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SO QUICK, SO MANEUVERABLE, 
YOU'LL BE ON TO YOUR NEXT JOB IN NO TIME. 

Everything about the Toro Z Master* Outfront ZRT is designed to help you get more done in less time. 

Cut fast and transport even faster at up to 9 mph. Tackle hillsides easily with 42-inch tread width and a low 

center of gravity. Speed up your bagging with our 70-gallon DensePak,M hopper. And save service time and trailer 

space with the no-tool, flip-up deck. Discover why the Outfront ZRT is considered the premier zero-radius 

mower for contractors. Contact your Toro landscape contractor equipment dealer, or visit us at www.toro.com. 
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CONTRACTOR 
EQUIPMENT 
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More Than 63,000 Subscribers Monthly 

Model for Success 
One Step Tree & Lawncare is living proof that following 
some simple philosophies can lead to long-term success. 

Features 
4 4 In Short Supply 

A thriving industry and growing retail demand will keep 
nursery stock availability low for at least one more year. 

54 
White grub control today is a far cry from grub control of 
10 years ago thanks to new insecticides. 

9 3 Variable Approaches 
Improvements for sprayheads and rotors continue to focus on 
flexibility for contractors. 

Imwii & Landscape 
School of Management 

H I 

your ques-

tions and registration information for this 

jam-packed, informational event. 1 0 3 

LAWN & LANDSCAPE (ISSN 1046-154X) is 
published 12 times per year. Copyright 1999G.I.E., 
Inc. Publishers, 4012 Bridge Ave., Cleveland, Ohio 
44113. All rights reserved. No part of this publica-
tion may be reproduced or transmitted by any 
means without written permission from the pub-
lisher. One year subscription rates, $30 in the 
United States, $35 in Canada and $98 in other 
foreign countries. One year foreign airmail rate: 
$218. Two year subscription rate: $42. Subscrip-
tions and classified advertising should be addressed 
to the Cleveland office. Periodicals postage paid at 
Cleveland, Ohio, and additional mailing offices. 
Postmaster send address changes to LAWN & 
LANDSCAPE, 4012 Bridge Ave., Cleveland, Ohio 
44113. 
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"Positive thinking is 

reacting positively 

to a negative 

situation." 

- Bill Havens 

Bob West 
Editor 

s we close the books on one year and prepare to embark on another, 
the quest for personal improvement spurs many of us on and our 
New Year's resolutions are formed. 

For many people, I think the awareness that the passing of each 
year represents an opportunity or two that was missed motivates us 
to promise, This year will be different.' 

Of course, in some cases, the close of another December is a time 
for positive reflection and internal congratulation for getting the 
most out of 365 days of opportunity. 

The dropping of the apple in Times' Square also symbolizes an 
opportunity for us at Lawn & Landscape to set forth our own 
resolutions to pursue in the coming year, a few of which I'd like to 
share with you here. 

For starters, obviously, we will reaffirm our commitment to 
continue providing professional lawn care and landscape contractors 
nationwide with the information you need to improve yourselves 
professionally and your businesses. 

We've been fortunate in that Lawn & Landscape has grown 
substantially in size over the past few years, which offers us 
tremendous opportunity to further examine critical issues such as 
emerging pesticide chemistries, hot plant varieties and share even 
more profitability tips with you. 

At the same time, the continued growth and support for T&O 
Service Tech magazine - the industry's only training and educa-
tional magazine for technicians - has spurred us to increase its 
publication frequency to six issues in 1999. 

Another goal of ours is to put even more educational options at 
your disposal. To that end, we will expand the Lawn & Landscape 
School of Management (see brochure on page 103) to a 21/2-day 
program addressing some of the most pressing topics for your 

businesses. In addition, plans to expand our Technical Resource 
Library with more educational videos and additional green industry-
specific books are nearing fruition. 

Of course, we're also big believers in the power of the Internet to 
bring contractors closer together and create an accessible forum 
through which the lessons experience teach each of you can be of 
benefit to your colleagues as well. In addition to expanding the 
benefits of our bulletin boards and adding live chat rooms, Lawn & 
Landscape Online will expand the amount of information it offers 
that does not come directly from the pages of the magazine. 

These are just a few of our resolutions for this year. If there are any 
others that you would like to see us make to better serve you, please 
let me know, and best wishes for a prosperous 1999. ID 
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CAN YOU FIND ANYONE NOT SMILING? 

What's not to smile about? 
CUP users report saving $20,000 a year, just in payroll. 

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 , Montgomery Mowing Service 

Without CLIP my business would be an organizational nightmare. Saves time, time, time." 
Mike Fanning, Grassmasters 

CLIP has given me more time to spend with my family"Mark Bailey, Sonshine Lawn Service 
We're unable to imagine our company operating without the efficiency, speed, and power of CLIP. " 
Joan Stallard, Four Feet to the Yard 

We love CLIP; it has improved efficiency and PROFIT!" Deresa and Jim Helems, Oak Hill Landscaping 
CLIP saves me two days, minimum, Of office paperwork" Martin Allen, Environmental Expressions 
Before CLIP, billing used to take me 16 hours with 75 customers. Now with 225 customers it takes 

me 4-6 hours." Mark Perschel, Perschel Brothers Services 

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 

Automatically! 
>EO E D cue . . g iv ing you t ime for the rest of your life! 

C a l l 800-635-8485 o r v i s i t w w w . c l i p . c o m 
Ask About Our Fully Functional Free Demo 

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. 

USE READER SERVICE # 1 2 

http://www.clip.com


MARKET TRENDS 
BIG GET BETTER 
It's no secret that the big companies got bigger in the green in-
dustry in 1998, But how much was the rest of the industry grow-
ing at the same time? 

According to a survey of 1,000 Lawn & Landscape readers, 
sales went up for most of the industry in 1998, but the key num-
ber - profits - remained flat. Contractors earned a median 
profit of $47,760 from a median gross sales figure of $303,950 
in 1998, compared to $47,250 off of $247,150 in sales in 1997. 

On the upside, the survey clearly indicated growth among the 
smaller and less profitable contractors, with 37.2 percent of re-
spondents indicating they would earn a profit of less than 
$30,000 in 1998 compared to 46.4 percent earning less than 
$30,000 in 1997. 

(Source: Lawn & Landscape Reader Survey) 

SWINGLE TREE'S 
DICKSON DIES 
DENVER, CO. - Dave 
Dickson, chairman of Swingle 
Tree Company and one-time 
president of the National Ar-
borist Association, passed 
away after a six-month battle 
with cancer. 

Dickson was a veteran of 
the tree arboriculture industry, 
having joined Bartlett Tree 
Expert Company in Connecti-
cut in 1965. 

His career at Swingle began 
just two years later as a tree 
pruner, and culminated with 
his appointment as company 
president in 1989. 

A successful company's role 
in its local community was al-
ways of tremendous impor-
tance to Dickson, and he took 
great pride in the contribu-
tions Swingle made to the 
Denver community in the 
form of donated work at the 
Denver Zoo, Denver Botanical 
Gardens, Four-Mile House 
and Chatfield Arboretum. 

The company was also 
known for donating trees and 
Dickson's own personal service 
in other areas where they could 
be of value to the surrounding 
communities. 

« T E R ñ l i A R 
BUYS INTO ASV. 
GRAND RAPIDS, MINN. -
A.S.V. announced an agree-
ment with Caterpillar under 
which Caterpillar acquired 1 
million shares of A.S.V. 
stock at $ 18 a share and 
retains the option to 
purchase majority own-
ership of the company 
at $21 a share. 

The deal means ASV 
products will be avail-
able to Caterpillar's 
dealer network and ASV 
will have access to man-
agement, financial and 
engineering resources 
from Caterpillar. 

Dick Benson, a Cat-
erpillar vice president with ad 
ministrative responsibilities 
for its Diversified Products 
Division, said ASV's rubber-
tracked technology for work 
vehicles intrigued Caterpillar 
and was the primary impetus 
behind the deal. 

"By combining ASV's sus-

pension system technology 
with Caterpillar's legendary 
track know-how, ASV will be 
ideally positioned to develop 
new business and new prod-
ucts around the world," 
Benson noted. 

The deal means ASV 
products will be available to 
Caterpillars dealer network 
and ASV will have access to 
managementy financial and 
engineering resources from 
Caterpillar 

• • • • • • • • • • 

While the Posi-Track ve-
hicle accounts for about 98 
percent of all ASV sales, the 
cash infusion from this deal 
will enable ASV to increase 
production of additional 
products as well, according to 
Gary Lemke, ASV president. 

(continued on page 10) 
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Experience The Bobcat Advantage! 
R i d e smoother. Lift more. Reach farther. Carry faster. Dump higher. 
Bobcat extended-wheelbase skid-steer loaders give you all this — and 
pride of ownership, too. That's The Bobcat Advantage! 

The Bobcat brand's smooth ride, rugged reliability, ease of operation, 
comfort, safety, dealer support, parts availability, service backup, choice 
of attachments and high resale add up to total value that can't be matched. 

Check out The Bobcat Advantage at your local dealer — or ask any Bobcat owner. 

For a FREE "Bobcat Advantage" video and 40-page Buyer's Guide, call our 
24-hour fax-back line: 1-800-662-1907 (Ext. 702). 

The Bobcat 
A d v a n t a g e 

x * 

bobccvt Sod Layer does the 
job quickly, effortlessly 

M 
Landscape Rake grades, 

levels and picks up debris. 
Tiller breaks up clumps, 
mixes material into soil. 

MELROE 
INGERSOLL-RAND Meir0e Company • P.O. Box 6019 Fargo, ND 58108-6019 • (701) 241-8700 WWW.bobcat.com 

http://WWW.bobcat.com




Always read and follow label directions. 
PRE-M® and LESCO® are registered trademarks of LESCO, Inc. CP-0173A 

is the country's leading pendimethalin herbicid« 
rs of proven performance a n d formulation imprc 
lelp your business grow. 
'RE-M comes from the leading supplier in the pr 
LESCO® 

\ new, special 
purchases, 
5 3 2 5 . A n d put 
to work for you 



MARKET TRENDS 
(continued from page 6) 

IMMIGRANT LABOR BILL 
KILLED IN CONGRESS 
W A S H I N G T O N , D.C. - The 
H-2A guestworker reform bill 
- a bill to provide legal immi-
grant labor to nursery growers -
was removed from the Omnibus 
Spending Bill by Republican 
leadership in response to a 
threat from the White House 
to veto the entire bill if the H-
2A bill was left in the proposal. 
The U.S. House of Representa-
tives and the Senate had al-
ready passed the bill. 

According to Bryce Quick, 
director of legislative affairs for 
the American Nursery & Land-
scape Association, Washington, 
D.C., top leadership aids in the 

PEOPLE 
1 
mi vi * 
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RDave Hanson John Bailey 

uppert Landscape Company announced the following promotions: Ken 
Thompson to the position of branch manager for Ashton Landscape; Matt 

Postlethwait to enhancement manager of the Ashton Maintenance branch. Three employees were named area 
managers: Jon Minns, Robert Adamski and Bill Lopez. 

Three new district sales managers were named for Hunter Industries. The appointees: Jim Bissett, Doug 
Christian and Bill Millward. 

ATI Global named Robert Hartsock to president and CEO. 
Chip Houmes joined Precision Laboratories as a turf district manager in the Midwest area. 
Vermeer Manufacturing named Yince Newendorp general manager of the Environmental Division. 
David Hanson was promoted to the new position of senior vice president of Environmental Care, Inc. 
Robin America announced the following appointments: Jay Peck to president; Art Porter to director of 

sales; Brad Murphy to director of customer service. 
Metko appointed Michael McCarthy president, while David McCarthy became CEO. 
The following promotions were announced at K-Rain Manufacturing: John Bailey moved to national sales 

manager; Phyllis A. Wheeles to sales and marketing coordinator; Jane Benoist to international sales manager. 
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YOLTS IMPLY.MUST St E THE^ BE AS T TOB ELI E v t l 

Call Bandit today for a free video or to arrange a demonstration 

• Produce mulch in one pass 
^ • Uniform product of almost 

any size 
• Nothing processes green 

waste better 
• Easy to transport -

no permits ® 
• Unique cutting system limits 

fuel consumption and horse-
power requirements 

• Tough to hang up, tough to 
plug 

• Wet material - stringy 
material - no problem 

B A N D I T INDUSTRIES, INCORPORATED 
6750 MILLBROOK ROAD • REMUS, Ml 49340 • PHONE: (800) 952-0178 OR (517) 561-2270 
FAX: (517) 561-2273 • E-Mail: brushbandit@worldnet.att.net • Website: www.banditchippers.com 

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


MARKET TRENDS 
LETTER TOTHE EDITDR 

To the Editor: 
Regarding your August 1998 article on "Fall 
Preemergents, Doing Tomorrow's Work Today," I am 
concerned that the focus of the article is on how conve-
nient fall applications of preemergent herbicides are for 
the applicator, while paying little attention to the envi-
ronmental concerns many people have regarding apply-
ing pesticides during a period of low microbial activity 
(which inhibits breakdown) and high water movement 
(via leaching and runoff) as snows melt in the spring. 

These conditions foster a much greater chance of 
environmental contamination and deserve greater atten-
tion than a minute disclaimer after the article. 

Sound Integrated Pest Managemennt practices focus 
around scouting for pests and treating only areas which 
exceed a set tolerance level. When this level is going to 
be breached, the application of pesticides is made in a 

manner that maximizes their effectiveness while re-
ducing overall rates. 

Fall applications of preemergent herbicides meet 
neither of these goals as scouting is not possible, and 
maximum rates are required to have any residuals in 
the soil during the following spring. Though fall applica-
tions are "Ergonomically...a smart thing to do," they 
are a poor environmental management practice espe-
cially when one considers that a "booster shot" in the 
spring is required. 

I disagree with the statement that, "The primary 
problem associated with fall applications...is with cus-
tomers whose contracts expire Jan. 1." 

In a period of increasing scrutiny of the turf indus-
try and its pesticide usage, you should strongly con-
sider addressing these types of concerns in a much 
more upfront manner. 

Michael Tiskus 
UMass Extension/Entomology Dept. 
University of Massachusetts, Amherst 

House of Representatives and 
the Senate have indicated the 
bill was sacrificed so that the 
computer industry could have 
its own immigrant worker pro-
gram provision left in the bill. 

While this bill wouldn't 
have helped contractors obtain 
labor, its primary ramifications 
for the green industry lie in 
what this move says about the 
climate in the nation's capital 
toward immigrant laborers. 

"The Social Security Ad-
ministration has an account of 
$260 billion it has gathered 
from untraceable, unaccount-
able payroll contributions over 
the last decade that the govern-
ment can't touch," noted 
Quick, adding that these funds 
all come from illegal workers. 
"So the SSA is now partnering 
with the Department of Immi-

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 

4444 West 78th Street 
Minneapolis, MN 55435 

612-897-1040 
612-897-3858 fax 
800-891-9791 

Keystone offers great looks, 
easy installation, low-

maintenance, durability and 
delivers a superior return on 
investment. Keystone is the 

preferred choice across the United 
States and around the world for 

commercial, public and 
residential properties. 

Internet: www.keystonewalls.com E-mail: keystone@keystonewalls.com 

USE READER SERVICE # 2 0 USE READER SERVICE # 1 9 
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MARKET TRENDS 
gration and Naturalization 
Services to trace illegal em-
ployees through forged social 
security numbers." 

Quick explained that with 
the SSA's computers employ-
ers of illegal immigrants are 
now notified about bad social 
security numbers within a day 
of filing the appropriate forms 
with the government. 

"And for the first time on 
record, SSA agents and INS 
agents have shown up on a 
worksite raid together," Quick 
commented, adding that any 
employer who thinks he or she 
has illegal immigrant employ-
ees probably does. "With the 
SSA's computer systems, the 
INS now knows exactly what 
employees it is after now when 
it goes on a raid." 

(continued on page 16) 
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JAN. 18-19 Lawn Care & Landscape In-
dustry's Mergers & Acquisitions Institute, 
San Francisco. Contact: 212/647-0808. 

JAN. 18-21 Michigan Turfgrass 
Foundation Conference, Lansing, Mich. 
Contact: 517/321-1660. 

JAN. 19-21 Mid-America Green Industry 
Convention, Kansas City, Mo. Contact: 
816/561-5323. 

JAN. 19-22 The 38th Virginia Turf and 
Landscape Conference and Trade Show, 
Richmond, Va. Contact: 540/942-8873. 

JAN. 20-23 ALCA Interior Landscape 
Conference & Tropical Plant Industry Ex-
hibition, Ft. Lauderdale, Fla. Contact: 
800/375-3642. 

JAN. 21-22 Professional Landscape 
Management School, Evansville, Ind. Con-
tact: 812/435-5287. 

JAN. 22-23 The Jacksonville Horticultural 
Tradeshow, Jacksonville, Fla. Contact: 904/ 
387-8850. 

JAN. 25-27 Iowa Turfgrass Conference 
and Trade Show, Des Moines, Iowa. Con-
tact: 800/605-0420. 

JAN. 25-28 The Professional Horticulture 
Conference of Virginia, Virginia Beach, Va. 
Contact: 757/523-4734. 

JAN. 27-29 Midwest Regional Turf Foun-
dation, Indianapolis. Contact: 765/494-
8039. 

JAN. 28 Northeastern Pennsylvania 
Turfgrass and Grounds Maintenance School 
and Trade Show, Lake Harmony, Penn. Con-
tact: 814/863-3475. 

JAN. 28-31 Ohio Tree Care Conference 
and Trade Show, Worthington, Ohio. Con-
tact: 440/548-2228. 

Installing a Freeze-Clik® can prevent a 

ma|or slip up. 

FREEZE-CLIK 

Why take chances? 
When tempuratures drop below 

37°, Freeze-Clik" will automatically 
shut off your sprinkler system, 

reducing service calls and 
liability risks due to ice. 

Freeze-Clik® is part 
of the Glen-Hilton 

family of dependable, 
economical weather 
sensors preferred by 

irrigation and landscape 
professionals worldwide. 

For more information, 
contact, Glen-Hilton Products 

at 1-800-476-0260 
or www.glenhilton.com. 

GLEN-HILTON 

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

USE READER SERVICE # 2 1 
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PRINCIPLES OF 
TURFGRASS MANAGEMENT 

Professional development 
wi thout leaving home: 
• Earn customer confidence 
• Cost effective professional 

development 
• Become certified 

400+ page manual covers all 
regions and all seasons in U.S.: 
• Selecting and establishing 

turfgrass, soils, fertilizing, 
mowing, and irrigation 

• Insect, weed, and disease 
control 

• And more in 14 topics 

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

Developed by The University of 
Georgia and Professional Lawn 
Care Association of America. 
Used internationally and 
approved for pesticide applicator 
recertif ication in many states. 

http://www.glenhilton.com
http://www.gactr.uga.edu/IS/Turf/
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W e started using the R O O T S 1 -2 -3 * product over four years ago on our main football 

field, and now w e use it on the pract ice fields as well. The football season starts August 

f i f teenth and runs into November , plus four soccer games per w e e k add stress to the 

fields. W e apply six ounces per thousand of R O O T S 1 -2 -3 * every two weeks religiously, 

and that's all w e use except a small amount of N P K ferti l ization, and aerat ion. 

Terry Heim 
Lakeville School District 
Lakeville, Minnesota 

JWOtSinc 3 1 2 0 W e a t h e r f o r d R o a d . I n d e p e n d e n c e M O . 8 0 0 3 4 2 - 6 1 7 3 
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MARKET TRENDS 
(continuedfrom page 14) 

PALUCH 
PUBLISHES AGAIN 
CLEVELAND, OHIO - Jim 
Paluch, owner of JP Horizons 
and a popular industry speaker 
and consultant, has followed-
up the publication of his first 
book, 5 Important Things, with 

MISSION STAÏÏMENÏ: 

a new book de-
scribed as "an inspi-
rational guide to tak 
ing action and mak-
ing a difference." 

Leaving a Legacy 
follows seven charac-
ters through their lives in or-
der to provide readers the wis-
dom necessary to leave a 
legacy when they have the 
courage to take action. 

L 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. 

Jim Paluch 

To order 
a copy of the 
book, con-
tact J P Hori-
zons at 440/ 
254-8211. 

M i BUSINESSES FIND 
COMMON PROBLEMS 
GROTON, MASS. - A survey 
published by New England 
Business Service found that 
small businesses (defined as 
companies with 20 or less em-
ployees) still prefer the "old-
fashioned way" of running a 
business. 

For example, despite a gen-
eral willingness to embrace 
technology, only 35 percent of 
small businesses operating to-

day use financial or account-
ing software when paying 
their bills. 

NEBS' survey also found a 
surprisingly high number of 
businesses disproving the con-
ventional wisdom that new 
businesses will lose money in 
their first year. In fact, 49 per-
cent of the respondents indi-
cated they were profitable in 
their first year of business. 

Managing accounts receiv-
able remains an obstacle for 
many of these companies, 
however, with 16 percent of 
respondents either not aware 
of their receivables status or 
not having collected on at 
least 10 percent of their out-
standing invoices. 

"Many lawn and landscape 
firms tend to fall into that 

(continued on page 18) 

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 " 

» Prices Subject to Change Without Notice. We ship UPS. 

Pressure Gauges 
• $ 1 5 . 5 0 

JD9-CT Spray Gun * $96.50 

SSC Plastic Lawn Gun 
•$49 .95 ( L e s s T i p ) 

Backpacks and Replacement Parts 

5 D I H 
[ v Model 475 or 425 Sprayer 
^ $79.95 Each 

HANNAY HOSE REELS 
1/2" Swivels From • $24.50 
Replacement 12Volt Hose r—j-^ 
Reel Motors • $135.00 
Reel Switches • $5.50 i— 

Discounts on all Hypro, Comet 
and Udor Diaphragm 
Pumps. 

SAVE $ 

FMC (John Bean) 

Parts Kits and Pumps 

SALES - PARTS -ACCESSORIES - FOR YOUR SPRAYING EQUIPMENT 



When a low profile is important.. . 
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URF ESTER 
LOW ODOR 

BROADLEAF HERBICIDE 

Low Odor Low Volatility Low Profile Application 

New Low Odor Technology 
Same Outstanding Weed Control 

60JUME 

T R I M E C I 

New Trimec® Turf Ester Low Odor Broadleaf Herbicide 
combines the penetrating power of a low volatile ester 

with Gordon's exclusive low odor technology. 

Trimec Turf Ester gives fast visual response on dandelions 
and other common target weeds, including over-wintering 
early-treatment targets such as chickweed and henbit. Trimec 
Turf Ester maximizes your spectrum of control to include the 
toughest weed control challenges like ground ivy, oxalis 
and spurge. 
And there's no offensive odor to cause unnecessary concerns, 
phone calls — or headaches! 

1-800-821-7925 
ivivw.trimec.com 

" T ' B TRIMEC 

TURF ESTER 

. .. • 

¡SittKl»\.% 

ALWAYS READ AND FOLLOW 
LABEL DIRECTIONS. 

p b i / G O R c J o n 
c o R p o n a t i o n 

An Employee-Owned Company 

© PBI/Gordon Corporation. 1999 TR IMEC" is a registered trademark of PBI/Gordon Corporation. 
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MARKET « 
(continued from page 16) 

'less than 20 employees' cat-
egory, and I think this survey 
identifies common areas where 
business of this size need help," 
noted Freddie Baytos, corpo-
rate research director for 
NEBS, adding that small busi-
nesses generally fit one of two 
categories. 

"The first type is people 
who can do their craft in their 
sleep because they're so skilled 
at it," Baytos explained, "and 
the second type is the small 
business run by entrepreneurial 
individuals who are not as pas-
sionate about the line of busi-
ness they are engaged in but re-
ally enjoy the challenge of run-
ning a business. Green indus-
try contractors probably fit the 
first category more than the 
second." 01 

ASSOCIATION NEWS 

Ohe Professional Grounds Manage-
ment Society announced the 27th An-
nual Professional Grounds Mainte-
nance Awards winners. The contest 

produced 21 winners from 12 states, of which 
six are grand awards. The contest is organized 
to credit the level of the grounds maintenance 
for the sites, and not the landscape design or 
other visual aspects of the site. 

The 1999 officers and directors have been an-
nounced for the Professional Lawn Care Asso-
ciation of America. They are: Bob Ottley, presi-
dent, One Step Tree & Lawncare; Gerald 
Grossi, president-elect, Arborlawn; Michael 
Kernaghan, vice-president, Weed Man; Gene 
Pool, secretary/treasurer, Emerald Green/ 

Bolton & Pool Lawn Care; Larry Messina, immediate 
past president, Lawn Cure of Southern Indiana. 

The International Society of Arboriculture released 
the expanded version of The Tree and Shrub Trans-
plant Manual. This new publication, entitled Prin-
ciples and Practices of Planting Trees and Shrubs, 
authored by Dr. Gary Watson and Dr. E.B. Himelick, 
contains current information on the proper methods 
for tree and shrub planting. The 200-page publica-
tion includes many photos, illustrations and tables. 
For more information, call 217/355-9411. 

The Oregon Association of Nurserymen, in partner-
ship with the Oregon Department of Agriculture, an-
nounced plans to boost its endowment to the Horti-
cultural Research Institute to $250,000 over the 
next several years. HRI is the research division of 
the American Nursery & Landscape Association, and 
with a total endowment fund of $6 million it funded 
$355,000 of nursery industry research in 1998. 

50 Gal. 650 sq/ft/load 
100 Gal, 1300 sq/ft/load 
150 Gal. 2000 sq/Tt/load 
300 Gal. 4000 sq/Tt/load 

500 Gal. 6600 sq/Tt/k>ad 
750 Gal. 1/4 Acre/load 

1000 Gal. 1/3 Acre/load 
1500 Gal. 1/2 Acre/load 

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

Raven tanks, Hypro or Kappa pumps, Briggs or Honda engines. 
50 Got from $ 1396.00, 100 G* from $ 1795, 200 G* from $ 1006.00, 300 Gd from $ 2296 00 

For a free hydro seeding information pack, call: 

LAWN AND LANDSCAPE 
COMPANIES HAVE 
GENERATED OVER 

IN SALES FROM 
C L C L A B S S O I L 

T E S T I N G ! 
LET US SHOW YOU HOW! 

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

CLC LABS 
325 Venture Drive 
Westerville, OH 43081 
614 888-1663 
FAX 614 888-1330 

Exclusive laboratory services for the 
Turf & Ornamental Professional. 

TURBO TECHNOLOGIES, INC 
1500 First Ave.. Beaver Falls. PA 15010 

1 -724 -846 -0670 1 - 8 0 0 - 8 2 2 - 3 4 3 7 Fax 1 -724 -846 -3470 
vavv..turhoturf.com E -Mail turhotec@ccia.com 

USE R E A D E R SERVICE # 2 6 
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N A T U R E ' S P L A 
P R O T E C T I O N 

More than 400 million years ago, plants evolved a symbiotic relationship with 
mycorrhizal fungi—a relationship that remains critical to plant health today. 

Mycorrhizal fungi (fungus roots) are unique, root-inhabiting 
fungi that colonize plants outside (ectomycorrhizae) or inside 
(endomycorrhizae) fine absorbing roots to obtain essential 
organic chemicals. In return, the fungi extend vegetative 
strands (mycelia) far into the soil to extract water and essen-
tial elements and share them with their host. Mycorrhizae are 

able to absorb, accumulate and transfer 
all of the 15 major and minor mineral 
elements and water to plants more 
rapidly than roots with no mycorrhizae. 
Decades of research show that mycor-
rhizae increase the tolerance of their 

plant host to drought, compaction, high soil temperatures, heavy metals, soil salinity, 
organic and inorganic soil toxins and extremes of soil pH. These beneficial fungi also 
extend life, viability, and productivity of their host root system. 

How to Select Mycorrhizal Fungal Products 
Commercial access to mycorrhizal fungi is due, largely, to the research begun 40 years 
ago by the U.S. Forest Service's Dr. Donald H. Marx. Awarded the 1991 Marcus 
Wallenberg Prize (considered the Nobel Prize for forestry) for his research, Dr. Marx 
continues his work as Chairman and Principal Scientist of PHC, Inc. The Company is 
the world's leading producer and supplier of mycorrhizal fungal products. 

Experts worldwide agree that use of mycorrhizal fungi in plant health management 
will become widespread in the new millennium. However, because production of 
these beneficial fungi requires significant technical investment and expertise, buyers 
should be very selective about the products they purchase and who they purchase 
from. Ask these important questions before you make a product purchase: 

Q. Does the product manufacturer, packager and seller have adequate 
scientific expertise and technical knowledge to guarantee quality and 
proper use? Growing, formulating and delivering mycorrhizal fungal 
inoculants require significant in-house scientific expertise. Four PhD 
specialists are on staff at PHC, Inc. to ensure quality control, to develop 
usage guidelines, and equally important, to answer customer questions. 

Q. Are you buying long-lived spores or short-lived propagules? Many 
products that claim to be viable endomycorrhizal inoculants contain mostly 
fungal propagules in root fragments and few viable fungal spores. Published 
research shows the fungus in these root propagules only survive for 10 to 20 
days after production. PHC, Inc. products contain a guaranteed number of 
quality dormant spores that are viable for a minimum of 18 months after 
production. PHC, Inc. conducts independent spore viability tests and plant 
root colonization on all of its products to ensure they work as represented. 

Q. Is the product guaranteed pathogen-free? Since endo (VAM) spores are 
produced on plant roots, the potential for the unintentional propagation of 
fungal pathogens and nematodes with the mycorrhizal fungal inoculum is 
high. Random sample testing of several commercially available "me-too" 
products show they contained an abundance of undesirable pathogenic 
fungi and nematodes. All PHC Mycor" and MycorTree" brand products are 
guaranteed pest-free with the full backup of rigid laboratory Quality Control 
production standards and protocols. 

P L A N T H E A L T H C A R E , I N C . 
Plant Health Care, Inc. (PHC, Inc.) is the 
world technology leader in the commercial 
development of endo- and ectomycorrhizal 
fungal Inoculant products, and is fast becoming 
a leader In beneficial bacterial technology. 

1 - 8 0 0 - 4 2 1 - 9 0 5 1 
www.planthealthcare.com 
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Mycorrhizae: Ash clear stained Produce fine 
Fungus Roots VAM with vesicles absorptive roots 

What buyers need to know about 
commercially available mycorrhizal fungal 
products and their practical application. 

Fungal Facts 
M Y C O R R H I Z A E : 

• Benefit more than 99 percent of Earth's plants 
• Increase absorptive surfaces of root systems 

up to 700 percent 
• Extend through the soil up to 30 feet away 

from a plant host 
• Can occupy 100 times more soil volume than a 

non-mycorrhlzal plant's entire root system 
• Depress many root diseases caused by 

pathogenic fungi and nematodes 

Mycorrhizae types Matter: 
E C T O V S . E N D O 

Ectomycorrhizae: Colonize the outside of plant cells 
and the root to benefit conifers and hardwoods, 
such as beech, birch, eucalyptus, oak and willow 
Endomycorrhizae: Colonize the Inside of plant root 
cells to benefit turfgrasses, most ornamental plants, 
hardwoods, fruit and nut trees and shrubs 

How Mycorrhizal 
Fungal Inoculant 
Products Work 
Any condition that 
affects root growth 
influences mycorrhizal 
development. For 

example, grossly ever-fertilized and watered 
plants produce rapidly growing absorbing (white) 
roots that contain few available sugars, so these 
roots are much less susceptible to mycorrhizal 
fungal colonization. Also: 

• Mycorrhizal fungi only colonize juvenile non-
woody roots, not woody or white water roots. 
For best results, apply them with a root 
blostlmulant product to encourage new 
root growth. 

• Research has shewn that soil-enriching 
bacteria, natural surfactants and soil-water 
managing gels are very effective in stimulating 
root fibrocity (fine absorbing roots), rooting 
depth and mycorrhizal development. 

• High light Intensity and moderate soil fertility 
encourage mycorrhizal colonization. 

• Some fungicides can have a detrimental effect 
on mycorrhizae, while seme are beneficial. In 
general. Insecticide and herbicide applications 
do net affect mycorrhizae. 

• Once colonized, mycorrhizal fungi spread to 
new roots in new soil areas and continue to 
thrive as long as root growth is maintained 

CONTACT PHC TECH SERVICES AT 1-800-421-9051 

http://www.planthealthcare.com
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ABREVO, RHONE-POULENC 
CONTINUE MERGER MANIA 
LONDON - When Sandoz 
and Ciba Geigy joined forces 
in early 1996, it was predicted 
that the tremendous dollars 
newly-formed Novartis would 
be able to dedicate to research 
and development would force 
subsequent mergers among 
other chemical companies. 

No such mergers occured 
immediately, but soon after the 
failed deal between American 
Home Products, American 
Cyanamid's parent company, 
and Monsanto dissolved late in 
1998, rumors surfaced that 

AgrEvo's parent company, 
Hoechst, and Rhone-Poulenc 
were close to joining forces. 

Those rumors became fact 
when the two companies for-
malized plans that would create 
Aventis, a firm with more than 
$45 billion in annual revenues 
and $4.5 billion in annual agri-
cultural chemical sales alone. 
The agricultural operations of 
each company will be com-
bined as Aventis CropScience. 

Aventis, to employ in excess 
of 168,000 worldwide and be 
headquartered on the French-

Zeneca Announces 
Merger Plans 
LONDON - Just days after AgrEvo and Rhone-Poulenc 

announced plans to combine forces and form Aventis, Zeneca 

announced it will merge with Astra to form a new organization 

named Astra Zeneca. 

The deal, under which Zeneca will own 53.5 percent of the 

new organization, was called "a merger of two equals," which 

some viewed as a reference to the fact that both companies 

were left out of numerous preceding merger deals. 

Both companies' leading products are in the pharmaceutical 

drug market. 

German border, will surpass 
Novartis as the world s largest 
producer of pharmaceuticals 
and agricultural chemicals. 

Analysts and industry 
sources have commented that 
the deal was driven by a lack 
of emerging products in either 

I t ' s a cold, 

dark day when 

a Shindaiwa 

finally quits. 



companies' development 
pipeline and a desire to direct 
more dollars toward research 
and development to acclerate 
future development efforts. As 
Aventis, approximately $3 bil-
lion will go toward developing 
new products annually, ac-
cording to the company. 

About 25 percent of the 
combined organizations' sales 
presently are in the United 
States, with overall sales being 
split between agricultural sales 
(28 percent of worldwide 
sales) and pharmaceutical sales 
(72 percent). 

According to a release from 
the company, Aventis 
CropScience will have 15 per-
cent market share in the crop 
protection market with plans 
to aggressively grow its mar-

ket share in the midwestern 
U.S. through "increased mar-
keting strength and a large 
combined offer of new prod-
ucts for weed and insect man-
agement in corn." 

While the organization's 
plan for its turf and ornamen-
tal business is far from solidi-
fied, Tim Driscoll, president 
of AgrEvo Environmental 
Health, sees some definite 
synergies ahead for Aventis. 

"After the merger, this 
joint company will have a 
broader portfolio of active in-
gredients and branded prod-
ucts than ever before," he 
noted. "It would also allow us 
to bring some new chemistry 
to the lawn care marketplace 
that is going to be comple-
mentary to both parties." 

Aventis reported that after 
the deal closes, it will com-
mand prominent market share 

Rumors became fact when 

the two companies formal-

ized plans that would 

create Aventis, a firm with 

more than $4.5 billion in 

annual agricultural chemi 

cal sales alone. 

in the various major product 
categories with: 15 percent 
of the insecticides market; 
15 percent of the fungicides 

market; 13 percent of the 
herbicides market; and 7 per-
cent of the environmental 

health market. 
AgrEvo is best 

known among lawn 
care operators for its 
herbicides Acclaim® 
and Finale® and its 
fungicide Prostar®. 
Rhone-Poulenc of-
fers products such as 
the fungicide 
Chipco® Aliette®, 
the herbicide 
Chipco® Ronstar® 
and the insecticide 
Chipco® Sevin®. 

Both companies 
plan to operate in their inde-
pendent forms until the deal 
is closed in mid-1999. 
- Bob West ID 
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The sun grows dim. Grown men openly 

weep. And a beloved Shindaiwa is laid to rest 

after a long, fruitful life. So are we implying 

that guys like you develop abnormal feelings 

for your landscape equipment? Nope. Unless, 

of course, it's equipment stamped with the 

shimmering Shindaiwa nameplate. 

From engine components machined for 

incredible tolerances to the industry's most 

thorough warranty, we spare no detail in 

perfecting more dependable equipment. 

Which means you encounter far fewer repairs. 

While completing far more work instead. 

So see your nearest Shindaiwa dealer 

today. And develop a perfectly healthy 

respect for power land-

scaping equipment . 

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


W: 

SL96 FlipUp Decks leave 
plenty of trailer space for 

revenue-producing attachments 

Serviceability has long been 

synonymous with Grasshopper. Now 

service is even easier thanks to SL96 

FlipUp Decks, easy 90° access to blades 

and mulching package installation. 

Rise to higher levels of productivity 

with overall length as short as 6.5 feet 

— even with a collector — for space-

saving storage and transportability. 

There'll be plenty of room on the 

trailer for attachments to provide 

opportunities for additional income. 

Quik-D-Tàtch® 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. 
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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 corrfortable 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 f 

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 # 3 1 

http://www.grasshoppermower.com


EQUIPMENT NOTEBOOK 
TWO-STROKE VS. FOUR-
STROKE ENGINES 
AS THE pressure from regula-
tory groups continues to mount 
against hand-held power equip-
ment - which is commonly 
powered by two-stroke engines 
- some manufacturers have be-
gun to explore four-stroke en-
gine technology as a solution. 

Other manufacturers, how-
ever, see faults with four-cycles 
that they believe will keep it 
from being as effective as two-
stroke engines have become. 

Lawn & Landscape invited 
two engine manufacturers to 
share their thoughts about why 
the technology they have cho-
sen to focus on is better: 

TWO-STROKE ENGINES 
Nick Jiannas, 
product manager, power tools, 
Stihl Inc., Virginia Beach, Va. 

The two-stroke engine is a typi-
cal internal combustion engine 
in the sense that energy is re-
leased when the air/fuel mix-
ture in the cylinder burns rap-
idly. This energy is converted 
into motion via the piston and 
crankshaft. The stroke of the 
piston is its movement in the 
cylinder from one end of its 
travel to another. As the name 
states, two-stroke engines re-
quire two strokes of the piston 

Make a Choice - Not a Compromise! 

612/226-6400 • Fax 012/220-0400 
1-800-728-3832 
www.pavetech.com 
USE READER SERVICE # 3 4 
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£ r MÈÊÊ* 
From METKO, INC. 

1251 MILWAUKEE DRIVE 
NEW HOLSTEIN, Wl 53061-1499 

Ml 00 
Standard Ramp 
- fits standard 

size pickups. 

M-300 
Porta Ramp 

- fits any pick-up, 
trailer or van. 

Simplicity • Minimal Maintenance • Flexibility 

ALL STEEL Construction 
makes it the most 
rugged and durable 
ramp in the industry. 

Call and order direct today: 

FAX: 920-898-1389 

to complete an 
operating 
cycle. By com-
parison, four-
stroke engines 
require four 
strokes of the 
piston to com-
plete an oper-
ating cycle. 

An operat-
ing cycle con-
sists of the fol-
lowing four 
functions: in-
take, compres-
sion, power 
and exhaust. 
This operating cycle is the 
same for four-stroke engines, 
hut the method in which it is 
completed in both engines is 
quite different. Simplistically 
speaking, in two-stroke en-

Regulatory 
pressures 
have fueled 
four-cycle 
engine 
development 
in some 
cases. Photo: 
Husqvarna 

gines, the gas/oil mix is dis-
persed into the air stream via 
the carburetor. This air/fuel 
mixture then travels from the 
carburetor to the crankcase of 

(continued on page 26) 

http://www.pavetech.com
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EQUIPMENT NOTEBOOK 
(continued from page 24) 

the engine and from there, up 
to the top of the cylinder. The 
spark plug ignites the mixture 
and the resulting explosion 
forces the piston down the cyl-
inder, giving 
the engine its 
power. 

Two-
stroke en-
gines com-
plete all four 
functions of 
this cycle in 
two strokes, 
meaning that 
two functions 
are com-
pleted with 
every stroke 
of the piston. 

The first 
stroke of the 

Two-stroke 
engines com-
plete all four 
functions of 
the operating 
cycle in two 
strokes. 

piston is called the induction 
and compression stroke. As the 
piston moves up the cylinder, 
it compresses the air/fuel mix-
ture in the firing chamber 
(compression). It also closes the 

exhaust port, 
9 t * minimizing any 

scavenging loss 
of fresh un-
burned mix, and 
closes the trans-
fer ports as well, 
essentially seal-
ing the firing 
chamber. At the 
same time, this 
upward motion 
of the piston 
opens the inlet 
port, allowing 
new fresh mix to 
enter the crank-
case below (in-

duction). Once the spark plug 
ignites the compressed mixture, 
expansion of the combustion 
gases forces the piston down. 
Thus begins the second stroke, 
or power and exhaust stroke. 

This downward motion of 
the piston imparts power to the 
crankshaft (power), and, at the 
same time, compresses the 
fresh air/fuel mixture in the 
crankcase. As the piston moves 
down the cylinder, it opens the 
exhaust port and transfer ports. 
The fresh mixture in the crank-
case, which is being com-
pressed, travels up to the top of 
the cylinder via the transfer 
ports. As it enters the firing 
chamber, it helps to expel the 
remaining gases from the previ-
ous stroke (exhaust). While the 
exhaust and transfer ports are 
open, the inlet port is closed. 

Once the fresh mix reaches the 
top of the cylinder and the pis-
ton begins to move upward, 
the inlet port is once again 
opened. This creates a vacuum 
in the crankcase that brings in 
a fresh air/fuel mixture. And so 
begins the next upward stroke. 

Following are some charac-
teristics of two-stroke engines: 

• Two strokes per operating 
cycle. 

• One power stroke on ev-
ery revolution of the crankshaft. 

• No valves necessary. 
• No camshaft necessary. 

Ports and the position of the 
piston control flow of gases. 

• Few components (only 
three major moving parts) re-
sulting in minimal mainte-
nance and a compact engine of 
simple construction. 

(continued on page 28) 
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REMOVAL 

ATTACHMENTS 

THINK FFC! 
FFC has the attachments to 

handle snow. 
Blow it. Push it. Scoop it. 

Sweep it . . . 
We have the answer to handle your 

snow removal needs. 
Call FFC today for the dealer nearest you. 
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money 
doesn't just grow 

It also grows 
on shrubs 
roses and 
perennials 

With two active ingredients for superior 
control of broadleaf and grassy weeds. 

Uncover a new profit center with Professional 

Preen*" for ornamentals and ground covers. Now 

the number-one consumer weed preventative, 

PreenK;, is available in a new and improved pro-

fessional formulation for landscape managers. 

Professional Preen can get your customers on 

your call list when you need them. Early — 

before the first pre-emergent application. And 

whether you're doing beds and shrubs or stone 

walkways and tree saucers, you'll love Profes-

sional Preen's two active ingredients - proven 

to control both grassy and broadleaf weeds. 

For more information and money-growing 

tips, stop by your nearest Authorized Lebanon 

Turf Products Dealer. Or call 1-800-233-0628 

Lebanon 
TURF PRODUCTS 



EQUIPMENT NOTEBOOK 
(continued from page 26) 

• Engine lubrication is 
achieved through a mixture of 
gasoline and specially blended 
two-stroke engine oil. This 
gas/oil mixture is passed 
through the engine and con-
stantly surrounds the moving 
parts in the cylinder (piston 
and crankshaft). The oil is 
burned with the gasoline in 
the fire chamber. 

• Two-stroke engines do 
experience some scavenging 
losses - approximately 20 per-
cent. This means that about 20 
percent of the fresh air/fuel 
mixture coming from the 
crankcase is lost through the 
exhaust port before the piston 
moves up far enough to close 
this port. This reduces the effi-
ciency of the engine. However, 
this effect is offset to an extent 

by the fewer energy-consuming 
strokes compared to a four-
stroke engine. 

• Precisely tuned exhaust 
system prevents excessive scav-
enging losses that could be 
caused by exhaust backpressure 
in the firing chamber. How-
ever, if a two-stroke engine has 
a carbonized muffler, enough 
backpressure could be created 
to prevent burned gases from 
being completely expelled, thus 
reducing engine power and ne-
cessitating occasional cleaning 
of the muffler. 

• Two-stroke engines are 
typically lighter than four-
stroke engines due to the over-
all smaller engine size. How-
ever, because of their design, 
two-stroke engines require a 
smaller cylinder bore size to 
achieve the same horsepower. 

• Two-stroke engines burn 
more gallons per hour than four-
stroke engines and are also loud-
er than four-stroke engines. 
However, two-stroke engines 
exhibit faster acceleration, re-
quire less general maintenance, 
and have less initial cost. 

• Since the oil for engine lu-
brication is mixed with the 
gasoline, two-stroke engines 
can operate at any angle. How-
ever, two-stroke engines do run 
hotter than four-stroke engines. 
Many people do not realize 
that fuel is the most important 
coolant in two-stroke engines. 
Therefore, the fuel supply from 
the carburetor must be pre-
cisely calibrated to ensure that 
there is enough fuel to cool the 
engine, but not too much to 
reduce performance of the en-
gine and/or increase emissions. 

The general operating effi-
ciency (horsepower-to-weight 
ratio) is better with two-stroke 
engines, yet four-stroke en-
gines have their advantages as 
well. Both engine types oper-
ate on the same principle, but 
each engine uses a different 
route to achieve the end-result. 

FOUR STROKE ENGINES 
Skip Auguston 
customer service manager, 
RedMax, Norcross, Ga. 

Two-cycle engines are inher-
ently "dirty." The exhaust 
gases and the new incoming 
fresh charge of fuel and air 
both spill out of two-cycle en-
gines and add to the pollution 
of unburned hydrocarbons 
that come from other sources. 
These unburned fuels contain 

Cure for Turfgrass Baldness 
W h e n your course or commerc ia l tur fgrass suffers f rom 

bald spots, the remedy is the 48- inch Gandy Overseeder . 
It's the proven way to grow turf. Use it to dethatch, too. 

The Gandy Overseeder has 24 outlets seeding on 2- inch 
spacings. Sawtooth cutter b lades prepare the ground for 
seed. Gandy 's precise meter ing system evenly and 
accurately distr ibutes any kind of tur fgrass seed -- even 
bentgrass -- to each outlet. Separate disc or shoe openers 
help post ion seed for fast germinat ion. The superior seed-to-
soil contact results in thicker, faster turf growth. 

Unit is 540 PTO-dr iven and slip 
c lutch protected for t ractors with as 
little as 18 HP. Pneumat ic t ires won' t 
mar turf like skids do on other units. 
Can be ordered as dethatcher only. 
Trai l ing gang rollers or f iber brushes 
are opt ional. This year, cure Owatonna, MN 55060 
turfgrass baldness forever. 800/443-2476 507/451-5430 
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lubricating oils 
that add to the 
pollution and 
can be seen as 
black, tar-like 
substances that 
collect on the 
outlet of the 
mufflers. 

Several tra-
ditional four-
cycle and two-
cycle engine 
companies 
have been de-
veloping com-
pact four-cycle 
engines for 
hand-held products. It is well 
known that four-cycle engines 
produce fewer emissions than 
similar sized two-stroke en-
gines, making them more envi-
ronmentally friendly. Four-

New four-
cycle engines 
have been 

EQUIPMENT NOTEBOOK 

made with 
a crankcase to 
keep ... oil 
from spilling 
out of the oil 
chamber. 

cycle engines 
use straight 
gasoline. The 
problems of 
carrying several 
cans of gaso-
line for both 
kinds of units 
are eliminated. 
Fuel efficiency 
is also a plus 
with engines 
that run for al-
most twice the 
time of com-
parable two-
cycle engines. 

Four-cycle 
engines are also quieter than 
their two-cycle counterparts, 
and that reduces the stress on 
the operators of the units. 
Other advantages include lower 
maintenance costs because of 

carbon deposits and residue in 
carburetors. 

Regular four-cycle engines 
vent the crankcase through the 
valve chamber. Oil used to lu-
bricate the valve drains back 
into the crankcase. Gases es-
cape through a breather. These 
engines are limited to the 
amount of incline that they can 
be used on before lubrication is 
compromised. Engines used in 
inverted positions have special 
lubrication systems installed. 

The new generation of four-
cycle engines being developed 
for use on hand-held equip-
ment must be able to be used 
in all positions. Several meth-
ods of containing the oil in the 
crankcase, ensuring that parts 
continue to be lubricated and 
venting the crankcase are being 
used by manufacturers. These 

new systems, while different, 
allow the engines to operate in 
any position. 

New four-cycle engines 
have been made with a crank-
case that keeps the oil level be-
low the vent entrance to keep 
oil from spilling out of the oil 
chamber, while holes in the 
crankshaft allow the gases to 
vent into the air box behind 
the air filter. Centrifugal force 
keeps the oil from entering the 
vent as the trimmer is turned 
upside. Also, new four-cycle 
engines only weigh about 
seven pounds, which is compa-
rable to two-cycle engines. 

Trimmers and other hand-
held units using the new four-
cycle engines should be avail-
able in the near future to help 
improve our air quality and re-
duce noise pollution. ID 
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ADDING 
ADJUVANTS 
WHEN IT comes to a 
pesticide's performance, numer-
ous factors play a role, such as 
weather, timing, intensity of the 
problem and so on. 

Increasing product perfor-
mance is a goal of all lawn care 
professionals, and many have 
found success using adjuvants, 
which have been introduced to 
the market in rapid fashion in 
the 1990s. In fact, the Compen-
dium of Herbicide Adjuvants by 
Dr. George Kapusta included a 
total of 76 entries from 22 dif-
ferent companies in 1992. The 
1998 version of Kapusta's book, 
however, features 411 adjuvants 
from 37 companies. 

Val Ivy, a technical service 
representative for Terra Indus-

tries, Montgom-
ery, Ala., attrib-
uted this increased 
amount to the in-
crease in the num-
ber of contact 
postemergence 
herbicides on the 
market today, but 
said such a variety 
of products leaves 
contractors with 
little sense of 
which products 
work well, al-
though a number 
of adjuvants are 
specified on a 
pesticide's label instructions. 

In general, adjuvants are 
used with turf herbicides, but 
Ivy emphasized that contrac-
tors need to know the mode of 
action of the product they use 
to make sure it is combined 
with the proper adjuvant. 

Common Adjuvants 
Anti-foaming Agents - reduce foaming of spray mixtures that require vigorous agitation 
Buffers - allow pesticides to be mixed with diluents or other pesticides of different acidity 

or alkalinity 
Compatibility Agents-aid in combining pesticides effectively 
Emulsifiers - allow petroleum-based pesticides (emulsifiable concentrates) to mix with 

water 
Foaming Agents - reduce drift 
Invert Emulsifiers - allow water-based pesticides to mix with petroleum carriers 
Penetrants - allow the pesticide to get through the outer surface to the inside of the 

treated area 
Safeners - reduce the toxicity of a pesticide formulation to the pesticide handler or to the 

treated surface 
Spreaders - allow pesticides to form a uniform coating layer over the treated surface 
Stickers - allow pesticides to stay on the treated surface 
Surfactants - surface acting ingredients 
Thickeners - reduce drift by increasing droplet size 
Wetting Agents - allow wettable powders to mix with water 

Courtesy: Applying Pesticides Correctly, University of Nebraska-Lincoln 

"Adjuvants are designed to 
improve the performance of 
the product they are used in 
combination with, and some-
times that can mean the differ-
ence between success and fail-
ure," Ivy added. 

Ivy explained that different 
adjuvants function 
in different man-
ners, and contrac-
tors should con-
sider their applica-
tion needs before 
making a purchase. 

For example, a 
spreader or wetting 
agent is designed to 
increase the surface 
area coverage on 
the plant that each 
droplet of a spray 
solution covers. 

"These products 
are measured by the 
contact angle the 
droplet forms on 
the leaf," Ivy noted. 
"Water forms about 
a 93-degree angle, 
but the addition of 
an adjuvant can 
lower that angle to 
less than 45 degrees 
and let that drop 
cover more plant. 

Different 
adjuvants function 
in different 
manners, and 
contractors should 
consider their 
application needs 
before making a 
purchase. 

But contractors should be 
aware that getting too low of 
an angle can lead to runoff." 

Other key criteria to consider 
when selecting an adjuvant 
would be how it performs in 
the Draves wetting test and the 
surface tension test. Contrac-
tors will most likely want an 
adjuvant that will increase the 
pesticide's ability to penetrate 
the plant but won't have such 
a high surface tension that it 
can't move through the plant. 

"While there are these mea-
sures and means to test the 
ability of a particular adjuvant, 
there aren't any common stan-
dards to indicate that a given 
adjuvant has to have a contact 
angle of 45 degrees or a wet-
ting property of less than 20 to 
be sold," Ivy explained. 

"It's almost impossible for 
the average lawn care contrac-
tor to keep up with all of the 
new adjuvants on the market," 
Ivy commented. "That's why 
it's so important that contrac-
tors deal with a reputable sup-
plier who has data and techni-
cal knowledge to back up the 
claims about the product and 
can help contractors identify 
the best adjuvant to meet their 
needs." - Bob West OB 



Win more bids in less time! 
"With Pro Landscape I tripled 
revenues in one year... 
Its the best tool we own! 

- Chris Walter, Landscape Contractor 

"Incredible 'before9and 'after9 

images...saves us time and 
increases our productivity. 99 

- Randall W. Mardls, ASLA, Landscape Architect 

New Version Features the Industry s Highest Quality Landscaping Images. 

For Landscape Architects, Designers, and Contractors. 

Create photorealistic 
color designs from 
photos or video dips. 

PRESENTATIONS & 
PLANS AS EASY AS 

1-2-3! 
(800) 

( 8 1 6 ) 8 9 1 - 2 8 0 0 • F A X ( 8 1 6 ) 8 9 1 - 8 0 1 8 
E - M A I L l a n d s c a p e @ a u t o d e s k . c o m 

w w w . p r o l a n d s c a p e . c o m 
Pro Landscape is a trademark and Drafix, Autodesk, and the Autodesk logo, are registered trademarks of Autodesk, Inc. registered 
in the USA and/or other countries. Windows and Windows NT are registered trademarks of Microsoft Corporation. All other brand 
names, product names or trademarks are the property of their respective owners. 
© Copyright 1998 Autodesk, Inc. All rights reserved. 

Generate professional 
CAD plan-view drawings. 

U Autodesk 
( o 

OR L w 

NEW VERSION ONLY $795 

mailto:landscape@autodesk.com
http://www.prolandscape.com


Offering services such as complete soil 
testing and IPM-based lawn care has 
enabled One Step to differentiate itself 
from the competition. Photo: Welch & 
Frew Images 

One Step Tree 
& Lawncare 
is living proof 
that following 
some simple 
philosophies 
can lead to 

success. 

By Bob West 



e onventional wisdom among green industry 
contractors holds certain business philosophies 
in high regard: focus on customer service, de-

velop long-term employees and excel at what 
you do best. 

Bob Ottley, president, One Step Tree and 
Lawncare, N. Chili, N.Y., has turned these philoso-

rhies into the foundation for a successful and growing 
lawn care company. But the only reason Ottley's com-

pany has ended up where it is at today is because he once ignored these 
keys to success in favor of common pitfalls such as offering too many 
services, competing in price wars and ignoring customers service. 

A FASHIONABLE INFLUENCE. Like so many others in the industry today, 
Ottley's green industry interests first developed as a youth when he 
started a neighborhood business cutting lawns. This led to a job with a 
a local garden center, which was where he found his calling. 

"I really enjoyed dealing with the public in the garden center," Ottley 
recalled. "I liked explaining how to care for plants, troubleshooting 
people's problems and the selling process." 

Ottley was then hired as a garden shop manager for a local retail chain. 
Come the holiday season, however, the garden center area became the 
Christmas toy department and Ottley moved into a more general 
management position until the chain went bankrupt. 

Ottley had gotten enough of a taste of responsibility that he decided 
that was the time to go out on his own, and One Step was founded in 
1976 with one employee, a truck, a mower and a fertilizer spreader. 

THE DO-IT-ALL DAYS. At the outset, Ottley wasn't too selective in terms of 
what work he pursued in order to keep dollars coming in the door. 

"I did some landscape installation, some design, patios and decks, 
mowing and lawn care," he noted. "But lawn care, the process of growing 
healthy turf, was my true interest." 

In the fall of 1976, ChemLawn had yet to reach Rochester, but Ottley 
was fortunate that his relatives from Kentucky did. 

"When my relatives came to visit that year they asked me if I sprayed 
lawns, and I explained that I sprayed for weed control when necessary but 
not for fertilizer," he said. "I had never heard of spraying fertilizer, but 
they said it was very popular in Kentucky, so I researched it over the 
winter and bought a 200-gallon skid-mount spray unit for the spring of 
1977 and started spraying lawns. 

"A year later ChemLawn came into the market and if you weren't 

One Step Tree & 
Lawncare Inc. 

OWNER: Bob Ottley 
HEADQUARTERS: N. Chili, N.Y. 
FOUNDED: 1976 
PRIMARY SERVICES: Lawn and tree care 
comprise almost all of the company's 
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and 12 from tree and shrub care. The 
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and 126,000 square feet for commercial 
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MISSION STATEMENT: One Step Tree and 
Lawncare's mission is to enhance 
landscapes through professional services 
using innovative people, products and 
equipment and to grow in the community 
where we live and work. 
FUTURE CHALLENGES: Finding good, 
qualified employees and finding ways to 
keep them and motivate them and dealing 
with any new government regulations as 
they arise. 

The Owner 

BOB OTTLEY 
BACKGROUND: Got his start in the green 
industry with a neighborhood lawn mowing 
job. Moved into retail with a local garden 
center and managing a retail chain store's 
garden center. 
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offering liquid lawn care you were in 
trouble," Ottley added. 

In 1979, Ottley began what has turned 
into a 20-year-long involvement with the 
Professional Lawn Care Association of 
America that will include him serving as 
PLCAA's 1999 president. 

"That was the year I attended my first 

PLCAA conference and realized lawn care 
was a real business," Ottley said. "So I 
discontinued landscaping services that year 
and dropped maintenance the next year." 

That move cost the company almost half 
of its $150,000 of sales at the time, but 
today, Ottley looks back on this decision as 
one of the keys to the company's success. 

"I was young and inexperienced when it 
came to managing a company at that time, 
and I was stretched too thin," he observed. 
"I couldn't focus on delivering such a diver-
sity of services, so focusing just on lawn care 
was a positive move for me. Plus, we made 
up the dollars we lost in the first year by 
focusing on lawn care." 

A YEAR-ROUND PROPOSITION. As the market 
progressed through the 1980s and competi-
tion intensified, Ottley saw price becoming 
the determining factor for many customers, 
particularly those new to professional lawn 
care, and decided that wasn't the market he 
was after. Instead, he chose to supplement 
his program with value-added services such 
as soil testing and an Integrated Pest Man-
agement approach in order to differentiate 
himself from the competition. 

Doing so meant One Step needed tech-
nicians with greater knowledge and techni-
cal expertise and could not afford to lose 
such employees once it found them. So 
Ottley needed to become a year-round em-
ployer in a seasonal market that seldom 
lasted beyond Nov. 1 for lawn care. 

"I also realized that if we were going to 
keep people and provide a superior service 
with IPM and soil testing, it would cost us 
more to do so," Ottley added. "The real key 
was that we were able to put through a 20 
percent price increase to our customers in 
1990 and they stuck with us. 

At the time, One Step also expanded its 
service from a four-visit to a five-visit pro-
gram, adding a combination fertilization/ 
postemergence crabgrass control and sur-
face insect control scouting visit. 

"Now, we're definitely the most expen-
sive company in the market by 20 to 40 
percent, but we're still competitively priced 
for the value the customer receives," he 
commented, adding that the ease with which 
One Step converts prospects who have used 
competitive services before into new cus-
tomers validates this approach of greater 
value at a higher price. 

Today, the challenges associated with an 
IPM-based approach are far from conquered. 

"Customers still don't fully understand 
IPM, even though we talk about it in all of 
our newsletters, leave behinds and other 
materials," Ottley admitted. 

(continued on page 38) 
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Rain^ Bird 
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1800 Series-the world's 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. 



cover story 
(continued from page 36) 

For his part, Ottley defines IPM as "a 
way of controlling turf problems through 
growing healthy plants first of all to build 
up a natural resistance and then knowing 
your thresholds as to what level of damage 
you can have on a given plant or area that's 
not detrimental to the long-term health of 
that plant. Then, the last resort is to select 
the proper control product that is targeted 
for the specific pest and only treat the in-
fected area." 

Ottley continues to emphasize this part 
of the company's service. 

"It's crucial to be able to differentiate 
yourself from the competition, and this also 
lets us put the environmental issue for-
ward," he noted. 

In order to keep his technicians busy 
through the winter, Ottley expanded the 
company's services. 

"We sell Christmas trees through De-
cember, we've begun offering winter prun-

(continued on page 40) 

Trees & Shrubs,Too 

Despite the problems over-diversifying meant for One Step Tree and Lawncare, N. Chili, N.Y., 
the company has responded to growth by expanding into tree and shrub services. 

After some slow years of little growth in the division, recent growth has forced the 
company to restrict tree and shrub services to current lawn care customers only. Currently, tree 
and shrub services comprise 12 percent of the company's sales with a goal of 15 percent. 

"I can't say why the work has picked up other than that our customers are more aware that we 
offer this service and we're establishing ourselves as experts," noted Bob Ottley, president, 
adding that the company treats trees up to 15 feet high. 

Significant pest problems of late - aphids attacking maple trees in 1997 and a viburnam leaf 
beetle attacking the viburnam family of shrubs in 1998 - also helped boost the business. 

But Ottley chose not to pursue new customers, largely due to the lack of qualified technicians. 
"In lawn care, our technicians are trained to offer Integrated Pest Management, and that takes 

a lot of time," Ottley related. "Even more training is required for tree and shrub services because 
there are so many plants, diseases and cultural problems to identify. You can't just move someone 
from lawn care to tree and shrub care." 

The one area Ottley would like to see the division improve upon is its profitability. 
"Tree and shrub is a funny business because the product cost isn't as high as for lawn care but 

the labor costs are higher," he commented. "Plus, since it's new for us, our tree and shrub routes 
aren't as tight, so it doesn't produce as many dollars as lawn care."- Bob West 
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'Ifyou dorit have something to 
differentiate yourself from the rest of the 
market, it's next to impossible to win a 
price war.y - Bob Ottley 

• • • • 

(continued from page 38) 

ing and we bought a holiday 
decorating franchise," he said. 
"So we're keeping pretty busy 
even if we're not generating a 
great deal of income." 

Once the holidays pass, 
One Step technicians begin preparing for 
the next season. 

"We don't run our business on a con-
tinuing service agreement," pointed out 
Ottley. "Our customers sign up for one 
year at a time and have to be re-signed up 
each winter." 

While this approach makes the company 
more susceptible to cancellations, Ottley 
said One Step maintains an annual cus-
tomer retention rate of 84 to 85 percent and 
benefits from having to renew all of its 
customers each year. 

"This approach holds our feet to the fire 
in terms of doing the job and gives us 
tremendous feedback when customers don't 
renew," he explained. 

In addition, Ottley makes his techni-
cians responsible for renewing their own 
residential customers instead of having a 
salesperson handle this process. 

"I believe the customer likes talking di-
rectly to the person who will be on the lawn 
providing the service," he related. "That 
way, the technician knows the areas of con-
cern for the customer." 

The cumulative results of these moves by 
Ottley have resulted in the identification of 
the core One Step customer: "We look for 
more mature customers - more than 45 
years old with above average income, and 
they've either used other lawn care services 
or they are very particular about their prop-
erty, the environment, the products used 

on their property and the way 
their service is carried out," 
related Ottley. 

And while that is clearly a 
profile cut for a residential 
customer, One Step derives 

about 25 percent of its sales from commer-
cial customers, with only a fraction of that 
amount coming as a subcontractor. 

This commercial side of the business has 
evolved for the company since it hired a 
dedicated commercial salesperson eight years 
ago to establish a commercial department. 

"We knew the opportunity for this work 
existed, and we thought truly servicing 
these accounts required a dedicated person 
who could find out who to talk to at each 
company and build a relationship with 
them," Ottley commented. "It's not like 
residential lawn care where you can make a 
sale by hanging signs on a door. 

"We're happy with the balance we've got 
(continued on page 153) 

IRRIGATE THE TREES 
ALONG WITH THE LAWN 

ask for us by name WELL 

The R00TWB1 system reduces stress naturally by directing water, 
oxygen and nutrients through compacted soil for root absorption. 
Promote plant health and vigorous growth effectively with 
R001WELT the total root care system. 

For specification requests or information on distribution or 
representative opportunities contact: 

R O Q X W E L L * 
P.O. Box 251447 • West Bloomfield, Ml 48325 

(888) 766-8935 

AUTHORIZED DISTRIBUTORS 
Behm & Magaman 
Bishop Company 

C D Ford and Sons 
Cisco Company 

Commerce Corporation 
Craig Penny & Assoc. 

Ewing 
Gard'N-Wise Distributors 

Mawkeye Seed 
Jim Beckmann & Associates 

Landscaper Supply Roanoke. VA 
Midwest Arborist Supply 

Olsen Distributing 
R&R Products. Inc. 

Rienders 
Russo Power Equipment 
Smith Pipe and Supply 
US Garden Sales. Inc. 

United Horticultural Supply 
VAL-A Chicago 

V G Supply 

YOUR BEST INVESTMENT 
DOWN THE LINE 
THE L-2 UNDERGROUND PIPE LAYER 

4 
m > I 

• Lays pipe or cable 
• Simple, efficient all mechanical drive 
• Rugged yet compact and highly 

maneuverable 
• 850 lbs. on rubber tracks provide for 

minimal lawn damage 
• Reliable, consistent performance in a 

low maintenance machine 
• Operator training provided 
• 16 hp. Kohler magnum engine 
• Boring attachment available 

L I N E ^ W A R D 
C O R P O R A T I O N 

1 5 7 SENECA CREEK ROAD 

BUFFALO, NY 1 4 2 2 4 • 716 6 7 5 - 7 3 7 3 
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Over 500 chemical accidents 
are reported to the federal EPA every month. If the guys in the "moon suits" show up at YOUR spill 

site, are you protected? Most policies cover only a small part of mandated/actual pollution costs 

- costs that can easily run into tens of thousands of dollars. Or more. 

Give us a call today and compare your current coverage with reality. 

b.&d./Tweisburger, inc. 
SERVICE SINCE 1915 

fn&UMUtce> 

1-800-431-2794 
Fax 914-428-0943 

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

5 Waller Avenue White Plains, NY 10601 

mailto:weisinsure@weisburger.com
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Longer-lasting 
Barricade® keeps 
your current 
customers satisfied 
and helps you to 
add new ones. 

To keep your current customers and build your business, 
you need a herbicide that performs year after year. 
Only Barricade provides the longest lasting, most 
consistent control of Crabgrass, Spurge, Knotweed, 
Purslane and 25 other weeds, virtually eliminating 
breakthroughs. Even in tough weather years. This 
longer-lasting residual also allows you to apply 
Barricade earlier in the Spring with complete confi-
dence that your weed control will last all season long. 

With its low solubility, Barricade will stay put in the 
weed germination zone and won't move, even on 
slopes and hillsides. Plus, Barricade eliminates the 
staining problems encountered with some other 
preemergence herbicides. Which makes it easy to 
keep the Joneses and add the Roberts, Mclvers and 
all the new customers you can handle. 

For more information on Barricade and the rest of the 
Novartis line of lawn products, call 1-800-395-TURF 
for the name of your Novartis Sales Representative. 
Or you can visit our website at www.cp.us.novartis.com 

( } ) N O V A R T I S 
Alamo® 

Avid® 
Award® 

Banner® MAXX" 
Barricade® 

Primo® 
Subdue® MAXX" 

Barricade is the cornerstone of the 
Novartis Lawn & Landscape Partners Program, the system of 

leading-edge products designed to help you grow your business. 

http://www.cp.us.novartis.com


A thriving industry and growing retail 
demand will keep nursery stock availability 
low for at least one more year. 

By Bob West 

For contractors who do 

not order large enough 

quantities of nursery 

stock to merit 

immediate shipment, 

rewholesalers can be an 

option for getting 

materials sooner. Photo: 

Shemin Nurseries 

ere's a question that most landscape installation or 
design/build contractors can already answer: What 

happens when an industry starts growing rapidly but the 
product it sells requires two or three years to be ready for use? 

As has been widely observed across the country, demand 
for numerous nursery stock varieties has climbed steadily, 
faster, in fact, than growers can satisfy of late. 

As a result, prices for many varieties have gone up in this 
seller's market, and contractors continue to wonder when 
availability will increase. Unfortunately, the outlook from 
various nursery stock growers and suppliers calls for contin-
ued shortages in some varieties throughout 1999 with supply 
catching up with demand the following year. 

OUTLOOK IMPROVING. "We're coming off of a strong 1998 
season and we see demand continuing to be strong in 1999," 
observed Frank DeRosa, director of purchasing, Shemin 
Nurseries, Danbury, Conn. "While there will be spot short-
ages this year, I think they will be more specific to certain 
varieties than an overall shortage." 

"I see next year as the breaking point where supply will 
catch up with demand," related Andy Hull, nursery coordi-
nator, McGinnis Farms, Atlanta, Ga. "Last year, we had a 
better supply of some varieties than we'll have this year, and 
vice versa. But all of this could change if there are any 
variations in what contractors and landscape architects are 
specifying on their designs." 

In particular, DeRosa said supply of some shade trees will 
remain below demand levels, along with some ornamentals 

and deciduous shrubs. At 
the same time, some vari-
eties that have been hard 
to come by of late should 
be more readily available 
in 1999. 

"It looks like cherry 
trees will be in short sup-
ply this spring, although 
there should be more than 
we had last year," re-
marked DeRosa. "On the 
good side, we see the dog-
wood market loosening 
up a little bit through the 
smaller sizes, and we see 
rhododendrons staying 
more plentiful. Some hol-

(continned on page 46) 
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THERE MAY BE 
OVER 1,500 DOLLARS 

IN YOUR FIELD 
Reliable 640 Sprinklers have always been worth their weight in gold. And were going to prove it, by giving away 

$1,640 to the commercial turf or sportsfield manager with the oldest units in use. Considering that Toro sprinklers are 

built to last 10, 12, even 15 years or more, that could make for some stiff competition. So everyone who enters is also 

eligible for a drawing for another $640. And if youre about to invest in a new system, youre in luck, too. Because 

todays design features our co-molded rubber cover for enhanced player safety. Buy it. Bury it. Forget it. (At least, until 

the next contest.) Contact your Toro distributor for contest details or to find out more about reliable 640 Sprinklers. 

TORO IRRIGATION 



(continued from page 44) 

lies, particularly the upright ones, are more 
available in the 5- to 8-foot range, and the 
smaller birch trees should be more available 
this year." 

Hull also noted that the weather hasn't 
helped growers augment their supply at all. 

"It was pretty dry at times in the South-
east during the fall, so materials couldn't be 
dug up, which decreased the window for 

Suppliers of nursery stock are widely 
confident they will have an increased 
supply beginning with the 2000 season 

shipping and keeping inventory of tree ma-
terial," he pointed out. "This created a lot of 
installation delays for contractors who were 
waiting for these trees." 

Some contractors have taken a different 
tack to augment the plant materials avail-
able to them. 

"Shade trees have certainly been in short 
supply the last few years, so we're seeing 
contractors purchasing the trees already com-
ing into our yards earlier than normal so 
they know they'll have them," commented 
Mark Hixson, customer service and inside 

sales manager, Imperial 
Nurseries, Granby, 
Conn. 

Hixson said that 85 
percent of Imperial 
Nurseries' stock for the 
Northeast for 1999 has 
already been sold, which 
is ahead of 1998's pace, 
but bookings in other 

markets are holding steady from last year. 
While contractors have loudly voiced 

their concerns about rising plant stock prices, 
growers and suppliers countered that prices 

overall haven't varied much at all over the 
last few years. 

"Yes, the prices will move up in areas 
where there is short supply, but the prices 
for products with more plentiful availability 
have gone down," commented DeRosa. 

"We've had contractors complain to us 
about some of our prices going up, but then 
they ultimately come back to us because 
they can't find the same materials anywhere 
else," commented Hixson. 

Some suppliers also noted, however, that 
landscape contractors aren't the only buyers 
creating greater demand for plant materials. 

"We're trying to get more plants in the 
ground, but the population continues to 
grow and we see more people taking up 
gardening as a hobby," observed Hixson. 
"Plus, the mass merchandisers are trying to 
go beyond the average retail mix and offer a 
wider variety of materials, like local nurser-
ies and garden centers do." 

(continued on page 48) 

EH-12 HEAD 

EH-12 EMITTER 
FILTER A BETTER IDEA BY D E S I G N 

A logical idea —Drip irrigation in a 
head —twelve individual pressure 
compensating outlets. The patent-
ed filter is built right into the unit 
and good filtration is what makes 
drip work. 

Drip irrigation designed for 
landscape —not adapted to it. 
Call or write for more information. 

o OLSON 
IRRIGATION 
SYSTEMS 

10910 Wheatlands Ave. 
Santee, CA 92071 
619 562-3100, 800 770LS0N 
FAX: 619 562-2724 

No other product can 
beat the durability 

and design flexibility 
offered by VERSA-LOK solid retaining 

wall units. No exceptions. Only VERSA-LOK, with its 
unique pinning system, permits construction of an 
unlimited variety 
of curves, corners, 
and steps without 
special units. ^ ^ S ^ ^^T-sdlHH^^" F r e e 

Installation 
Guidelines 

(800)770-4525 

VERSA-LOK® R e t a i n i n g W a l l S y s t e m s 
Oakdale, MN • (800)770-4525 • www.versa-lok.com 
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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! 

PowerRoute 2000 leads the way 
"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 1009! 

PowerRoute 
2000™ 

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

14158-J Willard Road • Shantilly, VA 20151 

Find out what technology can do for you by calling 

TOLL-FREE 1 -888-889-7574 
Or visit their web site at: www.frontrunnertech.com 

USE READER SERVICE # 2 3 

"Over 80% oí the Industry's computers 
will be affected by the year 2000." 

http://www.frontrunnertech.com
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Some growers refuse to sell some 
popular varieties until they are 
fully grown so they can continue 
offering a full range of plant 
materials. Photo: Shemin 
Nurseries 

nies put on plants go a long way to setting 
the public's perception of the value of flow-
ers in general," Camp stated, noting that her 
prices for annuals haven't changed in 15 
years. "Some mass merchandisers have be-
gun to use more realistic prices, but when 
they use plants as loss leaders that's what the 
public perceives they're actually worth." 

OPEN TO OPTIONS. Shortages during 1997 
and 1998 motivated some contractors to 
find creative solutions to plant materials 
shortages, but others are reluctant to shift 
from their initial design plans. 

"Despite the shortages that exist, the 
good news is that there are probably equal 
plants to provide viable substitutions to 
offset the shortages," noted DeRosa, who 
said contractors can usually find a satisfac-
tory substitute plant that may just flower in 
a different color than the original or be a 
little smaller. "I'm not sure that all of the 

(continued on page 50) 

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

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

From Tree Tech Microinjection Systems comes a 
full line of nationally labeled pesticides and fertilizers 

in leakproof microinjection units. 

I n s e c t i c i d e s - Acephate, Vivid®ll and MetaSystox®R 
F u n g i c i d e s - Bayleton®, Aliette® and A l a m o ™ 

F e r t i l i z e r s - Our proprietary Nutr iJect™ formulations 
B a c t e r i c i d e s - Oxytetracycline antibiotic 

1879 SW 18th Ave 
Williston, FL 32696 

1 - 8 0 0 - 6 2 2 - 2 8 3 1 
e-mail: treetek@aol.com 

Alamo is a registered trademark of Novartis 
Aliette is a registered trademark of Rhône-Poulenc Ag Company 

Bayleton in a registered trademark of Bayer, AG, Germany 
MetaSystox R is a registered trademark of Gowan Company 

"Landscape contractors aren't raising 
their demand as much as these retail chain 
stores," agreed Dorothy Garrity, availabil-
ity operations manager, Hines Nurseries, 
Irvine, Calif. 

The fact that such large stores poten-
tially represent such large orders makes them 
highly desirable customers for the growers 

to cater to, further limiting plant availabil-
ity to contractors. 

"We're seeing more contractors starting 
to buy plant material from the mass mer-
chandisers," Garrity recognized. 

Ann Camp, president, Camp and Com-
pany Farms, Dacula, Ga., said she has also 
seen mass merchandisers work to expand 

their plant stock lineup, and 
this can mean trouble for any-
one selling plants depending 
on how these stores market 
the plants. 

"The prices these compa-

mailto:treetek@aol.com
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"PLAYING FAIR DOESN'T MEAN 
YOU CANT PLAY TOUGH." 
THE NEW 225L LITE 
We've taken a proven tr immer and made 

it even better. It's lighter, for a better 

power-to-weight ratio to get the job done 

fast. And our E-tech™engine reduces odor 

and exhaust emissions. But it's no delicate 

piece of technology. It 's 1 0 0 percent 

solid Husqvarna, as tough as they come. 

To get you r h a n d s on one , ca l l 

1 - 8 0 0 HUSKY 6 2 for a dealer near you. 
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Reputation + Budget + Deadline = 

Quality + Price + Service = 

RELIEF 

At Presco Products, we know the 
right way to make a marking flag: 

• We glue the flag to the staff so 
it stays in place 
• We fold backwards over the staff 
to enhance image area 
• We cut the flag so that edges are 
neat and straight 
• We use longer life, more 
colorfast pigments in our flag 
materials and our inks, for bright, 
vivid, long lasting colors 

Our products are engineered with 
intricate attention to detaily which 
is evident throughout our product 
line: 

• Marking Flags 
• Roll Flagging 
• Barricade Tape 
• Inverted Marking Paint 
• Detectable and Non-
detectable Tape 
• Plus many more products 
to meet your Marking Needs 

The for Stress Relief is 

R e — R RODUCTS 

Call us today at 1-800-527-3295. 
We'll answer your questions and provide you 

with product and distributor information. 
New distributorship inquiries are welcome. 

(continued from page 48) 

contractors recognize they have so many 
options, but I think it will be evident to 
them this spring." 

"We try to create a menu of plant items 
that will offer the same look," agreed Hull. 

All growers aren't necessarily willing to 
make younger varieties of plants available 
for installations, however. 

"Look at 2-inch trees, for example," ex-
plained Hull. "A lot of contractors have 
been using 2-inch trees where they wanted 
21/2-inch specimens because the 21/2-inch 
specimens weren't available. So some of the 
future crop of 2!/2-inch trees was utilized 
before growers wanted to sell them, which 
keeps them in short supply. 

"Or there are a lot of hollies, for instance, 
that aren't available in bulk quantities be-
cause the nurseries want to grow them to a 
certain size so they can supply a variety of 
sizes to their customers," Hull continued. 

2000 & BEYOND. Suppliers of nursery stock 
are widely confident availability will in-
crease beginning with the 2000 season. 

"No one has a good crystal ball that 
works, and growers have to be sensitive to 
what sells and what doesn't sell since they 
have a limited number of acres available to 
them," Hull said. "Nursery supply works in 
a cycle where there is a glut of product and 
growers have product they can't sell because 

Having Connections 

Rewholesalers or horiticultural distribution centers aren't exactly new terms in the 
nursery industry, but they may never have been as important to landscape contractors 
as they can be these days. 

These organizations serve as the link between growers nationwide and landscape 
contractors, while also providing products such as irrigation and landscape supplies. 

As nursery stock availability continues to lag behind escalating demand, rewholesalers with 
their reach into growing markets all over the country can offer contractors cost-effective 
solutions that wouldn't be available to most contractors by themselves. 

"We help level out the availability for contractors because of our ability to pull material from 
hundreds of growers," commented Frank DeRosa, director of purchasing, Shemin Nurseries, 
Danbury, Conn. "If there's a shortage of materials in one market that's okay because we're not 
limited to buying from growers in a 50- or 100-mile radius like many contractors are." 

"Purchasing enough products from one location to warrant the grower shipping it out immedi-
ately can be a challenge for a lot of contractors, so they end up waiting weeks to get material," 
added Mark Hixson, customer service and inside sales manager, Imperial Nurseries, Granby, Conn. 

"We're a form of outsourcing for the contractors," agreed Andy Hull, nursery coordinator, 
McGinnis Farms, Atlanta, Ga. "At the same time, we take the challenge of managing accounts 
receivable away from the growers and become a distributor for them." 

Many growers have complained over the years that landscape contractors can be challenging 
customers to deal with because of a tendency to delay paying for products until after receiving 
their own payment for the job. Hixson said that while that tendency has improved considerably in 
recent years, nursery suppliers still have to protect their own businesses and contractors should 
understand this. 

"Landscape contractors are our number one customer, but we really have to stay on top of their 
payments and we have to scrutinize any new customers because there are so many fly-by-night 
companies out there," he said. "We're just protecting our businesses." - Bob West 
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production is too high or demand drops off. 
So everyone cuts back on production, and 
then we end up with a gap between demand 
and supply a few years later." 

"We see growers putting considerably 
more plants in the ground and more grow-
ers are clearing large blocks of land than 
we've seen in awhile," commented DeRosa. 

The gamble growers take in ramping up 
production this way is that if the economy 
slows down or the industry's growth ceases 
unexpectedly, demand for these plants will 
also drop off and growers won't be able to 
recoup their investment. 

"There is always the risk of having too 
much product in the ground, but I don't see 
demand dropping off at all," DeRosa added. 
"Plus, the landscape and nursery industries 
lag behind others for experiencing a reces-
sion because of the time involved in com-
pleting new installation projects." 

In the meantime, contractors may have 
some options to improve their own access to 
nursery stock. 

"Contractors should place orders early, 
and also consider having us contract grow 
materials for them," recommended Garrity. 
"But most contractors prefer to buy mate-
rial just in time to stick it in the ground." 

Contract growing allows contractors to 
place requests of specific plant varieties and 
quantities from a grower and guarantees 
that those plants will belong to that contrac-
tor once the plants reach the desired level. 
Garrity said while ornamental color can be 
ready a few months after it is planted, 1-
gallon plants require one year of growth and 
5-gallon varieties generally require two years. 

Other contractors have turned to devel-
oping their own holding yard or nursery 
staging facility so they can purchase greater 
than normal quantities of plants when they 
find some they expect to use eventually. 
However, there are obvious risks inherent in 
this approach that contractors should be 
aware of before making such a move. 

"There's a lot of overhead cost associated 
with managing a nursery holding yard, and 
there's also a lot of risk involved in buying 
plant material that could die before it is 
planted or when a job could still fall 
through," related DeRosa. ID 

The author is Editor 0/Lawn & Landscape 
magazine. 

No Other Landscaping Device Does More 

You can do this in 30 minutes! 
T r a n s f o r m w e t , weedy , h a r d , r o c k y a n d e r o d e d soi l . . . 

Rake and windrow rocks, roots and trash. 
Dry and condition the soil or instantly turn old lawns 
into perfect new seed beds. 

For more information, a demonstration or a free video, 
contact Glenmac today or call your nearest Harley dealer. 

G l e n m a e 
PO Box 2135, Jamestown, ND 58402-2135 U.S.A. (800) 437-9779 

FAX: (701) 252-1978 Email: sales(« glenmac.com Web Site: http://www.glenmac.com 
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You Can't Clean Up 
This Season 

If You Spend The Season 
Cleaning Up. 



Dimension" turf herbicide. It's the best value because of what it won't cost you. 

Like about thirty-five bucks to shampoo a fluffy white pooch. Or eighty-five to clean a white 

Berber carpet. What's it cost to repaint a white picket fence? 

Scrub a concrete walk or driveway? You'll learn first-hand, if your 

turf herbicide stains those items. And that messy yellow stuff 

could end up costing you even more: If 

the herbicide you use doesn't 

provide the best control 

I > L of crabgrass and other 

V weeds, you could be getting some 

unexpected calls from unhappy customers. 

Dimension is labeled for use on ornamentals, so 

you can use it on the lawn and landscape. It doesn't 

stain, so you can apply 

it with confidence right 

up to concrete walks and driveways. Your customers won't 

be seeing any more of those little fringes of crabgrass 

along the edges of their turf. All they'll see is healthy, happy 

lawn...and all you'll see is happy customers and a healthy ^ 

bottom line. 

Clean up this season. Call 1-800-987-0467 or visit us at 

www.dimensionpro.com for complete information. 

DIMENSION 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS. DIMENSION® is a registered trademark of Rohm and Haas Company. 

© 1 9 9 9 Rohm and Haas Company T-O-279 

R O H M I I 
i H n n s O S RISE 

http://www.dimensionpro.com


W ^ l i i t e G r u b 
White grub 
control today 

is a far cry 
from grub 
control of 10 
years ago 
thanks to 
new insecti-

cides. 

By David ]. 

Shetlar 

Different varieties of grubs, from 

Oriental beetles to European 

chafers to green June beetles, 

will require differently timed 

applications of the insecticides for 

control in order to coincide with 

egg hatching. Photos: Dave 

Shetlar 

P ractically all turf managers have heartily accepted the new grub 
insecticides, Merit® (imidacloprid, Bayer Corporation) and 
MACH 2® (halofenozide, RohMid). Both of these new insecti-
cides have long residual activity, greatly reduced toxicities and 

diverse effects on other insect pests. Unfortunately, as with all new 
products, the salesperson as well as the users claim they have had to 

adjust their expectations and use practices. Merit and MACH 2 are 
completely different in their actions on insects. 

Merit acts by blocking the receptor sites in an insect's nervous system. 
The message is sent by the preceding nerve, but the next nerve doesn't 

receive the message or it receives an 
incomplete message. Therefore, in-
sects that have ingested or absorbed 
imidacloprid just stop what they are 
doing or stop normal behavior. The 
particular receptor site affected is much 
more common in insects than in ver-
tebrate animals, including humans. 
This is why imidacloprid has much 
lower toxicity (LD50 of technical in 
rats = 450) than many of the currently 
available organophosphates and car-
bamates. 

This stopping of normal insect be-
havior has the greatest effect on in-
sects in the early stages of develop-
ment. A first instar grub may be able 
to survive for two to three days with-
out feeding while a third instar grub 
can last for months without feeding. 

(continued on page 56) 
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G Q F O R W A R D ! 

It's a new attitude. A new approach. A whole new way of thinking. It's the Irritrol 
Systems for the new millennium: new technology, new products, a new commitment to 
being number one. The irrigation industry may never be the same. 

Don't be held back by outdated products or thinking. Go forward Systems. 

Irritrol. 
SYSTEMS 
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Halofenozide is an insect molting accel-
erator. When an immature insect ingests or 
absorbs this chemical, it turns on the molt-
ing switch. The affected insect has no choice, 
it has to stop what it is doing (usually eating 
turf) and begin the complicated process of 
shedding its skin. If the insect is not at its 
normal state of readiness to undergo this 
molting, the result is death. Also, insects 
that are early in their development are more 
rapidly affected by molting accelerators. 
Like Merit, the best targets of MACH-2 are 
early instars of insects. Since vertebrates and 
many other animals do not undergo the 
molting process, halofenozide, is "practi-
cally non-toxic" (LD50 of technical in rats 
= 3850 to 5000) to humans, pets and birds. 

Both Merit and MACH-2 are top per-
formers in university-based trials for grub 
control (table 1). While both are producing 
an average of about 90 percent control of 
Japanese beetle and masked chafer grubs, 
neither pesticide has a perfect record. In 

Much grub-related damage is actually caused by animals feeding on grubs beneath 
the turf, and some research has indicated that applications of Merit and MACH-2 
may discourage this behavior even before the grubs are dead. Photo: David Smitley 

fact, both have had about 10 percent fail-
ures in trials (defined as resulting in less than 
70 percent control in a particular study), 
but this is still much better than our tradi-
tional "standards." The important message 
to take from these data is that no pesticide 

gives 100 percent control all of the time. As 
stated earlier, salesperson claims and adver-
tisements would have customers believe that 
many products are foolproof and always 
offers excellent control. Don't set expecta-

(continued on page 58) 
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Nitroform:. .In a Class By Itself 

Bill Womac 

CGCS 

Dunwoody 
Country Club 

For Quality\itrogen 

Nitroff 

* • • • • • ' 

for the life of the soiU 

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

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

• Season-Long Feeding 
• Increased Microbial Populations 
• Vigorous Rooting 
• Reduction of Thatch 
• Production of Humus 
• Protection of Groundwater 

M 
w r v 

Jim King 

President and CEO 

Regal Chemical 
Company 

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 770-475-4837 

"We're now in our 18th season 
using RegalStar II with Nitroform; aiutWe 
use this fertilizer combination because we gel 
excellent results and valiie. Our members expect 
and get the best playing conditions possible. " 

\ 
— Bit! Womac 

CGCS Dtniwoody Country Club 
Dunwoody, GA 

n u - g r o 

Nu-Gro Technologies, Inc. 
2680 Horizon Drive SE, Suite F5 
Grand Rapids, Michigan 49546 
1 -888 -370 -1874 
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(continued from page 56) 

tions or the expectations of customers too 
high. There will always be some failures. 

LONG-TERM POWER. There are some other 
significant differences between Merit and 
MACH-2. Imidacloprid, especially when 
applied in a liquid spray is fairly susceptible 
to photodegradation. If left on grass blade 
surfaces in full sun, significant loss of the 
active ingredient can occur. Most people are 
recommending irrigation within 24 hours 
of application, but the sooner the better. 
(Merit-containing granules don't seem to 
be as susceptible to this photodegradation.) 

Halofenozide is apparently affected very 
little by direct sunlight. However, as with all 
grub insecticides, irrigation after the appli-
cation will help move the active ingredient 
to the site where the grubs are feeding. 

Another unique quality of Merit and 
MACH 2 is their relatively long residual 
activity once in the turf-soil-thatch inter-

(continued on page 60) 

Ranked Efficacy of White 6rub Insecticides -1978-1991 
% OF TESTS 

I N S E C T I C I D E R A T E A V G . % # RANGE K B E L O W 
L B . A I . / A . CONTROL T E S T S CONTROL 70% 

Imidacloprid (Merit) 0.3 93.0 42 58-100 10 
Halofenozide (MACH2) 1.5 91.0 21 10-100 10 
Isofenphos (Oftanol) 2.0 82.1 84 38-100 19 
Bendiocarb (Ficam, Turcam) 3.0 80.9 27 0-100 15 
Ethoprop (Mocap) 5.0 76.7 38 48-97 34 
Trichlorfon (Oylox, Proxol) 8.0 76.3 81 0-98 22 
Carbaryl (Sevin) 8.0 74.3 40 13-100 37 
Diazinona.b 4.0 70.3 17 47-99 41 

5.5 74.8 41 25-100 29 
Bt. japonensis 'buibui'c (M-Press) 8-13.0gal 64.2 11 6-94 55 
H. bacteriophorad 0.5bill 57.7 3 15-92 67 
Chlorpyrifos (Dursban) 4.0 54.6 3 20-96 59 
S. glaserid 0,5bill 31.3 1 40-71 93 
S.carpocapsaed 1 .Obiti 21.5 100-61 100 

1 Data from Insecticide and Acaricide Tests & Arthropod Management Tests, 
Entomological Society of America (using masked chafers and Japanese beetle 
evaluations) 
a I Not for use on golf courses or sod farms, 
b15.5 lb.ai./a rate reduced to 4.0 on current labels, 
c/ Development discontinued in spring, 1997. 
d/ Most large manufacturing stopped in 1996-97. 
compiled by D.J. Shetlar, Oct., 1998. 
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ROCK HOUND 
The Original Landscape Rake 

Some of the New Performance Features Include: 
• New Top Cover • New Bearing Retention 
• Floating Links • New Chain Tensioning Device 
• Cylinder Supports • Rake Shaft Sizes 
• Dump Opening • New Rake Teeth 
• New Drive Motors • New Double Pitch Rake Chain 

• Replaceable Depth Skis 

KEM Enterprises 
8 2 6 1 0 2 n d A v e n u e N . E . • S u i t e 5 0 0 

B e l l e v u e , W A 9 8 0 0 4 
1-800-426-5615 

BACKPACKS • METERS • TANKS • HANDCANS 

SrNL 
Westhef fe r 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 s2850.00 
T o Order Call 800-362-3110 

or Fax 800-843-3281 
P.O. Box 363 • Lawrence, KS 66044 

(785) 843-1633 • Fax (785) 843-4486 
www.westheffer.com A E-Mail: westheffer@idir.net 

GUNS • REELS • SPREADERS • VALVES 

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


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 

We added MORE 
MORE Images 

MORE Editing Options 
MORE Proposal Options 
MORE Inventory Items 
MORE Training Items 
MORE Report 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 # 2 8 

http://www.udsgis.com


(continued from page 58) 

face. Both appear to have in excess of 100 
days of effective residual, though research-
ers are suggesting that Merit is a bit better 
in its residual effectiveness. Therefore, 
manufacturers and most extension turf en-
tomologists are recommending that Merit 
can be effectively used in May, June, and 
July through mid-August while MACH 2 
should be applied in June, July and August. 

Early evaluations of MACH 2 suggested 
that halofenozide has significant grub "cura-
tive" activity, but this is coming under some 
debate. Most researchers would now agree 
that neither Merit nor MACH 2 are real 
curatives in the sense that Dylox®/Proxol® 
(trichlorfon) or diazinon are. Merit and 
MACH 2 are best used as "preventive" 
applications or as "curatives" only when 
first and early second instar grubs are present. 

Since Merit has been on the market for 
three years, some turf managers are begin-
ning to question whether they should use 
the same product for another year without 

Much grub-related damage is actually caused by animals feeding on grubs beneath the turf, 
and some research has indicated that applications of Merit and MACH-2 may discourage this 
behavior even before the grubs are dead. Photo: David Smitley 

alternating to another grub control prod-
uct. While alternation of products is never 
a bad idea, there is no evidence that imida-
cloprid is susceptible to enhanced micro-
bial degradation. This phenomenon is still 
worrisome, especially for turf managers who 

have been caught in problems with con-
tinuous usage of other products. Yet labo-
ratory and field tests suggest that imida-
cloprid is not susceptible to enhanced mi-
crobial degradation. Such information is 

(continued on page 62) 

IBRDWn COMPOST 
Turn your leaves and grass 
clippings into rich organic 
fertilizer. 
Turn your skid steer into a 
more productive unit. 
Turn cost into profit. 
Turn to Brown Bear the 
original and still the best. 

515-322-4220 

P.O. Box 29, Corning IA 50841 

I 1BRBWR 
USE READER SERVICE #67 

Water management ma tie easy! 
TRENCHLESS LEACHING 

Flo-well® plastic drywells are lightweight yet rugged 
solutions to most roof and landscape drainage problems. 
EASE OF INSTALLATION Flo-well®modular 
units assemble in minutes. The versatile Flo-well® can be 
stacked or interconnected for greater capacity. A heavy 
duty drain installs through the cover for nuisance puddles. 
LOW COST Flo-well® plastic drywells are the 
lowest cost solution to all your water management 
problems, large or small. 

oO r o T o O 
0 o lo o O « 1 

0- o o 0 
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I 
1 0 0 ^ 0 0 
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WATER MANAGEMENT SYSTEMS 
1600 Falmouth Rd, Centerville, MA02632 www.f lowel l .com 8 0 0 - 3 5 6 - 9 9 3 5 

Sof tware that 
. has Answers! 

C o m p u S c a p e s so f tware 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 >rga 
most of all profitable." 

James J. Sharp 
Sharps Landscaping, Inc. 

CompuScapes 
(800) 350-3534 

www.compuscapes.com 
^Starting at $2,995 Rental & Finance availablê  

http://www.flowell.com
http://www.compuscapes.com
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X 

Is your business tapping into the fastest 
growing trend in the Green industry? 
Aquascape Designs, the country's largest 
water garden builder, wants to help 
you tap into the surging popularity of 
water features. We're introducing the 
first ever book written exclusively for 
contractors and retailers interested 
in growing their water feature 
businesses. Featuring over two 
hundred color photographs and in 
depth business advice, this book 
will change the way you 
approach and sell water features. 
Order your copy today so you 
too can succeed and prosper 
with water features! 

O N L Y 

$2Q-95 

plus $4.95 S&H 

ML 

CALL • WRITE • FAX 
C o m p a n y N a m e 

Address 

City 

Te lephone _ 

Credi t Card # _ 

State Z i p . 

Card (MC, Visa,Disc.)_ 

expires: 

Clip out and send $29.95 + $4.95 S&H Or call/fax us to order: 
and this coupon to: 

Aquascape Designs, Inc. Call 1-800-306-6227 ext. 8193 
1119 Lyon Rd. • Batavia, IL 60510 Fax this coupon: 1-630-326-1800 
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rub control 
(continued from page 60) 

not yet available for MACH 2. 
We also do not believe that resistance is 

a factor. Because of the mobility of grub 
adults and the patchy usage of Merit and 
MACH 2 in our urban habitats, most grub 
species are simply not under sufficient pres-
sure to develop resistance. 

Another significant result of the regis-
tration of Merit and MACH 2 has been a 
loss of grub insecticides. Crusade® (fonofos) 

and Triumph® (isazo-phos) have both been 
voluntarily withdrawn by their manufac-
turers. In both cases, the manufacturers 
claimed sales would not justify the cost of 
continued registration and new data re-
quirements. In some sense, this is rather 
unfortunate because Crusade and Triumph 
could be used as curatives against larger 
grub stages. 

There are some significant differences 

As time goes 

between Merit and 
MACH 2 and their 
activity against the 
full range of grub spe-
cies that attack turf 
in North America. 
The data presented 
on page 60 is based 
on the results of tests 
against Japanese 
beetles and masked 
chafers, the two most 
commonly encoun-
tered grubs. How-
ever, Oriental beetles 
and European cha-
fers can be the most 
important grub spe-
cies for lawn care 
operators in New En-
gland or Atlantic 
Coast states. Many of 
the transition zone 
states are also battling 
green June beetle in-
festations. When tar- • • • • • • • • • 

geting the first instar 
grubs, both Merit and MACH 2 do a satis-
factory job, though MACH 2 appears to 
have less activity against both European 
chafers and Oriental beetles. 

SITUATIONAL KNOWLEDGE. While laboratory 
tests suggest that MACH 2 is a bit less active 
on these two grubs, turf managers are telling 
a different story. Some claim no control of 
European chafers or Oriental beetles with 
either Merit or MACH 2. This may be the 
result of misunderstanding the activity of 
these new insecticides as well as assuming 
that European chafers and Oriental beetles 
are active at the same time that Japanese 
beetles are. 

In many areas, European chafers and Ori-
ental beetles may fly in early to mid-June 
while Japanese beetles fly in mid- to late July. 
If Merit or MACH 2 were applied "at the 
time of egg hatch" with the assumption that 
this would be in late July and early August, 
the Oriental beetle and European chafer 
grubs may already be in their second instar 
stages. For these two grub species, earlier 
applications may be much more effective 
than typical mid-season applications. 

On the other hand, the green June beetle 

Whatever the scale of your retaining wall projects, no other 
segmental retaining wall system compares to the natural stone 

beauty created by the perfectly proport ioned, offset split texture, and 
unsurpassed strength of StoneWall SELECT 

CAD details available on our web site at 
www.selecticd.com 

3934 North Ridgefield Circle 
^ ^ ^ ^ ^ ^ ^ Mi lwaukee, Wl 53211 

• • l — l " J M B P Toll Free 800/394-4066 

Innovative Concrete Design 
USE READER SERVICE # 7 0 

JANUARY 1999 • LAWN & LANDSCAPE 

Phone 414/962-4065 
Fax 414/332-9678 

also be able 
to determine 
if our use of 
traditional 
pesticides 
really did 
influence 
soil micro-
bial popula-
tionsy 
thereby 
increasing 
turf diseases 
... We should 
be on the 
lookout for 
decreases. 

http://www.selecticd.com


adults often fly in late July through August. 
Their larvae also feed on the turf surface 
or in the upper layers of the thatch. If Merit 
or MACH 2 were applied in June, the 
residues would probably be most concen-
trated in the lower layer of the thatch, not 
near the surface. In this case, the green June 
beetle grubs may simply miss the insecti-
cide. Applications of Merit in late July and 
early August have proven much more effec-
tive controlling green June beetle grubs 
than earlier applications. 

Finally, both Merit and MACH 2 have 
little effect on non-target invertebrates, es-
pecially earthworms, as well as microbial 
populations. Ecologically, this is good, but 
in some turf areas, earthworms are becom-
ing a significant nuisance pest. Their cast-
ings, mounding of soil and removal of lower 
leaf blades can be a real headache for people 
who want smooth, dense turf. As time goes 

lnstars:The Process 
of Moulting 

The grub itself goes through a process of 

development called moulting. When a 

grub moults, it actually sheds its skin in 

preparation for further development. The 

period of time in between each of the 

moults is called an instar. 

After the grub initially hatches from the 

egg, it is known as a f irst instar grub. After 

its first moult, it enters its second instar 

stage, and following its second mouit it 

becomes a third instar grub. Each moult 

results in a grub that is larger than the 

previous instar. The third and final moult 

results in pupation, which develops into the 

adult scarab beetle. 

on, we may also be able to determine if our 
use of traditional pesticides really did influ-
ence soil microbial populations, thereby 
increasing turf diseases. While I have doubts 
about this claimed phenomenon, contrac-
tors should be on the lookout for decreases 
in the expression of turf disease. 

In summary, Merit and MACH 2 are 
major advances in our pesticides used for 
grub control. However, lawn care operators 

must constantly rethink the way that they 
use grub insecticides and maintain realistic 
expectations about how effective any insec-
ticide can be so that application effective-
ness is maximized and customer satisfaction 
is delivered. ID 

The author is associate professor of landscape 
entomology at The Ohio State University, Co-
lumbus, Ohio. 

Mulch up to 700% faster! 
The revolutionary FINN Bark Blower aim-and-shoot 

mulching technique pays you back fast 

With the FINN Bark Blower a two-man crew can easily apply 15 cu. yd. of 
mulch per hour. The powerful FINN Rotary Airlock powers mulch through 
300' of 4" flexible hose. Just aim and shoot. Available in trailer and truck 
mounted models, the Bark Blower breaks up clumpy mulch, reduces material 
cost 20% or more, and creates a finished look customers love. No more slow 
downs because of wet weather or tricky terrain. There's nothing else like it. 
Call today for a free brochure and the name of your nearest FINN dealer. 

Bark Blower Payback Analysis 
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How much mulch do you apply 
per year? These volumes 
allow short term payback. 
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What other mowers dream of becoming. 

Visibiliy and manuverability will 
increase your productinty. 

Nestled in their sheds at night, 

ordinary mowers dream of only one 

thing: growing up to be a Kubota F-60 

Series. And it s easy to see why. 

The Kubota F-60 Series features 

our exclusive Auto Assist 4WD with 

Dual-Acting Overrunning clutch. 

It automatically transfers power to the 

rear whee l s w h e n the go ing gets 

tough. Or, you can manually engage 

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

traction and maneuverability while reducing the 

damage to your valuable turf. 

The durable, independent hydraulic FIX) clutch 

lets you engage and disengage FIX) driven imple-

ments on the move. 

A real time-saver in 

tight situations. 

Available with 60'' 
or 70 " side discharge 
mower or 60 " or 72" 
rear discharge mower. 

Kubota's advanced E-TVCS diesel 

engines are designed to deliver maxi-

mum power with minimum vibration 

and noise. Plus, these super-efficient 

powerplants go a long way in cutting 

fuel costs and emissions. 

Available in 22, 25 and 30 horse-

power 4WD models, the Kubota F-60 

Series also comes in a 25 horsepower 

2WD model. 

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

handles like a dream, see your authorized Kubota 

dealer today. 

For more information please write to: 

K u b o f o . 
KUBOTA TRACTOR CORPORATION 

PO. Box 2992-LL 
Torrance, CA 90509-2992 
1-888-4KUBOTA ext. 404 

Ë 3 
S FETY 

Financing available through 
Kubota Credit Corporation 
© 1998 Kubota Tractor Corporation 

Visit us at OPEI , Booth # S W 3350 



Commercial Mowers 



F i n a l l y . 
I n d e p e n d e n t S u s p e n s i o n 
f o r t h e R i d i n g M o w e r . 

Better for your body. 
IS™ Independent Suspension 
takes away the bumps and 
jolts that cause the aches 
and pains. 

Better for your mower. 
Reduced jarring means your 
mower will require fewer 
repairs, and last longer. 

Better for your business. 
With a smooth ride, you'll 
mow faster. That's right, 
more acres per hour to add 
to your bottom line. 

The IS™ system of 
control arms and 
coil springs on 
the drive wheels 
(patent pending) 
allows each wheel 
to move up and 
down independently, 
smoothing out the 
roughest, most 
uneven turf. 

Look for ISr" on the Ferris ProCut Z. 

And you can't get it 
anywhere else. 
IS™ is the first independent 
suspension system for the 
riding mower — invented and 
perfected exclusively for 
Ferris mowers. You won't 
find it anywhere else. And 
you won't want to. That's 
because Ferris mowers are 
Number One in Reliability. 

Z e r o m o n e y d o w n . 
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Number One in Reliability 

I n d e p e n d e n t S u s p e n s i o n 

I S a n d t h e I S l o g o a r . t r a d e m a r k s o f F e r r i s I n d u s t r i e s , I n c . 
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Cutting grass may seem simple, but successful contractors know that mowing 

requirements change based on the particular turfgrass to be mowed 4 U 

In what will be the 
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from L a w n & 
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development is 
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products taking it 
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By Nicole Wisniewski 

Many landscape t 

contractors forget 

that the key to 

obtaining a new 

mower is know 

ing the purchas- i 

ing options. 

n usually no longer than one hour, a landscape contractor can walk into a dealer-

ship, pick out the equipment he or she wants, determine what kind of payment 

plan he or she would like to be on, fill out the necessary paperwork, get approved 

through a financial institution and load the equipment onto a truck to take it to 

his or her business for use the next morning. 

Good dealers who know what their customers are looking for will get them 

through this process even quicker, generally in about 40 minutes, said Brian Burley, 

vice president, Sheffield Financial, Clemmons, N.C. 
MA good dealer will pre-qualify a customer when he or she walks in the door," he 

explained. "The dealer will put down a ballpark figure for 

the purchase, such as approximately $8,000 for a riding mower or $4,000 for a 

walk-behind mower. Then, by the time the customer has picked out the equip-

ment, the dealer will have approval from the financial company and continue the 

paperwork while someone else gets the equipment prepped." 

However, while landscape contractors are eager to get their new equipment 

ready for use as soon as possible, they should take their time when deciding how 

I to pay for it, which is an important step in the purchasing process, second only 

I to picking out the equipment. 

PAYMENT OPTIONS. Landscape contractors generally pay for equipment 

three different ways: with cash, through their local bank or through an-

other financing company, according to George Ziegler, account 

manager, First Sierra Financial, Rocky River, Ohio. 

L Financing/leasing companies offer standard financing and 

leasing programs along with special deals sponsored by 



mower manufacturers, distributors and dealers. 

Some of the basic financing options through 

financing companies usually include 13.95 per-

cent regulatory financing, programs where the 

customer doesn't need to start making payments 

until 30, 90 or 120 days after the date of pur-

chase interest-free or a program Burley calls the 

"6-pack," a program that allows the customer to 

skip six months of payments throughout the life 

of the loan. 

However, manufacturers' deals can be more 

worthwhile to the contractor because they are sub-

sidized by the manufacturer, and in some cases, the 

distributor and dealer too. This means that in a 

program such as the first six months interest-free 

deferred payment plan manufacturers pay a per-

centage of the interest accruing during that time to 

give the customer a "deal" on the purchase. Other 

manufacturer programs usually include 9.9 percent 

financing or 4.9 percent financing, Burley said. 

"Nothing's free, unfortunately," Burley said. 

"When it comes to subsidizing for manufacturers, 

we deal with them and them alone. With, for ex-

ample, a 6 percent fee, the manufacturer decides 

the dealer/distributor percentage of that, if any, to 

subsidize. Some manufacturers are real aggressive 

and pay most of that cost. Dealers will never pay 

more than 2 or 2Vi percent." 

While there is an obvious benefit to the cus-

tomer utilizing manufacturers' financing programs, 

the dealer benefits as well, said Rick Curlett, direc-

tor of marketing for Exmark Manufacturing, 

Beatrice, Neb., because payment for the equipment 

purchase is issued to him or her within 24 hours. 

No matter what programs are available, dealers 

have the right to choose which payment options to 

offer their customers. Large percentages, but not 

the majority of dealerships, 

still offer cash-only options, 

Burley said. 

^Regardless of its size, the 

best kind of dealership for 

manufacturers, distributors 

and the end-users of the 

equipment is the one that of-

fers some form of retail fi-

nance," Burley pointed out. 

"Some dealers are intimidated 

by retail finance. They say, 

'I'm here to sell equipment, 

not financing.' But if a dealer 

has more options, he'll have a 

better chance of overcoming 

objections by the customer to 

purchase the equipment." 

The only way landscape 

contractors can be informed 

about the programs available 

to them is by calling the financing company, 

getting a list of the payment options available 

on whatever brand of equipment they are inter-

ested in and then by choosing a dealership that 

offers the option that best suits their business, 

said Zen Kulpa, director of sales and marketing, 

Yazoo/Kees Power Equipment, Jackson, Miss. 

Planning when to buy a mower is also im-

portant, Burley said, particularly if a contractor 

wants to avoid manufacturer price increases, 

which usually occur on July 1 or Jan. 1. 

PROS AND CONS. Figuring out the upsides and 

downsides of the different payment options to fit 

a particular landscape contractor and his or her 

business is not hard, Ziegler said. 

landscape contrac-

tors are eager to get 

their new equipment 

ready for use as soon 

as possible, they 

should take their 

time when deciding 

how to pay for it. 

w w w . l a w n a n d l a n d s c a p e . c o m 

Although 

some landscape 

contractors con-

tinue to pay for 

equipment in 

cash, a vast ma-

jority of equip-

ment sales, 

about 75 per-

cent, Curlett ex-

plained, are 

done as some 

form of credit 

purchase. 

"As a con-

tractor, you have 

to ask yourself 

what's best for 

your business at 

the current 

time," he said. 

"You have to recognize the flexibility of cash. If 

you have some money and choose to finance an 

equipment purchase, you're not only using the 

equipment from the day you buy it, but you 

still have extra money on hand. If you pay cash, 

you don't have that extra money." 

However, it is the dealer's job to closely ex-

amine their customers' needs, the type of equip-

ment they are interested in and how they are go-

ing to pay for it, said Mike Roglen, general man-

ager, Kubota of Cincinnati, Cincinnati, Ohio. 

"Everybody needs and deserves good service 

and a fair price," Roglen declared. "If a contrac-

tor comes in and says he needs the best cash price 

for three pieces of equipment, I don't need to 

complicate the issue by offering him other op-

tions. That's his choice and I'm not here to 

change his mind. Most customers have an idea of 

what they want when they come in. It's all about 

what's important to them and their business." 

For the maintenance company that focuses 

on mowing, buying equipment is a tough deci-

sion, Roglen said. 

"Since the mower is being fully utilized for at 

least eight hours each day, the contractor will he 

ready to purchase a new one on average every two 

to three years," he explained. "If the contractor 

uses straight financing, he or she will end up 

owing more than the machine's worth." 
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"If you're financing a $7,000 mower over four 

years, the final purchase price of it will be $9,000 

because of the $2,000 in interest that accumulated 

over the four years," Roglen stressed. "Financing is 

geared to the multi-service landscaper who does 

irrigation and maintenance. For smaller busi-

nesses, the best options are paying cash and taking 

advantage of manufacturer deals." 

A popular manufacturer deal is the first six 

months interest-free deferred payment plan, said 

Rick Wilder, commercial sales 

manager, Jerry Pate Turf Supply, 

Pensacola, Fla. 

"That plan, or a six-months-on/ 

six-months-off type payment plan, 

works great for seasonal contractors 

because they usually only have 

eight to nine months of actual rev-

enue coming in," Wilder remarked. 

"The "No Pay Until May" program 

is also popular because the cus-

tomer can take the piece of equip-

ment in the fall and start using it, 

but he or she won't have to begin 

paying for it until May." 

Roglen said approximately 65 to 70 percent of 

the contractors who use a six-month deferred pay-

ment program pay cash for the full equipment 

purchase at the end of that six months without 

any interest accruing. 

Sometimes, what type of financing program a 

contractor chooses depends on how they qualify 

with the financing company. Approximately 75 

percent of the customers at Sheffield Financial get 

immediate approval for financing, Burley said. 

If the dealer is not comfortable explaining the 

financing programs to their customers, he or she 

can refer them to the financial institution. 

"We can walk the customer through the pro-

gram on the phone while they're at the dealer's of-

fice," Burley noted. "Some dealers make their cus-

tomers sign a contract without filling out the nec-

essary information until after the customer leaves 

the store, but that's rare. Today, every customer 

wants to know everything up front. A good dealer 

will usually work through the financing with the 

customer, but we are always there to walk them 

through it. We do a lot of handholding when it 

comes to explaining our programs." 

Buying large amounts of equipment at the 

spur of the moment is a common practice for cus-

tomers when there are so many financing pro-

grams to choose from that make paying for equip-

ompared to retail financing, 

leasing can be a better option, 

especially when a contractor is 

looking at more expensive 

THÉ 
LEASING 
DIFFERENCE 

\ypical finance vs. lease purchase 
(purchase of$6,000 mower for 36 months at 13.95 %) 

FINANCE LEASE DIFFERENCE 
Advance Payment 0 $378.40 $378.40 

Monthly Payment $204.92 $189.20 $15.72 

Residual (duelor pure/use) 0 $600 $600 

Total of Payments $7,377.12 $7,411.20 $34.08 

equipment, such as an $8,000 zero-turning radius lawnmower. The monthly payment is always 

lower in a lease agreement than in a retail financing agreement, said Mike Roglen, general 

manager, Kubota of Cincinnati, Cincinnati, Ohio. 

"Leasing a lawnmower takes, ini-

tially, the lowest cost out of a 

contractor's pocket," Roglen stated. 

With a lease there are also cer-

tain tax advantages because a con-

tractor doesn't actually own the 

equipment, said George Ziegler, ac-

count manager, First Sierra Finan-

cial, Rocky River, Ohio. "So, you can 

write off 100 percent of the expense 

until you own the machine, which is 

usually after about three years," 

Zeigler advised. "When you own the equipment, you can only write off 80 percent of its cost." 

A lease, however, is usually based on 500 hours per year of equipment use. The average 

mowing company runs its mowers approximately 700 to 800 hours, Roglen said. 

"The additional use adds up when you're paying a $10 to $15 charge per extra hour of use 

over the lease period agreement number," he added. 

There are additional downsides to leasing, especially for companies that focus on mowing, 

Roglen explained. 

"Landscape contractors tend to run the equipment all over the place," he said. "It you have 

a company that just cuts grass, the downside risk Is the extra cost after you've returned the 

equipment with more than your average wear and tear. You put a security deposit down on a car 

but not on a mower, so the leasing company will want me to go back to the customer and get the 

money to repair the equipment when it's returned in poor condition." - Nicole Wisniewski 

Sheffield Financial, Clemmons, N. C. 

ment sound easy, Burley warned. 

"The customer sees the equipment they want 

and starts thinking, T can't afford $8,000, but I 

can afford $200 a month,'" Burley said. "It 

might save you $50 today, but that customer 

may end up paying $2,000 more in the end be-

cause of interest. Before a contractor signs any-

thing, they should find out what that final pur-

chase price is going to be. If the dealer doesn't 

know, it doesn't take but a minute for him or her 

to call the financing company and get it." 

Impulse buying usually leads to problems for 

the landscape contractor, Burley said, because 

contractors are buying before they have the busi-

ness to justify the purchase. 

"They follow along on a path of smooth 

growth and then all of a sudden lose a couple of 

big accounts, and this just after purchasing 



IT'S ABOUT 
TIME! When you use a YAZOO / KEES mower, you get the 

dependability, performance and features to meet the 
rugged day-in , day-out demands that Professional 
Cutters and Landscapes face. That means less d o w n 
t ime. Your job is done on t ime. And t ha t means more 
t ime. More t ime for vou. And couldn't you use a little 
more time? 

To find out more about 
our time saving 
L equipment, see your 

|k local dealer, 
U K visit our website at 

L www.yazookees .com 

: J 1-800-723-9496 
extension 337. 

http://www.yazookees.com
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$10,000 to $15,000 in equipment," Burley ex-

plained. "Many landscapers have filed bankruptcy 

because they've ended up in this predicament." 

According to Burley, three years ago, 10 to 15 

landscape contractors were filing bankruptcy each 

year. Today, he said that number has increased to 

150 or more. The contractors get to keep the 

equipment in the end, but the court decides the 

new worth of it, which is usually 50 percent less 

than the actual cost. 

"Sure, the contractor gets to keep the equip-

ment at a cheaper price," Burley stated. "But bank-

ruptcy ruins them for the next seven to 10 years 

because no financing company will lend money to 

contractors who have bankruptcy on their credit 

report. Contractors should talk to their financial 

institution first and see what we can do before 

readily filing bankruptcy." 

Paying more each month for an equipment pur-

chase instead of less is actually the best bet, Burley 

said. It reduces the interest accrued, length of the 

financing lease and, in the end, the final purchase 

price of the equipment (see sidebar on p. M6). 

There are also advantages and disadvantages 

between using a local back vs. a financing com-

pany when searching for equipment payment op-

tions, Ziegler said. 

"Local banks tend to ask many questions 

about the equipment before they give you a loan, 

but you get a better interest rate, about 9 percent," 

Ziegler explained. "A leasing company won't get 

you a better rate - it's usually between 12 and 15 

percent - but it won't ask questions when it comes 

to equipment purchases. The contractor's main 

goal when making an equipment purchase should 

always center around getting the best interest rate 

out there." 

ASK THE RIGHT QUESTIONS. Although dealers 

usually inform contractors of their options, it 

doesn't hurt for them to ask a lot of questions, 

Wilder said. 

"I think contractors would buy equipment 

more often if they learned a little bit more about 

it," he pointed out. 

Roglen said an equipment purchase is based 

on the customer's needs. 

"I know it's a cliché, but a dealer sells the 

need, not the specific financing program," he ex-

plained. "A dealer needs to take the proper time 

to get to know his or her customers. You can't 

determine the value of a customer the first time 

you meet him or her. It takes time to build a 

good relationship." 

Contractors should not forget to ask what 

payment options are available, Curlett said, even 

if they think they have heard them all. 

"It's as important to fit the right payment 

options with your customers," he stated, "as it is 

to fit the right products with them." 

The author is assistant editor 0/Lawn & Landscape 

magazine. 

Stump Cutter 

Mfg in Dalton, OH 

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. 

E H S H U 
A turf tractor with a different twist 

STEINER TURF EQUIPMENT, INC. 
289 N. Kurzen Rd. • P.O. Box 504 • Dalton, OH 44618 • Phone: 330/828-0200 • www.steinerturf.com 

Rotary Sweeper 

Aerator 

Rotary Mower 

Chipper 
Shredder 

Reel Mower 

http://www.steinerturf.com


WOOD MOWN MACHINE 

The Woods Mow'n Machine™ is the cho i ce 
too l for h igh-product iv i ty lawn care. Its zero 
turn ing radius makes short w o r k of spac ious , 
tree-f i l led yards. A n d the w i d e TrueFloat™ 
deck del ivers a c lean cu t o n any terrain. You 
can c h o o s e f rom air or wa te r -coo led , gas or 
d iesel eng ines a n d an array of opt iona l all-
season a t tachments . M o w ' n Mach ine m o w e r s 
a lso c o m e w i th T i l tAccess™ d e c k s for fast, 

easy main tenance. A n d they' re b a c k e d by 
srs nat ionwide. W h i c h makes W o o d s the 
l e s t way to mow, no matter h o w you cut it. 

[ M o w ' n Mach ine test drive, see 
O r call 800 31 WOODS 



By Angela Dyer 
F 0 _ C U S 

A recent 

survey 

indicates some 

shifts in the 

mowing 

industry. 

s the green industry continues to grow, a survey of lawn maintenance 

professionals showed that contractors' attitudes toward mowing services 

and the equipment they use for this work are holding fairly consistent. 

IS MOWING GROWING? The respondents' businesses earned an average 

of $491,490 in 1998, with an average of 55.8 percent of their overall sales com-

ing directly from mowing services. And it's no surprise with mowing being at 

the heart of the landscape maintenance industry that more than 52 percent of 

respondents ranked mowing in the top 

^Nihitt percentage of 
mowing contractors operate 
at least one mower in the 
following categories? 

Walk-behind 

Less than 35 inches 

35 - 39 inches 

40 - 54 inches 

More than 54 inches 

Riding 

Less than 44 inches 

45 - 54 inches 

55 - 61 inches 

More than 61 inches 

58.1% 

56.8% 

Lawn & Landscape reader survey 

one-third of their services offered in 

terms of its importance to income and 

growth. 

Although the numbers weren't 

overwhelming, the survey would seem 

to indicate that the industry-wide em-

phasis on grasscycling in order to re-

duce wasted landfill space is having 

some effect on contractors. While more than 38 percent of 

respondents indicated they still primarily collected clip-

pings in 1998, this is down from the 43.2 percent who col-

lected clippings in 1997. More than 40 percent of the re-

spondents to this year's survey said they primarily use side 

discharge mowers with 21.3 percent indicating they relied 

mostly on dedicated mulching mowers. Of the contractors 

who continue to collect clippings, the number who dump 

them in landfills also slid slightly in 1998 from 1997 (22.2 

percent from 25.3 percent) and more contractors are turn-

ing to composting yard waste as an alternative. 

The average acreage mowed on residential properties 

rose for the second consecutive year. Respondents indicated 

they mowed an average of 69.5 acres per week on single-

family properties and 131.2 acres per week on multi-family 

properties, which would represent increases of 31 percent 

and 34 percent, respectively. 

Lawn & Landscape reader survey 
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Man and 
m a c h i n e 

MEET KEN SILVERS from Findlay, Ohio, "Flag City USA." 
Five years ago, he started his own lawn care business after five years 
of experience in the industry. 

< His BUSINESS FOCUS: "specializing in high quality 
residential lawn care." 

< His COMPETITIVE ADVANTAGE: "outperforming 
larger crew-driven companies who have lost the personal 
touch and attention to detail." 

That's where the Walker Mower comes in the picture. Organizing as a 
one-man operation required top quality, productive, efficient mowing 
equipment. It's working! Ken Silvers' little company is growing and 
prospering and getting the job done...operating Walker Mowers over 
3,000 hours. 

^ Walker is proud to have many of the largest landscape maintenance 
companies around the world using our mowers...but we salute the 
thousands of professional one-man, one-woman, and small businesses 
who are using Walker Mowers to build an opportunity for themselves. 

"J will never be too big or busy to service 
my customers/' —Ken Silvers 

Discover 
the 
Walker 
Mower 
competitive 

advantage, 

whether your 

business is 

large or 

small or just 

a dream that 

is starting to 

become a 

reality. 

A Free V ideo L 
\ Ava i lab le f 

For your Free video, call 1-800-828-8130, 
Dept. 027-1. ($3.95 shipping charge. 
Visa/MC accepted.) Or send check or 
monev order for $3.95 payable to: Video 
Fulfillment Services, 027-1, P.O. Box 
385070, Minneapolis, MN 55438. 
Allow 2-4 weeks delivery. 

W A L K E R M A N U F A C T U R I N G C O . 
5925 E. HARMONY ROAD • DEPT. L L 

FORT COLLINS, COLORADO 80528 • (800) 279-8537 
www.walkermowers.com 

Circle 154 on reader service card 
Independent, Family Owned Company 

Designing and Producing Commercial Riding Mowers since 1980 

http://www.walkermowers.com
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The significant drop off in acres mowed on 

commercial sites from 1997 to 1998 (100.3 in 

1997 to 69.8 in 1998) would seem to indicate a 

significant portion of responding contractors are 

focused on the residential market, which isn't be-

lieved to be indicative of the market overall. 

Other information gathered held relatively 

consistent from previous years, however, with 

more than 95 percent of the respondents operat-

ing between one and five mowing crews and al-

most 86 percent of those crews consisting of 

three or fewer people. 

The fact that the responding contractors are 

focused primarily on the residential market was 

Call 1»800*264-6075 TODAY 
for a free brochure and the location of your nearest dealer 

Dixon Industries, Inc., A BLOUNT Intl. Inc. Company • PO Box 1569 • Coffeyville, KS 67337 

further supported by the reduced number of mow-

ers they reported operating - an average of about 

nearly five walk-behind mowers and two riding 

mowers per firm - since it is highly unlikely that 

mower sales would be down as contractors' busi-

nesses continue to thrive. 

A significantly lower amount of respondents 

indicated they change mowers' engines - 44 per-

cent compared to 64 percent in 1997, which could 

again be attributed to smaller companies respond-

ing to the survey. 

The first quarter of the year and "year-round" 

continue to be the most popular times of the year 

for contractors to plan their mower purchases (a 

combined 68.1 percent of respondents noted ei-

ther of these time frames). And the first two quar-

ters of the year continue to be the popular time for 

making the product purchase (68.2 percent). 

When it comes to this decision-making pro-

cess, certain factors continue to be most influential 

for contractors: quality of cut (41.3 percent); pro-

ductivity (39.4 percent); maneuverability and 

price (31.7 percent); and service/support (27.9 

percent). While price is always among the most 

impactful variables when it comes to making any 

product purchase, the improved mower technol-

ogy brought to market in recent years (zero-turn-

ing radius capabilities and mulching deck perfor-

mance, are two examples) combined with in-

creased competitive pressures drive contractors to 

oftentimes invest more dollars in a machine that 

promises greater long-term rewards. 

This priority on productivity was again obvi-

ous when contractors were asked what features will 

be included on the next mower they purchase. For 

walk-behind mowers, more than 54 percent will 

purchase a machine of deck size between 40 and 

54 inches, more than 67 percent will purchase a 

machine with mulching capabilities, and the pres-

ence of hydrostatic drive is clearly becoming more 

important, as 72.2 percent said their next walk-

behind mower would include this drive system, 

compared to 58 percent in 1997. 

Purchase plans for riding mowers held fairly 

consistent with 1997 results, with increases being 

seen in the popularity of hydrostatic drives again 

(up almost 5 percent to 91.2 percent in 1998) and 

gas-powered engines (up 8 percent to 73.6 in 1998). 

Riding mowers with decks greater than 44 inches 

wide continue to dominate the market (favored by 

more than 75 percent of respondents). DO 

The author is Assistant Editor ofL awn & Landscape 
magazine. 

Dixon > > 

ZTR Mowers 

M O D E L 
6025 

Zero Turning Radius Maneuverability 

25hp Kohler Command engine 

48"and 60"deck options 

Flip up deck tilts to 90° for easy access 

Optional grass catcher dumps from 
seat and converts to side discharge 
without tools 



Fast, easy d u m p i n g f r o m 
t h e seat 

T h r e e sa fegua rds aga ins t 
p l u g g i n g (s igh t glass, 
f ab r i c fee l , o v e r f l o w ) 

C o m p a c t size f o r f u l l 
S h o r t c u t m a n e u v e r a b i l i t y 

Easy u n p l u g g i n g t h r o u g h 
a d e t a c h a b l e c h u t e 

Conve rs ion f r o m 
c a t c h i n g t o d i scha rge 
m o d e in seconds 

Take in the Grass 
Introducing the ShoitCut BAC-VAC 

M O W L O N G E R . D U M P FASTER. B O O S T P R O D U C T I V I T Y BY 3 0 % . 

Want more proof? 
Call now and request a 
free video tape. Or call 
your local dealer to see 
for yourself. 

Easy to 
unplug 

Capacity 
by volume 

Capacity 
by weight 

Area cut 
before 

hopper is full 
Dumping 
from seat 

Quickly and 
easily convert 
to discharge 

Adjustable 
blower 

performance 

Slope 
performance as 

hopper fills 

BAC-VAC 7 bushels 140 lbs 2460 sq ft Improves 

Walker 
GHS 7.3 bushels 116 lbs 1668 sq ft Forget It! 

1-800-395-4757 
EXCEL INDUSTRIES, INC . • HESSTON, KS 6 7 0 6 2 • w w w . e x c e l h u s t l e r . c o m 

Circle 156 on reader service card 
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HUSTLER 
Out Hustle all the rest-

http://www.excelhustler.com


F C X C U S COMPANY LISTINGS 

s part of the inaugural 

Commercial Mower 

Buyer's Guide, Lawn & 

Landscape is providing 

an overview of the 

products many mower 

manufacturers are cur-

rently offering profes-

sional contractors. 

Included in this 

guide is a listing of 

companies that partici-

pated, along with each 

organization's contact 

information. Also fol-

lowing is a compilation 

of each manufacturer's 

walk-behind mowers, 

riding mowers, attach-

ments and accessories. 

Accelerator Industries The Grasshopper Company Scag Power Equipment 
3031 67th Ave. SE P.O. Box 637 P.O. Box 152 
Mercer Island. WA 98040 Moundridge. KS 67107 Mayville, Wl 53050 
800/984-9410 316/345-8621 920/387-0100 

American Honda Motor Co. Gravely Snapper Inc. 
4475 River Green Parkway 655 W. Ryan St. 535 Macon Rd. 
Duluth.GA 30096 Brillion, Wl 54110 McDonough, GA 30253 
770/497-6000 920/756-2141 888/SNAPPER 

Black Rock Mfg. Great Dane Power Equipment Shiwers Mfg. 
1153 Industrial Blvd. 305 S. New Albany St. 613 W. English 
Louisville, KY 40219 Seilersburg, IN 47122 Corydon, IA 50060 
800/314-8984 704/846-6617 515/872-2544 

Bush Hog John Deere Commercial & Steiner Turf Equipment 
2501 Griffin Ave. Consumer Equipment Division P.O. Box 504 
Selma, AL 36701 4401 Bland Rd. Dalton. OH 44618 
334/874-3237 Raleigh, NC 27609 330/828-0200 

800/537-8233 
Dixie Chopper Bobcat/Bunton/Ransomes 
6302 E. County Rd. 100 North JRCO 1721 Packard Ave. 
Coatesville, IN 46121 P.O. Box 41304 Racine, Wl 53403 
800/233-7596 Minneapolis, MN 55441 888/299-TURE 

800/966-8442 
Dixon Industries Inc. Toro 
Airport Industrial Park Kubota Tractor Corp. 8100 Lyndale Ave. 
Cotteyville, KS 67337 3401 Del Amo Blvd. Bloomington, MN 55420 
800/264-6075 Torrance, CA 90503 612/897-1799 

714/557-3370 
Encore Mfg. Co. Inc. TRU-CUT 
P.O. Box 888 LESCO Inc. 3221 San Fernando Rd. 
2415 Ashland Ave. 20005 Lake Rd. Los Angeles, CA 90065 
Beatrice. NE 68310 Rocky River, OH 44116 323/258-4135 
402/228-4255 800/321-5325 

Walker Mfg. Co. 
Excel Industries, Inc. MTD Pro 5925 E. Harmony Rd. 
P.O. Box 7000 P.O. Box 361131 Fort Collins, CO 80528 
Hesston.KS 67062 Cleveland, OH 44136 970/221-5614 
800/395-4757 877/MTD PR01 800/395-4757 

Woods Equipment Co. 
Exmark Mfg. Co. Inc. Quinstar P.O. Box 1000 
P.O. Box 808 P.O. Box 424 Oregon, IL 61061 
Beatrice. NE 68310 Quinter, KS 67752 800/319-6637 
402/223-6335 913/754-3355 

Wright Manufacturing 
Ferris Industries Rich Mfg. Inc. 18761 N. Frederick Ave. 
5375 N. Main St. P.O. Box 145 Gaithersborg, MD 20879 
Munnsville, NY 13409 Thorntown, IN 46071 301/330-0086 
800/933-6175 765/436-2744 

Yazoo/Kees Power 
Giant-Vac Mfg. P.O. Box 4449 
P.O. Box 195 Jackson, M0 39296 
South Windham, CT 800/723-9496 x. 337 
860/423-7741 

Commercial 
Mowers 

Buyers'Guide 



^ _ _ WALK-BEHIND MODELS 

/Irttentcatt ^(Mda yjt&t&i 
DECK SIZE: GAS OR DIESEL HYDROSTATIC VS. GEAR-DRIVE MULCHING CAPABILITIES LIQUID OR AIR-COOLED ENGINE: 
21 inch Gas Hydrostatic/BBC Yes Air-cooled 
21 inch Gas Gear/BBC Yes Air-cooled 
21,36,48 inch Gas Gear Yes Air-cooled 
21 inch Gas Push Yes Air-cooled 
36,48,52,60 inch Gas Hydrostatic Yes Air-cooled 

Sladi 1R&C& 'THtirtuLzctunttta 
32,36 inch Gas Gear Yes Air-cooled 
48,52,61 inch Gas Both Yes Air-cooled 

So&azt *7exfao*t lurUcane and Sfiecccdty 'Products 
32,36,48,52,61 inch Gas Variable Yes Air-cooled 

Suttfott HextnoK 7ocUcane attd Sftecca&ty Pwducte 
32,36,48,52,61 inch Gas Both Yes Air-cooled 

S*tcone fa. Ictc. 
32,36,48,52,60 inch Gas Both Yes Air-cooled 

"Wife. fa. litC. 
21,32,36,48,52 inch Gas Gear Yes Air-cooled 

36,48,52,60 inch Gas Hydrostatic Yes Air-cooled 

^pennce^itdudtncee 
36,48,52 inch Gas Belt Drive Yes Air-cooled 
36,48,52,61 inch Gas Hydrostatic Yes Air-cooled 

tfauitfyac'THartcda^^ 
32 inch Gas Gelir Yes Air-cooled 
48 inch Gas Gear/Hydrostatic Yes Air-cooled 

fyuweiu 
21,36,40,50,60 inch Gas Gear Yes Air-cooled 
36.40.50.60 inch Gas Hydrostatic Yes Air-cooled 

t faeat *Datte Pocven SqucftMtevtt 
36.48.52.61 inch Gas Hydrostatic Yes Air-cooled 

. l a w n a n d l a n d s c a p e . c o m 
LAWN & LANDSCAPE «JANUARY 1999 MIS 





ABOUT $4,000 A YEAR. 
Tha t ' s h o w m u c h you ' l l save in m a i n t e n a n c e cos ts annua l l y on every 
2 6 0 Z * A l l t h a n k s to 2 6 0 Z exc lus ives l ike o u r ma in tenance - f r ee G r a v e l y \ l ^ I 
XL Spindles"" and j y n g s t e n ' " carb ide coated blades. Less down t ime , more J / 
rr \pwing t ime. What ' s it to you? Sheer profit. Visit your Gravely dealer today. / ^ / 
Or ca l l 800-GRAVELY to get your f ree 260Z v ideo. 

WE KEEP YOU CUTTING 
Circle 157 on reader service card 



WALK-BEHIND MODELS 

f f ö ^ t *Deene 
36,48,54 inch 
36,48,54 inch 

Gas 
Gas 

Âeàco- lete. 
32,36,48,52 inch Gas 
36,48,52,54,60 inch Gas 

W 7 D A * 
48,54,58 inch float 
36,48,52 inch fixed 
48,52 inch fixed 
32,36 inch 

Gas 
Gas 
Gas 
Gas 

Hydrostatic 
Gear 

Gear 
Hydrostatic 

Hydrostatic 
Hydrostatic 
Gear 
Gear 

VKsOMiAzcturittta Ittc. 
48,52,61 inch Gas Hydrostatic 

Yes 
Yes 

Yes 
Yes 

Yes 
Yes 
Yes 
Yes 

Yes 

Air-cooled 
Air-cooled 

Air-cooled 
Air-cooled 

Air-cooled 
Air-cooled 
Air-cooled 
Air-cooled 

Air-cooled 

Sccuf Pocuen, Scfiuifcmeat 
32,36,48,52,61,72 inch Gas 
36,48,52,61,72 inch Gas 

S t t a f i f t e n Inc. 
36,48 inch 
52,61 inch 

Fixed 36,48 inch 
Floating SFS Deck 
Floating SFS Deck 
21 inch 
21 inch 

*7iur(£ut 
21 inch ( 

Gas 
Gas 

Gas 
Gas 
Gas 
Gas 
Gas 

Gear 
Hydrostatic 

Both 
Hydrostatic 

Gear 
Hydrostatic 
Gear 
Push 
Trans 

Push 

Pocuen 
6,32,36,48 inch Gas 

36,48 inch Gas 
Gear 
Hydrostatic 

Yes 
Yes 

Yes 
Yes 

Recycler 
Recycler 
Recycler 
Recycler 
Recycler 

Yes 

Yes 
Yes 

Air-cooled 
Air-cooled 

Air-cooled 
Air-cooled 

Air-cooled 
Air-cooled 
Air-cooled 
Air-cooled 
Air-cooled 

Air-cooled 

Air-cooled 
Air-cooled 

tH&xe fatftttya -



Introductory price for model Y550, effective to March 31, 1999. Freight and setup extra. Some dealers may sell for less. 

Introducing the Farm King Triplex mower -
the gang mowing system with a new level of efficiency in more ways than speed. 

There's no better or faster way to trim a turf. There's no machine that will last longer, 
require less maintenance or do more with less horsepower. 

Three models -13', 16', and 19' cutting widths all for Cat. 1 hitches. 

V 

* 

Farm King single model 3 pt. Hitch mowers set the standard in design efficiency. With their four height 
adjustable, free-swiveling pneumatic wheels, alloy hardened blades and the uniquely powerful vacuum 

created by the baffle deck, these mowers really are the best in their category. Choose from four sizes 
from 48" to 84" in rear or side dischaige models. 

RQRM KING 
John Buhler Inc. 

301 Mountain Street S. Morden, Manitoba, R6M 1X7 
PH. 204-822-4467 Fax 204-822-6348 

Call for the name of distributor nearest you 

Circle 158 on reader service card 



RIDING MODELS 

Stadi TRodi 
DECK SIZE: 
48,52,61 inch 

GAS OR DIESEL 
Gas 

VHrtrtcdactunttta 
EL HYDROSTATIC VS. GEAR-DRIVE 

Hydrostatic 

42,61 inch Gas Hydrostatic 

MULCHING CAPABILITIES LIQUID OR AIR-COOLED ENGINE: 
Yes Air-cooled 

Yes Air-cooled 

72 inch Gas 

48,54,60 inch 
48,54,60 inch 

oa 
Gas 
Gas 

Hydrostatic 

Hydrostatic 
Hydrostatic 

*Dtxte faoftften 
42,50,60,72 inch Gas 
60,72 inch Diesel 

SCXOK r)itdudnte& lac. 

Hydrostatic 
Hydrostatic 

42,48,50,60 inch Gas Hydrostatic 

Bacone V t t f o . fa. lac. 
42,48,52,61 inch Gas 
42,48,52,61 inch Gas 

40,48,51,54,60,72 inch Gas 
60,72 inch Diesel 
60,72,96,146 inch Diesel or Gas 

Swtadi 'TJtfo. fa. Inc. 

Hydrostatic 
Hydrostatic 

Hydrostatic 
Hydrostatic 
Hydrostatic 

44,52,60,72 inch Gas 
52,60 inch Gas 

Hydrostatic 
Hydrostatic 

52,61,72 inch Gas H: Hydrostatic 

Yes 

No 
No 

Yes 
Yes 

Yes 

Yes 
Yes 

Yes 
Yes 
Yes 

Yes 
Yes 

Yes 

tZna&sAafcftefi fatPtfiattty 
44,48,52,61,72 inch Gas Hydrostatic \ 44,48,52,61,72 inch Gas 
44,48,52,61,72 inch Gas 
44,48,52,61,72 inch Diesel 

Hydrostatic 
Hydrostatic 
Hydrostatic 

Yes 
Yes 
Yes 

Liquid-cooled 

Air-cooled 
Liquid-cooled 

Air-cooled 
Liquid-cooled 

Air-cooled 

Air-cooled 
Liquid-cooled 

Air-cooled 
Liquid-cooled 
Liquid-cooled 

Air-cooled 
Liquid-cooled 

Air-cooled 

Air-cooled 
Liquid-cooled 
Liquid-cooled 

tfUXXC tùtftHQA 



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 . ™ 

Circle 159 on reader service card 
LESCO is a registered t rademark . Commercialplus a n d Grow W i t h Us are t rademarks and LESCO Service Center is a registered service mark o f LESCO. Inc. 



fyiaveùfr 
/in cn cn ¡ n n h 40,50,60 inch 
40,48,50,60 inch 
50,60 inch 
50,60,72 inch 

Gas 
Gas 
Gas 
Diesel 

Gear 
Hydrostatic 
Hydrostatic 
Hydrostatic 

Yes 
Yes 
Yes 
Yes 

fyieat *Da*te 'Powe* 
48,52,61 inch Gas Hydrostatic f Yes Hydrostatic 

OoJut 'Deene 
38 inch Gas 
38,42,46,48,54 inch Gas 
54,60,72 inch Gas 
54,60,72 inch Diesel 

"TCu&ota I t a c f o i 
54,60,72 inch Diesel Hydrostatic 

Gear 
Hydrostatic 
Hydrostatic 
Hydrostatic 

54,60 inch 
60,72 inch 

Gas 
Diesel 

W 7 D Pro 
54,60 inch Gas 

fZuatofari 
36,42,50,60 inch Gas 

Hydrostatic 
Hydrostatic 

Hydrostatic 

Hydrostatic 

Yes 

No 
Yes 
No 
No 

Kit available 

No 
No 

Yes 

Yes 

Air-cooled 
Air-cooled 
Liquid-cooled 
Liquid-cooled 

Air-cooled 

Air-cooled 
Air-cooled 
Liquid-cooled 
Liquid-cooled 

Liquid-cooled 

Air-cooled 
Liquid-cooled 

Air-cooled 

Air-cooled 

lex&tm 7ceUcane & Sfieccatty 'Pnoductd 
60,63,72 inch Both Hydrostatic Yes Both Hydrostatic 

'TtfattuAacfantvta lete. 
48,52,61 inch Gas Hydrostatic 

*P<Mvex Squtfirttevtt 
1,52,61^72 inch Gas Hydrostatic 48,52,61772 inch Gas 

61,72 inch Diesel 
52,61 inch Gas 
52,61 inch Gas 

Hydrostatic 
Hydrostatic 
Hydrostatic 
Hydrostatic 

Yes 
No 
No 
No 

Both 

Air-cooled 

Air-cooled 
Air-cooled 
Air-cooled 
Liquid-cooled 



Srtaàé&i IvtC. 
52,61 inch (out-front) Both 
73 inch (out-front) Both 
52,61 inch (mid-mount) Gas 

48,60 inch (out front) Gas 
52,60 inch (mid-mount) Gas 

Hydrostatic 
Hydrostatic 
Hydrostatic 

Hydrostatic 
Hydrostatic 

Yes 
No 
Yes 

Yes 
Yes 

Both 
Both 
Air-cooled 

Air-cooled 
Air-cooled 

48,60,72 inch Gas 
48,60,72 inch Diesel 
48,60,72 inch Gas 

44,52,62,72 inch SFS Gas 
48,60 inch Gas 

Hypostatic 
Hydrostatic 
Hydrostatic 

Hydrostatic 
Hydrostatic 

36 to 54 inch 
42 to 62 inch 
42 to 62 inch 
42 to 62 inch 

Gas 
Diesel 
Gas 
Gas 

Dual Hydrostatic 
Dual Hydrostatic 
Dual Hydrostatic 
Dual Hydrostatic 

TOoocU 
48 inch 
61 inch 

Gas 
Both Available 

Hydrostatic 
Hydrostatic 

Yes 
Yes 
Yes 

Recycler 
Recycler 

Yes 
Yes 
Yes 
Yes 

Air-cooled 
Liquid-cooled 
Liquid-cooled 

Gas 
Gas 

Air-cooled 
Liquid-cooled 
Liquid-cooled 
Air-cooled 

Air-cooled 
Both Available 

48,52,61 Inch Gas Hydrostatic 

50,52,61,62 inch 
72 inch 

Gas 
Diesel 

Pocven, 
Hydrostatic 
Hydrostatic 

Yes 

Yes 
Yes 

Air-cooled 

Air-cooled 
Liquid-cooled 

EDITOR'S NOTE: i 
f jiwn & Landscape attempted to contact and include every appropriate manufac-

turer of mowing equipment. A company's inclusion or exclusion in this guide should 

not be viewed as a comment on the quality of its products. 



ATTACHMENT 
Accelerator Industries 
walk-behind mower grass catchers 

American Honda Motor Co. 
54-inch sweeper, 2-stage 38-inch snow-
blower, sulky 

Bush Hog 

ROPS front blade grass catcher 

Dixon Industries 
grass blower, dethatcher, grass catcher cart, 
snow blade, wheel weights/chains 
Encore Mfg. Co. Inc. 
grass catchers, mulch kits 

Excel Industries 
edgers, snow throwers, catchers, snow 
blades, v-blades 

Ferris Industries 
broom, debris blower, dozer blade, 2-stage 
snowblower 

Giant-Vac Manufacturing 
mulch kit, sulky, grass catcher 

The Grasshopper Company 
AERA-vator, dozer blades, rotary brooms, 
snowthrower, tine rake dethatcher, V-
snowplow, Quik-D-Tatch Vac collection 
systems, remote vac, ROPS, sunshade 
canopy, winter enclosure 

JRCO 
tine rake dethatcher, broadcast seeder-
spreader for walk-behind and riding units, leaf 
blade plow, transporter tray for walk-behinds 

Kubota Tractor Corp. 
rotary mower, mulching kit, grass catcher, flail 
mower, iront blade, snow blower, rotary 
sweeper 

MTD Pro 

baggers, mulch, standing sulkies 

Quinstar 
snow blower, snow blade, grass collection 
system 
Rich Manufacturing Inc. 
All chassis convert from a hydro walk-behind 
to a zero-turn rider. All deck and chassis are 
interchangeable. Attachments are 5-bushel 
paragon catcher and Trac Vac Lawn Vaccum 

Scag Power Equipment 
grass catchers, riding sulkies and mulching 
and miscellaneous accessories 

Snapper Inc. 
grass catcher, snowthrower, rotary broom, 
debris blower, snow blade 

Steiner Turf Equipment 
side discharge rotary for 48,60,72 inch; rear 
discharge rotary for 60 inch; mulching for 60 
inch; 74 and 84 inch tripex reels 

Textron Turf Care and Specialty 
Products 
brooms, sweeper/blowers, snow blowers, 
sulky, ROPS 

Toro 
recycler mulching kits, baggers (soft and 
hard), heavy duty air filter, deluxe suspension 
seat, mulching plates 

TRU-CUT 
steel catchers, mulching plate, side discharge 
and bag 

Walker Manufacturing Co. 
snowblower (2 sizes), rotary broom, dozer 
blade, dethatcher, debris blower, coulter blade 
edger, boom sprayer 

Woods Equipment Co. 
dozer blade, sweepster broom, snowthrower, 
cab enclosure, 15 and 25 cubic foot grass 
collection systems, mulching kits, side 
discharge deck 

Wright Manufacturing 
grass gobbler grass catcher 

Yazoo/Kees power 
grass catcher, sulky, mulching kit 

J R C O F R O N T - M O U N T A T T A C H M E N T S 
For commerc ia l walk-behind & riding mowers 

Save t i m e & labor . Use s a m e m o u n t i n g bar & q u i c k a t tach w i t h c l ev i s p ins . 

Tine Rake Dethatcher 
Call for nearest dealer 
1-800-966-8442 J r c o 

Hooker Soft-Core Aerator 

P. 0 . Box 41304. Minneapolis, MN 55441 



MOWER ACCESSORIES 

Bad Blades 

owing grass with dull, unbalanced or bent blades is like 

shaving with a bad razor - you're going to do damage. 

But while a cut on you will heal without complica-

tions, the cut by a bad blade on turf opens up a world of 

problems. Dull blades will catch and rip, rather than cleanly 

cut, a turf leaf, resulting in a brown spot on the tip. In ad-

dition, the torn area is more open to disease infection. 

Mowing with problem blades is also hard on the ma-

chine, and no one needs more downtime. 

Proper attention to blades is critical for optimum turf 

appearance and vigor. Here are some general guidelines 

to keep you on the "cutting edge" of good mowing: 

• Straightness. The blade should be checked regularly 

to ensure it has not been bent in use or transport. To 

check, raise the mower deck and mark the blade tip's po-

sition inside the housing. Then, rotate the blade until 

the opposite end is at the same position and compare it to 

the mark. If the difference is greater than 'A-inch, the blade 

is bent beyond reasonable tolerance and should be replaced. 

• Sharpness. When you notice the blade is dull or nicked, 

it should be sharpened or replaced as soon as possible with 

an electric sharpener, a electric grinder or a hand file. 

When sharpening, only the angled side should be 

ground down to about a 30-degree angle. 

• Balance. Check the blade for balance by positioning 

the blade on a balancer, or put a nail through the center 

hole of the blade and position the blade parallel to the 

ground. If the blade does not move, then the it is balanced. 

If one side goes down, grind some metal off that side until 

the blade is better balanced. D 

Reprinted from T & O Service Tech magazine. 

INTRODUCING THE 1999 
COUNTRY CLIPPER® 

MID MOUNT WITH 
REVOLUTIONARY FLIP UP DECK 

\ 

i 

» 

TttAaJiJut «UtA, 
cftwi cjttcAesi? 

TRY AN ACCELERATOR 

•L ight weight - approx. 18 lbs 
• 1 year warranty 
• Tough perforated aluminum construction 
• Hinged back door/easy dumping system 
• Great air flow - fully loads to 4.15 cubic feet 
• Balanced handles for easy carrying 
• Fit most major walk-behind mower brands 

For more information coll: 
Accelerator Industries 

1 - 8 0 0 - 9 8 4 - 9 4 1 0 
Also available for the 21" Honda & 

John Deere models 

Operator comfort, ease of maintenance and dura-
bility is a priority with this workhorse. 10 M P H for-
ward speed, 23" drive tires, single point one hand 
cutting adjustment from 1-1/2" to a full 5", a new 
rounded 7 ga. trim side heavy duty reinfored deck, 
up to 25 H P engines a n d n o w , t h e ti l t u p d e c k for 
e a s i e r m a i n t e n a n c e . 

For more information contact: 

COUNTRY CLIPPER® 
613 West English 

Corydon, IA 50060 
(800) 344-8237 

USE READER SERVICE # 1 6 1 

LAWN & LANDSCAPE • JANUARY 1999 M25 



MOWER ACCESSORIES 

Proper Cutting 
Heights Keep Turf neignrs i\eep lurr 

Lean Mean 
ne of the most important aspects of turf maintenance is proper mowing. Re-

gardless of who's doing the cutting, it must be done right or the turf will suffer. 

Below are characteristics of the most common turf species and how they are 

affected by mowing practices. 

Kentucky Bluegrass is a sod-forming species with underground stems called 

rhizomes that give it the ability to recover from mowing too closely. Scalped 

bluegrass can look bald, can become weedy and is open to disease and insect 

problems such as billbugs, grubs and sod webworms. 

Perennial Ryegrass is a bunch grass - each plant grows in clumps and pro-

duces side shoots called tillers to fill in turf areas. Turf areas that are scalped of-

ten lose individual plants resulting weed and disease problems. 

Fine fescues are bunch grasses generally used in shady conditions. They 

produce more extensive tillers than tall fescue or perennial ryegrass. Scalping 

these grasses in shade areas will result in overall turf loss. 

Tall fescues are bunch grasses. Each plant grows in clumps and produces 

tillers to fill in turf areas. Frequently scalped turf injures individual plants, re-

sulting in weediness. Weakened areas can be more prone to brown patch or 

pythium diseases and more susceptible to drought stress. It is best mowed taller, 

thus taking advantage of its deep rooting habit. 

Bermudagrass is fine-leafed with above ground runners called stolens. It 

has an extensive root system where sod is formed. When using a rotary mower, 

raise the deck one notch every six weeks until the mower is at the highest set-

ting in fall to keep a green leaf at the end of the stolen. 

Zoysiagrass is a sod-forming species that develops from underground rhi-

zomes and above ground stolens. Scalping it may expose its heavy thatch area, 

making it slower to recover while promoting weeds and disease. 

Centipedegrass regenerates by stolens, and, if scalped, its slow growth habit 

makes it slow to recover, inviting weed and spittlebug infestation. 

St. Augustinegrass grows by above ground stolens and is shade tolerant, but 

abhors freezing temperatures. Scalping causes areas to open up to weeds and 

promotes leaf spot or patch diseases in its weakened state. - Zenon Lis 

The author is an agronomist with Burlingham Seed, Forest Grove, Ore. 

WANT 
If so y either circle the 

reader service number of 

the company you'd like 

more information on and 

fax it to 216/961-0364 

or call Diana Bish at 

800/456-0707 and let 

her know. 

This information will 

then be sent to you free of 

charge from the advertis-

ers in Lawn & 

Landscape's Commercial 

Mower Buyers' Guide. 
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STRONG. INDEPENDENT. 
AND ALWAYS ON THE CUTTING EDGE. 

At Scag Power E q u i p m e n t , o u r sole focus 
is t o bu i l d t h e m o s t p roduc t i ve , m o s t d u r a b l e 
commerc i a l m o w e r s in t h e w o r l d . 

Since w e b e g a n in 1983, Scag has b e e n an 
aggressive, i n d e p e n d e n t c o m p a n y t h a t pu t s 
i nnova t i on ahead o f im i t a t i on . As a result , Scag 
cus tomers g e t cons is ten t ly h i ghe r p roduc t i v i t y . 

3 
Simply the Best 

Less d o w n t i m e . A n d t h e m a x i m u m re tu rn o n 
the i r i nves tmen t . 

If t h a t k i n d o f q u a l i t y a n d p e r f o r m a n c e 
sounds g o o d t o you , w e inv i te y o u t o tes t d r i ve 
a Scag m o w e r soon. We're c o n f i d e n t you ' l l dis-
cover w h a t o u r c u s t o m e r s have a lways k n o w n : 
Scag p r o d u c t s are s imp l y t h e best . 

©1998 All Rights Reserved. Scag Power Equipment Division of Metalcraft of Mayville, Wl 53050 

Circle 163 on reader service card 
99-01 
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DIXIE CHOPPED 
THE WORLD'S FASTEST LAWN MOWER 

800-233-7596 



Improvements 
for sprayheads 
and rotors 
continue to 
focus on flexibility 
for contractors. 

By Bob West 

T I he world of sprinkler design won't 
be mistaken for computer software 
development where new ideas come 

along every few years that change the 
way everyone does business. 

As most irrigation manufacturers readily 
admit, a healthy number of their competitors 
offer products similar to those they produce. 
Because of such similarities in product offer-
ings, manufacturers continually search for 
ways to improve their products' performance, 
extend the life of their products or improve 
the way they service their customers. 

It is in this light - servicing the needs of the 

customer - that many irrigation manufactur-
ers are reexamining the products they offer in 
search of areas for improvement. 

NOZZLE KNOWLEDGE. There may be no greater 
segment of the irrigation product market that 
has generated as much feedback as the nozzles 
through which irrigation is delivered. 

As a result, just about every manufacturer 
of sprinkler products has added nozzle trees 
and variable arc nozzles to its lineup of late. 

The key to a variable arc nozzle is its 
versatility in that it can be easily adjusted to 
spray an arc anywhere from 10 or 15 degrees to 
360 degrees, whereas fixed spray nozzles can 
only spray one specific pattern, explained Karen 
Holloway, product manager for contractor 
sprayheads, Rain Bird Sales, Azusa, Calif. 

"With fixed arc nozzles, contractors have 
to carry a lot of different nozzles around, 
especially for system maintenance," Holloway 
added. "Variable arc nozzles let the contractor 
simplify that inventory to one 15-foot variable 
nozzle instead of a dozen 15-foot nozzles for 
different arc settings." 

"If a contractor needs to change a spray-
head's arc setting with a fixed nozzle, then a 

(continued on page 96) 

Variable arc nozzles offer contractors increased flexibility, but the 

trade-off is that these nozzles cannot offer the same uniformity of 

spray across the arc. Photo: Hunter Industries 

r. Iawnandlandscape.com LAWN& LANDSCAPE «JANUARY 1999 93 



This is 7 / U / 
a s'pri n k le r. 

m i v i v j a i r - U - / # 

» . « i t r i 
It l ooks l ike a spr ink ler . It fee ls l ike a spr ink ler . Bu t y o u 
k n o w bet ter . A n d s o d o we . Th is is y o u r l i ve l ihood. Your 
career. A n d no o n e w o r k s ha rde r t o he lp y o u s u c c e e d 
at it t h a n W e a t h e r m a t i c . 

You see, un l i ke o the r i r r iga t ion manu fac tu re r s , w e d o n ' t 
sel l t o h o m e i m p r o v e m e n t m e g a - c h a i n s w h o t h e n t u r n 
a r o u n d a n d underse l l you . W e d o n ' t c o m p r o m i s e y o u r 
p ro fess iona l s tandards , o r j eopard ize you r f inanc ia l fu ture. 
A n d w e d o n ' t p r o m o t e a "Do - I t -You rse l f " m e s s a g e by 
o f f e r i ng l ow c o s t p r o d u c t s a n d f ree d e s i g n serv ices . 

A t W e a t h e r m a t i c w e are c o m m i t t e d t o dea l i ng on ly w i t h 
p ro fess iona ls , l ike you . In fac t , w e ' v e bui l t ou r c o m p a n y a n d 
ou r r epu ta t i on o n it. 

Quali ty, rel iable p roduc ts . Profess ional educa t i on and t ra in ing. 
Ins igh t fu l m a r k e t research. A n d u n c o m p r o m i s i n g indus t ry 
a d v o c a c y . These are t he f undamen ta l bel ie fs tha t d is t ingu ish 
us f r o m ou r compe t i t o r s . A t Wea the rmat i c , w e have a lways 
been, a n d wi l l a lways be The Pure ly Pro fess iona l Source . 

T h e nex t t i m e y o u ' r e p u r c h a s i n g mate r ia l s fo r you r bus iness , 
r e m e m b e r o n e th ing : th i s is no t a spr ink ler . 
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new nozzle needs to go in the sprayhead," 
noted Jeff Carowitz, marketing manager, 
Hunter Industries, San Marcos, Calif. "With 
an adjustable nozzle, the same nozzle can be 
used for just about any arc setting." 

"Contractors want flexibility and con-
venience," observed Dirk Lenie, residen-
tial/commercial marketing manager, Toro 

Irrigation, Riverside, Calif. "They want to 
reduce how many nozzles they stock, but as 
we see more odd shapes in the landscape 
contractors need more variety from the 
nozzles they use." 

Some manufacturers are offering the vari-
able arc nozzles preinstalled on sprayheads. 

(continued on page 98) 

What is 
'Precipitation Rate? 

f someone said they were caught in a 
rainstorm that dropped 1 inch of water in 
an hour, you would have some idea of 

how "hard" or "heavily" the rain came down. 
A rainstorm that covers an area with 1 inch of 
water in one hour has a "precipitation rate" 
of 1 inch per hour or 25 mm/hr. Similarly, the 
precipitation rate is the "speed" at which a 
sprinkler or an irrigation system applies water. 

Are all precipitation rates the same? 
Absolutely not. Landscape irrigation systems 
and individual sprinklers themselves have 
widely varying precipitation rates. 

The rates typically vary from: 
• L o w - less than X inch per hour (13 mm) 

and below 
• Medium- 54-1 inch per hour (13-25 mm) 
• High-more than 1 inch per hour (25mm) 

and above 
Matched Precipitation Hates. A zone or 

system in which all of the heads have similar 
precipitation rates is said to have "matched 
precipitation rates." 

Systems that have matched precipitation 
rates reduce wet and dry spots and excessive 
run times, which lead to high water 
consumption and increased costs. Knowing 
that sprinkler spacing, flow rates and arcs of 
coverage affect precipitation rates, a general 
rule of thumb is: as the spray arc doubles, so 
should the flow. 

90° Arc = 1 gpm (0.23 m3/hr; 3.81/m) 
180 ° Arc = 2 gpm (0.45m3/hr; 7.61/min) 
360 ° Arc = 4 gpm (0.91 m3/hr; 15.11/min) 

The flow rate of half-circle heads must be 
two times the flow rate of the quarter-circle 
heads. That way, the same amount of water 
is applied to each quarter circle area and 
precipitation is therefore matched. 
- Courtesy of Hunter Industries 

B r T H E ^ S 
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Designed for Use by 
Landscape and Masonry 
Contractors 
B r i c - E d g m a k e s 
P a v e r w o r k e a s i e r 
a n d w i l l i n c r e a s e 
y o u r p r o f i t m a r g i n . 

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

8 Sty les of Edg ing 
for L a n d s c a p e 
Cont rac tors 
• Low Profi le or R o u n d Top 
• Black Vinyl and Poly 
• Safe for All Projects 
Call for your nearest distr ibutor 
1 - 8 0 0 - E D G I N G S ( 3 3 4 - 4 6 4 7 ) 
in U.S. and Canada 
E-Mail: olyola@aol.com 
Website: www.olyola.com 

E. ST. C H A R L E S ROAD VILLA PARK, IL 60181 • 1-(630) 833-3033 • FAX: 1-(630) 833-0816 
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IT'S REALLY QUITE SIMPLE: 

WE MAKE THE BEST ROTORS 
IN THE WORLD! PERIOD 

ROTATES CONTINUOUSLY 
IN THE SAME DIRECTION 

WHEN SET AT 360° 

K-Rain's ProPlusM Professional 
Series is equipped with many 
features to ensure reliability and 
save the installer time, money 
and needless frustration. 

NEW WITH K-RAIN! 
2A/1 FEATURE: Another 
K-Roin advantage... both 
adjustable and continuous 
circle heads in one rotor. 

TOTAL RECALL: Arc setting 
automatically returns to 
original set pattern after 
nozzle turret has been 
intentionally or accidentally 
wrenched out of setting. 

PATENTED ARC SET: 
A K-Rain exclusive. Arc of 
rotation is clearly indicated 
on top. Adjustable from 35° 
to 360°, the sprinkler can be 
adjusted before installation or 
while the system is operating. 

5 " POP-UP HEIGHT: 
ProPlus offers a 5" riser 
that pops up through even 
the tallest turf. 



Maximum Précipitation Rates 0 3 2 3 2 0 
(continued from page 96) 

"Preinstallation saves the contractor 
time and money," Holloway noted. 
"These have proven popular with 
projects like tract home developments 
that tend to be more price sensitive be-
cause they save nozzling time." 

Plus, contractors continue to be frus-
trated by the organizational headache 
of stocking so many different fixed arc 
nozzles for possible replacement needs. 

"When contractors lose nozzles then 
they lose money," observed Chip Kah, 
president, K-Rain, Riviera Beach, Fla. 
"Using variable arc nozzles lets them 
reduce the number of different prod-
ucts they have to stock, which is also a 
benefit for distributors." 

"High-end contractors still tend to 
use more plastic fixed arc nozzles or mill 
cut brass nozzles because they offer bet-
ter performance and water saving char-
acteristics," added Gary Hilton, prod-

(continued on page 100) 

Maximum Precipitation Rates: Inches Per Hour 

Soil Texture 0 - 5 % SLOPE 5 - 8 % SLOPE 8 - 1 2 % SLOPE 12%+ SLOPE 

Cover Bare Cover Bare Cover Bare Cover Bare 

Coarse, sandy 2.00 2.00 2.00 1.50 1.50 1.00 1.00 1.50 

Coarse, sandy 

over compact subsoil 1,75 1.50 1.25 1.00 1.00 0.75 0.75 0.40 

Uniform, light sandy loam 1.75 1.00 1.25 0.80 1.00 0.60 0.75 0.40 

Light, sandy loam over 

compact subsoil 1,25 0.75 1.00 0.50 0.75 0.40 0.50 0.30 

Uniform silt loams 1.00 0.50 0.80 0.40 0.60 0.30 0.40 0.20 

Silt loams over 

compact subsoil 0.60 0.30 0.50 0.25 0.40 0.15 0.30 0.10 

Heavy clay or clay loam 0.20 0.15 0.15 0.10 0.12 0.08 0.10 0.06 

The maximum PR values listed are as suggested by the U.S. Department of Agriculture. 
The values are averages and may vary with respect to actual soil condition and condition of ground cover. 

Courtesy: Irritrol Systems 

Feedback I Polarity I Phasing? 

Isolator™ Solves t h e Problem! 
W h e n t w o or more control lers use t he same pump/master 

valve circuit, this l i t t le " t ra f f i c cop" protects t h e m f r o m each 
other. Isolator™ prevents contro l ler damage and problems 
associated w i t h control lers wa te r i ng at t he same t ime. 

Isolator™ el iminates feedback. Polarity doesn' t mat te r and 
control lers don ' t even need t o be in phase. It puts an end t o 
t he problems t ha t can occur w h e n control lers are instal led 
ou t o f phase or w i t h reversed polari ty. 

Count on the revolutionary new Isolator™ to protect 
your valuable irrigation control equipment. 

mTM 

\ S 0 
Isolator7 
For more in fo rmat ion on 
t he all new Isolator, call, w r i t e or fax: 

T r a n s i t i o n a l S y s t e m s M a n u f a c t u r i n g C o m p a n y 
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 
Isolator™ is a t rademark of TSM 

OLDHAM 
C H E M I C A L S C O M P A N Y , INC . 

O V E R 3 0 Y E A R S O F R E L I A B I L I T Y 

2 0 0 G A L L O N L A W N R I G 
• 200 GALLON OLDHAM TANK WITH BAFFLE. 
• HYPRO D30 TWIN DIAPHRAGM PUMP. 
• 5.5 HP HONDA ENGINE. 
• HANNAY ELECTRIC REEL WITH 300' 1/2" HOSE. 

INSECTICIDES • FUNGICIDES • HERBICIDES 
SAFETY EQUIPMENT • SPRAY RIGS AND ACCESSORIES 

I 1 - 8 0 0 8 8 8 - 5 5 0 2 E 

P O B O X 1 8 3 5 8 
3 7 0 1 N E W G E T W E L L R O A D 

M E M P H I S , T N 3 8 1 1 8 



You can't hide during the cool season anymore. 

i 

Cool Power™ is a completely new post-emergent herbicide for 
superior broadleaf weed control during cool weather applications. 

During colder temperatures, weeds are less actively growing and 
resist uptake of herbicides. Cool Power is a scientifically proven 
ester formulation that breaks through the waxy cuticle layer on 
the weed and permeates the plant for increased uptake. 

Combining the awesome performance of Triclopyr 
chemistry with the fast action and effectiveness of MCPA 

and Dicamba, Cool Power is excellent for winter weed control, 
treatments in dormant warm season turf and early season 

applications in transition zones and cool season climates. 

jp^iverdale 
Tli<> Formulation Innovators 

( 8 0 0 ) 3 4 5 3 3 3 0 

And your other broadleaf 
pals won't be seeing 
warmer days, either. 

For cool weather, broad spectrum control of hard-to-kill 
weeds such as wild violet, spurge, wild onion, oxalis, 

clover, dandelions, and others, it doesn't get any 
cooler than Cool Power. 
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uct manager, Weather-matic, Dallas, Texas. 
"Dealing with variable arc nozzles is really 
a double-edged sword in that way, but their 
performance has really been improving in 
the last few years." 

"The trade off with adjustable nozzles is 
that they don't water as well," added Lenie. 
"They won't have as good a distribution 

pattern and they can't be as consistent across 
the breadth of the spray arc compared to 
fixed spray nozzles. Fixed sprays are simply 
designed to deliver better irrigation and 
there's more precision molding in their 
manufacturing process." 

"Manufacturers are trying to improve 
the application rates so even if contractors 

C & S TURF CARE EQUIPMENT, INC. 

BUILDING QUALITY EQUIPMENT 
FOR PROFESSIONALS, BY PROFESSIONALS 

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! 

The Turf Tracker 

don't have matched precipitation rates with 
different adjustable nozzles, the rates are at 
least in the same ballpark," agreed Laura 
Lopez, category manager for sprayheads, 
Irritrol Systems, Riverside, Calif., adding 
that changing the arc setting for some 
sprayheads may also change the flow rate, 
thereby creating the potential for over or 
underwatering. 

One area in which manufacturers are 
trying to shift the irrigation paradigm some-
what is by increasing the applications of 
pop-up sprayheads in low-volume irriga-
tion situations via microspray nozzles. 

"New microspray nozzles let contractors 
combine the advantages of low-volume irri-
gation with the benefits of buried pop-up 
sprayheads so they don't have to worry 
about tubing or other maintenance prob-
lems some low-volume systems can create," 
noted Lenie. "The low-volume nozzles fit 
on standard, fully retracting pop-up 
sprayheads and are designed for use with 
landscape beds, ornamental and shrubs." 

"Some contractors tend to be leery of 
low-volume systems because of the tubing 
involved and the fact that a specifier's plans 
call for a drip system, but that one system 
could include a number of plants with dif-
ferent irrigation requirements," commented 
Lopez. "The low-volume nozzles can de-
liver water at rates as low as 10 gallons per 
hour in a 3- to 4-foot radius in a spray 
pattern with zero trajectory that will hit 
below the plant's foliage." 

MIX AND MATCH. Despite manufacturers 
efforts to increase the versatility of pop-up 
sprayheads, the market continues to gradu-
ally move toward using more short- and 
mid-range rotors in place of the sprayheads. 

"Using rotors allows a contractor to put 
more sprinklers on one line and cover greater 
area," Carowitz noted. "Rotors are also more 
efficient because sprayheads apply water too 
quickly at times and waste water via runoff." 

While rotors will cost more than spray-
heads on a per-unit basis, Carowitz ex-
plained that contractors need to examine 
the overall costs of the entire system with 
rotors replacing sprayheads. 

"Since rotors have a greater coverage area 
than sprayheads, contractors can install fewer 
zones and less pipe, which translates into less 

(continued on page 102) 

Pick-up Units 

Custom Trucks 

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



I f 

have a 
million 
other 

things to 
worry 
about. 

c 
§ 60 

Ja 

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. 

.a;40 

^ 20 

Product effectiveness 28 days after treatment 

7WÊÊ ' • • • 28 WM 
Days after treatment • m m 

Untreated AMDRO Award' 
Source: Texas A &zM University 

® Registered Trademark , A m e r i c a n C y a n a m i d C o m p a n y © 1998 A l w a y s read a n d fo l low label directions. a/™ Novart is 

USE READER SERVICE # 7 6 

Fire Ant Bait 

Knockout delivery 
C Y A N A M I D 
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labor and significant savings," he pointed out. 
Kah was in such agreement with Carowitz 

about the value of rotors that he predicted 
the shift from sprayheads to rotors will be 

• • • • • • • • 

• • • • • • • • 

one of the more significant trends in the 
market in the next five years. 

"In addition to the water and cost sav-
ings rotors generate, I think we're also 

seeing a trend in the housing market toward 
houses with smaller yards, which will trans-
late into more low-cost irrigation systems," 
Kah commented. "So part of this trend will 

be driven from a cost standpoint 
as contractors have to keep sys-
tems as simple and easy to install 
as possible." 

Increased nozzle selection has 
also been a trend for rotors. 

"Obviously, arc variation doesn't 
take place in the nozzle for rotors 
but in the rotor itself," noted noted 
Christine Pappas, rotors product 
manager, Rain Bird, Azusa, Calif. 
"But we are seeing more rotors 
sold with nozzles pre-installed as 
a convenience factor. 

"The number of nozzles avail-
able for rotors has also increased," she con-
tinued. "Now, there can be as many as 12 or 
16 nozzles available for a rotor, depending 
on the manufacturer. And this is important 

because we're trying to serve a wide range of 
customers who are dealing with a variety of 
applications from low-angle applications 
to pressure compensating needs." 

Other manufacturers have noted the 
addition of greater pop-up heights for ro-
tors - as high as 12 inches - for applications 
that place the sprinklers close to shrubs. 

"Contractors should get away from hav-
ing sprinklers on shrub risers because per-
formance isn't as good as with rotors de-
signed for those applications," related Lenie. 

One other improvement for some rotors 
has been the addition of "memory arc" 
capabilities that enable the rotor to auto-
matically return to its setting if a vandal 
twists it or it is bumped off course. 

"This feature will save contractors call-
backs where they would otherwise have to 
reset the rotor's arc," added Kah. [fl 

The author is Editor o/Lawn & Landscape 
magazine. 

\High-end contractors still tend to 
use more plastic fixed arc nozzles or 
mill cut brass nozzles because they 
offer better performance and water 
saving characteristics.9 

- Gary Hiltony Weather-matic 

THE ELIMINATOR T M 

United States Patent #5413181 and Other U.S. & Foreign Patents Pending 

T H E P R O F E S S I O N A L S K I D S T E E R G R A D I N G R A K E 
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V E G E T A T I O N R E M O V A L 
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CONSTRUCTION EQUIPMENT ATTACHMENTS 

4419 Ardmore Avenue 
Fort Wayne. Indiana 46809-9723 USA 
N O R T H AMERICA CALL TOLL FREE (800) 234-0964 
Outside North America Call (219) 747-6750 
FAX (219) 747-9161 

• Fits all Popular Skid Steer 
Loaders 

• No MOVING PARTS or 
hydraulic hook up 

• Eliminates Handwork 
• THE ELIMINATOR is the "ONE 

TOOL" you can't live without 
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F e b r u a r y 1 4 - 1 6 , 1 9 9 9 
A t l a n t a , G e o r g i a 
A t l a n t a M a r r i o t t G w i n n e t t P lace 

10 Good 
Reasons 

Why You 
Should 

Attend The 
School of 

Management 

• 

School of Management 
Y o u C a n ' t Bea t The Price! The School of 
Management is one of the most affordable multi-day 
business management conference in the lawn and 
landscape contractor industry. Registration is only 
$ 195 per person or $ 160 per person for three or more 
people from the same company. Your registration 
fee includes all educational sessions, conference 
materials, continental breakfasts, refreshment breaks, 
lunch on Monday and Tuesday, Monday's 
Networking Cocktail Party and Sunday's Welcome Reception. A great deal 
conference! 

for a great 

i G r e a t Session Choices. Your full registration to the School of Management 
provides you with a choice of 20 + educational breakout sessions. These information-
packed sessions cover a wide range of business management topics from how to attract and 
keep good employees to financial management to winning customer service strategies. 
Good choices, good speakers, good deal! 

> A f f o r d a b l e Hote l Rates The Marriott Gwinnett Place Hotel is offering a special 
conference room rate of $99 (plus tax) per night. That makes attending the School of 
Management very affordable. 

W D y n a m i c G e n e r a l Sessions. The School of Management will feature two 
dynamic general session presentations that are guaranteed to "charge" up attendees. In j 
Monday's general session hear the leaders of the largest landscape contracting and lawn care 
companies in the country share their views on the current state of the industry and what they 
think the future holds. And on Tuesday learn how to analyze your company's business 
financial systems and see where you can improve your bottom line. 

T o p - N o t c h S p e a k e r Faculty . The School of Management faculty of speakers ¡ 
provides attendees with years of experience in managing and consulting with landscape and 
lawn care companies. These are people who have been there and who are there now when 
it comes to cutting edge business management. Names such as David Minor, Roger 
Braswell, Bill Hoopes, Gary Clayton, Dick Bare, Jim Paluch, Ed Wandtkeand Frank Ross. 
That's experience and that's a benefit to you. 

N e t w o r k i n g Oppor tun i t ies . The School of Management offers green industry 
professionals numerous opportunities to network with speakers, sponsors and fellow green 
industry professionals. Build long-term, beneficial relationships that will expand your 
network of business and personal contacts. 

Sponsor Product S h o w c a s e . Hear from the sponsors of the School of 
Management as they introduce to you their latest product, equipment and service offerings. 

School o f M a n a g e m e n t Go l f O u t i n g . Bring your clubs and test your golf 
skills at the first-ever Lawn &LanclscapeTournament of Champions Golf Outing. Make 
plans to join us for this exciting event on Sunday, February 14, which welcomes golfers of 
all skill levels in a team scramble format. 

A G r e a t Dest inat ion: A t l a n t a . The city of Atlanta is known around the world 
for the fun and excitement it offers visitors. Explore the "Capitol of the South" and its 
numerous shopping, dining and entertainment venues. Atlanta is also easy to get to from 
anywhere in the country and Lawn &Landscapehzs arranged for special discount rates on 
air travel to make your trip to Atlanta more affordable. 

G o o d T ime O f Y e a r . The School of Management was scheduled in February 
before the busy season so you or your managers can attend without missing valuable time 
out of the office. Two and a half days is all you need to attend this outstanding educational 
conference. 

Call 800/456-0707 
To Register 



Opening Session 
S u n d a y , F e b r u a r y 1 4 
5 : 0 0 - 6 : 3 0 p . m . 

School of Management Schedule 

S u n d a y , F e b r u a r y 1 4 

9:00 a.m. 
5:00 - 6:30 p.m. 

6:30 - 8:00 p.m. 

Tournament of Champions Golf Outing 
Opening Session 
"Leaving A Legacy: Developing Your Company's 
Entrepreneurial Spirit" 

Jim Paluch, JP Horizons, Painesville, Ohio 
Welcome Reception 

M o n d a y , F e b r u a r y 1 5 , 1 9 9 9 

8:00 - 9:00 a.m. 

9 :00- 10:30 a.m. 

10:30- 10:45 a.m. 
10:45 a.m.-12:00 p.m. 

12:00- 1:30 p.m. 
1:45-2:45 p.m. 

2:45 - 3:00 p.m. 
3:00 - 4:00 p.m. 

4:00 - 5:00 p.m. 

5:15-6:30 p.m. 

Breakfast Workshop 
"Structuring Your Company For Success" 
Jack Mattingly 
General Session 
"The Green Industry and The New Millenium" 
Moderator: Cindy Code 
Speakers: Bruce Wilson, Environmental Care, Inc. 

Chris Davitt TruGreen-ChemLawn 
Bill Murdy, LandCare USA 
Scott Brickman, The Brickman Group 

Refreshment Break 
Ml Hiring, Firing and Everything In Between: A Legal 

Perspective 
M2 10 Ways To Be Successful In The Landscape Industry 
M3 Tax & Succession Planning 
Sponsor Product Showcase Lunch 
M4 Attracting and Keeping Good Employees 
M5 Identifying New Profit Opportunities 
M6 Financial Management For Your Company 
M7 Talking To Your Customer About Chemicals 
Refreshment Break 
M8 Marketing Strategies That Make The Phone Ring 
M9 Effective Leadership: What's Your Style? 
M10 10 Ways To Be Successful In The Landscape Industry (R) 
M11 How Regulations Impact Your Business 
M12 Managing Growth Effectively 
M13 Successful Sales Strategies: Turning "No" Into "Yes" 
Networking Cocktail Reception 

T u e s d a y , F e b r u a r y 1 6 , 1 9 9 9 

8:00 - 9:00 a.m. 

9:15-10:30 a.m. 

10:30- 10:45 a.m. 
10:45- 12:00 p.m. 

12:00- 1:30 p.m. 

1:45-2:45 p.m. 

2:45 - 3:00 p.m. 
3:00 - 5:00 p.m. 

(R) = Repeat Session 

Breakfast Workshop 
"State of the Industry Report" Moderators: Cindy Code and 

Bob West, Lawn & Landscape magazine 
T1 Expanding Your Service Offerings To Customers 
T2 Winning Customer Service Strategies 
T3 Identifying New Profit Opportunities (R) 
Refreshment Break 
T4 Defeating The Obstacles Between You and $1 Million 
T5 Protecting Your Investment: Risk Management Strategies 
T6 Building A Budget 
School of Management Lunch Series 
"Solving The Labor Crisis: A Panel Discussion" 
Moderator: Bob West, Lawn & Landscape magazine 
T7 Emerging Technologies 
T8 Creating A Corporate Image 
T9 Maximizing Your Margins in Design/Build 
Refreshment Break 
General Session 
"Financially Speaking: Strategies for Staying Ahead of the 
Competition" 
Frank Ross, Ross-Payne Associates, Barrington, Illinois 

L e a v i n g A L e g a c y : 
D e v e l o p i n g Y o u r C o m p a n y ' s 
E n t r e p r e n e u r i a l S p i r i t 

you shy away 
opportunities that you would have 
been leading the pack to a couple of 
years ago? It you want to rediscover 
the entrepreneurial spirit that you and 
your company fed off when you first 
started, then you owe it to yourself to 

be at the School of 
M a n a g e m e n t 
Opening Session. 

Jim Paluch 

Bring along the "idea-
kindling" and we'll 
provide the matches 
for you in this high-
energy session that 
could be the most 
important hour and 
half you spend for 

your company. You II be part of a 
firecracker popping presentation by 
managementexpertand noted author 
Jim Paluch that is guaranteed to spark 
the entrepreneurial fire within your 
company and generate employee 
interest in your goals. Discover now to 
analyze your current business 
operations and turn them from the 
ordinary into the extraordinary with a 
system that stresses employee 
empowerment, creative thinking and 
above all, action! 

You'll learn how to raise the bar for 
yourself and for your employees when 
it comes to goal setting and how to 
design systems that measure 
achievement. When you leave this 
session you'll be able to: 

• Inject positive energy into your 
decision making process. 

• Draw a blueprint of how to turn 
ideas and concepts into reality. 

• Motivate your employees to 
achieve more. 

• Accurately measure your 
personal and company goals. 

• Create a "can do' team attitude 
within your company. 

• Regain the fire tnat made you a 
winner. 

Speaker: Jim Paluch, JP Horizons, 
Painesville, Ohio 

S p o n s o r e d b y K a w a s a k i 



Monday, February 15, 1999 
Schedule Highl ights 

8 : 0 0 - 9 : 0 0 a . m . 
B r e a k f a s t W o r k s h o p 
" S e r v i c e S y s t e m s T h a t M a k e Y o u r C o m p a n y M o r e P r o f i t a b l e ' 

Learn strategies to make sure your company's operational systems are up-to-speed 
and ready to meet the challenges of a growing business. Take home valuable 
information on: 

• How to identify and correct weak areas in your operations chain. 
• How to properly train employees to follow existing systems. 
• How to implement new systems. 

• How to improve your balance sheet through better organization. 

Speaker: Jack Mattinglyy Woodstock, Georgia 

Scott Brickman Bill Murdy 
9 : 0 0 - 1 0 : 3 0 a . m . 
G e n e r a l S e s s i o n 
" T h e G r e e n I n d u s t r y a n d T h e N e w M i l l e n i u m " 

Take a look at the future of your business in this dynamic 
School of Management General Session while you listen to the 
leaders of the United States' four largest lawn and landscape 
contracting firms discuss where the industry is headed as we 
approach the millenium. Find out what drives these multi-
million dollar operations, how they went about getting to the 
top and, more importantly, how they plan on staying there. 

S p o n s o r e d b y T o r o S i t e w o r k S y s t e m s 

Chris Davitt Bruce Wilson 

Moderator: Cindy Code 
Panelists: 

Bill Murdy, LandCare USA 

Chris Davitty 
TruGreen-ChemLawn 

Bruce Wilson, 
Environmental Care, Inc. 

Scott Brickmany 

The Brickman Group 

1 2 : 0 0 - 1 : 3 0 p . m . 
S p o n s o r P r o d u c t S h o w c a s e 
L u n c h 

Attendees can take a walk through a "live" 
exhibit hall without leaving your chair as you 
take in a preview of the latest product, 
equipment and service offerings available to 
the lawn and landscape contracting industry 
from the official sponsor partners of the 1999 
Lawn & Landscape School of Management. 

S p o n s o r e d b y W o o d s 
E q u i p m e n t C o m p a n y 

1 : 4 5 - 2 : 4 5 p . m . 
E d u c a t i o n a l S e s s i o n s 

E Q A t t r a c t i n g a n d 
K e e p i n g G o o d 
E m p l o y e e s 

Discover where to look for 
quality people and how to 
"sell" your company to 
potential employees and learn 
how to develop 
compensation packages, job 
descriptions and career 
opportunities that make 
potential hires want to join 
your team and existing 
employees tear up their 
resumes. 
Speaker: Jean Seawright, 
Seawright & Associates, 
Winter Park, Florida 

1 0 : 4 5 a . m . - 1 2 : 0 0 p . m . 
E d u c a t i o n a l S e s s i o n s 

H i r i n g , F i r i n g a n d E v e r y t h i n g I n B e t w e e n : A L e g a l 
P e r s p e c t i v e 

The legal challenges that come with the hiring and dismissal processes, and the 
multitude of related issues such as sexual harassment, drug testing and discrimination, 
have small business owners looking for answers. 
Speaker: Jean Seawright, Seawright & Associates, Winter Park, Florida 

1 0 W a y s T o B e S u c c e s s f u l I n T h e L a n d s c a p e I n d u s t r y 
Take home a laundry list of tips and strategies designed to help you deliver higher 
quality work, great customer service, set and measure goals, learn to be versatile and 
how to enhance your communication skills. 
Speaker: David Minor, Minors Landscape Services, A TruGreen-ChemLawn Co., Ft. 
Worth, Texas 

E D T a x & S u c c e s s i o n P l a n n i n g 
Discover year-end tax planning strategies that will help you keep more of the money 
you earn for investment in your company's future and learn tips for making sure your 
family and your employees are on solid financial ground after you retire. 
Speaker: Robert West, Sr., West & Co., Cleveland, Ohio 

I d e n t i f y i n g N e w P r o f i t 
O p p o r t u n i t i e s 

This valuable session will show you 
creative, innovative methods to unearth 
new business opportunities and turn 
previously unknown accounts in profitable, 
long-term customers for your company. 
Speaker: Roger Braswell, Southern Tree & 
Landscape Companies, A LandCare USA 
Co., Charlotte, N.C. 

F i n a n c i a l M a n a g e m e n t 
F o r Y o u r C o m p a n y 

Learn the keys to successful financial 
statement and cash flow analysis, financial 
projections, forecasting and budgeting, 
investment portfolio performance analysis 
and obtaining financial backing for growth. 
Speaker: Robert West, West & Co., 
Cleveland, Ohio 



E 3 T a l k i n g T o Y o u r 
C u s t o m e r s A b o u t 
C h e m i c a l s 

In this must-attend session hear tips on 
how to discuss chemical usage with 
customers and how to present scientific 
information in a fashion that is 
understandable and reduces their 
apprehension. 
Speaker: Dr. Mark Coffelt, AgrEvo, Kansas 
City, Missouri 

3 : 0 0 - 4 : 0 0 p . m . 
E d u c a t i o n a l S e s s i o n s 

C H M a r k e t i n g S t r a t e g i e s 
T h a t M a k e T h e P h o n e 
R i n g 

This information-packed session will review 
proven marketing strategies on how to 
"target" market your service offerings to 
meet specific customer groups and receive a 
bigger bang for your marketing dollar. 
Speaker: Bud Brewer, Massey's Green Up, 
Maitland, Florida 

C Q E f f e c t i v e L e a d e r s h i p : 
W h a t ' s Y o u r S t y l e ? 

Every company needs an effective leader to 
guide it on the road to success. In this 
informative session you'll learn the different 
styles of leadership and discover what style 
is best suited for you and your company. 
Speaker: Bill Hoopes, Scotts LawnService, 
Marysville, Ohio 

E S Q 1 0 W a y s T o B e 
S u c c e s s f u l I n T h e 
L a n d s c a p e I n d u s t r y 

For session description, see Session M2 
Speaker: David Minor, Minors Landscape 
Services, A TruGreen-ChemLawn Co., Ft. 
Worth, Texas 

4 : 0 0 - 5 : 0 0 p . m . 
E d u c a t i o n a l S e s s i o n s 

USE H o w R e g u l a t i o n s I m p a c t 
Y o u r B u s i n e s s 

Get caught up on the latest regulatory issues 
impacting the green industry and find out 
how you should prepare your company, 
your employees and your customers to 
respond. 
Speaker: Gary Clayton, All Green 
Corporation, Marietta, Georgia 

PTE1 K e e p i n g Y o u r E y e O n 
T h e B a l l : M a n a g i n g 
B u s i n e s s G r o w t h 

Every landscape contractor or lawn care 
professional has been faced with the 
question of whether or not to expand their 
operation in hopes of capturing additional 
market share. Discover how to judge if your 
market and your company are ready to 
support such a move, and what systems are 
needed to make it happen. 
Speaker: Jack Mattingly, Woodstock, Georgia 

[ u l t J S u c c e s s f u l S a l e s 
S t r a t e g i e s : T u r n i n g A 
" N o " I n t o A " Y e s " 

Learn the steps to creating an effective sales 
plan and how to refine existing plans to 
meet the demands of today's consumers. 
Discover how to focus on the key issues 
that generate positive sales leads and how to 
get your sales staff to be creative and 
successful in getting the customer to sign 
on the dotted line. 
Speaker: Ed Wandtke, Wandtke & Associates, 
Columbus, Ohio 

Reception 
5 : 1 5 - 6 : 3 0 p . m . 
N e t w o r k i n g C o c k t a i l 
R e c e p t i o n 

Join with your fellow School of 
Management attendees for some 
power networking as you enjoy 
your favorite beverages and 
snacks. Renew old acquaintances 
and make valuable new contacts 
as you share experiences with 
lawn and landscape contractors 
from across the country. 

S p o n s o r e d b y R e d M a x 

Tuesday, February 16, 1999 

Schedule Highl ights 

8 : 0 0 - 9 : 0 0 a . m . 

B r e a k f a s t W o r k s h o p 
" S t a t e o f t h e I n d u s t r y R e p o r t " 

Looking for the latest information on the 
where the lawn and landscape industry is 
headed? If so, then spend an hour getting 
the latest data on what's happening in the 
areas of labor, wages, prices, competition, 
profitability and consolidation. You'll also, 
review the annual Lawn & Landscape*!bp 
100 List of the highest revenue producing 
lawn and landscape companies in North 
America, the green industry's most 
comprehensive rankings. 
Speakers: Cindy Code and Bob West, Lawn 
& Landscape magazine 

9 : 1 5 - 1 0 : 3 0 a . m . 
C o n c u r r e n t E d u c a t i o n a l S e s s i o n s 

E x p a n d i n g Y o u r S e r v i c e O f f e r i n g s T o C u s t o m e r s 
Looking for ways to expand the market for your services is a goal every lawn 
and landscape contractor shares. In this informative session, discover proven 
strategies on how to effectively market your add-on services to customers, how 
to strengthen the customer/company bond and how to increase your market 
share in the process. 
Speaker: Phil Fogarty, Scotts LawnService, Euclid, Ohio 

^ W i n n i n g C u s t o m e r S e r v i c e S t r a t e g i e s 
Review practical customer service strategies that you can take back and 
immediately implement in your company. Discover systems that will allow 
you to measure your customer service efforts and make you a star with 
customers, energize your employees and increase revenue. 
Speaker: June Van Klaveren, Compelling Communications, Manchester, Missouri 

I d e n t i f y i n g N e w P r o f i t O p p o r t u n i t i e s 
For session description, see Session M5 

Tuesday Educational Sessions Continued On Page 6 



(Tuesday^ February 16 

1 0 : 4 5 - 1 2 : 0 0 p . m . 
C o n c u r r e n t E d u c a t i o n a l 
S e s s i o n s 

^ j h f c D e f e a t i n g T h e O b s t a c l e s 
B e t w e e n Y o u a n d $ 1 
M i l l i o n 

It's the magical number every business 
owner shoots for when first starting out -
reaching $ 1 million in revenue. Take 
home useful tips on how to plan 
effectively, how to budget your time and 
resources so that you can place your 
company in position to crack the seven 
figure mark and then some. 
Speaker: Richard Bare, Arbor-Nomics, 
Atlanta, Georgia 

^ ^ L P r o t e c t i n g Y o u r 
I n v e s t m e n t : R i s k 
M a n a g e m e n t S t r a t e g i e s 

One slip is all it takes to put your 
company in the hot seat with an 
unwanted lawsuit or workman's 
compensation claim. Learn tips on how 
to avoid common service mistakes that 
trigger lawsuits and how you can protect 
your company, employees and customers. 
Speaker: Ed Van Istendal, B. &D.A. 
Weisburger Insurance, White Plains, N. Y. 

A Bi l u i l d i n g A B u d g e t 
T h a t W o r k s 

One of the most important aspects of 
operating a successful landscape 
contracting or lawn care business is 
setting and following accurate budgets. In 
this session, you'll walk through the 
budgeting process from start to finish and 
learn how to develop a budget that allows 
your company to be responsive to 
opportunities and responsible to the 
bottom line. 
Speaker: Ed Wandtke, Wandtke & 
Associates, Columbus, Ohio 

1 : 4 5 - 2 : 4 5 p . m . 
C o n c u r r e n t E d u c a t i o n a l 
S e s s i o n s 

i ^ E r E m e r g i n g T e c h n o l o g i e s 
In this information-packed session, hear 
how these new technologies will impact 
the way you conduct your operations, as 
well as how they will impact your 
employees and customers. Learn how to 
maximize new technologies to improve 
the efficiency and effectiveness of your 
service and how to make that reflect 
positively on your profit statement. 
Speaker: Barry Troutman, Environmental 
Care, Inc., Orlando, Florida 

1 2 : 0 0 - 1 : 3 0 p . m . 

S c h o o l o f M a n a g e m e n t 
L u n c h S e s s i o n 

" S u r v i v i n g T h e L a b o r C r i s i s " 

Join us for this special Lawn & Landscape 
School of Management session where you 7/ 
hear from a panel ofowners and managers 
who have dealt with the ups and downs of 
the labor crisis in their businesses. Hear 
what strategies they've taken to make the 
recruitment process more effective, how 
they've handled the strong influx of 
Hispanic workers into the industry and 
how they've gone about improving 
employee retention numbers and expanding 
career opportunities. Come ready to hear 
what is being done to solve the current 
labor crisis and to ask your important 
questions on a topic that has a far-reaching 
impact on the industry. 

Moderator: Bob West, Lawn & Landscape 
magazine 

S p o n s o r e d b y A g r E v o 

Ac ^ C r e a t i n g A C o r p o r a t e 
I m a g e 

Image is everything. Discover useful tips 
on how to "brand" your services and 
shape your company's image with 
customers and employees alike, and 
present an image that says, "Yes, I am a 
professional. How can I help you?" 
Speaker: Bud Brewer, Massey's Green Up, 
Maitland, Florida 

^ M a x i m i z i n g M a r g i n s 
I n D e s i g n / B u i l d 

Without a good fix on what it will cost 
in labor, materials and time, a 
contractor will struggle to make a profit 
on their work. Learn proven formulas 
for maximizing your margins in design/ 
build and how to properly analyze a 
job's costs before placing a bid. 
Speaker: Joe Skelton, Lifescapes, A 
TruGreen-ChemLawn Co., Atlanta, Ga. 

Closing Session 
" F i n a n c i a l l y S p e a k i n g : 
S t r a t e g i e s t o r S t a y i n g A h e a d 
o f t h e C o m p e t i t i o n " 

In this powerful session, discover how 
to analyze your current business 
financial systems and identify problem 
areas that restrict your ability to make 
decisions and seize opportunities. 
Learn how to implement financial 
systems that turn the average into the 
above average and how to unearth 

: 0 0 - 5 : 0 0 p.m. 
strategies for improving 
your return-on-
investment. Discover how 
to analyze your 
competition financially 
and see how you stack up against them 
and, more importantly, now to stay ahead 
of them. 
Speaker: Frank Ross, Ross-Payne Associates, 
Barrington, Illinois 

S p o n s o r e d b y S h i n d a i w a 

Come Early To Save and Have Fun! 
Make plans to come to Atlanta on Saturday, 

February 13, and save on your travel expenses 

while you enjoy the many exciting attractions 

this world-class city has to offer. By coming 

a day early you'll save money on your airfare 

and you'll be able to participate in the School 

of Management Tournament of Champions Golf Outing or spend the day 

exploring Atlanta. T o take advantage of the special airfares to Atlanta on 

Continental and Delta Airlines, contact the School of Management's 

Travel Coordinator Robin Stancik at 440/845-4922. 



Registration Info 
Full Conference Reg is t ra t ion $ 1 9 5 
Includes choice of breakout sessions, general sessions, Monday and Tuesday lunches, 
Monday and Tuesday continental breakfasts, refreshment breaks, Sunday Welcome 
Reception and all conference materials. 

G r o u p Discount Reg is t ra t ion $ 1 6 0 
For companies registering three or more attendees; includes full conference registration 
package. 

O n e - D a y Reg is t ra t ion $ 1 1 0 
Includes choice of breakout sessions, general session, continental breakfast, lunch, 
refreshment breaks and conference materials. 

L a w n & Landscape T o u r n a m e n t o f 
Champ ions Go l f O u t i n g 
Sunday, February 14, 1999 
Includes greens fees, cart, lunch, prizes and transportation 

$75 

shindaiwa 
N O V A R T I S 

r 
Hotel Information 

Cance l l a t i on /Subs t i t u t i on /Re fund Pol icy 

All cancellations must be made in writing. A full refund will be accepted if postmarked 
by February 1, 1999. Those received after February 1, 1999 are subject to a $50 
cancellation fee. No refund less than seven days before conference. For the golf 
tournament advance payment is required and no cancellations after February 10,1999. 
No on-site refunds. Attendees can notify Lawn & Landscape at any time that another 
individual will attend the conference or social events in their place. 

Conf i rma t ions 

All registrations postmarked by February 1, 1999 will be acknowledged by mail. 
Registrations received after that date should be picked up at the Lawn & Landscape 
School of Management Registration Desk at the Marriott Gwinnett Place Hotel 
starting Sunday, February 14, 1999 at 1 p.m. 

SCHOOL OF MANAGEMENT SPONSOR PARTNERS 

WEISítfÍRGERGreen (fi) H u S q v a m a 
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Commercia! Equipment 

RedMax 
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block of rooms has been reserved 
for Lawn & Landscape School of 
Management attendees at the 
Marriott Gwinnett Place Hotel. 

Conveniently located in Atlanta's rapidly 
growing perimeter area, the Marriott 
Gwinnett Place is an ideal host for the Lawn 
& Landscape School of Management. The 
hotel is easily accessible from all major 
interstates serving the Atlanta area and a 
short shuttle ride from Atlanta's Hartsfield 
International Airport. 

Attendees should make their reservations 
directly with the hotel on or before J a n u a r y 
2 4 , 1 9 9 9 , to receive the special conference 
room rate of $ 9 9 per night (single/double, 
plus tax). Please identify yourself as an 
attendee of the Lawn & Landscape School of 
Management to receive the special rate. For 
reservations, call the Marriott Gwinnett Place 
at 800 /228-9290 or 770 /923-1775 

D i s c o u n t T r a v e l I n f o r m a t i o n 

Lawn & Landscape has arranged for special 
discount airfare on Continental Airlines, the 
official airlines of the 1999 Lawn & Landscape 
School of Management. To take advantage 
of the discount rates, please contact Lawn & 
Landscape's Travel Coordinator Robin 
Stancik at 440/845-4922 and mention the 
Lawn & Landscape School of Management 
conference. To qualify for the discount airfare 
rates, reservations m u s t be made through 
Robin Stancik. 

A i r p o r t T r a n s p o r t a t i o n 

The Marriott Gwinnett Place is located 
approximately 25 miles from Atlanta's 
Hartsfield International Airport. It is advised 
that attendees take the airport shuttle to the 
hotel to avoid costly taxi fare. For shuttle 
reservations, contact AAA Express at 404/ 
767-2000. Round trip fare is $32. The 
shuttle service leaves from outside the 
baggage claim area of the terminal. 

R e g i s t r a t i o n I n f o r m a t i o n 

B y M a i l o r F A X : 
Complete this form and mail or fax it to 
Lawn & Landscape School of Manage-
ment, 4012 Bridge Ave., Cleveland, OH 
44113, 216/961-0364(fax) . A check pay-
able to Lawn & Landscape School of 
Management or credit card authorization 
(VISA, MasterCard and American Ex-
press) must accompany the registration 
form. Check must be draw n in U.S. dollars 
anad drawn on a U.S. Bank. There will be 
a $25 fee for returned checks or rejected 
credit cards. 

B y P h o n e : 
Call Law n & Landscape School of Man-
agement at 800/456-0707 between 9:00 
a.m. and 5:00 p.m. EST through February 
12, 1999. You can charge your registra-
tion to VISA, MasterCard or American 
11 Continental m 

More airlinefor your money.' 



Registration Form 
First Name_ 

Title 

( P l e a s e p r i n t o r t y p e . F o r m m a y b e p h o t o c o p i e d f o r a d d i t i o n a l r e g i s t r a n t s ) 

Last Name 

Company_ 

Address 

City State . Zip Code_ 

Phone_ _Fax_ _E-mail_ 

E ¡ 2 Ü J j j j j j (Payment must accompany this form or registration will not be processed) 

_Check Enclosed (payable to Lawn & Landscape School of Management) 

_Please Bill My: VISA MasterCard American Express 

Card Number_ Expiration Date_ 

Cardholder Name_ 

Signature 

Number Total 

Full Conference Registration $ 1 9 5 

Group Discount Registration $ 1 6 0 (3 or more) 

One Day Registration $ 1 1 0 

Golf Outing $ 7 5 

Extra Ticket T o Sunday Welcome Reception $ 2 0 

Extra Ticket T o Monday or Tuesday Lunch $ 2 0 

Tota l 

S c h o o l o f M a n a g e m e n t E d u c a t i o n a l S e s s i o n S e l e c t i o n 1 (Please circle session selections) 

M l M 2 M 3 M 4 M 5 M 6 M 7 M 8 

M 9 M 1 0 M i l M 1 2 M 1 3 

T I T 2 T 3 T 4 T 5 

T 6 T 7 T 8 T 9 

S c h o o l o f M a n a g e m e n t 
A t t e n d e e C h e c k L i s t 

• C o m p l e t e d Regis t ra t ion F o r m 

• I n c l u d e d M e t h o d O f P a y m e n t 

• C i r c l ed B r e a k o u t Ses s ions Y o u Plan O n 

A t t e n d i n g 

• M a d e H o t e l Reservat ions At Marr io t t 

G w i n n e t t Place 

• Regi s tered F o r G o l f O u t i n g 

• C a l l e d F o r D i s c o u n t Trave l 

I n f o r m a t i o n 

FAX Completed 

Registration Form 

To 

216/961-0364 

To Register For 
The School Of Management 
Call 800/456-0707 

Call Today! 
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M r p o s e 

Compact utility vehicles are not 
replacing skid-steer loaders, but they 
are giving contractors a mechanized 
way to manipulate tight areas and 
replace lost labor. 

By Nicole Wisnieivski 

< " ' I I 
« mm 

L 
ike most landscape companies 
today, Clyde Haase's business, 
Haase Landscape, Spokane, 
Wash., has spent many peak sea-
sons short of labor. 

While patiently searching for 
much-needed employees last sum-
mer, Haase stumbled upon the 
perfect replacement for a worker, 
a wheel barrel and a shovel: the compact 
utility loader. 

"I knew it was a pricey piece of equip-
ment," Haase said of the approximately 
$16,000 to $20,000 machine. "But the 
more I looked at it, the more I realized it 
would probably save me money in the long 
run because of its benefits." 

While Haase wouldn't give up his full-
size skid-steer loader for what some people 
are calling a "mini" version, he said it is an 
asset to his equipment fleet because it does 

what a full-size machine cannot do: 
squeeze into small spaces and turn the 
operator into a laborer within seconds. 

Currently, Toro Sitework Systems, 
Kanga Loaders USA and Leon Manufac-
turing's Ramrod Division dominate the 
sales of the compact utility loader market, 
but this market is growing in popularity as 
manufacturers continue to produce simi-
lar machines and more landscape con-
tractors consider it their next machine 
purchase of preference. 

Landscape 

contractors are 

calling the 

compact utility 

loader an 

asset to their 

equipment 

fleet because 

it can squeeze 

into small 

spaces. Photo: 

Leon 

Manufacturing's 

Ramrod 

Division 
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NAME-CALLING. "It's not a skid-steer," said 
Pat Cappucci, marketing manager, Toro 
Sitework Systems, Minneapolis, Minn., of 
the compact utility loader. "The wheels 
turn and the machine skids, but that's not 
properly classifying it based on lift capacity, 
operating capacity, tip-up capacity and, pri-
marily, hydraulic capacity." 

The operating capacity of a full-size 
skid-steer loader is typically one-half of its 
tip-up capacity, Cappucci said. It is made 
for lifting 2,000- to 2,500-pound pallets of 
sod and high caliper trees and it is built to 
do this quickly. 

"Anything can haul dirt," said Lee Calla-
way, marketing manager, Case Corp., Racine, 
Wis. "The question is, 'How fast do you 
need it hauled?' A good skid-steer loader 
should be strong enough to hold a 4- to 6-
inch caliper tree in its tree spade at full reach 
and still have quality lift capacity while 
moving at speeds up to 11 miles per hour." 

Even the smaller skid-steers with lift 

capacities around 885 
to 900 pounds vs. the 
3,000- to 3,650-
pound lift capacity of 
the full-size skid steer 
are built to do some pretty serious lifting, 
said Peter Mabee, product and marketing 
manager, Thomas Equipment Ltd., New 
Brunswick, Canada. 

Generally, compact utility loaders have 
a width of somewhere between 32 and 41 
inches and a maximum lift capacity of 
approximately 550 pounds. 

"They can squeeze into some areas that 
the full-size skid-steer loader can't, and 
they can still accept all of the attachments of 
the larger machines," Mabee pointed out. 

AN EXPERIMENT IN HYDRAULICS. The com-
pact utility loader, Cappucci said, was de-
signed to run hydraulic attachments and to 
increase the productivity of a work crew. 

Some compact utility loaders operate on 

The compact utility loader was not 
designed to be a skid-steer loader; It was 
designed to run hydraulic attachments 
and to increase the productivity of a 
landscape crew. 

• • • • • 

a "controlled" dual-hydraulic system, 
Cappucci pointed out, for the maximum 
application of usable power. 

"If the machine has two hydraulic pumps, 
you can control the amount of hydraulic 
flow and where it's going," Cappucci said. 
"If you don't need the extra power for the 
hydraulic attachment, then you should be 
able to direct more power toward the wheels 
so the machine moves faster." 

The compact utility loader, essentially, 
becomes a "power unit" for the driver, said 
Don Reed, marketing manager, Leon 
Manufacturing's Ramrod Division, 
Yorkton, Saskatchewan, Canada. 

"At first, the machine was looked at as a 
toy," Reed explained. "Contractors would 

(continued on page 114) 

W I T H A T T A C H M E N T S A V A I L A B L E F O R E V E R Y J O B 

S i m p l y t h e b e s t , m o s t v e r s a t i l e 
m a c h i n e y o u ' l l e v e r o w n 

from the designers & builders 
of the w o r l d ' s f i r s t m i n i l o a d e r s 

Phone for F R E E V I D E O & I N F O R M A T I O N 

Ph. ( 9 1 8 ) 6 2 9 7 2 3 0 
F a x . ( 9 1 8 ) 4 6 1 0 9 9 6 

1 1 21 9 S. Mingo, Bixby, OK 74008 
Website: http://www.kanga-loader.com Email: kanga@kanga-loader.com A/Hrs. (918) 459 2137 

USE READER SERVICE # 7 9 
Come see us at these upcoming shows: Virginia Turf & Landscape (Richmond, VA) 1/19-21, CENTS (Columbus, OH) 1/25-27, Western PA Turf & Trade Show (Monroeville, PA) 

http://www.kanga-loader.com
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That Did! 
The big guys huffed and puffed and said 

an engine couldn't be made to meet the 
tough California Air Resources Board Tier II 

standards. Especially not a two-cycle engine! 
But, RedMax® quietly developed the Strato 

Charged™ Air Head™ engines, and now we're ready to 
begin tooting our horn about it. 

Ours is the first family of engines to be certified by CARB to 
meet its Tier II standards without a catalytic converter. 

We are now offering our lightweight, powerful four cycle engines, and our Strato 
Charged Air Head two cycle engines will be offered on all of our hand held equipment 

in the fall of 1999. 

Strato Charged Air Head engines weigh 5% less, and are 30% more fuel efficient than 
our current engines. THC emissions are reduced by 73%, and the engines meet CARB II and 
EPA standards for CO and NOx emissions. Best of all, Strato Charged Air Head engines have 
all the features that won industry acclaim for our equipment. 

Strato Charged Air Head engines meet CARB Tier II and EPA standard 
by introducing fresh air into the engine between the exhaust gases 
and the fresh charge of fuel/air mixture. Fresh air 
greatly reduces the amount of unburned fuel/air 
mixture that spills out with the exhaust gases. 

Learn more about the engines that did what 
others said couldn't be done - meet CARB II 
standards without a catalytic converter -
and about RedMax, the only equipment with 
the Strato Charged Air Head engines. 

USE READER SERVICE # 8 0 

RedMax 
Komatsu Zenoah America Inc. • 1505 Pavilion Place, Suite A 
Norcross, GA 30093 • 800-291-8251, ext. 29 • Fax:770-381-5150 
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say, That's nice, but I've got my Bob-Cat.' 
But spaces got smaller and contractors 
wanted a machine to replace manual labor." 

MECHANIZED LABOR. Let the compact utility 
loader do the backbreaking work for you, 
said Alan Porter, president, Kanga Loaders 
USA, Bixby, Okla. 

"The primary functions of a compact 
loader virtually eliminate wheelbarrows, 
shovels and rakes," Porter said. 

It takes the place of workers using their 
own back strength to dig holes, trench, 
auger and level, agreed Wesley Hadsell, 
owner, HadcoServices, Bartlesville, Okla. 

"I haven't had a back injury at my com-
pany since I bought my first one three years 
ago," Hadsell remarked. "I used to have one 
to two back injuries annually." 

The compact utility loader has also short-
ened the time required for jobs previously 
done manually, Hadsell enthused. 

"The machine replaces three laborers," 

For Rent 

For landscape contractors who cannot 
afford a compact utility loader just yet 
or cannot warrant the purchase 

because of the lack of time they think they will 
use it, renting is always an option. 

Many equipment rental companies have 
noticed the popularity of the machine, while at 
the same time taking note of its price tag, said 
Jack Bloss, owner, Bloss Sales and Rental, 
Tulsa, Okla. 

"It 's basically a new machine because people 
don't know all about it yet, and it's definitely 

he enthused. "It can dig a hole in three 
minutes, instead of the 30 to 40 minutes it 
used to take three of my laborers." 

As opposed to the person working a full-
size skid-steer, who is seated in a cabin-like 

new to equipment renters," Bloss said. 
Ninety percent of the people Bloss rents to are 

landscape contractors. He bought the compact 
utility loader in March and has since rented it 55 
times. 

While the machine itself, depending on the 
amount of attachments sold with it, costs 
between $16,000 and $20,000, Bloss can rent the 
basic machine with a bucket for $140 every 24 
hours or the full package, including auger, for up 
to $200 every 24 hours. 

"Most of our rentals are one- to two-day 
rentals," Bloss noted. "I think it's been a 
successful addition to the equipment we rent 
thus far and I think it will continue to do well. As 
labor gets harder and harder to find, there will be 
a greater need for machinery to do the work." 
-Nicole Wisniewski 

cage compartment, the one who operates a 
compact utility loader is always one step 
away from assisting with or moving to an-
other job, Hadsell added. 

(continued on page 116) 

EARTHSCAPES 
• Hi-Res Photo Imaging 
• Site-Plan Designer 
• l-Z Estimator 
• Plant Care and Selector 

" T h e best imaging software out there." 
—Rob Johnson, Environmental Care 

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

"See why top designers are switching to..." 

707-824-9505 
Visit our booth at the Winter shows 
or call for more info and demo disk. 

impact 
The Fastest, Most Powerful, Landscape Design Software 



Presenting perhaps the most powerful cleanup tool in tool history: PowerBroom™. See your dealer for a full 
demonstration of its impressive capabilities. (Within reason, of course.) To learn more, call 1-800-521-7733. 

USE READER SERVICE # 6 1 www.shindaiwa.com 

http://www.shindaiwa.com
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"My laborers are never more than 3 feet 
away from their work when they use this 
machine," he said. "The operator of a large 
skid-steer is stuck in the machine directing 
traffic because it is difficult for him or her to 
crawl in and out frequently." 

Because a worker is standing on the back 
of a compact utility loader, he or she also has 
full visibility, Cappucci added. 

"You're in reverse about 60 percent of 
the time, especially when trenching and 
leveling, so you need visability," he noted. 

The stand-on concept, first introduced 
on compact loaders in 1981, according to 
Porter, has become an industry norm with 
mowers now using the same feature. 

"The concept allows for greater machine 
operator productivity as he or she can dis-
mount and help with manual tasks quickly," 
Porter explained. 

IRREPLACEABLE. Although the compact util-
ity loader is much slower than the full-size 

skid-steer loader, moving at approximately 
3.75 miles per hour opposed to the 11 miles 
per hour of the full-size machine, its great-
est advantage is its size. 

"I use it to install hardscapes and get into 
sidewalk areas," Haase pointed out. "And it 
doesn't tear up the site on its way there." 

Even though there are obvious advan-
tages to owning both a skid-steer loader and 
a compact utility loader, some contractors 
cannot purchase both machines because of 
cash flow concerns associated with these 
machines' price tags. 

Henry Holcombe, co-owner, H & H 
Landscaping, Candler, N.C., purchased his 

company's first compact utility loader last 
July in replace of a full-size skid-steer loader. 

Most landscape contractors say, ideally, 
they would have a compact utility loader 
and a skid-steer loader in their equipment 
fleet. Haase and Hadsell have both ma-
chines and, if given the choice, said they 
couldn't choose one over the other. 

"The machines don't replace each other," 
Hadsell said. "I'm fortunate to have both. 
Some contractors can only afford one. They 
are each worth their weight in gold." DB 

The author is Assistant Editor of Lawn & 
Landscape magazine. 

1999 Ramrod TASKMASTER Series 
user friendly 550T, 750T and Twin Pump 900T 

• Over 25 "Quick Attach" attachments (including buckets, backhoes, 
post hole augers, tree spades and much more!) 

• All TASKMASTER Models available in gas, diesel or propane. 

• Safety features include safety shut off switch, protective side panels, 
self centering controls, parking brake, and low sound levels. 

• Tropical air flow and rubberized shields for maximum cooling and 

R a m r o d Equ ipment 
(A Division of Leon's Mfg. Co.) > ̂  JERIC5 
200-36th Ave. N.E . Minot, North Dakota 58703 
Ph: (306)786-2600 or (800)667-1581 . Fax: (306)782-1884 
www.ramrodequip.com • e-mail: sales@ramrodequip.com 

Creative 

• Low maintenance 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
• Residential, commercial and golf course uses 
• Add to your services and bottom line 

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

1-900-wi-im 
Concrete Curb & Landscape Border Equipment 

Fax 949-587-9680 • 949-587-8488 • 5 Chrysler - Irvine CA 92618 

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


Get out of the gate now to earn cruises, 
equipment, electronics and a trip to 
the Kentucky Derby! 

Presenting the Toro Turf Club, an exciting 
new customer appreciation program for 
Irrigation and Landscape Contractors. 

Sign up now and earn points for every 
Toro Irrigation purchase you make between 
December 1, 1998, and October 31, 2000. 
Points that can add up to big rewards like... 

• Mazda® SE Pickup Truck 
• Toro Dingo® Compact Utility Loader 
• 3-night Create-Your-Own Vacation 
• Alaskan Fishing Trip 
• Magellan® 2000XL GPS 
• Bose Lifestyle 25, Home-Theater System 
• Windjammer' Caribbean Cruise 

. . .and much more! Plus, if you submit your 
first invoice before October 1, 1999, youTl be 
automatically entered into a drawing for a trip 
to the Kentucky Derby in 2000. 

TORO 
Place your bets early. Sign up by 
February 28,1999, for 2,000 free I 
bonus Toro Turf Club points! 

See your Toro distributor today. 
For a complete summary of the Toro Turf Club rules and regulations, please contact 
your Authorized Toro Professional Wholesaler or write to The Toro Company 
Irrigation Division, attn: Toro Turf Club P.O. Box 489 Riverside, CA 92502 
© 1 9 9 8 The Toro Company 



(Above) By taking 

the proper steps 

when preparing 

the retaining wall 

base, contractors 

can ensure a level, 

long-lasting wall. 

Photo: Anchor 

Preparing a 
level base is the 
most crucial 
part of install-
ing a retaining 

wall. 

By Nicole 
Wisniewski 

T f here is 3/s-inch of mortar between each course of block 
in a basement wall, pointed out Jim Gruendemann, 

training coordinator, Versa-Lok Retaining Wall Systems, 
Oakdale, Minn. 

"That's why when it comes to preparing the base for a retaining 
wall, landscape contractors are better than masonry workers," 
Gruendemann explained. "If the base of their basement wall isn't 
level, masons can correct any errors made in leveling the base along 
the way as the wall increases in height because of this mortar joint. 
When landscape contractors build retaining walls, they don't have 
the option of correcting these mistakes because retaining walls don't 
have mortar joints. So, landscape contractors have to be as accurate 
as possible when preparing a retaining wall base." 

Ironically, however, when it comes to installing a retaining wall, 
landscape contractors generally rush through base prepa-
ration because it is so time consuming. Gruendemann 
noted that as much as 70 percent of the time it takes to 
install a retaining wall, depending on its height, should 
be spent on getting the base course down and level. 

"If you don't take the time to get the base course level, 
the retaining wall will look terrible," Gruendemann 
advised. "Problems in the base course don't go away as 
you build the wall. Instead, inconsistencies get magnified 
as the wall gets taller." 

By taking the extra time to make sure the base is at an 
adequate trench depth, compacted enough and level, 
landscape contractors can ensure their customers will get 
a strong, long-lasting, maintenance-free retaining wall. 

(continued on page 120) 

Diamond 

(Below) When a 

base trench is not 

deep enough, the 

retaining wall is 

not protected from 

erosion and 

scouring. Photo: 

Versa-Lok 
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S-N'G COMTÄIN-O-SHELL 
CONTAINMENT POLYETHYLENE SPRAY UNIT 

"The Turf Revolution 
Has Begun!J 1/7 

1 - 8 0 0 - 8 7 4 - 0 2 5 3 COMPATIBLE WITH ANY FULL SIZE PICK-UP 
• Contains Spills • Duel Tanks • Equipped with Pump 
• No Rust • 330 Gallon Capacity • 300 Foot Hose 
• Holds 30 Bags • Keeps Products Dry • Electric Hose Reel 

LAWN CAB 2000 
SPREAD a 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 

FOOT 
CONTROLLED 

SPREADER 
Mounts to almost anything. 
Best motor in the industry. 
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TRENCH DEPTH. When excavating, contrac-
tors generally forget to dig an adequate 
trench depth for the particular height of the 
wall they are building, said Blaine French, 
regional sales manager, Keystone Retaining 
Wall Systems, Minneapolis, Minn. 

"When there is inadequate trench depth, 
the wall doesn't have a lot of protection 
from erosion and scouring and, eventually, 
the base will be exposed," French warned. 

The general rule, he explained, is to bury 
1 inch of block for every 8 inches of wall 
height plus 4 to 6 inches of road-based 
material, such as crushed aggregate, and 1 
inch or less of sand on the very top of the 
base to assist in the leveling process of the 
retaining wall blocks. 

"So, for a 6-foot wall, you need 9 inches 
of block buried plus 6 inches of road-based 
material plus 1 more inch of sand," French 
stated. "Some contractors forget about the 4 
to 6 inches of road-based material needed." 

After figuring out the trench depth and 

beginning the excavation, French empha-
sized the importance of making sure the 
hole is free of loose organic material, such as 
soil, before and during the preparation of 
the base because organic material can settle 
over time, causing leveling problems after 
the wall has been installed. 

COMPACTION. The 4 to 6 inches of road-
based material in a retaining wall base can 
also settle if it is not compacted enough in 
the initial preparation. 

If the crushed 
aggregate used for a 
retaining wall base is 
not compacted 
properly, it can settle 
over time causing an 
uneven wall. Photo: 
Versa-Lok 

"A wall could be dead level when it is 
installed and within one year the consolida-
tion of the road-based material could result 
in an uneven wall," French pointed out. 

Although, according to French, 75 per-
cent of landscape contractors use vibratory 
plate compactors to make sure their base is 
compact, Stephen Jones, president, Pave 
Tech, Bloomington, Minn., recommended 
vibratory trench rollers and reversible plate 
rammers because they are faster and apply a 

(continued on page 122) 

Spec ia l i zed fo rms just for Landscapers . 

Call today ^ r j H H Landscape's 
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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 Falcon' Rotors - Fast rotation is ideal for 

quick wet-down of clay courts and sports turf infields. 

• T-BirdTREEv Rotors - Sets standard in convenience, 

performance and versatility with 6 standard and 6 low 

angle nozzles. Optional rubber cover. 

• UNI-Spray,M - 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 

Raim^BIRD 

1 

* 

E CLASS CONTROLLERS 

300 BPE/BPES (3") VALVES 

DV SERIES VALVES 

VARIABLE ARC AND 
SMALL RADIUS MPR NOZZLES 

http://www.rainbird.com
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greater amount of force. 
"For 3 to 4 inches of road-based mate-

rial, a vibratory plate compactor will take 
four to six passes to get it all compacted," 
Jones remarked. "For 12 inches of material, 
vibratory trench rollers or reversible plate 
rammers can do the job in just two passes." 

The ideal compaction for a retaining 

wall base is 95 percent standard proctor, 
Gruendemann said, meaning the material 
will be at 95 percent of its maximum density 
when compacted. 

A trick to making sure the stone is con-
solidated into a dense mass is to cut the 
amount of the material being compacted at 
one time in half, said Dan Kaczmarek, sales 

For more information on retaining wall 
training and education for the land-
scape contractor: 

•ICD, Milwaukee, Wis., 414/962-4065 
orwww.selecticd.com. 

• Keystone Retaining Wall Systems, Minne-
apolis, Minn., 612/897-1040 or 
www.keystonewalls.com. 

• Paveloc Industries, Marengo, III., 800/590-
2772. 

• Pave Tech, Bloomington, Minn., 800/728-3832. 
• Versa-Lok Retaining Wall Systems, 

Oakdale, Minn., 800/770-4525 or www.versa-
lok.com. 

representative, Paveloc, Marengo, 111. 
"Rather than trying to compact all 8 

inches of a specific base, start with 4 inches, 
then compact the second 4 inches on top of 
it," Kaczmarek recommended. "It's very 
hard to measure the tightness or compac-
tion of aggregate. Generally, it takes some 
field experience to know that the material is 
compacted enough. Cutting the material in 
half can solve some of those problems." 

LEVEL IT OUT. Most landscape contractors, 
Gruendemann said, "eyeball" the evenness 
of the retaining wall they are installing. 

"For contractors who have an eye for it, 
that's OK," Gruendemann commented. 
"But it's not the most accurate method." 

One way Gruendemann recommended 
fixing the problem is by using metal screed 
rails. (Using wood is not advised due to the 
bowing and warping that can happen over 
time, causing inconsistencies in the leveling 
process.) Gruendemann suggested using 10-
foot-long pieces of tubular steel, leveling the 
base at the top of the rails. 

"A lot of contractors feel that it takes too 
long to use screed rails," he said. "It's a 
perceived hassle, but in actuality it makes 
the process go a lot faster and it ensures a 
level wall." 

The 1 inch of sand placed on top of the 
compacted road-based material can also aid 
in the leveling process, French said. 

(continued on page 124) 

ULTIMATE 
WHEELBARROW 

I MAN WITH THE 
EXPRESS B L O W E R 
One person, can blow 
30 to 100 cubic yards 
per hour. 

Eugene, Oregon 

c 
^ ^ ^ preading mulch and compost by hand 
k^ J is a costly, labor intensive process. It 
limits production and puts workers at risk for 
injuries. The Express Blower will turn an 
inefficient process into a profit center and 
blow your competition away! 

5 MEN A N D A 
W H E E L B A R R O W 
A typical 5-person crew 
can spread 8 cubic yards 
per hour. 

Visit our web site at 
www.expressblower.com 
A division of Rextus Forest By-Products, Inc., 

The Express Blower can be operated by one 
person, with remote control, in any weather, 
on any terrain. Spread mulch, compost, soil 
mixes, playground chips or any number of 
other organic materials for landscaping, lawn 
restoration, erosion control and much more. 

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

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

http://www.selecticd.com
http://www.keystonewalls.com
http://www.expressblower.com


Your luck has just run out. 
That goes for all 
of your broad leaf 
buddies, as well. 

Riverdale 
The Formulation Innovators 

(800) 345 3330 

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 
woody 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 lenniiinflra 



retaining walls 
(continued from page 122) 

"Compacted road-based material be-
comes very hard, like concrete, and devel-
ops irregularities," he commented. "This 

make the material 

NEW PRODUCT FOCUS: 

very difficult to level 
on top of. By adding 
sand on top of the 
compacted material, 
you have the extra 
room to tap the wall 
blocks down when 
you're trying to level 
them out." 

Once the base is 
in and level, most re-
taining wall products 
are simple to install, 
Kaczmarek said. 

From the point of 
excavation, trench 

depth and compaction play a big part in the 
leveling process, Gruendemann pointed out. 

(continued on page 126) 

4Problems in the 
base course dont 
go away as you 
build the wall. 
Inconsistencies 
get magnified as 
the wall gets 
taller-

Gruendemann 

Anchor Wall Systems Anchor Diamond 
• Pinless retaining wall system 
• Virtuously maintenance-free 
• Rear lip is molded into every segmental unit 
• Comes in heights ranging from 1 to 30 feet 
• Available in warm earthtones and natural, 
rock face textures 
Grde 226 on reader service card 

Borderscapes Brickhold Brick Paver Edging 
• Made from recycled molded plastic 
• Piece to piece connection is spike locked 
every 6 inches 
• Provides cutting guides and peelable lips for 
curved installations 
• Ensures proper separation of top soil and 
base material 

• Available in stackable 7-inch lengths 
Circle 227 on reader service card 

ICD Material Estimator 
• Works with computer spreadsheet programs 
• User enters height and length of wall section 
and the estimator calculates the quantity of ICD 
StoneWall Select units, interlocking clips, cap 
units, base material, drainage stone, drain tile, 
cap adhesive, etc. 
• Calculates the cost of the project after mate-
rial prices are entered into the system 
• Can be customized to meet individual needs 
• Can be downloaded from the ICD website: 
www.selecticd.com 
Grde 228 on reader service card 

Keystone Retaining Walls 
• Patented positive connection system 
• Utilize a structural concrete unit, fiberglass 
pins and a geosynthetic soil reinforcement grid 
• Made for residential and commercial sites 
• Available in standard and compac units 

(continued on page 126) 

Trail Blazers™, Loegering's rugged, high-
performance steel track for skid-steers. 
Long-lasting, hammer-forged pads designed 
for superior skid-steer control. Trail Blazers 
keep you going when the going gets tough! 

LOEGERING 
T i r e C r a w l e r s 

Restore traction and increase floatation 
Threaded pin and nut for easy service in the field 
Self-cleaning, fully adjustable 
Easy on your machine's drive system 

L O E G E R I N G M F G . INC. 800-373-5441 v 701-347-5441 
Internet: www.loegering.com 

Call for nearest dealer 
Made m USA. 

Backfill Was Once 
A Dirty Word. 

The McCullough Cover-up was created by people who design and 
install irrigation systems. We knew what you needed. And we built a 
machine that would do the job. 

Here's the bottom line. The Cover-up will save you time and money. 
Jobs that used to require days can be done in hours - with better results. 
You can cover 60 feet of ditching in less than one minute. Try that with a 
hoe or rake. 

The savings add up fast, too. You'll need fewer workers and they 
will need no training. You save on labor, Workman's 

Compensation and Unemployment Insurance costs. These 
are the largest expenses incurred by most businesses today. 

Call and we'll give you all the dirt on how the 
McCullough Cover-up can put you ahead of the 

competition. 
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 
Financing Available 

Distributed by: — — 
Ditch Witch of Central Texas: San Antonio 210-651-6393 • Austin 210-625-7491 
Longhorn, Inc.: Dallas 972-406-0222 • Piano 972-423-0558 • Denton 940-381-5063 
Guerra Lawn Service: Harlingen 210-412-6006 
M&M Sprinklers: Lubbock 806-796-8209 
Z Water Works: Spring 281-444-5016 • Stafford 281-240-8548 

j Bryan 409-778-2369 • Austin 512-458-8641 
McCullough Innovations: Burkburnett 800-250-56881888-271-2306 

McCuUou^i Com-up • * Ttadraaik of M&£ Soil Semes, lac P iw* So S J M S S 

http://www.selecticd.com
http://www.loegering.com
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(continued from page 124) 

Each step in the base preparation process is 
important to the other, he said, because, 
essentially, the base is the foundation for the 
entire retaining wall above it. 

"It's not rocket science," Gruendemann 
said, "but you do have to be precise to get it 
done right." 

The author is Assistant Editor of Lawn & 
Landscape magazine. I D 

About retaining walls or about 
anything else you read about in 
Lawn & Landscaped 

Visit 
our 
website! 

www. .lawnandlandscape.c 

NEW PRODUCT FOCUS: 

Retaining Walls 
(continued from page 124) 
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• Come in a quarried stone appearance 
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• Interlocking wall system 
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grade and compact behind the wall during its in-
stallation 
Grde 231 on reader service card 
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• Constructed without mortar/concrete footings 
• Made of solid concrete 
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and corners into the retaining wall design 
• Environment-safe and virtually maintenance free 
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Rollmate Walk-Behind Sod 
Installer 
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low-priced choice in a walk-

behind sod installer. Its light and 
easy on turf, highly maneuverable, 
and surefooted on slopes. It has a 
roll capacity of 24" and 30" wide. 

Rollmate 
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tubes and can efficiently handle 
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of large roll installation, go with 
a Brouwer sod installer. 
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"Our crews fight over the Dingo... 
they appreciate the fact that we have 

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

Dale Elkins, ISS 

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

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

Jon Matthews, The Lawn Stylist 

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

backyard without taking down part ofthe fence... it saved me thousands ofdollars in just one day." 
Robert Maffei, Maffei Landscape Contractors 

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

crew busy because they knock the jobs out like never before." 
Tom Waltz, Harvest Landscape Services 
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"It's constructed like a tank." 
Phil Pickett, Pickett Landscaping 

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

Charlie Bowers, 
Garden Gate Landscaping 

• • 
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mm 
"It can pay for itself in one year's time." 

Stephen Hillenmeyer, Hillenmeyer Nursery 

This is no time to procrastinate. Call 800-476-9673 or contact your Toro distributor. (And step on it.) 
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Using the 
principles of 
Total Quality 
Management, 
companies 
have become 
more produc-
tive, 
and successful 

By Angela 
Dyer 

Quality is a vital concept in any 
organization, but many times 
it is just a topic that comes up 
in meetings and conversations. 

How often is a serious change actually 
implemented in order to better the 
quality and services of a company? 

Implementing a good quality pro-
gram goes beyond setting up a few 
checks and balances. It needs to be a 
total philosophy in an organization. 
For many businesses today, this phi-
losophy is better known as Total 
Quality Management. 

In the past few years, this concept 
has been popping up in the landscap-
ing industry and making a difference in several organizations. DeSantis 
Landscapes is one such company that implemented T Q M to become a stronger 
and more successful company. 

"When I first heard about the philosophy, I knew it fit us. It is similar to 
our own philosophies," explained Tony DeSantis, president of DeSantis 
Landscapes, Salem, Ore. "It was the idea of involving people. We focus on top quality 
in services and treating people with respect." 

Explaining the ideas behind T Q M is not as easy as just offering a simple definition. 
It is a complex philosophy with many different meanings and ideas. It also symbolizes 
something different to every organization subscribing to its principles. In its simplest 
terms, T Q M is a method of leading and enabling employees to continually improve what 
they do and how they do it in order to provide clients exactly what they want in a manner 
that pleases them beyond their expectations while the company's cost decreases. 

BASICS BEHIND THE CONCEPT. The beginnings of T Q M can be traced to the work of Dr. 
W. Edwards Deming, who developed his System of Profound Knowledge as a compré-

iscontinued on page 130) 
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(continued from page 128) 

hensive theory for management. Deming's 
teachings of his management philosophy in 
Japan, starting in 1950, created a transfor-
mation in Japanese business resulting in the 
"Japanese industrial miracle." After his teach-
ings flourished overseas, they were accepted 
in U.S. industries as well. 

According to Deming's book, The New 
Economics, a manager of people needs to 
understand that all people are different. He 
or she needs to understand that an indiviual's 
performance is governed largely by the sys-
tem that he or she works in, which is the 
responsibility of the management. Deming 
further outlines his ideas on this necessary 
transformation in his 14 Points for Manage-
ment (see sidebar, p. 132). 

These ideas began infiltrating the lawn 
and landscape industry at the 1992 Associ-
ated Landscape Contractors of America's 
Crystal Ball Committee meeting. The com-
mittee members spent time studying the 
ideas behind T Q M so it could taken to the 

organizations and used to make 
landscape firms more successful. 

According to the Crystal Ball 
Report, T Q M "involves managing 
one's business in a manner that en-
sures that each step of the process of 
selling a job to a client, preparing n 
to do that job, doing the work 
and following up afterward is done 
with total quality in order to please the 
client and to continually reduce waste of 
time, material and effort." 

From these discussions and findings, 
Tom Lied, CEO of Lied's Landscape De-
sign and Development, Sussex, Wis., de-
cided to explore this philosophy as a viable, 
option for his organization. 

" T Q M is a management philosophy that 
we stand for so it was a way to put a name to 
it," Lied explained. 

MAKING THE SWITCH. Studying T Q M is one 
matter, but actually going ahead with imple-

menting the ideas in the workplace 
is another. 

"We had been reading a lot about 
TQM," Kurt Kluznik, president of 
Yardmaster Inc., Painesville, Ohio, 

remarked. "We thought it would 
be a more efficient way to de-

crease cost and increase customer 
service." 

For everyone who knows about 
TQM, there are that many descriptions of it 
and that many ways to implement it. Many 
companies have completely different ap-
proaches depending on what each feels com-
fortable with. 

"We never followed a book or the termi-
nology. We just got strong into teambuilding 
- having meetings, sharing concerns, trying 
to get everyone involved," DeSantis said. 
"Our major focus was in employee empow-
erment. Empowerment is our strength." 

Even though everyone has different ideas 
(continued on page 132) 
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total quality management 
(continued from page 130) 

about how to get started with TQM, there 
are a few important things to do first and 
foremost. According to James McCrory, a 
creative technology consultant who special-
izes in business improvement projects, it is 
necessary to establish the purpose of the 
effort. Articulate and clarify why the organi-
zation needs to do it. It is important to ask, 
what does quality mean to us? What is the 
reason we're trying to do this? 

Harry Bell, president and CEO of Qual-
ity Resources International, a quality con-
sulting and training organization, Hudson, 
Ohio, also suggested where to start when 
making the switch. 

"Only the owner or senior management 
has the resources to make T Q M work," Bell 
observed. "You have to be impatient to get 
results, but patient to let people work and 
get it right. If you're not committed, there 
is only a matter of time before T Q M fails." 

For Lied, implementation echoed some 
of Bell's tips. Lied used a step-by-step pro-

cess taken from the Crystal Ball Report. 
"First, there needs to be management 

buy-in. Next, you need to start a process by 
which you start doing these things that are 
successful, and others will see this ask ques-
tions. Top management can unroll the prin-
ciples from here," Lied explained. 

Lied added that once implementation is 
underway, it is necessary to step back and 
put someone in charge. That person should 
establish a process for everyone to follow. 

IMPLEMENTATION. Obviously, there are sev-
eral step-by-step programs that can guide an 
organization to a T Q M philosophy. Each 
company needs to establish the best way for 
it to put the T Q M principles to work. What 
follows is a list of seven steps as described by 
James McCrory based on the book Imple-
menting TQM in Small and Medium-Sized 
Organizations by Richard M. Hodgetts. 

1. Develop a quality focus by creating a 
vision and!or mission statement. 

DP. W. Edwards Demingl 
1 • Create constancy ot purpose toward 
improvement of product and service, with the 
aim to become competitive, stay in business 
and to provide jobs. 
j t . Adopt the new philosophy. We are in a 
new economic age. Western management 
must awaken to the challenge, must learn 
their responsibilities and take on leadership 
for change. 
3 . Cease dependence on inspection to 
achieve quality. Eliminate the need for inspec- , 
tion on a mass basis by building quality into 
the product in the first place. 
4 . End the practice of awarding business 
on the basis of price tag. Instead, minimize 
the total cost. Move toward a single supplier 
for any one item, on a long-term relationship 
of loyalty and trust. 
5 . Improve constantly and forever the 

Y o u W a n t It, 
W e ' v e G o t It! 

P H 0 i 0 3 C A P E 3 Photo imaging landscape design software 
with features including cloning, region fill, 
object placement, layer control, order 
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EcoCAD 2-D landscape CAD program with databases 
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Features include a plant search, auto plant 
placement, area and volume calculations, 
estimating and more! 

RailtCAD 2-D irrigation CAD program that simplifies 
the design process. Features include auto 
sprinkler layout, auto zoning, auto lateral 
line piping, auto pipe sizing, estimating 
and more! 

I R R I C A L C A water management program with features 
including water scheduling, system peak flow 
calculations and annual water use estimates! 
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M Points for Management 
• M 

system of production and service to improve 
quality and productivity and thus constantly de-
crease costs. 
6 . Institute training on the job. 
7 . Institute leadership. The aim of supervi-
sion should be to help people and machines and 
gadgets to do a better job. Supervision of man-
agemenf is in need of overhaul as well as super-
vision of producfion workers. 
8 « Drive ouf fear so fhaf everyone may work 
effectively for fhe company. 
9 . Break down barriers befween depart-
ments. People in research, design, sales and pro-
ducfion musf work as a team to foresee problems 
of production and in use that may be encoun-
tered with the product or service. 
1 0 . Eliminate slogans, exhortations and tar-
gets for the work force asking for zero defects 
and new levels of productivity. Such exhorta-

tions only create adversarial relationships as 
the bulk of the causes of low quality and low 
productivity belong to the system and thus 
lie beyond the power of the work force. 
• Eliminate work standards (quotas) on the 
factory floor. Substitute leadership. 
• Eliminate management by objective. Elimi-
nate management by numbers, numerical 
goals. Substitute leadership. 
1 1 « Remove barriers that rob the hourly 
worker of his right to pride of workmanship. 
The responsibility of supervisors must be 
changed from sheer numbers to quality. 
1 2 . Remove barriers that rob people in 
management and in engineering of their right 
to pride of workmanship. This means abolish-
ment of the annual or merit rating and of 
management by objective. 
1 3 « Institute a vigorous program of edu-
cation and self-improvement. 
1 4 . Put everybody in the company to 

work to accomplish the transformation. The 
transformation is everybody's job. 

It is important to develop an individual 
understanding of what "quality" means in a 
specific company. If quality doesn't have a 
concrete meaning, then the company isn't 
ready to move to step two. 

2. Identify customer needs. 
Surveying internal and external customer 

needs is a key step. What problems are out 
there that can be solved by improving qual-
ity? This grounds a company's efforts firmly 
in reality and allows it to deal with real-
world needs and problems. 

3. Design an organizational structure that 
helps implement a quality-driven strategy. 

According to Hodgetts, the most impor-
tant step is to find a person who can lead the 
T Q M effort and make it a success. 

4. Train the associates in the necessary tools 
and techniques. 

A good way to reduce wasted efforts is to 
train workers in effective problem identifi-
cation so they don't waste time solving the 
"wrong problem." 
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5. Give and getfeedbackfrom both 
internal and external customers. 

Feedback from employees will 
show how management is perceived, 
while feedback from customers will 
tell the manager what they like -Wi 
and dislike about a new com- . 
pany philosophy. 

6. Develop an effective recognition 
and reward system. 

Identify meaningful rewards for a specific 
organization, and make sure everyone has a 
chance to participate and qualify for rewards. 

7. Create the necessary climate for main-
taining continuous improvement efforts. 

This is the final and most powerful key 
where real gains are made. This allows the 
company to continually improve and en-
ables the development of many other com-
petitive advantages. 

PITFALLS AND CHALLENGES. Although these 
seven steps may seem easy enough, there are 

plenty of hurdles that get in the way 
of creating a T Q M environment. 

According to Lied, one of the 
hardest parts of implementing T Q M 
is establishing the priorities and 

working towards them. 
"One of the hardest things for 

the champions to do is walk the 
talk," Lied added. "The hardest 

thing to do initially is to separate the 
mental concept of what quality is. Only the 
customers know that." 

Another challenge seems to be the time 
that is necessary in making T Q M work. "I 
would say there is a lot of work involving 
meetings and diagramming. A lot of em-
ployees' input and involvement is needed, 
and this makes it time consuming," Kluznik 
noted. "This is a hard concept to under-
stand so the hardest part is producing tan-
gible results. It's a lot different than training 
someone on new equipment. This is a never-
ending process." 

Kluznik's sentiments were echoed by 
Bell when he described the number one 
pitfall he sees happen to many organiza-
tions. "Not only is it the lack of involve-
ment, but don't expect implementation to 
be overnight," Bell remarked. "It's more 
evolutionary than revolutionary." 

ADAPTING TO THE CHANGE. One key prin-
ciple that individuals who have implemented 
T Q M programs note repeatedly is that em-
ployee involvement is critical to T Q M suc-
cess. Sometimes it can be difficult to con-
vince employees that a major shift in the 
whole company's thinking and philosophy 
is for the good of the organization. Change 
is not often perceived as good, so different 
organizations have different ways to present 
the concept. 

"Getting it past some people who were 
pretty narrow in their thinking was diffi-
cult," DeSantis explained, adding that the 

(continued on page 136) 
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Contact your account manager today for more information, 800-456-0707. 

Where Great 
Grass Begins 

http://www.turf.com 

http://www.lawnandlandscape.com
http://www.kanga-loader.com
http://www.reinco.com
http://www.softwarerepublic.com
http://www.centralparts.com
http://www.intermec.com
http://www.newholland.com
http://www.loegering.com
http://www.tuflexmfg.com
http://www.frontrunnertech.com
http://www.walkermowers.com
http://www.wellscargo.com
http://www.finncorp.com
http://www.toro.com
http://www.planthealthcare.com
http://www.weisburger.com
http://www.expressblower.com
http://www.rainaid.com
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(continued from page 134) 

concept wasn't formally presented. "We are 
presenting it all of the time when there is 
turnover and new people come in. We have 
to teach them that we're a company that is 
going to succeed together." 

At Yardmaster, T Q M was presented to 
managers and they were responsible for 
training their own teams. "I think it was 
positive and I don't think it's a controversial 
approach," Kluznik said. "But it might be a 
little confusing because it's a difficult con-
cept to grasp. 

Reactions to the concept can obviously 
vary and for Ken DeSantis, a maintenance 
supervisor at DeSantis Landscapes, T Q M 
has been beneficial. 

"Actually, my reactions were open. I had 
come from the Air Force Reserves and they 
had been going through T Q M , so I was 
excited to see us adopting the policies," Ken 
DeSantis explained. "Now, my voice has a 
place where it's heard. If I have an idea I 
know it will at least be considered. Through 

the whole period, I felt that I had more say 
and ownership." 

Similarly, Jud Griggs, manager of land-
scape design and development for Lied's, 
has also gained responsibilities under the 
T Q M principles. 

"It's more of now understanding my 
authority and responsibility and knowing 
when I can make decisions," said Griggs. 
"It's not everything from the top down 
anymore. I also give my staff more respon-
sibility. I try to be there as a resource instead 
of a dictator." 

Another benefit to the philoso-
phy is that the managers are given 
more time for planning and over-
seeing the organization while the 
other employees are given more au-
tonomy in the daily activities. 

"Now, I spend most of my A 
time with long-range planning 
and general overseeing," Tony 
DeSantis said. "I sometimes miss the opera 

tional things that I used to do more of, but 
there are payoffs both ways." 

Kluznik also mentioned similar changes, 
took place with his job responsibilities. "The 
number of people who report to me has 
been reduced. I don't have as many daily 
responsibilities as before," he related. 

After management and the employees 
have learned to make the necessary adapta-
tions, the benefits can be worth the effort. 
In order to make the implementation a 
success there is one last rule to keep in mind 

during the entire process. 
"One important thing is that 

T Q M has to be important to the 
specific company," Bell explained. 
"The company needs to make the 

philosophy as big as it needs to be. 
Make sure that every step of the 

way, T Q M is adding value." ID 

The author is Assistant Editor 
0/Lawn & Landscape magazine. 

Easy 
Lawn 

H Y D R O 
S E E D I N G 
S Y S T E M S 

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

Model shown : 
H D 9 0 0 3 T $361* 

L A R G E OR S M A L L E A S Y L A W N HAS A U N I T FOR Y O U 
'Based on 48 months with 25% down with approved credit 

Cal l us t o d a y for info or a d e m o n s t r a t i o n 
888-327-9280 

V - 3 0 0 

M A N Y SIZES A N D STYLES A V A I L A B L E 

SPRAYING 
EQUIPMENT 

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

Financing Available 

region 

c lark 



ECHNICAL resource center 
Take this opportunity 

to flfflSfrthese 

essential 

references for 

landscape professionals. 
• Produced by Epic of Wisconsin 

ORDER TODAY TOLL FREE 800-456-0707 
r 
i Books 

Title Quantity Unit Price Amount 

u » The Complete Irrigation Workbook, by Larry Keesen 
Turfgrass Ecology & Management, by Karl Danneberger 
I'd like both books for only $29.95 

$14.95 
$17.95 
$29.95 

Training Videos in English and Spanish 
Title Quantity Unit Price Amount 

String Trimmers and Blowers (English) 
Walk-Behind Mowers (English) 
Riding Mowers (English) 

S p a n i s h V e r s i o n s 

$69.95 
$69.95 
$69.95 

6 

String Trimmers and Blowers (Spanish) 

Walk-Behind Mowers (Spanish) 

Riding Mowers (Spanish) 

Combination Order (English/Spanish) $129/set 

(includes books and videos) 
(Ohio residents only add 7%) 

$79.95 

$79.95 

$79.95 

$129.00 

S U B - T O T A L ALL ITEMS 
SALES T A X 

S & H 

TOTAL 

Add appropriate shipping charges: 
Books - add $2.50 for 1 book; $5.00 for 2 books 
Videos - add $7.00 for 1 video + $1.50 for each additional video 
QUESTIONS: Call Fran or Susan at 800-456-0707 Quantity discounts are available! 

Name 

Address. 

Zip 
_City_ 

_Phone_ 

Company. 

.E-mail 

M e t h o d of P a y m e n t 

Payment Enclosed: 
Make checks payable to: 
The Lawn & Landscape Media Group 
4012 Bridge Avenue, Cleveland, Ohio 44113 
800-456-0707. 

Q Charge to my: 

I I Visa Q Mastercard 

Name as printed on the card: 

Visa/Mastercard number: 

Expiration date: 

Signature: 

I understand my purchase will be shipped upon 

payment, I also understand that I can return my 

product(s) within 15 days for a 100% refund if I am 

not totally satisfied. 

State 



school ot management 

Atlanta 1QQQ 
The 1999 School of Management will be held in Atlanta, Go. For more 

information, turn to the show brochure on page 103. 
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At the Lawn & 

Landscape School 

of Management Ed 

Wandtke explored the 

principles and styles of 

leadership. 

By Angela Dyer 

^ ork smart instead of hard. This was at the heart of Ed Wand-
tke's lecture at the 1998 Lawn & Landscape School of Manage-

ment. His message focused on management styles and how to make a 
company more efficient while motivating the employees. He also didn't 
forget to touch on that important factor of how to profit while applying 
his ideas in the workplace. 

For Wandtke, a green industry consultant with Mollica and Associ-
ates, Westerville, Ohio, information comes from his many years in the 
industry. "You're profitability is a direct function of your management 
style. I've been in the business for 24 years. I've analyzed companies. I've 
watched. I've listened. I've asked questions. Then I go in and study them 
some more," he explained. 

MANAGEMENT STYLES. When wanting to lead, the hardest thing to figure 
out, according to Wandtke, is how not to be addicted to the business. The 
key is making money while not being busy. Managers try not to be busy 
by organizing their schedules and making "to do" lists. They end up 
working on problems that come up throughout the day and interfere with 
their original schedule, which means nothing on the "to do" list was 
completed. Wandtke calls these people firemen. 

"They watch the fire and wait for the bell to ring. Then they run to 
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that location and solve the problem," Wandtke 
said. "My father figured out that as a fireman 
you've got to get the other people to do that. So 
when it comes down to organization you've got 
to be careful. You better get organized." 

In this quest for organization, it is impor-
tant not to work long and hard. "If you find 
you're working too long maybe you've got to 
find out how to get smarter. That can be 
through education," Wandtke noted. "The 
more you go, the more you learn. The more you 
read, the more you learn. The more you talk to 
people, the more you learn." 

As a part of being organized, it is important 
to set goals for the employees as well. For 
example, are the workers so organized that they 
know what is expected of them, or do they only 
work when management is in the office? It is 
necessary to get them excited about being at 
work, which means managers have to know their personalities 
and know what gets them excited. 

"While you were gone, maybe someone brought in coffee 
and donuts to make the day start up differently. But if 
someone brought it in when you're not there, then they 
already had a different attitude about you being gone," 
Wandtke explained. 

One of the challenges in overcoming a problem like this is 
how to get people to think and act differently. It's important 
to do things that the employees don't expect. Do things that 
are good and positive, and that encourage creativity. 

"Maybe you can't motivate all of the people, but you've 
got to find the ones that you can and put the right motivation 
in there. Know your people. How well do you know their 
personality? When you put this all together it spells loyalty," 
Wandtke noted. 

In addition to motivating, a sign of good leadership is to 
teach by example. However, problems can occur when a 
manager spends too much time showing a skill and too little 
time letting the employees actually do it. "If your employees 
do a job right but never repeat it, they will have forgotten it," 
Wandtke said. 

Also, as a leader, getting employees involved is critical to 
a company's success. "Get the ideas rolling. Get people 
contributing. Get them to participate," he continued. "You 
know there is never a bad idea. We may not use them all today, 
but we've got to get it on the table so we can consider it." 

CUSTOMER SERVICE. "One of the things people ask me to do 
is tell them when to diversify. I say never," Wandtke said. 

He explained that even though there may be customers 

who want more services, if 
the company isn't doing 
the best and highest level 
of quality in their specific 
field then diversifying 
should not be considered. 

"If you're good at one 
particular type of skill or 
service, why do you want 
to get into another one 
before you've absolutely 
conquered your market in 
what you're good at?" 

To be able to succeed in 
that specific market, it is 
also crucial to understand 
what the customer wants. 
"When the customer says, 
4Here is what I need,' you 

have to listen, listen, listen. A manager who retains his 
customers attends to his customers' needs and communi-
cates," he added. 

When a manager makes a promise to a customer about 
what their property will look like, those promises need to come 
true. This is also true for promising that the work will be done 
under a certain timetable. "Have you gone back to see if you're 
really delivering what you promised?" Wandtke asked. 

"I have a client who quit her old job and started up a lawn 
care business. She doesn't advertise. If you look at her prop-
erties, they stand out because someone is always looking at her 
properties to see what they look like." 

TURNING A PROFIT. According to Wandtke, one of the prob-
lems in this business is making money. He finds employees 
making more than the owner, who has all the risk and 
probably founded the business, but only pays himself after 
everyone else. 

He defines an entrepreneur as the type of person who 
discovers at the end of the year they only made $20,000. 
"You've taken all of the risk and all of the employees gain out 
of this. Then when they see all of the frustration you're going 
through they want to leave and they do. They become a 
competitor. This person who left wants to do one thing well, 
and that is where they start their business." 

The manager who runs a profitable business is the manager 
who figured out how to empower his employees to make more 
money, which thereby allows him or her to make more also," 
Wandtke asserted. ID 

The author is Assistant Editor 0/Lawn & Landscape magazine. 
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The annual GIE and Irrigation Association 
shows continue to grow in scope and attendance. 

By Bob West 

Bill Murdy, LandCare USA, Ron 

Schmoyer, ISS, Bruce Wilson, 

Environmental Care, Craig 

Ruppert, then of TruGreen-

ChemLawn, and Scott Brickman, 

The Brickman Group, discussed 

consolidation in the industry. 

Photos: L&L Staff 

f it's winter, then it's time for the steady diet of 
green industry trade shows and conventions to be 
highlighted by the Green Industry Expo and the 

International Irrigation Show, and both shows ap-
peared to be proof of a thriving green industry with 

their record-setting attendance figures. 
The GIE Show, the joint effort of the Associated Land-

scape Contractors of America, the Professional Lawn Care 
Association of America and the Professional Grounds Man-
agement Society, drew a collective 5,500 attendees to 
Nashville, Tenn., this year. Meanwhile, the Irrigation 
Association's annual show broke its 1996 attendance record 
by more than 25 percent when it brought almost 7,000 
attendees to San Diego. 

While the three associations working together on the 
GIE Show each offer a variety of educational sessions to 
their members, the trade show also continues to grow and 
the always popular outdoor equipment demonstration has 

M Launches 
Educational Foundation 

n addition to enjoying its largest 
Landscape & Grounds Maintenance 
Conference as part of the 1998 Green 

Industry Expo in Nashville, Tenn., the 
Associated Landscape Contractors of 
America also introduced its Educational 
Foundation. 

The Foundation, which was created to 
fund college scholarships for students 
studying landscape-related fields, was 
created with the support of 10 individual 
or corporate donors of $25,000 each. In 
total, the Foundation has already raised 
approximately $400,000. 

"This vision of the fund is a concrete 
dedication to the future leaders of our 
industry, born out of the entrepreneurial 
spirit pervading ALCA," noted Chris 
Kujawa, chairman of ALCA's education 
committee. 

The scholarships will be awarded each 
year as part of ALCA's Student Career 
Days event. - Bob West 
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Deere Boosts Eyergreen Foundation 

The Evergreen Foundation, formerly known as the Professional Lawn Care Association of 

America's Education & Research Foundation, received a $25,000 donation from John Deere 

that will go to support the Foundation's work on projects that will encourage the 

development of greenways and help knit a national greenway system. 

"The national greenways vision provides an appropriate mission for our industry," noted 

Greg Doherty, manager of division support for the John Deere Worldwide Commercial & Consumer 

Equipment Division. "It gives us an opportunity to work closely with environmental advocates to 

contribute something valuable to communities across the country - wildlife habitat and trails for 

walking and bicycling. It fosters an appreciation of green space." 

The intent of the Foundation is that once projects are approved then participating green 

industry associations will ask their members in that geographical area to support the project 

through volunteering time and services and donating equipment and materials. 

Any groups or persons interested in supporting the Evergreen Foundation can contact 

Betsy Demoret at 770/977-5222. - Bob West 

(Left) Chris Kujawa 

speaks at an ALCA 

press conference held 

to introduce the ALCA 

Educational 

Foundation. Photo: 

L&L Staff 

Show attendees had the 

opportunity to visit with 

287 exhibitors on the 

sold-out show floor, 

such as Walker Mfg/s 

Bob Walker, after Sam 

Farison, GIE president-

elect, (left) and Dale 

Elkins, GIE president, 

(right) completed the ribbon cutting 

ceremony to open the trade show. Photos: 

L&L Staff 

Record attendance of 2,200 attendees and 83 exhibiting companies at the outdoor 

demonstration area, held before the trade show, gave contractors the opportunity to test 

equipment out first hand. Photo: L&L Staff 

drawn record attendance each of the past 
two years since it was moved to the day 
before the show. 

In addition, this year's GIE Show in-
cluded the first Green Team Day, which 
featured a series of presentations oriented 
specifically to technicians and the front-
line professionals in the industry. These 

presentations focused on areas such 
as fleet management, equipment se-
lection and increasing productivity. 

The 1999 International Irrigation Show 
will mark the IA's 50th anniversary and will 
be held Nov. 7-9, in Orlando, Fla., while 
the 1999 GIE Show will be held Nov. 12-16 
in Baltimore, Md. ID 
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K-Rain Sprinkler 
Dial-a-Nozzle Rotor 
• A turn of the nozzle ring 
changes water output from 1 
to 6 gpm and from low to 
standard nozzle trajectory 
• Eliminates time wasted by 
changing out nozzles 
• Includes a 2N1 rotor fea-
ture which has adjustable and 
continuous circle heads 
• The Total Recall arc setting 
feature automatically returns 
to original set pattern after the 
nozzle turret has been inten-
tionally or accidentally 
wrenched out of setting 
• Has a patented arc setting 
that clearly indicates the arc 
or rotation and is adjustable 
from 35 to 360 degrees 
Circle 201 on reader service card 

Lesco Curtis 
Snow Plows 
• Available in 7Vi~foot light 
duty 
• Comes in three sizes: lxh-, 
8- and 9-foot blades 
• Wide push frame minimizes 
vehicle 
frame fa-
tigue 
• Patented 
hide-away 
hydraulics 
system ex-
tends com-
ponent life 
• Blades 
are de-
signed for 
quick on/ 
off attach-
ment 
Grcle202 on 
reader 
service card 

Woods Scrapers 
• Scar bar box scrapers range from 48- to 
84-inch working widths and three posi-
tions - scrape, backfill and scarify 
• Feature a heavy-duty A-frame and high 
carbon reversible cutting edges 
• Feature a balanced lift scar bar retract-
ing mechanism and a hinged, curved 
tailgate 
• Retractable Gill box scrapers can 
scarify, grade, level and backfill and they 
range in size from 58- to 84-inch work-
ing widths 
Grde 203 on reader service card 
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FrontRunner 
PowerRoute 2000 
• Integrated business manage-
ment programs for lawn ser-
vice, pest control and other 
similar services 
• Eliminates the need for sepa-
rate accounting, contact man-
agement, routing and schedul-
ing software 
• Includes simplified access screens 
• The first Windows 95/98/NT 
tool available in the industry 
Grde 204 on reader service card 

MTD Pro String 
Trimmers 
• Heavy-duty anti-vibration 
mounts 
• High power-to-weight ratio 
• Tap-n-go head 
• Anti-winding head elimi-
nates grass build-up around 
head 
• 2-piece commercial-grade 
filtration system provides in-
creased engine protection 
• Throttle-lock 
Grde 206 on reader service card 

Howard Price 
Vacuum 
Attachment 
• Collection container 
for the 360Z 
• Has a capacity of 10 
bushels 
May be dumped from 
the operator's seat 
• Vacuum can be installed or re-
moved with three pull pins 
• Turbine operates off of cutting 
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unit, eliminating the need for an 
auxiliary engine 
Grde 205 on reader service card 

Thomas T-95S 
Skid Steer 

• Features a width of 36 
inches and a height of 71.4 
inches 
• 900 pounds lifting capacity 
• Two-bucket cylinders pro-
vide high front-end strength 
• Powered by a 19.8-hp 
Kubota diesel engine 
• Power is transferred from 
the engine to the skid-steer 
loader's hydrostatic pumps 
through a double universal 
joint 
• Travel speed is 5 mph 
• Has a breakout force of 
more than 2,200 pounds 
• Has an operating weight of 
2,983 pounds 
Grde 207 on reader service card 



Dayni Irrigation 
Controller 
• Four programs per day, 
eight start times per day 
• All programs can be indi-
vidually enabled/disabled 
• Each program consists of 
two start times 
• Watering can be done on 
specific days of the week, odd/ 
even days or skipped 
• Program memory is inde-
pendent of battery/electricity 
• Controller can be pro-
grammed before installation 
• Soil moisture probe/auto-
matic rainswitch capabilities 
Circle 208 on reader service card 

Encore Front Cut 
Prowler Mower 
• Wide-area, zero-turning 
radius 
• Has a dual path hydro-
static drive 
• Powered by either a 20-hp 
water-cooled Kawasaki or 
22-hp air-cooled Kohler en-
gine 

j • Option of single or dual 
tail wheels 
• Has a new blade cutter/ 
housing design 
• Cutting height ranges 
from 1 to 5 inches with 
single lever adjustment 
Circle 209 on reader service card 

Rohm & Haas Dimension® 
Crabgrass Preventer 
• Crabgrass treatment for both lawns and landscape beds 
• Non-staining 
• Can be applied around more than 150 types of flower-
ing plants, shrubs and trees 
• Available in emulsifiable concentrate and fertilizer for-
mulations 
• Application rates are 1.5 ounces per 1,000 square feet 
for liquid concentrate or .5 pounds of active ingredient 
(dithiopyr) for fertilizer formulations 
• Spring, mid-summer and fall applications can be made 
Circle 210 on reader service card 

Great Dane 
Chariot Jr. 
• A compact zero-turning ra-
dius riding mower 
• Features a low center of grav-
ity and seat height 
• Forward speed ranges to 
10 mph 
• Available in 48- and 52-inch 
cutter decks 
• Has a 23-inch Turf Master 
drive wheel 
• Powered by a 17-, 19-, 21-
or 23-hp twin cylinder 
Kawasaki engine 
Circle 211 on reader service card 

Ryohi 4-cyde 
engine brushcutter 
• Weighs 14.4 pounds 
• Includes an 8-inch 
brushcutter blade and a .095-
inch dual line string trimmer head 
with an 18-inch cutting path 
• Features a split boom ex-
tended length aluminum shaft 
• Accepts TrimmerPlus® 
attachments 
Circle 212 on reader service card 

Ryan® Aerators 
• Walk-behind family includes 
Lawnaire IV, Lawnaire V and 
Lawnaire 28 
• Self-propelled 
• 19-inch aerating swath on 
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the Lawnaire IV, 26.5-inch 
aerating swath on the 
Lawnaire V and 28 inches of 
aerating swath on the 
Lawnaire 28 
• Lawnaire IV and V come 
equipped with .75-inch diam-
eter tines 
• Lawnaire IV is powered by 
a 3.5-hp Briggs and Stratton 
engine, Lawnaire V has 
a 4-hp Honda engine and 
Lawnaire 28 has an 8-hp 
Kawasaki engine 
Circle 213 on reader service card 

1999 Plant 
Introductions 
• Audubon Habitat Collec-
tion plants to attract birds 
and butterflies 
• Heat zone designations in-
cluded on its labels 
• Shrubs include Sunrise Var-
iegated Abelia, Pink Splendor 
Mirror Plant and Diabolo 
Ninebark 
• Pink Spice Cranesbill Gera-
nium perennial is available 
• New citrus include Varie-
gated Calamondin Mandarin 
Orange and Cocktail Grape-
fruit 
• Bamboo available will be 
Dwarf Whitestripe Bamboo 
• Also available will be fra-
grant garden, tropical garden 
and shade garden varieties 
Grcle 214 on reader service card 

AgrEvo ProStar® 
7 0 W P Fungicide 
• New formulation 
• Contains 40 percent 
more active ingredient 
than 50WP formulation 
• Contains 38 percent less 

carrier and more wetting 
agents and dispersants 
Grde 215 on reader service card 



Proline 
MODEL 22040 
SALE PRICE 

$799.00 

21" C O M M E R C I A L 
S E L F - P R O P E L L E D 
R E C Y C L E R ! M O W E R 
REAR BAG I N C L U D E D 

IRRIGATION 
LANDSCAPE 
WHOLESALE 

DALLAS, TX 
214-406-0222 
TOLL FREE 

1-800-284-0205 

USE READER SERVICE #103 

Mobile-Trak™ 
"The Invisible Passenger" 
• T r i p s (S tar t , S t o p , D i s t a n c e ) 
• A c c u r a t e M i l e a g e L o g s 
• O f f H o u r U s a g e 
• S p e e d s 
• Id le T i m e 
• D r i v i n g H a b i t s 

C o m i n g S o o n . . . 
Mobile-Trak™ II 

O p t i o n s I n c l u d e : 
• T r a c k i n g o f 8 A c c e s s o r i e s 
• G P S for V e h i c l e Loca t ion 
• D r i v e r T e r m i n a l s 
• R a d i o D a t a T r a n s f e r 
• R e a l - t i m e T r a c k i n g 
• J 1 7 0 8 B u s I n t e r f a c e 
• A c c i d e n t R e c o r d i n g 

NeoTech Products, Inc. 
Toll Fre« 888-978-8313 www.neotech.covn 

New! 
Lawn 

Assistant 
III 

The # l software for 
the Green Industry 

just got bet ter! ' 

Call today: 
(800)422-7478 

for a free 
demo video 

USE READER SERVICE #104 

Zeneca Heritage® 
fungicide 
• Combines the highest levels of fungi-
cidal activity with turfgrass safety, a low 
risk toxicological profile and a reduced 
risk environmental profile 
• Acts both preventatively and cura-
tively against more than 18 turfgrass 
diseases 
• Controls both brown patch and 
Pythium, as well as leaf spot, red 
thread, take-all patch, summer patch 
and anthracnose 
• Broad spectrum, reduced risk product 
approved for turfgrass disease control 
Grde 216 on reader service card 

Powertedi E-Z 
Vib Plow 
• Designed to install underground flex-
ible pipe up to VA-inch diameter or elec-
tric wire and communication cable 

• Features optional pull and feed blades 
adjustable to a depth of 12 inches ground 
cover 
• Driven hydraulically 
• Attachment can be adapted for mount-
ing on any tractor or skid-steer loader 
that will provide a hydraulic power sup-
ply of at least 8 gpm at 2,500 psi 
• Can be used in tight spaces 
Grcle 217 on reader service card 

$7250 Hydro 
3 a c r e s per fil l 

1 /3 a c r e 
per fil l 

F r e e V i d e o ( 8 0 0 ) 3 4 6 - 2 0 0 1 

: $3750 Ride-on 

3 /4 a c r e 
per fil l 

USE READER SERVICE #101 USE READER SERVICE #102 

http://www.neotech.covn


Hunter Industries' 
Replacement Rotor 
• Replacement kit for worn or 
broken pop-up impact sprinkler 
heads with a gear-driven 
mechanism 
• Kit includes a Hunter PGP 
rotor, interchangeable nozzle 
rack, bucket cover ring and ad-
justment tool 
• Replacement takes place by 
'threading out' impact head and 
replacing with new sprinkler 
• No tools or adapters required 
• No disruptions to pipe, fit-
tings or landscape 
Circle 218 on reader service card 

Mitsubishi Fuso 
Trucks 
• Range from 11,600 pounds/ 
GVWR to 32,900 pounds/GVWR 
• Has steel side impact beams 
• Wide windshield and low-cut 
door windows 
• Electronically controlled gov-
ernor regulates engine speed 
Circle 219 on reader service card 

Shindoiwo 
Backpack 
Blower 
• Hits 195 mph air velocity 
• Air-cooled, 2-cycle engine 
with chrome cylinder and 2-
ring piston 
• Improved throttle and fuel 
shutoff controls 
• Walbro WYJ diaphragm car-
buretor with primer pump for 
all-piston operation 

• Features all transistor elec-
tronic ignition 
• Forced air cooling 
•High-capacity dry element 
air filter 
Circle 220 on reader service card 

K B 804 Mini Excavator 
• Weighs 4 tons 
• Features a variable displacement piston 
pump 
• For digging, rock-breaking and dozing 
performance against walls or in other con-
fined areas 
• Features a strengh-tested cast-iron 
kingpost, as well as a 90-degree boom 
swing to the left and a 50-degree boom 
swing to the right 
• Achieves a maximum digging depth of 
10 feet, 3 inches and a dig height of 15 
feet, 5 inches 
• Has a maximum bucket breakout force 
of 4,974 pounds and a dipper breakout of 
3,929 pounds 

NEW PRODUCIS 

Brown EdgeMaster 
• Powered by a 4-hp GX120 
Honda engine 
• Steel construction 
• Equipped with 8-inch pneu-
matic balloon tires 
• Dual purpose lever engages the 
blade and adjusts blade depth 
• Blade mounts on a V -̂inch 
shear bolt to protect the spindle 
• Hollow 1-inch spindle 
provides larger bearings for 
longer wear 
Circle 222 on reader service card 

• Hydraulic system utilizes a variable displacement 
piston pump supplying a maximum of 24 gpm 
• Bucket selection ranges from 9 inches up to 4 feet. 
Circle 221 on reader service card 

Ser Bayleton®50 
and Ornamental 

Fungicide 
• Controls and prevents many 
turf fungal diseases including 
dollar spot, brown patch, sum-
mer patch and other diseases 
on turf, flowers, foliage plants, 
shrubs and shade trees 
• Systemic action offers residual 
control off up to 30 days 
Grcle 224 on reader service card 

Weather-Matic LX 
Series Pop-up 
Sprayheads 
• Includes 3-, 4-, 6- and 12-
inch models 
• T-Plug™ flush cap 
• Universal standard female 
thread nozzles 
• Ribbed design 
• Features two pressure-acti-
vated wiper seals to prevent 
"stick-up" problems 
• Operating range is 15 to 70 psi 
with zero flow-by at 8 psi 
Grcle 225 on reader service card[¡J 

• Increased travel speed to 
6.6 mph 
Grcle 223 on reader service 
card 

Bob-(at®753 
Skid-Steer 
Loader 
• Powered by a 43.5-
hp Kubota Diesel en-
gine 
• Has a rated operat-
ing capacity of 1,350 
pounds operating capacity 
• Up to 14.3 gpm of hy-
draulic flow 



PRODUCT PROFILE 

IRRIGATION 
DESIGN DONE 
EASY 
WHEN YOU'RE regularly 
competing against two or three 
firms for the plum commercial 
installation jobs, knowing your 
estimates are accurate and turn-
ing your designs around in a 
hurry is critical to your success. 

For Earth Irrigation & 
Landscaping, McAllen, Texas, 
three irrigation crews and four 
landscape crews are kept busy 
installing new projects through-
out the Rio Grande Valley. 

Tim Gindele, landscape site 
engineer for the company, said 
that it designs about three large 

commercial installation jobs 
and five to 10 residential jobs a 
week. A big factor in the 
company's ability to create so 

\ % . 
tion & Landscaping has been 
the software package RainCAD 
from Software Republic, Hous-
ton, Texas. "RainCAD lets us — j — j j - - - — - — 

many designs is its use of com- design complex irrigat 
puter design software. 

But in addition to time sav-
ings generated off of the three 
computer-aided design stations 
the company uses, what really 
matters to Gindele is the 
software's ability to provide in-
stant and accurate material 
take-offs right from a design. 

"We can put designs on pa-
per sooner and get accurate 
take-offs in a snap now," he 
emphasized. "That was the tar-
get for us because you can't 
have a crew get to the job and 
find out that it doesn't have 
the right materials for the job." 

The answer for Earth Irriga-

t i o n sys-
- tct«s wittf multiplejvater 

source^meters or ptnTSps and a 
"large, integrated system with 

multiple controllers in one con-
tinuous drawing," Gindele 
noted. "That's essential for 
computing the system's hy-
draulics, which the software 
does as well, so you know you 
have a functioning system." 

The material take-offs are 
done from the software's irriga-
tion and landscape material da-
tabases, which are standard 
with the program. "All we had 
to do was go through the data-
bases and set our prices, then 
when something is placed on 

the drawing we click on 'ma-
terials take-off and it's done," 
Gindele shared. "The same is 
true for area take-offs for 
mulch or ground cover, and it 

erforms labor calculations." 
ry landscape and irriga-

tion system design the com-
pany produces comes off of 
the computer now, which 

ndele estimated requires a 
f /Of, to 45-day learning curve, 

software is particularly 
pful when we're working 

with a landscape architect and 
the design will be revised four 
or five times," he added. "A 
total revision probably only 
takes four hours compared to 
an entire week if it's done on 
paper. - Bob West ID 

Grcle 200 on reader service card 

Climi /UoghI tU... 

N E W J E R S E Y 
L A N D S C A P E 9 9 AT HARMON MEADOW 

SECAUCUS. NEW JERSEY 

"Meeting the Needs of the Green Industry Professional" 
22nd ANNUAL TRADE SHOW and CONFERENCE 

WEDNESDAY, FEBRUARY 24,1999 
8:30 A.M.-4:30 P.M. 

'TRADE SHOW: A world of new ideas, methods and materials awaits the green industry professional at NEW 
JERSEY LANDSCAPE '99. Time and money savings for landscape contractors, lawn care operators, chemical 
applicators, grounds maintenance supervisors, irrigation installers, arborists, cemetery managers, property 
managers, school building/grounds supervisors, parks and recreation supervisors, municipalities and related 
occupations. See over 150 companies exhibiting everything you need to be successful in today's economy. 

'CONFERENCE: Seminars presented by Rutgers University Cooperative Extension Service. 
DEP Recertification credits offered. 

SPONSORED BY: 

H E W JERSEY L A N D S C A P E CONTRACTORS ASSOCIATION 
630 Vallay Court. Wtstwood. HJ 07675 • (201) 664 6310 • Fai (201) 664-7014 AND 
HTTP //MEMBERS AOL C0M/NJI19M/1NDEX HTML ASSOCIATED LANDSCAPE CONTRACTORS OF N.J. 

Produced by the California 

Landscape Contractors 

Association. For further 

information on seminars, 

registration or hotels, call 

(916) 448-2522 or visit our 

website at http://www.clca.org 

Long Beach 
Convention Center 
Wednesday, March 31 
8am to 5pm 

Thursday, April l 
8am to 4pm 
$5 «m* ngutreim btgns wdi day at 7M 

THE 1 9 9 9 
LANDSCAPE 
INDUSTRY 
S H O W g p p g 

wi 
I ét 

LTP 

ANNIVERSARY m 

V CALIFORNIA 
L A N D S C A P E 

, C O N T R A C T O R S 
ASSOCIATION 

It's the 20th Anniversary of the biggest one-stop-shopping venue 

on the West Coast for landscape and irrigation professionals 

Over 600 exciting exhibit areas 

The hottest new equipment and products 

Fantastic foctory experts 

Sensational bring-a-friend-for-free seminars 

Special US hotel discounts 

FREE admission with pre-registration 

Online registration at http://www.cko.0fg 

http://www.clca.org


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 
available on classified display ads at $175.00 addi-
tional. 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., Cleve-
land O H 44113. Fax: 216/961-0364. 

BUSINESS O P P O R T U N I T I E S 

PUTTING GREENS 
Professional Synthetic Golf Greens 

) Keep your crews busy all year. 
) Buy manufacturer direct. 
) 300 sq. mile protected territory. 
) Carry no inventory. 
) Excellent add on service. 
) Many extras. 

IJ iTT-

VIDEO 

A L U P R O 
P U T T I N G ! G L E E N S 

1-800-334-9005 

BIDDING FOR PROFIT 
Grow Your C o m p a n y 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-
fill and those found to be ineffective. 

LETTERS FOR SUCCESS 
(set o f 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 
3 9 3 0 - B Bardstown Road 

Louisville, KY 4 0 2 1 8 
8 0 0 / 8 4 5 - 0 4 9 9 

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 
D e c o r 

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 po-
tential 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: 708/744-6715 or FAX: 630/910-8100 or 
REPLY T O : 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, M N 55370; 
800/832-9635. FAX: 320/238-2390. 

DESIGN TO SELL 2nd Edition 
A COMPLETE GUIDE TO 

DESIGNING AND 
SELLING LANDSCAPE PROJECTS 
Contains 9 Chapters and Helpful Graphics 
Design T o Sell will show you the process of 

obtaining construction accounts, preparing a 
landscape plan and submitting a winning estimate. 

Newly revised version now available. 
Send $24.95 Check or Money Order To : 

C L D D E S I G N 
PO B O X 125 

North Andover, MA 01845 
Money Back Guarantee 

Shipping & Handling included 

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. 

B U S I N E S S E S FOR SALE 

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. 

LANDSCAPE CONSTRUCTION CO.—BOSTON 
Established leader in desirable market. Selling for $ 1.2 
million, equipment and real estate negotiable. Turnkey 
operation. Owner will remain indefinitely. Ideal 
merger with maintenance or building company. Send 
inquiries to: P.O. Box 2050, Framingham, MA 01703. 

LANDSCAPE/SNOW REMOVAL 
Well established, medium size, one million plus, 
landscape and snow removal company, with 38 years 
of servicing corporate, commercial and industrial 
accounts in the Northern Illinois area is now for sale. 
All contracts, accounts, equipment, and general in-
formation is for sale to a mature, ambitious, knowl-
edgeable person. This person will have to have some 
background in the industry to be qualified for this 
purchase. Please fax your background and qualifica-
tions to us. We will reply in confidence to you. FAX: 
847/634-3910. Attn: Bob. 

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, N Y 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. 

http://www.christmas-decor.com
http://www.nl-amer.com


CLASSIFIEDS 
COMMERCIAL LANDSCAPE MAINTENANCE 
Commercial landscape maintenance business includes 
tree trimming and installation. Orange County Califor-
nia. 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. 

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 

¡IKE A SKILLED" 
J LANDSCAPE 
I DESIGNER 
I Home study course. Cre-

ate beautiful lawns, gar-

Idens, courtyards, plantings, 
and walkways. Start a profit-

Iable business of your own. 
Send or call 24 hours a day. 

I F R E E C A R E E R L I T E R A T U R E : 8 0 0 - 2 2 3 - 4 5 4 2 | 

H I 

FOR SALE 
FINANCING 

MOWERS 

e( ) 
I 
^ P C D I , 430 Technology Pkwy., Norcross, GA 3 0 0 9 2 j y j j p J R U ( | ( $ 

City/State Zip | 

The School of Landscape Design, Dept. GTA668 I 
PCDI, 430 Technology Pkwy., Norcross, GA 30092 

L E T T H E G O V E R N M E N T F I N A N C E your small 
business. Grants/loans to $800,000. Free recorded 
message: 707/448-0270. (NK8) 

FREE 1999 MKILANDSCAPERS 
SUPERSTORE™ CATALOG 
Buy direct and save! Engines, equipment, parts and 
accessories. Call M O H A W K I N D U S T R I E S 800/ 
724-2229 for your F R E E C A T A L O G . U p to 90-day 
terms. Trimmer line, filters, blades, belts, safety sup-
plies, 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 - U N I D E N - R A D I U S 
escape N E X T E L go 900 w us 

Call: 800/779-1905 

WINTER-SNOW PLOW SUPPLIES 
G E T READY F O R 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 Awav Mount For TGS05-Part No . 025000 
$179 .95 
Cutting Edges as low as $41.00! Trip Springs for 
Meyer or Western Item No. H 0 7 0 1 7 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 . H 5 6 1 3 3 $79.99 

We've got great pricing on Winter Supplies 
and Plow Parts. 

Call Today and ask for our New Winter Catalog. 
Call: 1 - 8 0 0 - G E T - S A L T 

CONCRETE PROFITS FROM CURBMATE 
Since 1983 Curbmate Corporation has been beauti-
fying landscapes throughout the U.S. C U R B M A T E ' 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 
discount. 801/262-7509. 

CHRISTMAS DECORATING SEMINAR 

Christmas Seminars '99 
C H R I S T M A S D E C O R A T I N G S E M I N A R S 
Especially des igned "EARLY-SEASON" 
for Ex tenor Landscape Contractors! 
TWO DAY CRAM COURSE: 
FRI. * SAT., MARCH 19,20,1999 J f ^ 

Call Kathy Johnson a t (412)281-6352 Fax (412 )281 -4775 

(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 
F M C 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 

(2) H O W A R D P R I C E M O W E R S 
• Model 1260 - 10' batwing 

• 2nd Season - Approximately 1,000 hours 
and 700 hours 

• 4 - W D spare tire / blades 
• Diesel engine - roll over protection 

Excellent Condition - Call 847/695-0080 

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 
TREE EQUIPMENT 
For Sale: 1994 Tree Boss ball grabber. A real labor 
saver. Asking $4,900. 

Edwards Tree Service 
Amherst, O H 44001 
Days: 440/988-4477 
Eves: 440-984-6750 

MANAGEMENT SEARCH 
GREENSEARCH 
Career Opportunities! 

Plan your next career move from the 
comfort of your home. Visit our Website 

today, review our Green Industry 
Career Opportunities and complete a 

confidential application online. 
www.greensearch.com 

or call GreenSearch toll free: 
888 /375-7787 

GREAT CAREER OPPORTUNITIES 
Large Charlotte, N .C . , landscape company is seeking 
highly qualified, self-motivated professionals. Posi-
tions include: 

• Maintenance Foremen 
• Landscape Foremen 
• Landscape Designer 
• Horticulturist/Color Specialist 
• Landscape Billing/Job Tracking 

Send resume to The Metrolina Landscape Co., P.O. Box 
669003 , Charlotte, N C 28266 or call 704/392-9501. 

EMPLOYEE SEARCHES 
Florapersonnel, Inc. 
in our second decade 
of performing con-
fidential key 
employee searches for the 
landscape industry and allied 
trades worldwide. Retained 
basis only. Candidate contact welcome, confidential 
and always free. Florapersonnel Inc., 1740 Lake 
Markham Road, Sanford, FL 32771. Phone 407/320-
8177, Fax 407/320-8083. Email: Hortsearch@aol.com 
Website: http//www.florapersonnel.com 

http://www.trims.com
http://www.greensearch.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com


CLASSIFIEDS 
CAREER OPPORTUNITIES 
Ohio's largest landscape architect and contracting 
Firm seeks candidates in the following areas: design/ 
sales, installation, and maintenance. Excellent com-
pensation, benefit, and relocation packages offered. 
We expanded to 5 locations in 1998, and want to 
continue. Send resume to Yardmaster, Inc., Attn: 
Elizabeth Dennis, 1447 N. Ridge Rd., Painesville, 
OH 44077. Fax 440/357-1624. 

DIVISION MANAGER 

IPM SPECIALISTS 
Connecticut's best tree care company, located in 
Fairfield County, needs qualified, motivated, lawn 
care IPM specialists and tree and shrub IPM special-
ists to grow with our successful company. Must 
obtain C T supervisory license and have two years 
experience and/or a degree in Horticulture/Agronomy. 
We provide year-round employment to a qualified 
individual, plus medical and dental insurance, 40IK, 
and paid vacation. Starting salary $30,000 plus, de-
pending on experience and qualifications. Send re-
sume to Bob Horan at Bruce S. Pauley Tree Care, 
Inc., P.O. Box 878, New Canaan, C T 06840-0878, 
or call 203/966-0869 for an appointment. 

GROWTH OPPORTUNITIES 

SAVALAWN-

Are 
you 
ready 
to make 
a change? 
We've been looking for you. Someone who 
possesses the skills, knowledge & motivation 
to join our winning team of professionals. We 
have lawn care specialist and lawn care sales/ 
consultant opportunities available. Currently 
operating 9 branches in NY, MA, NJ & CT 
with plans to expand throughout the north-
east & beyond! C o m e G r o w W i t h U s ! 

Please send/fax resume to: 
SavaLawn 
Attn: Recruiting 
205 Adams St. 
Bedford Hills, NY 10507 \1M 
fax: 914-666-5843 

i l i l 
NATl. 'KAL C H O I C E l 

A Niluit'i Tret». IK. company 

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. The 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. 
We offer generous salaries, profit distribution, com-
pany vehicle, health/dental/life insurance, and 401k 
with company match. For immediate, confidential 
consideration mail, fax or E-mail resume to Gachina 
Landscape Management, Inc., 1130 O'Brien Dr., 
Menlo Park, CA 94025, Fax: 650/853-0430, E-mail: 
jobs@gachina.com 

EXCITING CAREER OPPORTUNITIES 
FOR VEGETATION MANAGERS 
Rapidly growing Vegetation Management Company 
is looking for experienced Division Managers to work 
out of our regional and branch locations throughout 
the U.S. Must have a minimum of two (2) years 
experience in Vegetation Management and/or a de-
gree in horticulture/arboriculture/urban forestry or 
related field. Must be self-motivated, decisive, cre-
ative and have strong organizational skills. 
WE OFFER: • Excellent starting salary 

• Company paid health insurance 
• Excellent working environment 
• Bonuses 
• Vacations 
• 401k Program 

For career opportunity and confidential consider-
ation, send or fax resume, including geographic pref-
erences and willingness to relocate to: 

D e A N G E L O B R O T H E R S , I N C . 
Attention: Paul D. DeAngelo 

100 North Conahan Drive 
Hazleton, PA 18201 

Phone: 800/360-9333 
Fax: 717/459-5500 

EOE/AAP/M-F 

LOCATE IN ONE OF FIVE GREAT CITIES! 
Tell us what city you prefer! We are a leading lawn 
care company that has been in business for 30 years 
with locations in Cleveland, Fort Wayne, Indianapo-
lis, Pittsburgh, and St. Louis. We are accepting re-
sumes for branch managers and branch manager 
trainees. Our trainee packages average $35,000 to 
$40,000 per year and our branch manager packages 
average $75,000 to $80,000 per year. Both trainee 
and branch manager benefits include generous sala-
ries, health benefits, new personal vehicles and a large 
year end bonus, loin a fast growing company that 
"really cares" about its employees! Branch manager 
applicants should have managerial experience, and 
trainee applicants should have assistant manager ex-
perience. Send or fax resume to: Kapp's Lawn Special-
ists, Michael Markovich, 4124 Clubview Dr., Fort 
Wayne, IN 46804. Fax: 219/432-7892. 

BRANCH MANAGER 

BRANCH 
MANAGER 

TANDEM 
LANDSCAPE 

COMPANY 

Industry leader, award winning, 
full service firm in Chicago west-
ern suburbs seeks aggressive soles 
and client-oriented individual to 

_ _ be accountable for a multi-million 
dollar growing branch operation 

and be part of the senior management team. Responsibilities 
include sales growth, budgets, estimating, bidding contracts, 
quality control, training and staff development, motivating sales 
staff, client interaction, operations management and brancn prof-
itability. Horticultural/Business degree or similar a must, along 
with working knowledge of oil grounds maintenance operations 
and proven leadership and sales record. This is an excellent career 
opportunity for an 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 
o very impressive pay for performance incentive program, car 
allowances, health insurance, 4 0 1 k and more). To join an aggres-
sively growing firm and for immediate confidential consideration, 
c a l l / f a x / o r mail resume to: 

TANDEM LANDSCAPE COMPANY 
Attn: Mark Sorrentino 
33W480 Fabyan Parkway, Suite 101 
West Chicago, Illinois 60185 
( 6 3 0 ) 2 3 2 - 1 7 0 0 
Fax to ( 6 3 0 ) 2 3 2 - 6 3 7 0 

IRRIGATION PROFESSIONALS 
Oasis Irrigation Systems, Inc. of Atlanta, GA, is accept-
ing resumes and inquiries for positions within our orga-
nization. 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 of our family. 
Phone 770/913-9033, Fax 770-913-0180. 

LANDSCAPE MAINTENANCE MANAGER 
Upper scale landscape firm seeking Maintenance Man-
ager with a minimum of 3-5 years prior experience 
and possess Horticulture Degree. Responsibilities will 
include Customer Relations, time/quality of mainte-
nance crews via Supervisors, Prospective new cus-
tomer sales/estimating. Must be self-motivated, well 
organized and the ability to oversee others. Salary 
commensurate with prior work experience. Excellent 
benefits. If interested in working with quality com-
pany, please fax/send resume with salary history to: 

James Michael, Inc. 
c/o Bill Stewart-General Manager 

25650 N. Gilmer Rd. 
Mundelein, IL 60060 

Tel. 847/438-8144 
Fax: 847/438-8395 

I t t* advertise LK^cuv* & cituúlfietU. 
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(LA IFIED 
SALES 
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 30 year old company 
that's "on the move." We 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, 4124 Clubview Dr., Fort Wayne, IN 
46804. Phone: 219/436-4336, Fax: 219/432-7892. 

IRRIGATION OPPORTUNITIES AVAILABLE 
The Green Plan, Inc., a full service landscape mainte-
nance and irrigation service company located at the 
base of the Colorado Rocky Mountains, is expanding its 
irrigation division. Positions include excellent compen-
sation and full benefits. Immediate openings available. 
Please fax resume or forward to address below. 

IRRIGATION DIVISION MANAGER 
Position includes scheduling, hiring and training of 
service technicians. Must be experienced in all phases 
of service of commercial irrigation systems and have 
excellent troubleshooting skills. 2-4 years of manage-
ment experience is preferred. 

IRRIGATION SERVICE TECHNICIAN 
Position includes troubleshooting, repair and service of 
commercial irrigation systems. Must be experienced in 
repair of commercial and large open space irrigation 
systems. 2 years of service experience is preferred. 

THE GREEN PLAN, INC. 
P.O. Box 17338 

Boulder, Colorado 80308 
303/938-8230 Phone 

303/938-8137 Fax 

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. Minimum 3 years in-field experience. Must have 
references, be self-motivated and well organized. Char-
lotte, NC 704/598-2266. 

LANDSCAPE/IRRIGATION 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, ethi-
cal individuals. Design/sales experience a plus. Must 
be willing to continue education and licensing pro-
vided 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, TX 75013. Fax your resume to 972/562-6265. 
Call our office with questions 972/562-8873. E-mail 
us at lmi@airmail.net 

SALES MANAGER 
Growing company seeking sales manager with a hor-
ticulture background. Benefits, paid holidays and 
vacation. Send resume to: Lawn Tech Inc., 755 
Moore Road, Avon Lake, OH 44012. 

IRRIGATION TECHNICIAN 
Repair specialist needed for 18-year old company 
located in McKinney, Texas. Three years experience 
with references. Clean driving record. Installation 
experience a plus. Neat appearance, loyal, honest, 
ethical, individuals. Must be willing to further educa-
tion and licensing at company expense. We pay above 
industry standards for the right individuals. Mail your 
resume to LMI, P.O. Box 736, Allen, TX 75013. E-
mail: lmi@airmail.net. Call our office with questions 
972/562-8873. Fax 972/562-6265. 

LANDSCAPE OPPORTUNITIES 
Our continued growth has us searching for top quality 
people to join our team in the following positions: 

• Landscape Maintenance Manager 
• Landscape Designer/Sales 
• Customer Service Manager 
• Landscape Foremen 
• Irrigation Manager 

Self-motivation and experience required. Please fax or 
mail resume with recent salary history to: 

LAKEVIEW LAWN A LANDSCAPE 
4477 County Road 1 

Canandaigua, New York 14424 
Phone: 716/394-6701 

Fax: 716-394-0962 

DEPARTMENT MANAGER -
CONSTRUCTION AND MAINTENANCE 
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 inven-
tory; and budget and profit control. Excellent career 
opportunity with growing, progressive company with 
outstanding 20-year service record. Competitive sal-
ary and benefits. Send or fax resume to Jacobsen 
Landscape Design and Construction, 41 Birch Street, 
Midland Park, NJ 07432. 201/444-4334. Attention: 
Personnel Department. 

LANDSCAPE SALES 
South Florida full-service landscape company has 
immediate opening for a highly motivated sales pro-
fessional. Applicant must have minimum 3 years 
experience in the landscape industry, strong interper-
sonal, communications and organizational skills. Sal-
ary plus commission, medical and dental. Growth 
opportunity. Fax resume to Carolyn 561/997-0971 
or call 800-718-9619. Drug Free Workplace. EOE 

LANDSCAPE FOREMAN 
Professional, full service landscape company, located 
on Florida's West Coast, seeks experienced landscape 
foreman. Looking for someone with good leadership 
ability that can efficiently run a crew and equipment. 
Should also possess good communication skills. Must 
be dependable. Salary negotiable. Fax or mail resume 
to: HNI, 2150 Alternate 19, Palm Harbor, FL 
34683. Fax 727/787-9824. 

LANDSCAPE MAINTENANCE 
REGIONAL MANAGER 
We are seeking an individual who possesses strong 
leadership, communication, and grounds mainte-
nance skills. We are setting up a regional office in the 
southeastern part of the United States to manage 
several large grounds maintenance contracts through-
out the south. Applicant should have technical and 
practical knowledge of equipment, materials, plants, 
irrigation practices, arbor care, and pest control. 
Computer literacy a plus. Salary based upon experi-
ence and accreditations. Mail resume to Maintenance 
Engineers, 970 West Broadway #452, Jackson, Wyo-
ming 83001. Or FAX resume to 307/733-8324. 

LANDSCAPE CONSTRUCTION MANAGER 
Grant's Landscape Services, Inc. a well-established 
industry leader in the Eugene, Oregon area has man-
agement positions open in our landscape construc-
tion division. Duties would include estimating, project 
supervision, customer relations, some purchasing and 
possible other management duties. Compensation at 
top of industry norms. Appropriate education/expe-
rience required. Please mail or fax resume to: P.O. 
Box 221, Springfield, OR 97477; Fax 541/726-9183. 

ROCKY MOUNTAIN PARADISE 
Join us in Boulder, Colorado, the #1 rated city in the 
West. L.I.D. Landscapes is an award winning, full-
service design/build, irrigation and maintenance firm. 
We seek four special people to fill key roles which will 
help us continue our 20 years of success and reach our 
goals for growth in 1999. Immediate openings are 
available for: 

• Maintenance Department Manager 
5-10 years of management experience; 
• Irrigation Department Manager 
5-10 years of design, installation and service 
experience 
• Residential Maintenance Account Mgr. 
2-5 years of field and office experience 
• Landscape Architect/Project Manager 
2-5 years of design/build experience 

Each position requires applicable education and pro-
fessional credentials. L.I.D. provides competitive com-
pensation and maintains a team-oriented atmosphere 
that nurtures our individual and collective success. To 
learn more, call Philip G. Loughman, President, 303/ 
440-7833 or fax your resume to 303/440-6041 and 
we'll call you! 

ESTIMATOR/DEPARTMENT HEAD 
All Phase Landscaping is searching for a career-ori-
ented individual to manage our estimating depart-
ment for construction and maintenance departments. 
APL is a fast growing Denver Colorado company with 
$7 million in revenue. APL is a commercial landscape 
company working with developers, property manag-
ers and bid table projects. We need a self-starter with 
experience in estimating projects between $50,000 to 
$5 million. Computer experience a must, CAD help-
ful. Come join a winning team. Salary commensurate 
with experience. Send resume to: 

ALL PHASE LANDSCAPE 
Richard Wilbert 

1301 S. Pierce Street 
Lakewood, CO 80232 

mailto:lmi@airmail.net
mailto:lmi@airmail.net


GENERAL MANAGER 
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-mo-
tivated and experienced, and able to perform well in 
sales and customer and personnel management. Ben-
efits and salary based on experience. Send resume to 
14404 Falling Leaf Dr., Darnestown, Maryland 20878. 

LANDSCAPE/SPRINKLER 
CREW LEADERS/CREW MEMBERS 

Work in the Booming Pacific Northwest 
Soundview Landscape & Sprinkler Co. is a design/ 
build landscape contractor seeking experienced Land-
scape/Sprinkler Crew Leaders and Crew Members. 
Crew Leaders must have three (3) years experience as 
a Crew Leader and six (6) years of landscape/sprinkler 
installation experience. Crew members must have 
two (2) years experience in sprinkler/landscape con-
struction, or landscape maintenance. We offer dental/ 
medical coverage. Salary based on experience. Mail, 
fax, or e-mail resume and salary history to: 

2327 Mountain View Ave. W. 
Tacoma, WA 98466 
Fax: (253) 565-8070 

E-mail: <info@soundviewls.com 

POSITIONS AVAILABLE 
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 $250K 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 of 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 WSRI, 11730 Wadsvorth Blvd., 
Broomfield, CO 80020 or Fax 303/465-2478. 

LANDSCAPE PROJECT MANAGER 
Landscape Project Manager to oversee all phases of 
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 qualified Irrigation Techni-
cians, Licensed Chemical Applicators, Financial Con-
troller, as well as individuals for maintenance and 
installation positions in the spring of 1999. A mini-
mum of 2 years experience and/or a related college 
degree. Salary commensurate to experience. Benefits 
available. Bilingual a plus. Please mail or fax resume 
to: Johnie's Garden, Inc., P.O. Box 5115, Vail, CO 
81658, fax 970/827-5696, phone 970/827-9200. 
E.O.E. 

IRRIGATION OPERATIONS MANAGER 
INSTALLATION CREW LEADER 
IRRIGATION TECHNICIANS 
One of the Northeast's most dynamic tree and lawn 
care companies is seeking irrigation professionals to 
join our winning team. Our continued strong growth 
has opened management/sales and field opportunities 
in Southampton, NY to provide irrigation installa-
tion and maintenance services to an elite clientele. 
IRRIGATION MANAGER. 3+ years experience in a 
managerial capacity with sales/customer service and 
profit orientation, and strong knowledge of irrigation 
installation, maintenance and sales. IRRIGATION 
CREW LEADER: 2-3 years experience in installation 
and maintenance. IRRIGATION TECHNICIAN: 
1+ years experience in maintenance of commercial 
and residential irrigation systems. Very competitive 
compensation, plus benefits, 401(k) retirement plan, 
and continuing education. Contact: SavATree, Re-
cruiting Dept., 205 Adams Street, Bedford Hills, NY 
10502 or Fax: 914/244-1364. 

TREE PRUNING & 
REMOVAL SUBCONTRACTORS 
Starting a new tree care business? Need more work? 
Keystone Tree Experts is seeking qualified tree prun-
ing and removal subcontractors in Southeastern PA. 
Call Bob McMullin for details. 215/348-4444. 

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 
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right now, and I can see benefits to shifting it 
either way," added Otdey. "I think we know 
enough about both markets to be profitable 
in either one, so we're not trying to steer 
ourselves in either direction." 

FROM BAD TO GREAT. Ottley admitted that 
when environmental pressures on the in-
dustry reached new intensities and contrac-
tors had to deal with new posting and 
notification laws in the 1980s, he became 
disenchanted with lawn care. 

"That was a nerve racking time because 
you never knew how the customers would 
react to new laws, and I got discouraged to 
the point that I was looking to sell the 
business," he recalled. "But no one was 
looking to buy a lawn care company in New 
York in the late 1980s." 

So Ottley let the business run without him 
and, in doing so, had his eyes opened to how 
poorly the company treated customers. 

"We weren't customer friendly at all," 
he said. "Phone calls were an interruption 
and service calls were a hassle. 

"That's when I decided we are in busi-
ness to help people take care of their lawns, 
and I got back involved in the business, but 
on the operations side instead of handling 
the administrative functions as I was be-
fore," Ottley continued. "It became my job 
to make sure we were looking at things 
from the customer's perspective and seeing 
service calls as opportunities." 

Ottley credited this internal shift, which 
earned the company recognition from Inc. 
magazine's Notable Performer contest, with 
keeping the company in business today. 

"Offering this level of service was a key 
for us to differentiate ourselves from the 
competition," he observed, returning to a 
common theme. "We set out to become the 
very best lawn and tree care service out 
there. If you don't have something to dif-
ferentiate yourself from the rest of the mar-
ket, it's next to impossible to win a price 
war, especially against some of the big com-
petitors out there." ID 

One Step Tree & Lawncare Inc., is located at 
4343 Buffalo Road, N. Chili, N.Y. 14514. 
Phone: 716/594-1095 

The author is Editor ofLawn & Landscape 
magazine. 
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;AVE A SICK DAY 
Let's be frank. A job interview requires taking 

some time off work. And no matter how much 

you rehearse, you're not going to fool anyone 

ECI C O N F I D E N T I A L J O B H O T L I N E 

1-888-OUR-TEAM 
APPLY BY PHONE IN J U S T MINUTES. 

with that nasal voice and intermittent cough. 

They know what you're up to. But if you're 

looking for work at one of the 

horticulture service industry's 

premier companies, your 

twenty-four hour flu 

d a y s a r e n u m b e r e d . 

Because at ECI , you can 

complete your first interview 

over the phone, at your convenience. 

Simply dial our job hotline, answer a few 

questions and hang up. Forget cover letters. 

And better yet, forget digging through the 

closet for that suit you bought ten years ago. 

So give us a ring. You'll be interviewing with 

one of the most prestigious firms 

in the green industry. ECI offers 

nationally recognized leadership to 

foster any career and the fifty-year heritage to 

ensure stability. Plus, we're constantly growing, 

so opportunity abounds in Landscape and 

Irrigation Management, Interiorscaping, Tree Care 

and Golf Course/Sports Turf Maintenance. 

Think about it. One phone call could 

lead to work locally or across the 

nation. Allowing you to save a sick 

day for what it was originally 

intended. You know, 

like a baseball g a m e 

or something . 

«g j E N V I R O N M E N T A L C A R E , I N C 

- A p a s s i o n f o r p e r f e c t i o n , . ™ 

an equal opportunity employer by choice 

Or apply online at our website: www.envcare.com 

a s u b s i d i a r y <>t e n v i r o n m e n t a l i n d u s t r i e s , i n c . 

http://www.envcare.com


Save installation time and reduce inventory 
with easy snap-in modules. 

It's not Magic 
It's Modular. 

Hunter ICC 
Control ler 
Upgrades from 
8 to 48 Stations 
in Minutes. 
Take a l ook at t h e n e x t g e n e r a t i o n in i r r i ga t i on c o n t r o l sys tems -

Hunte r ' s " un i ve r sa l " ICC. It q u i c k l y e x p a n d s f r o m 8 t o 48 s ta t ions w i t h 

easy, snap- in m o d u l e s . N o w a s ing le c o n t r o l u n i t can h a n d l e all res ident ia l 

a n d i n s t i t u t i o n a l j obs . Tha t m e a n s insta l lers a n d d i s t r i bu to r s can t r i m 

i nven to ry . A n d sti l l have t h e bene f i t s o f a h i g h - p e r f o r m a n c e p r o d u c t w i t h a 

fu l l r ange o f p ro fess iona l features. See t h e ICC at y o u r local d i s t r i b u t o r today . 

Hunter and on all institutional jobs up to 48 stations. 

T h e I r r i g a t i o n I n n o v a t o r s Call today for a free cata log 8 0 0 - 7 3 3 - 2 8 2 3 or see Hunter at www.Hunter lndust r ies .com 

http://www.Hunterlndustries.com

