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IF YOU'RE 

HESITANT 
TO TRY NEW THINGS, 

"Our crews fight over the Dingo... 
they appreciate the fact that we have 

invested in a machine that provides 
them with a safe, professional 
way of being more productive. " 

Dale Elkins, ISS 

WE SUGGEST YOU 
READ THIS 

WHILE YOU'RE 
WAITING. 

"We dug the holesy planted 16 trees, and 
covered them in one hour with the Dingo.. 

that's probably six or seven hours 
of work without the Dingo." 

Jon Matthews, The Lawn Stylist 

' The Dingo will revolutionize the landscaping business. Jobs that took hours now take minutes... the Dingo 
does a lot of things you couldn't do with a skid steer, like walking across a lawn or going through a gated 

backyard without taking down part ofthe fence... it saved me thousands ofdollars in just one day. " 
R o b e r t M a f f e i , M a f f e i L a n d s c a p e C o n t r a c t o r s 

"Our jobs took twice as long before we had the Dingo. 
Now I have to sell work like you wouldn't believe to keep my 

crew busy because they knock the jobs out like never before." 
Tom Waltz, Harvest Landscape Services 

'It's constructed like a tank." 
Phil Pickett, Pickett Landscaping 

"If I met a skeptic, I'd tell them to 
try the Dingo. They'd be amazed. 
In our line of work, productivity 
is the name of the game and 
the Dingo gives us the ability 
to do a job with less people 
in the same amount of time." 

J 

Charlie Bowers, 
Garden Gate Landscaping 

'It can pay for itself in one year's time." 
Stephen Hillenmeyer, Hillenmeyer Nursery 

This is no time to procrastinate. Call 800-476-9673 or contact your Toro distributor. (And step on it.) 

TORO. 
S I T E w o RK /fiéaófiut 
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Editor's Focus 

Keeping the Vision 
George Morrell had a vision of what a landscape company 
should be, and this Atlanta-based company is the 
product of 11 years of work toward that vision. 

Mower Maintenance 
Recurring maintenance service is the hub around 
which The Morrell Group operates 

The Landscape Group 
While landscape construction work may not be profitable 
for the company right now, it gets the ball rolling for 
the entire operation 

Add Ons Add Up 
Maximizing the value and profitability of add-on .- jm 
services is the key to The Morrell Group's success... 

Human Resources 
Managing personnel issues at The Morrell Group is 
primarily a two-person, two-language effort 54 

On the Right Track 
Perfecting company business forms and keeping 

them in order can make a world of difference 

when it comes to delivering profit and customer ^^ 

satisfaction M 
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The Joy 
of Seeinga 
Vision 

"When a decision has to be made, make it. 

There is no totally right time for 

anything." - Jack Welch 

If you're looking to learn what it means to have a "corporate vision/' then 

visit with The Morrell Group in Atlanta, Ga., because this is an organiza-

tion that has made its vision the driving force throughout the company. 

A company's vision is commonly thought of as a document hanging on a 
wall by the front door or gracing the first page of the employee handbook. 
Neither of these methods of display are guaranteed to make a vision statement 
mean something to employees, however. After all, any sign hung on a wall or 
any words on the cover of an employee manual can be easily ignored, and they 
will likely be ignored unless the business is run in such a way that those words 
are reinforced on a daily basis. 

Clearly, that is the case at The Morrell Group. 
Before I went to Atlanta to meet with George Morrell and his employees, 

the company had sent me background information, marketing pieces and 
other informative materials. In one newsletter, Morrell wrote, "It seemed to 
me that a landscape management company should be capable of providing 
for its customers needs in every discipline pertaining to the landscape." 

Obviously, developing into a full-service organization isn't a revolution-
ary concept. But what is unique about this concept at The Morrell Group is 
how thoroughly his vision has penetrated this 150-employee organization. 

Throughout my day-and-a-half visit with the company, I met with more 
than a dozen of his key employees representing nearly every facet of the 
business. At some point during each interview the employees talked about 
the company's focus: taking care of all of the customer's horticultural needs. 

What makes this vision a success, however, is that these employees would 
follow this up by discussing the company's strategy for accomplishing its 

vision: Acquire customers through landscape installation and land-
scape maintenance, provide exemplary regular service and intro-
duce additional services to the customer. And, if satisfying the 
customer means increasing its service offerings, then that's what 
the company does. 

While there are certainly a number of business publications 
that hypothesize about how a vision gets off a piece of paper on 
a wall and into the life of an organization, meeting with George 
Morrell makes the answer obvious: Know what you want your 

company to do and be passionate about doing it to the best of 
your talents. And do this every day. in 

www.lawnandlandscape.com 

LsiaÉqie 
EDITORIAL 
CINDY CODE, Group Publisher 

e-mail: ccode@lawnandlandscape.com 
BOB WEST Editor 

e-mail: bwest@lawnandlandscape.com 
NICOLE WISNIEWSKI Associate Editor 

e-mail: nwisniewski@lawnandlandscape.com 
WENDY JOVAN Research Editor 

e-mail: wjovan@lawnandlandscape.com 

GRAPHICS/PRODUCTION 
CHARLOTTE TURCOTTE Art Director 
HELEN DUERR, Production Manager 
CHRISTIE BOBER, Advertising Production 

Coordinator 

ADVERTISING/MARKETING 
MAUREEN MERTZ Eastern Sales Manager 

1723 South Hill 
Milford, Michigan 48381 
248/685-2065 
Fax: 248/685-2136 
e-mail: mmertz@lawnandlandscape.com 

KEVIN GILBRIDE National Sales Manager, 
e-mail: kgilbride@lawnandlandscape.com 

CARL HAMMER Account Manager, 
Northeast 
e-mail: chammer@lawnandlandscape.com 

VINCENT RICCI, Account Manager, 
West Coast 
e-mail: vricci@lawnandlandscape.com 

AMY PEPPERS, Market Coordinator 

WEB/INTERNET 
BILL COX, Director, MIS & Web 

Development 
e-mail: bcox@lawnandlandscape.com 

SCOTT HUNSBERGER Internet Editor 
e-mail: shunsberger@lawnandlandscape.com 

CAROLYN ANTL, Internet Editor 
e-mail: cantl@lawnandlandscape.com 

CORPORATE STAFF 
RICHARD J . W. FOSTER President and CEO 
CINDY CODE, Group Publisher 
JAMI CHILDS, Director, Business Resources 

and Operational Systems 
JEFF FENNER, Director, Conferences and 

Seminars 
CHERYL THOMAS, Manager, Accounting 
FRAN FRANZAK Manager, Books & 

Directories 

EDITORIAL & SALES OFFICES 
4012 Bridge Avenue, Cleveland, Ohio 44113 
Phone: 216/961-4130 
Fax: 216/961-0364 
Internet: http://www.lawnandlandscape.com 
Subscriptions and Classifieds: 
216/961-4130 

I t i IS A M E M B E R O F : 
The Associated landscape ContractofS of America 
The American Nursery & landscape Association 
The Composting Council 
The Irrigation Association 
The National landscape Association 
The Ohio Turfgrass Foundation 
The Professional Grounds Management Society 
The Professional lawn Care Association of America 
Responsible Industry for a Sound Environment 
Turf & Ornamental Communicators Association 

A D V I S O R Y B O A R D 
Mr. Joe Rimelspach, The Ohio State University 
Dr Bob Schutzki, Michigan State University 
Dr. David Shetlor, The Ohio State University 
Dr Fred Yelverton, North Carolina State University 
Mr. David Zoldoske, Center for Irrigation Technology 

LAWN & LANDSCAPE 

BPA 
MTEMUT10NJU. 

V 

http://www.lawnandlandscape.com
mailto:ccode@lawnandlandscape.com
mailto:bwest@lawnandlandscape.com
mailto:nwisniewski@lawnandlandscape.com
mailto:wjovan@lawnandlandscape.com
mailto:mmertz@lawnandlandscape.com
mailto:kgilbride@lawnandlandscape.com
mailto:chammer@lawnandlandscape.com
mailto:vricci@lawnandlandscape.com
mailto:bcox@lawnandlandscape.com
mailto:shunsberger@lawnandlandscape.com
mailto:cantl@lawnandlandscape.com
http://www.lawnandlandscape.com


Smart business move. 
S e n d m e more information o n G M C * trucks. 
• Light Duty Commercial Pickups/Utilities O T-Series (Medium Duty Tilt Cab) 
• Light Duty Commercial Vans O W-Series (Light/Medium Duty Tilt Cab) 
• C-Series (Medium Duty Conventional) • GMC Personal-Use Trucks 

Name Title 

Company Address 

City State ZIP 

Type of Business Business Phone 

Do you currently own a GMC? •Yes • No 
If yes, selling dealer: 
If no, preferred dealer: 

Call 1-800-GMC-8782. 
Or visit www.gmcforwork.com. 

Are you likely to lease or buy? • Lease • Buy • Undecided 
When? • 0 -3 months • 4-6 months • 7-9 months 

• 10-12 months • 1 - 2 years • 2+ years • Undecided Do one thing. Do it well?" 

LL1299G 

http://www.gmcforwork.com
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I live for work. 
When your business relies on the growing season, every day is a push for profit. We've 
engineered the classic Sierra" to take the heat. Even on your busiest days. 

To start, the classic Sierra 3500 HD has a base payload capacity up to 9,232 lbs and 
is available in three wheelbases. Its flat frame rails are mounted close to the ground for 
easier body installation. 

I'm your go-to guy. 
I carry all your tools. And keep you 
in the green. I'm always on the job. 

Choose the standard 290 hp Vortec™ 7400 gas engine or an available 6.5L turbo 
diesel with 195 hp to keep your business moving forward. And count on our standard four-
wheel antilock brakes to help you 
maintain steering control even during 
adverse conditions. 

The GMC" classic Sierra is relentless 
power and reliability at your command. 

Do one thing. Do it well™ 

Vehicles shown with equipment from an independent supplier. 
See owner's manual for information on alterations and warranties. 

USE READER SERVICE #58 © 1999 Echo, Inc. 



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

2000 
J A N . 5 - 7 Michigan Nursery and Landscape Association's 2 0 0 0 

Great Lakes Trade Exposition, Lansing, Mich. Contact: 8 0 0 / 8 7 9 - 6 6 5 2 . 

J A N . 5 - 7 Minnesota Nursery & Landscape Association Convention 
& Trade Show, Minneapolis, Minn. Contact: 651/633-4987. 
J A N . 5 - 7 Mid-Atlantic Nurserymen's Trade Show, Baltimore, Md 
Contact: 8 0 0 / 4 3 1 - 0 0 6 6 . 

J A N . 6 - 8 Montana Nursery & Landscape Annual Meeting & Trade 
Show, Missoula, Mont. Contact: 406/721-7334. 
J A N . 9 - 1 1 Western Nursery and Landscape Association's The Big 
Show - Western 2 0 0 0 , Kansas City, Mo. Contact: 8 1 6 / 2 3 3 - 1 4 8 1 . 

J A N . 1 0 - 1 4 Advanced Landscape IPM Short Course, College 
Park, Md. Contact: 301/405-3913. 
JAN. 1 0 - 1 4 ProGreen Exposition, Denver, Colo. Contact: 3 0 3 / 7 5 6 - 8 0 2 8 . 

J A N . 1 1 - 1 3 Canada's International Horticultural Trade Show and 
Conference. Toronto, Ontario. Contact: 905/875-1805. 
J A N . 1 1 - 1 3 Eastern Pennsylvania Turf Conference 8c Trade Show, 
King of Prussia, Pa. Contact: 6 1 0 / 8 2 8 - 0 2 5 3 . 

J A N . 1 1 - 1 3 Kentucky Nursery 8c Landscape Association, 
Lexington, Ky. Contact: 502/899-3622. 
J A N . 1 1 - 1 4 INLA Professional Landscape and Nursery Trade 
Show, Indianapolis, Ind. Contact: 3 1 7 / 5 7 3 - 2 8 4 8 . 

J A N . 1 2 Professional Turf and Landscape Conference, White Plains, 
N.Y. Contact: 914/636-4195. 
J A N . 1 2 California Landscape Contractors Association Landscape 
8c Nursery Expo, Sacramento, Calif. Contact: 8 0 0 / 4 4 8 - 2 5 2 2 . 

J A N . 1 2 - 1 5 North Carolina Green and Growin' Show, Winston-
Salem, N.C. Contact: 919/266-3322. 
J A N . 1 2 - 1 6 Sports Turf Manager Association 11th Annual 
Conference, St. Louis, Mo. Contact: 8 0 0 / 3 2 3 - 3 8 7 5 . 

J A N . 1 7 - 2 0 Michigan Turfgrass Conference, Lansing, Mich. 
Contact: 517/321-1660. 
J A N . 1 8 - 2 0 Midwest Turf Expo, Indianapolis, Ind. Contact: 765/ 
4 9 4 - 8 0 3 9 . 

J A N . 1 8 - 2 0 Mid-America Green Industry Council/Mid-America 
Green Industry Convention, Kansas City, Mo. Contact: 816/561-5323. 
J A N . 1 9 - 2 1 Mid-America Horticultural Trade Show, Chicago, 111. 
Contact: 8 4 7 / 5 2 6 - 2 0 1 0 . 

J A N . 1 9 - 2 1 Idaho Nursery Association Horticultural Trade Show, 
Boise, Idaho. Contact: 800/462-4769. 
J A N . 2 0 - 2 1 Northern California Turf 8c Landscape Exposition, 
Santa Clara, Calif. Contact: 5 1 0 / 5 0 5 - 9 6 0 0 . 

J A N . 2 0 - 2 2 ALCA Interior Plantscape Conference/Tropical Plant 
Industry Exhibition, Ft. Lauderdale, Fla. Contact: 800/395-2522. 
J A N . 2 3 - 2 5 Nebraska Nursery 8c Landscape Association Winter 
Conference 8c Trade Show, Omaha, Neb. Contact: 8 1 6 / 2 3 3 - 1 4 8 1 . 

J A N . 2 4 - 2 6 Ohio Nursery 8c Landscape Association CENTS 
Show 8c Nursery Short Course, Columbus. Contact: 614/899-1195. 
J A N . 2 4 - 2 6 Iowa Turfgrass Institute Turfgrass Conference, Des 
Moines, Iowa. Contact: 8 0 0 / 6 0 5 - 0 4 2 0 . 

J A N . 2 4 - 2 8 Professional Horticulture Conference of Virginia 8c 
(continued on page 8) 

RAfflROD 

o 
C4 

Discover Ramrod and increase your 
productivity of all your landscaping jobs. 
Ramrod Equipment has a special am I scaping 
package designed especially for your needs 
and requirements. 

Ramrod has over 25 versatile and superior 
attachments to haul, l i f t , dig, trench, or drag. 
The Ramrod Mini-Skid is a rofitable invest 

for your business. R P fT l R O D 

www ra mrodequ i p com 

JCRICf 

The Ramrod Taskmaster Series has many 
standard safety features such as safe-load 
self-leveling arms, louvered front panel to 
shield engine components, and protective side 
panels for operator safety. 

The many uses of the Taskmaster Scries arc 
limited only by the users' imagination. The 
Ranuod Mini-Skid is truly lesigned foi any 

Ramrod Equipment 
Dealer Development Department 

1-800-667 1581 

Spanish & 
English 
for the 

Green Industry 

Cross Cultural 
Leadership 
& 
Language 
Training Program 

Spanish Training 
S E R V I C E S 

800-491-0391 
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"With GBOtF, I Make More Money 
Than I Ever Thought Possible!" 

"When I started 15 years ago, I didn't know 
how to run a business. I didn't even know what 
job costing was. 

After struggling two years, I knew I needed 
help. I saw an ad for CLIP Software and 
bought CLIP. 

I also began attending the annual CLIP 
Conferences. These conferences had a 
profound impact on my business. With this 
new found knowledge and CLIP Software to 
back me up, I had the freedom to move on. I 
put others in charge of billing, scheduling, and 
routing... and I needed fewer people to do it! 

CLIP lets me know my profitability on every job 
I do, and gives me the tools I need to make 
timely decisions. 

Today, CLIP allows me to expand my customer 
base and the services I offer, such as our new 
lawn treatment program. 

If you could lift the hood of my business and 
look under it, you'd see CLIP" 

Bruce Holding (center), Village Lawns, Inc., Montgomery, AL 
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Rain days? 
No problem! 

Job Cost Report 
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Send your 
crews out 

fast. 

Print your least profitable jobs 
at the top! 

Just press "Y"—Yes, Done! 
CLIP knows exactly what to 
bill & when to reschedule 

' l E E E E m m 
Business graphs and charts 

With over 5,000 businesses depend-
ing on CLIP daily, we don't just talk, 

we deliver. 

M t P — l V s W h a t ' s Under the Hood that Counts 

Demo—Call 800-635-8485 
For more information on Village Lawns and other CLIP users, visit www.clip.com 

O R A S K Y O U R L O C A L D E A L E R ! 
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Calendar 
(continued from page 6) 
Trade Show, Norfolk, Va. Contact: 757/523-4734. 
J A N . 2 6 - 2 8 Iowa Nursery and Landscape Convention and Trade 
Show, Des Moines, Iowa. Contact: 816/233-1481. 
J A N . 2 7 - 2 8 Iowa Nursery & Landscape Association Annual 
Convention & Trade Show, Des Moines, Iowa. Contact: 816/233-1481. 
JAN. 2 7 - 2 9 New England Grows, Boston. Contact: 508/653-3009 
J A N . 2 7 - 2 9 Oklahoma State Nurserymen's Association Trade 
Show, Tulsa, Okla. Contact: 405/942-5276. 
J A N . 2 8 - 2 9 The Gulf States Horticultural Expo, Mobile, Ala. 
Contact: 334/502-7777. 
FEB. 3 - 5 PLCAA Management Conference, Tampa, Fla. Contact: 
800/458-3466. 
FEB. 3 - 6 ANLA Management Clinic, Louisville, Ky. Contact: 202/ 
789-2900. 
FEB. 6 - 9 ALCA Executive Forum, Las Vegas. Contact: 800/395-
2522. 
FEB. 1 0 - 1 2 Turfgrass Producers International Midwinter 
Conference, San Antonio, Texas. Contact: 800/405-TURF. 
FEB. 1 4 - 1 6 Lawn & Landscape School of Management, Dallas, 
Texas. Contact: 800/456-0707. 
FEB. 1 4 - 2 0 Golf Course Superintendents Association of America 
Conference and Show, New Orleans. Contact: 800/472-7878. 
FEB. 1 6 - 1 7 The CLCA Landscape Industry Show, Long Beach, 
Calif. Contact: 916/448-2522. 
FEB. 1 6 - 1 8 Contractors of Maryland, Washington, D.C. and 
Virginia Winter Workshop, Bethesda, Md. Contact: 301/948-0810. 

FEB. 2 1 - 2 5 International Erosion Control Association Conference 
and Trade Exposition, Palm Springs, Calif. Contact: 800/455-4322. 
FEB. 2 3 New Jersey Landscape Trade Show & Conference, 
Secaucus, N.J. Contact: 201/664-6310. 
M A R . 9 - 1 2 ALCA Student Career Days, Starkville, Miss. Contact: 
800/395-2522. 
JULY 1 1 - 1 6 ANLA Annual Convention, Vancouver, B.C. Contact: 
202/789-2900. 
JULY 2 4 - 2 5 PLCAA Legislative Day on the Hill, Washington, D.C. 
Contact: 800/458-3466. 
JULY 2 9 - 3 1 Outdoor Power Equipment Expo, Louisville, Ky. 
Contact: 800/558-8767. 
JULY 3 1 - A U G . 1 Missouri Landscape & Nursery Association, 
Kansas City, Mo. Contact: 816/233-1481. 
A U G . 4 - 6 Southern Nurseryman's Association conference and 
trade show, Atlanta. Contact: 770/953-3311. 
AUG. 1 8 - 2 1 TAN-MISSLARK, Houston, Texas. Contact: 512/280-5182. 
SEPT. 2 1 - 2 3 Florida Nursery & Allied Trade Show, Orlando. 
Contact: 407/295-2994. 
SEPT. 2 4 Missouri Landscape & Nursery Association Field Day, 
New Franklin, Mo. Contact: 816/233-1481. 
N O V . 4 - 7 Green Industry Expo, Indianapolis, Ind. Contact: 800/ 
468-3466. 
N O V . 1 2 - 1 4 International Irrigation Show, Phoenix, Ariz. 
Contact: 703/573-3551. 
N O V . 1 4 - 1 6 Turf and Grounds Exposition, Syracuse, N.Y. 
Contact: 770/973-2019. ID 

Distr ibutors WANTED 

E 
" T h e B A C K S A V E R I I 'Patent Pending 

The AMAZING Gate L i f t ing System 
• 1-Year Warranty 
• Saves on workman comp, claims due to back injury. 
• Increase crews productivity. 
• Universal, easy 20 minute installation. 
• Fully assembled, no welding. 
Note: Works on all utility trailers with side rails. 

O R D E R N O W ! 
Toll Free: I -877-965-0951 

60 DAY M O N E Y BACK GUARANTEE 
Al l Ma jo r C red i t Cards A c c e p t e d 

For More Information Contact: 
Ballard Equipment, 2100 S.E. Delaware, Ankeny, IA 50021 
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On-Line; Design Imaging Group 
We Are Exter ior Des ign 

www.DesignImagingGroup.com 

C o m p u t e r i z e your 

D e s i g n s w i th our 

Photo I m a g i n g 

S o f t w a r e 

800-776-0103 

Easy to Learn 

Easy to Use 

Easy to Own 

f p W c a t r c g 

Contact Us for Free Demo CD 
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YOU HAVE A BETTER 
CEiANCE OF SEEING 

LITTLE GREEN MEN THAN 
LITTLE GREEN WEEDS. 

Use RegalKade® preemergent and nothing will emerge 

that you don't want. Nothing of this earth, anyway. No 

poa-annua, crabgrass, goosegrass or spurge — RegalKade 

is that good. While it's keeping down unidentified 

growing objects, it won't stain your clothes, clubhouse 

carpets or your reputation, either. It 

© ® ® @ 

stays where you put it, without leaching from the soil 

surface. And it works all season long on one applica-

tion. Unbelievable? Consider this — RegalKade sight-

ings | r e becoming commonplace all across the nation, 

idence? Try it yourself and you too will 

believe....You have been warned.... 

@ ® © 

S E A S O N W E E D C O N T R O L IN S I N G L E A P P L I C A T I O N 
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George Morrell had a vision of what a landscape company 
should he, and this Atlanta-based company is the product 
of 11 years of work toward that vision. 

Landscaping wasn ' t always part of the plan for George Morrell, who today 

owns one of the largest full-service landscape companies in Atlanta, Ga., with 

1999 expected revenues of $14.3 million. Morrell did receive his master 's degree 

in horticulture from Clemson University, but fruits and vegetables were his 

focus at that time. 

However, the poor job market in that field led Morrell to seek other options, 
and one of them was landscaping. After performing landscape work around 
the Clemson campus for professors doing landscape design work, Morrell saw 
the potential within the landscape industry and took a job as a grounds 
manager at a resort in Connecticut. 

Again, the struggling economy took its toll as the resort Morrell worked at 
cut back its staff, and he decided the best way to make a career out of 
landscaping was doing it 12 months a year, and that meant moving to the South. 

"I started working for a small landscape company down here owned by Harold 
Bailey, who is still in business today," Morrell explained. "I really learned land-
scaping from him over those few years." 

^ q — m m — m m i j m g m m m K ^ From there, Morrell bought into a partnership with a contrac-
¡ S I 2 2 S 2 2 ! ! ! ! » t o r whose personal interests focused on landscape installation 

P.O. Box 620245 and initially complemented Morrell's focus on landscape main-

Atlanta, GA 30362 tenance. Together, the pair formed a full-service landscape com-

PH: 770/662-8775 pany, CLD Unlimited, which came to be known as Clark Morrell. 

EDITOR'S NOTE: There 

are an untold number of well-re-

spected landscape companies across 

the country. These companies may 

be respected for the quality of service 

they provide, their commitment to 

training employees, the efficiency of 

their operations or any number of 

other parts of their operation. 

When talking to contractors and 

industry observers about the Atlanta 

market, which is likely the most com-

petitive and dynamic market for land-

scape services in the United States 

right now, one name has always 

come up in conversation - The 

Morrell Group. In fact, few companies 

are mentioned as regularly and with 

such high praise as this company is, 

and for that reason Lawn & Land-

scape asked George Morrell and Don 

Smith to let us come to Atlanta and 

spend time with their employees in 

an at tempt to learn what has made 

this company so successful. 

While The Morrell Group is unique 

in this industry because of its size -

its S14 million in revenues in 1998 

placed the company 42nd on Lawn & 

Landscape's Top 100 list - there are 

still models to study and lessons to 

learn from throughout this company 

for contractors of all types and sizes. 
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The company's landscape 

installation division and 

its effective employment of 

Hispanic individuals are 

two keys to the entire 

operation's success. Photo: 

Mary Buck 

THE MORRELL 
GROUP 
HEADQUARTERS:Atlanta, Ga. 

FOUNDED: 1989 

PRIAAARY SERVICES: Landscape 

maintenance provides 40.8 percent of 

revenues, followed by installation at 20 

percent, season color at 11 percent, 

arbor care at 10.4 percent, irrigation at 

5.3 percent, lawn care at 5.25 percent 

and tree care at 2.25 percent. 

1999 REVENUES: $14.4 million 

EMPLOYEES: The company has 160 

year-round employees and typically 

hires 50 seasonal employees. 

EQUIPMENT: The company has 68 

walk-behind mowers, 15 riding 

mowers, 40 trimmers, 1 35 blowers, 75 

edgers, 40 pruners, 20 chain saws, 55 

hedge trimmers, 35 maintenance trucks 

and seven spray vehicles. 

THE COMPANY 
MISSION STATEMENT: Our shared 

vision is to be a leader in the landscape 

industry; a company committed to 

innovation, customer focus and 

excellence in all that we do. 

FUTURE CHALLENGES: One of our 

greatest challenges is finding enough 

good people in a very tight labor 

market. Also, we must provide new 

opportunities to keep and challenge the 

good people we already have. 

THE OWNER 
GEORGE MORRELL 

BACKGROUND: Received a master's 

degree in horticulture from Clemson 

University. He formed a partnership in 

Atlanta that became Clark Morrell. 

Formed his own company, The Morrell 

Group in 1989. 

Glance 
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Keeping the Vision 

Landscape contractors want to be full service so 

they are meeting as many of their customers ' 

needs as possible, but the challenge is offering a 

multitude of services without losing your focus. 

For example, if you expand into seasonal color services, 

should the employees that mow the properties also maintain 

the beds? If you say yes and cross-train the employees, then 

you run the risk of minimizing these employees' ability to be-

come experts on one, focused area of work. If you say no and 

have dedicated employees for each service, then you incur ex-

tra costs by having two sets of employees driving out to the 

same property for service calls. 

The Morrell Group, Atlanta, Ga., offers five add-on services 

in addition to landscape maintenance. Each of these groups is 

set up to operate as an independent profit group within the or-

ganization with its own employees, its own budgets, its own 

organizational structure and its own equipment. 

"We separated each of our services out so w e can look at 

them and see how they're performing," noted George Morrell, 

chief executive officer. "Breaking them out like this was the 

idea from day one." 

And the benefits of this specialization are realized in the 

quality of service delivered. 

"In some companies, seasonal color is handled by mowing 

crews after they've cut the grass or they work over the 

weekends to get the annuals and perennials installed," 

observed Charles Tankersley, director of the landscape/design 

group. "Our seasonal color work is handled by people who do 

nothing but seasonal color 12 months a year." 

The company has followed the same steps when putting a 

new group together. 

"We're a pretty conservative group, so w e start any new 

group with one person, and we take that person and we orient 

him first to our company," Morrell explained. "That happens 

before this person even meets any of our customers. This 

person has to be familiar with our company, our culture, the 

other managers, who our customers are, how we do business, 

where the customers are and what their expectations are 

before they are ready to meet customers. 

"Then we send this person out to start meeting with the 

customers and telling them about our new service," Morrell 

W simply not be allowe 

group," Morrell conti 

Up Groups 

continued. "Once everyone is comfortable, the new group 

manager is charged with making the capital expenditures to get 

the equipment and hiring the people he wants for his division. 

For example, our arbor care manager designed the truck that he 

wanted and hired the people he wanted. 

"Now, it 's his group to run," Morrell added. 

"Once we sit down and go over the numbers with our 

managers, we empower them to run their book of business and 

as long as they maintain the right vision and remember that the 

customer is most important, George and I stay out of their 

way," explained Don Smith, president. "We go over their 

performance numbers every month, the managers do their own 

projections and they decide on their own capital expenditures. 

"Basically, every group is like its own business," Smith noted. 

The other management challenge associated with having 

multiple groups is instilling an overarching the-company-comes -

before-the-group att i tude in the employees of different groups. 

"We have to continually work at gett ing the groups to work 

as 'we' instead of the seasonal color group vs. the landscape 

group vs. the tech services group and so on," recognized Smith. 

"Some companies send out crews to do everything on a job 

from mowing to fertilization to pulling weeds, but we specialize 

our crews," he continued. "Sometimes, maybe we specialize too 

much, but we like to have experts in each group who know 

their job because that is all they do. The seasonal color folks do 

seasonal color, and maintenance does maintenance. 

"Where there can be a problem is if a maintenance employee 

sees a weed in a flower bed but doesn ' t pull the weed because 

he thinks beds are only for the seasonal color people," Smith 

noted. "Those issues are worked out by training the groups to 

understand that whenever a customer sees one of our orange shirts 

on a job, that customer doesn ' t care what group that employee 

is in. If there is a problem, the employee should fix it." 

"Getting the groups to work well together really starts in my 

office and goes through Don's office and all the way down 

through the organization," added Morrell. "How do you filter 

that process down? There are a lot of subtle ways - you don't 

create a competitive atmosphere. Instead, create an atmosphere 

of harmony and cooperation and continually discuss the 

benefits of having the groups support each other in meetings 

with the managers. 

"Everything around here is about 'we, ' and employees will 

simply not be allowed to have a bad att i tude about another 

continued. "We have to be team players to 

make ourselves as strong as possible." 

- Bob West 
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Keeping the Vision 

Over the course of their 14 years together, 
the company grew to handle about $6 mil-
lion in annual sales, but, ultimately, the two 
men's preferences for installation vs. main-
tenance work led them to split the company. 
Morrell ended up with about $3.5 million of 
commercial maintenance work, which served 
as the base for The Morrell Group, founded 
in 1989. 

STARTING FRESH (AND BIG).Notmany 
landscape companies already have $3.5 mil-
lion worth of contracts to service on their 
first day in business, but that was the case for 
The Morrell Group. Having this solid base of 
work gave Morrell the opportunity to build 
a company to suit his vision of the ideal 
landscape company. 

"My vision was always to build a com-
pany around a central customer to do busi-
ness with, and we would take that customer 
and see what he or she needed in terms of 
horticultural services," Morrell explained. 

"Then we would build the company around 
the horticultural needs of that customer." 

Today, the company's operations remain 
centered around its core mowing mainte-
nance services, and that's exactly the way 
Morrell wants it. 

"As we went along and the market grew 
and became more sophisticated, we had a 
landscape installation group that we started 
up, but we've always wanted to keep every-
thing centered around mowing," Morrell 
noted. "Then we can add-on services to sup-
port that core mowing maintenance service." 

Subsequently, the company has added 
lawn care services, which it refers to as tech 
services, irrigation, seasonal color and arbor 
care to go along with landscape installation 
as add-on groups around the maintenance 
core of the business. And each of the services 
operates as its own profit center within the 
company. (See sidebar, Setting Up Groups, 
page 12) 

"We started with seasonal color, and we 

separated this work from the maintenance 
group as soon as we had enough work to 
justify doing so," Morrell explained. "Once 
we got that group up and running, irrigation 
was our next addition because our customers 
have irrigation systems and we had been 
subcontracting out the work. 

"From there, we looked at our customers' 
properties and there was a need for arbor 
care," Morrell continued. "We had been sub-
contracting that work as well, but I knew that 
at some point we needed to offer this service 
ourselves, so we started an arbor care group 
two years ago. 

"So we continue to evolve the business 
around a core customer base and adding 
different services that meet the needs of that 
customer base," he concluded. 

As the company added these additional 
services, overall sales continued to grow as 
well. And the Atlanta market changed sig-
nificantly in the early 1990s when the city 

(continued on page 18) 
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Keeping the Vision 
(continued f r o m page 15) 

learned it was going to host the 1996 Olym-
pic Games and a t remendous amount of 
dollars were spent by the government and 
various corporations to prepare the city for 
the arrival of thousands of athletes and tens 
of thousands of visitors. 

In addition, the Olympics also brought a 
number of new landscape companies to town 
as they looked to capitalize on all of the work 
being done. Morrell said that the current 
price for maintenance services are still below 
the level of the early 1990s. 

"Competition here has become so intense, 
and we saw a lot of national landscape com-
panies show u p in Atlanta with a lot of re-
sources, people and experience," Morrell re-
called. "Having these companies in our mar-
ket has been our biggest challenge because 
they all came to town and immediately started 
knocking on our customers' doors. None of 
these companies had established a local repu-
tation yet, so all they could offer was a lower 
price, and they kept going lower until they 

Don Smith (left), 

George Morrell (right) 

and Gail Havron 

(center) comprise the 

company's manage-

ment team. Photo: 

The Morrell Group 

attracted customers, which meant cutting 
costs 8 to 12 percent. That meant we had to 
come down in pricing as well in order to 
keep our customers, and the prices haven' t 
started going back u p again since then." 

This competitive pricing placed greater 
priority on the importance of the company's 
various add-on services to drive profitability. 

"Mowing maintenance is not a good profit 
center for us right now and neither is our 
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Keeping the Vision 

landscape installation g roup / ' Morrell noted. "We look for our mow-
ing group to retain the customer by providing a quality service each 
week, and then we'll have the opportunity to provide the more 
profitable irrigation service, tech services, seasonal color, arbor care or 
any other services we offer." 

Currently, the various add-on services - irrigation, arbor care, tech 
services and seasonal color - account for 34 percent of the company's 
overall sales, which is enough to please the management and provide 
continued strength and market advantage for the company. 

"We would like to see some more growth in our arbor care group, 
but that 's our newest group, so we expect it to be a little behind at this 
point," noted Don Smith, president. 

"Because of the competition, we ' re going to continue developing 
our custom, add-on services where we can add value to our service 
and be able to negotiate our work, as opposed to just mowing the 
grass, planting a shrub or laying sod for the lowest cost," commented 
Morrell. 

M A K I N G FRIENDS. In addition to focusing on diversifying its 
service offerings, The Morrell Group has benefited from its ability to 
develop mutually beneficial relationships with key property manag-
ers, landscape architects and general contractors. 

"Another challenge for us in the last few years was the rapid 
consolidation of the REITs (real estate investment trusts)," explained 
Smith. "We had built strong relationships with a lot of property 
managers who were gone all of a sudden, and now that property was 
usually being handled by a national or regional property manage-
ment company that had a relationship with one of the national 
landscape companies. 

"These national landscape companies could bid jobs lower than 
we could because they could handle a broader range of properties for 
the client," Smith continued. "We lost one property by $30,000 and we 
weren' t even making $30,000 on that job." 

Smith noted that the pace of REIT consolidation seems to have 
slowed, and The Morrell Group feels somewhat less threatened by the 
possibility of losing jobs to its national competitors today. 

"I think our customers are starting to realize the importance of 
looking for value in a contractor," Smith explained. "Contractors 
have to work on educating the customer, and this is something that we 
can do because our product is so visual and we can even touch it. But 
to truly educate the customer you first have to find out what they are 
looking for from a service provider. What is important to them? Price? 
If so, do they understand what the actual costs are to maintain a 
landscape? Yes, some companies can do the same job for less than 
other companies because of economies of scale, but they can't beat 
someone on a bid by 15 percent or 20 percent and deliver the same 
level of service the client is accustomed to." 

Such relationships can prove invaluable to the landscape group as 
well. 

. "Relationships are best built through recurrent business," noted 
Charles Tankersley, director of the landscape/design group. "General 
contractors often specialize in a certain type of work, and that allows 
the opportunity to really get to know these companies and work with 
them often. 

(continued on page 67) 
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lUrfco Sells 
Lawn Equipment 
Factory Direct 
Turfco Manufacturing Inc., based in Minneapolis, has announced 

a new direct purchase program for its lawn care products line. The 
new program will be available to landscapes and lawn care firms 
involved in commercial turf maintenance. 

The new "Turfco Direct" program began November 15,1999, 
with important new features for buyers, such as: 

• 90-day "same as cash " 
purchase option 

• No payment for 120 days 
• 14- day "satisfaction 

assured"approval period 
• Extended two-year new 

equipment warranty period 
•A new"Parts Direct"overnight 

delivery program 
• Toll-free phone ordering 

at 800-679-8201 
• Online ordering and purchase 

options at www.turfco.com 

Direct delivery now 
saves you time and money. 

"This new program was developed after very deliberate and 
careful market analysis," said George Kinkead, Turfco President. 
"The fast pace of product development and improvements makes 
it imperative that new products be made available to end users as 
rapidly as possible. For example, Turfco has introduced 12 new 
products to the market just in the past seven years. Yet, the "main-
line" dealer operations focus most of their efforts on their primary 
product lines, so renovation and specialty products tend to get lost 
in the shuffle." 

Kinkead says offering both products and replacement parts directly 
to customers will shorten their turn-around time for getting new 
equipment into operation, as well as getting machines back to 
work quicker. "Our product designs now make it possible for 
equipment owners and operators to make most repairs and adjust-
ments right in the field, using regular hand tools." 

Kinkead continued "Our turn-around time will be shorter and 
our factory will be more responsive. The company's golf course 
products will continue to be marketed through our existing 
distribution channels." 

The new "Turfco Direct" phone number is (800) 679-8201. 
Fax requests and orders can be sent to (612) 785-0556, mailed to 
Turfco Manufacturing, Inc., 1655 101st Ave. N.E., Minneapolis, 
MN 55449-4420 or e-mailed to sales@turfco.com. For fast, imme-
diate savings, visit the company's website at www.turfco.com. 

The new "Turfco Direct" program will J 
include Turfco's lawn aerators, sod 
cutters, edgers and lawn overseeder. 

"Customers receive products faster 
for less," says President Kinkead. 

ADVERTISEMENT 
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by Bob West 

®r@iij§ 
Recurring maintenance 
service is the hub around which 
The Morrell Group operates. 

Most landscape companies' success is 

directly dependent on their success 

with mowing maintenance services. 

Lawn mowing is by far the most commonly 

offered service among contractors, and the 

ease of offering mowing services is what draws 

many people into this industry. 

But how many people can watch their 
profit margins in maintenance services slide 
in the face of intensifying competition and 
still use these services as the vehicle for grow-
ing the company? 

The Morrell Group, Atlanta, Ga., has been 
able to do just that. Maintenance services 
represent 40.8 percent of the company's over-

all revenues each year, but those dollars aren't 
necessarily the most important contribution 
that the maintenance group makes to the 
company each year. 

Because the competition has forced main-
tenance marg ins d o w n so low and the 
company's landscape installation work typi-
cally comes from low-margin bid work, the 
key to profitability at The Morrell Group is 
the company's myriad add-on services, such 
as seasonal color, irrigation and arbor care. 

"Our maintenance group is not a good 
profit center for us right now," recognized 

(continued on page 22) 

The regional 

maintenance 

manager monitors 

direct vs. indirect 

time to maximize 

employee 

productivity. 

Photo: Mary Buck 
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Keeping the Vision 
(continued from page 20) 

George Morrell, chief executive officer. "We 
use this group to take care of our customers' 
needs in such a fashion that we're then able 
to get our other groups on to the property." 

A REGIONAL APPROACH. The com-
pany has about 250 maintenance customers, 

and the management of these accounts is 
divided up geographically among four re-
gional maintenance managers. 

"Customer service is our primary respon-
sibility," noted Kirk Talgo, one of the re-
gional managers. "We are the point of con-
tact for our customers, and every one of our 

other groups' work travels through us. We 
either generate a work order for a job or we fill 
out a customer request that the other groups 
use. We're then responsible for coordinating 
the completion of the job among our crews, 
the group that is performing the work and the 
customer." 

"When we do our regular quality inspec-
tions, we look for opportunities to generate 
revenue for other spokes in the wheel," ex-
plained Brad Catanach, one of the regional 
managers. "We look at everything on the 
property - do the flower beds have good 
preparation as far as elevation? Should we 
change the bed design? Are there potential 
irrigation or arbor care upgrades?" 

Even though the regional managers aren't 
part of the tech services group or any of the 
other add-on service groups the company 
offers, the regional managers' overall respon-
sibility for the property and retaining the 
customer mean they approve any work done 
on one of their properties by the other groups. 
This check-and-balance system not only re-
quires a cooperative work environment, but 
also demands that employees from all of the 
different groups constantly put the company's 
interests ahead of their own group's, (see 
sidebar, Setting Up Groups, page 12) 

The organizational structure within the 
maintenance group includes nine operations 
managers who are typically responsible for 
the daily activity of three or four crews and an 
average of 45 to 75 properties generating 
$1.75 million to $3 million. 

Just as Morrell and Don Smith, president, 
give the regional managers a great deal of 
independence to manage their own areas, the 
regional managers empower their operations 
managers with labor budgets and the respon-
sibility to meet them. 

"Crew productivity is so important, so 
everything we do is based on job set up," 
noted Catanach. "This market is so tight that 
we have to find ways to trim labor use, so we 
make sure that we go out to each of our new 
properties and work with the operations 
manager and the crew to figure out how we'll 
approach each job. 

"For example, doing a lot of office parks 
means we're challenged by cars in parking 
lots," Catanach continued. "So we want to set 
up the route to have the crew at these proper-
ties by 6:00 a.m. and have them edge the 

(continued on page 26) 

LAWN & LANDSCAPE 

BlueBird Lawn Combers & Seeders. 
ATriumph of Unnecessary 

(but really great) Improvements. 

For nearly forty years, BlueBird Lawn 
Combers have set the standard for per-
formance, reliability and ease of use in 
rental and commercial landscape care 
business. Apparently, someone forgot 
to remind our engineers. So they're at 
it again. They've taken our perfectly 
good line and totally redesigned it 

to make our C18 and P18 Lawn 
Combers and Seeders even more 
durable, easier to operate and more 
powerful than ever before. 
To find out more, or locate the 
BlueBird distributor or dealer nearest 
you, visit www.bluebirdintl.com or 
call 1-800-808-BIRD. 

BLUEBIRD 
E A S Y S C A P E 

Seeder mEEE^MM Lawn Go SeedScaper I Laun Vacs I Sod Cutter I 
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Three Reel Options. 

• Interchangeable Flail, Delta Blades, 
or Spring Tttie Reek (CIS only) 

Sew Padded Cirips • 

Sew Ergonomie 
Folding Handle 

B • • Heavy-duty 10 Gauge 
Chassis Material 

Sew 5 HP Briggs & Struttoti 
Intek Engine (5.5 HP Honda 
also aiuilahle). 

Sew Depth Control ••• 

http://www.bluebirdintl.com
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200 HOURS OF MAINTENANCE OR 

ZERO MAINTENANCE 
YOU CHOOSE. 

You can waste 200 hours over the next two years I s 

greasing spindles and sharpening blades. f 
J 1 

Or you can get a Gravely zero-maintenance mower f ^ 

and save $4000 a year* Because every ^ 

Gravely commercial mower comes standard with j ! ! ; ! ! ! » ) ^ / 

maintenance-free Gravely XL Spindles" and stay- | G R A V E L Y ] r 

sharp Tungsten" carbide blades. More mowing time, 

less downtime. Pretty simple choice, huh? Check 

out the complete line of maintenance-free Gravely 

j j commercial mowers at www.gravely .com. 

Or call 800-GRAVELY for a dealer near you. 

[ G R A V E L Y ] f ™ I F 1 7 DOESN'T SAY Z E R O MAINTENANCE, IT ISN'T A GRAVELY. 

'Saves an estimated 100 hours of maintenance 
annually ($40 an hour average labor rate). 

A DIVISION OF ARIENS COMPANY 
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Visit us at the GIE Show, Booth #732 

© 1999 Ariens Company 
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Level of control Medium Medium-High High Not Registered 

Novarlit b'" Rohm and Haas Co c '" Dow AgroScioncot d,M Rhön« Poulonc 

Field trials confirm that PENDULUM^ consistently gives you more dependable, broad-spectrum 
weed control than any other preemergent herbicide. 

So, even when compared to premium-priced products, PENDULUM controls more weeds. 
You can take that to the bank. 

For the PENDULUM herbicide distributor nearest you, 
call 1 -800 -545-9525 , ext. T2611. 

Or visit our website at w w w . t u r f f l a c t s . c o m . • ( ( ( 

unmatched uaiue. unbeatable pertormance. 
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Keeping the Vision 
(continued from page 12) 

concrete curbs on the parking lots and make 
the first mowing pass around the edges right 
away. Then we can blow off the concrete 
before any cars arrive." 

The Morrell Group's aggressive approach 
to job productivity even extends to crew and 
equipment set up for jobs. 

"We used to think we had maintenance 
crews down to a science, and our standard 
was three men in a truck, two walk-behind 
mowers, two blowers, a stick edger and a 
trimmer," explained Catanach. "But then we 
decided we needed to think more out of the 
box. Now, we think we can put more people 
in a crew-cab truck and do bigger jobs and 
really maximize productivity." 

Part of having the job approach down to 
a science also used to mean assigning strict 
responsibilities to various employees so their 
tasks were the same for every job. 

"Every crew used to be set up with a 
supervisor, lead man and crew man in the 

(continued on page 28) 

Wj 
hen an installation job is complete and the maintenance crews from 

the same company inherit the property, contractors want that 

transition to be as seamless as possible. i 

In these situations, The Morrell Group, Atlanta, Ga., begins moving client 

contact responsibilities from the landscape group to the appropriate regional 

maintenance manager when the installation is about 90 percent complete. 

"At that point, we'll have a walk-through with the regional maintenance 

manager who will be responsible for the job and the foreman or senior project 

manager who oversaw the installation," explained Charles Tankersley, director of 

the landscape group. "We have an internal punchlist of items to go through, such 

as the location of the irrigation components. 

"We really like to have the property manager there as well in case there are 

parts of the job that we have specific concerns about or where we wanted to do 

something specific as part of the installation that the client couldn't budget for," 

added Tankersley. "The property manager should know about our areas of concern 
P | 1 - . Q • g • • m m m m a h e a d o f t i m e S 0 t h e y k n 0 W 

1 I d n s i u u n m g what we think they should 

budget for future enhance-

_ I B • • • ments." - Bob West 

WBLNUIT §(0 
A PRODUCT FOR I I I 

Advanced growing solutions 

1-800-441-3573 

© BIO-PLEX MYCORRHIZAE FUNGI 
•Transplant Soil and Root Inoculant 

© BIO-PLEX TREE RINGS 
• Portable Slow Drip Irrigation - 25 Gal. 

©B IO-PLEX FERTILIZER TABLETS 
• Standard NPK Formulations 
• Natural Organic NPK Formulations 

© SYSTEMIC DEER & RABBIT CONTROL 
• Single Application, Two Year Control 

© BIO-PLEX TRANSPLANT CONCENTRATE 
• Decreases Plant Stress 
• Increases Plant Health, Vigor, Rooting 
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# love turtles, fish, and frogs! 
So much so that when my hobby 
outgrew my parents house I dug up 

the backyard to build a water garden. 
The ultimate fish tank I thought would be a 
thousand-gallon pond where my critters 
could live just like they would in nature. 
That simple concrete pond built in 1982 
became my passion and sparked what 
would ultimately be a lifelong odyssey 

In 1991, my hobby became my profession with the 
launch of Aquascape Designs a residential and 
commercial water feature design/build firm. 

Aquascape Designs still builds ponds, 
waterfalls, and streams so others too can enjoy the beauty of 
nature where they live and work. In fact building water features is 
the backbone of our business and acts as a continuous R&D 
department. Our focus however has expanded from just building 
water features though. Today we have a company wide mission 
of "Changing the Way the World Builds Ponds." 
Far too many contractors experience frustrations constructing 
water features. Green water, leaks, over complicated filters 
and confusing pumps and plumbing have plagued water 
feature design and construction for years. 

It doesn't have to be that way! Water features can 
and should be the most profitable part of any landscape 

installation. In order to be successful with water 
features though we've found you need to keep 

it simple, work with nature instead of against 
her and follow a step-by-step plan. By 
following this approach we've been able to 
grow Aquascape Designs into the country's 
largest water garden builder. 

jfNow it's your turn. If you're interested, 
curious, or even skeptical on how water 
features can improve your bottom line sign up 
for our free information. With the video and or 
magazine you'll learn about what other 
contractors across the country are doing to 
have success with water features and their 
business in general. You'll see the tricks of 

the trade and get ideas on how to incorporate 
water features into your business. Best of all 

its all FREE! I never would have dreamed a hobby 
would become my profession. Maybe water features 
could become a profitable part of your business too! 

Call us, fax us, or write to us 
to see how you too can prosper with 
water features; the fastest growing 

trend in the green industry today! 

Greg Wittstock 
Founder & President of Aquascape Designs, Inc. 

Calli 800-
F a x : (Your Company and Name) 

630-326-1800 
or Write: 

Aquascape Designs I \ 
1119 Lyon Rd. 

THE Water Gardening Video Batavia, IL 60510 
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Keeping the Vision 
(continued from page 26) 

three-man truck," Catanach noted. "Now 
that we're fortunate to have some people 
who have been with us for awhile, having 
everyone be more widely trained makes much 
more sense. If the weakest link on the team 
can do everything the strongest link can 
do, then you've really got a well-oiled 
machine. 

Terrance O'Rourke, another regional 
maintenance manager, said he relies heavily 
on job tracking forms that the operations 
managers fill out to track budgeted labor 
hours vs. actual labor hours. 

"These forms let us see the performance 
for any week, month or year-to-date for any 
of the crews," O'Rourke said. "Then we can 
look for problems where the actual hours are 
significantly over or under budget. If we're 
over budget on a job, then I need to meet with 
the operations manager handling that job 
and examine the job set up to find out what 
is wrong. Or, if a job is below budget, then I 

(continued on page 30) 

One of the regional maintenance managers' key responsibilities is 
managing quality control on their properties, which is done via property 
walk-throughs with the customer. 

"Customer communication really depends on the property, and the schedule for 
walk-throughs will usually be set up at our first meeting with the customer," re-
marked Kirk Talgo, regional maintenance manager. "Some customers don't want 
walk-throughs at all and they just want to know when there is a problem, but others 
want to walk the property with us monthly. Either way, we're still on each property at 
least every other week and performing regular walk-throughs for quality control." 

Brad Catanach, another regional maintenance manager, said the regional mainte-
nance managers use tape recorders on all walk-throughs to record their thoughts. 
Later, a 'punchlist' of items to be addressed will be produced. One copy of this form 
goes to the customer and other copies are made for any other service groups within 
the company who the regional maintenance manager has identified tasks for. 

"This way the client can see exactly what we're working on with all of our groups, 
and he or she can also see what potential upgrades we've identified," Catanach 
explained. "We even try to point out any problems we see on the property that aren't 
our responsibility, such as a broken light or a sign that needs to be re-painted. We 
want to help our customers look good for their bosses, too." - Bob West 
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Environmental clean-up 
of soil & wetlands is 
nothing more than 

farming & lawn care. 

$125 or CD 

Start Immediately! 
For more information write 
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Biotech International 
P.O. Box 2403 • Mobi le , AL 36652 
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with a few microbes 
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$10 to $100,000 

in one afternoon. 

ENGINEERED TO MOVE MORE SNOW IN LESS TIME. 
DANIELS' WING PLOW 
• Unbeatable maneuverabil ity. 
• Wings fold back to transport easily. 
• Six sizes ranging f rom 12 to 24 feet. 
• Turns your skidster or wheel loader 

into an unstoppable snow moving 
machine. 

DANIELS' PULL PLOW 
• Ideal for small jobs and tight spaces. 
• Complements your f ront-mounted plow. 
• Hook up is fast and easy. 
• Sizes to fit light trucks, sport utility 

vehicles, 3/4 ton and 1 ton trucks. 

Put The Fun Back Into Snowplowing 
Call Toll-free 1-800-386-2932 or fax 847-426-1171 
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THE ULTIMATE IN PRODUCTIVITY, CONVENIENCE, AND DEPENDABILITY! 
Only the Ultimate from Scag combines 

quality, value and productivity in one 
tough walk-behind. You get dependable, 
high performance cutting, along with an 
easily adjustable floating cutter deck and 
convenient, comfortable drive controls to 
help you get the job done faster. And the 
Ultimate's spring-loaded idler arms and 
easy adjustments mean you spend less 
time on maintenance. 

Simple to operate and maintain, the 
Scag Ultimate Walk-Behind gives you more 
time to control the other aspects of your 
business. See for yourself...visit your dealer 
for an Ultimate test drive today. 

• Durable Scag construction in both belt 
and hydro-drive models and the toughest 
cutter decks in the business. 
• Heavy-duty floating deck adjusts from 
1" to 4-1/2", with no tools. 
• Effortlessly keep belts in adjustment 
with spring-loaded idler arms, saving time 
and repair costs. 
• Heavy-duty spindle assemblies with 
3-year limited warranty. 
• New flexible polypropylene discharge 
chute bends and springs back to original 
shape when contacting objects without 
damaging the chute or the object. 

Choose from new belt-drive Ultimate 
models ranging from a 36" deck with a 
15hp Kawasaki to a 52" with a 17hp 
Kawasaki engine. Hydro models now 
range from the 36" with a 15hp Kawasaki 
to the 61" with a 21 hp Kawasaki Electric 
Start engine. 

Simply the Best 
USE READER SERVICE #51 

www.scag . com ©1999 All Rights Reserved. Scag Power Equipment, Division of Metalcraft of Mayville,WI 53050 00-01 
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Keeping the Vision 
(continued from page 28) 

need to walk that property and make sure 
the quality is where we want it to be." 

The information for these forms is gath-
ered daily as each supervisor fills out a 
worksheet that tracks employee and crew 
hours for that day and turns that form into 
his operations manager, according to Talgo. 

The operations manager logs the informa-
tion and turns the form in to his regional 
maintenance manager the next day. From 
there, the worksheet is used by accounting 
for payroll purposes and to generate track-
ing reports. 

Surprisingly, tracking this information 

is a relatively new practice for managers at 
The Morrell Group. 

"Two years ago, we wanted to know how 
much time we were paying our employees 
for while we weren't being paid by our cus-
tomers," recalled Talgo, citing Atlanta's no-
torious highway traffic as one reason for this 
concern. "By doing this, we can see where our 
routes may be less efficient than we want 
them to be. Maybe we need to set up some 
satellite offices to cut down on this indirect 
time and cost of having five or six guys sitting 
in a truck in traffic. Now we have the infor-
mation that tells us that." 

The direct time, or actual billable hours 
for the crews, generally runs between 85 per-
cent and 87 percent, but can be as low as 80 
percent for some crews and as high as 95 or 97 
percent for other crews. 

"We've opened a satellite office on the 
grounds of one of our larger accounts, so one-
third of my team has no indirect time except 
for 30 minutes of daily equipment mainte-
nance and getting started each morning," 
pointed out Catanach. "But that location also 
puts my other crews 15 to 20 minutes closer to 
their accounts, so now my worst crews are 
still at 90 percent direct time." 

The company tries to assign job responsi-
bility to a regional manager based on the 
property's location, but the managers noted 
that being sensitive to the value of relation-
ships is also important. 

"We try to keep the regions pretty tight 
and assign new jobs to the right manager, but 
most of our growth has occurred in two of the 
four regions," noted Talgo. 

"And sometimes a property manager that 
one of the regional managers has a good 
relationship with picks up a new property in 
another regional manager's territory," added 
O'Rourke. "In that case, we want to take 
advantage of the good relationship and keep 
that property manager working with the same 
regional manager. The property manager may 
even request that." 

"We have one intersection where three of 
us are responsible for a different property on 
a different corner of the intersection," agreed 
Catanach. "Obviously, that's not ideal from a 
productivity standpoint, but taking care of 
the customer has to come first." ID 

The author is Editor of Lawn & Landscape 
magazine. 

5 MEN AND A 
WHEELBARROW 
A typical 5-person crew 
can spread 8 cubic yards 
per hour. 

ULTIMATE 
WHEELBARROW 

I MAN WITH THE 
EXPRESS BLOWER 
One person, can blow 
30 to 100 cubic yards 
per hour. 

c 
^ ^ ^ preading mulch and compost by hand 
k̂  7 is a costly, labor intensive process. It 
limits production and puts workers at nsk for 
injuries. The Express Blower will turn an 
inefficient process into a profit center and 
blow your competition away! 
The Express Blower can be operated by one 
person, with remote control, in any weather, 
on any terrain. Spread mulch, compost, soil 
mixes, playground chips or any number of 
other organic matenals for landscaping, lawn 
restoration, erosion control and much more. 

With our ALL NEW Injection System, the 
Express Blower can inject seed, fertilizer or 
other additives WHILE BLOWING! Install a 
lawn with soil mix and seed, or blend weed 
inhibitors with mulch. You can even topdress 
and overseed turf with only one application. 

Get a jump on your competition. Call today 
and find out how you can expand your possi-
bilities with an Express Blower! 

Visit our web site at 
www.expressblower.com 
A division of Rexius Forest By-Products, Inc., Eugene, Oregon 
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by Bob West 

While landscape construction work may not be 
profitable for the company right now, it gets the 
ball rolling for the entire operation. 

The Morrell Group is built around its mowing 

maintenance services, and landscape installations 

are viewed as ways to keep providing the mainte-

nance group with new customers. But that ap-

proach certainly doesn't mean that the landscape 

group isn't capable of growth, as evident by its 

nearly seven-fold growth since 1993 from approxi-

mately $600,000 in annual sales to more than $4 

million in 1999. 

This phi losophy of utilizing the landscape 
group to develop "customers for life," as the com-
pany calls them, in maintenance customers is clearly 
well thought out, communicated throughout the 
organization and continues to be successful. 

"Last year, we converted 95 percent of our 
installation jobs to maintenance contracts, and that 
is by design," explained Don Smith, president of 
the Atlanta, Ga.-based company. "A lot of compa-
nies can't believe that we really convert that many 

installation projects, but our construction group 
typically does not go out and bid projects that are 
just construction projects. We look for construc-
tion projects that have maintenance contracts tied 
to the installation or that really fit our niche of 
construction work and have the potential for a 
maintenance contract." 

In fact, Smith said some landscape companies 
in Atlanta with both a construction and a mainte-
nance operation have called The Morrell Group 
and asked the company to bid for a maintenance 
contract along with their own construction bid. 

"And they don' t even talk to their own mainte-
nance division about submitting a bid - can you 
believe that?" he added. 

While the construction group will likely con-
tinue to grow in size so long as the company 
continues to grow, Smith is happy keeping the 
sales from the group around 30 percent of the 
company 's overall revenues. 

"Construction knows that if they've got 10 jobs 
(continued on page 36) 

New property installations and enhance-

ments to current maintenance customers' 

landscapes comprise about 25 percent of the 

company's revenues. Photos: Mary Buck 



To many, a Shindaiwa is more than just a piece of landscaping equipment. 

The Shindaiwa T230 grass trimmer boasts the ^ while your Shindaiwa won't host you a bachelor party, 
industry's best power-to-weight ratio, meaning J^Bft 

you finish more work without the ^ ^ R ) it will provide a long relationship. Such loyalty results from 
fatigue of operating heavy ^ ' ^T ^ ^ r J 

equipment ^ ^ ^ individually designed components that hold up to the toughest 

demands. So your Shindaiwa will always stand attentively 

by your side. Whatever the task may be. For additional information, 
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OF BOTH WORLDS. 

Preventive or curative? Why not both? 

MACH 2® is the only turf insecticide that gives you 

the power to prevent or cure grub infestation. Apply 

mid-May to prevent grubs all season long. Or apply 

immediately after egg hatch and grubs up to the 

second instar stop feeding within hours after 

ingestion, and die shortly after. 

Plus, the innovative new chemistry behind MACH 2 

Turf Insecticide requires no immediate irrigation, is 

virtually odorless and offers a favorable 

environmental profile. 

So, when it comes to MACH 2®, the best of both 

worlds is clearly an understatement. 

For more information, call 1-888-764-6432 

ext. R2551, or visit our website at www.mach-2.com 
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Keeping the Vision 
(continued from page 32) 

to bid, there are a number of criteria they 
need to consider when determining the bid-
ding order for those jobs," agreed George 
Morrell, chief executive officer. "What jobs 
have the most potential to create a customer 
for life? Those are the jobs we go after first. 
The job that has the highest profit potential 
may end up being tenth on that list to bid 
because our priority is creating a customer 
for life that every other group can then inter-
act with. And that philosophy is what cre-
ates the high conversion ratio we have of 
installation jobs to maintenance jobs, and 
that philosophy is what creates our high 
customer retention rate. 

"Many companies don't track their con-
versions or they don't think that number is 
important, but we think that the landscape 
construction group is the first line of the 
company," Morrell noted. 

And Charles Tankersley, director of the 
landscape/design group, pointed out that 
while a lot of clients will hire the company 

M o r r e t e 
"WE NEED to be a resource 
for the manager to help him 
solve his own problems in-
stead of just solving prob-
lems for people. We need to 
help them identify the prob-
lem and provide them the re-
sources they need to solve 
the problem themselves. This 
gives our managers valuable 
experience and confidence." 

that completed a landscape installation to 
provide maintenance for at least the first 
year to protect the plants via a warranty, The 
Morrell Group retains about 85 percent of its 
maintenance clients after that first year. 

0 
"Yes, the landscaping group 

brought in $4 million last year, 
but more importantly, we gener-
ated 36 new maintenance ac-
counts from landscape projects 
last year," remarked Smith, esti-
mating the company's average 
landscape job at about $160,000. 
"That makes the landscape group 
function like an additional mar-
keting division for the company. 
We figure that if we can break 
even in landscape work we'll still 
end up in good shape because of 
the new maintenance customers 
we generate." 

Bart Parker, director of sales 
and marketing, also pointed out 

that a key advantage of having the landscape 
grow as it has is the added capabilities the 
company now has for satisfying clients. 

"Our landscape group provides a real 
(continued on page 38) 

i We Supply 
Green Thumbs, 
Worldwide. 

For more than fifty years, Forestry Suppliers has been 
outfitting outdoor professionals like yourself with the finest 
instruments, tools and equipment they need to make them more 
productive and make their jobs faster and easier. 

For lawn and landscape applications, Forestry Suppliers is 
truly your one-stop source for quality products - from rain gauges 
and penetrometers to soil probes and sprayers. And that's just the 
beginning! Our Arboriculture, Horticulture and Grounds 
Maintenance catalog features 96 pages of quality products and 
timely reference, all backed by our own friendly customer service, 
superior technical support and a 100% satisfaction guarantee. 

Discover Forestry Suppliers for yourself. Call today to request 
your free copy of our catalog, and you'll see we've got exactly what 
you need, when you need it! 
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industrial site9 Millennium Ultra1 

has given us exceptional control 

over clover as well as other 

weeds. Our number of callbacks 
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exceptional results." 
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Greenlon, Inc.9 Cincinnati, Ohio 
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effective, broad spectrum broadleaf 
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the environment. For rapid response 

and outstanding effectiveness, 

get Millennium Ultra. 

R iverdale / 
The Formulation Innovatiirs 

(800) 345 3330 
w w w . r i v e r d a l e c c . c o m 

millennium llllra 
USE READER SERVICE #58 © 1999 Echo, Inc. 

http://www.riverdalecc.com


Keeping the Vision 
(continued from page 36) 

important function to a lot of our mainte-
nance clients because an important part of 
providing good maintenance services is im-
proving the property as it matures and help-
ing the property adapt over time," Parker 
explained. "If you have an area that gets 
installed and is in full sun initially, it can 
become a shaded area as the trees grow. 

That's when you need to have some creative 
designers who understand the desires of the 
property management and design changes 
to the property that fit. Our landscape group 
really had to grow in order to support the 
design staff that we needed for maintenance 
because the revenues from just the upgrades 
wouldn't support this kind of staff." 

"We've really looked to the landscape 
construction work as a way to gain accounts 
through the relationships that we've built 
over the years with key general contractors 
and landscape architects," added Tankersley. 
"If a company is building its first building in 
our area and we know they've hired a prop-
erty management firm that we've worked 
with in the past, then we're really going to be 
competitive on that bid to land the construc-
tion project. If we get the contract, then we 
want to exceed our customer's expectations 
on the installation to get the maintenance 
contract. And if we get the maintenance con-
tract we want to again exceed our customer's 
expectations so we can get our other groups 
on to the property." 

While pursuing jobs for maintenance con-
tracts is key, Tankersley and the sales person-
nel also keep in mind what type of projects 
the landscape group is best suited for. 

"Our niche is the class A commercial in-
stallation in the price range of $100,000 to 
$250,000," recognized Tankersley. "The prop-
erty is typically a building with a fairly nice 
foundation planting, some parking lot islands 
and some buffer plantings." 

ENHANCING SALES. The mission at The 
Morrell Group is obviously to take care of 
maintenance customers and develop them into 
"customers for life." The company's customers 
are exclusively commercial in nature, which 
can translate into some rather large properties 
at times. And, sometimes, large maintenance 
accounts require smaller landscape work, and 
doing that work profitably can be a challenge 
for any company. 

"Our landscape group is not set up to 
handle smaller installation jobs for our mainte-
nance customers, so we have a group designed 
to handle smaller installation jobs that can gen-
erally be taken care of in one day or less," 
explained Morrell. "This group works in situ-
ations where response time is most critical." 

These enhancement opera t ions are 
handled out of the landscape group, and 
there are generally one or two enhancement 
crews handling jobs, depending on the work 
flow. The work was previously handled out 
of the maintenance group, but the volume of 
enhancement work eventually made the en-
hancement group a better fit for the land-
scape group. The Morrell Group expects en-

(continued on page 40) 
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D e n n y P e n n i n g t o n 0 w ne r , Pennington Lawns 

^ 
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Des Moines, Iowa 

"For years, we had the same 

problem every spring—how to 

effectively control weeds while it 

was still cool outside. We usually 

had to reapply products to get the 

desired control. That is until we 

discovered Cool PowerCool 

Power eliminates the weeds the 

first time around—saving us 

time and money." 

Often, when the temperatures are cool, 

your ability to successfully control weeds 

is hampered. No more. Cool Power, a 

post-emergent herbicide, offers superior 

weed control for cool 

weather applications. 

So whether it's wild 

violets or dandelions, 

weeds can't hide from Cool Power. 

jp^iverdale 
The Formulation Innovators 

(800) 345 3330 
www.r iverda lecc .com 

COOL POWER' 
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Keeping the Vision 
(continued from page 38) 

Putting together a landscape 
group that handles $4 mil-
lion in sales demands a de-

partment structure that works effi-
ciently and profitably. Here's how the 
division is structured at The Morrell 
Group, Atlanta, Ga.: 

Director of landscape group - over-
sees operations of the group and the 
interaction of the group with the other 
groups and with customers; handles 
budgeting, setting sales goals and 
quality control. 

Senior project manager - responsible 
for all production and coordination of 

S t r i i c t i ^ 

labor materials, equipment and subcon-
tractors on all job sites. Meets regularly 
with the landscape architect and general 
contractor, attends bi-weekly production 
coordination meetings with other contrac-
tors on the property. 

Job foreman - responsible for one job 
at a time and is on the property any time 
the company is working there. Coordi-
nates the materials and planning of the in-
stallation. Works directly with any subcon-
tractors hired on the job. Responsible for 
the quality inspection of plant materials 
for the job. 

Project coordinator - orders and coor-
dinates the delivery of the plant materials 
with the senior project manager and the 

foreman handling the particular job. 
Estimator - makes sure the project de-

tails are delivered in full to production per-
sonnel. Sources all of the plant material 
for a job and provides this information to 
the project coordinator for ordering. Handles 
all of the interaction with the prospective 
client during the bidding process. 

Landscape architect - develops plans 
for upgrades to maintenance accounts. 

Enhancement manager - supervises 
the completion of any enhancement 
installation projects on maintenance 
accounts. 

Crew members - include operators, 
lead men and crew members. (Typical 
installation crew is five to seven people 
and uses one four-door, crew cab truck.) 
- Bob West 

i y * A 

Alamo Controls Sycamore Anthracnose, 
Cedar Apple Rust and Apple Scab. 

From Tree Tech Microinjection Systems comes a full line of 
nationally labeled insecticides, fungicides, bactericides 

and fertil izers in leakproof microinjection units 

Insecticides - Acephate, Vivid®ll, and MetaSystox®R 
Fungicides - Bayleton®, Aliette® and Alamo® 

Fertilizers - Our proprietary NutriJect" formulations 
Bactericides - Oxytetracycline antibiotic 

Tree Tech 1879 SW 18th Ave 
Williston, FL 32696 

1 - 8 0 0 - 6 2 2 - 2 8 3 1 
e-mail: info@treetech.net 
website: www.treetech.net 

Alamo is a registered trademark of Navartis Crop Protection, Inc. Aliette is a 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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R iverdale 
The Formulation Innovators 

(800) 345 3330 
w w w . r i v e r d a l e c c . c o m 

K e v i n J o h n s o n General 

Des Moines, Iowa 

"Late spring and summer are 

when we encounter some of 

our most difficult-to-control 

weeds, such as spurge and 

ground ivy: Horsepower® 

has given us the control we 

need with less reapplication. 

Customers expect us to kill 

weeds the first time around, 

and Horsepower has helped us 

to deliver on that promise 

When the weather gets warm, 

Horsepower is the most effective way to get 

command of those hard-to-control weeds. Its 

highly effective, broad 

spectrum formulation 

also offers you a non-2, 

4-D alternative. So use the 

power of Horsepower to control 

problem weeds in the summer. 

Horsepower ® 
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Keeping the Vision 
(continued from page 40) 

hancement work to account for about 15 
percent of the landscape group's overall sales, 
or about $35,000 per month. 

Enhancement jobs are generally sold by 
the regional maintenance manager respon-
sible for a particular property as "every man-
ager in the company works as a salesperson 
when they are walking the property and 
looking for areas that could use upgrading," 
according to Tankersley, who also said that 
the enhancement manager only gets involved 
once the client has approved the project. 
"Enhancement jobs may take a full day or a 
crew may handle three or four in a day if the 
jobs just require planting a few shrubs." 

Tankersley noted, however, that while 
enhancement work delivers strong profits, 
contractors can get themselves in trouble by 
losing their focus. 

"Enhancement work is good margin work 
if you do it right," he explained. "Prices are 
better because the job wasn' t sold in a bid 
situation, but you need to make sure you 

don' t deliver a Cadillac when the customer 
is only looking for a Buick. 

"In bid work, you need to bid exactly 
what is asked for because everyone else may 
be making bids as well, and then you're look-
ing for the least expensive, highest quality 
p lan t mater ia l , " Tankers ley con t inued . 
"Whereas with upgrades, we can use our re-
wholesalers in town or specifically pick one 
grower for a specific plant they are noted for 
and not be as price sensitive." 

Brad Catanach, one of the company's 
four regional maintenance managers, also 
warned against trying to sell enhancement 
work just to meet the enhancement budget. 

"The key is to do what the property needs, 
which isn't necessarily always going to meet 
the sales budget," he pointed out. 

"But on the properties where we have 
good relationships, we actually become part 
of the budgeting process for our customers, 
and that has given us the opportunity to 
submit a number of proposals to clients 

giving them enhancement ideas to think 
about for next year," added Kirk Talgo, re-
gional maintenance manager. "Submitting 
our cost projections to property managers 
ahead of time really helps them in their bud-
geting process. 

"The other side of that coin is that cus-
tomers oftentimes have budgeted money they 
need to spend at the end of the year, and 
that 's when our enhancement work can re-
ally take off," Talgo noted. 

"In that case, you look for the areas where 
the dollars that are available can have the 
most impact for the customer and the prop-
erty," commented Terrance O'Rourke, re-
gional maintenance manager. 

"Obviously, our best properties are the ones 
where we do walk-throughs and just discuss 
enhancements because there aren't any prob-
lems," commented Catanach. ID 

The author is Editor of Lawn & Landscape 
magazine. 
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Call 614/888-1663 Today for your 
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CLC LABS 
325 Venture Drive 
Westerville, OH 43081 
614 888-1663 
FAX 614 888-1330 

Exclusive laboratory services for the 
Turf & Ornamental Professional. 

Black Diamond^ 
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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 
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fully guaranteed. 
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For years, as landscape architects, designers and 

contractors, you have relied on the Rain Bird catalog 

for all your product information. Now, you can 

look e l s e w h e r e ^ ^ ^ ^ g m B m K ^ . Just click on 

the Rain Bird Irrigation web site, and find every-

thing you need to design your next system, 

download spec sheets for presentations, learn 

new design techniques, or get the latest product 

updates. And, just for trying out the web site, 

Rain Bird will send you a free gift! Count on Rain 

Bird to have what you need, the best products on the 

market, and support service right at your fingertips. 

www.rainbird.com. The new electronic catalog 

that is "heads" above the rest. 

R a i n ^ - B I R D 
www.rainbird.com 
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Maximizing 
the value and 
profitability 
of add-on 
services are 
keys to The 
Morrell 
Group's 
overall 
success. 

Lawn care services are handled through the 

company's tech services group and its dedicated 

employees. Photo: Mary Buck 

by Bob West 

Gimwp 

I THE 
MORRELL 

1 GROUP 

Irrigation hasn' t always been one of the most successful 

services for The Morrell Group, but getting the right 

personnel in place and taking a different approach to-

ward servicing customers' accounts has driven the group 

in the right direction. 

"Finding irrigation people is always the hard part be-
cause this work requires a certain mindset," according to Bert 
Wood, director of the irrigation group. "The best irrigation 
employees are technically inclined and they are able to 
see challenges and frustration as an opportunity." 

"A lot of our competitors have stopped offering 
irrigation services, but I don ' t know how you can do that 
in this market," commented Don Smith, president. "The 
problem with relying on subcontractors is that you can't 
be as responsive as you need to be if there is a problem." 

"So a real key for us has been our ability to retain our 

irrigation employees and develop them into true land-
scape irrigators," continued Wood. "This retention lets 
us bring in inexperienced technicians when we need to 
expand and develop them slowly." 

Oftentimes, the most challenging part of developing 
an irrigation employee is teaching him or her about the 
various irrigation systems the crew works on. A lack of 
familiarity with systems can also frustrate maintenance 
crews or groups working on a property and make caring 
for the property more difficult. 

To deal with this issue, The Morrell Group oriented 
its irrigation service into what it terms a Planned Service 
Program. 

"We saw the need for the service of irrigation systems 
as opposed to the installation of systems because our 
properties had systems that we couldn't keep working," 
explained George Morrell, chief executive officer. "This 
frustrated our customers and frustrated us. Developing 
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Visit our website: 
www.lawnandlandscape.com 

our Planned Service Program gives our cus-
tomers the opportunity to have their system 
serviced by irrigation technicians on a regu-
lar basis as opposed to sending someone out 
to fix a leak whenever there is a problem." 

"In irrigation, the learning curve associ-
ated with taking on a new property is huge," 
agreed Don Smith, president. "If we can 
gather all of the necessary information about 
an irrigation system, that can also help us 
ensure that the customer doesn't want to lose 
us as a service provider because if you can't 
manage the irrigation system on a property 
then you're in real trouble." 

"This program is designed to catch prob-
lems before anyone sees the results of the 
problem, which is a benefit to the landscape 
and to the integrity of the system because the 
longer problems go neglected the more long-
term flow problems we could encounter in 
the system," added Wood. 

A key part of the program is the system 
map that the irrigation group devises for 
each property that purchases the service. 

"We want to perform an irrigation audit 
on every new property that we pick up, but 
in addition to measuring the actual amount 
of water put out by a system and measuring 
that against the landscape's needs, we want 
to gather as much information about the 
system as possible," explained Wood. "So 
we'll map out the entire property and try to 
locate as many zone valves and shut-off 
valves as possible up front to give our main-
tenance staff a valuable management tool. 

"If they don't know the zone number of 
where the clock or water source is for a part 
of the system, the maintenance personnel are 
going to have a hard time figuring out what 
is causing a particular problem," Wood 
added. "These maps also help the irrigation 
technicians look for areas where there is po-
tential for selling an upgrade on a system." 

Wood said that thus far about 60 percent 
of the system maps have generated revenue 
in the form of system repairs or upgrades, 
while the other 40 percent have still benefited 
the maintenance crews. 

While getting customers to buy off on the 
idea of proactive irrigation service can be a 
bit of a challenge at times, sufficient results 
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The # 1 software for the Green Industry just got better! 

S Y S T E M S 
8246 Goldie St. 
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Lawn Assistant and 
Mapping Assistant 
Real Green Systems has developed the first mapping system 
for the Green Industry. With Mapping Assistant, a new module 
that can be totally integrated with Lawn Assistant II for 
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• Costs only $4,000 
• Does 100,000 sq. ft./hr. 
• Also great on small lawns 
• Amazing hill hugging ability 
• Stainless steel construction 
• Advanced spray features 

Call 800.346.2001 for a free video and demo 

Ride-On Sprayer Spreader 
You will LOVE it or we will buy it back! 

PROTECH 

Ready or Not, Here it Comes! 

SNO PUSHER® 
Call 1888 PUSH SNO 
for a dealer near you. 
www.protech.com 
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LAWN CARE TRUCKS 
Tank sizes from 400-1200 gallons, 
fiberglass, poly or stainless tanks, steel 
or aluminum beds, PTO or gas engine 
driven - multiple pumps and multiple 
reels. 

PUMPS 
• Udor 
• Hypro 
• FloJet 
A Shurflo 
A Ace 
A MP 
A Hydra-Cell 

TANKS 
A Tuflex 
A Raven 
A Ace 
A Solar 
A Snyder 
A Mid States 
A KBK 

COMMERCIAL QUALITY 
SKID UNITS 
Tank sizes from 50-300 gallon, steel, 
aluminum or stainless frames, Honda 
engines, diaphragm or piston pumps -
multiple tank and reels available. Units 
custom built to fit customer's needs. 

TREE CARE TRUCKS 
Want to hit a 100+ foot tree? We can 
build it for you. Multiple tanks, multiple 
pumps, no problem. Poly tanks In an 
enclosed t 
aluminum t 

Westheffer Co., Inc. 
800-362-3110 

Fax: 800-843-3281 • Website: www.westheffer.com 
E-Mail: info@westheffer.com 

^ / or fiberglass tanks on an 

HOSE 
A GreenGarde 
A Kuriyama 
A Arrow 
A Synflex 
A Goodyear 
A Kanaflex 
A Uni 

GUNS 
A JD9-CT 
A FMC 
A ChemLawn Gun 
A TeeJet 
A Talltree Guns 
A Root Feeders 
A Spray Wands 
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EC3000 Tackifier 
EC3000 is very CONVENIENT & EASY to use!!! 

EC3000 is p a c k a g e d in a 3 lb. Bottle!!! 

Each 3 lb. Bottle treats 1 Acre!!! 

C A L L f o r a FREE S A M P L E ! ! ! 

A Tackifier for the 
Professional Hydroseeder. 

NOW YOU CAN BUY EC3000 TACKIFIER ONUNE AND 
WE'LL FAY FOR SHIPPING! 

Limited time Only. 
We also carry a WIDE variety of hydroseeding equipment & erosion control supplies. 

1-800-4-EROSION 
E-mail: Neil@ErosionControlTech.com Website: HTTP://www.ErosionControlTech.com 

Fax: 908-707-1445 Some distributor territories still available. 
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Keeping the Vision 
(continued from page 45) 

are being gathered from the Planned Service 
Program to illustrate its value. 

"In addition to helping our maintenance 
crews service these properties, we're seeing 
that the properties that sign on for the Planned 
Service Program generally experience fewer 
irrigation problems," remarked Wood. 

Developing a history of water use costs 
for a property also helps the irrigation or 
maintenance group help clients manage and 
budget for their irrigation costs. 

"We're getting to the point now where we 
want to be able to show the client how much 
money we can save them with any upgrade 
we propose for an irrigation system," Wood 
added. "A rain sensor could pay for itself in 

Y 
• • i es, George Morrell went to 

Clemson University, so his alma mater's 

primary school color is orange. But that's 

not the main reason why employees of The 

Morrell Group, Atlanta, Ga., are so easily 

identified in their bright orange shirts and 

hats and with their equally bright orange 

equipment trailers and truck logos. 

"We try to make ourselves unique in as 

many ways as possible," explained 

Morrell, chief executive officer. "Years ago, 

every company in Atlanta was using green 

as the color for uniforms and equipment, 

and it occurred to me that we should 

distinguish ourselves in some way. So I 

figured 'safety orange' is the most 

recognizable color there is. 

"We started painting our trucks orange 

and buying orange uniforms so people can 

see us coming and going," he added. 

"Now, if someone is 15 stories up and they 

About 
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Since 1980, 
Central Parts 
Warehouse has 
provided the 
snow and ice 
control industry 
with quality re-
placement parts, 
equipment and 
accessories for 
most major 
brands of snowplows and salt spreaders. 
New for this year are Boss and Fisher plows 
and replacements parts. 

Central Parts Warehouse features the 
largest and most comprehensive catalog in 
the industry with more than 60 pages of 
equipment and illustrated parts diagrams all 
at discounted pricing. 

Reserve your FREE copy of our 1999/ 
2000 Snowplow Replacement Parts Catalog. 
Visit us on the World Wide Web at 
www.centralparts.com. 
Circle 601 on reader service card 

A.M. Leonard Offers a 
Variety of Trade Tools 

Leonard has 
provided professional gardeners, landscap-
es , nurserymen and arborists tools for their 
trade. Now you can buy direct and save. 
Request your FREE A.M. Leonard catalog 
for the tools you need. 
Circle 600 on reader service card 

Snow Products Catalog 
From Central Parts 
Warehouse is Available A.M. Leonard offers tools that work, tools 

that feel right in your hand and work as 
hard as you do, superior craftsmanship, 

unusual problem 
solving products, 
fast delivery, 
substantial 
savings, down to 
earth guarantees 
and a huge 
inventory. Since 
1885, A.M. 

http://www.centralparts.com
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ACECAPS, MEDICAPS 
Provide Full Tree Care 
Keep your 
customers' 
trees healthy 
and insect 
free and add 
more green 
to your 
bottom line 
using ACECAPS and MEDICAPS - truly the 
industry's lowest cost per unit systemic tree 
care program available. Implants don't 
impact the environment and there are no 
empty containers to dispose of. ACECAPS 
contain 97 percent Acephate for season-long, 
broad-spectrum insect control. MEDICAPS 
are backed by university research and 
more than 25 years of commercial 
success for treating micro-nutrient 
deficiencies (iron, manganese, zinc) and 
for being used as a combination tree 
food. Results are fast-acting and last for 
three seasons. 
Circle 602 on reader service card 

Dawn Industries 
Kwikadapt Insert Tees 
Make Irrigation &m,,>. 
Installation Faster 
Dawn Industries strives to produce new and 
innovative products that make irrigation in-
stallation faster, easier and cost efficient. 

Dawn Industries kept this in mind while 
developing the all new Kwikadapt Insert 
Tee. The Kwikadapt Insert Tee is a one-piece 
design that connects all kinds of piping from 
Polyethylene pipe to swing/funny pipe. 

Kwikadapt is designed for one-piece 
strength and reliability. This one-piece design 
eliminates problems associated with the 
threaded connections of the conventional 

swing-ell. The 
barb and spike 
combination 
keeps the 
Kwikadapt in 
place even un-
der pressure 

surges. 
Circle 603 on reader service card 



Dawn Industries 
Kwikslip Makes Irrigation 
Installation Easier 
At Dawn Industries, we strive to manufac-
ture products that make irrigation installa-
tion easier. 

Dawn 
Industries 
kept this in 
mind while 
developing 
the all new 
Kwikslip fitting. The Kwikslip is a one-piece 
design that goes from PVC to swing/funny 
pipe. 

Kwikslip is designed for strength and 
reliability. A one-piece design eliminates 
problems associated with the threaded con-
nection of conventional swing ells. The barb 
and spike combination keeps the kwikslip in 
place even under pressure surges. The Tee 
also has a gusseted branch for added 
strength. 

Now, all the advantages of the Dawn In-
dustries Kwikadapt and more are available 
in a PVC glue fitting. 
Circle 604 on reader service card 

Push the Turf 
Maintenance Envelope 
with Eastman 
What floats on a cushion of air, mows in any 
direction and is ideal for tackling awkward 
and hard-to-reach areas? The new Hover 
Mower from Eastman Industries, Portland, 
Maine. Eastman Hover Mowers have 
impellers that generate a steady stream of air 
to cushion the mower, allowing it to float 
over any type of terrain. An innovative deck 
ensures a quality cut every time and 
eliminates scalping. Operators can adjust 
mowing height from 1 to 3 inches by simply 

changing spacers. 
The new 

models, HM19S2 
and HM16R2 are 
equipped with 
Suzuki and Robin 
engines, respec-
tively, and built 
from the ground 
up to withstand the 
rigors of working 

in a professional lawn maintenance 
environment. 
Circle 605 on reader service card 



Fabriscape 
Protect Valuable Plants 
from Frost Damage 
Fabriscape Inc. offers the best protection for 
your plants against frosty conditions. Our 
Frost Blanket protects your plants from wind 

and frost damage 
while allowing light, 
water and nutrients to 
pass through to your 
plants. Frost Blanket 
enhances germination 
and root growth and is 
UV stabilized to last. 

Frost Blanket is 
available in convenient 
retail sizes and in bulk 

sizes up to 17 feet wide and 300 feet long. 
This is perfect protection for gardens, annual 
flowers, nursery stock, bedding plants, 
vegetables, golf course greens, etc. Available 
nationwide for immediate shipping. 
Circle 606 on reader service card 

FertiGator Offers 
Customizable 
Fertilization 
Announcing the FertiGator" - a new, easy-to-
program residential fertigation system that 
allows for fully-customizable fertilization by 
individual in-
ground sprinkler 
system zones. The 
liquid fertilizer, 
conveniently 
located in the 
homeowner's 
garage, is injected 
into the irrigation 
mainline each 
time it operates. The FertiGator distributes 
fertilizer evenly and gradually, preventing 
streaking and burning, increasing water and 
nutrient absorption, reducing chemical 
requirements and virtually eliminating run-
off to the water supply. Homeowners enjoy 
a healthier, greener lawn without the work, 
and at an affordable price. For more 
information, visit our web site at 
www.fertigator.com. 
Circle 607 on reader service card 

mm 

http://www.fertigator.com
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Keep Your Crews Looking 
Professional Everyday 
with G&K Services 
Uniforms promote image, safety, security 
and teamwork. G&K Services is North 
America's fastest growing supplier of rental, 
catalog and direct purchase uniforms, also 
providing dust products, restroom supplies, 
floor mats and other accessories. We have 
developed state-of-the-art laundry 
technology and processing through a 
commitment to quality design and controls. 
The G&K Teamware catalog offers complete 
uniforms and accessories along with 

personalization 
options. 
Uniforms from 
G&K are a cost 
effective way to 
express 
professionalism 
to clients and 
instill pride in 
your crews for 

the work they do. 
Circle 608 on reader service card 

GMC Sierra 
Has Unique Styling 
Meet the all 
new GMC 
Sierra. Hon-
est truck 
styling and 
meaningful 
technical in-
novation are the reasons why the 1999 GMC 
Sierra full-size pickup will set the segment 
standard into the next century. The new Si-
erra, with its unique GMC styling, has been 
rethought and redesigned from the wheels 
up with a focus on meeting the higher de-
mands of the most discriminating customer. 
Powered by all new, more powerful, fuel-
efficient engines, GMC has created a truck 
with more towing and hauling capabilities, 
more body, more strength, more passenger 
and cargo space and more driver and pas-
senger amenities than ever before. For more 
information on the GMC Sierra and other 
GMC trucks, visit www.gmcforwork.com. 
Circle 609 on reader service card 

http://www.gmcforwork.com




FREE PRODUCT 
INFORMATION 

While using Lawn & Landscape's Commercial Product Guide, you 
may find it helpful to remove the reader service card for easy 
reference. Once you have completed the card, simply drop it in the 
mail so you can receive the additional product information you're 
looking for. If the card is missing, simply call our circulation depart-
ment at 800/456-0707 with the reader service numbers of the 
advertisers you would like more information from. 
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Get Ready for Winter 
With Hiniker Plows and 
Spreaders 
Commercial landscapes looking for snow 
and ice removal business will find the 
equipment they need at their local Hiniker 
distributor. Hiniker snowplows use a quick-
hitch drive-in mount system to cut hook-up 
times to a matter of seconds. A 30-inch-high 
curve moldboard, box-section plow frame 
and reliable compression-type springs 
contribute to the performance and durability 

of the Hiniker 
plow. 

Offer your 
clients 
complete 

snow and ice control with a Hiniker 640 Salt 
and Sand spreader. The big 8-foot hopper 
and a spread pattern up to 30 feet wide 
make quick work of larger areas. 
Circle 610 on reader service card 

Stackable 
Retaining Walls 
Give a Natural Look 
ICD's StoneWall Select retaining walls pro-
vide the natural look of hewn stone in a 
stackable, mortar-free system of unparalleled 
versatility. Stems, 90-degree corners and 
landscape 
lighting 
can be 
easily in-
corpo-
rated into 
wall de-
signs. 
Provides 
superior connection to soil reinforcing 
geogrids for walls up to 40 feet high. Free 
downloads, including CAD details, installa-
tion manual, grade chart and brochures are 
available on our website at 
www.selecticd.com. 
Circle 611 on reader service card 

http://www.selecticd.com
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New pests controlled with 
Micro-Injection 
System by J J. Mauget 
Millions of Redgum Eucalyptus trees in Cali-
fornia have a chance to survive defoliation 
caused by RLP, according to results of clinical 
trials conducted by Dr. Lester Young, ento-
mologist for California State Polytechnic Uni-
versity in Pomona. 

The data determined that Mauget's Mi-
cro-Injection system is an effective and practi-
cal method of controlling RLP and providing 
long residual activity. The Mauget system 
was evaluated since the insect is naturally 
protected against contact spray insecticides. 
The Psyllid, infesting in mass numbers, are 
especially voracious when feeding (sucking) 
on new foliage. 

• I Mauget's 
- closed system 

treatments tar-
get only insects 
feeding on the 
plant and 

eliminate environmental impact concerns. 
Can be used as part of an IPM program, even 
with beneficial insects present. 
Circle 612 on reader service card. 

Kichler Landscape 
lighting Has Unique 
Lighting Fixtures 
Kichler' Landscape Lighting offers a 
complete line of uniquely styled lighting 
fixtures. Accent, path, deck, or pond -
whatever your needs - Kichler" is your 
source. Constructed of durable composites, 
cast aluminum and solid brass, our fixtures 

stand up to the 
elements. 
Design 
flexibility, 
delivery and 
customer 
service from 
the leaders in 
the lighting 

industry since 1938 - Kichler' Landscape 
Lighting. 
Circle 613 on reader service card 
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Meyer Snow Plows -
Designed for ^ 
Commercial Use 

Each prod-
uct that 
Meyer of-
fers is de-
signed for 
commercial 
use and 
comes with 
a two-year 

warranty covering parts and labor. There 
are more than 200 Meyer distributors and 
400 dealers to provide fast, convenient sales, 
service and genuine parts. 

All Meyer Snow Plows are custom de-
signed to fit specific vehicles and meet the 
vehicle manufacturers' weight and load re-
quirements. 

There are 11 sizes of steel snow plows 
and 10 sizes of polyethylene snow plows 
ranging from 6 to 10 feet. Meyer also offers 
an outstanding complement of seven ice 
control spreaders. For more information 
about Meyer Products on the web: 
www.meyerproducts.com. 
Circle 614 on reader service card 

Nu-Grow 
Technologies - W 
It's Only a Matter of Time 
You know that good turf deserves the best 
forms of nitrogen. That's why you need con-
trolled-release Nutralene and slow-release 
Nitroform - two superior formulations that 
cater to your specific nitrogen needs. 

Nutralene is derived from methylene 
urea polymers and it works two ways. First, 
it provides quick-release nitrogen through 
hydrolysis, and then it releases nitrogen 
slowly through microbial action for sus-
tained feeding. 

Nitroform nitrogen release is controlled 
throughout the growing period. This process 
supplies nutrients to the roots for a full sea-
son - long after other nitrogen sources have 
been depleted. 
Circle 615 on 
reader service 
card 

http://www.meyerproducts.com


Make Paver Installation 
Easier and More Profit-
able with BRIC-EDG 
from Oly-Ola 
BRIC-EDG from Oly-Ola Sales, the original 
"L-shaped" paver restraint, has been used 
worldwide by landscape professionals since 
1989. BRIC-EDG is designed to be used in 
any brick paver project, whether the project 
requires a restraint under the pavers or 
outside the pavers. Featuring multiple 

installation 
methods, BRIC-
EDG can be 
installed two 
ways - by either 
placing the brick 
on top of the 
edging or 
positioning BRIC-

EDG along the outside edge of the paver. 
Non-bending steel anchoring stakes secure 
edging and prevent movement. Constructed 
of black vinyl, BRIC-EDG has no sharp 
edges, will not rust or kink, is available in 
both flexible and rigid sections in 2 inch and 
1 Vi inch depths and 15 foot and 7Vi foot 
lengths. 
Circle 616 on reader service card 

Pond Supplies of 
America F.I.S.H. 
Pond Supplies of America Inc is pleased to 
announce their new Fax Information System 

^ Handouts library 
^(F.LS.H.) . Just call 

630/553-3943, and the 
automated attendant 
will lead you through 
their expanding library 

of technical and business 
advice on ponds, their 

k catalog of pond products, fish, 
plants, etc. Their library of articles can be 

faxed to you 24 hours/day. 
Order Doc.#1000 for a summary of 

articles already in their library. Document 
#3050 is a Pond Buyers Checklist. 
Circle 617 on reader service card 



Black Diamond® 
Landscape Edging 
Manufactured by Valley 
View Industries 
Black Diamond from Valley View has been 
the professional landscaper's choice for 
more than three decades. 

The quality edging and complete line of 
accessories provide 100 percent of what 
you'll need for the most imaginative land-
scape plans. 

All Valley View edging systems are UV 
protected and manufactured with the high-
est grade polyethylene. They will not crack, 
fade or decompose under the harshest con-
ditions. Valley View also manufactures Dia-

mond-Lok® Paver Brick 
Edgings and 

other land-
scape products. 

For infor-
mation on Val-
ley View's full 

line of landscape 
products, visit them on the Internet at 
www.valleyviewind.com. 
Circle 618 on reader service card 

Wells Cargo Offers a 
Complete Line of Land-
scape Trailers 
Wells Cargo manufactures a complete line of 
enclosed, steel-structured utility trailers for 
the green industry. More than 100 different 
models are available in both Ball Hitch and 
5th Wheel 
configura-
tions. 
Body 
lengths 
range 
from 6 to 
48 feet. Body widths range from 4 to 8 feet. 

The new LS Series offers a complete 
package of features specifically designed to 
meet the needs of the professional landscape 
and grounds maintenance contractor. 

A comprehensive three-year warranty 
program backs every Wells Cargo trailer. Our 
nationwide dealership network and five 
regional manufacturing facilities stand ready 
to assist you should the need arise. Visit our 
web site at www.wellscargo.com. 
Circle 619 on reader service card 

http://www.valleyviewind.com
http://www.wellscargo.com


The Industry's Most 
Interactive Web Site from 
Lawn & Landscape 
Lawn & 
Landscape 
Online, the 
premier 
informa-
tional 
service for 
professional lawn care and landscape 
contractors, features much more than just 
the articles from the pages of Lawn & 
Landscape. Use the training guides in the 
FREE Virtual Training School to test 
yourself or your crew on chemical and 
equipment knowledge. Check up with us 
daily for industry news and issues. 
Network online with bulletin boards and 
chat rooms. Or visit some of the hot spots 
you're already familiar with, including the 
Online Marketplace and Suppliers' 
Directory where you can find product and 
supplier contact information, industry links, 
an online Career Center or three years of in-
depth industry research in informative and 
popular Lawn & Landscape State of the 
Industry Reports. Check out 
www.lawnandlandscape.com today. 

Workhorse Poly Body 
Dump Bed 
System ^ 
Revolutionizes Trucks 
The Workhorse Load Lifter is the only 
industrial strength polyethylene dump body 
insert for pick-up trucks. A steel reinforced 
body and a 2-ton dump capacity make it 
equal to the toughest applications. And with 
a total system weight of only 240 pounds 
and simple, one-bolt non-drilling installa-
tion, it is the lightest, most versatile dump 

bed insert 
available 
anywhere. 

The 
poly dump 
bed never 
rusts, dents 

or needs re-painting and can be moved in 
minutes from one truck to another. Sizes for 
all full and compact pickup trucks are 
available. Visit our web site at 
www.workhorse.org. 
Circle 620 on reader service card 

http://www.lawnandlandscape.com
http://www.workhorse.org


two weeks, and that's what customers look 
at because they're all about dollars and cents 
and they have to justify their costs to some-
one else." 

Wood would like to see the irrigation group 
continue to grow, and managing customer's 
water features or pump systems are both 
opportunities for additional service offer-
ings. But Wood will be ready for any growth 
that occurs to his current six-crew group and 
he will keep it under control, as evident by 
his organizational chart evolution that shows 
the positions the company should expect to 
add and fill during the next five years. 

"We'll have to add more levels of man-
agement, and we'll probably want to sepa-

look out their window, they don't have 

to wonder whether or not we're on the 

property - if we're there, they'll see us 

and they'll know that 's The Morrell 

Group because of the orange they see." 

Not surprisingly, Morrell's plan for 

uniqueness made believers out of some 

of his competition, so, today, the Atlanta 

landscape scene tends to cover all of the 

colors of the rainbow. 

"I think green may actually be a 

unique color here now," Morrell said 

with a laugh. "But companies should 

pick a company color for the right 

reasons. We had a competitor once who 

wouldn't even put his company's name 

and phone number on the trucks 

because he didn't want people at the 

jobs he was taking care of to know who 

he was, and I think that 's totally wrong. 

If you want to grow the business and 

you're doing good work that you're 

proud of, everyone should know who you 

are. You should only be sneaking around 

if you're trying to hide something." 

- Bob West 

NEW! 

Economica reparation 
Non-Angling Harley Power Box Blade 
The Harley Power Box Blade features a solid carbide 
toothed rake fixed in a straight forward operating position 

and welded to a quick attach 
plate. The roller is powered 
by the boom hydraulic of the 
skid steer requiring 14 gpm. 

Simplified. 

NEW! 

Front-Deck Mower 
Power Box Rake 
Ideal for turf renovation 
and over-seeding. 

Great for de-thatching 
existing turf. 

Completely remove old 
or worn turf for reseeding. 

Unique tooth roller 
leaves golf ball type 
dimpled sub-surface. 

Ideal for landscaping, 
trench restoration or 
athletic field maintenance. 

Box rake in a forward 
direction, collecting debris 
within permanently 
attached endplates. 

am 
For more information contact Glenmac today or call your nearest Harley dealer. 

IVKIC PO Box 2135, Jamestown. ND 58402-2135 U.S.A. (800) 437-9779 
FAX: (701) 252-1978 Email: sales@glenmac.com Web Site: http://www.glenmac.com 

Attachments NEW! 
All the benefits of a 

Harley Power Box Rake*except windrowing. 

mailto:sales@glenmac.com
http://www.glenmac.com


Keeping the Vision 

rate the planned service from any type of 
upgrades or renovations we provide in order 
to differentiate between the two in our cus-
tomers' minds," Wood forecasted. 

"But the key to irrigation management is 
planning, and George and Don have helped 
me with setting goals," he added. "If all we 

did was react to problems then we would be 
firefighters on a daily basis. Our long-term 
goals for this service may be ambitious, but 
at least they give us something to focus on." 

"The key for our managers to remember 
is that growth shouldn' t be something you 
pursue just to get better," commented Smith. 

V, 

"I earn 78% more with 
a FINN HydroSeeder 

Brian Kerber, The Lawn Firm, Excelsior, MN 

33 

"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. N ine 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 

HydroSeedei® is a registered trademark of FINN Corporation. 
Shown above: T90 HydroSeeder 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 today for 
complete details. 

FINN 
J l r f & u o S e e d & i ' 

Innovative Equipment Enhancing 
the World's Landscape 

1-800-543-7166 
9281 LeSaint Drive, Fairfield, OH 45014 

Fax: (513) 874-2914 
www.finncorp.com 

USE READER SERVICE # 1 2 5 
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Examining its customers' properties helped The 
Morrell Group identify the need for adding arbor 
care services in its goal to functioning as a total 
solution provider. Photo: Mary Buck 

"Managers have to ask themselves why they 
want their group to grow and what good will 
come from it being bigger?" 

TECH S E R V I C E S / S E A S O N A L COLOR. 
The Morrell Group 's chemical lawn care ser-
vices, which it refers to as tech services, and 
seasonal color service are two additional add-
on services the company offers. 

Gary Tomlinson serves as the director for 
both groups and splits his time between the 
services despite the fact that their seasons can 
overlap each other at times. 

"Seasonal color takes a lot of time during 
the spring installation season, and then we 
have the big pushes for round one and round 
two for tech services," Tomlinson noted. "Both 
programs have maintenance in the summer, 
and then we have fall fertilization, aeration 
and overseeding in the fall while we're han-
dling seasonal color plantings." 

Tomlinson spends quite a bit of time serv-
ing as a go-between for the maintenance divi-
sion and his add-on groups, managing sched-
uling issues and making sure work order 
requests from the maintenance division are 
taken care of so The Morrell Group 's custom-
ers receive a lineup of services seamlessly. 

"We need to have a good relationship 
with the maintenance group because we sup-
port their work," he explained. "As an orga-
nization gets larger, there is a tendency for it 
to also become more fragmented. Our struc-
ture with me handling both groups can rein 

(continued on page 52) 
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A Division of E. Bergman Co. 

• Limited Number of Dealerships Available 
• Exclusive Territories (in Writing) 
• Residential Edging 
• Commercial Curbing up to 9", Concrete 

Poured Directly Into Hopper Of Our 
Machine From Redi-Mix Truck 

Commercial & 
Residential 

Applications 
Done By The 

Same Machine j 

RESIDENTIAL 
EDGING 

i r V L r 
I i m 

. NEW 
BYPRODUCT! : 

Other 
Shapes And 
Sizes 
Available 

WALKWAYS 
L 

WALKWAYS 

- j 

ealer Info 
92-2954 
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When it comes to preventing the broadleaf 

and grassy weeds that most often plague your 

customers' turfgrasses, PRE-M® preemergent 

herbicide is right on target. Why pay more 

for other products when, time after time, university 

trials prove that PRE-M offers you better overall 

performance combined with unmatched value? 

Superior performance made PRE-M the ^ ^ 

leading* preemergent herbicide. Superior 1 

value widens the gap. PRE-M is everything 

you'd expect from LESCO®, the leading supplier 

in the professional turf care industry. 

Ask your LESCO professional or call 

1 -800-321-5325 to learn how you can earn 

generous rebates for your PRE-M purchases. 

Get behind the leading edge. 

The Leading Edge 

* Source: Kline & Company report, US Acre Treatments by Turf Management. 

Always read and follow label directions. 
©1999 PRE-M® and LESCO® are registered trademarks of LESCO, Inc. 
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Keeping the Vision 
(continued from page 48) 

things back in and stop that fragmentation." 
Tomlinson also use the regional mainte-

nance managers as his eyes on a property. 
"Those guys are on properties every week, 

whereas I may see an account every two months 
or so, and that's usually only when we run 
into a significant disease problem," he said. 

Within these two groups, Tomlinson has 

two operations managers for tech services -
one for trees and shrubs, and one for turf - and 
two operations managers for seasonal color. 

"Communication between these four op-
eration managers is crucial to make sure we're 
hitting all of the properties and that we're 
spreading out our scheduled visits in an or-
ganized fashion," Tomlinson added. 

The company will cross-train tech ser-
vices technicians to occasionally make appli-
cations on perennial and annual beds be-
cause these individuals are familiar with the 
equipment, products and procedures for mak-
ing these application in addition to being 
more volume oriented in terms of production 
than seasonal color technicians are. 

While tech services technicians tend to 
spend most of their time dealing with turf or 
trees and shrubs, they are also cross-trained 
to provide flexibility during busy times of 
year. However, Tomlinson said managers 
have to be cognizant of the different ap-
proaches to the work employed by turf tech-
nicians vs. tree and shrub technicians. 

"Tree and shrub technicians tend to spend 
more time in the field identifying problems 
and looking for the problems or causes," he 
cautioned. "'Is this stress from over watering 
or automobile exhaust or some man-made 
problem?' So there can be a challenge getting 
them into the production mode that is some-
times necessary for turf." 

When it comes to building a successful sea-
sonal color program, the common Morrell theme 
of identifying customer needs is at the top of 
Scott Carter's list of keys. The senior designer 
for the seaonal color group said the company 
also prides itself on finding new plant variet-
ies to introduce to the market to give key 
clients an even more unique landscape. 

"Most of our clients today are looking for 
the cutting edge new look," Carter com-
mented. "A good seasonal color bed makes 
them feel like they are getting more attention 
for their cost so they are willing to spend the 
money. And that's particularly true for the 
property management companies who are 
trying to draw attention to their buildings 
and rent space." 

In between installing new beds during 
Atlanta's two, six-week installation periods each 
year, the seasonal color employees, which are 
entirely separate from the maintenance em-
ployees, spend their time maintaining all of the 
ornamental beds on the company's mainte-
nance accounts. 

"Our responsibilities include pruning, pull-
ing weeds, checking for insects or fungus, re-
moving dead blooms, reshaping beds and 
dealing with bed repairs," Carter stated. ID 

The author is Editor of Lawn & Landscape 
magazine. 

LAWN & LANDSCAPE 

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

BUILDING QUALITY EQUIPMENT 
FOR PROFESSIONALS, BY PROFESSIONALS 

Whether you need the Turf Tracker to 
dramatically increase productivity, a custom 
built skid sprayer or truck, C&S can build 
the right equipment at the right price! 

Custom Trucks 

(330)966-4511 - 1-800-872-7050 • Fax (330) 966-0956 

USE READER SERVICE # 1 2 5 
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The Turf Tracker 

Skid Mount Units 



CAMPUS GROUNDS 
MANAGER 
MASTERMINDED 
ESPIONAGE PLOT 
"Somehow he knew every-
thing" says awed crew "it was 
uncanny. 

Kei th Macdona ld ' s work crews at Br idgewate r S ta te Col lege c a m p u s swear he ' s a mas te r spy, or psychic. " H e 
knows w h e n we 've sprayed off an a rea wi th Finale" Herb i c ide w i t h o u t us even te l l ing h i m , " said a c rew m e m b e r 
" s o m e t i m e s only 2 4 h o u r s a f t e r t h e job ' s d o n e . " Kei th laughs . " W h e n it ge t s busy and I c an ' t check wi th every-
o n e , I s imply dr ive a r o u n d and s e e t h e resul ts . It only t akes a day or two for F ina le to work . A m o n t h later , t h e 
a rea ' s still c lear ." But it wasn ' t always so easy. As ass i s tan t facil i t ies d i rec to r on t h e Massachuse t t s c a m p u s , 
Kei th used to use t h e l ead ing sys temic herb ic ide . " I t t ook 2 weeks be fo re I k n e w I had a t a k e , " h e says, " d r o v e 
m e crazy." Kei th also l ikes F ina le ' s abili ty to c rea te per fec t ly c lean edges a r o u n d beds and 
basebal l f ie lds . " I t ' s t h e no-c reep f e a t u r e , " h e says, " t h e o n e my crews apply to m e . " 

Finale 5 
ISH;HM1»H 

^ AgrEVO 9 5 Chestnut Ridge Road / Montvale . NJ 0 7 6 4 5 / 2 0 1 - 3 0 7 - 9 7 0 0 / w w w . a g r e v o - g r e e n . c o m / Remember to read and fol low label d i rec t ions carefully. © 1999 AgrEvo USA Co. 
Finale is a reg is tered trademark of Hoechs t Scher ing AgrEvo GmbH. 
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Managing personnel issues 
at The Morrell Group is 
primarily a two-person, 
two-language e f fo r t . 

THE 
mORRELL 
GROUP 

There really isn't any industry called "the people business," but more 

landscape contractors are coming to realize that if they make people 

the focus of their efforts, particularly as managers, then the landscap-

ing results they desire will follow. 

For The Morrell Group, Atlanta, Ga., this realization occurred 
back in 1990 when the company was doing about $3.5 million in 
annual sales, according to Don Smith, president. 

"That was a key point in our development, when we realized we 
were spending more time looking at equipment and trying to figure 
out what was the best mower or the best blower," Smith explained. 
"Instead, we should have been spending a lot of time looking at people 
issues and trying to improve our hiring and recruiting efforts." 

At that point, the company moved an 
employee from operations to work full-
time on human resources issues. Since 
then the company has hired Gail Havron, 

vice president, to oversee the human 
resources and training operations. 

(continued on page 56) 
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Tuflex says STOW If!!! 

Model 159 Schest 94 Shown, Mounted Curb Side 94"L x 24"W x 23" High 

Model 159 Schest 51 Shown, Rear Mounted Both Models Shown Doors Open 
51"L x 24"W x 23" High 

TUFLEX DECK MOUNTED STORAGE CHESTS FEATURE ALL STAINLESS HINGES 
AND LOCKING HARDWARE, O-RING GASKETED DOOR SEALS AND OUR 
FAMOUS HIGH GLOSS MOLDED FINISH. 

THESE BOXES CAN EASILY ACCOMMODATE PUMPING SYSTEMS AS WELL AS 
HOSE REELS PROVIDING SECURITY AS WELL AS CURB APPEAL AND CAN 
ACCOMMODATE UP TO 30 BAGS OF DRY GOODS. 

FIBERGLASS PROOUCTS 
1-800-327-9005 • www.tuflexmfg.com 
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M o r r e H - f l 
"WE KEEP the right focus be- • i 
cause the customer tells you 
what your focus is. If the cus- V 
tomer calls up and complains, 
then you've got a problem 
and you need to fix it. Then you 
go and find out why you've got a 
complaint and fix that." 

Keeping the Vision 
(continued from page 54) 

"In 1993, the company was getting to the 
point where operations were getting more 
complicated and we needed to develop a 
handbook and a 401k program while also 
formal iz ing other personnel pract ices," 
Havron explained. 

In addition to having one person dedi-
cated to hiring all employees, Smith said the 
company has benefited by having a person 
who is only interested in hiring the right 
employees. 

"When you're an operations person and 
you're responsible for hiring employees, you 
may hire people that you know you shouldn' t 
hire, but you're 10 people short in the field so 
you just want to put people out there," Smith 
related. "When that hiring responsibility is 
placed with a human resources person and 
hiring people is what he or she does all day, 
then you're able to keep the hiring decisions 
away from the pressures of operations. As a 
result, the human resources person looks to 
hire the best person." 

To initiate the hiring process, a manager 
communicates the need for an employee or 
employees to Havron in writing and she will 
start screening candidates. 

"Too much time and energy is invested 
up-front in a new employee to only be able 
to keep them for a short period of time," 
Smith pointed out. 

COVERING THE BASES. 
Due to its heavy reliance on His-
panic employees, The Morrell 
Group took an additional step 
to s t rengthen its h u m a n re-
sources depar tment by hiring 
Luis Herrera as its training man-
ager and an overall liaison be-
tween Spanish-speaking em-
ployees and the traditionally 
Anglo management group. 

Her re ra s tar ted wi th the 
company as a crew person in 
1991 and rose through the op-
erations ranks before taking on 

the training responsibilities. 
"I knew some Spanish, but we realized 

Luis could help all of our groups, so his role 
grew so he does almost all of the hiring of 
crew people," Havron explained, adding that 
60 percent to 70 percent of The Morrell 
Group 's workforce speaks Spanish. 

(continued on page 58) 

G x i h r e a t h U HOOK HOIST 
Tho Galhroath IIQ Unnl/ Unlet Into nnn tn.nl/ rtn thn A A ^ ^ A V A A V / A L/ A The Galbreath U9 Hook Hoist lets one truck do the 
work of several. It offers a cost-efficient way 
of transporting equipment and materials to 
multiple job sites and for 
countless other applications. 

DOES IT ALL! 

©1999 Galbreath. Inc. 

• 9,000-lb. capacity 

Designed for smaller 
trucks: no commercial 
driver's license required 

Equips one truck to 
perform multiple functions 

Containers and equipment 
platforms also available 

Hook hoists also available 
in 13,000 thru 60,000 lb. 
capacities. 

INCREASE Y O U R PROFIT MARGIN WITH THE U 9 H O O K H O I S T CALL 1-877 
T O L L FREE or visit our web site at www.galbreath-inc.com 
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Families rely on you for lawn care expertise 
because they know you'll make the right 
choices. The very best for the turf, and for 
the people who enjoy it. One way to keep 
that trust is with Dimension51 turf herbicide. 

Dimension gives families a lawn they 
can love. It provides season-long control of 
crabgrass and over 20 other tough weeds and 
grasses. It doesn't stain, so you can apply 
it close to walks, fences and drives. That 
means no more weed "fringes," because you 

can use Dimension with confidence right 
up to the lawn's edge. It's even labeled for 
use on ornamentals; so you can apply it to 
lawns and landscapes. 

Dimension's low use rates and 
favorable environmental profile mean less 
worry. In fact, when you apply Dimension-
on-fertilizer formulations, families can 
re-enter and use the lawn as soon as the 
dust settles. That could even turn a 
skeptical neighbor into a future customer. 

Dimension offers the widest 
application window- 6 weeks more than 
other preemergence products. You'll save 
money because season-long control means 
fewer callbacks. And most important, your 
customers will stay customers, year after 
year after year...the kind of callback you 
can live with. 

Call 1'800*987-0467 or visit us at 
www.dimensionpro.com to leam more. 

RISE ROHM 
IHRRS 

ALWAYS READ A N D FOLLOW LABEL DIRECTIONS. 
DIMENSION® is a registered trademark of Rohm and Haas Company. 
©1999 Rohm and Haas T-0-224A 
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Deep 
Watering, 
Aeration 
& Feeding 

Li L 

visit our website at www.rootwell.com or call (888) 766-8935 
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MTl 
Only 
$300 

Model 
528 

m 
PROGRESSIVE 

ELECTRONICS INC. 
Wire Tracking & 
Valve Locating 

Troubleshooting 
We Pay For LESS !! 

toru.p.s. 800-600-TURF s 
CALL US AND SA VE! 7:30 am-5 pm 
Contractor's Choice for SPRINKLERS P S T 

Order by 1 p.m. 
SHIPS SAME DAY 
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Made in USA 

TOOL MFG 
THE CONTRACTOR'S CHOICE FOR SHOVELS 

Top Quality Landscaping Tools 

Call us: 1 -800-454-7868 
www.zactools.com 

Keeping the Vision 
(continued from page 56) 

"Having a bilingual person on our staff is 
absolutely imperative/' Havron noted. "Not 
only is communication easier because of Luis, 
but he provides the cultural knowledge and 
insight to managers that helps them under-
stand why some of the Spanish-speaking em-
ployees react the way they do to certain situa-
tions. Someone who is American but speaks 
Spanish doesn't necessarily understand why 
our Hispanic employees think the way they 
do, and that's where Luis is invaluable. 

"For example, a few years ago we had a 
problem with a lot of our Spanish-speaking 
employees going into the parking lot on pay-
day and comparing their paychecks," Havron 
related. "From an American point of view, 
your pay is supposed to be very private, so 
this behavior was upsetting to us. Luis was 
able to help us all understand that this was a 
cultural difference because a person's income 
isn't as private in Latin cultures as it is to us." 

"For Latinos, having someone who has 
moved into the American culture and can 
help us understand the differences between 
the cultures from a Latino perspective is also 
helpful," Herrera pointed out. "That can help 
me better explain the benefits of doing cer-
tain things certain ways to the Spanish-speak-
ing employees. 

"Plus, we have little problems on a daily 
basis, and a manager can come to me and ask 
me why someone would have said what they 
said or did what they did, and I can explain 
this from a cultural perspective so that the 
manager learns about his employees," 
Herrera added. 

"There are also times when employees 
feel more comfortable talking to Luis because 
they know that he came to the United States 
the same way they came here and he has dealt 
with a lot of the same experiences they are 
having," Havron added. 

The improved communication between 
Spanish-speaking employees and manage-
ment has also resulted in a couple of policy 
changes that have pleased the employees. 

"In our culture, Holy Week is a big cel-
ebration because the majority of us are Catho-
lic," remarked Herrera. "If we had to work on 
Holy Friday, which Anglos call Good Friday, 
we just wouldn't show up, and the managers 
didn't understand why. I was able to explain 
the importance of this holiday to the com-
pany, and the managers respected that. 

(continued on page 60) 

PINCHERS 
• Load and Unload 
• Fastest 2" and up 

Tree Planter Ever! 
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Want a 
pest 

new source for 
information? 

www.pestfacts.org 

Termites, cockroaches, rodents, even poison ivy and other nasty weeds. They're all pests, which 
means they can cause real problems that pose health and safety risks to children and adults. The 
good news is now you've got the Pest Facts Information Center at www.pestfacts.org. It's a handy 
resource discussing the problems caused by pests, as well as the safe and responsible use of urban 
pesticides and related issues. So don't just sit there...log on. 
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Keeping the Vision 

ment included the addition of drug testing at The Morrell Group. 

"We were afraid at the time that we might lose all of our people, but then we 

decided that if they were on drugs that we didn't want them working for us 

anyway," Smith recalled. "So we require a drug test for any job applicant, and we 

_ i | require them to pay for the test with the condition 

that we'll pay them back if they pass the test." 

" T O O - Bob West 

(continued from page 58) 

"So for that week, we worked Sunday 
through Thursday, and everyone was 
happy," he added. "It's the little things like 
this change that really make a difference." 

Havron also explained that the company 
revised its leave of absence policy to avoid 
punishing Spanish-speaking employees who 
wanted to return to their home country for 
an extended period of time in the winter 
months. 

"Now, if our employees head home for 90 
days or less and as long as they report back 
by the date they told their manager, they 
return to work at the same position and pay 
rate they were at before they went home," 
Havron said. 

CATCHING THE TRAIN. When the com-
pany was looking for a way to encourage 
labor-level employees to take a more active 
role in their own career development and 
managers were growing weary of the fairly 
regular payday complaints of some employ-

ees, a training program was devised that ties 
directly into employees' compensation. 

"We did this about two years ago, and the 
goal was to develop a program that told the 
employees exactly what was required of them 
to get to the next level and eliminated any 
potential for favoritism from managers," 
Havron explained. "Prior to this program, 

everything was subjective and the employee 
would just tell his manager he needed more 
money. We were also vulnerable to having 
employees lured away by competitors offer-
ing an extra 50 cents an hour." 

The company's new program lists the 
required skills and responsibilities for every 

(continued on page 67) 

NEW BLUE DOUBLER' 

DOUBLER has always been the fastest, the lowest cost, and 
often, the only way to solve broken wire and water pressure 
problems or to add more valves. 
The new BLUE DOUBLER' does all that the original did... PLUS! 

• Controls 2,3 or 4 valves separately with one wire and a common 
• Operates with ALL 24VAC controllers 
. Uses 90% less power and switches 4 times faster 
• Handles loads up to 10 amps 

Same Low Price • Same Great Quality • Same Easy Installation 
More Pressure and More Control Without Installing New Wires! 

^ ^ DOUBLER 
For more information on 
the all new Doubler2, call, write or fax: 

Transitional Systems Mfg. 
P.O. Box 3449, Yuba City, CA 95992 

Phone: (530) 751-2610 • Fax: (530) 751-2512 
Doubler* is a registered trademark of TSM 

FREE MONEY!? 
Okay, there's no free money, but we do have something 
free. Read on... 

HI! I'm Marty Grunder, founder and 
president of Grunder Landscaping Co. 
In Dayton, Ohio. Grunder Landscaping 
Co. is a national award-winning firm I 
started with a $25.00 lawn mower 
bought at a garage sale. This year our 
sales will eclipse $2 million with no 
slowdown in sight. In the past four 
years, we have helped hundreds of small landscaping, 
lawn maintenance, lawn care and tree care companies 
(just like yours) jump-start their businesses using the exact 
blueprint I used to create our successful landscaping firm. 
And we'd like to help you too! 

To receive my free report "How to Re-Invent Your Lawn-
Garden/Landscaping Business with Million Dollar Market-
ing, Management & Motivation Secrets," simply write 
"Report" on your letterhead and fax it 24 hours a day to 
9 3 7 - 8 4 7 - 8 0 6 7 or you may call 9 3 7 - 8 4 7 - 9 9 4 4 and 
leave your name and address and we'll send the report out 
Immediately. Chances are you have either seen one of my 
ads before, read about our company in a magazine or 
seen one of my seminars and despite all that you remain 
skeptical. That's normal but realize it will cost you nothing 
to get this report and seek the truth yourself. So call or fax 
us now while it is fresh in your mind. 
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Pick Your Partners 
Wisely - Pick Lawn & 
Landscape 

"I have seen excellent re-

sults after implementing 

the ideas I learned at 

the School of Manage-

ment 

I would recommend at 

least one person in ev-

ery company attend the 

conference. If you don't 

you are missing an 

opportunity of a life-

time to interact and 

learn 

new management 

ideas. " 

Kevin McSherry 
From The Ground Up 

Decatur Illinois 

February 13-15, 2000 

Dallas Marriott Quorum 

Dallas, Texas 

Magazine Presents.... 

c/> 
I m i j 
Q y ! s c h o o l o f m a n a g e m e n t 

Five Great Reasons To Attend 

• Great Value - Conference Registration $195 per person, $165 Group 
Rate 

• Diversified Educational Sessions - Designed For Businesses Of All Sizes 

• Outstanding Speaker Faculty 

• Great Location - Dallas 

• Great Hotel Rate-$115 per night 

Who Should Attend 

• Lawn and Landscape Company Owners/Presidents 

• Vice Presidents/General and Division Managers 

• Supervisors/Foreman 

• Sales Managers 

• Industry Consultants 

Call 800/456-0707 To Register 

Register Online at www.lawnschool.com 

http://www.lawnschool.com


Call 800/456-0! 
Educational Schedule-At-A-Glance SUNDAY, FEBRUARY 13 

SUNDAY, FEBRUARY 13 

1:00 - 4 :00 PM 

2 :00 - 4 :00 PM 

5 :00 - 6 :30 PM 

6 :30 - 8 :00 PM 

Registration Desk 
Attendee Networking Lounge 
Pre-Conference Workshops 
Managing a Multi-Cultural Workforce (Jennifer Thomas) 
All You Need to Know About Computers and the Web (Bill Cox) 
Opening Session 
Cactus Rolling: Taking Stress Out of the Workplace 
(Dr. Stephen Douglas) 

School of Management Welcome Reception 

MONDAY, FEBRUARY 14 

7 :00 A M 
7 :00 A M 
7 :30 - 8 :45 A M 

9 : 0 0 - 10:25 A M 

10:25 - 10:45 AM 
10:45 - 12:00 noon 

1 2 : 0 0 - 1:15 PM 
1 : 3 0 - 2 : 4 5 PM 

2 :45 - 3 :05 PM 
3:05 - 5 :30 PM 

5 :30 - 6 :30 PM 

Registration Desk 
Continental Breakfast 
Breakfast Workshop 
Strategic Planning: Part I (Jim Huston) 
General Session 
Managing Growth Effectively (Craig Ruppert and Chris Davitt) 
Refreshment Break 
Concurrent Educational Sessions 
Ml 10 Ways to Succeed at Customer Service (LloydSmigel) 
M2 Open Book Management (Phil Fogarty) 
M3 New Profit Opportunities (Roger Braswell) 
M4 Motivating Employees: A Different Approach (BillHoopes) 
Contractor Roundtable Lunch 
Concurrent Educational Sessions 
M5 Leadership Principles (Bill Hoopes) 
M6 Repeat M2 (Phil Fogarty) 
M7 Designing an Operations Blueprint (Jack Mattingly) 
M8 Repeat M3 {Roger Braswell) 
Refreshment Break 
General Session 
All You Need To Know About Estimating and Bidding 
(Jerry Gaeta) 
Networking Cocktail Reception 

TUESDAY, FEBRUARY 15 

7 :00 A M 
7 :00 A M 
7 :30 - 8 :45 A M 

9 : 0 0 - 10:30 A M 

1 0 : 3 0 - 10:45 AM 
10:45 - 12:00 noon 

1 2 : 0 0 - 1:15 PM 
1:30 - 2 :45 PM 

2 :45 - 3 :05 PM 
3 :05 - 4 : 2 0 PM 

Registration Desk 
Continental Breakfast 
Breakfast Workshop 
Strategic Planning: Part II (Jim Huston) 
General Session 
Strategies for Increasing Your Profitability (David Minor) 
Refreshment Break 
Concurrent Educational Sessions 
T1 Benchmarking Your Performance (Judy Guido) 
T2 Valuing Your Business (Ed Wandtke) 
T3 Organizing Maintenance Crews (Tony Bass) 
Contractor Roundtable Lunch 
Concurrent Educational Sessions 
T4 Stand Alone or Franchise: What To Do? (Ed Wandtke) 
T5 Maximizing Margins (Dick Bare) 
T6 Managing Equipment Smartly (Mike Rorie) 
Refreshment Break 
Concurrent Educational Sessions 
T7 Employee Incentive Programs (Rick Upchurch & 
David St. John) 
T8 Marketing Principles for Your Business (Tony Bass) 
T9 Repeat M7 (Jack Mattingly) 

• 1:00-4:00 PM 
Attendee Networking Lounge 
Sponsored by Woods Equipment 

u 2:00 -4:00 PM 
Pre-Conference Workshops 

Mmc^ng A Muhttuburd Workfotte 
This information-filled session will help managers develop the requisite skills 
necessary to effectively manage a multi-cultural workforce. After this session 
you'll have a better understanding of what motivates Hispanic/Latino work-
ers, learn steps to better communication and expand your knowledge of the 
cultural values of Hispanic/Latino workers. 
Jennifer Thomas, Spanish Tra in ing Services, Evanston, III. 
A l l You Need to K n o w Abou t Computers a n d the W e b 
Have questions on how to upgrade your computer system to keep pace with 
your rapidly growing operations? Want to know the best way to put your 
company on the Internet and design a web site that meets your marketing 
needs? Want to expand your service offerings and customer base through e-
commerce? If the answer is yes then join us for this in-depth workshop. You'll 
take home the information you need to upgrade your company's computer 
systems and web site. 
Bill Cox, Lav/n A Landscape magaz ine , Cleveland, Oh io 
Sponsored by www.lawnandlandscape.com 

m 5 : 0 0 - 6 : 3 0 PM 
Opening Keynote Session 

Cactus Rol l ing: Tak ing Stress Out of the 
Workp lace 
Dr. Stephen Douglas 

Stress. It is an issue everyone deals with on a daily basis 
and how you handle stress is important to you, your Dr. Stephen 
family, your employees and your company. Hear inter- Douglas 
nationally recognized psychological and organizational 
development specialist Dr. Stephen Douglas share his unique view on how to 
manage stress in the workplace. This is not your typical clinical presentation 
with a laundry list of recommendations on stress management but instead one 
highlighted by humor and sharing real-life situations. Dr. Douglas will keep 
you laughing and learning throughout the program. 
Sponsored By Kawasaki 

u 6 : 3 0 - 8 : 0 0 PM 
School of Management Welcome Reception 
Sponsored by Aquascape Designs 

• 7 : 0 0 - 8 : 0 0 AM 
Continental Breakfast 
Sponsored by Snapper 

m 7 :30 -8 :45 AM 
Breakfast Workshop 

i 
A Guide fc> Shutegic Planning: Ptart I 
Jrn Huston 
Smith Huston, Inc. W 
Successfully arriving where you want to go as an organi- j j m Huston 
zation and how you get there is dependent upon design-
ing and implementing the proper strategic plan. This comprehensive two-

http://www.lawnandlandscape.com
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part session will put you to work with noted management consultant and author Jim 
Huston in developing a strategic plan for your company. Huston will help you analyze the 
various aspects of your operation and incorporate that information into a dynamic 
strategic action plan. After attending this two-part session you'll have the skills to: 
• Prepare and write an effective strategic plan for your company. 
• Learn how to involve your management team and employees in the planning process. 
• Work with your management staff to implement your strategic plan as a vital and 
dynamic tool. 
• Analyze your company's structure and identify strength and weakness areas. 
• Organize your company structure for maximum efficiency and future growth. 

9 : 0 0 - 10:25 AM 
Morning General Session 

M a n a g i n g G r o w t h 
Effectively 

Craig Ruppert & Chris Davi t t 
Ruppert Nurseries 

• 
m 

* 

i if i 
i 

Craig Ruppert Chris Davitt 

Your company is growing. Your revenue is rising and your account base continues to 
expand. You've added more employees and you've purchased new, better equipment. 
Sound like a perfect situation? On the surface yes, but if you dig deeper you'll discover you 
may have problems. You've added to your overhead significantly with additional employ-
ees, equipment and related costs, and you've changed the makeup of your company. And 
because of your success you have become more visible and the competition is nipping at 
your heels even more. How do you manage this growth process? If you want that answer 
then this session is for you. Hear from industry veterans Craig Ruppert and Chris Davitt 
who've been there and lived it. They'll share concepts on how to manage your company's 
growth effectively so it keeps in step with your overall plan and market conditions. 
Sponsored by Toro 

• 10:45 A M - 1 2 : 0 0 noon 
Concurrent Sessions 

M l 10 W a y s To Succeed at Customer Service 
Bringing a group of new customers through the front door is good. Letting the same 
number get out the back door because your follow-up was poor or you didn't deliver what 
was promised in the contract is bad. And, typically, the difference between a satisfied and 
dissatisfied customer is a pleasant phone call or quick response to a problem. Learn 10 
practical strategies that you can take home and implement in your company that will make 
your customer service efforts shine. 
Speaker : Lloyd Smigel, Care Managemen t Consultants, Oceanside, 
Cali f . 

M 2 Open Book Managemen t 
There is never such a thing as too much information. Today companies of all sizes are 
taking an "open book" approach to management and sharing additional business related 
and financial information with employees. Learn how to use the "open book" style of 
management and make it a useful educational and motivational tool for employees. 
Speaker : Phil Fogarty, JP Hor izons, Painesvi l le, Oh io 

M 3 Creat ing N e w Business Oppor tun i t ies 
One of the biggest challenges facing lawn and landscape contractors today is finding new 
markets for their services. This valuable session that will show you creative, innovative 
methods to unearth new business opportunities and turn previously unknown accounts 
into profitable, long-term customers for your company. 
Speaker : Roger Braswell, TruGreen LandCare, Memph is , Tenn. 

M 4 Mot i va t i ng Employees: A Di f ferent Approach 
Managing and motivating employees is a challenging task for managers in the lawn and 
landscape contracting industry. How do you raise the level of service your employees 
provide customers and have them enthusiastically buy into your company goals? Learn 
how to share the keys to motivating employees and getting them to work as team. 
Speaker : Bill Hoopes, Scotts Lawn Service, Marysv i l l e , Oh io 

y ~ 
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• 12:00 noon-1 :15 PM 

Contractor Roundtable Lunch 

• 1 :30-2 :45 PM 

Concurrent Sessions 

M5 Leadership Principles 
It all starts at the top. Every company needs an effective leader to 
guide it on the road to success. In this informative session you'll 
analyze various styles of leadership that have been successfully used 
to drive companies to reach the next level. Identify what style is best 
suited to your strengths as a leader and how you can maximize your 
talents to be a more effective, knowledgeable and valuable manager. 
Speaker : Bill Hoopes, Scott $ Lawn Service, 
Marysv i l le , Oh io 
M 6 Open Book Managemen t (repeat ses-
sion) 
For session description see Session M2 

M 7 Designing an Operat ions Bluepr int 
Learn how to properly analyze your company's operational struc-
ture and spot areas where waste and duplicity commonly occur. 
From route scheduling and sales follow-up procedures to equip-
ment and product inventory, keeping an eye to the vital elements of 
your company's day-to-day operations is essential to building a well 
run and profitable organization. 
Speaker : Jack Mattingly, Ma t t i ng l y & Associates, 
Woods tock , Ga. 

M8 Creat ing N e w Business Oppor tun i t ies 
(repeat session) 
For session description see Session M3 

• 3 : 0 5 - 5 : 3 0 PM 
Afternoon General Session 

All You Need To K n o w Abou t 
B idd ing and Est imating 

Jerry Gaeta 
Vander Kooi & Associates 

Jerry Gaeta 
Proper estimating and bidding is at the core of 
every landscape contractor's business operation. If you do it prop-
erly you end up with a satisfied chain of individuals - customers, 
employees and suppliers. If you do it wrong the results can create 
problems up and down that chain and cost your company money 
and customers. To secure better control over the bidding and 
estimating process we've brought in Jerry Gaeta from Vander Kooi 
& Associates to share with the formula for successful bidding and 
estimating based on the widely used and respected "Vander Kooi 
System." This in-depth session is one you will not want to miss and 
will cover: 
• Four Things A Good Pricing System Does For A Company 
• Labor Costing 
• Equipment Costing 
• Handling The Labor Burden 
• Overhead Allocation 
• Generating Profit 
Sponsored by Shindaiwa 

m 5 : 3 0 - 6 : 3 0 PM 
Networking Cocktail Reception 



TUESDAY, FEBRUARY 15 

• 7 :00 -8 :00 AM 
Continental Breakfast 
Sponsored by Great Dane Power Equipment 

m 7:30-8 :45 AM 
Breakfast Workshop 

A Guide to Strategic Planning: Part II 
J im Huston 
Smith Huston, Inc. 

Continuation of Monday Session. For a complete session description see the Monday 
session listing. 

• 9 :00-10 :30 AM 
General Session 

Strategies fo r Increasing Your Prof i tab i l i ty 

Dav id Minor 
In today's bottom line oriented economy many businesses focus their 
efforts on making the balance sheet as attractive as possible. However 
it takes more than a sharp pencil to make your balance sheet a true 
representation of your company's Financial standing. It requires an 
analysis of how you run your company on a daily basis and the David Minor 
willingness to be flexible when necessary and the strength to hold the 
line when you have to. In this informative session join one of the industry's most 
successful entrepreneurs, David Minor, as he shares strategies that will allow you to 
increase your company's profitability while maintaining high quality service. Learn how 
to look at key areas of your operation and position them and your company to succeed. 
Sponsored by Echo 

u 10:45 A M - 1 2 : 0 0 noon 
Concurrent Sessions 

T 1 Benchmark ing Your Per formance 
How do you currently measure your company's performance? How do you measure 
your competition's performance? Securing the answers to those questions is important 
if you want to see your company grow. Find out the steps involved in benchmarking your 
company's performance and that of your competition. Learn how to interpret and use 
the information collected to help your company grow. 
Speaker : Judy Guido, TruGreen LandCare, Memphis , Tenn. 
12 Va lu ing Your Business 
What is your business worth? That is a question every small business owner asks from 
time to time. Knowing that information is important not only if you are considering 
selling your business or acquiring another company, but also when you are applying for 
a loan to expand your business. Learn how to accurately determine the value of your 
business and put your company in the best Financial position possible. 
Speaker : Ed Wandtke, W a n d t k e & Associates, Columbus, Oh io 

T 3 Organ iz ing Main tenance Crews 
Properly organizing your company's maintenance crews is a major component in setting 
up a successful operational structure. In this informative session you'll learn how to 
determine the size and makeup of the crew, learn tips for improved scheduling and how 
to maximize the labor time of your crews with an eye to the bottom line. 
Speaker : Tony Bass, Bass Custom Landscapes, Bonaire, Ga. 

12:00- 1:15 PM 
Contractor Roundtable Lunch 
Sponsored by AgrEvo 

m 1:30-2:45 PM 
Concurrent Sessions 

T 4 Stand Alone or Franchise: W h a t to Do? 
Are you trying to decide if going it on your own is worth it? Is being part 
of a franchise organization the better route? Hear the pros and cons of 
being on your own or being part of a franchise operation. See where your 
company would benefit most and how to go about making this important 
decision. 
Speaker : Ed Wandtke, W a n d t k e & Associates, Colum-
bus, Ohio 

T 5 M a x i m i z i n g Marg ins 
Improving your company's balance sheet takes more than juggling the 
numbers at the end of the month. It takes close examination at the 
operational and Financial details in all areas of your business. From 
employee salaries and benefits to equipment and product expenses, all 
these items impact your margins. Learn how to prioritize your expenses, 
identify areas where the belt can be tightened and improve your profits. 
Speaker : Dick Bare, A rbor -Nomics , Norcross, Ga. 

T6 M a n a g i n g Equipment Smart ly 
Equipment is the lifeblood of the landscape contractor - without the 
proper tools not much gets done. Managing equipment inventory and 
usage wisely is a key component to a company's productivity and 
profitability. Discover how to maximize efficient use of equipment to 
minimize unnecessary labor costs and related expenditures. 
Speaker : Mike Rorie, Groundmasters , Cincinnati , Oh io 

• 3 :05 -4 :20 PM 
Concurrent Sessions 

17 Employee Incentive Programs 
In today's competitive job market where unemployment is low and the 
demand for skilled workers high, keeping good employees is a challenge. 
Discover strategies for developing unique and attractive employee incen-
tive plans that will help keep your employees onboard longer and boost 
profits. 
Speaker : Rick Upchurch, Na tu re Scapes, Li lburn, Ga. , 
& Dave St. John, GreenSearch, A t lan ta , Ga. 

T8 Ma rke t i ng Principles fo r Your Business 
From cable television to personalized direct mail pieces, contractors are 
flexing their marketing muscle more readily than in years past. You'll 
review key points on how to "target" market your services to specific 
customer groups and receive a bigger bang for your marketing dollar. 
Speaker : Tony Bass, Bass Custom Landscapes, 
Bonaire, Ga. 

T9 Designing an Opera t ions Bluepr int ( repeat 
session) 

For session description see session M7. 

Speaker : Jack Mattingly, Ma t t i ng l y & Associates, 
Woods tock , Ga. 

School of Management Sponsor Partners 
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Confirmations 
All registrat ions pos tmarked by 

January 28, 2000 will be acknowl-

edged by mail. Registrations received 

after that date should be picked up 

at the School of Management Reg-

istration Desk at the Dallas Marriott 

Q u o r u m starting Sunday, February 

13, 2000 at 1:00 p .m. 

Hotel Information 
A block of rooms has been reserved for 

School of Management attendees at 

the Dallas Marr iot t Q u o r u m . Located 

in the heart of lively north Dallas, the 

Marr iot t is surrounded by numerous 

restaurants and is a free five-minute 

shuttle ride to the world famous Gal-

leria Mall. Attendees should make their 

reservations directly with the hotel on 

or before January 24, 2000 to receive 

the special conference room rate of 

$ 115 per night (single/double). Please 

ask for the School of Management 

Conference rate. For reservations call 

the Dallas Marriot t Q u o r u m at 972 / 

661-2800 . 

Discount Travel Information 
School of Management has arranged for special dis-

count airfare on American Airlines, the official airline 

of the School of Management . T o take advantage of the 

d i s c o u n t r a t e s , p l ea se c o n t a c t t h e S c h o o l of 

Management ' s Travel Coordina tor Robin Stancik at 

800 /209-3218 between the hours of 8:30 A M and 6:00 

P M Eastern. Her e-mail address is robinstan@aol.com. 

— — — — — — — — — _ _ _ _ _ _ _ _ _ _ — 

Airport Transportation 
The Dallas Marriott Quorum is located off the Dallas Tollway North approximately 20 minutes from 
Dallas Fort Worth International Airport and 15 minutes to Dallas Love Field. Super Shuttle service 
is available from both airports. From Dallas Forth Worth International it is $19 one-way per person 
and $6 for each additional person. From Love Field it is $12 one-way. Prices are subject to change 
without notice. 

Cancellation/Substitution/Refund Policy 
All cancellations must be made in writing. A full refund will be accepted if postmarked by January 28, 2000. Those received seven 
to 14 days before the conference are subject to a $50 cancellation fee. N o refund less than seven days before conference. Advancement 
payment is required for the golf tournament and no cancellations after February 4 , 2 0 0 0 . No on-site refunds. Attendees can notify Lawn 
& Landscape at any t ime that another individual will at tend the conference or social events in their place. 

Conference Special Events 

Lawn & Landscape Tournament 
of Champions Golf Outing 
Sunday, February 13 • 8:00 AM 

$ 8 0 (Includes greens fees, cart, 
lunch, prizes and transportation) 

Spend a morn ing testing your golf skills at the 2nd Annual 
Lawn & Landscape T o u r n a m e n t of Champions Golf 
Out ing . T h e tournament format is a scramble with the 
winning team taking home special trophies. Cost for the 
out ing is $80 and includes greens fees, cart rental, 
practice balls, lunch, prizes and transportat ion to and 
f rom the course. Advance registration and payment is 
required. Registration deadline is February 3, 2000 . 

Why I Come To The School 
of Management... 

"The School of Management Conference was extremely 

informative and well-organized. The speakers really knew 

'their stuff and the topics timely. My partner and I learned 

some fresh ideas that will certainly help our business grow. " 

Susan Wright 
Let Go... Let Us Lawn & Garden Care 

Highland, Maryland 

mailto:robinstan@aol.com


Registration Form February 13-15, 2000 

Dallas Marriott Quorum 
(Please print or type. Form may be photocopied for additional registrants; one form per person) Dallas, Texas 

First Name Last Name 

Name As It Will Appear On Badge 

Title Company 

Address 

City „ State Zip Code 

Phone 

E-mail Address 

Payment Information 

Check Enclosed (payable to School of Management) 
Bill My: VISA MasterCard American Express Discover 

Card Number Expiration Date 

Billing Address 

Name On Card 

Signature 

Please Note: Registrations will NOT be processed until payment information is received. All faxed and phone registra-
tions MUST include credit card information. Check must be drawn in U.S. dollars and drawn from a U.S. Bank. There 
will be a $25 fee for returned checks. 

Registration Information 

Number Total 

Full Conference Registration $195 = 
(Includes all educational sessions, conference materials, 
receptions, lunches, breakfasts, refreshment breaks) 
Group Conference Registrat ion $165 = 
(Three or more from same company) 
One-Day Registration $105 = 
Tournament of Champions Golf Outing $80 = 

TOTAL I 

By Mail: Complete form and mail, with payment, to School of Management, 
4012 Bridge Ave., Cleveland, OH 44113 

By Fax: Complete form and fax, with credit card information, to 216/961-0364 
By Phone: Call 800/456-0707 

/ School of 
Management 
Registration 
Check List 

/Completed 
Registration Form 

/ Inc luded Method 
of Payment 

/ Made Hotel 
Reservation at 
Dallas Marriott 
Quorum 

/ Called for Discount 
Travel Information 

^Told a Friend To 
Register For School 
of Management 

For Office Use Only 

Date Received 

Registration# 

Payment Type 

Amount 



(continued from page 60) 

position from entry-level laborers to salaried 
senior supervisors. The first level on the scale 
is an unskilled laborer without a driver's 
license, and that person earns $6.50 per hour. 
For an employee to advance from one level to 
the next, he or she has to take a specified 
company training class, pass a test and dem-
onstrate the ability to perform the new skills 
in the field to their manager's satisfaction. 

In addit ion, managers consider an 
employee's safety record and attendance 
when deciding whether or not they pass the 
test and get the raise in order to encourage 
employees in these areas as well. 

The company's work week consists of 
four, 10-hour days with Fridays generally 
being reserved for these training classes or 
making up work if one of the 
preceding days brought rain. 

"Now, our employees un-
derstand what they have to do 
to advance, and they feel good 
about advanc ing because 
they've truly earned some-
thing," Havron pointed out. 
"In addition, the managers 
aren't hearing as many com-
plaints about money because 
the employees realize that if 
they want to make more money 
all they have to do is pass the 
class. And the company ends 
up with a better-trained 
workforce." 

Havron also explained that 
not all of the levels of advance-
ment in the certification pro-
gram require the demonstration of a physical 
skill. One advancement level is contingent solely 
on an employee expressing his interest in as-
suming more responsibility to his manager. 

"I think the training program has also 
resulted in a real decrease in turnover of our 
Spanish-speaking employees because now 
they see the job as something more than an 
opportunity just to earn money and they 
become more interested in doing a good 
job," added Herrera. ffij 

The author is Editor of Lawn & Landscape 
magazine 

(continued from page 19) 

"These relationships can be powerful 
when you've built a reputation in the market 
for doing quality work and the prospective 
client is looking at two or three companies' 
bids that are only 1 percent or so apart," 
continued Tankersley. "That's where rela-
tionships close the deal for you." 

MOVING FORWARD. Even as the rapid 
consolidation of landscape contractors con-
tinues around them in the Atlanta market, 
Morrell and Smith are confident about the 
company's future. Morrell refuses to put 
specific financial sales goals in front of the 
company to shoot for, however. 

"We have never planned for growth," he 
explained. "We focus on operations and op-

M o i t e l ! " ! 
"Competition here has be-
come so intense, and we saw 
a lot of national landscape 
companies show up in At-
lanta with a lot of resources, 
people and experience. The 
presence of these companies 
in our market has probably 
been our biggest challenge." 

portunities instead. We always figured At-
lanta would grow and create opportunities 
and then we would grow and create our own 
opportunities depending on what the mar-
ket provided. 

"If you're in a down market and you're 
growing, then I think it's likely you're giving 
your work away because the only way to 
grow in a down market is to drop your 
price," Morrell continued. "I think compa-
nies have to grow with their market because 
it's imperative to grow and be profitable at 
the same time." 

"The one reason we do need to grow is to 

Keeping the Vision 

continue supplying opportunities for good 
people," pointed out Smith. "If the company 
stops growing then the good people will 
stop growing and they will leave us." 

Smith also pointed out that The Morrell 
Group's budgeting process is all built from 
the bottom up, which makes sales goals a 
result of the process instead of the start of the 
process. 

"Our budgets start at the bottom," he 
explained. "We figure out what our costs are 
going to be to service the number of custom-
ers we expect to service in the coming year, 
then we add in our margins, and that tells us 
what our revenues have to be. From there, 
we take that number over to sales and pro-
duce the sales goals." 

Morrell cautioned against growing too 
fast, although he said what constitutes "too 
fast" may be different for each company. 

"The reason companies fail when they 
grow too fast is that they run out of capital 
because either they can't organize quickly 
enough to take advantage of the flow of 
money through the company or they're pric-
ing their work too low and they can't make a 
profit on it," the co-founder of the Metro 
Atlanta Landscape and Turf Association re-
marked. "We only operate on our own capi-
tal, so we have to create capital in order to 
grow. Then there's only so much capital 
available, so you have to use it wisely, which 
provides a self-check on management. 

"So instead of focusing on growth, we 
would rather have quality customers and 
make our margins and then let the market 
take us where it is going," Morrell con-
cluded. m 

The author is Editor of Lawn & Landscape 
magazine. 

www.lawnandlandscape.co 
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PJlLblÜ 
by Nicole Wisniewski 

Business forms can always be improved 

upon for clarity, consistency and better 

customer service. 

To aid in this venture, Lawn & Land-
scape presents a collection of forms cur-
rently being used by landscape con-
tractors successfully in the industry. 

DESIRED REVENUE PER DAY. 
This cost justification worksheet can 
help contractors figure out the cost for 
using an walk-behind aerator on a job 
so they can price their service accord-
ingly to make a profit. 

PROFIT SHARING SCORE SHEET. 
This sheet gives an example of how to 
score employee performance for the 
purpose of profit sharing. 

SAMPLE CONTRACT. The contract 
Ray Pelletier, president, Ray's Lawn & 
Garden, Naples, Fla., uses is a one-page 
document listing 11 specific conditions. 

An important clause to include in a 
landscape maintenance contract, ac-

Perfecting company business forms and keeping them in 
order can make a world of difference when it comes to 
tracking profit and customer satisfaction. 

Desired R e v e n u e Per day 
(Cost Justification Worksheet for Walk-Behind Aerator) 

REVENUE 
1. Labor Cost with Benefits hours per day @ $ cost per hour= $ 

2. Equipment Cost per Hour hours per day @ $9 cost per hour = S 

3. Truck and Trailer Cost per Day*. $50 

4. TOTAL DIRECT COST (TDC) (add lines 1-3) . 

5. General and Administrative Overhead ** $100 

6. BREAK-EVEN POINT (BEP) (add lines 4 & 5). 

7. Desired Net Profit Margin . . 20% X $ BEP. 

8. Minimum Revenue Required per Day to Achieve 

20% Net Profit Margin (add Unes 5 & 6) $ . 

* Equipment cost per hour is a conservative estimate (for a walk-behind aerator) provided 
by Smith Huston, a Certified Professional Landscape Estimating firm. 
** Truck and trailer, as well as general and administrative overhead, is an average 
provided by Smith Huston. For a more accurate model, contractor should figure their 
individual costs. 

Credit: Textron Turf Care and 

Specialty Products, Racine, Wis. 
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D a l l y L a n d s c a p e l i m e S h e e t 
Date/Day 

Project Name 

Foreman 

Weather /Temp. 

Gas Card O u t . I n . 

Lunch Vi Hour 1 Hour (circle one) 

LABOR (Please attach slip) 

NAME TIME IN WORK DESCRIPTION 

1. 

2. 

3 . 

4 . 

5 . 

6 . 

TIME OUT TOTAL HOURS 

EQUIPMENT (LP equipment or rental, please attach slip) 

DESCRIPTION L/P RENTAL 

1. 

2. 

3 . 

4 . 

HRS USED COST 

MATERIAL (Our material from yard or nurseries/suppliers)) 

SOURCE DESCRIPTION (Please attach slip) 

1. 

2. 

3 . 

4 . 

COST 

EXPLANATION OF DAY'S WORK 

SUB CONTRACTORS 
LIST NAME TIME IN TIME OUT DESCRIPTION OF WORK 

1. 

2. 

3 . 

4 . 

For office use only (entered in computer) 

A detailed 

time sheet 

can help 

contractors 

track hours 

worked and 

the specific 

work 

accomplished 

on a 

particular 

job, the day's 

weather and 

equipment 

and material 

used. Credit: 

ALCA 
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New Millennium 
Special 

Offer Good Through Jan. 15, 2000 

shindaiwa 
EB500 
Back Pack Blower 

$339.00 

T-260 
String Trimmer 
$272.00 

We Accept Most Major Credit Cards 
F.O.B. Dallas, Texas 

^ J M M j j 

1-800-284-0205 
1-972-406-0222 

USE READER SERVICE # 1 1 6 

the Brisco 

Dig a 7' tree 
or shrub in 
less than 2 
minutes 

Save thousands 
in labor and 
equipment 

• Save money, 
time and 
increase 
productivity 

For more information and a free video 
1 - 8 0 0 - 4 3 9 - 6 8 3 4 

BRISCO 
251 Buckeye Cove • Swannanoa, N.C. 28778 

Business Management 
cording to Pelletier, is the 30-day clause (see 
No. 10 on page 72). This clause gives the 
customer or the contractor a chance to change 
or cancel the agreement for any reason pro-
vided a 30-day notice is given. 

CLIENT SURVEY. Keeping track of how a 
contractor's customers feel about their lawn 
care or lawn maintenance service is crucial 
to customer satisfaction and retention. 

HOURLY WAGE CONFIGURATIONS. 
The fixed salary for a fluctuating work week 
pay system is often used in the lawn care indus-
try. It provides that the employee receives a 
fixed salary from week to week. The salary may 
be prorated only during the employee's first or 
last week of employment. If the employee works 
more than 40 hours, the salary is averaged over 
each hour worked so that the amount of over-
time the employee receives is "half time." 

Profit Sharing S c o r e Sheet 
Name:. 

Date: 

DESCRIPTION 
1. Meet job costing budgets: (breakeven 30%) 

SCORE 

2. Results of client surveys: (breakeven 15 %) 

Review of job description, to include: 
3. Paperwork: (breakeven 11%) 

A) Timesheets 

B) Employee training log 

C) Equipment maintenance/repair forms 

D) Vehicle and tool inspection forms 

E) Daily property inspection sheets 

4. Equipment and tools: (breakeven 11%) 

A) Accountable for condition and amount 

B) Cleanliness 

C) Proper use 

5. Safety: (breakeven 11%) 

A) Completion of tailgate talks consistently 

B) Limit personal injuries 

C) Limit vehicle accidents 

6. Attendance: (breakeven 11%) 

A) Excused absent 

B) Unexcused absent 

C) Tardiness 

7. Attitude: (breakeven 11%) 

A) Positive and enthusiastic when talking with clients 

B) Promotes harmony among fellow employees 

TOTAL SCORE 

USE READER SERVICE # 1 1 7 

70 

Credit: Duke's Landscape Management, Hackettstown, N.J., and ALCA 

(continued on page 72) 
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Online Marketplace 
www.lawnandlandscape.com 

n 
HEÊTEE 
http://www.heftee.com 

W A L K E R ^ M O W E R S 
http://www.walkermowers.com 

WEISßüRGERGreen 
^HâuruzKce 

http://www.weisburger.com 

Automated Materials 
Application System 

http://www.blotech.com 

Ä 

rEW HOLLAND; 
http://www.newholland.com 

H Autodesk. / 

http://www.toro.com 

CENTRAL PARTS WAREHOUSE 
i f ) / u ^ (O/RT "SNOWPLOW PARTS SPECIALISTS " - SINCE J 9801 

http://www.autodesk.com/prolandscape " ¿ / S A L E S M C http://www.centralparts.com 

/ » v 

W.E.cao help you out It!!! 

http://www.wechapps.com 
PLANT 
HEALTH 

CARE. INC 

http://www.olyola.com 

http://www.planthealthcare.com 

Creatiyt 
curb, 

http://www.ccurb.com 

http://www.hydroterraproducts.com 

http://www.wellscargo.com http://www.shindaiwa.com 

http://www.goossen.com 

http://www.alamia.com 

(cmmRMNJiDj 
http://www.rainaid.com 

' Ì^YDR O SJZPPJG SYSTEMS 

http://www.turbotech.com 

http://www.isuzucv.com 

ME/tpressSiawer 
http://www.expressblower.com 

http://www.crewsinc.com 

http://www.aquascapedesigns.com 

MIDWE5T 
ARB0RI5T 5UPPUC5 

http://www.treecaresupplies.com 

American 
Excelsior 

E A R T H S C I E N C E D I V I S I O N 

http://amerexcel.com/erosion.html 

OLSON 
IRRIGATION 
SYSTEMS 

http://www.olsonirrigation.com 

¿ / M I L U I I U I M Mm MM 
The World's Fastest Lawn Mower 
http://www.dixiechopper.com 

Cttemfo 
Lighting Inc.jj 

http://www.cascadelighting.com Company 
E A R T H S C I E N C E C 

:p://amerexcel.con 

Contact your account manager today to be a part of the show; 800-456-0707 
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We 're keeping our promise 
Your Weisburger security blanket just got wider - again. 

Now you'll be covered for problems that can crop up in the 
office, as well as on the job. Pick up a newspaper. Companies 
are getting sued all the time: discrimination, wrongful termina-
tion, sexual harassment suits alone doubled in the last five 
years. And typical defense costs could run into the hundreds 
of thousands. 

For your protection, Employment Practices Liability Insurance 
coverage is now available as an added option to Weisbuiger's 
General Liability policy.* 

Give us a call. That 's one less thing you'll have to worry about. 

* Available in most states. 

B. & D. A: WEISBURGER, INC. 
DEPE^AHLE SERVICE SINCE 1915 

yruu^uurc^ 
800-431-2794 

www.weisburger.com Westport 

USE READER SERVICE # 1 1 4 

When you only have time for 
ÉT8 

• Name Brand Irrigation Products 
• Fertilizers • Pipe • Tools 
• Outdoor Lighting 
• Wood Products 
• Landscape Supplies 

Make it count 
The Nation's Premier Landscape & Irrigation 
Supplier — Serving the Professional 
Landscape Contractor. 

Now - 6 new locations J ^ f l 
in Colorado! J ^ K 

Corporate Office: Novato, CA J ^ ^ T f 

800-426-4680 E K f e 

Business Management 
(continued from page 70) 

Sample COIltlcICt 
Customer: John Doe 
Billing Address: 
123 Corporate Center 
Naples, Fla. 34103 

Phone: 123-4567 Date: 1/1/00 
Job Location: 
Doe Residence 
123 Main Street 
Naples, Fla. 34103 

LANDSCAPE MAINTENANCE 
1. ALL TURF AREAS TO BE CUT WEEKLY IN SUMMER AND 
AS NEEDED IN THE WINTER. 
2. ALL SHRUB BEDS AND WALK WAYS TO BE EDGED AS 
NEEDED. 
3. ALL PLANT MATERIAL WILL BE TRIMMED IN A PROFES-
SIONAL MANNER AND KEPT LOOKING ITS BEST AT ALL 
TIMES. 
4. ALL SHRUB AND FLOWER BEDS TO BE KEPT FREE FROM 
WEEDS AND TRASH. 
5. FERTILIZER WILL BE APPLIED TO TURF AREAS 4 TIMES 
PER YEAR AT RECOMMENDED RATES. 
6. FERTILIZER WILL BE APPLIED TO ALL PLANT MATERIAL 
4 TIMES PER YEAR AT RECOMMENDED RATES. 
7. TURF AREAS AND ALL PLANT MATERIAL WILL BE 
INSPECTED WEEKLY FOR WEEDS, FUNGUS AND INSECTS 
AND WILL BE TREATED ACCORDINGLY. 
8. OUR COMPANY IS RESPONSIBLE FOR ANY DAMAGE TO 
SPRINKLER HEADS AND WILL REPLACE OR REPAIR ANY 
HEADS WE DAMAGE. 
9. THIS COMPANY IS FULLY LICENSED AND INSURED. 
10. THIS PROPOSAL RENEWS ANNUALLY BUT MAY BE 
CANCELLED OR CHANGED BY EITHER PARTY PROVIDED A 
30-DAY NOTICE IS GIVEN. 
11. RAY'S LAWN AND GARDEN IS CLOSED THE WEEK 
BETWEEN CHRISTMAS AND NEW YEAR'S. 

We hereby proposed to furnish labor and materials as specified 
above, for the sum of : $XXX payment made by the 10th of the 
month following service. After 30 days past due interest will 
accrue at 1.5% per month. Ray's Lawn and Garden will be 
entitled to attorney's fees and cost if collection becomes 
necessary. 

AUTHORIZED SIGNATURE: 

Raymond C. Pelletier, president, Ray's Lawn & Garden 

ACCEPTANCE OF PROPOSAL: 
Signature: 

USE READER SERVICE # 1 1 5 
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Lawn & Landscape Online features 

• La te-break ing n e w s 

• The O n l i n e M a r k e t p l a c e 

• Back issue searches 

• Da i l y O n l i n e N e w s 

• The V i r tua l T ra in ing Schoo l 

• C h a t r ooms & Bul let in Boa rds 

• Indust ry l inks 

• Indust ry t r a i n i ng g u i d e s 
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Lays pipe or cable 
Simple, efficient all mechanical drive 
Rugged yet compact and highly 
maneuverable 
850 lbs. on rubber tracks provide for 
minimal lawn damage 
Reliable, consistent performance in a 
low maintenance machine 
Operator training provided 
16 hp. Kohler magnum engine 
Boring attachment available 

LINE.'ST.WARD 
C O R P O R A T I O N 

1 5 7 S E N E C A C R E E K R O A D 

B U F F A L O , N Y 1 4 2 2 4 • 7 1 6 6 7 5 - 7 3 7 3 

FAX 7 1 6 6 7 4 - 5 3 3 4 • 8 0 0 8 1 6 - 9 6 2 1 

USE READER SERVICE # 1 1 2 

Mobile-Irak® 
"The Invisible Passenger" 
• Trips (Start, Stop, Distance) 
• Accurate Mileage Logs 
• Off Hour Usage 
• Speeds 
• Idle Time 
• Driving Habits 

Coming Soon... 
Mobile-Trak™ II 

Options Include: 
• Tracking of 8 Accessories 
• GPS for Vehicle Location 
• Driver Terminals 
• Radio Data Transfer 
• Real-time Tracking 
• J1708 Bus Interface 
• Accident Recording 

NeoTech Products, Inc. 
Toll Fre« 888-978-8313 www.neotech.com 
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Business Manaaement 
(continued from page 72) 

C U e n t S u rey 

(Please check the appropriate rating) 
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SALES 
Initial Sales Response 

Design Recommendation 

Pricing 

Overall Aesthetic Value of Plants/Containers 

Timeliness of Sale and Follow Ups 

INSTALLATION 
Scheduling & Completion of Installation 

Appearance of Installation Team 

Cooperation & Flexibility of Installation Team 

Plant Material Fits Design Specifications 

Appearance of Plants and Containers 

Locations Left Clean 

SERVICE 
Appearance of Service Technician and Equipment 

Knowledge of Service Technician 

Professionalism of Service Technician 

Appearance of Plants and Containers 

Consistent Guality of Horticultural Service 

Promptness of Response and Resolution 

Cost of Service 

ADMINISTRATIVE 
Professionalism and Courtesy of Staff 

Accuracy of Billing 

Follow Through on Promises 

Prompt Resolution of Concerns 

Follow Up and Continued Contact 

Value of Service Cost 

Buckingham Greenery as a Company 

• • • 
• • • 
• • • 
• • • 
• • • 

• • • 
• • • 
• • • 
• • • 
• • • 
• • • 

• • • 
• • • 
• • • 
• • • 
• • • 
• • • 
• • • 

• • • 
• • • 
• • • 
• • • 
• • • 
• • • 
• • • 

Comments:. 
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5 If there were just one way that we could better service or support you, 

what would it be? 

Name Company 
s 
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EXPAND YOUR BUSINESS 
by offering the C O M P L E T E line of 

F a b r i c s & E r o s i o n Contro l P r o d u c t s 

P E R F E C T F O R 
Professional Landscape 

Service Needs! 
The Retail 

Garden Center! 

FABRIC FOR 
YOUR EVERY NEED! 

Bulk Rolls 3-15' Wide Available 
3' X 25' • 3' X SO' • 3' X 100' 
4 * 5 0 - 4 * 100-6 x50' 

Landscape Fabrics 
Weed Control • Woven Ground Covers 

Filter Fabric • Paver/Patio Underliner • Soil Separators 
Erosion Control 

Burlap • Jute • FabriJute™ Erosion Control Netting • Silt Fence 
Construction 

Road / Driveway / Recreation Park Underliners & Fences 
Accessor ies 

Plastic & Steel Securing Pins • Knives • Fabriscape Drainage System 

^ ^ ^ ^ L A N D S C A P E F A B R I C S A E R O S I O N C O N T R O L P R O D U C T S 

4800 S. CENTRAL AVE., CHICAGO, IL 60638 
(708) 728-7180 • 1-800-992-0550 • FAX: (708) 728-0482 

USE READER SERVICE #147 

Everywhere You 
Look - There We Are! 

Ranked Among the Best 
Franchise Opportunities in America! 

Success 
Magazine 

GOLD 
100 

Entreprenuer 
Magazine 

Franchise 
500 

Income 
Opportunities 

Magazine 
Platinum 

200 

Business 
Start-ups 
Magazine 

The Top 
150 

Proven Leaders in the Lawn Care Industry 
17 year Track Record of Successes 
In-depth Training 
Exclusive Territory # 

Extensive Support n i t r o - c i r e e n 
P R O F E S S I O N A L / , \ \ m 4 TRII CAR! 

es A 

P R O F E S S I O N A L , i \ \ tf 

Call us at 888-431-1541 
USE READER SERVICE #110 

Teamwork 
(Together everyone achieves more) 

Bovr» 
INDUSTRIES, INC. 

3000 
T A C K I F I E R 

True success depends on it. Bowie Industries and Erosion Control Technologies 
are teammates supplying the professional erosion control and landscape contractor 
with the industry's best new and used Hydro-Mulching and Straw Blowing equipment. 
Let us work together to help you get the best value for your investment. We know the 
product and can help you choose the most cost effective options for your jobs. 
GO TO www.ErosionControlTech.com NOW TO BUY USED EQUIPMENT - OR -
ADD Your Used EQUIPMENT TO OUR LIST FOR WORLDWIDE ADVERTISING!!! 

F R f l H S I O l N I C O N T R O L 
T - E - C - H - N - O - L - O - G - l - E - S 

Erosion Control Equipment and Supplies 

1-8OO-4-EROSION 
www.ErosionControlTech.com 

E-mail: Neil@ErosionControlTech. com 
E C A 

MI K AI n 
E M B E R 

m « 

H ) 
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It looks like a sprinkler. It feels like a sprinkler. But you 
know better. And so do we. This is your livelihood. Your 
career. And no one works harder to help you succeed 
at it than Weathermatic. 

You see, unlike other irrigation manufacturers, we don't 
sell to home improvement mega-chains who then turn 
around and undersell you. We don't compromise your 
professional standards, or jeopardize your financial future. 
And we don't promote a "Do-lt-Yourself" message by 
offering low cost products and free design services. 

At Weathermatic we are committed to dealing only with 
professionals, like you. In fact, we've built our company and 
our reputation on it. 

Quality, reliable products. Professional education and training. 
Insightful market research. And uncompromising industry 
advocacy. These are the fundamental beliefs that distinguish 
us from our competitors. At Weathermatic, we have always 
been, and will always be The Purely Professional Source. 

The next time you're purchasing materials for your business, 
remember one thing: this is not a sprinkler. 
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888-4 THE PRO 

The Purely Professional Sourcesl 
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r&mimm. 
CONVERSATION SERIES 
A Conversation with Burt Sperber (March p.146) 
A Conversation with Dick Hunter (Oct. p. 137) 
A Conversation with Dave Zerfoss (Nov. p. 164) 

COVER PROFILES 
Model for Success, One Step Tree and Lawn Care (Jan. p. 34) 
Growing the Right Way, CoCal Landscape (Feb. p. 46) 
It's All About People, Cagwin & Dorward (March p. 40) 
Planning for Success, Treasure Coast Irrigation (April p. 46) 
Growing Places, Ever-Green Turf and Landscape (May p. 40) 
Educated by Experience, St. John & Associates (June p. 37) 
Dealing With It, Weingartz Supply (July p. 30) 
Attention to Detail, Arbor-Nomics Turf (Aug. p. 18) 
First Thing's First, Scian's Landscaping (Sept. p. 18) 
Keeping the Vision, The Morrell Group (Dec. p. 10, 20, 32, 44, 54) 

DESIGN 
On Solid Ground (Jan. p. 118) 
Design Notebook: ProMega Corporation (Feb. p. 34) 
Hands Off! (low-maintenance landscapes) (Feb. p. 84) 
Designing for Two (low maintenance landscapes) (Feb. p. 88) 
On the Water Front (building water features) -..(March p.126) 
Design Notebook: Landscape Techniques (April p. 24) 
Eco-Logical Environments (water feature maintenance) (April p. 68) 
Taking Lights to New Heights (April p. 84) 
Design Notebook: Ruppert Landscape Co (May p. 28) 
Design Notebook: McHale & McHale Landscape Design (July p. 20) 
A Simple Plan (July p. 82) 
The Right Approach (Oct. p. 130) 
Design Notebook: Northwestern Landscape Co (Nov. p. 30) 

FERTILIZER/PESTICIDE/TURF 
SOIL ISSUES AND RESEARCH 
White Grub Control (Jan. p. 54) 
Horticulture Forum: Planting Annuals (Feb. p. 27) 
Early-Season Weed Control (Feb. p. 60) 
Turf Treatments (Feb. p. 106) 
Environmental Forum (March p. 32) 
New Pesticide Formulations (March p.100) 
After the Weeds Arrive (June p. 51) 
Turf Seed Buyers' Guide (June SI) 
The Seed Market Scene (June S3) 
The Perfect Blend (June S8) 
Top Trends in Turf (June Sll) 
Good Measure (landscape moisture) (June p. 94) 
A Material Advantage (using landscape fabrics) (June p. 110) 

A look back at the 

news and issues 

covered throughout 

the past 12 months. 

A Threat to Turf (July p. 54) 
Soil Testing (Aug. p. 66) 
Choosing Turf Species (Sept. p. 30) 
The Future of Pest Management in the Landscape (Oct. p. 101) 
Fall Fertilization Strategies (Oct. p. 112) 
Herbicide/Fertilizer Combinations (Nov. p. 146) 

HOW WE DO IT— 
Managing Branch Operations at Cagwin & Dorward (March p.166) 
Structuring Mowing Crews at Mike Ward Landscaping (April p. 138) 
Route Management at Groundmasters (May p. 134) 
Customer Service at Raymow (June p. 132) 
Employee Leasing at TurfPride (July p. 120) 
Building an Office at Bozzuto Landscaping (Aug. p. 92) 
Managing the H2-B Program (Sept. p. 102) 
Selling Design Work at Greenleaf Landscapes (Oct. p. 156) 

INDUSTRY NEWS AND ISSUES 
In Short Supply (nursery market report) (Jan. p. 44) 
The Quest for Quality, Total Quality Management (Jan. p. 128) 
Working Smart (School of Management) (Jan. p. 138) 
Winning Profiles (Landscape Maintenance and Chemical Lawn Care 

Technicians of the Year (Feb. p. 114) 
Send in the Subs (Feb. p. 120) 
Nowhere to Hide: Customer Service (Feb. p. 132) 
The Morning After (mergers and acquisitions) (Feb. p. 136) 
Consolidation: One Year Later (March p. 54) 
Computer Software Buyers' Guide (March p. 75) 
Control for the Contractor (March p.134) 
An Internet Introduction (March p.140) 
The Price Is Right (pricing mowing) (April p. 92) 
Smash Hit (School of Management has 400 attendees) (April p. 118) 
Luring Labor (April p. 120) 
Risky Business (risk communication) (May p. 100) 
When the Media Calls (May p. 109) 
Measure for Measure (School of Management) (May p. 114) 
Lawn & Landscape Looks Back at the Early '80s (June p. 116) 
The Time Is Now Quly p. 38) 
Steering the Pricing Ship (July p. 70) 
Making Sense of Insurance (July p. 102) 
Deck the Halls (Aug. p. 40) 
On-site Operations (Sept. p. 53) 
Coping with Workers' Compensation (Sept. p. 79) 
Snow & Ice Control Supplement and Buyers' Guide (Sept. p. SI) 
Special Report: State of the Industry (Oct. p. SI) 
The Edge (edging and border products) (Oct. p. 120) 
White Paper (an in-depth look at the labor shortage in the landscape 

industry) (Oct. p. Wl) 
Managing the HOA Account (Nov. p. 80) 
Surviving in the Bid Market (Nov. p. 90) 
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For even taster service, fax this card to us at 
2 1 6 - 9 6 1 - 0 3 6 4 

Please Print 
Name 

Title 

FOR MORE INFORMATION 
on advertised and featured products and 

services, circle the appropriate number below. 

Company. 

Address_ 

City 

State. Zip_ 

Phone. 

Fax 

Do you currently subscribe to 
Lawn & Landscape? 
Do you currently subscribe to 
T&O Service Tech? 

1 25 49 73 97 121 145 169 193 217 241 
2 26 50 74 98 122 146 170 194 218 242 
3 27 51 75 99 123 147 171 195 219 243 
4 28 52 76 100 124 148 172 196 220 244 
5 29 53 77 101 125 149 173 197 221 245 
6 30 54 78 102 126 150 174 198 222 246 
7 31 55 79 103 127 151 175 199 223 247 
8 32 56 80 104 128 152 176 200 224 248 
9 33 57 81 105 129 153 177 201 225 249 

10 34 58 82 106 130 154 178 202 226 250 
11 35 59 83 107 131 155 179 203 227 251 
12 36 60 84 108 132 156 180 204 228 252 
13 37 61 85 109 133 157 181 205 229 253 
14 38 62 86 110 134 158 182 206 230 254 
15 39 63 87 111 135 159 183 207 231 255 
10 40 64 88 112 136 160 184 208 232 256 
17 41 65 89 113 137 161 185 209 233 257 
18 42 66 90 114 138 162 186 210 234 258 
19 43 67 91 115 139 163 187 211 235 259 
20 44 68 92 116 140 164 188 212 236 260 
21 45 69 93 117 141 165 189 213 237 261 
22 46 70 94 118 142 166 190 214 238 262 
23 47 71 95 119 143 167 191 215 239 263 
24 48 72 96 120 144 168 192 216 240 264 

Reader service card valid 12/99 through 03/00 
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10 34 58 82 106 130 154 178 202 226 250 
11 35 59 83 107 131 155 179 203 227 251 
12 36 60 84 108 132 156 180 204 228 252 
13 37 61 85 109 133 157 181 205 229 253 
14 38 62 86 110 134 158 182 206 230 254 
15 39 63 87 111 135 159 183 207 231 255 
16 40 64 88 112 136 160 184 208 232 256 
17 41 65 89 113 137 161 185 209 233 257 
18 42 66 90 114 138 162 186 210 234 258 
19 43 67 91 115 139 163 187 211 235 259 
20 44 68 92 116 140 164 188 212 236 260 
21 45 69 93 117 141 165 189 213 237 261 
22 46 70 94 118 142 166 190 214 238 262 
23 47 71 95 119 143 167 191 215 239 263 
24 48 72 96 120 144 168 192 216 240 264 
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2000 Truck Preview (Nov. p. 129) 
A Compensation Program that Works (Nov. p. 150.) 
New Product Showcase (Nov. p. 154) 
Managing a Family Business (Nov. p. 32) 
Special Report: Environmental Leadership Awards (Nov. p. El) 

IN MINOR'S LEAGUE 
Recruiting and Retaining Good Employees (Nov. p. 25) 

IRRIGATION 
Variable Approaches (Jan. p. 93) 
Ask the Droughtbusters (How can I retain irrigation customers in bid 

work?) (Feb. p. 26) 
Go With the Flow (Feb. p. 96) 
Boosting Irrigation Sales (April p. 56) 
Irrigation Notebook: Improve Irrigation Earnings (April p. 34) 
Ask the Droughtbusters (How much should contractors tell customers 

about irrigation?) (April p. 44) 
Getting into the Zone (May p. 88) 
Proper Head Replacement (June p. 34) 
Ask the Droughtbusters (Are audits really so complicated that they 
require a computer?) (July p. 21) 
High and Dry (July p. 92) 
An Irrigation Check-Up (Aug. p. 72) 
The Future is Now (Sept. p. 42) 
Irrigation Notebook: Illinois Battle Continues (Oct. p. 43) 
State of the Irrigation Industry (Oct. p. 44) 
11 Common Irrigation Errors (Oct. p. 54) 
Purchasing Power (purchasing irrigation products) (Nov. p. 135) 

MOWING/POWER EQUIPMENT 
The Multi-Purpose Machine (compact utility vehicles) (Jan. p. I l l ) 
Commercial Mowers Buyers' Guide (Jan. p. Ml) 
Driving Force (riding mower update) (Feb. p. 72) 
Walk This Way (walk-behind mower update) (March p.106) 
"Turning" Heads (zero turn mowers) (May p. 76) 
Healthy Alternative (ergonomics) (June p. 83) 
Bringing up the Rear (trailers) (June p. 104) 
A Little Peace and Quiet (engines) (July p. 62) 
A Constant Battle (mulching mowers) (Aug. p. 50) 
What Will Be Left? (hand-held power equipment) (Aug. p. 56) 
Let it Snow (preparing equipment for winter) (Sept. p. 65) 
Making Mowers Last (Oct. p. 78) 

TRADE SHOWS 
It's Show Time! (The GIE and Irrigation Assoc. Shows) (Jan. p. 140) 
Leader of the Pack (School of Management review) (July p. 97) 

TREES AND ORNAMENTALS 
Nursery Report: Shortage Situation (Feb. p. 36) 
Power to Prune (Feb. p. 127) 
Perennial Prudence (March p. 36) 
Insect Management in Turf and Ornamentals (March p. 66) 
Careful Choices (selecting trees and shrubs) (March p.116) 
Recognizing Tree Decline (April p. 28) 
Beating the Odds (selecting ornamentals) (April p. 100) 
Anthracnose Disease on Shade Trees (April p. 108) 
Plant Care and Selections (May p. 20) 

Creative 

• Low maintenance 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
• Residential, commercial and golf course uses 
• Add to your services and bottom line 

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

1-900-212-im 
Concrete Curb & Landscape Border Equipment 

Fax 949-587-9680 • 949-587-8488 • 5 Chrysler - Irvine CA 92618 

USE READER SERVICE # 1 0 7 

LAWN & LANDSCAPE 

OLDHAM 
CHEMICALS COMPANY, INC. 

OVER 30 YEARS OF RELIABILITY 

200 GALLON LAWN RIG 
• 200 GALLON OLDHAM TANK WITH BAFFLE. 
• HYPRO D30 TWIN DIAPHRAGM PUMP. 
• 5.5 HP HONDA ENGINE. 
• HANNAY ELECTRIC REEL WITH 300' 1/2" HOSE. 

INSECTICIDES • FUNGICIDES • HERBICIDES 
SAFETY EQUIPMENT • SPRAY RIGS AND ACCESSORIES 

I 1-800 888-5502 r 
_ PO BOX 18358 

3701 NEW GETWELL ROAD 
* MEMPHIS, TN 38118 

USE READER SERVICE #1 52 
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Article Index 

Preserving Historic Trees (May p. 26) 
Intelligent Installations (May p. 54) 
In Living Color (May p. 62) 
Money Can Grow on Trees (Aug. p. 29) 
Plants Must Have a Complete Meal (Sept. p. 72) 
Getting Started in Tree & Shrub Care (Oct. p. 66) 
Planning Plant Purchases (Nov. p. 54) 
Landscaping with Bulbs (Nov. p. 66) 
On the Right Track (business forms) (Dec. p. 67) 

NEWS INDEX 
ACQUISITIONS/MERGERS/ DEALS 
Caterpillar Buys into ASV (Jan. p. 6) 
AgrEvo, Rhone-Poulenc Continue Merger Mania (Jan. p. 20) 
Zeneca Announces Merger Plans (Jan. p. 20) 
Ferris Prepares for Growth (Feb. p. 6) 
Yazoo / Kees to Acquire Dig-It (Feb. p. 10) 
Two are Now One in Texas (Feb. p. 16) 
Becker-Underwood Gains Novartis Brands (March p. 15) 
OPEI, CARB Negotiate Agreement (March p. 15) 
Lebanon Acquires Pennmulch (April p. 10) 
Doesburg Acquires Thornton Landscape (April p. 15) 
Strategic Alliance Creates Biopesticides (April p. 18) 
LandCare, TruGreen-ChemLawn Deal Closes (April p. 22) 
Riverdale Sold (April p. 22) 
L&L Landscape Acquired by TruGreen-ChemLawn (May p. 16) 
Kanga, Ariens Finalize Deal (June p. 8) 
New Holland Acquires Case (June p. 22) 
Terra to Sell Distribution (June p. 29) 

TruGreen LandCare Continues Buying (Aug. p. 8) 
Seed Research, Advanta Join Forces (Aug. p. 8) 
Griffin, Nation's Ag Team Up (Aug. p. 13) 
TruGreen LandCare Announces Changes (Oct. p. 10) 
Husqvarna Aquires Yazoo-Kees Turf Business (Nov. p. 20) 
Weed Man Targets U.S. Market (Nov. p. 20) 

ASSOCIATION NEWS 
Mergers and Acquisitions Focus of Seminar (Feb. p. 25) 
PLCAA Celebrates 20 Years (April p. 8) 
CLCA Releases Wage Report Quly p. 12) 
Program Takes Environmental Approach (July p. 18) 
IA Wins Battle in Illinois Quly p. 18) 

EQUIPMENT 
Two-Stroke vs. Four-Stroke Engines (Jan. p. 24) 
Calibrating Your Sprayer (Feb. p. 30) 
Walk-Behinds Lead the Way (March p. 8) 
Payoffs in Pruning (March p. 26) 
A Balancing Act Quly p. 22) 

GENERAL INDUSTRY NEWS 
Big Get Better Qan. p. 6) 
Swingle Tree's Dickson Dies (Jan. p. 6) 
Paluch Publishes Again (Jan. p. 16) 
Small Businesses Find Common Problems (Jan. p. 16) 
Weed, Disease Pressures Up (Feb., p. 6) 
Ruppert Earns Presidential Award (Feb. p. 14) 

(continued on page 84) 
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WALK-BEHIND 
POWER SWEEPER 

United Elchem'fW' 
11535 Reeder Road • Dallas, Texas 75229 

Phone:972-241-6601 • Toll Free: 800-633-4579 • FAX: 800-338-1865 

"From The Makers 
of Uni-Vield" 

JLL 

TURRITE 

UNI-WELD 
TURF-TITE WORK GLOVES 

KNEE PADS 

L I E * 
im. n s UNI-SEAL UNI TITE UNI-WELD CUTTING OILS 

1 1 TEFLON PIPE JOINT PIPE JOINT JOINT LUBRICANT COMPOUND COMPOUND 

PLASTIC HANGER 
STRAP 

PREMIUM 
PLUGS 

ECONOMY 
PLUGS 

TEST 
CAPS 

Quickly removes dirt, gravel, 
and snow. An economical, 

year-round, cleanup solution! 
3 FT BRUSH • 5 HP ENGINE • 30° UR ANGLING 

Call 1-800-715-5313 for product Into. 

1 H 1 SWEEPSTER 1 1) 
Sweeping the World 

www.sweepster.com 

USE READER SERVICE # 1 0 6 USE READER SERVICE # 1 0 5 
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Be sure to visit us at 
these Trade Shows: 

Model shown: HD9003 
LARGE OR SMALL. . . EASY LAWN HAS A UNIT FOR Y O U 

Model shown: HD3503 

Western Expo-Las Vegas 
Oct. 19-20 Booth # 234 & 236 

ARA - Baltimore 
Nov. 1-2 Booth #832 

GIE - Baltimore 
Nov. 13-16 Booth #247 

• 11,500 pictures 
• complete with data, culture 

informat ion & more 
• expert search engine 

1-800-560-6186 

• 5,000 plants 
• export pictures in common 

Windows® formats 
• extensive pr int ing capabil i t ies 

www.hor t i cop ia .com 

USE READER SERVICE # 1 0 3 

add the winning touch to your landscape proposal 

HYDRO SEEDING SYSTEMS 
8 0 0 - 6 3 8 - 1 7 6 9 

Easy Lawn Advantages 
• Best Agitation 

• Best Performance 
• Highest Mulch Capacity 

• Longest Warranty 
• Lowest Maintenance 

USE READER SERVICE # 1 0 3 
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BROUWER 
TEXTRON 
Nobody cuts it like Brouwer 

289 N Kurzen Rd. • RO. Box 504 
Dalton, OH 44618-0504 

330-828-0200 • Fax 330-828-1008 
E-mail: sales@brouwerturf.com 
Website: www brouwerturf.com 

Brouwer Division of Textron Inc. 

SPI 2430 
Self-Propelled Sod Installer 

Meet the large roll team of experts 
installer of its type - up to 7 mph. For the 
best in a tractor-mounted installer, choose 
the S L H 2430, which provides the 
capabilities of our SPI 2430 with a 3-point 
hitch design that fits standard tractors. 

Our Rollmate walk-behind sod 
installer can hydraulically lift a roll of sod 
weighing up to 1500 lbs., and can lay out 
either 24" or 30" wide large rolls of sod. 
And, if you can push a wheelbarrow, you 
can install large rolls of sod using the 
Brouwer HPI. Its ideal for large rolls up to 
15 sq. yds. - 24" wide and 32" in diameter. 

Choose any Brouwer, and you'll get 
the kind of quality engineering that leads 

to years of dependable performance. 
For the best in sod installation, call 

the large roll experts. 

- - - -
SLH 2430 3-Point Hitch Sod Installer 

Rollmate 2430 
Walk-Behind Sod Installer 

Looking for an easier, more efficient 
way to lay sod? Brouwer makes short 
work of sod installation, working with 
wide rolls for greater efficiency, fewer 
seams and a more finished appearance. 

Our finest self-propelled model, the 
SPI 2430, can install large rolls 24" to 30" 
wide and up to 100 ft. long, and offers the 
fastest transport speed of any sod 
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For more information or to order call: 
TRIPLE D ENTERPRISES 

1-800-478-7077 
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LAWN & LANDSCAPE 

"Since I added a HS-500-E, 
my business has grown 

from $1100 per week 
to$11,000 per week." 

You can be 
Hydro Seeding 
for only $198 
down and just 

with our HS-300E. 

me equipment paw 
foritself in the first 
few weeks and Turbo 
Turf® is simple to run. 
I even sent my wife 
to run H" 

Bob Jerszyk, 
Millbury, MA 

The Spade 
"Patented" 

• Designed to aid in planting of large trees and shrubs. 
• Attaches to any brand skid loader. 
• End back breaking labor - let spade dig hole and wrap it up! 
• Almost no maintenance - replace digging teeth and go. 
• Great for construction of retaining walls and digging in horizontal banks. 
• Need additional soil or compost for your tree? The spade is a 1/2-yard 

bucket already attached to loader - just haul it in. 
• As compared to the auger, which leaves the walls of the hole flat, the 

spade scores the hole so that the tree enjoys maximum root growth. 

Due to enormous response our production costs enable us to pass our savings 
on to you! We are now offering the spade for S975.00 plus shipping. 

http://www.turboturf.com


All classified advertising is $1.00 per word. For 
box numbers, add $1.50 plus six words. Classi-
fied Display ads $115.00 per column inch. Stan-
dard 2-Color available 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 accompa-
nied by check or money order covering full 
payment. Submit ads to: L&L, 4012 Bridge Ave., 
Cleveland OH 44113. Fax: 216/961-0364. 

Business Opportunities 
PUTTING GREENS 

Professional Synthetic Golf Greens 
• Buy Manufacturer Direct 
• Save 70% 
• True Ball Roll & Holding 

F R E E V I D E O 
1 - 8 0 0 - 3 3 4 - 9 0 0 5 
www.allprogreens.com 

Reasons to call us: 
• Keep good employees all year long 
• Huge profit center 
• Exclusive protected territories 
• Carry N O inventory 
• Residential and commercial 
• Excellent add on service 
• Utilize existing equipment 
• Fastest growing segment of golf industry 
• Many extras 

1-800-334-9005 

SELLING Y O U R BUSINESS? 
FREE 

APPRAISAL 
NO BROKER 

FEES 

Professional Business Consultants 

PBC 
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, IL 60516 

BIDDING FOR PROFIT 
Grow Your Company and Accounts 

with Tips and Techniques from 
PROFITS UNLIMITED 

a Division of Wayne's Lawn Service 

BIDDING & CONTRACTS ($42.95) 
Examples on bidding and contracts (residential and 
commercial markets). How-to's on: Determining 
your cost of operation; Applying these costs to your 
bidding process; Calculating your cost. Bidding Strat-
egies on: Mowing, Landscaping, Mulching, Power 
Seeding, Snow Removal and many more. 

CONTRACTS & GOALS ($29.95) 
Lawn and Snow Removal Sample Contracts; Advan-
tages and disadvantages of using contracts; Responses 
to common customer objections to signing contracts. 

MARKETING & SALES ($34.95) 
Aspects of marketing and selling your service. Con-
tains many forms of marketing found to be success-
ful and those found to be ineffective. 

LETTERS FOR SUCCESS 
(set of 13 - $19.95) 

"Cold Call" introduction, bid proposals and cover 
letters, contracts, collections and several others for 
use as they are or as a framework to write your own. 

Mail check with your order, 
Print name and address to: 

#1 Profits Unlimited 
3930-B Bardstown Road 

Louisville, KY 40218 
800/845-0499 

WaynesLawnl@aol.com 
Visa, MasterCard,Discover, 

American Express 

HOLIDAY LIGHTING 

Pi WER UP 
VOI R 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 

HOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 
slow-release fertilizer products direct from manufac-
turer. Ken Franke, P.O. Box 123, Plato, MN 55370; 
800/832-9635. FAX: 320/238-2390. 

Businesses for Sale 
LANDSCAPE MAINTENANCE 

Indianapolis area: Large commercial accounts. Two 
acre facility. Vehicles and equipment. $250,000 takes 
everything. Principals only. 317/767-4026. 

LAWN SERVICE 
Lawn service company for sale. Be your own boss 
tomorrow. Well established mowing and spraying 
business north of Cincinnati, Ohio. For 17 years con-
sisting of company name, supplied customer list and 
good will. Will work with you as needed. $143,000 
gross sales. 937/382-2384. 

LANDSCAPE BUSINESS 
Canton, Ohio area landscape business for sale. 8.75 
acres with home and pond. Additional office land 
also available. $500,000 average annual sales over 
past 3 years. Turnkey operation. $800,000. Will sepa-
rate. 330/806-8247. 

COMMERCIAL LANDSCAPE 

l i i T i l l i l H i M i B 
Commercial Landscape Maintenance company lo-
cated in rapidly growing Central Florida area. 70% 
landscape maintenance, 15% landscape installation, 
11% irrigation and 4% tree service. Sales in excess of 
$1.3M. Impressive growth record. Please fax inquir-
ies to 978/323-4424. 

TREE & LAWN CARE CO. 

LONG ISLAND, NEW YORK 
One of the areas largest, privately owned tree and 
lawn care companies established 14 years on Long 
Island's North Shore "Gold Coast." Over 5,000 cus-
tomer base and annual sales averaging $1.8 million 
since 1995. State of the art spray fleet consists of 11 
trucks, all with multiple tanks. $1.6 million. Princi-
pals only. Respond in writing to: P.O. Box 1478, 
Melville, NY 11747. 

ÏÏMM 
20 year old established seeding and reclamation busi-
ness for sale in Fort Collins, Colorado. Chosen as one 
of the best places to live by several major magazines. 
Seeding is possible most of the year, due to mild win-
ters. Nets approximately a quarter of a million per 
year, but turns away about a million dollars or more 
in business yearly. If you have the desire, we have 
the business and equipment. For Sale: $1,250,000. 
970/493-7100. 

LANDSCAPE AND 
IRRIGATION C O M P A N Y 

Well established 15 year company in the South Jer-
sey Shore area, Booming Growth area. Customer base 
between 250 and 300 residential and commercial. 
Annual sales around $500,000. Business: $350,000 
with equipment. Mail inquiries to: P.O. Box 425, 
Avalon, NJ 08202. 

Run an ad in our classifieds and 
receive a free listing af 

www.lawnandlandscape.com 
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GREENHOUSE/NURSERY 
GREENHOUSE /NURSERY on 5 acres in busy Vir-
ginia city. Two 2,400 square foot steel buildings with 
offices for retail and warehousing, loading dock. Four 
28 x 96 greenhouses and one 17 x 48. Good highway 
frontage. Much equipment and inventory. $395,000. 
United Country Real Estate-800/999-1020, Ext. 191. 
www.unitedcountry.com 

Educatk>n4nst7uction 
LANDSCAPE DESIGN 

H J E A L A N D S C A P E D E S I G N E R 
Home study. Design lawns, courtyards, walk-

1 ways, gardens, shrubbery. Free l i terature. 

| SEND OR CAli: 800-223-4542 

I 

L
School of Landscapo Design, Dept. GTP668 
430 Technology Pky., PC Di, Norcross, GA 30092 

TRAINING/MOTIVATIONAL 
SEMINARS 

Swiss Precision Enterprises dedicated to help you 
succeed! Training and Motivational seminars tailored 
to the needs of your Company or Organization. Semi-
nars given by Kurt Eidam who has 22 years experi-
ence in the Green Industry. 

www.ida.net / biz / sda / ch 
e-mail: swiss@ida.net 

208/652-7831 

For Sale 
WHOLESALE SNOW 
PLOW SUPPLIES 
STOCK UP NOW AND BE READY FOR WINTER 

Cutting Edges Buy 4 Get One FREE! 
Poly 8' Snow Deflectors Buy 3 Get One FREE! 

Buyers Tailgate Spreader Reg. Price $769 
Now on Sale $695 Until Nov. 15.1999. 

Great quantity discounts on popular parts 
for Meyer & Western Plows. 

Trip Springs, Blade Guides, Hydraulic Fluid, 
Hinge Pins, Hitch Pins, Hydraulic Hose & More! 

We also carry a complete line of 
Landscaping Supplies, 

Lawn /Pest Spray, Irrigation, Engines and more. 
Call Today for ordering information or 
for a FREE CATALOG 800/498-2795 

LANDSCAPE DESIGN KIT 3 
^LANDSCAPE DESIGN KIT 3 

4 8 rubb«r s t a m p symbo ls of t rees, 
shrubs, p lants & more. 1/8" scale. 

S tamp s izes f r o m 1/4" to 1 3/4". 
$78.50 • $6 s/h V ISA. MasterCard, or 
MO's sh ipped next day. Checks delay 
sh ipment 3 weeks . CA add 7.75%tax. 
AMERICAN STAMP CO 

r Free Brochure ^290 Rising Rd. LL99, Wilton. CA 95693 

I Local calls 916-687 7102 Voice or Fax TOLL FREE 8 7 7 - 6 8 7 - 7 1 0 2 

TURF SEED 
www.grass-seed.com 

SNOW REMOVAL EQUIPMENT 

-ss&mlr 
Predator Plow & Lobo " V Plow 

1 -800-662-1453 
SNO-WAY International. Inc. 

www.snoway.com 

USED BOBCAT 
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 

HYDRO-MULCHERS 

HYDRO-MULCHERS® 
HYDRO-SEEDERS 
STRAWBL0WERS 

Most Brands & Sizes - New & Used 

(800)551-2304 
www.jameslincoln.com 

RADIOS HALF PRICE 
MOTOROLA & KENWOOD 

from $225 with warranty 
escape NEXTEL go 900 w us 

Call: 800/779-1905 
www.aatwoway.com 

FINN SPREADER 
Save time and manpower spreading mulch and other 
bulk materials with Finn Model AEM 2000 Spreader. 
34.5 HP, Kubota diesel engine. Spreads up to 25 cu-
bic yards of material/hour. 1.5 cubic yard hopper 
holding capacity. Hydraulically powered conveyor. 
150 ft. hose. Trailer mounted. Only 400 hours use. 
$19,500. 610/558-2288. 

SPRUCE TREES 
Spruce Trees to 20 Feet 

Tel: 701/652-3234 
After 9 p.m. Central 

MULTIPURPOSE LAWN CADDY 
1997 S&G Multipurpose Lawn Caddy: 80 lb. spreader 
with 22 gallon liquid tank. Less than 200 hours of 
use. Paid $7,000 new. Selling for $4,000 or best offer. 
Contact Ray DeGaetani at Ira Wickes Arborist 914/ 
354-3400. 

MARKETING & 
OPERATION GUIDES 

Market your company to the next level 
with the following two volume set. 

VOLUME I SALES & MARKETING GUIDE $44.95 
Are you a small to medium sized company with a lim-
ited budget? Then market in-house and save a bundle. 

• Software is affordable and very effective. 
• A Direct Mail Business Reply Card that gets 

the big fish to bite. 
• Impressive sample bid portfolio (premium 

grade stock, tri-fold folder, and 15 pages of spe-
cifications for sealing those big corporate contracts. 

• Much more on marketing template 
(Microsoft 95). 

VOLUME II BUSINESS MANAGEMENT & 
OPERATIONS GUIDE $24.95 

Improve your company's image and bottom line. 
Avoid making the same costly mistakes that we made 

in the early years. 
• Spreadsheet template (Microsoft Excel) for 

income, cash flow, expense, and profit analysis. 
Send check or money order to: 

ASH WORTH LAWN & LANDSCAPE 
PMB-302 Sales Department 

12407 N. Mopac Expressway #100 
Austin, TX 78758 

Toll Free 877/225-LAWN 
VISA & MASTERCARD 

'Not available in Dallas, Austin, San Antonio, and Houston, Texas. 

BOWIE STRAW BLOWER 
Bowie Straw Blower 

Trailer Mounted 
Low Hours (113) 

4 Cylinder Wisconsin 
$7000.00 

Call Steve 270/782-1438 

EQUIPMENT FOR SALE 
88" Tree Spade 
(1) 1984 - 88" Big John Tree Spade mounted on 1977 

Intl. 2070A, 290 Cummins turbo, 13 spd, 
Hendrickson suspension; 

(1) 1976 - 65' Hi-Ranger, two-man bucket truck, 
rebuilt May '99 with over $20,000 worth of repairs, 
dielectric tested July '99, mounted on 1990 F-800 
Ford 6.6L diesel, 5x2, approximately 36,000 actual 
miles, tires 70%; 

(1) 44" Vermeer Tree Spade, new spades Dec. 1998, 
mounted on 1977 Chevy C-30,350 cu. in., 4 speed, 
rebuilt clutch August '99; 

(1)1996 - Vermger 935 Chippgr with auto feed, 
approximately 600 hours with two sets of knives. 
Will sell to best offer made before April, 2000 
Gudenkauf Tree Service, Seneca, KS. 

785/336-3538 or 888/591-3538. 

VEHICLE MONITORING 
Affordable Truck Tracking 

$395 
800/779-1905 

www.mobiletimeclock.com 

LAWN SPRAY TANK 
600 gallon stainless lawn spray tank, jet agitation, 
frame mount, painted, running deck, dry storage, 
wash tank, pumps, hoses, reels. Good condition. 
$1,200/offer. 309/663-6385 for more information. 
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MESH MOWER BAGS 

WANTED 
Commercial Landscape Companies I 

Call For Our F R E E ! 
Y e a r " 2 0 0 0 " 

C a t a l o g With. 
3 0 0 + I n n o v a t i v e 
Products that Make -

Your Jobs Easier, 
Safer and Faster! 

[ W.E.CH A P P S , Inc. 
More Than Just Chopps! 

(800) 816-2427 
www.wechapps.com 

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 individu-
als in print and on the Internet. Plus, 200 employ-
ment opportunities. Published twice-a-month, sub-
scriptions start at $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 

Help Wanted 
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, Fax 407/320-8083. Email: Hortsearch@aol.com 
Website: http / / www.florapersonnel.com 

LOCATE IN ONE 
OF FIVE GREAT CITIES! 

Tell us what city you prefer! We are a leading lawn 
care company that has been in business for 30 years 
with locations in Cleveland, Fort Wayne, Indianapo-
lis, Pittsburgh, and St. Louis. We are accepting re-
sumes 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 to $80,000 per year. Both trainee and 
branch manager benefits include generous salaries, 
health benefits, new personal vehicles and a large 
year end bonus. loin a fast growing company that 
"really cares" about its employees! Branch manager 
applicants should have managerial 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; or call Mike at 219/436-
4336 for more information. 

PROJECT MANAGEMENT 
James Martin Associates, Inc., a well-established 
commercial and residential landscape maintenance 
firm, is seeking a team-oriented person with 3-5 years 
experience in maintenance project management to 
join the landscape maintenance department. The suc-
cessful candidate will possess experience in project 
and client management, contract negotiations, client 
prospecting, estimating, and a solid understanding 
of the grounds management industry. For immedi-
ate confidential consideration, please send or fax re-
sume and salary requirements to: 

JAMES MARTIN ASSOCIATES, INC. 
Attn: Chris Keenan 
59 East US Hwy. 45 

Vernon Hills, IL 60061 
Fax 847/634-8298 

Phone: 847/634-1660 

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 follow-
ing openings: 

BRANCH MANAGERS 
(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 two 
years experience working in the greens industry. 

Qualified applicants must have proven leadership 
abilities, strong customer relations and interpersonal 
skills. We offer excellent salary, bonus and benefits 
packages, including 401k and company paid medi-
cal coverage. For career opportunity and confidential 
consideration, send or fax resume, including geo-
graphic 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. 

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 

LANDSCAPE MANAGEMENT 

THE BRICKMAN GROUP, LTD. 
Careers in landscape management available in: CO, 
CT, DE, FL, GA, IL, IN, MD, MO, NJ, NY, NC, OH, 
PA, TX, VA, WI. Fax: 301/987-1565. 

Email: jobs@brickmangroup.com 
Web site: www.brickmangroup.com 

POSITIONS AVAILABLE 
Western States Reclamation, Inc. is a sixteen year old 
landscape, revegetation, and erosion control com-
pany in Broomfield, Colorado who is recognized for 
our excellent work. We seek to fill the following po-
sitions: 

• Project Manager Revegetation/Landscape 
• Estimators - Senior and Entry Level 
• Irrigation Superintendent 
• Landscape Superintendent 
• Reclamation Superintendent/Foreman 

If you are qualified, you will receive above average 
wages, excellent medical benefits, 401k/profit shar-
ing, company vehicle (Superintendents and Project 
Managers), relocation allowance, incentive program 
and working in a great team environment. All posi-
tions are full time year round. Check our website at 
www.WSreclamation.com Send resume to WSRI, 
11730 Wadsworth Blvd., Broomfield, CO 80020, fax 
303/465-2478. 

VEGETATION CONTROL 
Come join one of the largest Vegetation Management 

companies in the United States 

DeAngelo Brothers, Inc. has immediate openings for 
Chemical Sales Representatives throughout the 
United States. 

Responsibilities include direct marketing of DBFs full 
product line of chemicals and related equipment 
throughout a regional territory. Horticulture or re-
lated degree desired, with a working knowledge of 
Vegetation Management Chemicals. (Minimum two 
years experience). Qualified applicants must have 
strong interpersonal and communication skills. Ap-
plicants will work out of a DBI Regional Office and 
must enjoy travel. We offer an excellent salary and 
benefits package, including 401k and company paid 
medical coverage. 

Please forward resume for confidential consideration, 
and include salary history and geographic preference 
in cover letter. Send or fax resumes to: 

DEANGELO BROS., INC. 
Attn: Charles Sizer 
100 N. Conahan Dr. 
Hazleton, PA 18201 
Fax: 570/459-5500 
EOE/AAP/M-F 

GREENINDUSTRYJOBS.COM 
www.irrigationjobs.com 
www.treecarejobs.com 
www.nurseryjobs.com 

www.landscapingcareers.com 
Search Jobs and Resumes 

OPERATIONS MANAGER 
Tovar's Landscape Contractor's Inc., located 25 miles 
west of Chicago seeking a self-motivated operations 
manager with 5-10 years industry experience. Can-
didate must have strong management skills and fa-
miliar with remote locations. Responsible for com-
plete operations including scheduling, purchasing 
and supervision of field personnel. Salary based on 
experience. Please forward resume to: TLC, 977 
Elizabeth St., Elgin, IL 60120 or Fax: 847/695-0417. 
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EXCITING CAREER 
OPPORTUNITY 

Munie Outdoor Services Inc., a well-established (20 
years), full service commercial landscape mainte-
nance and construction company located in the St. 
Louis area is searching for a skilled, highly motivated 
individual to fill the key position of VP of Opera-
tions. This position is a direct report of the President 
and oversees all operations and is responsible for the 
profitability of 3 business units ($10 million in total 
revenue) in landscape maintenance and construction. 
The ideal candidate will have a minimum of 10 years 
in the industry with at least 5 in a management role. 
Requirements include a demonstrated ability in or-
ganizational management, a minimum of 5 years ac-
countability to profit/loss results, and excellent com-
munication and people skills. A Bachelor's degree is 
preferred, as well as previous commercial landscape 
maintenance and construction experience. Salary 
commensurate with experience. We offer a competi-
tive salary with bonus plan and full benefits. Please 
forward a resume with salary history to: Munie 
Outdoor Services, Inc., Attn: HR Manager, 1000 
Milburn School Rd., Caseyville, IL 62232, or fax to 
618/632-5475. EOE/AA. 

CAREER OPPORTUNITY 

Why join SavaLatun? 

SavaLawn team members enjoy 
the opportunity to realize their 
full potential with our career 
advancement programs, company 
sponsored continuing education & 
creative compensation packages. 

To explore the opportunities for 
lawn care and plant health care 

specialists in NY, NJ, CT & MA, 
call SavaLawn. 

Phone: (800) 666-4873, ext. 153 
Fax: (914) 666-5843 

Visit our website! 
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MANAGEMENT SEARCH 

GREENSEARCH 
What are you doing Monday night to improve 

your career? 
Visit our updated GreenSearch Web Site at 

www.green search.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, complete our online application and see if one 
of our current career opportunities might be just right 
for you. 

GreenSearch 
6690 Roswell Road, Suite # 310-157 

Atlanta, GA 30328-3161 
Toll Free 888/375-7787 

Fax 770/392-1772 
E-Mail: info@greensearch.com 

www.greensearch.com 

IRRIGATION PROFESSIONALS 
Rain One Inc. of Central Ohio is accepting resumes 
and inquiries for key positions within our organiza-
tion. We are looking for candidates with at least 5 
years experience to fill immediate positions in the 
following areas: 

• Service Technician 
• Commercial Installation Foreperson 
• Residential Installation Foreperson 

We offer excellent pay, benefits, off season employ-
ment opportunities, and a great family atmosphere. 
Relocation expenses considered. Phone - 614/759-
1196 or Fax - 614/759-7099. 

MARKETING 
EDUCATION MANAGER 

JOIN A LEADER. Hunter Industries is seeking a Mar-
keting Education Manager to join our team in San 
Diego County. Creates, designs and develops edu-
cation/training and support materials to introduce 
new products and programs to the irrigation indus-
try and academic community worldwide. Requires 
B.S. degree in business, engineering, landscape and 
irrigation design or equivalent. Four to six years ex-
perience in a combination of sales, marketing, train-
ing, landscape irrigation, or product development. 

Please submit your resume and salary requirement 
to: Hunter Industries, Attn: Human Resources - 2203, 
1940 Diamond Street, San Marcos, CA 92069 or 
hr@hunterindustries.com. EOE 

BRANCH MANAGER 
LAWN AND TREE CARE COMPANY 

BOSTON, MA area 
One of Massachusetts largest independent lawn and 
tree service companies is accepting resumes for a 
Branch Manager's position. Individual will be re-
sponsible for day-to-day operations, supervising 
staff, sales and service. 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 includ-
ing 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. 

MANAGERIAL/TECHNICAL 
POSITIONS 

Large irrigation contractor seeking qualified appli-
cants for the Atlanta, GA and Charlotte, NC areas. 
Managerial and Technical positions available, excel-
lent opportunity for advancement. Great benefits, 
insurance, performance bonuses and other incen-
tives. Relocation expenses considered. Company is 
seeking to become a leader in the industry, you too 
could be a part if qualified. Fax resume to 770/913-
0180. 

EMPLOYMENT 
OPPORTUNITIES AVAILABLE 

The Green Plan, Inc., a fifteen year old full service 
landscape, tree care and irrigation company located 
at the base of the Colorado Rocky Mountains is con-
tinuing to grow and expand operations. 

Current Positions Available: 
• Chemical Division Manager 
• Licensed Tree and Lawn Spray Technicians 
• Irrigation Service Technicians 
• Landscape Maintenance Foreman 
• Landscape Installation Foreman 
• Tree Climbers and Bucket Operators 

Positions include excellent compensation, year 
around employment, 401k and full benefits. Imme-
diate openings available with a quality ALCA Mem-
ber firm. Please forward resume to the fax number 
or address below. 

THE GREEN PLAN, INC. 
P.O. Box 17338 

Boulder, Colorado 80308 
303/938-8230 Phone 

303/938-8137 Fax 
tgp@eazy.net 

Insurance 
COMMERCIAL INSURANCE 
FOR THE GREEN INDUSTRY 

Start-Ups and Franchises are our Specialty! 

competitive rates, comprehensive coverage 
and payment plans designed for your 

specific business needs. 

If you provide any of the following services we can 
design a program for your company: 

Installation 
Renovation 
Fertilization 
Herb./Pest. App. 
Tree & Shrub Serv. 

Snow Removal 
Right of Way 
Holiday Lighting 
Irrig. Install./Serv. 
Mowing & Maint. 

Spill Clean Up 

Contact one of our Green Industry 
Specialists for a quote at 

1-800-888-2398 or by fax at 
1-614-221-2203 

M.F.P. INSURANCE AGENCY, INC. 
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Wanted to Buy 
HYDROSEEDERS & 
S T R A W B L O W E R S 

We buy, trade and sell new and used hydroseeders 
and straw blowers ONLINE. Call 800/245-0551 for 
our catalog of hydromulching equipment and sup-
plies, and go ONLINE for our latest used equipment 
list. 
HTTP: / / www.ErosionControlTech.com 
E-mail: Neil@ErosionControlTech.com 

STATEMENT OF 
OWNERSHIP 

Statement required by the act of October, 23, 
1962. Section 4369, title 39, United States 
Code, showing the ownership of Lawn & 
Landscape published monthly at 4012 Bridge 
A v e n u e , C l e v e l a n d , O h i o 44113-3399 
Cuyahoga County. 

The name of the publisher is: Cindy Code, 
4012 Bridge Avenue, Cleveland, Ohio 44113-
3399. The name of the editor is: Bob West, 
4012 Bridge Avenue, Cleveland, Ohio 44113-
3399. 

The owners are: Richard J. W. Foster, 4012 
Bridge Avenue, Cleveland, Ohio 44113-3399, 
Maureen Mertz, 4012 Bridge Avenue, Cleve-
land, Ohio 44113-3399 and Publishers Print-
ing Press, 100 Frank E. Simon Avenue, 
Shepardsville, Kentucky 40165. 

Average number of copies of each issue 
dur ing preceding 12 months, and of single 
issues nearest to filing date, respectively, 
are as follows: Total number of copies printed 
(net press run) 65,104/63,159; paid circula-
tion sales through dealers and carriers, street 
vendors and counter sales 0; mail subscrip-
tions 53,164/54,612; total paid a n d / o r re-
quested circulation 53,164/54,612; free dis-
tribution by mail, carrier or other means 
(samples, complimentary or other free cop-
ies) 11,940/8,547; total distribution 65,104/ 
63,159; copies not distributed (office use, 
left over, unaccounted, spoiled after print-
ing) 0; and returned from news agent 0. 

I certify that the statements made by me 
above are correct and complete. 

Cindy Code, Publisher 

Business Management 
(continued from page 74) 

Houily Wage 
FLAT HOURLY RATE WITHOUT INCENTIVE OR BONUS SYSTEM 
FORMULA: 1 Vi x the flat rate for hours over 40 + flat rate x hours up to 40. 
EXAMPLE: Employee flat rate is $10 per hour 

Employee works 50 hours. 
Total pay for that weed is $550: 
Regular pay: 40 hours x $10 = $400 
Overtime pay: 10 hours x (IV2 x $10) = $150. 
$400 + $150 = $550 

FLAT HOURLY RATE PLUS INCENTIVE 
An employee earns $10 per hour. He works 45 hours per week and receives $25 for 
meeting job incentives. How much should he be paid for that week? 
STEP 1: Determine the base compensation for the week, before including overtime: 

45 hours x $10 = $450 
Incentive Pay = $25 
Base Compensation $475 

STEP 2: Determine regular hourly rate: 
$475 divided by 45 = $10.55 

STEP 3: Since employee received $10.55 for every hour between 1 and 45 hours, only 
half time is owed for each hour over 40. Determine half time rate: 
$10.55 divided by 2 = $5.27 (half time) 
STEP 4: Determine total amount of half time owed: 
$5.27 (half time) x 5 (no. of hours over 40) = $26.38 
STEP 5: Determine total earnings: 
Base compensation = $475 
+ Total half time = $26.38 

Total Earnings = $501.38 

FIXED SALARY FOR FLUCTUATING WORK WEEK 
FORMULA: 
a. Salary 
Hours = Regular Rate 

b. Salary + (hours over 40 x V2 Regular Rate) 

EXAMPLE: 

Employee receives $400 per week. Assume employee works 50 hours in one week. 
What is that employee's total compensation? 
STEP 1: Figure the regular hourly rate for that week: 

($400) divided by hours (50) = Regular Hourly Rate ($8) 
STEP 2: Since the employee received his regular hourly rate for the week, only half 
time is owed for hours beyond 40: 
Regular Hourly Rate ($8) divided by 2 = Half Time ($4) 
STEP 3: Total Half Time for the week: 
Hours over 40 (10) x half time ($4) = Total Half Time ($40) 
STEP 4: To determine total earnings for the week, add salary and total half time: 
Fixed Salary $400 
Half Time $40 
Total Earnings $440 

s 

o 

a 
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Ad Index Introducing the EBS 100/200 Detachable Spreaders 
Fits Most Commercial Mowers, Utility Vehicles or Tractors 

• Rebuildable Electric Motor (Sealed Ball Bearings) 
•Variable Speed 
• Just Seconds to Mount or Dismount 
• Stainless Steel Frame 
• Heavy Duty Fblyethylene Hopper 
• Rubber Sealed Electrical on/off Switch 
• Large Capacity (100 or 200 lbs. Fertilizer) 

CALL TODAY! 

L a w n Power & Equipment 
(407) 656-1088 
www.groundtek.com 

USE READER SERVICE # 9 6 

Sc Ol LS 
L a w n S e r v i c e 

Franchise Territories Now Available 
For a FREE OPPORTUNITY KIT call... 9 3 7 / 6 4 4 - 7 2 9 7 

USE READER SERVICE # 1 3 0 

New England Grows! 
January 27-29, 2000 

Hynes Convention Center — Boston, Massachusetts 

GREEN INDUSTRY TRADE SHOW & CONFERENCE 

For more info: 508.653-3009 fax 508.653-4112 
NEGrows@aol.com ~ www.NEGrows.org 
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Amiker 
Mower 

© v o i r y 

minutes 
* during normal working hours 

FTER 19 YEARS on the market, customers are buying the Walker because it is 
a proven good investment. We invite you to join the growing Walker Mower family. 

Why Buy a Walker? 
IT PAYS BACK-The Walker is producing profit 
and giving a good return on investment for 
commercial operators. 

EASY ON THE OPERATOR-Best use of labor 
means working "smart" with productive, 
easy-to-operate equipment. 

BEAUTIFUL RESULTS-Walker delivers t he 
mowed "look" for discriminating customers. 

SOLD WITH SERVICE-Walker is sold with a 
commitment to provide expeditious, efficient 
service by a network of servicing dealers. 

VERSATILE PRODUCT LiNE-Six t rac tor mode l s 
available, 11-25 HP, gasoline or diesel; nine 
interchangeable mower decks with cutting 
widths 36"-62", grass collection, 
side-discharge or mulching configurations; 
multiple use attachments also available. 

WALKER Dealer; Everette Schultz, H & B Equipment and Rental, 
Saginaw, Michigan, delivers the 7th Walker to 

Jonny and Cindy Heinz, Jonny Heinz Landscaping, spring 1999. 
* & 

WALKER MANUFACTURING CO. 
5925 E. HARMONY ROAD • DEPT. L & L 

FORT COLLINS, CO 80528 
(800) 279-8537 • www.walkermowers.com . 

USE READER SERVICE # 3 5 
Independent, Family Owned Company Designing and Producing Commercial Riding Mowers since 1980 

http://www.walkermowers.com


WHY DO LEADERS CALL IT "GREATEST or BEST STUFF or PRODUCT in the WORLD?" FREETRIAL0FFER 

FREE SEE FAR-HIGHEST-SCIENCE LIFT YOUR 
NURSERY AND CUSTOMER PLANTS TO NEW LIFE 
NOTHING Else • /S REMOTELY "LIKE" SUPERthrive1 

• MAKES SUCH A DIFFERENCE. 
• HAS SUCH CREDENTIALS. 

TOP PLAUT SU PPL Y • "The ultimate application of plant physiology." — Top U.S.D.A. scientist 
• "Much more growth above and below ground than when fertilizers used alone." 

- Another leading U.S.D.A. scientist ( ^ ^ J ^ ^ p V & i ) 
BILLIONS-PROVEN on billions of plants, by millions of growers, 
by hundreds of thousands of professionals, by thousands of government agencies 
and universities, by "impossible" great landscape jobs "everywhere," by great 
proportion of winners of the national flowering plant societies' competitions. 

FREE TRIAL TO SEE FOR YOURSELF why, 
many thousands of garden center operators - some now third generation - know that 
you really cannot operate at so high a level without SUPERthrive™. 

Since SUPERthrive™ has not had salesmen - and many retailers have not come 
to national trade shows - this is a try to reach some of you whose distributors 
have SUPERthrive™ for you without your knowing why, and others of you whose 
distributors have not yet responded to your need for SUPERthrive.™ 
After a half century of unchallenged $5000,-Guaranteed best, 5 ways - it is more 

than time for every garden center to have SUPERthrive's™ benefits. 
Ask about NEW liberal ad allowances, for fair ads featuring merit, rather than price reductions. 

r CHOOSE 0NE~FREE TRIAL MA|"THTS 
(One ounce makes 500 cups or gallons. 1/4 teaspoonful per gallon, 3 ounces 
per 100 gallons, (or, constantly, a drop a gallon, 1 ounce per 500 gallons.) 
• FREE $6.20 2-ounce bottle, with 16-ounce $29.40 size purchase. (RETURN pint for 

full REFUND if not delighted with 2-ounce bottle effects.) 
FREE $9.98 4-ounce bottle, with 32-ounce $51.60 purchase. (RETURN quart for full 
REFUND if not happy with free 4-ounce bottle new life.) 
FREE $1.59 1/10-ounce sample DropacTM-Send 550 stamped, addressed envelope. 
128-ounce $148.75 size, (refundable, therefore FREE only to established business or 
public agency, if, after using 4200 to 64,000 gallons from gallon, you wish you had not 
bought it.) 

WorS CHAMPION \ 
REVIVER.' *~PLAMTER' 'GROWER 

SUPERthrive^ 
VITAMINS-HORMONES 

• 
• 
• 

• DEALER resale trial, FREE bottle with each dozen: DEDUCT 40% IN CHECK FOR DOZEN(S) 
dozen V?-ounce $3,30 sellers; H n 7 A n 1-ounce $4.65 s e l l e r s : 

dozen 2-ounce $6.20 sellers; dozen 2-ounce $9.98 sellers; 

Firm Name Phone 

Delivery Address for UPS ENCLOSED CHECK $ 

City State Zip 

Your Name (Print, please) Position 

ORIGINATIONS IN LIFE-CHEMICAL COMPLEXES, KEPT F AI AHEAD 

VITAMIN 
INSTITUTE 

Lifts the 

If your distributors already have SUPERthrive™ for you, buy trial gallon and dozen(s), etc. 
from them. Same offers. Send copy of invoice or date and number for "baker's 
dozen" and other free bottles, direct. OTHERWISE, 

VITAMIN INSTITUTE -12610 Saticoy St. South, North Hollywood, CA 91605, U.S.A 
Phone (323) 877-5186; (800) 441 -VITA; FAX: (818) 766-8482 

H u n d r e d s o f 
thousands o f , 

THE 
WORLD'S 
SCIENCE 

DISCOVERIES DISTILLED by 
Vitamin 

Institute 
Genius 

CAN LIFT 
YOUR WORLD 

MAILÏ0 
USE READER SERVICE # 9 4 

Mid« in U.S.A. by VITAMIN INSTITUTE 
12610 Saticoy St. South 

North Hollywood, California 91605 
Phona: (323) 877-5186 

x X X 


