roswell Road, #310-
157, Atlanta, Georgia 30328-3161. Website:
www.greensearch.com

GROWTH OPPORTUNITIES

We’ve been looking for you. Someone who
possesses the skills, knowledge & motivation
to join our winning team of professionals. We
have lawn care specialist and lawn care sales/
consultant opportunities available. Currently
operating 9 branches in NY, MA, NJ & CT
with plans to expand throughout the north-
east & beyond!

Please send/fax resume to:
Savalawn

Aun: Recruiting

205 Adams St.

Bedford Hills, NY 10507
fax: 914-666-5843

ANature's Trees, Inc. company

USE READER SERVICE #85

Are you branch manager material? But too inexperi-
enced to be considered by a major chemical lawn care
company. Kapp’s Lawn Specialists has a short term
training program. We are in several cities in the Mid-
west. Our training packages average $35k per year and
our branch managers’ packages average $75k per year.
Applicants should have assistant manager experience.
Join a rapidly growing company that really cares about
its employees. Send or fax resume to: Kapp’s Lawn
Specialists, Michael Markovich, 4124 Clubview Dr.,
Fort Wayne, IN 46804, Fax: 219/432-7892.

MIDWEST BRANCH MANAGERS

Kapp’s Lawn Specialists is one of the fastest growing
chemical lawn care companies in the Midwest. Our
managers receive generous salaries and benefits, new
personal vehicles and a nice chunk of the annual
profits! We are the leading lawn care company in some
major cities! We have been in business for over 30
years. Join a fast growing company that really cares
about its employees. Our managers’ packages average
$75k per year. Applicants must have branch manager
experience and must be able to relocate. Send or fax
resume to: Kapp’s Lawn Specialists, Michael Markovich,
4124 Clubview Dr., Fort Wayne, IN 46804, Fax: 219/
432-7892.

GREAT CAREER OPPORTUNITIES

Large Charlotte, N.C., landscape company is seeking
highly qualified, self-motivated professionals. Posi-
tions include:

Maintenance Foremen

Landscape Foremen

Landscape Designer

Horticulturist/Color Specialist

Landscape Billing/Job Tracking
Send resume to The Metrolina Landscape Co., P.O.
Box 669003, Charlotte, NC 28266 or call 704/392-
9501.

GENERAL MANAGER
GOLF & SPORTS TURF

Well-established, full-service landscape maintenance
and construction company located in the St. Louis area
is currently seeking a General Manager for its Golf &
Sports Turf Division.

Successful candidates must be sales-oriented with strong
management skills and a background in Golf Course
Managementor Construction. Responsibilitiesinclude
sales growth, operations management, staffing, sched-
uling, estimating, business strategy, and overall depart-
ment profitability.

This is an excellent opportunity for a results-driven
individual with five plus years management experience
who is ready to manage a $3+ million department
experiencing strong growth. Qualified candidates must
also possess excellent organizational, communication
and leadership skills. We offer an excellent salary and
a comprehensive benefits package.

To be considered for this challenging and exciting new
position, please forward a resume and cover letter, with
salary history to:
Munie Company
Aun: HR Manager
1000 Milburn School Rd.
Caseyville, IL 62232
Fax 618/632-5475

SALES

Career-minded, self-motivated sales/marketing indi-
vidual to market and sell environmentally friendly
consumer products to lawn and garden, hardware and
health food stores, pharmacies, supermarkets, mass
merchants, etc. Travel required. Excellent benefits
package/perk package. Resume/salary requirements to
Ms. P. Weiss, Burlington Scientific, 222 Sherwood
Ave., Farmingdale, NY 11735, fax 516/694-9177.

LANDSCAPE CONSTRUCTION MANAGER

Southern Tree & Landscape Co.
seeking Landscape Construction Manager for
Raleigh, N.C., branch. Minimum five years
experience. Must have excellent communication
and supervisory skills. Extensive irrigation
background preferred. For confidential
consideration, contact Robert Neville at:

919/362-4706

NEED GOOD EMPLOYEES? JOB HUNTING?

Need Good Employees? — advertise your openings,
using Ferrell’s Jobs in Horticulture, to cost-effectively
connect with more than 2,000 readers and find quali-
fied employees. Job Hunting? — find employment in
the Green Industries with the twice-a-month newspa-
per that lists more than 200 positions and internships
available nationally - NOW! 6 issues (3 months):
$24.95. Free “position wanted” ad for 6- & 12-month
subscribers. Student rates available. MC/VISA accepted.
Call: 800/428-2474 today! Visit our website:

www.hortjobs.com

MOON LANDSCAPING
Vice President-General Manager

Moon Landscaping, a 30-year old landscape/mainte-
nance company currently operating in an area of south-
cast Pennsylvania, New Jersey and northern Delaware
is seeking a high-end, quality-oriented individual to
manage its rapidly expanding landscape and site man-
agement company located in Bucks County, Pa. This
person must be capable of running all aspects of the
business and have a strong commitment to quality and
growth. Salary is commensurate with experience plus
incentives based on P/L, gross margin and overall
company direction. The position offers Blue Cross/
Blue Shield, dental insurance, life insurance, 401k,
vehicle allowance or company car, and a potential for
promotion.

Please send resume to:
MOON LANDSCAPING
P.O. Box 672
Chesapeake City, MD 21915
Attn: John Pursell
Fax: 410/755-6152

wrw Javnandlondesape.com
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NATIONAL SALES MANAGER FOR
COMMERCIAL EQUIPMENT MANUFACTURER

Unique opportunity for successful, aggressive, take
charge person who possesses an entrepreneurial atti-
tude. Must have outdoor power equipment background
(preferably with mowers and riders) with proven track
record, established industry contacts and a base of
active dealers. Individual will establish and work with
representative groups and dealer/distributor accounts.
The sky is the limit on how far YOU can take this
business! Send resume with compensation history in
strict confidence to: O.A.A., 355 McKinley Place,
Ridgewood, NJ 07450.

MAINTENANCE DIVISION MANAGER

Greenlink Incorporated is a full service landscape com-
pany located in the Washington-Baltimore metropoli-
tan area. We are secking an experienced landscape
maintenance manager to oversee all aspects of a rapidly
growing department. Must have 3 years experience in
a similar position. Send resume to 24221 Laytonsville
Rd., Gaithersburg, MD 20882 or call 800/578-6802.

WANTED 10 ACQUIRE
COMMERCIAL LANDSCAPE COMPANY

Commercial landscape company in Southeast or Mid-
Atlantic U.S. Minimum $10 million sales. Opportu-
nity for owner to either stay and build through further
acquisition, or develop exit strategy. Goal is to be major
U.S. player in five years. Reply to L&L, Box 392, 4012
Bridge Avenue, Cleveland, OH 44113.

WANTED 10 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 hydro-
seeding equipment and supplies. E-mail:
dirtboy@ix.netcom.com

NEW PRODUCT

Incredible Dumping Power
Fast * Lightweight * Versatile
Easy install turns pickup into dump truck in 10
minutes.
Call now for free battery/info
888/715-9732
Dealers Wanted Now

REPLACEMENT PARTS & SUPPLIES

1-800-356-0171

The

Pro Model 38/

Mounts easily

to your mower.
Don'tlet the looks
fool you, it's 200 Ibs.

Aggressively Penetrates
*Complete maneuverability (Zero turn & reverse)
*Non tiring & safe (Yomthurt your feet o ving)
*Highly profitable (Aerate while you mow)

* Sulky adapter available

Tines hook into and under the soil to lift and loosen it while
bringing up aloose plug of dirt from a 3" deep hole. Unwanted
p pr by other is eli

WAY EASY, INC. 1158 RANCHWOOD TR. WOODSTOCK, GA 30188
FAX 770-591-5937 PHONE 770-591-5099
MORE INFORMATION AT————www.aerale.com

TurfgrassM anagement

A must for all landscape professionals, Turfgrass & Ecology Management, by Dr. Karl
Dannenberger, is the industry’s first professional turf management text devoted to advanced

environmental ecology. This pioneering 206-page work addresses the future of the lawn and
landscape industry and includes a wide range of color photographs and charts. Turfgrass & Ecology
Management can be yours today for $17.95 per copy plus $2.50 shipping and handling. Quantity
discounts available. Call Fran Franzak, 800/456-0707, or turn to page 85 to order.
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SAVE A SICK DAY,

Let’s be frank. A job interview requires taking
some time off work. And no matter how much

you rehearse, you’re not going to fool anyone

INTRODUCING OUR JOB HOTLINE

1-888-OUR-TEAM

APPLY BY PHONE IN JUST MINUTES.

with that nasal voice and intermittent cough.

They know what you're up to. But if you’re

looking for work at one of the
horticulture service industry’s
premier companies, your
twenty - four hour flu
days are numbered.
Because at ECI, you can
complete your first interview
over the phone, at your convenience.

Simply dial our job hot line, answer some automated

questions with your touch-tone phone and hang

up. Forget resumes. Forget cover letters. And better
yet, forget digging through the closet for that suit

you bought ten years ago. So give us a ring.

You'll be interviewing with one
of America’s most prestigious
and fastest growing landscape
management firms. With multiple service lines
including Landscape and Irrigation Management,
Interiorscaping, Tree Care and Golf Course &
Sports Turf Maintenance, we can help advance
virtually any specialty. In virtually any location.
Which means one phone call could lead to
a variety of career opportunities, locally
or across the nation. Allowing you
to save a sick day for what
it was intended. You
know, like a baseball

game or something.

® ENVIRONMENTAL

CARE, INC.

an equal opportunity employer by choice

Or apply online at our web site: www.envcare.com

w subsidiary,of QMMI industries, inc,
USE READER SERVICE #84
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EASY MONEY T
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Pick up some Easy Money by participating R( & I ((
P Ro F ESS l o NAL in Hunter's Contractor Rebate Program. Controllers
qo N T RAC To R You'll earn cash back each time you
R E B AT E purchase Hunter's popular sprays, valves

and controllers. Use the SRC, SRV and s 4 50 R
ebate
PROGRAM SRS on all residential sites. Upgrade to I ¢

f per Station
Hunter’s new ICC and ICV on commercial :

jobs. Every purchase means money back!

Here’s How The Program Works:

« Earn Rebates from March |
to July |, 1998.

Fill out rebate claims at your
local distributor.

Get cash back from Hunter. Remote
It's that easy! Control

$10.00 Rebate

per Kit

SRV (V...

= $1.00
¥ Rebate

-
< -
per Valve

(IR
niee

R

Sprays

Hunfer

The Irrigation Innovators

Get all the details in Hunter's 5 25¢ Rebate

Contractor Rebate Booklet. per Pop-up Body
Call for a copy today: 800-733-2823.

1940 Diamond Street * San Marcos, CA 92069 Fax: 760-471-9626 * www.HunterIndustries.com
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