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CoCal Landscape has proven that rapid growth can occur, especially when 
it is driven by quality work. 

F e a t u r e s 
Ear ly -Season W e e d Cont ro l 
Putting together an 
effective plan 
means addressing 
issues such as local 
climate, 
application timing 
and product choice. 
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demands drive the market. 
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and Ohio illustrate. 
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Recent developments in irrigation valves have made them relatively 
problem free for contractors. 
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1 1 4 The Winners A r e . . . 

There are several criteria that need to be factored into any fertilizer 
selection. 

T&O Service Tech magazine, a sister publication of Lawn & Landscape, 
honored two industry stars as its first-ever landscape maintenance and 
lawn care technicians of the year. 
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task that is simple to err at. 

1 3 2 N o w h e r e t o H i d e 

136 

r « M 

Companies can no longer 
hide if they offer shoddy 
workmanship and poor 
customer service. 

The M o r n i n g A f t e r 
wbek acquisitions are made 
there are certain to be somt 
surprises encountered that 
can threaten the deal. 
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"Trouble is only 

opportunity in work 

clothes/'- Henry 

Kaiser 

Bob West 
Editor 

ell, the industry and the anti-pesticide forces have finally found 
something they can agree on: no one is happy with the federal 
Environmental Protection Agency and the moves it has made since 
the implementation of the controversial Food Quality Protection Act. 

The environmental groups are upset the EPA isn't moving faster 
to make its decisions. The industry, however, remains concerned 
about what basis the EPA will use for its tolerance reassessment 
decisions that will decide the fate of so many products on the market. 

To that end, the industry has formed the Tolerance Reassessment 
Advisory Committee to ensure that the industry's voice is heard in 
our nation's capital above all of the other cacophony these days. 

The concerns of some contractors and pesticide manufacturers, 
is that the EPA will enter the reassessment process predisposed to 
cancelling registrations, which will lead it to let its ideology influence 
the studies conducted and data utilized in the reassessment process. 
Others are equally concerned that incomplete testing would yield an 
unfair verdict against these products. 

Numerous industry personnel have expressed the opinion that 
the EPA is ignoring or will ignore sound scientific practices in its 
analysis of these products. Apparently, the industry's opponents 
aren't too concerned about sound scientific practices being 
followed by the EPA, so long as the process moves quickly. Why 
could that be, other than that they're concerned that science will 
prove how nonthreatening these products really are? 

Contractors must take a minute or two out of their busy time 
to make sure their own voice joins the industry's collective call for 
the appropriate action. According to the Ohio Professional 

Applicators for Responsible Regulation, "some states have already 
introduced or adopted resolutions urging Congress to conduct 
hearings about the implementation process and to provide the 
necessary ongoing oversight of the EPA's role." 

Admittedly, calls for individual communication to elected offi-
cials have become tremendously commonplace these days, but this 
is one area where contractors need to realize the significance of what 
is taking place and what is at stake. 

Landscape maintenance contractors have realized the extent of 
the threat posed by anti-backpack blower forces, and have mobilized 
sufficiently to at least stem the growing tide against them, although 
work remains to win the battle. 

Now it's time for any contractors using various pesticide products 
to be equally proactive and supportive of their own industry.Call 
202/224-3121 to get the phone number of your local senator or 
congressman in Washington. ID 
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What's not to smile about? 
CLIP users report saving $ 2 0 , 0 0 0 a year, just in payro l l 

Here's s o m e typical CLIP Users' c o m m e n t s : 
"Since purchasing CLIP,\ my business has grown dramatically. Monthly grosses are up 70% from last 
year, With half the paperwork!" Jethro Montgomery, M o n t g o m e r y M o w i n g S e r v i c e 

* "Without CLIP my business would be an organizational nightmare. Saves time, time, time." 
Mike Fanning, G r a s s m a s t e r s 

+ "CLIP has given me more time to spend with my family" Mark Bailey, S o n s h i n e L a w n S e r v i c e 

+ "We're unable to imagine our company operating without the efficiency, speed, and power of CLIP." 
Joan Stallard, Four Feet to t he Yard 

^ "We love CLIP; it has improved efficiency and PROFIT!" Deresa and Jim Helems, O a k Mill L a n d s c a p i n g 

"CLIP saves me two days, minimum, of office paperwork." Martin Allen, E n v i r o n m e n t a l E x p r e s s i o n s 

+ "Before CLIP, billing used to take me 16 hours with 75 customers. Now with 225 customers it takes 
me 4-6 hours." Mark Perschel, Pe rsche l B ro the rs S e r v i c e s 

^ "It has let me organize the company and run jobs without the owner being in the shop every morning" 
Pam, Neill Enterprises 

+ "Have anyone call me for a testimonial!" Mark Erbesfield, GreenMark 

Scheduling. Routing. Billing. Job Costing. 
Automatically! 

ED HQ 

. g iv ing you t ime for the rest of your life! 

Call 800-635-8485 or visit www.cl ip.com 
Ask About Our Fully Functional Free Demo 

C U P 

W h a t a r e y o u w a i t i n g f o r ? 
The 10th Annual CLIP Conference will be held on November 10-12, 1999. 

http://www.clip.com
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WEED, DISEASE PRESSURES UP [ J T D J 
Being in the lawn care industry is a double-edged sword at 
times. If there are few weed, disease or insect problems in 
the landscape, the job is easy but the revenues are low. If 
there are a lot of weed, disease and insect problems, then the 
work is more stressful but sales can go sky high. 

In a survey of Lawn & Landscape readers, 1998 had its 
share of stress as 54.2 percent of respondents said turf 
weed, disease and insect problems were more severe in 1998 
than in 1997, and 37.7 percent said likewise for ornamentals. 
About 18 percent and 22.5 percent said the problems were 
less severe in turf and ornamentals, respectively. 

It's no surprise then that more than 56 percent of 
respondents indicated that their expenditures for pesticide 
control products increased over the iast 12 months. 

(Source: Lawn & Landscape Reader Survey) 

FERRIS PREPARES 
FOR GROWTH 
MUNNSVILLE, N.Y. - As it 
enjoys positive early returns 
from the market for its new IS 
line of mowers, Ferris Indus-
tries got more good news when 
it finalized a deal to take on a 
new partner in Cygnus Man-
agement Group. 

The investment group has 
become an equal partner in the 
company and will provide im-

mediate additional capital to 
support Ferris' continued 
growth plans. The deal repre-
sents the first foray into the 
green industry for the Cygnus 
group. James Poole from Cyg-
nus will serve as president of 
Ferris, running the organiza-
tion with Dave Ferris. 

"This arrangement brings 
in the necessary capital for us 

New capital will allow Ferris to increase its already expanded production 
capabilities. Photo: Ferris 

to move the company ahead," 
noted Dave Ferris, who will 
serve as chairman of the orga-
nization and stay involved in 
the organization by focusing 
his energies on new product 
development. "We've invested 
heavily with our new 100,000-
square-foot factory that 
opened in 1998, and 
there needs to be con-
tinued investment there. 
We'll also be anxious to 
improve our product of-
ferings, so we'll be work-
ing heavily in research 
and development. 

"In addition, one of 
the majority stockhold-
ers' stock went into a 
bankruptcy court trust, 
so this returns us to a normal 
financial environment, which is 
what we wanted," Ferris added. 

JOHN DEERE OPENS 
NEW FACILITY 
KNOXVILLE, TENN. -
John Deere's Worldwide 

Commercial & Consumer 
Equipment Division an-
nounced the opening of a 
$38 million business opera-
tion near Knoxville, Tenn. 
Incorporating engineering 
and assembly, the 300,000-
square-foot Commercial 

Incorporating engineering 
and assembly, the 
300,000-square-foot 
facility encompasses the 
production of a skid steer 
line.' 

Worksite Products facility en-
compasses the production of 
a skid steer line. 

The facility will produce 
skid steers and attachments 
(designated Worksite Pro®) 
for a wide variety of commer-
cial and agriculture operation, 
including landscape contrac-
tors, construction contrac-

(continued on page 10) 



Honda Proudly 
Announces 

Some Dramatic 
Reductions. 

No, this isn't a c loseout sale. It's a b rand n e w line of string trimmers f rom Honda. A n d 

thanks to some d ramat i c reductions, n o w you really c a n d o more wi th less. 

Honda's n e w trimmers take a d v a n t a g e of their 4-stroke engine 's combust ion fo rmat t o 

dramat ica l ly decrease noise. 4-stroke engines are well 

Noise Reduc t i on 

known for p roduc ing fewer emissions t han c o m p a r a b l y sized 2-stroke engines, mak ing 

t h e m very environmental ly friendly. In fac t , Honda 's trimmers m e e t all EPA a n d CARB 

emission standards trimmers use straight 

gasoline, el iminating the hassle of mixing gas a n d oil. A n d they c a n run t w o times longer 

than c o m p a r a b l e 2-stroke engines o n the same a m o u n t of fuel! I 

The engines also suppress spark p lug c a r b o n bui ldup a n d carburetor c logg ing , main-

taining like-new starting ease. E ^ S B S S B S B B ^ ^ t a r t i n 9 u n d e r 

Honda's hard-working, durab le string trimmers are some of t he 

most eff icient a n d cost-ef fect ive string trimmers avai lable. 

Lawn & Garden 
For a f ree b rochure a n d loca t ion of t h e H o n d a Lawn & G a r d e n Dealer 

nearest y o u ca l l 1-800-426-7701. 

For optimum performance and safety, please read the owner's manual before operating your Honda Power Equipment. ©1998 American Honda Motor Co., Inc. 





THE OBJECT OF THE GAME 

IS TO GAIH MORE Y A R D S 

T H A H Y O U LOSE. 

No, you may not have a three hundred 

pound nose guard breathing down your neckf 

but the lawn care business does have some-

thing just as imposing. The callback. And when 

you get hit by it too often, you can lose just 

as many yards. But one application of MERIT® 

Insecticide is all it takes to control grubs and 

callbacks. And fewer callbacks mean more time, 

money and labor you can use to gain more 

yards. For more information, contact Bayer 

Corporation, Garden & Professional Care, Box 

4915, Kansas City, MO 64120. (800) 842-8020. 

http:// usagri.bayer.com 

B a y e r ® 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS 
© 1998 Bayer Corporation Printed in U.SA 98S19A0175 



MARKET TRENDS 
(continuedfrom page 6) 

tors, rental operations, golf 
courses, nurseries, seed and 
sod producers and a wide ar-
ray of specialty applications. 

"With our long experience 
in the skid steer business and 
our engineering and manu-
facturing expertise, we felt it 
was time for us to design and 
build the product ourselves," 
Chuck Mogged said, general 
manager of the Commercial 
Worksite Products Business 
Unit. "As we place more em-
phasis on commercial and 
golf and turf products to in-
crease sales overall, skid steers 
represent a natural outgrowth 
of our division." 

The CWP group located 
its facility in the Knoxville 
area to take advantage of the 
location's proximity of key 

markets to reduce transporta-
tion time and expense. 

The group is one of five 
business units that comprise 
the John Deere Worldwide 
Commercial & Consumer 
Equipment Division (net 
sales of $1.8 billion is 1997). 
As part of a global growth 
strategy, the division has in-
vested more than $185 mil-
lion in the last 18 months for 
development of new products 
and new facilities. 

YAZOO/KEES TO 
ACQUIRE DKHT 
JACKSON, MISS. - Yazoo/ 
Kees Power Equipment an-
nounced that it has signed a 
letter of intent to acquire 

L U 
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FEB. 14-16 Lawn & Landscape School of 
Management, Atlanta. Contact: 800/456-
0707. 

FEB. 18-21 Rhode Island Spring Flower and 
Garden Show, Providence, R.I. Contact: 781/ 
595-4510. 

FEB. 20-24 Associated Landscape 
Contractors of America Executive Forum, 
Rancho Mirage, Calif. Contact: 800/395-
2522. 

FEB. 22 NYSTA Southeast Regional 
Conference, Suffern, N.Y. Contact: 800/873-
8873. 

FEB. 22-26 International Erosion Control 
Association, Nashville, Tenn. Contact: 970/ 
879-8563. 

FEB. 22-26 Indiana-Illinois Turfgrass Short 
Course, Willowbrook, III. Contact: 765/494-
8039. 

Control Fire Blight, X-Disease and Vascular 
Yellows with Oxytetracycline Antibiotic Injections 

F r o m Tree Tech Microinjection Systems c o m e s a 
fu l l l i ne of n a t i o n a l l y l a b e l e d p e s t i c i d e s a n d f e r t i l i z e r s 

in l e a k p r o o f m i c r o i n j e c t i o n un i t s . 

I n s e c t i c i d e s - A c e p h a t e , V iv id® l l a n d M e t a S y s t o x ® R 
F u n g i c i d e s - B a y l e t o n ® , A l ie t te® a n d A l a m o ™ 

F e r t i l i z e r s - O u r p r o p r i e t a r y N u t r i J e c t ™ f o r m u l a t i o n s 
B a c t e r i c i d e s - O x y t e t r a c y c l i n e a n t i b i o t i c 

1 8 7 9 S W 1 8 t h A v e 
W i l l i s t o n , F L 3 2 6 9 6 

1-800-622-2831 
e - m a i l : t r e e t e k @ a o l . c o m 

Tree Tech 

U 
Alamo is a registered trademark of Novartis 

Aliette is a registered trademark of Rhone-Poulenc Ag Company 
Bayleton in a registered trademark of Bayer, AG, Germany 

MetaSystox R is a registered trademark of Gowan Company 

Tree Tech® Environmentally Sound Tree Health for the '90s and beyond. 

mailto:treetek@aol.com


MARKET TRENDS 
FEB. 23-25 Western Pennsylvania Turf 
Conference and Trade Show, Monroeville, 
Penn. Contact: 814/863-3475. 

FEB. 24 New Jersey Landscape '99, 
Secaucus. N.J. Contact: 201/664-6310. 

MAR. 1-3,11 Landscape Construction Series, 
New Brunswick, N.J. Contact: 732/932-9271. 

MAR. 2-4 New England Regional Turfgrass 
Conference and Show, Providence, R.I. 
Contact: 401/848-0004. 

MAR. 3 Professional Turf & Plant 
Conference, Huntington, N.Y. Contact: 516/ 
665-2250. 

MAR. 4-7 Association of Professional 
Landscape Designers winter conference, San 
Francisco. Contact: 312/201-0101. 

MAR. 9-12 Arboricultural Consulting, 
Newport, R.I. Contact: 301/947-0483. 

MAR. 10-11 Metropolitan Detroit 
Landscape Association convention & 
show, Nova. Contact: 248/646-4992. 

MAR. 18-21 ALCA Student Career Days, 
Lexington, Ky. Contact: 800/395-2522 

MAR. 24NYSTA Western Regional Con-
ference, Buffalo. Contact: 800/873-8873. 

MAR. 31-APRIL1 California Landscape 
Contractors Association 1999 Landscape 
Industry Show, Long Beach, Calif. Con-
tact: 916/448-CLCA. 

APR. 22-23 Color Magic/Florida 
Nurserymen & Growers Association, 
Orlando. Contact: 407/295-7994. 

APR. 25-27 Equipment & Engine Train-
ing Council annual meeting, Charlotte, 
N.C. Contact: 512/442-1788. 

MAY 1-3 Turf & Ornamental Communi-

cators Association annual conference, 
Orlando. Contact: 612/758-6340. 

MAY 19 North Carolina Turf <&, 
Landscape Research Field Day, 
Raleigh. Contact: 910/695-1333. 

MAY 25 Las Vegas Landscape 
Association trade show & conference, 
Las Vegas. Contact: 702/673-0404. 

JULY 19-20 Professional Lawn Care 
Association of America Legislative Day 
on the Hill and Arlington Renewal & 
Remembrance Project, Washington, 
D.C. Contact: 800/458-3466. 

JULY 24-26 International Lawn, Gar-
den & Power Equipment Expo, Louis-
ville. Contact: 502/562-1962. 

JULY 26-31 Perennial Plant Associa-
tion Symposium, Lansing, Mich. Con-
tact: 614/771-8431. 

HCC's Dig-It tractor and 
towable backhoe products, 
the Huskie utility vehicle 
product line, and the Power 
King garden and estate trac-
tor product line. 

"We are very excited 
about the opportunity this 
acquisition will provide 
Yazoo/Kees," said Tom 
Lutes, CEO of Yazoo/Kees. 
"The product lines fit very 
well with our strategic direc-
tion of complementing our 
current commercial mowing 
equipment business with en-
tries into the rental equip-
ment, light construction, es-
tate tractor and utility vehicle 
markets where we currently 
do not play a major role." 

The manufacturing of the 
three product lines will be 
moved to the 166,000-

Software that 
has Answers! 

C o m p u S c a p e s s o f t w a r e has 
answers for the demanding, growing 
professional who wants a finely 
tuned organization, delivering peak 
performance and quality in products 
and services. 

CompuScapes software provides... 
• estimates and proposals 
• job cost analysis 
• workorders & service requests 
• routing & scheduling 
• customer invoicing 
• complete accounting 
• handheld computers 
• much more... 

"CompuScapes has made 
my company more efficient, 
competitive, organized and 
most of all profitable 

James J. Sharp 
Sharps Landscaping, Inc. 

CompuScapes 
(800) 350-3534 

w w w . c o m p u s c a p e s . c o m 
^Starting at $2,995 Rental & Finance availableJ 

USE READER SERVICE # 1 4 

SAVES 
• TIME • MONEY • LABOR 

A L A N D S C A P E S DREAM 
TILL-A-MIX WILL DIG 
AND TILL EVEN IN CLUMPY 
SOIL CONDITIONS. IT 
PREPARES SOIL FOR SOD 
OR SEED. USE AS A 
FINISHING MACHINE FOR 
YOUR LANDSCAPE AREA. 

A GROWER'S MUST 
TILLS AND MIXES SOIL 
WITH PEAT MOSS, SAND, 
FERTILIZER OR OTHER 
SPECIAL BLEND. 
TRANSPORTS AND 
LEVELS SOIL. 

TILL-A-MIX 
a division or 

COOK TOOL CO., INC. 
886 RUSHMEADE RD. 
JACKSON,TN 38305 

IT DIGS - TILLS - MIXES 

EASILY REMOVABLE GRILL AND BUCKET 

C A L L ( 9 0 1 ) 6 6 8 - 3 0 0 3 
F A X ( 9 0 1 ) 6 6 4 - 1 7 1 2 

email: cotoolco@usit.net 
USE READER SERVICE # 1 3 

LAWN & LANDSCAPE • FEBRUARY 1999 

http://www.compuscapes.com
mailto:cotoolco@usit.net


MARKET TRENDS 
square-foot Yazoo/Kees manu-
facturing facility and corporate 
office location in Jackson, Miss. 

RUPPERT EARNS 
PRESIDENTIAL 
AWARD 
ASHTON, MD. - Ruppert 
Landscape was one of 18 re-
cipients of a 1998 President's 
Service Award. Ruppert was 
nominated for the award by 
the District of Columbia 
Parks and Recreation Depart-
ment in recognition of its do-
nated efforts to renovate area 
parks and recreation areas over 
the last five years. 

(continued on page 16) 

PEOPLE 
i 

E Richard Sperber Lynne Watts 

nvironmental Industries, Inc. announced the following promotions: 
Richard Sperber, president and chief operating officer of Valley Crest Tree Company, the 

nursery division of Ell, was also named executive vice president of Ell; Thomas Donnelly was named senior vice 
president of Valley Crest, the landscaping division of Ell and Robert Crudup was named senior vice president of 
Valley Crest Tree Company. 

Roger O'Kane was named the new human resources manager for Moyer & Son. 
Hunter Industries named Don Turner professional education manager and Lynne Watts district sales manager. 
Bri-Mar Manufacturing hired Richard Ross as product manager. 
OmniQuip International appointed of David Merrifield to corporate director of product safety. 
Jacklin Seed promoted Susan Samudio to plant breeder. 
Robert Bartlett, Jr., president of The F.A. Bartlett Tree Expert Co., was elected to the additional posts of 

chairman of the board of directors and chief executive officer. 
Roberts Supply appointed David Bynum as director of sales for the Atlanta office. 
Lee Dawkins was appointed to the position of pond products group manager at Aquarium Pharmaceuticals. 
Shindaiwa named Bert Albing technical services representative and Carmelo Grenier western regional sales 

manager. 

SUPERIOR PERFORMANCE AND VALUE 

Call For Direct Pricing 
1-800-282-4226 

V-Blades, 
Angle Blades 

& Six-Way Blades 

Call 1-800-843-3720 
K-W Manufacturing Co., Inc. 

dba Kwik-Way Manufacturing 
605-336-6032 • Fax 605-336-6033 

USE READER SERVICE # 1 7 USE READER SERVICE # 1 8 
14 FEBRUARY 1999 • LAWN & LANDSCAPE 



Introducing New HERITAGE® Fungicide 
for a Winning Turf Season. 

Leading off the line-up of disease control 

products this year is new HERITAGE 

fungicide. While HERITAGE is the newest 

fungicide for landscape and sports turf, it 

also has the broadest spectrum. It scores big 

in your disease management program by 

delivering these winning points: 

• Provides preventative and curative activity 

• Controls a broad spectrum of tough turfgrass 

diseases including brown patch, Pythium, 

take-all patch, summer patch, anthracnose 

and leaf spot 

• Only systemic strobilurin chemistry available 

• Reduced risk to environmental resources 

• Low-risk toxicological profile 

• Extended spray intervals, low use rates 

• Enhances turf quality 

New HERITAGE fungicide for a 

winning turf season in your disease 

management program. 

For more information, contact your 

authorized Zeneca Agent, or call 

Zeneca Professional Products 

Toll Free at 1-888-617-7690. 

Labels and MSDSs available 

24 hours a day, seven days 

a week via Fax on Demand. 

Please call 1-800-640-2362. 

www.zenecaprofprod.com 

F U N G I C I D E 

CHANGING THE COURSE 

OF DISEASE CONTROL 

ZENECA Professional Products 

A l w a y s read and f o l l o w label d i rect ions careful ly. 
HERITAGE* is a registered t r a d e m a r k of a Zeneca G r o u p C o m p a n y . 
© 1999. Zeneca Inc. Z e n e c a Professional Products is a business of 
Z e n e c a A g Products, a business unit of Z e n e c a Inc. ZPP-HER-011 

http://www.zenecaprofprod.com
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TWO ARE NOW 
ONE IN TEXAS 
AUSTIN, TEXAS - In what 
may or may not be a precursor 
of things to come on a greater 
scale, the Texas Association of 
Landscape Contractors and the 
Texas Association of Nursery-
men announced a merger 
agreement to form one associa-
tion. 

The new organization will 
hold its first meeting in March 
1999. 

A new name for the associa-
tion is expected to be an-
nounced in February, which is 
about the same time that a 

(continued on page 18) 

ASSOCIATION NEWS 

Ohe Illinois Landscape Contractors Asso-
ciation announced its 1999 officers: W. 
Scott McAdam, McAdam Landscaping, 

president; Barbara Rosborough, Rosborough 
Partners, executive vice president; Leo Kelly, 
Kellygreen Design, vice president; Susan Meier, 
Koch & Son Landscaping, secretary/treasurer, 

Scott Holm is the 1998-99 winner of the $2,500 
James I. FitzGibbon Scholarship, sponsored by 
Lesco, Rocky River, Ohio, and the Professional 
Lawn Care Association of America. Holm, who is 
majoring in Agribusiness at the California 
Polytechnic State University, interned this summer 
at Environmental Care, the company that 

sponsored his entry. The deadline for next year's 
scholarship is Oct. 1. For more information, call 
PLCAA at 800/458-3466. 

The International Society of Arborculture released 
Trees and Development: A Technical Guide to 
Preservation of Trees During Land Development. The 
200-page book details information about preserving 
trees during all stages of the development process. It 
features detailed illustrations, a variety of easy-to-
use tables and charts, appendices and case studies 
for specific scenarios. The book can be ordered by 
calling 888/ISA-TREE. 

Matthew Sandberg, from North Carolina State 
University, was awarded the TRIMS Software 
International Turfgrass Scholarship, sponsored by 
TRIMS Software International and the Foundation 
for the Turfgrass Council of North Carolina. For 
information on next year's contest, call 602/277-8027. 

11535 Rccdcr Road • Dallas, Texas 75229 
Phone: 972-241-6601 • ToU Free: 800-633-4579 • FAX: 800-338-1865 

"From The Makers 
of Uni-Vield" 

UNI-WELD 
TURF-TITE 

JOINT LUBRICANT 

WORK GLOVES 

KNEE PADS 

• i v * 

nui uici n racircT / UNI-SEAL UNI-TITE UNI-WELD CUTTING OILS 
U 5 H P . £ 5 £ ? £ J 1 T E F L 0 N P , P E JOINT PIPE JOINT 

COMPOUND COMPOUND 

PLASTIC HANGER 
STRAP 

PREMIUM 
PLUGS 

ECONOMY 
PLUGS 

TEST 
CAPS 

CEMENT 
REMOVER 

FOR HANDS 
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O N L Y 

$ 779.00 
T0R0 
PROLINE 
MODEL: 
22040 

2-Cycle 
Suzuki engine. 
Recycler. 
Bag included. 

To order call: 
1-800-861-0029 

Visit our web-site: www.alamia.com 
Alamia, Inc., 2212 S. Wabash St., Denver, CO 80231 

http://www.alamia.com


THERE ARE COUNTLESS VARIETIES 
OF PLANTS ON EARTH 

AND ALMOST AS MANY FLORISTS' MUTUAL 
PRODUCTS AND SERVICES. 

Florists' Mutual Insurance Company has been serving the American 

Floral/Horticultural industry since 1887. Through the years, we have 

developed countless products and services designed specifically to meet 

the needs of our customers. 

We proudly offer a complete range of insurance products and services 

including fraud prevention and loss control. But we're more than just your 

insurance company, we're your business partner, now providing financial 

and management services as well as insurance. 

Your business is unique and so are your needs. So call the specialist. 

Call Florists' Mutual today. 

500 St. Louis Street' Edwardsville, IL 62025 • 1-800-851-7740 • FAX 1-800-233-FM1C 
http://wwiu.plantnet.com ' Not available in Wyoming. 

FLORISTS' 
M U T U A L 

I N S U R A N C E C O M P A N Y 

Growing With You For 
More Than A Century 

http://wwiu.plantnet.com


MARKET TRENDS 
(continued from page 16) 

new dues structure will be final-
ized. Later, in April, region of-
ficers and directors should be 
installed and functioning. 

Discussions between the 
organizations began nearly 

two years ago to create a uni-
fied Green Industry Associa-
tion for the two groups. After a 
task force generated a proposal, 
the work was handed over to a 
transition team, which spent 
the last year developing the de-

tails of the merger process. 
"We had a lot of crossover 

membership," explained 
Marilyn Good, communications 
director, Texas Association of 
Nurserymen. "The members felt 
they would be more efficient if 

they could pool their re-
sources. It was the members' 
desire to focus their energy in 
one really strong organization 
instead of two that are com-
peting for resources." 

(continued on page 20) 

CO 
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To the Editor: 
I appreciated your article "Keeping Up With Economic Changes" 

in the October issue. 
I am a product line manager for a manufacturer selling only 

through distributorships to the irrigation industry. The fear of 
competition from mass merchandisers, such as Lowe's Home 
Warehouse and Home Depot, is a justified one. 

I worked for Lowe's as a zone manager previously and I have 
some first-hand information that may be even more disturbing 
than your article suggested. Yes, both Lowe's and Home Depot 
have programs set up for the "professional contractor." However, 
to qualify, the customer does not have to be either a professional 
or a contractor. 

The pricing structure is totally dependent on dollar volume of an 
individual sale and preferences are given to repeat purchasers. 
The possession of a tax certificate might help to cut some red 
tape, but is not required for this consideration. The technical 
know-how of the employees is generally limited to, but not 
uniformly enforced, as the viewing of a 20-minute video supplied 
by the manufacturer and possibly enhanced by input from the 
mass merchandisers corporate office. This "expertise" available 
to the DIY (do-it-yourselfer) may be passed on with an occasion-
ally scheduled "how to" clinic which consists of viewing the video 
by the public with a question and answer period to follow. If the 
interested viewer pays more attention to the video than the store 
employee did when he viewed the same video, well, you can guess 
who will know more during the question and answer period. The 
situation would seem to greatly advantage the professional who 
has the training and experience. 

However, the mass merchandisers again come to the rescue by 
offering their own installation professionals. Yes, both Lowe's and 
Home Dept offer installation of many of the DIY products that they 
sell. Do they presently offer installation of sprinkler systems? You 
will have to call your local store to find out. The installation 
programs are handled by the individual stores with support from 
the district, regional and corporate offices. At the present time, 
the Lowe's store in my area does not offer this service, but I was 
assured that they were "working on i t" and hoped to be able to 
offer sprinkler system installation this spring. 

The stores will then find local contractors and put them through 

their own certification process and offer the confidence that his 
work will be backed-up by the Lowe's guarantee. The selling point 
for the store (and I assure you that they will be price competitive in 
the local market) is that if the customer ever has a question or a 
problem with the installed system, that they don't have to hunt down 
some contractor, but they can just pick up the phone and call the 
Lowe's store where the contract was signed. 

The true professional contractors in this industry will need to have 
support from the distributors and manufacturers that advertise the 
emphasis of expertise and experience. Manufacturers that offer 
cooperative advertising incentives to the distributor, and distributors 
that offer certification programs to the contractors, should be the 
eventual winners in this war. 

Bill Petty, Product Line Manager 
Presco Products, Sherman, Texas 

To the Editor: 
While I am certainly grateful of my company's exposure in your 

November issue in the article entitled, "The Missing Piece," I must 
take issue with the information presented by one of the sources. An 
United States Department of Immigration and Naturalization Services 
agent interviewed for the article stated that companies like mine do 
not guarantee the legality of the workers that are sent. 

While I can't speak for any other company, I guarantee that any of 
the H-2B workers we send will have legal documents. This is because 
one of my employees personally prepares the worker's paperwork 
and walks them through the embassy in Monterrey, Mexico. They 
then have to cross the U.S. border that same day in order to catch a 
bus to their new employer. In addition, an H-2B worker arrives with 
his/her employer's name printed on their work visa. 

It is true with the "green card" workers that it is sometimes 
difficult to detect fake documents. But as the article mentioned, we 
have placed more than 8,000 workers and have had less then 10 
reported problems with fake papers. 

While there may have been a few that slipped through our watchful 
eyes, none of the employers had adverse consequences with the INS. 

There are some "flesh peddlers" out there sending anyone who can 
fog up a mirror, but I assure you that Amigos is not one of them. 

Robert Wing field 
Amigos 



You can't hide during the cool season anymore. 

C o m b i n i n g t h e a w e s o m e p e r f o r m a n c e of Tr ic lopyr 
c h e m i s t r y w i t h t h e fas t ac t ion and e f fec t i veness of M C P A 

and D icamba , C o o l Power is excel lent fo r w i n t e r w e e d cont ro l , 
t r e a t m e n t s in d o r m a n t w a r m season tu r f and ear ly season 

app l ica t ions in t rans i t ion zones and coo l season c l imates . 

For coo l wea ther , b road s p e c t r u m con t ro l o f ha rd - t o - k i l l 
w e e d s such as w i l d v io le t , spurge , w i l d on ion, oxal is, 

c lover, dande l ions , and o thers , it doesn ' t ge t any 
coo ler than C o o l Power. 

COOL POWER™ 

C o o l Power™ is a comp le te l y new pos t - emergen t herb ic ide fo r 
super io r b road leaf w e e d con t ro l du r ing coo l w e a t h e r app l ica t ions . 

Dur ing co lder tempera tu res , w e e d s are less act ive ly g row ing and 
resist up take of herbic ides. C o o l Power is a sc ient i f ica l ly p roven 
es te r f o rmu la t i on tha t b reaks t h rough t h e w a x y cu t ic le layer on 
t he w e e d and pe rmea tes t he p lant fo r increased up take . 

The Formulation Innovators 
(800) 345 3330 

A n d your other broadleaf 
pals won ' t be seeing 
warmer days, either. 

J ^ i v e r d a l e 
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WHERE DID THE 
GRASS GO? 
CLEVELAND, O H I O - The 
more grass the better, as far as 
industry contractors are con-
cerned. But they may, in fact, 
have reason to be concerned 
that the future will feature 
less greenspace, according to 
National Association of 
Home Builders. 

The NAHB's "Housing 
Economics" report identified 
a trend toward larger houses 
on smaller property lots. Al-
though, as the Turfgrass Pro-
ducers International ob-
served, smaller areas for land-
scaping could encourage 

THEYARD OFTHE FUTURE? 

House size 

Lot size 

Area remaining 

1995 1996 1997 

House size 

Lot size 

Area remaining 

1,920 1,950 1,987 

9,375 9,100 9,000 

7,455 7,155 7,025 

more homeowners to purchase 
these professional services be-
cause the prices would be less. 

TOP FRANCHISES 
GROW GREEN 
N E W YORK - Three 
landscape franchisors were 
included in Success 
Magazines November 

1998 Top 
100 Fran-
chise Busi-
nesses of 
America list. 

NaturaLawn 
of America, 
Frederick, 
Md.; Lawn 
Doctor, 

Holmdel, N.J. and U.S. 
Lawns, Orlando, Fla., a sub-
sidiary of Environmental In-

dustries, were chosen based on 
financial performance; corpo-
rate growth, management and 
stability; the relationship be-
tween the franchisor and the 
franchisees and opportunities 
to expand. Their rankings 
were No. 34, No. 55 and No. 
76, respectively. 

Out of the over 4,000 U.S. 
franchisors, 240 companies 
submitted eligible applications 
to Success. [Q 

MISSION STATEMENT: 
I AWN 6 LANDSCAPE magazine delivers superior, total coverage of the continually evolving 

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

TRANSPLANT SURVIVAL ESSENTIALS 

Superior Plant Health! 

filO-PLfc 

Precise, Efficient, Effective 
Slow-Drip Watering! 

I T R E E R I N G S * 
Portable Slo-Drip Irrigation 

RHIZO-ROOT ONE-STEP 
E n d o + E c t o M y c o r r h i z a e 

One Complete Product! 

EASY ONE-STEP APPLICATION 

1. Mycorrhizae Innoculant 
One Product, All Applications 
Endo+Ecto Mycorhizae Spores 

2. Fungi Sub-strate 

3. Mycorrhizae Feeder 

Decreased Plant Mortality! 

s l O - P L f t 

Durable, 25 Gallon Capacity 
Drip Time - 6-8 hrs 
Life Expectancy , 300-500 uses 

BIO-PLEX FORTIFIED 
FERTILIZERS 

New or Established Plantings 

Techn ica l 
Transplant Concent ra te 

Don 't Dig or Transplant Without It 

99% Transplant Success 

A Powerful, Concentrated Bio-Stimulant 

• Decreases Plant Morta l i ty 
• Decreases Defoliation 
• Increases Moisture Retention 
• Speeds Plant Establishment 
• Enhances Plant Health 
• Increases Anti oxidants 
• Increases Photosynthetic Capacity 
• Stabilizes Transplant Shock 

Fortified, Natural Based, 
Liquid Organic Fertilizers 

• Pro-Biotic - Root Sensitive 
Low Salts & Chlorides 

• Naturally Slo-Release 
• Increased Fibrous Root Mass 
• Seaweed, Humic Acid Based 
• Decreases Plant Stress 
• Speeds Plant Rooting 
• Increased Plant Anti-oxidants 

& Photosynthetic Capacity 

Fertilizer + Bio-Plex Formulations 
12-4-6+Bio-Plex • 5-10-5+Bio-Plex 

2x2.5 gal/cs & 55 gallon drums 

Bio-Plex Organics... Tomorrows' Technology - Todays' Solutions! 1-800-441-3573 • Fax 717-653-0816 
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DIXIE CHOPPER 
WE WORLD'S FASTEST LAWN MOWER 

800-233-7596 
www.dixiechopper.com 

Circle 164 on reader service card 

http://www.dixiechopper.com




It's simple. PRE-M*1 is the country's leading pendimethal in herbicide. A n d no wonde r 
W i th over 12 years of proven per formance a n d formulat ion improvements, 
PRE-M is here to help your business g row. 

Wha t ' s more, PRE-M comes from the leading supplier in the professional 
turf care industry, LESCO! / 

Talk to your LESCO ^ ' / 
professional about new, special 
rebates for PRE-M purchases, 
or call 8 0 0 - 3 2 1 - 5 3 2 5 . A n d put 
the leading edge to work for you. 



S G O H S REORGANIZES 
SUPPLY SIDE 
MARYSVILLE, O H I O - The 
most dominant name in con-
sumer lawn and landscape care 
will now be easier for the pro-
fessional lawn care contractor 
to obtain, if the plan an-
nounced by The Scotts Com-
pany meets its goals. 

The company announced a 
reorganization of its North 
American Professional Busi-
ness Group "to strengthen dis-
tribution and technical sales 
support, integrate brand man-
agement across market seg-
ments and reduce annual 

operating expenses. 
The reorganization will sig-

nificantly expand upon the 
company's relationships with 
four considerable distributors: 
Turf Partners, serving the 
Midwest and Northeast; BWI 
Companies in the Southwest 
and Southeast; Wilbur Ellis 
Company in the Pacific 
Northwest; and Western Farm 
Services in California. 

"We feel confident that this 
broadened relationship will 
bring better service and deliver 
to our professional turf and 

landscaping customers as well," 
noted James Hagedorn, head 
of Scotts' North American 
Businesses. 

Working with these new 
distributor relationships should 
double the numbers of Scotts' 
sales representatives and qua-
druple the number of ware-
houses carrying professional 
product for Scotts. 

Scotts also reported that the 
reorganization will eliminate 
about 60 jobs in the group's 
ProTurf division, primarily in 
marketing, sales management 
and customer services positions 
that will now be replaced by the 
aforementioned distributors. 

Hagedorn noted that Scott 
Todd, who most recently 
served as vice president of the 
horticulture Division within 

Scotts' Professional Business 
Group, will lead the new turf 
and ornamental organization. 

In a separate move, Scotts 
announced a turfgrass technol-
ogy-sharing pact with 
Monsanto where both compa-
nies will work to produce "im-
prove transgenic turfgrasses 
and ornamental plants" that 
could then be licensed to other 
suppliers in the industry. 

Specifically, "the alliance 
will focus on providing profes-
sional and consumer benefits 
such as turfgrass that requires 
less mowing and water, orna-
mental plants that last longer 
and produce larger and more 
plentiful blooms, and plants 
that will allow for better weed 
control," according to a release 
from Scotts. - Bob West 

Shindaiwa 

power equipment . 

Arguably the most 

fa i thful thing 

you' l l ever own. 



MERGERS & ACQUISITIONS 
FOCUS OF SEMINAR 

• • • • • • 

SAN FRANCISCO - About 
100 potential buyers and sell-
ers came together for the sec-
ond annual Landscape and 
Lawn Care Industry Mergers 
and Acquisitions Institute, 
presented by the Fulcrum 
Group last month. 

The event was chaired by 
Burt Sperber, chief executive 
officer of Environmental In-
dustries, Calabasas, Calif. At-
tendees heard members of the 
industry and financial profes-
sionals speak on a number of 
topics, such as "Knowing 

What Buyers Are Looking 
For," "Selecting the Best 
Available Financing Alterna-
tive" and "Negotiating the 
Acquisition Agreement." 

Representatives of all of 
the green industry's major 
consolidation players were in 
attendance. In addition, a new 
player may be joining the 
game shortly, as Growscapes, 
Houston, Texas, confirmed it 
is in the final stages of formu-
lating the basis for its industry 
consolidation efforts. The 
company hopes to formally 

Acquisition Update 
• LandCare USA has announced the following additional acquisi-

tions: Eagle Landscape, Rancho Cordova, Calif.; ServiceScape, 

Michigan City, Ind.; and Austin Natural Resources, Austin, Texas, for 

a total of 22 companies. 

• TruGreen-ChemLawn has also announced the following acquisi-

tions: Pennink Arrimour, Huntingdon Valley, Pa.; Earth Enterprises, 

Seattle; Van Herrick, Los Angeles; and Evergreen, Bellevue, Wash., 

for a total of 16 companies. 

announce its initial acquisi-
tions, which may number as 
many as 12 current indepen-
dent companies, in early 

March with the possibility of 
an initial public stock offering 
to take place this summer. 
- Bob West ID 

• 1 

All apologies to man's second best 

friend. But it's an unavoidable consequence 

once your hands firmly grip a Shindaiwa. 

From there you'll discover we build our equip-

ment under one rigid principle: to serve as your 

most committed and faithful companion. 

Not a bold statement since all of our 

equipment is built to start on the first pull. 

Even after several weeks of non-use. And we 

carefully engineer each and every engine 

component so you can count on its tireless 

loyalty. Day after day. Season after season. All 

without any costly and inconvenient down time. 

So visit your local Shindaiwa dealer 

today. Perhaps he can direct your ex-

partner to a helpful 

pet psychologist. 

F I R S T T O S T A R T . L A S T T O Q U I T . 

For information: 800-521-7733 or www.shindaiwa.com 

http://www.shindaiwa.com


RRIGATION Q&A 
ASKTHE 
DR0U6HTBUSTERS 
Droughtbusters is a question and 
answer column provided by the 
Irrigation Association and Lawn 
& Landscape magazine. Fax 
your questions to 800/455-4320 
or e-mail them to 
irricom 1 dearth link. net. 

Q Recently, I lost a de-
I cent-sized commercial 

job. My bid was nearly 25 
percent higher than the win-
ner, which turned out to be 
the plumbing contractor. 

Looking back, three things 
cost me the job. First, the re-
quest for proposal was too 
vague because the general 
contractor and the landscape 
contractor did not provide an 

irrigation plan. The plan was 
included as part of the bid. 

Next, I bid using what I 
consider professional-grade 
components and I devoted se-
rious attention to making my 
irrigation plan fit the land-
scape plan. Everything I used 
was guaranteed by the manu-
facturer or by me. 

Finally, the general con-
tractor on the job was trying 
to make up for cost overruns 
and the plumbing contractor 
was trying to impress the gen-
eral contractor for future 
work. In the end, the irriga-
tion system used sprayheads 
purchased from the local dis-
count hardware store operated 
with a residential type con-
troller without sensors. 

What can I do to prevent 
this from happening again? 

Unfortunately, you're 
in a state that doesn't 

certify irrigation contractors, 
doesn't require irrigation 
plans before building permits 
are approved and has few irri-
gation consultants to rely on. 

If I were you, I'd explain 
what happened to your local 
irrigation supplier. Help the 
supplier organize irrigation 
training and certification 
classes in your area through 
the IA, which will supply all 
training materials and a quali-
fied instructor. The cost of 
this training will be offset 
later by reducing the number 
of situations like you de-
scribed. 

Also, watch the job in the 
coming months. Talk to the 
landscape contractor about 
the risk he took with an in-

creased chance of plant fail-
ure since most contractors 
have to replace plants that fail 
for up to one year after job 
completion. 

If you know the local 
building inspector, express 
your concerns. His or her 
reputation is on the line, too. 

Don't fight alone. Create a 
team that includes landscape 
contractors, irrigation dis-
tributors and irrigation con-
sultants. - Bruce Shank ID 

The author is the owner of 
Irricom, Palmdale, Calif., and 
Austin, Texas, the communica-
tions agency for 
the IA. For 
more informa-
tion on the I A 
call703/573-
3551. Tbc Irrigation Association 

easy...and the highest quality results." 
Rich Breimann, Breimann's Landscaping 

uSee why top designers are switching to..." 

Visual Impact Imag 
707-824-9505 

Visit our booth at the Winter shows 
or call for more info and demo disk. 

• Hi-Res Photo Imaging 
• Site-Plan Designer 
• 1-1 Estimator 
• Plant Care and Selector 

"The best imaging software out there." 
—Rob Johnson, Environmental Care 



HORTICULTURE FORUM 
• 
PLANTING 
ANNUALS 
WHETHER IT is an entirely 
new landscape or a new land-
scape bed of annual color for 
the spring, some simple 
guidelines to remember can be 
very helpful in making the in-
stallation a year-long success. 

BED PREPARATION. Proper soil 
preparation is critical for suc-
cess with bedding plants. The 
area should be tilled 8 to 16 
inches deep. Most landscape 
managers incorporate some 
organic mat-
ter, such as 
leaf mold, 
compost, peat 
moss or steril-
ized manure, 
in the upper 6 
to 8 inches of 
the soil sur-
face. This or-
ganic matter 
improves 
moisture retention, drainage, 
aeration and soil structure, 
and these materials should be 
applied at a rate of approxi-
mately 25 percent of the soil 
volume where the roots will 
be. This will require 2 inches 
of material if tilled to an 8-
inch depth. 

Fertilizer is also incorpo-
rated at this time. Most sum-
mer annuals do not require a 
high level of fertilization. The 
fertilizer applied assures estab-
lishment, vigorous initial 
growth and subsequent flow-
ering. Apply 1 to 2 pounds of 
nitrogen per 1,000 square feet 
of bed as a complete low-ni-
trogen material with a ratio of 
1:2:1, 1:1:1, 1:2:2 or similar. 
Higher rates are sometimes 

LANDS 

used, however, excessive nitro-
gen can result in rank vegeta-
tive growth and can reduce 
flowering. Also, some manag-
ers choose to incorporate 
slow-release products at plant-
ing to reduce supplemental 
additions of nitrogen. 

Most bedding plants toler-
ate a soil pH range from 5.5 
to 7.5. Alkaline sites require 
the use of tolerant species. Ad-
ditions of lime, sulfur or other 
pH adjusting materials should 
not be made except on the ba-
sis of a soil test. 

Some managers also incor-
porate fungicides, wetting 
agents and water-holding 
compounds. However, their 

cost and 
varying ben-
efits should 

be carefully 
evaluated 

and justified 
before in-
creasing 
project costs. 

After in-
corporating 
organic ma-

terial and other supplements, 
the beds should be raked 
smooth and slightly 
mounded. Sticks, clods and 
other debris should be re-
moved from the bed. 

PLANTING. Plant summer an-
nuals only after the danger of 
killing frost is past. Some spe-
cies are relatively cold-tolerant 
and can be planted in the 
early spring or even in the fall 
in some areas. Contractors 
should also take care to store 
plants that cannot be planted 
due to scheduling or weather 
in a lightly shaded area and 
water them as needed. 

In addition, it's important 
to keep plants moist during 
the planting. They may dry 

out quickly in the open. 
Carefully remove plants from 
the pot, including those made 
of peat. Gently crush the root 
mass with the fingers to 
stimulate root growth in the 
surrounding soil. 

Begin planting in the cen-
ter of the bed and keep traffic 
in the worked soil to a mini-
mum. Make the hole slightly 
larger than the root ball and 
set the plant at the same 
depth or slightly higher than 
it was growing in the con-
tainer. Smooth out the soil 
around the plants after plant-
ing, including footprints. 

MULCHING. Some landscape 
managers mulch annuals im-
mediately after planting, while 
others wait until the plants 
have "set-up" for a few days, 
and some contractors (prob-
ably the majority) do not 
mulch at all. 

Mulch can be quite benefi-
cial to a bed as it aids in water 
conservation, weed control 
and gives the bed a "finished" 
look. Organic mulches such as 
pinestraw, bark, compost, fu-
migated or composted hay or 
straw, should be applied 1 to 

2 inches deep. Incorporate a 
little additional fertilizer if an 
organic mulch is used or 
spread a very small amount of 
fertilizer material on top of 
fresh organic mulch to com-
pensate for nitrogen loss dur-
ing decomposition of the mulch. 

WATERING-IN. Finally, water 
the newly planted bed imme-
diately after planting or 
mulching. Use a water wand, 
breaker or sprinkler to water 
the base of the plants. Water 
until the bed is wet to a depth 
of 3 inches for transplants 
from 2-inch containers and 
deeper for those from larger 
pots. Keep the wand or 
breaker in motion to reduce 
washing of the soil or mulch. 

Some managers "water-in" 
with or inject a "starter" solu-
tion containing a soluble, 
high-phosphate fertilizer such 
as 10-52-17, but the benefits 
to this are questionable, espe-
cially if adequate nutrients are 
incorporated prior to planting. 
- David Hensley 03 

The author is a landscape exten-
sion specialist with the University 
of Hawaii. 

Proper fertilization levels for bed establishment mean avoiding over 
fertilization so plants don't have unwanted competition. Photo: Clean Cut 
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THE BEST WAY TO MANAGE 
YOUR TRUCKS IS TO GET THEM 

FROM A TRUCK COMPANY. 
The reason you've never seen 

the GMC emblem on a car is very 
simple: we've specialized in trucks, 
and only trucks, for over 90 years. 
We've concentrated on commercial 
issues like power, payload, operating 
efficiency — all t he impor tan t 
details t h a t ma t t e r to people like 
you, who are running a business. 

In Trucks, Like In Business, 
The Details Are Important. 

At GMC, we t ry to make every 
little detail count on the bo t tom 
line. Our advanced Dex-CooP 
coolant is designed to go 150,000 
miles before a scheduled change.* 
Our Vortec engines offer impressive 
power — from the capable Vortec 
4300 V6 to the mighty 290 hp 
Vortec 7400 V8. 

These Vortec gas engines have 
a one-piece serpent ine drive belt, 
p la t inum-t ipped spark plugs and 
other long-life components t h a t 

allow you to drive 100,000 miles 
before the first scheduled tune-up.* 
These may be details, but they mean 
your trucks can spend more time 
on the road, less t ime in the shop. 

You Take Care Of Your Business, 
We'll Take Care Of Your Thicks. 

We offer a full line of trucks for 
a wide range of applications. When 
you visit a GMC dealer, you'll find 
salespeople as specialized as our 
t rucks who will help you with 
information, recommendations 
and ordering assistance. And you 11 
also find GM-trained technicians 
providing expert truck maintenance. 
For more information about 
GMC, see your GMC dealer, call 
1-800-GMC-8782 or visit us a t 
www.gmc.com/at_work on the web. 

You specialize in your business, 
we specialize in trucks. 

* Ma in tenance needs vary w i t h dif ferent uses and driving 
conditions. See owner's manual for details. 

m m c 
Do one thing. Do it well!M 

http://www.gmc.com/at_work


PUT US TO WOP 
Just tell us what materials you're looking for and we'll send them ASAP. 
• Light Duty Commercial • Safari /Savana Commercial Vans • C-Series (Medium Duty Conventional) 
• T-Series (Medium Duty LCF) • W-Series (Light Duty LCF) • GMC Personal-Use Trucks • Pontiac Cars 

Name Title 

Company Address 

City State ZIP 

Type of Business Business Ptione 

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

Are you likely to lease or buy? • Lease QBuy • Undecided 
When? • 0 - 3 months • 7 - 9 months • 1 -2 years 

• 4 -6 months 0 1 0 - 1 2 months O 2+ years O Undecided 

If we can do anything else for you, just call 1-800-GMC-8782. www.gmcforwork.com 

I i M f 

http://www.gmcforwork.com


BUSINESS REPLY MAIL 
FIRST-CLASS MAIL PERMIT NO. 351 TROY. Ml 

POSTAGE WILL BE PAID BY ADDRESSEE 

PO BOX 905 
TROY Ml 48099-8904 



^Bii 
mw 

i m 

f > V 

| V A 

ibtK kr 
if * -i 

kf 
t f M K m - ' . 
J * A 
^ ' • 
L AA * • 

G M A C 
COMMERCIAL SERVICES It's easy to arrange financing and leasing right at your CMC dealership. 

€ 1999 C M Corp. A l l r i gh t s reserved. C M , C M C , the C M C logo, and Dex-Cool are registered t rademarks and Vortec is a t rademark 
of General M o t o r s Corporat ion. Buckle Up, Amer ica! 
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CALIBRATING 
YOUR 
SPRAYER 
EVERYONE IN the lawn and 
landscape business relies on the 
small volume sprayer. To offer 
the best results and ensure that 
the right amount of pesticide is 
applied, spray equipment must 
be calibrated properly. 

BASIC CONCEPTS. There are sev-
eral concepts to remember 
when calibrating sprayers: 

1. Always fill the tank with 
the same quantity of liquid. 

2. Pay attention to the 
nozzle on the sprayer. Different 
sizes and types of nozzles cover 

different areas of lawn. 
3. The pressure inside the 

sprayer, which you generate by 
pumping the handle, controls 
how much liquid is sprayed out 
of the nozzle. 

4. Walking speed must re-
main constant. 

5. Once you know how much 
area the sprayer covers, calcu-
late the fill rate for the pesti-
cide, based on label directions. 

N O Z Z L E S . The type of nozzle 
selected will depend on the area 
to be sprayed. Flat fan nozzles 
produce medium-sized droplets 
in a fan-shaped pattern and are 
excellent for use on open lawn 
areas. Hollow or solid cone 
nozzles spray a rounded pattern 
and may be more suitable for 
use along fences or spraying in 
beds around plants. 

SPRAYER SELECTION. You will 
need to change nozzles for dif-
ferent uses. Never use a 
sprayer for bed weed control 
that has been used to spray 
broadleaf weeds. Even if you 
wash the sprayer very care-
fully, trace amounts of broad-
leaf herbicide remaining in 

Calibrating 
sprayers 
ensures 
complete 
applications 
are made 
without 
wasting any 
product. 

the sprayer, hose or wand can 
damage ornamental plants. 
Don't be tempted to use a 
vegetation control sprayer for 
lawn weed control, either. It 
is best to separate your spray-
ers by type of use and clearly 
mark the sprayers. 

(continued on page 32) 

The Best just got Better! 
UDS introduces Active Application Design Version 4.1 

We've taken the most advanced Landscape Design and 
Estimating software and added more options 

AND WE LOWERED THE PRICE 

UDS Active Applications Design can get you more jobs 
Call for your additional information and a Demo CD 

UDS Green Industry Software Inc. 6095 28th St. SE Grand Rapids, MI 49546 

800 626 7247 
www.udsgis.com 

USE READER SERVICE # 3 0 
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P r o b l e m : 
Labor Pa ins 

S o l u t i o n : 

w w w . m c s t a c k . c o m 

1 ( 8 0 0 ) 6 4 6 - 2 7 8 2 

http://www.udsgis.com
http://www.mcstack.com




EQUIPMENT NOTEBOOK 
(continued from page 30) 

CALIBRATING FAN NOZZLES. Integrate 
points 1 through 4 from above when ini-
tially calibrating a sprayer. Walk at your 
normal pace across a lawn area. Establish 
a comfortable walking speed, which 
should be about 30 feet in 10 seconds, 
and make all applications at this pace. 

Now, fill the sprayer with 1 gallon of 
water. If you have a larger capacity back-
pack sprayer, fill it with 2 gallons of wa-
ter. Pump the sprayer until the pressure 
inside the sprayer resists additional pump-
ing. Fifteen to 20 pumps is usually ad-
equate to start. 

If all is going well in your calibration 

process, you are duplicating the action of 
a tractor-drawn spray rig. 

By turning the nozzle so that it is per-
pendicular to your direction of travel and 
walking at a constant speed, you will 
spray the liquid over a certain area. Mea-
sure the area sprayed to determine the 
square feet per gallon. 

Most lawn pesticide labels list an ap-
plication rate in ounces of pesticide con-
centrate to fill for 1,000 square feet. If 
the rate is listed for an acre of lawn, di-
vide the ounces per acre by square feet. 
This calculation determines the "fill rate" 
for the pesticide. 

CALIBRATING CONE NOZZLES. Calibrating 
sprayers with cone nozzles is not as exact 
as with flat fan nozzles. For these sprayers, 
follow the same steps of filling the sprayer 
with a known amount of water and pres-
surizing the sprayer. If using the cone 
nozzle along a fence or driveway, spray 
the water and measure the area sprayed. 
(Be sure to walk faster since the spray pat-
tern is more closely spaced than in a cone 
nozzle in a flat fan nozzle.) 

If you cover a pattern 6 inches wide, 
measure the length of the area sprayed. If 
you sprayed 1,000 feet with a 6-inch-
wide pattern, you sprayed 500 square feet 
(1,000 feet x 0.5 feet = 500 square feet). 
If the label indicated you should fill with 
1 fluid once of product to be sprayed on 
1,000 square feet, you should fill Vi fluid 
ounce of pesticide in 1 gallon of water. 

Use the same general technique as 
above when trying to calibrate a sprayer 
equipped with a cone nozzle for use in or-
namental beds. Fill the sprayer with 1 gal-
lon of plain water and spray the mulched 
areas of the bed until the sprayer is empty. 
Then measure the area sprayed and deter-
mine how much coverage 1 gallon of liq-
uid provides. 

Calibration is well worth the time be-
cause it will improve the results of your 
spray applications while also making sure 
you are following pesticide label direc-
tions by making appropriate applications, 
which is a must. — John Thatcher ID 

C & S TURF CARE EQUIPMENT, INC. 

BUILDING QUALITY EQUIPMENT 
FOR PROFESSIONALS, BY PROFESSIONALS 

The Turf Tracker 

Skid Mount Units 

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! 

Thatcher is manager, lawn care compliance 
for Tru Gre en - Chem Lawn, Delaware, Ohio. 

Pick-up Units 

Custom Trucks 

( 3 3 0 ) 9 6 6 - 4 5 1 1 - 1 -800-872-7050 • Fax (330) 966 -0956 
USE READER SERVICE # 3 5 
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Fertilizer wi th 
BALAN 

Professional 
Turf Products 

T e e T i m e 

Ferti l izer wi th 
BARRICADE' 

Ferti l izer wi th 
BARRICADE 

Fertilizer wi th 
DIMENSION 

Fertilizer with 
BARRICADE" 

Professional 
Turf "Products 

Fertilizer with 
BALAN 

Andersons 

P r o f e s s i o l 
Turf " P r o d 

ImlmSim 

Ferti l izer wi th 
TEAM 

Pro fess iona l 
Turf "Products 

T e e T i n 

Ferti l izer wi th 
TEAM 

the professionars 

Fertil izer \ 
DIMENS 

Whatever Your 
Turf, We'll 

Keep You Out 
Of The Weeds. 

The Andersons is your 
one-stop — comprehensive — 
resource for solutions to all of 

your annual weed control 
problems. We're a proven 

formulator using virtually every 
effective pre-emergence weed 

control product available today. 
So whether you have problems 

with crabgrass, poa annua, 
goosegrass, oxalis, spurge, or 

any other weed, we've got what 
you need for your ultimate 

control program. 

ilizer w i th 
>ERSAN 

Ferti l izer w i th 
TUPERSAN* 

Ferti l izer w i th 
BALAN 

P r o f e s s i o n a l 
Turf " P r o d u c t s 

Ferti l izer w i th 
T U P E R S A N 

Pro fess iona l 
Turf "Produc ts 

Ferti l izer > 
TUPERSl 

For consistent high quality, 
effectiveness and proven 

results on your turf, you can 
count on The Andersons to keep 

you out of the weeds. lizer w i th 
IR ICADE 

ess iona l 
" P r o d u c t s 

Andrrs«n* 

Ferti l izer w i th 
RONSTAR0' 

e 1996 The Andersons Inc. 

Andersons 
Call 1-800-225-ANDY 

USE READER SERVICE #82 

Andersons 

Ferti l izer w i th 
DIMENSION 

P r o f e s s i o n a l 
Turf " P r o d u c t s 

® 8 a l a n . T e a m are registered trademarks of Dow Elanco ®Oimension is a registered trademark 
of Monsanto C o ® B a r n c a d e is a registered trademark of Sandoz Ltd. ® T u p e r s a n is a 
registered trademark of G o w a n C o ©Ronstar is a registered trademark of Rhone Poulenc 
Nedertand BV ® T e e Time. Professional Turf are registered trademarks of The Andersons. Inc. 



IN 1994, a Wisconsin-based 
company chose to use the prairie 
concept and installed a distinct, 
ecologically sound landscape 
around its newest building. 

Prairie Nursery, a wild-
flower and native grass plant 
and seed producer in 
Westfield, Wis., helped the 
company design, prepare and 
install the two-acre natural 
landscape by also keeping in 
mind its overall objectives for 
the prairie: year-round aes-
thetic interest, maintenance ef-
ficiency, local environmental 
preservation and improved wa-
ter and air quality. 

DESIGN CHALLENGES. The 
project was managed by Linda 
Sievert, landscape architect, 
and designers from Saiki De-
sign, Madison, and Neil 
Diboll, senior ecologist, Prairie 
Nursery. Beyond the appeal of 
an environmentally responsible 
landscape, the company had 
specific and challenging re-
quirements for its project. 

The challenges were to re-
duce maintenance requirements 
in terms of man-hours and ma-
terials. The project also entailed 
designing a year-round land-
scape that would accommodate 
the different soils, slopes and 
sun exposure found on the 
various parts of the site. 

DESIGN SOLUTIONS. 
Part of the client's 
environmental com-
mitment is to do all 
it can to sustain a 
habitat for wildlife 
around its buildings. 

A properly de-
signed, installed and 
maintained prairie 
requires far less 
maintenance than 
traditional land-
scapes. By using na-
tive plants adapted to 
the region, an eco-
logically sustainable, low main-
tenance, natural landscape can 
be created. 

The quality of the seed mix 
is an important part of a prairie 
installation. The prairie con-
cept was the best possible solu-
tion for the diverse areas that 
were to be a part of the 
company's restoration because 
the site had different slopes, 
each with a different exposure 
to the sun and significantly 
varied soil conditions. 

The north-facing slopes ad-
jacent to the parking lot are 
primarily clay soil. Prairie 
Nursery utilized a group of 
species called Clay Busters, in-
cluding yellow coneflower, ber-
gamot, New England Aster, 
rattlesnake maters and 
roundheaded bushclover, 

Wisconsin-based ProMega Corporation gets the wild flower and native grass treatment, which 
provides year-round aesthetic interest and maintenance efficiency. Photo: Prairie Nursery 

which bloom in blues, purples 
and whites until late summer 
and fall when strong yellow ac-
cents appear. The two main 
grasses utilized were big 
bluestem and Indian grass, 
both adapted to clay soils. 

At the same time, the seed 
mix contained species that will 
bloom at different times from 
late spring into autumn, with 
the grasses providing interest 
throughout the winter. 

On the east side of the 
building, the land is sandy and 
sloped, creating varying mois-
ture levels. Prairie Nursery se-
lected wildflowers and grass 
species that would survive the 
dry, sandy soil as well as con-
trol erosion. Some of the wild-
flowers selected include butter-
fly weed, sky blue aster, white 

false indigo 

PROJECT: 
LANDSCAPE COMPANY: 
DESIGNERS: 

SIZE OF PROPERTY: 
MAN-HOURS TO INSTALL: 
PLANTS: 

ProMega Corporation 
Prairie Nursery, Westfield, Wis. 
Linda Sievert, landscape architect, 
Saiki Design, Madison, Wis., and 
Neil Diboll, senior ecologist, 
Prairie Nursery 
Two acres (90,000 square feet) 
40 hours 
Tall prairie seed mix for clay soil, 
short prairie seed mix for sand and 
loam soils 

and lanceleaf 
coreopsis, 
which range 
in color from 
blue and 
purple to or-
ange and yel-
low. The 

little blue stem and side oats 
grama. 

The plants that grow best 
in the heavier clay soils are 
typically taller and more ro-
bust, while the plants selected 
for the dryer, sandier soils were 
short. Each of these two prairie 
meadows have their own dis-
tinct composition and charac-
ter creating very different land-
scape effects in every season. 
An additional benefit is that 
each of these meadows attracts 
different types of birds and 
butterflies. 

A concern of the client was 
the acceptance from employees 
and the community of the 
prairie landscape, primarily 
due to its early appearance. 
The species that combined to 
create the prairie landscape are 
slow to mature and the land-
scape could initially be per-
ceived as weedy. 

Company officials re-
quested that Prairie Nursery 
host a tour so that employee*^ 
and visitors would have an op-
portunity to^ask questions, ™ 
learn about the benefits of 
prairie landscapes and experi-
ence the plants first hand> 
-NeilDiboll J J U J m 

— 
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main grasses 
used to stabi-
lize the slopes 
and compli-
ment the ^fhe author is the senior geologist 
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PREVENT GRUBS. 
STOP THEM IN 
THBRTRACKS. 

Oft MAKE SURE IT'S 
NOT EVEN AN ISSUE. 

^ f AfrULAIlUN 
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N o w you can control grubs preventat ively o r 

curatively. W i t h a single app l ica t ion. O n l y w i th new 

M A C H 2™ Turf Insecticide. 

M A C H 2 is a power fu l kil ler w i th a new 

chemistry that accelerates the mol t ing process 

of target insects. 

Just hours after ingesting M A C H 2™, the insect 

stops feeding. Then it dies beneath the surface in 2 

to 3 weeks. It's that simple. 

W i t h M A C H 2™Turf Insecticide, y o u l l kill target 

enemy insects al l season long. Grubs . Cutworms. 

A r m y w o r m s . Sod webworms . Plus, odorless 

M A C H 2™ is easy to apply . You don ' t even have 

to wate r it in immediately. 

So don ' t let grubs control your grounds, o r you r 

schedule. Depend on M A C H 2™ Turf Insecticide. 

It's al l you need to prevent o r cure. 

For more in format ion or for the distr ibutor 

nearest you , call 1 - 8 8 8 - 7 6 4 - 6 4 3 2 a n d vis i t o u r 

w e b s i t e a t w w w . m a c h - 2 . c o m . 

MACH 2 
TURF INSECTICIDE 

ALL YOU NEED 
TO PREVENT OR CURE. 

USE READER SERVICE # 4 0 

T M / R o h M i d LLC Company © 1 9 9 8 Always read and follow label directions. 

http://www.mach-2.com


NURSERY REPORT 
T 
SHORTAGE 
SITUATION 
As contractors know by now, 
the green industry has experi-
enced a balled-and-burlapped 
plant shortage over the past 
two years and all indications 
are that this trend will con-
tinue for at least another year 
and perhaps longer. 

The limited product has 
varied from year to year. Last 
year, we would have had a dif-
ficult time locating Zelkova's, 
Hybrid Maples and Yoshino 
Cherries just to name a few. 
This year, the list consists of 
Willow Oak, Kwanzan Cher-
ries and Hybrid Maples. Next 
year, much of this material 
will be more available in small 
sizes but not in larger sizes 
(i.e., 3 inches). Why has this 
occurred and how can we 
avoid these shortages in the 
future? 

BEYOND OUR C O N T R O L For 
the moment, let's pretend that 
you are in the process of de-
veloping a competitive bid 
calling for the following 
plants: (200) 4-inch Willow 
Oak, (250) 31/2-inch October 

Glory Maple and (150) 
matched 8- to 10-inch Nellie 
R. Stevens Holly. 

Five years ago, 
you would not have 
been concerned about 
the availability of 
these items. Today, 
however, you would 
probably ponder this 
list and ask the ques-
tions: Who would 
have these available? 
If I found them, 
would the cost effect 
my competitiveness? 

Sound familiar? 
Unfortunately, the 
landscape business is 
influenced by the 
economy and trends - two 
forces that are not only unpre-
dictable but can change with-
out much notice. Not only 
does a B&B grower deal with 
these forces, but this grower 
must try to forecast these 
forces several years (typically 
three to six) in advance in or-
der to adjust the quantities 
and mix of product being 
grown. 

Plant availability shortages, 
most frequently B&B prod-
ucts, have happened in the 
past. In fact, it is considered a 
phase within the plant pro-

duction cycle. So, can we ex-
pect to be able to control this 
phenomenon? To understand 

• • • • • • 

Our industry has become 
increasingly proactive in the 
quest to elevate the perceived 
value of our service or prod-
ucts. In order for us to suc-
ceed, we must be able to 
market to the future trends. 

where we are today, we must 
first understand how we got 
here to begin with. 

The "plant production 
cycle," for lack of a better 
term, goes through several 
phases. Like a proverbial 
snowball, once the process be-
gins, the momentum carries it 
through to the end where it 
starts once again. What do 
these phases consist of? It s ba-
sic Supply and Demand 101. 

PHASE I (THE GLUT). In this 
phase, it appears that over 
production of a specific B&B 
product occurs. Certain con-
tributing factors typically can 
be identified, including eco-
nomic slow down and buying 
trends, both of which have 
been cited as difficult to pre-
dict. 

The third factor, one that 
is more controllable than the 
previous two, is overproduc-
tion. Growers depend on his-

The landscape industry is influenced by economy 
and trends, both of which B&B growers have to 
deal with. Photo: Shemin Nurseries 

torical sales to determine what 
they should grow. Many of 
these growers end up planting 

the same product in 
large quantities, thereby 
creating a "glut." 

PHASE II (THE RESPONSE). 
Many growers react to 
this "glut" of product by 
reducing the quantities 
they produce and/or by 
changing specific variet-
ies in order to meet the 
changing trends. 

PHASE III (THE HUNT). 
The effect of this reduc-
tion of B&B will not be 
felt by the market for 

three to six years, depending 
on the target size and variety 
of plant. Plants that once were 
a commodity product are now 
considered a premium prod-
uct, and the prices reflect it. 

These higher prices effect 
everyone in the supply chain 
and typically are passed on to 
the end consumer, home-
owner or developer. Just 
think, if only you had planted 
10,000 Nellie R. Stevens six 
years ago, you could easily pay 
for your kid's college educa-
tion. But, as the saying goes, 
"Hindsight is always 20/20." 

The duration of time that 
material will be in short sup-
ply depends on how long the 
growers stifle their produc-
tion. In addition to closely 
monitoring demand trends, 
growers rely on tree liner 
sources to produce specific va-
rieties and quantities of plants 
for their own supply, and it is 
common practice for the liner 
sources to require orders two 
years in advance. 

Several years ago, the liner 
growers over produced prod-
ucts due to some aggressive 

(continued on page 43) 
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A n d A f t e r 1 6 0 Years 
Your to-do list just got a lot shorter. Gas or diesel, 2- or 4-wheel 
drive, Gator® Utility Vehicles are great for most any job. Stable and 

surefooted, they haul more than their own weight (up to 
1 , 4 0 0 pounds*), yet tread lightly on turf, with a psi of 

only 7 . 1 to 7 .5 . For as little as $ 9 9 a month, you'll 
wonder how you ever did without one. 

( o r just $5,995 

F l e e t O w n e r ' s 
D i s c o u n t 

Get a minimum of $ 1 0 0 credit per unit when 
you buy any combination of 3 or more John 
Deere commercial walk-behinds (36-in. or larger), 
commercial front mowers, Z-Trak zero-turning-
radius mowers and Gator utility vehicles. Ask 
your dealer for complete details. 

f Total capacity for the 6x4 Diesel—includes 
200*). operator. 2004b. passenger and 
maximum box capacity. 

EmntMnwers 
*500 off F725 

*800 off F900s and F1145* 
The savings? Industrial-size. Choose from six front mower models 
— 2 0 to 2 8 hp, gas or diesel. Every one with patented two-pedal 
control, power steering, and master brake pedal for the PTO. 
F 1 1 4 5 has on-demand or full-time 4-wheel drive. See one today. 

ft All financing offers are for commercial use only at participating dealers and expire 31 May 99. Sub/ect to approved credit through John Deere Credit. 
Installment Plan. Equipment financing is at 8.4% up to 60 months except as follows: the Commercial Cutter package is 36 mo.. Commercial Walk Behind 
Mowers are 36 mo., the Z-Trak is 48 mo. A 20% minimum down payment is required on all equipment except as follows: the Commercial Cutter Package is 
$99. the 790 tractor is $2,251, 4500 tractor w/460 loader, 616 rotary cutter is $7,598. Commercial Walk Behind Mowers require no down payment and 
no interest until 1 May 99 and no payments until 1 June 1999. No down payment is required on Z-Traks. Dealer set up. freight, taxes, and other miscella-
neous charges (if any) are not included in prices and monthly payments, it Lease term is 36 mo. and lease amount and monthly payments do not include 
insurance, dealer set up. freight, or any applicable taxes or fees. For commercial use only: capital cost reduction is required. See dealer for details. 
• * 'Subject to approved credit through the John Deere Credit Revolving PlanCommercial Use Account. For commercial use only at participating dealers. 
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C Save 

C o m m e r c i a l C u t t e r Package Sale 

360 
For this package, the price is right. The thirteen 
hp G S 3 0 gear-drive mower with 36-inch deck, 
250-mph backpack blower, fast-cutting 
commercial hedge trimmer, and 
industry-best XT120 gas line trimmer 
all mean business — lots of 
business, for you. 

When you test-drive any commercial 
equipment in this brochure, you'll 
receive a FREE John Deere mesh 
trash bag. Empty, of course. 
Offer available at participating dealers only. 

A deal with a really long string at tached. Buy a John Deere commercial 
walk-behind (36-in. or larger) before May 3 1 , 1 9 9 9 , and you'll receive a 
free, next-generation commercial-grade line trimmer (plus get zero-down 
f inancing) .** Besides enjoying the advantages of superior decks 
and fully enclosed transmissions, on our hydrostatic models, 
you'll also get the opportunity of a ten-day test d r i v e . * * * 

GS30 GearDu 
With 36-Inch 

0 e c * g T u s t $2,450* 

New XT Series 
Trimmers 
Deere M-Series engines 
set the tone for power 
and sound quality. Their 
extreme durability, 
reliability, 
and power make 
these new 
handhelds 
the best way to 
arm yourself. 

lity, > 
D45 Hydrostatic 

With 36-Inch 
or just $4,677**^ D e c k 

Free Line Trimmer $319" Value 

YEAR 
limited warranty on 
HD & GS transmissions 

Perhaps the most vital part of a commercial 
mower, John Deere wide-area walk-behind 
t ransmissions c o m e with the assurance of 
a three-year l imited warranty. So they'll be 
par t of your crew for a long t ime to come. 

with purchase of commercial 
walk-behind 36-in. or larger 

The X T 1 2 0 : A cool-running, highly efficient M-Series 1.2-hp 

engine. Shock-absorbing grip. Noise-reducing intake silencer 

and low-tone muffler. Advanced throttle control. Large capacity 

tap-for-cord line head. And lifetime ignition and shaft warranties. 

•Manufacturer's suggested list price. Price may vary by dealer. 
••At participating dealers. Subject to approved credit through John Deere Credit Installment 
Plan. Financing at 8.4% for 36 mo. for commercial use only. Dealer setup, freight, taxes, and 
other miscellaneous charges (if any) are not included in paces and monthly payments. Personal-
use installment financing also available. Ask dealer for details. Offer expires May 31. 1999. 
•••It's the John Deere Promise: If you 're not completely satisfied with your purchase, you can 
return it within ten days for a full refund. 
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Gator 6x4 

90" a y s 
Same As Cash 

It 's an advance on your future. Pay nothing 
for 9 0 days for the John Deere commercial 
parts, service and handheld products you 
need to build your business now. Offer good 
through October 31 , 1999. * * * 

;136/montht 

The best financing around. 
These 20-hp zero-turning-radius 

mowers with a choice of 48-, 54-
60-inch decks already set the 
ser-friendliness and ease-of-service. 
option of buying one with no money 
ay 31 , 1999)tt f their financing is 
ie same. 

^ Q u a l i t y D e c k s 
^ A great first impression. Most 

John Deere decks are pressed 
from a single sheet of heavy steel, 
lending them a strength welded-
together rivals simply can't match. 
Underneath, a high-lift design, max-
imum blade overlap, and a wide-
discharge chute provide you the 
precision cut that impresses the 
first t ime — and every t ime. 

The original workhorse: Now 
with more horses. Hitching to 
implements in under five minutes 
is just one of this 30-hp tractor's 
abilities. Others include easy 
starts, and restarts, with direct 
injection and an auto-bleed fuel 
system. Standard transmission is 
a smooth sliding gear. Package 
includes 4WD. (8 .4% financing 
available.) 

It's N o w h e r e Nea 



o 

MOO HST Tractor 

P o w e r G a r d ® P r o t e c t i o n P l a n 
Security and value for the long term. Available for all new John Deere tractors, engine 
and powertrain coverage can be purchased for 12, 24 , or 3 6 months (with varying hour 
combinations) beyond the John Deere Basic Warranty. This coverage transfers to subse-
quent owners, so it not only protects your investment, but adds resale value, too. 

The quicker 
hooker-upper. A 20-hp diesel 
engine. HST automatic trans-
mission with easy-to-use Twin 
Touch® foot controls. 4WD. 
Mid- and rear-PTOs. Power 
steering. And really, really quick 
implement hook up. Stop by 
your dealer to find out more. 

Power and economy. 
This 45-PTO-hp package 
includes standard 
CollarShift transmission 
with 9 forward / 
3 reverse speeds. 
Ask your dealer about 
upgrading to our 5 4 0 / 5 4 0 E 
PTO option. For light- to 
medium-duty jobs, it saves fuel and reduces 
noise by operating 540-rpm PTO implements 
at a much lower engine speed. 

450( 
Never lets work pile up. High breakout force, quick cycle 
t imes, and a PowrReverser™ transmission (that lets you go 
back and forth without clutching) allow this 39-hp tractor 
package to set the pace in the industry for 
loading and unloading. But 
don't take our word / 
for it, try one for 
yourself. (Price 
includes 4 6 0 
Loader, 6 1 6 i 

Rotary 
Cutter.) ^ ^ 

• 

3 9 h p / 3 3 P T 0 h p 

¥ 

r A n Early R e t i r e m e n t . 
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NURSERY REPORT 
(continued from page 36) 

orders. As a result, a "glut" oc-
curred for the liner industry 
and they reduced their pro-
duction. It has taken years for 
the supply of the liner prod-
ucts to return to the growers' 
demand levels. Then consider 
the number of growers na-
tionwide, and we have a prog-
nostication nightmare. 

PHASE IV (THE SURVIVAL). Af-
ter approximately three years 
(again this would depend on 
the target size and variety of 
plant), specific plants will be-
come more available. This in-
crease of products will diver-
sify as the larger and/or slower 
growing plants reach target 
size. But many growers decide 
to sell the product before it 

reaches the target size. They 
see an opportunity to create 
additional revenue or to pay 
off debt by selling product 
ahead of time, so pricing con-
tinues to remain high. And 
such selling of products before 
its time delays resurgence of 
product availability. 

PHASE V (THE LIGHT). It is dur-
ing this phase that trends and 
economy come into play. The 
current availability was 
planted three to six years ago. 
Were the projections that the 
growers made at the time of 
the planting correct or have 
the trends of buying habits 
changed? This question will 
be answered by what goes on 
the truck and onto the job site 
in the next year or two. 

Meanwhile, the grower is 
measuring sales and adjusting 
new crop production based on 
present market behavior. 
Once again the question 
comes up, "Will the trends be 
different when the grower 
harvests this crop?" Who re-
ally knows? No one has found 
the crystal ball that works. 

However, our industry has 
become increasingly proactive 
in the quest to elevate the per-
ceived value of our service or 
product. In order for us to 
succeed, we must be able to 
market to the future trends 
and maintain a continuous re-
search and development net-
work. In fact, organizations 
throughout the United States 
have developed such a valu-
able network. 

For example, the Univer-
sity of Georgia along with the 
Georgia Green Industry Asso-
ciation and McCorkle Nurser-
ies have combined efforts to 
develop the Center For Ap-
plied Nursery Research, a 
multi-faceted evaluation pro-
gram. Growers such as 
Shadow Nursery (bare root, 
container and B&B) and 
Frank Schmidt Nurseries 
(bare root and B&B), just to 
name two, have been evaluat-
ing new and, in some case, re-
evaluating the not-so-new 
plant varieties. Obviously, the 
list of these proactive growers 
goes on and on. 

As the plant availability 
cycle continues, the economic 
status during these phases will 
determine the intensity of im-

-AT LAST!-
A professional valve installation 
with the Multi-Valve Assembly f rom Olson 
The MVA provides e c o n o m y a n d conven ience by elimi-
nat ing the n e e d to purchase a n d assemble the m a n y 
componen ts formerly required to install mult iple au tomat i c 
1 "control valves. Avai lable with m 
3 , 4 , 5 or 6 valves, the MVA is ^ m ^ r \ \ e p > M 
factory built a n d factory tested, [ ^ m f g L o j ^ N 
ready to c o n n e c t t o the power J c v c t c n / i c 
a n d water sources. ^ ^ S Y S T E M S 

when water counts * 

10910 Wheat lands Ave. / Santee. C A 92071 / 619 562-3100.800 770LS0N / FAX 619 562-2724 

BACKPACKS • METERS * TANKS • HANDCANS 

IU 

Westheffer Co. Inc. 
For ALL Your Spraying Equipment Needs! 

New Stainless Steel 200 Gallon 
Deluxe Commercial Sprayer 

• 200 gallon poly tank • Hannay electric reel 
• Stainless steel skid frame • 300' x 1/2" hose 
• Diaphragm pump • ChemLawn gun 
• 5.5 Honda engine • No rust! No painting! 

Only '2850.00 
To Order Call 800-362-3110 

or Fax 800-843-3281 
P.O. Box 363 • 

(785) 843-1633 
www.westheffer.com A 

Lawrence, KS 66044 
k Fax (785) 843-4486 
E-Mail: westheffer@idir.net 

0 
so 
1 o 

m 

o 
30 

2 > 
x 

GUNS REELS * SPREADERS • VALVES 

USE READER SERVICE # 3 8 
LAWN & LANDSCAPE • FEBRUARY 1999 4 3 

http://www.westheffer.com
mailto:westheffer@idir.net


NURSERY REPORT 
pact. As we near the end (or is it the be-
ginning?) of this "plant production cycle" 
pricing will continue to be a major issue. 
Until the quantities available justify com-
modity status, prices will remain high. 
For many of the remaining older crops 
available, quality may be affected. What 
remains today may be what contractors 
walked by in the fields a year ago. How-

ever, the light can be seen at the end of 
the tunnel. In fact, the current market 
situation is entering Phase VI. 

PHASE VI (THE SUPPLY). As already men-
tioned, we can expect these shortages to 
continue for another year or two or until 
supply catches up with demand. Mean-
while, what is the industry to do? 

"/ earn 78% more with 
a FINN HydroSeeder 

Brian Kerber, The Lawn Firm, Excelsior, MN 

93 

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

Ask any successful hydroseeding 
contractor. Nine out of ten will 
tell you "Nothing else works like a 
FINN HydroSeeder." You see, no 
other machine compares for fast 
loading, thick consistent slurry, and 
reliable trouble-free performance. As 
a matter of fact, the vast majority of 
FINN HydroSeeders sold in the past 

HydmSeedei® is a registered trademark (if FINN Corporation. 

Shown above: T90 HydroSeeder with 800 gallon working capacity. 

20 years are still on the job. Thats 
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. 

- F i N N 
cMy&iaSeed&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 

For starters, we must become open to 
alternatives. Contractors can turn to the 
growers or rewholesalers of nursery prod-
ucts that they trust for alternative ideas. 
These sources have a broad knowledge of 
availability. 

Once these alternatives are identified, 
growers must begin consulting with the 
people that specify this product, such as 
landscape architects, design/build firms 
and homeowners, and we must equip our-
selves with the knowledge of today's plant 

Limited product varies year to 
year. This year, the list of 
limited plants consists of 
Willow Oak Kwanzan Cher-
ries and Hybrid Maples. 

availability and educate the masses. This 
should not be considered a temporary ef-
fect only to be performed when we are ex-
periencing such a shortage, but a continu-
ous part of the way we do business. We 
are in an industry of constant change. 
Through new plant introductions and the 
increased awareness of environmental 
concerns, we have the right tools to make 
the difference. - Andy Hull IS 

The author is the nursery coordinator for 
McGinnis Farms, Alpharetta, Ga. 

USE READER SERVICE # 4 4 
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DTN Weather Center...on duty 24 hours a day 7 days a week[ 

WEATHER 
WATCHDOG 

subscribers use DTN weather service. 

It's not a computer! The DTN Weather Center 
includes a small one-meter satellite dish, receiver 

and color monitor. (Dog not included.) 

Just like a good watchdog, your DTN Weather Center will 
keep you alert to changes. This new satellite-delivered 
technology shows everything you need to know. Current 
forecasts, high resolution radar and local conditions... 
delivered to your office or worksite. The cost is low...less 
than $3 a day. All with a no-hassle 30-day money back 
guarantee. Over 100,000 -j 

Put the DTN Weather Watchdog to work at your place. 
Questions? Phone us today at 1-800-610-0777 

f THE WEATHER WATCHDOG! 
t 

. i4 Jt 9110 West Dodge Road • Omaha, Nebraska 68114 

Material Safety Data Sheets (MSDS) and Lightning Prediction Now Available! 
USE READER SERVICE # 4 5 



Partners Tom Foditman (left) and Chuy Medrano (right) have 
put a combined 46 years of experience to work in the Denver 

market. Photo: Robb Williamson 

s growth levels for green industry companies 
go of late, there's no growth, average growth 
and good growth. There really isn't a cat-
egory that would sufficiently encompass 
what has taken place at CoCal Landscape, 
Denver, Colo., since that company first 

opened its doors in 1993. 
Today, CoCal stands as the goal many 

contractors dream of achieving when they cut 
their first lawn or install their first landscape. 

After just six years of business, CoCal topped the $7 
million mark in 1998 and has no plans for slowing down. 

But despite being in business for just six years, CoCal's 
two principals are far from new to the industry with a 
combined 46 years of landscaping experience between 
them, including 24 years with industry leader Environmen-
tal Care where they first met. 

ROCKING IN THE ROCKIES. CoCal owners Tom Fochtman 
and Chuy Medrano have enjoyed success together in the 
Denver market before. In fact, Medrano oversaw mainte-
nance operations for ECI's Denver service center while 
Fochtman was responsible for that operation's marketing 
and sales. 

Two years after Fochtman left the industry in 1990, he 
and Medrano got back in touch with the idea of opening 
their own company back in the Denver market where 

(continued on page 50) 

Land-
scape 
has 
proven 
that rapid 
growth can 
occur.i espe-
cially when 
it is driven 
by quality 
work. 



CoCal Landscape 
LOCATION: Denver and Colorado Springs, Colo. 
FOUNDED: 1993 
SERVICES: CoCal derives approximately 50 percent 
of revenues from landscape installation services, 
with 45 percent of sales in landscape maintenance 
and 5 percent in irrigation services. About 92 per-
cent of its sales are to commercial/industrial cli-
ents, with 7 percent from government/municipal and 
1 percent from residential. 
1998 REVENUES: $7.1 million 
1999 PROJECTIONS: $7.8 million 
EMPLOYEES: 60 year-round; 192 peak-season 
ACCOUNTS SERVICED IN 1998:65 maintenance 
customers account for 125 jobs, and the company 
worked on 16 installation job sites. 
AVERAGE ACCOUNT SIZE: The company has about 
125 maintenance jobs, with an average job size of 
35,000 square feet. i 

Executive Summary: 
MISSION STATEMENT: To provide ethical, respon-
sible and profitable landscape construction and 
maintenance services that will inspire and enrich 
the lives of our employee team by providing the best 
in quality landscape project results for our clients. 
FUTURE CHALLENGES: Developing our Colorado 
Springs office, continuing to attract middle manage-
ment level people, pursuing the right job opportuni-
ties and improving our customer service through 
increased proactivity. 

The Owners 
Tom Fochtman and Chuy Medrano 
AGES: 42 and 44, respectively 
BACKGROUND: Fochtman graduated from Michigan 
State University with a landscape architecture de-
gree. He spent eight years with Environmental Care 
before going to work for the largest residential 
roofing contractor in the U.S. Medrano went to work 
for ECI in Denver in 1974 and progressed to general 
superintendent. 

and landscape.com LAWN & LANDSCAPE • FEBRUARY 1999 4 7 



SL96 FlipUp Decks leave 
plenty of trailer space for 

revenue-producing attachments 

Serviceability has long been with overall length as short as 6.5 feet 

synonymous with Grasshopper. Now — even with a collector — for space-

service is even easier thanks to SL96 saving storage and transportability. 

FlipUp Decks, easy 90° access to blades There'll be plenty of room on the 

and mulching package installation. trailer for attachments to provide 

Rise to higher levels of productivity opportunities for additional income. 

Quik-D-1^tch® decks and attachments 

are easily interchanged in the field. 

SL96 FlipUp Decks make your job 

easier with these highly productive 

features: 

The Grasshopper Company • P.O. Box 637 • Moundridge, KS 67107 U.S.A. 



GRASSHOPPER 

u 

Sure, you had to cut around a lot of 

trees, trim up close along the buildings and 

under the shrubs. And of course you did it 

in record time. So what if the customer's 

lawn looks better than it ever has before? 

You did it all on a 

Grasshopper, and it's 

never been easier! The 

secret is in the equipment. 

Just don't tell 'em 

what an advantage it is 

to mow with 

Grasshopper's front-mounted deck where 

you trim and mow without changing your 

visual focus point. Or how easy it is to 

maneuver without foot pedals using only 

one or both hands with Grasshopper's 

foam-touch steering levers. And by all 

means keep mum about the industry's 

most comfortable seat — ventilated, 

iso-mounted from vibration, with high 

back support and padded armrests. 

Try to break a bead of sweat and maybe 

they won't even notice all the comfortable 

legroom you enjoy while reaching the deck 

under shrubs and 

trees. You'll be the 

envy of every other 

crew member if 

anyonefinds out.... 

So keep these 

secrets low profile — 

much like the terrain-hugging Grasshopper 

design — and let your quality of work 

speak for itself. 

The success is in the finished job. 

For details on Grasshopper's complete 

line of zero-radius mowers, attachments 

and leaf/grass collection systems, call 

your Grasshopper dealer today. 

©1998, The Grasshopper Co. 

Robotic-welded 10 ga. steel with 

7 ga. skirts and double thickness 

(>4 ga.) formed laminate spindle 

plane. No other deck comes close 

to this kind of durability. 

With cutting widths of 44-, 48-, 

52- and 61-inches, there's an 

SL96 FlipUp Deck available for every 

Grasshopper power unit, air-cooled 

or liquid-cooled, gas or diesel 

(standard 72-inch decks available). 

TEL: (316) 345-8621 • FAX: (316) 345-2301 • www.grasshoppermower.com 

USE READER SERVICE #31 

http://www.grasshoppermower.com


(continued from page 46) 

Medrano was still working. After spending 
six months hatching a 45-page business 
plan, the pair lined up some initial bank 
financing and opened its doors for the 
1993 season. 

"I knew a lot of people in this market 
because I had been here for 20 years, and I 
knew the competition well," Medrano re-

lated. "Plus, Tom had the experience selling 
the work and handling all of the administra-
tive aspects, so there was no doubt in my 
mind we could get this business off the 
ground and running." 

"We had a pretty thorough business plan, 
which really was our Bible," Fochtman noted, 
encouraging any new businesses to follow 

Improving its ability 

to capture highly 

desirable jobs is one 

of the Co Calys key 

goals for the imme-

diate future. 

the same approach to outlining their goals 
for the business and a method to reach them. 

"We had pro forma sales projections for 
$520,000 for our first year and $975,000 
for our second year," Fochtman continued. 
"But the second year we decided to shoot for 
almost $1.1 million and ended up doing 
about $1.3 million in maintenance alone. 
And, during the middle of the year, one of 
our key maintenance customers asked us to 
do some installation work, so we added 
another $635,000 to that $1.3 million." 

Fochtman noted that expanding into 
installation services wasn't a part of CoCal's 
initial business plan, which meant the plan 
went "out of the window" the third year 
when the company did almost $2 million in 
construction revenues and $1.7 million in 
maintenance. 

"That growth required we move to a new 
facility, create a 4-acre holding area for 
nursery materials to meet our installation 
needs and add to our corporate structure," 
Fochtman related. 

Managing the installation work became 
a challenge for Fochtman and Medrano 
since they both have maintenance back-
grounds. Ultimately, the company hired a 
project manager to oversee installation work. 

"Our need for better people really devel-
oped at this point," Medrano noted. "Our 
installation needs really took quite a bit of 
Tom's time away from maintenance, and we 
also developed a need for a true controller 
and administrative team." 

"I think that not paying enough atten-
tion to the administrative part of the busi-
ness is where a lot of smaller contractors fall 
down," added Fochtman. "That can really 
keep companies from growing as they would 
like because the owner is usually not trained 
to handle functions like bookkeeping. We 
went through three different people before 
we had the right person in place, and now 

(continued on page 52) 

K I I C H L E R L A N D S C A P E L I I G H T I I N G 

Ever heard of Richlerf 
"I'm sure glad I have. My Kichler Sales Representative worked 
closely with me to get my business started and has been there 
for us ever since. The great thing about Kichler is the quality 
and how they stand behind it. Kichler has even introduced new 
products and features based on suggestions I've made. I know 
they listen to the field so I'm their #1 fan." 

& > 

< 

# i a f i l 

L X H I L LL LLLU L C I Let us send you information on the Kichler Premiere Contractor Program 
I along with our most current product catalogs. You'll like the program and be eligible for prizes too! 

Name. 
Company. 

I Address 
I City. 
I Current Dealer. 

State. .Z ip . 

K I C H L E R ® 
Call 800-659-9000 ext.6445. Send to: Kichler Landscape Lighting. L&L-3,7711E. Pleasant Valley Rd.. Cleveland. OH 44131 

USE READER SERVICE # 4 6 
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S o m e t i m e s E x p e r i e n c e is t h e Best T e a c h e r 

G e h l S k i d L o a d e r s 
Look what Gehl 
has to offer: 
• Unmatched visibility 

for efficiency and 
job site safety 

• Roomy cabs and 
comfortable ride 
combat fatigue 

• 44-, 57-, 60- or 
80-hp Deutz oil-cooled 
power plants 

• 1 , 4 2 5 - 2 , 6 0 0 lb. 
operating capacities 

• All-Tach™ universal 
attachment system for 
fast, easy tool attachment 

• Extra auxiliary hydraulic 
power drives more 
attachments 

! 

* f i r * ? ^ B K 

W h e n it c o m e s to exper ience in bui ld ing the 
f inest l ine of sk id loaders . . . Gehl 's got it. 
Wi th over 25 years of innovat ion, pe r fo rmance 
and quality, it's easy to see w h y the new 
Gehl "35 Ser ies" is mak ing a big n a m e for itself 
at job si tes and rental yards everywhere . 
Gehl 's "35 Ser ies" del ivers every feature and 
opt ion you need to m a k e any job more 
eff ic ient and prof i table. 

Want per formance , comfor t , visibil i ty and 
overal l job site ef f ic iency . . . 

Now you can have it all, even in 
tighter, hard-to-get-around-in job sites. 
These two new beauties have the same 
performance features as their bigger 
brothers plus added maneuverability. 
They deserve a spot in everybody's fleet. 

GEHL 
G M l 

Gehl Company 
143 Water Street 
West Bend, Wl 53095 
U.S.A. 

P H O N E : 414-334-9461 
FAX: 414 -338 -7517 
W E B S I T E ht tp : / /www.gehl .com 

http://www.gehl.com


(continued from page 50) 

we're much better equipped to manage our 
financial statements, implement a job cost-
ing program, pay vendors timely, take ad-
vantage of discounts when they're available 
and so on." 

Like so many other large and growing 
firms, CoCal has focused its efforts exclu-
sively on commercial accounts, with its only 

residential work being maintenance con-
tracts for some homeowners' associations. 

Unlike a lot of companies, however, CoCal 
derives a majority of its sales from installa-
tion work - about 55 percent, although a 
pending acquisition could add nearly $2 
million of revenues and tilt the balance 
heavier toward maintenance dollars. 

While Fochtman said such a relatively 
equal balance leaves the company with 
growth opportunities in both markets, 
CoCal likes the opportunity for rapid growth 
associated with installation work. 

"For example, we just picked up a 
$750,000 installation contract that could 
grow to $900,000," he noted. "It's hard to 
predict when these jobs will occur, but you 
can gobble up a lot of revenues if you're 
positioned properly to do installation work. 
Maintenance, however, is more of a slow, 
steady growth business, and much more 
predictable. It is also much less risky than 
landscape installation. 

"If we had the opportunity to grow our 
maintenance dollars by 50 percent with one 
job, that would be difficult to accommodate 
because we would have to get more trucks, 
more trailers and more people,'' Fochtman 
continued. "But, for construction work, we 
just need one foreman and 10 crew mem-
bers to do the work, and they move from job 
to job as a team." 

SELLING THEMSELVES. One obvious key to 
CoCal's stunning growth has been its ability 
to sell so much work despite being a rela-
tively new company in the market. 

"I would definitely say that we're aggres-
sive in our selling approach, more so than 
the industry typically is," Fochtman recog-
nized. "We take advantage of plans such as 
direct mail and we've had all of our employ-
ees in full uniforms from head to toe from 
our first day in business so we appeared to be 
more established than we really were. 

In fact, the company has a marketing 
budget of about $35,000 for the year, and 
that will include six direct mail pieces. 

"Most contractors don't spend enough 
effort, meaning time and money, marketing 
themselves," Fochtman continued. "Our 
collateral materials are generally better than 
our competitions' and our quarterly news-
letter is the best I have seen." 

In addition, Fochtman explained that 
CoCal uses database software to manage a 
custom data base/mailing list of property 
managers, developers, general contractors, 
architects, landscape architects and custom-
ers, and aggressively pursues opportunities 
for mention in the local media. 

"We are not shy about being a little 
(continued on page 54) 
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(continued from page 52) 

boastful, if it is well de-
served," he added. 

And while CoCal at-
tributes a great deal of its 
sales success to its ability 
to provide top quality in-
stallation and mainte-
nance services, Fochtman 
said the company needs to 
get away from its early-
days attitude of "Let's get 
the job and then figure out 
how to do it." 

"We used to just go 
out and get as much work 
as possible to keep money 
coming in the door and 
keep the bank happy, but 
we need to do a better job 
of saying no to business 
and selecting better op-
portunities as they present 
themselves," Fochtman ^ ^ ^ ^ ^ ^ ^ ^ 
explained, adding that 
such increased focus 
should allow the company to improve its 
margins and thereby improve the benefits 
it offers employees. 

"Since we are in a seasonal market, our 
profits are restrained," he added, explain-
ing that larger companies can be at a disad-
vantage because of the overhead costs they 
must carry through decreased-revenue gen-
erating winter months. "Our goal is to net 
10 percent before taxes, and margins have 
gone up the last two years in maintenance 
while they were flat in construction this 
past year." 

The Hispanic Perspective 
he good news for many contractors is that the 
availability and productivity of Hispanic em-
ployees dramatically improves their labor situ-
ation. The challenge is handling the presence 

of a multiple cultures in an organization. 
For Chuy Medrano, a partner with CoCal Landscape, 

Denver, Colo., being an industry veteran of Hispanic de-
scent gives him a first-hand perspective on the chal-
lenges facing the companies and the Hispanic employees. 

"As Hispanics, we relate well to the green industry be-
cause we were raised as farmers," Medrano observed. 

Medrano pointed out a couple of keys to successfully 
managing a multicultural workforce. 

When starting a job, many Hispanics are likely to prefer 
maximizing take-home pay instead of receiving benefits. 

"Actual dollars are more important at the outset be-
cause I may need those dollars to get a house or care for 
my family," Mendrano noted. "Benefits become important 
to Hispanics once they get established in an area." 

Medrano said employees of the two cultures shouldn't 
have trouble working together. 

"Hispanics won't have any problem working alongside 
Anglo workers once they know the Anglos are willing to put 
in an honest day of work with them," he pointed out, noting 
that Hispanics' reputation for possessing a superior work 
ethic is recognized by both groups. "And while it's impor-
tant for Hispanics to learn the English language, it can be a 
real positive if Anglo employees also try to learn Spanish." 

Although the language barrier is often cited as the key 
obstacle prohibiting Hispanic employees from advancing 
within an organization, Medrano believes Hispanic employ-
ees aren't challenged enough to improve themselves. 

"Employers need to show Hispanic employees what op-
portunities are available, show them how to overcome ob-
stacles and get them out of the mindset of, 'I can't ad-
vance because I don't know English,'" he said, adding that 
having Hispanic managers will make a company a more at-
tractive employer to other Hispanics. - Bob West 

Improving its ability to capture highly 
desirable jobs is one of the company's key 
goals for the immediate future. 

"We've been in business long enough 
that we have developed a reputation as a 
quality contractor, so we have the ability to 
say no now. That means we should ferret 
the small maintenance work that doesn't fit 
our niche as well any more," Fochtman 
obsreved. "We pay attention to the 80/20 
rule where 80 percent of revenue is con-
trolled by 20 percent of your clients, and 
although that's not a hard and fast rule for 

An extensive 
commitment to 
training in a wide 
range of topics will 
periodically keep 
workers out of the 
field for 
educational 
sessions but 
ultimately results 
in efficient and 
developing labor. 
Photo: Robb 
Williamson 

us, we definitely go after multi-job accounts, 
and we're not opposed to being very aggres-
sive on a job if we know it will result in 
additional work and a long-term relation-
ship." 

Specifically, the company likes com-
mercial maintenance jobs generating at least 
$1,000 monthly or multi-family/planned 
community work. On the installation side, 
jobs need to deliver at least $100,000 in sales 
for CoCal, although the company prefers 
jobs in the $350,000 to $500,000 range. 

The company has also focused on im-
proving profitability by offering employees 
bonuses, and it structures the bonus pay-
ments in such a way to encourage the 
general laborers to aspire for advancement. 

"If a job is completed below our budget 
at the quality we expect, then half of the 
money that crew saved the company is given 
to that crew," Medrano commented. "Ev-
eryone on the crew gets an equal share of 
that money, except for the foreman, who 
gets one-third of the bonus. 

Currently, the company offers a medical 
plan or a cafeteria plan, a 401 (k) plan and 
bonuses. But perhaps the biggest benefit it 
offers employees is the potential for exten-
sive training. 

(continued on page 56) 
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(continued from page 54) 

"We're very aggressive in our training pro-
gram, and we'll hold 10 to 12 sessions for our 
leadmen/foremen over the winter," explained 
Medrano. "We believe a lot in promot-ing 
from within, and we know that finding 
quality people will prob- • • • i 
ably be our biggest chal-
lenge in the future. 

"We try to identify 
leadership potential in 
our current employees 
and classify them from 
A to F based on the 
amount of training we 
think they'll need," 
Medrano cont inued. 
"Some employees just 
need to learn more about 
managing paperwork 
and such administrative 
tasks, while others have 
the potential to develop 
once they learn about 

One obvious key to 
CoCal's stunning 
growth has been its 
ability to sell so 
much work despite 
being a relatively 
new company in the 
market. 

irrigation and spray applications." 
CoCal's training program includes a 

mix of classroom education with practical 
teaching that takes place in the field and is 
handled by company veterans or CoCal 

suppliers, particu-
larly on the pesti-
cide or irrigation 
issues. 

In addit ion, 
employees grading 
out at the A or B 
level are then used 
to help facilitate the 
training classes 

"For example, 
one training ses-
sion we had before 
Christmas dealt 
with plant identi-
fication and took 
place in our nurs-
ery," Fochtman 

added. "This was a 31/2-hour session run by 
our certified nurseryman that takes place 
during normal working hours. 

"Obviously, we would rather have our 
crews out producing revenues during this 
time, but we've come to realize that training 
is an investment in the company's future," 
Fochtman continued. "This type of train-
ing helps us develop new people and ensure 
that they are operating at maximum effi-
ciency during our season." 

The company also holds periodic, vol-
untary training sessions on Saturdays. 

"This training generally takes place at a 
jobsite, so it needs to be held on the week-
end," explained Medrano. "But we empha-
size to the employees that these training 
events are keys to promotions and raises 
because it indicates to the company who is 
serious about improving their skills and 
moving up in the organization as they give 
up their free time." 

(continued on page 156) 
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Putting together an 
effective plan 
means addressing 
such issues as local ,;-> 
climate, applica-
tion timing and product 

choice. 

By John Boyd 

Early 

ecause preemergence herbicides form the foun-
dation of any early season weed control program, r this article will concentrate on the fundamentals 

of their effective use. 
The preemergence herbicides commonly used in 

lawn and landscape turfgrass kill weeds by stunting their 
growth. Barricade (prodiamine), Pre-M, Pendulum, Scotts 
Weedgrass Preventer (pendimethalin), Surflan (oryzalin), 
Balan (benefin), Treflan (trifluralin) and Dimension 
(dithiopyr) are primarily inhibitors of root growth. As the 
roots of germinating weed seeds come in contact with 
these herbicides, cell division in the root tips does not 
proceed normally. The result is thickened, club-shaped primary roots and an 
absence of secondary roots. This inhibition of root growth is also why these 
products should only be used on established turfgrasses. These herbicides are 
most effective on annual grasses and will control some small, seeded 
broadleaf weeds. 

It is sometimes incorrectly assumed that these herbicides prevent weeds 
from germinating. They do not. Weed seeds germinate and emerging roots 
and shoots absorb the herbicide. Once absorbed, these herbicides interfere 
with cell division in the new roots and shoots, which slows growth adn 
produces stunted or dead plants. Common visual symptoms on surviving 
plants are the aforementioned club-shaped primary roots and absence of 
secondary roots. 

While timing is the key to preemergence annual grass control, lawn care 
operators should not ignore basics such as herbicide selection, calibration 
and uniform application. Use the research data and recommendations 
developed by the land grant university in your state to help in selecting a 
herbicide. If you do not feel comfortable in interpreting the data, call the 
turfgrass specialist at the university for advice on herbicide selection. Because 
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• of secondary roots 

• makes continued 

• growth unlikely for 
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I Boyd 

herbicide performance varies with climate, 
soil type and weed spectrum, recommenda-
tions must be tailored to local conditions. 

Attention to calibration (for sprayer cali-
bration tips, see Equipment Notebook, page 
30) tends to vary widely among lawn care 
operators. I have never seen anyone spend too 
much time on calibration. There is no sub-
stitute for accurate application. In our work, 
we calibrate our equipment every time we 
apply. Research data shows that the error 
range can be from 10 percent to as high as 50 
percent for commercial applicators that think 
they are right on target. I have investigated 
hundreds of weed control failures with her-
bicides and they are all too frequently re-
lated to inaccurate application. 

The other common pitfall in herbicide 

application is lack of uniformity. A con-
tractor may have applied one pound of 
material per 1,000 square feet but it may 
not be uniformly distributed across that 
area. Lack of uniformity leads to weed 
breakthroughs in the light spots and the 
potential for turfgrass damage in the heavy 
spots. 

WHAT TIME IS IT? Discussing application 
timing for preemergence crabgrass herbi-
cides in a national publication is difficult 
due to the wide range of climate variations 
across the country. 

Crabgrass germinates from February to 
May when the soil temperature reaches 
53°F to 58°F. Before discussing applica-

FORMULATION RATE IRRIGATION 
LB AI/AC DELAY CRAB6RASS COUNTS 

1990 1991 
Granular 1.51b Odays 6 15 
Granular 1.51b 7 days 8 10 

WP 1.51b Odays 18 9 

WP 1.51b 7 days 68 16 

Table 1. The Effect of Irrigation Timing and Formulation on Pendimethalin Performance. Credit: The Ohio 
State University 

Work hard to avoid skips and overlaps 
in an application. Overlaps result in a double 
rate of herbicide while skips lead to an 
unsightly strip of weeds. Applicators using 
granular products with drop spreaders need 
to be especially aware of the potential for 
skips and overlaps. 

tion dates, it's important to stress that 
having the herbicide on the soil surface 
before germination occurs is not enough to 
guarantee control. To maximize control, 
the herbicide must be watered in before 
crabgrass germination begins with Vi-inch 
of rainfall or irrigation. If irrigation is not 
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HERBICIDE 
RATE 
LB/AI/AG 

DATE 
APPLIED % CRABGRASS CONTROL (JULY) 

1993 1994 
Dimension 0.5 January 7 90 85 
Dimension 0.5 February 7 90 83 
Dimension 0.5 March 7 85 86 
Surflan 2,0 January 7 89 85 
Surflan 2.0 February 7 93 83 

Surflan 2.0 March 7 91 86 

Table 2. Application Timing and Preemergence Herbicide Performance. Credit: University of Arkansas 

available, it is a good idea to apply preemer-
gence herbicides well in advance of the 
time that they need to be active so that 
there will be adequate opportunity for rain-
fall to occur. Ideally, preemergence herbi-
cides should be applied just before weed 
seed germination begins. However, a good 
deal of research indicates that successful 
preemergence summer annual grass con-
trol applications may be made as early as 
January. 

In the Deep South, preemergence crab-
grass herbicides should have been applied 
and watered in by February 15th. In the 
central part of the country, March 1st is a 
good target date, while in mountains and 
northern states crabgrass germination typi-
cally occurs from March 15th to the 30th. 

Timing preemergence herbicide appli-
cations is another area where a land grant 
university can be of help. The turfgrass 
professionals located there can offer target 
application dates for the climate zones in 

your state. In addition, some university 
research stations record soil temperatures, 
which can be helpful in pinpointing appli-
cation timing. 

The length of time between application 
and watering in seems to be more critical 
with sprayable formulations than with granu-
lar products. This is probably due to the 
fact that granules are less susceptible to 

volatilization and photodecomposition 
than sprayables. The important point to 
remember is that the sooner the herbicide 
is watered in, the better. The data in Table 
1 (on page 61, from The Ohio State Uni-
versity, Columbus) shows the benefit of 
immediately watering in the wettable pow-
der (WP) formulation of pendimethalin. 

(continued on page 64) 
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(continued from page 62) 

RATE LB/AI/AC DATE % CRABGRASS CONTROL 
APPLIED (JULY, 1997) 

0.75 Oct. 14,1996 82 
0.75 March 4,1997 95 
1.0 Oct. 14,1996 95 
1.0 March 4,1997 93 

Table 3. Summer Gabgrass Control with Barricade Applied the Previous Fall. 

See Table 1. 
Whatever your location, remember that 

it is better to be early than late with preemer-
gence crabgrass herbicides. While some 
preemergence herbicides have a modest 
amount of postemergence activity on very 
small crabgrass, contractors shouldn't ex-
pect these applications to be acceptable sub-
stitutes for a well-defined postemergence 
plan. The philosophy that weed researchers 
have promoted over the years is that preemer-
gence herbicides should go out just before 
the target weed begins to germinate. 

The reason for just-in-time application 
is to avoid dissipation of the herbicide level 
in the soil during the time between applica-
tion and weed seed germination. Several 
processes including volatilization, break-
down by sunlight and soil microbial activity 
decrease the amount of herbicide in the soil. 

After herbicides are watered in, micro-
bial degradation is probably the most im-
portant of these mechanisms. Low soil 

HERBICIDE 

Barricade 
Barricade 
Barricade 
Barricade 

temperatures reduce soil microbial activity 
so there is little loss when crabgrass herbi-
cides are applied in late winter. For ex-
ample, lawn care operators in central Ar-
kansas begin preemergence applications in 
mid to late January although the typical 
germination period for crabgrass in this 
area is the first week in March. 

The data in Table 2 (see page 62) from 
our studies in central Arkansas illustrate 
that applying preemergence herbicides as 
early as January did not affect performance 

compared to a March application. 
Another approach to early timing of 

crabgrass control is to be really early with 
the preemergence herbicide by applying the 
previous fall. We have done quite a bit of 
work with Barricade applied in the fall and 
it has worked quite well on crabgrass the 
following spring and summer. 

It is important to delay the application 
until soil temperatures drop and soil micro-
bial activity lessons. Table 3 shows the perfor-

(continued on page 66) 
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(continued from page 64) 

mance of fall and spring applied Barricade. 
One disadvantage of this approach is 

that delaying an application until soil tem-
peratures cool will result in missing control of 
annual bluegrass and other winter annuals. In 
addition, applying crabgrass control prod-
ucts early enough to get winter weed con-
trol (Sept. 1) may reduce the effectiveness 

of spring and summer crabgrass control 
(See Table 3 on page 64). 

As we have been discussing, preemer-
gence herbicides do not last forever. Re-
sidual control ranges from six to 16 weeks 
depending on the product and the environ-
mental conditions, including rainfall, weed 
pressure and the density of the turfgrass 

stand. In most cases, a repeat application is 
needed for full season control. 

Contractors should time the second treat-
ment to occur about 60 days after the onset 
of crabgrass germination. If you operate in 
an area where fall overseeding of cool-sea-
son grasses such as tall fescue is routine, a 
second application may create problems. 
Consult the herbicide label for the required 
interval between herbicide application and 
establishing turfgrasses from seed. 

WINNING COMBINATIONS. Will tank mixing 
preemergence crabgrass herbicides provide 
any benefits? Obviously, manufacturers 
think so because there several premixed 
preemergence products on the market. 

Bear in mind that, with the exception of 
Ronstar (oxadiazon), the commonly used 
preemergence crabgrass herbicides all have 
pretty much the same mode of action (root 
growth inhibition). But, do not be lulled 
into thinking that because a group of herbi-
cides has the same mode of action that 
performance will be identical. 

We have looked at number of combina-
tions in our research trials and have found 
that the two areas in which tank mixing 
enhances performance are goosegrass and 
broadleafweed control. However, goosegrass 
is not typically a lawn weed. Goosegrass is 
more likely to be found on golf courses and 
sports fields where traffic, compaction and 
moist soil conditions come together. 

That leaves broadleafweed control as the 
area in which lawn care operators can make 
the biggest gains in weed control through 
tank mixing. Applied alone, crabgrass her-
bicides will control winter annual broadleaf 
weeds such as common chickweed, henbit 
and corn speedwell but do not do as good of 
a job on lawn burweed and parsley piert. 
This may be too much hair splitting for 
most contractors but fine-tuning may be 
the future of turfgrass weed control. 

With the appearance of new products 
dwindling, the future may be one of very 
specific prescriptive weed control programs. 
Mixing isoxaben with crabgrass herbicides 
will significantly improve broadleaf weed 
control. Isoxaben is convenient because it 
may be used on warm- and cool-season 
turfgrasses. 

In tolerant warm-season grasses, com-
(continued on page 70) 
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(continued from page 66) 

bining preemergence crabgrass herbicides 
with Princep or Aatrex (atrazine) will en-
hance pre and postemergence broadleaf 
control and provide some postemergence 
control of annual bluegrass. Princep seems 
to be more popular in the transition zone 
while atrazine is used more in the Deep 

A big part of having a plan is scouting and 
mapping the weeds. As you travel to the sites that 
you rnaintainy collect information that will allow 
you to be ready with the correct herbicides and 
plan of attack come treatment time. 

South on St. Augustinegrass and 
centipedegrass lawns. 

H A V E A P L A N . Too often, weed control 
measures are a reaction to a crisis rather than 

part of a well-planned effort. Turfgrass profes-
sionals should spend at least as much time 
learning the conditions that lead to weed 
infestation as they do studying control strat-
egies after weeds become established. 

The value of planning ahead can't be 
underestimated. The old cliche, "failure to 

plan ahead on your part does 
not constitute an emergency 
on my part," applies here. 

A big part of having a 
plan is scouting and map-
ping the weeds. As you travel 
to the sites that you main-
tain, collect information that 
will allow you to be ready 
with the correct herbicides 
and plan of attack come treat-

ment time. Late summer or early fall is a 
good time to make weed surveys. Follow 
the fall survey with a spring assessment to 
observe spring germinating weeds. Put your 
survey data on paper. 

The ability to conduct a useful weed 
survey is dependent on a lawn care 
professional's ability to identify weeds. Skill 
in weed identification is important from 
more than a control standpoint. The first 
question a client is going to ask will usually 
be, "What is that weed?" So, weed identifi-
cation is important in establishing your 
credentials as a professional. 

It is also very easy for contractors to fall 
into a pattern of devising elaborate herbi-
cide strategies, often of less value, instead of 
concentrating on the fundamentals. 

A recent training program for county 
extension agents focused on weed identifi-
cation and how herbicides work and never 
mentioned specific herbicide recommenda-
tions. The feedback was tremendous. The 
message is clear - for maximum control, 
master the fundamentals. (D 

The author is a weed scientist at the University 
of Arkansas, Little Rock. 
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Now there are more reasons to 
get attached to a Steiner. 

What makes the Steiner the hardest working turf tractor you can 
own? Start with unmatched versatility. With 20 available Quick-Hitch 
attachments, including a new V-blade and core aerator, the Steiner does 
the work of up to 20 single-purpose machines. In minutes, it becomes a 
chipper/shredder, snow blower, lawn sweeper, edger. Whatever the 
job, the Steiner gets it done. 

You'll find more compelling reasons behind the attach-
^ ^ ^ ments. One turn behind the wheel tells you that nothing 

moves like a Steiner. Constant four wheel drive and a fully 
articulated frame allow you to tightly maneuver around 
obstacles, while the floating cutting deck follows every 

crease and curve. 
Best of all, the Steiner is designed, 

engineered and built with pride for years of 
dependable service. Find out why, for 

versatility, performance and 
long-term value, people get 
attached to their Steiners. Visit 
your authorized dealer today. 

STEINER 
A turf tractor with a different twist 
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Manufacturers continue 

to perfect the productive 

riding mower as a more 

compact, maneuverable 

machine. Photo: Excel 
Industries 

hen it comes to machinery, Wayne Snyder knows exactly what 
he's looking for. For his predominantly commercial landscape 

company, Early Bird Landscape Maintenance, Kutztown, Penn., 
using the best equipment is the only way to stay ahead of the game. 

"I stick with one type of mower that has proven efficient for the work 
that I do," Snyder maintained, pointing to zero-turn riding machines, diesel 
engines and front-mounted, rear-discharge decks as his favorite features. 

Every landscape contractor has a type of mower he or she favors over another. 
Most of the time the decision is based on the machines productivity on the type 
of landscapes the company maintains. 

As manufacturers continue to improve upon riding mowers by making them 
more compact, more maneuverable and faster, shipments of riding mowers 
continue to increase at a faster rate than their walk-behind counterparts regard-
less of their higher price tags, according to the Outdoor Power Equipment 
Institute. OPEI's November 1998 figures show that shipments of commercial 
riding units increased by 24 percent from 1997 (52,400 units to 65,100 units), 
compared to shipments of commercial walk-behind units, which increased by 
only 7 percent from 1997 (91,140 units to 97,400 units). 

"If you go back to 1984, the intermediate walk-behind was the mainstay of 
(continued on page 74) 

Riding 
mowers are 
increasing in 
sales and 
popularity as 
productivity 
demands drive 
the market. 

By Nicole 
Wisniewski 
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Its a simple fact. To get 

rid of fire ants, you need 

to kill the queen. But 

conventional insecticides may kill 

only worker ants, leaving the queen 

unharmed. That means more ants. 

And more problems. AMDRO® Fire 

Ant Bait is different. AMDRO is 

carried to the queen by worker ants 

who think it is food. Once the queen eats 

it, she and her empire are history. No mixing. No odor. Just fast, effective, one-step fire ant control. No 

wonder AMDRO is Americas number one fire ant bait. With AMDRO, we take the worry out of fire ant 

control. For the AMDRO' Fire Ant Bait distributor nearest you, call: 1-800-545-9525, Ext. 1610. 

Untreated AMDRO Awarda 

Source: Texas A &cM University 

Fire Ant Bait 

Knockout delivery 
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the commercial mower industry and riding 
mowers were primarily used for big open-
space mowing," said Bob Walker, presi-
dent, Walker Manufacturing, Ft. Collins, 

• • • • • • • • 

Colo. "Manufacturers helped this market 
shift from walk-behinds to riding mowers 
with compact zero-turn radius riding mow-
ers. Even though riding units cost more up-
front, their productivity pays for the pur-

chase. Productivity has become the name of 
the game when it comes to purchasing a 
mower. Those who aren't using these units 
or seeing the productivity benefits will be 

left behind." 

SHRINKING IN SIZE. As the riding 
mower becomes more and more 
compact, it also becomes more 
versatile for the contractor, 
Walker said. 

"Compact riders can now fit 
in the same areas only walk-
behinds used to be able to 
squeeze into," Walker said. "A 
riding mower can now do the 
big work and the small work, 
but a small machine can only do 

the small work." 
While 61 inches is still one of the most 

popular deck sizes, more landscape contrac-
tors are looking for more maneuverability 
and similar productivity in a smaller pack-

age, said Rick Cuddihe, vice president of 
sales, Great Dane Power Equipment, Elm 
Grove, Wis., noting that smaller deck sizes, 
such as 48 and 52 inches, are selling quickly. 

"It is similar to the differences between 
driving a boat and driving a sports car," 
Cuddihe explained. "These big three-wheel 
riders with the seat over the back wheels are 
longer machines, and contractors can't fit as 
many of them on a trailer. 

"But compact riders take care of that 
problem without sacrificing productivity," 
Cuddihe added. 

However, for contractors like Snyder 
who only use large, front-mount mowers, 
manufacturers have added features such as 
tilt-up decks to save space and ease mainte-
nance, Walker pointed out. Tilt-up decks 
enable the operator to lift the front cutting 
assembly to a vertical position because it is 
hinged at the back. 

"This feature gives the operator the 
(continued on page 76) 

Every landscape contractor has a 
type of mower he or she favors over 
another. Most of the time the deci-
sion is based on the machine s pro-
ductivity on the type of landscapes 
the company maintains. 
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What other mowers dream of becoming. 

Visiblity and manuverability uill 
increase your productiiity. 
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Series. And it's easy to see why. 
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Dual-Acting Overrunning clutch. 
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tough. Or, you can manually engage 
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The durable, independent hydraulic PTO clutch 
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or 70" side discharge 
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engines are designed to deliver maxi-

mum power with minimum vibration 
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opportunity to clean the mower deck on the 
job, especially in the springtime when a lot 
of wet clippings build up under the deck," 
Walker said. "It also helps compact the 
machine for storage or transport. Contrac-
tors can fit three machines on a trailer 
instead of two because of the extra space the 
tilt-up deck provides." 

Compact riders have only decreased in 
size to 40- to 42-inch decks, said Ken Raney, 
advertising manager, Excel Industries, a 
manufacturer of Hustler Turf Equipment, 
Hesston, Kan. Although that is significant 
and addresses contractors' needs, Raney said 
in some situations, it is still not small enough, 
especially for landscape businesses that have 
primarily residential clients. 

"A typical back yard gate is 36-inches 
wide," Raney stressed. "That's why there 
will always be walk-behinds and that's why 
a contractor should know his business in-

Wm 
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side and out before coming in to purchase a 
mower. If I was a contractor and all of my 
business was residential, I would want a 
zero-turn radius mid-mount because they 
are shorter and can get in and around tighter 

What's a Mower Really Worth? 

No one denies that prices for riding mowers continue to rise, but is the number on 

the price tag where contractors shouold focus their attention when making a 

mower purchase? Mower manufacaturers and equipment dealers continue to 

emphasize the importance of looking beyond a machine's price and realizing 

what its value is to a business. 

"Most contractors tell us that labor is their number one concern, and increasing 

their fleet productivity is extremely important in today's competitive economy," noted 

Rick Cuddihe, vice president of sales, Great Dane Power Equipment, Elm Grove, Wis. 

Here are some supporting calculations about the actual value of a 61-inch riding mower 

with zero-turn capabilities. (Various numbers may need to be adjusted for geographic 

differences. Figures are provided by Great Dane but apply to any manufacturer's unit.) 

• Mowed acres per day: 20 acres at 5 miles per hour 

• Mowed acres per week: 100 acres at 5 miles per hour 

• Weekly gross revenue: $3,800 at $38 per acre 

• Revenue for a season: $114,000 for a 30-week season 

• Revenue for a mower's life span: $570,000 in gross revenues for a 5-year life span 

$456,000 in gross revenues for a 4-year-life span 

Gross revenues do not account for labor, upkeep, fuel, maintenance and are based on 

a 30-week mowing season. Mowing conditions, travel time and number of hours worked 

per day wil l vary. - Bob West 

Most contractors and 
manufacturers would like to 
see improvements on riding 
mowers' mulching features in 
the future. Some of the 
complaints about current 
models include mulchers that 
do not keep up with all the 
grass and catchers that are 
not big enough. Photo: 
Encore 

areas. If I had a commercial business, I 
would want a larger, front-mount unit be-
cause it's more productive than a mid-mount 
in wide open areas, but it won't squeeze into 
tight areas or under low branches." 

Besides size differences, front-mount and 
mid-mount mowers also have weight differ-
ences that influence contractors' decisions 
on which one to use, said Dick Tegtmeier, 
president and CEO, Encore Manufactur-
ing, Beatrice, Neb. 

"The weight on a front-mount is split 
between the drive wheels and rear wheels, 
therefore, weights need to be added over the 
drive wheels to climb hills and have the 
proper pounds per square inch for good 
traction," Tegtmeier explained. "A mid-
mount already has most of its weight resting 
over the drive wheels so weights do not need 
to be added." 

As riding mowers become more com-
pact, they are also being built to move at 
faster speeds, Cuddihe observed. 

"Rather than the typical 6 miles per 
hour, mowers are now going at speeds of 7 
to 10 miles per hour," he noted. "Generally 
speaking, this can provide a better cut de-
pending on the conditions and the depth of 
grass. In lush, green Florida, it's better to 
move slow while mowing, but on Georgia's 
thin grass, contractors want to move faster." 

Another key development for riding 
mower compaction and maneuverability is 
the stand-up riding mower, which has be-
come popular with contractors in the past 
couple of years, according to Raney. 

"They save space and they give operators 
some added visibility," Raney explained. 

(continued on page 78) 



RIDE A WALKER 

After eleven years in business, Arlon and 
Brenda King and their sons, Jared and Jordon, 
reflect on the progress of their company, Paradise 
Environments Inc. in Sun Gty, Arizona: 
"Our company began in 1988 With a handful 
of small residential accounts we purchased from 
another contractor. We enjoyed slow but steady 
growth. Mowing with our 21 -inch walk-behind was 
by far the most time and energy consuming chore. 

66 The Walker has been the 
most profitable investment 
made in our business." 

Whether your business is 
large or small, we invite you 
to join the growing Walker 
Mower family. 

• ( by far the most time and energy consuming chore. 
Many Walker Mowers were used in our 

finest area ' ^ we didn't* have large 
we've enough accounts to justify the cost. As we 

grew, . I realized how much time and 
energy a Walker could save us and 
increase our profits. We purchased a used 

Walker in '94 and I was very pleasantly surprised 
to see how well the Walker performed in small, 
confined areas. I soon realized the Walker can be 
used virtually anywhere it can turn around. The 
Walker has been the finest, most profitable 
investment we've made in our business. We can't 
imagine operating without it."—Arlan King 

For your Free v ideo, ca l l 1-800-828-8130, 
Dept. 027-1. ($3.95 s h i p p i n g charge. 
Visa MC accepted. ) Or send check 
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027-1, P.O. Box 385070, M inneapo l i s , 
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WALKER MANUFACTURING CO. 
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www.walkermowers.com 
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intricate attention to detail, which 
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line: 

• Marking Flags 
• Roll Flagging 
• Barricade Tape 
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with product and distributor information. 
New distributorship inquiries are welcome. 
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(continued from page 76) 

MULCHING VS. CATCHING. One area that 
most contractors and manufacturers would 
like to see improvement on is riding mow-
ers' mulching features. 

"There's still a lot of room for improve-
ment in mulching," Raney said. "I don't 
know if it's physically possible, but the need 
is there. In the spring, a lot of places have 
lush, thick grass, and it costs contractors 
money to haul off the clippings. If someone 
would come out with a better mulching 
system, it would help this problem. Right 
now, there's so much grass that a mulcher 
can't keep up." 

Over the last 25 years, Tegtmeier said he 
has noticed a cycle going back and forth 
between mulching and catching. 

"Several years ago, there was a big push 
to get the grass clippings out of 
the landfills because they made 
up approximately 40 percent 
of the landfills, so everyone 
started mulching," Tegtmeier 
remarked. "Now, contractors 
are catching more. You just 
can't hide a couple of inches of 
grass on a well-groomed look-
ing lawn." 

Scott Evans, president, Scott 
and Company, Bay City, Texas, 
noted that another solution 
could be for manufacturers to 
offer larger catchers. 

"In the fall, I purchased a catcher that 
carries up to nine bushels of leaves and 
grass," Evans said. "It reduced my leaf rak-
ing by approximately 90 percent. I'd like to 
see more manufacturers increase the capac-
ity of their catcher." 

OPERATOR COMFORT. "When you operate a 
mower for 10 to 12 hours each day, you can 
get bounced around a lot," Snyder said. 
"I've noticed that mower seats are getting 
better and better." 

Operator comfort is indeed driving a 
great deal of design, Walker said. 

"Originally, I think contractors were 
happy just to sit down when the riding 
mower was invented, and now they want to 
sit down comfortably," Walker recognized. 

While Snyder is pretty happy with riding 
mowers' current operator comfort, Evans 
said it is only "coming along." 

"The seats could be more comfortable," 

Evans commented. "I'd also like to see cano-
pies for the operators. But manufacturers 
are starting to pay attention to the ergo-
nomics of human beings when designing 
these machines, which is good." 

The introduction of patent-pending in-
dependent suspension also addresses the 
issue of operator comfort, said Bill Shea, 
vice president of sales and new product 
development at Ferris Industries, 
Munnsville, N.Y. 

Independent suspension separates the 
chassis from the back of the cutter deck by 
connecting the rear deck suspension to the 
wheel motor bracket. 

"Taking away the jarring effect of bumps 
will also dramatically extend machine life," 
Shea said. "A short wheel base usually means 

Another trendy especially for com-
mercial landscape businesses, is the 
purchase of an over-sized mower as 
an asset to a contractor s equipment 
fleet. As deck size increasesy hoiv-
every so does the cost of the machine. 

a rough ride. Independent suspension adds 
traction, comfort and speed to the machine 
without sacrificing that base." 

When it comes to operator comfort, the 
focus should remain on the seat, Tegtmeier 
countered. 

"At the point of purchase, it's the seat 
itself that lets the operator know whether 
the machine is comfortable or not," he 
explained. "If it feels good when they sit on 
it and the levers and ergonomics of the seat 
and controls are natural to the operator, 
then that spells comfort. If an owner or 
operator wants additional comfort, he'll go 
buy a higher priced seat." 

BEYOND THE 61-INCH DECK. Another trend, 
especially for commercial landscape busi-
nesses, is the purchase of an over-sized mower 
as an asset to a contractor's equipment fleet. 
According to the 1998 Lawn & Landscape 
Mower Survey, 20.5 percent of respondents 
are using mowers with a deck size in excess 



mowers 

of 61 inches. 
"I remember when the 54-inch mower 

deck was big," Evans said. "Now, it's the 72-
inch deck or bigger." 

Manufacturers have also noticed the 
trend, said Howard Price, president of 
Howard Price Turf Equipment, Chester-
field, Mo. 

"This market is growing as more large 
parks and school districts continue to bid 
out their business to landscape contractors," 
Price said. "Big contractors with big acreage 
to mow will always want a larger deck for the 
added productivity and reduction in labor-
one man and one large riding mower in-
stead of two men and two smaller mowers." 

While the bulk of Price's business has 
always been the 72-inch through 16Vi-foot 
deck riding machines, some companies, such 
as John Deere Turf Care, Fuquay Varina, 
N.C., are just getting into the larger riding 
mower market. 

"In 1999, we're introducing a riding 
mower with a deck size in excess of 11 feet," 
said Mike Koppen, product manager, John 
Deere Turf Equipment. "We've noticed 
through our own research that it is a grow-
ing market. It's not growing as large as the 
zero-turn radius riding mower market, but 

| it's growing." 
" As deck size increases, however, so does 

the horsepower and the overall cost of the 
machine, Koppen said. 

"Although contractors pay more initially 
for a large riding mower, at the same time 
they're immediately reducing the number 
of operators it takes to get a large site mowed 
at the same time," Koppen explained, "and 
people are expensive. 

"Horsepower is also an issue," Koppen 
continued. "As the deck size goes up, the 
required horsepower goes up as well because 
it takes additional horsepower to operate 
the larger machine." 

Snyder, who owns a riding mower with 
a 6-foot deck and two riding mowers with 
12-foot decks, hopes manufacturers will 
continue perfecting larger riding mowers in 
various sizes. 

"I would love to see an 8-foot deck 
machine," Snyder said. "It would have a 6-
foot deck in the middle and two 1 -foot wing 
decks on each side that could be flipped up 
one at a time or together." 

(continued on page 82) 
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Let's face it. The sight of even the smallest weed, bug or plastic flamingo can feel like 

a kick in the gut. That's why we created ProScape® combination products. A complete line of 

homogeneous fertilizers containing the leading pre-emergent, broadleaf weed and pest control 

products to eliminate just about anything that's troubling you. ProScape combination 

products offer a complete choice of formulations, including ProScape 18-2-18 with 

L Dimension® for pre-emergents, ProScape 12-4-8 with Trimec® for broadleaf and 

ProScape is a registered trademark of Lebanon Seaboard Corporation. 



ProScape 20-4-10 with Dursban® for insect control. So you not only get superior 

coverage and control, you get greener, worry-free turf. Call your nearest Lebanon 

Turf Products Dealer. Or 1-800-233-0628. We can't solve every turf problem, but 

we come pretty close. 
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NEAR-FUTURE IMPROVEMENTS. During the 
next couple of years as the emissions stan-
dards become more strict, Walker said it 
will be important for manufacturers to cut 
down on exhaust emissions by using fuel-
injected engines. 

"We're field testing a program on that 
right now," Walker explained. "It's basi-
cally all about adopting automotive tech-

nology and applying that to the lawn mower 
via small, air-cooled engines. In this fea-
ture, the engine is actually operated by a 
computer, which gives the proper air-fuel 
mixture ratio. The computer adjusts for 
the optimum running conditions. There's no 
choke on the engine - just two revolutions 
and the engine will start right up, especially in 
the cold weather. So far, we've noticed that 

the engine throttle response is better." 
If the test program goes well, Walker 

said it will be a feature included on the 
products he is introducing in the year 2000. 

"The fuel savings alone, which we've 

As emissions standards become more strict, 
some manufacturers will find ways, including 
using fuel-injected engines, to cut down 
exhaust emissions on riding mowers in the 
future. Photo: Walker 

tested at 30 percent, will make up for the 
extra cost, which will be about a 5 percent 
increase," Walker enthused. "For contrac-
tors that run their machines an average of 
600 to 700 hours each year, they will save a 
great deal in fuel cost." 

While some future improvements to the 
riding mower are technical, Evans said he'd 
like to see one simple change on riding 
mowers that would bring them up-to-date 
to green industry happenings today and in 
the future. 

"I'd like to see the owner's manual, op-
erating instructions and equipment label-
ing printed in Spanish as well as English," 
Evans stressed. "Eighty percent of the em-
ployees in the green industry are Hispanic. 
It just makes sense. Currently, I have to ask 
my dealer to provide them for me." I D 

The author is Assistant Editor of Lawn & 
Landscape magazine. 

N E W B L U E D O U B L E R ® 

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! 

^ D O U B L E R 
For more information on 

,3/ the all new Doubled, call, write or fax: 
Transitional Systems Mfg. 

P.O. Box 3449, Y u b a City, CA 9 5 9 9 2 
P h o n e : (530) 7 5 1 - 2 6 1 0 • Fax: (530) 7 5 1 - 2 5 1 2 Doubler* is a registered trademark of TSM 

Introducing the EBS 100/200 
Detachable Spreaders 

Fits Most Commercial Mowers, 
Utility Vehicles or Tractors 

• S t r o n g e s t W a r r a n t y In T h e I n d u s t r y 
• J u s t S e c o n d s to M o u n t or D i s m o u n t 
• S t a i n l e s s S t e e l F r a m e 
• H e a v y D u t y P o l y e t h y l e n e H o p p e r 
• R u b b e r S e a l e d E l e c t r i c a l o n / o f f S w i t c h 
• L a r g e C a p a c i t y ( 1 0 0 or 2 0 0 lbs. Fer t i l i ze r ) 

CALL TODAY! 
Lawn Power & Equipment 



The most effective waste reducer and mulch 
producer available - process stumps, logs, brush, 
pallets, railroad ties, wet leaves, construction waste and 
demolition material. 

The most productive, cost effective 
whole tree chippers - towable and self 
propelled 14", 18" & 19" diameter capacity 
chippers. 

Chipper chipbox combo Big log and stump splitter 

BANDIT I N D U S T R I E S . I N C O R P O R A T E D 
6 7 5 0 MILLBROOK ROAD • REMUS, M l 4 9 3 4 0 PHONE: (800) 952-0178 OR (517) 5 6 1 - 2 2 7 0 • FAX: (517) 561 -2273 

| E -Ma i l : b r u s h b a n d i t @ w o r l d n e t . a t t . n e t • W e b s i t e : w w w . b a n d i t c h i p p e r s . c o m 

WHEIM IT COMES TO TREE A N D 
W A S T E PROCESSING E Q U I P M E N T 

COOK TO 

FOR THE BEST AND MOST COMPLETE LINE OF HAND-FED CHIPPERS 

Seven Models of hydraulic feed disc style chippers with 
6" , 9" , 12" & 18" diameter capacities 

Models of conventional Drums 

The NEW Intimidator hydraulic feed Drum chipper 

mailto:brushbandit@worldnet.att.net
http://www.banditchippers.com


Two companies 
confirm that 
aesthetically pleasing, 
low-maintenance 
landscapes are 
conceivable. 

By Nicole Wisniewski 

ppealing, low-maintenance 
landscapes can be a challenge 

for design/build contractors, 
especially for residential clients 

who want the impossible: a no-main-
tenance landscape. 

"There's no such thing as a no-mainte-
nance landscape," confirmed Bill 
Fehrenbach, project manager, The Pattie 
Group, Novelty, Ohio. "Every landscape 
needs some maintenance - no matter how 
minimal." 

The Pattie Group and Dennis' Seven 
Dees Landscaping, Portland, Ore., show 
through two of their residential project de-
signs that asthetically pleasing, low-mainte-
nance landscapes are feasible. 

RETURNING FOR A CHANGE. After spending 
some time away from their home, Ike and 
Laurie Hanawa returned to renovate their 
25-year-old residence and upgrade their ]/y~ 
acre property. One major area of concern 
for the Hanawas was the greenspace sur-
rounding their home. 

Hidden in a dense Douglas Fir forest 
along the Willamett River in Port-
land, Ore., the woodsy area with its 
steep valleys provides a nice, yet 
dark and watery, hideaway. The in-
tense wetness proved a problem for 
not only the home because it was 
located in the low center of the flat 
site, but for the landscape, which 
had become hard to get around be-
cause it was overgrown with decidu-
ous trees and dead, overwatered 
grasses, perennials and annuals. The 
abundant overgrowth shaded most 

(continued on page 86) 

(Top) Before renovation, the Hanawa home 
was surrounded by overwatered, dead 
grasses and plant life. (Left) After the 
removal of dead plant life and the addition of 
low maintenance, flowering broadleafs, the 
Hanawa residence became more manageable. 
Photos: David Papazian 
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Don't get caught 
with your pants down 

V 1 

Don't gamble 
your business on 
antiquated software 

The Lawn & Landscape industry 
is changing. Those who have the 
right computer software will 
survive. The rest... just might be 
caught with their pants down! 

PowepRoute 2000 leads the way 

S o 

• H- . 

Scott Nolen 
President, 
Truly Nolen 

"PowerRoute is a 
powerful 
management system 
that provides easy 
integration of 
virtually every task 
involved in 
managing a pest 
control or lawn 
service business. 
PowerRoute is 
superior technology 
available now!" 

Of America 

Year 2000 issues will start 
showing up January 1000! 

f l L I U l l 

|nl(RI6r 
technologies 

FbwerRoute 
2000™ 

8751 N. 51st Avenue Suite 101 • Glendale, AZ 85302 
433 E. Bay Blvd • Provo, UT 84606 

14158-J Willard Road • Shantilly, VA20151 

Find out what technology can do for you by calling 



(continued from page 84) 

of the sunlight from entering the yard so it 
could not dry up the excess water and feed 
the plant materials. The site was also behind 
on its routine upkeep. 

Refusing to attempt handling another 
high maintenance garden, the Hanawas re-
cruited Dennis' Seven Dees Landscaping to 
alleviate the drainage problems and reduce 

the high amounts of pruning and mowing 
needed on the site to create an aesthetically 
pleasing low maintenance landscape. The 
project was done in two phases. The first 
began in November 1996 to rectify and 
repair site problems and the second began in 
October 1997 to add a new plant pallet. 

It's All InThe 
Way You Plan It 
Q 

| m lite planning is the most important 

part of a low maintenance land-

scape, according to Mike Gilliland, landscape 

architect, Dennis' Seven Dees Landscaping, 

Portland, Ore. His tips include: 

• Identify improvements the site allows 

while minimizing disturbance and cost. 

• Identify and define the goals of the design. 

• Identify hardscape & circulation patterns. 

• Prepare the soil correctly to minimize ad-

ditional ferti l izers and amendments. 

• Define user's notion of low maintenance 

and how much they are willing to do. 

• Identify and integrate any grades that 

need to be added to the design. Do not force 

the grades into forms that increase or col-

lect erosion or storm run-off. 

• If possible, minimize high walls or terrac-

ing for maintained areas. 

STEP ONE: DEMOLITION. After visiting the 
Hanawa residence a number of times to get 
a feel for the surroundings, Bill Sanders, 
landscape designer, Dennis' Seven Dees 
Landscaping, went through various design 
schemes with the Hanawas to make sure the 
plan fit the greenspace to their style of 
utilizing the property and to enhance the 
landscape views from inside the house. 

The first step was to identify the types of 
improvements the site would allow while at 
the same time keeping cost and plant distur-
bance down. The drainage problem was 
obvious due to the pocketing and saturated, 
dead lawn and overgrown plant materials, 
but the actual areas of concern needed to be 
pointed out. Before discussing a garden 
theme, extensive demolition had to be done. 

Overgrown, excess plant varieties, par-
ticularly most of the perennials, annuals 

(continued on page 88) 

KENTUCKY BLUEGRASS 
Libera to r kentuckv bluegrass is proven 

unbeatable .* 

Extensively tested at dozens of sites. 

L ibe ra to r ' s color and density excel when 

cut to fa i rway heights. Its exceptional 

tear resistance is perfect for spor ts turf 

and sod product ion . And in the demand-

ing. hot and humid transi t ion /one , its 

overall pe r fo rmance r anks at the top. 

C o m p a r e L ibera to r to any of the new, 

high-stepping kentuckv bluegrass vari-

eties. In virtually any si tuation youI I 

agree. L ibe ra to r . . . i t 's unbeatable . 

*1996 STEP Trials, liberator; tested as ZPS 2572, 
received the highest score for overall quality, 

all locations, all conditions. 

ZAJAC 
PERFORMANCE 
SEEDS, INC. 

3 3 S I C O M A C R O A D • N O R T H H A L E D O N . N J 0 7 5 0 8 
1 7 5 S C R A V E L H I L L R 0 A 0 SE. PO BOX 6 6 6 • A L B A N Y . OR 9 7 3 2 1 
9 7 3 4 2 3 - 1 6 6 0 • FAX 9 7 3 4 2 3 - 6 0 1 8 • h t i p : / / w w w . z a | a c s e e d s . c o m 



like to show you the 
weeds PENDULUM* controls. 

But they never showed up. 

The reason they never showed up? Because PENDULUM® 
herbicide is a highly effective preemergent turf herbicide. 
Compared to the competition, PENDULUM demonstrates 

a higher level of control across a broader spectrum of weed species. 
With PENDULUM, weeds won't ever see the light of day. 
For the PENDULUM herbicide distributor nearest you, 
call: 1-800-545-9525, Ext. 1676. 

Herbicide Crabgrass Goosegrass Foxtail Poa Annua Oxalis Spurge Henbit Chickweed 

PENDULUM • • • O • O • • 
Barricade8 D O O O • o • • 
Dimension* • O • o • o O O 
Team® • o O o O o NR NR 

Ronstard O • NR o o NR NR NR 

Surflan0 D D D o • O • • 
Level of control O Medium A Medium-High • High NR Not registered 

* Novartis b'" Rohm and Haas Co. c,"Dow AgroSciences d " Rhone-Poulenc 

® Registered Trademark, American Cyanamid Company © 1998 Always read and fol low label directions. The Power of Cyanamid Pendimethalin 



(continued from page 86) 

and all of the vegetables/edibles due to the 
high maintenance needed to keep them 
growing, were removed and the flat site was 
recontoured with properly located mounds 
of soil to channel water away from the house 
and the site. Many of the deciduous trees 
were also removed to let sunlight into the 
site. 

Over time, the site had also developed 
odd corners and 

A dry creek 
with decora-
tive rock 
and grasses 
was added 
as a conve-
nient dis-
guise for the 
technical 
irrigation 
system. 

spaces such as 1-
foot strips of lawn 
that were hard to 
irrigate and main-
tain. When it was 
recontoured those 
spaces were elimi-
nated. 

STEPTWO: DESIGN. 
The major goal of 
the site's redesign 
was to keep it 
scaled and simple. 

The property 
was regraded to ac-
commodate an ex-
tensive irrigation 
system. A dry creek 
with decorative 

rock and grasses was integrated into the 
landscape as a convenient disguise for the 
technical irrigation system and was a low 
maintenance addition because it can be 
easily blown clean. 

For ornamentals, Sanders matched flow-
ering ornamentals, such as the Pierisjaponiea 
variety of rhodedendrons to the clay soil 
where they are known to do well. He also 
matched plants that like wet feet, such as 
Kelseyi Dogwood, in the wet, shady areas. 

The theme chosen for the yard was simi-
lar to a Japanese garden effect because the 
plant pallet included Japanese maples and 
low maintenance grasses. Vinca minor 
groundcover, which keeps weeds out and 
adds color, and bark mulch, which helps the 
soil retain water, were low maintenance 
additions. 

The Hanawas wanted to open up their 
yard to sunlight, yet retain privacy, so Sand-
ers also added low maintenance conifers 
selectively. Dwarf blue spruces added a dif-
ferent color and texture throughout the 
landscape. 

Designing 
The Pattie 

Group gives 

its clients a 

refined, yet 

naturally low-

maintenance 
look. 

( B arl and Lois Lantz had a wooded thicket sepa-
rating their Chesterland, Ohio home from the 
street. The only maintenance they ever had to 

do to the deciduous, natural woods was to occa-
sionally cut back some of the dead plant material. 

Although the area was easy to care for, Mr. Lantz 
wanted something with a more refined look, and 
Mrs. Lantz didn't mind the 150-foot long, 75-foot 
wide area getting dressed up as long as it continued 
to screen the house from the street. 

The Lantzes lived on a 5- to 6-acre property near 
a ravine and a creek. They had been working with 

(continued on page 90) 

The new installation still 
offered some of the 

shielding initially 
present in the landscape 
(top) but also featured 

more color through 
added turf area and 

ornamental plantings 
(below). Photos: The 

Pattie Group 



ABOUT $4,000 A YEAR. 
That's how much you'll save in maintenance costs annually 
on every 2 6 0 Z ! All thanks to 2 6 0 Z exclusives like our 
maintenance-free Gravely X L Spindles™ 
and Tungsten™ carbide coated blades. f A ? 

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

Less downt ime, more mowing time. W h a t ' s it to f j S " " " * ! 
you? S h e e r profit. Visit your Gravely dealer ^ I 

today. O r call 800-GRAVELY to 
TV 

^ L V | get your free 2 6 0 Z video. i{ # 

A DIVISION OF ARIENS COMPANY 
4LL029 



(continued from page 88) 

The Pattie Group since 1990. For this phase 
of their multiphase landscape design project, 
Bill Fehrenbach, project manager, had the 
challenge of designing a low maintenance, 
neat, yet shielding, area. The design was 
done in March 1995 and was implemented 
in April/May of that same year. 

STEP ONE: PREPARATION. The big challenge 
for Fehrenbach was to plan a design that fit 
both of the Lantzes' needs. When getting 
the design approved, Fehrenbach had to 
explain to Mrs. Lantz that the ornamentals 
chosen for the project would grow high 
enough to screen their property and show 

Tired of the 
Same Old Line? 

• Inexpensive • Modular components 
• Fully approved 9 Single top entry access 
• Replaceable seats * Always available 

Discover the line that works every time— 
the Ames line ofhaekflow preventers. 
For our new Ames Irrigation Catalog, 
call 530-666-2493. 

AMES 
F L U I D C O N T R O L S Y S T E M S 

I 4 8 S T a n f o r a n A v e n u e • Post Off ice Box 1387 • W o o d l a n d , Ca l i f o rn ia 9 5 7 7 6 • P h o n e 5 3 0 - 6 6 6 - 2 4 9 3 • Fax 5 3 0 - 6 6 6 - 3 9 1 4 

Mr. Lantz that, at the same time, they 
would act as a tailored, colorful mix of 
plants. Since Mr. Lantz wanted to imple-
ment a lawn area in this section of the 
landscape to give the entire landscape more 
balance, Fehrenbach also had to make sure 
all other parts of the landscape were as low 
maintenance as possible since this area would 
need the most maintenance: regular mow-
ing. 

Since the existing natural landscape was 
not in good shape, 
the first step in the 
demolition pro-
cess was to tear out 
the dead, half-
dead or rotten 
trees. Also re-
moved were the 
trees and orna-
mentals that were 
in the area where 
the lawn or dense, 
screening ring 
that would sepa-
rate the house 
from the street 
was going to be 
added. 

Low main-
tenance 
evergreens, 
which were 
not part of 
the original 
landscape, 
helped to 
provide 
color and STEP TWO: PLANT-

ING. The few 8- _ . 
inch caliper maple t e x t u r e . 
trees that 
Fehrenbach left • • • • • • • 
on the landscape 
acted as a base for the design. Adding Haw-
thorns and Witch Hazels helped to begin 
the screening process. 

These additional trees mimicked what 
was already natural to the area and were a 
low maintenance addition because they grow 
fast enough to fill in the space, yet slow 
enough not to grow out of control. Haw-
thorns are a flowering tree, an addition that 
appealed to Mr. Lantz's idea of a neat and 
colorful landscape. Low maintenance ever-
greens, which were not part of the original 
landscape, helped to provide color through-
out the year and needed little pruning or 
raking of dead leaves. 

Ornamentals chosen to continue filling 
in the screen also had to grow fast enough to 
shield the landscape, yet not grow out of 

(continued on page 92) 

Ames now has a complete line of 
irrigation hackflow prevention 
devices from 1 / 2 " to 12." 
Ames huilds innovative valve 
products that are long on quality 
and short on price! And Ames' 
hack flow products meet and exceec 
all local and national codes, and 
are competitively priced! 



Join PLCAA Today, 
and Watch Your Business 

Grow! 
*By being a member of PLCAA... 
we've increased our bottom-line 

by as much as 20%." 
— D o n Ferguson , D & D Serv ices 

Invest in your success! Join PLCAA 
today and take advantage of 
these valuable benefits: 
• Products and conferences to 

enhance your company's 
professionalism 

• 1 -800 resource hotline and 
association web site 

• Comprehensive members-only 
benefits packase 

• Discounts on a university-
directed certification program 

• Legislative support and updates 
on the issues 

• Subscriptions to informative 
publications 

And Many More.. Join Today! 

V -
• Y E S ! Help me invest in my success. 

Send me information on PLCAA. 
• ALSO...Send me information about PLCAA's Annual Conference 

and GIE, November 12-16, 1999 in Baltimore, Maryland. 
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Company -

Address _ 
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S t a t e / C o u n t r y -
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E-Mail -

Clip & send this coupon to: 
PLCAA, 1000 Johnson Ferry Road, NE, Suite C-135, Marietta, GA 30068-2112 
FAX: (770) 578-6071 / PHONE: (800) 458-3466/(770) 977-5222 

I E-Mail: plcaa@atlcom.net / Web Site: www.plcaa.0r3 
I I 

Professional Lawn Care Association of America 
2 0 Y E A R S O F G R O W I N G L E A D E R S 
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The first step in the demolition process was the removal of the dead, half-dead 
or rotten trees. Also removed were the trees and ornamentals that were in the 
area where the lawn was going to be added. Photo: The Pattie Group 

control or be prone to insect problems so 
that they wouldn't need a lot of mainte-
nance. Those added to the Lantzes' land-
scape ranged in color from whites to yellows 

to greens and included 
Annabelle Hydrangea, 
Cornus Mas (Corne-
lian Cherry, a species 
of Dogwood), Hem-
lock and some for-
sythia. Aggressive, yet 
naturally growing 
groundcover, such as 
Christmas fern, 
cottoneaster (a ground 
covering shrub), sea 
green junipers and 
other types of ferns, 
helped to control 
weeds and fill in lower 
story spaces. 

Sandstone top rock 
was stacked up in lay-

ers to look like natural rock formations and 
acted as a buffer for the beds, retaining the 
soil. 

The lawn, a bluegrass, rye and mostly 

fescue mix, was added. Fescue was the domi-
nant grass in the mix because it grows well in 
shady areas like this one. 

The design scheme used on the Lantzes' 
property is something Fehrenbach calls "tai-
lored natural," somewhat controlled, yet out 
of control - loose, yet together. A landscape 
that is low maintenance, yet aesthetically 
pleasing because it ages naturally and grace-
fully. ID 

THE PROS CHOICE. 
Tuflex offers you a full line of 
tanks to solve your pest control 
problems, big or small. The 
experts at Tuflex carefully 
research and analyze your 
needs and assist you in 
designing and engineering the 
right tank and pump system to 
your specific requirements. 
Anything less would be a 
compromise solution. 
Tuflex is the only manufacturer 
to specialize in seamless 
fiberglass spray tanks built 
specifically for the pest control 
and lawn care industry. The 
exclusive Tuflex process allows 
a full five-year warranty on all 
hand-crafted seamless 
fiberglass tanks. 
Our tanks from 100 gallon to 
1200 gallon are ready to solve 
your toughest challenges. 

1406 S.W. 8th St. 
Pompano Beach, FL 33060 

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

1-800-327-9005 
www.tuflexmfg.com 

http://www.tuflexmfg.com


CALL TOLL FREE NOW 1-888-PICK-SCS 
( 7 4 2 - 5 7 2 7 ) 

Service Communication Software, Inc. Visit us on the web at http://www.pickscs.com 

S-N-G 
E Q U I P M E N T 

C O N T A I N - O S H E L L 
CONTAINMENT POLYETHYLENE SPRAY UNIT 

''The Turf Revolution 
Has Begun!' i / / 

1 -800-874-0253 COMPATIBLE WITH ANY FULL SIZE PICK-UP 
• Contains Spills • Duel Tanks • Equipped with Pump 

No Rust 
Holds 30 Bags 

Duel Tanks 
330 Gallon Capacity 
Keeps Products Dry 

300 Foot Hose 
Electric Hose Reel 

FOOT 
CONTROLLED 

SPREADER 
Mounts to almost anything. 
Best motor in the industry. 

LAWN CAD 2000 
SPREAD K SPRAY 
• Foot Control for ON & OFF 
• Stainless Steel Adjustments 
• Variable Speed Propeller 
• Spreads Span From 6 to 24 Feet 
• Stainless Steel Side Deflector 
• Easy Adjustable Spread Pattern 
• Large Tank Sprays Over an Acre 

http://www.pickscs.com


This simple comparison iauntl 
A little Talstar® controls common lawn pests as well as a lot of Dursban* or diazinon. Talstar label rates 

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

Find out why lawncare operators all over the country have made Talstar 
the fastest rising star in the lawncare industry. Call 1 - 8 8 8 - 2 4 6 - 4 1 2 5 
for Talstar literature and labels. 

Talstar at 1/2 oz. 
per 1,000 square feet 
controls these pests: 
Annual Bluegrass Weevil 

(Hyperodes, Adult) 
Ants 
Armyworms 
Bil lbugs (Adult) 
Black Turfgrass Ataenius (Adult) 
Cent ipedes 
Chinch Bugs 
Cutworms 
Fleas (Adult, Larvae) 
Imported Fire Ants (Adult, Mounds) 
Leafhoppers 
Mealybugs 
Mil l ipedes 
Mole Cricket (Adult, Nymph) 
Pil lbugs 
Sod Webworm 
Sowbugs 
Ticks 

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



tied a sudden rise to the top 

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

-FMC 



Using the correct 

valve for the specific 

needs of the 

irrigation system can 

improve irrigation 

efficiency and save 

contractors 

unnecessary service 

calls to the site. 

Recent 

developments 

in irrigation 

valves have 

made them 

relatively prob-

lem free for 

contractors. 

By Bob West 

hey turn on, and water flows. They turn off, 
and water doesn't flow. 

Okay, maybe that oversimplifies irrigation 
valves somewhat, but it does represent the core 

of their function - to control the flow of water 
through an irrigation system. 

Valves are viewed this basically by many irrigation 
manufacturers and distributors because of the wide-
spread improvements that have taken place in them 
over the last 10 years that have turned them into more 
of a commodity item and driven product prices down. 

"There used to be some junk equipment out there 
that worked until the weather changed or the ground 
shifted a little bit, and then it didn't perform," noted 
Jerry Lewis, owner, Sundance Irrigation Training, Keller, 
Texas. "But that has all found its way off of the market." 

"All valve manufacturers are looking at making 

small improvements to what we're already offering, 
but the next step in valves will probably be a major 
technology leap," observed Laurie Berry, product 
manager, contractor valves, Rain Bird Sales, Azusa, 
Calif. "It may take us to wireless valves or something 
along those lines, but there hasn't been a real innova-
tive leap like that in awhile." 

UNDER CONSTRUCTION. One of the key areas where 
industry observers have seen an improvement in valves 
is in the construction materials used, particularly for 
the valve body. 

"The manufacturers have gone from using PVC 
plastic that can become brittle when it gets cold to 
using glass-filled nylon that's much more durable," 
according to Don Leyn, owner, Irrico Sales, Aurora, 

(continued on page 98) 
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WATCHING OUR NEW 
HO SPRINKLERS IS ALMOST 

HYPNOTIC 

s 
Y O U W I L L SOON FEEL A SUDDEN URGE 
^ T O C A L L Y O U R T O K O D I S T R I B U T O R . 

I Watch our new and improved 3 4 0 Series Stream Rotor0" 

Sprinklers for too long and you'll be mesmerized. Graceful 

fingers of water. Gentle, rain-like drops. But even more 

•,0 spellbinding is this: Our redesigned 3 4 0 Series is easier to 

^ w o r k w i t h t h a n e v e r . T h e n i n e - s e r r i n p a r r t r e e , n o w s t a n d a r d 

Our exclusive Omni™ 
nozzle, standard on 

340 Series Sprinklers, 
allows radius adjustment 

from 15 to 30 feet. 

work with than ever. T h e nine-setting arc tree, now standard, 

lets you customize spray patterns. A higher 4-inch pop-up clears 

tall grass and includes a standard check valve. And matched 

precipitation rate technology ensures accurate, uniform coverage. 

It's reliability and beauty your clients can't resist. Only from 

Toro. You are getting very sleepy. When you see the red logo 

you will feel compelled to call your Toro distributor... 

TORO IRRIGATION m mult i -
s t r e a m 
rotor 
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Colo. "Glass-filled valves will last longer, 
handle higher pressures and are more durable. 

"The PVC construction gets contractors 
in and out of a job cheaply, but it really 
sacrifices quality," Leyn continued. 

The increased durability of the glass-
filled plastic valves has boosted sales dra-
matically in some areas, although even 

the best glass-filled valve can't compare to a 
brass valve for long-term durability. 

"Plastic has taken over our market," re-
lated George Burtch, managing partner, 
Irrigation Station, Houston, Texas. "We 
have relatively low pressure in this area 
because the ground is pretty flat, and plastic 
works for all of our applications. But it's still 

not as durable as brass. If a system gets surges 
up to 60 psi or something like that, plastic 
valves can warp and leak." 

In fact, whereas there used to be a mix of 
plastic and brass valve installations on resi-
dential jobs, improved construction charac-
teristics of plastic valves has shifted the 
market almost entirely in that direction for 
residential jobs. Now, the 1-inch, plastic 
valve is the top selling valve for almost any 
valve manufacturer, according to Don Th-
ompson, director of sales, Storm Irrigation, 

One of the key areas 
where industry 
observers have seen an 
improvement in valves 
is in the construction 
materials usedy 

particularly for the 
valve body. 

Los Angeles, Calif. (Storm Irrigation is the 
new name for West Ag since its acquisition 
of Imperial and the contractor portion of 
Buckner Irrigation in late 1998.) 

"Improving the materials in plastic valves 
means fewer problems in freezing condi-
tions," Thompson observed. "When the 
valves expand and contract with freeze/thaw 
cycles, the bonnet can loosen and leak." 

Dick Greenland, director of marketing, 
Superior Controls, Valencia, Calif., agreed 
that the stronger brass valves have found 
themselves mainly used on high quality 
commercial jobs, municipal installations and 
use in areas of high water pressure. 

"There are a lot less brass valves sold than 
there are plastic valves sold, except in high 
water pressure areas like California where 
most of the pressure is greater than 125 psi," 
Greenland noted. 

In addition, some new valves feature a 
plastic/brass combination construction to 
take advantage of the durability of brass 
while keeping the valve as light and afford-
able as possible. 

(continued on page 100) 

Wh< ' h e n players hit your course, it's only natural that they expect the 
greens to be, well, green. If they're not, it could be time to treat with 
Sprint® 3 3 0 , the iron chelate micronutrient from Becker-Underwood. 
Sprint's strong chelates protect iron availability in soils with pH levels up 
to 7.5 for beautiful, long-lasting green turf. It also brings out the color 
in flowers, ornamentals and shrubs. For easy measuring and mixing, 
Sprint is available in a highly soluble, concentrated powder that offers 
excellent tank mix flexibility with N P K and plant growth regulators. 

Sprint: it's a different kind of colorant from 
the color experts at Becker-Underwood. 

BECKER 
UNDERWOOD,nc 

: : : : ' THE COLOR OF INNOVATION ™ 

1 - 8 0 0 - 2 3 2 - 5 9 0 7 
w w w . b u c o l o r . c o m 

Always read and follow label directions. 

http://www.bucolor.com


It's not Magic 
It's Modular. 

Hunter ICC 
Controller 
Upgrades from 
8 to 48 Stations 
in Minutes. 
Take a look at the next generat ion in i r r igat ion cont ro l systems -

Hunter's "universal" ICC. It quick ly expands f r om 8 to 48 stations w i t h 

easy, snap-in modules. Now a single cont ro l un i t can handle all residential 

and inst i tut ional jobs. That means installers and dist r ibutors can t r im 

inventory. And still have the benefi ts of a h igh-per formance p roduc t w i t h a 

full range of professional features. See the ICC at your local d is t r ibutor today. 

Use Hunter's'universal" ICC Controller on 
all residential sites... 

Save installation time and reduce inventory 
with easy snap-in modules. 

Hunter 
The Irrigation Innovators 

and on all institutional jobs up to 48 stations. 

Call t o d a y for a f ree c a t a l o g 8 0 0 - 7 3 3 - 2 8 2 3 or see H u n t e r at w w w . H u n t e r l n d u s t r i e s . c o m 

USE READER SERVICE # 1 0 6 

http://www.Hunterlndustries.com
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ALL TOGETHER NOW. Another key construc-
tion improvement commonly applauded is 
the encapsulation of the solenoids and what 
this has meant for maintenance issues. 

"I think all of the manufacturers use 
encapsulated solenoids now, which makes 
them much easier to service," related Leyn. 
"It used to be that the contractor would 
remove the solenoid and would lose the 
spring or plunger in the valve box. Now, 
everything is built together, and the dia-
phragm comes off with the bonnet, so that's 
not a problem." 

"Solenoids also used to corrode much 
more, but encapsulating them has fixed 
these problems," agreed Burtch. 

"In addition, the diaphragms don't tear 
like they used to," added Leyn. 

PRESSURE REGULATION. It's pretty unlikely 
that too many irrigation systems will have 
the exact same water pressure variables at 

(continued on page 102) 

Valves for Dirty Water Applications 
f you're working on sites where the 
primary water source is lakes, ponds, 
streams or effluents, it's very likely 

that you deal with "dirty" water. Since the dirt 
and debris from this kind of water can choke 
an irrigation system, picking the right equip-
ment is vital - and nowhere is this more vital 
than in the selection of the correct remote 
control valves. 

When you select a remote control valve for a 
dirty water application, make sure it has filtra-
tion features incorporated into the valve by 
the manufacturer. This is very important, be-
cause not all valves have filters and the area 
on top of the valve diaphragm and the solenoid 
area is extremely susceptible to damage from 
fine particles of dirt and debris. One method for 

filtration that manufacturers employ to prevent 
dirt from contaminating the valve and interrupt-
ing operation is the "self-flushing" screen. 

A filter or screen that is self-flushing prevents 
water containing dirt and debris from entering 
the top of the diaphragm and the solenoid. Lo-
cated on the bottom of a valve's diaphragm or 
inserted into the side of the valve body with a 
tube connected to the base of the solenoid, the 
screen or filter is positioned in the water stream 
running through the body of the valve. The water 
flow continuously flushes the filter screen, dis-
lodging particles and debris before they can ac-
cumulate and clog the filter. - Harold McKinney 

The author is commercial valve product 
manager for Hain Bird Sales, Azusa, Calif. 

r Make short work of large rolls n 

L 

SPI 2430 Ride-On Sod Installer 
Eliminate back-breaking hand 
installation with Brouwer's finest 
self-propelled sod installer. Not 
only does it install large rolls 
24" and 30" wide and up to 100 ft. 
long, the SPI 2430 transports rolls 
to the installation area at up to 
7 mph.The three-wheel tire design 
provides tight, responsive 
maneuvering while preventing 
damage on soft turf conditions. 

Rollmate 2430 Walk-Behind 
Sod Installer 
The Rollmate 2430 is the 
durable, low-priced choice in 
a walk-behind sod installer. 

It's light and easy on turf, highly 
maneuverable,and surefooted on 
slopes. It has a roll capacity of 24" 
and 30" wide. It efficiently 

Rollmate 2430 Walk-Behind Sod Installer 

handles net-wrapped sod. And, 
like the SPI 2430, it's built to 
provide years of dependable 
service. For short work of large 
roll installation, go with a 
Brouwer sod installer. 

Nobody cuts it like Brouwer 
SPI 2430 Ride-On Sod Installer 

289 N. Kurzen • PO. Box 504 • Dalton,OH 44618-0504 • 330-82&0200 • Fax 330-82&1008 • www.brouwerturf.com j 

http://www.brouwerturf.com


You can spot the professionals 
by the work they do,.. 

• * * J 

and the tools they use. 
When you see LESCO Commercial-plus™ 

equipment on the job, you know a profes-
sional is at work. That's because the 
complete line of LESCO equipment is 
designed and built to meet the demanding 
requirements of landscape professionals. 
Rugged and reliable, this equipment 
minimizes maintenance costs and down-
time. And it's engineered to reduce opera-
tor fatigue, so more gets done in a day. 

You'll find everything you need at 
LESCO. A full line of mowers including 
walk-behind rotaries, outfront riders, a 
zero-turn series and small trim units. As 
well as the most complete line of spreaders 
in the industry...rotary, pendulum and 
drop styles. 

And LESCO has sprayers ranging from 
the smallest hand-held variety to the 

versatile backpacks on up to 300-gallon 
tank units. There's also a renovator that 
de-thatches, slices and seeds in one opera-
tion and a series of aerators in both walk-
behind and pull-behind models. And that's 
not all. LESCO also offers a complete line of 
hand-held power tools, blowers and truck 
vacs. 

A great selection backed by incomparable 
service and convenience. No wonder LESCO 
Commercialplus equipment is the choice of 
professionals everywhere. Stop by your 
nearest LESCO Service Center® today and 
see the selection for yourself. Or call 
800-321-5325 . 

G R O W W I T H U S J * 

Circle 159 on reader service card 
LESCO is a registered trademark. Commercialplus and Grow With Us are trademarks and LESCO Service Center is a registered service mark of LESCO. Inc. 
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play in them, which has spurred develop-
ment of pressure regulating valves. 

"Everyone can identify with a system 

Some manufacturers 
have developed low 
flow features in their 
valves, thereby en-
abling the valves to 
shut off regardless of 
the flow level. 

that needs pressure regulation because we've 
all driven by houses or office parks where 
there's an irrigation fog over the lawn," 
noted Rick Fields, national sales manager, 
Zurn Wilkins, Paso Robles, Calif. "That's a 

sure sign of a problem with the pressure, and 
that can be an extremely damaging problem 
for the valves and the heads." 

Fields estimated that as much as 90 
percent of the systems that should use pres-
sure regulating valves don't because con-
tractors don't understand them properly. 

"Using pressure regulating valves elimi-
nates callbacks and delivers better irrigation 
coverage for the client, and it's a relatively 
inexpensive addition to a system," he noted. 

"Water flow usually fluctuates coming 
from city main lines, and the regulators can 
be set so the water that is coming in at 60 psi 
or 40 psi is going out of the valve and 
through the system at 10 psi," noted Th-
ompson. "These valves are getting to be 
considered more standard, especially on 
commercial applications." 

"Pressure regulating valves are also good 
for systems running over elevation changes 
or with fluctuations from the inlet pres-
sure," commented Greenland. "Here, the 

valves maintain a constant downstream pres-
sure, which designers like so they know 
what they'll be working with." 

Pressure regulating valves can be of par-
ticular importance in systems with multiple 
application heads, such as sprayheads, ro-
tors and low-volume irrigation. 

"Contractors have to make sure they 
control the flow of water to fit the applica-
tion conditions on the site," noted Burtch. 

In addition, some manufacturers have 
developed low flow features in their valves, 
thereby enabling the valves to shut off re-
gardless of the flow level. 

"If the flow is lower than a manufacturer's 
recommendation for a valve, then it's pos-
sible that valve won't be able to shut off," 
observed Greenland. "Some new valves can 
shut off no matter how low the flow is." 

INSTALLATION ISSUES. Despite the numer-
ous structural improvements to the valves, 

(continued on page 104) 

V - 2 0 0 V - 3 0 0 

M A N Y SIZES A N D STYLES AVAILABLE 

SPRAYING 
EQUIPMENT 

P O Box 8 , Le Roy, N Y 1 4 4 8 2 
8 0 0 - 7 0 6 - 9 5 3 0 7 1 6 - 7 6 8 - 7 0 3 5 FAX 7 1 6 - 7 6 8 - 4 7 7 1 

Financing Available 

Turf Massage 
Gandy core and slice aerators and 
Gandy single unit and gang rollers are 
designed to provide turfgrass with that 
special care. Gandy professional aeration 
tools feature independent aerator wheels 
that follow the ground contour. Wheels 
can be changed from coring spoons to 
slicing knives to reduce thatch build-up 
and soil compaction. Models are designed 
for 3-pt hitch, Cat. I tractors. 

Four sizes of rollers are available. Six-foot and 12-foot 
gangs are used on fairways and sod farms. All have quick-
flip handle/hitch conversion and grease fittings on 
replaceable axle bearings. Every unit built by Gandy proves 

that good old 
fashioned quality still 
exists. 

800-443-2476/507-451-5430 
www.gandy.net 

http://www.gandy.net


Nitroform:. .In a Class By Itself 

* • • • • • ' 

for the life of the soiV 

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

We have been using N I T R O F O R M 9 in our 
RegalStar* II because it feeds the microbes to 
increase microbial activity and gives an immediate 
response for root development. No other N source 
can promote: 

• Season-Long Feeding 
• Increased Microbial Populations 
• Vigorous Rooting 
• Reduction of Thatch 
• Production of Humus 
• Protection of Groundwater 

Jim King 
President and CEO 

Regal Chemical 
Company 

Bill Womac 
CGCS 
Dunwoody 
Country Club 

The proof is in the picture. Location: Dunwoody Country Club, Dunwoody, 
GA. The plug on the left was taken out of the rough where urea-based 
fertilizers were applied. There was very little build-up of humus and 
an excessive amount of thatch, versus the plug on the right, where 
RegalStar* II with Nitroform" was used, which shows a build-up of 
humus, vigorous roots, no thatch and greener healthier turf. 

Microbial activity and root growth are 
the foundations of building healthier plants. 

If you would like more information on 
RegalStar® II and NITROFORM®, give me 

a call, Jim King at 7 7 0 - 4 7 5 - 4 8 3 7 

N u - G r o T e c h n o l o g i e s , I n c . 
2 6 8 0 H o r i z o n D r i v e S E , S u i t e F 5 
G r a n d R a p i d s , M i c h i g a n 4 9 5 4 6 
1 - 8 8 8 - 3 7 0 - 1 8 7 4 

"Iye re now in our I Sib season 
using ileffylStar / / wUhNHroform; ami Wp 
use Ibis fertilizer combination because we get 
excellent results ami value. Our members ex/feci 
and gel the besl playing conditions /possible/' 
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CXwCS Dunwoody Country ( Inb 
Wiwwoody, (wA 
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manufacturers and distributors noted that 
contractors' failure to educate themselves 
properly on the various products, their ap-
plications and recommended installation 
techniques can result in poor performance. 

"I would bet that less than 20 percent of 
the contractors fully understand what is on 
the market in terms of valve products and 
why certain changes have been made," ad-
mitted Leyn. "Most contractors simply buy 
what their distributor sells them, which has 
made price a huge issue right now." 

"The more seasoned contractor will take 
a harder look at valves than someone just 
trying to grow a business," agreed Thomp-
son, noting that installation problems are 
more prevalent on the residential jobs 
handled by smaller, growing contractors. 
"That's because the seasoned contractor has 
learned from making mistakes, and he or 
she knows that having a problem with a 
valve means you have to go out and dig it up, 
and no one wants to do that." 

"We need the same education effort that 
has taken place regarding backflow preven-
tion devices to occur with valves now," 
added Fields. 

One example of a common installation 
problem Thompson encounters is a 
contractor's failure to use waterproof wires 
coming off of the valve, particularly on 
residential jobs. 

"There has to be waterproof wires in that 
valve box," Thompson emphasized. "Black 
tape with a twist on attacher doesn't cut it, 
because once that box fills up with water it 
will short out the line. But the contractor 
won't know what is causing the problem 
unless there's a sophisticated controller on 
the system. 

"The other problem we see quite often is 
when contractors apply too much glue and 
primer to the end of the piping and cause it 
to plug up the internal bleed valve and keep 
the valve from draining," Thompson added. 
"The valve itself works just fine, but if the 

bleed gets plugged up, nothing will work." 
Another common installation mistake is 

to not properly support a valve from under-
neath it within the valve box. 

"The valve should always be installed at 
the proper depth, and contractors should 
put some gravel beneath the valve in the box 
so it's less likely to end up under water," 
Lewis noted. 

Lewis also recommended contractors 
leave an extra 2 to 4 feet of wire neatly coiled 
up in the valve box to give themselves room 
to cut if it's ever necessary to work on the 
solenoid. 

"Basically, the installation requirements 
are all there from the manufacturer," com-
mented Lewis. "If a contractor can't meet 
the minimum requirements, then the con-
tractor is responsible for the system's failure 
and making the necessary callbacks." [Q 

The author is Editor 0/Lawn & Landscape 
magazine. 

"THE TOUGH ONES" 

SC-18 Sod Cutter 
• Polyurethane vulcanized drive wheels. 
• Drive and blade controls on main handle. 
• Changes into a 12" cutter in minutes. 
• 5.5 H.P. Honda OHV engine with centrifugal clutch. 
• Twist grip throttle that will automatically go to 

idle and stop machine movement when released. 
• Roller, ball, and bronze bearings on all friction 

points. 
• Easy load/unload trailer available. 

TR-20 Turf Rake (Not Shown) 
• 5.5 H.P. Honda or 5.0 H.P. Briggs engines. 
• 20" dethatching width. 
• 5 position height adjustment. 
• Handle will fold to fit into vehicle. 

TA-19 Turf Aerator 
• One-piece 3/16" plate frame. 
• Removable 50 lb. weight bar. 
• Protection guard to keep cores away from chain. 
• 4.0 H.P. Honda OHV engine. 
• User friendly controls. 
• 3/4" heat treated tines. 
• Front wheel posi-traction drive. 
• Fits through a 30" gate. 

TA-26 Turf Aerator (Notshown) 
• Larger, more stable on sloped areas. 
• Gives 40% more production than the TA-19 aerator. 
• Fits through a 36" gate. 

TS-20 Turf Seeder (Notshown) 
• 20" seeding width. 
• 1/8" cutting blades on 11/2" centers. 
• Seed box will not dent or rust. 

MANUFACTURING, INC. 
BUILDING EQUIPMENT FOR OVER 20 YEARS 

1403 So. Pine Industrial Road, Norfolk, NE 68701 Telephone (402) 371-2294 FAX (402) 371-3602 



Contractors Rate Rain Bird #1 In Product Performance 

We're looking ahead. With eight new reasons contractors 

will continue to rank Rain Bird® #1 as their irrigation 

manufacturer of choice.* 

• E Class Controllers - The new wave in residential 

controllers offers 3 independent programs for flexible 

irrigation control. Virtually maintenance free. 

• 300 BPE/BPES (3") Valves - Unique hybrid, brass/ 

plastic construction for long life and trouble free 

performance under harsh conditions, including 

master valve applications. 

• More DV Series Valves (male x male and male x barb) -

New configurations to reduce fitting cost and save time. 

• High-Speed Falcon4 Rotors - Fast rotation is ideal for 

quick wet-down of clay courts and sports turf infields. 

• T-BirdTREE™ Rotors - Sets standard in convenience, 

performance and versatility with 6 standard and 6 low 

angle nozzles. Optional rubber cover. 

• UNI-Spray" - Affordable, compact spray head with 

pre-installed, improved 10', 12' and 15'VANs, adjustable 

from 0° to 360°. Saves time and money. 

• Variable Arc Nozzles (VANS) - New 10', 12' and 15' 

nozzles provide easy arc adjustment from 0° to 360° 

with extra flexibility for standard and irregular areas. 

• Small Radius MPR Nozzles - Two new short range 

nozzle series for small areas. 5' series great for medians, 

shrubs or turf, and improved 8' series offers lower water 

flow for more sprays on the line. 

Eight new reasons - see the new 1999-2000 Turf Catalog 

for more - available at your Rain Bird Distributor or our 

web site http://www.rainbird.com. 

*Based on an independent study of 1200 contractors 
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E CLASS CONTROLLERS 

300 BPE/BPES (3") VALVES 

DV SERIES VALVES 

HIGH-SPEED FALCON ROTORS 

T BIRD TREE ROTORS 

UNI-SPRAY™ SPRINKLERS 

g i 
VARIABLE ARC AND 

SMALL RADIUS MPR NOZZLES 

http://www.rainbird.com


By Angela Dyer 

There are 
several 
criteria that need 
to be factored 
into any fertilizer 
selection. 

s defined, fertilizer is a substance intended tp improve the quality or 
quantity of a plant's growth. Some might guess there are only a few 
decisions to make when using fertilizer. Actually, selecting and 

applying fertilizer is not quite as easy as this definition makes it sound. 
Many factors should be considered in choosing the right fertilizer 

for a specific use, including the type of turf, the climate, the location and 
the time of year, just to name a few. Not to mention the fact that 

contractors have a choice between liquid and dry fertilizers. 
When all of the variables have been considered and the correct choice is 

made, fertilizer can do great things for turf, such as improve its color, make the 
leaves grow larger and lessen the chance of insect and disease infestations. If 
fertilizers are incorrectly applied, however, they can burn or damage the turf. 
This is exactly why it is critical for contractors to have the knowledge needed to 
choose the perfect fertilizer. 

PURCHASE POWER. An extensive list can be created of factors that are important 
in making the right fertilizer purchase. However, many contractors and manu-
facturers agree on a few of the basics. 

"The first thing is to determine what you want the fertilizer to do," said Tim 
Lacy, director of sales and marketing for Pursell Technologies Inc., Sylacauga, 
Ala. "Do you need a slow release? Do you want a fast release?" 

He added that several products are available to meet feeding requirements 
once these requirements are established. For example, sulfur-coated ureas can 
last six to eight weeks. For 10- to 12-week applications, methylene ureas work 
well. For contractors who want an application to last beyond 12 weeks, they 
should consider a polymer product. 

Ray Buckwalter, product manager for Lebanon Turf Products, Lebanon, 
Pa., expanded on this idea by explaining that contractors should know what is 

106 FEBRUARY 1999 • LAWN & LANDSCAPE www.lawnandlandscape.com 

http://www.lawnandlandscape.com


82-0-0 Anhydrous Ammonia 

20-0-0 Ammonia Solution 
ADVANTAGES: Easy to apply. 
DISADVANTAGES: Uneven distribution and losses in irrigation water with some 
systems and sprinklers. Possible toxicity can be very hazardous to the applicator. 

21-0-0 Ammonium Sulfate 
ADVANTAGES: Minimal leaching loss, easy to use, safe to handle and sulfur 
boost if needed. 
DISADVANTAGES: Delayed availability during nitrification and has a high loss 
potential on calcareous soils if it is not incorporated into the soil. 

33-0-0 Ammonium Nitrate 

16-20-0 Ammonia Phosphate-Suifate 

15-0-0 Calcium Nitrate 

46-0-0Urea 

16-0-0 Sodium Nitrate 
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required for a specific 
turf through soil test-
ing. "Know the turf you're applying the 
fertilizer to," he explained. "Another im-
portant consideration is the environmental 
conditions such as the time of year and the 
climate." 

Buckwalter also added that it is necessary 
to consider the value of the fertilizer as well. 
A good slow-release nitrogen is a critical 
part of making a choice. "A lot of contrac-
tors are now realizing they can get more 
bang for their buck with a slow release." 

These sentiments were echoed by Trey 
Curry, technical service representative for 
Terra Industries, Sioux City, Iowa. "You 
have to know what percent is slow release. 
This way you won t have to worry about 
later applications." 

Another point regularly mentioned was 
the uniformity of a fertilizer. 

"Uniformity is very important," declared 
Wayne Horman, marketing manager for 
seed and turf, Scotts, Marysville, Ohio. "A 
blended fertilizer would have four compo-
nents. When you spread the fertilizer it has 
to have an equal amount of particles over a 
square foot so it's all the same. If not, 

Photo: Pursell Technologies 

News on Nitrogen 

ADVANTAGES: Same as with Ammonium Sulfate but also has a Phosphate con-
tent where needed. 
DISADVANTAGES: Same as with Ammonium Sulfate and carries a higher cost. 

ADVANTAGES: Calcium is beneficial to acid and sodic soils. Has immediate 
availability with little to no volatilization losses. 
DISADVANTAGES: Clumps in moist or humid weather and is susceptible to leaching. 

ADVANTAGES: Easy to use and very quick availability. 
DISADVANTAGES: High loss potential if not incorporated or watered in. 

ADVANTAGES: Immediate availability. 
DISADVANTAGES: Sodium is detrimental to soils. -Angela Oyer 

different areas of the turf will get different 
nutrients. It's possible to mask this if the 
turf has all the same color, but the nutrient 
levels in different areas will not be equal." 

For this reason, Charlie King, president 

of King Green, Flowery Branch, Ga., ex-
plained that it's crucial for contractors to 
look for uniformity of granular size with dry 
fertilizers before making an application to 
ensure a consistent application. 

Nitrogen has been studied and used more than any other nutrient, ac-
cording to the Greensmiths, Frisco, Texas. Because nitrogen is im-
portant in the manufacturing of chlorophyll, new plant growth is vir-

tually impossible without it. Several nitrogen sources are available to choose 
from, and a few key advantages and disadvantages of each follow: 

ADVANTAGES: Easy to apply and little danger of leaching. 
DISADVANTAGES: Uneven distribution and losses in irrigation water with some 
systems and sprinklers. Possible toxicity can be very hazardous to the applicator. 

ADVANTAGES: Minimal volatilization loss potential and works well in colder weather. 
DISADVANTAGES: Some volatilization loss on calcareous soil if it is not incor-
porated into the soil. 
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Be fo re y o u r bus iness c a n b r a n c h o u t in n e w d i r e c t i o n s , 

y o u n e e d a p a r t n e r w h o ' s w i l l i n g t o l o o k o u t f o r y o u . 

A n d n o o n e f i ts t h a t d e s c r i p t i o n b e t t e r t h a n Case . W e 

w o r k t o g e t h e r w i t h y o u t o f i n d e x a c t l y w h a t y o u n e e d 
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ertilizer 
(continued from page 107) 

CHANGING COURSE. With the different tem-
peratures throughout the year, the consen-
sus with contractors and manufacturers is 
that it is critical to change fertilizers de-
pending on the time of year. Occasionally, 
another reason to change fertilizers can be 
the property a contractor is servicing. 

"As a general rule, liquid fertilizer is used 

in the spring and fall when incorporating 
broadleaf weed control," King noted. "Dry 
fertilizer is used for summer and fall. With 
this we can get a higher analysis with con-
trol-release nitrogen for less money." 

Higher analysis formulas, according to 
Lacy, mean that the ratios of nitrogen (N), 
phosphorus (P) and potassium (K) - listed 

in that order on fertilizer packages - are 
higher and therefore are packaged with less 
non-productive carrier material. For ex-
ample, a fertilizer with an ratio of 30-3-10 
would have a high analysis of nitrogen 
(30). 

Northern Lawns, Omaha, Neb., uses a 
high-percentage, slow-release formula early 
in the season, according to Dale Amstutz, 
president. "For the fall, we use a winter fer-
tilizer application. Once the grass has quit 
growing, we need a quick-release formula. 
This is also called a dormant fertilizer." 

A major consideration for many con-
tractors is the amount of nitrogen needed at 
different times of the year. For Daryle 
Johnson, president of All American Turf 
Beauty, Van Meter, Iowa, crabgrass preven-
tion is important in the spring and broad-
leaf weed control is necessary in the fall. 
"We use a granular fertilizer for a late fall 
application and we use something with more 
insect control in the summer months," he 
explained. 

Curry also recommended considering 
the amount of nitrogen applied at various 
times of year. A blend with a high nitrogen 
percentage is useful in the spring for leaf 
growth, while in the late summer and early 
fall it may be more beneficial to use some-
thing with more potassium. This helps 
harden the grass and prepare for winter. 
Then in the spring, this helps fend off 
diseases. 

According to the Greensmiths, Frisco, 
Texas, a multi-service company specializing 
in finding solutions to problems with soil 
and water, potassium is essential to the 
manufacturing of sugar, starches and pro-
teins in plants. When potassium isn't avail-
able to turf, leaf margins and tips can begin 
to turn brown and curl. 

"In almost any application, you need to 
look at the 1-1 ratio of nitrogen to potas-
sium. Now, researchers are finding that 
potassium leaches out quickly, so they are 
pushing for higher levels of potassium so 
that once it leaches enough remains to be 
effective in the ratio," Lacy said. 

Lacy added that phosphorus is generally 
applied in the springtime because winter 
weeds germinate around August or Septem-
ber and a fall phosphorus application would 
enhance this germination. 

(continued on page 112) 
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(continued from page 110) 

Expanding on Lacy's comments, Currv^ 
explained that phosphorus also aids in root 
system development, if a contractor is plant- > 
ing from seed. 

In addition, phosphorus, according to 
the Greensmiths, assists in the aging of 
tissues and stimulates root growth. A phos-
phate deficiency will primarily affect the 
root areas of turf grass. 

Other than the time of year, there are 
occasionally other variables influencing fer-
tilizer choice, such as the property and its 
specific needs. 

"We use nearly the same blends on all of 
the properties," Johnson explained. "Some 
large commercial properties that are several 
acres, like a football field, may need some-
thing different because of different traffic. 
They also don't need to look as good as a 
home lawn, and we have to follow budget 
restraints with different properties." 

King echoed Johnson, "We use the same 
blend as a general rule. We've got a standard 

The Liquid Alternative 
ven though liquid fert i l izers may not be a contractor's number one choice, they do 
have some notable strong points, 

According to Trey Curry, technical service representative for Terra Industries, 
Sioux City, Iowa, liquid fert i l izers can be tailored to specific applications, "Some 

are high in nitrogen and some are slow release. They've got as much flexibil i ty as with dry 
fert i l izers if contractors look for i t . " 

"Many available liquid fert i l izers are soluble with four- to six- week feeding periods," 
explained Tim Lacy, director of sales and marketing for Pursell Technologies Inc., 
Sylacauga, Ala. "For contractors who want to go back to the property several times, that 
works well for them." 

"In the summer, in the southern U.S., you lose a lot of liquids due to burning," Lacy 
added. "Contractors should usually go with a granular in the summer in the Sun Belt. The 
burn potential is definitely higher wi th liquids although it is less expensive." -Angela Dyer 

product for each turf, but special circum-
stances dictate when we need something else." 

Some commercial properties need a high-
percentage of slow-release fertilizer, accord-

ing to Amstutz. Sometimes this enables 
contractors to get by with less labor and 
fertilize only once a year. 

"You could fertilize a home lawn once a 

I I 
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season,\but that woulcf be an expensive 
application and most homeowners don't 
want to do it this way,* Amstutz added.. 

v a 

POPULARITY CONTEST. With all of the avail-
able options today, there are a few fertilizer 
blends that manufacturers have found to be 
especially popular. 

Fertilizers coated with preemergent her-
bicides are popular now nearly all across the 
country, according to Lacy. Canada and 
Michigan are the only exceptions because 
their season is short so there are not a lot of 
grassy weed problems to contend with. 

"Most small contractors use preemer-
gent fertilizer combinations for the labor 
savings," Buckwaltersaid. "It used to be that 
there were two steps needed in order to 
apply the fertilizer and the preemergent. 
Now, with the combinations, it's one step 
that saves time and money." 

Other trends gaining popularity include 
a higher interest in potassium fertilizers. 

^H^^is more popular now in the land-
cape market," Buckwal|y^*lded. "Potas-

sium make* the turf more resiliqpt. It makes 
it stand up a little better. F ^ years, 4-1-1 
ratios have been used. Now, <we are seeing 
ratios where nitrogen and potassium are 
more equal." 

A nitrogen to potassium ratio of 2-1 is 
popular right now, according to Horman. 
He added that a 31-3-10 application is still 
popular for spring and fall applications. 

"Someone who wants good color but 
doesn't care as much about growth may 
choose a 22-0-6 or 22-3-11," Horman said. 

"A good starter blend in the spring is 
somewhere around a 14-22-14," explained 
Lacy. "This is higher in phosphorus, which 
is helpful in seeding. It's also important to 
have magnesium in a starter fertilizer to 
enhance germination." 

Lacy added that during the fall, a 15-0-
30 blend is very popular. 

With so many options available, it is no 

wonder that fertilizer prices have dropped 
over the past several years. 

"Pricing over the last 10 years has come 
way down because of all the competition 
out there," Lacy declared. "If I had to look 
in a crystal ball, I would say that prices may 
go up again with all of the consolidation 
going on in the fertilizer industry. But right 
now, it is as inexpensive as I've ever seen." 

Other factors can affect price, including 
the amount of filler a manufacturer adds to 
their formula. "Some companies put fillers 
in the fertilizers and others use only pure 
nutrients," Lacy explained. "They will charge 
more money for fertilizers with pure nutri-
ents instead of filler." 

A fertilizer price may also be higher if it 
is a slow-release formula, according to Lacy. 
A slow-release will last longer between ap-
plications, making it more expensive. [D 

The author is Assistant Editor of Lawn & 
Landscape magazine 
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Winning 
T&O 
Service 
Tech 
magazine, 
a sister 

publication 
of Lawn 

& 

Landscape, 
honored 
the 
following 
two 
industry 
stars as 
its first 

ever 
Technicians 
of the 
Year. 

James Gorton 

Landscane MaintenanceT?«hnician of the Year: 

T echnicians are an integral component to a green industry organization and 
deserving of recognition for their dedicated work. For this reason, T&O 
Service Tech honored its first-ever Service Technicians of the Year with 
winners for landscape maintenance and chemical lawn care technicians. 

James Gorton, The Groundskeeper, Tucson, Ariz., the 1998 landscape 
maintenance category winner, was chosen in part based on some comments 

from his supervisor and branch manager, Glen Killmer. 
"His personal commitment to further education has proven a great asset to 

the company," Killmer stated. "James is always willing to take on new ^ 
projects with a positive attitude, and he portrays this attitude to his 
employees, peers, superiors and customers. He excels in all aspects of the J 
job from customer satisfaction to technical service to being a leader." 

Gorton, a nine-year veteran of the company, started out as a criminal ^ 
justice major in college, and it was really by accident that he ended up ™ 
in the green industry. 

"I got bored with that major, so I started working at a golf course 14 * 
years ago and loved it," Gorton commented. 

Gorton has come a long way since then. He started at The Groundskeeper 
as a laborer. Now, he has moved up to maintenance supervisor overseeing 20 
people in the winter and as many as 30 in the summer. These workers consist of 
maintenance crew leaders, crew members and a turf management team as well. 

"James does the scheduling of routes, orientation and training of employees," 
Killmer noted. "He also handles quality assurance issues and customer relations. 
About 60 percent of his time is spent in the field." 

While Gorton said that the key to handling all of these tasks is time management, 
he never imagined that his accomplishments at his job would earn him a nomination 
from Killmer. "The nomination was a complete surprise," Gorton added. "Glen didn't 
tell me about it until after he had nominated me. It was very exciting." 

(continued on page 116) 
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tech of the year 
(continued from page 114) 

Killmer explained that Gorton falls in 
line with the company's philosophy. "The 
Groundskeeper believes we should move 
the industry forward with techni-
cians. We are about raising the stan-
dards. James goes in and gets any 
extra education on his own." 

Work habits, attendance, ability 
to build and maintain customer re-
lations - both internally and exter-
nally - are the key factors that make 
him an excellent employee from 
Killmer's viewpoint. 

Gorton believes these work ethics are 
personality traits. "When I first started, I 
was focused on the company and it gave me 
an outlet," he stated. "Because of the op-
portunities here I was able to grow." 

The passion Gorton has for his work is 
evident as he talks about the company. The 
most enjoyable part of his job, he explained, 
is being a team. "The most satisfaction 
comes out of the team atmosphere at this 

office. Everyone will help someone out 
when they need it with no questions asked." 

This team-player attitude of Gorton's is 

To nominate a technician for the 1999 T&O Service Tech 

Technician of the Year contest check in the next issue of T&O 

Service Tech or call 800/456-0707 and ask for an entry form. 

only part of what has made him the out-
standing employee he has been ever since 
he first stepped in the door, according to 
Killmer. "He came to the company wanting 
to gain education and raise the standards to a 
technical level," Killmer noted. "This is 
much like the company's philosophy." 

With the dedication that Gorton has 
put into his work over the last nine years, he 
gives the company credit as well for helping 
him boost his career. 

"I couldn't have received the award with-
out support from the organization," Gorton 
said. "They support my desire to seek outside 

education. The support and 
recognition from my peers 
and superiors was a huge 
help." 

So, what's next for Gor-
ton? Killmer explained that 
in addition to the many 
functions Gorton performs 
regularly, he is also learn-

ing about sales. This ties into his current 
duties because when he is talking to customers 
about changing an existing landscape or find-
ing a solution to a problem, he may actually be 
selling an upgrade. 

"He can be inspecting the property and as 
he finds and solves a problem, he turns that 
into a sale." Killmer added. - Angela Dyer 

The author is Assistant Editor of Lawn & 
Landscape magazine 
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And tk< 

Chemical Lawn Care 
Technician «f theYear: 

I C R t r a m 

Oast year, Tom Strand was running the best route at the 
north Seattle branch of TruGreen-ChemLawn, Redmond, 

Wash. His territory's customer cancellation rate hovered 
just above 25 percent, the lowest in the company since 1995, 

said Jon Stein, branch manager. 
"His territory's customer retention rate has always been 5 percent or 

more better than the next highest rate," Stein enthused. "That's saying 
a lot since the spray business always has a high customer turnover. 
Since I've been here, our revenues have jumped from $2 million to 
$6 million, and Tom Strand had a lot to do with that. If I had 25 
Tom Strands, my business would be out of control." 

But about five months ago, Strand, a senior lawn care specialist, 
decided to leave his cushy position and take on a new challenge: He 
asked to manage the most northern territory of the branch - the 
territory with the worst customer cancellation rate in the company 
(approximately 40 percent). 

"I needed a change," Strand said. "I want to be the best in the 
branch. I want to be No. 1 in everything I do. And a challenge is 
always a good motivator." 

It is this kind of positive, aggressive, go-getter attitude that led 
Stein to nominate Strand for T&O Service Tech's Technician of the 
Year Awards and that led the Judges to select Strand as 
the 1998 chemical lawn care winner. 1 ? 
AN EARLY START. Strand began his career in land-
scape maintenance when he took a part-time job ^ 
in high school as a favor to a friend who owned a ^ 
company in Arizona, Strand's home state. 

"I love working outside," Strand said. 
Interested in learning more about lawn care, Strand 

traveled to Washington 10 years ago and got a job at TruGreen-
ChemLawn. His do-whatever-it-takes work ethic kept him moving 
up in the company and has earned him a host of awards, including 
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Tangled up in Your Business? 
looking 

for 

some 

answers? 

• How do I reduce my turnover? 
• How can I delegate more of my 

duties? 
• How and when do I open up a new 

office? 
• Am I ready for a sales department? 
• Where do I find sales reps? 
• How do I pay sales reps? 
• How do I switch over to IPM? 
^ How is it that new companies are 

suddenly bigger than I am? 
• Can I cut down my hours and still 

survive? 
• Is there an area I can specialize in 

or expand to? 
• How can I work with my family and 

still stay sane? 
• How do I upgrade my image? 
^ How can I offset lawsuits before 

they happen? 
• How do I get out of this tangled mess? 

It's time to seek out 
new stategies and 
sales ideas for your 
company. Either 
you are growing or 
your competition is. 
It's a matter of 
choice-stay as you 
are or invest in 

Uoyd Smigel by calling Becky (his real 
boss) at 619-387-2931. Don't wait for 
someday to call-someday never comes. 
Call now! 

Lloyd Smigel has over 20 years experience 
in the pest control industry He managed 
service offices, with direct P&L responsi-
bilities for Truly Nolen, in Arizona, Texas 
and California before becoming District 
Manager for several western states. He 
was Truly Nolens first National Training 
Director before starting his own consult-
ing business. Smigel specializes in sales 
and management for family operated 
businesses and strategy formulation for 
companies that have hit The Invisible 
Wall. 
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tech of the year 

"Employee of the Year" three years in a row 
and a safety award competition. But be-
cause of his love for the outdoors, Strand 
continually challenges himself in his cur-
rent position instead of moving up to a 
more managerial position. 

"I love what I do," Strand said. "And I 
wouldn't give it up for anything. Besides, I 
also have a wife and six kids to support." 

THE CUSTOMER IS ALWAYS RIGHT. "I do the 
best job I can the first time I'm there," Strand 
said, revealing one of the secrets to his high 
customer retention rate. "My job is to keep all 
700 to 1,000 of my customers happy. If I'm 
not answering their questions promptly by 
phone, I'm on their property. I see all of my 
customers eight to 12 times a year." 

Strand keeps tabs on his customers by 
making sure his employees take detailed 
notes about the customer and what care has 
been given to their lawn. 

"It's all about good communication," he 
advised. "That's the first thing I'm going to do 
to improve the customer cancellation rate in 
my new territory - make sure better notes 
are taken. In 1999,1 want to reduce the can-
cellation rate from 40 percent to 25 percent. It 
will help the company achieve its goal of a 30 
percent cancellation rate overall." 

Strand will most likely accomplish this 
ambitious goal, Stein pointed out. 

"He treats every property like it's his own," 
he said. "And he's a great listener. He has a 
genuine, caring attitude. He understands that 
if he satisfies their needs now it will become 
a benefit later instead of just doing today 
and forgetting about how that will affect 
tomorrow. Customers just love him." 

Stein is quick to point out that Strand is 
also a good, quiet leader, which is why he sells 
more services than anyone in the branch every 
year. His dedication has been proven, Stein 
said, through his five years in a row of perfect 
attendance and high sales. 

"Some leaders motivate by ranting and 
raving," Stein explained, "but not Tom 
Strand. He is an unbelievably quiet leader. 
He motivates by consistently doing every-
day what needs to be done and setting an 
example for others to follow." - Nicole 
Wisniewski I D 

The author is Assistant Editor of Lawn & 
Landscape magazine 
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The relationship 

between a contractor 

and a subcontractor can be 

difficult to manage but 

beneficial to both parties. 

A 
By Bob West 

s competitive pressures drive contractors 
to maximize the number of services they 

offer, many find that handling new services 
via a subcontracted relationship is the ideal way 

to satisfy customers and maximize revenues. 
However, many contractors who have relied on 

subcontractors for various services requiring exten-
sive technical knowledge or certification, such as 
irrigation work or pesticide application, have been 
suitably frustrated to the point where they are now 
investing the time and money necessary to bring 
these services in house. 

While 23.9 percent of respondents to a 1998 
Lawn & Landscape survey indicated they work with 
subcontractors for pesticide applications, this is 
down from 26.4 percent in a similar 1994 survey as 
more contractors now offer this service internally. 

A FULL MENU. "We want to offer our clients as many 
services as they can, and when they ask for a service 
we can't provide internally, we go outside to look for 
someone who can," remarked John DeBell, presi-
dent, Clippers, Chantilly, Va., adding that his com-

pany subcontracts irrigation and mulch work. "We 
don't actively promote the services that we don't 
provide internally, but subcontracting lets us keep 
the relationship with the client flowing through our 
company." 

DeBell noted that finding a subcontractor sensi-
tive to your own clients' service needs can be the key 
to the entire relationship. 

"When we sell our services to a client, we sell a 
team concept and promise that we'll make sacrifices 
and they can depend on us," DeBell remarked. "I want 
that same commitment from a subcontractor. I need 
them to be able to respond to emergency needs imme-
diately. Stressing this team concept on the front end 
means that if we need to make changes to fix a service 
they provided, they will be willing to do so." 

Bill Miller, president, All Seasons Landscaping, 
Ketchum, Idaho, also compared the relationship 
with subcontractors to a contractor's relationship 
with its customers. 

"I'm looking for proof of the quality of their 
work before I hire a subcontractor," Miller said. 

(continued on page 122) 
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Your luck has just run out 
That goes for all 
of your broad leaf 
buddies, as well. 

Riverdale 

Finally, a new postemergent broadleaf herbicide that truly 
advances the science of weed control for ornamental lawns 
and turf grasses. 

Millennium Ultra is uniquely formulated to provide the most 
effective, broad spectrum broadleaf weed control available. 
At the center of this leading edge chemistry is Clopyralid 
for superior control of clover and all legumes. It's joined 
with 2 ,4 -D and Dicamba for rapid response and outstanding 
effectiveness against dandelions, spurge, oxalis and other 

species. 

This exclusive state-of-the-art formulation annihilates 
hard to control weeds in a single treatment. The 

results are fewer callbacks, happier customers 
and a product that's easier on the environment. 

Millennium Ultra's low volatility amine 
formulation makes it tank mix compatible 
with liquid fertilizers or liquid iron all 
summer long. 

For ultimate performance, get Millennium Ultra. 

l l l e n n i u n f U l t r a 
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"When they're working for us, they are what 
the customer sees as All Seasons Landscap-
ing, so they need to be responsive to that 
customer's needs and provide top notch 
service." 

Mark Marcus, president, 
CentreScapes, Pomona, Calif., said 
his company will subcontract for 
some specialty work, such as inte-
rior pesticide applications and large 
tree work, but he fears upsetting 
clients because of someone else's 
mistake. 

"If something is going to go 
wrong on our job, then it should at 
least be our fault," Marcus related. 

KEEPING CONTROL While pesticide 
applications are one of the most 
commonly subcontracted services 
because of the required technical 
expertise and licensing require-
ments, issues such as determining 

what product is applied and when it is 
applied have swayed many contractors to 
handle the work themselves. 

"We contracted pesticide applications 
out in the past, but the subcontractors only 

Many 
contractors 
pointed out 
that one of the 
keys to a good 
partnership is 
being able to 
schedule the 
subcontractor 
for jobs. 

made the applications when it fit their sched-
ule," noted Robert Winter, president, Oak 
Brook Maintenance, Naperville, 111. "If they 
ran into scheduling problems or backups, 
our customers were treated last, after they 
finished with their customers." 

"We don't have control over when sub-
contractors will do the work," agreed Tom 
Nordloh, president, The Bristol Group, Bristol, 
Wis. "And it's difficult to call a subcontractor 
up when there's a problem and tell them you 
need them immediately because they have 
their own clients they're trying to serve." 

"By keeping pesticide work inhouse, 
we're able to control the product that goes 
down," noted DeBell. "In addition, doing 
this saves us the scheduling conflict of hav-
ing our mowing crew show up when the 
subcontractor was applying the pesticide or 
right after that application was made. 

"Scheduling is the most important chal-
lenge of working with a subcontractor," 
DeBell pointed out. "So we make sure we sit 
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Reporting to a General 

The other side of the subcontracting coin comes into play for 
landscape installation contractors working on a new installa-
tion as subcontractors to the general contractor responsible 
for the entire property. While these are usually high dollar, 

commercial contracts or residential developments, the different priori-
ties of contractors can lead to considerable difficulties. 

The Bristol Group, Bristol, Wis., often finds itself operating as a sub-
contractor on large, commercial jobs, and the biggest problems it en-
counters stem from poor communication with the general contractor. 

"The problems come down to one thing - contractors will lie by say-
ing the job is ready for us when the excavating isn't done or the elec-
tric, gas and plumbing aren't all installed," noted Tom Nordloh, presi-
dent. "We're working on a plan to deal with these problems with a 
checklist for the superintendent to complete before calling us," 

Nordloh added that the fact that landscape crews are often one of 
the last ones to complete their work means they are often held respon-
sible for other contractors' mistakes. 

"Is there garbage left on the site? Then we usually end up cleaning it 
up," Nordloh added. "And who's responsible for watering the material 
installed before we got pulled off the job? It will end up being us." 

The other challenge associated with this type of work is common to 
most subcontracting relationships-receiving timely payment. 

"With residential jobs, we'll receive 25 to 50 percent payment as a 
deposit, complete the job, submit the invoice and get paid within 10 to 
20 days," Nordloh commented. "With commercial jobs, it's important to 
know how well the general contractor pays. 

"We generally get paid within 30 to 45 days for commercial jobs," he 
continued. "And we'll bend over backwards to work for contractors 
with good internal structure who pay on time, because that allows us to 
plan our cash flow. We generally pay our suppliers when we get paid 
for a job, but if it takes us 60 days to get paid, we can't wait that long 
to pay our suppliers." - Bob West 

Make it a truck for all seasons 
Firestone has the solution for a better handling work truck — Coil-Rite" and Ride-Rite" air helper springs. 

Whether you've got cargo and a trailer on the back of your truck in summer or a snowplow on the front for | 

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

springs provide extra support for your truck's coil springs and leaf springs. So adding Coil-Rite and Ride-Rite 

to the front and back of your truck gives you greater stability and control. All through the seasons. Call for 

the Coil-Rite and Ride-Rite dealer near you and find out how to make the most of your vehicle, no matter 

what you're doing with it. f i r e $ t o n e 
Making your vehicle 

its level best. 
1 - 8 0 0 - 2 4 7 - 4 3 3 7 

www. firestoneindustrial. com 

Ride-Rite* 

O 1997 Firestone Industrial Products Company FIR0108 



amount of fertilizer applied with maximum 
slow-release properties so the lawn doesn't 
grow," he explained. "Other contractors 
may be paid by the number of times they 
mow, so they're looking for the grass to 
grow more." 

Clutter added that unless the specific 
product to be applied is spelled out by the 
client in the contract, he believes the main-
tenance contractor should leave that deci-
sion up to the lawn care contractor. 

"Contractors should defer to us as the 
expert," he noted. "That's why they hire us 
in the first place." 

down and meet with any subcontractors 
and plan what they're going to be doing for 
us and when." 

"Working with the right subcontractors 
can make or break a job," added Nordloh. 
"We look at a lot of different criteria before 
hiring a subcontractor, such as how willing 
they are to work with us when problems 
arise, how well they understand their work, 

how customer-oriented they are and any 
staffing issues they're dealing with that could 
impact their ability to do the work." 

Bill Clutter, president, TurfGard, Day-
ton, Ohio, wants to see his company expand 
the amount of subcontracted work it pro-
vides to better penetrate the commercial 
market. And when it comes time for devis-
ing an application program, he agreed that 

communication is the key. 
"Some of the maintenance 

contractors we work for have 
a contract to mow the prop-
erty for a set fee for a year, so 
they want to minimize the 

Lawn care companies prefer being 
allowed to use their expertise to 
prescribe a specific program for a 
job, realizing that it must fit the 
maintenance contractor's needs. 

PAY DAY. Handling financial terms of any 
relationship can always create difficulties, 
and contractors have a variety of philoso-
phies as to how this part of the subcontract-
ing setup should be handled. 

"I have my subcontractors bill me and 
then I'll bill the customer so that the cus-

(continued on page 126) 
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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 Dimension* 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 learn more. 

ROHM E l A L W A Y S R E A D A N D f o l l o w l a b e l d i r e c t i o n s . DIMENSION D T C r Q u n n c P a X D I M E N S I O N ® is a registered trademark of Rohm and Haas Company. 
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tomer is only dealing with one company 
and they get the perception that we provide 
all of the services," noted Miller, who added 
that he usually marks up his prices by 10 
percent when they are provided by a sub-
contractor to cover his administrative costs. 

DeBell also stated that he'll add a slight 
markup to any work handled by a subcon-

While 23.9 percent of respondents to a 1998 Lawn & Landscape 
survey indicated they work with subcontractors for pesticide 
applications, this is down from 26.4 percent in a similar 1994 
survey as more contractors now offer this service internally. 

P A V 

tractor to cover administrative costs and 
that the subcontractor should be willing to 
charge slightly less for the work. 

"Subcontracted work isn't usually prof-
itable for us," he added. "We look at that 
service as an additional opportunity to be 
of service to our client. We just don't want 
another contractor to come in and be able 
to steal the contract by offering all of those 
services at a cheaper price." 

Clutter noted that when he works as a 
subcontractor providing pesticide applica-
tion services, he prefers to do his own 
billing, although he sees a lot of contractors 
preferring to minimize the bills received by 
the client. 

"Some contractors will let us collect all 
of the revenues, but most charge between 5 
and 12 percent to cover their costs," Clut-
ter explained. "That equates to a high cost 
per sale on a residential basis, but it's still a 
low cost as a percent of revenue dollars on 
commercial jobs." 

Clutter also recommended that compa-
nies assuming the subcontracting role be 
diligent in qualifying contractors to work 
for to ensure they'll be paid for their service. 

"Some contractors have intentions that 
are better than their wallets," he observed. 
"When they sell their services and include 
our services in that price, it can require a lot 
of persistence to get our money. In fact, we 
had to take two contractors to small claims 
court this year to get liens against their 
equipment because they hadn't paid us." 

In general, however, Clutter said the 
subcontractor arrangement is one that ben-
efits both parties when it works correctly. 

"We have seven or eight contractors 
that we're working for right now, and we 
can pass customer names on to them and 
they refer customers to us," he said. "When 
it works, it works tremendously." D9 

The author is Editor 0/Lawn & Landscape 
magazine. 
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Proper pruning techniques tan 

still be damaging to the plant H 

they're conducted during the 

wrong times of year or at the 

wrong point in a tree's life. 

Photo: Ruppert landscape 

Pruning 

trees seems 

like a simple 

task, 

but it's actually 

a task that is 

* simple to err at. 

By Jeff Iks 

> 1 
\ 

eing a professional in any line of 
work means keeping your knowl-
edge base current. Techniques, meth-

ods and principles accepted 20 years 

And so it goes with pruning. Considered 
both an art and a science, pruning recommen-
dations have changed dramatically over the last 
20 to 30 years. In fact, practices such as flush 
cutting of branches, topping of trees and treat-
ing pruning wounds with asphalt-based dress-
ings are now relics of the past. 

Landscape professionals must combine their 
talents with a thorough knowledge of hundreds 
of plants, and each plant's response to pruning, 
to do the job correctly. 

WHY PRUNE? There are many valid reasons for 
pruning trees and shrubs. The most important 
reasons are for safety, health and appearance. 

Safety pruning often becomes necessary to 
correct a "plant in the wrong place" situation. 
Examples of safety pruning include trimming 
branches from trees and shrubs that interfere 
with lines of sight for automobile, bicycle and 
pedestrian traffic, eliminating* branches that 
grow into utility lines and removing dead or 
structurally unsound branches from trees. Some-

times, completely eliminating a tree from the 
landscape is the best option when large sections 
must be removed to ensure safety. 

Pruning for health might involve removing 
crowded, rubbing or crossing branches to im-
prove airflow and decrease the chance of self-
wounding. It may also mean eliminating dis-
eased or insect-ridden branches. Promoting a 
strong framework through judicious pruning 
is also pruning for health, as trees and shrubs 
neglected at an early age frequently have struc-
tural problems later in life. 

There is a certain amount of subjectivity 
involved when the goal of pruning is to im-
prove or enhance the ornamental quality of 
trees and shrubs. Some situations call for plants 
to be molded into formal or rigid shapes, while 
others require a plant's natural tendencies be 
accentuated, not modified. 

Each style has its place, however, and trees 
and shrubs pruned to take advantage of their 
natural growth habit usually require less mainte-
nance than their carefully sculpted counterparts. 

WHEN TO PRUNE. Trees and shrubs respond to 
any wound, including those inflicted during 
the pruning operation, by "walling-off' or 
compartmentalizing injured tissue. Once these 
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areas are walled off, the isolated wood dies, 
but the rest of the plant is protected from 
decay-causing pathogens and rot. 

Because this wound response takes place 
most rapidly just prior to the onset of growth 
in the spring when energy reserves are at 
their highest, late winter (February through 
April) is commonly regarded as the best 
time to prune. Late winter is also a time 
when woody plants will not have to cope 
with opportunistic insects and disease-caus-
ing pathogens. Finally, the absence of foli-
age makes it easier to view the general struc-
ture of deciduous trees and shrubs and makes 
it easier to remove the appropriate branches. 

Pruning can be performed at other times 
of the year with few problems. In fact, 
pruning to remove broken, dead or diseased 
branches should be done as soon as these 
defects are noticed. But pruning should not 
take place in the spring when leaves are 
forming because energy reserves are low and 
the bark "slips" or tears easily at this time. 

Autumn pruning, particularly during the 
period when leaves are falling, should also be 
avoided because this is when new, absorbing 
roots are forming, and the wound response 
drains energy during this period of growth. 

MAKING THE CUT. Contained within the branch 
collar (the flared base of most branches) is an 
important barrier or protection zone prevent-
ing the spread of decay into the trunk or parent 
branch. The branch collar and raised strip of 
bark, the branch bark ridge, mark this bound-
ary between the branch and trunk. 

Pruning cuts that injure or eliminate the 
collar will destroy the protection zone, leav-
ing vulnerable tissues open to invasion and 
infection. Hence, the proper pruning cut 
should be made to the outside of the branch 
bark ridge and collar. Contractors should 
also be sure to avoid flush cuts because they 
violate the protection zone and leave large 
wounds that make it difficult for trees and 
shrubs to defend against infection. 

When removing larger limbs (usually 
those with a diameter exceeding 1 inch), a 
three-cut technique should be used to pre-
vent the branch from tearing away as it is 
being removed. The one-third to one-half 
size initial cut through the limb is made on 
the underside of the branch, 1 to 2 feet from 
the trunk. The second cut is made on top of 
the branch, 1 inch farther out. 

As the second cut is made, the weight of 
the branch will cause it to break at the pivot 
point between the two cuts. Once the branch 
falls, the third and final cut is made outside 
the branch collar. 

WOUND DRESSINGS. These materials have 
fallen out of favor after experimental work 
proved that they do not prevent decay in 
wood, and, in some cases, actually slow the 
tree's response and protect wood-rotting fungi. 

Recently, non-phytotoxic wound dress-
ings, such as orange shellac, have been rec-

(continued on page 130) 
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THE JEFFERSON MEMORIAL: 
PINK MARBLE, INDIANA LIMESTONE & LOFTS SEED 

J E F F E R S O N M E M O R I A L W A S H I N G T O N , D 

Only the finest materials are used at the 
Jefferson Memorial. That's why you'll find 
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improved germination, color, drought 
tolerance and insect and disease resistance. 

Our Rebel turf-type tall fescues produce 
exceptionally durable turfgrass that performs 
well in both sun and shade conditions. That 
makes them perfect in high traffic areas 
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So use Lofts Seed. And your next project 
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(continued from page 128) 

ommended for pruning wounds made on 
several oak species and American elm in the 
spring and early summer. While the use of 
wound dressings may be justified to prevent 
the transmission of fungal pathogens caus-
ing oak wilt and Dutch elm disease, a better 
approach would be to avoid pruning sus-
ceptible species during periods when insects 
for these diseases are active. 

PRUNING DECIDUOUS TREES. Ideally, tree 
pruning should begin at time of planting. 
Trees that receive proper pruning when 
they are young usually have fewer structural 
problems at maturity than those left to fend 
for themselves. But avoid the temptation to 
thin a young tree's crown. Excessive prun-
ing removes leaves needed to manufacture 
carbohydrates for the developing tree. 

Severe pruning also removes stored en-
ergy in branches and buds the tree will need 
for root growth. Studies have shown that 
post-planting growth is more rapid and 

Doing It Dormantly 

There's l i t t le disagreement among 
researchers that the dormant season, 
defined as the period between the 
dropping of leaves in the fall and the 

expansion of buds in the spring, is the best 

time for tree pruning. But there are some keys to 
remember during dormant pruning, according to John 
Ball, associate professor of forestry, South Dakota 
State University, Brookings, S.D.; 

• Pruning will result in sap flow or "bleeding" in the 
spring in certain species because of root pressure or 
stem pressure to push sap flow. This won't harm the 
trees, but contractors should alert customers to it 
before hand. 

• Pruning trees that are considered marginally hardy 
for a region early in the dormant period can result in 
an increase of winter damage around the wounded 

trees establish sooner if pruning at planting 
time is limited to only weak, dead, diseased, 
rubbing or injured branches. 

Also, avoid removing the many small 
side branches along the trunk. Lateral 
branches help the trunk increase in base 
diameter, or caliper, and make for a sturdier 
tree. Laterals also help shade the trunk, 
reducing the chance of sunscald injury, and 
ward off equipment operators, animals and 
vandals. In general, two-thirds of the tree 
height should be left as crown. 

After the young tree has become estab-
lished in the landscape (usually one year 

after planting), pruning really becomes a 
job of training. There are two general con-
cepts contractors can use as guides: first, 
training or pruning should take place pro-
gressively over the next three to five years, 
and second, no more pruning should take 
place in a single year than is needed to 
enhance shape or structural strength. 

The first step is identifying those pri-
mary limbs, called scaffold limbs, that will 
eventually make up the tree's framework. 
The height to the lowest limb will be deter-
mined, in part, by the anticipated activities 
that will occur under or near the tree. 
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cell, particularly if winter conditions are worse than 
normal. Heavy pruning of marginally heavy species 
can kill the entire tree. 

• Over pruning during the dormant season is a 
common mistake without leaves on the trees to help 
direct contractors. Such over pruning can easily lead 
to increased ice damage, however, because the 
branches cannot support each other's weight. Also, 
branches that were shaded for bud formation may 
produce less efficient leaves because the leaves 
cannot readily adapt to the increased sunlight after 
being developed in the shade. - Bob West 

Scaffold branches selected should be 
spaced evenly and distributed radially around 
the trunk, and they should be roughly one-
half the diameter of the trunk or less. Opti-
mally, major limbs on large-growing shade 
trees should be spaced 18 to 24 inches apart 
on alternative sides of the trunk. For smaller-
growing trees, a spacing of 6 to 12 inches is 
recommended. And never let one limb grow 
directly over a lower one. 

Unless the tree has a natural multi-
stemmed habit, it should be trained to have 
a single, central, dominant leader. The cen-
tral leader is the uppermost vertical stem 

extending from the trunk. Laterals that 
threaten to grow taller than the leader should 
be pruned back. Double leaders, if left un-
attended, can pose problems for trees as 
they age. Either of the two stems, usually the 
weaker stem, should be removed. 

Branches that ascend from trees at steep 
angles and double leaders that grow close 
together are often poorly attached because 
of the formation of included bark. This is 
bark that turns inward at the point where 
branch and trunk, or double leaders, meet. 
As affected branches increase in size, they 
often tear away from the tree. These weakly 
attached branches should be pruned from 
the tree as early as possible. 

As training continues in subsequent years, 
other practices will be necessary to maintain 
tree health and vigor. Laterals that have 
grown higher than the terminal leader or 
beyond the perimeter of the crown should 
be pruned back. Any laterals that have grown 
inward toward the center of the crown should 

be removed back to their point of origin. 
And structurally weak water sprouts and 
basal sprouts, commonly known as suckers, 
should be removed to preserve beauty and 
natural growth habit. 

Mature trees should be pruned cau-
tiously. Dead branches and those that are 
structurally unsound should be removed as 
soon as they are noticed. But because they 
depend on carbohydrates produced by leaves 
and stored in branches, mature trees should 
never be pruned or thinned excessively. 

Under no circumstances should trees 
ever be topped. Large branch stubs that 
result from topping are open invitations to 
insects and wood-rotting pathogens. Once 
decay enters the stub, it may progress into 
the trunk, weakening the tree and creatin: 
a hazard for people and property. 

The author is assistant professor in the depart-
ment of horticulture at Iowa State University, 
Ames, Iowa. 
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With all of the options available to customers today, 
companies can't afford to ignore customer 

complaints. Photo: Focal Point Communications 
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Companies 

can no longer 

hide if they 

offer shoddy 

workmanship 

and poor 

customer 

service 

By Lloyd 

Merritt 

Smigel 

m 

onsumers have a way of getting back 
at companies that do shoddy work 
and/or have poor customer service. 

Service companies of today have to be 
proactive on customer service. They have 

to be sure that the customers have been taken 
care of and that those customers feel the 
company has lived up to their expectations. 

Consumer rights and advocacy groups 
are ready to advise and defend any and all 
consumers. Add to that the fact that many 
of these fraud cases cost the consumer noth-
ing in attorneys' fees (it can be paid for by 
the consumer advocacy group) while the 
company has to pay to defend itself. 

Now, the pendulum has swung to the 
other side. 

Every contact the customer has with a 
company is a test of what the organization is 
about and it either cements a continuing 
relationship, causes the relationship to be 
questioned or puts it on the path of destruc-
tion. 

There are six areas of concern that will be 
highlighted, including: 

1. Mission Statement 
2. Sales 
3. Service 
4. Office 
5. Follow-up 
6. Suggested Solutions 
7. Dealing With Change 

MISSION STATEMENT. A mission statement 
should define what the company does. Let's 
say implementing the best customer service 
is part of the mission statement. To the 
customer, that means nothing. It's just a 
bunch of words. When a customer contacts 
a company and he or she is treated rudely or 
is ignored (as in not calling back when 
promised), the mission statement is mocked. 

It is important to have a mission state-
ment because it is a definition for all to 
follow within the company. The customer 
will know if it is true or not. 

A company needs to establish what it 
stands for, but those words must be exem-
plified. This is much like the father that yells 



After the sale is made, it is critical to 
have the service representative actually 
do what the sales representative said 
would be done. 

at his child and tells him never to lie. Then 
the phone rings and as the son picks up the 
receiver his dad says, "If that's my boss tell 
him I'm not here!" 

The mission statement is the company's 
thoughts. Their deeds give the words mean-
ing to the employees and customers. 

SALES. Many of the problems service com-
panies have come from promises, innuen-
does, misrepresentations or just plain lies 
that sales representatives tell to get an order. 

Keep in mind most sales personnel are 
honest and do not intentionally do these 
sorts of things. There are many things that 
can be misrepresented in a sales presenta-
tion and customers can also conveniently 
forget certain things that were said. 

But either way, the service company 

must straighten this out 
or lose a customer. Worse 
yet, the company could 
get bad-mouthed or even 
be sued. 

It is suggested here that • • • • • • 
afterthesaleismade, a qual-
ity call could be done to verify the highlights 
of the agreement and get feedback on the sales 
presentation. ("Was the sales representative 
courteous and professional?" and "Did he 
or she explain things to you?") 

This could help offset potential prob-
lems as well as improve the sales 
representative's presentation. When these 
questions are created for the quality call, I 
suggest this be done with the sales staff. This 
is not a "gotcha" - it is merely trying to 
improve communications. 

A COMMITMENT SERVICE. After the sale is 
made, it is critical to have the service repre-
sentative actually do what the sales repre-
sentative said would be done. 

If there is a clash, such as having what 
was promised end up wrong or illegal or 
impossible to do, then there is a major 
problem. It is important to exceed customer 
expectations and not reduce them. 

When this happens, it is best to prepare 
the service staff on how to handle these 
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situations. Informing the customer that the 
sales representative had no idea what he was 
doing does not help the company image. 

When a sales person writes an incorrect 
order, some companies instruct the service 
representative to get started on the project 
while the manager heads out to the account 
immediately. The one thing that should 
not be done is criticizing other employees. 
Doing so only shows that the right hand of 
the company does not know what the left 
hand is doing. Customers want a company 
that can prove what is promised is really 
going to happen. 

IN THE OFFICE. For some reason, this area 
seems to be the sacred cow of what an 
organization is about. This is the area where 
things are processed, but supposedly not 
messed up. The office is as much a part of 
the company when it comes to customer 
service as the sales and service departments. 

I can't begin to explain how often I have 

been in an office and heard about a cus-
tomer waiting weeks or even months to get 
a call back to reschedule service or hear from 
the office to straighten out a past due ac-
count. Many well-run offices implement a 
policy that any customer who wants to 
verify or rectify a past due account will be 
corrected within 24 hours. 

Another sacred cow is the manager/ 
owner, who is always in a meeting or will 
return the call but never does. The office is 
just as accountable to the customer as the 
sales and service departments. Too often I 
have heard this conversation: 

Customer: "Is the manager in?" 
Receptionist: "No, he isn't, may I help you?" 
Customer: "No, I want to talk to the 

manager. When will he be back?" 
Receptionist: "I don't know?" 
Customer/ Do you expect him back some-

time today?" 
Receptionist: "I don't know. He didn't 

tell me when he would be back." 

Customer: "Will he be in tomorrow?" 
Receptionist: "I don't know." 
Usually, this is not the office person's 

fault. The owner/manager feels that he or 
she does not have to let the employees know 
anything. After all, "I am the boss!" The 
manager may be the employees' boss, but the 
customer is the manager's boss and has the 
right to know when he or she will be back. 

FOLLOW UP. I recall working with a com-
pany that ensured all incoming phone calls 
were returned. They had an elaborate sys-
tem of checking every incoming call that 
asked for a return call. The system estab-
lished a check to make sure that someone 
called the customer back. 

Ironically, no one ever checked with the 
customer to see if they were satisfied. Yes, 
the customers received return phone calls, 
but their problems still existed. 

The manager/owner thought everything 
was handled when, in fact, nothing was 
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solved. Each complaint must be followed 
up until it is completed to the customer's 
satisfaction. Too often companies feel that 
the situation is concluded because someone 
contacted the customer. 

Many companies are now sending out 
customer surveys for both new accounts as 
well as sending out surveys to see if their 
recent problem with the company has been 
handled to their full satisfaction. These com-
panies want to make sure they not only 
deliver satisfaction, but also exceed cus-
tomer expectations. 

SUGGESTED SOLUTIONS. Today, handling 
problems is not only a function of customer 
service, but it is a function of employee 
management. 

With today's low unemployment rate, 
keeping good employees is more of a chal-
lenge. How companies are treating their 
employees and getting them to care about 
customers is the new challenge. 

The first true step here is to recognize 
employees doing 
things right. Second, 
treat all employees 
fairly and with respect. 
The third suggested 
area for improving the 
company is training. 
The fourth area is to 
have training on for-
mal review and/or 
planned re-negotiation 
when things are not 
going the direction 
that management and 
employees feel that 
they should be going. 

DEALING WITH CHANGE. There is a favorite 
old saying that I say to many of my clients, 

"What got you to where you are today 
may not be what will get you to where you 
want to go tomorrow." 

Many owners and managers need to be 
taught how to deal with the new generation. 
In my training, I tell them that they are not 
worse than the last generation - just differ-
ent. And it takes an understanding of those 
differences to survive, and an understand-
ing of dealing with differences to advance. 

Change is inevitable and companies must 
give good service and treat employees with 

With todays 
low unem-
ployment 
rate, keeping 
pod employ-
ees is more of 
a challenge. 

Customer & Dealer Inquiries Welcome 

respect. Management can run, but they 
can't hide (for long). I have found that 
many managers/owners try to avoid com-
plaining customers and feel that they will 
eventually go away if they are ignored. That 
doesn't work any more. If an organization 
doesn't deliver on their promises, they will 
suffer the consequences. 

Companies can't hide from poor service, 
ignore customer complaints and cheat con-
sumers. This no longer leads to bad feelings, 
but rather, an overwhelming amount of 
options the consumer has available. [fl 

The author is an industry consultant with Care 
Management Consultants, Oceanside, Calif. 
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A s a long-time mergers and acquisitions specialist and a past r chapter president for the Association for Corporate Growth, I 
have seen many examples of acquisitive companies that don't 

really understand what matters most in terms of corporate due 
diligence. This has occurred across a wide range of consolidating 
industries, and the landscaping and lawn care industry is no different. 

The tragedy of this is that oversights in the due diligence process can 
take away much - if not all - of a deal's value. This problem is a constant 
theme during meetings with fellow ACG members, among them 
experienced corporate development officers, investment banks and 
consulting firms. However, poorly executed due diligence does not have 
to cause irreparable harm to a deal. With a focused approach, oversights 
can be overcome. 

NUMBERS CAN LIE. As an example, picture a family-owned landscaping 
business, which found what appeared to be an ideal acquisition for its 
plans to both move into upscale neighborhoods to grow its residential 
business while also expand from residential to corporate services with 
the acquisition of some commercial accounts. All of the "numbers" 
from due diligence looked good to the family-owned business, which 
saw the acquisition as an opportunity to accomplish these goals. Hence, 
the deal was done. 

When acqui-

sitions are 

made, there 

are certain 

to be some 

surprises 

encountered. 

By Ronald 

A. Norelli 
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An Inside Perspective 

Within several months, how-
ever, the acquired business be-
gan to lose money. The market-
place had not changed, yet the 
numbers indicated trouble. A 
consultant was brought in to get 
to the root of the problem. 

The analysis revealed that 
while the new division's primary 
business was profitable, there 
were many commercial contracts 
that had been underbid and, thus, 
were being grossly over-serviced. 
These contracts were depleting 
resources from the profitable resi-
dential contracts, resulting in 
overall negative net income and 
eroding competitive position 
even in the company's tradition-
ally strongest markets. 

Management acted quickly, 
redirecting personnel from un-
profitable client sites to profitable sites to 
better align the services delivered with the 
revenues generated from these commercial 
accounts. Within six months, the commer-
cial side of the business had returned to 
profitability. 

COMMON HEADACHES. As this example indi-
cates, the "morning after" with an acquisi-
tion can be similar to the "morning after" 
following a romantic fling. What looked 
great the night before may lose its glow in 
the day-to-day world of running a business. 
Even an extended courtship - or exhaustive 
due diligence - may fail to find all of the 
potential trouble spots. 

"Morning after" headaches that due dili-
gence may not typically reveal include the 
following: 

• Competitive strength not what the ac-
quired company thought- Declining market 
position can be hidden by the numbers - at 
least for a while. Acquiring companies can 

ew people can speak so authoritatively on the due diligence process for 

landscape companies as Ken Garcia, senior vice president and chief develop-

ment officer for LandCare USA, Houston, Texas. 

Garcia and his colleagues have successfully completed due diligence on nearly 

30 acquisitions in the last 12 months, and while he recognizes that due diligence is rarely 

an enjoyable process for the sellers, he pointed out that understanding the process 

ahead of time can make it run more smoothly for all involved. 

Speaking on the topic of "Conducting Bullet Proof Due Diligence" at the second 

annual Landscape and Lawn Care Industry Mergers and Acquisitions Institute in San 

Fransisco, Garcia noted that the goal of due diligence from the buyer's perspective is to 

illiminate any surprises that his company could encounter after closing the deal. He 

pointed out five key areas LandCare USA focuses on in its due diligence, which typically 

take 45 to 60 days: financial, operational, risk management, legal and environmental. 

Regarding financial performance, Garcia said he has been surprised by how many 

landscape companies operate without detailed and realistic projections of their future 

financial performance. Such projections are of particular importance to an acquiring 

company because that company is looking to acquire the target company's future 

earnings. 

A company's operational history - how it handles human resource issues, the depth 

of its talent pool, how long employees have been with the company - is also of 

importance to an acquiring company. - Bob West 

be lulled into thinking that a company with 
increasing gross margins and cash flow can-
not be threatened by eroding market share. 

• Aging equipment - Pending obsoles-
cence of capital equipment can be over-
looked because of the seduction of solid 
financials. Strong net income and cash flow 
may mask deferred investments in new, more 
efficient equipment that will ultimately be 
required of the acquiring company. 

• Customer franchise or reputation not what 
the acquired company thought- Verifying the 
loyalty of customers can be difficult. The 
company being acquired may object to cus-
tomer contacts from fear of creating unrest. 
In addition, there's no way to anticpate how 
a change in ownership will affect the cus-
tomer base. 

• Unprofitable contracts - A company 
being acquired may be profitable overall, 
but may also have individual contracts that 
repeatedly under-perform, as indicated in 
the earlier example. With solid portions of 

the business propping up unprofitable seg-
ments, it may take several "mornings after" 
for the problem to reveal itself. 

• Valued key employees with onefoot out the 
door- Due diligence cannot tell you which 
key members of management, sales or pro-
duction are planning to leave. A pending 
sale may cause individuals to begin a job 
search. Sloppy melding of human resource 
policies and procedures can also be disas-
trous. 

• Incompatible cultures - The most seri-
ous "morning after" problem is a clash of 
corporate cultures or value systems. One 
company may be a pioneer, while the other 
is traditional; one analytical while the other 
is intuitive; one structured while the other is 
fluid. A culture clash can kill assimilation, 
resulting in failure to achieve synergies that 
otherwise made the merger attractive, espe-
cially if key personnel from the acquired 
company do not support the new 
ownership's philosophies. 
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FIXING THE PROBLEM. After a company de-
termines it has "morning after" problems, 
the next question is, 'what are we going to 
do about them?' 

• Determine why- Before new ownership 
can attack the problem, it has to determine 
root causes. Are there external factors, such 
as changes in the marketplace, or internal 
problems, such as aging equipment? To 
gain a clear understanding, outside assis-
tance may be necessary, particularly as it can 
lend an unbiased eye toward the acquiring 
company's plans. 

• Develop a credible plan - After under-
standing the nature of the problems, the 
next step is to develop a specific action 
strategy. Does the assimilation plan need to 
be reworked? Are the right people in the 
right positions? Do contracts need to be 
renegotiated or terminated? Including per-
sonnel from the acquired company in this 
process can be particularly valuable toward 
retaining them. 

As simple as this approach to a remedy 
sounds, there can be many impediments to 
a "morning after" cure: 

• Too much diversity - If the acquired 
company is in a different industry segment 
than the new owners, such as focusing on 
commercial clients instead of residential 
clients or primarily offering lawn care ser-
vices instead of maintenance, the acquiring 
company may lack the necessary knowledge 
to correctly diagnose the problem, take de-
cisive action and formulate a successful so-
lution plan. This problem makes the case 
for steering away from acquisitions in which 
the acquiring company would be in trouble 
if it had to rely solely on its own expertise to 
make critical decisions early on after the 
acquisition. 

• Reluctance to act - Many companies 
lack the stomach to take painful medicine. 
Even in the face of clear warnings, manage-
ment and directors may fear making a bad 
situation worse. 

• Denial - If management or directors 
lobbied for an acquisition, there may be 
denial on their part to admit that a particu-
lar problem exists. Individuals who advo-
cated the deal will often be reluctant to 
admit they made a mistake. 

HAVE YOUR EYES OPEN. Because "morning 
after" problems have become common, a 
growing body of principles is forming in 
dealing with these situations. 

• Err on the side of acting too fast- Unless 
you have objective information that tells 
you to react slowly, such as a seasonal down-
cycle in the market, it is better for new 
owners to move quickly. Value lost early in 
the post-acquisition period can never be 
recovered. 

• Make sure you know why the business is 
broken - The fewer things that are broken 
the better your chances are of fixing them. 
While it is important to act quickly before a 
problem grows worse, rushing to make 

BE5\IEDGER 
A Trench Maste r 

Ns 
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1 

•Def ine Beds or 
install plastic 
Edging 
• BedMaster rotor 
digs check shaped 
Trench up to 5" 
deep and 8" wide. 

A STEERABLE TRENCHER FOR DEFINING BEDS 
BEDEDGER l Mwith t h e p a t e n t e d BEDMASTER™Rotor is 
the ultimate tool for defining beds or installing plastic 
and steel edging. The 8-hp Honda Engine provides 
the power needed to trench in the hardest clays. The 
steerable wheels make fancy curves and tree rings 
easy. The Model F-780H BEDEDGER™performs the 
same functions as the model F-702 T R E N C H M A S T E R . ™ 

H i R O W N 
MANUFACTURING CORPORATION 

Rt 3, Box 339, Ozark, AL 36360 
(800) 633-8909 • Fax: (334) 795-3029 

TAKE YOUR COMPANY TO THE NEXT LEVEL! 

New/l lsed or Your TVuck 
This System WILL: 
• Eliminate daily loading/unloading 
• Reduce wasted labor at the gas pumps 
• Organize your tools 
• Reduce or eliminate warehouse space 
• Prevent theft & protect equipment from weather 
• Super-charge your marketing system 

(912)923-0027 
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Georgia Isuzu 
800-899-8696 

Get Your FREE Business Plan At: 
www.superlawntruck.com 470

n
0,d 

Bonaire , GA 3 1 0 0 b 

http://www.superlawntruck.com


changes without full knowledge of the situ-
ation can be a disaster. O f course, your 
chances of repairing a business are greater if 
it has never been broken and fixed before. 

• Beware of culture 
clashes - The business * * * * * * ( 

press is filled with stories 
of mergers that have 
failed, and the most com-
mon element in these 
situations is a clash of 
cultures. Due diligence 
that focuses only on the 
numbers is not enough. 
Many companies have 
increased the odds of a 
successful integration by 
arranging for the employ-
ees of the two companies 
to meet before they have 
to start working together 
at a picnic, sporting event 
or some social function. 

1Morning after9 

problems are more 
the rule than the 
exception ... The key 
to making the inte-
gration of two com-
panies successful is to 
recognize the prob-
lems early. 

Just as examples of a failure to address 
"morning after" problems abound, there 
are many success stories. 

For example, another landscaping com-
pany acquired a family-
owned competitor serv-
ing a special niche. Be-
cause the acquired com-
pany was a family-
owned business, there 
was concern over inter-
family issues. To avoid 
"morning after" blues, 
these issues were identi-
fied and resolved before 
the merger was closed. 

In addition, the ac-
quiring company recog-
nized that the company 
it was buying had the 
better name recognition 
and a stronger franchise. 
After the merger, the ac-

quired company became dominant in the 
new organization, with both companies 
operating under its name in the market. Key 
management personnel of the acquired com-
pany were promoted to head the overall 
organization, resulting in a powerhouse 
brand that took advantage of the opportu-
nities available to it. 

The key point is this - "morning after" 
problems are more the rule than the excep-
tion. While due diligence can reduce sur-
prises, it cannot and will not eliminate 
them. The key to making the integration of 
the two companies successful is to recognize 
problems early and take decisive action to 
solve them. Even a marriage with a rocky 
start can lead to years of wedded bliss through 
planning, compromise and a shared vision 
of the future. I D 

The author is president and CEO, Norelli & 
Company, Charlotte, N. C. He can be reached 
at 704/376-5484 or at Rnorelli@norelli. com. 

Here's A Backfill 
Helper Who Shows Up 
To work Everyday. 

In fact, with the McCullough Cover-up you will need fewer 
workers and they will need no training. No workman's comp, no 
unemployment insurance either. 

The bottom line is that the McCullough Cover-up will save you 
time and money. Jobs that used to require days can be done in 

hours, with better results. You actually can cover 
60 feet of ditching in less than 60 seconds. 

Call toll-free and ask about the McCullough 
Cover-up. Financing is available. 

Specifications for the 
McCullough Cover-up 

Engine: Honda 5 HP 
Transmission: 

Heavy duty 
5 speed with 

reverse 
Height: 39" 
Width: 42" 

Length: 56" 
Weight 250 lbs. 

Warranty: 1 year limited warranty 

McCullough Innovations 
Burkburnett 800-250-5688 

888-271-2306 
McCulioû i Cow-up • i TndcaMk of M4£ Sod Scmca, lac Pjirai No VJHSJ9 

Creative cur 

D e m o V i d e o 

• 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 

1-900-242-ZW9 
Concrete Curb & Landscape Border Equipment 

Fax 949-587-9680 • 949-587-8488 • 5 Chrysler - Irvine CA 92618 



Bluebird 530 
Aerator 
• Free wheeling outer tines 
offer maneuverability and 
minimal turf damage on turns 
and tight areas 
• User-friendly construction 
• Folding handle allows for 
easy storage and transport 
• Removable side weights 
provide better balance when 
aerating slopes 
• Ergonomic handle reduces 
operator fatigue 
• Increased aeration width to 
19 inches and core depth up 
to 3 inches 
• Offers low cost of operation 
Circle 200 on reader service card 

Tanaka Trimmers 
and Brushcutters 
• Two 40cc PureFire low 
emission, two-stroke grass 
trimmers/brushcutters 
feature 
• 70 percent lower 
emissions 
• C.A.R.B. Tier II/Year 
2000 compliant 
• Equipped with a single 
anti-vibration handle 
• Blade ready 
• Fully automatic cutting 
head 
• Weighs 16 pounds 
Grcle 201 on reader service card 

Delta Truck Boxes 
• Structural foam gull wing crossover 
truck boxes match popular truck styles 
• Two extra-long lids are self-rising for 
convenient and easy loading or unloading 
• Automotive style locks have reversible 
keys to make locking or unlocking easier 
and faster 
• The lids are heavily reinforced for 
strength, durability and security 
• Built-in storage compartment located 

on both ends of the crossovers 
• Available in full-size or compact sizes 
Grde 202 on reader service card 

K-Rain Sprinklers 
• Line of pop-ups and nozzles 
provides steady, consistent 
fall-out 
• Ideal for watering small grass 
areas, ground cover or shrubs 
• Stainless steel retraction 
springs 
• Pop-ups available in 3-, 4-, 
5- and 6-inch heights 
• Fixed nozzles available in 
12- and 15-inch models 
Grcle 203 on reader service card 

Plant Health Care 
Green for Ufe 
Catalog 
• More than 30 plant health 
care products and natural 
systems solutions are avail-
able through mail order 
• Products are packaged for 
ease of use 
• Includes mycorrhizal 
fungal inoculants and 
beneficial bacteria products 
for new plantings, tree care, 
flower beds, turf care and 
pond treatment 
Grcle 204 on reader service 
card 

University of 
Massachusetts Land-
scape Guide 
• Planting and Maintaining Sus-
tainable Landscapes was developed 
by extension specialists 
• Information on fertilizers, 
shrubs and lawns 
• In-depth reviews of proper 
planting and maintenance of 
tress and shrubs 
• Comprehensive list of 
recommended plants for a 
variety of locations 
Grcle 205 on reader service card 

Woods' 
Pulverizers 
• Multi-purpose 
tools for grading, 
scarifying, leveling 
and pulverizing 
• Available with 
single or double 
roller, standard or 
"big tooth" teeth 
• Adapted to most skid-
steer loaders 

Zeneca Scimitar® 
Insecticide 
• Contains lambda-cyhalothrin 
• Effective on more than 60 
insects, including bluegrass 
weevil and black turfgrass 
atenius adults 
• Delivers fast-action and 
extended-release control of 
insects 
• Available in a capsule 
suspension or a wettable 
powder 
• Odor-free 
Grcle 206 on reader service card 

(continued on page 142) 

• Come in widths from 60 to 96 
inches 
Grde 207 on reader service card 
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Online Trade Show 
Products and services from these 
industry suppliers are only a mouse 
click away, exclusively on... 

www.Iawnandlandscape.com 
A fatermec 

http ://www.intermec.com A U N 4 ) V A Company 

Norand Mobile Systems 

http://www.kanga-loader.com 

Reinco 
HYDKOGK.4SS1HG AND rOWEK MILCH ISC. MACHINERY 

http://www.reinco.com 

H I ™ 

http://www.softwarerepublic .com 

CENTRAL PARTS WAREHOUSE 
"SNOWPLOW PARTS SPECIALISTS' - SiNCE / 9 8 0 ! 

http://www.centralparts .com 

S I 
LOEGERING 

i i i n 
http://www.heftee.com HOLLAND 

http ://www.newhol land.com http://www.loegering.com 

FIBERGLASS PRODUCTS 
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http://www.wellscargo.com h t t p : / / w w w . f i n n c o r p . c o m 

A : 
http://www.toro.com 

^ ° ht tp://www.plantheal thcare .com 

)MJL can h«lp you cut id!! 

http://www.wechapps.com 

WEISWJRGERGreen 
^ytuuvuutce 

h t t p : / / w w w . w e i s b u r g e r . c o m 

http://www.expressblower.com 

ICEHTURY RAIN AIDI 
http://www.rainaid.com 

^ B R I - M A R 
- 3 5 MANUFACTURING. INC 

http://www.bri -mar .com Lefts Seed 

Gmm 
/ ICO QUI \ 

Where Great 
Grvss Begins 

http://www.turf .com CUP 
http://www.goossen.com http://www.cl ip.com 

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

http://www.Iawnandlandscape.com
http://www.intermec.com
http://www.kanga-loader.com
http://www.reinco.com
http://www.softwarerepublic.com
http://www.centralparts.com
http://www.heftee.com
http://www.newholland.com
http://www.loegering.com
http://www.tuflexmfg.com
http://www.frontrunnertech.com
http://www.blotech.com
http://www.walkermowers.com
http://www.wellscargo.com
http://www.finncorp.com
http://www.toro.com
http://www.planthealthcare.com
http://www.wechapps.com
http://www.weisburger.com
http://www.expressblower.com
http://www.rainaid.com
http://www.bri-mar.com
http://www.turf.com
http://www.goossen.com
http://www.clip.com


NEW PRODUCTS 
Caterpillar Compact 
Construction Equipment 
• The company's first models of compact wheel loaders, 
mini hydraulic excavators and a purpose-built comple-
mentary range of work tools 
• For application in light and general construction, rental, 
waste, water and sewer, demolition, landscaping and 
agriculture industries 
Grde 210 on reader service card 

MTD Chipper/ 
Shredder 
• Model 465A has 8-hp 
engine 
• Features 1-gallon fuel tank 
and 3-way feeding system 

• 2-way hardened steel 
chipper blades 
• 13-gauge steel shredder 
housing 
• 3-inch chipper capacity 
Circle 213 on reader service card 

Robin America 
4-Stroke Engine 
• Mini 4-stroke engine is 
compact and lightweight 
• Air-cooled, OHV gasoline 
engine 
• Weighs just over 6 pounds, 
including the clutch 
• Uses only half the fuel of a 
conventional 2-stroke engine 
• Capable of multi-position 
operation 
Grcle 214 on reader service card 

(continued from page 140) 

Snowex Pivot Pro 
Tailgate Spreader 
• Features maximum torque 
drive assembly with a 12-volt 
DC motor 
• Weather-tight enclosure 
• Has a fixed mount or 

unique pivot mount option 
that swings spreader out for 
full tailgate access 
• Requires no drill holes in 
truck bed 
• Has a 700-pound capacity 
and a 4- to 40-foot spreading 
width 
• Recommended for 34- and 
1-ton pickups, 1-ton stake 
trucks and dumps 
Circle 208 on reader service card 

Fabick Spray-On 
Polyurea 
Bealiners 
• Provide rust resistant barrier 
for pickup trucks 
• Polyurea bed liner sprayed 
directly into pickup truck 
beds 
• Material bonds directly with 
surface of truck bed creating a 
permanent, impact resistant, 
non-skid texture surface 
• Resistant to solvents, 
gasoline and other harsh 
chemicals 
Grcle 209 on reader service card 

Gehl Skid Loaders 
• 35-Series skid loader line 
offers a choice of three control 
options 
• Model 4635 features a 
standard 44-hp, oil-cooled 

Deutz diesel engine with a 57-hp 
turbo-charged version available 
• Model 4835 features the 57-
hp turbo diesel with a lift 
capacity of 1,625 pounds and a 
41-inch wheelbase 
• Auxiliary hydraulic system 
• Automatic brake system locks 
the loader tilt and lift functions 
Grcle 211 on reader service card 

Shindaiwa 
Double-Sided 
Hedge Trimmer 
• Comes in two bar lengths 
of 24 and 30 inches 
• One-piece, transistor 

Remote Control 
Technology TRC 
Commander and 
Sidekick FM 
• Hand-held irrigation 
remote control 
• Transmits 5 miles with 
one 9-volt battery with FM 
transmission 
• Operates on any 24VAC-
solenoid valve irrigation system 
• Allows user to control up 
to 199 receivers 
• Operates up to 7 valves 
and a master valve 
• Can set individual stations 
from 2 minutes or 2 hours 
for syringing or fertilizing 
Grcle 212 on reader service card 

controlled 
electronic ignition 
for easy starts 
• Forced air 
cooling 
• Semi-wet, 
silenced air cleaner 
• Two-shoe bonded clutch 
with powdered metal body 

• Spur gear cutter drive 
Grde 215 on reader service card 



NEW PRODUCTS 
Thomas Mini 
Excavator 
• T-15S has a maximum digging depth of 
8 feet, 6 inches 
• Weighs 3,307 pounds 
• Powered by a 17-hp, liquid-cooled, 
diesel engine 
• Delivers more than 3,172 pounds of 
breakout force 

Time Saver 
Hydraulics 
Irrigation Software 
• Complete, interactive 
software package 
• Performs area, volume, 
distance, pressure, velocity, 
flow energy/power and weight 
conversions instantly 
• Calculates the volume and 
usable capacity of any pond or 
lake in seconds 
• Determines actual precipita-
tion rates for design and 
troubleshooting 
• Instantly completes area 
and volume capacity 
computations 
Grcle 216 on reader service card 

Vista Tri-Tap 
Transformer 
• For low-voltage lighting 
installations 
• Designed for use on all 

residential and light commer-
cial sites 
• Choice of taps for 11-, 12-
or 13-volt lines 
• Can be used individually or 
simultaneously 
• Includes Yi~ and 3/4-inch 

knockouts for conduit mount 
installations 
• Standard magnetic-style 
breaker 
• Housed in stainless steel or 
black powder coat enclosures 
Grcle 218 on reader service card 

Fax Number 
305 255 2364 

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

SPRAYER PARTS DEPOT 
" The Best For Less " 

m 
* Prices Subject to Change Without Notice. W e ship UPS . 

Pressure Gauges 
• $ 1 5 . 5 0 

JD9-CT Spray Gun * $96 .50 

S S C Plastic Lawn Gun 
* $49.95 ( L e s s T i p ) 

Backpacks and Replacement Parts 

5DIH 
l ^ K V Model 475 or 425 Sprayer 

$79.95 Each 

HANNAY HOSE REELS 
1/2" Swivels F r o m * $ 2 4 . 5 0 
Replacement 12Volt Hose ,— p 

Reel Motors * $135 .00 
Reel Switches * $5 .50 

D i s c o u n t s o n a l l H y p r o , C o m e t 
a n d U d o r D i a p h r a g m 
P u m p s . 

SAVE $ 

FMC (John Bean) 

' Pans Kits and Pumps 

SALES - PARTS-ACCESSORIES - EOR YOUR SPRAYING EQUIPMENT 

• Noise levels 
are less than 80 
dBa inside the 
cab 
• Features 
smooth 
hydraulic, pilot-
operated 
joystick controls 
• Designed for work in confined areas 
Grcle 217 on reader service card 



Case Work Boots 
• A variety of styles available 
for men and women 
• Plain or steel toe construc-
tion 
• All boots feature a durable leather 
shell in an assortment of colors 
• Interior structure includes 

cushioned insoles, red plaid 
Cambrelle lining, padded 
collars and tongues 
• Either Vibram, Polyure-
thane or Neoprene cushion 
crepe outsoles are available 
• Come in medium and wide 
widths 
Grcle 219 on reader service card 

Hi-Way leal 
Vacuum 
• G-750 Gold Leaf Series 
Vacuum offers an extra large 
tank for a full day of 
operation 
• V-belt drive 

John Deere Skid Steer One 
• Line of 48- to 81-hp features easier servicing and enhanced stability 
• Patent-pending lift: system and improved safety features 
• Four new models are available 
• Allows quicker and more precise loading and dumping 
• Sloped rear deck allows for 360-degree visibility 
• New and improved Deere Quik-Tatch system which means quick hookups even with 
most third-party attachments 
Grcle 220 on reader service card 

• Mounting options for an 
existing trailer or for an axle-
mounted package 
• Enclosed engine 
• Independent mounted 
blower and housing 
• Hose hook up available to 
wash debris from the impeller 
and housing 
• Heavy-duty boom to 
support the hose 
Grcle 221 on reader service card 

The Original Spade 
"Patent Pending* 

• Designed to aid in transplantation 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 SI050.00 plus shipping. 

For m o r e i n f o r m a t i o n o r t o o r d e r call : 

TRIPLE D ENTERPRISES 
1 -800-478-7077 

^^ £ The easiest & most powerful Software Sharpen 

C^ Is Better Than Ever!! competi t ive 

f ^ § [DEE 
S i JUST ADD YOUR CLIENTS 

Finally a 
sensible 
solution 

to your 
software 
needs 

Proposals from 7 Tables (Not Just One) 
(Tree, Shrub, Perennial, Hardscape, Paver, Service) 

Multiple Workorders & Invoicing 
Scheduling {Day, Week,Month) 

Programs (Rounds) 

Monthly Statements 
and/or Overdue Letters 

Inventory Control (Nursery Items 
Purchase Orders and/or Products) 

Message Tracking, Pesticide Calculations 
G/L, A/P, A/R, Profit &Loss 

Plus: Micrografx Design Software 
(And i / y o u already own Visual Impacts, Earthscapes, 

Edge links "Object Lists " seamlessly) 

Great fo r : 
Landscapers , 
Lawn Care, 
Tree Care, & 
Main tenance 
Compan ies . 

Plus 
Nurser ies 

Visit us at: 

Plant Health Care Module 
(Insect & Disease search) 

www.proteanedge.com 
We are: 

Protean SoftwareGroup Inc. 

914-651-1258 

http://www.proteanedge.com
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HW PRODUCTS 

Facade 
Flood 
•HID 
floodlight 
• One-piece 
diffuse 
aluminum, 
hammertone 
reflector offers 
wide illumina-
tion for close set-back applications 
• Mounts to standard junction box covers or troughs 
• Thermal shock and impact-resistant glass lens 
• Housing is one-piece, die cast aluminum 
• Ideal for new installations and retrofits 
Circle 222 on reader service card 

Powertedi E-Z 
Vib Plow 
• Designed to install under-
ground flexible pipe up to 
m-inch diameter 
• Can also be used to install 
electric wire and communica-
tion cable 
• Features optional pull and 
feed blades adjustable to a 
depth of 12 inches ground 
cover 
• Driven hydraulically 
• An attachment can be 
adapted for mounting on 
almost any tractor or skid-
steer loader that will provide a 
hydraulic power supply of at 
least 8 gpm at 2,500 psi 
Circle 223 on reader service card 

Textron Bob-Cat 
Riding Rotary 
Mower 
• Features a 
zero-turning 
radius 
• Triflector 
blower spout 
evenly 
distributes grass clippings 
into grass catcher 
• Two steering levers control 
independent power to each 
wheel 
• Time-delayed seat switch 
• Dynamic hydrostatic 
braking 
• Air-cooled gas engine 
Circle 224 on reader service card 

principles of 
TURKRASS MANAGEMENT 
Professional deve lopmen t 
w i thou t leav ing h o m e : 
• Earn customer conf idence 
• Cost ef fect ive professional 

deve lopmen t 
• Become cert i f ied 

4 0 0 + page manua l covers all 
regions and all seasons in U.S.: 
• Selecting and establ ish ing 

turfgrass, soils, fert i l iz ing, 
mow ing , and i r r igat ion 

• Insect, weed, and disease 
cont ro l 

• And more in 14 topics 

Call 1 - 8 0 0 - 3 2 5 - 2 0 9 0 
http://www.gactr.uga.edu/IS/Turf/ 

Developed by The Universi ty of 
Georgia and Professional Lawn 
Care Associat ion of Amer ica. 
Used in ternat iona l ly and 
approved for pest icide appl icator 
recert i f icat ion in m a n y states. 

New! 
Lawn 

Assistant 
III 

The # 1 software for 
the Green Industry 

jnst got better!" 

USE READER SERVICE #1 2 0 

SYSTEMS 
Call today: 

(800)422-7478 
for a free 
demo video 
i 

USE READER SERVICE # 1 2 1 

the Brisco 

• D i g a 7 ' t r e e 
o r s h r u b in 
less t h a n 2 
m i n u t e s 

S a v e t h o u s a n d s 
in l a b o r a n d 
e q u i p m e n t 

• S a v e m o n e y , 
t i m e a n d 
i n c r e a s e 
p r o d u c t i v i t y 

For more information and a free video 
1 - 800 - 439 - 6834 

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

http://www.gactr.uga.edu/IS/Turf/


NEW PRODUCTS 
Rain Bird Variable 
Arc Nozzles 
• 10-, 12- and 15-foot models 
• Stainless steel adjustment 

Stihl Power Scythe 
• FH 75 Power Scythe is 
designed for landscapers and road 
maintenance crews 
• Works with a hedge trimming 
concept 
• The unit will articulate to provide 
versatility in cutting angles 
• Shorter blade length gives 
operator more control 
Grcle 226 on reader service card 

screw regulates radius and flow 
• Adjustable from 0 to 360 
degrees 
• Complement existing 4-, 6-
and 8-foot models 
Grcle 225 on reader service card 

TrynEx Poly Snow 
Deflector 
• Heavy-duty snow deflectors 
makes plows more efficient 

4 
m ' 

- i 

• Constructed of tough 
polyethylene with reinforce-
ment ribs 
• Mounting kits include self-
tapping bolts 
• Deflector kits contain six 
units per package 
Grcle 227 on reader service card 

Growth Products 
i® 

• 100% natural organic soil 
amendment and 
biostimulant 
• Improves the entire 
ecosystem of the plant 
• Ideal for both foliar and 
soil applications 
• Provides a food source for 
beneficial microbes 
• Extremely effective in 
diverse situations 
• Improves soil structures, 
stimulates root growth, 
aerifies the soil and restores 
organic matter 
Grcle 228 on reader service card 

Check us out 
Lawn & Landscape On- l ine features 

• L a t e - b r e a k i n g n e w s 
• O n - l i n e t r a d e s h o w 
• B a c k i s s u e s 
• O n l y o n - l i n e a r t i c l e s 
• C h a t r o o m s 
• N e w s g r o u p s 
• I n d u s t r y l i n k s 
• I n d u s t r y T r a i n i n g g u i d e s 
• C l a s s i f i e d a d v e r t i s i n g 
• E l e c t r o n i c b o o k o r d e r i n g 
• O n - l i n e s u b s c r i p t i o n s e r v i c e s 
• I n d u s t r y r e s e a r c h r e p o r t s 

I* 0® 

The Green 
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website 
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AN ECONOMICAL 
FORECAST 
TRADITIONALLY, lawn care 
and landscape contractors have 
relied on television and radio 
reports for weather information 
in scheduling crews for mow-
ing, maintenance and chemical 
applications. However, the 
weather can change quickly and 
hundreds of dollars can be 
wasted on product applications 
and the labor costs involved. 

Jim Davis, the owner of 
Landscape Management Com-
pany, Gainesville, Fla., has 
eight crews in the field almost 
year round. Inclement weather 
is disruptive to his schedule. 

In April 1997, Davis pur-
chased a Weather Center Turf 
Manager system from DTN, 

Omaha, Neb. It contains re-
gional radar maps indicating 
county level precipitation that 
updates every 15 minutes and 
hourly national radar summa-
ries that give information on 
severe storm watches. 

"The system cost $300 up 
front, plus a monthly fee," 
Davis noted. 

The weather center offers 
local, regional and national 
outlooks that provide tempera-
ture and precipitation forecasts 
for the next 24 hours, with 
forecasts through 90 days. 
More than 550 city forecasts 
are available on the system, as 
well as regional weather obser-
vation maps updated hourly 
for temperature, wind speed 
and direction, dew point, rela-
tive humidity and barometric 
pressure. Davis frequently uses 

maps showing wind speed and 
direction. 

In addition, the system 
features the C&P Press Turf 
Product Index, a database of 
more than 275 turf pesticides, 
and Material Safety Data 
Sheets. An Evapotranspiration 
Table combines temperature, 
wind, humidity and precipita-
tion data - by region - to pro-
vide evapotranspiration rates. 

The system has become a 
partner in Davis' scheduling. 
He uses it almost daily and 
can rely on the forecast it pro-
vides up to two days in ad-
vance. Not only is he able to 
see the weather as it's happen-
ing, but the forecasting helps 
to plan crews' work schedules. 

According to Davis, this 
heads-up planning keeps crew 
members from coming to 

PRODUCT PROFILE 
work on days with inclement 
weather. He estimated that he 
calls crews at least once a week 
for this reason. 

"We could possibly be sav-
ing as much as $500 to $1,000 
every rain day," Davis shared. 

"From a safety standpoint, 
we are able to warn our crews 
by two-way radio of approach-
ing severe weather in their 
area," Davis explained. "We 
are able to bring maintenance 
crews in and send all non-es-
sential personnel home when 
we see inclement an weather 
forecast. It's an invaluable tool 
that has paid its way every 
day." - Ruth Cattlett D O ! 

The author is the marketing coor-
dinator for DTN. 

Circle 229 on reader service card 

Answers are all here 
Here 

are some 

postings 

taken 

straight 

from the 

Bulletin 

Boards: 

a n d t h e y ' r e | — J 

Q . On trucks and trai lers: 

I a m r e s e a r c h i n g t h e p u r c h a s e o f a n e w t r u c k f l ee t 

a l o n g w i t h t r a i l e r s t o b e u s e d w i t h i n t h e p r o d u c t i o n 

o f l a n d s c a p e i n s t a l l a t i o n & m a i n t e n a n c e s e r v i c e s . 

I ' m e s p e c i a l l y i n t e r e s t e d in t h e use o f d u m p t r a i l e r s 

a n d h a v e b e e n l o o k i n g i n t o ro l l o f f b o d i e s . 

I h a v e a 4 - y a r d d u m p a n d f i n d it a l m o s t a s 

i m p o r t a n t a s m y bes t w o r k e r s . T h e o n l y m i s t a k e w e 

m a d e is t h a t w e u s e d to h a v e a 1 2 - y a r d d u m p 

t r a i l e r a n d it w a s t o o b i g o f a t r uck t o h a u l a n d use 

in t i g h t a r e a s . W e h a v e n i n e t r ucks in o u r f l ee t , 

a n d w e w o u l d r a t h e r use a s m a l l e r t r a i l e r so a s t o 

n o t c r e a t e a n o v e r l o a d i n g a n d u n s a f e c o n d i t i o n f o r 

o u r w o r k e r s . 

G o t a p r o b l e m o r ques t i on? 
Vis i t the Bul let in B o a r d s a t L a w n & 
Landscape ' s w e b s i t e -
wwwJawnandlandscape.com -
a n d pos t y o u r ques t i on there . Feel f ree 
to a n s w e r a c o l l e a g u e ' s ques t i on w h i l e 
y o u ' r e the re as w e l l . 



CLASSIFIEDS 
All classified advertising is $ 1.00 per word. For box 
numbers, add $ 1.50 plus six words. Classified Display 
ads $ 115.00 per column inch. Standard 2-Color avail-
able on classified display ads at $ 175.00 additional. All 
classified ads must be received by the publisher before 
the first of the month preceding publication and be 
accompanied by check or money order covering full 
payment. Submit ads to: L&L, 4012 Bridge Ave., 
Cleveland OH 44113. Fax: 216/961-0364. 

BUSINESS OPPORTUNITIES 

PUTTING GREENS 

O Keep your crews busy all year. 
O Buy manufacturer direct. 
O 300 sq. mile protected territory. 
O Carry no inventory. 
O Excellent add on service. 
O Many extras. 

VIDEO 

A L L j P R O 
PUTTIN0»GP,EENS 

1-800-334-9005 

BIDDING FOR PROFIT 
Grow Your Company and Accounts 

with Tips and Techniques from 
PROFITS UNLIMITED 

a Division of Waynes Lawn Service 

BIDDING & CONTRACTS ($42.95) 
Examples on bidding and contracts (residential and 
commercial markets). How-to son: Determining your 
cost of operation; Applying these costs to your bid-
ding process; Calculating your cost. Bidding Strate-
gies on: Mowing, Landscaping, Mulching, Power 
Seeding, Snow Removal and many more. 

CONTRACTS & GOALS ($29.95) 
Lawn and Snow Removal Sample Contracts; Advan-
tages and disadvantages of using contracts; Responses 
to common customer objections to signing contracts. 

MARKETING & SALES ($34.95) 
Aspects of marketing and selling your service. Con-
tains many forms of marketing found to be success-
ful and those found to be ineffective. 

LETTERS FOR SUCCESS 
(set of 13-$19.95) 

"Cold Call" introduction, bid proposals and cover 
letters, contracts, collections and several others for 
use as they are or as a framework to write your own. 

Mail check with your order, 
Print name and address to: 

#1 Profits Unlimited 
3930-B Bardstown Road 

Louisville, KY 40218 
800/845-0499 

Visa, MasterCard, Discover, 
American Express 

HOLIDAY AND EVENT DECORATING 

The Premier 
Add-On Business 

FRANCHISE OPPORTUNITIES 

Holiday and Event Decorating 
• Keep More Good People Year 'Round • 

• Utilize Trucks and Trailers • 
• Offset Fixed Costs • 

• Sell To Existing Customers • 
• Excellent Margins • 

• 125 Locations in 40 States • 

C h r i s t m A s 
E > e c o r 

X T 
Purchasing Power • Name Recognition 

Shorter Learning Curve 

1-800-687-9551 
www.christmas-decor.com 

SELLING YOUR BUSINESS? 
If you have thought about the possibility of selling your 
business, Professional Business Consultants can obtain 
purchase offers from numerous qualified potential 
buyers without disclosing your identity. There is no 
cost for this as Consultant's fee is paid by the buyer. 
This is a FREE APPRAISAL of your business. 

CALL: 708/755-6715 or FAX: 630/910-8100 or REPLY 
TO: P.B.C., 19 W 555 Central Avenue, Downers 
Grove, IL 60516. 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 
slow-release fertilizer products direct from manufac-
turer. Ken Franke, P.O. Box 123, Plato, MN 55370; 
800/832-9635. FAX: 320/238-2390. 

REGIONAL DISTRIBUTOR 
Needed to promote and sell to dealers a new line of 
premium quality imported tillers. Call Unico D.C. 1-
800-331-7727. 

TRASH = CASH 

Tra$h = Ca$h! 
Earn $30K - $11 OK /yr 

Clean up litter and debris from parking 
lots, walkways, and landscapes - nearly 
as fast as you can walk with the 
UttvrCatdT! Simple 1 man operation. 

Only $29.95 plus shipping 
30 Day Money Back Guarantee 
FREE Money Making Manual shows 
how! Call Winch Enterprises Now! 

Thm Orl^rx.1 ^ 
LlttvrCatch 1-888-205-1929 ext 1 Thm Orl^rx.1 ^ 
LlttvrCatch 

Why do NaturaLawn of America franchises 
generate revenues in the top 12% 

of the green industry? 

• Proven Marketing Provides Accelerated Growth 

• Large Exclusive Territories Eliminates Competition 

• Differentiate Yourself Using Natural Organic-Based 
Fertilizers 

• Customized Agronomy Programs Based on Your Market 

• Industry Leading Training For You and Your Employees 

With up to 50% financing and discounted 
franchise fees for qualified candidates, we can 

make it easy for you to join the leader in organic-
based lawn care. To learn more about becoming a 
NaturaLawn of America 
franchise owner, call 
800-989-5444 or 
contact us at 
www.nl-amer.com. 

BUSINESSES FOR SALE 

LANDSCAPE CONSTRUCTION CO-BOSTON 
Established leader in desirable market. Selling for $ 1.2 
million, equipment and real estate negotiable. Turn-
key operation. Owner will remain indefinitely. Ideal 
merger with maintenance or building company. Send 
inquiries to: P.O. Box 2050, Framingham, MA 01703. 

COMMERCIAL LANDSCAPE MAINTENANCE 
Commercial landscape maintenance and snowplowing 
firm in NY's suburban area. 20+ years established. 
Unlimited growth potential. Excellent reputation. 
Extensive list of quality equipment. Owner will assist 
with transition. Serious inquiries reply to: "Accoun-
tant," P.O. Box 9396, Bardonia, NY 10954. 

RESIDENTIAL LANDSCAPE MAINTENANCE 
Residential landscape maintenance business. Orange 
County California. Established 20 years. $300k-$400k 
annual sales. $150k for business. $45k for trucks and 
equipment. 714/573-9533. 

COMMERCIAL LANDSCAPE MAINTENANCE 
80% Maintenance 20% Construction 

19 years established company in Southern AZ 
Sales exceeding $ 1.1 million and growing 

Business, Equipment, Vehicles, Accounts $450K 
Property - 1 acre industrial, 2 buildings $200K 

For more information reply to: 
L&L, Box 400, 4012 Bridge Avenue 

Cleveland, OH 44113 

COMMERCIAL LANDSCAPE MAINTENANCE 
Commercial landscape maintenance business includes 
tree trimming and installation. Orange County Cali-
fornia. Established 20 years. $3.5 million annual sales. 
$1.5 million for business. Building and land available 
for $486k. Great opportunity for out of state company 
to expand into Southern California. 714/401-9128. 

http://www.christmas-decor.com
http://www.nl-amer.com


CLASSIFIEDS 
LANDSCAPE MAINTENANCE 
Indianapolis area: Large commercial accounts. Two 
acre facility. Vehicles and equipment. $250,000 takes 
everything. Principals only. 317/971-6960. P.O. Box 
47071, Indianapolis, IN 46247. 

COMPUTER SOFTWARE 

TRIMMER SOFTWARE 

TRIMMER 
Software for the Landscape Contractor 

An Estimating, 
Billing, 

Routing, 
Site Scheduling, 

and 
Customer Tracking 

Tool to Make 
Your Life Easier! 

Priced at just $495.00 

For a FREE Demo Disk contact us at 
TRIMS Software International, Inc. 
3110 North 19th Avenue, Suite 190 

Phoenix, AZ 85015 
(800) 608-7467 • Fax: (602) 277-8029 

www.trims.com 

EDUCATION/INSTRUCTION 
LANDSCAPE DESIGN 

THE SCHOOL OF LANDSCAPE DESIGN 
Dept. GTB668, 430 Technology Pkwy. 

PCDI, Norcross, Georgia 30092 

CHRISTMAS DECORATING SEMINAR 

Christmas Seminars '99 
CHRISTMAS DECORATING SEMINARS 
Especially designed "EARLY-SEASON" 
for Exterior Landscape Contractors! 
TWO DAY CRAM COURSE: 
FRI. & SAT., MARCH 19, 20,1990 
Call Kathy Johnson at (412)281-6352 Fax(412)281-4775 

USED TRUCKS 

FOR SALE 
FINANCING 
LET T H E G O V E R N M E N T FINANCE your small 
business. Grants/loans to $800,000. Free recorded 
message: 707/448-0270. (NK8) 

FREE 1999 MKILANDSCAPERS 
SUPERSTORE1" CATALOG 
Buy direct and save! Engines, equipment, parts and 
accessories. Call MOHAWK INDUSTRIES 800/724-
2229 for your FREE CATALOG. Up to 90-day terms. 
Trimmer line, filters, blades, belts, safety supplies, 
hand tools and much more! 

RADIOS HALF PRICE! 
M O T O R O L A - J O H N S O N 

K E N W O O D - UNIDEN - RADIUS 
escape NEXTEL go 900 w us 

Call: 800/779-1905 

WINTER-SNOW PLOW SUPPLIES 
G E T READY FOR LA NINA! 

If you live in the Midwest call us for great truckload 
pricing on Calcium Chloride. 
T G S 0 5 Tailgate Salt Spreader-Part No. E Q T G S 0 5 
$879.95 
Swing Away Mount For TGS05-Part No. 025000 
$179.95 
Cutting Edges as low as $41.00! Trip Springs for 
Meyer or Western Item No. H07017 Buy 12+ Only 
$7.99 Each. 
Meyer E-47 Motor Item No. 15054 Buy 3+ $69.95 
Each 
Meyer E-60 Motor for Quick Lift Item No. 15689 
$149.95 
Western Motor Part No. H56133 $79.99 

We've got great pricing on Winter Supplies 
and Plow Parts. 

Call Today and ask for our New Winter Catalog. 
Call: 1-800-GET-SALT 

CONCRETE PROFITS FROM CURBMATE 
Since 1983 Curbmate Corporation has been beautify-
ing landscapes throughout the U.S. CURBMATE's 
concrete extrusion machine automatically installs con-
crete landscape edging quickly and easily. 

• Excellent profit margin 
• Beautiful product 
• A variety of shapes 
• Easy to install — fast! 
• Increase your landscaping business 

Call for free packet — ask for special landscaper dis-
count. 801/262-7509. 

(5) 1995 cab over Mitsubishi trucks for sale with four 
cylinder diesel engines all ranging from 35 to 42 
thousand miles each. All trucks are equipped with 
FMC fiberglass spray tanks that all have mechanical 
agitation and a 600 gallon holding capacity. Going to 
each tank is a 10 gallon per minute P.T.O. Bean pump. 
These trucks are capable of hauling Lawn Caddys, 
aerators, and slice seeders. One of the trucks have no 
drop deck but are set up to spray trees. These trucks are 
built with almost all stainless steel and aluminum. 
Please call 800/874-0253 

HYDRO-MULCHERS 
HYDRO-MULCHERS® 

Hydro-Seeding Machines 

Most Brands & Sizes - New & Used 

James Lincoln Corp. 

( 8 0 0 ) 5 5 1 - 2 3 0 4 

CATCHER LIFT SYSTEMS 

ALL SEASONS 
CATCHER LIFT 

SYSTEMS 

TALK 
Vol 10 

enabling Walker Mower 
owners to reach 
new heights of... 

Productivity. Profit, and Safety. 
1 Lift, dump and go in 20 scconds. 7.0 box. 
1 Improves worker safety. 
' Better employee performance. 
' Higher profits through more accounts serviced. 
1 Improved for '99 
1 Lifting the 9.5 Box. 28 second cyde. 

Now Available For Scag Turf Runner 

800/786-2301 
5100 Valley East Blvd., Areata. CA 

SPRAY TRUCK 
1987 Ford F-350 Spray Truck, 600 gallon stainless 
steel tank and plumbing (400/200 split), jet agitation, 
hose reel, Meyers 12C P T O driven two stage centrifu-
gal pump. All output lines have hydraulic fittings. 
Extensions on hard to reach valves. Spreader mount. 
Ready for operation. $9,500. 215/721-2810 ask for 
Bob Williamson. 

LANDSCAPE ACCESSORIES 

W.E. can help you cut it! 
FREE 1999 Catalog! 

Over 1 0 0 H a i t i - t o - F i n d 
Landscape Maintenance Products! 
Free Shipp ing w i th $ 3 0 0 + Order, 

800-816-2427 
Full Color Photos OHUNE: 

RBE A LANDSCAPE] 
DESIGNER i 

Accredited home 
study career train-
ing. You'll learn 
how to create 
beautiful lawns, 
courtyards, 
walkways, 
plantings, and 
gardens. Learn all 
about profession-
al landscape de-
sign techniques, grasses, plants, grow-
ing conditions, soil, more. Start an at-
home landscape design business. Find 
out more: send or call 24 hours a day. 

FREE CAREER LITERATURE: 
CALL 800-223-4542 

http://www.trims.com


COMMUNICATION EQUIPMENT 
Ncxtel communications equipment, 

12 phones and 1 base 
Still in the boxes, voice mail, 2 way, digital cellular 

$ 2 , 2 0 0 firm 5 1 3 / 5 7 5 - 2 5 5 5 

LANDSCAPE DESIGN KIT 3 
^LANDSCAPE DESIGN KIT 3 

4 8 rubber stamp symbols of trees, 
shrubs, plants & more. 1/8" scale. 

Stamp sizes from 1/4" to 1 3/4". 
$78 .50 • $ 6 s/h VISA. MasterCard, or 
MO's shipped next day. Checks delay 
shipment 3 weeks. CA add 7.75%tax. 

„ 1 AMERICAN STAMP CO 
r FrM Brochurt 12290 Rising Rd. LL99. Wilton. CA 95693 

Local calls 916-607-7102 Voce or Fax TOLL FREE 877-687-7102 

FINN STRAW CANNON SALES 

FOR SALE-WALKER MOWERS 
( 2 ) 1 9 9 6 WALKER MOWERS 

M O D E L No. M T 4 8 G H S 7 . 0 
(2) 4 8 " M O W I N G D E C K S 
(2) 6 2 " M O W I N G D E C K S 
' 8 6 5 Hours on one and 1 ,079 Hours on the other. 
U P G R A D E 2 5 H.P . K O H L E R E N G I N E . 
O P T I O N S : A R M R E S T S , E X H A U S T 

D E F L E C T O R & L I G H T S . 

NOTE: BOTH MOWERS COMPLETELY 
OVERHAULED 10/98. 

C O N T A C T : 
Edward A. Bayer 

or 
Heather L. Broadley 

at 
Te lephone No. 4 1 2 - 6 3 5 - 9 4 4 5 

$ 6 , 5 0 0 . 0 0 Each Mower 
or 

Buy Both 
$12,000.00 

BUFFALOGRASS SEED 

"NATURE'S BEST TURFTYPE 
BUFFALOGRASS" 

< D ® ® 
Conserve Water & Chemicals Low Maintenance 

* TOPGUN * PLAINS * TEXOKA 
P V P A p p r o v e d 

BAMERT SEED CO. 
Muleshoe, Texas 

1 - 8 0 0 - 2 6 2 - 9 8 9 2 
or 8 0 6 - 2 7 2 - 5 5 0 6 

5 0 + Varieties of Native Grass Seed 
bamseed@fivearea.com 

Finn straw cannon trailer mounted 8 8 hours. 
Kubota diesel engine, great price at $ 8 , 0 0 0 . 
Cincinnati area 5 1 3 / 5 7 5 - 2 5 5 5 

GROUNDS EQUIPMENT 
G r o u n d s E q u i p m e n t 

T i r e C h a n g e r s 
| w w w . w i k c o . c o m 

Or Call 800-872-8864 
^ I WIKCO INDUSTRIES. INC. • • 
4 9 3 0 N 57th S t . Lincoln Ne 68507 

MANAGEMENT SEARCH 
GREENSEARCH 
Career Opportunities! 

Plan your next career move from the 
comfort o f your home. Visit our Website 

today, review our Green Industry 
Career Opportunities and complete a 

confidential application online. 

wvfw.greensearch.com 
or call GreenSearch toll free: 

8 8 8 / 3 7 5 - 7 7 8 7 

GREAT CAREER OPPORTUNITIES 
Large Charlotte, N . C . , landscape company is seeking 
highly qualified, self-motivated professionals. Posi-
tions include: 

• Maintenance Foremen 
• Landscape Foremen 
• Landscape Designer 
• Horticulturist/Color Specialist 
• Landscape Billing/Job Tracking 

Send resume to T h e Metrolina Landscape Co. , P .O. Box 
6 6 9 0 0 3 , Charlotte, N C 2 8 2 6 6 or call 7 0 4 / 3 9 2 - 9 5 0 1 . 

EMPLOYEE SEARCHES 
Florapersonnel, Inc. in our second decade o f 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 . , 1 7 4 0 Lake 
Markham Road, Sanford, FL 3 2 7 7 1 . Phone 407/320-
8 1 7 7 , Fax 4 0 7 / 3 2 0 - 8 0 8 3 . Email: Hortsearch@aol.com 
Website: http//www.florapersonnel.com 

DIVISION MANAGER 
Award winning, full-service landscape management 
firm is seeking a motivated individual to build its 
senior management team. Located in the fast-paced 
San Francisco Bay Area, our growth has created the 
need for a division manager in maintenance. T h e top 
candidate will be a good communicator, organized, 
customer-focused, and able to understand financial 
statements. An AA or BA degree is preferred with five 
years' experience in the commercial landscaping field. 
W e offer generous salaries, profit distribution, com-
pany vehicle, health/dental/life insurance, and 4 0 1 k 
with company match. For immediate, confidential 
consideration mail, fax or E-mail resume to Gachina 
Landscape Management, Inc. , 1 1 3 0 O 'Br ien Dr. , 
Menlo Park, C A 9 4 0 2 5 , Fax: 6 5 0 / 8 5 3 - 0 4 3 0 , E-mail: 
jobs@gachina .com 

Sales - Kapp's Lawn Specialists will be hiring a sales 
manager for our Cleveland office. Benefit package 
includes generous salary, medical and dental insur-
ance, 2 - 3 weeks vacation, personal vehicle and large 
quarterly bonuses. Join a solid 3 0 year old company 
that's "on the move." W e really do care about our 
employees. Applicants must have a proven track record 
in the lawn care industry. Salary commensurate with 
experience. For more information, contact Mike 
Markovich, 4 1 2 4 Clubview Dr. , Fort Wayne, IN 
4 6 8 0 4 . Phone: 2 1 9 / 4 3 6 - 4 3 3 6 , Fax: 2 1 9 / 4 3 2 - 7 8 9 2 . 

LANDSCAPE/IRRIGATION FOREMAN 
Fast paced design-build firm needs Landscape/Irriga-
tion Foreman to install high-end residential projects. 
Year round employment, salary plus bonus and ben-
efits. Min imum 3 years in-field experience. Must have 
references, be self-motivated and well organized. Char-
lotte, N C 7 0 4 / 5 9 8 - 2 2 6 6 . 

GROWTH OPPORTUNITIES 

share 
our 
passionP 
We are in search of arboriculture 
and horticulture professionals 
who deliver excellence in tree 
shrub and lawn care. 

Currently operating f r o m l l 
branches in NY, MA, NJ & CT 
with plans to expand throughout 
the northeast & beyond! 

m i 
ITHE NATURAL CHOICE! 

A Nature's Trees, Inc. company fax: 914-244-1364 

Please send/fax resume to: 
Attn: Recruiting 
205 Adams St. 
B-rdford Hills, N Y 10507 

USE READER SERVICE #125 

mailto:bamseed@fivearea.com
http://www.wikco.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
mailto:jobs@gachina.com


IQCATE I N 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 
resumes for branch managers and branch manager 
trainees. Our trainee packages average $35 ,000 to 
$40 ,000 per year and our branch manager packages 
average $75 ,000 to $80 ,000 per year. Both trainee 
and branch manager benefits include generous sala-
ries, health benefits, new personal vehicles and a large 
year end bonus. Join a fast growing company that 
"really cares" about its employees! Branch manager 
applicants should have managerial experience, and 
trainee applicants should have assistant manager ex-
perience. Send or fax resume to: Kapp's Lawn Spe-
cialists, Michael Markovich, 4 1 2 4 Clubview Dr., 
Fort Wayne, IN 46804 . Fax: 219/432-7892. 

BRANCH M A N A G E R 

BRANCH 
MANAGER 

TANDEM 
LANDSCAPE 

COMPANY 

Industry leader, oward winning, 
full service firm in Chicago west-
em suburbs seeks aggressive sales 
and client-oriented individual to 
be accountable for a multi-million 
dollar growing branch operation 

ond be part of the senior management team. Responsibilities 
include soles growth, budgets, estimating, bidding contracts, 
quality control, training and staff development, motivating soles 
staff, client interaction, operations management and branch prof-
itability. Horticultural/Business degree or similar a must, along 
with working knowledge of all grounds maintenance operations 
and proven leadership and sales record. This is an excellent career 
opportunity for on energetic, goals oriented, proven leader with 
excellent interpersonal and communication skills with possibilities 
for advancement to manage multiple branches within the Chicago 
Market. We offer excellent salary and benefits package (including 
a very impressive pay for performance incentive program, car 
allowances, health insurance, 401 k and more). To join an aggres-
sively growing firm and for immediate confidential consideration, 
coll/fax/or mail resume to: 

TANDEM LANDSCAPE COMPANY 
Attn: Mark Sorrentino 
33W480 Fabyan Parkway, Suite 101 
West Chicago, Illinois 60185 
(630) 232-1700 
Fax to (630) 232-6370 

I R R I G A T I O N PROFESSIONALS 
Oasis Irrigation Systems, Inc. of Atlanta, GA, is 
accepting resumes and inquiries for positions within 
our organization. We are looking for career minded 
people to fill immediate positions in the following 
areas: 
Operations Manager 

• Sales/Manager 
• Service Technician 
• Installation Foreperson 
• Equipment Operator 

We offer excellent pay and benefits. Relocation ex-
penses considered. Come be a part o f our family. 
Phone 770/913-9033, Fax 7 7 0 - 9 1 3 - 0 1 8 0 . 

LANDSCAPE M A I N T E N A N C E M A N A G E R 
Upper scale landscape firm seeking Maintenance 
Manager with a minimum of 3-5 years prior experi-
ence and possess Horticulture Degree. Responsibili-
ties will include Customer Relations, time/quality o f 
maintenance crews via Supervisors, Prospective new 
customer sales/estimating. Must be self-motivated, 
well organized and the ability to oversee others. Salary 
commensurate with prior work experience. Excellent 
benefits. I f interested in working with quality com-
pany, please fax/send resume with salary history to: 

James Michael, Inc. 
c/o Bill Stewart-General Manager 

2 5 6 5 0 N. Gilmer Rd. 
Mundelein, IL 6 0 0 6 0 

Tel. 847/438-8144 
Fax: 847/438-8395 

L A N D S C A P E / I R R I G A T I O N SUPERVISOR 
Hands on installation and supervision of sprinklers 
systems and landscape installation. Clean driving record. 
3 years supervision and installation experience with 
references. Neat appearance, loyal, honest, ethical in-
dividuals. Design/sales experience a plus. Must be 
willing to continue education and licensing provided 
by the company. 18 year old company located in 
McKinney, Texas, looking for key people. Room for 
advancement and growth. We will pay for the right 
individuals. Mail your resume to LMI, P.O. Box 736 , 
Allen, T X 7 5 0 1 3 . Fax your resume to 972/562-6265. 
Call our office with questions 972/562-8873. E-mail 
us at lmi@airmail.net 

I R R I G A T I O N TECHNICIAN 
Repair specialist needed for 18-year old company lo-
cated in McKinney, Texas. Three years experience 
with references. Clean driving record. Installation ex-
perience a plus. Neat appearance, loyal, honest, ethical, 
individuals. Must be willing to further education and 
licensing at company expense. We pay above industry 
standards for the right individuals. Mail your resume to 
LMI, P .O. Box 736 , Allen, T X 7 5 0 1 3 . E-mail: 
lmi@airmail.net. Call our office with questions 972/ 
562-8873 . Fax 972/562-6265. 

DEPARTMENT M A N A G E R -
CONSTRUCTION A N D M A I N T E N A N C E 
Full-service design-build firm located in Northeast 
New Jersey seeks dynamic self-starter to oversee land-
scape department and sell and manage construction 
projects. Require a growth-oriented, team player with 
three to five years landscape sales/management/pro-
duction experience. Excellent leadership, organiza-
tional and communications skills a must. A degree in 
Horticulture or Landscape/Grounds Management de-
sired. Responsibilities include estimating; sales; sched-
uling and supervising crews; purchasing and inventory; 
and budget and profit control. Excellent career oppor-
tunity with growing, progressive company with out-
standing 20-year service record. Competitive salary 
and benefits. Send or fax resume to Jacobsen Land-
scape Design and C o n s t r u c t i o n a l Birch Street, Mid-
land Park, NJ 0 7 4 3 2 . 201/444-4334. Attention: Per-
sonnel Department. 

GENERAL M A N A G E R 
Well-established lawn care company located in Mont-
gomery County, Maryland is seeking a general man-
ager to oversee company operations and coordinate 
with owner. Qualified applicants should be self-moti-
vated and experienced, and able to perform well in sales 
and customer and personnel management. Benefits 
and salary based on experience. Send resume to 14404 
Falling Leaf Dr., Darnestown, Maryland 20878 . 

POSIT IONS A V A I L A B L E 
Sixteen year old environmental contracting company 
in Denver metro area continues to expand. We seek to 
fill the following positions between January 1, 1999 
and March 1, 1999. 

Landscape Superintendent 
Must be able to handle large commercial project 
ranging from $ 2 5 0 K to $3M including plant material 
installation, grading, seeding, sodding, subsurface 
drains, and managing subcontractors. 

Irrigation Superintendent 
Must be able to handle large mainline irrigation 
systems associated with urban parks, streetscapes, 
highway projects, etc. Must have comprehensive 
knowledge of large mainline systems up to 8 " involv-
ing wiring, valves, clocks, layout, etc. 

Landscape Maintenance Superintendent 
Must have experience with mowing, pruning, fertili-
zation and irrigation repair on commercial projects. 

Reclamation Superintendent 
Must have adequate previous experience with farm 
and heavy equipment. Require individual that can 
work in a variety o f hands on environments complet-
ing unique revegetation and erosion control pro-
cesses. Periodic travel required. 

Excellent benefits, profit sharing, relocation allow-
ance, and company vehicle. Please send your resume 
with salary history to W S R I , 11730 Wadsvorth Blvd., 
Broomfield, C O 8 0 0 2 0 or Fax 303/465-2478. 

LANDSCAPE PROJECT M A N A G E R 
Landscape Project Manager to oversee all phases o f 
landscape construction sales, bidding, managing and 
client relations. Four year degree mandatory. Top 
southern California firm with great perks. Call Gary 
Horton, Landscape Development, Inc. 805/295-1970. 

LANDSCAPE FOREPERSONS 
A fast growing, full-service landscape contractor in 
Vail, Colorado is seeking a qualified Controller, Irriga-
tion Technicians, Licensed Chemical Applicators, as 
well as individuals for maintenance and installation 
positions in the spring of 1999. A minimum o f 2 years 
experience and/or a related college degree. Salary com-
mensurate to experience. Benefits available. Bilingual a 
plus. Please mail or fax resume to: Johnie's Garden, 
Inc., P.O. Box 5115, Vail, C O 81658 , fax 970/827-
5696, phone 970/827-9200. E .O.E. 

& < * M 8 0 0 - 4 5 6 - 0 7 0 7 
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TREE P R U N I N G & 
R E M O V A L S U B C O N T R A Q O R S 
Starting a new tree care business? Need more work? 
Keystone Tree Experts is seeking qualified tree pruning 
and removal subcontractors in Southeastern PA. Call 
Bob McMullin for details. 215/348-4444. 

LANDSCAPE MAINTENANCE 
DEPARTMENT MANAGER 
Our growth has created the need for a new manage-
ment position. T o p candidates will be good communi-
cators, organized, customer focused and understand a 
financial statement. A degree in horticulture and a 
minimum of five years o f supervisory field experience 
a must. We offer a close team environment, generous 
salary, company vehicle, 1 0 0 % paid health/dental/life 
insurance and 4 0 I K . For immediate confidential 
consideration, send resume to: 

La Rosa Landscape Management Company, Inc. 
10950 N. Buntrock Avenue 

Mequon, W I 5 3 0 9 2 
(414) 2 4 2 - 9 0 9 2 

I R R I G A T I O N / L A N D S C A P E SUPERVISOR 
Hands on installation and supervision of sprinkler 
systems and landscape installation. Main emphasis on 
irrigation systems. Clean driving record. 3 years super-
vision and installation experience with references. Neat 
appearance, loyal, honest, ethical individuals. Design/ 
sales experience a plus. Training seminars to advance 
knowledge paid for by company. 21 year old company 
located in Springdale, Arkansas, looking for key people. 
Our third year in irrigation systems. Come grow with 
us. W e will pay for the right individual. 

Mail your resume to: 
Jef f Q . Hunter 
Professional Landscaping Co. 
4 2 3 Oak Grove Road 
Springdale, Arkansas 7 2 7 6 4 
Or Fax to: 
501/750-0578 

LANDSCAPE MAINTENANCE SUPERVISOR 
Responsible person needed to oversee lawn mainte-
nance operations. 3-5 years experience. Must be able to 
organize, motivate and work in the field with crews. 
Salary $38-$40K, vacation, bonus, retirement plan. 
Fax or mail resume to: 

Munroe Landscaping, Inc. 
100 Foster Street 

No. Andover, MA 0 1 8 4 5 
Fax: 978/989-0934 

NEED GOOD EMPLOYEES? JOB HUNTING? 
Need Good Employees? - advertise your openings, 
using Ferrell's Jobs in Horticulture, to cost-effectively 
connect with more than 2 ,000 readers and find quali-
fied employees. Job Hunting? - find employment in 
the Green Industries with the twice-a-month newspa-
per that lists more than 200 positions and internships 
available nationally - N O W ! 6 issues (3 months): 
$24 .95 . Free "position wanted" ad for 6 and 12 month 
subscribers. Student rates available. MC/VISA accepted. 
Call : 8 0 0 / 4 2 8 - 2 4 7 4 today! Visit our web site: 
www.hortjobs.com/. 

CREW MANAGER 
Crew Manager. Duties: Supervise activities o f work-
ers engaged in commercial landscape installation rang-
ing up to $700 ,000 ; act as liaison between company 
and client; coordinate projects o f workers engaged in 
planting trees and shrubs, installing lawns, and apply-
ing selective pesticides and other chemicals according 
to contract specifications; review blueprints to ascer-
tain work force and equipment requirements; sched-
ule work for crews; estimate project costs, purchase 
materials, and ensure completion o f work within 
contract stipulations; ensure safety policies and pro-
cedures are followed during projects. Requires: 2 yrs. 
exp. in the job offered. 4 0 hrs./wk. 8 :30-5 :30 . Salary: 
$36,000/yr. Apply with resume to: Georgia Dept. o f 
Labor, Job Order # 6 3 0 9 2 3 5 , 2 9 4 3 N. Druid Hills 
Rd., Atlanta, GA 3 0 3 2 9 or the nearest Department o f 
Labor Field Service Office. 

LANDSCAPE SALES 
Allentuck Landscaping, an established, growing 12 
year old company serving Washington, D C metro 
area, has immediate opening for a highly motivated 
sales professional for its Commercial Division. Appli-
cant must have minimum 3 years experience in sales 
and in the landscape industry. Strong interpersonal, 
communication and organizational skills are necessary. 
Salary and benefits commensurate with experience and 
skills. Phone: 301/840-3811; FAX resume: 301/840-
3813 ; email: bmascape@aol.com 

MAINTENANCE OPERATIONS MANAGERS 

Ground Control Landscaping 
a landcare USA subsidiary, headquartered in 
Orlando, FL, has immediate openings in Tampa 
and Orlando for Operations and Account Man-
agers in our Maintenance Division. 

Preferred candidates must have 3 years appli-
cable experience in maintaining landscapes and 
irrigation systems for commercial properties, 
multi family developments and/or homeowners 
associations. Must have proven skills in client 
relations, communication, organization, cost 
control, a commitment to quality and safety, 
and the ability to work independently with mini-
mal direction. B.S. Landscape Management or 
Horticulture desirable. 

We provide excellent salaries with generous 
benefits. Qualified candidates are requested to 
fax resumes to 407/678-8097 or mail to: 2169 
Forsyth Road, Orlando, FL 32807. 

DFW/EOE 

IRRIGATION TECHNICIAN 
Relocate to the Golden Isles of Georgia. Experienced 
in repairs for all areas o f residential and commercial 
irrigation. Salary and commissions with benefits in-
cluding health insurance. Will help with relocation 
expenses. Call Georgia Irrigation 912/262-9695. 

LANDSCAPE MAINTENANCE MANAGER 
Live where enjoying the outdoors is a way of life! Large, 
full-service landscaping company on beautiful Lake 
Winnipesaukee in New Hampshire seeking a customer 
focused individual with proven management skills. 
MS Office, applicator licenses are a plus. Year-round 
salaried position. Resume required. Come grow with 
us. BELKNAP LANDSCAPE CO. , INC., 160 Lily 
Pond Rd., Gilford, NH 03246 . Fax: 603/528-2799. 

REGIONAL MANAGER 

% fuxqA t* advertise t*t *d<zuut & £a*tcUc4ifie cltu&CfcecU. 

e«a 800-456-0707 

Join The Company 
That Changed The Industry! 

True or false: 
1.You know you're better than what the boss thinks. 
2. You're tired of company rhetoric. 
3. Your ability to train and help others is one o f your 

strongest points. 
4. You're a bit o f a "rebel" and believe in your opinion. 
5. You like to work hard but really enjoy playing hard. 

4 Or More True Answers? 
Then we want to talk to you. NaturaLawn of America's 
continued growth has created another regional man-
ager position for operational/technical support. I f 
you enjoy people, communicate well, and have expe-
rience in business and training, we want you!!! Fax 
your resume in strict confidence to 301/846-0320 or 
e-mail us at natural@nl-amer.com. 

www.nl-amer.com 

LANDSCAPE SALES PERSON 
Knowledgeable in hardscapes and softscapes, project 
management skills and a true love for design and 
implementation of gardens. Fax resume to: Belknap 
Landscape Co., Inc. 603/528-2799. 

EMPLOYMENT OPPORTUNITIES AVAILABLE 
The Green Plan, Inc., a fourteen year old full service 
landscape and irrigation company located at the base of 
the Colorado Rocky Mountains, is continuing to grow 
and expand operations. 

Current Positions Available: 
• Customer Service / Sales Representative 
• Landscape Maintenance Foreman 
• Landscape Installation Foreman 
• Licensed Tree and Lawn Spray Technician 
• Irrigation Service Technician 
• Tree Climbers and Bucket Operators 

Positions include excellent compensation, year around 
employment, 4 0 1 K and full benefits. Immediate open-
ings available with quality ALCA Member firm. Please 
fax or forward resume to fax number or address below. 

THE GREEN PLAN, INC. 
P.O. Box 17338 

Boulder, Colorado 8 0 3 0 8 
303/938-8230 Phone 

303/938-8137 Fax 

http://www.hortjobs.com/
mailto:bmascape@aol.com
mailto:natural@nl-amer.com
http://www.nl-amer.com


GROUNDS M A N A G E M E N T 

GROUNDS MANAGEMENT 
SUPERVISORS. DUBROW'S NURSERIES, INC. 
is looking for self-motivated, communicative in-
dividuals to oversee large accounts. Our corporate 
client base requires experienced personnel with 
the following credentials. A BA degree in horticul-
ture, 5 years supervisory experience and a current 
NJ pesticide license. You must be able to coordi-
nate the administration of owner's contract job 
specifications. 

GROUNDS MANAGEMENT 
FOREPERSONS. Experienced forepersons 
needed to instruct and supervise dai ly work activi-
ties of maintenance crews. Must have minimum of 
3 years supervisory experience. A current pesti-
cide license required. Bilingual is a plus. Highly 

competitive salaries and benefits. 

( d u i 

Fax resumes to Bob Greene at 
973-992-6050 EOE M/F. 
251 W. Northfield Rd. 
Livingston, NJ 07039 

I 973-992-0598 

luBROWS 
EXCITING CAREER OPPORTUNITIES 
FOR VEGETATION M A N A G E R S 
Rapidly growing Vegetation Management Company 
is looking for experienced Division Managers to work 
out of our regional and branch locations throughout 
the U.S. Must have a minimum of two (2) years 
experience in Vegetation Management and/or a degree 
in horticulture/arboriculture/urban forestry or related 
field. Must be self-motivated, decisive, creative and 
have strong organizational skills. 
W E OFFER: • Excellent starting salary 

• Company paid health insurance 
• Excellent working environment 
• Bonuses 
• Vacations 
• 401k Program 

For career opportunity and confidential consideration, 
send or fax resume, including geographic preferences 
and willingness to relocate to: 

DeANGELO BROTHERS, INC. 
Attention: Paul D. DeAngelo 

100 North Conahan Drive 
Hazleton, PA 18201 

Phone: 800/360-9333 
Fax: 717/459-5500 

EOE/AAP/M-F 

OHIO & M I C H I G A N AREA OPPORTUNITY 
Growing Design, Build and Maintenance firm seeks 
Design, Sales, Estimating, Supervision, and Manage-
ment candidates. Excellent compensation, benefit, and 
relocation packages offered. Send resume to Yard-
master, Inc., Attn: Carole, 1447 N. Ridge Road, 
Painesville, OH 44077. Fax 440/357-1624, phone 
440/357-8400. 

LANDSCAPE F O R E M A N / C R E W LEADER 
Fast paced design/build firm needs landscape fore-
man to install hi-end residential projects throughout 
New Hampshire. Year round employment, bonus 
plan and benefits are offered. Seeking individuals that 
are self-starters, to plan, assign and direct work on a 
daily basis. Applicants must hold a valid drivers 
license. Send or fax resume to: 

Pellettieri Associates, Inc. 
199 Old Pumpkin Hill Road 

Warner, NH 03278 
603/456-3678 FAX 603/456-3229 

LANDSCAPE t I R R I G A T I O N OPPORTUNITIES 
H O R I Z O N LANDSCAPE COMPANY a leader in 
landscape and irrigation in the Northern New Jersey 
area is searching for top quality people to join our team 
in the following positions: 

• Irrigation Technician/Foreperson 
• Landscape Designer/Salesperson 
• Landscape Construction Foreperson 
• Landscape Maintenance Foreperson 

Qualified candidates will possess a minimum of two 
years experience in their respective position as well as 
excellent communication skills, self-motivation and a 
strong desire to succeed. In return Horizon offers a 
competitive salary and benefits as well as a comfortable 
working atmosphere and a place to grow. Please fax or 
mail your resume with recent salary history to: 

H O R I Z O N LANDSCAPE COMPANY 
411 West Main Street 

Wyckoff, NJ 07481 
Fax 201/848-5566 

IRR IGAT ION F O R E M E N / 
MECHANICS/SERVICE TECHNICIANS 
LOCATION: 
East Hampton, New York 

DUTIES: 
Whitmores Inc. is a well established, full service, 
landscape company on the east end of Long Island. 
Our irrigation division is seeking individuals to work 
on all phases of installation and service of high-end 
residential irrigation systems. 

QUALIFICATIONS: 
Candidates should have experience in irrigation, but 
we will train the right people. Attention to quality 
workmanship and a professional attitude are a must. 

CONTACT: 
Tom Rowan - Irrigation Manager 
Whitmores 
P.O. Box 10 
Monatuk Highway 
Amagansett, NY 11930 
516/267-8423 (FAX) 

I R R I G A T I O N INSTALLATION 

I ^ 3 
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Michigan Automatic Sprinkler, Inc., a leading irriga-
tion construction firm based in Southeast Michigan 
since 1950, has the need for the following positions: 

Golf Division: 
Crew Leader - 5 years experience in golf and large 
commercial installation 

Commercial and Residential Division: 
Crew Leader - 3 years experience in commercial 
installation 

Installers - must have basic knowledge of installation 

Service Tech. - must be a "people person," experience 
in troubleshooting, documentation, and repair of irri-
gation systems. 

Positions include competitive salary, benefits, 4 0 I K 
program and possible yearly employment. Please for-
ward resume and salary history to: 

Michigan Automatic Sprinkler, Inc. 
248/681-3770 phone 

248/681-3898 fax 

WANTED TO BUY 
HYDROSEEDERS & STRAWBLOWERS 
We buy, trade & sell new and used hydroseeders and 
straw blowers. Call 800/245-0551 for a free copy of 
our latest used equipment list or our catalog of 
hydroseeding equipment and supplies. 
E-mail: Neil@ErosionControlTech.com 
HTTP://www.ErosionControlTech.com 

The Complete Irrigation Workbook, by 

Larry Keesen, offers a comprehensive look 

at irrigation design, installation, mainte-

nance and water management including 

practical hands-on techniques. Each chap-

ter contains questions and answers which 

can be used to test your own knowledge 

or as in-house training tools for new and 

seasoned employees. Appendix includes 

detailed drawings of irrigation installa-

tions. Order yours today for $24 per copy 

plus $2.50 shipping and handling. Quan-

tity discounts available. Call Fran Franzak, 

800/456-0707. 

mailto:Neil@ErosionControlTech.com
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NURTURING GROWTH. Managing growth is a 
challenge for any company, and financing it 
on an ongoing basis may be even more 
difficult for many companies. To that end, 
one of the most important roles in driving 
CoCal's growth may have been played by 
someone not even on the company's pay-
roll - its banker. 

"We've had a good relationship with 
our banker since we started out," Fochtman 
remarked. "We've always had good operat-
ing lines and equipment lines of credit, and 
you can't grow without them. This is par-
ticularly true in a seasonal environment 
where you have spring start up costs occur-
ring right after the lower revenue winter 
months. 

"We have always had two basic lines of 

credit with our bank," Fochtman explained. 
"The first is an annual equipment line that 
we establish in conjunction with our an-
nual budget, and that is essentially a three-
year note with the bank. The second line is 
our operating line that is designed to get us 
going each spring when payroll and mate-
rial expenses occur and our receivables have 
not started turning yet. Our goal is not to 
enter the operating line before April 1, and 
we are usually out of both lines by mid-
summer to early fall. 

"When the company's receivables aren't 
turning over into cash as quickly as you'd 
like, you really have to stay on top of the 
collections efforts," he added. "But those 
are the times when your bank lines are most 
important." 

Fochtman observed that 1998 was the 
first year where cash flow was somewhat of 
a challenge for the company, which was 
primarily attributed to rapid growth in the 
construction department. 

"Typically, contractors aren't prepared 
on the business end of growing a company 
and aren't familiar with managing lines of 
credit," he concluded, "but we couldn't 
have grown like we have without our lines 
and our bank." ID 

CoCal Landscape is located at 3850 East 48th 

Ave., Denver, Colo. 80216. Phone: 303/399-
7877. 

The author is Editor 0/Lawn & Landscape 
magazine. 



You can impersonate, but you can't beat the king 
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The 1800 Series Spray Head 
Its performance is legendary. That's what makes Rain Bird's 
1800 Series-the worlds best selling spray head-a smash hit 
wherever you need an effective, reliable, long-lasting spray. 
So don't settle for impersonators, always ask for the King. 



WHY DO LEADERS CALL IT "GREATEST or BEST STUFF or PRODUCT in the WORLD?" FREETRIAU 

FREE SEE FAR-HIGHEST-SCIENCE LIFT YOUR 
NURSERY AND CUSTOMER PLANTS TO NEW UFi 

NOTHING Else • IS REMOTELY "LIKE" SUPERthrive 
• MAKES SUCH A DIFFERENCE. 
• HAS SUCH CREDENTIALS. 

TOP PLANT SOPPlt • "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 ( S ^ ^ ^ a i f M ^ : ) 
BILLIONS-PROVEN on b i l l ions of p lants, by mi l l i ons of grower: 
by hund reds of t h o u s a n d s of p ro fess iona ls , by thousands of government agencie 
and universities, by "impossible" great landscape jobs "everywhere" by gre& 
proportion of winners of the national flowering plant societies' competitions. 

FREE TRIAL TO SEE FOR YOURSELF »hy so 
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 SUPERthrivem 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 unchal lenged $5000,-Guaranteed best, 5 ways - it is more 
than t ime 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 gal lons. 1/4 teaspoonfu l per gal lon, 3 ounces 
per 100 ga l lons , (or, cons tan t l y , a drop a ga l lon , 1 o u n c e per 500 gal lons.) 
• F R E E $5.57 2 -ounce bottle, with 16-ounce $26.25 size purchase. ( R E T U R N pint for 

full R E F U N D if not delighted with 2 -ounce bottle effects.) 
F R E E $8.96 4-ounce bottle, with 32-ounce $46.00 purchase. ( R E T U R N quart for full 
R E F U N D if not happy with free 4 -ounce bottle new life.) 
F R E E $1.591/10-ounce sample Dropac™ — Send 55c stamped, addressed envelope. 
128-ounce$133.00s ize , (refundable, therefore F R E E only to established business or 
public agency, if, after using 4 2 0 0 to 64 ,000 gallons from gallon, you wish you had 
not bought it.) 

• 
• 
• 

• DEALER resale trial, FREE bottle with each dozen: DEDUCT 40% IN CHECK FOR DOZEN(S) 
dozen 1 /2-ounce $2.96 sellers: dozen 1-ounce $4.19 sellers; 
dozen 2-ounce $5.57 sellers; dozen 4-ounce $8.96 sellers; 

Firm Name Phone 
Delivery Address for UPS ENCLOSED CHECK S 
City ^ \ ^ S t a t e Zip 
Your Name (Print, please) fbsition 
If your distributors already have SUPERthrive1 

from them. S a m e offers. Send copy of invoic 
dozen" and other free bottles, direct. OTHER1 

I I A l l T f l VITAMIN INSTITUTE • B o x 2 3 0 , N 
M A I L I U Phone (213) 877-5186; (800) 

trial gallon and dozen(s), etc. 
j number for "baker's 

vood, CA 91603, U.S.A. 
FAX (818) 7 6 6 - 8 4 8 2 

USE READER SERVICE # 1 2 3 

Mid* in U.S.A. by VITAMIN INSTITt' 
Box 230,5409 5415 Sstsums A M 
North Hollywood, California 91603 

Phone 213 877-5186 


