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[EVERY TIME THE

WAT'ER MISSEES

YOUR REPUTATION
AKES A HIT

Misting due to high water pressure is a leading cause

of uneven coverage, water waste, and callbacks. Thar’s
why Toro 570Z Series nozzles come with a Pressure
Compensating Device (PCD) built right in.
Theres no insmllation necessary and, even
beteer, ;hc(es no extra charge. So now you
can: lut x(mr sarget; and your budget,
‘de:nf ‘on. Contact your Toro

3 dtsr‘n'bmr tor details. Wuh

Challenging landscape plans \ PRy
demand precise water application. :
Our 570 nozzles deliver it | ’

with a pre-installed PCD.

IRRIGATTION
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Cover Story
Atiention to Deil

Dick Bare’s focus on providing great customer
service speaks for his company’s success.

Money (an Grow on Trees
More contractors have
found profitable sales
reside in the trees on their
customers” properties.

Deck the Halk
Adding holiday decorating to the list of

services a
contractor offers
can add profit
potential and
help keep
employees busy
year-round.

A Constant Battle

Contractors and manufacturers share their views for
and against the mulching mower.

What Will be Left?

Different manufacturers are adopting different
strategies to deal with regulations affecting hand-
held power equipment.

Soil Testing
Understanding what goes on beneath the turf layer
can help contractors
provide the most
attractive and healthy

turf.
An Irrigation Check Up

Trouble-shooting an
irrigation system via a
systematic approach can
be a key to success.
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EDITOR'S FOGUS

opportunity to begin
again, only more
intelligently.”

— Henry Ford

R

“Frror is only the

Bob West
Editor

hear the stories all of the time about companies that practice poor
business skills and, in turn, treat customers or prospective customers
so poorly that the entire industry suffers a blow to its image. And call
me naive, but I never really thought such contractors existed.

Now, I know differently, and what truly concerns me is that the
contractor who opened my eyes to this reality did so only after
sneaking past a consumer’s natural defenses and securing trust, a con-
tract and a deposit.

Naming the offending contractor serves no purpose, but I think
it is important to relay how this contractor treated two customers.

These customers solicited proposals from three area contractors
for a $4,000 installation job.

The contractor they hired for the job impressed them with its
professionalism, friendliness and qualifications. This contractor was
in a perfect position to do a quality installation and secure a source
of positive referrals.

So the contract was signed, a check for one-third the price of the
job was written and a date for the project’s installation was agreed
upon. The customers took the day off from work to be available at
home in the eventa problem or question would arise. And, a problem

did arise — the contractor never showed up to do the job on the

scheduled day. Or the next day. Or the day after. And, for three

days, repeated phone calls by the customers — customers who have
already paid $1,300 — were not returned.
Finally, the contractor called his customers and said a big job had
come up, which prevented their installation from taking place.
Now, don’t get me wrong. I understand that sometimes
unexpected circumstances arise that wreak havoc with schedules.

And, certainly, $4,000 jobs do not make or break a business. But

the second that a contractor adopts the opinion that customer

phone calls don’t need to be returned or the contractor loses sight
of the magnitude of any $4,000 expenditure for a homeowner, that
contractor has lost sight of what a service industry is all about.

The customers ultimately got their landscape installed, albeit 11
days after the scheduled installation. And they are pleased with the
work that was done. But they certainly have no plans to refer this
contractor to their friends, and this experience has done nothing to
improve their image of the landscape profession.

Instead, I wish these customers would have helped better our
industry. I wish they would’ve cancelled their deposit check and fired
this contractor. I wish they would have sent the message that
customers, whether they’re spending $400, $4,000 or $4 million
deserved to be treated with the utmost care.
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Earn New Tools
Jo Boost Your
Business

Join the Hunter
Preferred Contractor

Program Today
ﬁ How about a new set of tools, a

trencher or a truck?@ You can pick up
valuable equipment to improve your
productivity and boost profits when you
join the Hunter Preferred Contractor
Program. You'll earn points with every
Hunter product purchase — and can
use these points for tools, training,
business equipment, even leisure
prizes, like a big screen TV, fishing
boat or holiday fip. Join the Program
today...you'll win with the industry’s
most reliable products, plus earn points
with every purchase!

S

Sign Up Now fto Earn Poinfs “mc..

J ® Open fo ol professional contractors

] : : (onmmor Progiam
. e Farn points with every Hunter purchase

® See your Hunfer distributor for details

e Or call Hunter at 800-733-2823 . ﬂ Y

Bewards
Every Time You Buy Runter

| . ® ‘
lll Ll. You must enroll in Hunter’s Preferred

Controctor Program before you con stort
earning points. Call Humter today lo sign up
and to receive the Member’s Cotalog, o
32-poge full-color booklet showing program
prizes and business opportunities.

Contractor Program
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PREVENT

GRUBS.
STOP THEM IN
THEIR TRACKS.




Now you can control grubs preventatively or

curatively. With a single application. Only with
new MACH 2™ Turf Insecticide.

MACH 2 is a powerful killer with a new
chemistry that accelerates the molfing process of
target insects.

Just hours affer ingesting MACH 2, the insect
stops feeding. Then it dies beneath the surface
in 2 to 3 weeks. Its that simple.

With MACH 2™ Turf Insecticide, you'll kill
target enemy insects all season long. Grubs.
Cutworms. Armyworms. Sod webworms.

Plus, odorless MACH 2™ is easy to apply.

You don’t even have to water it in immediately.

So don't let grubs control your grounds, or your
schedule. Depend on MACH 2™ Turf Insecticide.
It's all you need to prevent or cure.

For more information or for the distributor
nearest you, call 1-888-764-6432 and visit our

website at www.mach-2.com.

NACH 2

TURF INSECTICIDE

TM/RohMid LLC Company ©1998 Always read and follow label directions.
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MARKET TRENDS
GETTING THE JOB

When it comes to earning a contract from a prospective client,
knowing what matters to that client is crucial because each

client’s needs are different. A Gallup poll surveyed clients of
landscape companies to identify their most important reasons

for hiring a landscape company.

The value of a quality referral was never more evident than in
this survey, where 67 percent of landscape customers ranked it
the most important reason for selecting a landscape company. A
satisfaction guarantee, receiving a free estimate, a company’s
long-term history and it being locally owned and operated were
also key criteria, although none were cited by more than 40

percent of the respondents,

60%

50%

40%

TRUGREEN-LANDCARE
CONTINUES BUYING

MEMPHIS, TENN. - The
next wave has begun.
TruGreen-LandCare an-
nounced seven more acquisi-
tions: Landscape Resource,
Charlotte, N.C.; Environmen-

tal Landscape Services, Tucker,

Ga.; GLM Landscaping, Tam-

pa, Fla.; The Green Company,

Lewisville, Texas; Stanford
Landscape, Simi Valley, Calif.;
J.C. Vallee Landscape,
Encinitas, Calif., and Pacific
Environments, Corati, Calif.
The seven acquisitions rep-
resent nearly $15 million in

contracts for TruGreen-
LandCare, but they are prob-
ably just the start of a busy sec-
ond quarter for the company.
At the Outdoor Power
Equipment Institute annual
meeting, Paul Anderegg, execu-

tive vice president/chief operat-

ing officer, said TruGreen-
LandCare’s parent company,
ServiceMaster, directed him to
acquire $80 million worth of
landscape companies in the
third quarter of 1999.
Anderegg said Service-
Master’s demands are driven

AUGUST 1999 » LAWN & LANDSCAPE

Good References/

67.0%

33.8%

Salisfoction

Repuiution Guorantesd

by the fact that TruGreen-
Chem-Lawn and TruGreen-
LandCare represent 30 percent
of its parent company’s rev-
enues and approximately 50
percent of its profits.
“We estimate
that we have cap-
tured 35 to 40 per-
cent of the profes-
sional lawn care
market, so landscape
services are clearly
where we see our
growth opportuni-

ties,” Anderegg added.

v
CORVALLIS, ORE. - The
turf seed industry saw another
step in its continued consolida-
tion when Seed Research of
Oregon and Advanta Seeds Pa-
cific announced a marketing
and research agreement that
essentially represents an acqui-
sition by SRO of Advanta’s
products.

Under terms of the deal,

Provides
Free Bsfimates

Locally Ovmed/
Operated

In Business for

Number.of Years

SRO acquired Advanta’s
turfgrass marketing group and
assumed responsibility for
Advanta’s turf and forage seed
production. SRO will then

L B BN BN BE BN BE BN B BN
‘Lzm{/sm/)c services are

clearly where we see our

growth opportunities.’

— Anderegg

LB B B B B B R IR N

pay a royalty on sales of these
products to Advanta.

Regarding the research,
Advanta will focus its efforts
on tall fescues, bluegrasses and
perennial ryegrasses, while
SRO will focus on bentgrasses
and fine fescues.

Scott Harer, who has
moved from Advanta to SRO
as part of the deal, said this ar-
rangement allows the two
companies to avoid duplicat-
ing research efforts and re-
sources as the turf seed suppli-
ers see their margins continue
to decrease.

(continued on page 10)




Wheel Clutch

Our motion control products eliminate
turf and equipment damage.

Hilliard, a pioneer in engineering solutions since 1905, introduces a
complete line of motion control products for the lawn and garden industry
for turf maintenance equipment:

* Bi-Directional Differential - our patent-pending design offers true
4WD in forward and reverse as a differential package.

* Bi-Directional Clutch - offers 4WD designed to control one of your
major concerns—turf damage caused by wheels spinning on wet
grass or on inclines.

* Centrifugal Clutch - provides load-free starting, less vibration,
overload protection and longer product life.

* Engine Braking System - offers safer operation, eliminates
freewheeling and extends service brake life.

* Wheel Clutch - our economical drive system allows two-wheel,
positive drive with no turf damage when turning.

Each of our products has been developed in cooperation with top
engineers at the industry’s leading manufacturers, including John Deere,
Toro, MTD and Crary Bear Cat. We've developed solutions that meet
their demanding standards.

Applications include commercial mowers, utility vehicles, snow
removal equipment, golf carts, blowers and chipper-shredders. Eliminate
turf and equipment damage with Hilliard motion control products.

John Deere is a registered trademark of Deere & Co.; Toro is a registered trademark of The Toro Company;
MTD is a registered trademark of MTD Products, Inc.; Crary is a registered trademark of The Crary Co.

%

H'Il - <\\d The Hilliard Corporation
ar

100 West Fourth Street, Eimira, New York 14902-1504
MOTION CONTROLDIVISION Phone: (607) 733-7121 « Fax: (607) 737-1108 « http://www.hilliardcorp.com
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1000 Gal,
1500 Gal,

$ 999500
122 Acrefload  $ 19995.00

“NEW™ CHECK OUT OUR NEW TURF SPRAYERS "NEW™
Turbo Turf Sprayers are loaded with premium features. They feature
Raven tanks, Hypro or Kappa pumps, Briggs or Honda engines.
50 Gal from $ 1395.00, 100 Gal from $ 1795, 200 Gal from $ 1895.00, 300 Gal from $ 2295.00

For a free hydro seeding information pack, call:
REB OLO
Be PA 010

300-8 > 846 0

336-0670
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Koot o gy &0 sota a pioneer in irrigation : ‘
Proceeds from the sale of was body slammed by the new . ¢ . AUG. |4!|.Cl cemﬂed Landscape Technician |
the products available through  governor. The bill, p'r oposed . '§ - Examination, Joliet Junior College, Il. Contact: |
the arrangement will be split b the Minnesota Nursery o = T B30/472-2851,
between the two companies al-  and Landscape Association, o4 = :
though the exact share for each  would have rpcquircd silistsw & g ¢ ‘c:;clzg;/n;s"s:iggnﬂ. Ithaca, N.Y,
company was not available. landscape irrigation systems 2 = 3 . ' !
u“\d"‘"}“‘ is highly respected e installed with a rain sensor, : o . AUG. 18 OTF/0SU Research Field Day,
in the turf seed industry and but it was vetoed by Minne- v g - Columbus, Ohio, Contact: 740{45245‘i
the company has made a sig- sota Gov. Jesse Ventura. : & :
nificant investment in biotech- “MNLA appreciates the ® s g *  AUG. 18 Michigan Turfgrass Field Day, East
nology research, which opens governor’s concern for gov- . 3 . Lansing, Mich. Contact: 517/321-1660,
up some exciting possibilities,”  ernment intrusion into the B ¥TE-
noted Tom Pape, vice president marketplace,” noted Bob : %f * AUG. 24, 31 “Building with Trees" seminars,
and general manager, SRO. Fitch, MNLA executive direc- ° 2 . Lincoln, Neb. Contact: 402/474-5655.
tor. “However, our members : § s % AUG. 25 Michigan Norsery and
v lﬁhcvc rtlc great environmen- < gg * . Aemelilionts 0l St nam.Lummmconmtm
tal benefits of this bill out-
X weigh concern about govern- ° Wy |
GOV, VENTURA VETOES : ERre
ment intrusion.” 4 = 3 -
RAIN SmSOR BII'I- The bill had passed the . g - ﬁtfmmu:me:m,ux
ST. PAUL, MINN. — A bill state senate by a vote of 58-4 = s g * Contact: 440/717-0002.
that would have made Minne- and the state House 112-19. ° = |
9
PAYS FOR ITSELF |

Guaranteed!

SOFTWARE
DOESN'T PAY FOR

ITSELF WITH YOUR FIRST
THREE CUSTOMERS, RETURN
THE SOFTWARE FOR A FULL REFUND!

Design Imaging Group

Phone: 516/654-1600
Fax: 516/654-8046

Web: www.digsoftl.com 1

e-mail: digsoft@unix.asb.com

CALL FOR A FREE DEMO! )

MANUFACTURERS - CALL US ABOUT
COMPUTER AIDED SALES
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AUG. 25-28 Philosophy of Design 1999,
> Nelsonville, Ohio. 803/513-3958.

AUG. 25-29 ANLA Landscape Operations
Tour, Baltimore. 202/789-2900.

AUG. 26 Indiana State Lawn Care Association
Summer Field Day, Carmel, Ind. Contact: 317/
575-9010.

AUG. 27-29 ALCA’s Human Resources
Symposium, Dallas, Texas. Contact: 800/395-
2522,

AUG. 27-29 1999 Farwest Show and
Ornamentals Northwest Seminars, Portland,
Ore. Contact: 800/342-6401,

AUG. 31-SEPT. 3 Building Cities of Green
1999, Seattle, Wash, Contact: 202/955-4500.

SEPT. 1-4 California Interior Plantscape
Association’s Annual Conference and

v
AG CENSUS SHOWS
JUMP IN NURSERY SALES

WASHINGTON, D.C. -
Americans continue to boost
their spending on plants, ac-
cording to the 1997 Census of
Agriculture just released.

The study reported that
nursery, greenhouse and flori-
culture crop sales totaled
$10.9 billion in 1997, up 43.4
percent from 1992.

These plants were pro-
duced by nearly 34,000 farm
locations nationwide that pro-
duce nursery products as their
primary crop.

GRAFN, NATON'S
G AN P

VALDOSTA, GA. - Griffin
L.L.C. hopes to expand its
current fungicide lineup and

continue its active pursuit of

Exhibitor Showcase. Long Beach, Calif,
Contact: 707/462-2276.

SEPT. 8-12 RISE Ninth Annual Meeting,
Avon, Colo. Contact; 202/872-3860.

SEPT. 9-10 Arizona Nursery Association
and Arizona Municipal Water Users
Association Education Conference,
Phoenix, Ariz. Contact: 602/966-1610.

SEPT. 10-11 Tennessee Nurserymen's
Association Annual Conference & Trade
Show, Nashville, Tenn. Contact: 615/726-
4001,

SEPT. 12-16 ASLA Annual Meeting &
Expo, Boston, Mass. Contact: 202/898-
2444,

SEPT. 13-17 Intensive Turfgrass
Management Program, Riverside, Calif,
Contact: 800/442-4990,

the turf and ornamental mar-
kets by entering the chloro-
thalonil fungicide market
through a joint venture with
Nation’s Ag. The venture in-
cludes the sourcing, develop-
ment, registration and mar-
keting of chlorothalonil-based
fungicides in flowable, dry
flowable, combination and
technical product formulations.

The first products are ex-
pected to be available globally
in the fourth quarter of 1999
with additional products com-
ing to market as registrations
are received.

“The addition of
chlorothalonil to Griffin’s ex-
isting fungicide
line will help us
offer complete
disease control
solutions, particu-
larly in the turf
market,” noted
Owen Towne,
global business
director for spe-
cialty products.

SEPT. 14-15 Turfgrass and Landscape
Research Conferences and Field Days,
Riverside, Calif, Contact: 909/787-3575.

SEPT. 14-16 Northern Plant Symposium,
East Lansing, Mich. Contact: 800/879-
6652.

SEPT. 15 Virginia Tech's Hampton Roads
Agricultural Research and Extension
Center's Annual Field Day, Virginia
Beach, Va. Contact: 757/363-3906.

SEPT. 16-18 Florida Nursery & Allied
Trade Show, Orlando. Contact: 407/295-
7994,

SEPT. 16-19 Lighting for Landscapes,
Troy, N.Y. Contact: 518/276-8716.

SEPT. 29-OCT. 2 American Society of
Consulting Arborists Annual Conference,
San Antonio. Contact: 301/947-0483.

DEMAND GROWS FOR
LANDSCAPE ARCHTECTS

WASHINGTON, D.C. -
Employment at U.S. land-
scape architecture firms will
increase more than 21 percent
through the year 2006 due to
an anticipated growth in con-
struction, according to the
U.S. Bureau of Labor’s 1998-
99 Occupation Outlook
Handbook.

According to the hand-
book, new graduates can ex-
pect to face competition for
jobs in large landscape archi-

MISSION STATEMENT:

L AWN & LANDSCAPE magazine delivers superior, total coverage of the continually evolving
professional lawn and landscape contractor market, from in-depth business trends and
technical research reports to market analysis and new product introductions. For 19
years, L&L has provided industry presidents, business owners and top-level managers
the most up-to-date information needed to effectively run their businesses.

| IARK

SEPT. 30-DEC. 16 Arborists’ and Tree
Workers’ Certification Preparation
Courses, Brea, Calif. Contact: 909/656-
3431,

OCT. 2 New Jersey Landscape
Contractors Association Certified

Landscape Technicians Exam, HoHoKus,
N.J. Contact: 201/703-3600.

OCT. 3-5 American Nursery &
Landscape Association 1999 Legislative
Leadership Conference, Washington,
D.C. Contact: 202/789-2900.

OCT. 6-7 Southern California Turfgrass
Council's Turfgrass, Landscape and
Equipment Expo, Costa Mesa, Calif.
Contact: 800/650-9596.

OCT. 6-7 The National Landscape &

Nursery Expo, Baltimore, Md. Contact:
800/252-47517.

tecture firms. The best oppor-
tunities will be for landscape

architects who develop strong
technical and communication

skills and knowledge of envi-
ronmental codes and regulations.
“It’s exciting to see hard
statistics validating what we’re
hearing anecdotally all of the
time — our members just can’t
hire enough new staff to keep
up with the demand,” said Pe-
ter Kirsch, executive vice presi-
dent, American Society of
Landscape Architects, Wash-
ington, D.C. The ASLA 1998
Salary Survey reported that job
offers for new hires are abun-
dant with 20 percent of all re-

E
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buys

r Mower

gy 20 minutes :3‘::2’3‘:‘;:

AFTERWYEARSanmmman
the Walker because It Is a proven good Investment. We
invite you to join the growing Walker Mower family.

Why Buy a Walker?

It Pavs Back-The Walker is producing profit and
giving a good return on investment for

+ BeaurmiFuL ResuLts-Walker delivers the mowed
“look” for discriminating customers.

WARKET TRENDS |

spondents reporting that they
are out to hire more landscape
architects.

In recent years, only 1,200

nually with a degree in land-
scape architecture — a number
that has held steady in the last
few years, despite the strong
job market. The average offer
to recent graduates is $22,775
from the private sector and

to 1,300 students graduate an-

$25,730 from the public sec-

tor. Survey results show the av-

erage salary of a landscape ar-
chitect in America today at
$52,886.

Supporting the handbook’s

claim, last fall, landscape archi-

tecture was also named a run-
ner-up hort track profession by
U.S. News & World Report in
its Oct. 26, 1998, issue.

(continued on page 16)

ASSOCIATION NEWS

he Associated Landscape Contractors of America
announced its 1999 Environmental Improvement Awards
Program. The program is designed to reward independent
landscape contracting professionals who execute quality
landscape projects. Deadlines for entries are Aug. 20, 1999, for
exterior projects and Sept, 21, 1999, for interior projects. For
more information, call: 800/395-2522,

The Operating Efficiency Study is offered by the Professional
Lawn Care Association of America. The study gives lawn and
landscape professionals benchmarks against which they can
match their performance. For more information, call: 800/458-
3466,

The Ohio Turfgrass Foundation named Eugene Mayer the 1998
Professional of the Year, Mayer is a turfgrass consultant for The
Scotts Company, Marysville, Ohio, and has been with the company
since 1961, This annual award is the foundation’s highest honor,

Six scholarships were issued at the Sports Turf Managers
Association”s 10" Annual Conference and Exhibition, The
recipients included: Chad Follis, University of Missouri-Columbia;
Sarah Martin, Colorado State University; Stacy Bonos, Rutgers
University; John Sorochan, Michigan State University; Marshall
Jennings, Mississippi State University; Jeffry Limburg, Michigan
State University.

USE READER SERVICE #15
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Nitroform:..In a Class By Itselt

ForQuality Nitrogen

There is a difference in nitrogen sources and
there are none that compare to NITROFORM®,
“NITROFORM?® is the most capable nitrogen
source ever made. University research shows a
40% increase in roots when using NITROFORM
says Jim King, President and CEO, Regal Chemical
Company, Alpharetta, GA.

We have been using NITROFORM® in our
RegalStar® II because it feeds the microbes to
increase microbial activity and gives an immediate
response for root development. No other N source
can promote:

® Season-Long Feeding

® Increased Microbial Populations

® Vigorous Rooting

® Reduction of Thatch

® Production of Humus

® Protection of Groundwater

Jim King
President and CEQ

Regal Chemical
Company

Bill Womac
CGCS

Dunwoody
Country Club

-

“We're now in.ouy 181h season et
\ using RegalStar” I with Nitvoform_ and e -+
use this fertilizer combination because we gel
‘excellent resulls and valie, Ouy members expect
4 _and get the best playing conditions possible,”

-~

Syl

\

The proof is in the picture. Location: Dunwoody Country Club, Dunwoody, N ; ’ — Bill Womuac

GA. The plug on the left was taken out of the rough where urea-based | CGCS Dunwoody Country Club
fertilizers were applied. There was very little build-up of humus and 0 Dunwoody, GA 5 G

an excessive amount of thatch, versus the plug on the right, where 7
RegalStar® Il with Nitroform® was used, which shows a build-up of
humus, vigorous roots, no thatch and greener healthier turf.

Microbial activity and root growth are
the foundations of building healthier plants.
If you would like more information on
RegalStar® Il and NITROFORM®, give me
a call, Jim King at 770-475-4837.

Nu-Gro Technologies, Inc.
2680 Horizon Drive SE, Suite F5
Grand Rapids, Michigan 49546

Nnu-gro  1-888-370-1874

USE READER SERVICE #62'/.""' ;
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G 7’: 0 Leaf Vacuum

AR

* Order with the axle kit (shown) for
safe towing or without the axle kit
for mounting on an existing trailer

with mowers, blowers, etc.

* Heavy-duty impeller breaks up yard
waste to reduce trips to the dumpsite.
Other standard features:

* Heavy-duty hood protects engine
and easily opens for service.

* Extra large fuel tank lasts all
day without refueling.

* Garden hose hook-up washes
debris from the impeller and housing.

* Intake nozzle stows away
for safe transport.

Model P Deicing Spreader

'{ }
\El IR
(( continued from page 14)

NBlﬂBS

Forest City Tree received the Ex-
cellence in Arboriculture

Award of Distinction and
President’s Award from the
National Arborist Associa-
tion... Melroe Company began
an $18-million, 138,000-
square-foot expansion of two

manufacturing facilities...The
Care of Trees opened an office

Products Group.

Jenny Lee has joined Ball Horticultural Co. as
account executive for all Ball plant product
marketing communications and photography

coordinator for the corporation.

Griffin L.L.C. hired David Warman as U.S.

NDS |

Z eneca Professional Products named

Buddy Camors business director of the
pest control, turf and ornamental business.
American Cyanamid named Rich Kalik
national accounts manager and John Thomas
senior sales manager for its Turf & Ornamental

in Chicago...Horizon pur-
chased Kay’s Lawnmower and
Kal Distributing of Mesa,
Ariz...CPS Distributors, Denver,
Colo., acquired Western Pipe
Supply...Thomas Brothers
Grass, Milberger Turfgrass,
Elsberry Greenhouse and C&D
Turfgrass merged to form
Turfgrass America in Granbury,
Texas. .. Pursell Technologies
will expand its Sylacauga,
Ala., plant...K-Rain opened a

warehouse in Sacramento. L

Buddy Camos

Matt Sdlr

sales manager of the turf, nursery and
ornamentals for the specialty products group.

Becker-Underwood announced the following: Cozette Hadley-
Rosburg was promoted to vice president of sales and marketing; Dan
Foor was appointed western sales territory manager; Mike Sherman
assumed the responsibility of northeast sales territory manager; Kurt
Winkler took the responsibility of mid-south sales territory manger;
Todd Schnathorst was appointed to the position of midwestern sales
territory manager and Larry Butler was added to the staff as research
biologist to the research and development department.

Matt Schiller was named sales manager for Northern California,
Nevada and Hawaii at L.R. Nelson Corp.

Textron Turf Care and Specialty Products named Harold Pinto
managing director of Textron Turf Care and Specialty Products —

Heavy-duty construction in carbon
or stainless steel provides years of
continuous service. Standard electric
throttle provides fingertip control from
the comfort of the cab.

For more information, contact:
Highway Equipment Company
616 D Ave NW
| Cedar Rapids, |A 52405-3823
| Ph: 800/363-1771 » Fax: 319/363-8284 Europe.
www.highwayequipment.com T AR DN T S ik RS
Building the best since 1939.

USE READER SERVICE #16
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#% Team Turfco #&

Aecrate Zero to 33,000 sq. feet
in 3,600 seconds'

No More Daily Chain Service!
End Annual Bearing Replacement!

Speeding down the track will only
pay off when you keep the
pit-stop time to a minimum.

Competitive machines require
daily chain service because they
put the drive chain and bearings g
right down in the dirt between the tines.

The Turfco Aerator design gets the chain up
out of that gritty torture chamber by
enclosing it in a durable housing keeping
it clean all season. Win the profit race
with an aerator from Turfco!

Call Now for your FREE Getting Started Kit
Step-by-step instructions for starting a profitable Aeration business.
FREE start-up supply of “Why Aerate My Lawn” “,
brochures for you to mail to your customers. W

m . Turfco Mfg. Inc. 20 inch or 26 inch

1655 101st Ave. N.E. » Minneapolis, MN 55449-4420 « (612) 785-1000 * (612) 785-0556

Make grass into a CASH CROP with the Turfco LS-20.

Affordable, maneuverable, easy to maintain, tuff: yet easy to use. You can’t ask
for anything more in a lawnseeder. Now anyone can seed little lawns
or football fields. You’ll find the LS-20 earns its place in your lineup!

® Turfco Mfg. Inc. 1655 101st Ave. NE * Minneapolis, MN 55449-44
(61_2)85 1oo e FAX (612) ;as-oss

USE READER SERVICE #17



cover story

Arbor-Nomics Turf, Inc.

‘ HEADQUARTERS: Norcross, Ga.
FOUNDED: 1980
BRANCHES: Joneshoro, Ga., Powder Springs, Ga.,
Greenville, $.C., Spartenburg, S.C.
PRIMARY SERVICES: Lawn care accounts for 60
percent of the business, while the remaining 40
percent is derived from tree and ornamental
services, including tree removal,
EMPLOYEES: 20 - 25
1998 REVENUES: $1 million

v 1999 PROJECTED REVENUES: $1.5 to $1.6 million

The Company

A MISSION STATEMENT: Arbor-Nomics is a
customer-driven company, offering superior
service to its clients, The goal of this organization
is to provide the best customer service in the
industry.

FUTURE CHALLENGES: The future for Arbor-Nomics
lies in developing its ancillary businesses and
developing its employees for future management

v positions.
Owner/President:

A Dick Bare
BACKGROUND: Studied horticulture and

arboriculture at The Ohio State University. Started
his own business in 1970, then sold it to and worked
for Karl Keummerling Associates Inc., a tree
trimming business, from 1973-1977, Worked at
ChemLawn from 1977-1980, and then founded
Arbor-Nomics Inc. in 1980 and Arbor-Nomics Turf,

v Inc. in 1986.

Dick Bare (right), with Doug Cash (left), steers the company into the
future with their high-level of customer service. Photo: Mary Buck

18 AUGUST1999 » LAWN & LANDSCAPE




ne irate client was all it took to make Dick Bare
realize the importance of superior customer service.

During his carlier days as a tree and shrub
technician, Bare made a routine stop to do some
..,7 landscape work for a customer and accidentally pulled
" a hose through a bed of begonias and ruined several
dozen plants. As the client was yelling abourt the inci-

dent, Bare realized that he needed to care more about the details
and concentrate on customer service.

“If I was going to go anywhere in this industry, I needed to
listen to what customers said,” stressed Bare, president of Arbor-
Nomics, Norcross, Ga. “From that moment on I started working
smarter and my life just turned around.”

With several lawn care experiences behind him, Bare began
building his business from the ground up, while continually
focusing on providing excellent service to his clients. Today, for
Bare, it’s the little things that count most.

A ROCKY BEGINNING. Growing up in Youngstown, Ohio, Bare
used to spend a good deal of his time working at his family’s
nursery because it kept him from doing chores around the house.

With the experience Bare took away from working at the
nursery, he enrolled at The Ohio State University, Columbus,
Ohio, where he majored in horticulture and arboriculture and
took a handful of business courses.

Once he graduated from college, Bare decided to go into
business for himself in the Columbus area. Unfortunately, that
only lasted for three years until the company was bought out by
Karl Keummerling Associates, a tree trimming business.

“After all of my debts were paid, I cleared $7,000 from selling
the business,” Bare noted. “Then I stayed and worked for Karl
Keummerling for a few more years.”

He stayed with Keummerling until he received a call from
ChemLawn, which was starting a tree and shrub spraying division.
This was exactly the kind of work Bare had been wanting to do so
when ChemLawn made him an offer he couldn’t refuse he moved
to Chicago, Ill. to become one of the first ChemScape Tree &
Shrub managers.

“Unfortunately, the three new branches ChemLawn created
lost around $250,000 each in the first year,” Bare lamented. “So
they closed us down and we lost our jobs. Somehow I managed to
stay onboard with ChemLawn and they transferred me down to
Atlanta to become a spray technician.”

Bare remained a technician for a couple of years, but he still
wanted to work his way into a management position. Finally, after
finding success with a new route he had been given, he received an
offer from ChemLawn to take a management job in Pittsburgh.

Bur, after already moving several times, Bare decided that he

www.lawnandlandscape.com

Dick
Bare’s
focus on
providing
great
customer
service
speaks for
his
company’s

Success.

By Angela
Dyer

>
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- would rather stay in Atlanta. So he opened
. Arbor-Nomics and went out on his own
once again.

| THE BARE PHILOSOPHY. “Arbor-Nomics is

| about a concentration on the customer,”
Bare remarked. “ChemLawn was more

growth driven and I felt the focus should be
on the customer. But, for a large corpora-
tion, I have a lot of respect for ChemLawn.”

Arbor-Nomics relies on old-fashioned
customer service to keep the businessstrong.
Bare said that it isn’t uncommon for him,
along with Doug Cash, turf general man-

Superior

Snow &

Hiniker Quick Hitch

Snow Plow Mounting System

PO B T D S A 1 TR S

powered units available.

SNOWPLOWS

/. Drive truck forks into plow receiver.
Z. Pull locking lever & raise stand.
- § Plug-in 2 connections, & you’re ready to roll!

Provide complete snow and ice control with a Hiniker Salt & Sand
Spreader. It's completely self-contained for quick &
easy installation. Engine & hydraulic

bes GControl

fmff/

Be ready to move snow in
seconds with the Hiniker
Quick-Hitch plow mount
system. Self-aligning
drive-in receivers and lever
lock retaining pins make
mounting easier than ever.
When you’re done plowing,
lights and power pack
come off with the plow.

USE READER SERVICE #18
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ager, and Hugh Tyer, tree service manager,
to give out their home phone numbers to
customers. Their goal is to be as accessible
as possible.

“Technicians need to think like the
customer and worry about the things the
customer would worry about,” Bare added.

This customer concern prompted Bare
to create a newsletter that he calls “The
Buggette,” which is sent out to all of his
clients. He publishes the newsletter six times
per year to coincide with the six lawn care

(continued on page 27)

The Extracurricular
Advantage

ne might think that running a million-

dollar organization would keep
someone busy enough. But Dick Bare,
president of Arbor-Nomics Inc., Norcross, Ga.,
doesn't let that interfere with his other
activities in the lawn care industry.

When Bare moved to the Atlanta area from
Columbus, Ohio, he was disappointed to find
that there were no local green industry
organizations to join. He had been involved in
the Columbus group and it benefitted him.

“You learn a lot about running a business
just from talking to other people in the
industry,” Bare stated. “There was no
organization like this in Atlanta when | got
there so | made some calls and we started to
hold meetings.”

From there, the group — now known as the
Metro Atlanta Landscape and Turf Associa-
tion — just started growing on its own,
according to Bare. Now, the group, with more
than 500 member companies, has expanded
to the point of needing a full-time executive
administrator.

“I've learned more from MALTA ahout running
a business than | did in all of my college
classes,” Bare stressed. — Angela Dyer
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REGISTRATION FORM

ALCA’s Landscape & Grounds
Maintenance Conference
November 13-16, 1999

Renaissance Harborplace Hotel
and Baltimore Convention Center,
Baltimore, MD

Website: www.alca.org

2. CONFERENCE REGISTRATION FEES

Fees include your entire conference participation (Welcome Recep-
tion, all Educational Sessions, extensive handout materials and
Green Industry Expo admission) with the exception of ticketed
evenls' (see #3 below) which are optional. (Please check
appropriate box)
Early Bird Regular
(On or before (After

9/30/99) 9/30/99)
ALCA MEMBER FEE 15t person 15185 [J$225
2 people (from same company) C0$175ea [03215ea
3 people (from same company) [1%165ea [0%205ea

4 people (from same company)

C1$155ea [1$195ea
5 or more people (from same company) C

[1$145ea []1$185ea

ColD# People 1D # Reg ID # NONMEMBER FEE 13285 ea [13325ea
L STUDENT/PROFESSOR (Full-Time) 0% 55ea O8% 70ea
DAILY FEES Early Bird  Regular
1. REGISTRANT INFORMATION (©n g t;e;ore 9(30tgr9
(For each registrant from the same company, please copy this form and _v/ /99) 130/99)
fill out separately for each person. Please send the forms together with Saturday (Member/Nonmember) 0$95ea [1$125ea
payment.) Sunday (Member/Nonmember) 0% 95ea []1$125¢a
Monday (Member/Nonmember) 0% 95ea []%$125ea
Your name Tuesday (Green Team Day) £1$ 35ea I8 35ea
(as it should appear on badge) Subtotal Registration Fees $ $
Company 3. TICKETED EVENTS*
These are optional activities during the conference, with additional
Address charges. Please add to #2 Conference Fee above. (Please check
appropriate box)
Sty A e Early Bird  Regular
Ph (On or before (After
i ! [E 9/30/99)  9/30/99)
Fax ( ) Landscape Facility Tour Members 0% 30 0% 35
Nonmembers | § 40 0% 45
Please indicate any special needs: Saturday Strategic Planning Seminar
Members s 99 0 $125
Nonmembers ] 5149 1 $175
In case of emergency during conference, please contact: Saturday Design/Build Seminar
Members 0% 99 1 $125
(Fill out name and phone no.) Nonmembers [ §149 %175
) . Saturday H R ces Semi
oS Ryening: Members (15 9 0 $125
I This is my first LGM Conference [ Please send certification information Nonmembers (1§14 0$175
Saturday Hispanic Workforce Seminar =
Please fill out survey questions. Responses are strictly confidential. Your Members 0s 99 1$125
information will be used to benefit our industry. Nonmembers [ §149 18175
A. Your primary job function: Party/Monte Carlo Night Members 0s s0 0% 60
o 30 = Nonmembers [ § 60 0s 70
1. [0 Owner/President 2. [] Manager/Superwsor 3. [ Sales/Marketing = —
4. [ Operations 5. [T Student ] Other Awards Banquet bs 50 0§ 55
Breakfast with Ch i 1l 3 d
B. Indicate services currently offered by your company or s, i @ M:{;Len 0s 60 0O$ 65
department & services to be expanded: (Check all that apply) Nonmembers 01§ 70 0s 75
Curréwtly provide:© Plan to expand; Outdoor Demo / BBQ Lunch [ Free [0 Free
1. 0O 15. O Lawn & landscape maintenance Sunday, 12:30-2:30pm
2. O 16. [ Landscape installation Subtotal Ticketed Events $ $
3. 17. | Pest control & fertilization
4 18. T tandseape desianibuild 4. IO|N ALCA OR RENEW NOW! (and receive the many
Y ¢ = pev 9 ; ¥ benefits of membership, including conference attendance at the low
5. O 19. | Hardscape installation member rate.) Please check appropriate boxes:
6. [ 20. Seasonal color installation CATEGORY DUES
7. O 21. O Irrigation installation ) LANDSCAPE CONTRACTOR (Dues are based on annual volume of
8 O 22. O Wildflower plantings landscape maintenance/contracting business.)
9 23. I Outdoor lighting EYCINeer 8 250, Q00 ) S rie s/ w Bptadaa aiviare/» a o < 55v. o 4 to7a s a e ohale $375
10. O 24 s | (3/($250,000 =32 mMIION) <.« + s i melats siototerossiachia/al s:5asote s7a a4 41018 $650
R = el of D ($2mblion =$15 mllHOTY. < . /. Faa b s s o ssres's $1,000
LIS 25. O Equipment service/sales [J Over $15 million, please call ALCA office
12. [ 26. O Nursery/garden center U/ INTERNATIONAL LANDSCAPE CONTRACTOR . . ... ........... $400
3.0 27. © Arbor seyvices L] SUPPLIER MEMBER (ASSOCIAte) - .. ..o ououeuiieneunseennns $500
Bt 2. Cither: (e ish) Membership Subtotal $
C. Your role in purchasing equipment, supplies or services for 5. PAYMENT
your company: Subtotal #2 - RegistrationFee. . .. ..................... $
I Final decision 2. L1 Recommend 3.1 No role Subtotal #3 - Ticketed Events .. ....................... $
D. Annual volume or budget size: Total Registration & Tickets .. ... ... ... ... .. ....... $
1. I Under $100,000 5. O $1 million - $2.9 million ALCA Membership Dues (#4) .. ....................... $
2. [0 $100,000 - $249,999 6. [J $3 million - $6.9 million TOVAL Y L RS SN, $
g = e & o il [ Enclosed is my check for $ made payable to ALCA.
4. [ $500,000 - $999,999

GIE-ONLY PASS « REGISTER ON-SITE: $15.00
SUN., MON., & TUES., NOVEMBER 14, 15 & 16

Please submit payment in U.S. dollars drawn on a U.S. bank.
[T Please charge my [ VISA

Card #
Exp. Date

[J MasterCard [] Amex

Cardholder Name

Signature



http://www.alca.org

(continued from page 20)

visits his customers receive in a year.

The newsletter includes light articles on
yard work tips, such as mowing heights and
how often to mow. Bare also writes about
community events and humorous stories
about his life to make his publication enter-
taining as well as informative.

In keeping with his philosophy of acces-
sibility, Bare also prints his pager number in
this newsletter so that his clients can reach
him at any time with any emergency.

Bare has a few unique programs in his
company — his newsletter being one and
educating customers to treat their own lawns
between visits is another. This is helpful to
cut back on the service calls that are needed
for each client.

“I tell them to buy a weed control prod-
uct and spot treat hard-to-control weeds
berween our visits,” Bare remarked. “Some
weeds, like Virginia buttonweed, are tougher
and need constant control that we may not
be able to provide.

“I compare having customers treating
their own lawn to going to the dentist,” Bare
explained. “The dentist will hit the high
points and do the cleaning, but the patients
have to do some things on their own be-
tween visits to stay healthy. Similarly, there
are things our customers should do to keep

Arbor-Nomics relies on

old-fashioned customer service

to keep the business strong.

a lawn healthy, then we will hit the high
points when we visit.”

THECOMPANY. Arbor-Nomics' commitment
customer service must be paying off since
the company expects to bring in $1.6 mil-
lion in revenues for 1999. The rturfgrass

division alone is expected to make $1.2
million, leaving the tree service division to
make up the rest. Bare seemed satisfied with
the tree service division’s performance as it
has only been in operation for 1% years.

“On good years, we've grown by 25
percent, but we go back and forth,” Bare
stated. “We haven’t even done
much advertising lately because
the news of our business has spread
by word of mouth. It's hard enough
to keep up with the work we get
from that.”

The customer base responsible
for this profit is a mix of 90 percent
residential and 10 percent com-
mercial. The few commercial accounts are
made up of hospitals and industrial parks,
but Bare doesn’t chase these jobs. He ex-
plained that he would rather have mostly
residential accounts because “if Mrs. Smith
cancels her service, we might lose $180, bur
if one commercial contract cancels, it could

Make it a truck for all seasons.

Firestone has the solution for a better handling work truck — Coil-Rite™ and Ride-Rite® air helper springs.
Whether you've got cargo and a trailer on the back of your truck in summer or a snowplow on the front for

winter, you need more than an ordinary suspension. Under heavy load or towing conditions air helper

springs provide extra support for your truck’s coil springs and leaf springs. So adding Coil-Rite and Ride-Rite P—
Coll-Rite
to the front and back of your truck gives you greater stability and control. All through the seasons. Call for
the Coil-Rite and Ride-Rite dealer near you and find out how to make the most of your vehicle, no matter

what you're doing with it.

Firestone

Making your vehicle
its level best.
1-800-247-4337

www.firestoneindustrial.com

Ride-Rite*

© 1997 Rrestone Industrial Products Company FIR0108
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mean a big hit for the company. I'd rather
not take those risks.”

Of these residential contracts, Bare’s
target and fastest-growing customer is the

nouveau riche.

“Extremely wealthy people have their
own gardeners so we are not needed. We
focus on the nouveauriche,” Bare explained.
“We target young couples who transferred
to the area. They are both working and
want their lawn taken care of right away.”

Arbor-Nomics also targets customers
who are in their second or third home,
simply because it’s difficult being a
customer’s first lawn care company. The
expectations can be too high.

To target these customers, Bare typically
passes out flyers and lets word of mouth do
the rest.

“We have found our niche servicing these
demanding customers, yet we continue to
price ourselves with most other lawn care

o .
companies, Bare mentloned.

EXTENDED OUTLOOK. With the growth Ar-
bor-Nomics is expecting this year and in
coming years, Bare stressed the importance
of continuing education in order to success-
fully run a large operation.

“Since I expect us to have revenues close
to $2 million next year, I have a lot more to
learn about running a big business,” Bare
admitted. “This is when it’s good talk to
other companies. It’s also important to
find the right people to build a company.”

Bare’s responsibilities now include han-
dling the “big picture” matters. For ex-
ample, he may spend some time meeting
one-on-one with larger clients and work on
customer relations with them.

One big-picture project Bare is concen-
trating on is having better hiring practices.
He emphasized the importance of hiring
the right people.

“You should do follow-ups with previ-
ous employers and background checks,” he
recommended.

Training is another area that Bare hopes
to improve at Arbor-Nomics. “This is one
of our shortfalls,” he noted. “Training is so
important, yet at the same time it is so hard
to get the time to do it. We are hoping to
start a program here soon.”

In addition to these projects, Bare is
looking to possibly form more ancillary
businesses for the future and keep expand-
ing his current services.

Regardless of the direction Bare takes
Arbor-Nomics in, he is sure to keep it
moving foward.

“A business is like swimming up a river.
You either swim like crazy or you get swept
down the river,” he said.

Arbor-Nomics Turf can be contacted at 585
Langford Lane, Norcross, Ga., 30071. Phone:
770/447-6037.

The author is Assistant Editor for Lawn &
Landscape magazine.

SUPERIOR PERFORMANCE AND VALUE

BRICK PAVER EDGING

WHOLESALE LANDSCAPE AND EDGING SUPPLY

i1 W7 80092824226 %
sales@borderscapes. com ‘
Fax: 612-226-6806

7z www.borderscapes.com
v Phone: 612-226-6800
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Bottom Line.

The McCullough Cover-Up will save you time and
money when you install irrigation systems.

Jobs that used to take days can be done i
and you get better results. With
fewer workmen and virtually no
training time, you can cover 60
feet of ditching in less than a
minute.

Save on labor, workman’s comp é‘

and unemployment insurance. s
. !

Our bottom line is to improve.
your bottom line. Call now.

hours —

Specifications for the McCullougb
Cover-up:

Engine: Honda 5 HP
Transmission: Heavy duty 5
speed with reverse
Height: 39" Width: 42" .
Length: 50"; Weight: 250 b
Warranty: I’year‘lfm
warranty
Financing Available

USE READER SERVICE #21
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free care

More
contractors
have found
profitable sales
reside in the
trees on their
customers’

properties.

By Bob West

o

ile muttering under their breath about how these trees get in their way?

many times do lawn care or landscape contractors mow, spray or irrigate around trees, all the

Contractors that only see trees as obstacles in their path aren't looking closely enough to

alize the true potential for profits these trees offer. Meanwhile, competitors may be building

a tree and shrub division that generates highly profitable revenues.

“Contractors are clearly looking to get involved in tree and shrub
services because they already have the clients and the clients have addi-
tional needs the contractors can service,” noted Brian Barnard, division
manager, Nu-Arbor Products, Grand Rapids, Mich.

“We see our largest growth sector being “from the ground tree care,”
or those tree care services that are done on the ground or in ladders only,”
noted Nate Dodds, general manager, J.J. Mauget, Arcadia, Calif., adding
that this is the work contractors generally gravitate toward.

THE MICRO APPROACH. One of the trends driving contractors’ interest in
tree and shrub services has been the increasing popularity of microinjec-
tion products and rechnologies.

Microinjection allows contractors to apply a small amount of concen-
trated fertilizer or pesticide product directly into the tree immediately
beneath the bark layer.

(continued on page 32)

Applying the product inside of the tree reduces applicator exposure and gives contractors more options for when

they’re able to make these applications. Photo: J.J. Mauget

www.lawnandlandscape.com
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For the past 30 years, high dose
chemicals have ruled as America’s
all-purpose insecticides.

Time’s up.

The environment doesn’t want them. Your customers Delta( ard
don’t want them. These days, high dose insecticides

are dinosaurs. Which is why we've introduced DeltaGard™, the world’s most
polent (and successful) pyrethroid insecticide
DeltaGard'’s unique single active isomer
configuration works at rates between 0.06
to 0.13 Ibs./Al/acre to control virtually all
the surface feeding insects present in your
customers’ yards. So the next time you use a
spray or granular insecticide as part of your IPM
program, make sure it has DeltaGard
d Al ! © AgBo
written on it. Truly, this is the way DeltaGard rao
¢ ]

the world is moving

M AgrEvo

15 Chestr

L

Remamber 10 read and follow label directions caretull 1998 AgrEvo USA C
(] Y J
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tree care

/ %
mued from pa )
ied it page 2

“The benefits to microinjection tech-
nology are a dramatically reduced applica-
tion rate, applying pesticides within the
plant to keep it out of the air and minimiz-
ing applicator exposure,” explained Dodds.

“Traditional tree care has been based
around spraying product up into the trees,”
commented Chip Doolittle, president,

e
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ArborSystems, Omaha, Neb.

spraying, L‘\;‘k‘kid“)' |.n‘gcr recs, hu[
then contractors have to make sure
that they post properly, pre-notify
neighbors, barricade and cone dur-
ing the application. At whar point

isn’t spraying economically worth-

“1

think contractors will always be

PROMOTE

YOUR

BUSINESS

Temporary

Contractors have enjoyed increased profitability
through tree and shrub care as product costs drop
to 8 to 12 percent of sales vs. 10 to 15 percent for
lawn care services. Photo: ArborSystems

while? This is especially true for some of the
more heavily regulated states, such as Cali-
fornia.”

Microinjection has also benefited from
the industry-wide push to taking a more
integrated pest management approach to

lawn, tree and shrub care.

d “We're seeing a big push for lower toxic-

an : , )
¢ ity materials and more targeted IPM ap-
permane proaches,” observed Dodds. “That’s where
SIGNS manufacturers are headed with products

. .
QXCIUSlVOIY that have a long, safe residual.

for the “We're also seeing a greater acceptance
Ml - green of combination products that allow con-
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industry

tractors to handle multiple treatments in
one application,” continued Dodds. “This
is particularly important for microinjection
since this is an invasive process and contrac-
tors want to minimize any tree wounds, no
matter how minor they are.”

Those minor tree wounds lead to many
of the concerns surrounding microinjec-
tion, such as whether or not drilling a small
hole or pushing a piece of metal into a tree
is actually healthy for thart tree.

“The wounding of the tree is one of the
real bugaboos of microinjection,” recog-
nized Doolittle.

“The impact of the microinjection will
vary from tree to tree, but contractors should
understand that the wound has very littde
impact on a tree’s health when the applica-
tion is handled properly,” noted Dodds.
“And, again, the microinjection eliminates
the problems, such as with drift, posting
and applicator exposure.”

*Microinjection also saves contractors
time by allowing them to make applications
to trees in parking lots even if cars are
present or to trees in areas with a lot of

continued on page 34
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free care

(continued ﬁ(ml page 32)

pedestrian trafficaround,” added Doolittle.

“We still spray some trees because some-
times only spraying works,” noted Lance
Schelhammer, president, Grass Roots,
Lenexa, Kan. “But we would always rather
microinject than spray. The residual of mi-
croinjection products is phenomenal on
piercing, sucking pests. Plus, control can be
season-long depending on the tree size.”

Contractors noted that microinjection
systems are less suited for applications to
trees less than 3 inches in diameter or larger
than 12 inches in diameter, as well as ever-
green and needle trees where technicians
cannot easily reach the tree’s trunk.

Microinjection’s affordability offers an-
other key benefit over spraying.

“Now our tree technicians don’t have to
pull a hose around a yard and they can make
applications just as quickly with microinjec-
tion,” added Schelhammer. “There’s no mix-
ing of products or large storage of pesticides,
and microinjection is less labor intensive.”

continued on page 36)

InjectionTips

or most frees, you may inject them at a height that is most comfortable for you. This is usually

at the belt area, If you are treating for insects that may be working along the trunk area, you

may need to treat them at the root flare. If the tree is of light color or has smooth bark, you
may inject af the root flare to prevent “bleeding” that may discolor the bark.

Among the easiest trees to inject are elm, ash, oak, cottonwood, linden and birch, On difficult
trees, such as hackberry, it may be necessary to inject them at the flare where the bark is more
pliable. On trees with deep fissures, such as cottonwood and some oaks, it may be necessary to
position the injection at a 45-degree angle. On thin-barked trees, you may find it necessary to
reduce the amount of pesticide per injection and increase the number of injection sites.

Timing of the application is very important. Spring through summer is the ideal time for injection,
Specifically, each tree needs to be inspected. The bark needs to be pliable and that depends on the
weather in your location. Injections too early or too late in the season may cause the pesticide to
leak out anywhere around the injection point. This is because the bark is not pliable enough to hold
the pesticide. Although some leaking is normal, if excess leaking happens in the spring, wait a few
more days and try it again. If this happens in the fall, you will either have to reduce the amount of
pesticide fo be injected and add more injection sites or wait until spring to inject the tree. -
ArborSystems
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STEMIX: is an all purpose balanced fertilizer that contains a formula of agricultural
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improved distribution throughout the tree AND FASTER UPTAKE.

STEMIX ZINC: is based on the stemix hi vol formulation with enhanced levels of zinc.
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STEMIX IRON/ZINC: is based on the stemix hi volume formulation with enhanced
levels of iron and zinc.

The INJECT-A-MIN family of Fertilizers are based on sulfated elements.
INJECT-A-MIN IRON/ZINC: contain iron and zinc sulfates.

INJECT-A-MIN MANGANESE: contain manganese sulfate which is effective in rapidly
correcting manganese deficiencies in palms, maples, citrus and many other
species of trees.
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free care

(continued from page 34)

Contractors have also found that despite
the increased product prices for microinjec-
tion products, profits are consistent with
spraying services at the same prices because
microinjection is less labor intensive and
one application often lasts an entire season
that would require three spray treatments.

“There will come a time when the fed-
eral and state governments and agencies put
so much effort into eliminating spraying
trees that microinjection will essentially be
mandatory,” noted Schelhammer. “Con-
tractors should start making the switch now.”

ALTERNATIVE OPTIONS. Tree care is not just
pesticide applications. Avoiding pest and
disease attacks can be accomplished by
proactively keeping a tree healthy.

“Trees in an urban environment require
routine fertilization because they aren’t grow-
ing in a natural setting with regular plant
decomposition into the soil that provides
necessary nutrients,” according to Barnard.

Options for tree fertiliza-
tion range from injections via
backpack systems or hand-
held injectors to 18-inch-long
plastic cylinders inserted into
the soil to deliver oxygen,
water and nutrients into a
tree’s root system.

“Most liquid or powder
products need to be mixed
with water and injected un-
der high pressure,” noted Barnad. “But us-
ing a concentrated form of the product
eliminates the mixing, and hand-held or
backpack injection units can deliver the
fertilizer deep enough into the root system.”

“As with microinjection of pesticides, fer-
tilizer injections also eliminate the need and
expense for heavy equipment,” added Barnard.
“Plus, if a tree is 315 feet away from the spray
truck and the truck is only carrying 300 feet
of hose, the technician on that property has
a problem. But that’s not the case with

‘The impact of the microinjection will
vary from tree to tree, but contractors
should understand that the wound has
very little impact on a tree’s health
when handled properly.” — Dodds

injection systems that can go anywhere.”

Additionally, delivering the necessary
nutrients to the root system encourages
deeper, healthier root growth for trees.

“When important nutrients can’t pen-
etrate overly compacted soils, the roots are
forced to come up to the soil where they can
get these nutrients,” explained Dave Allen,
vice president of marketing, RootWell,
Waterford, Mich.

Barnard was quick to note, however,
that contractors expanding into tree and

Vou've got a business to build..

...and we’ve got the tools to help you do it right!

Our Green Industry experts work with you to
establish a framework for improving your

SNOWPLOW OWNERS
FREE PARTS CATALOG!
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of Snowplows and Salt Spreaders

business system — designing a path to increased
margins, greater market share and better profits.
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H i Mo
« Proven management tools III
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V-Box Spreaders $2795.00*
"Mini" Salt Spreaders $695.00*
Low Profile Headlight Kit $99.95

,’.‘a Start building your future today. Contact us and ’a" Pro-Wing Kits $166.50

begin gaining the competitive advantage! :
*Pre-season price

CALL NOW to Reserve your FREE
copy of our 99/00 Parts Catalog

Central Parts Warehouse

1-800-761-1700

424 East U.S. 22
Maineville, OH 45039
800 543-7249 « FAX: 513 683-6538
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shrub services often err by applying turf
management practices to trees.

“A lot of contractors use too much nitro-
gen with trees, but nitrogen isn’t as impor-
tant to trees and shrubs as it is to turf,” he

explained. “Instead, tree applications should
feature low levels of nitrogen in a readily

period of time when necessary. Otherwise,
too much nitrogen promotes excess vegeta-

tree care

tive growth and can make the tree or shrub
particularly appealing to insects.”

usable form that can be delivered overalong

The author is Editor of Lawn & Landscape
magazine.

TestTreeTechs

f you're a lawn care or landscape contractor with visions of new
profits to be gathered up via new tree care services, be prepared for
an extensive and oftentimes frustrating learning curve with your
employees.
“Contractors don't want to learn that they have to take care of trees
differently than they take care of turf,” noted Chip Doolittle, president,
ArborSystems, Omaha, Neb. “Lawn care is basically taking care of one

tree — turf, Whereas tree care means oaks and ashes and maples and
$0 many other trees.”

“I've always considered trees more difficult to care for than turf,”
agreed Lance Schelhammer, president, Grass Roots, Lenexa, Kan, “It
takes quite a long time to train a good tree care technician who is
capable of practicing an integrated pest management approach when
some trees are loaded with problems and others only have a few
problems.”

“0f course, once that dedicated employee learns the ropes and
realizes how much money he's making for his boss, he may just go into
business for himself,” Doolittle added.

G

* Spreads and sprays over 6600 sq. ft. per minute
* One hand steering - zero turn radius maneuverability
« Stainless breakaway spray boom
* 100-Ib. HYDRAULIC variable speed spreader
* Interchangeable high pressure hand gun to low pressure wand
* Heavy duty variable speed hydrostatic drive
* 65-gal.tank 100 ft. hose reel and aluminum utility tray
* Eliminates operator fatigue
e Triple your productivity

Special lease
* $489 down
* 36 months

* $1.00 buy out

With approved credit

www.groundtek.com ¢ Phone (407)656-1088 « Fax (407)656-5148

Reinco...for you and future generations

Reinco Power Mulchers and

Hydrograssers are often passed from
one generation to the next. From
Father to Son or Daughter. Still
seeding and mulching. Still blowing
straw. Still producing quality turf. Still
reducing erosion. Still making money.
Reinco, built to cross generations,
will give you years and years of
efficient, effective and trouble free
service. Designed to resist obsoles-
cence, our Seeders and Mulchers are §
uncomplicated, durable and depend-
able. Select Reinco and be confident
that it will bridge the gap... A
decade by decade. Foralocal _ g
Dealer or more information,

Reinco, Inc.
P.O. Box 512 * Plainfield, N.]J. 07061
Phone: (800) 526-7687 * Fax: (908) 755-6379

http:/ /www.reinco.com * E-mail: sales@rteinco.com
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rofitablc add-on services are a sought after commodity by many lawn care

Adding holiday
decorating to the
list of services a
contractor offers
can add profit

potential.

By Angela Dyer

AUGUST 1999  LAWN & LANDSCAPE

and landscape professionals. There are dozens to choose from, but the big
problem is determining which one will be most beneficial for a business.

The winter months can be a perfect time to find one of these additional
services to offer customers. During this season, employees may have very
little work, if any, and cash flow slows down. Because of these factors, more
and more contractors are looking to holiday decorating to fill this downtime
during the year.

“We have a lawn maintenance company, and we were trying to fill in the
winter months with some extra work when we started holiday lighting,”
stated Kevin Lipscomb, president of Outdoor Décor, San Antonio, Texas.

Contractors who have started this service are singing its praises and telling
stories of the satisfying and profitable aspects of this work.

ADD-ON ADVANTAGE. “\We looked ar starting this service 10 years ago, but
getting supplies was difficult so we gave up,” commented Ray Wood, owner/
operaror of Ray Wood Grounds Maintenance/Christmas Décor, Brantford,
Ontario. “Then we began looking into holiday decorating again and reading
articles about it and we got started. Holiday installations are a great way to
keep employees busy. Decorating definitely sells itself.”

continued on page 42)
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Starting holiday
decorating can be o
good way for
contractors to keep
their employees year
round. Photo:
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Echoing Wood, Tom Tolkacz, president
of Swingle Tree/Christmas Décor, Denver,
Colo., said his primary reasons for starting
the service were to gain additional revenue
and keep employees onboard all year.

Once contractors determined that this
was a profitable service, they had to decide

who to targer the service to. Surprisingly,

not many of their current lawn care or
landscape customers were interested in the
new service.

“About 90 percent of our customers
were new and we got them by running ads,”
stated Kendra Wendt, co-owner of Two
Guys Landscape and Design/Christmas
Décor, Brandon, S.D.

L
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Christmas Decor’s Holiday and Event decorating program is a perfect add-on business for

landscaping and irrigation contractors. Providing this repeat service will enable you to:
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She added that they usually start run-
ning advertisements in Seprember and Oc-
tober for residential customers. However,
for commercial properties, the ads should
start in July as commercial contracts have a
more complicated decision-making process.

“When we started, our current custom-
ers were informed that we were offering this
service, but they weren't really our initial
customers,” Lipscomb mentioned. “Even
now, not many of our lawn customers are
holiday customers. Our very first customer
was a regular lawn customer, then every
neighbor saw his house and grabbed a hold
of us. It spread by word of mouth from
there.”

Wood
that he put our a

added

notice to hiscurrent

For most
customers but was
told by Christmas contractors,
Décor not to be sur- /JO[il[ll)l in-
prised if the custom-
ers didn’t want the
service. “That was turn_/ee}/
exactly what hap- v
PCncd." he said. operﬂtlo’L
“We went around Tbe Servi[e
to different areas :
and mera lot of new llSll(ll[}’ mn-
TN CULEV  /ides every-
decorating has also X o
helped grow our t/)lllgﬁ'Oﬂl
core business be-
cause some of these
new customers be-
came interested in
lawn service.”

Most contrac-
tors are doing a mix
of residential and
commercial properties and find only a few
major differences berween the two jobs.

“A residential property is a want. People
want lights for their family,” said Dave
Dolak, president of Renaissance Grounds/
Christmas Décor, Vienna, Va. “The com-
mercial property isa need, and the client has
to make the service fit in a budget so holiday
decorating is a much harder sale.”

Todd Risty, co-owner of Two Guys
Landscape and Design/Christmas Décor
added that there is usually more leg work
involved on a commercial property sale

continued on page 44

stallation is a

design, set up,
take down
and, occasion-
ally, storage.
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(continued from page 42)

because the decisions typically go through
the corporate headquarters of a company.

Expandingon Risty’s comment, Tolkacz
said, communication is the difference be-
tween the two jobs.

“In a commercial setting, you have more
than just one client and it takes a lot more to
please the customer,” he pointed out. “This

requires a higher degree of communica-
tion. And, depending on the commercial
setting, you may have additional factors to
worry about during the installation such as
vehicles and pedestrians.”

SELLING STRATEGIES. For most contractors

involved, holiday installation is a turn-key

Bright Lights...Big Profits

<{X Turn your down time into the most
profitable time of the year!

<tZ Simple, turn-key system with low start-up
costs and minimal investment!

$Z Fun and easy to sell to current clients as
well as quickly generate new clients
through word-of-mouth referrals!

Outdoor Decor specializes in beautifying the outdoors
with event and seasonal lighting. More fun to sell than
landscaping, event and seasonal lighting generates rapid
word-of-mouth referrals. We'll show you how to achieve
success in your own home town with our proven system,
creating a high-margin add-on business that could turn
what was your slow season into your most profitable
season. Seasonal decor referrals are prime candidates
for lawn and landscape work in the spring and summer
months, creating additional revenue for your primary
business. Low start-up costs and the utilization of
your existing overhead will make every day seem
like a holiday. If you don't like working in the dark,
this is the bright opportunity for you.

OUTDOOR

JCCOT

A division of Lipscomb Services, Inc.

P.O. Box 700906
San Antonio, Texas 78270-0906

(800) 317-4777
Fax: (210) 545-1869

Beautifying the Outdoors since 1991
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holiday lighting

operation. The service usually includes ev-
erything from design, set up, take down
and, occasionally, storage.

“We include storage on residential prop-
erties,” Wendt commented. “We box the
decorations up and the customer stores it.”

“We haven’t stored the materials in the
past, but this year we plan to store 90
percent of the residential, while the com-
mercial clients prefer to store decorations
on their property,” Tolkacz remarked. “We
are moving toward storing 100 percent of
residential materials.”

Since this service typically includes all
aspects of the installation, one has to won-
der how to price holiday decorating.

There are only a few options to choose
from when pricing — creating a per-foot
price (of lights, materials, etc.) or simply
deciding on a price after looking at the what
the job will entail.

“We give a per-foot price,” explained
George Essman Jr., vice president of
Essman’s Landscaping/Christmas Décor,
Portsmouth, Ohio.

Essman added that he follows level one
and level two prices and has per-foot prices
based on each level. Depending on the
challenges involved with the job for which
level he chooses to follow. “For example, if
the property is more difficult, I will go with
our level two price,” he stated.

“Our installations are priced per job,”
countered Allan Davis, vice president of
RAR Landscaping/Christmas Décor, Balti-
more, Md. “We base the price on different
factors such as the degree of difficulty and
size. We don’t give out a per-foot price
because we use those guidelines and prices
for ourselves when coming up with a price.”

Even though there are different pricing
methods, the contractors seem to be satis-
fied with the profit they are receiving.

“Our profitability for holiday installa-
tions is better than the landscaping side of
the business because there is less equipment
and overhead,” Risty commented.

Sales volumes will obviously vary de-
pending on the company size, location and
many other marker variables. However,
contractors included in this article esti-
mated their holiday decorating sales vol-
umes to be between $30,000 and $230,000
for 1998.

(continued on page 46)
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consistent. Reliable. Responsive. Flexible.

These are a few of the characteristics you look for
in a fertilizer supplier. According to our customers,
they describe The Andersons quite accurately.

The Andersons prides itself on having a full
range of high-performance Professional Turf™
fertilizer formulations ready to help you respond
to your most stringent soil conditions and turf
requirements.

With over a dozen standard blends, you can
depend on The Andersons fertilizer products to
help you deliver the superior results you need to
meet your customers’ expectations and keep
them happy throughout the year.

For a full-line look at all we have to offer, call
us today.

The Andersons Professional Turf Products.
Uniformly The Best In The Business.

1-800-225-ANDY
the professional’'s
partner®

The <2<z

Andersons
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holiday lighting

(continued from page 44)

A benefit of holiday installations is that training is relatively simple and
typically takes two days for the employees to be ready to install
decorations on a property. Photo: Swingle Tree

NECESSARY KNOW-HOW. Labor and training issues are typical con-
cerns during the summer months of lawn care and landscaping.
Luckily, during the holiday installation season, contractors are
usually able to retain their current employees and offer them two-
day training sessions to get them up and running,

“We use our current employees, but we may have to hire even
more for the holiday decorating side of the business,” Tolkacz
mentioned. “The workers take two full days of classes and field
training. It's an ongoing learning process to ensure quality.”

“I use my landscape employees, but we also need to utilize some
extra workers too,” Wood mentioned. “After two days of training,
employees are ready. The first day consists of watching training films
and the second day we decorate and let everyone get some hands-on
experience.”

Risty commented that his employees enjoy the change of pace
from lawn work.

Once the training is complete, most holiday lighting contractors
begin installing as soon as possible in October.

“We do some installations early and some late,” Davis men-
tioned. “We try to do the re-installations early so that we can have
time more towards the actual holidays for the new customers who
call us. However, we never put up the day décor early, such as garland
and wreaths.”

Risty and Wendt explained that they start installations in
October, but can't begin take downs until March because of their
location. “It’s too cold in South Dakota in January to be doing this
work,” Risty added. “The customers seem to understand this.”

Tolkacz said that his timing of installations is primarily based on
customer demand. “We have a discount incentive program for the
customers if they agree to let us install the materials early,” He
pointed out. “Besides giving us more time, if the lights are up early,
the neighbors have more time to see them and think that they
should give us a call.”

“Keeping up with the demand is the biggest challenge,” ex-
plained Travis Freeman, president of Brite Ideas Decorating,

(continued from page 48)
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TRANSPLANT ESSENTIALS!
1-800-441-3573

Safe and Successful Landscape Transplanting...
Even in Hot, Dry, Adverse Conditions!

Bio-Plex

Transplant Concentrate Bio-Plex Treated Untreated

Bio-Plex Concentrate, a powerful, liquid
biostimulant and plant enhancer, proven
highly effective applied to trees, shrubs,
flowers, and other plantings before, or
after digging or transplanting. Use where
primary objectives are to decrease plant
stress and mortality, reduce plant de-
cline, moisture loss, wilting & defoliation

MYCORRHIZAE TREE RING~ o'

Transplant Root Inoculant Slow Drip Watering System Fertilizer Planting Tablets

P

S = .. BN L ~

Harsh, depleted, almost inhospi- Designed for precision, portable, Provides balanced, safe, slow-re-
table planting sites provide a real slow-drip watering of trees and lease nutrients to new or established
challange for todays landscape shrubs.The “TREE RING" installs, trees, shrubs, annuals, perennials,
professionals. The hardiest, 5seconds, fillsin5 minutes, cleans herbs and other plantings for up to
healthiest trees, shrubs, flowers, in 30 seconds, delivers a substan- two years. Our new 159.12-8-8
are at risk in these planting condi- tial 25 gallon slow-drip, precisely, *natural organic” tablets are fortified
tions. "Bio-Plex One-Step Mycor- effectively over 3-4 hours, Ideal for with "Bio-Plex” biostimulant and hu-
rhizae" provides the supplemental 2 water cycle rotations - 50 gallons mic acid to enrich soil-biotics, pro-
longterm plant assistance required / Tree Ring - in an 8 hour day. mote healthy growth and root devel-
to help plants survive and flourish, TREE RINGS make absolutely opment. Standard NPK fertilizer for-
even in hostile planting conditions. every drop of water more effective. mulations are available as well
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i and the franchise costs $15,900. However, the small
r Ise ever market is based on a marketable territory population of
40,000 and costs $9,500.

(continued from page 46) eecccccccccocee ? 3

Travis Freeman, president of Brite Ideas Decorating,
Omaha, Neb. “In any seasonal Omaha, Neb., explained that his company sells
business, everything comes on s holiday lighting is becoming a more popular distributorships for $14,900.
at once.” add-on service, so is purchasing a holiday “We manufacture our own product, plus we have

“Wewere busy right away,” installation franchise. Some contractors seminars and training for the staff of distributorships,”
remarked Risty. “With this believe that a franchise can make the transitioninto  Freeman noted.
service, the work hits at once. this new offering smooth and seamless. According to Kevin Lipscomb, president of Outdoor
You have to be organized and “Just the installation design help and training that  Decor, San Antonio, Texas, he is selling franchises for
be everywhere at once.” contractors get from buying the franchise is helpful. ~ $14,000.

More specifically, sched- Having this helps shorten the learning curve,” "Our response should be excellent,” Lipscomb added.
uling and inventory have to be explained Allan Davis, vice president of RAR “Holiday decorating is a great add-on service because
organized, according to Risty. Landscaping/Christmas Décor, Baltimore, Md. it offers a spring cash flow and provides a change of
In addition, tools and labor “Franchising is a good way to network, too, becauseit  pace,” Smith stressed.
should be in line and ready to is like being a member of an organization. When everyone Smith added that with winter services such as snow
go once the season comes. gets together, you can talk to other franchisees who removal, the work might vary each season. “But

Wendt added that the aren't your competition.” Christmas comes every year,” he noted, — Angela Dyer
crews have to be running effi- Blake Smith, president and founder of
ciently as soon as the season Christmas Décor, Lubbock, Texas, said that LY TN AL IR EF
starts. “The season hits so fast, it offers two programs for buying—alarge | Christmas Décor  Outdoor Décor Brite Ideas Decorating
0 you have-to be prepared,” market and small market program. For a Blake Smith Kevin Lipscomb  Travis Freeman
she noted. large market program, there has to be a

marketable territory population of 100,000 S 2. SHEH—

The author is Assistant Editor of
Lawn & Landscape magazine.

YOUR BEST INVESTMENT

Proterred by Professionels

M' DOWN THE LINE

THE L-2 UNDERGROUND PIPE LAYER
11535 Reeder Road ¢ Dallas, Texas 75229
Phone: 972-241-6601 * Toll Free: 800-633-4579 * FAX: 800-338-1865

“From The Makers
of Uni-Neld”

UNI-WELD
EPOXY PUTTY

UNI-WELD
TURF-TITE

UNI-SEAL UNITITE  UNI-WELD CUTTING OILS
UNI-WELD GASKET/  TEFLON PIPEJOINT  PIPE JOINT —
JOINT LUBRICANT COMPOUND COMPOUND

* Borin itta

= (&>
Py LINE. =WARD
. __4 e CORP R AT N
CEMENT 157 SEN REEK ROAD
PLASTIC HANGER PREMIUM ECONOMY TEST REMOVER BUFFALO, NY * 716 675-7
STRAP PLUGS PLUGS CAPS FOR HANDS FAX 716 674-5334 + 800 816-9621
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The Worlds Fastest Lawn Mower

800-233-7596
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USE READER SERVICE #30




50

: for and against the

Contractors and
manufacturers
share their views

mulching mower.

By Nicole

Wisniewski

ive to 10 years ago, on a mission to
save landfill capacity, the Envi-
ronmental Protection Agency
made yard waste its No. 1 target for
landfill bans.

Since grass clippings made up 20.1 percent
of all solid landfill waste burned by Americans
annually, according to the Professional Lawn
Care Association of America, grass clippings
were an easy target, being second only to paper
and paper board products at 35.6 percent. By
1993, cight states had effectively banned grass

AUGUST 1999 « LAWN & LANDSCAPE
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One mulching deck design features an additional, upper
deck located above the middle blade of the mower to hold
the grass dippings above the bottom cutting deck longer,
giving it another chance to run through the three blades.
Photo: Excel Industries

and tree trimmings from landfills.

Programs encouraging the recycling of grass
clippings began nationwide as PLCAA started
Grasscycling: Today's Turf— Tomorrow’s Earth, a
national public awareness campaign encourag-
ing grasscycling, the environmental practice of
naturally recycling grass clippings by leaving
them on the lawn when mowing.

Commercial mower manufacturersaddressed
this environmental concern and industry trend
by producing machines with mulching decks
that would tear up grass blades into tiny pieces
and disperse them back into the grass.

“Some people even predicted an end to the
production of grass catchers,” pronounced Bob
Walker, president, Walker Mfg., Fort Collins,
Colo. “But that never occurred because mulch-
ing mowers didn't work as well as everybody
thought they would.”

While mulching mowers worked fine for
contractors in dry, slow-growing grass condi-
tions, others complained of clumping grass and
an unattractive appearance, wasted time spent
cleaning out sticky grass from mulching mower
decks and how using a mulching mower once
each week couldn’t keep up with spring’s rap-
idly growing grasses and may have been contrib-
uting to an increase in weeds and pests.

(continued on page 52)

Most mulching mowers use multiple blades set apart
in individual chambers to tear up the grass blades
into tiny pieces and disperse them back into the grass.
Photo: Toro Landscape Contractor Group
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The New, Quieter 5000 TEN Series Cab

Experience the latest in 5000 TEN Series adjustable cloth seat, tilt steering wheel,
operator comfort. Improved rubber mounts | ' climate control, complete radio-ready setup
and seals ensure the operator station is (including speakers), and power outlet for
quieter, cleaner, and has less vibration. This a cell phone. Plus, you get roof-mounted
comfortable environment increases productivity, worklights (front and rear), tempered safety
| and reduces operator fatigue. glass, and a mirror for safety day and night. So
There are plenty of standard  visit your John Deere dealer. See the big

features too, such as an picture, without the sound effects. = |
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(continued from page 50)

THE GREEN CULPRIT. To be practical for a
landscape contractor, Walker explained,
mulching mowers need to work well in all
weather conditions, especially during
spring’s busy season.

“Grass itself is the key obstacle with
mulching mowers,” Walker explained.
“Grass is not a predictable product to mow.
In the spring, there is a lot of juice inside the
plant and it gets real sticky and can clog up
a mower deck. It doesn’t matter what meth-
ods are used to make the grass dance around
repeatedly through the blades of a mower
deck. If grass is sticky, it doesn’t dance very
well and will cling underneath the deck and
then the deck will have to be cleaned off,
which amounts to extra time and labor for
contractors.”

The biggest drawback in havinga mulch-
ing mower is altering how it’s used based on
the season, said George Kotalic, president,
Kotalic Landscaping, Huntington, W.V.

Planning for Growth

ccording to Grasscycling: Today's Turf — Tomorrow’s Earth, sponsored by the Professional

Lawn Care Association of America, mowing furfgrass at the proper height is as essential to a

lawn’s health as having good watering and fertilizing plans.
WATERING PLAN, Established lawns need irrigation to supplement natural rainfall, They require
more water in hot weather, but may require water in dry, cool periods as well, In hot, dry weather,
lawns may need as much as 1inch of water every five to seven days. Avoid daily watering and
watering in evenings as these practices encourage disease. The best time to water is early morning,
FERTILIZE PROPERLY. Lawns need propery timed fertilizer applications to hecome dense and
green, Over fertilization weakens a lawn and causes excess top growth, Fertilizer should be applied
1 pound per 1,000 square feet, For more even growth, use fertilizers containing methylene urea,
ureaformaldehyde, sulfur coated urea, IBDU or use other slowly available organic forms of nitrogen.
MOWING HEIGHTS, Proper mowing can increase lawn quality by 30 percent or more, It is important
that contractors keep mower hlades sharp and set mowers to mow at the proper mowing height.
Lawns should be mowed every five days when growing fast, but once every 10 days may be
sufficient when turf is growing slowly. Proper mowing heights are as follows: Kentucky bluegrass,
fescues and ryegrass, St, Augustine and Bahiagrass — 3 inches; bentgrass — 1 inch; centipedegrass —
1.5 inches; bermudagrass, zoysiagrass — 1 to 1.5 inches. — The Professional Lawn Care Associa-
tion of America

New For “99- Alamo Controls Sycamore

Anthracnose, Cedar Apple Rusts and Apple Scab.
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From Tree Tech Microinjection Systems comes a full line of
nationally labeled insecticides, fungicides, bactericides and fertilizers

in leakproof microinjection units

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

Tree Toch
-

1879 SW 18th Ave
Williston, FL 32696
1-800-622-2831
e-mail: support@itreetechusa.com
website: www.treetechusa.com

Alamo is o registered trademark of Novartis Crop Protection, Inc. Aliette is o registered trademark of Rhone-Poulenc Company.
Bayleton is a registered trademark of Bayer, AG. MetaSystox R is a registered trademark of Gowan company

Tree Tech™ Environmentally Sound Tree Health Care for the 21st century and beyond.
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For Koralic, the grass is too high and
too wet in March, April and May, but
he still thinks mulching mowers +save
him catching time.

“I'would rather double mow a yard
with a mulching mower than pick up
grass clippings,” Kotalic admitted. “I
just keep my mulching blades sharp so [ can
get the most out of them and mow my clients’
yards twice per visit during the spring.”

Other contractors, such as Scott Evans,
president, Scott & Co., Bay City,
catch grass in the spring and then switch to

Texas,

mulching in the summer because the mow-
ers handle the drier, less sticky and slower
growing grass better. Overall, however,
Evans still believes that catching provides
the highest quality appearance to a
customer’s lawn.

Mike Ford, maintenance operations
manager, BP Landscaping, Grass Valley,

Calif., said his company doesn’t do much

O some ])mperties, using a side-dis-

R ol B SlE  ER e  RDE 00 SSSAimasacomine

mowers

charge mower: isit 4 disadyantage.. . . but

if the property s i oy of sidewalles apd.
pedestrian traffic, then a contractor is
better off mulching vo save time having to
use a blower: 1o clean up. — Walker

mulching because in the spring he can’t
handle the large volumes of grass that pile
on top of the lawn.

“Cur grass doesn’t decompose fast
enough to leave a quality appearance,” Ford
said. “In some instances, this has even caused
thatch layers to build up.

“And last year,” Ford continued, “we
had rain here into July and mulching mow-
ers don’t do well on wet turf. Mulching
technology on mowers just isn’t to the point
yet where we could effectively use and man-
age the equipment.”

Wert grass naturally clumps until suffi-
cient moisture has been removed from it,

pointed out Dane Scag, president of
Great Dane Power Equipment, Elm
Grove, Wis., and grass moisture is
extremely variable from the morn-
ing to the afternoon.

“No matter what method is used
todispersegrass evenly, when the grass
is wet it's always going to clump,” Scag noted.

Joe Reynolds, manager of the lawn care
division at Black Diamond Lawn Care, To-
ledo, Ohio, shared his concerns with the mulch-
ing mower reintroducing disease pathogens
and pest eggs into the grass and soil.

“Over the last decade in this area, I've
noticed a big change,” Reynolds said, point-
ing to increases in chickweed, red thread
and crabgrass. “And it all points back to the
advent of the mulching mower.

“For example,” Reynolds continued. “If
there are 10 million crabgrass seeds on the
ground and you catch 9 million then there’s
only 1 million seeds left. But if you mulch,

TRY THE NEW

T-BIRD

4" Pop-Up

=
We Pay Order by

RaIN R BIRD,
SALE

Complete Turf Rotor
with NEW Nozzle Tree

- Plenty in Stock
BEST BUY on a Turf Rotor

the Maxi-Paw

* is built tough
* is simple to adjust
* is easy to maintain

coverage

The Maxi-Paw also features

impact rotor.

*Suggested 1999 Lint Price

1p.m.

Maxi-Paw™ just loves to play dirty
in reclaimed, lake or well wa
And like all Rain Bird* Impact Rotors,

« efficiently delivers superior

accessible internals for quic
able service. At just $17.95%,
maximum impact with the legendary
proven reliability of the Maxi-Paw.
Nothing compares 1o a Rain Bird

ier.

readily
k, afford-

achieve

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

CALL US AND SAVE! 7:30 am - 5 pm (8873)
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there are always 10 million seeds left there,
And if I'm using a preemergent, which is
typically 90 percenteffective, | would rather
prevent 90 percent of 1 million weed seeds
than 90 percent of 10 million weed seeds.”

In addition to grass conditions and sea-
sons, location makes a difference in a mulch-

ing mower’s performance, recognized Ken
Raney, advertising manager, Excel Indus-
tries, Hesston, Kan.

“In Florida, contractors cut their grasses
at a 4-inch height, which means they have
an additional 1- or 1%2-inch layer of grass to
mulch down into,” Raney said.

“I bought my first hydromulching
machine for price. But it's a toy
compared to my new FINN
HydroSeeder. I've easily doubled
my production.”

Ask any successful hydroseeding
contractor. Nine out of ten will

tell you “Nothing else works like a
FINN HydroSeeder.” You see, no
other machine compares for fast
loading, thick consistent slurry, and
reliable trouble-free performance. As
a matter of fact, the vast majority of
FINN HydroSeeders sold in the past

HydroSeeder®: is a registered mademark of FINN Corporation

“l earn 78% more with
a FINN HydroSeeder ”

Brian Kerber, The Lawn Firm, Excelsior, MN

9281 LeSaint Drive, Fairfield, OH 45014

Shown above: T HydeoSeeder with 800 gallon working capacity

20 years are still on the job. That's
why no competitive unit holds its
value like a HydroSeeder. You can
get a real HydroSeeder for as little
as $149 a month. Call roday for

complete details.
&l
FiNN.

Innovative Equipment Enhancing
the World's Landscape

1-800-543-7166

Fax: (513) 874-2914
www.finncorp.com
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While Florida contractors generally fa-
vor mulching mowers, Walker agreed, those
in the Northeast don’t ger the results they
desire with mulching mowers because of
their cool-season grasses and heavy leaf fall
in the autumn.

“Arizona or places that overseed with
ryegrass are also poor locations for mulching
mowers,” Walker said. “Ryegrass is terrible to
work with when it's new because it’s so juicy
and tender. It’s hard to do a good job
cutting itand dispersing the clippings when
all it does is turn into green mush.”

THE ALTERNATIVES. If landscape contractors
aren’t using mulching mowers, they are either
using side discharge mowers or mowers with
catching features attached, Walker said.

Approximately 75 percent of Raney’s
customers are purchasing catching mowers
over mulching mowers in certain models.

If used properly, Walker said side dis-
charge mowers are a good alternative to
mulching mowers.

“On some properties, using a side dis-
charge mower isn't a disadvantage when
done correctly and neatly,” he explained.
“But if the property has a lot of sidewalks
and pedestrian traffic, then a contractor is
better off mulching to save time having to
use a blower to clean up the grass clippings.”

When it comes to catching, Ford and
Evans said they don’t charge to haul away
their customers’ grass, and they don’t take
the clippings to a landfill. Evans’ company
composts in-house and they mulch the grass
clippings themselves and then resell it.

Ford also composts caught grass clip-
pings, but he doesn’t charge his customers
for the mulch later. He either gives it away
to people who are doing composting or he
uses it to take care of weed problems.

“Star thistle covers about 10 percent of
California,” Ford pointed out. “It’s a most
disturbing and bothersome weed. Mulch-
ing over them, it smothers them out as
opposed to using an herbicide that hasn’t
proven as effective.”

This saves Ford the cost of taking the
grass clippings to a landfill and his environ-
mentally conscious customers like the fact
that he recycles.

Tim  Suter, manager,
FloraLandscape, Toledo, Ohio, said hiscom-
pany subcontracts the mulching of excess

sales
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spring grass and fall leaves. The work costs
about $8 per cubic yard. The company then
collects the mulch and keeps it in accessible
rows on an extra acre of land.

“When you bag clippings and take them
to a landfill, it costs $7 or $8 per cubic yard
in Toledo plus the cost of drive time to and
from the landfill,” Suter explained. “When
we subcontract the grass for mulching, we
pay about the same cost as a landfill charges

Giss clippings weve an easy target for
environmentalists becanse they made up
20,1 percent of all solid laydfill waste

buyned by Amerivans annmally, avcording

10 PLCAA, second only o paper and
paperboard products at 35.6 percent,

and the cost of having the additional acreage
to take care of the mulch. The difference is
that in the end we have a sellable product.”

ATTEMPTING A SOLUTION. Some mower
manufacturers have attempted different ma-
chine designs in an attempt to improve the
mulching mower.

Bush Hog developed a tractor-pulled
mulching deck with two sets of counter rotat-
ing blades — one moving clock-
wise, the other moving counter-
clockwise, which is designed to cut
the grass up into finer pieces for
mulching, said Bob Moore, vice
president of sales and markering,
Bush Hog, Selma, Ala.

And Excel created an upper
deck above the middle blade of the
mower to hold the grass above the
deck longer so that it gets another
chance to run through the three

mulching mowers

blades and result in tinier pieces, according
to Raney.

Yet most mower manufacturers agree
that when a contractor uses a mulching
mower — no matter what the design, the
condition of the grass will always make a
difference in its performance.

“Even with our new system, there are
still situations where a contractor won't be
able to mulch,” Raney admitted.

Even though manufacturersare trying to
develop something new, most manufactur-
ers have exhausted their current ideas and
are still in the stages of research.

“I don’t expect any real breakthroughs
soon,” Walker remarked. “I don’t think
there is any new mulching mower technol-
ogy on the horizon — at least nothing that
will make sales jump 20 to 50 percent.”

The author is Assistant Editor of Lawn &
Landscape magazine.

2-Year
Warranty!

CurerT Baldness

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

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

Unit is 540 PTO-driven and slip
clutch protected for tractors with as
little as 18 HP. Pneumatic tires won't
mar turf like skids do on other units. —
Can be ordered as dethatcher only. It's Gandy
Trailing gang rollers or fiber brushes
are optional. This year, cure Owatonna, MN 55060
turfgrass baldness forever.  800/443-2476  507/451-5430

Rain Bird* Impact Rotors are known
for their awesome performance in
dirty water. And now we're looking
for the best dirty water application
stories starring Rain Bird's “Dirty
Dozen" impact rotors. Got one? The
top story will win a dozen hundred
dollar bills ($1,200). The next 11
runners-up will each receive a dozen
ten dollar bills ($120). To qualify as a
potential Rain Bird “Dirty Dozen”
winner, you must submit your story
by September 30, 1999. For all the
down ‘n’ dirty details visit www.
rainbird.com/rbturf, or your
authorized Rain Bird distributor.
Enter today.

RN BIRD
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hand-held

~ . LoRt?

s Different manufacturers are
* adopting different strategies to deal

: with regulations affecting hand-
* held power equipment.

« By Dave Clancy

ety year, manufacturers look to add new and improved hand-held
cts to their lines. Increased fuel efficiency, lighter engines, better
ments and new accessories have all been to the forefront of

uct development.
However, as government agencies focus on air quality and emis-
sions control, hand-held power equipment manufacturers have had to

address new issues in their research and development — how to comply
with ever-evolving emissions restrictions.

Basically, this means that no matter how many bells and whistles
are on the machine, it will not be legal unless it does not pollute.
For most manufacturers, advancements in their equipment have been
government influenced. California Air Resource Board Tier II emission
standards for small engines are to take effect on Jan. 1, 2000, intending to
reduce hydrocarbons and nitrogen oxide emissions 44 percent over
CARB Tier I regulations that were implemented in January 1995.
But CARB regulations are not the only regulations manufacturers
must pay attention to. Arizona isadopting similar standards, and the U.S.
Environmental Protection Agency is proposing regulations that will
limit emissions severely as well.
The bottom line is that five years from now outdoor
power equipment will be radically different than it was
\ five years ago.
And, as manufacturers update their equipment

may remove some models of hand-

held power equipment from contractors’ equipment lineups to meet the evolving regulations, landscape con-
X tractors will be facing many new choices
starting Jan. 1. Photo: Echo (continued on page 58)

56 AUGUST1999 » LAWN & LANDSCAPE




_ 7
There Are More Than 1 welve Mﬂ] or
Design Differences That Make

Ours Last Longer Than Their's.

The Difference Is What You Don’t See

Electronic 0il Warning System

Sealed & Dust Resistant Carburetor
Cyclone Style Dual Element Rir Cleaner
Forged Steel Crankshaft

Gast-in Iron Cylinder Liner

Automatic Compression Release

Super Silent Muffier

Heavy-Duty Dual Ball Bearing Crankshan
Nylon Bushings On Choke & Throttle Shaft
60% Less 0il Consumption

3.5dBA Quieter Engine

45% Less Pulling Force

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

STANDARD

How The Competition Stacks Up
A B c

Nope Yeah Right Sorry

SSSure... Whatever.

More Money

How’s That? Not Today! Pardon Me?

Standard

Excuse me? Holy Cow?

Next Year?

Occasionally

Standard Send Money Hog Wash

Standard Yo Mama What The...

Do What? [ Give! Yeah But... |

Bite me Wire Transfer!f Maybe Not |
No Way. Can’t Do It. Lunch time? |

And You Are? Yea, Um Hm. Come On! |

Whoa. Pull Finger. Dubh.

i the competition. And it's

> diUUl

H II

SUBARU
The Life of the Job.

940 Lively Boulevard, Wood Dale, IL 60191-1204 « Telephone: 630/350/8200 Fax: 630/350/8212
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(consinued from page 56)

concerning their equipment purchases.
Some product lines will go away, while
others will be radically different. And ser-
vice requirements will differ as well.

OPTIMISTIC ENGINEERING. So whart does the

future hold? Some manufacturers are tight-
lipped, trying not to tip their hands before

final regulations are issued. Others swear by
their products, saying their technology is
the technology that will survive.

“We think two-stroke technology is here
to stay,” said Mark Woodling, marketing
administrator, Tanaka Power Equipment,
Kent, Wash. “And we developed our tech-

nology accordingly.”

Garden Retailers

Labor and Freight

BRIC-EDG™
PAVER RESTRAINT

PR

BRIC-EDG
makes paver
work easier,
It can be
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outside or

pavers.
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*Can ship UPS

E-Mail: olyola@aol.com
Website: www.olyola.com
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 Safe Poly or Vinyl Material

1-800-EDGINGS (334-4647) ;
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Woodling said the company’s engines are
simply a redesigned two-cycle engine with one
new component — a catalytic muffler. “We
were able to cut emissions by 70 percent and
increase our fuel efficiency with the rede-
sign, so it worked out rather well,” he added.

Tanaka’s engines were among the first to
receive CARB Tier Il certification, along
with those from RedMax, Norcross, Ga.

Tanaka’s two-cycle engines are currently
available in grass trimmers, pole hedge trim-
mers, portableedgersand pole saws. Woodling
said the company is planning on implement-
ing the engine into its entire lineup of equip-
ment. “The next products will be hedge
trimmers, sometime in December. Then we
will look at other product groups.”

RedMax has also cut emissions on its
two-cycle engines by redesigning technol-
ogy. RedMax meets CARB Tier II stan-
dards without the catalytic muffler. Its en-
gine evolved from technology used several
years ago in the motorcycle industry, ac-
cording to Dave Vick, national sales man-
ager at RedMax.

“With this engine we are injecting fresh
air between the burned gasses and the in-
coming fresh charge of fuel, which separates
the two. Therefore, no unburned gasses can
escape,” said Vick.

These RedMax engines reduce hydrocar-
bon emissions by about 73 percent, according
to Vick, and use 30 percent less fuel than
comparable existing units. “We felt that by
working to improve the fuel efficiency we
could save contractors money,” he noted.

“I really don’t think the contractor cares
about the emissions. State agencies, how-
ever, do care,” Vick added. “The contractor
wants performance at the best price with the
best service. We have to make a compliant
engine to satisfy the agencies, while remem-
bering the product must perform at the level
contractors expect.”

Vick said shipments of products using
RedMax’s new engines will begin in No-
vember. “We will switch over 100 percent
of our product line, even though this starts
with just California and Arizona. We want
to be ready for the entire nation,” he added.

TWO VS. FOUR. Not everyone is sold on the long-

term future of two-cycle engines, however.
Frank Coots, of Ryobi said, “We still
(continued on page 60)
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(continued from page 58)

believe that the four-cycle equipment is the
most cost effective and convenient technol-
ogy to meet the new standards.

“There are just so many advantages of
the four-cycle over the two-cycle engine
that they cannot be ignored,” Coots added.
“Most obvious? You don’t have to mix the
gas and oil. That alone is a big advantage.

“Plus, performance-wise, a four cycle is
effective in the lower RPMs. With most
two-cycle work, you have to go full throttle
on it to be successful.”

Ryobi, which introduced the first hand-
held, four-cycle engine five years ago, intro-
duced a line of four-cycle engines that meet
CARB Tier II standards. “Ryobi made a
decision in the early 1990s to embark on
this four-cycle development program,” said
Coots. “We saw that as the answer to the
coming regulations.”

“We have been focusing the past few
years on getting our equipment down to
similarly powered two-cycle engines,” said

Noise Ahatement

any manufacturers acknowledge that noise issues will be the next ones tackled once

emissions issues are sorted out.

“We are looking at options to help us develop a quieter blower,” said Nick Jiannes, product

manager, Stihl, Virginia Beach, Va, “Some people are looking at restricting noise levels to 65
decibels [at 50 feet], We think you should go as quiet as possible.”

“The noise issue hasn't been fully resolved yet, and it is a challenging one because it involves
more than just the engine,” said Frank Coots, Ryobi. “The fan makes a lot of noise itself and that
has to be taken into account. Noise will definitely be an issue in the future for manufacturers.”

Robin Pendergast, spokesperson for Echo, Lake Zurich, Ill., added, “Noise is a big enough issue in
California without even getting into emissions. Put them together and there is a major challenge

ahead of us.” — Dave Clancy

Coots. “We don’t have to beat them on
weight, just get them down to the same
weight. And we are at that level now.”

But Robin Pendergast, spokespersonfor
Echo, Lake Zurich, Ill., disagreed.

Four-cycle engines are heavier than two-

cycle engines and their internal complexity
lends itself to performance problems due to
carbon buildup,” he said. “Four-cycle en-
gines also need extensive maintenance, in-
cluding a frequent changing of the oil.”
(continued on page 64)
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Introducing the EBS 100/200 Detachable Spreaders

Fits Most Commercial Mowers, Utility Vehicles or Tractors

g * Rebuilable Electric Motor(Sealed Ball Bearings)
A * Variable Speed
| *Just Seconds to Mount or Dismount
* Stainless Steel Frame
| * Heavy Duty Polyethylene Hopper
1 + Rubber Sealed Electrical on/off Switch
* Large Capacity (100 or 200 Ibs. Fertilizer)
CALL TODAY!

Lawn Power & Equipment
(407) 656-1088
www.groundtek.com
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Turn your skid steer into a
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Keith Macdonald’s work crews at Bridgewater State College campus swear he’s a master spy. or psychic. “He
knows when we’ve sprayed off an area with Finale” Herbicide without us even telling him.” said a crew member
“sometimes only 24 hours after the job’s done.” Keith laughs. “When it gets busy and I can’t check with every-
one, I simply drive around and see the results. It only takes a day or two for Finale to work. A month later. the
area’s still clear.” But it wasn’t always so easy. As assistant facilities director on the Massachusetts campus,
Keith used to use the leading systemic herbicide. It took 2 weeks hefore | knew I had a take.” he says. “drove
me crazy.” Keith also likes Finale’s ability to create perfectly clean edges around beds and

baseball fields. “It’s the no-creep feature.” he says. “the one my crews apply to me.” k
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In as little as 24 hours after you apply DYLOX® Insecticide, your grub problems aren't just gone,

they're splattered. Because DYLOX is the fastest grub control around. And as everyone knows,
speed kills. For more information, contact Bayer Corporation, Garden & Professional Care,
Box 4913, Kansas City, MO 64120. (800) 842-8020. www.protect-your-turf.com

ALWAYS READ AND FOLLOW LABEL DIRECTIONS
© 1999 Bayer Corporation Printed in US.A. 99517R0050
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“This is an evolutionary process,” said
Dennis Stauch, product development man-
ager, Shindaiwa, Tualatin, Ore. “All manu
facturers are working on various engines to
meet the regulations. We've had the Phase

one and the Tier | regulations — now we

‘We have CARB Tier I and CARB Tier II.

We foresee CARB Tier I1I down the road,

and we are working to make sure we are

ready for that when it happens.” ~Woodling

must work to meet the second stages.

“These regulations will change the face
of our marker,” Stauch added.

Stauch said thar some manufacturers
will opt out of the California marker for a
brief period while they are developing
technologies to meet the requirements. “That

can help them buy some time to ger ready for
the EPA Phase 2 requirements,” he said.

Stauch said that for manufacrurers, tim-
ing is critical. “This is a mature marker and
it is very comperitive. There is a lot of
market share at stake. The restrictions placed
upon equipment between the CARB
and the EPA regulations will help
change the contractors’ decisions be-
tween company A and company B.”
he added.

“There seems to be a level of one-
upsmanship in the industry,” said
Pendergast. “But the bottom line is
manufacturers have to have products
that meet performance standards while
following the regulations.

“The EPA will have further regulations
down the road, and we have to be prepared
for them,” Pendergrastadded. “Some people
will do this by making products specifically
for California. Some will avoid California
altogether. We will have to look at the market

and determine our best strategy from thar.

“Obviously, if we have 80 percent of the
market in California, that would influence
our decisions,” Pendergast continued. “Bur,
at the same time, you don’t want to have
your entire marketing strategy dictated by
one state, regardless if it is the 12th largest
economy in the world.”

California does drive the technology,
agreed Woodling. “The California regula-
tory commissions are the primary movers
when it comes to new technologies,” he
said. “They make the rules and we try and
engineer for them.

“And they are not through,” he added.
“We have CARB Tier | and CARB Tier I1.
We foresee CARB Tier Il down the road,
and we are working to make sure we are
ready for that when it happens.

“But,” Woodling cautioned, “the prob-
lem in the industry, both for manufacturers
and contractors, is that the big players, the
Echos, the Stihls and the Shindaiwas, have
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The ROOTWELL® system reduces stress naturally
by directing water, oxygen and nutrients
through compacted soil for root absorption.

Promote plant health and vigorous growth effectively
with ROOTWELL® the total root care system.
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not announced what they are going to do.

Their marketing strategies will have a big
say in how this industry shakes out over the
next few years.”

“All manufacturers are working on their
answers to these regulations, but doing so
quietly,” agreed Stauch. “The small compa-
nies want to become bigger. The big compa-
nies want to become large. And the large
companies want to dominate.”

“We have to be prepared for whatever
the regulators throw at us,” said Pendergast.
“Some people will create separate lines for
California. Some will pull out of that mar-
ket. And some will rush products to market.
But we have to study the market, the regu-
lations and make the best decisions for us
and our customers.

“The EPAand CARB have forced manu-
facturers to invest money in technology to
improve their emissions,” said Nick Jiannes,
product manager, power tools, Stihl, Virginia
Beach, Va. “And what has happened in almost
all cases is that the manufacturer has devel-
oped a much better product. Sure, it is more

The first thing contractors look at when purchasing
engines is horsepower, followed by the choices
between twin-cycle or single-cydle, liquid-cooled or
air-cooled and overhead-valve or side-valve
engines. Photo: Kohler

expensive, but it is a better product.

“Our products are running leaner and a
lothotter with higher RPMs,” Jiannesadded.
“When an engine does that, it has to have
higher tolerances. It has becomes more of a
high tech engine.”

But, he cautioned, with that higher tech-
nology comes a need for better mainte-
nance, “Even though these are better prod-
ucts, they cannot be neglected,” Jiannes
commented. “Since the products are cleaner
burning and more efficient, mechanics can-
not just ‘adjust out’ problems. They have to
diagnose them just as a car mechanic would.

IMMEDIATE REALITY. So whar does all this
mean to contractors? Many things.

First ofall, there will be a plethora of new
technologies available in the next few years.
RedMax, Tanaka, and Ryobi have already
introduced new engines for some of their
products. Echo, Stihl and Shindaiwa are in
the process of introducing products. Entire
product lines will change, almost overnight,
with engines designed to be more fuel effi-
cient, and less harmful to the environment.
Contractors must be ready to study the new
alternatives.

In addition to the variety of products
available, there will be a simple choice of
two- vs. four-cycle engines. While each has
advantages and disadvantages, different

hand-held

manufacturers swear by different engines.
And some are not sold on either one as of
yet, taking a wait-and-see approach. Con-
tractors must be ready to make a choice, and
live with that choice, as the regulations
continue to unfold.

Third, maintenance will become increas-
ingly important. The technology is moving
so fast that simple tune-ups might not be so
simple anymore. “Mechanics must be able
to diagnose the problems. They can't just
look at a machine, believe it is running too
fast and turn the RPMs down,” Jiannes said.
“They have to go in, find the problem and
be able to remedy it. They must be up to
speed on the latest service innovations.”

Likewise, contractors must pay atten-
tion to what they put into the machine.
“The days of using last year’s gas, adjusting
the burps out of the machine and attacking
some weeds are gone,” Jiannes said.

“There will be a lot of new technologies
that enter the market in the next few years,
and many of them might be grear short-
term solutions,” Stauch added. “But there
arealotof long-term questions. The changes
that are out there will continue, and no one
knows exactly what will happen as the next
few years unfold.

“The landscape industry will see many
new choices, and it will see a lor of market-
ing buildup. The landscape contractor must
be informed about the technology, and the
regulations. We will see some dramatic
changes in the next five years and everyone

must be prepared.”

The author is a freelance writer based in
Westerville, Ohio.
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s a question for you — what
efines the “landscape” that con-
gractors are responsible for caring
* for? For many contractors, the land-
scape is all of the plant materials
they can see growing on a prop-
erty. While this is certainly an un-
derstandable answer, not paying
proper attention to what lies be-
neath these plants can reduce the
effectiveness of the work a contrac-
tor does.

Indeed, many companies have
bolstered their lawn care fertiliza-
tion programs by incorporating soil
analyses into their program. While
soil testing services aren’t likely to
be large profit centers for compa-
nies, they can be a key to earning

goes on beneath
the turf layer can
help contractors
provide the most
attractive and
healthy turf.

and their plants healthy.

laboratories want to dispel.

C B B B B OB BN OB O BT B OBE BE BN BN OB OB BN OBE BN BN OB BN OB NN OB OB N B B B B B B B B N N

By Bob West

66 AUGUST1999 « LAWN & LANDSCAPE

AsL

11 My Thend St « Masrgtin. TH 2108 « 1801) 5272700 + FAX 901) 128 1031

SOIL ANALYSIS
LAB MUMBER 55959 SAMPLE D |
- Seall et W —_—— = -
35 L 19.0
* 8w weq/1009
del L TANCRE
L e
XCa  74.3
g 10,5
P e — » 1.3
e 1 won et
T X o a3 b 3
- EXTRACT 10N
== /
SOIL FERTILITY GUIDELINES

LB/1000 S0 FY

UB20)
621
e

00680

new customers who are impressed by the scientific approach a company employs or
retaining current customers by taking the extra step necessary to keep their turfgreen

For other contractors, however, the science involved in soil testing can be
intimidating and needlessly confusing. This is exactly the notion that soil testing

“We’re not trying to teach contractors soil chemistry,” noted Dr. Chuck Darrah,
general manager and consulting landscape agronomist, CLC Labs, Westerville,
Ohio. “We are trying to make contractors feel comfortable with what a soil test tells

TSCUE
D0616)

R S S (TIPS

'
MAINTEMANCE: Apply O0.7% to 1 Ib N/I000 sq ft in March, May, Septesber ,
and November. AdJust N rate and timing to accomodate climatic
conditions and management practices. If lover maintenance I8 desired,
the May spplication can be oliminated.

Apply recommended phosphate in spring.

Apply half of recommended phosphate in spring and again in fali,

Apply recommended potash in fall, If the seil is sandy, spply 1 10 of
POtash/1000 g 7% in full and apply the resaining petash in several
smalier applications throughout the growing seasen.

If the recosmended ameunt of |imestone i not incorporated inte the soil
prior to wstadlishment, surface apply op to 5O Ibs/1000 sq ft every 4 o
& months until the recommendsd amount is applied.

A soil analysis report

offers contractors
direction for producing

the healthiest turf and
(continued on page 68)

landscape possible.
Image: A&L Analytical
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ICD Stachable
Retaining Walls

ICD’s StoneWall Select retaining walls provide the
natural look of hewn stone in o stackable, mortor-
free system
of un-
paralleled
versofility.
Stems, 90-
degree
comers and londscape lighting can be easily
incorporated into wall designs. Provides superior
connection to soil reinforcing geogrids for walls up to
40 feet high. Free downloads, including CAD deails,
installation manual, grad chart and brochures are
available on our website at www.selecticd.com.
Circle 226 on reader service card

Kanga Terminalor
K7-20 is Easy to Handle
Originally designed as a low-powered hydraulic
handyman’s tool, the KT-20 is the result of working
with professional tree care tradespeople and
mainfenance companies. Coupled with our Kanga G-
420 Looder, the Terminator is on eoswohondle 20-
; hp gos
engine-driven
stump
grinder. The
Terminator
also uses @
RIS (irectdrive,
fwin Vee-belt with o centrifugal clutch (to absorb
shock loads ond make engine storfing easy), heavy-
duty spherical roller cutter rotor bearings and 12
Tungsten Carbide cutters. Attachment of the
Terminator to the Kanga Loader takes about two to
three minutes. Kanga G-420 loader and Terminator
KT-20, on unbeatable combination. You'll never leave
home without it. Kanga since 1981.
Circle 229 on reader service card

Aecelerator Industried
Grass Calcher

Accelerator’s 1998 line of aluminum cotchers
now features o catcher for most midsize,
walk-behind mowers. New for this season are
the John Deere, Toro 44-52 and Great Dane
models. These catchers are made with welded
structural grade aluminum ond thick .063
perforated oluminum sheet. Features indude:
o 4.]5ubicfoot capacity

® Weighs only 17 pounds

* Balonced Fbeam handle for easy carying
Heavy-duty — builttodost

Oneyeor commercial warronty

 Hinged back door for easy emptying
Circle 227 on reader service card

Since 1982, Remote Control Technology, Inc. has
manufactured economical, quality remote controls for
the turf irigation and commercial industries. We corry
0 complete line of universal remote controls an
connectors for all models of residentiol and commerciol
controllers. In addition, we have custom
receiver cards for specific controllers that do
not require o hard-wire
connection. The
Sidekick FM and TRC
Commander remote
controls are universal
and will operate any
24VAC imigation
5 system. Our
products are backed
by a three-year
warranty.
Circle 230 on
reader
service card
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Real Green Computers has developed the first
sophisticated routing, scheduling and mapping system
for the green industry. With Mapping Assistant, o new
module that con be integrated with your Lawn Assistont
II for Windows, select your customers and have truck
routes created automatically. Print defailed directions fo
each stop and color maps for the route.

Industry studies have proven Mapping Assistant will
increase your company’s productivity by at least 10 to
20 percent.

Circle 228 on reader service card
g Pt

Innotek Pet Products, Inc., has deolerships
available now. Join the Smart Dog professional
team, a network of authorized hidden dog fence
installers. Enjoy an exclusive feritory and wide
profit margins in this fost-growing industry.
Innotek’s free video gives you the detals. It
explains what makes Smart Dog Professional so
technologically odvanced — and so easy to sell.
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At Vista Professional Outdoor Lighting we take pride in
producing the industry’s finest fixtures for landscaped sites
Our products are manufactured 100 percent in house at our

southern California facility where

quality is assured and the

craftismanship is unmatched.

Landscape professionals rely on Vista for

an outstanding selection of fixtures, the latest

technical improvements and ease of

installation. '\ See how Vista low voltage

lighting can & enhance your landscape
designs. Call today for a free \ catalog:

\

800-766-84

Vista Professional
Qutdoor Lighting

1625 North Surveyor Ave.
Simi Valley, CA 93063
Fax: 888-670-8478
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them and how to relate that information to
their customer.

“The bottom line is that a soil testing
program will help contractors grow better
turf and ornamentals,” Darrah continued.
“The test doesn’t give all of the answers all
of the time on every property as infrequent
users believe it will, bur successful soil test-
ing programs have been implemented by a
number of contractors.”

In an effort to paint a clearer picture of

soil testing, Darrah provided additional an-
swers to questions relating to soil testing:
Q. Whar is a soil tese?
A . A soil test is a series of tests done on a
soil sample to check the pH and nutrient
status of a lawn or landscape. A soil test is
like a “physical exam” for a yard. It shows
contractors what shape the soil is in and
what corrective applications, if any, are
needed for the grass, trees and shrubs.

A soil test is a laboratory analysis that
extracts the plant available nutrients from
the soil sample and measures them. A pH
measurement is also done. This informa-
tion is then converted ro lime and fertilizer
recommendations for the grass types in the
specific lawn or the plants in the landscape.
h. What are plant available nutrients?
A . Plant available nutrients are the ele-
ments necessary for plant growth. Soil test-
ing laboratories routinely test for the nutri-
ents thatare mostimportant for plant healch.
Q. How do you test for these nutrients?
A . Laboratories use special extracting so-
lutions to remove the available nutrients
from the soil sample. The filtered extract is
then measured to determine the level of
plant nutrients in the soil. The soil pH is
also carefully measured to determine its
acidity or alkalinity and the need for lime.
Q). Whar kind of soil tests are available?
A . The series of tests that are available in-
clude tests run on the soil samples to mea-
sure pH, buffer pH (or lime requirement),
available phosphorous, and exchangeable
porassium.

Q). Why are soil tests necessary when the
lawn, shrubs and trees all look fine?

A . Soils constantly change. The quantity
and availability of plant nutrients in the soil,
as well as the pH, change as a result of
clipping removal and/or the addition of
fertilizer, compost, lime or other materials.
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soil testing

winued from page 00

Q. i property suffered from certain
insects or diseases in previous years, will a
soil test find evidence of those insects or
diseases this year?

A . A soil test reveals the nutrient status

and pH of your soil. It does not test for
insects or diseases, however. Quite often,
insects or diseases are more severe when
there is a nutrient deficiency or low pH.

Weak plants are more susceptible to insects

and diseases and less able to recover when
they do attack the lawn or landscape.
Q. How much soil is necessary for a soil
test sample?

A. 11 2 lawn, it is recommended that

70

Selling Soil Testing

btaining a laboratory's analysis of their soil isn't a commonly cited

reason on the list of why consumers hire lawn care or landscape
companies, but perhaps it would be if more consumers were aware of soil
testing services and their benefits, which include:

« Soil testing allows lawn care and maintenance companies o
individualize the service to a lawn.

« Most soils aren't perfect for growing good lawns, Many lawns are
growing on sub-soil left over after new construction.

« A soil test is environmentally responsible because the over application
of some nutrients may not be beneficial.

« Soils constantly undergo change. The quantity of plant nutrients in the
$0il change as a result of changes in the soil, rainfall, clipping removal and
the addition of fertilizer. A maintenance program should account for these
changes.

« A soil test is a good way to tell if a soil can supply the nutrients
needed for a good lawn. The soil test indicates what treatments should be
prescribed for a specific soil and in what quantities the products should

be applied. Lawns
have minimum
nutrient
requirements
below which plant health is sacrificed. Although nitrogen alone can
produce a good-looking fawn, long-term plant health cannot be assured
unless other nutrients are present in the correct amounts and the soil pH
is in the preferred range. Most plants do well in the pH range of 6.0 t0 7.0,
although certain acid-loving plants do best at a pH between 5.5 and 6.0.
While most turf and ornamentals in the landscape cannot tolerate
excessively low soil pH values, many are adapted to moderately alkaline
pH values in the range of pH 7.8 t0 8.3,

= A soil test indicates if a lawn is too acid or too alkaline and shows if
levels of phosphorous and potassium are adequate. Otherwise, the
benefits of maintenance fertilization programs are often wasted if
minimum nutrient and pH needs are not addressed by soil testing and
corrective applications. — CLC Labs

Over 500 chemical accidents are reported

to the federal EPA every month. If the guys in the “moon suits”
show up at YOUR spill site, are you protected? Most policies cover
only a small part of mandated/actual pollution costs — costs that can
easily run into tens of thousands of dollars. Or more. Give us a call
today and compare your current coverage with reality.

B. & D;'A' WEISBURGER, INC.
EPENDABLE SERVICE SINCE 1915

1-800-431-2794

5 Waller Avenue White Plains, NY 10601 Web Site/E-mail: weisinsure@weisburger.com
Fax 914-428-0943 Fax-On-Demand: 800-ASK-WEIS (800-275-9347)

USE READER SERVICE #57
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contractors take a minimum of eight to 10
core samples, each about 3 inches deep.
Also, be sure to take the sample before
treating the lawn.

In a landscape bed, contractors should

While soil testing services aren't likely to be large profit
centers for companies, they can be a key to earning
new customers who are impressed by the scientific
approach a company employs or retaining current

customers by taking the extra step necessary to keep
their turf green and their plants healthy.

take eight to 10 core samples about 5 to 6
inches deep for the sample.
Q). What should contractors do with the

information received from the soil test?

A. The laboratory report will show the
actual data from the laboratory tests. The
report generally indicates the levels (high,
medium, low) of pH and nutrients in a bar
graph. It also gives contractors an indepen-
dent recommendation for
the lime and fertilizer
needs of the sampled
property.
Q). Can a soil test con-
firm whether or not an
application of some pes-
ticide product caused
problems in a lawn or
landscape?
A. A wpical soil test
determines theamount of
nutrients in the soil, not
the presence of pesticides.

e Does the soil test diagnose turf or
ornamental diseases?
A . Most soil test programs do not diag-

soil testing

nose turf and ornamental diseases. Soil test-
ing companies recommend contractors con-
tact their county extension agent for diag-
nostic services.

Q. How long does it take for contractors
to receive the results of a soil test?

A . Generally, soil testing takes about two
weeks for the laboratory to present the re-
sults of the test back to the contractor.

The author is Editor of Lawn & Landscape

magazine.

Have any
questions about soil
testing?

USE YOUR

MosT VALUABLE TOOL
FOR CUSTOMER

SATISFACTION AND

= RETENTION —

m

m

<| CLC LABS SOIL

5 TESTING!

= Call 614/888-1663 . il

~ and Start Today! @

, NV

n « Attractive brick edge defines lawn perimeter

)  Freeze / Thaw stable, flexes with ground movement
o « Easy to install

= * Provides a cleaner edge than competitive products
m 325 Venture Drive ‘ su |
» Westerville, OH 43081 N BORDERSCAPES
w

614 888-1663

FAX 614 888-1330

Toll Free: 1-800-282-4226

¢

Exclusive Laboratory Services for the
Turf & Ornamental Professional.
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irrigation

1

Trouble-

shooting an
irrigation
system
requires a
systematic

approach.

By Nicole

Wisniewski

AUGUST 1999 » LAWN & LANDSCAPE

etting an exam at the doctor’s office isn't
much ditterent from repairing an irrigation
system, according to John Dubose.

“Most of the time, people go to the doctor’s
office for a reason.” pointed out Dubose, regional
sales manager, Buckner by Storm, Fresno, Calif.
“It’s the same with irrigation contractors and an
irrigation system. Nine times out of 10 there is a
complaint from the homeowner or property man-
ager first before an examination is made.”

When the check up actually starts, a doctor
usually goes through the same methodical means

www.lownandlandscape.com

Checking all sprinkler heads to ensure that
they rise, rotate and spray correctly is a must
on irrigation systems. Photo: Buckner by

Storm

— checking a patient’s heart rate, blood
pressure, reflexes, etc. — each time to diag-
nose and treat the problem correctly. [fhe
or she misses one of these steps, a misdiag-
nosis could be made, Dubose said.
“Troubleshooting an irrigation system
really isn’t complicated,” Dubose ex-
plained. “It’s systematic. Irrigation con-
tractors need to go through the same
process each and every time they diagnose
and repair an irrigation system. Ninety-
nine percent of the time the reason they
can’tfind the problem the first time around
is because they skipped a step and had to

start over.”

WHERE TO BEGIN. Some arrangements need to be
made with the homeowner or property manager
before an irrigation contractor even sets foot on
his or her property, warned Rick Walter, partner,
Northway Landscaping and Irrigation, Circle
Pines, Minn.

“Irrigation contractors need to make sure some-
one is home and that they have access to the water
source and irrigation controller so that they can
identify the problems,” Walter said.

This is particularly key with residential cus-
tomers, stressed Joe Bennet, president, AutoLawn,
Fort Gratiot, Mich.
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“There is less interaction between the technician and owner of a
property when commercial clients are concerned,” Bennert ex-
plained. “They just want the system fixed and the property managers
usually leave the job to us, but we still tell them when we're going to
get there, what we're doing and when we're going to leave. With
residential customers, make sure they know when you're coming and
what you're doing each step of the way and how much they are going
to be charged.”

If the homeowner can’t be around during the inspection, ask him
or her to mark the water source, controller and any problematic areas
of the irrigation system, suggested Rick Pate, president, Pate Land-
scape Co., Montgomery, Ala., so that they can be easily found.

The hourly rate for an irrigation service varies from location to
location based on what the contractor in-
cludes in that rate. In the Texas market, an

You have to irrigation contractor will charge an average of
$45 to $55 an hour with a two-hour mini-

make sure mum charge, Dubose said.

vou're .f(’llflfllg Pate said he charges $49 per hour with a

one-hour minimum charge to send a two-

a knowledge-

man service crew out. After the first hour, the
able person price drops to $39 per hour. The rates are
different if Pate’s crew plans to be on the
property all day for a special project. Walter
the System 1o charges $58 per hour with a one-hour mini-
be flm to the mum charge. These prices all include drive

! time, and some contractors noted they charge
extra for mileage if the property is outside of
I/ you have to their regular service area. Any parts needed to
o fix the irrigation system are an additional cost
to the customer, and Walter said he doesn’t
out f()gt’f/)(’)' s0 charge above the rerail cost for parts, yet he

out to service

customer even

send employees

that f/)(,], can admitted some contractors do.

o “Determining a price for your service is all
learn f)'()l)l about being fair to yourselfand your custom-
each other.’ ers,” Bennett explained. “It takes a service

technician about two to five years to get good at
repairing irrigation systems. So, you have to
make sure you're sending a knowledgeable
person out to service the system to be fair to
the customer even if you have to send a new employee out with an
experienced one so they can learn from each other. And, to be fair to
yourself, you have to make sure you're bringing in a profit.”

— Bennett

AN ORDERLY APPROACH. Troubleshooting an irrigation system re-
quires only common sense, Pate declared.

“Start with the controller and work your way outward,” he said.

One of the most common problems irrigation systems face is
something as simple as a power outage, Bennett remarked.

“If the power goes out and the backup battery wasn’t plugged in
or isn't charging and the customers don’t reprogram their systems,
they call an irrigation contractor,” he said. “All we have to do is reset
the clock and the system is working fine again.”

After a power outage, an irrigation contractor can find irrigation

hine That Will Hove You Hopping Ali The Way To The Bank

Sod Cutter, F

Curb Machine

: Vanety of Styles and Fn/shes
Manufacturers:
Quality Curb Machinery and Sod Cutters

s CALL FOR FREE VIDEO
(888) 999-6641

Phone: (623) 939-8708
Fax: (623) 435-0626
www.borderlinestamp.com
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“We feature Royal
Brand turfgrasses
because of their
dependable quality
and top-of-the-line

- performance.”

Geoff Myer; The Planters Seed Co.

AtRoyal Seeds, we take as much pride

in your turf resultsas youdo. Our seed
| consistently produces uncommonly
| beautiful turf from coast tocoast, under
the most challenging conditions. ‘

Let our expert consultants work
with youtodesign the seed program
that will best meet your needs.

Royal Seeds, proud producers of
Bonanza Il Tall Fescue, Fairfax
Kentucky Bluegrassand otherfine |
turfgrasses.

2 n,nl

Salem,OR -800-228-4119+ www.oyalseeds.com
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irriqation

The Technician's Toolhox

o troubleshoot an irrigation system, a contractor needs to have the right tools. John Dubose,
regional sales manager, Buckner by Storm, Fresno, Calif., recommended these essentials and

explains their uses:

« Pressure gauge— Checks the static water pressure.
* Volt-ohm meter— Checks the AC voltage, wire resistance and continuity.
* Remote valve solenoid actuator— Provides a voltage to actuate the field solenoids when the

power of a system is in question.

« Wire locator— Helps determine the path of irrigation wiring underground when it is unknown.
« Wire fault locator— Can search out the exact location of an underground, shorted wire after the

path of irrigation wiring is determined.

« Wire toning device — Can help identify a single wire in the field when all wires are the same color.

« Wire cutters and wire strippers— Helps with the replacement of wiring.

« Wire dry splice connector— Helps with the replacement of wiring.

« Various PVC pipe and wire types— Used for repair purposes.

« PVC slip fixes— Used to make repairs on irrigation piping without having to dig up the whole pipe.

* Blue/wet glue— Used to make repairs in wet conditions, such as to a PVC pipe when the water to
the irrigation system cannot be completely turned off or drained.

« Hand tools, shovels, saws, efc.—When it comes to tools, Joe Bennett, president, AutoLawn, Fort
Gratiot, Mich., recommended a complete set of pipe wrenches — 36-inch being the largest, a /z-
inch drive socket set, screwdrivers, nut drivers, hex saws, cable saws, a torch, pipe cutters and

a chain wrench. — Nicole Wisniewski

system clock problems ranging from blown
circuitry and broken power modules to a
chassi that needs to be replaced, according
to Greg Boyce, East Coast regional man-
ager, K-Rain Manufacturing, West Palm
Beach, Fla. These parts are relatively easy to
replace, Boyce maintained.

Pate said he laughs at how many times he
has to charge his customers for service calls
as simple as this.

“They don’t want you to explain the
problem or how they could have fixed it
themselves,” Pate admitted. “They just want
you to fix it. They feel that they are buying
a good-looking landscape from us and they
are paying for the convenience of not put-
ting a lot of work or maintenance into it.

“Technology hasimproved so much over
the years and homeowners don’t under-

stand what kind of system they have or what
it's capable of doing,” Pate continued. “They
just want it to turn on and turn off.”

If there is no power coming from the
controller, there are two things that need to
be checked, according to Dubose: Make
sure the controller is not unplugged and, if
there is AC power, be sure to check the output
of the controller for sufficient voltage to the
field, which is commonly 24 volts.

“Somethingassimpleasalightning surge
could have lowered the voltage,” Dubose
explained.

Inaresidential system, another common
problem with a poorly operating controller
is unclear or poor setting changes made by
the homeowner or system operator that
have stopped the system temporarily from

working, Dubose added.
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*~ PLCAA's Anhniversary

#," Lawn & Landscape Pros...

* ou're Invited to Celebrate PLCAA's 20th Anniversary & GIE’s 10"
» X Anniversary! Join us in Baltimore as we Countdown to Y2K—
preparing you to succeed in a changing marketplace and industry.

| What Makes This A Super Show?

* Products & Services Galore.
P - e ™| 300 exhibits—80,000 sq. ft. sold-out show—and nearly 2,000
hy “@ma representatives will be on-hand at the GIE trade show, offering
. - " TR you the latest products and expert advice available.

* Informative Sessions & Roundtables.
Pick and choose from 60-plus sessions featuring expert speakers |
and hot topics. Enjoy one-on-one Power Breakfast Roundtables

where you can save money with innovative ideas and practices. |

* Popular Outdoor Equipment Demo.

Touch it, ride it, operate it...GIE's Outdoor Equipment Demo lets

you “try-before-you-buy.” A hit with attendees, more than 2,000
showed up for last year's Demo to “test drive” the merchandise. |

* Networking & Fun Events. |
It's not all work and no play at the PLCAA Conference and GIE. Unwind on the golf
course, mingle at the Friday night Birthday bash, party at the Annual Meeting, |
Dinner & Casino Night, or jump in the bidding frenzy at PLCAA's Live Auction.

* Location, Location, Location.

POl NGRS V= oo .

¥ wml Baltimore is the 12th largest U.S. city and a waterfront treasure. The National
Aquarium and Camden Yards are located here, along with an array of world-
class museums, historic landmarks and top restaurants. Baltimore's strategic
4 location on the Eastern Seaboard places it within easy driving distance of
* Washington, D.C, Philadelphia, PA, and New _ @ e eeee
York, NY. The Baltimore/Washington Airport
(BWI) is served by 20 domestic and interna- Conference
tional airlines and is just 10 miles from the November 12-16
city's center—a brief 15-minute ride. Also, r Equipment Demo
| AMTRAK serves Baltimore, just 5 minutes Outdoc&ovqem%er 14
| from downtown at Pennsylvania Station.
: Trade Show
~ Registration Discounts & Options! NVEIhE D=1
* % ok kK
* Save $40 by registering on or before September 30. Baltimore Convention Center
* Save $100 when you register as a PLCAA member—it's easy to join PLCAA PLCAA's Hotel:
on the conference registration form or call PLCAA at (800) 458-3466 for Omni Inner Harbor Hotel
membership sign-ups and specials. Visit our web site: www.plcaa.org. Baltimore, Maryland
* Group rates available—bring the whole crew and make this a company- socesscsccssscscssonse

wide experience (great employee benefit)!

* Register for the full-conference, and attend the GIE trade show, GIE
General & Keynote presentations, and Outdoor Demo & Lunch for free.

* Three-for-one! Register with PLCAA and attend the GIE sponsoring
associations’ conference sessions offered by ALCA & PGMS for free
(non-ticketed events only). A list of all available sessions is located on the
back of the registration form.

* Daily registrations available.
* GlE-Trade-Show-Only registrations available on-site.
* E-Z PLCAA Registration Process. Register online, by phone, fax or mail!

21 PLCAA LAWN & LANDSCAPE CONFERENCE
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Star Speakers!

Here are a few of the headliners scheduled to uplift, inform and inspire you at the PLCAA Conference and GIE.
* Opening Speaker: Dr. Stephen Douglas—“Managing Your Stress”
* Guest Speaker: Monroe Porter—"How to Find, Motivate and Retain Employees”
* Guest Speaker: Charles Vander Kooi—"Overhead Allocation...The Good, The Bad, The Ugly” *
* Guest Speaker: Dr. James Beard—"Turf Trends in the 21st Century”
* Guest Speaker: Charlie Cook—"What's New on the Political Scene?” * *
* GIE Keynote Speaker: Roger Crawford—"Playing to Win”
* GIE General Session Speaker: Mark Mayfield—"Mirthmaking—The Role of Humor in Your Work and Life” .
*x

SICAN| SI

b

FRIDAY SATURDAY SUNDAY TUESDAY
Nov. 12 Nov. 13 Nov. 14 Nov. 16 » X
Noon -5 p.m. 8-11am. 7-815am. 7=-815am. 7-8:15am.
Bus Departs: 11 a.m. from the Omni parts: 8 a.nm Power Breakfast Roundtables | Power Breakfast Roundtables |Power Breakfast Roundtables
Inner Harbor Hotel Location: Baltimore Convention Center | Location: Baltimore Convention Center | Location: Baitimore Convention Center * *
PLCAA Golf Outing Janish-7:30 ¢
(Ticketed Event/Transportation Stadium Tour of Camden Yards | 8:30 a.m. - Noon 8:30~-10am. 8:30-10am.
& Lunch Provided) (Ticketed Event/Transportation Concurrent Educational Concurrent Educational Concurrent Educational *
Location: Turf Valiey Resort & Coffee/Danish Provided) Sessions Sessions Sessions
8am, - 12:30 pm. Location: Baltimore Convention Center | Location: Baltimore Convention Center | Location: Baitimore Convention Center *
Concurrent Workshops 9~10am. 10:30 a.m. ~ Noon 9am.-3pm.
* Pesticide Recertification Spouse Get-Acquainted GIE Keynote Address GIE Trade Show *
Workshop Breakfast ‘Playing to Win' Location; Baitimore Convention Center
+ Irrigation Workshop cation: Omni Inner Harbor Hote Roger Crawford .
(Ticketed Event) 12:30 = 2: Location: Baltimore Convention Center ;S%%pCTE Grand Prize D ~ *
* Tree & Shrub Workshop *3 -230pm. 00 GIE Grand ,—fe, rawing
Location: Baltimare Convention Center s Noon - 6 p.m. nzadisnod el
p.m jrom the Baltimore | GIE Trade Show SONTIORe LONVeriton Lenier
érsa?‘; g&,:i.ng — i i L and o Location: Baltimore Convention Center 2-3:30 pm.
> : Lunch at the GIE Outdoor eecccsceeee oo GIEGeneral Session
. Managing Your'Stress Equipment Demo All seven of us are Mirthmaking—=The Role of
Q' 3!8[”7(’!‘3"0’(?091‘05 R ation: Carroll Park glad we came Humor in Your Work and
R e o N | [to GIE] and will leave | Lie"~ark Moyl
s Sesplion: ¥ 5:30 - 7:30 pam. Lo et S L with new ideas to | Location: Batimore Convention Center
sHappy20th /' ¢ NEW Y Live Auction = oo g e implement.”
Birthday Party 4\ 2:30 - 5:30 pm. from the Battimore P :
Locolion %mmmm e\ . . Now on Saturday! Convention Centet and the Omnl innes o S
Harbor Hotel 5= :llveA:;?:i\o,nW)w 530pm. | Harbor Hote _ Broccolo Tree & Lawn Care, Inc ‘REEN& 5
Location: Omni Inner Harbor Hotel GlEOutdoor E‘qu{lpmem . L A R TEAM DAY * *
Dedicated to the Lawn
5:30 - 6:30 p.m. Tuesday, Nov. 16... & Landscape Employee *
New & Prospective Member !
Reception Great local/drive-in option for area
Location: Omal inner Hatbor Hot companies. For $35, you can enjoy *
conference sessions—featuring popular *
P 6:30- 11 p.m, business speaker Charles Vander
Annual Meeting & Kooi—take in the trade show and
Dinner Now on Sunday!| | attend the GIE General Session with ¥ X
20th Anniversary Celebration: speaker Mark Mayfield (rumored to
Annual Meeting & Dinner have you laughing in the aisles!) for *
NEW! Casino Night Tuesday only. Bring the employees!

NIV EMBIER 12 - 16, 1999




PREVIEW OF EVE

Friday, November 12

Noon -5 pm.
Golf Outing Ticketed Event
Swing into the conference and
GIE at PLCAA's Annual Pre-
Conference Golf Outing. You'll
enjoy great networking and fun
at the Turf Valley Resort, a
championship course nestled in
the heart of Maryland’s presti-
gious “hunt country.” A spikeless
facility, Turf Valley is located 20
minutes from downtown
Baltimore and an hour from
Washington, D.C. Transportation
and lunch are provided. Bus
Departs at 11 a.m. from the
Omni Inner Harbor Hotel. Sign
up for golf on your conference
registration form.

Closest-to-the-Pin Sponsor:
Tessenderlo

The Speciairy Liquid Ferollizer Peaple™

Hole-in-One Sponsor:

Longest Drive Sponsor:
TORO. Eietiarg

Beverage Cart Sponsor:
G CYANAMID

Bus Sponsor:

Ll

6~7pm.

Welcome Reception: PLCAA's
Happy 20th Birthday Party
Omni Inner Harbor Hotel

The celebration begins. Join us in
a party atmosphere for munchies
and good times. Golf awards will
be presented. Free admission to
conference registrants! Sign up
for the birthday bash on your
conference registration form.

Sponsor:
®WHusqvarna

PLCAA CONFERENCE
NOTEBOOKS

Free handy conference notebooks
with session information and
more for conference registrants.
Great resource! Sponsor:

/Gordon

An Employee Owned Compary

PLCAA LAWN &

Saturday, November 13

8~11am.
Stadium Tour Ticketed Event

PLCAA and PGMS present a
grounds tour of Oriole Park at
Camden Yards and the PSINet
Stadium at Camden Yards. Get a
first-hand look at these state-of-
the-art facilities where the
Baltimore Orioles and Ravens
play. Camden Yards, a one-time
railroad center, is only two
blocks from the birthplace of
baseball’s legendary hero, Babe
Ruth. Bus Departs at 8 a.m. from
the Baltimore Convention
Center. Coffee/Danish provided
at 7:30 a.m. Sign up for the tour on
your conference registration form.

8 am.~ 12:30 pm.
3 Concurrent

Baltimore Convention Center

Sign up for workshops on the con-
ference registration form. The
Irrigation Workshop is a ticketed
event and is limited to 45 people.

A Pesticide Recertification

Pesticide rec ation credits have been
applied for—call PLCAA for details. A detailed
sheet of credits will be available at the show.

« Pesticide Safety—Steve Jedrzejek,
Lesco, Inc.

* Grub Control-Dr. Kevin Mathias,
University of Maryland

* Innovations in Weed Control-
Mike Melichar, Dow AgroSciences

* 10 Diseases Affected by
Fertilization—-Dr. Tom Turner,
University of Maryland

* How to Diagnose Turf
Problems—Richard Buckley,
Rutgers University

A Tree & Shrub Workshop

* Proper Spraying Techniques—
Dr. Bob Partyka, Plants and Me

* Major Woody Ornamental
Diseases—Dr. Bob Partyka

* Use of Systemic Insecticides for
Control of Ornamental
Landscape Pests—Dr. V. Bruce
Steward, Bayer Corp.

* New Approaches to Managing
Insect Pests of
Ornamentals—Dr. Paula
Shrewsbury, Smithsonian Institution

* Long-Term Impact of
Environmental Effects on
Trees—Dr. Mike Raupp, University
of Maryland

A
On Ticketed Event

« Irrigation Equipment
Maintenance—Electrical
Troubleshooting—Presented by
the Irrigation Association by a
Regional Authorized Instructor
Class Size: Limited to 45

1:30~5pm.
Session
Baltimore Convention Center

Your Stress”
Dr. Stephen Douglas

Dr. Douglas attracts standing-
room only crowds, so grab a
seat and be prepared to laugh
and leamn from his humorous
approach to the serious subject
of stress in the workplace. While
avoiding the traditional “tabloid”
list of dos and don'ts and using
real-life stories, Dr. Douglas will
emphasize such things as: Be
where you are when you are there....
most of the things we worry about
aren't even our problem...most of
the worry we allow ourselves to be
a part of we can't change, anyway...
AND, why worry about the small
stuff.” He tries to get us to lower
expectations of others and our-
selves, and reduce perfectionism.
You'll never forget the stories
and humor of this session!

Grand Opening Sponsor:

<< Lawn
.Vt s s 1] Products

5:30 -7:30 pm. @
Live Auction ~ow own saTurDAYI
Omni Inner Harbor Hotel

Popular PLCAA event—don't miss
it! See Live Auctioneer Harry
Collins in action and get in the
bidding frenzy for top-notch
products. Special auction item
up for bid: NASCAR Weekend
for two at the Lowes Motor
Speedway in Charlotte (a $2,300
value!) provided by Husqvarna.
Registration opens at 5:30 p.m.
Sign up for the auction on your con-
ference registration form.

Equipment Hands- BRI T E (TR (T | T g 1)

7=-8:15am.
Power Breakfast

Roundtables
Baltimore Convention Center

Swap success stories and gain
valuable advice at the popular,
jam-packed Roundtables. Over
30 business and industry hot
topics to choose from during
three days of moming
Roundtables! Free to conference
registrants.

Sponsor:
®Husqvarna
830~ 10am.

Concurrent Sessions
Baltimore Convention Center

A How to Find, Motivate and

Retain Employees—Part |
Monroe Porter, Management
Consultants

This fact-filled session offers real-
istic and practical methods on
dealing with today’s people cri-
sis. It is not 1955. Ozzie and
Harriet are gone and today’s
Green Industry professional must
adopt a new personnel strategy.
This program is not theory-
oriented but rather offers real
solutions that the speaker imple-
mented with contractors and
other service businesses during
his 23 years as a management
consultant and professional pre-
senter. Part | of this session will
focus on recruiting, interviewing,
coaching, and training employ-
ees, Part Il of this session follows
from 10:15 a.m. to Noon.
Attendance at Part | of this session is
not required for Part 1.

Sponsor (Parts | & 11):

LANDSCAPE CONFERENCE
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INCLUDED WITH
YOUR PLCAA FULL
CONFERENCE
REGISTRATION:

¥ Admission to all
non-ticketed
conference
educational sessions
and workshops
offered by PLCAA,
PGMS and ALCA.

¥ Admission to the
GIE trade show, GIE
Outdoor Demo &
Lunch, GIE Keynote
& General Session
presentations.

¥ Admission to PLCAA's
Power Breakfast
Roundtables.

% Admission to Friday
Night Welcome
Reception / PLCAA’s
Birthday Party.

¥ Admission to Live
Auction—now on
Saturday!

% Admission to
Annual Meeting,
Dinner & Casino
Night—now on
Sunday!



REGISTRATION FORM

Il."l, (."I\.-.\ PLCAA's 20th Annual Conference & GIE/99

2. CONFERENCE & GIE/99 REGISTRATION

Fees include all conference sessions, Friday Night Birthday Party, Live Auction,
Networking Roundtables, Annual Meeting & Dinner, and Green Industry Expo,

Wil November 12-16, 1999 Outdoor Demo & Lunch. Please check appropriate box.
ey Baltimore Convention Center Early-Bird (by 93099) Regular (atter 93099)
oner22 .| Baltimore, Maryland PLCAA MEMBER FEE
1 Person Q$185 0 $995
4 Easy Ways to Register: 2 People (same company) Q $175 each 0 $215 each
1. By Mail: PLCAA, 1000 Johnson Ferry Rd., NE, #C-135, Marietta, GA 30068 3::22: zm CM; g:}gﬁ gmgﬁ
Phone: X same company’
= : (800) 458-3466 or (770) 977-5292 5 People or more (same company) Q $145 each 0 $185 each
3. By FAX: (770) 578-6071 NON-MEMBER FEE 3 $285 each 3 $395 each
4. By Internet: www.plcaa.org FULL-TIME STUDENT/PROFESSOR Q $55 Q0 $70
QUESTIONS? Call (800) 458-3466 or E-Mail PLCAA at plcaa@plcaa.org SPOUSE (Member Only) Q $85 2 $105
DAILY FEE (Member & Non-Member)
Saturday, Sunday and Monday Q $95/day Q $125/day
1. REGISTRANT INFORMATION Tuesday, GreenTeam Day—for the whole crew!  Q $35 Q$35
Your Name (GreenTeam Day includes: GIE Speaker Presentation, Trade Show & Conference Sessions.)
(as It should appear on badge) Subtotal Registration Fees , SPEOU S
Spouse Name (¥ registering) 3. MNT S|GN'UP (Please check all appropriate boxes.)
Early-Bird by 93099) Regular (atter 93099)
Somu s Golf Outing Member Q%85 Q%95
Address Friday, Noon Non-Member Q $110 2 $120
PLCAA 20th Birthday Party Q FREE - Reservations Required
¢ State/Country Friday, 6 - 7 p.m.
o ad Stadium Tour Q10 Q15
Phone ( ) Fax ( ) Saturday, 8 - 11 a.m. e
Pesticide Recertification Member J FREE - Reservations Required
E-Mail Web Site Saturday, 8 a.m. - 12:30 p.m. __ Non-Member O $35 -workshop only- O $50
Tree & Shrub Workshop Member J FREE - Reservations Required
Please indicate any special needs: Saturday, 8 am. - 12:30 p.m.  Non-Member (1 $35 - workshop only- O $50
Imigation Maintenance Workshop - Reservations Required (Limited to 45 People)
Saturday, 8 a.m. - Noon Q0 $75 -workshop only- O $95
Live Auction O FREE
In case of emergency during conference, please contact: (Fill out name and phone no.) Saturday, 5:30 - 7:30 p.m.
Spouse “Get Acquainted” Breakfast (J FREE - Reservations Required
Sunday, 9 - 10 a.m. ot
GIE Lunch at Outdoor Demo O FREE
Day: Evening: 12:30 - 2:30 p.m. o) &5
This is my first PLCAA Conference O %"Ws_mi’fo p"°°'m Reception Q FREE - Reservations Required
Please fill out survey questions. Responses are strictly confidential. Your information Annual Meeting, Dinner & Casino Night Q) FREE - Reservations Required
will be used to benefit our industry. Sunday, 6:30 - 11 p.m.
A. Your primary job function:
1.0 OwnerPresident 3. O Sales/Marketing 5.0 Student Subtotal Special Events $ $
SNSRI 412 Cpsnes S50 4. SAVE BY JOINING PLCAA!

B. Indiicate services currently offered by your company or department & services to be
expanded: (check all that apply)

Join PLCAA now and receive immediate member benefits, including conference
attendance at the low member rate! (Please check appropriate box.)

Currently Offer: Plan to Provide: LAR/Lawn & landscape company. based volume
1.Q 15.Q Lawn & Landscape Maintenance e . ta mmsﬂu )
2.Q 16.Q Landscape Installation $1 Million - 3,499,999.............
3.0 17.0Q Pest Control & Fertilization $3.5 Million - 7,499,999..........
4.Q 18.0 Landscape Design & Build $7.5 MIllION +...coovvnninnnsnissnnes
5.0 19.Q Hardscape Installation 1 fee - $40 per branch franchise.
s g Semonal Color instalietion 0 ASSOCIATE/Industry suppliers. Dues based on gross sales volume.
: : nigation insteistion Under 3 million..........$565 3 mil-10 mil.......$1,185 _ Over 10 million....$1,445
8.0 22.Q Wildfiower Plantings
9.0 93.0 Outdoor Lighting Q FRANCHISE (Call to see if your company qualifies.) $160
10.Q 24.0 Snow Removal Q AFFILIATE/Gowt., univ., non-profit, grounds managers $65
11.Q 25.0 Equipment Service/Sales 0 INTERNATIONAL .. $285
12.Q 26.Q Nursery/Garden Center (Q STUDENT (proof of full-time student status required) $35
13.Q 27.Q Arbor Services Membe Subtotal
14.Q 28.Q Other. e .
C. Your role in purchasing equipment, supplies or services for your company: 5. PAYMENT
1. QFinal Decision 2. 0 Recommend 3. Q No Role Subtotal #2 - REGIStration FEE.............ceuurrremruersersensssssnssnses $
D. Annual sales volume or budget size: Subtotal #3 - Special EVents..........cccvvnminmmnmnnininiinmsmsmnnns .
1. Q Under $100,000 5.Q $1 million - $2.9 million Subtotal #4 - PLCAA Membership Dues .............cceeuvnrniiesnnns $
2.0 $100,000 - $249,999 6. $3 million - $6.9 million TOTAL B
3. 0 $250,000 - $499 999 ‘Os$Tmiionandabove  F TOTAL s
4.0 $500,000 - $999,999 oSSt Wonead Q Enclosed is my check for $ (U.S. funds) payable to PLCAA.
1 Please charge my: QJVISA  MasterCard
Card # Exp. Date
GIE-ONLY PASS Cardholder's Name
Sunday, Monday & Tuesday, Nov. 14, 15 & 16 Signature
Register on-site: $15/day. Canceflations: Retur Badges with written request prior to 10731/99. A processing fee of $25/person will app.

Advance registrants will be acknowledged by mail until 10/31/99.

LM


http://www.plcaa.org
mailto:plcaa@plcaa.org
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A Telemarketing: Friend or Foe?
Panel: Don Nichols, Yes! Marketing,

Inc.; Bob Swedo, MAC Telemarketing;

Tom Walczyk, Emerald Earth, LLG;
Jim Campanella, The Lawn Dawg

Telemarketing is a controversial
topic and many states have
enacted legislation to limit how
companies use it as a sales tool.
What are the secrets to making it
work for your company? Is there
a downside? Find out, as this
panel of experts gives you the
pros and cons, as well as their
own experiences in using the
phone to create new business.

A Mowing and Making Money
Tom Oyler, U.S. Lawns

Full-service maintenance com-
panies are a growing trend.
Many chemical lawn care firms
look to mowing to increase busi-
ness and satisfy customers’ one-
stop shopping nature. Learn the
key factors in determining if this
service is right for your company
and the steps necessary for
implementation. This session will
also cover how mowing may
affect your business operations
and existing services, as well as
describe steps you can take to
ensure growth and profitability.
A must-attend session if you're
considering mowing as an add-
on service or you're already in
the business.

9-10am.

Spouse Get-Acquainted
Breakfast

Omni Inner Harbor Hotel

Join other spouses for a “get-
acquainted” breakfast and wel-
come to Baltimore. Sign up for this
event on your conference registra-
tion form.

10:15 am. -~ Noon

Concurrent Sessions
Baltimore Convention Center

A How to Find, Motivate and

Retain Employees—Part Il
Monroe Porter, Management
Consultants

OK, you've got a new employee...
now what? Porter continues to
discuss methods for sustaining
productivity and facilitating com-
munication with your new and
existing employees, as well as
keeping them happy and moti-
vated. It's a fact that every
employer will have to deal with
employees who are just plain dif-
ficult to deal with at one point in
their careers. Learn proper con-
flict resolution policies for lawn
and landscape companies.
Attendance at Part | of this session is
not required for Part Il.

A Nutrient Management

& Water Quality
Panel: Dr. Dave Chalmers, Virginia
Polytechnic and State University;
Chris Forth, TruGreen-ChemLawn;
Dr. Tom Turner, University of
Maryland

One of the hottest and most con-
troversial topics in lawn care is
the impact applications have on
the environment. Communicating
the realities of runoff to your cus-
tomers can help you avoid has-
sles from misinformation. Attend
this session to get the facts and
the latest research statistics.
You'll learn how your services
react with the ecosystems in
nearby bodies of water and what
you can do to minimize this.
Also, you'll learn what local gov-
ernments are doing to regulate
your business.

A What's New on the Political
Scene?
Charlie Cook, Cook & Company

A frequent guest on ABC, CBS
and NBC evening news pro-
grams and morning shows, polit-
ical analyst Cook takes you
through the political scene in
Washington today—who'’s in,
who's out. An analyst for CNN,
appearing regularly on its daily
“Inside Politics™ show, Cook will
give you the latest scuttlebutt
from the Republican party on
who will be the front runner to
take on Al Gore in 2000. The
program will wrap up with a
Q&A session so you can get the
latest scoop on your senator or
congressman.

12:30 - 2:30 p.m,
Lunch at the GIE Outdoor

Equipment Demo
Carroll Park

Chow down at Carroll Park, site
of the popular Outdoor Demo.
Lunch is free to conference regis-
trants. Continuous shuttle service is
provided from 12:30 to 5:30 p.m.
from the Baltimore Convention
Center and the Omni Inner Harbor
Hotel.

NOVEMBER 12 -

1=5pm.
GIE Outdoor Equipment

Demo
Carroll Park

Try-before-you-buy at the ever-
popular and growing Demo.
More than 2,000 attended last
year and more are expected to
“test-drive” the latest equipment
and products. The Demo is free to
conference registrants. Continuous
shuttle service is provided from
12:30 to 5:30 p.m. from the
Baltimore Convention Center and
the Omni Inner Harbor Hotel.

530 - 6:30 p.m,
New & Prospective

Member Reception
Omni Inner Harbor Hotel

Mix and mingle with PLCAA
members, Board and staff while
enjoying complimentary snacks
and beverages. New and
prospective PLCAA members are
invited to this free social event.
Come join us!

B

6:30-11 pm,

ANNUAL MEETING/DINNER
NOW ON SUNDAY!
NEW~-CASINO NIGHT!

va®

20th Anniversary Celebration!
Annual Meeting & Dinner +
CASINO NIGHT!

Omni Inner Harbor Hotel

Celebrate PLCAA's 20th
Anniversary at this gala event—
awards presentations, dinner,
prizes and fun followed by
Casino Night. For pulse-quicken-
ing excitement, nothing beats
the sights and sounds of a casi-
no floor. So, roll the dice and
spend your Fun Money for
an evening with Lady Luck.
Free admission for full-
conference registrants—

sign up on your conference
registration form.

Sponsor:
) NOVARTIS

Sponsor:

16,

d SESSIONS

Monday, November 15

7-8:15am.

Power Breakfast

Roundtables
Baltimore Convention Center

Swap success stories and gain
valuable advice at the popular,
jam-packed Roundtables. Free to
conference registrants.

Sponsor:
Bayer &5
—_——

8:30 - 10am.

Concurrent Sessions
Baltimore Convention Center

A Turf Trends in the 21st
Century

Dr. James Beard, International

Sports Turf Institute

What new technologies will be
available to professionals as we
approach the year 2000 and
beyond? What innovations in
pest and disease control can you
look forward to integrating into
your business? What role will
bioengineering play in the Green
Industry company of the next
century? Find out the answer to
these questions and more as in-
dustry guru Dr. Beard walks you
through the industry of the future.

Sponsor:

@NDUW AgroSciences

More....

1999



PREVIEW

Monday, November 15

A Risk Communication and the
Benefits of Turf

Dr. Doug Houseworth & Ron

Johnson, Novartis

Customer understanding of the
environmental benefits of a
healthy turf and landscape is key
to creating demand for the envi-
ronmental services you provide.
This “Train the Trainer” workshop
will give you the knowledge to
teach your employees how to sell
your services by communicating
the facts about lawn care prod-
ucts and services, and the posi-
tive effects they have on the
environment.

Sponsor:
) NOVARTIS

A Accurate Job Costing: The
Key to Profitability

Dave Tucker, CLIP-Sensible

Software

Many businesses don't take the
time to factor in all the elements
of what it takes to be profitable.
Determining man-hour rates is a
simple yet essential component
of a viable and growing busi-
ness. This session takes partici-
pants step-by-step through key
questions that need to be consid-
ered and factored into the job
costing equation. And, you'll be
able to take home a CD-ROM or
diskette with spreadsheets used
during the presentation to assist
you with your job costing.
Sponsor:

= »

&P

“The Green Industry
Expo proved to be
the Cadillac of
networking within
the industry.
PLCAA's Roundtable
discussions were
perhaps the greatest
way to receive new
ideas and to meet
others throughout
North America in
the industry.”

- Kevin R. Petrinec
Funk Lawn Care
Tonawanda, N.Y.

10:30 a.m. - Noon

GIE Address
Baltimore Convention Center

“Playing to Win"

Roger Crawford—the “Energizer”
Prepare to be inspired by an
extraordinary motivational
speaker at the keynote kickoff to
the trade show grand opening at
noon. Better known as the
“Energizer,” Crawford’s remark-
able life story proves that opti-
mism and resilience can triumph
over personal and professional
obstacles. According to Crawford,
“Challenges are inevitable.
Defeat is optional.” Although
physically challenged, Crawford
is certified by the U.S.
Professional Tennis Association
and became the first athlete with
a severe handicap to compete in
a NCAA Division | college sport.
Crawford's exceptional accom-
plishments have landed him on
such shows as Good Morning
America, Real People and Hour of
Power. NBC earned an Emmy
Award for their TV movie Ina
New Light featuring Crawford.

Noon - 6 p.m.

GIE Trade Show
Baltimore Convention Center

OPEN FOR BUSINESS! Shop the
more than 80,000 square feet of
exhibits for the latest products
and services. Call PLCAA at (800)
458-3466 for an updated list of
exhibitors and booth numbers.

GREEN 0. Wrap up your
TEAMDA conference and

Dedicated o the Lawn trade show expe-
& Landscape Employee rience with top
sessions and a funny GIE
General Session. This day is for
owners, managers and their
employees—the whole crew! If
you're only coming for one day
of the show, this is a great
local/drive-in option for area
companies. Tuesday only regis-
tration is $35—~you can enjoy
conference sessions, take in the
trade show and attend the GIE
General Session speaker Mark

Tuesday, November 16

Mayfield (rumored to have you
laughing in the aisles!) for
Tuesday only.

7=8:15am.
Power Breakfast

Roundtables
Baitimore Convention Center

Swap success stories and gain
valuable advice at the popular,
jam-packed Roundtables. Free to
conference registrants.

Sponsor:
®Husqvarna

8:30-10am.

Concurrent Sessions

VANDER KOOI

A Overhead Allocation: The

Good, The Bad, The Ugly
Charles Vander Kooi, Vander Kooi
& Assodiates, Inc.

Don't even think of leaving
early! This is a must-attend ses-
sion for owners and managers!
Recovering overhead costs can
mean the difference between
profit and loss. Vander Kooi, an
in-demand Green Industry speak-
er, will take you through various
methods used to recover these
costs and show you which meth-
ods are most effective. You'll
take home the knowledge neces-
sary to get the most out of the
hard work you put into your
business.

A ldentifying Turf Problems—

Insect & Disease ID
Gary Custis, PBI Gordon

Diagnosing turf problems early is
the key to avoiding a lawn care
disaster. This is a must-attend
session for any employee in the
field! This session gives you the
knowledge to spot turf disease
and pest problems, and commu-
nicate these problems to cus-
tomers to avoid confusion. You'll
walk away with solutions to a
wide range of potential threats
to your customers’ turf areas.

PLCAA LAWN & LANDSCAPE CONFERENCE

CONTINUED...

A Other GreenTeam Day

Sessions:

* Workforce 2020

* Profitable Project
Management—How to Win
Once the Project is Sold

* How to Motivate Your Crews

« Profitable Snow Plowing

* Techniques for Employing a
Legal Hispanic Workforce

* Using Native Plants in the
Landscape

* Sports Turf Care and Trends

9am.-3pm.

GIE Trade Show
Baltimore Convention Center

Final shopping day! Make sure to
stop by the PLCAA's booth in the
Association Plaza on the show
floor. PLCAA's “store” offers a
variety of products and pro-
grams to help you grow your
business. Conference discounts
on many items!

1:30 pm.

$500 GIE Grand Prize
Drawing

Trade Show Floor, Baltimore
Convention Center

2-3:30p.m.
GIE General Session
Baltimore Convention Center

“Mirthmaking—The Role of
Humor in Your Work and Life"
Mark Mayfield

You need some comic relief once
in awhile. Look no further than
this GIE General Session turned
Comedy Show for some laughs
mixed with important messages
about work and life. Funnyman
Mayfield will cover the physio-
logical benefits of humor; how
humor and creativity are inter-
twined; how to reduce tension
and conflict with humor; and the
role humor plays in increasing
productivity and morale.
According to Mayfield, “It's not
just funny business we're talking
about—it's money business.
Research and data now verify
the value of humor.”




Travel & Hotel Information

Baltimore...Fun on the Waterfront!

Stroll the Inner Harbor, take a water taxi, or visit historic sites like
the birthplace of baseball legend Babe Ruth. There’s so much to
see and do in this charming city by the Bay that you'll want to
leave some time for sightseeing during your busy GIE schedule.
Contact the Baltimore Visitors Center for details at (800) 282-6632
or visit www.baltimore.org.

Hotel

'™ Stay at PLCAA's headquarters hotel, the Omni Inner Harbor, the largest
hotel in Maryland. The world-class Omni Inner Harbor’s high rise twin
N towers are the centerpiece of Baltimore’s business, financial and enter-
¢ tainment districts. You'll be close to the Baltimore Convention Center,
and all the attractions of the revitalized Inner Harbor area. Shuttle

2 service will be provided to and from the Baltimore Convention Center.
The Omni Inner Harbor is 15 minutes from Baltimore-Washington
International airport and 5 minutes from Amtrak Pennsylvania Station.

your travel arrangements is easier than ever. This year, contact one centralized number for all
your rooming and travel needs. c
/ ’[ﬁ/

Hotel & Travel Reservations:
Travel Worldwide Network (TWN)
“A* (800) 631-9675 / (770) 424-8111 (M-F/8:30 a.m.-5 p.m. EST)
¥  www.travelworldwidenetwork.com
e Identify yourself as a PLCAA Conference & GIE attendee.

: Centralized Hotel/Travel Number. Reserving your room at the Omni Inner Harbor or making
*
*

Confirmation of your room will be sent to you.

% ¥ Rates: Hotel-$131 single/double Omni Inner Harbor Hotel
* 101 West Fayette Street
Baltimore, MD 21201

« K Free Hotel Stay Prize and More
e * Chances to Win from PLCAA!

X * First 100 to register with PLCAA are entered in a prize drawing for a free hotel stay at
* PLCAA's headquarters—the Omni Inner Harbor Hotel—in Baltimore during
Conference-GIE/99 dates.

* Second 100 to register with PLCAA are entered in a prize drawing for a free PLCAA

X conference registration for the Conference-GIE/99 show in Baltimore.

* * All PLCAA early-bird registrants on or before September 30 are entered in a prize drawing for
a free registration and hotel stay at the Embassy Suites in Tampa, Florida, for PLCAA's 2000
Management Conference, February 3-5.

At the Show:

* Register to win the $500 GIE Grand Prize Drawing (won last year by a PLCAA member) to be held on
the trade show floor at 1:30 p.m., Tuesday, November 16. You must be present to win.

* Register to win one free roundtrip airfare to Indianapolis for GIE/2000 by stopping by the PLCAA booth on
the trade show floor. The drawing will be held at 1:30 p.m. Tuesday, November 16. You do not have to be
present to win.

* Register to win a $100 valued prize from the Indianapolis Convention & Visitors Association by stopping
by their booth on the trade show floor. The winner will be announced at 1:30 p.m. on Tuesday,
November 16. You do not have to be present to win.

* Attend PLCAA’s Annual Meeting, Dinner & Casino Night on Sunday, November 14, and get a chance to
win prizes throughout the 20th Anniversary gala evening. Door prizes will also be available at PLCAA’s
Live Auction on Saturday, November 13.

| NOVEMBER 12 - 16, 1999
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PLCAA

1000 Johnson Ferry Road, N.E.
Suite C-135

Marietta, Georgia 30068-2112

Landscape
Conlercncc

1999
2000 .u.n.-q Loaders

Q. important
to attend GIE?

- ke o W _ Companies
.l T ‘ ‘ » boost their
‘ : . #1| success potential
by attending the
“show of shows"—
PLCAA’s Annual
Conference and
the Green
fHHE 2 g ot Industry Expo.
HE A 3% 1| This Super Show
N Giormemers M scectins 2es || is a resource and
] networking
marketplace for
lawn and
landscape
companies and

OéTH AN their employees,

grounds
managers and
: students who
| & | want to operate
R | at the top of their
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! ~’<, game. This is a

SAINOVE T ber 12-167 1999 | must-attend event
Trade Shbwst -vember ([ R | /1 you're serious
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Baltlmo’ib‘Cdn‘ve‘ﬁtlon Center ,~'

Omnidinner Harbor Hotel
Baltimoré, 'Maryland
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Questions? Call PLCAA at 800-458-3466
www.plcaa.org » www.gieonline.con ;
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The only time the con-
troller is at fault is when there
is no power going from the
controller to the electric out-
put in the field. If this is the
case, the controller needs to
be fixed or replaced. If the
controlleris supplying power,
but there is no power actually
going to the valve, Dubose
said that is usually the result of a broken wire
between the controller and the electricvalve.
If a homeowner or property manager has
some new landscaping work done on the
property, then bringing an irrigation contrac-
tor out to the property afterwards to check the
system is usually worthwhile, Bennett said.
“Many times the problems in an irriga-
tion system stem from work that has been
done on the property,” Bennett declared.
“Broken sprinkler heads are usually the re-
sult of passing lawn mowers, edgers or snow
plows or from a growing landscape with

maturing trees and bushes that have changed
things on the property. Sprinkler heads
have to be moved to accommodate a grow-
ing landscape. And sometimes they just
wear out.”

The key to examining sprinkler heads,
according to Bennett, is a thorough inspec-
tion. He recommended doing a head-to-
head inspection, making sure they spin,
turn and spray properly and adjusting each
head accordingly vs. just checking to see
whether or not they come up from the
ground. He also recommended checking

irrigation

Getting sufficient water flow out of the
sprinkler head is generally an indication that
the valve is in working order. Photo: Buckner
by Storm

the valve manifolds around the threads of
the valves or in the valves for leaks.
“A bad sprinkler head is easy to fix,”
Walter added. “The hard part is locating
it.

If the controller is running fine but the
heads are continuously running, there may
be a bad rubber diaphragm in the valve or a
bad electric solenoid, which is mounted on
the side of the valve, that is broken or stuck
open by some debris, Dubose said.

“Valves work off of back pressure,”
Dubose explained. “Some valves have to
have a little bit to work properly. If there’s
no back pressure, then the valves won’t
close, which usually means there is a broken

(continued on page 91)
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® | ow maintenance
® Create various shapes, sizes and colors
® Self-propelled, electric or gas powered
® Residential, commercial and golf course uses
e Add to your services and bottom line
- material costs $.40 per foot
® Durable curbing is freeze thaw tolerant

1-200-292-348%

Concrete Curb & Landscape Border Equipment
Fax 949-587-9680 * 949-587-8488 * 5 Chrysler * Irvine CA 92618

USE READER SERVICE #66

FABRISCAPE

Fabrics & Erosion Control Products
PERFECT FOR

Professional Landscape
Service Needs!

The Retail
Garden Center!

FABRICS CUT
EASY FOR QUICK
INSTALLATION

FABRIC FOR
YOUR EVERY NEED!

Bulk Rolls 3-15" Wide

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

Erosion Control

Burlap ¢ Jute ¢ FabriJute™ Erosion Control Netting  Silt Fence

%ABHISCAPE INC.

A ANDSCAPE FABRICS & EROSION CONTROL PRODUCTS
4800 S. CENTRAL AVE., CHICAGO, IL 60638
(708) 728-7180 « 1-800-992-0550 » FAX: (708) 728-0482

USE READER SERVICE #67
LAWN & LANDSCAPE * AUGUST 1999
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Kawasaki

String Trimmers
* Line includes three
models: KBL23A (23cc
engine with dry weight
of 9.3 pounds), KBL26A

(26¢c engine and a dry
weight of 10 pounds)

GLENMAC Harley $-4 Power Box Rake

* Can be used with Dingoand  and pick-up, dethatching and

Ramrod mini skid-steer loaders  the removal of old sod

* Measures 48 inches * Equipped with vanadium and the KBLMA (34.5‘3
* Rakes forward and reverse carbide teeth engine with a dry weight
* Adjustable twin-barrier bar * Two sets of parallel arms link of 14.1 pounds)

* Bi-angular construction the quick-attach faceplate to the . Low-.tonc r.nufﬂcr and
* Can be used for gathering rake a plastic engine shroud

* 2-cycle engine technol-

debris and stones for piling Girde 200 on reader service card
ogy, including spherical

* The 72-inch Lazer Z combustion chamber
K St“m features the UltraCut deck * Features slit-profile
w p * Zero-turn maneuverability automatic compression
G"nder * Flow-control baffles release system
circulate clippings * Includes a large-
* Terminator is a 20-hp gas * Deck-forward design offers diameter clurch, large-
engine driven stump grinder visibility bevel gear module and
* Uses a direct-drive, twin V- * Hydraulically dampened vertical cooling fins
belt with centrifical clutch * Produces saw dust rather steering provides smooth Cirde 203 on reader service
* Heavy-duty spherical roller than wood chips control card
| cutter rotor bearings Girde 201 on reader service card Circle 202 on reader service card

than any other
Skidsteer
backhoe

* Excellent
mobility for
digging footings

" * Trenches upto "=

5’6" deep

* Easy mounting,
no stabilizers

More than just a finishing tool! The mmr
makes cleanup, rock removal, and soil preparation

a cinch. The Preparator does it all, from the fm:gh-

w ko ) break-out force
est and rockiéc!ecndmom { ‘h\#ﬂnutﬂnbh

800 747- 2132

‘ ~ Customer Service
| 100 E. Lee Rd. * PO Box 122 « Lee, IL 60530

USE READER SERVICE #68
76 AUGUST 1999 » LAWN & LANDSCAPE
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Reinco

HYDROGRASSING AND POWER MULCHING MACHINERY

http://www.reinco.com
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hup://www.heftee.com

hup://www.newholland.com

BloTech PLANT
= HEALTH
CARE, INC,

http://www.planthealthcare.com

hup://www.wellscargo.com

Automated Materials
Appilcation System
http://www.blotech.com

= Enpress Flower

http://www.expressblower.com
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‘ntermec

http://www.intermec.com A UNOWR Company

Norand Mobile Systems

WALKERTEMOWERS

htep://www.walkermowers.com
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http://www.finncorp.com

WEI GERGreen
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http://www.weisburger.com
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http://www.autodesk.com/prolandscape
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S

http://www.olyola.com

Contact your account manager today to be a part of the show, 800-456-0707.
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bW PRODUCTS

Thomas Skid Steer

* The T-245 HDS skid-steer loader can handle heavy-duty
jobs

* Offers a 2,400-pound lifting capacity

* 83-net hp turbocharged diesel engine

* Two 3-inch bucket cylinders provide high front-end strength

* Boom arms are built to withstand the stress of high-impact loading

* Sound insulation keeps noise at less than 85 dBa inside cab

Circle 204 on reader service card

* Cutting swath of 16 feet
* The 92-inch, multi-flex

Jucobsen Rotary
front deck is designed to
Mower closely follow ground

* The HR 9016 Turbo rotary contours
mower is designed for high ¢ All three decks are rear
levels of productivity and discharge for an even

durability distribution of clippings

New Holland
Tractor Family

¢ Three models are an
addition to the Boomer
tractor family

* Models include 18.5-hp
Model TC18, the 21-hp
Model TC21 and the 21-hp
Model TC21D

* Sloped hood and
underhood muffler permit
visibility when working with

* Four-wheel drive engages a loader
when switch is activated * Ergonomically designed
* Features an 18-inch uncut controls

turning circle * Comes with either
* The two swept-forward

wing decks each mesure 59

mechanical or hydrostatic
transmission
inches wide

Girde 205 on reader service card

* 3-cylinder diesel engines

Girde 206 on reader service card

Residential
Jobs

Model shown: HD3503

SAVE $500
ON SELECTED
UNITS

Model shown: HD9003T

SEE US AT THESE
TRADE SHOWS IN AUGUST:

BOOTH #

rger For
Commercial

Jobs TAN-MISSLARK 1848

0569
LARGE OR SMALL 362

Easy LAwWN HAs A UniT 508
For You

CALL 800-638-1769

USE READER SERVICE #69
78 AUGUST 1999 » LAWN & LANDSCAPE

Glesieon

Eco-500 Injection System

*Blanket apply fertilizer,
spot-spray pesticides.
*Mixes instantaneously

at the gun.

*Reduce pesticide costs re n
s e | (=i SPRAYING

*Easily installed on your CM EQUIPMENT
existing spray truck.
PO Box 8, Le Roy, NY 14482

*Practice ITM Lawncare

efficiently and profitably. | 800-706-9530 716-768-7035
FAX 716-768-4771

USE READER SERVICE #70




il Trimot

Cutfing Heads

* Manual-feed line heads
for professional grass
trimmers

* Made of polymers

* Features a split spool to
reduce line welding

* Notch in the spool
enables contractors to
wind one piece of line
without having to cut and
wind two separate pieces
* Captured spring makes it
less likely to misplace parts
Gircle 207 on reader service
card

Plant Health Care
Inoculant

* Compete is a dry,
dispersable microbial
rhizosphere inoculant
* Improves plant
health and helps
prevent soil borne
disease problems

¢ Contains
rhizobacteria that are
specifically adapted to
colonize the root zone
and create a healthy
environment that is
not conducive to
disease

* The bacteria are
microencapsulated

NEW PRODUCTS

with natural polymers and
formulated with dry soluble
yucca extract and organic
biocatalysts

* Designed for ease of use

* Available in % pound and
pound open-and-pour
metallisine packs

* Mix with water and apply
Girdle 208 on reader service card

2

Kubota Tractor
Line

¢ The Grand-L Ten
Series diesel tractor line
is available in four
configurations

* Each has a diesel engine and newly developed transmissions
* Three vortex combustion system provides power

* Feature high torque rise and lower engine noise

* Enclosed hydrostatic power steering system

Girdle 209 on reader service card

Sama’ ACCESSORIES

Smma SPRAY GUNS
Stock Orders Placed A.M.- Shipped P.M.

Ymma FITTINGS

We Are Not Just Tanks

Jmma’ PARTS
Smma’ TANKS

Jmma STORAGE CHESTS

Ymma’ PUMPS
Smmma HOSE

Since 1968

1406 S.W. 8th Street
Pompano Beach, FL 33060
(305) 7856402 * 1(800) 327-9005
Fla. Residents Call Collect

USE READER SERVICE #71
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NEW PRODUCTS

Tanaka Grass
Trimmer

* The TBC-300SDH is a
split dual handle grass
trimmer/brush cutter
* Features a 29cc, 1.6-hp

* Designed for operator

comfort

and speed

engine cutting

* The BRAIN fully auto- adjustment

matic cutting head is from 1% to

redesigned to hold more 5 inches

cutting line * Tilt up

* BRAIN senses when more deck pro-

line is needed and feeds out vides easier

right length mainte-

* Has a 27 fluid ounce fuel nance

tank capacity Girde 211 on

Girde 210 on reader service card reader service
card

* Zero-turn radius mower

* Offers workhorse durability

* Single-point, one-hand

Dixon

has a 22-hp engine

transmissions with separate

fans and charge pump

Mid-Mount Mower

¢ The ZTR 5022 commer-

cial mid-mount riding mower

* Hydro Gear hydrostatic

* Tilt-up body for easy servicing
* Low weight is easy on turf

* Mulching, catching and snow
blade accessory options

Circle 212 on reader service card

Land Pride Grooming Mower

* The FDR25 Series rear dis-
charge grooming mower is newly
designed

* Offers a simplified design

* Available in 60-, 72- and 84-
inch cutting widths

* Rear discharge feature allows for

cleaner mowing

* Features a floating 3-point system to
allow for excellent ground following
capabilities

* Adjustable lower hitch points

* Four wheels with front roller option

Gircle 213 on reader service card

[LJNU-ARBOR

Tree&SM;bCofeProdxts

A

FERTILIZE
Trees & Shrubs
with NU-ARBOR

e

. Improve
Plant
Health

. Cost
Effective

. Easy to
Apply

For more information call
NU-ARBOR Products
1-888-773-8777
www.nu-arbor.com

USE READER SERVICE #72
AUGUST 1999 » LAWN & LANDSCAPE
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LanéLandstae

February 13-15, 2000

ﬁr def;i.s.

Rob McCoy, Lawn Tech
Custom Care, Chadds Ford, PA

FREE VIDEO 800.346.2001
Mfg. by Perma-Green Supreme

USE READER SERVICE #74
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Brillion Seeder

* A 6-foor, 3-point hitch
mounted seeder offers high
rate seeding

* The Turfmaker Junior has
an 11-bushel hopper capacity

Ditch Witch Backhoe

increases job site capabilities

* Maximum reach is 102 inches

Girde 215 on reader service card

* Weighs 1,120 pounds when o ln

empty

* Included is a 26-tooth
speed-up kit that can double
the seeding rate

Girde 214 on reader service card

America Engines

* Five vertical shafts, twin
cylinder engines range from 6
to 25 hp

* The A322 utility backhoe attachment
* Features a center-positioned operator seat
* Dual lever control for backhoe functions

* Maximum digging depth is 72 inches

* Remote engine throttle control

* Meet mounting needs on
zero-turn mowers, riding
tractors and other turf
equipment

* Low operating oil tempera-
ture results in 65 percent less
oil consumption

* Economical, easy to service

and industrial tough

* Offers a heavy-duty two-
stage air cleaner

* Designed with cast iron
cylinder sleeves

* 4-cycle gas engines meets
CARB/EPA standards
Cirde 216 on reader service card

NO
INVENTQRY

FINANCIAL
INDEPENDENCE
INTRODUCING THE ALL NEw PV-II
THE SWEEPERS ALTERNATIVE

AA-TACH

SPECIALIZED EQUIPMENT
The PV-I1 is the #1 selling slide-in sweeper in America.
More sweeping professionals prefer the PV-II than any
other slide-in model on the market. But don’t take
our word for it. Ask our competitors.

$ 00
¢ Polyethylene Construction 1 3’900'—

* Rust Free Hopper + TAX/ DELIVERY

1-888-922-8224

USE READER SERVICE #77

¢ Slide In Design

L & N —_—

PN

Vall

Black Diamond’
Lawn Edging & Accessories

e)

Of WhatYou'll Need.

Valley View manufactures Black Diamond® — the proven
leader in landscape edgings.

But we don't stop there.Valley View manufactures
a complete line of landscape edging systems and
accessories.We have the product you're looking for
at a price you'll like. Ask for our free catalog.

A full line of quality products
fully guaranteed.
That's Valley View — that's 100%.

oy Yiew’

Toll Free 800-323-9369 International 708-597-0885
www.valleyviewind.com

USE READER SERVICE #75
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EW PRODUCTS

J@B Backhoe

* The 214e Series 4 is an
entry-level, 14-foot class
backhoe loader

* Features a mainframe of 26
feet, 5 inches for tight turning
circles

MTD Chipper/Shredder

* The 203B 5.5-hp chipper/shredder/vacuum has a
computer balanced impeller assembly

* A tapered engine shaft is connected directly to the impeller
housing

* Chipper knives are made of specially-hardened steel

* Chips branches up to 2 inches in diameter

* Six fan blades are positioned to create maximum velocity

Gircle 217 on reader service card

* Simplified loader arm
and leveling system offer
visibility

* Choice of canopy or
enclosed cab

* Lift is 6,750 pounds
Gircle 218 on reader service
card

Kichler Pond
Lighting

* Floating pond light creates
dramatic effects

* Housing is durable thermo-
plastic resin

* No socket is required

* 12-volt system

* Size is 10 inches in diameter
and 3% inches tall

Circle 219 on reader service card

Vermeer
Trencher

* The V-1350 trencher
combines heavy-duty
construction, easy mainte-
nance and operator-friendly
features

* Powered by a 13-hp engine
* Features sturdy steel
shielding

* Available with cup, rotary or
shark cutters

* Capable of trenching widths
of 4 to 6 inches and depths
down to 36 inches

* Hydrostatic ground drive
system is designed with steel
gears

* Greasable end idler

Circle 220 on reader service card

Check us out/

Lawn & Landscape On-line features

@ Late-breaking news

® On-line trade show
®Back issues

@® Only on-line articles

® Chat rooms

® News groups

@ Industry links

® Industry Training guides
® Classified advertising -
@ Electronic book ordering
® On-line subscription services
@ Industry research reports
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For even faster service, fax this card to us at

;

Laun:Landstape

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

Please Print

| Name
25 49 73 97 121 145 169 193 217 24]
Title 26 50 74 98 122 146 170 194 218 242
2; 51 75 99 123 147 171 195 219 %43
2 52 76 100 124 148 172 196 220 244
Company 29 53 77 101 125 149 173 197 221 245

78 102 126 150 174 198 222 246
31 55 79 103 127 151 175 199 223 247
32 56 80 104 128 152 176 200 224 248
33 57 81 105 129 153 177 201 225 249
34 58 82 106 130 154 178 202 226 250
35 59 83 107 131 155 179 203 227 251
36 60 84 108 132 156 180 204 228 252
13 37 61 85 109 133 157 181 205 229 253
14 38 62 8 110 134 158 182 206 230 254
15 39 63 87 111 135 159 183 207 231 255
16 40 64 88 112 136 160 184 208 232 256

N=O0VONOOLLAEWN—
w
o
n
1S

- -

Zip

State
Phone
Fax

17 41 &5 8 113 137 161 185 209 233 257

18 42 &6 90 114 138 162 186 210 234 258

19 43 &7 91 115 139 163 187 211 235 259

20 44 68 92 116 140 164 188 212 236 260

EESEEE NSRS

. & 70 94 118 14 4 6

Do you currently subscribe to 23 47 71 95 119 143 167 191 215 239 263
24 48 72 96 120 144 168 192 216 240 264

Lawn & Landscape?

Do you currently subscribe to
T&O0 Service Tech?

Reader service card valid 8/99 through 11/99

%‘
FREE PRODUCT INFO

LannG: ndscane

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.

Please Print

Name

1 25 49 73 97 121 145 169 193 217 24]
Title 2 26 50 74 98 122 146 170 194 218 242
3 27 51 75 99 123 147 1;; 135 g;g §43
4 28 52 76 100 124 148 | 196 44
Company 5 29 53 77 101 125 149 173 197 221 245
Adiroe EEEEER BB EE N
7 1 55 79 1 127 4
8 32 56 80 104 128 152 176 200 224 248
9 33 57 81 105 129 153 177 201 225 249
City 10 34 58 82 106 130 154 178 202 226 250
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P 13 37 61 85 109 133 157 181 205 229 253
14 38 62 8 110 134 158 182 206 230 254
Phone 15 39 63 87 111 135 159 183 207 231 255
16 40 64 88 112 136 160 184 208 232 256
17 41 65 8 113 137 161 185 209 233 257
Fax 18 42 66 9 114 138 162 186 210 234 258
19 43 67 91 115 139 163 187 211 235 259
20 44 68 92 116 140 164 188 212 236 260
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: 46 4 1 14 66 14 262
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Lawn & Landscape?

Do you currently subscribe to

Reader service card valid 8/99 through 11/99
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FREE PRODUCT INFO
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LainLandseape

PO BOX 5817
CLEVELAND, OH 44101-0817

LainéLandseape

PO BOX 5817
CLEVELAND, OH 44101-0817
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NEW PRODUCTS

Bluebird Sod
Cutter

* The SC18 sod cutter has
an improved transmission

Powertech Tiller
Icmnt

Monrovia Shrubs

* The Sunrise Variegated
Abelia is a dense shrub

* Grows 3 to 5 feet tall and 4

to 6 feet wide

* Plant in full sun and provide

Hustler Tractor

* The 3400 rear steer 4X4 is
an all-wheel drive, front-
mount riding rotary mower
* Features full-time four
wheel drive and limited slip

design over its predecessor good drainage differential
* A depth control knob * Can be effective as a * H-Bar steering system
offers a consistent cut ‘ foundation plant * Can use a wide assortment
* Anti-vibration folding — - * Use as garden focal point of mowing decks
handle makes it easy to * E-Z TILLER prepares Cirdle 223 on reader service card Girde 224 on reader service card
transport ground for seeding
* Effortless blade engage- * Tills 42 inches wide and up
ment to 7 inches deep Tm MM Bbwu

* Optional slicing blades are

* Five-speed transmission
; * Offers a low center of
gravity for improved

* ProLine backpack blower is
62 dB at 50 feet

2.1 quart fuel tank

available for preparing extra
* Solid state ignition system

hard-packed ground

| stability * Driven hydraulically * Lightweight design contains few moving parts for
! Girde 221 on reader service * Can be adapted to mount on * Weighs 18.6 pounds quick positive starting
‘ card any tractor or skid-steer loader * Large fuel capacity with a Girde 225 on reader service card

Girdle 222 on reader service card

C & S TURF CARE EQUIPMENT, INC.
Turr TRACKER

OLDHAM

?

|

| > CHEMICALS COMPANY, INC.

‘ OVER 30 YEARS OF RELIABILITY

200 GALLON LAWN RIG FEATURES

* 200 GALLON OLDHAM TANK WITH BAFFLE.

* HYPRO D30 TWIN DIAPHRAGM PUMP.

* 5.5 HP HONDA ENGINE.

* HANNAY ELECTRIC REEL WITH 300’ 1/2” HOSE.

INSECTICIDES * FUNGICIDES « HERBICIDES
SAFETY EQUIPMENT « SPRAY RIGS AND ACCESSORIES

@

1-800 888-5502

PO BOX 18358

I S(.“"
‘

(L

3701 NEW GETWELL ROAD
MEMPHIS, TN 38118

USE READER SERVICE #78

(330) 966-4511

» Spreads and sprays over 4000 sq. ft.
per minute.

* Zero turning radius for maximum
maneuverability.

e Full hydrostatic drive.

* 12' break away spray broom.

* 150 Ib. capacity; 3 speed electric
spreader.

* Designed for residential and
commercial properties.

gSOO) 872-7050

FAX: (330) 966-0956

USE READER SERVICE #80
LAWN & LANDSCAPE © AUGUST 1999
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RATES

All classified advertising is $1.00 per word. For box
numbers, add $1.50 plus six words. Classified Display
ads $115.00 per column inch. Standard 2-Color avail-
able on classified display ads at $175.00 additional. 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 ro: L&L, 4012 Bridge Ave.,
Cleveland OH 44113. Fax: 216/961-0364.

BUSINESS OPPORTUNITIES
PUTTING GREENS

Professional Synthetic Golf Greens

) Keep your crews busy all year,

) Buy manufacturer direct.

) 300 sq. mile protected territory. VIDEO
-~

) Carry no inventory.
) Excellent add on service,
) Many extras.

1-800-334-9005
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 (residenrial 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 (h('/\' arcorasa "r.\n](‘\\’()rk O write }'()ll[ own,

Mail check with your order,

Print name and address ro:
#1 Profits Unlimited
3930-B Bardstown Road
Louisville, KY 40218
800/845-0499
Visa, MasterCard, Discover,

American Express

86 AUGUST1999 » LAWN & LANDSCAPE

HOLIDAY AND EVENT DECORATING
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WHOLESALE DISTRIBUTOR

The Off-Season

Solution

Holiday and Event Decorating
* Keep More Good People Year 'Round ¢
* Offset Fixed Costs *
* Utilize Existing Vehicles & Equipment ¢
*» Cross-sell & Expand Customer Base ¢
* High Margin, Repeat Service ¢
* 26th Fastest Growing Franchise Worldwide ¢

C

hristmas
IDecor

OVER 200 LOCATIONS IN 46 STATES & CANADA

1-800-687-9551
christ

WWW. masdecor.net

HOLIDAY LIGHTING

YOUR PROFITS

WITH

=

IDEAS

decorating
The Quality Lighting Choice
* Illuminated Holiday Decorating

* Distributorships Available

* The Perfect Add-On Business
For Your Operation

* High Quality-Low Startup

Call Today (888) 200-5131

MAKE MORE $$5S

How? Join NaturaLawn of America, the leader in

organic-based lawn care, and let us show you how to
expand your customer base and grow your business.
There are many reasons why we have been selected as
oneofthe top 100 franchises in the U.S. To learn more,
contact us at 800/989-5444 or www.nl-amer.com.
Financing and discounts are available ro qualified can-
did.llr\

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. FAX: 320/238-2390.

SELLING YOUR BUSINESS?

FREE NO BROKER
APPRAISAL FEES

Professional Business Consultants

Merger & Acquisition Specialists

Professional Business Consultants
can obtain purchase offers from
Qualified Buyers without disclosing
your identity. Consultants Fees are

paid by the buyer.

CALL: 708-744-6715
FAX: 630-910-8100
or mail
19 W 555 CENTRAL AVENUE
DOWNERS GROVE, ILL. 60516

BUSINESSES FOR SALE
POWER EQUIPMENT/LAWN SERVICE

Zanesville based commercial and residential equip-
ment dealer and lawn service for sale. Well established

and respected lawn and landscape service rated #1 by
local residents in newspaper survey. Power equipment
dealership has rapidly become the main commercial
equipment dealer in southeast Ohio. Combined 1998
sales of $515,000 with 1999 estimated atover $650,000.
Priced at $270,000 for both businesses accounts, equip-
ment, and owned inventory. Land and buildings avail-
able for sale or lease. 740/454-2244.

COLORADO LAWN CARE CORPORATION

Colorado is BOOMING! 9-year lawn care company
with sales of $150,000 (March-October). Selling all
including Y2-acre fenced lot with house/office. Great

opportunity. Great income! Affluent clientele. Owner
will consult. Colorado Springs, CO 719/227-9727.
$80,000 for business — $150,000 for real estate (lease
option available).

LANDSCAPE CONSTRUCTION /MAINTENANCE

Landscape construction and maintenance company.
Well established 15 year company in the Boston, MA
area. $2.5M ro $2.9M volume annual. Past three years
profits have been in the six digic figures. Company

breakdown, 70% construction, 20% maintenance and
10% snow operations. Well run organization and well
maintained fleet. The 1999 backlog exceeds $2M.
Mail responses of interest with name and financial
background to: Corporate Ventures, 271 Canton St.,
Stoughron, MA 02072.

MONTANA!

Licensed lawn and tree service. Booming growth. 90%
plus renewal rate. Stunning mountain valley. $ix figure

cash flow. Seller financing. Please contact: Mike at
406/586-7168 or skygrp@ibm.net
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COMMERCIAL LANDSCAPE MAINTENANCE

Commercial landscape maintenance business includes
tree trimming and installation. Orange County Cali-
fornia. Established 20 years. $3.5 million annual sales.
$1.75 million for business. Building and land available
for $486k. Great opportunity for out of state company
to expand into Southern California. 714/401-9128.

CONSULTING

SHORT TERM ASSISTANCE
FOR LONG TERM SUCCESS

Imagine. . .Profits are greatand you
Know why. Your plan is working.

Imagine... You're enjoying the process of improving
your company’s performance. At the same time
employee loyalty and enthusiasm have never been

better.

Imagine... You're more involved than ever and still have
more time for other things.

We provide assistance to accomplish the improvements
that are needed foday to insure your success tomorrow.

HORTICULTURAL | Short term
BUSINESS | assistance for
MANAGEMENT | long term
CONSULTING | success

Tracy Morland
P.O. Box 352 New Glarus, WI 53574
(608) 527-5411
morland@madison.tds.net

EDUCATION/INSTRUCTION
LANDSCAPE DESIGN

BE A SKILLED
LANDSCAPE
! DESIGNER

I Home study course. Cre-
ate beautiful lawns, gar-
I dens, courtyards, plantings,

and walkways. Start a profit-

able business of your own.
I Send or call 24 hours a day.

i HEECAIEEILITBATUIES 800-223-4542 |

RESIDENTIAL FINANCING PROGRAM

MAGNETIC SIGNS

Give your residential customers greater purchasing
power with this exclusive Members Only financing
program from the Associated Landscape Contractors of
America (ALCA). For complete membership benefits,
contact ALCA at www.alca.org or 800/395-2522.

FOR SALE
WHOLESALE TURF SUPPLIES

Bobcat Mowers — Walk-Behinds, Riders
Replacement Parts shipped right to your door!
Call us for Blades, Belts, Tires, and other parts

and equipment. We carry a full line of

Lawn Spray and Irrigation Parts and Accessories.
Get organized get CLIP!

Computerized Lawn Industry Program
unlimited version $1,195.00

Call and get your FREE CATALOG
HERSCH’S WHOLESALE

1-800-THE-LAWN

SNOW REMOVAL EQUIPMENT

Magnetic Signs For Your Vehicles
As Low as $39.50 a pair.
Call 847/741-8899

COMMUNICATIONS EQUIPMENT
MOTOROLA from $250
MTX, GTX, MAXTRAC 800/900
with warranty call 800/779-1905

TURF SEED
www.grass-seed.com

MOWERS
HOWARD PRICE MOWER
* Model 1260 - 10’ batwing
* 2" Season — Approximately 1,000 hours
Asking $11,500
* 4-WD spare tire / blades
* Diesel engine - roll over protection
* Also 300 gallon chemical spray tank
with 300 feet of hose
Excellent Condition — Call 847/695-0080

USED BOBCAT

—spo-md

Predator Plow & Lobo "V" Plow

1-800-662-1453

SNO-WAY International, Inc.

www.snoway.com

FREE 1999 PARTS CATALOG

Free 1999 Parts Catalog loaded with high quality
mower parts, engines, lots more! Call PRECO Today!
800/428-8004.

LANDSCAPE DESIGN KIT 3
£ unoscma DESIGN KIT 3

48 rubber stamp symbols of trees,
shrubs, plants & more. 1/8" scale.
Stamp sizes from 1/4" to 1 3/4".
$78.50 + $6 s/h VISA, MasterCard, or
T < MO's shipped next day. Checks delay
-H shipment 3 weeks. CA add 7.75%tax.

g u::'“ AMERICAN STAMP CO.
‘W' Free Brochure 12290 Rising Rd. LL99, Wilton, CA 95693

Local calls 916- 687-7102 Voice or Fax TOLL FREE 877-687-7102

ey ) ST
':‘:m.. - | GROUNDS EQUIPMENT
The School of Lan , Dept. GTJ668 I

LPCDI, 430 Technology Pkwy., Norcross, GA 30092

FINANCING
GOVERNMENT FINANCING

LET THE GOVERNMENT FINANCE your small
business. Grants/loans to $800,000. Free recorded
message: 707/448-0270. (NK8)

Grounds Equipment
Tire Changers

|  www.wikco.com |

Or Call 800-872-8864
——atl~@ Wixco INDUSTRIES, [NC. HEEE
4930 N. 57th St Lincoln, Ne. 68507

Used Skidsteer Loader Bobcats 753-763-853 and
attachments,
Tires, Rings, Parts, Buckets.
MH RENTAL 305/477-6595. Lease available.
Web Site: www.mhrental.com
Email: mhei@bellsouth.net

RADIOS HALF PRICE!
MOTOROLA - JOHNSON
KENWOOD - UNIDEN - RADIUS
escape NEXTEL go 900 w us
Call: 800/779-1905

HYDRO-MULCHERS

HYDRO-MULCHERS®
HYDRO-SEEDERS
STRAWBLOWERS

Most Brands & Sizes — New & Used

(800) 551-2304

www.jameslincoln.com

CURBING MACHINE

For Sale. New — still in crate. Goes to first reasonable
offer. FAX to 870/910-5335.

GREEN INDUSTRY OPPORTUNITIES
ONE STOP SHOPPING!

Advertise to Sell or Find Green Industry Goods and
Services. You'll find green goods, hard goods, and services
in GIANT - Green Industry Advertising NeTwork.
GIANT offers cost-effective advertising (starting at just
$12) to reach thousands of individuals in print and on
the Internet. Plus, 200 employment opportunities.
Published twice-a-month, subscriptions startat $19.95
for 6 months. Classified, display, and Internet ads
available. MC/ Visa/ AMEX accepted. Call 1-800/428-
2474 today. Visit us at www.giantads.com

LAWN & LANDSCAPE © AUGUST1999 &7
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HELP WANTED
GREAT CAREER OPPORTUNITIES

Large Charlotte, N.C., landscape company is seeking
highly qualified, self-motivated professionals. Posi-
tions include:

* Lawn Maintenance Foremen

* Lawn Maintenance Supervisor

* Irrigation Foremen

» Commercial Landscape Foremen
Send resume to The Metrolina Landscape Co., P.O.
Box 669003, Charlotte, NC 28266 or call 704/392-
9501.

MANAGEMENT SEARCH

GREENSEARCH
What are you doing Monday night
to improve your career?
Visit our updated GreenSearch Web Site at
www.greensearch.com
and browse through a variety of interesting topics dealing
with your green industry career. Then in the quiet and
confidential environment of your own home, com-
plete our online application and see if one of our cur-
rent career opportunities might be just right for you.
GreenSearch
6690 Roswell Road, Suite # 310-157
Adlanta, GA 30328-3161
Toll Free 888/375-7787
Fax 770/392-1772
E-Mail: info@greensearch.com
www.greensearch.com

KEY 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: http//www.florapersonnel.com

IRRIGATION FOREMAN

Massachusetts golf course construction company look-
ing for Irrigation Foreman and Installers for golf course
and homeowner installation. Benefits, pay commensu-
rate with experience. Opportunities for further educa-
tion in the field. Fax resume to 781/834-2392.

LOCATE IN ONE OF FIVE GREAT CITIES!

Tell us what city you prefer! Weare aleadinglawn care
company that has been in business for 30 years with
locations in Cleveland, Fort Wayne, Indianapolis,
Pittsburgh, and St. Louis. We are accepting resumes
for branch managers and branch manager trainees.
Our trainee packages average $35,000 to $40,000 per
year and our branch manager packages average $75,000
to0 $80,000 per year. Both trainee and branch manager
benefits include generous salaries, health benefits, new
personal vehicles and a large year end bonus. Join a fast

ployees! Branch manager applicants should have mana-
gerial experience, and trainee applicants should have
assistant manager experience. All inquiries kept strictly
confidential. Send or fax resume to: Kapp’s Lawn
Specialists, Michael Markovich, 4124 Clubview Dr.,
Fort Wayne, IN 46804. Fax: 219/432-7892.
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PROJECT MANAGEMENT

James Martin Associates, Inc., a well-established com-
mercial and residential landscape maintenance firm, is
seeking a team-oriented person with 3-5 years experi-
ence in maintenance project management to join the
landscape maintenance department. The successful
candidate will possess experience in project and client
management, contract negotiations, client prospect-
ing, estimating, and asolid understanding of the grounds
management industry. Forimmediate confidential con-
sideration, please send or fax resume and salary require-
ments to:
JAMES MARTIN ASSOCIATES, INC.
Atn: Chris Keenan
59 East US Hwy. 45
Vernon Hills, IL 60061
Fax 847/634-8298
Phone: 847/634-1660

OPPORTUNITIES ABOUND

TRUGREEN * CHEMLAWN
LANDSCAPE DIVISION

“Changing the landscape of the
landscaping industry”

And we need YOU

to build a strong foundation!

We're HIRING across the nation.

: Q.M' eut Positions
o Technical Positions
+ Administraive Positi
Call today at 888/698-0200 for
more information

R R
CAREER OPPORTUNITIES

Are you ready for a change? Come join our team in the
beautiful southwest. We are searching for top quality
people in the following positions:

* Project Manager

* Landscape Designer

* Crew Leaders
Qualified candidates will possess experience in their
respective position as well as excellent communication
skills, self-motivation and strong desire to succeed.
Excellent benefits, profit sharing and relocation allow-
ance. Please mail or fax resume to: Heads Up Landscape
Contractors, Inc., 7525 Second Street NW, Albuquer-
que, NM 87107. 505/898-2105 (Fax).

NEED WORKERS NEXT YEAR?

Seasonal H-2B workers from Mexico for up to
10 months who can only work for you. Process
takes a minimum of 120 days. So start pow
for next season and solve your labor problems.
Call Bob Wingfield, 214/634-0500

WWWw.amigos-inc.com

EXCITING CAREER OPPORTUNITIES
FOR SERVICE INDUSTRY MANAGERS

Come Join One of the Largest Vegetation Management
Companies in the United States

DeAngelo Brothers, Inc. is experiencing tremendous
growth throughout the country creating the following

openings:

Regional General Manager
(Chicago, IL Area)

Responsibilities include managing our regional and
branch office locations. The person we select must be
self-motivated, well organized, and have the ability to
oversee others. Business/Horticultural degree desired
with a minimum of 4 years experience working in the
greens industry and or management of multiple service
business locations.

Branch Mangers
(Various locations throughout the USA)

Responsible for managing day to day operations, in-
cluding the supervision of field personnel. Business/
Horticultural degree desired with a minimum of 2
years experience working in the greens industry.

Qualified applicants must have proven leadership abili-
ties, strong customer relations and interpersonal skills.
We offer excellent salary, bonus, and benefits packages,
including 401k and company paid medical coverage.
For career opportunity and confidential consideration,
send or fax resume, including geographic preferences
and willingness to relocate to: DeAngelo Brothers,
Inc., Attention: Paul D. DeAngelo, 100 North Conahan
Drive, Hazleton, PA 18201. Phone: 800/360-9333,
Fax: 570/459-5500. EOE/AAP, M-F.

HELP WANTED
WANTED

PEOPLE WITH PASSION,
PEOPLE WITH HEART.
Have you ever wished you could work for a company
that really cares, is honest, genuine, and has a positive
outlook on life? Well now you can.

We’re Rutgers Landscape and we help people improve
their lives and surroundings with plants. We’re looking
for help. People with a mission. Experience is helpful
but not essential, because we’ll teach you all you need
to know. But you better call fast because we’re on a fast
track and we’re looking for runners. Rutgers Land-
scape 908/788-2600. Located in beautiful west central
NJ. Attn: Jim Brophy
Positions Available:
Operations Manager — Landscape Designer —
Landscape Sales Staff — Crew Foreman

CAREER_OPPORTUNITY

Landscape Management Positions available for Branch
and Account Managers in NJ and PA. Requires com-
mitted, experienced individuals with at least 2 years of
landscape maintenance and/or construction supervi-
sory experience. If you meet these requirements and
would like to work for a company with local and
national career opportunities, please send your resume
to: Pennink Arrimour Inc., 1965 Byberry Road,
Huntingdon Valley, PA 19006 or fax to 215/659-
9317. EOE.
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DESIGN/BUILD TEAM MANAGER

CAREER OPPORTUNITIES

SALES MANAGER

As we continue to build our business, we have need of
new Team Managers in our Design/Build Department.
Candidates must have a combination of education,
trainingand experience to enable them to perform and/
or manage others in all aspects of landscape design, and
theability to interface with other departments to ensure
the efficient and quality performance that has become
our hallmark over the last 20 years. Compensation is
derived from base salary, volume incentives, perfor-
mance incentives, and bonuses. Health/medical insur-
ance benefits, paid holidays and vacation, and company
vehicle. Starting base salary range: $30-36K. Send
Resume/Work Samples to Landscape Creations, Inc.,
8534 Macon Road, Memphis, TN 38018, Attn: Steve
Blair. PH 901/754-9507, FAX 901/757-2637.

EMPLOYMENT OPPORTUNITIES — BERMUDA

Sousa’s Landscape Management Co., Ltd., Bermuda’s
largest landscape company, has immediate openings
for the following positions:
* Fleet Mechanic — Service all equipment/vehicles
* Irrigation Technicians — Troubleshooting, repair,
installation
* Floriculturist—Color manager, chemical application
* Horticulturist — Preservation and care of grounds
* Chemical Applicator — Chemical applications
* Landscape Architect — Degree/experience required
* Landscape Installation Foreman — 3 years experi-
ence required
* Landscape Designer/Salesperson — Degree/expe-
rience required
Apply via resume along with three work references to
Sousa’s Landscape Management Co., Ltd., P.O. Box
PG 130, Paget PG BX, Bermuda. Fax: 441/238-3507,
e-mail: jsousa@slm.bm or www.slm.bm

LANDSCAPEJOBS.COM

888/729-LAND
National Search
We are presently searching for the following:
* Maintenance Supervisors
* Maintenance Foremen
* Irrigation Technicians
* Construction Foremen
* Operations Manager
* Branch Manager Trainees
Call or visit www.landscapejobs.com

EROSION CONTROL/HYDROMULCH -
GENERAL MANAGE

Established, aggressive company located in the Phoenix
area is looking for a quality, career-minded individual
to join our staff. Candidate should possess a strong
knowledge of hydroseeding, erosion control and native
reclamation. Must have strong supervisory, project
management, and sales skills. We have a highly com-
petitive compensation package, salary based on experi-
ence, health, 401K, company vehicle. All inquiries will
be held in the strictest of confidence. EOE. Please send
resumes to Sunbelt Reclamation, Inc., 1333 West 120"
Avenue, Suite 111, Westminster, CO 80234-2709. Or
fax 303/255-3653.

LANDSCAPE DESIGNER

Qualified individual will work closely with customers
to design commercial and residential landscapes as well
as plan and supervise a crew of laborers. Fax resume to
870/910-5335. Jonesboro, Arkansas.

Lawns of Dallas, a full service landscape company, has
been providing quality service to a high-end client base
since 1981. Our continued growth and expansion of
operations allows us to offer the following opportuni-
ties.
* Residential Maintenance Manager
* Customer Service / Sales Representative
* Irrigation Service Technician
* Licensed Spray Technician
Positions include excellent compensation, retirement
package and full benefits. Please fax or forward resume
to:
Lawns of Dallas
P.O. Box 35448
Dallas, Texas 75235
214/357-6522 Phone
214/352-8243 Fax

www.lawnsofdallas.com

JOIN OUR AWARD WINNING TEAM!!

Nationally recognized, ranked 17, full service Land-
scape, Irrigation & Maintenance Contractor in rapidly
growing South/Central New Jersey is searching for
career minded, skilled and highly motivated profes-
sionals for key positions to fitinto our expansion plans
in the following areas:
* Landscape Construction Supervisors
& Foreman.
* Landscape Designers/Architects/Salesman.
* Irrigation Foreman / Service Technicians.
* Irrigation Service Dispatcher.
* Landscape Maintenance Supervisors &
Foreman.
* Lawn & Pesticide Applicators.
* Tree Division Manager / Salesman.
* Human Resource Directors
(Bilingual preferred).
* Nursery Manager.
* Staff Accountant
Excellentsalary and benefit package with advancement
opportunities. Fax or e-mail resume with salary history
to: Robert A. Lipinski, President, Lipinski Landscape
& Irrigation Contractors, P.O. Box 605, Mt. Laurel,
NJ 08054. Fax: 856-234-9348.
E-mail: pharan@lipinskiland.com

BRANCH MANAGER
LAWN AND TREE CARE COMPANY
BOSTON, MA area

One of Massachusetts largest independent lawn and
treeservice companies is accepting resumes fora Branch
Manger’s position. Individual will be responsible for
day-to-day operations, supervising staff, sales and ser-
vice. Candidates need to have 5 years experience in the
lawn care industry, be a good communicator, have
organizational skills, and an appreciation for great
customer service.

The Lawn Company offers excellent benefits including
health and dental insurance, profit sharing, and 401K.
Please send resumes with salary history to Ed McGuire,
The Lawn Company, P.O. Box 1430, South Dennis,
MA 02660.

Who Can Make Things

Rich in heritage and poised to meet the needs of
agricultural & turf management professionals,
Moyer & Son, Inc., a recognized manufactur-
ing, services and turf supply company, seeks a
dynamic & enthusiastic individual to oversee &
manage its Fertilizer Department.

This highly-visible position requires a well-
organized, highly-motivated individual possess-
ing a Bachelor’s degree in Marketing, minimum
7-10 years related sales management experience,
and demonstrated leadership, communication &
interpersonal skills.

Position offers a competitive salary and compre-
hensive benefits package in a challenging &
stimulating environment. Our drug-free work-
place requires all applicants pass a pre-employ-
ment post-offer physical, which includes drug-
screening. For prompt consideration, please
send/fax resume with salary history/require-
ments to our Human Resources Dept.

L Vmyer

113 East Reliance Rd., Souderton, PA. 18964
TEL: (215) 723-6000 * FAX: (215) 721-2813

_ I 1 Op1 ' /

LANDSCAPE CONSTRUCTION
SUPERVISOR/FOREMAN

Several positions available with upper scale landscape
construction firm. Minimum of 3-5 years prior experi-
ence in hardscapes, decorative paving and planting.
Must possess C.D.L., the ability to read blueprints and
perform layout. Must be self-motivated, well organized
and the ability to oversee others. Salary commensurate
with prior experience. Excellent benefits package. Please
fax/send resume with salary history to:
James Michael, Inc.
¢/o Bill Stewart — General Manager
25650 N. Gilmer Road
Mundelein, IL 60060
TEL: 847/438-8144
FAX: 847-438-8395

SALESPERSON

AGC Turfand Ornamental Spray Systems, a Raleigh,
NC based company is searching for an outside sales
person to cover NC, SC, VA,GA. The individual must
have past turf experience, high level of integrity and
professionalism, excellent communication skills and
the desire to make a big difference in a growing com-
pany. Fax, e-mail, or send resume along with salary
history/requirements to: AGC, 8613-B Barefoot In-
dustrial Dr., Raleigh, NC 27613, 919/787-9106,
agc@agc-inc.com

LAWN & LANDSCAPE © AUGUST1999 89
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MANAGEMENT OPPORTUNITIES
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CORPORATE OPERATIONS MANAGER

Seeking experienced senior level mgt. individual to manage the opcrauons of major mtcnor/cxtcnor firm.
Oversee regional mgrs. and all operations. Based in Dallas, TX. Currently doing
business in 10 states. Applicant should be an experienced and qualified individual. College degree required in
horticulture or similar. Certification a plus. Licensed pesticide applicator. This position requires a detailed
focused individual, with good people skills in working with employees and clients. Experience in interior and
exterior preferred but open to qualified individual with good overall background. This position is key mgt.
position. Report to president/owner. Extensive interviewing and testing will be required. An excellent
opportunity for individual who is ready to move to the next level but does not have opportunity currently or
individual in similar position who may be seeking more challenging career choices. Complete confidence
respected. Contact John Rowland, owner, direct.

REGIONAL MANGERS: TEXAS AND CALIFORNIA

Two positions. One based in Los Angeles area and other in Dallas. Oversee interior/exterior operations/client
relations/employees/sales/installations. L.A. job requires extensive travel as territory includes CA, NV, AZ and
NM. CA Pesticide lic. req’d. College degree in Horticulture or related. Dallas position for DFW area mke. TX
pesticide license. Interior only.

DFW SALES

Interior sales position. Excellent growth market. Prefer experienced person but will consider other. Good base
salary. Commission and Bonus. For right person this job could be excellent financial opportunity. Dallas is one
of the fastest growth mkts. in U.S. Major corporations opening corporate or regional facilities. Income potential
unlimited.

Send resume to John Rowland, Mallscapes, 10580 Newkirk, Suite 304, Dallas, TX75220. FAX: 972-401-3232.
Good benefits. Competitive compensation package including base and bonus. Complete confidence.

EXCITING CAREER OPPORTUNITIES

Munie Outdoor Services Inc., a well-established full
service landscape maintenance and construction com-
pany located in the St. Louis area is searching for
skilled, highly motivated individuals for key positions
including Branch Manager, Assistant Production Man-
ager, Landscape Architect and Foreman for our Main-
tenance, Landscape Construction, and Golfand Sports
Turf Construction divisions. We offer an excellent
compensation and benefits package in addition to
advancement opportunities. Please forward a resume
to: Munie Outdoor Services, Inc., Attn: HR Manager,
1000 Milburn School Rd., Caseyville, IL 62232, or fax
to 618/632-5475. EOE/AA.

MANAGEMENT /SALES
SIGNING BONUS

Yardmaster, Inc. the largest Landscape Architects and
Contractors in Ohio is offering a signing bonus to
qualified management candidates who are intelligent,
responsible and hardworking to be Branch Mangers
and Design/Sales Professionals. 3-5 years of experience
in management, landscape construction, maintenance,
orsales required. Offering competitive salaries, medical
and dental insurance, 401K, and other great benefits.
For more information please call Lisa at 440/357-8400
orsend resume to 1447 North Ridge Road, Painesville,
OH 44077 or fax to 440/357-1624.
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FOR SALE
TREE CARE BUSINESS FOR SALE

Established tree care business over 12 years in Central
Florida. Great clientele/repeat customers of over 2000.
Average gross sales $400-500K with room for growth.
Will sell with or without equipment, property or em-
ployees. Relocation of owners/must sell. Call Steve or
Becky only 407/578-2689.

POSITION WANTED
ARBORIST /LANDSCAPE PROFESSIONAL

Highly skilled arborist and landscape professional seek-
ing full time year round position. Holds arborist and
master pesticide licenses. Has wide range of experience
in both, in addition to sales and management within
the horticulture industry. Seeking Maine/New Hamp-
shire area. If you are interested in sharing your job
opportunities with me, please call 207/885-9057.

WANTED 10 BUY
HYDROSEEDERS & STRAWBLOWERS

We buy, trade and sell new and used hydroseeders and
straw blowers ONLINE. Call 800/245-0551 for our
catalog ofhydromulching equipmentand supplies, and
go ONLINE for our latest used equipment list.
HTTP://www.ErosionControl Tech.com

E-mail: Neil@ErosionControlTech.com
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(continued from page 75)

line or a broken head somewhere.”

One of the worst problems an irrigation
system faces is cut wires, Pate lamented.
This can occur from recent construction,
aging or a power surge.

“If power is present from the controller
to the solenoid but the heads aren’t coming
on, the wire inside the solenoid could be
shorted out,” Dubose pointed out.

Pate said a common problem is irriga-
tion contractors or do-it-yourselfers using
wire that is not UL listed for direct burial in
the ground, which means the jacks on the
wire are not made for the corrosive elements
in the soil. Irrigation wire should always be
UL listed, he stressed.

When trying to find leak problems, an-
other quick tip from Bennett involves check-
ing for mainline leaks.

“The easiest way to determine this is to
look at the water meter dial,” Bennett ex-
plained. “It spins if water is going through
smoothly. If there is a small leak, it will pulse.”

TOYING WITH ANOTHER’S HANDIWORK.
Some contractors refuse to service systems
they did not originally install or that were
homeowner built.

“Unless we are working with the client
on another project, we don’t service other
contractors’ systems,” Pate said. “We are
busy enough with our own customer base
and we feel it’s a bonus to our customers to
service them first and give them top priority
and quality. If we do work on a system that
wasn’t built by us, hopefully we can get
some as-builts of the system to help us figure
out how it was built.”

An as-built is a final drawing depicting
how the system was installed in the yard —an
item all homeowners and property manag-
ers with irrigation systems should have if the
system was properly installed by an irriga-
tion contractor.

“But nine times out of 10, residential
customers misplace or lose their as-builts,”
Boyce warned.

“And as-builts are overrated,” Bennertt
continued. “They can give you a good idea
where the valves are in a system, buta system
always changes and the as-builts are never

consistently updated.”

The hardest task when inspecting exist-
ing irrigation systems is locating problems,
which are difficult to find even when a
contractor is familiar with the system. There
is a lot of guesswork involved, Dubose said.

“Most valves are located where the water
leaves the house,” Bennett advised. “All of
the fittings that connect the valves together,
also known as the manifolds, are usually
located right near the vacuum breaker.”

If an irrigation contractor ventures into
the realm of troubleshooting do-it-yourself
systems, Bennett said the biggest problem is
usually found in the design of the system.

“And most of the time i’s a design
problem that cannot be easily fixed,” he
said. “We’ve seen systems where the home-
owner will run four or five sprinkler
heads on %-inch line, creating a low pres-
sure problem. These types of system prob-
lems on a homeowner-built system require
a lot of contractor patience and time to
inspect and repair.”

The author is Assistant Editor of Lawn &

Landscape magazine.
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WE HAVE ALL HEARD the
tired cliché — location, location,
location. In the world of land-
scaping, how important is the
location of a headquarters?

When Bozzuto Landscaping
Company strategically planned
its recent move, location was
the overriding issue we faced.
We found that there are many
different factors that need to be
considered when selecting the
location of your company’s
main facility.

In selecting Laurel, Md., we
considered the various issues,
which were all directly related
to location. In our case, Laurel
made the most sense because it
is located in the middle of our
geographic service area. Our
new facility is conveniently lo-
cated between Washington and
Baltimore with easy access to
several interstates.

We believed it was necessary
to select a location that would
help us serve our customers
better. Locating in Baltimore
or Northern Virginia would
have created an ob-
stacle in serving our
clients at the other
end of our service
area. An additional
consideration was
the facility’s proxim-
ity to our field of-
fices in Springfield,
Va., Gaithersburg,
Md., and Upper
Marlboro, Md.

Keeping in mind
the facility’s location
relative to the field

'TEEEEREEEEEEEEEEREER NN N,
Site Selection

v
BUILDING AN OFFICE AT
BOZZUTO LANDSCAPING

offices was important since
many of BLC’s crews are dis-
patched from the field offices
each morning. This keeps the
crews close to the customers
and keeps them out of traffic,
which ultimately increases
productivity.

Locating the facility near a
quality labor pool was also im-
portant. When BLC began
conducting market and loca-
tion research, several of the
company’s employees encour-
aged us to consider Laurel as a
viable option. It turns out
many of the company’s existing
employees already lived in the
Laurel area and recommended
it to be a good source of quali-
fied labor. Additionally, locat-
ing in an area that had reliable
public transportation options
for some of our employees was
also a desire.

Location also comes into
play when you consider your
suppliers. Throughout the
years, we have developed key
partnerships with our suppliers

b Keys to Suecess

1 . Proximity to customer base

2. Close to quality labor pool

3. Access to suppliers

4. Ample office and maintenance space

5. Financial considerations

and have come to
rely on each other.
Moving your facility to a
region where it becomes in-
convenient or difficult for
them rto deliver materials and
mechanical parts puts unnec-
essary stress on the relation-
ship, which, in the long run,
could impact the level of ser-
vice you deliver to your cus-
tomers. Again, our decision to
strategically locate berween
Washington and Baltimore so-
lidified our working relation-
ships with most of our busi-
ness partners.

One of the more obvious
considerations in planning our
new facility was creating a pro-
ductive and exciting work envi-
ronment. We took into ac-
count not only the office space
but also the maintenance and
storage facilities. Having
enough space to maintain and
repair our equipment was im-
perative to continuing the
Bozzuto tradition of providing
superior landscaping services.
In order to meet the
needs of our projected
growth, we actually
sought more space
than we currently re-
quire. The new facil-
ity includes approxi-
mately 5,000 square
feet of office space
(with an additional
3,500 square feet for
expansion), a 15,000-
square-foot mainte-
nance and repair shop
and is surrounded by

10 acres of
land. In addition,
the new office houses BLC's
training center, which in-
cludes audio/video/presenta-
tion equipment, conference
and seminar facilities and a
training video library.

Lastly, and perhaps most
importantly, financial consid-
erations played a large role in
the decision-making process.
While profit margins in the
landscaping industry are tradi-
tionally thin, finding the right
location at the right price is
vital to the bottom line. At
Bozzuto Landscaping we were
able to find a location that
met and exceeded our current
and future space needs and
placed us in close proximity to
our customers, suppliers and
employees while only mod-
estly increasing our costs.

The cost increase, however, is
offset by efficiency gains.

Everyone at Bozzuto
Landscaping is extremely ex-
cited about our new facility.
The decision-making process
was not quick or easy by any
means. However, with the
proper amount of research,
knowledge and patience, it is
possible to identify the most
appropriate location that
meets or exceeds your business
needs. The new Bozzuto
Landscaping headquarters is
proof. — Tom Davis

The author is president of
Bozzuto Landscaping, Laurel,
Md.
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Tacoma.

The Tacoma knows the meaning of hard work. And working hard. With the

The truck that

highest standard payload of any truck in its class’ the Tacoma stands ready to do just

mirrors your work ethic.

about any job that comes its way. And isn't that a true reflection of yourself?

P

Tacoma + Fleet

TOYOTA cve anlaq

1-800-GO-TOYOTA ¢« www.toyota.com

1998 Toyora Motor Sales, U.S.A., Inc. Buckle Up! Do it for those who love vou, *Based on comparison of base 5-speed, regular-cob models.
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® |[\W/HY D0 LEADERS CALL IT “GREATEST o BEST STUFF o PRODUCT in the WORLD?" o t¥ sertn

ADSOIUt8| Oth erWIse BILLIONS-PROVEN EXTRA-LIFE-MAKER

!VIIVII-\PDIOESES/I\%LES ® SUperthrivel
V
by World #1 Plant Supply Hagil\%p '.‘i:LXi%’.L“.‘.’:’:.‘l%

1800 SALVAGED OLD TREES: “NONE SICK OR DEAD”

SUPERthrive™ unique extra life:—TRANSPLANTING, MAINTENANCE, SALVAGING. “IMPOSSIBLES” MADE
EASY. 1,800 60 to 75 year-old trees dug from grounds of 20th Century Fox Studios, stock-piled in weather for
2 years, replanted along streets of Century City. Landscape architect and contractor reported ““‘not one sick or
dead tree at any time!" Only SUPERthrive™ could have done this—or even approached it.

T <d 400 HUGE SPECIMEN TREES
WHOLE DESERT CITY, ZERO
LOSS, SPRING AND SUMMER,

DUG IN HOT, DRY SOUTHERN
AFTER FAILURE IN WINTER.

W@ _ CALIFORNIA SUMMER. ZERO W& ; :
LOSS. Disneyland.® (Enabled open- e
ing a year earlier). *Disneyland and Disney e oweess Havasu City, Arizona.

World are registered trade marks of The Walt Disney Co.

@ ZERO LOSS IN 3000-ACRE PROJECT FOR USDA, VERSUS 3% SURVIVAL: NEXT BEST. — California Polytechnic State University.

@ PLANTED 10,000 TREES, Seattle World's Fair, WITH ZERO LOSS.

@ SAVED ALL OF HUGE SHIPMENT OF PALMS FROM FLORIDA TO 48 Taiwan GOLF COURSES. LOSE OVER HALF WITHOUT.

@® PUSHES BACK DESERTS, LANDSCAPES SHEIKS' PALACES, Saudi Arabia.

@ PLANTED OVER 600,000 BARE-ROOT ROSES, 16 YEARS, LOSS FEWER THAN 1 IN 1,000, Albuguerque, New Mexico.

@ SAVED ALL TREES TRANSPLANTED by US. Corps Of Engineers, FOR CAMOUFLAGE, WORLD WAR II.

® TWO WEEKS DIFFERENCE IN HYDROMULCHED GRASS STAND, ALONG FREEWAY BANK FOR EROSION CONTROL. — Maryland.

@ SAVED ALL CELERY TRANSPLANTED IN 17 LARGE HOUSES, before and after one without, IN WHICH ALL LOST. — California.

@ 1200 TREES WTIH 4" CALIPER TRUNKS BARE-ROOTED IN DESERT JUNE. NO LOSS. — Tucson, Arizona, City Parks Department.

@ BIGGEST TRANSPORTATION OF LANDSCAPE MATERIALS, CALIFORNIA TO FLORIDA, TO PLANT Disney World® NO LOSS.

@ KEPT ALL PALM SPRINGS DESERT GOLF COURSE’'S GREENS PERFECT, SUMMER WHEN ALL OTHER COUHSES WITH BENT GRASS
GREENS IN AREA LOST 6 TO 14 GREENS.

@ HIGHLY COST-EFFECTIVE EARLIER, INCREASED YIELD — ABOVE THE BEST — FROM SEED, TRANSPLANTING, DRIP IRRIGATION,
SPRAYING YOUNG CROP PLANTS: Recent EXAMPLE: ONE GALLON ON DRIP RAISED 25 ACRES OF GRAPE TONNAGE 26%, SWEETER,
LARGER — WHILE EACH NEARBY GROWER LOST HALF OF CROP TO SHATTERING STORMS. — California

‘ <4SAVED GIANT CACTUS
<t 38 EXTRA INCHES < TREE-SAVING |

GROWTH ABOVE RECORD OF 1/2 CEN- [NENNRNNNNNRR TAEES authorized moved
FERTILIZERS-ALONE. TURY. California Poly- (1 | e

: a oy iy e BB Reported planted all
technic State University, “Iun }4 ){:,‘w l&. famous and “world’s big-
AL e

SEVEN MONTHLY USES.
Tucson, Arizona,
City Parks.

Cal. Capitol, Cal Tech, U. p-
Ca ! gest” Nevada hotels.
of Cal, Cal. State U. : Pushes back Africa desert.

® Point with pride to ALL your jobs. @ Build demand for you.
T/P LANDSCAPERS ? ® Protect and save essentially 100% of all plant material.
. ® Predict healthy, active, uniform and beautiful “super-normal” plants.
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