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WAIT ING. 

"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 of things you couldn't do with a skid steer, like walking across a lawn or going through a gated 

backyard without taking down part ofthe fence... it saved me thousands ofdollars in just one day." 
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 

"Its constructed like a tank." 
Phil Pickett, Pickett Landscaping 

W W / . 

* / L^ ****** W • 
W / ê f »\ / W ^ i 

w r V ' A R i J Ü S 

"If I met a skeptic, I'd tell them to 
try the Dingo. Theyd 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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J?' "It can pay for itself in one year's time." 
Stephen Hillenmeyer, Hillenmeyer Nursery 

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

TORO 
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"A crowd always 

thinks with its 

sympathy; never with 

its reason/' 

- William Alger 

f your business applies pesticide products, then you had best take 
notice of what the state of New York did to TruGreen-ChemLawn. 

The state's Department of Environmental Conservation levied 
its most severe fine ever - $600,000 - against the lawn care company, 
primarily for a failure to adhere to posting and notification require-
ments (see page 8 for full story). 

But the ramifications of this move may go far beyond a fine 
against one company. The state of New York has always been vigilant 
in its regulation of pesticide applications in the name of environmen-
tal health. This action speaks volumes about j ust how serious the state 
has gotten in its efforts to restrict pesticide use. In fact, a proposal to 
give local governments the authority to ban federal and state-
registered pesticides made it through the New York Assembly and 
Senate before being vetoed by Governor George Pataki on July 27. 

And the battle continues in New York. Legislation lurks in the 
Assembly and Senate that would dramatically expand posting and 
notification laws for lawn care companies and, ironically, make 
adherence to a true integrated pest management program signifi-
cantly more difficult. 

The legislative doings in New York should be of concern to 
any company applying pesticide products in any state, however, 
just as any user of hand-held power equipment should be closely 
watching legislative developments in California. These two states 
wield tremendous political clout and often serve as the launching 
pads from which national issues arise. 

But, for many contractors, legislative issues are of little con-
cern. For any number of reasons - belief that their voice carries 
little influence, lack of concern for events taking place hundreds 
of miles away, consumption with managing their own business -
these contractors refuse to lend their time, energy and voice to the 

arguments being made in defense of their own businesses. 
And has there ever been a time when this industry found itself 

under a more widespread attack? Efforts range from the aforemen-
tioned efforts in California and New York to the pending Environ-
mental Protection Agency evaluations of key pesticide products. 

Pesticide manufacturers and equipment suppliers employ con-
siderable resources and have significant financial motivation to 
thwart such legislative attempts. But the producers of these products 
are not the voices that should be heard the loudest or that can speak 
with the greatest clarity. Unfortunately, the voices of those who use 
these products daily and depend on them to operate their businesses 
- the contractors - continue to remain largely silent, and speaking up 
when proposed legislation has already become a law is too late. D 
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Introducing 

Top-Adjust 
Botor fron 
Bain Bird 

This rugged gear-drive 
rotor brings added 
performance and 
durability to residential 
and light commercial 
applications. 

TUB Per for nance To the Top 

Arc adjustment is quick and easy using 
just a flat-blade screwdriver. 

Raên^BÊRD 

For more information visit our web site—www.rainbird.com 

USE READER SERVICE # 1 0 

http://www.rainbird.com
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MARKET TRENDS 
KEY INDUSTRY INDICATOR DOWN 
Many economists look to the number of new home constructions on a 

month-to-month basis as a prognosticator of the economy's 

immediate future. After one of the strongest runs in history, housing 

starts have dropped in comparison to the preceding month for three 

out of the last f ive months. These numbers, combined with interest 

rates' climb over the 8 percent level for the f i rst time in two years, 

have generated concern that the multi-year economic boom that has 

benefited the United States may finally be slowing. 

In addition, June and July results marked the f i rst decreases in 

housing starts from the comparable months in 1998 in the f i rst half of 

this year, contributing to concern that housing starts wil l continue to 

dropof f of 1998's pace. 

I 
(Source: The Dismal Scientist) 

PESTICIDE 
BATTLES 
HEAT UP 
WASHINGTON, D . C . -
"For almost three years, the 
Environmental Protection 
Agency has refused to imple-
ment the Food Quality Pro-
tection Act on the basis of 
sound science." 

The industry will be 
pleased to note that those 

words came from three mem-
bers of the U.S. House of 
Representatives. These politi-
cians, two democrats and one 
republican, are leading the 
fight to ensure that any EPA 
decisions affecting pesticide 
registrations are based on sci-
entific research as opposed to 
default assumptions not based 
on facts. 

"The FQPA established a 
new health-based standard for 
registering new pesticides and 
reregistering existing ones," 
noted the three congressmen, 
referring to the EPA's contro-

versial risk cup assess-
ment method that views 
all of a product's appli-
cations collectively. "In 
order to meet the new 
standard, EPA needs 
substantial quantities of 
new data. Yet, it hasn't 
issued any regulations 
specifying what informa-
tion is needed from reg-
istrants/manufacturers." 

The congressmen are 
all supporters of a bill, 
called H.R. 1592, that, 
if passed into law, would 

require EPA to back up all of 
its decisions with sound sci-
ence. A companion bill (S. 
1464) was introduced by 22 
senators in the 
Senate. € 

While FQPA 
calls for EPA to 
evaluate the 
safety of more 
than 9,000 pesti-
cides in the next 
10 years, Aug. 3 
was the first 
deadline for EPA 
to have the first 
3,000 evalua-
tions concluded. 

The agency • < 
reported it has 
completed this first batch of 
evaluations, and in doing so it 
cancelled the registration of 
two important agricultural 
pesticide products. Both of 
these products are members of 
the organophosphate family 
of pesticides, which has raised 
industry concerns that key 
lawn care organophosphate 
products may be in jeopardy. 

"Turf and ornamentals are# 

essential to a clean environ-

ment," noted Allen James, ex-
ecutive director, Responsible 
Industry for a Sound Environ-
ment, in testimony before the 

"For almost three years, the 

Environmental Protection 

Agency has refused to 

implement the Food Qual-

ity Protection Act on the 

basis of sound science. " 

U.S. House of Representatives 
Committee on Agriculture on 
Aug. 3. "In order to achieve 
these benefits, one has to fight 
off literally thousands of in-
sect species, plant diseases and 
weeds. The loss of any pesti-
cide product in a planned pest 
control strategy would reduce 
the array of products available 
to adequately manage pest 
problems." 

(continued on page 10) 
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j p If clovers still rearing its 

ugly white head in your lawns, 

give it the boot with a fall application 

of Trimec? Not only will it stop clover in 

its winter tracks, Trimec applied now will 

stomp out chick-

weed, plantain 

and dandelion, 

k too. You11 1-800-821-7925 
appreciate the www.trimec.com 

clean start it'll give you next spring. And so 

will your customers. 

When clover is your weed problem, 

Trimec is your solution. 

p b i / G D R d o n 
c o R p o R a t i o n 

An Employee-Owned Company 

© 1 9 9 9 TRIMEC* is a registered 

trademark of PBI/Gordon Corporation. 

Always read and follow label directions. 

FOR ANY 
WEED PROBLEM, 

TRIMEC HAS 
THE SOLUTION. 

6 2 4 5 3 | 9 | 3 ^ J 
acres treated 

Trimec J ^ g j 
BROADLEAF HERBIC IDE 

J mrsjg J 

GIVE 
R I V E R A 

COOD SWIFT 

KICK 
IN THE W)S$. 

http://www.trimec.com


MARKET TRENDS 
(continued from page 8) 

NEW YORK FINES 
TRUGREEN-CHEMLAWN 
ALBANY, N . Y . - The New 
York State Department of En-
vironmental Conservation lev-
ied a $600,000 penalty against 
TruGreen-ChemLawn for al-
leged violations of the state's 
pesticide laws. 

The penalty, the largest of 
its kind in New York state his-
tory, covers more than 60 al-
leged violations stemming 
from more than 35 applica-
tions of commercial lawn pes-
ticides between 1994 and 
1999. The bulk of the alleged 
violations dealt with a failure 
on TruGreen-ChemLawn's 

part to adequately notify 
homeowners of the products 
applied to their property. 

"This enforcement action 
sends a strong message to the 
lawn care industry and other 
pesticide users that the DEC is 
vigorously enforcing pesticide 
laws and regulations to protect 
the public and our natural re-
sources," noted DEC Commis-
sioner John Cahill. "As a result 
of this consent order, 
TruGreen-ChemLawn will 
study alternatives to traditional 
pest control methods that may 
ultimately help establish inno-
vative industry-wide pest man-
agement practices that rely less 
on broad-spectrum pesticides." 

The DEC suspended 
$200,000 of the penalty, contin-
gent on TruGreen-ChemLawn's 

g ^ 
î l 

SEPT. 14 The Southern Illinois University 
Turf Field Day, Carbondale, III. Contact: 618/ 
536-7751. 

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

SEPT. 16-19 Lighting for Landscapes, Part 2, 
Troy, N.Y. Contact: 518/276-8716. 

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

SEPT. 30-OCT. 2 Lighting for Landscapes, 
Part I, Troy, N.Y. Contact: 518/276-8716. 

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

OCT. 2 New Jersey Landscape Contractors 
Association Certified Landscape Technicians 

For more information 
Ph. (918 ) 6 2 9 7 2 3 0 

Fax. (918) 461 0996 
WebSite: 

http://www.kanga-loader.com 
Email: 

kanga@kanga-loader.com 

The worlds first & best since 1981 
11219 S. Mingo, Bixby, OK 74008 
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MAINTENANCE 

• 1. In-House Maintenance including: 
Educational Facilities, Health Care 
Facilities, Government Grounds, Parks 
& Military Installations, Condominium 
Complexes, Housing Developments, 
Private Estates, Commercial & 
Industrial Parks 

III.DISTRIBUTOR/ 
MANUFACTURER 

• 1 . Dealer 
• 2 . Distributor 
• 3 . Formulator 
• 4 . Manufacturer 

IV. OTHERS ALLIED TO THE FIELD: 
• 1.Extension Agent (Federal, State, 

County, City, Regulatory Agency) 
•2.School, College, University 
•3.Trade Association, Library 
•4.0thers (please describe) 

2 • What best describes your 
title? 

•Owner, Pres., Vice Pres., Corp. 
Officer 

•Manager, Director, Supt., 
Foreman 

•Agronomist, Horticulturist 
•Entomologist, Plant Pathologist 
•Serviceman, Technician, Crew 
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•Scientist, Researcher 
•Company, Library copy only 
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MARKET TRENDS 
Exam, HoHoKus, N.J. Contact: 201/703-3600. 

OCT. 2-5 Lighting for Landscapes, Part 2, 
Troy, N.Y. Contact: 518/276-8716. 

OCT. 3-5 ANLA1999 Legislative Leadership 
Conference, Washington, O.C. Contact: 202/ 
789-2900. 

OCT. 61999 Washington Landscape Trade 
Show & Field Day, Puyallup, Wash. Contact: 
425/644-7642. 

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

OCT. 6-7 The Turfgrass Landscape and 
Equipment Expo, Costa Mesa, Calif. Contact: 
800/650-9595. 

OCT. 6-7 The National Landscape & Nursery 

Expo, Baltimore, Md. Contact: 800/252-
4757. 

OCT. 6-9 Interstate Professional 
Applicators Association Annual 
Convention, Sun River, Ore. Contact: 
425/823-2600. 

OCT. 7-8 Dr. Alex Shigo's Modern 
Arboriculture, By the Book, Portsmouth, 
N.H. Contact: 603/436-4804. 

OCT. 8-9 ALCA Masters in Management 
for the Landscape Industry, Hartford, 
Conn. Contact: 800/395-2522 

OCT. 19-20 The Western Nursery & 
Garden Expo, Las Vegas. Contact: 800/ 
517-0391. 

OCT. 25-28 Kentucky Turfgrass 
Conference and Trade Show, Covington, 
Ky. Contact: 606/623-6130. 

OCT. 27-30 California Landscape 
Contractors Association Annual 
Convention, New Orleans, La. Contact: 
800/448-2522. 

OCT. 28 Sixth Annual Southeast Texas 
Grounds Maintenance Conference, 
Conroe, Texas. Contact: 409/539-7822. 

OCT. 29-31 New Jersey Shade Tree Fed-
eration's Annual Meeting and Tree Expo, 
Cherry Hill, N.J. Contact: 732/246-3210. 

NOV. 3-5 ERNA'sExpo Fall '99, Atlantic 
City, N.J. Contact: 800/376-2463. 

NOV. 7 29* Annual Education 
Conference of the National Institute on 
Park and Grounds Management, Kansas 
City, Mo. Contact: 920/733-2301. 

NOV. 9-12 NYSTA Turf & Grounds 
Exposition, Syracuse, N.Y. Contact: 800/ 

873-8873. 

NOV. 12-16 PLCAA's Lawn& 
Landscape Conference and the Green 
Industry Exposition, Baltimore. 
Contact: 800/458-3466. 

NOV. 13-16 ALCA Landscape and 
Grounds Maintenance Conference, 
Baltimore. Contact: 800/395-2522. 

NOV. 13-16 Green Industry Expo, 
Baltimore. Contact: 770/973-2019. 

DEC 6-9 OTF Conference & Show, 
Columbus, Ohio. Contact: 740/452-4541. 

DEC 6-9IANJ Turfgrass Expo, Atlantic 
City, N.J. Contact: 973/379-1100. 

DEC 7-9Georgia Turfgrass 
Association's Conference and Trade 
Show, Atlanta. Contact: 770/975-4123. 

: : . M T T % > 
i " " - i . ~ J ! 

Whatever you need, Brouwer delivers. The BV85,the 
largest capacity vacuum unit of its type, is ideal for 

fast cleanup of large turf and hard surface 
areas. The midsize BV138 is for hard-to-get 

areas that require a compact, 
maneuverable machine. For 
quick cleanup or big jobs, no 

other vac can match our 
capacity for performance. 

N. 

BV138 

Kurzen • PO. Box 504 • Dalton,OH 44618-0504 • 330-828-0200 

Nobody cuts it like Brouwer 

Fax 330-828-1008 • www.brouwerturf.com j 
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MARKET TRENDS 
implementation "of more ex-
tensive notification, written 
contract and lawn posting re-
quirements,w according to a re-
lease from the DEC. 

The billion-dollar lawn care 
company also agreed to reduce 
its use of pesticides by 5 per-
cent throughout the state by 
adhering to integrated pest 
management practices. 

Bob von Gruben, executive 
vice president for TruGreen-
ChemLawn, said, "We take 
very seriously our commit-
ments and relationships with 
our customers and the DEC. 
During the nine-year period re-
viewed by the DEC, TruGreen 
performed more than 7.5 mil-
lion service visits and reduced 
pesticide usage by over 50 per-
cent statewide." 

ASSOCIATION NEWS 

0lint Albin resigned from the American 
Nursery & Landscape Association to 

become a partner in the newly-formed 
Garden Center Management Group. Albin joined 
ANLA in 1990 as director of marketing and retail 
services. He also played a key role in the develop-
ment of programs including The Management Clinic 
and Retail Specialty Tour. 

The Professional Lawn Care Association of America 
is offering Fundamentals of Turfgrass Management 
by Nick Christians. The book covers everything from 
basic turfgrass science to establishment, mowing, 

irrigation, topdressing, fertilization, pest manage-
ment practices and more. For more information, 
call: 800/458-3466. 

Charles Hart, president of The Chas. C. Hart Seed 
Co., was named 1999 president of the Atlantic Seed-
men's Association. Hart is the fourth member of the 
Hart Seed Co. to assume the presidency of ASA. 

The Professional Grounds Management Society 
announced a new board of directors. The posts 
include Randall Willis, president; Tom Riccardi, past 
president; Kevin O'Donnell, first vice president; 
George Van Haasteren, second vice president; 
Matthew Vehr, treasurer. The remaining board is 
composed of six regional directors and at-large 
directors and officers. 

S h i n d a i w a 

power e q u i p m e n t . 

A r g u a b l y the most 

fa i thful thing f 
\ \ 

y o u ' l l ever own. 



MARKET TRENDS 
P E O P L E 

Ronald Ostander Angela Ramos 

Medalist America named Myra Potts turf specialist for the 
Southeast U.S. sales region. 

Van Waters & Rogers announced that Ronald Ostrander, Angela 
Ramos and Terry Johnson joined the professional products & 
services business unit as turf and landscape specialists. 

Jeff Mariola has been appointed to president at Rentokil Initial, Tropical Plant Services. 
Green Mark announced John Devning as director of sales for the Northern California region. 
Harold Pinto joined Textron Turf Care And Specialty Products as managing director. 
Dan Biddick was appointed to sales representative for Wisconsin and Minnesota at National Seed Company. 
American Cyanamid named Kyle Miller to senior technical specialist for the professional turf and ornamental 

products group. 
Florists' Mutual Insurance announced the following appointments: Beldon Burdi as an independent agent, 

Joseph Robertson to direct agent - field marketing representative and Thomas Hoots to direct agent - field 
sales representative. 

Aqua Control named David Thrailkill to marketing manager. 
Sam Gayman joined the sales and marketing staff of Bri-Mar Manufacturing. 

H U N K HOME 
PRICE TO LANDSCAPE 
GREENVILLE, S.C. - It's the 
information contractors have 
long sought - a home's land-
scape quality may be linked to 
its sale price, according to two 
studies conducted by a 
Clemson University professor. 

Landscape Quality and the 
Price of Single-Family Houses: 
Further Evidence from Home 
Sales in Greenville, S. C. and 
The Demand for Better Land-
scaping-A Hedonic Approach 
are two studies researched by 
Mark Henry, professor of agri-
cultural and applied econom-
ics at Clemson University on 
the subject. 

All apologies to man's second best 

friend. But it's an unavoidable consequence 

once your hands firmly grip a Shindaiwa. 

From there you'll discover we build our equip-

ment under one rigid principle: to serve as your 

most committed and faithful companion. 

Not a bold statement since all of our 

equipment is built to start on the first pull. 

Even after several weeks of non-use. And we 

carefully engineer each and every engine 

component so you can count on its tireless 

loyalty. Day after day. Season after season. All 

without any costly and inconvenient down time. 

So visit your local Shindaiwa dealer 

today. Perhaps he can direct your ex-

partner to a helpful 

pet psychologist. 

F I R S ' 

shindaiwa 



MARKET TRENDS 
According to Henry's stud-

ies, which relate between 200 
and 250 Greenville home 
prices to their characteristics, 
location and landscape quality, 
houses that obtained an "excel-
lent" landscape rating from a 
local landscape contractor 

could expect a sales price about 
six to seven points higher (see 
chart, below) than equivalent 
houses with "good" landscap-
ing. Improving the landscaping 
from "average" to "good" re-
sulted in a home price premium 
approximately four to five per-

LANDSCAPE DRIVES HOME PRICE 
LOT SIZE (SQUARE FEET) POQB/AVS. LANDSCAPE GOOD LANDSCAPE 

10,000 $112,540 $128,146 

20,000 123,603 142,124 

30,000 130,572 150,998 

40,000 135,753 157,628 

50,000 139,913 162,971 

centage points higher when the 
house was sold. 

"Like many home improve-
ments, such as central air con-
ditioning," Henry explained, 
"the value of superior land-
scaping is likely to be recov-
ered, at least in part through an 

increased sales price 
when the house is sold." 

The reason for con-
ducting the studies, ac-
cording to Henry, was 
because there are so few 
guidelines available to 
homeowners on the re-
turn in sales price that they 
might expect from added 
investments in their 
home landscaping. 

"It's simple econom-
ics," Henry said. "I 
wanted to see what a 

contribution to a product, 
such as a home, could do to its 
sale price. Could a return on 
investment be realized?" 

Although the studies' re-
sults proved positive in 
Greenville, Henry admitted 
that the same type of results 
are not guaranteed for other 
cities across the United States 
until similar studies are done 
in those areas. 

"The results of this study 
are reasonable for the time and 
geographic area and shouldn't 
be generalized," Henry 
warned. "For example, in Tuc-
son, Ariz., where there are 
many rock gardens and not 
much lawn space, a study like 
this may not prove any con-
nections between home price 
and landscaping quality." ID 

F o r m o r e i n f o r m a t i o n o r t o o r d e r c a l l : 

TRIPLE D ENTERPRISES 
1-800-478-7077 

O L D H A M 
C H E M I C A L S C O M P A N Y , I N C . 

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 G A L L O N O L D H A M TANK WITH BAFFLE. 
• H Y P R O D30 TWIN D IAPHRAGM PUMP. 
• 5.5 HP HONDA ENGINE. 
• HANNAY ELECTRIC REEL WITH 300' 1/2" HOSE. 

INSECTICIDES • FUNGICIDES • HERBICIDES 
SAFETY EQUIPMENT • SPRAY RIGS AND ACCESSORIES 

| 1-800 888-5502 r 
_ PO BOX 18358 L 
fl 3701 NEW GETWELL ROAD I P 
¡J MEMPHIS, TN 38118 life 

The Spade 
"Patented" 

> Designed to aid in planting of large trees and shrubs. 
> Attaches to any brand skid loader. 
> End back breaking labor - let spade dig hole and wrap it up! 
> Almost no maintenance - replace digging teeth and go. 
> Great for construction of retaining walls and digging in horizontal banks. 
> Need additional soil or compost for your tree? The spade is a 1/2-yard 

bucket already attached to loader - just haul it in. 
> As compared to the auger, which leaves the walls of the hole flat, the 

spade scores the hole so that the tree enjoys maximum root growth. 

Due to enormous response our production costs enable us to pass our savings 
on to you! We are now offering the spade for $975.°° plus shipping. 
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MARKET TRENDS 
To the Editor: 
I enjoy reading Lawn & Landscape. The articles provide 
good insight into the various niches people in the industry 
have carved out to make a good living. New products and 
equipment advertised and profiled are also informative. 

However, I have to take issue with the advice from Kevin 
McSherry which you quote, "We normally look at a con-
tainer and triple its size and that will become the size of 
the hole." This may be a good idea for small plants (espe-
cially ones that will grow to a much bigger size), but it is 
not necessary or practical when planting bigger stock. We 
recently planted four Norway Maples that were in 32-inch 
B&B trees. If we followed McSherry's advice, we would 
have dug four holes almost 9 feet in diameter. 

We have been landscaping and planting trees for more 
than 20 years in our area and have never lost a tree that 
we planted at ground level. This is especially true for 
maples, which tend to root at ground level and, if planted 

too shallow, will send roots along the surface of the gound and "bulge" 
all of the grass around the tree. 
Dave Francis, Montague Tree Farms 
Montague, Ml 

To the Editor: 
I love the Lawn & Landscape web site, especially the bulletin boards. 
Blake Moore, Ferta-Lawn 
Woods Cross, UT 

To the Editor: 
I just read your Editor's Focus in the August 1999 issue of Lawn & 
Landscape magazine. 

You were "right on" with your analysis. It is precisely that attention 
to the customer that will allow companies to be successful in the future. 
Keep up the good work. 
Greg Adams, One Step Tree & Lawn Care 
North Chili, N.Y. 
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Rob McCoy, Lawn Tech 
Custom Care, Chadds Ford, PA 

FREE VIDEO 800.346.2001 
Mfg. by Perma-Green Supreme 

1 - 8 0 0 - 4 - E R O S I O N 

E-mail : N e i l @ E r o s i o n C o n t r o l T e c h . c o m W e b s i t e : H T T P : / / w w w . E r o s i o n C o n t r o l T e c h . c o m 
Fax: 9 0 8 - 7 0 7 - 1 4 4 5 S o m e distr ibutor terr i tor ies still a v a i l a b l e . 
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A TackrHer for the Professional 
Hydro seeder. 

N O W Y O U C A N B U Y EC3000 T A C K I F I E R ONLINE A N D 
WE'LL PA Y FOR SHIPPING] 

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

E C 3 0 0 0 T a c k i f i e r 

EC3000 is v e r y CONVENIENT & 
EASY to use ' ! ! 

EC3000 is p a c k a g e d in a 3 lb. Bottle!!! 
Each 3 lb. Bottle treats 1 Ac re ! ! ! 

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

E R O S I O N r O M T W O L 
T - E - C - H - N - O - L - O - G - l - E - S 

mailto:Neil@ErosionControlTech.com


Scian 's L a n d s c a p i n g 
HEADQUARTERS: West Berlin, NJ. 
FOUNDED: 1984 
SERVICES: 82 percent of sales are from 
commercial or multi-family accounts with 15 
percent from single-family residential and 3 
percent from government/municipal. 
Maintenance services provide 43 percent of 
revenues with installation providing 17 
percent, irrigation 13 percent, tree/shrub 11 
percent and lawn care, exterminating and 
snow removal combining for the remaining 16 
percent. 
1998 REVENUES: $3.25 million 
1999 PROJECTED REVENUES: $3.56 million 
EMPLOYEES: 17 year-round; 69 seasonal 
CUSTOMERS: 658 residential service calls 
and 651 commercial service calls were made 
in 1998. The average residential maintenance 
account is 2,426 square feet and the average 
commercial/multi-family maintenance 

r account is 126,833 square feet. 

T h e C o m p a n y 
A MISSION STATEMENT: To achieve a level of 

personalized service and quality which 
• exceeds all customer expectations, with an 

unconditional commitment to excellence, 
honesty, integrity and professionalism. 
FUTURE CHALLENGES: Staffing poses the 
greatest ongoing and future challenge for the 
company, on both the management and labor 
levels. The company's focus is on cultivating 
individual talent within the organization in 
order to provide opportunities for employee 

• growth and advancement along w/ improving 
j retention levels. 

T h e O w n e r 
A BACKGROUND: Began business as a 

teenager and slowly grew company while 
obtaining a criminal justice degree from 
Seton Hall University. Started Scian's 
Landscaping after one year in a corporate 
sales position. 

ife on a lawn mower isn't what Mike Scian (pronounced Sigh-en) 
envisioned for himself years ago. Sure, he had made some money 

cutting neighborhood lawns while growing up, but the criminal 
justice degree he obtained from Seton Hall University (while driving 90 

minutes home and back each weekend to keep cutting those lawns) was 
going to launch his career with the FBI, CIA or some other federal agency. 

The only problem was that after Scian obtained that degree the federal 
government initiated a hiring freeze and wasn't in the market for any new 
employees. Scian tried his hand at corporate sales for 18 months, but found that 
job not to be challenging enough. 

Scian decided to give the landscape industry his full attention, and in 1984 
he, one full-time employee and two part-time employees earned $187,000. 

"We started out with 35 or 40 residential clients whose properties we did 
everything on," noted Scian. "That gave us a start, and then we took off." 

NICE PROBLEM TO HAVE. Growth for the company was indeed rapid (see Scian's 
Growth Chart, page 26), and everything seemed to be going perfectly. 

"Then, in 1993,1 found out that the company was growing faster than we 
could financially manage it," Scian recalled. "We always had the cash flow to 
support the growth, assuming we could get cash in our hands quickly. Unfor-
tunately, that wasn't always the case. 

"I was using too much of what I would call credit capital or operating capital 
to expand the business instead of using that money to run the business, and that's 
critical for rapidly growing companies," Scian recognized. "Companies around 
$500,000 or $1 million in sales and that are growth oriented may not know 
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Strengthening his company financially while building a solid base of 

diverse clients has Mike Scion and Scion's Landscaping poised lor 

some future growth. Photo: Paul Joslin. 

After dealing with the 

challenges of growing too 

quickly, Scians Landscaping 

prepares to build a bigger 

and healthier company. 

By Bob West 

D 

• • • • • • • • 



they're growing too fast because they get so 
caught up in keeping clients happy, making 
jobs look good and getting new business. 
Then, at the end of the year, the owner looks 
at the company's interest expense and there's 
no profit left over and the company can't 
fund any significant growth." 

Fortunately for Scian's Landscaping, 
however, Scian reached this realization be-
fore any significant problems occurred. 

"We realized that we had taken on too 
much short-term debt, so we didn't grow 
the business any further from 1993 through 
1997 so we could focus on improving our-
selves financially," he explained. 

The challenge associated with this im-
provement plan was that financial institu-
tions were not lining up to loan money to 
younger contracting companies. 

"We weren't able to get any long-term 
capitalization or four- to five-year loans 
beyond $50,000 credit lines because banks 
didn't trust the projections of such a young 

company," Scian noted, adding that he takes 
a conservative approach toward using the 
company'current s operating credit line, 
which is in the low to mid six figures. 

"Not having a better balance of long-
term and short-term funding was the most 
significant growth obstacle we encountered," 
he concluded. 

In addition to scaling back growth while 
bolstering relationships with financial lend-
ers, Scian brought on a full-time controller 
to manage the company's finances. 

"Bringing on the controller let me focus 
on operations, and this was a move I prob-
ably should have made much sooner," he 
recognized. Scian and the controller meet 
briefly each day to discuss immediate issues 
and also have a weekly appointment to 
discuss more significant issues. 

GIVE THEM WHAT THEY WANT. Now, Scian 
expects growth of 15 to 20 percent a year for 
the next few years, due in large part to the 

company's improved financial position. At 
the same time, the company has also culti-
vated its customer base and honed its service 
offerings to pursue such growth. 

"What we've tried to do is to offer all of 
the services the customer wants - mainte-
nance, lawn care, tree and shrub care, prun-
ing, mulching, irrigation, interiorscaping, 
and we just added exterminating this year," 
Scian noted. 

Scian's company offers these services to 
a broad range of clientele, which differs 
from much of today's conventional wisdom. 

"A lot of our business comes from corpo-
rate clients and condominium clients, and 
we need to balance this work better," he 
said, calling for equal sales from those two 
markets, compared to the current 2-to-l 
ratio in favor of the condominium com-
plexes. Scian hopes to accomplish this shift 
by growing the commercial sales while main-
taining the condominium sales. 

(continued on page 24) 
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Easy Lawn Advantages 
• Best Agitation 

• Best Performance 
• Highest Mulch Capacity 

• Longest Warranty 
• Lowest Maintenance 

H Y D R O S E E D I N G S Y S T E M S 

Model shown: HD3503 

Be sure to visit us 
at these 

Trade Shows 
APWA - Denver 

Sept. 19-22 
Booth # 1500 

Western Expo 
Las Vegas 
Oct. 19-20 

Booth # 234 & 236 

LARGE OR SMALL... EASY LAWN HAS A UNIT FOR YOU 
C A L L 8 0 0 - 6 3 8 - 1 7 6 9 

V-200 V-300 

Most models in stock ready to ship 

MANY SIZES AND STYLES AVAILABLE 

region | 
l i ö r k 

SPRAYING 
EQUIPMENT 

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

Financing Available 
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Vbu've read 
about it, now see 

it in action. 
I would like more information 
on Isuzu's N-Series trucks. 
Please send my video/information 
kit to the following: 

Name Title 

Company 

Address 

City State Zip 

Telephone 

Type of business 

When do you expect to acquire a new truck? 
• 1-3 months • 4-6 months • 7-12 months 
C a l l u s t o l l f r e e a t ( 8 0 0 ) 7 8 5 - 5 4 4 5 e x t . 2 3 0 5 

Lease or purchase? 
• Lease 
• Purchase 

• Tell me more 
about Isuzu 
financing 

• More than 1 year 

What makes of 
trucks do you use 
now? 



BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO. 3159 ST LOUIS MO 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

POSTAGE WILL BE PAID BY A D D R E S S E E 

A M E R I C A N ISUZU MOTORS INC. 
PO BOX 140097 
ST. LOUIS, MO 63114-9907 
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Uuy uTK My he fie 
perked" lanjf&ape brutk. 
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removable 4ide4, built-in ramp and multiple tool boxe4. it easily oar rie4 lb4.; ojj anything 
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When professionals need superior results they know they can count on 

the #1 line of gas powered blowers...Echo. Every Echo power blower is 

designed to handle the toughest jobs from start to finish. Power blowers 

that are quiet, comfortable and deliver maximum performance when you 

need it most — every hard-working day. That's Echo Pro Performance! 

OF HE 
Built by the team 

that knows exactly 

what professionals need: 

quality, durability and power. 

For more information call 1-8QO-432-ECHO (3246). 



cover story 
(continued from page 20) 

"Condominium work entails working 
with a property manager, which is fine, but 
these jobs also represent the potential for 
500 homeowners on one job," Scian noted. 
"Meanwhile, corporate clients live and die 
by the efficiency and quality of the work. 

"But we've also enjoyed huge growth in 
single-family residential maintenance that 

we can't explain other than 
perhaps too many smaller 
contractors are biting off 9 { 

more than they can chew right now and 
they can't offer the total package of services. 

"We doubled our single-family mainte-
nance sales this year without any effort and 
we've been able to raise prices to coincide 

1Regardless of how much money a company 
has, it can only grow as fast as it can develop 
people from inside of its organization,' - Scian 

lth my BlueBird, 
I was lapping our 

Ryan every 1 Vi 
times around 

the yard!" 

With a lawn care business that has doubled 
in size within the last year alone, Jim 
Binghaman can t afford to waste time. 
That's why he chooses BlueBird Aerators 
to keep his business moving. "The 
BlueBird 530 has unprecedented speed 
and outstanding maneuverability... it 
moves easily in small yards... it's easy to 
handle and control... and its free wheel-
ing outer tines make it possible to turn 
tight comers without ripping up the turf. 
That's why I'm getting another one." 

The BlueBird 530's 19" aerating width, 
excellent maneuverability and balance 
enable even novice users to cover up to 
25,000 sq.ft. per hour. Every BlueBird 

- Jim Binghaman, 
Classic Laien Care. 
Henderson, Colorado 

aerator has performance and convenience 
features designed with professionals in 
mind, plus legendary BlueBird reliability. 

"We prefer BlueBird Aerators 
because commercial landscapes 
ask for them by name. They» 
withstand hours of abuse with 
only normal maintenance. " 

-Jim Ziegler, Rental City 
Boulder, Colorado 

For more about BlueBird Aerators and 
the distributor or dealer nearest you, 
visit www.bluebirdintl.com online, 
or call 1 - 8 0 0 - 8 0 8 - B I R D 

C L > B L U E B I R D 
E A S Y S C A P E 

C 1999 BlueBird International. Ine 

with our labor rates," Scian added. 
While Scian understands other compa-

nies' effort to trade in residential contracts 
for landscape installation work, he said such 
a strategy could backfire on contractors. 

"I want us to have a piece of everything in 
terms of services and markets," he explained. 
"Otherwise, when the construction market 
goes south, you might be able to layoff 
personnel but you're still paying for trucks 
and equipment that aren't working. And 
where are the dollars going to come from to 
pay for that overhead?" 

Instead, the company will focus on maxi-
mizing the dollars generated via its current 
customers with hopes to boost profitability. 

"About 90 percent of the work we do in 
our tree and shrub, irrigation, lighting and 
exterminating services are for our core main-
tenance customers," Scian explained. "Of-
fering them these additional services boosts 
our relationship with them and helps us 
administratively because we don't have to 
have three salespeople in the field banging 
on doors to generate new work." 

At the same time, Scian isn't interested in 
significantly expanding the company's ser-
vice area outside of the Philadelphia market. 

"I would guess that 98 percent of our 
work is in the 40-mile, tri-county area," he 
explained. " O f that 98 percent, 90 percent is 
within a 20-mile radius of our office, and 
that is the area we focus our marketing 
efforts on with one or two yearly direct mail 
pieces to specific zip codes we're already 
serving. Otherwise, spreading ourselves out 
would just increase our unproductive time." 

LETTING MANAGERS MANAGE. Scian's educa-
tion about the importance of properly capi-
talizing a business was only one key lesson he 
learned in the early and mid-1990s. The 
other lesson was that one manager cannot 
manage a $2-million business by himself. 

"I don't consider us a big company just 
because we have 35 trucks on the street each 
day, but I learned the hard way that I wasn't 
giving enough responsibility to people within 
the organization," he recalled. "And that is 
probably the hardest thing for someone to 
do with a company they started." 

(continued on page 26) 
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A good business relationship 
begins with quality products. 

But a great business relationship 
includes outstanding service, 

convenience and value. 
LESCO offers t h e mos t c o m p l e t e 

l ine of profess ional p roduc ts in t h e 
landscape m a n a g e m e n t business. But 
qua l i t y p roduc ts are jus t t h e beg in -
n ing. Service, conven ience and va lue 
make t h e re la t ionsh ip comp le te . 

SERVICE. Every p r o d u c t LESCO 
sells is backed by service and techn i -
cal expert ise. W i t h k n o w l e d g e a b l e 
professionals at all LESCO Service 
Centers® and a fu l l staf f o f techn ica l 
service representat ives at ou r 
co rpora te headquar ters , p r o d u c t 
r e c o m m e n d a t i o n s and techn ica l 

i n p u t are yours for t h e asking. 
Whe the r it's a g r o n o m i c p r o g r a m 
d e v e l o p m e n t , soil t es t ing or loca t ing a 
ha rd - to - f i nd i tem, LESCO can help. 
A n d w i t h on-s i te service techn ic ians 
at mos t locat ions, e q u i p m e n t service 
and repair are also par t o f t h e 
package. 

CONVENIENCE. W i t h 234 LESCO 
Service Centers in 38 states, mos t 
landscape managers can s imp ly pick 
u p t h e p r o d u c t they need, w h e n they 
need i t — e v e n o n Saturday. A n d that 's 
no t all. LESCO also of fers t rad i t i ona l 

d i rect del ivery, a j us t - i n - t ime p r o g r a m 
and an express o rde r i ng system. 

VALUE. Put it all t o g e t h e r and 
w h a t y o u have is an overal l c o m m i t -
m e n t f r o m a c o m p a n y ded ica ted t o 
m e e t i n g your needs.That 's cal led 
value. It's eve ry th i ng y o u cou ld ask for 
in a great business re la t ionship. For 
t h e loca t ion o f t h e LESCO Service 
Center nearest you, call 800-321-5325. 

G R O W W I T H U S P* 

A p p l i c a t i o n 
E q u i p m e n t 

T u r f M a i n t e n a n c e 
E q u i p m e n t 

C o n t r o l 
P r o d u c t s 

USE READER SERVICE # 4 1 
LESCO is a registered trademark. LESCO Service Center is a registered service mark, and Grow With Us is a trademark of LESCO, Inc. 



cover story 
(continued from page 24) 

Scian's Growth Chart 
Today, key contact people at Scian's 

Landscaping are the various division man-
agers, and the company makes contacting 
them as simple as possible for clients. 

"All of our clients have our division 
managers' cellular phone numbers and pager 
numbers," Scian added. "We ask customers 
to fax or e-mail the office with minor re-
quests, which we'll respond to within 24 
hours, but clients should be able to get 
directly in touch with key managers if 
they need to." 

This decentralization of responsibility 
freed Scian up to focus on administrative 
and key sales responsibilities while also im-
proving the service delivered to customers. 

"Being on the phone with clients wasn't 
productive for me or the clients because I 
couldn't give them immediate response like 
our managers can," he pointed out. "Now, 
clients don't even have to call into the office 
when they have a service problem." 

Providing managers with added respon-
sibility has also aided in the company's 
development of personnel. 

"Regardless of how much money a com-
pany has, it can only grow as rapidly as key 
personnel are developed from inside the 
organization," Scian remarked, adding that 

each of the company's division 
managers have at least seven 1984 $187,000 
years experience with Scian's 
Landscaping. 1 9 8 5 «21 ,000 

"Bringing someone into a 1986 $300,000 
management position from out-
side the company is difficult to 1 9 8 7 $ 6 0 0 ' 0 0 0 

do because that individual isn't -j g g g j - j ( 2 0 0 , 0 0 0 

likely to be readily accepted by 
people already within the com- 1 9 8 9 ^ ,600,000 
pany who feel they have worked ^ ggg j-| ggg qqq 
their way up," Scian added. 
"And, more importantly, that 1991 $2,200,000 
new manager doesn't know the ^ «, ¡»0 ,000 
company's operations because 
he or she hasn't experienced our 1993 $2,900,000" 
successes and defeats as we have 
, i l l c 1994 $3,000,000 
learned the best way tor us to 
run the business." [ Q 1995 $3,100,000* 

C > t j • / 1996 $3,800,000* 
Scian s Landscaping is Located at 
444 Commerce Lane, Suite B, 1997 $3,000,000* 
West Berlin, N.J. 08091. Phone: 
856/768-5915. Fax: 856/768- 1 9 9 8 $3,300,000 

' . -Company made the decision not to aggressively pursue growth from 1993 
scianslandscapingQmsn. com. through 1997 aithough heavy snowfali in 1993 and 1996 generated increased 

dollars. 
The author is Editor 0/Lawn & ^ ^ ^ ^ ^ ^ ^ 
Landscape magazine. ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ 

COUNTRY 
1 

— mtiMtt 
Normal Cutting Position 

•Mount Zero Turn With The Revolutionary Flip-up Deck! 

T h e H i g h P e r f o r m a n c e Z e r o T u r n M i d - M o u n t : 

• Flip-up deck in 52" and 60" width 

• 11 Gallon Fuel Tank with Large Opening 

• New rounded 7 GA Trim Edge 
• Heavy Duty Reinforced 7 & 10 

Gauge Decks 

• 10 MPH Transport Speed 

COUNTRY 

It 

613 West English • Corydon, IA 50060 
For more information contact: (800) 344-8237 

D I S T R I B U T O R S H I P S AVAILABLE IN L IMITED AREAS. Flip-Up Position Patent Pending 
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Sometimes, it's 
all in the delivery. 

Only United Horticultural Supply brings you 
the quality of Dursban* in such Innovative formulations 

^ U n i t e d 

. D U R S B A N 2 
COATEDORANULES 

* Dursban is a registered trademark of Dow AgroSciences 

Dursban* 2CG 
• Polycoated, sand-based granule 

gets active ingredient into the turf 
• Longer residual activity means 

lower application rates 
• Low odor formulation won't 

volatilize 

Dursban* TNP 
• The most comprehensive label in 

the industry 
• Professional concentration for 

great overall value 
• Controls more than 150 insects 

including fire ants, ticks, grubs, 
weevils, sod webworms and 
mosquitoes 

More quality products you can get I J| I J l l l t ^ i C l 
only from United Horticultural Supply W Horticulhl^ 

(800) 847-6417 www.uhsonline.com 

http://www.uhsonline.com


W e ' r e u n s t o p p a b l e . 
L o a d u s u p a n d s e n d u s out. We've go t 
s t rength a n d s p a c e to spare. 
Ove r t ime? Keep it c o m i n g . 
N o work , n o glory. 



Smart business move. 
S e n d m e m o r e i n f o r m a t i o n o n G M C t r u c k s . 
• Light Duty Commercia l P ickups/Ut i l i t ies O T-Series (Medium Duty Tilt Cab) 
• L ight Duty Commercia l Vans • W-Ser ies (Light/Medium Duty Tilt Cab) 
• C-Ser ies (Medium Duty Conventional) • G M C Personal-Use Trucks 

Name Title 

Company Address 

City State ZIP 

Type of Business Business Phone 

Do you currently own a GMC? • Y e s • No 
If yes, sell ing dealer: 

If no, preferred dealer: 

C a l l 1 - 8 0 0 - G M C - 8 7 8 2 . 
Or visit www.gmcforwork .com. 

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

• 1 0 - 1 2 months • 1 - 2 years • 2 + years • Undecided Do one thing. Do it well7 

http://www.gmcforwork.com


N O P O S T A G E 
N E C E S S A R Y 

IF M A I L E D 
IN T H E 

U N I T E D S T A T E S 

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

POSTAGE WILL BE PAID BY ADDRESSEE 

S f t f l C . 
PO BOX 905 
TROY Ml 4 8 0 9 9 - 8 9 0 4 

I.I..II..I.II...I.I..I.I..I..I.I.I..II....I..II.I..I 



Strengthen 
your lineup. 

When there's work to be done, your trucks need 
to be ready when you are. 

Choose a GMC® light duty vehicle, and you can 
be sure you're getting a truck with the strength to 
stand up to all kinds of commercial applications. 

We start with a strong frame. The Sierra" is built 
on a hydro-formed front frame. The Savana* 
a full-length box frame. These features are the 
foundation for their strength. With powerful engines 
and long-lasting parts, there's little maintenance 
and minimal downtime. It's our formula for making 
high-grade vehicles. 

Whether you're in 
the market for a light 
duty pickup, van, or 
sport utility vehicle, 
GMC gives you all 
the choices you want 
and the reliability you 
need. It's an invest-
ment you can count 
on and profit from. 

Do one thing. Do it well?1 

S h o w n wi th e q u i p m e n t f rom an i n d e p e n d e n t supplier. S e e o w n e r ' s manual for 
information on alterations and warrant ies. 



ne of the most critical decisions a turf manager can make 
is choosing the best grass for the customer. As with most 

decisions, research and background information are impor-
tant in the selection process. If the grass species chosen turns out to 
be inappropriate, changing to another can be costly, labor intensive 
and possibly damaging to your professional reputation. Thus, it 
pays to consider the choice carefully. 

First, interview the client. Ask questions such as "How much 
traffic do you expect on the turf?" "Is dark green color important, 
or will light green be acceptable?" and " How much budget is 
available for watering, fertilizing, mowing and pest control?" 

In the interview, provide a long-term perspective for the client. 
The cost of seed and the time for establishment are small compared 
to the inputs required for maintenance over the coming years. 

Steer the client away from the notion that the cost of installation 
and establishment time is the major reason for choosing a grass. You 
may wish to invest in a photo library consisting of color pictures of the 
various species adapted to your local area to show clients. 

Successful grass selection begins with good landscape design, 
and selecting the right species for the right site is crucial. So, after 
the interview, perform a landscape inventory and analysis. 

To inventory, walk through the landscape, gathering informa-
tion. Identify opportunities and constraints of the area. Note wind 
patterns, existing trees and shrubs, existing turf, the condition of 
the turf, slope of the land, and shade/sun exposure. 

Take a soil probe to the site and extract a few soil cores. Squeeze 
the soil to get a feel for clay, silt and sand content. Confirm your 

(continued on page 32) 

B f i f c u Selecting the proper turf 4 

species starts with 

understanding the rf \ 
1 - »V < 

different characteristics of 

different turf varieties. 

M, • • i 
' • 9a 

By John C. Fech 
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CHOICE (GYIR© 
(USDC APPROVED) 

Kawasaki 
GO AHEAD, FEEL FREE TO CHOOSE 

N o w more than ever you need to keep your opt ions open as to what equipment you use and how much 
it cos ts you. Dixie Choppe r can help by giving you the f reedom of choice. Take your pick, 19 or 2 0 
horsepower, Kawasaki or Kohler engines, the pr ice is the same. All Dixie Choppe r machines have a 
lifetime warranty on the frame and front caster bear ings along wi th an available five year extended drive 
train warranty. You also get our promise of being the best mower available for the combinat ion of Price, 
Performance, and Reliability a long wi th our 3 0 day money back guarantee. If wi thin 3 0 days of purchas-
ing your new Dixie Choppe r you f ind another machine of equal cut and horsepower that will outper form 
your Dixie Choppe r for product ion mowing, we' l l gladly refund your money. 

n i u i p nunoo^o 
US A Sim UiiUii'^ii 

The World's Fastest Lawn Mower 
8 0 0 - 2 3 3 - 7 5 9 6 

Kawasaki is a registered trademark of Kawasaki Motor Corp. Kohler is a registered trademark of Kohler Company. Dixie Chopper is a 
registered trademark of Magic Circle Corporation and may not be used without permission. Pricing shown above is for models X 1 9 0 3 - 5 0 and 
X 2 0 0 3 - 5 0 only. Extended drive train warranty available at additional cost. Prices subject to change wothout notice. Copyright 1 9 9 9 . All rights 
reserved. 



Advanced growing solutions 

TRANSPLANT ESSENTIALS! 
1-800-441-3573 

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

Bio-Plex. 
Transplant Concentrate Bio-Plex Treated Untreated 

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

MYCORRHIZAE 
Transplant Root Inoculant 

TREE RING™ 
Slow Drip Water ing S y s t e m 

Bio-Plex« 
Fortified Organic 

Fertilizer Planting Tablets 

mm » m 0 Y<m 
Harsh, depleted, almost inhospi-
table planting sites provide a real 
chal lange for todays landscape 
p r o f e s s i o n a l s . T h e h a r d i e s t , 
healthiest trees, shrubs, flowers, 
are at risk in these planting condi-
tions. "Bio-Plex One-Step Mycor-
rhizae" provides the supplemental 
longterm plant assistance required 
to 
even in hostile planting conditions. 

Designed for precision, portable, 
slow-drip water ing of trees and 
shrubs.The "TREE RING" installs, 
5 seconds, fills in 5 minutes, cleans 
in 30 seconds, delivers a substan-
tial 25 gallon slow-drip, precisely, 
effectively over 3 -4 hours. Ideal for 
2 water cycle rotations - 50 gallons 
/ Tree Ring - in an 8 hour day. 

m a k e absolute ly 
every drop of water more effective. 

Provides balanced, safe, slow-re-
lease nutrients to new or established 
trees, shrubs, annuals, perennials, 
herbs and other plantings for up to 
two years. Our new 15g. 12 -8 -8 
"natural organic" tablets are fortified 
with "Bio-Plex" biostimulant and hu-
mic acid to enrich soil-biotics, pro-
mote healthy growth and root devel-
opment. Standard NPK fertilizer for-
mulations are available as well. 

(continued from page 30) 

initial observations with a soil test. Virtually 
half of the turf plant grows underground, so 
it is critical to determine if the soil is suitable 
to encourage root growth. In general, most 
grasses prefer a slightly acidic to neutral pH, 
an organic matter content of 3 percent to 5 
percent and enough pore space to permit 
drainage and air exchange. 

The site inventory should be thorough, 
noting and photographing the features that 
make the site unique. Analysis can then be 
done to evaluate the importance of the 
condition. For example, an inventory might 
contain a note that the turf is diseased with 
powdery mildew, and that there are several 
large shade trees overhead. 

The analysis would consider whether the 
trees should be removed or pruned, or if 
enough sun is received to allow any grass 
species to thrive. 

In all cases, strive to put the right plant 
in the right place. This is especially impor-
tant when considering traffic patterns. Wear 
tolerance varies among species, so take spe-
cial notice of existing wear patterns or traffic 
flow markings in the existing landscape. 

MAINTENANCE NEEDS. Combine the infor-
mation gathered in the client interview and 
the notes/observations obtained in the site 
inventory/analysis to establish a target level 
of maintenance. In general, it will fall into 
one of several categories: 

Very Low Maintenance: These are turf 
areas that receive no watering other than 
natural precipitation, no fertilization and 
are mowed at a fairly high height of cut. 
These turf areas are not much to look at, but 
serve their purpose. Rural cemeteries, air-
strips, median strips and roadsides are typi-
cal uses for these low-maintenance turfs. 
Common bermudagrass, common bluegrass, 
buffalograss and forage-type tall fescues are 
good choices for very low-maintenance turfs. 

Low Maintenance: Turfs in this level re-
ceive little to no watering, but enough to 
prevent drought stress. Irrigation frequency 
would be once every 21 to 28 days. Mowing 
height is fairly high, towards the high end in 
the desired range of each species. These turf 
areas typically are fertilized once a year. 
Industrial grounds, some home lawns, cem-
eteries, acreages, golf course roughs and 
picnic grounds are common sites for low-

(continued on page 34) 



NORTH CAROLINA 
LANDSCAPER HAS 
SUDDEN DEATH 
EXPERIENCE. 
"1 started to feel cold. 1 knew 
thpre was no time" says Kay. 

For Kay Gambill, time was running out. The temperature was dropping, the weeds were growing, and she and 
her team had a 2 acre ornamental landscape to clear and re-build in Fayetteville, NC. "Cardinal Landscape 
works right through the winter" she explained "and that's when most systemic weedkillers quit. But not 
Finale® Herbicide. Where it'll take Roundup® a month or more, Finale does the job in a few 
days, even when the thermometer's below 40 °. For weeds, it's a sudden death experience, 
winter as well as summer. Kinda gives you the shivers, doesn't it?" 

Finale 
•IIWHMÜU 

AgrEVÖ Chestnut Ridge Road / Montvale, NJ 07645 / 201-307-9700 / www.agrevo-green.com / Remember to read and follow label directions carefully. © 1999 AgrEvo USA Co. 
1 Finale® is a registered trademark of Hoechst Schering AgrEvo GmbH. Roundup® is a registered trademark of Monsanto Company. 

http://www.agrevo-green.com


(continued from page 32) 

maintenance turfs. Common bermudagrass, 
zoysiagrass, common bluegrass, buffalograss, 
centipedegrass, bahiagrass, forage-type tall 
fescues, and fine fescues are good choices for 
low maintenance turfs. 

Medium Maintenance: These turf areas 
receive a moderate level of inputs, including 
regular watering and frequent mowing, usu-
ally in the 2-inch to 3-inch range. These 
turfs are fertilized two to three times per 
year to encourage retention of green color 
and shoot, root and lateral growth. Golf 
course fairways, apartment buildings, office 
parks, athletic fields and most home lawns 
fall into this level of maintenance. Hybrid 
bermudagrass, improved zoysiagrass, pre-
mium bluegrass, bluegrass/perennial ryegrass 
mixtures, turf-type tall fescue, and St. 
Augustinegrass are good choices for me-
dium maintenance lawns. 

High Maintenance: These are turf areas 
that receive regular, high intensity inputs 
and require the greatest cost to maintain. 
They are frequently irrigated, and mowed at 
the lower end of the desired range in each 
species to produce a quality appearance. 
Fertilizer is applied frequently to these turfs, 
usually three to five times per year. In some 
situations, a "spoon feeding" regime is used, 
where fertilizer is applied every three weeks 
or so. Golf greens, estate grounds, upscale 
hotels, theme parks, some home lawns and 
certain office complexes are sites maintained 
at this level. Turf-type perennial ryegrass, 
premium bluegrass, hybrid bermudagrass 
and creeping bentgrass are good high main-
tenance turf choices. 

KEY TRAITS. All ofthe factors in 
selection are interrelated to an 
extent. This is especially true if 
a turf species is maintained at a 
higher or lower level than is 
reasonable for the grass. For 
example, fertilization and irri-
gation affect mowing in that if 
you fertilize and irrigate a turf 
area heavily, the grass will re-
quire more frequent mowing. 
On the other hand, turf variet-
ies that prefer moderate main-
tenance will generally become 
thin and open if fertilized and 
irrigated sparingly. In the lat-
ter scenario, drought stress and 
weed invasion due to an open 
stand will likely result. 

Each species of grass has 
unique characteristics and at-
tributes. More specifically, cul-
tivars within a species express 
quite a range as well. The research group 
that is perhaps most interested in these 
differences is the National Turfgrass Evalu-
ation Program. This program evaluates cul-
tivars of turf in dozens of sites in each part 
of the nation to determine what grasses are 
best suited for each locale. (Information and 
summaries of research studies are available 
through NTEP, Beltsville Agricultural Re-
search Center -West , Building002, Room 
013, Beltsville, M D 20705. ) 

The investigators at N T E P use the fol-
lowing factors and descriptions to guide 
their evaluation efforts: 

It is impor-
tant to re-
member that 
a magic grass 
- one that 
uses little or 
no watery 

seldom needs 
mowing and 
withstands 
heavy use in a 
deeply shaded 
area - simply 
does not exist. 

• • • • • 

Genetic Color- Shades of 
color range from light green 
to dark green. Americans gen-
erally prefer darker green 
grass, while Europeans pre-
fer lighter green grass. 

Leaf Texture - Describes 
the width of the leaves. 
Coarser-textured grasses, 
such as St. Augustinegrass, 
have a tougher "feel" and are 
not as thin or fine as peren-
nial ryegrass or fine fescues, 
for example. Also, finer-tex-
tured grasses are often better 
for use in low-cut turf such as 
golf course fairways. 

Density - This measures 
the amount of grass plants in 
an area. The larger number 
of plants per unit area, the 
greater the density. Grasses 
with high density ratings of-

ten give the lawn a more carpet-like look. 
Growth Habit-TW\s varies from upright 

to low growing along the soil surface. More 
upright growth requires more mowing. Some 
species, such as tall fescue, inherently have a 
more upright growth than low growers like 
Kentucky bluegrass. Plant breeders have 
changed this somewhat by developing 
"dwarf' or slower-growing tall fescues. 

Uniformity- Having a lawn that is uni-
form in color, texture, density and growth 
habit is pleasing to the eye and desired by 
most people. 

(continued on page 36) 

Over 500 chemical accidents are reported 
to the federal EPA every month. If the guys in the "moon suits" 

show up at YOUR spill site, are you protected? Most policies cover 
only a small part of mandated/actual pollution costs - costs that can 

easily run into tens of thousands of dollars. Or more. Give us a call 
today and compare your current coverage with reality. 

B . & D . A . WEISBURGER, INC. 
D E Í E N D A L E S E R V I C E S I N C E 1 9 1 5 

(j^nAciAcutoe' 
1 - 8 0 0 - 4 3 1 - 2 7 9 4 

5 Waller Avenue White Plains, NY 10601 Web Site/E-mail: weisinsure@weisburger.com 
Fax 914-428-0943 Fax-On-Demand: 800-ASK-WEIS (800-275-9347) 
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Fast, easy d u m p i n g f r o m 
t h e seat 

Three safeguards aga ins t 
p l u g g i n g (s ight glass, 
fabr ic fee l , o v e r f l o w ) 

Compac t size f o r f u l l 
S h o r t c u t maneuve rab i l i t y 

Easy u n p l u g g i n g t h r o u g h 
a de tachab le chu te 

Convers ion f r o m 
ca tch ing t o d ischarge 
m o d e in seconds 

Take in the Grass 
I n t r o d u c i n g t h e S h o r t C u t B A C - V A C 

M O W LONGER. D U M P FASTER. BOOST PRODUCTIV ITY BY 3 0 % . 

HUSTLER 
Out Hustle all the restn 

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

Easy t o 
u n p l u g 

C a p a c i t y 
by v o l u m e 

C a p a c i t y 
by w e i g h t 

A r e a cu t 
b e f o r e 

h o p p e r is f u l l 

D u m p i n g 
f r o m seat 

Q u i c k l y a n d 
easi ly c o n v e r t 
t o d i s c h a r g e 

A d j u s t a b l e 
b l o w e r 

p e r f o r m a n c e 

S l o p e 
p e r f o r m a n c e as 

h o p p e r fil ls 

B A C - V A C " 
k — 

7 b u s h e l s 1 4 0 l b s 2 4 6 0 s q f t I m p r o v e s 

W a l k e r 
G H S 

7 . 3 b u s h e l s 1 1 6 l b s 1 6 6 8 s q f t F o r g e t I t ! 

1 - 8 0 0 - 3 9 5 - 4 7 5 7 
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 

USE READER SERVICE # 3 1 

T 
9 2 " 

http://www.excelhustler.com


Take less t ime to save t ime 
You already know that investing in new management software will 
streamline your operations, increase profits, and shave hours off 
your work week. 

However, you may find it hard to justify the time and money spent 
learning the program and entering client information. 

lawn tMonke 
Take a look at Lawn Monkey Software. With Lawn Monkey you will 
experience its benefits from Day 1. 

You will be surprised at how easy it is to use. 

Import entire client lists into Lawn Monkey with a click of a button, and 
virtually eliminate set-up times. 

Lawn Monkey's features offer a high degree of flexibility, 
customization, and power. 

With Lawn Monkey Pro Plus priced at $379 and Lawn Monkey Deluxe 
priced at $579, Lawn Monkey is available at a fraction of the cost of 
comparable software packages in its class. 

Contact us today for a free, and fully functional, trial version. 
F e a t u r e s : 

• F u l l y a u t o m a t e d b i l l i ng / i n v o i c i n g • L a w n M o n k e y W o r d P r o c e s s o r w i t h bui l t in 
I m a g i n g c a p a b i l i t i e s • A u t o m a t i c j o b c o s t i n g r e p o r t s a n d p r o j e c t i o n s • G e n e r a t e 
e s t i m a t e s . c o n t r a c t s a n d f o r m l e t t e r s w i t h a c l i ck o f a b u t t o n • G r a p h i c a l 
s c h e d u l i n g c a l e n d a r • R o u t i n g — t h e m o s t p o w e r f u l o n t h e m a r k e t • J o b P a c k a g e s 
f o r l a w n s p r a y i n g • I n v e n t o r y a n d P H l e v e l t r a c k i n g • I n v e n t o r y s h o r t a g e a n d 
r e o r d e r p r o j e c t i o n s • E x t e n s i v e I m p o r t i n g a n d E x p o r t i n g • C u s t o m w o r k bi l ls , r o u t e 
l is ts , s e r v i c e t i c k e t s • A c c o u n t i n g , c h e c k w r i t i n g , c a s h f l o w a n a l y s i s • M u l t i p l e j o b 
s i t e s p e r c l i e n t • M u l t i p l e m a i l i n g a d d r e s s e s p e r j o b s i t e • A u t o m a t i c a l l y u p d a t e s 
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Disease/Insect Resistance - This relates to 
the turfgrass' ability to resist disease and 
insect attacks. Some plants are more resis-
tant to these pests because of their genetic 
makeup. Also, naturally occurring fungi, 
called endophytes, live within certain tall 
fescue, fineleaf fescue and perennial ryegrass 
varieties, helping these grasses repel insects. 

Drought Resistance- This is the ability of 
a turfgrass to survive and/or thrive during 
drought conditions. The most desirable grass 
will maintain its green color and good qual-
ity during prolonged drought. However, 
for basic survival during drought, grasses 
often lose their green color and go dormant. 

Water Use Efficiency - The amount of 
water needed by a turfgrass to maintain a 
certain level of quality or to provide accept-
able performance. The water needs of 
turfgrass on an athletic field, for example, 
are often greater than the needs of a home 
lawn because of the "wear and tear" on the 
athletic turf. Also, turfgrasses vary widely in 
their water use efficiencies. Some grasses, 
like tall fescue, are large water users but have 
a deep root system to reach water that other 
grasses cannot reach. 

Heat, Cold Tolerance - The turfgrass' 
ability to survive extreme winter and sum-
mer temperatures. 

Rate of Establishment- How quickly the 
turfgrass produces 100 percent ground cover. 
This is especially important in resisting weed 
invasion, controlling erosion and recover-
ing from disease or insect damage. 

Shade Tolerance-Trees are a major part 
of the landscape. Therefore, we need grasses 
that can survive and thrive in shaded areas. 

Traffic/Wear Tolerance-This character-
istic is important in parks, athletic fields, 
golf courses, playgrounds and home lawns. 

Thatch Production - Some grass types 
produce thatch, or dead roots and stems, 
faster than soil microorganisms can decom-
pose the thatch. Thatch is a place for dis-
eases and insects to thrive, and it prevents 
water from reaching the turfgrass' roots. 

Nutrient Use Efficiency- Turfgrasses have 
varying nutrient use efficiencies, and the 
intensity of use and management will influ-
ence the turf s nutrient needs. 

Grasses are divided into warm- and cool-
season species. Cool-season grasses are gen-
erally grown in areas where frosts and freez-
ing temperatures are routine for a signifi-

http://www.lawnmonkey.com
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NEW KOHLER AEGIS 

THE NEXT WAVE 
IN LIQUID-COOLED 

TECHNOLOGY. 
KOHLER AEGIS 17, 20, 23 HP LIQUID-COOLED 
VERTICAL SHAFT V-TWIN ENGINES 
• A D V A N C E D C O O L I N G S Y S T E M 

• PEAK POWER A N D T O R Q U E 

• FUEL EFFICIENT 

• Q U I E T O P E R A T I O N 

• E A S Y T O M A I N T A I N 

KOHLER. AEGIS' 23 
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TO LEARN MORE ABOUT THE LATEST INNOVATION FROM KOHLER CO., 
CALL 1 -800-544-2444 EXT. BD9 
www.kohlerengines.com 
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1 K< 3 H I E H A C # 1 1 
20, AND 23 HP VERTICAL SHAFT TWINS IS 

KOHLER AEGIS" IS THE FUTURE 
OF LIQUID-COOLED. 
Kohler leads the engine industry with a technologically-
advanced cooling system and a revolutionary air filtration 
system. The new liquid-cooled V-twin KOHLER Aegis is a 
breakthrough in design and innovation. 

Kohler's advanced parallel-
flow liquid cooling system 
provides superior engine 
cooling through o patented 
low profile heat exchanger. 
This state-of-the-art radiator 
enables the engine to run 
cooler by keeping oil 

temperatures low and running temperatures consistent. 
Oil life is extended and internal engine wear is reduced, 
increasing engine performance and reliability. The result 
is less maintenance and greater savings. 

MODEL SPECIFICATIONS 

Certification #US97/0977 

CALL 1 - 8 0 0 - 5 4 4 - 2 4 4 4 EXT. B D 9 

KOHLER Aegis 23HP 
liquid-cooled V-twin engine 

E N G I N E T Y P E 4-cyde, twin cylinder, V-configuration, overhead valve, liquid-cooled, 
gasoline, pressure lubricated, with oil filter, vertical shaft, aluminum 
head and crankcose with cast-iron cylinder liners 

MODEL LV560 LV625 LV675 
BORE in. (mm) 2.87 (73) 3.03(77) 3.15(80) 
STROKE in. (mm) 2.64 (67) 2.64 (67) 2.64(67) 
DISPLACEMENT cu. in. (cc) 34.2 (561) 38.1 (624) 41.1 (674) 
POWER (@3600 RPM) hp(kW) 

Maximum 
Intermittent 
Continuous 

17.0(12.7) 
15.3(11.4) 
13.6(10.2) 

20.0(14.9) 
18.0(13.4) 
16.0(11.9) 

23.0(17.2) 
20.7(15.4) 
18.4(13.7) 

MAX TORQUE lbs. ft (Nm) @ 2400 RPM 26.0 (35.3) 30.0 (40.7) 32.0(43.4) 
DRY WEIGHT lbs. (kg) 110(52) 110(52) 110(52) 
OIL CAPACITY W/FILTER U.S. quarts (litre) 2(1.9) 2 0 . 9 ) 2(1.9) 
DIMENSIONS in. (mm) 

Length 
Width 

Height 

18.6 (472) 
17.8(451) 
18.8 (478) 

18.6(472) 
17.8(451) 
18.8(478) 

18.6(472) 
17.8(451) 
18.8 (478) 

COMPRESSION RATIO 8.5:1 8.5:1 8.5:1 

FEATURES BENEFITS 
Advanced para l l e l - f l ow liquid cooling sys tem Consistent running, lower oil 

a n d h e a d tempera tu res , long l ife, 
a n d rel iable, quiet operat ion 

Larger d isp lacement M o r e p o w e r a n d torque 
t h a n compet i t ion 

Innovat ive air f i l t rat ion sys tem I m p r o v e d f i l tering a n d m o r e 
capacity t h a n c o m p e t i t i o n ( + 2 5 0 % ) 

C o m p a c t in tegra ted p a c k a g e Easy to install , in terchangeable 
footpr int w i t h C o m m a n d " t w i n 

Easy-to-remove b lower housing Easy to inspect, service and m a i n t a i n 
O H V design Increased power , greater fue l 

e c o n o m y , no carbon bui ld-up 
Hydraulic va lve lifters No lash ad jus tment , no p o w e r loss, 

m a i n t e n a n c e f ree 
Full pressure lubrication a n d f u l l - f l o w fi lter Constant protect ion, e v e n and 

cont inuous oil distribution, 
e x t e n d e d oil changes 

Easy access service points Conven ient access to eng ine components 
during rout ine m a i n t e n a n c e 

T h r e e - y e a r l imi ted w a r r a n t y O n e of the best in the business 

KOHLER CO., KOHLER, WISCONSIN 53044 
TOLL FREE US AND CANADA l -800-544-2444 TEL 920-457-4441 FAX 920-459-1570 
www.kohlerengines.com 
© 1 9 9 9 by Kohler Co. All rights reserved. 
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M e e d Market Report 

Now is the time that contractors look toward the turf they've 
been fighting to save all summer and make a critical decision 
- is it too late to save the turf and time to consider a 

renovation job. 
Two factors influential in this decision are the quality and cost of 

the available turf seed. Based on early harvest reports, contractors 
in different parts of the country will find themselves faced with 
different situations. 

One challenge a number of contractors may find themselves faced 
with is being able to purchase a satisfactory amount of seed as soon 
as they want it. 

"The weather hasn't been very cooperative during the turf seed 
harvest, and the timing of how soon this seed is available depends on 
how well developed it is," explained Mark Lauge, product manager 
for seed, LESCO, Rocky River, Ohio. "The suppliers are all trying to 
cram an enormous volume of seed through a tiny funnel of processing 
and distribution." 

RYEGRASSES. "The annual ryegrass is coming in very well, and 
perennial ryegrass is coming in with a strong to average crop," noted 
Kevin Turner, director of seed research and production, The Scoffs 
Company, Marysville, Ohio. 

"I would say the yields on perennial ryegrass have been good thus 
far, especially considering that we had one of the wettest winters 
this century with more than 50 inches of rain from Oct. 1 to April 1," 
commented Mike Baker, senior vice president and general manager, 
Pennington Seeds, Madison, Ga. "But then the rain shut oft and we 
had three of the driest summer months in years." 

Baker observed that the increased popularity of overseeding for 
golf courses, sports turf and other quality turf mixes has driven the 
perennial ryegrass market to record levels in recent years, but this 
growth has also limited seed distributors' ability to develop 
significant inventories. 

Gayie iacklin, assistant vice president of domestic marketing/ 
special projects and accounts, Jacklin Seed/Simplot Turf & 
Horticulture, Post Falls, Idaho, estimated this year's perennial 
ryegrass crop at 170 million pounds for the industry across the U.S. 
"And the quality of the crop looks real good right now," she added. 

"The light disease pressure on this year's crop makes it much 
improved over last year," agreed Baker, recalling the significant rust 
disease pressures present last year. 

"Prices have moved down about 6 to 8 percent for perennial 
ryegrasses this year," commented Baker, adding that heavy tali 
demand could drive prices back up. "Looking at the summer weather 
from Kansas City on east, there should be excellent use because of 
how little rain there has been." 

Ronnie Stapp, executive vice president of seed operation for 
Pennington Seed, was quick to caution customers against purchasing 
mixes that include imported seed from Europe or New Zealand. 

"This imported seed can lower the prices of some mixes, but the 
quality of this seed doesn't compare to the quality of the seed raised 
here," Stapp noted. 

FESCUES. "We've already harvested some fine fescues, hard 
fescues, chewings fescues and tall fescues, and the quantity 
appears to be better than last year's crop," noted Keith Laxton, 
director of customer service, Seed Research of Oregon, Corvallis, 
Ore. "But the wet winter was conducive for some weeds, like poa 
annua and annual bluegrass." 

Laxton predicted slightly depressed pricing for various fescues 
this year due to increased carryover inventories, but he, too, said 
depressed markets in Europe will make European farmers turf seed 
sellers rather than buyers. 

BLUEGRASSES. The annual U.S. crop for biuegrasses totals about 70 
million pounds, according to Jacklin. 

"About 65 percent of that crop is proprietary bluegrass, and the 
quality of that seed looks very good right now," she explained. "We 
went into this year's harvest with one of the lowest carryover 
inventories of recent years, and pricing is all over the board right 
now with the elite varieties priced higher and the middle of the road 
varieties priced more competitively." 

"I think a factor that may be hidden in this crop because of the 
weather is the impact of the field burning restrictions," pointed out 
Turner. "This is a continuing issue that people need to be aware of, 
and we need to be prepared for some poor yields next year as well 
on the dry-land crops." 

Jacklin noted that advancements in proprietary bluegrass breeding 
have cut into the perennial ryegrass market for golf courses to some 
degree, but that bluegrass seed stills goes primarily to residential 
and commercial properties. 

"The market bluegrass sells into for the most part is the sod 
market, and some of those key sod markets, like Michigan and the 
mid-Atlantic states, are real strong right now," Jacklin added. "The 
sod farmers were cutting sod through the winter because the 
weather was so mild, so they've had to buy a lot of seed and get a 
lot of new sod started." - Bob West 
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cant portion of the year, while warm-season 
grasses are grown in regions where mild to 
hot weather predominates. Buffalograss, 
zoysiagrass and creeping bentgrass are ex-
ceptions in that they are often grown suc-
cessfully beyond traditional boundaries. 

Cool-season grasses: The most widely grown 
cool-season grass is Kentucky bluegrass with 

its medium-textured, green to dark green turf 
of good density. The aggressive sod forming 
habit of bluegrass is attributable to its strong 
rhizome development, lateral spreading 
potential and excellent recuperative poten-
tial. It has fair high temperature tolerance 
and good to excellent cold temperature tol-
erance. Some cultivars are pest susceptible. 

Tall fescue has the coarsest texture of any 
cool-season grass, as well as the lowest shoot 
density. The recuperative potential is quite 
low, as it is a bunch grass and does not 
spread laterally. Tall fescue has a very exten-
sive root system that is used to draw on soil 
moisture reserves and resist insect feeding 
damage. Thus, it is considered pest resistant 
and drought tolerant. It has fair cold tem-
perature tolerance and good to excellent 
heat tolerance. Tall fescue is used on home 
lawns, low budget athletic fields, acreages 
and highway turfs. 

A group of grass species possessing needle-
fine texture is the fineleaf fescues. The group 
is made up of hard fescue, sheep fescue, 
creeping red fescue and chewings fescue. 
Although there are minor differences, they 
are grouped together for practicality. Ex-
cept for creeping red fescue, these are bunch 
grasses and do not spread significantly. They 
are medium to dark green and exhibit good 
to excellent shade tolerance, and are pre-
dominantly mixed with shade tolerant cul-
tivars of bluegrass for use in turf areas that 
receive three to six hours of sun per day. 
Fine fescues are used on home lawns, cem-
eteries, golf course roughs and parks. 

Perennial ryegrasses are also commonly 
mixed with Kentucky bluegrass with wear 
tolerance and quick establishment as the 
desired results. Ryegrasses are shiny, me-
dium to dark green and fine to medium in 
texture. They germinate rapidly, making 
them useful in sports turfs. They have fair 
cold and warm temperature tolerance. Like 
the fescues, they are bunchgrasses and do 
not spread laterally. Perennial ryegrasses are 
used in home lawns, athletic fields, golf 
fairways and tees and on campus grounds. 

Creeping bentgrass is a very low, very 
fine textured grass. It has good cold tem-
perature tolerance and fair heat tolerance. It 
spreads readily through rhizomes. 
Bentgrasses are susceptible to a wide range 
of fungal diseases, and, along with a require-
ment for very frequent mowing, it is consid-
ered a high maintenance grass. It is used 
primarily on putting greens. 

Warm-Season Grasses: Bermudagrass is 
one of the most widely used warm-season 
species, due to its many uses. Common bermu-
dagrass is a bit coarse, having medium texture, 
while hybrid Bermudagrass is medium-fine. 

(continued on page 96) 
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When your job requires you to 
deliver. Reading's (he only ehoiee. 
Every Reading s(ake body delivers 
durable eonstruetion ineluding a 
reinforeed understrueture. rugged 
stake raeks. and full rust proteetion. 
Only Reading ean deliver years of 
trouble-free hauling. 

Only the best carry the name 

800-458-2226 
www.readingbody.com 

©1999 Reading Body Works. Inc. Reading is a registered trademark of Reading Body Works. Inc. 
in the United States and in some foreign countries. 
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Come Join us far a great hands-on ppnd building experienc 

July 23 
July 24 25 
July 26 
August 2 
August 3 
August 5 
August 6 
August 9 
August 10 
August 12 
August 13 
August 16 
August 1 8 
August 20 
August 23 
August 25 
August 26 
August 27 
August 30 
September 1 
September 3 
September 6 
September 8 
September 10 
September 13 
September 15 
September 17 
September 20 
September 22 
September 24 
September 27 
September 29 
October 1 
October 4 

Hkgv. Chicago, IL 
Parade of Ponds 

Chicago, IL 
Milwaukee; Wl 
Green Bay, Wl 

Minneapolis, MN 
Des Moines, IA 

Grand Rapids, Ml 
Lansing, Ml 
Detroit, Ml 
Toledo, OH 

Indianapolis, IN 
Louisville, KY 
Columbus, OH 

Pittsburgh, PA 
^ _ Baltimore, MD 

Lancaster, PA 
Philadelphia, PA 

Hawthorne, NJ 
Long Island!, NY 

¡S Hartford, CT c? 
Buffalo, NY %} 

Rochester, NY é 

Syracuse, NY 
Boston, MA TJ 

Richmond, VA \ 
Charlotte, NC 

Denver, CO 
Salt Lake City, UT 

Boise, ID 
Spokane, WA 

Seattle, WA 
Portland, OR 
St. Louis, MO 

H i m f F E 1 E S I I I S ' 

Sign up now 
and receive a 

"TheVideo11 

lor^Contrac-
tors and 
Retailers! 
Call us at 
the phone 
number 
below 
for more 

details! 

October 6 
October 8 
October 11 
October 13 
October 15 
October 18 
October 20 
October 22 
October 25 
October 27 
October 29 
November 1 
November 3 
November 5 
November 8 
November 10 
November 12 
November 15 
November 17 
November 19 
November 22 
November 23 
November 24 
November 29 
December 1 
December 3 

Kansas City, MO 
Omaha, NE 

Oklahoma City, OK 
Lubbock, TX 

Dallas, TX 
San Antonio, TX 

Houston, TX 
Baton Rouge, LA 

Columbia, SC 
Atlanta, GA 

Knoxville, TN 
Nashville, TN 
Memphis, TN 

.....¿Little Rock, AR 
Redding, CA 

Reno, NV 
Sacramento, CA 

San Jose, CA 
Jjfc ^ Fresno, CA 

San Diego, CA 
* J*s Vegas, NV 

fhoenix, AZ 
Albuquerque, NM 

Tallahassee, FL 
Orlando, FL 

Miami, FL 

ADVANCED TRAINING! 

Call now to sign-up! 
Spat* is limited! 1 - 8 0 0 - 3 0 6 - 6 2 2 7 ext. 9 0 7 7 



r i n g e r s 

W h e n it comes to preventing the broadleof 

and grassy weeds that most often plague your 

customers' turfgrasses, PRE-M preemergent 

herbicide is right on target. W h y pay more 

for other products when, t ime after t ime, university 

trials prove that PRE-M offers you better overall 

performance combined with unmatched value? 

Superior performance m a d e PRE-M the ^ ^ 

leading* preemergent herbicide. Superior 

value widens the gap. PRE-M is everything 

you'd expect from LESCO", the leading supplier 

in the professional turf care industry. 

Ask your LESCO professional or call 

1 - 8 0 0 - 3 2 1 - 5 3 2 5 to learn how you can earn 

generous rebates for your PRE-M purchases. 

G e t behind the leading edge. 

The Leading Edge. 

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

Always read and follow label directions. 
© 1 9 9 9 PRE-M® and LESCO® are registered trademarks of LESCO, Inc. 
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The irrigation 
products of the 
millenium and 
beyond are currently 
being discussed and 
developed. 

By Nicole Wisniewski 

ost of the time, the future is closer 
than it appears to be, as is the case 

with irrigation system technology. 
Future product design concepts -

some being implemented and discussed now-
are completely viable, meaning that the prod-
ucts of the future will be available, according 
to irrigation manufacturers and contractors, 
within the next five years instead of the next 
five to 10 years. 

Many factors are driving these design 
changes, particularly water conservation and 
irrigation limitations, and the ultimate future 
result will be a smarter irrigation system. 

DRIVING DESIGN CHANGES. As the federal gov-
ernment demonstrates a greater commitment 
to environmental issues, contractors are being 
asked to do more with less water. 

"Because landscape irrigation is a very vis-
ible user of large quantities of water," according 
to John Ossa, business development, Jensen 
Landscape Services, Cupertino, Calif., and chair-
man of the Irrigation Association Water Man-
agement Committee, "members of the green 
industry will either learn to be more efficient 
irrigators or face punitive water use restric-
tions." 

While the Sunbelt states will always have a 
greater need for irrigation vs. those in the 
Midwest and North, all irrigation systems will 
have to become more efficient, Ossa said. 

"In California, for example, much of the 
most populated areas are located in a true Medi-
terranean climate, meaning there is no summer 
rain," Ossa explained. "This, combined with 
high property values in these areas, puts a 
premium on efficient irrigation systems and 
management." 

"The focus in the West and South should 
be on recycling and conserving water rather 
than building new power plants and water 
treatment plants," pointed out Dirk Lenie, 

(continued on page 44) 

Water conservation and irrigation limitations are 
driving design changes in the irrigation systems of the 
future. The result will be much smarter irrigation 
systems. Photo: Toro Irrigation 



Your luck has just run out. 
That goes for all 
of your broad leaf 
buddies, a s well. 

Êiiverdale 
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. 

Itanium™ lira 



irrigation 
(continued from page 42) 

director of marketing sales for residential, 
commercial and government irrigation, Toro 
Irrigation, Riverside, Calif. "This is an im-
portant part of irrigation management as 
there will be continued pressure on keeping 
government budgets down, meaning less 
construction of water treatment plants and 
the greater the need for conservation and 
efficient use or use of alternative sources. 
And, based on the infrastructure in the East, 
irrigation needs to be more efficient with 
regard to pressure and application." 

Irrigation limitations alone won't be able 
to aid in water conservation without good 
irrigation management, Lenie said. 

"Just because legislation attempts to make 
water use more inconvenient doesn't mean 
it's making the system more efficient," Lenie 
explained. "Having legislation doesn't al-
ways mean that good irrigation practices 
will be used, especially if there is not more 

(continued on page 48) 

Salt in the Wound 
rrigation limitations will become more 
restrictive in the future, especially in 
California and Florida, due to good 

irrigation water being polluted by seawater, 
claimed John Ossa, business development, 
Jensen Landscape Services, Cupertino, 
Calif., and chairman of the Irrigafion 
Association Water Management Committee. 

"This is happening because people are 
pumping in water for irrigation from 
underwater lakes and as the pressure on 
those cavities increase, sea water located 1 
to 2 miles away moves toward the area," 
Ossa explained. "Salinas, Calif., near 
Monterrey, is the vegetable capital of the 

world and is located several miles inland. Yet, 
the seawater has worked its way very close to 
the farmers' crops. Soon, farmers may be 
pumping seawater into their crops, killing them. 
This will continue to result in the greater 
restriction of water use, especially as the Sun-
belt states grow in population. In most areas 
already, the water supply is finite." 

A current strategy being implemented to 
eliminate this problem, according to Ossa, is 
something called groundwater recharge, or the 
pumping of treated water back into the 
acquifer. 

"Another suggestion in a case like this is to 
bring water in from outside areas to help alle-
viate the problem," added Dirk Lenie, director 
of marketing sales for residential, commercial 
and government irrigation, Toro Irrigation, 
Riverside, Calif. - Nicole Wisniewski 

J ) Quality you can rely on 

Finally, A Landscape Dozer That Works 
Where You Need It Most. 

The D21A-7 and D21P-7 compact dozers 

aren't just smaller, they're lighter. At under 

9,250 lbs, they combine unmatched power and 

controllability with a reliable easy-to-transport 

design. From durable all rubber tracks, to 

single lever 6-way PAT blades, these versatile 

dozers are perfect for landscapes who demand 

reliability and ease-of-use. 

• 8 , 7 1 0 to 9 , 2 2 0 lbs 
• Fits Most Trailers 
• Steel or Rubber Track Options 
• Low Ground Pressure 

Version Available 
• Steering and Blade Control from 

(2) PPC Joysticks 

440 North Fairway Drive • P.O. Box 8112 
Vernon Hills, IL 60061-8112 • (847) 837-3071 
www.komatsuutility.com 
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Y O U ' R E I N V I T E D TO G I E ' S 1 0 T H A N N I V E R S A R Y C E L E B R A T I O N 

, November 13-16,1999 ^ : * 
r Baltimore Convention Center ••• Baltimore, Maryland 

• 12 Exclusive Trade Show 
Hours 

• Outdoor Equipment 
Demonstration 

• 3 Educational Conferences 
• 300 Exhibiting Companies 
• More than 5,500 Industry 

Professionals 

About 6IE Attendees: 
93% Make Purchasing 

Decisions 

FOR HOUSING AND 
TRAVEL INFORMATION 

Call Travel Worldwide Network at 
(800) 631-9675 or visit them at 

www.trsvelwortdwldenetwork.com 

Show Schedule 
CONFERENCES 

November 13 - 1 6 , 1 9 9 9 

TRADE SHOW 
November 15 - 1 6 , 1 9 9 9 

What Exhibitors Said About GIE/98: 

• "Still working on outstanding 
leads from the GIE Show." 

• "Always a great show for us." 
• "Keep up the good work. We 

appreciate the opportunity to 
be a part of the show." 

• "Well organized, professional 
show." 

OUTDOOR EQUIPMENT DEMONSTRATION 
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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 

of crabgrass and other 

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 N A 
Ï H R R S H M RISE 

http://www.dimensionpro.com


(continued from page 44) 

focus on customer education starting with 
those who develop the laws." 

THE SMART SYSTEM. According to Lenie, the 
smart system, a concept that has been dis-

cussed for years, still has many possibilities 
- most of them focusing on more efficient 
irrigation. 

"Maybe the controller will talk to the 
sprinklers individually instead of all at once 

giving them all something different to do," 
Lenie explained. "Or maybe sprinklers will 
be told to irrigate in a half-circle today and 
then in a full circle tomorrow. Maybe sprin-
klers will be tied to a soil moisture sensor 

and react based on input from 
the sensor." 

Sensors will play a key role in 
the future of the smart irrigation 
system, as will satellites and com-
puters (especially in larger sys-
tems), wireless communication 
and wireless irrigation, pointed 
out Brian Vinchesi, design engi-
neer, Irrigation Consulting & 
Engineering, Pepperell, Mass. 

"It would be nice if someone 
could design a sensor or combination of 
sensors to measure soil moisture or rain," 
Ossa said. "Sensors are available now, but 
people don't have confidence in them. The 
threshold of trust hasn't been crossed with 

sensors yet because they are still so new. But 
a better combination of sensors takes the 
decision making out of a person's hands and < 
lets the controller modify changes." 

Irrigation application hardware will be-
come more efficient in the future, Ossa 
pointed out. | 

"Presently, manufacturers talk in terms 
of matched precipitation rate, but the real-
ity for spray heads is that they are matched 
in terms of flow rate, not precipitation," 
Ossa explained. "Spray heads in the future 
will have improved irrigation profiles, which 
will enable matched precipitation rates. Also, 
there will be an increasing reliance on sec-
ondary water supplies, which may dictate 
some changes in hardware components, 
meaning sprinkler heads will be constructed 
to withstand a lesser grade of water." 

A smart system may also mean imple-
menting more types of system components 

(continued on page 50) 

Sensors will play a key role in the 
future of the smart irrigation system, 
as will satellites and computers (espe-
cially in larger systems)9 wireless com-
munication and wireless irrigation. 

GREAI LANDSCAPES START HERE 

You deserve irr igation 
solutions that are 

backed by experience. 
W i th more than 80 years of irri-
gat ion product manufacturing 
know-how, Buckner by Storm 

provides reliable products and 
exceptional customer service, all 
at competitive prices. Our high 

quality Pop-Up Sprinkler 
l ine is a good 
example of our 

a t t e n t i o n 
to detail. 

• Heights of 3 " , 4 " , 6 " , 12" 
• Nozzles avai lable in 

bulk or Contractor Pack 
• Economic nozzle 

packag ing al lows for 
easy use and storage 

...for more information, call us 

7 LlfcJ&J1LC5V 

4381 N. Brawley Ave. 
Fresno, C A 9 3 7 2 2 

h 8 0 0 3 2 8 - 4 4 7 0 
fox 5 5 9 2 7 5 - 3 3 8 4 

USE READER SERVICE # 3 9 USE READER SERVICE # 4 0 
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FEATURES: 
• Spreads and sprays over 4000 sq. ft. 

per minute. 
• Zero turning radius for maximum 

maneuverability. 
• Full hydrostatic drive. 
• 12' break away spray broom. 
• 150 lb. capacity; 3 speed electric 

spreader. 
• Designed for residential and 

commercial properties. 
(330) 966-4511 

FAX: (330) 
872-7050 

66-0956 

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



There are some turf problems even 
ProScape with Confront can't solve. 

The last thing you want to see is a dandelion, clover or broadleaf weed rearing its ugly head. 

That's why you need new homogeneous ProScape 19-2-9 Fertilizer with Confront. Just apply 

in the fall for weed-free turf in the spring. For short-cut turf try ProScape 17-2-17 with Confront. 

To order a ProScape combination product, call your Lebanon Turf Products Dealer or Distributor. 

Or call 1-800-233-0628. We can't solve every turf problem, but we come pretty close. 

Lebanon 
TURF PRODUCTS 

ProScape is a registered trademark of Lebanon Seaboard Corporation. 'Trademark of Dow AgroSciences LLC. 

USE READER SERVICE # 4 2 



(continued from page 48) 

that have already entered the market with 
some success. For example, sprinklers with 
infinite trajectory adjustment make the 
sprinkler better able to handle wind and 
withstand slopes, Lenie said, adding that 
products of the future will be built at a 
higher quality and will last longer than 
products of today. 

There will also be greater uniformity of 
sprinkler heads, resulting in a system that 
wastes less water and distributes it better, 
Vinchesi suggested. 

"In less than five years, there may even be 
no sprinklers at all once subsurface irriga-
tion, an irrigation system that will send 
water directly to the soil, comes into play," 
he added. 

Smarter controllers can also better a smart 
system. One of the main problems with 
controllers, according to Ossa, is that they 
are programmed in minutes and hours. 

"Crop need and consumptive use is ex-

pressed in inches of water or acres per feet," 
Ossa explained. "But what does that mean 
in minutes? I think controllers will change 
the most over the years. They will become 
more user-friendly - do more technical 
things as well as become simpler to use." 

ADDING COMPUTER TECHNOLOGY. Ossa as-
sumes computers will play a greater role in 
irrigation systems of the future. 

"Computers play a big role in irrigation 
systems now, especially in large, central 
systems, which have multiple systems linked 

Continued improvement in the quality 
of sprinkler heads of all types will 
provide contractors more options to 
choose from when selecting different 
water sources. Photo: Rain Bird 

via modem to a central computer," he 
pointed out. "This type of system gives the 
operator the ability to check the whole city's 
parks and conduct a remote shut down of all 
controllers due to weather changes." 

However, even though computers are 
already an important tool for golf courses 
and some large commercial and municipal 
sites, Lenie believes that the commercial 
market remains far behind the golf market 
as far as innovative irrigation design is con-
cerned, and residential irrigation develop-

(continued on page 52) 

Power Blower 

Now there are more reasons to 
get attached to a Steiner. 

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

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

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

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

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

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

STEINER 
A turf tractor with a different twist 

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

Rotary Sweeper 

Rotary Mower 

Shredder 

Reel Mower 
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For Qiuilit if Nitrogen 

Nitro! •JJLLLJ 

n O O O O O # # ' 
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for the life of the soiU 

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

We have been using N I T R O F O R M ® 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 

"We're now in our ISth season 
using RegalStar II with'Mlroform; anctrfe 
use this fertilizer combination because we get 
excellent results aiul value. Our members expect 
and get the best playing conditions possible 

\ i — Hill Wtmuu 
J3GCS DumviHiily Country C lub 
Dnturoody. Ci A 

Nitroform:. .In a Class By Itself 

5 * > 

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 Nitrofornr was used, which shows a build-up of 
humus, vigorous roots, no thatch and greener healthier turf. 

M i c r o b i a l a c t i v i t y a n d r o o t g r o w t h a r e 
t h e f o u n d a t i o n s o f b u i l d i n g h e a l t h i e r p l a n t s . 

If y o u w o u l d l i k e m o r e i n f o r m a t i o n o n 
R e g a l S t a r ® II a n d N I T R O F O R M ® , g i v e m e 

a c a l l , J i m K i n g a t 7 7 0 - 4 7 5 - 4 8 3 7 

Nu-Gro Technologies, Inc. 
2680 Horizon Drive SE, Suite F5 
Grand Rapids, Michigan 49546 
1 -888 -370 -1874 nu-gro 

Jim King 

President and CEO 

Regal Chemical 
Company 

Bill Womac 

CGCS 

Dunwoody 
Country Club 



N E W ! ! 

'oner B o x Blade 
Non-Angling Harley Power Box Blade 
The Harley Power Box Blade features a solid carbide 
toothed rake fixed in a straight forward operat ing position 

and welded to a quick at tach 
plate. The roller is powered 
by the b o o m hydraulic of the 
skid steer requiring 14 gpm. 

Simplified. 

N E W 

Also Introducing the 
Front-Deck Mower 
Power Box Rake" 
Ideal for turf renovation 
and over-seeding. 

Great for de-thatching 
existing turf. 

Completely remove old 
or worn turf for reseeding. 

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

Ideal for landscaping, 
trench restoration or 
athletic field maintenance . 

Box rake in a forward 
direction, collecting debris 
within permanent ly 
a t tached endplates. 

r*J t ' i i m 

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

Glenmae PO Box 2135, Jamestown, ND 58402-2135 U.S.A. (800) 437-9779 

FAX: (701) 252-1978 Email: sales@glenmac.com Web Site: http://www.glenmac.com 

Attachments NEW! 
All the benefits o f a 

Harley Power Box Rake®except windrowing. 

(continued front page 50) 

ment is behind commercial irrigation devel-
opment. Vinchesi doesn't expect comput-
ers to play an increased role in smaller 
commercial or residential irrigation systems 
for another five to 10 years. 

The keys to a computer irrigation sys-
tem, according to Lenie, will be the user 
interface, ease of use (possibly a completely 
automatic system) and cost. 

"The water/energy savings of home man-
agement computer systems will need to 
offset the costs," Lenie stated. 

"Maybe the management of this type of 
system is done offsite and information is fed 
into a black box at a subscriber's home," 
Lenie enthused. "Maybe users will be able to 
go into a web central location and find out 
how much irrigation they need. Global 
Positioning System technology will also 
come more and more into play." 

Computer technology will also have an 
affect on the way irrigation systems are 
serviced, Lenie said. 

"As new technology is used more and 
more, new skills will be required," he com-
mented. "Also, technology offers the op-
portunity of doing remote trouble shooting 
and the possible sending of visual 'How to 
Fix' e-mail over the web." 

GOING WIRELESS. The most desired element 
of future irrigation systems would have to 
be the elimination of wire in irrigation 
valves, according to Ossa. 

"Currently, valves use solenoids with 
two pieces of wire in each one that go back 
to the controller," Ossa described. "This is 
a problem when adding valves, especially if 
they are located far away from the controller 
where wire and power are unreachable." 

Since all valves require two wires - a 
common wire and a power wire - Lenie said 
there are many possibilities for a wireless 
irrigation future. 

"The future may be stand-alone, bat-
tery-powered valves," Lenie remarked. "And 
if we could eliminate the communication 
wire to the control system, communication 
may become possible via cell phone, phone 
line or radio. And different types of fre-
quencies can be used to help prevent inter-
ference." ID 

The author is Assistant Editor of Lawn & 
Landscape magazine. 

USE READER SERVICE # 4 4 
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Snowplow Designs 

Mak ing a Bid 

Deicing Options 

Buyers' Guide 



For nearly a half century WESTERN® snow and ice 
control equipment has blazed a trail through the 
worst conditions winter has to offer. Over these years 
we've developed a whole "family" of dependable, 
winter-ready products. 

We make snowplows to fit every need. The WESTERN® 
Pro-Plows are built with heavy-duty components to 
meet tough contractor plowing requirements. For 
those looking for superior snow rolling action and a 
maintenance free plow blade, our Poly Plows, made 
from high-density polyethylene, are the answer. And for 
the ultimate in plowing efficiency, the WESTERN® MVP® 
adjustable V-plow gets more jobs done faster! 

For ice control we've got you covered with hopper-type 
sand and salt spreaders in several sizes and materials. 
Four models of tailgate spreaders help you spread 
everything from dry rock salt to wet sand. 

Snow and ice control equipment designed to deliver 
dependable performance job after job, year after year. 

Ik 
WESTERN PRODUCTS 7777 N. 73rd. Street Milwaukee, Wl 53223 

USE READER SERVICE # 1 SO w w w . w e s t e r n p l o w s . c o m 

http://www.westernplows.com


by John 
Allin 

Building a plowing operation around a well-defined system 

ensures that oil employees and subcontractors understand 

their responsibilities. Photo: Ariens 

reat companies are not built on great people. They 

are built on great systems. 

Nowhere are systems more important than for 

contractors in climates with regular snow. Contrac-

tors that fight snow and ice storm events must have 

some sort of system in place to attack the storm 

methodically if they are to be profitable. 

In most parts of the country, the total number of 

snow events is less than 15 annually. With such a 

small number of times working a snowstorm, devel-

oping a system that everyone can memorize is not 

possible because there just aren't enough occasions 

to practice how to operate in times of crisis (which 

is exactly what most snow or ice storms tend to be). 

Therefore, a system should be in place so that 

everyone knows what is to be done during any given 

snow event. 

Assuming that you have a number of pieces of 

equipment working a snow event, and assuming 

that some of these are subcontractors, a system can 

be developed that will work for most storms. For 

purposes of this article, we will assume that you are 

a medium-sized contractor using 25-plus pieces of 

equipment (or would like to be in this position). 

How should such a system operate? Your system 

may vary slightly from the one described below, 

however, this system is in place in several states and 

operates satisfactorily. 

Calling All Plows. Most contractors operate a 

reverse pyramid system for calling out plowers. One 

person is responsible for deciding that the crew has 

to get rolling. Once that decision is made, calls are 

placed to those that are in charge of a particular 

geographical area. These area supervisors then call 

out the crew leaders who are responsible for one to 

four plow routes. T h e crew leaders call out those 

plowers that work under them. Area supervisors 

can usually handle four to five crew leaders. Crew 

leaders can normally handle four to five routes. 

Each route can consist of upwards of four plows (or 

pieces of equipment). Plowing accounts are plowed 

in turn and normally done on a set schedule 
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depending upon when the customer's prop-
erty needs to be cleared. 

Once you have three area supervisors, 
you need a dispatcher to keep track of (and 
have control over) everything and every-
body in the field. The person who decides 
to start plowing also calls the dispatcher to 
work the radios and phones. Most plowing 
operations put the dispatcher in charge of 
operations during a snow event. 

Areas of responsibility are as follows: 
front-line plowers make certain that the 
accounts assigned to them are plowed in a 
fashion consistent with what the customer 
wants done. Crew leaders plow some ac-
counts themselves (although not as many as 
the front-line plowers), and check to see 
that the accounts assigned to their route are 
plowed correctly. This might include doing 
some touch up work by tucking corners, 
cleaning up feathers and squaring off piles. 
Area supervisors have a couple of accounts 
to plow, but most of their responsibility is to 

fill in the gaps when front-line plowers 
break down, don't come out to plow or 
cannot plow during an event. Additionally, 
the area supervisors are responsible for 
taking care of callbacks and special requests 
from dispatch. Ultimately, the customers' 
satisfaction is the responsibility of the area 
supervisor. Additionally, the area supervi-
sor should be considered an overhead ex-
pense and not a direct expense to the 
plowing route's profitability. 

Assuming that you are paying subcon-
tractors and plowers by the hour, the area 
supervisors should be responsible for col-
lecting the hours worked during each snow 
event. Front-line plowers turn their hours 
into the crew leaders, who turn these hours 
(and their own) into the area supervisor. 
The area supervisor turns all hours for his/ 
her people into dispatch, either in person or 
via phone. The area supervisor should also 
report whether or not all accounts have 
been plowed as directed and be responsible 

for recording who plowed what account 
and when (if your record keeping demands 
these details). If some accounts are being 
charged per hour per piece of equipment, 
then the area supervisor records these times 
and turns them into dispatch. 

It is also a good idea to have the front-
line plowers call your office to report their 
hours worked too. This way you have a 
method of double checking to be certain 
that all hours have been recorded accu-
rately. If there are any discrepancies, you 
will catch them immediately if the hours are 
reported twice. If your subcontractors are 
billing you monthly, it is often hard to go 
back and reconstruct plowing events that 
may have happened almost 30 days ago. In 
the event of a dispute, the area supervisors' 
records should prevail. After all, they are 
getting paid extra to handle this important 
reporting function. 

If you have an assigned dispatcher, there 
should be regular contact between dispatch 

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 mower, edger. Whatever 
the job, the Steiner gets it done. 

You'll find more compelling reasons behind the 
attachments. 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. 

EUSSM 
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 

Rotary Sweeper 

Aerator 

Rotary Mower 

Chipper 
Shredder 

Disc Edger 

Reel Mower 
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and the area supervisors. Constant updates can stay on top of what still needs to be 

about the status of each route and area will done. Additionally, the dispatcher can then 

ensure that there are no surprises when you move people around to make certain that 

begin to wrap up the plowing for that all accounts are properly cleared in a timely 

particular event. fashion. Normally, if a route is completed 

Some companies require the dispatcher and it seems like it is time to begin sending 

Contractors that fight snow 
: and ice storm events must have some sort 
: of system in place to attack the storm 
: methodically if they are to be profitable. 

to check with all area supervisors at a 

specified time to assess what still needs to be 

plowed. If possible, the area supervisors 

should be able to communicate with each 

other during the snow event. This way they 

people home, the dispatcher can make that 

decision depending upon the status of other 

routes. Having a competent dispatcher is 

the key to the success of any ongoing 

plowing operation. 

Dispatch Duty. Once the decision has 

been made to mobilize for a snow event, the 

role of the dispatcher can be enhanced 

greatly. In addition to overseeing the progress 

of the plowing operation, the dispatcher 

can call out the sidewalk crews and the 

salting crews. These crews typically go out 

to work some time after the plowers begin 

operations. 

T h e dispatcher can contact the sidewalk 

crew members and the salt truck operators. 

Sidewalk crews generally don't live together 

and must meet somewhere to begin their 

work. If that meeting place is your ware-

house or office (and assuming that the 

dispatcher is located in that building), the 

dispatcher can record start and end times 

for the crews. It is also a good way for the 

dispatcher to know who hasn't show up for 

sidewalk work. Then the dispatcher can 

begin the process of calling in alternate 

workers to fill in for the conveniently 

missing crewmember. 

i 

i 

>R SNi 
REMOVAL 

ATTACHMENTS THINK FFC! 
FFC h a s t h e a t t a c h m e n t s 

t o h a n d l e s n o w . 
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. 

800/747-2132 

% 
/ / / • 



Additionally, the salt truck operators 
normally will not have full and ready trucks 
at home and must be called in to begin their 
work. This work will include checking the 
truck fluids, filling the salt/sand hoppers 
and proceeding to their first stop. Assuming 
that the salt truck operators can communi-
cate with the dispatcher, they can be dis-
patched to on-call customer locations when 
a request comes in for service. The dis-
patcher usually pays close attention to what 
has been plowed and can dispatch the salt 
truck or sander truck to locations that are 
plowed and ready for deicing product. 

At the end of the snow event, and if the 
system is in place and operating, everyone 
involved will feel a sense of accomplish-
ment. Chaos is avoided with an in-place 
system, and rough spots throughout the 
snow event can be smoothed over if a 
successful system is utilized. 

Fatigue is a normal occurrence in the 
snow and ice control industry. Not having 

a system in place can acerbate that fatigue 
and cause tempers to flare from an apparent 
lack of organization. 

Additionally, having a system in place 
allows for controlled growth. Once a good 
system works, adding to it is easy. Adding 
more area supervisors becomes a matter of 
hiring or promoting someone. Then they 
just blend into the system and growth 
continues smoothly. 

At some point you may have to add 
another layer of management, however 
that addition then becomes a natural exten-
sion of the system already in place. And, 
unless you have 40-plus snow events during 
the winter, this system should be written 
down and available to all that work within 
that system. You cannot expect everybody 
to remember what is to be done if you do 
not have the opportunity to practice the 
system you have in place, and most contrac-
tors don't have the luxury of using their 
system regularly because of the nature of 

the snow business. 
Great companies are not built upon great 

people. There simply are not enough great 
people to go around. Great companies are 
built on great systems. Once the system is in 
place, let it work. Then get some sleep. 01 

The author is president ofAUin Companies 
in Erie, Pa., and is a respected consultant to 
the snow industry. Mr. Allin is a Founding 
Charter Member and the Board President 
of the Snow & Ice Management Associa-
tion. Mr. Allin can be reached at 814/455-
1752 or by email at john@allinco.com 

Have any questions 
about snow 

and ice control? 

Viid ouA bulletin IMOAJU! 
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turnaround time 
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l oosen m a t e r i a l & e l i m i n a t e t u n n e l i n g • Auge r f e e d draws m a t e r i a l 
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f e e d ra te • W e a t h e r p r o o f V2 h o r s e p o w e r 1 2 - v o l t p r i m a r y d r i v e 
m o t o r • Revers ib le 6 0 : 1 heavy d u t y gea rbox w / n o n - v e n t e d i n t e r n a l 
b l adde r • Secondary d r i ve • A d j u s t a b l e spread p a t t e r n f r o m 8 ' - 3 0 ' 

w i d e • Removab le s p i n n e r a l l o w s f o r s a n d b a g or w h e e l b a r r o w 
f i l l i n g o p e r a t i o n • Fu l l o n e - y e a r w a r r a n t y 

® 

Available Nationwide • Dealership Inquiries Welcome 

1-888-DUMPERS 
P.O. Box 31, Waynesboro, PA 17268 • Fax: (717) 762-7160 

ez-dumper.com 

Call Toll Free 
1-888-766-6267 

For The Dealer Nearest You! 
www.netins.net/showcase/snowman 
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If you plow snow for a living your snowplow better be tough. For over 50 years, FISHER® snowplows 
have earned a reputation for providing the plowing contractor with rugged and reliable performance. 

We think it starts^with trip-edge technology - an upright, rigid blade plows and stacks more snow 
in less time. 

Our 8' and 9' HD Series plows are built for the business of plowing. Designed for 3/4 and 1 tons 
as well as today's new Super Duty trucks, these plows will withstand the rigors of any and all 
commercial applications. 

Find out just how tough a FISHER® snowplow can be. 

FISHER ENGINEERING RO. BOX 529 ROCKLAND, MAINE 04841 
www.fisherplows.com 

http://www.fisherplows.com


by Angela 
Dyer 

nee the snow starts to fall, contractors have to 

be prepared for the onslaught of calls from 

residential and commercial customers who des-

perately need to be shoveled out of the drive-

way or have a path cleared to their businesses. 

W h e n the rush hits, contractors have to 

have their pricing set, crews set up and plans of 

attack for major storms ready. With the proper 

preparation and knowledge, contractors may 

be able to have a relatively smooth and profit-

able winter season. 

The Price Point. Contractors have several 

options when pricing their services. 

"For commercial properties, we price by 

square footage," stated Jay Goldberg, president 

o f C e d a r G l e n P r o p e r t y M a i n t e n a n c e , 

Burlington, Vt. "For residential properties, we have 

a standard driveway price that we usually use. If the 

size varies from job to job, we will price each job by 

the hours worked on the job." 

Similarly, Mark Shearholdt, president of Certi-

fied Maintenance Services, Manchester, N.H., said 

that he prices jobs based on the time spent on them. 

" W e base our pricing on our rate for each 

minute," commented Rick Kier, president of Pro 

Scapes, Syracuse, N.Y., "I place a dollar value on 

each minute. W e look at the job and evaluate how 

many minutes the job will take." 

Kier continued by explaining his pricing struc-

ture. He charges $ 1 6 5 per hour for a standard truck. 

This comes out to $2 .75 for each minute. 

" W e have prime-time hours - 3 a.m. to 7 a.m. -

and off-time hours with different prices," Kier 

The snow removal contractor who plans to be successful in the 

pursuit of bids needs to invest time and energy in getting to know 

the client. Photo: Mens 

added. "If the job doesn't have to be completed until 

7 :30 a.m., we charge $ 1 3 7 per hour. If we have until 

8 a.m. or later, we charge $ 1 0 8 per hour." 

Alan Steiman, C E O of Alan Steiman's Land-

scape, Northboro, Mass., explained that there are 

four ways to charge for snow removal services. 

• Price by hour using the cost of the equipment. 
According to Steiman, this is the least profitable 

because the contractor can't make more money than 

he originally agreed to. 

• Price per inch of snow. This requires knowing 

how the production cost figures into every inch of 

snow on a property. 

• Price per push. Every time the plow is pushed, 

there is a flat charge. 

• Price seasonally. According to Steiman, deter-

mine a price by the average number of snowfalls each 
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WALKER MOWER FOMLL 

The 4 6 " five-angle dozer 
blade works great for moving 
snow, loose dirt, and gravel. 

WALKER MOWERS CAN BE ADAPTED IN A FEW MINUTES to multiple 
grounds maintenance uses with several front mounted attachments 
and implements. So winter, 
spring, summer and fall, the 
Walker is on the job, getting 
the work done. The five-
angle rotary broom is ideal 
for lawn dethatching and 
sweeping debris or light 
snow on hard surfaces. 

46" DOZER BLADE 

4 7 " ROTARY BROOM 

. -'i fl 

mm 

Pictured above, the powerful high production two-
stage 42" snowblower throws snow up to 40' and is 
recommended for Model D and T tractors. Also shown, 
is optional operator soft cab. Pictured to the left, is the 
single-stage 36M snowblower with its high speed clog-
resistant auger. 

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

$ J 3 M FORT COLLINS, CO 80528 
(800) 279-8537 • www.walkermowers.com 

Independent, Family Owned Company Designing and Producing 
Commercial Riding Mowers since 1980 

http://www.walkermowers.com
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year. This may not be the most profitable in 
a year with a lot of snowfalls, but during a 
year with less snowfall, this pricing struc-
ture can be very profitable. 

"Most contractors price by the inch," 
Steiman noted. "This is profitable and easy. 
This way, customers won't question prices 
either, as they would with an hourly cost." 

When the Storms C ome. A snowstorm is 
what every snow removal contractor is in 
business for. So when a major storm hits, 
the drivers have to be prepared to complete 
their work as quickly as possible. 

"We start at midnight and are always 
done at 7 a.m.," Goldberg stressed. "Then 
we also have properties like restaurants that 
just need to be ready by 9 a.m. If we have 
a big storm, we bring in more subcontrac-
tors to get everything done on time." 

Steiman added that having a good prop-
erty mix is important so contractors can 
work around the clock. 

"We typically don't have delays because 
we are watching the radar and preparing for 
a big storm," he continued. "We are in place 
the minute the storm hits." 

T o avoid any troublesome delays and 
complaints from customers, Kier has added 
a clause to his contracts. After a bad storm 
one year, he received quite a bit of feedback 
from customers. Some relayed that if they 
would have known they were not going to 
be plowed immediately, they would have 
plowed the snow themselves. Others said 
they would have paid anything to get snow-
plow service. 

"So now in our contracts, there is a box 
with two options," Kier explained. "At the 
top of the box there are two choices for 
special events, which include deep snow, ice 
storms, wet, heavy snows, etc. The custom-
ers have to choose one of the two choices. 
The first is that we perform the work and 
charge what Pro Scapes deems to be fair and 
reasonable. The second choice says not to 

perform any work unless the customer calls 
to advise Pro Scapes what to do. And, even 
if Pro Scapes is called, the customer under-
stands that there may be delays." 

Residential vs. Commercial. Snow re-
moval contractors target residential cus-
tomers, commercial customers or some-
times both, and there are several differences 
between the two types of work. 

"Residential properties require a lot more 
attention to detail," Kier noted. "With resi-
dential, we need a good system of keeping 
track of details. For example, we keep notes 
on where customers want the snow piled. 
This information is stored in our computer 
so whoever is plowing can see the notes for 
each property each time they plow." 

Kier explained that he prefers commer-
cial customers because the work is not as 
demanding and there is less paperwork 
because there is less billing per dollar. 

"Residential is much easier and must 

A D i v i s i o n of T h e L o u i s B e r k m a n C o m p a n y 

ït deq't rçeviti n tfyfqg 
f î H axrft get t\e 

I n t r o d u c i n g t h e I c e - O - W a y 
s a n d / s a l t s p r e a d e r w i t h a 
r e v o l u t i o n a r y d e s i g n e d s w i n g 
c h u t e a s s e m b l y fo r 3 / 4 t o n p i ck 
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a n d s w i n g i n g c h u t e a w a y f r o m 
s p r e a d e r e n a b l e s y o u to u n l o a d 
a n y r e m a i n i n g a g g r e g a t e in t h e 
h o p p e r w i t h o u t r u n n i n g it 
t h r o u g h t h e s p i n n e r a s s e m b l y . 

H o o k i n g c h u t e a s s e m b l y t o 
s i d e of s p r e a d e r a l l o w s y o u t o 
u s e y o u r t r uck w i t h o u t f e a r o f 
d a m a g i n g c h u t e a n d m a k e s fo r 
e a s y s t o r a g e . 

P u l l i n g a s e c o n d p i n r e m o v e s 
c o m p l e t e c h u t e a s s e m b l y a n d 
a l l o w s s p r e a d e r to lay f lat o n t h e 
g r o u n d o r s t a c k e d fo r s t o rage . 
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Meyer has you covered 
coming and going 
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steel or 
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industry's most complete 
line of spreaders. 
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t with a 2 year 

warranty. 
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less of a challenge," Goldberg countered. 

"Residential properties usually need plowed 

by 7 a.m. and then we don't have to go back 

until 5 p.m. to get the snow cleared out 

again. With commercial, the business usu-

ally has to stay open all during the day." 

Shearholdt added that on residential 

properties, less diverse equipment is needed. 

"Contractors don't need as many sanding 

and salting trucks. They also don't need 

loaders and backhoes." 

Goldberg explained that the clients de-

termine which type of property contractors 

generally prefer. 

" W e target customers who want the job 

done no matter the cost," he explained. 

"These are easy customers to work with 

because they just want the snow gone. Our 

No. 1 clients are companies that have freights 

coming in and out all day long. They want 

us to do whatever we can to keep it clear." 

A challenge with any property, how-

ever, is dealing with sidewalks. 

Just circle the reader service 

numbers to the righty fax this 

form to 216/961-0364 and the 

corresponding manufacturer will 

send you additional product 

information. 
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I Drive truck forks into 
plow receiver 

£ Pull lever to lock 
plow to truck & raise 
stand 

' Plug in 2 connections 
& you're ready to roll! 

nal Snow and Ice Control 
with Hiniker Plows and Spreaders 

Airport Road • P. Box 3407 • Mankato, MN 56002-3407 • Phone 507-625-6621 • FAX 507-625-5883 
www.hiniker.com 
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restrictions & conditions 
"For sidewalks, we charge $32 based on 

one man and a shovel," stated Kier. "It is 

important to know the average prices in 

your area. Our rate is high enough for a 

profit and to pay well." 

" W e try to avoid properties with side-

walks or we try to get the owners to take 

care of them," Goldberg added. " W e don't 

include sidewalks in the contracts, then we 

offer a separate price for the sidewalk and 

they have to pay for the service each time. 

A lot of people won't pay this per-time price 

so they will do it themselves or hire some-

one specifically for the sidewalk work." 

"The key to success in this industry is 

planning ahead," Goldberg continued. "By 

Aug. 1, we have all of our snowplowing 

services sold for the coming winter. Then we 

can set up our crews and have everything in 

place when the first snow falls." DB 

The author is Assistant Editor of Lawn & 
Landscape magazine. 

S o m e snow removal contractors find it beneficial to set up restrictions in the contract to keep 
them from venturing out into dangerously cold temperatures. But customers may or may not be 
responsive to such restrictions. 

"We just added a temperature restriction last year," noted Rick Kier, president of Pro Scapes, 
Syracuse, N.Y. "I didn't have to enforce it, but it was in the contracts if we needed it. Our 
restriction is that we don't send out the shovel crews if the wind chill is zero degrees Fahrenheit." 

Similarly, Jay Goldberg, president of Cedar Glen Property Maintenance in Burlington, Vt., just 
started adding a restriction to the contracts for his upcoming winter season. 

"We won't shovel in temperatures lower than -10 degrees Fahrenheit," he continued. "The 
way we sell it to customers is by asking them if they would want their husbands and kids out 
shoveling in those temperatures." 

"We should be able to set some restrictions, but, unfortunately, our clients don't want to hear 
about it," countered Alan Steiman, CEO of Alan Steiman's Landscape, Northboro, Mass. "They 
just want the job done no matter what." - Angela Dyer 

ORDER YOUR FREE CATALOG TODAY 
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Western Complete Plows and Parts. 

The CPW Advantage 
Same day shipping 
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•World wide delivery 
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15533 S O U T H 70th C O U R T O R L A N D PARK, IL 60462 
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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. 



When making the 

decision to 

purchase snow-

removal 

equipment; 

contractors should 

pay attention to 

the different 

equipment 

features. Photo: 

Western Products 

othing goes faster than the summer months, so now 

is the time for contractors who make snowplowing 

their business to prepare for a rematch with old man 

winter. There are many types of snowplows on the 

market, and the features of these various types of 

plows are important when making the decision to 

purchase new snow-removal equipment. 

As the twenty-first century approaches, snow-

plow manufacturers have been working hard to 

develop new plow technologies that save time, make 

the plow easier to handle and maneuver and, in 

general, make plowing faster and easier. Conditions 

are rarely perfect when plowing; so manufacturers 

of snowplow equipment must consider the variables 

1 

and incorporate solutions for a number of situations. 

Contractors should be able to make a smart plow 

purchase once they are educated in the differences 

between plows, the important features to look for 

when buying a plow and the best technologies 

available from snowplow manufacturers. 

Straight vs. Plow. Snowplowing technology made 

a huge advancement and revolutionized the snow-

plow industry with the introduction of the V-Plow 

more than a decade ago. Although the straight plow 

is still available and widely used, the V-plow is 

quickly taking over as the preferred choice in snow 

removal equipment among professional snowplowers. 

T h e V-plow differs from the standard straight-

blade plow because it is made up of two halves, or 

wings, that can be independently adjusted to mul-

tiple positions based on snow conditions, plowing 

location and the individual operator's needs. 

When both wings of the V-plow are in the 

forward position, the plow forms a scoop that carries 

more snow and controls the snow better than a 

straight-blade plow. A straight-blade cannot achieve 

the scoop position, and because of a straight mold-

board, the snow has a tendency to spill over the ends 

of the plow. 

T h e wings of the V-plow can also be retracted 

(tjjward the truck) to form more of a V shape which 

will push through deeper snow more easily and with 

less stress on the vehicle. A straight-blade plow 

requires more power from the vehicle to push 

through deep snowdrifts and often results in the 
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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! 

T h e 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 F R E E "Bobcat Advantage" video and 40-page Buyer's Guide, call our 
24-hour fax-back line: 1-800-662-1907 (Ext. 702). 
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Experience The Bobcat Advantage! 
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Auger digs holes with speed 
and plumb-line accuracy. 
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mud in forward or reverse. 
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vehicle sliding sideways on the surface, 
rather than pushing through the snow. 

It is important to note that a V-plow can 
also function like a straight plow. Because 
the wings are multipositional, they can be 
positioned straight across the front of the 
vehicle when the conditions are suitable for 
this type of plow. 

Straight-blade plows are often used in an 
angled position to windrow large, obstacle-free 
areas. This type of plow is effective such large 
parking lots or other open areas because the 
plow pushes the snow to the side in rows, 
one blade-length at a time. The snow that is 
pushed to the side piles up on top of 
unplowed snow and all of this snow is 
plowed on the next pass. 

Straight blade also tend to cost less and 
weigh less than the V-plows. 

When shopping for a plow, whether it 
be a V-plow or a straight-blade plow, there 
are a few important features to look for, 
including the size, strength and durability 

of the blade, the blade trip, the controls, the 
undercarriage system, the mounting system 
and the hydraulic system. 

i>ize Matters. Most often the bigger the 
plow, the bigger the truck needed to carry 
it. Snowplow manufacturers take this into 
consideration and most offer a wide variety 
of sizes. Plows can range in size from 6Vi to 11 
feet wide. Compact to mid-size trucks will use 
a plow of IVi feet or less. Half-ton trucks will 
have plows ranging from 7 to IVi feet, and 
three-quarter-ton trucks and larger will use 
plows in the IVi- to 11-foot range. Having the 
wrong size plow on a truck can mean excessive 
wear and tear on the vehicle and reduced 
plow performance. A plow that is too heavy or 
too large for a truck may overload the front 
axle and present safety issues like reduced 
braking distance and reduced steering control. 

Strength vs. Durability. Snowplow blades 
can be made of steel, which is the most 

common, or plastic. Depending on the de-
sign, features on steel-blade plows come in 
various strengths. For example, high-strength 
steel may be used for the push frame and 
push beam hook, while a mild- or common-
strength steel will be used for the actual 
blade or center section. Plows designed with 
high-strength steel are stronger, more du-
rable and react better on unpredictable 
surfaces. 

The steel blades can be finished by paint 
or powder coat, or a baked-on, two-part 
epoxy paint. Care has to be taken with 
painted and powder-coated finishes so that 
they don't chip, as this can lead to rusting 
and/or rust bubbles, which will shorten the 
life of the plow. A powder-coat finish con-
sisting of phosphate pretreat and T G I C 
polyester provides a hard, high-gloss surface 
that is smooth and slick. A UV-resistant 
finish is also important to ensure the color 
won't fade or degrade when subjected to 
the ultraviolet rays of the sun. 

Reliability and 
Rugged Plowing 
Performance... 
Engineered 
and Built 
into every 
Arctic Snowplow. 

ARCTIC 
DEALER INQUIRIES 
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ARCTIC EQUIPMENT MANUFACTURING COMPANY 
Sales and Marketing 
531 North Service Road East 
Oakville. Ontario. Canada L6H 1A5 

Tel: (905) 844-6902 Fax: (905) 844-8388 
Website: www.arcticsnowplows.com CATCH THE DRIFT? 
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COASTAL METAL FAB INC 207-729-8890 

PO BOX 458, TOPSHAM, MAINE 04086 
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Snowplows ore available in plastic 

and steel. The plastic blades, although 

lighter in weight; are not as strong 

as their steel counterparts and may 

require additional bracing. Photo: 

Snow Wolf 

it at a moment 's notice. T h e r e are four types 

o f controls: switchbox, joystick, touchpad 

and handheld. 

T h e switchbox is relatively easy to use, 

economical and reliable but rather unattrac-

tive. Joysticks have the ability to operate 

more than one function at a time and are 

easy to use, but they need to be securely 

T h e r e are two types o f plastic snowplow 

blades - clear and color-impregnated. 

Plastic plows have their advantages and 

disadvantages. Plastic has a lower coefficient 

of friction and lower moisture absorption so 

the snow tends to roll off more easily. This can 

result in less fuel consumption when plow-

ing. Plastic plows won't rust or dent and can 

be replaced relatively easily if necessary. 

Plastic is also lighter so some models do 

offer weight savings. However, this is not 

always the case, as the plastic blades are not 

as strong as their steel counterparts and 

may require additional bracing. 

The Trip. T h e blade trip is another 

important feature because snowplowing 

often occurs under conditions o f poor vis-

ibility and in areas with unpredictable sur-

faces. T h e blade trip is designed to assist in 

these tough conditions with the use o f a 

spring-loaded system that causes the mold-

board at the bottom of the blade to pivot 

forward and bounce, or "trip," over unmov-

able obstacles. 

T h e r e are two basic styles o f tripping 

blades - a full moldboard trip and a partial 

moldboard trip. A partial trip means just 

the cutting edge up to 6 inches will trip and 

bounce over the obstacle. If the obstacle is 

more than 6 inches tall, the moldboard 

might not go over. A full moldboard trip 

means the entire blade will pivot when an 

obstacle is struck. T h i s allows the plow to 

easily maneuver even in the most uncom-

promising conditions. 

Controls. O p e r a t o r fatigue is c o m m o n 

since contractors often work all hours o f 

the day and night through changing and 

unpredictable weather conditions to ensure 

roads are safe and driveways, parking lots 

and sidewalks are accessible. It is important 

that they have complete control o f the plow 

and can make changes and adjustments to 

Real truck bed protection 
doesn't "drop-in", 

it sprays-on 

FOR YOUR NEAREST RHINO LININGS DEALER, 
BROCHURE AND SAMPLE, CALL: 

1-800-447-1471 
or visit our website: www.rhinolinings.com 

I i Rhino Linings 
THE SPRAYEO-ON LINER-

Dept LAWN 9/99 ©1999 Rhino Linings USA, Inc. • Phone 858-450-0441 • Fax 858-450-6881 
All dealerships independently owned and operated 

Make the right choice. Give your truck and cargo 
the protection they deserve. Rhino Linings®, the 

non-skid polyurethane surface is sprayed-on up to 1/4" 
thick to give your 

truck bed permanent protection 
from rust, corrosion and impact. 
And it simply will not crack, 
peel or warp. Choose whatever 
color you like. Before you even 
consider a drop-in liner for your 

The #1 Sprayed-On Liner 
• OUTPERFORMS ALL DROP-IN UNERS 
• PERMANENT IMPACT AND RUST PROTECTION 
• COLORS TO MATCH ANY VEHICLE 
• NON-SKID SURFACE 

truck, drop-in to your local Rhino Linings dealership. 

Nothing beats a 
real rhino sprayed on 

up to a 1/4" thick. 

http://www.rhinolinings.com


Snow removal services help 
contractor stay productive year round. 
"Being able to clear snow is a real added value I offer my clients. 
I have a snowthrqwer, dozer blade and rotary broom, and my system 
lets me change attachments fast, without tools. I'm a real believer in 
zero-radius maneuverability. It lets me get into spots other guys just 
can't reach-with bigger or less maneuverable equipment. And it is a 

-¿ot faster than the smaller hand-pushed snow blowers." 
— Mark Mover, Kirksville, MO 

PTO-driven snowthrower delivers no-clog performance, 
moves snow 20 to 30 feet away. 

Let it Snow. Let it Throw. 
When it snows. . . 

PTO-driven rotary brooms leave a 
clean, dry path. Shown with winter 
enclosure and optional heater. 

Multipurpose dozer blades remove 
heavy snow, slush or sleet. 

V-snow plow clears walkways. 

First to Finish...Built to Last 

Call or write for the name of your nearest dealer (̂ Ĵ̂ yiĴ feff̂ ^^^^^^^ 
and a "hands on" demonstration. ^HM^^t mi W T 

YOUR NEXT MOWER 
The Grasshopper Company • One Grasshopper Trail • P.O. Box 637 • Moundridge, KS 67107 U.S.A. • Phone: (316) 345-8621 • FAX: (316) 345-2301 



Grasshopper passes the test in the 
worst storm of the decade. 
"More than 25 inches of snow fell. Even though 
1-2 inches fell each hour, we were able to keep the 
driveways in our area clear with our Grasshopper. 
The cab enclosure allowed us to stay warm for long 
periods of time - even with a minus 20° F wind 
chill index." 

— Charles Mclntire, Elkton, MD 

Let it Mow. 
When it shines. . . 
Your Grasshopper turns into a high-efficiency 
zero-radius mower that lets you trim while 
you mow. Built for comfort, productivity and 
endurance, your Grasshopper will give you 
dependable service all year long, season 
after season. 

Switch attachments in minutes without tools. 
Grasshopper's Quik-D-T&tch® mounting system 
easily connects a deck or attachment to the power 
unit and eliminates the alignment hassles often 
associated with switching attachments and 
deck sizes. 
Other productivity tools include: 
• Quik-D-Tatch Vac® Collection Systems 
• Dethatcher • AERA-vator,M • Wand Vacm 

• ROPS • Sunshade Canopy 

Let it pick up leaves, mulch and aerate. 
Grasshopper lets you handle 
more jobs with the same machine. 

GRASSHOPPER is number one in productivity. 
The exclusive Combo Deck™ with full-flotation option, lets you 
mulch, discharge or bag with the same deck for superior results 
in varying conditions. 

©1999, The Grasshopper Company 



mounted inside the cab. Touchpads and 
hand-held units do not require mounting 
and vary in functionality and ease of use. 

Undercarriage Structure. Because the V-
plow is new to plow manufacturers, it is 
important to take a look at the undercar-
riage used to mount the plow on the vehicle. 

Most manufacturers have developed 
adequate undercarriage structures for the 
straight-blade plow. However, with the ad-
vent of the V-plow, most manufacturers have 
not yet developed mounting systems spe-
cific to this type of plow, and continue to 
use the systems designed for the straight-
blade plow. This method is not as an effective. 
The plowing forces are much greater on a V-
plow, therefore, the V-plow requires a stron-
ger and more advanced mounting system. 

Mounting Systems. Most of the newer mount-
ing systems allow the operator to drive right 
up to the plow vs. the older, more difficult way 

of manually lifting the plow with another 
piece of equipment. The drive-up remov-
able mount system means the vehicle can be 
restored to its normal appearance when 
there is no need for the plow. 

Many plow manufacturers have mount-
ing systems that still rely on the use of locks 
and pins, and some require two people to 
complete the mounting process. However, 
newer systems are becoming available that 
do not involve pins, locks or other remov-
able parts that can get lost in the snow. 

Hydraulic Systems. There are two types 
of hydraulic systems, and it is important to 
consider which system is appropriate for 
the plow and the vehicle. The belt-driven 
hydraulic system is driven off of an engine-
mounted belt for power up/down. This 
type of system can cause an additional draw 
on the engine and can affect vehicle emis-
sions. This system is slowly being phased 
out, as mounting them under the hood is 

increasingly difficult because of limited space. 
The more common hydraulic system is 

run by the vehicle's electrical system via an 
electric cable reel system, which is usually a 
power up/gravity down system. Advances in 
DC motors have reduced the electrical load 
and made this the standard system in plow-
ing. It is important that the mounting 
system/hitch has a consistent down force 
to keep the plow on the ground. 

When considering electrical systems, it 
is important to look for heavy gauge electri-
cal cables that go to the electric motor to 
minimize electrical power losses. For com-
mercial applications, a second battery may 
be added to handle the demands of plowing 
for long periods of time. It is also important 
to look for hydraulic systems that are 
shielded from outside elements such as 
moisture, dirt and corrosion. I D 

The author is marketing manager for Boss 
Snowplows, Iron Mountain, Mich. 

W e Only Know 
How to Lead 

P r o d u c t i v e P r o d u c t s by S n o - W a y 

P r e d a t o r S n o w P l o w s O p t a - F l o w S p r e a d e r s 

1 - 8 0 0 - 6 6 2 - 1 4 5 3 
w w w . s n o w a y . c o m 

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 

http://www.snoway.com


A Short Course on Ice Melters 
• PELADOW calcium chloride pellets work f a s t e r 

a t all temperatures. . .and i t 's proven in t e s t s using 
S H R P * * methods. 

• PELADOW mel ts more so you can use less... 
and it 's proven in t e s t s using S H R P methods. 

• PELADOW works a t low t e m p e r a t u r e s - 2 5 ° F where 
o thers can't.. .a f a c t easily found in any chemist ry tex t . 

• PELADOW works longer so you apply less often. . . 
a scientific f a c t . 

• PELADOW is easier on p lants and 
concrete.. .and it 's proven by t e s t s a t 
Pi t tsburgh Testing Labs*** and The 
Hort icul ture D e p a r t m e n t a t Iowa S t a t e ^ 
University, respectively. i y ^ 

Magnesium 
Chloride Rake 

Potassium chloride 

Volume Melt (millimeters) 

Felad w 
CALCIUM CHLORIDE PELLETS 
PREMIER S N O W A N D ICE MELTER 

In summary, P E L A D O W calcium chloride pellets help 
you get walks and drives clear and safe faster than any 
other ice melter. And that's all there is to know to earn 
your PhD in deicers. But, if you want to learn more (like 
where to buy some), call us at 1-800-247-8069 or visit our 
web site at www.peladow.com 

* Trademark of The Dow Chemical Company 
** Strategic Highway Research Program, 

Test method SHRP-H-332 
* * * Test method, ASTM C-672-76 

http://www.peladow.com


Customer demands for higher levels of service and clean surfaces at all 
times ore driving the accelerated use of deicer products. Photo: Western 

he use of chemical deicer 

products for snow and ice con-

trol is growing dramatically each 

year. As we learn more about the cost 

of traditional plowing and sanding meth-

ods for snow and ice control in terms of 

dollars, the environment, service levels and safety, 

when compared to the correct use of deicer prod-

ucts, one can understand why their use is growing. 

Also accelerating the use of deicer products are 

customer demands for higher levels of service and 

clean surfaces at all times or at least soon after a 

major storm event is over. Without the use of deicer 

products, ice on bare surfaces would be almost 

impossible to control, and at a very high cost when 

temperatures are below freezing. 

T h e use of deicer products allows the user to 

lower the freezing point of water and, thus, elimi-

nate the freezing of the moisture present, thereby, 

facilitate the removal of snow and ice or prevent its 

build up to start with. This is accomplished by either 

totally melting the snow and ice or by preventing its 

bond to the surface so it can easily be plowed off. 

Because this process sounds simple and actually 

is, obtaining a basic understanding of the products 

and how to use them is often skipped. All too often 

the use of deicer chemicals is approached with the 

idea that "I don't need anyone to tell me how to 

plow snow," which, in all likeliness, is most likely a 

true statement. In fact, learning how to use a deicer 

product has nothing to do with plowing snow just as 

learning how to use a new carpenter's tool is nothing 

like teaching one how to do carpentry. 

Product Selection. Too often, a user will buy the 

cheapest product available without giving any thought 

to performance, total cost of use - not just purchase 

price - or even how they are going to use it. All of 

the above should be considered when purchasing a 

deicer product. 

Consider these questions: where is the deicer 

going to be used? Will the product be next to flowers, 

trees, grass or shrubs? What is the impact of the 

deicer to the surrounding plant life? What does the 

product do to concrete, vehicles, shoes and pets? Are 

there any hazards associated with handling the 

product? Is the material readily available? 

These and other questions should be asked about 

all available products before making a purchase. A 

reputable distributor with a good product will have 



Push, Throw, Clear, Sweep. 

Winter Attachments on a Hustler. 

HUSTLER 
Out Hustle all the rest' 

Hustler models offer a variety of snow removal options 
I Heavy-Duty, Two-Stage Snowthrower 
> 60" or 72" Snow Blade 
» 60" V-Blade 
I Rotary Broom 
h ROPS Cab 

1-800-395-4757 
www.excelhustler.com 

Excel Industries. Inc. • Hesston, KS 67062 

http://www.excelhustler.com


a lot of pertinent information about his or 
her product available to the buyer. 

Product Performance. Many times, 
contractors assume that all deicer products 
are the same and that they all work well. 
Unfortunately, this is not true. Not all 

products are created equal, nor do they 
perform equally under like conditions. 

For example, at 20 degrees Fahrenheit 
one readily available deicer product would 
require the use of approximately 45 percent 
more product for similar results when com-

pared to another readily available product 
under like conditions. This performance 
characteristic is called melting capacity. T o 
compare the melting capacity of different 
products, ask your distributor how much 
total deicer product would be required to 
melt 1 pound of ice at a specific tempera-

ture. Pick a temperature common to your 
area. The answer should be a number, and 
the smaller the number the better. The 
smaller the number the less product you 
will have to use to obtain desirable results. 

However, do not use this melting capac-

ity information as a way to determine 
application rates under various conditions. 
The use of melting capacity information to 
determine application rates will almost al-
ways result in the over use of product. 
Many other factors, such as sun exposure, 
ground temperature and traffic, enter into 
melting results in real world applications. 
Use melting capacity ratings only for the 
product selection process. 

Product Characteristics. There is a 
wide range of performance and other char-
acteristics associated with each and every 
deicer product available on the market 
today. They all have associated purchase 
prices, corrosion to some degree and envi-
ronmental characteristics. Handling, dis-
persing and storage of each product should 
be considered. Will you have to buy special 
equipment, or is the product hazardous? 

All of these questions should be consid-
ered when selecting a deicer product for 

All too often the use of deicer 
I chemicals is approached with the idea that "I 
: don't need anyone to tell me how to plow snow." 

SB GROUSER 
PRODUCTS 

PL 1200 Fro hi Dozer ¡< « 
for skid steer loaders. t 

Winter 
or summer, 

city or farm— 
count on Grouser's 

dynamic operating range, 
easy control and sturdy design 

to let you do your best work... fast! 

namm^PL 4100 
front Dozer Blade 

loc 4wd tractors 
up to 450 hp. 

1-800-747-

1 

P.O. B o x 5 4 5 , W e s t F a r g o , N D 5 8 0 7 8 - 0 5 4 5 • FAX 7 0 1 - 2 8 2 - 8 1 3 1 

Front-Mounted Power Sweener 
Eliminate snow, dirt and debris 
withaSWEEPSTER broom. 

Quality products built for tough 
cleaning and easy operation. 

SWEEPSTER III 
Sweeping the World 

S W E E P S T E R , Inc. • 2 8 0 0 N. Z e e b • Dex te r , Ml 4 8 1 3 0 U S A 
1 - 8 0 0 - 7 1 5 - 5 3 1 3 • fax: (734) 9 9 6 - 9 0 1 4 • w w w . s w e e p s t e r . c o m 

http://www.sweepster.com
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use. Here, again, the supplier should be 

happy to supply you with data and answers 

to these questions. 

Knowledge. This is all leading to the 

fact that taking the time to learn about the 

different deicer products and seeking train-

ing will save contractors time, money, en-

ergy and frustration in the long run. Ask a 

lot of questions and pursue answers. Ask 

the same questions to all suppliers about 

their products and how they compare to 

other products. 

Many suppliers have data on competi-

tors' products and would be happy to share 

the information with buyers. Compare and 

sort data. Be aware that you may receive 

conflicting information. When that hap-

pens, ask more questions. 

Approach. Consider deicing products 

tools with limitations and not a panacea. 

Deicer products, like any tool when used 

correctly, can make your job easier and less 

costly to achieve the desired level of service 

goals. As with any tool, to get the most out 

of the material, follow a few basic rules. 

Know when to use deicer. Use the 
product with realistic expectations and, if 

something goes wrong, ask why? Did I 

misuse the tool, or was the product used at 

the wrong time or both? Oftentimes, when 

one looks at poor results obtained with a 

deicer product, the failure is not the fault of 

the tool but with the misuse of the tool. 

Learn how to use the material. As with 

any tool, gain experience and learn from the 

practice. W h e n an application achieves the 

results expected, know how the product 

was applied adn what the weather condi-

tions were so you can repeat your actions 

under similar conditions. 

Don't Repeat Mistakes. O n the other 

hand, if results received from a particular 

action were less than desirable, know what 

you did and the weather conditions at the 

time of application so you don't repeat your 

actions under similar conditions. In other 

words, if the product didn't work, know 

what you did, why the application didn't 

work, ask yourself and your supplier ques-

tions, and have an idea of what to change 

next time to fix the problem. 

Maintaining records of applications and 

results achieved will help you learn from 

experience and achieve a successful deicer 

program quickly. O n the other hand, with-

out some kind of records (experience) to 

learn from, one may never get beyond 

continually guessing about application rates 

and the results to expect. 

Put it away. As with any tool, deicer 

products have their time, place and limita-

tions. Knowing what these are is the key to 

a successful program. Keep in mind that the 

right tool used at the right time and used 

correctly reduces waste, increases efficiency 

and increases profits or reduces impact to 

the budget. 

WE DON'T JUST PUSH SNOW. 
WE PUSH LIMITS. 

THE BOSS SNOWPLOW. 
FEATURING SMARTHITCH. 

At BOSS, we're out to change the way you plow 
We want to make it faster. And easier. That's 
why we've developed innovations like our 
revolutionary SmattHitch-to let you hook up 
your BOSS Snowplow in just 3 0 seconds. And 
our innovative and best-selling Power-V Plow 
with versatile blade configurations so you can 
work more efficiently under any conditions. 

BOSS offers a full lineup of Straight-Blade 
and Power-V Snowplows, Pickup V-Box 
Spreaders, plus versatile Skid Steer and 
Construction-Grade Power-V Plows 
for year-round use. Whatever the job, 
handle it with a BOSS. 

IT'S ABOUT TMN 

8 0 0 - 2 8 6 - 4 1 5 5 
O I W B o e P l o d u ^ / M j W * W W W . b O S S p l O W . C O m 



snow & ice 
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Temperature. Another common mis-

take is making operational decisions based 

on air temperature rather than ground or 

surface temperature. In reality, the tem-

perature of the air doesn't impact ice con-

trol, but the ground temperature does count. 

W e have all seen storm events where the 

snow falls and nothing accumulates be-

cause the warm ground melts the snow as 

it lands. 

O n the other band, we have also seen 

applications of deicer and/or sanding ma-

terials that were wasted because the ground 

temperature was not below freezing. This 

often happens because air temperature was 

used to make decisions and not ground 

temperature. 

Winter operation decisions should be 

made based on ground temperature and not 

air temperature. Ground temperatures may 

be obtained in many ways and at many dif-

ferent price ranges. Devices range from hand-

held non-contact thermometers to truck-

mounted non-contact thermometers to fully 

instrumented Roadway Weather Informa-

tion Systems located in many places includ-

ing airports and highways. 

Record Keeping. W h e n keeping 

records of deicer chemical use and weather 

conditions during a storm event there are a 

minimum of five pieces of information that 

one must know when the storm is over to 

analyze and learn from experience. These 

five pieces of information can be easily 

remembered with the acronym T A P E R and 

can be explained as follows: 

T - "T" is for temperature. What was 
the temperature at the time of each applica-

tion of deicer product? What was the cold-

est temperature during a given storm event? 

If at all possible, use ground temperature. 

A - "A" is for application rate. How 
much material was put out for each applica-

tion? This answer should be in terms of 

gallons (liquid deicer) or pounds (dry de-

icer) per square yard, per acre or per lane 

mile. Use the unit of measurement that best 

fits your operation. Know this not only on 

a per application basis, but also be aware of 

how much total product was used for this 

specific and total storm event. 

P - UP" is for product Simply put, know 
what you are using and know the material's 

characteristics. Learn from the questions 

asked during the purchasing process. Know 

what specific product you are using, and 

know what is in it. For example, know the 

product's concentration if it's a liquid or 

know the product's percent active ingredi-

ent if a solid. If not 100 percent active, what 

else is there? What other trace chemical is 

in there and in what concentrations? 

E - uEn is for event. In this case, it would 

be a storm event. What was the total 

amount of snowfall, freezing rain or sleet. 

This is important to know to make a 

correlation between the actual storm event, 

total amount of product used and results 

obtained, which is the letter "R". 

R-"R" is the results obtained in simple, 
easy-to report terms. Knowing what one did 

not only in terms of incremental steps, but 

overall as well, is key in gaining experience 

quickly. 

Even though record keeping may seem 

quite difficult, in the long run, maintaining 

this information is much easier than not 

doing it at all. Devise a simple form and use 

simple codes to record data. This process 

must not be cumbersome or the record 

keeping will not be accomplished. 

Common mistakes are made because of 

the misconception that contractors think 

they can simply put deicers out and they 

will work. Nothing could be further off 

base. Remember the tool analogy and re-

member that the more one knows about a 

tool the better off they are and the better the 

results will be. 

Ask questions on the best deicer product 

or tool for your use. Seek information on the 

product's correct use and learn from every-

thing you do and every application you make. 

By avoiding these common mistakes you can 

quickly have a very successful winter opera-

tions program. This will require some ef-

fort, but the rewards will be great. Q 

The author is president of Ice & Snow 
Technologies, Walla Walla, Wash. 
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control snow & ice 

by Angela 
Dyer 

With the proper 

equipment coverage, 

contractors can go about 

snow removal without 

having to think about 

whether or not they are 

insured should a problem 

occur. Photo: Fisher 

Engineering 

ice of mind is what any 

snow removal contractor is look-

ing for during those grueling 

winter months when accidents 

and damages can occur. 

This peace of mind is achieved 

¡h a good insurance pro-

gram. Til making sure that the 

program is appropriate for the 

contractor's needs, they need to 

simply know what coverage to 

have, how much to have and 

what sorts of questions to ask an 

insurance agent. 

With the proper coverage, 

contractors can go about snow removal without 

having to think about insurance needs, and know 

that they are protected should a problem occur. 

The Necessary Components. According 

to Bruce Strachan, president of Strachan Casale, an 

independent insurance agency in Twinsburg, Ohio, 

contractors should have two main types of insur-

ance - automobile liability and general liability. 

"Automobile liability is the commercial automo-

bile policy, which includes liability and damage to 

the vehicle,'' Strachan noted. "Also, be sure to notify 

the agent that the equipment will be attached to the 

truck because then the plows may need to be 

insured specifically. 

"General liability insurance includes two parts: 

premises and operations and completed ope»ations 

coverage," Strachan continued. "Premises and op-

erations includes 'doing what you do when you do 

it where you are doing it.' For example, if the 

contractor is cleaning the sidewalk and someone 

gets hurts because of flying debris or ice, the 

damages would be covered under this because the 

accident isn't relating to the auto policy. Completed 

operations coverage is for once the job is finished 

and the crew has left the site. T h e contractor will be 

covered if someone slips and falls." 

Jay Michaud, president of Witness Tree Land-

scaping, Williston, Vt., explained that he carries a 

commercial lines policy that covers his equipment, 

general liability and an umbrella policy. 

"Under the umbrella policy is where most of my 

snow removal problems would fall," Michaud stated. 

"Also, under the general liability policy, I have 

finished goods insurance. For example, if I plowed 

and dropped deicing material, then I left and 

someone slipped and fell, the damages would be 

covered under this policy." 

Once the types of coverage needed are deter-

r 



mined, the actual amounts of the policies 

need to be decided upon. 

"There isn't any standard for how much 

coverage a contractor should have," re-

marked Doug Jessup, president of Corpo-

coverage. It is hard to determine how much 

is necessary so we recommend $1 million 

even though some carry only $ 3 0 0 , 0 0 0 . " 

C are, C ustody 6? Control A gray area in 

With the proper coverage, contractors 
can go about snow removal without having to think 
about insurance needs and simply know that they are 
protected should a problem occur. 

rate Assurance, an independent insurance 

agency in Mission, Kan. "Typically, these 

contractors have lawn or landscape busi-

nesses so they are covering their automo-

biles already because of the summer work. 

W e see a lot of people with $1 million in 

many contractors' insurance plans is a clause 

called care, custody and control. 

Strachan explained this as damage that 

occurs to a property that is under the care, 

custody and control of the contractor. Some 

insurance plans will not cover this. 

SIMA 
Snow & Ice Management Association, Inc. 

Looking for information on improving your snow and 
ice control business? 

Looking to network with contractors dealing with the 
same winter challenges as you? 

The Snow & Ice Management Association is the group for you. 

SIMA's mission is to provide o network of resources and informa-

tion to its members in the snow and ice industry and to promote 

ethical, efficient and environmentally sound risk management. 

J t i 

. . .on joining the association or on its annua l Snow & 

Ice Management Symposium, contact SIMA at 8 1 4 / 
456-9550 or check it out on the web at http:/ 
/ w w w . s i m o . o r g . 

"This is a difficult area to understand 

because every adjuster handles it differ-

ently," Jessup commented. 

"For example, if someone takes in their 

shoes to be repaired and they are ruined 

while in the repairman's care, 

then his or her insurance will not 

cover the damages," Strachan re-

marked. "Although the process is 

the same, there is more of a gray 

area for contractors. If a contrac-

tor is cleaning snow off of a park-

ing lot and while working on the 

surface, the blade hits the pave-

ment and becomes damaged, will 

it be covered? Some insurance 

companies say no, however I say 

'yes' because the contractor is only working 

on the snow and not the lot and is therefore 

not responsible for the lot itself." 

According to Strachan, the most impor-

tant thing to know in regards to care, 

custody and control is how each individual 

agent handles the issue. This way, there 

won't be any surprises. 

" W e damaged an expansion joint on a 

parking deck and at first our insurance 

agent refused to cover the $ 8 , 0 0 0 dam-

ages," lamented Norm Detrick, president, 

R e l i a b l e S n o w P l o w i n g S p e c i a l i s t , 

Macedonia, Ohio. " T h e insurance company 

claimed that the parking lot was in our care 

and custody because of what our job is. W e 

finally won the suit, but this is an important 

subject to talk to your agent about." 

In some cases, Jessup will broaden the 

general liability coverage so that more is 

covered to protect the contractor. 

Talking to the agent and asking specific 

questions is key to having an effective 

insurance program and being aware of what 

is and is not covered in a policy. 

Strachan stressed that contractors should 

ask their agents what coverage is needed in 

the off-season. 

"Contractors should tell their agent 

where their equipment is stored in the off-

season because it may not be covered under 

the regular auto policy since it is not at-

tached to the vehicle in the off-season," 

Strachan added. "Just be sure to ask the 

agent a lot of questions." 

Minimizing Liability. Using common sense 

is the most obvious way to reduce liabilities 
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S u l i c o n t r a c t c > r 

stipulations 
! Whi le 

o w remova l contractors have to be 

• prepared for w in ter w i t h the proper insurance, they 

• also have to m a k e sure t h a t their subcontractors are 

• covered as we l l . If the subcontractors are not insured, 

• the contractor could end up in hot w a t e r . 

"Subcontractors have to give the contractor 

• ev idence of insurance and their l iabil ity has to be 

• equa l to the contractor 's ," said Bruce St rachan, 

• president of St rachan Casale , an independent 

• insurance agency in Twinsburg, Ohio. 

• Jay M i c h a u d , president, Wi tness Tree 

• Landscaping, Wi l l is ton, V t . , echoed St rachan 's 

• c o m m e n t s . "Any subcontractor t h a t works for us has 

• to have a t least an equal a m o u n t of insurance. If 

• s o m e o n e is close, I m a y t a k e a g a m b l e , but if i t 's just 

• a o n e - m a n operat ion w i th a truck and he only has 

• $ 1 0 0 , 0 0 0 coverage, I c a n ' t t a k e t h a t r isk." 

• Doug Jessup, president of Corporate Assurance, 

• a n i n d e p e n d e n t insurance a g e n t in Mission, Kan. , 

• exp la ined t h a t contractors need to require a cert i f icate 

• of insurance f r o m the subcontractors. " M o r e 

• impor tant ly , have you as the contractor n a m e d as a n 

• addi t ional insured on a t least the subcontractor 's 

• genera l l iabil i ty. This requires the subcontractor 's 

insurance c o m p a n y to not i fy the contractor if the 

insurance w e r e to b e c o m e expi red or if it has been 

cancel led, for e x a m p l e . " - Angela Dyer 

when doing work as a snow removal con-

tractor. However, there are a few other 

ways to minimize accidents while contrac-

tors are on the job. 

"Reducing liabilities requires good man-

agement," suggested George Hohman, presi-

dent, Turfscape, Northfield, Ohio. "Let the 

employees know that management is watch-

ing out for any damages they create. Con-

tractors can't do a lot to change the damages 

made to turf because that is just something 

that will happen. Just use common sense 

and don't rush through the jobs." 

Michaud recommended that contrac-

tors do not push the drivers too hard. " W e 

have sleeping quarters for them and we 

rotate drivers during a storm," he added. 

" W e could be up for 24 to 4 8 hours, so we 

feed our drivers and have them take naps. 

If the equipment is maintained and contrac-

tors have responsible drivers, the company 

should be successful." 

Jessup explained that training is a major 

factor as well. Workers should be trained to 

operate the equipment and operate it in 

inclement weather, according to Jessup. 

"Give drivers enough time to do the job 

safely," Jessup continued. "When they rush, 

accidents are much more likely to happen. 

Also, don't overbook and try to be in two 

places at once. Keeping the same drivers on 

the same routes can be helpful so operators 

can get used to the same properties. 

"Don't overbook your contracts, and try 

to minimize the time spent on the roads," 

echoed Doug Freer, president of Lawn Lad, 

Cleveland Heights, Ohio. "Also, be sure the 

drivers take their time and don't rush 

through a job." 

Another key point for avoiding liabili-

ties is to keep all of the equipment main-

tained, according to Jessup. "A preventive 

maintenance program will save money in 

the long run." 

Above all, for a contractor to reduce 

liabilities, have an effective insurance pro-

gram and keep peace of mind during the 

winter, they should use their agent as a 

counselor, according to Strachan. 

"The agent should tell the contractor 

how to be prepared," he added. "The con-

tractor has to tell the agent what they do 

and how they run their business because 

different coverage is needed with different 

equipment." H I 

The author is Assistant Editor o f Lawn & 

Landscape magazine. 

ENGINEERED TO MOVE MORE SNOW IN LESS TIME 
D A N I E L S ' W I N G P L O W 
• Unbeatable maneuverability. 
• Wings fold back to transport easily. 
• Six sizes ranging from 12 to 24 feet. 

Turns your skidster or wheel loader 
into an unstoppable snow moving 
machine. 

D A N I E L S ' P U L L P L O W 
• Ideal for small jobs and tight spaces. 
• Complements your front-mounted plow. 
• Hook up is fast and easy. 
• Sizes to fit light trucks, sport utility 

vehicles, 3/4 ton and 1 ton trucks. 

DáNIELS 
Put The Fun Back Into Snowplowing 

Call Toll-free 1-800-386-2932 or fax 847-426-1171 



manufacturer listing 
Arct ic Equipment Flink Company Pro-Tech Welding & TruckCraft 
Manufacturing 502 N. Vermillion Fabrication 5751 Molly Pitcher Highway 
1170 York St. Streator, IL 61364 711 West Ave. South 
London, Ontario. Canada Phone: 815/673-4321 Rochester, NY 14611 Chambersburg, PA 17201 
N5W 6C9 Phone: 716/436-9855 Phone: 717/375-2900 
Phone: 519/452-3406 Henderson Manufacturing 

TrynEx International P0 Box 40 Snow Wolf TrynEx International 
Aliens Company Manchester, IA 52057 6022 Pillsbury Ave. South PO Box 69 
655 West Ryan St. ' Phone: 319/927-2828 Minneapolis, MN 55419 Royal Oak, Ml 48068 
Brillion, Wl 54110 Phone: 800/905-2265 Phone: 248/546-5101 
Phone: 920/756-2141 Hiniker Company 

Cargill Salt Division 
P0 Box 3407 Snowman Snowplows Walker Manufacturing 

Cargill Salt Division Mankato, MN 56001 P0 Box 78 Company 
PO Box 5621 Phone: 507/625-6621 Bloomfield, IA 52537 5925 East Harmony Rd. 
Minneapolis, MN 55440 

John Deere 
Phone: 888/766-6267 Fort Collins, CO 80525 

Phone: 612/742-4712 John Deere Phone: 970/221-5614 

Daniels 
P.O. BOX12217 Southford Truck Equippers 

Western Products Daniels Durham, NC 27709 P0 Box 174 Western Products 
15N365 Old Sutton Rd. Phone: 888/669-7767 Southbury, CT 06488 7777 North 73rd St. 
East Dundee, IL 60118 Phone: 203/267-6337 Milwaukee, Wl 53223 
Phone: 847/426-1150 Kuhota Phone: 414/362-3926 

Fisher Engineering 
3 Hutton Centre Drive, Suite 880 Steiner Turf Equipment 

Fisher Engineering Santa Ana, CA 92707 P0 Box 504 
7777 North 73,d St. Phone: 714/557-3663 Dalton, OH 44618 
Milwaukee, Wl 53223 Phone: 330/828-0200 
Phone: 414/362-3926 Ledex Industries 

1100 South Service Rd. Swenson Spreader 
W. Oakville, Ontario, Canada PO Box 127 
L6L 5T7 Lindenwood, IL 61049 
Phone: 905/465-4044 Phone: 815/393-4455 

The following pages list the various 
spreaders, plows and snow throwers offered 
by the above manufacturers. 

EDITOR'S NOTE: 

Lawn & Landscape attempted 

to contact and include all 

manufacturers of snow and ice 

equipment. A company's 

inclusion or exclusion in this 

guide should not be viewed as 

a comment on its products. 

' guide 
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MODEL MOUNTS ON: MADE OF: DESIGNED FOR: CONVEYOR SPINNER 
8 ft. Pickup 12-gauge steel or N/A 12 inches 12 Inches 

16-gauge stainless 
8 ft. HC Dump, platform 16-gauge stainless steel N/A 16 inches 14.5 inches 
10 ft. HC Dump, platform 12-gauge steel N/A 16 inches 14.5 inches 

FLINK COMPANY 
LMC 5 Series, Chassis or dump Stainless steel & steel N/A 24 inches 20 inches 
LMC 5H Series Chassis or dump Stainless steel& steel N/A 24 inches 20 inches 
FM Pickup, 1 ton, super duty Stainless steel & steel N/A 16.5 inches 14 inches 
8609, 8610 Dump body Stainless steel & steel N/A 19 inches 18 inches 

HENDERSON MANUFACTURING 
FSH-I, FSH-II, N/A 10-gauge steel 
FSH-III 
FSP Pickup and utility duty 14-gauge steel 

dump trucks 

HINIKER COMPANY 
810, 850 Full-size pickups Mild steel 

granular deicers 

SOUTHFORD TRUCK EOUIPPERS 
lce-0-Way Vi ton trucks and larger Mild steel and -Way 1/2 ton trucks and larger 
Low Profile 
LPS6, LPS8, 
LPS6SS, LPS8SS 
lce-0-Way VA ton, 1 ton trucks 
Low Profile and larger 
Swing Chute 

304 stainless steel 

Mild steel and 304 
stainless steel 

WESTERN PRODUCTS 
8 ft. (gas & hyd) Pickup 16-gauge stainless steel 
8 ft. (gas & hyd) Pickup 12-gauge steel 
8 ft. HC Dump, platform 12-gauge steel 
(gas & hyd) 
10 ft. HC Dump, platform 12-gauge steel 
(gas & hyd) 

Sand and salt 

Sand and salt 

Salt, sand and 

Spreading sand 
and/or salt 

Spreading sand 
and/or salt 

N/A 
N/A 
N/A 

N/A 

24 inches 

14 inches 

Chain 

10-inch wide steel 
pintle type chain with 
3/16-inch by 3/i inch 
cross bars 
14-inch wide steel 
pintle type chain with 
3/16-inch by3/4-inch 
cross bars 

12 inches 
12 inches 
16 inches 

16 inches 

20 inches 

12 inches 

Steelother 

12-inch spinner 
with four flights 
spreading 
aggregate 
14-inch spinner 
with four flights 
spreading 
aggregate 

12 inches 
12 inches 
14.5 inches 

14.5 inches 

ARCTIC EQUIPMENT M ANUFACTURING 
MOLDBOARD PLOWING COMPLETE MOUNTING REMOVABLE 

MODEL LENGTH HEIGHT MATERIAL: WIDTH* WEIGHT TYPE LIGHTS & POWER 
78 inches 78 inches 25 inches 12-gauge 68 inches 500 lbs. Fixed No 
84 inches 84 inches 27 inches 10-gauge 73 inches 639 lbs. Fixed or Detachable Yes 
90 inches 90 inches 27 inches 10-gauge 78 inches 654 lbs. Fixed or Detachable Yes 
96 inches 96 inches 27 inches 10-gauge 83 inches 669 lbs. Fixed or Detachable Yes 
102 inches 102 inches 27 inches 10-gauge 88 inches 690 lbs. Fixed or Detachable Yes 
Commercial 

10-gauge 

120 inches XHD 120 inches 36 inches 10-gauge 104 inches 1,120 lbs. Fixed No 
90 inches 90 inches 29 inches 3/8-inch 

U.H.M.W. poly 
78 inches 688 lbs. Fixed or Detachable Yes 

96 inches 96 inches 29 inches 3/8-inch 
U.H.M.W. poly 

83 inches 698 lbs. Fixed or Detachable Yes 

102 inches 102 inches 29 inches 3/8-inch 
U.H.M.W. poly 

88 inches 743 lbs. Fixed or Detachable Yes 

108 inches 108 inches 29 inches 3/8-inch 
U.H.M.W. poly 

94 inches 755 lbs. Fixed or Detachable Yes 
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HINIKER COMPANY 

DANIELS 
MOLDBOARD PLOWING COMPLETE MOUNTING REM 

MODEL LENGTH HEIGHT MATERIAL: WIDTH* WEIGHT TYPE LIGE 
Wing Plow N/A 31 or 41 inches 7- or 10-gauge 12,14,16,18, 1,550 to Quick disconnect or N/A 

20 or 24 feet 4,300 lbs. bucket mount 
Pull Plow N/A 19 inches 3/16-inch steel 70,80,90 or 250 to Speed hitch N/A 

96 inches 350 lbs. 

FISHER ENGINEERING 
LD Series 6 ft., 9 in. 23 inches 14-gauge HS 68 inches 525 lbs. Detachable Yes 
LD Series 7 % feet 23 inches 14-gauge HS 73 inches 635 lbs. Detachable Yes 
RD Series 7 & 714 feet 26 inches 11-gauge 73 & 78 inches 710 & 715 lbs. Detachable Yes 
HD Series 8 & 9 feet 29 inches 11-gauge 83 & 94 inches 855 & 925 lbs. Detachable Yes 
EZ-V Plow 81/2 feet 281/2 inches 12-gauge 93-96 inches 920 lbs. Detachable Yes 
Municipal 9 feet 34 inches 11-gauge 94 inches 1,690 lbs. Detachable Yes 
Municipal 10 feet 34 inches 11-gauge 104 inches 1,790 lbs. Detachable Yes 

FLINK COMPANY 
10-38 10 feet 38 inches 10-gauge 8 feet, 10 in. 1,875 lbs. Pin and Quick Hitch N/A 
11-38 11 feet 38 inches 10-gauge 9 feet, 8 in. 1,920 lbs. Pin and Quick Hitch N/A 
10-44 10 feet 44 inches Poly 8 feet, 10 in. 1,820 lbs. Pin and Quick Hitch N/A 
11-44 11 feet 44 inches Poly 9 feet, 8 in. 1,870 lbs. Pin and Quick Hitch N/A 
12-44 12 feet 44 inches Poly 10 feet, 7 in. 1,920 lbs. Pin and Quick Hitch N/A 
10-48 10 feet 48 inches 10-gauge 8 feet, 10 in. 1,915 lbs. Pin and Quick Hitch N/A 
11-48 11 feet 48 inches 10-gauge 9 feet, 8 in. 1,920 lbs. Pin and Quick Hitch N/A 
12-48 12 feet 48 inches 10-gauge 10 feet, 7 in. 2,025 lbs. Pin and Quick Hitch N/A 
459 S(TE) 10 feet 36 inches 7-gauge 8 feet, 10 in. 1,395 lbs. Pin and Quick Hitch N/A 
459 U(TE) 10 feet 42 inches 7-gauge 8 feet, 10 in. 1,462 lbs. Pin and Quick Hitch N/A 
454 SU(TE) 11 feet 42 inches 7-gauge 9 feet, 8 in. 1,730 lbs. Pin and Quick Hitch N/A 
455 (TE) 12 feet 42 inches 7-gauge 10 feet, 7 in. 1,857 lbs. Pin and Quick Hitch N/A 
10PA 45(TE) 10 feet 45 inches Poly 10 feet, 7 in. 2,275 lbs. Pin and Quick Hitch N/A 
PR-936 9 feet 36 inches 10-gauge 7 feet, 9 in. 1,140 lbs. Pin and Quick Hitch N/A 
PR-1036 10 feet 36 inches 10-gauge 8 feet, 8 in. 1,190 lbs. Pin and Quick Hitch N/A 
PR 458 LD(TE) 9 feet 36 inches 10-gauge 7 feet, 9 in. 1,195 lbs. Pin and Quick Hitch N/A 

1850 81/2 feet 30 inches Mild steel 88 inches 890 lbs. Drive-in Quick Hitch Yes 
2751 7% feet 30 inches Mild steel 77 inches 708 lbs. Drive-in Quick Hitch Yes 
2801 8 feet 30 inches Mild steel 82 inches 721 lbs. Drive-in Quick Hitch Yes 
2851 81/2 feet 30 inches Mild steel 87 inches 746 lbs. Drive-in Quick Hitch Yes 
2901 9 feet 30 inches Mild steel 92 inches 759 lbs. Drive-in Quick Hitch Yes 

KUBOTA 
T2083 N/A 11.4 inches Steel 36.4 inches 55 lbs. Quick attach/mount kit N/A 
T2748 N/A 17 inches Steel 41.5 inches 130 lbs. Quick attach/mount kit N/A 
FZB2019 N/A N/A Steel 51.9 inches 245 lbs. N/A N/A 
GF2748 N/A N/A Steel 42.38 inches 90 lbs. N/A N/A 
FZB2019 123.2 & 131.5 16.5 & 15.2 in. Steel N/A N/A N/A N/A 
L2040 N/A 17.4 inches Steel 63.5 inches N/A. Rigid N/A 
FZB2019 N/A 20 inches Steel 62.5 inches N/A Rigid N/A 

LEDEX INDUSTRIES CORP. 
Avalanche 8.5 to 24 to 24-50 inches Corrosion N/A 485 to Quick connect/any N/A 
SnowPlow 24.5 feet resistant steel 3,960 lbs. bucket or OEM coupler 

PRO-TECH WELDING & FABRICATION 
SP-Loader 10 to 30 feet 50 inches 3/16-inch Fixed 90 de- 2,200 to Patented Quick Change N/A 
Model steel gree pusher 4,500 lbs. Attachment System 
Sno Pusher 
FOP-Fold 16,18 or 50 inches 3/16-inch Fixed 90 3,650,3,850. Patented Quick Change N/A 
Out Model 20 feet steel degree pusher and 4,050 lbs Attachment System 
Sno Pusher 
BSP- Back- 10,12 38 inches 1/8-inch Fixed 90 1,300,1,450 Patented Quick Change NA 
hoe Model or14 feet steel degree pusher and 1,600 lbs. Attachment System 
Sno Pusher 
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PRO-TECH WELDING & FABRICATION 
MODEL LENGTH 
SSP-Skid- 6,8,10 
Steer Model or 12 feet 
Sno Pusher 

M0LDB0ARD 
HEIGHT 
38 inches 

MATERIAL: 
1/8-inch 
steel 

PLOWING 
WIDTH* 
Fixed 90 
degree pusher 

(continued) 
COMPLETE 
WEIGHT 
650, 800, 
950 and 1,100 
lbs. 

MOUNTING 
TYPE 
Bolt-on/lnterchangeable 
OEM coupler 

SNOWMAN SNOWPLOW 

STEINER TURF EQUIPMENT 
BD358 31 inches 21 inches N/A 

SNOW WOLF 
Snow Wolf 6 to 9 ft. in 

6-inch 
increments 

30 inches 11-gauge 
steel 

Dozer Blade 19 inches 18 inches 10-gauge 
steel 

53-58 inches 248 lbs. 

WALKER MANUFACTURING 

5 to 9 ft. 

46 inches 

100 lbs. per 
foot of width 

90 lbs. 

REMOVABLE 
LIGHTS & POWER 
NA 

60 LD 6 feet 23 inches 12-gauge N/A 370 lbs. 2-inch square receiver Yes 
70+SC 7 feet 23 inches 10-gauge N/A 415 lbs. 2-inch square receiver Yes 
70+R 7 to 81/2 feet 23 inches 10-gauge N/A 475 lbs. 2-inch square receiver Yes 
70+RS 7 to 8Vz feet 23 inches 20-gauge N/A 485 lbs. 2-inch square receiver Yes 
80+R 8 feet 23 inches 10-gauge N/A 535 lbs. 2-inch square receiver Yes 
80+RS 8 feet 23 inches 10-gauge N/A 545 lbs. 2-inch square receiver Yes 

Front mount quick hitch NA 

Skid steer mount N/A 

Front mount N/A 

Sport Utility 6 Vz feet 23 inches 16-gauge 70 inches 425 lbs. Detachable Yes 
Standard 6Vz feet 26 Vz inches 11-gauge 68 inches 560 lbs. Detachable Yes 
Standard 7 feet 26Vz inches 11-gauge 73 inches 575 lbs. Detachable Yes 
Standard 7 Vz feet 26 Vz inches 11-gauge 78 inches 590 lbs. Detachable Yes 
Standard 71/2 feet 27 inches 3/8-inch 78 inches 614 lbs. Detachable Yes 
Poly polyethylene 
Pro 71/2 feet 28 inches 11-gauge 78 inches 695 lbs. Detachable Yes 
Pro 8 feet 28 inches 11-gauge 83 inches 710 lbs. Detachable Yes 
Pro 81/2 feet 28 inches 11-gauge 88 inches 730 lbs. Detachable Yes 
Pro 9 feet 28 inches 11-gauge 93 inches 750 lbs. Detachable Yes 
Pro Poly 71/2 feet 29 inches 3/8-inch 78 inches 730 lbs. Detachable Yes 

polyethylene 
Pro Poly 8 feet 29 inches 3/8-inch 83 inches 745 lbs. Detachable Yes 

polyethylene 
MVP v-plow 81/2 feet 28 Vz inches 12-gauge 94 Vz inches 880 lbs. Detachable Yes 
Heavy Weight 9 feet 33 inches 7-gauge 98 inches 1,277 lbs. Detachable Yes 
Heavy Weight 10 feet 33 inches 7-gauge 109 inches 1,335 lbs. Detachable Yes 

a r - i M J i J • I r f - i V i d 5 
ARIENS KUBOTA 
MODEL HORSEPOWER WIDTH MODEL AUGER SPEED WIDTH 
ST1336LE 13 hp OHV 36 inches TG2742 2-stage 157 rpm 42 inches 
ST1132LE 11 hp OHV 32 inches front mount 
ST928LE 9 hp OHV 28 inches TG2738 a single 974 rpm 39.5 inches 
ST824DLE 8 hp LH 24 inches stage front-mount 
ST724 7 hp OHV 24 inches TG2742 2-stage 160 rpm 42 inches 
SS522E 5 hp 2 cycle 22 inches TG2742 168 rpm 42 inches 
SS322 3 hp 2 cycle 22 inches F2450CB-1 280 rpm 52.5 inches 

B2650 903 rpm 
903 rpm 

50 inches 
lOHN DEERE B2660 

903 rpm 
903 rpm 60 inches 

828D 8 hp 28 inches BL2660 540 rpm 61.5 inches 
1032D 10 hp 32 inches L2052-1 front N/A 62.25 inches mount 
724D 7 hp 24 inches commercial 
826D 8 hp 26 inches BL2660 2-stage 

rear mount 
N/A 61.5 inches 
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STEINER TURF EQUIPMENT 
MODEL HORSEPOWER WIDTH 
SB348 N/A 49.5 inches 

WALKER MANUFACTURING 
MODEL HORSEPOWER WIDTH 
42-inch two-stage 20-25 hp 42 inches 

FISHER ENGINEERING 
MODEL MOUNTS ON MADE OF 
Speedcaster Full-size pickups Polyethylene 
Speedcaster 2 VA ton, 1 ton trucks Polyethylene 
Low Profile 1000 Full-size pickups Polyethylene 
Low Profile 2000 Full-size pickups Polyethylene 

FLINK COMPANY 
VCT11&12 Dump body 7-gauge 
VCT13 Dump body 7-gauge 
VCT 20 1 -ton dump body 7-gauge 

VCT 90 Dump body 7-gauge 
RF 8, RFH 8 Dump body 7-gauge 
HD-6 Dump body tailgate various steel 

HENDERSON MANUFACTURING 
TGS-II Standard and Mild or stainless steel Salt and sand spreaders 

utility dump bodies 

HINIKER COMPANY 
236 8 foot dump body Mild steel 

DESIGNED FOR 
Salt 
Salt 
Salt 
Salt 

Salt or sand 
Salt, chloride, cinders 
Salt or sand 
Granular material 
Granular material 
Ice control, seal coat 

Salt, sand and other 
granular deicers 

SWENSON SPREADER COMPANY 
S Series 1 ton and large 

dump trucks 

TRUCKCRAFT 
TC-130 Dump body 

304 stainless steel 
or carbon steel 

Aluminum and 
stainless steel 
N/A TC-130+ TC-300 60-inch CA 

(dump body and 
spreader) 
TC-130+ TC-310 60-inch CA N/A 
(dump body and 
spreader) 

TRYNEX INTERNATIONAL 
SnowEx Mini Standard receiver Polymer 
Pro SP-575 hitch, utility mount and 

three-point hitch 
SnowEx Pivot VA- to 1-ton pickups, Polymer 
Pro SP-1075 1-ton stake trucks, 

dump trucks and SUVs 
SnowEx Sand Trucks and SUVs Polymer 
Pro SP-1875 

WESTERN PRODUCTS 
Pro-Flo Full-size pickups Polyethylene 
Pro-Flo 2 VA-ton, 1-ton Polyethylene 
Low Profile 1000 Full-size pickups Polyethylene 
Low Profile 2000 Full-size pickups Polyethylene 

CONVEYOR SPINNER 
N/A 15 inches 
16 inches 16 inches 
N/A 10 inches 
N/A 10 inches 

6-inch auger 
Twin 4-inch augers 
6-inch auger 
9-inch auger 
96-inch roll spreader 
Full-width agitator 

Hydraulic 6- or 9- inch 
driven augers 

Salt, sand or combinations 
inch continuous flited, reverse 
flited or combinations 

Salt, sand 

N/A 

N/A 

Sand, salt and other 
deicing materials 

Sand, salt and 
other deicing materials 

all types of material 

Salt 
Salt or sand 
Salt 
Salt 

Cross auger 

4-. 6- and 9-
inch augers 

18-inch poly 
18-inch poly 
18-inch poly 
18-inch poly 
96-inch roll spreader 
Full-width agitator 

18-inch 
hydraulic spinners 

Poly or steel 

18 inch poly or 7 
gauge steel single 
or dual 

Stainless steel auger 12-inch stainless 
stainless steel 

Stainless steel auger N/A 

Stainless steel auger N/A 

flighted auger 

flighted auger 

2-stage auger 

N/A 
16 inches 
Auger 
Auger 

10-inch steel 

10-inch steel 
transmission 

12-inch powder-
coated steel 

15 inches 
16 Inches 
10 inches 
10 inches 
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NEWLY IMPROVED 
D O U B L E - B R A C E D 

SIDE PANELS 
L A N C H E 

GREATLY REDUCE TIME CONSUMING SNOW SPILLAGE. 
INCREASE YOUR PRODUCTIVITY UP TO 5 TIMES. 

kVAUHCHt 

bobcat 

BLANCHE 
Fits your 

Truck 
harness 

2&Ì&XSHI H riiii Ù jumum 
Fast-connect receiver system Skid-steer O E M connect system 



PROTECH 
SNO PUSHER' 
USE READER SERVICE # 1 7 « 

Call for Free Video& Brochure: 
1 888 PUSH SNO 716.436.5645 FAX 

Pro-Tech Sno Pushers™ 
have redefined industry 
standards for safe, rapid, 
cost effective snow 
removal. In comparison 
to conventional snow 
blades Sno Pushers will 
increase your machines 
pushing capacity up to 
5 0 0 % . 
Our patented Quick 
Change Attachment 
System allows virtually in-
stant connection to any 
machine from the most 
compact Skid Steer to the 
largest Loader. 
Pro-Tech has won the 
confidence of the snow 
removal industry's most 
discriminating clients. 
Follow the lead of: 
• United States Airtorce 
• Chicago/O'Hare Interna 

tional Airport 
• Washington International 

Go with the Pro's! 

Proven Customer 
Satistaction 

"After three years of owning 
Pro-Tech Sno Pushers, I have 
ZERO defects and productivity 

gains exceed200%" 
- Bob Lapinski 
Ml. Laurel, NJ 

www.protech.org 

Award Winning 
Performance 

"Pro-Tech Sno Pusher was key in 
providing us with the high-volume 
snow removal advantage needed 
to win the Balchen / Post Snow 
Removal Award in 1998." 

- SSgt. Christopher Jayne 
USAF Academy, CO 

http://www.protech.org
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urning a large account into an on-site operation is not based on 

the size o f the property or the amount o f revenue it brings in, 

according to Dan Foley. 

Is president o f D . Foley Landscape, Walpole , Mass. , and 

one who has successfully provided an on-site maintenance 

service at his company since 1 9 9 4 , Foley should know. Al-

though Foley has only four main on-site properties, the work 

amounts to 4 7 percent o f the company's total maintenance 

revenues. 

" W e were becoming more and more successful with our 

larger clients and adding this service just played into our 

strengths as a company , " Foley enthused. 

I f contractors have customers who have special needs, desire 

a vast amount o f services or have many acres o f landscape that 

need to be maintained and detailed, they could be candidates for 

on-site service. Before rushing out to sell on-site work, however, 

contractors needs to look at all areas o f their company and the 

pros and cons o f on-site maintenance. 

W H O QUALIFIES? A client needs to have certain characteristics to 

warrant on-site service. 

" O u r on-site operations are full five- to six- day endeavors," 

Foley explained. " W e have site managers that report directly to 

the site 3 8 to 3 9 weeks out o f the year. T h e sites are set up with 

trucks and maintenance equipment that are custom-tai lored to 

the site's needs." 

Foley's four on-site clients include one college and three 

large condominium properties. H e said he tries to reach two 
(continued on page 56) 

Landscape contractors discuss the pros 
and cons of providing on-site services to 
their commercial clients. 

By Nicole Wisniewski 

One of D. Foley Landscape's 

on-site managers discusses site 

plans with the customer. On this 

large commercial site, the site 

manager uses a golf cart to get 

around, in addition to his site 

truck. Photo: Dan Foley 
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The On-Site Chart 
(continued from page 53) 

different markets when selling his 

on-site maintenance service: prop-

erties that already have an in-house 

grounds crew and have trouble 

managing it and clients where work 

is getting busier and the property 

manager isn't handling it well. 

These types o f clients include c o m -

mercial and industrial clients, con-

dominiums and apartments and 

private colleges and high schools. 

Commerc ia l clients are the best 

targets to sell on-site service to because they 

have the acreage necessary to warrant the 

daily attention - at least 12 acres o f turf, 

Foley said, ment ioning his smallest on-site 

client 's property size. 

" I f there's not enough acreage to mow, 

then the employees can get lost in the detail 

work and get bored, " Foley said. 

SELLING ON-SITE WORK. W h e n selling on-

site work, contractors need to communicate 

i potential on-site client should have: 
Phone and fax capabilities available to the contractor. 
On-site storage space to store equipment or available acreage 
for a trailer. 
A large acreage of landscape to maintain - above 12 acres. 
Daily landscaping needs - not just mowing, but detail work as well. 
Location. If a client is close to the office, selling the job as a 
regular maintenance service may cost the contractor less vs. 
selling the job as an on-site operation. 

and put to contract an agreement o f exactly 

what is expected o f them and what services 

are included in their on-site service. 

J e f fSousa , president, Sousa's Landscape 

Management C o . , Bermuda, has two large 

resorts as on-site clients. T h e Coral Beach 

Resort, the larger o f the two at 75-acres, 

requires three people five days per week and 

an a r b o r i c u l t u r i s t a n d an a s s i s t a n t 

arboriculturist two days per week due to the 

amount o f trees located on the property. 

T h e Elbow Beach Resort is a 5 5 -

acre property (about 3 0 acres main-

tained), yet there is more detail 

work required on the property, in-

cluding seasonal color, hardscaping 

and interiorscaping. Therefore, this 

site requires four employees who 

report there seven days per week. 

For Sousa, selling these services 

was simple. W h e n he was 18 years 

old, Sousa worked with the grounds 

crew at Elbow Beach Resort. When 

he was ready to sell his on-site service, he 

simply called up his old manager and asked i f 

he could come in and offer him a proposal. He 

knew from keeping in touch with the resort 

that the manager was disappointed in his 

current in-house staff because, as Sousa ex-

plained, they had become "complacent , 

unionized and lacked professionalism ." 

" W e went in and cleaned the place up," 

Sousa enthused. " T h e resort next door -

(continued on page 58) 

Teamwork 
(Together everyone achieves more) 
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INDUSTRIES, INC. 
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True success depends on it. Bowie Industries and Erosion Control Technologies 
are teammates supplying the professional erosion control and landscape contractor 
with the industry's best new and used Hydro-Mulching and Straw Blowing equipment. 
Let us work together to help you get the best value for your investment. W e know the 
product and can help you choose the most cost effective options for your jobs. 
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Erosion Control Equipment and Supplies 
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E-mail: Neil@ErosionControlTech. com 
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Model 159 Schest 94 Shown, Mounted Curb Side 94"L x 24"W x 23" High 

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

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

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

FIBERGLASS PRODUCTS 
1-800-327-9005 • www.tuflexmfg.com 

http://www.tuflexmfg.com


(continued from page 58) 

T h e Coral Beach Resort - noticed our work 

and soon after became another one o f our 

on-site c l ients ." 

Now, Sousa said that 3 0 to 4 0 percent o f 

his full-service landscape company's rev-

enues c o m e from his on-site work with just 

these two resorts. 

Key points Sousa brings up while selling 

his on-site service include having profes-

sional and knowledgeable people, includ-

ing certified arboriculturists and horticul-

turists, on staff; the use o f professional, 

commercial equipment and new products, 

including zero-turn mowers, growth regu-

lators, the latest pesticides, etc. ; daily, uni-

formed visibility; and a price that is compa-

rable to what potential clients were paying 

their in-house staff, yet without the hassle o f 

daily employee management or picking out 

and purchasing equipment for them. 

" T h e l a r g e r r e s o r t s are s o l d o n 

outsourcing their landscaping work because 

they don ' t have to worry about things like 

(continued on page 62) 

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

mulching technique pays you back fag 

With the FINN Bark Blower a two-man crew can easily apply 15 cu. yd. of 

mulch per hour. T h e 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 2 0 % or more, and creates a finished look customers love. N o more slow 

downs because of wet weather or tricky terrain. There's nothing else like it. 

Cal l today for a free brochure and the name of your nearest FINN dealer. 

H o w product ive is a 
2 ' m a n c r e w per hour? 

BarkB/ower 
AJMAN&SHOOfMULCHSPBCA&NG 

FINN 
C O R P O R A T I O N 
Innovative equipment 

enhancing the world's landscape 

1-800-543-7166 
9281 LeSaint Drive, Fairfield, O H 45014 • Fax (513) 874- 2914 • Web site: www.finncorp.com 

TRADITIONAL HAND LABOR WITH THE FINN BARK BLOWER 
About 2 cu. yd. per hour More than 15 cu. yd. per hour 

Contracts & On-Site Woric 
When contractors add on-site 

services to their companies, they 
naturally feel much better 

knowing their customers are going to stick 
around for awhile to warrant the extra money 
spent on manpower and equipment, according 
to Jeff Sousa, president, Sousa's Landscape 
Management Co., Bermuda. 

"We recently extended our one-year 
contracts into three-year contracts," Sousa 
said, admitting he was nervous having his 
clients sign only one-year contracts when he 
first started on-site work at his company five 
years ago. "With three-year contracts, 
contractors can rest assured that the 
additional site-specific equipment they 
purchased will not go to waste." 

Dan Foley, president, D. Foley Landscape, 
Walpole, Mass., agreed, noting that all four of 
his clients requiring on-site crews are on two-
to three-year contracts. 

A detailed, site-specific contract also alleviates 
the problem of on-site clients attempting to get a 
contractor to do more than what's written in the 
contract - additional installation work, for ex-
ample m, Sousa said. 

"Certain clients are used to having an in-
house crew to boss around," Sousa noted. 
"We try to resolve this by having one of our 
salespeople visit the site periodically to find 
out how things are going and talk to the client 
about additional services he or she would like 
for an additional cost." - Nicole Wisniewski 

http://www.finncorp.com
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D e l t a ® ® The environment doesn't want them. Your customers 
don't want them. These days, high dose insecticides 
are dinosaurs. Which is why we've introduced DeltaGard™, the world's most 

potent (and successful) pyrethroid insecticide. 
DeltaGard's unique single active isomer 
configuration works at rates between 0.06 
to 0.13 Ibs./Al/acre to control virtually all 
the surface feeding insects present in your 

customers' yards. So the next time you use a 
spray or granular insecticide as part of your 1PM 

program, make sure it has DeltaGard 
written on it. Truly this is the way 

the world is moving. 
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(?) AgrEvo 
95 Chestnut Ridge Road 
Montva le , NJ 0 7 6 4 5 
2 0 1 - 3 0 7 - 9 7 0 0 

« & USE READER 

Remember to read and follow label directions carefully. 

SERVICE # 9 2 

1998 AgrEvo USA Co. 



PINCHERS 
Load and Unload 
Fastest 2" and up 
Tree Planter Ever! 

SKI LANDSCAPE 
3 1 7 - 8 9 7 - 5 8 8 5 

USE READER SERVICE # 5 2 

Scous 
LawnService 

Franchise Territories Now Available 
For a FREE OPPORTUNITY KIT call... 9 3 7 / 6 4 4 - 7 2 9 7 

USE READER SERVICE # 5 1 

W k . S U R F T H E F U L L L I N E O F H U S T L E R T U R F E Q U I P M E N T 

^ or call 1-800-395-4757 

HUSTLER 
Out Hustle all the rest 

USE READER SERVICE # 5 0 

Introducing the EBS 100/200 Detachable Spreaders 
Fits Most Commercial Mowers, Utility Vehicles or Tractors 

• Rebuilable Electric Motor(Sealed Ball Bearings) 
•Variable Speed 
• Just Seconds to Mount or Dismount 
• Stainless Steel Frame 
• Heavy Duty Polyethylene Hopper 
• Rubber Sealed Electrical on/off Switch 
• Large Capacity (100 or 200 lbs. Fertilizer) 

CALL TODAY! 

Lawn Power & Equipment 
(407) 656-1088 
w w w . g r o u n d t e k . c o m 

(continued from page 58) 

equipment , " Sousa pointed out. " W e go to 

the general managers at large resorts and tell 

them we can do the job better and more 

economically. W e guarantee our physical 

presence and we become an ' in-house' team 

with pagers and cellular telephones so that 

the customer knows how to get a hold o f 

these employees and gets to know who they 

are working with . " 

Foley, on the other hand, manages his four 

on-site properties a little bit differently. All 

four sites have one site manager who takes care 

o f everything in the contract and has direct 

contact with the customer. In the spring, 

when things get a little busier, the site manager 

doesn't do all o f the work by himself, but he or 

she is responsible for dispatching a crew from 

the home office to assist with different spring 

tasks. T w o o f the four sites, which are larger 

in size, warrant a site manager and site 

assistant manager based on need and sched-

ule at different times o f the year. 

According to Foley, he is one o f only 

three landscape contractors who do on-site 

work in Massachusetts. So, a challenge o f 

selling on-site work for him is educating his 

customers on what an on-site service consti-

tutes, and then getting them past the disbe-

lief that only one or two people can do all 

the work. T h a t ' s when selling the use o f 

professional commercial equipment can be 

beneficial, Foley said. 

E Q U I P M E N T & ON-SITE STORAGE. A natural 

part o f on-site work is being able to store 

equipment on the property. Foley said a 

part o f figuring out whether a client is a 

good candidate for on-site work is finding 

out i f they have storage space for contractor 

use or can provide space on the landscape 

for a ground-level storage container. 

"At our college site, they have a facilities 

garage and they gave us one o f six bays," 

Foley pointed out as an example. 

Sousa's crew was provided with the exist-

ing grounds crew's storage area with elec-

tricity. T h e area holds all his equipment for 

the site, such as chippers, shredders and 

backhoes. There is also space for a trailer on-

site and room to store trucks. 

" W e keep the basic equipment on-site 

and then bring in other stuff as needed, such 

as a crane," Sousa said. 

Both Sousa and Foley buy new equip-

(continued on page 64) 
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GMC OFFERS a complete range of light commercial 

trucks, from pickups to vans to utility vehicles. Every 

one of them is designed to help keep your business 

up and running without hassles. With nearly 100 

years of experience specializing in nothing but trucks, 

GMC's are engineered with thorough attention to 

detail and built with the strength and capability that 

are GMC hallmarks. Visit our website at 

www.gmcforwork.com or call 1-800-GMC-8782 for 

more information. 

Circle 200 on reader service card 
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OfaeA* Go+tkiol Value* 

Olson Irrigation Systems now offers o new low-cost 

utility series 

of pre-

assembled 

control valve 

systems. The 

MVA Utility 

Series offers many of the same conveniences as the 

MVA Pro Series at extremely attractive prices. 

Systems are available with 3 , 4 , 5 or 6 valves, pre-

assembled and pre-tested, built into a high-quality 

valve box. Features include: manual external bleed, 

optional flow control, 150 psi working pressure, pre-

wired electrical system and engineering grade plastic 

construction. 

Circle 203 on reader service card 
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DAWN INDUSTRIES STRIVES to produce new 
and innovative products that make irrigation 
installation faster, easier and cost efficient. 

Dawn Industries kept this in mind while 
developing the all new Kwikadopt Insert Tee. 
The Kwikadopt Insert Tee is a one-piece design 
which connects from Polyethylene pipe to 
Swing/Funny pipe. 

Kwikadopt is designed for one-piece 
strength and reliability. This one-piece design 
eliminates problems associated with threaded 
connections of the conventional Swing-Ell. The 
barb and spike combination keeps the 
Kwikadopt in place even under pressure 
surges. 
Grcle 201 on reader service card 
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ZaAlluucuf, Ptoduch 
OUR EV-N-SPREDlne of professional spreaders 
features hopper capacities of 50 or 100 pounds and 
three different chassis styles - epoxy powder coated 
with a nylon bushing axle, epoxy powder coated with 
greaseoble ball bearing axle and stainless steel with 
greoseoble ball bearing axle. 

Additional top quality features include a stainless 
steel shut-off plate with right and left side adjustable 
throwing ports for fine tuning spreading patterns and a 
new super duty professional gearbox with a stainless 
steel axle and a two-year warranty. In addition, the 
13-inch by 5-inch turf tires make for easy handling and 

reduced soil compaction. Ev-N-Spred™ 
is the only brand that will truly spread 

all products 
evenly. 

Circle 204 on 
reader service 

card 
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Valley VieAAjL 9*tdu*kue* 
BLACK DIAMOND from Valley View has been the 
professional landscaper's choice for more than three 
decades. The quality edging and complete line of 
accessories provide 100 percent of what you'll need for 
the most imaginative landscape plans. 

All Valley View edging systems are UV protected and 
manufactured with the highest grade polyethylene. They 
will not crack, fade or decompose Valley View also 
manufactures Diamond-Lok® Paver Brick Edgings. Visit 
them on the Internet at www.valleyviewind.com. 
Circle 202 on reader service card 
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and Mo*e Pnofatakle 
BRIC-EDG from Oly-Oly Sales, the original "1-
shaped" paver restraint, has been used worldwide 
by landscape professionals since 1989. Our 
flexible style makes curves easily without any 
extra cutting or snipping. BRIC-EDG is available in 
2-inch and 1 VHnch depths as well as two lengths -
15 feet and V/i feet (7V?foot size can be shipped 
by UPS) and is available in both flexible and rigid 
sections. BRIC-EDG can be installed two ways -
either under 
or along the 
outside of 
the paver. 
Constructed 
of black 
vinyl, BRIC-
EDG has no 
sharp edges 
and will not rust or kink. Non-bending, sturdy steel 
stakes prevent movement and secure edging. 
Circle 205 on reader service card 
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• Order wi th the axle kit (shown) for 
safe towing or wi thout the ax le kit 
for mount ing on an exist ing trailer 

wi th mowers , b lowers, etc. 

• Heavy-duty impel ler b reaks up yard 
was te to reduce tr ips to the dumpsi te . 

Other standard features: 
• Heavy-duty hood protects eng ine 

and easi ly opens for service. 

• Extra large fuel tank lasts all 
day wi thout refuel ing. 

• Garden hose hook-up washes 
debr is f rom the impel ler and housing. 

• Intake nozz le s tows away 
for safe t ransport . 

(continued from page 62) 

ment to suit the specific needs o f the on-site client, whether it be 
investing in walk-behind mowers for a condominium's small, tight 
areas or large zero-turn riding mowers for open areas on a college 
campus. 

Foley said he can usually save money on the trucks used exclu-
sively for on-site properties. 

"We' l l either buy a used truck or retire one from our mobile fleet 
with high mileage," Foley explained. "Trucks that are getting up 
there in miles will last longer on an on-site property because they are 
only driving maybe 2 , 0 0 0 miles per year because they're remaining 
on one site. T h e same works for some equipment as well. I f an on-
site property warrants a walk-behind for tight areas, yet I know it will 
only get about two hours o f use per week, I'll retire one from my 
mobile fleet and replace it with a new one there instead o f buying 
new for the on-site property." 

Buying new equipment can get costly, but Foley said with on-site 
(continued on page 101) 

Managing Ihe Large Install Project 

Mz z z z : 
only ones to warrant on-site crews. The large residential or 
commercial installation or design/build project needs the 

same amount of pre-planning and daily on-site attention, according to 
Nathan Dirksen, production coordinator, Dennis' Seven Dees Landscap-
ing, Portland, Ore. 

Currently, Dennis' Seven Dees Landscaping has 23 on-site installa-
tion or design/build projects. Like an on-site maintenance project, 
Dirksen said his clients are visited by the same crews everyday 
through the duration of the project. 

"We have approximately 84 people working on our 23 projects," 
Dirksen explained. "Our typical residential site has three employees -
a foreman, leadman and crewperson - and our typical commercial site 
needs about six people. Periodically, a salesman will show up on the 
job to see how things are going and answer any questions the cus-
tomer may have." 

This isn't a strain labor-wise on the company's employee pool be-
cause Dirksen said he gets to forecast how many employees will be 
dedicated to each on-site project weeks in advance. 

On-site installation or design/build projects also warrant temporary 
on-site storage space for machinery. 

"On commercial sites, we'll rent temporary fencing and store plant 
material and large, heavy equipment there," Dirksen said. "On residen-
tial sites, we'll usually store equipment in the backyard." 

The only difference, according to Dirksen, between an on-site instal-
lation project and an on-site maintenance project is that his installa-
tion employees report to the main office at the beginning of each day 
to be dispatched to the site, while on an on-site maintenance project, 
employees report directly to the job site daily. - Nicole Wisniewski 

G-7S© Leaf Vacuum 

Heavy-duty const ruct ion in ca rbon 
or sta in less steel prov ides years of 

cont inuous serv ice. S tandard electr ic 
thrott le prov ides f ingert ip contro l f rom 

the comfor t of the cab. 

F o r m o r e i n f o r m a t i o n , c o n t a c t : 

Highway Equipment Company 
616 D Ave N W 

Cedar Rapids, IA 52405 -3823 
Ph: 800 /363-1771 • Fax: 319 /363-8284 

www.h ighwayequ ipmen t . com 
Building the best since 1939. 

http://www.highwayequipment.com


Preparing 

commercial 

equipment 

and clients 

landscapes 

for winter 

hibernation is the 

key to a smooth 

spring start-up. 

By Nicole 

Wisniewski 

few years ago, at the end o f the season, Gary 

Ground, president, Forsyth Lawn Co. , Forsyth, 

D 111., emptied the gas in a piece o f machinery he 

W had and ran it dry - or so he thought. 

T h a t spring, G r o u n d found a varnish-like 

substance coating the carburetor - a result o f shut-

ting o f f the machinery before all o f the gas had been 

drained from the carburetor. 

" I can't afford to ruin another piece o f equip-

ment like that , " G r o u n d stressed, pointing out the 

importance o f properly winterizing machinery to 

minimize any springtime problems. 

Spring is usually much smoother for a landscape 

contract ing company when equipment starts up 

clean and customers ' trees aren't suffering from 

winter sunburn or their bushes haven't been dam-

aged by rabbits or rodents. 

O n e way to avoid equipment and landscape 

problems c o m e springtime is to prepare in advance. 

W i n t e r is usually a good t ime for machine and 

landscape preparation, which for most East and 

Midwest companies is after Thanksgiving. 

Many landscape contractors believe that 

winterizing their equipment is one 

important step in ensuring a smooth spring 

start-up. Photo: The Toro Co. 

EVALUATING EQUIPMENT NEEDS. Most landscape con-

tractors, no matter their size, cannot afford to sacri-

fice any pieces o f their equipment fleet, so winteriz-

ing them is key part o f making sure they run well 

with little downtime in the spring. 

" I start preparing my equipment for winter in 

July and August ," remarked Blaine Bunt ing, presi-

dent, Bunting 's Landscape & Nursery, Bishopville, 

M d . " W e start evaluating how each piece o f equip-

ment is doing by conduct ing a company-wide re-

view to determine how much downt ime each ma-

chine has cost us and determine potential repair 

problems and costs each machine will warrant be-

fore spring. O n c e a machine becomes costly from a 

downtime perspective, then we trade it in and 

replace it before it costs us any more money . " 

Next , Bunt ing said he lists all o f the units that 

need repairs. H e starts scheduling the repair and 

repainting o f the equipment and retains between 6 0 

and 7 0 percent o f his employees over the winter 

months to take care o f these equipment needs. 

"Try ing to hire a new force the next spring and 
(continued on page 68) 
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Retaining Customers 

Retaining customers over the winter months can be a challenge, especially in an area where 
contractors are competing with many other contractors for the same customers. 

Mark May, president, Maywood Landscaping, Erie, Pa., sends out a note with his 
customers' November bills thanking them for the opportunity to provide them with his landscaping 
service that year. He also mentions how he's looking forward to the coming spring. 

"I make sure to mention in the note that if they need a change in the level of service they are 
receiving or a change in service variety, they should give me a call before spring arrives," May 
explained. "Then, in mid-February, we follow-up the note with a telephone call asking our customers 
if they would like anything changed in their service for the coming year. If they start talking, then 
we're assured that they are customers for the coming year. If they aren't responding well to the call, 
then we have a chance to ask if they had problems with the service and have anything that needs to 
be corrected." 

This "proactive" approach, according to May, helps him retain 95 to 97 percent of his customers 
over the winter months annually. 

"We just make sure our follow-up calls are made when it is sunny outside and not bitter cold, so 
customers are thinking spring," May said, adding that he is also going to send out holiday cards this 
year to his customers so that they are thinking about him over the winter. 

Blaine Bunting, president, Bunting's Landscape & Nursery, Bishopville, Md., also sends out a 
reminder to his residential, long-term customers in mid-February in the form of a newsletter and a 
follow-up call. 

Instead of or in addition to sending out company service information, some contractors keep in 
touch with regular customers by just providing extra services over the winter. Gary Ground, presi-
dent, Forsyth Lawn Co., Forsyth, III., keeps in touch with his regular customers by being available for 
phone calls over the winter months and by personally offering a snowplow service to them. 

Lied's Landscape Design & Development, Sussex, Wis., retains customers by offering a variety of 
winter services, from snow removal and holiday decorating to tree planting, tree pruning and 
hardscaping, according to Jim Spotts, production superintendent. 

"We have come up with some creative and successful ways to keep our customers happy over the 
winter months," Spotts enthused. - Nicole Wisniewski 

winter preparation 
(continued from page 65) 

retraining them costs too much, so we 

try to keep as many people around as 

we can , " Bunt ing said. " I try to take a 

portion o f the funds from the spring 

and summer and put that aside as a 

winter fund to pay employees over the 

winter season, which is only three 

months for us." 

Besides planning for repairs, land-

scape contractors need to clean up their 

equipment . M a r k May , president, 

Maywood Landscaping, Erie, Pa., said 

he makes sure all o f his equipment is 

power-washed and degreased so that 

oil leaks and oil that has coated and 

dirtied the machinery is cleaned up. 

" D o i n g the oil change while the 

engine is still warm is important , " 

suggested Brett Paladino, co-owner, 

Countryside o f W y c k o f f Landscap-

ing, Wyckof f , N . J . " T h e oil will flow 

freely and carry away more impurities 

than i f the engine were coo l . " 

M a y also keeps his employees 

around for a short t ime to do equip-

ment maintenance work right after 

Thanksgiv ing . T h e n his c o m p a n y 

closes for the winter. 

" M y employees maintained these 

machines all season, so being there to 

put them to rest for winter is impor-

tant to t h e m , " M a y said. 

Another important area to address 

is the gasoline left in the equipment at 

the end o f the season. S o m e landscape ® 

contractors drain their equipment, but 

most, such as Ground, would rather use 

gasoline stabilizers to keep the gas from 

going bad. 

" T h i s is especially important to do on 

the machines that we run a little bit through-

out the winter, such as generators and c o m -

pact utility loaders," Bunt ing said. " W e still 

drain the gas from mowers and tr immers 

that we know we won' t use all winter long." 

Paladino suggested adding a fuel stabi-

lizer to the last tank o f gas in the equipment 

at the end o f the season because this lubri-

cates the interior o f the engine, especially 

the gaskets. H e then drains the fuel system 

completely and runs the engine until the 

system is empty. 

" W e also remove the spark plugs and put 

a tablespoon o f oil into every spark plug 

hole , " Paladino continued. " T h e n we rein-

stall the plugs but do not attach the plug 

leads. Lastly, we crank the engine two or 

three revolutions. T h i s will allow the oil to 

coat the engine and its cylinders." 

As an extra safety measure and to make 

sure his equipment is in good shape c o m e 

springtime, G r o u n d will start all o f his 

equipment every three weeks throughout 

the winter and run it for about 15 minutes. 

H e also makes sure to store his equipment 

safely in a trailer that is kept inside o f a 

garage for extra protection from the cold 

winter temperatures. 

GETTING LANDSCAPES READY. M o s t land-

scape contractors provide a fall maintenance 

program as a service to their clients. T h i s 

can include winterizing irrigation systems 

and preparing properties for the holiday 

months . S ince Bunt ing 's winters in Mary-

land aren't very severe, his winter prepara-

tion involves planting winter annuals, such 

as winter pansies, and re-mulching to tidy 

up the property and give it a clean look. 

But contractors who live in areas that get 

plenty o f snow must protect certain land-

scape plants, trees and shrubs from the 

winter weather. 

G r o u n d makes sure to blow debris out 

from behind shrubs and mulch all o f his 

customers ' beds. 

M a y said he prefers seeing the perennial 

beds taken care o f in the fall rather than 

waiting until spring to tidy up materials. 

T h i s means removing spent foliage and that 

year's b looms and mulching over the root 

crowns to protect them. T h i s starts about 

(continued on page 70) 
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(continued from page 68) 

mid-October , once the plant material is 
spent right after the leaves start to fall. 
Annual beds can also be taken care o f in 
mid-October , once there have been one to 
two decent frosts. He also makes sure to thin 
and prune deciduous shrubs, such as lilacs, 
to remove old wood and encourage new 
wood to grow. 

"I winterize clients' turf by applying a 
fertilizer that is strong in phosphorus in two 
applications - one in September/October 
that will stimulate early formation and strong 
growth o f the roots," Paladino said. "Apply-
ing the fertilizer at the right time is impor-
tant because the cool weather will dramati-
cally aid the turf in allowing it to root itself 
deeper and stronger. T i m i n g o f the 1-inch 
application will also help the turf recover 
from the hot weather. A second fertilizer 
application done in November/December 
boosts growth for the upcoming spring." 

As far as snow is concerned, Paladino 
also applies a fungicide to certain lawns, 

especially his high-profile clients, to pro-
vide the turf with the strength to defend 
against snow mold and other diseases. 

"A second application o f fungicide can 
be made if the ground is not frozen," 
Paladino added. 

Lied's Landscape Design & Develop-
ment, Sussex, Wis. , takes its fall clean-up 
one step further, according to J im Spotts, 
production superintendent. 

" W e put tree wrap on all smooth bark 
trees to guard against sunburn and fall fer-
tilization," Spotts stated. " W e also put 
hardware cloth about 2 feet high around the 
stems o f plants susceptible to mice and 
rabbits, such as burning bush, flowering 
crabapple trees, witch hazel, hawthorns and 
fruit trees." 

After leaf clean up, Spotts protects any 
broadleaf evergreen groundcover plants, such 
as winter creeper, by putting evergreen bows 
over them. 

Both May and Spotts make sure to take 

steps to protect their customers' roses. In 
mid-November and early December when 
the roses are dormant, May cuts them back 
to an appropriate height (approximately 15 
to 2 4 inches), trims the material stem and 
brings in extra bark mulch to place at the 
plants' roots to give them more protection 
against the cold. 

Spotts protects his clients' roses by 
mounding soil about 12 to 18 inches over 
the graft union o f each rose where the plant 
is grafted into the root stock - an area that 
is more susceptible to cold damage. He then 
removes the soil in the spring. 

Lied's Landscape Design & Develop-
ment also schedules many tree and hardscape 
installations over the winter months as an 
additional service for their clients, Spotts 
said. These services include planting large 
trees as frost ball plants. 

" B y putting hay down on the ground 
during fall clean-up to keep the ground 
from freezing, we can plant trees in the 

Black Diamond 
Lawn Edging & Accessories 

Of WhatYou'll Need. 
Valley View manufactures Black Diamond® — the proven 

leader in landscape edgings. 
But we don't stop there. Valley View manufactures 
a complete line of landscape edging systems and 

accessories. We have the product you're looking for 
at a price you'll like. Ask for our free catalog. 

A full line of quality products 
fully guaranteed. 

That's Valley View —that's 100%. 

VallevView* 
•A.A. 11ndustries Toll Free 800-323-9369 International 708-597-0885 
www.valleyviewind.com 

R O O T W E I i L 

AIR 
WATER 

NUTRIENTS 

WITHOUT 

The ROOTWEIT system reduces stress naturally 
by directing water, oxygen and nutrients 

through compacted soil for root absorption. 
Promote plant health and vigorous growth effectively 

with ROOTWilT the total root care system. 
For landscape specifications, product applications, 
distributor listing, and representative opportunities 

visit our website at www.rootwell.com 
or call 

(888) 766-8935 

http://www.valleyviewind.com
http://www.rootwell.com


The only 

way to avoid 

customer's yard in the winter 
and retain a 9 0 percent surviv-
ability rate," Spotts pointed out. 
" T h e trick is placing hay around 
the tree in the nursery and then 
waiting until the temperature 
drops to 2 0 degrees or below. 
T h e n we dig out the tree and let 
it freeze before planting it in the 
customer's yard. T h e tree is dor-
mant and hardly knows it has 
been moved come springtime." 

This service appeals to Spotts' 
clients because moving a 5- to 6-
inch caliper tree in a machine 
across frozen turf doesn't damage 
their landscapes, he said. 

Since the past two winters 
have been very mild due to the effects o f El 
Nino, Spotts said the alternative to planting 
large trees has been installing hardscapes. 

"We've been putting in retaining walls 
over the winter," Spotts enthused. "We' l l 

equipment 

and land-

scape prob-

lems is to 

prepare for 

the spring 

when winter 

is just 

beginning. 

put hay on the area before win-
ter to protect it from freezing. 
T h e n we'll put in the wall." 

W I N T E R E M P L O Y M E N T . "I'm 
lucky to retain 2 0 percent o f 
my employees for the spring," 
lamented May, who shuts his 
c o m p a n y down during the 
winter months. 

Many contractors find hir-
ing and training a new crew 
every spring to be a waste o f 
time and money, so retaining 
employees over the winter 
months becomes important. 

# # Spotts said Lied's retains a 
good number o f employees be-

cause o f all the winter work they provide for 
their customers, including snow removal, 
holiday lighting, tree pruning and tree and 
hardscape installation. 

Besides having his employees work on 

repairing equipment, Bunting keeps his em-
ployees busy during the winter months by 
having them spend one day each week dur-
ing January and February in company im-
provement brainstorming sessions. 

"Employees come up with ways the com-
pany can be improved," Bunting said. 

How does Bunting choose the employ-
ees who are going to remain employed over 
the winter months? 

" W e choose those with experience and 
particularly those who've invested a great 
amount of 'sweat equity' during the spring 
and summer months - going above and 
beyond during the peak months, working 
together as a team," Bunting said. 

"I just make sure to tell them in advance 
that they do run the risk o f little hours 
because o f the lack o f work to do," Bunting 
said. "But we usually keep them busy." |QJ 

The author is Assistant Editor of Lawn & 
Landscape magazine. 
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A good 

fertilizer 

program 

starts with an 

understanding 

of the nutrients 

essential to 

healthy turf. 

By Jerry Stoller 

ow many times have lawn care 
companies seen a yellowing plant 
and tried to restore it by apply-

ing more nitrogen? Nitrogen is 
supposed to green-up the plant, 

but it doesn't always work. W h e n it 
doesn't, not only is there still a problem, 
but the situation also creates a dissatisfied 
customer and a frustrated contractor 

After discontent, then what? Hope-
fully, the customer exhibits some patience 
and the contractor has the desire to learn 
how to avoid that situation again. 

T u r f health and appearance relies on 
more than just the presence o f adequate 
(or excess) nitrogen, which means the 
importance o f micronutrients in a total and com-
plex fertilizer program deserve attention, too. 

NITROGEN ( N ) . N i t r o g en is the single most impor-
tant nutrient that determines plant growth. This 
is due to its effect on stimulating plant growth 
hormones. T o o much nitrogen will, however, 
increase disease incidence in plants. T w o to three 

Ai i U 

applications per year (at lower amounts) is usually 
preferable to larger amounts for a single applica-
tion. Most fertilizer contains significant amounts 
o f nitrogen. 

PHOSPHATE (P) . Phosphate is the nutrient that 
promotes "energy" inside o f the plant. Over many 
years o f fertilizer use, phosphate levels in the soil 
will be adequate. Good root health depends on 
adequate phosphate. 

POTASSIUM (K) . Potassium has many functions 
inside o f a plant. O n e o f the main functions is the 
regulation o f cellular pH. This controls the diges-
tion system o f the plant. 

N-P-K . These percent o f these three 
nutrients in a fertilizer is repre-
sented by the numbers promi-
nently displayed on the front o f 
most fertilizer bags. Very sel-
dom are they insufficient when 
plant food is regularly used. They 

are the meat, potatoes, and bread 
o f the plant's diet. They are referred 

to as major nutrients. 

W h a t about the milk, salad, fiber and vita-
mins o f a plants diet? T h e y are called micronu-
trients. Although they are used in small amounts, 
they are nevertheless necessary to the health o f 
the plants. Following is the description o f mi-
cronutrients. 

THE ESSENTIAL ELEMENTS. There are 16 essential 
elements needed in a complete and total nutri-
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Liquid or granular, an effective fertilizer 

regime delivers more than just nitrogen, 

potassium and phosphorous to turf. 

ent program to produce any crop. Carbon, 
hydrogen, oxygen and some nitrogen come 
from air and water. Nitrogen, phosphorus, 
potassium, calcium, magnesium, sulfur, zinc, 
boron, manganese, copper, iron, molybde-
num and chlorine all come from soil and 
fertilizer applications. 

It's important to note that all o f the afore-
mentioned nutrients are important through-
out the growing season. 

Zinc- Z inc deficiency is the most com-
mon o f the micronutrient deficiencies in 
the United States. It occurs in many crops 
and in many soils. Zinc deficiency is one o f 
the easiest to diagnose - either visually or by 
soil or tissue testing - and to correct. 

Certain soils are naturally low in total 
and available zinc, such as calcareous soils 
(pH 7 . 0 or above), acid leached soils, course 
sands, low organic (muck) soils and over-
limed soils. 

Excess phosphorus can induce zinc defi-

ciencies, whether or not the interaction 
between zinc and phosphate occurs in the 
soil external to the plant or in the metabolic 
process within the plant. High phosphate 
applications or retention restrict zinc up-
take. T h e n zinc will combine with soluble 
phosphates to form zinc phosphates, which 
cannot readily be dissolved. Iron and man-
ganese, either in excess or deficiency, may be 
contributing factors in zinc deficiencies. 

Zinc as a plant nutrient is important as a 
growth hormone and in seed and grain 
formation. It is particularly important in 
the maturation date o f plants, in the height 
o f plants and in protein synthesis. 

Iron- T h e most important functions o f 
iron in a plant are to promote formation o f 
chlorophyll, the green pigment o f the plant 
that functions in photosynthesis or starch 
production. Chlorophyll is the enzyme 
mechanism which operates the respiratory 

(continued on page 76) 
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system o f living cells. Iron is not readily 

translocated from old to new leaves, so a 

constantly available source is needed during 

the entire growing season. 

High soil p H and the presence o f free 

calcium carbonate (lime) induce iron chlo-

rosis - even though high iron levels may be 

present in the plant. 

Iron is found in abundance in most soils, 

but mostly in a form that is unavailable to 

the plant. T h i s deficiency o f available iron 

adversely affects plant growth. 

Low soil temperatures can retard the 

growth rate o f the plant's root system and 

restricts the uptake o f iron. As a rule, iron 

deficiencies in the field tend to diminish as 

temperatures increase and soil moisture de-

creases. Improved aerat ion encourages 

greater microbiological activity with greater 

root growth and exposure to soil iron. 

Generally, a foliar application o f iron is 

better than a soil application since it is not 

necessary to get involved with the soil's 

chemistry or tie-up problems o f iron with 

phosphate, magnesium and others. 

Magnesium-Magnesium participates in 

the activity o f enzymes, assists in the trans-

location o f phosphorus in the plant and is 

found mostly in the chlorophyll-bearing 

tissues o f a plant. 

Adequate supplies o f magnesium are 

governed not only by the absolute level o f 

m a g n e s i u m b u t a l s o b y t h e 

calciurmmagnesium ratio. A large excess o f 

calcium relative to magnesium may induce 

a magnesium deficiency. W h e n magnesium 

is dissolved in the soil solution, it is ab-

sorbed through the root system by diffusion 

or ionic exchange. T h e compet i t ion from 

nitrogen, calcium and, particularly from 

potassium, interferes with the uptake and 

absorption o f magnesium. 

T h e rapid uptake o f nitrogen fertilizers, 

when greater in ratio than the available 

magnesium, causes a deficiency. Just as in 

other non-mobi le nutrients, the critical use 

period o f magnesium is within the first 4 0 

days o f growth. 

Manganese- Manganese is the predomi-

nant metal iron in the metabolism o f or-

ganic acids. In higher plants, manganese 

activates the reduction o f nitrate and hy-

droxylamine to ammonia . It is part o f the 

important enzymes involved in respiration 

and protein synthesis, and it generally serves 

as an activator for a variety o f enzyme reac-

tions, such as oxidation, reduction, hydrolysis 

and group transfer. 

Manganese has particular interest as it 

relates to photosynthesis. It may have a 

direct or indirect influence on chloroplast -

the location o f the conversion o f sunlight 

energy to chemical energy. 

Manganese deficiencies occur in sands, 

peats and muck, alkaline (pH o f 6 . 5 or 

above) and particularly in calcarious over-

l imed soils, and well as soils with low or-

ganic matter. 

Copper - Copper is required in small 
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Turfhealth and appearance relies on 
more than just the presence of ad-
equate (or excess) nitrogen, which 
means the importance of micronutri-
ents in a total and complex fertilizer 
program deserve attentiony too. 

amounts in plant tissue for normal growth. 

T h e only other known essential element 

required in a lower amount by plants is 

molybdenum. 

Copper 's function in plant growth can-

not be replaced by any other element, as 

copper is an enzyme activator and becomes 

a c o m p o n e n t o f certain enzymes that func-

tion in respiration and in photosynthesis. 

Copper itself is not a component part o f 

chlorophyll ; however, it is part o f the en-

zyme system that becomes 

chlorophyll. 

Sulfur- Sulfur should ex-

ist in one part for every 10 to 

12 parts o f nitrogen. W i t h -

out sulfur, the plant cannot 

use its nitrogen - 1 to 12 is 

about the chemical ratio o f 

protein to the plant. 

O n e pound o f sulfur for 

every 12 pounds o f nitrogen 

must c o m e from somewhere. 

Normally, sulfur becomes available in two 

ways: fall-out from rain or from the decom-

position o f organic matter. Since about 9 0 

percent o f the sulfur in the soil is contained 

in the organic matter, one can say, then, that 

the higher the organic matter o f the soil, the 

less probability o f a sulfur deficiency. C o n -

sequently, since sandy soils are low in or-

ganic matter content , the addition o f sulfur 

is going to be more important than it would 

be on high organic soils. 

Molybdenum-Molybdenum is the other 

plant nutrient that is necessary for the plant 

to convert its nitrogen to protein. Ninety 

percent o f the nitrogen used by a plant is 

picked up as nitrate nitrogen even though it 

may be applied as ammonia or urea. T h i s 

nitrate nitrogen has to be transformed into 

protein. I f it does not convert into protein, 

nitrogen is unusable by the plant. So, when 

nitrogen remains in the nitrate form, there 

is rapid vegetative growth with weak cell 

walls causing the plants to fall over and 

lodge or fail to bear much fruit. 

Molybdenum is the only nutrient that 

shows a greater deficiency problem on acidic 

soil than on alkaline soil. T h a t means the 

greatest dollar return for molybdenum is no 

high nitrogen using plants in acid soils. As 

the p H is increased, molybdenum deficien-

cies become greater. 03 

The author is president of Stoller Enterprises, 
Houston, Texas. 
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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 
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ew things can disrupt a smooth-running green 

industry company more than an on- the - job injury. 

And i f the injured worker is a key player in a 

company's daily operations, the impact can be dev-

astating and very difficult to bounce back from quickly. 

T h e r e is a fine line employers must tread between 

humanely providing for the injured worker's best 

interests and getting the business running normally as 

fast as possible in a way that is cost efficient. 

Like most specialized industries, the green industry 

brings with it a very specific set o f considerations that set 

it apart from other businesses. W h e n one considers green 

industry water marks, such as heavy physical labor, opera-

tion o f heavy (and potentially dangerous) products - it 

makes sense that a workers' compensation program be a 

high priority to all green industry employers. 

FIRST STEPS. Choosing the right agent for your needs is 

a good place to begin proactive preparation, according 

to M a r k Davis, president o f Midland Cla im Adminis-

trators, Dallas, Texas. " W o r k with an experienced 

agent because there are very specific risks related to the 

green industry and statutory requirements o f workers' 

compensat ion coverage can vary greatly from state to 

state," Davis explained. " I t is extremely important that 

your agent understand the various jurisdictions, whether 

or not independent contractors are used and various 

other matters, to make certain that you have adequate 

coverage when a loss occurs. W o r k i n g with an agent 

Contractors should work 

with an experienced 

workers' compensation 

agent because there are 

very specific risks related 

to the green industry and 

workers' compensation 

coverage can vary greatly 

from state to state. 

Managing a workers compensation 
program should be a high priority for all 
g-een industry employers. 

By Will Nepper . 

> 
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who is familiar with the green 

industry is half the batt le ." 

Sometimes, bringing in 

an outside party to assist in 

managing your workers' com-

pensation program is a good 

idea, a c c o r d i n g to C a t h y 

Bennet, vice president o f group 

rating, Compensation Consult-

ant Inc., Dublin, Ohio. "A third 

party administrator can cer-

tainly assist in keeping costs 

down," Bennet explained. It may also save 

on manpower and bring expertise to the 

situation. 

Some contractors, however, find that hav-

ing an internal employee managing a workers' 

compensation program works nicely. T o m 

Fochtman, co-owner o f CoCal Landscape in 

Denver, Colo. , is one o f these contractors. 

W h o , after all, knows your business better 

An injured 
worker has two 
years to report 
an injury, so if 
employers hear 
of an accident 
they should try 
to obtain all of 
the information 
as soon as 
possible. ' 
- Caine 

• • • • • 

than someone submerged in it? 

" O u r office manager spends 

about 5 0 percent o f her t ime 

handling human resource mat-

ters. T h i s includes the admin-

istrative side o f the workers' 

c o m p e n s a t i o n p r o g r a m , " 

Fochtman noted. "She handles 

all claims, speaks with doctors 

and communicates with the 

employees on upcoming ap-

pointments . She handles all o f 

the paper flow and all the communica t ion 

with the workers' compensat ion carrier." 

In some cases, splitting the duties be-

tween an outside party and an internal em-

ployee may also work, as it has for Tierra 

Verde Landscape Inc. , Hunt ington Beach, 

Calif . "I have a broker who manages the 

insurance end o f workers' compensat ion, 

and then my field superintendent manages 

it from our end, taking care o f the paper-

work," explained Allen Chari ton, president. 

SAFETY IS CRUCIAL A major part o f putting 

together an effective workers' compensa-

tion program is establishing a safety stan-

dard for the company. T h i s can mean any-

thing from a company handbook outl ining 

guidelines to on-site training procedures for 

new employees. Considering safety first is a 

c o m m o n proactive method to preventing 

unnecessary on- the- job injuries. 

"A safety program is essential," Davis 

explained, "specifically involving occupa-

tional accident-related risks." 

According to Davis, specific risk-related 

training, such as proper use o f protective 

clothing, proper lifting techniques and safe 

driving tips can help to prevent accidents. 

S o m e contractors, like Bob T h o m p s o n , 
(continued on page 82) 

How to be outstanding in the rain, 
without being out, standing in the rain. 

Let the Mini-Oik I T Rain Sensor work in the 

rain so you don't have to. your customers 

will recognize your o u t s t a n d i n g work, 

profess iona l s t a n d a r d s a n d serv ice when 

you truly a u t o m a t e their i rr igat ion system. 

At Glen-Hi lton, we can' t stop the rain, 

but we can stop the sprinklers! 

d 
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So, the next t ime you s tar t p lann ing a new 

i n s t a l l a t i o n or u p d a t i n g an ex is t ing one t h a t 

keeps running, and running, a n d running, 

G len-Hi l ton can help. For the name of your 

loca l d istr ibutor , ca l l us at 

1 - 8 0 0 - 4 7 6 - 0 2 6 0 or Clik on our 

website at www.glenhilton.com 
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N o o n e h a s t o k n o w 
h o w e a s y i t i s w i t h 

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-Tatch® decks and attachments 

are easily interchanged in the field. 

SL96 FlipUp Decks make your job 

easier with these highly productive 

features: 

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



GRASSHOPPER 
Sure, you had to cut around a lot of iso-mounted from vibration, with high 

trees, trim up close along the buildings and back support and padded armrests. 

• v- , ' : . • ' : ' / 

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 2g hp 928d2 with heavy_duty 72_inch deck< 

Grasshopper's front-mounted deck where 

you trim and mow without changing your 

visual focus point. Or how easy it is to 

maneuver without foot pedals using only 

one or both hands with Grasshopper's 

foam-touch steering levers. And by all 

means keep mum about the industry's 

most comfortable seat — ventilated, 

Try to break a bead of sweat and maybe 

they won't even notice all the comfortable 

legroom you enjoy while reaching the deck 

under shrubs and 

trees. You'll be the 

envy of every other 

crew member if 

anyonefinds out.... 

So keep these 

secrets low profile — 

much like the terrain-hugging Grasshopper 

design — and let your quality of work 

speak for itself. 

The success is in the finished job. 

For details on Grasshopper's complete 

line of zero-radius mowers, attachments 

and leaf/grass collection systems, call 

your Grasshopper dealer today. 
©1998, The Grasshopper Co. 

Robotic-welded 10 ga. steel with 

7 ga. skirts and double thickness 

(>4 ga.) formed laminate spindle 

plane. No other deck comes close 

to this kind of durability. 

With cutting widths of 44-, 48-, 

52- and 61-inches, there's an 

SL96 FlipUp Deck available for every 

Grasshopper power unit, air-cooled 

or liquid-cooled, gas or diesel 

(standard 72-inch decks available). 

* t 

* -x - r 

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

http://www.grasshoppermower.com


workers' compensation 
(continued from page 79) 

vice president, B L T Landscaping Services, 
Dallas, Texas, integrate standardized safety 
expectations into company policy. " C o m -
pany rules and standards are contained in 
our employee handbook, in addition to our 
safety manual," Thompson said. " T h e two 
manuals are used twice a year for training." 

Thompson also pointed out that having 
your policies in writing is helpful when you 
notice that employees are being negligent, 
such as not wearing safety glasses or not 
wearing a seat belt. " N o t only are they 
reminded that these things are required, but 
they are also shown where the requirement 
exists as part o f the company policy, within 
whatever document is applicable," he said. 

Fochtman takes safety one step further 
by assembling an in-house safety committee 
and holding weekly tailgate meetings, 
monthly safety meetings within different 
divisions and quarterly company-wide safety 
seminars that all employees attend. 

(continued on page 85) 

B e f o r e I n j u r i e s O c c u r . . . C o m m u n i c a t e ! 

Before an on-the-job injury occurs is 
when employers should communicate 
with employees about company 

procedures and practices in regard to 
workers' compensation. Often, an injured 
employee may fear asking stupid questions. Or 
sometimes they may put oft filing a claim until 
it is so far after the fact that investigating 
the injury may be difficult. Informing 
employees of the basics will make procedures 
far easier to deal with in the unfortunate cir-
cumstance of an injury. Here is a list of things 
you should speak to your employees about: 

• What workers' compensation is. Silly as it 
may sound, sometimes it is necessary to 

explicitly define the term. You may be surprised 
by how many people only have a vague idea of 
what it is and how it benefits them. 

• What to do when an injury occurs. 
• Who to call if they have questions. 
• Where to go for medical care. 
• When lost wages will be received. 
• The amount of disability checks and an 

explanation for this amount. 
• What will happen with medical bills and an 

explanation for this as well. 
• How your return-to-work program works. 
• Finally, employees should be very clear to 

your expectations of their adherence to safety 
procedures as dictated by company policy. 

50 Gal, 650 sq/Moad $ 1285.00 
100 Gal, 1300 sq/Tt/k>a<J $1995.00 
150 Gal. 2000 sq/ft/load S 2795.00 
300 Gal. 4000 sq/Moad $3995 00 

500 Gal. 6600 sq/ft/load $ 4795.00 
750 Gal. 1/4 Acre/load $ 7995.00 

1000 Gal. 1/3 Acre/load $ 9995 00 
1500 Gal. 1/2 Acre/load $19995 00 

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 $139600, 100 G4 from $ 1796, 200 Got from $ 1996.00, 300 G* from $ 2296.00 

For a free hydro seeding information pack, call: 

On-Line: 
D e s i g n I m a g i n g G r o u p 
W e A r e E x t e r i o r D e s i g n 

www.DesignImagingGroup.com 

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

D e s i g n s w i th our 

Photo I m a g i n g 

S o f t w a r e 

Hot Une; 800 -776 -0103 

Easy to Learn 

Easy to Use 

Easy to Own 

Contact Us for Free Demo CD 

T U R B O T E C H N O L O G I E S , INC 
1500 Fi rs t 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 
vavw turboturf.com E-Mailturbotec@ccia.com 

http://www.DesignImagingGroup.com
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ews for Attendees and Sponsors of the Lav/n & Landscape School of Management 

www.lawnschool.com 

February 13 -15 ,2000 

Dallas Marriott Quorum 

Dallas, Texas 

/ WANT Ml 
SCHOOL OF 

MANAGEMENT 
REGISTRATION 
INFORMATION! 

Want more information on 
how you can attend the 
2000 School of Manage-
ment Conference in Dallas? 
If so, contact Maria Miller at 
800/456-0707 or 
mmiller@gie.net to be 
added to the 2000 School 
of Management Conference 
mailing list. You'll be first in 
line to receive complete 
registration information 
when it becomes available 
this fall so you can make 
your plans to join us in 
Dallas. We look forward to 
hearing from you! 

Jim Huston 

Speaker Lineup Announced for 
2000 School of Management 
The educat iona l p rog ram for the 2 0 0 0 Lawn & Landscape School of 
M a n a g e m e n t is tak ing shape a n d attendees w o n ' t be d isappo in ted . 
Lawn & Landscape is p leased to announce that it has secured 
commitments f rom several we l l - recogn ized industry consultants to 
jo in the speaker faculty. 

These experts w i l l help attendees wa l k through the nuts a n d bolts 
of their operat ions a n d help them improve eff ic iencies in vital areas 
such as strategic p lann ing a n d improv ing the est imat ing and b idd ing 
process. 

Leading off the breakfast workshops on both days of the confer-
ence wi l l be noted management consultant and author Jim Huston of 
Smith-Huston, Inc. Huston w i l l wa l k attendees through the strategic 
p lann ing process a n d prov ide tips on h o w to deve lop an effective 
strategic p lan for their c o m p a n y or d iv is ion. This is a can ' t miss 
session for contractors look ing to ga in the long-term edge over the 
compet i t ion. 

Tne Vander Kooi name is synonymous w i th excel lence in t ra in ing 
a n d the School of M a n a g e m e n t is p leased to we lcome Jerry Gae ta 
of Vander Kooi & Associates as the M o n d a y Af te rnoon (Feb. 14) 
Genera l Session speaker. Gae ta w i l l share wi th attendees the "Vander Kooi System" on 
effective est imating a n d b i d d i n g techniques. This in-depth session wi l l exp lore how the 
areas of labor cost ing, ove rhead a l locat ion, equ ipment cost ing and pr ic ing systems impact 
the est imating a n d b i dd ing process. W h e n the session is done contractors w i l l have learned 
proven methods on how to more accurate ly estimate a n d b id jobs. 

Taking the Steam Out of Stress: 
Dr. Stephen Douglas to Deliver Keynote 
at 2000 School of Management 

Jerry Gaeta 

Stress is an inevitable part 
of everyone's life and how 
you manage that stress is 
very important to your 
personal well being and 
success. Hear nationally 
acclaimed clinical 
psychologist Dr. Stephen 
Douglas address this topic 
on Sunday, February 13 
as the keynote speaker at 

the 2 0 0 0 School of Management. Douglas takes 
an extraordinari ly humorous approach to the 

Dr. Stephen Douglas 

serious subject of stress through examples 
of real-life situations. This is not a cl inical 
presentation but rather an exercise in 
taking a different v iew of stressful situations 
and how to reduce unproductive stress 
from your dai ly routine. Among the ideas 
discussed during Douglas' presentation are 
how not to worry about many things we 
wor ry about, reducing your approach to 
perfectionism as well as work ing with 
other's unrealistic expectations of us. This 
unique, stress-less presentation is one you 
certainly don't want to miss. 

http://www.lawnschool.com
mailto:mmiller@gie.net


School of Management 
Research Fast Fact 

They Came, 
They Listened, 
They Learned, 
They Liked: School of M a n a g e m e n t 

W h e n a s k e d to p r o v i d e a n ove ra l l e v a l u a t i o n for the i n a u g u r a l Schoo l o f M a n a g e m e n t , 
o n e th ing w a s c lea r - they rea l l y l i ked the con fe rence . A c c o r d i n g to a pos t -con fe rence 
survey o f a t tendees o f the 1 9 9 9 Schoo l o f M a n a g e m e n t , 9 2 % i n d i c a t e d thei r ove ra l l 
e v a l u a t i o n o f the Schoo l o f M a n a g e m e n t w a s v e r y g o o d o r exce l len t . 

To see w h a t a t tendees l i ked a b o u t the Schoo l o f M a n a g e m e n t m a k e p lans to j o in us 
in Da l l as F e b r u a r y 1 3 - 1 5 , 2 0 0 0 . It's a f f o r d a b l e , it's fun, it's i n fo rma t i ve . It's w h e r e 
t o d a y ' s p rog ress i ve con t rac to rs c o m e . The 2 0 0 0 Schoo l o f M a n a g e m e n t - a g r e a t 
o p p o r t u n i t y to e x p a n d y o u r business un iverse. 

ATTENDEE SATISFACTION: 

REGISTER 

EARLY! 

Registration Starts 

Monday, 

November 1st for 

2000 School of 

Management 

WHY I ATTEND 
SCHOOL OF 
MANAGEMENT 

" W e at tended the Lawn & Landscape 
School of M a n a g e m e n t because of 
the var ie ty of management informa-
t ion o f fered and because of the 
'heavy hitters' w h o a p p e a r e d on the 
p rog ram as speakers. The School of 
M a n a g e m e n t was a we l l put together 
p r o g r a m . " 

H. Bruce Wilson 
Tree m asters 

Fulton, Maryland 

"I have seen excel lent results after 
implement ing the ideas I learned at 
the School of M a n a g e m e n t . I w o u l d 
recommend at least one person in 
every c o m p a n y at tend the confer-
ence. If you don ' t you are missing an 
oppor tun i ty of a l i fet ime to interact 
a n d learn new management ideas. " 

Kevin McSherry 
From The Ground Up 

Decatur, Illinois 

"The School of M a n a g e m e n t 
Conference was extremely informa-
tive a n d we l l -o rgan ized . The speakers 
real ly knew ' their stuff' a n d the topics 
timely. M y partner a n d I learned 
some fresh ideas that w i l l cer ta in ly 
help our business g r o w . " 

Susan Wright 
Let G o . . . Let Us Lawn & Garden Care 

Highland, Maryland 

HAT IS YOUR OVERALL 
EVALUATION OF THE CONFERENCE? 

Satisfactory 8 % 

Very Good 4 7 % Excellent 4 5 % 

Reservations For 
School ot 
A lanasement 

(Source 1 9 9 9 School of M a n 0 9 . r n . n l Artende« Survey) 

The Dallas Marriott Quorum is now taking room reservations for 
the 2 0 0 0 School of Management. The discount rate is $115 
(single/double) per night. Reservations can be made directly with 
the hotel at 972/661-2800. Be sure to ask for the School of 
Management Conference rate. Last year's host hotel sold out so 
we encourage you to make your room reservations early. 

V i s i t l a w n s c h o o l . c o r ^ V / 
How To Contact Us For Registration Information 

Maria Miller 
8 0 0 / 4 5 6 - 0 7 0 7 

2 1 6 / 9 6 1 - 0 3 6 4 ( f a x ) 

For Sponsorship Opportunities 

Cindy Code, Kevin Gilbride, 
Carl Hammer, Vince Ricci 

Maureen Mertz 
248/685-2065 
248/685-2136 (fax) 



(continued from page 82) 

" O u r driving record was poor," Fochtman 

explained. "Often very preventable, sloppy 

accidents were occurring, so now we kick 

our season o f f by renting out a parking lot 

and putting our drivers through an obstacle 

course. W e ' v e moved safety to the N o . 1 

area o f concern for our c o m p a n y . " 

COMMUNICATION & REVISION. Another way 

to improve a workers' compensat ion pro-

gram is to educate employees on standard 

filing procedures. According to Molly Caine, 

claims supervisor for Compensat ion C o n -

sultants Inc . , the employer should teach the 

employee how to process accident informa-

tion and who to report accidents to. 

"Of ten , injured workers don't know what 

to do and they may direct an accident report 

in the wrong manner or maybe they don ' t 

report it at al l ," Caine explained. " M a n y 

employers don't know that an injured worker 

has two years to report an injury, so i f they 

hear o f an incident they should try to obtain 

all information as soon as possible." 

Michael Prokop, loss control account 

manager, C N A Insurance Companies , C h i -

cago, 111., recommended employee meet-

ings to "explain the company's occupa-

tional injury management philosophy, as-

sign responsibilities and review procedures." 

" T h e employer should emphasize that 

the plan is designed to provide high-quality 

care for injured employees and get them 

back to work , " Prokop explained. 

O n c e a workers' compensat ion program 

has been implemented, regular check-ups 

on the program can make sure it is running 

as effectively as possible. T h i s will often 

mean periodical revisions to the program 

based on the company's growth and num-

ber o f employees. 

" G r o w t h and experience contr ibute to 

changes made in our workers' compensa-

tion program," T h o m p s o n said. 

CONTROLLING COSTS. A big part o f fine-

tuning a workers' compensat ion program is 

control l ing compensation-related costs. 

" N o claims is the ultimate contro l , " ac-

cording to J o h n Allin, president, Allin C o m -

panies, Erie, Pa. " T h i s requires company-

wide participation in being certain that safe 

practices are in place and followed." 

T h o m p s o n cited good communica t ion 

with the insurance agent as step toward 

better cost efficiency. " W e have a very close 

working relationship with our agent. T h i s 

has been well worth the effort for keeping 

our premiums low," he said. 

S o m e contractors find that closely moni-

toring safety, as ment ioned above, has a 

direct impact on their bot tom line. " W e 

were to the point where we were actually 

making less money because our modifica-

tion was higher," Fochtman explained. " W e 

were paying deductibles, and we were pay-

ing to fix trucks. It definitely has an affect on 

your b o t tom line, and it can be a dramatic 

affect. As we have grown we have become a 

Call now for references 
and a quote. 

vicp czuMdtvrisds 
Temporary Work Visas 

11500 Manchaca Road 
Austin, Texas 78748 

Toll Free 888/623-7285 
Fax 512/282-0958 

Fall 
Special 
From... MTl 

Pro-Plus 
5" Pop-Up 
Turf Rotor RAIN 

^$900 
Part & Full Circle 
ALL in ONE Head 

m^u.^ Buy The Box 
Order by 1 p.m.SHIPS SAME DAYm 

800-600-TURF 
CALL US AND SA VE! 7:30 am -5 pm (8873) 

Pacific Time 



workers' compensation 

more viable account. And with an enhanced 
record that shows we've improved on safety, 
insurance companies will be more competitive 
on their rates when quoting them to us." 

PROTECTING AGAINST FRAUD. It's not pleas-
ant to think about, but abuse of workers' 
compensation can occur in green industry 
companies and protecting your company 
from fraudulent claims is a good idea. 

Fraud can mean more than simply claim-
ing an injury that never occurred. It can also 
mean embellishing a minor injury into a 
major one or claiming an injury that is not 
work-related as one that is. 

"Contractors need an investigator who 
can secure the right information and evalu-
ate to determine if it is a case of an unlucky 
person or someone who makes their living 
this way," Davis said. 

"If fraud is suspected, or in the case of 
any filed claim, immediately notify your 
agent," Davis suggested. "The absolute 

Keys to Claims 
1 • Keep accurate records of payroll divisions. This helps to speed up the paperwork red tape 
involved with filing claims. 
2 m Carefully review and track the progress of workers' compensation claims. The best 
way to improve your company's approach to workers' compensation claims is to look at claims 
from the past and examine the impact they have had on your company. 
3 « Implement an occupational injury management program, which helps bring injured 
employees back to some form of constructive employment as soon as possible. You can save 
yourself a lot of headaches and even more money if you can quickly reintegrate injured employees 
back into the fold as soon as possible. 
4 » Select an in-house claims coordinator. This helps your company to process an injury claim 
as quickly as possible and shows your employees that you are concerned enough to move 
immediately when an injury occurs. 
S m Select a designated medical provider. Preferably, your medical provider should be 
knowledgeable about the exposures of your business and be located in close proximity to your 
company. 
6 m Implement a supervisory accident investigation procedure. This duty should go to 
personnel who are knowledgeable about your business' exposures, as well as safe work habits. An 
established investigative procedure can help prevent future injuries and at the same time deter 
would-be fraudulent claims. - Courtesy of CHA Commercial Insurance 

New For ' 9 9 - Alamo Controls Sycamore 
Anthracnose, Cedar Apple Rusts and Apple Scab. 

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

in leakproof microinjection units 

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

Fertilizers - Our proprietary Nutriject™ formulations 
Bactericides - Oxytetracycline antibiotic 

1879 SW 18th Ave 
Williston, FL 32696 

1-800-622-2831 
e-mail: support@treetechusa.com 

website: www.treetechusa.com 

Tree Tech 

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

Tree Tech™ Environmentally Sound Tree Health Care for the 21st century and beyond. 

mailto:support@treetechusa.com
http://www.treetechusa.com


m o m e n t a c la im occurs , you need to get a 

professional in t h e r e - s o m e o n e w h o under-

stands the varying aspects o f fraud. In the 

green industry, we also need to get s o m e o n e 

w h o understands the risks speci f ic to the 

industry and the way that every industry can 

lend i t se l f t o s o m e o n e m a n i p u l a t i n g a 

fraudulent c l a i m . " 

Davis also p o i n t e d o u t that acc ident 

invest igation should n o t get in the way o f 

providing the m o s t expedient t r e a t m e n t to 

s o m e o n e w h o has had a valid in jury . " W e 

can give t r e a t m e n t to s o m e o n e while we 

investigate the possible f raudulence - o n e 

does not stop the o t h e r f rom o c c u r r i n g . " 

B e n n e t viewed speaking to witnesses 

a b o u t an acc ident whenever possible as an 

i m p o r t a n t part o f a t h o r o u g h invest igat ion. 

U n f o r t u n a t e l y , witnesses w o n ' t always be 

available, in w h i c h case an employer will 

have to find o t h e r ways to play detect ive. 

" I f you have s o m e o n e t r i m m i n g a lawn 

or w o r k i n g by themselves, it 's easy for t h e m 

to say that they have hurt their back when 

there are n o witnesses a r o u n d , " Davis noted. 

" T h e r e m a y be certain s i tuat ions that 

wave a red flag to e m p l o y e r s , " accord ing to 

C a i n e . B e i n g alert to these types o f si tua-

t ions is the investigator 's responsibi l i ty. 

FIELD ADVICE. A good way to sculpt a w o r k -

ers' c o m p e n s a t i o n program that works best 

for your c o m p a n y is to l o o k at what o t h e r 

cont rac tors in the green industry are do ing . 

C h a r i t o n r e c o m m e n d e d "staying in tune 

with your e m p l o y e e s " as well as educat ing 

and t h i n k i n g a b o u t safety. 

" A c c e p t the fact that deal ing with work-

ers' c o m p e n s a t i o n is m o r e than an evil ne-

cess i ty , " advised T h o m p s o n . " T h i s can i m -

pact the b o t t o m l ine and assist in taking 

bet ter care o f the employees . Y o u have to 

t h i n k safety first, and you 've got to convey 

this message to the employees so they realize 

this is s o m e t h i n g that is o f value to t h e m . " 

" W o r k with all o f the di f ferent resources 

available to y o u , " of fered F o c h t m a n . H e 

inc luded the insurance c o m p a n y as well as 

state agencies a m o n g these resources. 

All in advised c o m p a n i e s also cons ider 

i m p l e m e n t i n g "an aggressive drug pol icy 

that virtually e l iminates the possibi l i ty o f 

drug and a lcohol abusers be ing o n the j o b . " 

Allin also recommended contractors get 

their insurance carrier involved in managing 

the workers' compensat ion program. " T h e y 

have people on staff who work with compa-

nies to reduce claims," Allin said. " I f you 

demand that they visit you and i f you make the 

changes they suggest, you should see a reduc-

tion in claims activity. T h e changes may cost 

money - but it is money well spent ." I D 

The author is a Contributing Editor to Lawn 
& Landscape magazine. 

This article is the second in a three-part series. 
Next month s article will address loss control 
strategies. 

EXPAND YOUR BUSINESS 
b y o f f e r i n g t h e C O M P L E T E l i n e o f 

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

P E R F E C T FOR 
Profess iona l L a n d s c a p e T h e Retai l 

Serv ice Needs ! . Ga rden Center ! 

FABRIC FOR 
YOUR EVERY NEED! 

Bulk Rolls 3-15' Wide Available 
3 x 25 -3 'x 50 3'x 100-
4 *50 -4 * »00 - 6 * 50' 

Landscape Fabrics 
W e e d Con t ro l • W o v e n G r o u n d C o v e r s 

Filter Fabr ic • Paver /Pa t io Under l iner • Soi l Sepa ra to rs 

Erosion Control 
Bur lap • J u t e • F a b r i J u t e ™ Eros ion Con t ro l Ne t t i ng • Silt Fence 

Construction 
R o a d / Dr i veway / Recrea t ion Park Under i iners & Fences 

Accessor ies 
Plast ic & Stee l Secu r i ng P ins • Kn ives • Fab r i scape Dra inage S y s t e m 

The AMAZING Gate Lifting System 

All Major Credit Cards A c c e p t e d 

F 
" T h e BACKSAVER" 

• 2 Year Warranty 
• Saves on workman comp, claims due to back injury. 
• Increase crews productivity. 
• Universal, easy 20 minute installation. 
Note: Works on all utility trailers with side rails. 

ORDER NOW! 
Toll Free: 1-877-965-0951 

60 D A Y M O N E Y B A C K G U A R A N T E E 

For M o r e Information Contact: 
Ba l la rd E q u i p m e n t , 2100 S.E. Delaware, Ankeny, IA 50021 

^^LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS 

4 8 0 0 S . C E N T R A L A V E . , C H I C A G O , IL 6 0 6 3 8 
( 7 0 8 ) 7 2 8 - 7 1 8 0 • 1 - 8 0 0 - 9 9 2 - 0 5 5 0 • F A X : ( 7 0 8 ) 7 2 8 - 0 4 8 2 
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PROLAWN Eagle Spray Shields 
• Dri f t control 

• Easy on-ofif a t tachment to commercia l riding and mid-size walk-

behind mowers 

• Nozzle flow indicators show how each individual nozzle is 

performing 

• 3-sect ion b o o m has wheels on each section for consistent spray 

height and even coverage 

• Each section functions independently to allow operator to lift 

wings and use only center section in more confined areas 

• Breakaway wing protects the sprayer and small trees 

• Low volume spray means quicker dry t ime 

• 12-volt electric diaphragm pump 

• Manual pressure regulator 

Line strainer with 1 0 0 mesh stainless screen 

• T e e J e t nozzles complete with diaphragm check valves and 8 0 -

degree, .10-gal lon per minute tips 

• Visiflo tips with 1 0 0 mesh tip screens at 10- inch nozzle spacing 

• Adaptable to a variety o f commercial mowers 

Grde 206 on reader service card 
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Rain Bird DV 
Series Bail) 
Valves 
• D V Male x Male models 

provides male inlet/outlet 

threads to give added 

resistant to cracking from 

water hammer , high 

pressure and over-

tightening 

• D V Male x Barb models 

c o m b i n e male-thread strength 

on the inlet with a six-barb 

design on the outlet for poly 

pipe installation 

• All models have double-

filtered pilot flow and a 

balanced-pressure diaphragm 

• External bleed for efficient 

system start-up plus internal 

bleed for spray-free manual 

operation 

• Energy-efficient low power 

encapsulated solenoid with 

captured plunger and 9 0 -

mesh filter 

• B u n a - N diaphragm with 

self-cleaning water filter and 

captured spring 

• Three-year warranty 

Grde 207 on reader service card 



Textron Bob-Cot 
ZT100 Series 
• Zero-turning radius 
• Cutt ing deck and belt drive can be 
reached through a convenient hinged foot 
plat 
• Cutt ing deck spindles are maintenance-
free 
• T i l t forward seat provides access to the 
linkages, hydraulic reservoir and battery 
• Built-in cooler and spin-on filter 

accom-
modate 
the use 
o f 
standard 
motor 
oils 
• 20 -hp 
Kohler 
C o m -

mand V - T w i n , air-cooled gas engine 
• Large 18 x 1 0 . 5 0 - 1 0 turf tread tires 
enhance flotation 
• Non-cavitating hydraulic traction 
dampers help improve operation in tight 
places and on undulating terrain 
• Time-delayed seat switch prevents 
untimely engine cutouts on rough terrain 
• Hydrostatic braking 
• Three-year, "no-crack" warranty on the 
cutting deck 
• Two-year, "no-fai l" warranty on the 
cutting deck spindles 
Grde 208 on reader servxe cord 

Bear Cat EZ M o w e r s 
• Engine options 
from 4 to 6 hp 
• Durable steel 
trimmer head 
• 12-gauge steel 
frame 
• 5/8-inch solid 
steel axle 
Grde 209 on reader 
service card 

Stihl Uvex Bandit Eye Wear 
• W r a p 
around frame 
with a dual 
lens look 
• Single lens 
with molded-

in side shields and brow guards 
• Available in a variety o f colors 
• Coated with Uvextreme AF, a new anti-
fog, anti-static, anti-scratch and ant i -UV 
coating from Uvex 
Grde 210 on reader service card 

Gtenmoc Power 
Landscape Rakes 
• Harley Model P R O * 6 and P R O * 8 Power 
Landscape Rakes 
• Windrow rock from 34-inch up to 18 inches 
• Well-suited for site preparation, land-
scape jobs and golf course construction 

• Designed to pro-duce a well-screen-ed, 
level, rock-free 
surface 
• System consists o f 
two power-rotated 
steel rollers mounted 
above each other 
and at an angle to 
the ground 
• Clockwise rotating 
6- inch bottom roller 
has 34-inch steel bars 
welded to it 

• Smooth top roller turns 
clockwise to the bottom roller 
and is height adjust-able to 
permit screening o f rocks and 
debris 
• Auxiliary hydraulic 
cylinder adjusts depth 
• C o m e in three models with 
raking widths o f 6 feet, 8 
feet and 12 feet are 5 4 0 
PTO-driven 
• Tractor power requirements 
range from 18 to 50 hp with 
one hydraulic bank 
Grde 211 on reader service card 

mm 
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caicfct? 
TRY AN ACCELERATOR 

• Light 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 
• Pit most major walk-behind mower brands 

For more information call: 
Accelerator Industries 

1-800-984-9410 
Also available for the 21" Honda & 

John Deere models 

USE READER SERVICE # 7 6 

FERTILIZE 
Trees & Shrubs 

with INU-ARBOR 
• 

? t. Improve 
Plant 
Health 

2. Cost 
Effective 

3. Easy to 
Apply 

For more information call 
NU-ARBOR Products 

1-888 -773 -8777 
www.nu-arbor.com 

http://www.nu-arbor.com


Gehl Select-A-Boom System 
• New selection o f b o o m 

length choices for Gehl ' s 

l ine-up o f D L Series 

Dynalif t telescopic 

handlers 

• 6 , 0 0 0 - p o u n d rated 

model D L - 6 offers 

maximum b o o m lengths 

o f 4 0 , 4 2 or 4 4 feet 

• 8 , 0 0 0 - p o u n d rated model D L - 8 

offers a choice o f 4 2 - or 4 4 - f o o t 

b o o m lengths 

1 0 , 0 0 0 - p o u n d class model D L -

10 provides a maximum reach o f 

4 4 feet 

12- foot , 2 - inch turning radius 

• Overall height o f 7 feet 8 inches 

• Each model features a rear axle 

stabilizer system to el iminate the 

need for fluid-filled tires or 

standard outriggers 

• T w o at tachment mount ing 

systems 

Worksover Post 
Drivers 
• H S S Series o f hydraulic post 

drivers can be paired with a 

wide range o f skid steers 

H ö f e l s , 

• S ide-mounted engine 

compartment for easier 

serviceability 

• Mid- f rame cover provides 

access to transmission, 

transfer case, electrical and 

hydraulic compartments 

• Enlarged operator 

platform add 5 0 percent 

more room 

• Single joystick controls all 

b o o m and carriage 

functions 

Grde 212 on reader servke 
card 

• Compat ib le with manufac-

turers' universal quick attach 

for fast, easy hook-up 

• Features include an oil 

return line system and 

adjustable stabilizer legs 

Grde 213 on reader servite card 

Echo Power 
Backpack Blower 
• Model P B - 4 6 H T 

• 4 4 - c c engine 

• Pro-Fire electronic ignition 

• Left h ip-mounted throttle 

assembly with cruise control 

• Padded backrest and easy-to-

adjust shoulder straps 

• See-through fuel tank that 

holds 6 4 ounces o f fuel 

• Heavy-duty automotive type 

it I- v , « * 1 

B k ' ¿ r ^ W c - —, j 

air filter that is easy to clean or 

replace 

• One-year commercia l 

warranty 

Grde 214 on reader servke card 

Lowell Forester 
Brush Cutters 
• M a d e for heavy pruning, 

brush and root cutt ing, as well 

as routine tr imming, in 

nurseries and for highway, 

utility, farm and general 

property maintenance and 

clearing and cutt ing P V C 

pipes 

• T w o models are available: 

0 2 9 0 F is 2 7 inches long, 

weighs 4 5/8 pounds and has a 

cutt ing capacity o f 1 Vi inches 

and 0 3 9 0 F is 3 4 inches long, 

weighs 73A pounds and is 

designed to cut 2 - inch 

material 

• Each model has blades that 

are made o f tough, forged 

alloy tool steel and heat-

treated for an exceptionally 

long cutt ing life 

• Handles are heat-treated 

spring steel with composite 

grips to minimize the chance 

o f slippage and maximize user 

comfort 

• Feature a slide power shift that 

makes 2-inch cuts with ease 

Grde 215 on reader service card 
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H O R T I C Q I-
add the winning touch io your landscape proposals 

• 11,500 pictures 
• complete with data, culture 

information & more 
• expert search engine 

1-800-560-6186 

733L 

• 5,000 plants 
• export pictures in common 

Windows® formats 
• extensive printing capabilities 

www.horticopia.com 

http://www.horticopia.com


Encore Hydro 
Pro Mowers 
•Walk-behind 
• Two hydrostatic piston 
pumps 
• Extra wide wheel base on 
48- , 52- and 60-inch mowers 
• Reinforced deck 
• Top access to grease fittings 
• Bolt-on rim pulleys and 
drum 
• Taper lock pulleys 
• "Flare O " fitting design to 
provide a leak-free system 
Grde 216 on reader service card 

Jaddin Seed 
Monterey Perennial 
Ryegrass 
• Early spring green-up 
• Fine leaf texture 
• Excellent density 
• Ranked among the top 15 

varieties in the 1994 N T E P 
trial in Monterey 
• Overall 6 .2 quality rating 
• Medium-dark green color 
• Has an endophyte content 
of over 90 percent, providing 
enhanced resistance to many 
surface-feeding insects 
• Among the top varieties in 
performance under disease 

John Deere M-Series Ztroks 
• Three models included in 
Ztrak series: 22-hp M 6 5 3 , 2 5 -
hp M655 and 25-hp M665 
• All models feature air-cooled 
Kohler Command engines 
with overhead-valve design 
• Each model has a 10-gallon, 

top-draw fuel tank for all day 
mowing 
• Hydrostatic drive system 
• Mows at speeds up to 9 mph 
• Radiator-type hydraulic oil 
cooler maintains hydraulic oil 
temperature at safe levels 

pressure from leaf spot, leaf 
rust, brown patch, dollar spot, 
pythium blight and red 
thread 
• Performs well alone or in 
mixtures with Kentucky 
bluegrass, fine fescue or as a 
permanent turf in temperate 
and transition climates 
Grde 217 on reader service card 

•All 
machines 
have 4-
ply drive 
tires 
Grde 218 
on reader senke card 

TURF AND 
GROUNDS 

^EXPOSITION 
November 9 - 1 1 , 1 9 9 9 
OnCenter, Syracuse, NY 

Keynote Speaker 

Brian Holloway - Four-time NFL All-Pro 

NEW FORMAT-More in-depth training 

YOUR Association - Addressing Your Issues 

SHOP the Spectacular Trade Show - Over 350 Booths 

Technical and Business Sessions 

A Comprehensive Proffesional Development 
Program Exclusively for the Green Industry 

For more information, call the 
TOLL-FREE CONFERENCE HOTLINE 

(800) 873-TURF (8873) 
(518) 783-1229 • Fax (518) 783-1258 

E-mail NYSTA ©capital.net • www.nysta.org 
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BED\| EDC jER 
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Trench Master • D e f i n e Beds or 
install plastic 
Edging 
• BedMaster rotor 
digs check shaped 
Trench up to 5 " 
d e e p and 8 " w i d e . 1 i 
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• D e f i n e Beds or 
install plastic 
Edging 
• BedMaster rotor 
digs check shaped 
Trench up to 5 " 
d e e p and 8 " w i d e . 

ft 
) » m 

• t 

- c -> 
A STEERABLE TRENCHER FOR DEFININO BEDS 
BEDEDGER™with the patented BEDMASTER1m Rotor is 
the ultimate tool for defining beds or installing plastic 
and steel edging. The 8-hp Honda Engine provides 
the power needed to trench in the hardest clays. The 
steerable wheels make fancy curves and tree rings 
easy. The Model F-780H BEDEDCER™ performs the 
same functions as the model F-702 TRENCHMASTER. ™ 

E B ROW H 
MANUFACTURING CORPORATION 

R t 3 , B o x 3 3 9 , O z a r k , A L 3 6 3 6 0 
( 8 0 0 ) 6 3 3 - 8 9 0 9 • F a x : ( 3 3 4 ) 7 9 5 - 3 0 2 9 

http://www.nysta.org


Case 90456 
Excavator 
• Four mode selections match 
performance to job require-
ments, from loading trucks to 
setting pipe 

Hamay Pressure-
Wash Reek 
• High-pressure hose reel mounts 
to almost any type o f pressure 
washer for a variety o f power-
washing applications 

• Model P W - 2 holds 150 feet o f 
3/8-inch I . D . hose 
Standard 4 , 0 0 0 psi rating 

TZ _ _. 

• Rugged construction 
• Worldwide support network 
• Optional Case/JRB 
hydraulic Slide-Loc coupler 
delivers quick bucket and 
attachment changes for 
maximum productivity 
Grefe 219 on reader service cord 

• Constructed o f 12 and 16 
gage steel with an adjustable 
split bearing brake assembly 
and support bearings on both 
sides o f the reel 
• P W - 2 features a full-flow 
swivel joint with Vi-inch female 
inlet and 3/8-inch female outlet 
N P T fitting. T h e Yi-inch 
schedule 8 0 pipe allows a flow 
o f more than 12 gpm at 15fps 

SCAT TRAK 
Articulated Wheel 
Loaders 
• 2 , 0 0 0 - p o u n d operating ca-

pacity 

• Optional 4-sided roller assembly 
ensures smooth payout and rewind 
o f hose 
Grcfe 220 on reader service card 

• 97 .1 - inch maximum dump 
height 
• 6 , 1 0 0 - p o u n d bucket break-
out force 
• Oscillating rear axle 
• In-line loader linkage for 
excellent bucket visibility 
• Self-leveling loader for 

improved cycle times 
• John Deer diesel 
engine in model 3 2 0 0 
• Continental gas, LP, 
dual fuel engine op-tion 
in model 3 2 1 0 
• 25 gpm hydraulic pump 
• 4-wheel hydrostatic 
drive supplies power to 
either axle as needed 
• High strength Quick-
Attach frame 
Grde 221 on reader service 
card 

THE 
DIFFERENCES 
ARE FAR FROM 

INVISIBLE. 
SWART OOS 

oHnootek Pet Products, tnc.) (ad*swn 

In fact, everything that makes Smart Dog Professional™ 
in-ground fencing so technologically advanced-and so easy 
to sell - is clearly visible on this videotape. And it's free. Call 
Gary at 1 -800-826-5527 , ext. 248 today. 

I N N ^ T E I C 

Bottom Line. 
The McCullough Cover-Up will save you time and 
money when you install inrrigation systems. 

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

Save on labor, workman's comp 
and unemployment insurance. 

Our bottom line is to improVeu 
your bottom line.^Call now. 

Specifications for the McCullough 
Cover-up: 
Engine: Honda 5 HP 
Transmission: Heavy duty 5 
speed with reverse: . yOfk 
Height: 3% ; Width: 42" 
Length: 56"r Weight: 250 
Warranty: fyear Unified 
jvmranty 
Financing Available • 



For even taster service, fax this card to us at 
2 1 6 - 9 6 1 - 0 3 6 4 

Please Print 
Name 

Title 

o n a d v e r t i s e d a n d f e a t u r e d p r o d u c t s a n d 
s e r v i c e s , c i rc le t h e a p p r o p r i a t e n u m b e r b e l o w . 

Company. 

Address_ 

City 

State. Zip. 
Phone. 

Fax 

Do you currently subscribe to 
Lawn & Landscape? 
Do you currently subscribe to 
T&O Service Tech? 

1 25 49 73 97 121 145 169 193 217 241 
2 26 50 74 98 122 146 170 194 218 242 
3 27 51 75 99 123 147 171 195 219 243 
4 28 52 76 100 124 148 172 196 220 244 
5 29 53 77 101 125 149 173 197 221 245 
6 30 54 78 102 126 150 174 198 222 246 
7 31 55 79 103 127 151 175 199 223 247 
8 32 56 80 104 128 152 176 200 224 248 
9 33 57 81 105 129 153 177 201 225 249 

10 34 58 82 106 130 154 178 202 226 250 
11 35 59 83 107 131 155 179 203 227 251 
12 36 60 84 108 132 156 180 204 228 252 
13 37 61 85 109 133 157 181 205 229 253 
14 38 62 86 110 134 158 182 206 230 254 
15 39 63 87 111 135 159 183 207 231 255 
16 40 64 88 112 136 160 184 208 232 256 
17 41 65 89 113 137 161 185 209 233 257 
18 42 66 90 114 138 162 186 210 234 258 
19 43 6 7 91 115 139 163 187 211 235 259 
20 44 68 92 116 140 164 188 212 236 260 
21 45 69 93 117 141 165 189 213 237 261 
22 46 70 94 118 142 166 190 214 238 262 
23 47 71 95 119 143 167 191 215 239 263 
24 48 72 96 120 144 168 192 216 240 264 

Reader service card valid 9/99 through 12/99 
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For even faster service, fax this card to us at 

2 1 6 - 9 6 1 - 0 3 6 4 

Please Print 
Name 

Title 

o n a d v e r t i s e d a n d f e a t u r e d p r o d u c t s a n d 
s e r v i c e s , c i rc le t h e a p p r o p r i a t e n u m b e r b e l o w . 

Company. 

Address, 

City 

State. Zip. 
Phone. 

Fax 

Do you currently subscribe to 
Lawn & Landscape? 
Do you currently subscribe to 
T&O Service Tech? 

1 25 49 73 97 121 145 169 193 217 241 
2 26 50 74 98 122 146 170 194 218 242 
3 27 51 75 99 123 147 171 195 219 243 
4 28 52 76 100 124 148 172 196 220 244 
5 29 53 77 101 125 149 173 197 221 245 
6 30 54 78 102 126 150 174 198 222 246 
7 31 55 79 103 127 151 175 199 223 247 
8 32 56 80 104 128 152 176 200 224 248 
9 33 57 81 105 129 153 177 201 225 249 

10 34 58 82 106 130 154 178 202 226 250 
11 35 59 83 107 131 155 179 203 227 251 
12 36 60 84 108 132 156 180 204 228 252 
13 37 61 85 109 133 157 181 205 229 253 
14 38 62 86 110 134 158 182 206 230 254 
15 39 63 87 111 135 159 183 207 231 255 
16 40 64 88 112 136 160 184 208 232 256 
17 41 65 89 113 137 161 185 209 233 257 
18 42 66 90 114 138 162 186 210 234 258 
19 43 67 91 115 139 163 187 211 235 259 
20 44 68 92 116 140 164 188 212 236 260 
21 45 69 93 117 141 165 189 213 237 261 
22 46 70 94 118 142 166 190 214 238 262 
23 47 71 95 119 143 167 191 215 239 263 
24 48 72 96 120 144 168 192 216 240 264 

Reader service card valid 9/99 through 12/99 
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or 
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Here 

PO BOX 5817 
CLEVELAND, O H 44101-0817 

Place 
Stamp 

or 
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Lawn61awiscape 
PO BOX 5817 
CLEVELAND, O H 44101-0817 
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Aerateci Service 
Body 
• O n l y all-steel aerody-

namic service body in the 

marketplace 

• Handles an aerial 

bucket mounted in the 

cargo area 

• Allows the user to outfit 

service body with an 

aerial bucket without 

requiring special body 

modifications, which 

makes it possible to 

report only one truck to a 

jobsite 

• Weather tight exterior 

storage compartment 

Grde 222 on reader service 
card 

Scoq Ultimate 

• Easily adjustable floating 

cutter deck, which gives the 

user the ability to change 

cutt ing heights from 1 to AVi 

inches in the field with no 

tools required 

• Self-adjusting, spring-

loaded idler pulleys save you 

time, effort and repair costs by 

effortlessly keeping the belts in 

perfect adjustment 

• Operator control levers in-

crease productivity and c o m -

fort with less handgrip reach 

and lighter spring tension 

• Adjust -A-Trac feature allows 

instant, no-tool , neutral and 

tracking adjustment 

Caterpillar (-Series Backhoe Loaders 
• Superior life capacity 

with a larger bore b o o m 

cylinder and heavy-

duty b o o m structure 

• Greater bucket 

rotation on the 

optional quick coupler 

• Smoother ride with 

the new • Ride Contro l option 

• Enhanced performance with more horsepower and a dual 

setting hydraulic torque limiter 

• M o r e operator comfort with a standard air suspension seat 

• Increased lift capacity by as much as 2 0 percent 

Circle 223 on reader service card 

• Choose from 3 6 - i n c h cutter 

deck with 15-hp Kohler 

engine for the 4 8 - i n c h cutter 

deck with the 17-hp Kawasaki 

engine 

Grde 224 on reader service card EQ 

S ^ i g k f 1— i g j k - f s . . . 
S ¡ 9 F V o f i + s ! 

Turn your down time into the most profitable 
time of the year! 

^ C Simple, turn-key system with low start-up costs 
and minimal investment! 

^ t Fun & easy to sell to current clients as well as 
quickly generate new clients through referrals! 
Outdoor Decor specializes in beautifying the 

outdoors with event & seasonal lighting, generating 
rapid word-of-mouth referrals. Achieve success in 
your market with our proven system, and turn your 
slow season into your most profitable season. 
Seasonal decor customers are prime candidates 
for lawn and landscape work in the spring and 
summer months, creating additional revenue for 
your primary business. Low start-up costs and 
the utilization of your existing overhead will 
make every day seem like a holiday 

If you don't like working in the dark, this is the 
bright opportunity for you! 

P.O. Box 700906 
San Antonio, TX 

78270-0906 
(800) 317-4777 
Fax: (210) 545-1869 

OUTDOOR Decor 
Beautifying the Outdoors since 1991 

www.groundtek.com * Phone (407)656-1088 • Fax (407)656-5148 

GTPtoM** 

• Spreads and sprays over 6600 sq. ft. per minute 
• One hand steering - zero turn radius maneuverability 
•Stainless breakaway spray boom 
• 100-lb. HYDRAULIC variable speed spreader 
• Interchangeable high pressure hand gun to low pressure wand 
• Heavy duty variable speed hydrostatic drive 
>65-gal.tank 100 ft. hose reel and a 

• Eliminates operator fatigue 
• Triple your productivity 

uminum utility tray 

http://www.groundtek.com


(continued from page 38) 

Cold temperature tolerance is poor, while heat 

tolerance is good. All Bermudagrasses are ag-

gressive spreaders, giving it excellent recu-

perative potential and rapid establishment. 

Because it tolerates close mowing and a 

wide range o f soil types, it can be used on 

h o m e lawns, athletic fields, gol f courses, 

parks, cemeteries and industrial grounds. 

Zoysiagrass is similar to Bermudagrass in 

that it has rhizomes and stolons, but differs 

with regards to cold tolerance, stiffness and 

growth rate. Some zoysia species have good 

cold temperature tolerance, and all have good 

to excellent heat tolerance. T h e growth rate is 

slow, and is quite st iff and tough compared 

to other grasses. T h e texture is medium, and 

the color is medium green color. Zoysiagrass 

has a deep root system, allowing it to avoid 

d r o u g h t s t r e s s in m a n y s i t u a t i o n s . 

Zoysiagrass is low growing and tolerates a 

low mowing height. It can be used on h o m e 

lawns, school grounds, athletic fields, gol f 

course fairways and tees and airfields. 

A low maintenance, medium coarse grass, 

centipedegrass spreads by short, leafy sto-

lons and forms a mat o f low-growing stems 

and leaves. Centipedegrass is light to me-

dium green in color. T h e cold temperature 

hardiness is quite poor, while heat tolerance 

is good. T h e shade tolerance is intermediate, 

better than bermudagrass. T h e recuperative 

potential is poor, due to its slow growth rate 

and spreading ability. Centipedegrass makes a 

good, tough tur f where a low maintenance 

h o m e lawn is desired. It can also be used in 

cemeteries and parks. 

St . Augustinegrass forms an attractive 

blue-green, low growing turf o f medium 

density and very coarse texture. T h e stems 

appear a bit compressed or squeezed to-

gether in the middle. T h i s species spreads 

rapidly by stolons and has a medium to 

medium-deep root system. T h i s allows for 

rapid establishment and good recuperative 

potential . Its poor low temperature toler-

ance limits usage where frosts c o m m o n l y 

occur, yet is quite heat tolerant. It exhibits 

good shade tolerance, the best o f the warm-

season species. T h i s feature allows for use on 

shady h o m e lawns, cemeteries, parks and 

industrial grounds. 

O n e o f the few turfgrasses native to the 

Uni ted States, buffalograss is the quintes-

sential low maintenance warm-season turf. 

Adapted to the central part o f the U . S . from 

Texas to Minnesota , and Colorado to Illi-

nois, it is grey-green in color and possesses a 

medium to fine texture. Improved cultivars 

provide a turf-type medium density. T h e 

cold and heat tolerance is good to excellent, 

while pest resistance is excellent. It requires 

no irrigation once established, and has a 

very low fertility requirement. It is slow 

growing and slow to establish, which limits 

its ability to recuperate from stress or injury. 

Therefore , buffalograss is l imited to usage 

on low maintenance home lawns, golf course 

roughs, acreages, airfields, industrial sites 

and cemeteries. 

An important point to remember in the 

selection o f turfgrass is that a "magic grass" 

- one that uses little or no water, seldom 

needs mowing and withstands heavy use in 

a deeply shaded area - simply does not exist. 

T h e challenge for the turf manager is to use 

information to match the attributes and 

features o f potential grass species with the 

needs and desires o f the customer. I D 

The author is an extension educator at the 
University of Nebraska, Lincoln, Neb. 
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HOLIDAY LIGHTING SELLING YOUR BUSINESS? 
All classified advertising is $1.00 per word. For box 
numbers, add $1.50 plus six words. Classified Display 
ads $ 115.00 per column inch. Standard 2-Color avail-
able on classified display ads at $ 175.00 additional. All 
classified ads must be received by the publisher before 
the first of the month preceding publication and be 
accompanied by check or money order covering full 
payment. Submit ads to: L&L, 4012 Bridge Ave., 
Cleveland OH 44113 . Fax: 2 1 6 / 9 6 1 - 0 3 6 4 . 

BUSINESS OPPORTUNITIES 

PUTTING GREENS 
Profess ional Synthet ic Golf Greens 

O Keep your crews busy all year. 
O Buy manufacturer direct. 
O 300 sq. mile protected territory. I 
O Carry no inventory. 
O Excellent add on service. 
O Many extras. 

1 - 8 0 0 - 3 3 4 - 9 0 0 5 

BIDDING FOR PROFIT 
Grow Your Company and Accounts 

with Tips and Techniques from 

PROFITS UNLIMITED 
a Division of Waynes Lawn Service 
BIDDING & CONTRACTS ($42.95) 

Examples on bidding and contracts (residential and 
commercial markets). How-to son: Determining your 
cost of operation; Applying these costs to your bid-
ding process; Calculating your cost. Bidding Strate-
gies on: Mowing, Landscaping, Mulching, Power 
Seeding, Snow Removal and many more. 

CONTRACTS & GOALS ($29.95) 
Lawn and Snow Removal Sample Contracts; Advan-
tages and disadvantages of using contracts; Responses 
to common customer objections to signing contracts. 

MARKETING & SALES ($34.95) 
Aspects of marketing and selling your service. Con-
tains many forms of marketing found to be success-
ful and those found to be ineffective. 

LETTERS FOR SUCCESS 
(set of 1 3 - $ 1 9 . 9 5 ) 

"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 

P* WER LP 
YOUR PROFITS 

WITH 

IDEAS 
decorating 

T h e Q u a l i t y L i g h t i n g C h o i c e . 

* Illuminated Holiday Decorating 

* Distributorships Available 

* The Perfect Add-On Business 
For Your Operation 

* High Quality-Low Startup 

C a l l T o d a y ( 8 8 8 ) 2 0 0 - 5 1 3 1 

HOLIDAY AND EVENT DECORATING 

H o l i d a y a n d E v e n t D e c o r a t i n g 
• Keep More Good People Year 'Round 1 

• Offset Fixed Costs • 
• Utilize Existing Vehicles & Equipment • 
• Cross-sel l & Expand Customer Base • 

• High Margin, Repeat Service • 
• 26th Fastest Growing Franchise Wor ldwide ( 

C h r î s t m A s 
Decor 

OVER 200 LOCATIONS IN 46 STATES & CANADA 

1-800-687-9551 
www.christmasdecor.net 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 
slow-release fertilizer products direct from manufac-
turer. Ken Franke, P.O. Box 123, Plato, MN 55370; 
8 0 0 / 8 3 2 - 9 6 3 5 . FAX: 3 2 0 / 2 3 8 - 2 3 9 0 . 

FREE 
APPRAISAL 

N O BROKER 
FEES 

P r o f e s s i o n a l B u s i n e s s C o n s u l t a n t s 

PBC 
Merger & Acquisition Specialists 

Professional Business Consultants 
can obtain purchase offers from 

Qualified Buyers without disclosing 
your identity. Consultants Fees are 

paid by the buyer. 

CALL: 708-744-6715 
FAX: 630-910-8100 

or mail 
19 W 555 CENTRAL AVENUE 

DOWNERS GROVE, ILL. 6 0 5 1 6 

BUSINESSES FOR SALE 

COLORADO LAWN (ARE CORPORATION 
Colorado is BOOMING! 9-year lawn care company 
with sales of $150 ,000 (March-October). Selling all 
including Vi-acre fenced lot with house/office. Great 
opportunity. Great income! Affluent clientele. Owner 
will consult. Colorado Springs, C O 7 1 9 / 2 2 7 - 9 7 2 7 . 
$80 ,000 for business — $ 150,000 for real estate (lease 
option available). 

LANDSCAPE CONSTRUCTION/MAINTENANCE 
Landscape construction and maintenance company. 
Well established 15 year company in the Boston, MA 
area. $2.5M to $2.9M volume annual. Past three years 
profits have been in the six digit figures. Company 
breakdown, 70% construction, 20% maintenance and 
10% snow operations. Well run organization and well 
maintained fleet. The 1999 backlog exceeds $2M. 
Mail responses of interest with name and financial 
background to: Corporate Ventures, 271 Canton St., 
Stoughton, MA 02072. 

MONTANA! 
Licensed lawn and tree service. Booming growth. 90% 
plus renewal rate. Stunning mountain valley. $ix figure 
cash flow. Seller financing. Please contact: Mike at 
4 0 6 / 5 8 6 - 7 1 6 8 orskygrp@ibm.net 

COMMERCIAL LANDSCAPE MAINTENANCE 
Commercial landscape maintenance business includes 
tree trimming and installation. Orange County Cali-
fornia. Established 20 years. $3.5 million annual sales. 
$1.75 million for business. Building and land available 
for $486k. Great opportunity for out of state company 
to expand into Southern California. 7 1 4 / 4 0 1 - 9 1 2 8 . 

LAWN IRRIGATION 
FOR SALE - Private single-owner automatic lawn 
irrigation business. Established for 17 years. Equip-
ment and extensive customer list of280. Most located 
in upper Westchester County, NY and Fairfield County, 
CT. Will sell with or without equipment. Unlimited 
potential. If interested, call 9 1 4 / 7 6 9 - 8 7 6 5 . 

http://www.christmasdecor.net
mailto:orskygrp@ibm.net


LAWN & LANDSCAPE COMPANY 
Tremendous growth potential due to rapidly expand-
ing population and a pristine quality o f life is available 
with this business - A stable lawn and landscape 
company in the Vail Valley of Colorado. A great 
opportunity for a local company to expand with well 
maintained equipment, established accounts ( 4 0 % 
maintenance, 3 0 % landscaping, 3 0 % irrigation) op-
tion on employee housing unit and office/warehouse 
lease. Seller financing may be available and Seller may 
be willing to assist in transition. Contact Tracy Bossow, 
Brokers for more information 8 8 8 / 9 6 6 - 6 4 0 0 . 

LANDSCAPE MATERIALS/RECYCLING 
Landscape materials and recycling business for sale. 
Huge established wholesale customer base. Multiple 
locations in Central Texas. Owner operated since 1975 . 
Sales $ 1 . 6 - $ 2 . 0 million per year. Over $ 7 0 0 , 0 0 0 in 
assets included. Owner relocating. $ 1 . 2 5 million fi-
nancing available. D . P G . 5 1 2 / 4 3 1 - 3 7 8 8 . 

CONSULTING 

SHORT TERM ASSISTANCE 
FOR LONG TERM SUCCESS 

Imagine... Profits are great and you 
Know why. Your plan is working. 

Imagine... You're enjoying the process of improving 
your company's performance. At the same time 
employee loyalty and enthusiasm have never been 
better. 

Imagine... You're more involved than ever and still have 
more time for other things. 

W e provide assistance to accomplish the improvements 
that are needed today to insure your success tomorrow. 

Imagine... 
H O R T I C U L T U R A L 

BUSINESS 
M A N A G E M E N T 

C O N S U L T I N G 

Short term 
assistance for 
long term 
success 

Tracy Morland 
P .O. Box 3 5 2 New Glarus, W I 5 3 5 7 4 

( 6 0 8 ) 5 2 7 - 5 4 1 1 
morland@madison.tds.net 

UNDERSTANDING 
IRRIGATION 

The Complete Irrigation Workbook, b y L a r r y 
K e e s e n , o f f e r s a c o m p r e h e n s i v e look a t i r r igat ion 
d e s i g n , ins ta l la t ion , m a i n t e n a n c e a n d w a t e r 
m a n a g e m e n t inc lud ing p r a c t i c a l h a n d s - o n 
t e c h n i q u e s . E a c h c h a p t e r c o n t a i n s q u e s t i o n s a n d 
a n s w e r s w h i c h c a n b e u s e d to tes t y o u r o w n 
k n o w l e d g e o r a s i n - h o u s e t r a i n i n g too ls for n e w 
a n d s e a s o n e d e m p l o y e e s . A p p e n d i x i n c l u d e s 
d e t a i l e d d r a w i n g s of i r r igat ion ins ta l la t ions . O r d e r 
y o u r s t o d a y for $ 2 4 p e r c o p y p l u s $ 2 . 5 0 s h i p p i n g 
a n d h a n d l i n g . Q u a n t i t y d i s c o u n t s a v a i l a b l e . C a l l 
F r a n F r a n z a k , 8 0 0 / 4 5 6 - 0 7 0 7 . 

EDUCATION/INSTRUCTION 
LANDSCAPE DESIGN 

FREE 1999 PARTS CATALOG 

[BE A SKILLED 
I LANDSCAPE 
I DESIGNER 

1-lnnrtA c tus iv r n n r c a Cn 

I 
| F R E E C A R E E R L ITERATURE : 800-223-4542 | 
| N - * * , 
| Add« . Phone £ } | 

Home study course. Cre-
ate beautiful lawns, gar-
dens, courtyards, plantings, 
and walkways. Start a profit-
able business of your own. 
Send or call 24 hours a day. 

I nty/State Zip I 
The School of Landscape Design, Dept. GTK668 I 

^ P C D I , 430 Technology Pkwy., Norcross, GA 3 0 0 9 2 j 

FOR SALE 

WHOLESALE SNOW PLOW SUPPLIES 
S T O C K UP N O W A N D 

BE R E A D Y F O R W I N T E R 
Cutting Edges Buy 4 Get O n e F R E E ! 

Poly 8 ' Snow Deflectors Buy 3 Get O n e F R E E ! 
Buyers Tailgate Spreader Reg. Price $ 7 6 9 
N o w on Sale $ 6 9 5 Until Nov. 15. 1 9 9 9 . 

Great quantity discounts on popular parts 
for Meyer & Western Plows. 

Trip Springs, Blade Guides, Hydraulic Fluid, 
Hinge Pins, Hitch Pins, Hydraulic Hose & More! 

W e also carry a complete line of 
Landscaping Supplies, 

Lawn/Pest Spray, Irrigation, Engines and more. 
Call Today for ordering information or 
for a F R E E C A T A L O G 8 0 0 / 4 9 8 - 2 7 9 5 

SNOW REMOVAL EQUIPMENT 

- m m e e k I -
Predator Plow & Lobo "V* Plow 

1 -800-662-1453 
SNO-WAY International, Inc. 

w w w . s n o w a y . c o m 

LANDSCAPE DESIGN KIT 3 
».LANDSCAPE DESIGN KIT 3 

4 8 rubber stamp symbols of trees, 
shrubs, plants & more. 1/8" scale. 

Stamp sizes from 1/4" to 1 3/4". 
$78 .50 VISA. MasterCard, or 
MO's shipped next day. Checks delay 

| shipment 3 weeks. CA add 7.75%tax. 
. AMERICAN STAMP CO 
r Free Brochure 12290 Rising Rd. LL99. Wilton. CA 95693 

I Loci calls 916- 687-7102 Voice or Fax TOLL FREE 877-687-7102 

Free 1 9 9 9 Parts Catalog loaded with high quality 
mower parts, engines, lots more! Call P R E C O Today! 
8 0 0 / 4 2 8 - 8 0 0 4 . 

GROUNDS EQUIPMENT 
G r o u n d s E q u i p m e n t 

T i r e C h a n g e r s 
1 w w w . w i k c o . c o m 

O r C a l l 8 0 0 - 8 7 2 - 8 8 6 4 
^ A WIKCO INDUSTRIES. INC. • • 
4 9 3 0 N. 57th St.. Lincoln. Ne 6 8 5 0 7 

MAGNETIC SIGNS 
Magnetic Signs For Your Vehicles 

As Low as $ 3 9 . 5 0 a pair. 
Call 8 4 7 / 7 4 1 - 8 8 9 9 

COMMUNICATIONS EQUIPMENT 
M O T O R O L A from $ 2 5 0 

M T X , G T X , M A X T R A C 8 0 0 / 9 0 0 
with warranty call 8 0 0 / 7 7 9 - 1 9 0 5 

TURF SEED 
w w W e g r a s s - s e e c l e C G m 

USED BOBCAT 
Used Skidsteer Loader Bobcats 7 5 3 - 7 6 3 - 8 5 3 and 

attachments, 
Tires, Rings, Parts, Buckets. 

M H R E N T A L 3 0 5 / 4 7 7 - 6 5 9 5 . Lease available. 
W e b Site: www.mhrental.com 

Email: mhei@bellsouth.net 

HYDRO-MULCHERS 
HYDRO-MULCHERS® 

HYDRO-SEEDERS 
STRAWBL0WERS 

Most Brands & Sizes - New & Used 

( 8 0 0 ) 5 5 1 - 2 3 0 4 
www.jameslincoln.com 

RAIN SENSOR 

Y O U M A Y N O T C A R E 
H O W R A I N S E N S O R S LOOK. . . 
B U T Y O U R C U S T O M E R S D O . 

The Sensible Sensor. 

1 -877-277-9977 • www.rainbraln.com 

mailto:morland@madison.tds.net
http://www.snoway.com
http://www.wikco.com
http://www.mhrental.com
mailto:mhei@bellsouth.net
http://www.jameslincoln.com
http://www.rainbraln.com


CLASSIFIEDS 
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 - UNI DEN - RADIUS 

cscapc N E X T E L go 9 0 0 w us 
Call: 8 0 0 / 7 7 9 - 1 9 0 5 

FINN SPREADER 
Save time and manpower spreading mulch and other 
bulk materials with Finn Model AEM 2 0 0 0 Spreader. 
34 .5 HP, Kubota diesel engine. Spreads up to 25 cubic 
yards of material/hour. 1.5 cubic yard hopper holding 
capacity. Hydraulically powered conveyor. 150 ft. hose. 
Trailer mounted. Only 4 0 0 hours use. $ 1 9 , 5 0 0 . 6 1 0 / 
558-2288. 

STRAW 
For Sale - S T R J M N F - Good Quality. 

Hisle & Son 
Delivered 

7 6 5 / 4 5 8 - 7 8 4 8 

HELP WANTED 

MANAGEMENT SEARCH 
GREENSEARCH 

What are you doing Monday night 
to improve your career? 

Visit our updated GreenSearch Web Site at 
www.greensearch. com 

and browse through a variety of interesting topics dealing 
with your green industry career. Then in the quiet and 
confidential environment of your own home, com-
plete our online application and see if one of our cur-
rent career opportunities might be just right for you. 

GreenSearch 
6 6 9 0 Roswell Road, Suite # 3 1 0 - 1 5 7 

Atlanta, GA 3 0 3 2 8 - 3 1 6 1 
Toll Free 8 8 8 / 3 7 5 - 7 7 8 7 

Fax 7 7 0 / 3 9 2 - 1 7 7 2 
E-Mail: info@greensearch.com 

www.greensearch.com 

OPPORTUNITIES ABOUND 

TRUGREEN • CHEMLA/VN 
L A N D S C A P E D I V I S I O N 

"Changing the landscape of the 
landscaping industry " 

And we need YOU 
to build a strong foundation! 

We're HIRING across the nation. 

OPPORTUNITIES ABOUND: 
• Field Positions 
• Management Positions 
• Technical Positions 
• Administrative Positions 

Call today at 888/698-0200for 
more information 

KEY EMPLOYEE SEARCHES 
Florapersonnel, Inc. in our second decade of perform-
ing confidential key employee searches for the land-
scape industry and allied trades worldwide. Retained 
basis only. Candidate contact welcome, confidential 
and always free. Florapersonnel Inc., 1740 Lake 
Markham Road, Sanford, FL 3 2 7 7 1 . Phone 4 0 7 / 3 2 0 -
8177, Fax 4 0 7 / 3 2 0 - 8 0 8 3 . Email: Hortsearch@aol.com 
Website: http//www.florapersonnel.com 

LOCATE IN ONE OF FIVE GREAT CITIES! 
Tell us what city you prefer! W e are a leading lawn care 
company that has been in business for 30 years with 
locations in Cleveland, Fort Wayne, Indianapolis, 
Pittsburgh, and St. Louis. W e are accepting resumes 
for branch managers and branch manager trainees. 
Our trainee packages average $ 3 5 , 0 0 0 to $ 4 0 , 0 0 0 per 
year and our branch manager packages average $75 ,000 
to $ 8 0 , 0 0 0 per year. Both trainee and branch manager 
benefits include generous salaries, health benefits, new 
personal vehicles and a large year end bonus. Join a fast 
growing company that "rgally cargs" abpm its em-
ployees! Branch manager applicants should have mana-
gerial experience, and trainee applicants should have 
assistant manager experience. All inquiries kept strictly 
confidential. Send or fax resume to: Kapp's Lawn 
Specialists, Michael Markovich, 4 1 2 4 Clubview Dr., 
Fort Wayne, IN 4 6 8 0 4 . Fax: 2 1 9 / 4 3 2 - 7 8 9 2 . 

PROJECT MANAGEMENT 
James Martin Associates, Inc., a well-established com-
mercial and residential landscape maintenance firm, is 
seeking a team-oriented person with 3-5 years experi-
ence in maintenance project management to join the 
landscape maintenance department. The successful 
candidate will possess experience in project and client 
management, contract negotiations, client prospect-
ing, estimating, and a solid understanding of the grounds 
management industry. For immediate confidential 
consideration, please send or fax resume and salary 
requirements to: 

JAMES MARTIN ASSOCIATES, INC. 
Attn: Chris Keenan 
59 East US Hwy. 45 

Vernon Hills, IL 60061 
Fax 8 4 7 / 6 3 4 - 8 2 9 8 

Phone: 8 4 7 / 6 3 4 - 1 6 6 0 

NEED WORKERS NEXT YEAR? 
Seasonal H - 2 B workers from Mexico for up to 
10 months who can only work for you. Process 

takes a minimum of 120 days. So start now 
for next season and solve your labor problems. 

Call Bob Wingfield, 2 1 4 / 6 3 4 - 0 5 0 0 
www.amigos-inc.com 

CAREER OPPORTUNITY 
Landscape Management Positions available for Branch 
and Account Managers in NJ and PA. Requires com-
mitted, experienced individuals with at least 2 years of 
landscape maintenance and/or construction supervi-
sory experience. If you meet these requirements and 
would like to work for a company with local and 
national career opportunities, please send your resume 
to: Pennink Arrimour Inc., 1965 Byberry Road, 
Huntingdon Valley, PA 19006 or fax to 2 1 5 / 6 5 9 -
9317 . E O E . 

EXCITING CAREER OPPORTUNITIES 
FOR SERVICE INDUSTRY MANAGERS 
Come Join One of the Largest Vegetation Management 

Companies in the United States 

DeAngelo Brothers, Inc. is experiencing tremendous 
growth throughout the country creating the following 
openings: 

BRANCH MANAGERS 
(Various locations throughout the USA) 

Responsible for managing day to day operations, in-
cluding the supervision of field personnel. Business/ 
Horticultural degree desired with a minimum of 2 
years experience working in the greens industry. 

Qualified applicants must have proven leadership abili-
ties, strong customer relations and interpersonal skills. 
We offer excellent salary, bonus, and benefits packages, 
including 401k and company paid medical coverage. 
For career opportunity and confidential consideration, 
send or fax resume, including geographic preferences 
and willingness to relocate to: DeAngelo Brothers, 
Inc., Attention: Paul D. DeAngelo, 100 North Conahan 
Drive, Hazleton, PA 18201. Phone: 8 0 0 / 3 6 0 - 9 3 3 3 , 
Fax: 5 7 0 / 4 5 9 - 5 5 0 0 . EOE/AAP, M-F. 

EMPLOYMENT OPPORTUNITIES - BERMUDA 
Sousa's Landscape Management Co., Ltd., Bermuda's 
largest landscape company, has immediate openings 
for the following positions: 

• Fleet Mechanic - Service all equipment/vehicles 
• Irrigation Technicians - Troubleshooting, 

repair, installation 
• Floriculturist - Color manager, chemical 

application 
• Horticulturist - Preservation and care of grounds 
• Chemical Applicator - Chemical applications 
• Landscape Architect - Degree/experience required 
• Landscape Installation Foreman - 3 years 

experience required 
• Landscape Designer/Salesperson-

Degree/experience required 
Apply via resume along with three work references to 
Sousa's Landscape Management Co., Ltd., P.O. Box 
PG 130, Paget PG BX, Bermuda. Fax: 441 / 2 3 8 - 3 5 0 7 , 
e-mail: jsousa@slm.bm or www.slm.bm 

LANDSCAPEJOBS.COM 
8 8 8 / 7 2 9 - L A N D 

National Search 
W e are presently searching for the following: 

• Maintenance Supervisors 
• Maintenance Foremen 
• Irrigation Technicians 
• Construction Foremen 
• Operations Manager 
• Branch Manager Trainees 

Call or visit www.landscapejobs.com 

SALESPERSON 
AGC Turf and Ornamental Spray Systems, a Raleigh, 
N C based company is searching for an outside sales 
person to cover NC, SC, VA,GA. The individual must 
have past turf experience, high level of integrity and 
professionalism, excellent communication skills and 
the desire to make a big difference in a growing com-
pany. Fax, e-mail, or send resume along with salary 
history requirements to: AGC, 8 6 1 3 - B Barefoot In-
dustrial Dr., Raleigh, N C 2 7 6 1 3 , 9 1 9 / 7 8 7 - 9 1 0 6 , 
agc@agc-inc.com 

http://www.greensearch
mailto:info@greensearch.com
http://www.greensearch.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
http://www.amigos-inc.com
mailto:jsousa@slm.bm
http://www.slm.bm
http://www.landscapejobs.com
mailto:agc@agc-inc.com


CLASSIFIEDS 
CAREER OPPORTUNITIES 
Lawns o f Dallas, a full service landscape company, has 
been providing quality service to a high-end client base 
since 1 9 8 1 . O u r continued growth and expansion of 
operations allows us to offer the following opportuni-
ties. 

• Residential Maintenance Manager 
• Customer Service / Sales Representative 
• Irrigation Service Technician 
• Licensed Spray Technician 

Positions include excellent compensation, retirement 
package and hill benefits. Please fox or forward resume to: 

L A W N S O F DALLAS 

P . O . Box 3 5 4 4 8 
Dallas, Texas 7 5 2 3 5 

2 1 4 / 3 5 7 - 6 5 2 2 Phone 
2 1 4 / 3 5 2 - 8 2 4 3 Fax 

www.lawnsofdallas.com 

JOIN OUR AWARD WINNING TEAM!' 
Nationally recognized, ranked 17 ,h , full service Land-
scape, Irrigation & Maintenance Contractor in rapidly 
growing South/Central New Jersey is searching for 
career minded, skilled and highly motivated profes-
sionals for key positions to fit into our expansion plans 
in the following areas: 

• Landscape Construction Supervisors & Foreman. 
• Landscape Designers/Architects/Salesman. 
• Irrigation Foreman/Service Technicians. 
• Irrigation Service Dispatcher. 
• Landscape Maintenance Supervisors & Foreman. 
• Lawn & Pesticide Applicators. 
• Tree Division Manager / Salesman. 
• Human Resource Directors (Bilingual preferred). 
• Nursery Manager. 
• StaffAccountant. 

Excellent salary and benefit package with advancement 
opportunities. Fax or e-mail resume with salary history 
to: Robert A. Lipinski, President, Lipinski Landscape 
& Irrigation Contractors, P .O. Box 6 0 5 , Mt . Laurel, 
NJ 0 8 0 5 4 . Fax: 8 5 6 / 2 3 4 - 9 3 4 8 
E-mail: pharan@lipinskiland.com 

BRANCH MANAGER 
LAWN AND TREE CARE COMPANY 
BOSTON, MA oreo 
O n e of Massachusetts largest independent lawn and 
tree service companies is accepting resumes for a Branch 
Manager's position. Individual will be responsible for 
day-to-day operations, supervising staff, sales and ser-
vice. Candidates need to have 5 years experience in the 
lawn care industry, be a good communicator, have 
organizational skills, and an appreciation for great 
customer service. 

The Lawn Company offers excellent benefits including 
health and dental insurance, profit sharing, and 4 0 1 K . 
Please send resumes with salary history to Ed McGuire, 
T h e Lawn Company, P .O. Box 1430 , South Dennis, 
M A 0 2 6 6 0 . 

EXCITING CAREER OPPORTUNITIES 
Munie Outdoor Services Inc., a well-established full 
service landscape maintenance and construction com-
pany located in the St. Louis area is searching for 
skilled, highly motivated individuals for key positions 
including Branch Manager, Assistant Production Man-
ager, Landscape Architect and Foreman for our Main-
tenance, Landscape Construction, and Golf and Sports 
T u r f Construction divisions. W e offer an excellent 
compensation and benefits package in addition to 
advancement opportunities. Please forward a resume 
to: Munie Outdoor Services, Inc., Attn: H R Manager, 
1 0 0 0 Milburn School Rd., Caseyville, IL 6 2 2 3 2 , or fax 
to 6 1 8 / 6 3 2 - 5 4 7 5 . E O E / A A . 

MANAGEMENT/SALES 
SIGNING BONUS 
Yardmaster, Inc. the largest Landscape Architects and 
Contractors in Ohio is offering a signing bonus to 
qualified management candidates who are intelligent, 
responsible and hardworking to be Branch Managers 
and Design/Sales Professionals. 3 - 5 years of experience 
in management, landscape construction, maintenance, 
or sales required. Offering competitive salaries, medi-
cal and dental insurance, 4 0 I K , and other great ben-
efits. For more information please call Lisa at 4 4 0 / 3 5 7 -
8 4 0 0 or send resume to 1 4 4 7 North Ridge Road, 
Painesville, O H 4 4 0 7 7 or fax to 4 4 0 / 3 5 7 - 1 6 2 4 . 

GROWTH OPPORTUNITIES 

TERRITORY SALES 
MANAGER 
T H E T O R O C O M P A N Y is seeking an experienced 
sales person to develop and maintain distributor and 
dealer relations for an assigned territory to ensure sales 
targets are met for the L A N D S C A P E C O N T R A C -
T O R G R O U P . This territory includes M O , KS, OKLA, 
T X , N M , AZ, N E V and CA. 

Your background should include a minimum o f 3 years 
of field sales experience; related industry or end-user 
experience highly preferred. You must have a working 
knowledge of pc-based software programs, mechanical 
ability to operate equipment and understand technical 
issues related to products and strong communication 
and interpersonal skills. 

T O R O offers a competitive compensation package, 
excellent benefits and the opportunity to G R O W 
W I T H A L E A D E R in the manufacture o f outdoor 
maintenance and beautification products for home, 
recreation and commercial landscapes. 

Qualified candidates are invited to submit resume to: 
T h e T o r o Company, 8 1 1 1 Lyndale Avenue South, 
Bloomington, M N 5 5 4 2 0 , or fox to: 6 1 2 / 8 8 7 - 7 9 6 1 , or 
email to: sherry.bromley@toro.com 

E O E 

DIVISION MANAGER 
Green Touch Services is a full service landscape instal-
lation and maintenance company serving the Metro-
Indianapolis market. Due to the continued expansion 
our company is experiencing we're seeking Division 
Managers for our Lawn Care and Tree Care divisions. 
All appropriate certifications, a proven performance 
record and a minimum o f 5 years industry experience 
are required. Budgeting, routing, supervisory and cus-
tomer service skills are a must. Our focus is on high 
quality work and customer service. Compensation 
includes salary, performance bonus, profit sharing and 
benefits. Relocation package available. Forward re-
sume to: 

Green Touch 
6 2 5 6 West Pendleton Pike 

McCordsville, IN 4 6 0 5 5 

SALES REPRESENTATIVE 
Major irrigation and landscape distributor is searching 
for a motivated, goal-oriented individual to fill an 
outside sales position in the Sacramento area. T h e top 
candidate will be an effective communicator, orga-
nized, customer focused, with solid prospecting, esti-
mating, and negotiating skills. An AA or BA is pre-
ferred with 5 years experience in the commercial land-
scape field. W e offer an excellent compensation incen-
tive program and benefits. For immediate, confidential 
consideration please mail, fax or email resume to H o -
rizon/Automatic Rain Company, 5 2 1 4 South 30 t h 

Street, Phoenix, Arizona 8 5 0 4 0 ; Fax 6 0 2 / 3 0 5 - 6 0 2 3 ; 
E-mail toAnnaB@horizononline.com It pays to adver t ise in the 

Lawn & Landscape c lassi f ieds. 

Ca l l 

800-456-0707 
t oday . 

Do you 
dig 

the earth P 
We've been looking for you! Someone who 
possesses the skills, knowledge and passion 
for excellence to join our winning team. 

Work closely with top professionals in field, 
management and sales positions to provide 
superb tree, shrub & lawn care. 

Currendy operating from 11 branches in 
NY, N J , M A and C T with plans to expand 
throughout the northeast and beyond! 

Please send/fax resume to: 
SavATree/SavaLawn, Attn: Recruiting 

205 Adams Street, Bedford Hills, NY 10507 
Fax: 914-244-1364 

w w w . s a v a l a w n . c o m 

http://www.lawnsofdallas.com
mailto:pharan@lipinskiland.com
mailto:sherry.bromley@toro.com
mailto:toAnnaB@horizononline.com
http://www.savalawn.com


JOIN OUR GROWING TEAM 
GrecnScapes Landscape Architects and Contractors, a 
progressive full service design/build landscape com-
pany, is seeking motivated professionals to fill key 
management positions: 

Nursery Manager needed to manage 65-acre nursery, 
order plant material, care for field and container stock, 
pull and oversee loading of trucks, supervise staff. Good 
attitude and plant knowledge required. Must have 
experience in nursery field production or container 
management. 

Maintenance Operations Manager needed to coordi-
nate the day-to-day operations of commercial and 
residential maintenance services. Must be very familiar 
with pest management, daily operations management 
(scheduling, supervising crews, quality control, etc.) 
and staff development (evaluating, disciplining, train-
ing, etc.). Previous landscape maintenance experience 
required. 

Salary commensurate with experience. Great benefits 
including 401K, pension and profit sharing plans. See 
our website at www.landscapingcolumbus.com then 
send resume to: 

GreenScapes Landscape Architects and Contractors 
Attn: Maureen Gootee 
4 2 2 0 Winchester Pike 

Columbus, Ohio 4 3 2 3 2 - 5 6 1 2 
e-mail: grnscp@aol.com 
phone: 6 1 4 / 8 3 7 - 1 8 6 9 

fax: 6 1 4 / 8 3 7 - 2 3 9 3 

DIVISION MANAGER 
D I V I S I O N M A N A G E R . r 
Great career opportunity to run a multi-office 
Lawn and Tree Care business. Position requires 
an individual wi th leadership skills and business 
experience for m a n a g e m e n t of 6 offices with 
1 2 5 + co-workers dedicated exclusively to the 
Lawn and Tree Care business (min imal 
m o w i n g ) . You wil l be responsible for expansion, 
profitable growth, and quality improvement 
processes. Help us m a k e Lawn and Tree Care an 
even more important part of our multi-state, 7 1 
year old privately-held company. 

W e offer salary wi th performance bonus, profit 
sharing, 4 0 1 k plan, comprehensive benefits and 
automobi le . Please send your resume wi th cover 
letter to J.C. Ehrlich Co., Inc., Attn: Victor 
H a m m e l , President, P.O. Box 1 3 8 4 8 , Reading, 
PA 1 9 6 1 2 - 3 8 4 8 . 

• • • E h r l i c h 
ü G r e e n 

• • • • T e a m 
L a w n & T r e e C a r e 

CLASSIFIEDS 
LANDSCAPE ESTIMATOR/SALES 
Full service landscape management firm in Houston, 
Texas, is currently seeking to fill the position of Land-
scape Estimator. Position involves seeking new clients, 
compiling and preparing estimates (utilizing computer 
software), and overseeing design staff. Must be a "team-
player," self-motivated, professional with good com-
munication skills and a distinct attention to detail. 
Send resume to: Pampered Lawns, Inc. (Attn: Rodney), 
5602 Centralcrest, Houston, T X 7 7 0 9 2 . 

NORTHWESTERN LANDSCAPE COMPANY 
The Northwest's fastest growing private commercial 
landscape and maintenance organization. 15 plus years 
of continuous growth. W e are currently looking to fill 
key management and supervisor positions. Must be 
committed to integrity, professionalism, the pursuit of 
industry excellence and have a desire to make a differ-
ence in a growing company. Company vision and 
mission statement will be provided upon request. Ex-
cellent pay and benefits, including 401k. Send or fax 
resume (Attn: President) to: 2 5 3 / 8 4 8 - 8 1 8 7 , P.O. Box 
1118, Puyallup,WA 9 8 3 7 1 . 

POSITIONS AVAILABLE 
24-year old established garden center and landscape 
nursery on 18 acres experiencing significant growth has 
positions available in the following areas: 

• Retail Sales - sell all phases of the nursery opera-
tion plus all types of garden products and gifts 

• Tree and Shrub Sales - sell in the nursery retail 
operation - horticulture experience necessary 

• Landscape Sales - experienced individual with ex-
cellent sales background in the landscape field, good 
tree and shrub knowledge required, strong ethics 

• Production Project Managers - manage upscale 
landscape jobs from inception to completion, cli-
ent contact, ability to read plans, manage crews 
and possess heavy equipment knowledge 

• Irrigation Manager(s) - for installations, repairs 
and service. Experience in all aspects of irrigation; 
customer service skills required. Year-round em-
ployment 

W e are looking for talented individuals excited by and 
dedicated to horticulture with a focus on doing the 
right thing for the customer and who seek opportunity 
with a dynamic cutting edge company. W e are inter-
ested in professionals who are highly motivated and 
consider themselves self-starters. Excellent benefit pack-
age and competitive salaries. Fax resume to Marders, 
The Landscape Store 5 1 6 / 5 3 7 - 7 0 2 3 or e-mail to 
humanresources@marders.com Bridgehampton, NY. 
Eastern End of Long Island. Visit our website at 
www.marders.com G E T E X C I T E D A B O U T GOING 
T O W O R K ! 

WANTED TO BUY 

HYDROSEEDERS & STRAWBLOWERS 
W e buy, trade and sell new and used hydroseeders and 
straw blowers ONLINE. Call 8 0 0 / 2 4 5 - 0 5 5 1 for our 
catalog of hydromulching equipment and supplies, and 
go ONLINE For our latest used equipment list. 
HTTP://www.ErosionControlTech.com 
E-mail: Neil@ErosionControlTech.com 

on-site operations 
(continued from page 64) 

w o r k , i t ' s n o t a p r o b l e m . 

" T h e j o b w i l l w o r k o u t i f i t is l a r g e 

e n o u g h a n d i t is p r i c e d r i g h t , " h e a d v i s e d . 

H a v i n g t h e o n - s i t e c l i e n t p r o v i d e t e l e -

p h o n e a c c e s s is a l s o h e l p f u l , F o l e y s a i d . I f 

n o t , c e l l p h o n e s , p a g e r s a n d t w o - w a y r a d i o s 

c a n a l s o b e u s e d f o r c o m m u n i c a t i o n . 

" O u r c o l l e g e s i t e g a v e t h e s i t e m a n a g e r 

a n e x t e n s i o n o n c a m p u s w i t h v o i c e m a i l s o 

w e k e e p i n t o u c h w i t h h i m t h a t w a y , " F o l e y 

n o t e d . " S o o n , t h e y m a y a l s o g i v e u s a c o m -

p u t e r w i t h e m a i l a c c e s s . " 

CHOOSING YOUR WORKFORCE. A l l o n - s i t e 

p r o p e r t i e s n e e d a s i t e m a n a g e r , a c c o r d i n g t o 

F o l e y a n d S o u s a . 

" M y e x p e r i e n c e is t h a t t h e r e ' s a g r e a t e r 

c h a n c e t h a t d e t a i l w o r k m a y g o u n n o t i c e d 

w h e n y o u s e n d o u t a t w o - o r t h r e e - p e r s o n 

c r e w , " F o l e y s a i d . " O n e s i t e m a n a g e r w i l l 

t a k e a h i g h e r o w n e r s h i p o f t h e p r o p e r t y a n d 

a h i g h e r l e v e l o f a c c o u n t a b i l i t y . " 

T h e d i s a d v a n t a g e t o h a v i n g s t r i c t l y o n -

s i te e m p l o y e e s is t h a t a c o n t r a c t o r m a y b e 

s a c r i f i c i n g s o m e o f h i s o r h e r a l l -s tars b e c a u s e 

t h o s e a r e t h e p e o p l e w h o a r e b e i n g p r o -

m o t e d t o s i t e m a n a g e r p o s i t i o n s , F o l e y s a i d . 

W h i l e F o l e y r o t a t e s s i t e m a n a g e r s i n t o 

d i f f e r e n t p o s i t i o n s e v e r y t h r e e y e a r s t o k e e p 

t h e m f r o m g e t t i n g " s t a l e , " S o u s a d o e s n ' t 

h a v e a l i m i t o n h o w l o n g t h e s i t e m a n a g e r s 

s t a y o n a p r o p e r t y b e c a u s e o f t h e r e l a t i o n -

s h i p a l r e a d y b u i l t w i t h t h e c l i e n t , b u t h e 

d o e s r o t a t e t h e r e s t o f t h e s i t e s t a f f e v e r y 

t h r e e m o n t h s s o t h e y d o n ' t b e c o m e c o m p l a -

c e n t o r f e e l s e p a r a t e d f r o m t h e c o m p a n y . 

T h e s i t e m a n a g e r p o s i t i o n , F o l e y p o i n t e d 

o u t , i s n ' t f o r e v e r y o n e . T h e r i g h t c a n d i d a t e 

s h o u l d h a v e s t r u c t u r e a n d o r g a n i z a t i o n . 

" S i t e m a n a g e r s n e e d t o b e c o n f i d e n t 

e n o u g h t o d o t h e w o r k o n t h e i r o w n , " F o l e y 

e x p l a i n e d . " P e o p l e w h o c a n ' t f u n c t i o n w i t h -

o u t d a i l y c a m a r a d e r i e a r e n o t g o o d s i t e 

m a n a g e r c a n d i d a t e s . " 

T h e m a i n d i f f i c u l t y w i t h e x p a n d i n g o n -

s i t e s e r v i c e s , a c c o r d i n g t o F o l e y a n d S o u s a , 

is t h e l a c k o f g o o d e m p l o y e e s . 

" Y o u a l w a y s n e e d t o g e t t h e p e o p l e first 

a n d t h e n sel l t h e w o r k w h i l e t h e y a r e i n 

t r a i n i n g - n o t t h e o t h e r w a y a r o u n d , " S o u s a 

s t a t e d . " B e f o r e w e e x p a n d o u r o n - s i t e w o r k , 

w e n e e d t o find m o r e g o o d p e o p l e . " D ! 

The author is Assistant Editor at Lawn & 
Landscape magazine. Check us out online: www.lqwnqndlai idscqpe.com 

http://www.landscapingcolumbus.com
mailto:grnscp@aol.com
mailto:humanresources@marders.com
http://www.marders.com
mailto:Neil@ErosionControlTech.com
http://www.lqwnqndlaiidscqpe.com


HOW WE DO I I 

MANAGING 
THE H2-B PROGRAM 
AS A N O W N E R o f a c o m m e r -

cial and residential landscape 

management and maintenance 

company for more than 10 

years in Austin, Texas, we 

know the labor concerns o f the 

green industry first hand. As 

business owners, we have felt 

the pressures o f ensuring that 

our labor force was legal, in 

place and with valid social se-

curity numbers. 

W e have had our own labor 

shortages and needed to find a 

solution as well as improve our 

employee turnover rate. W e 

employed laborers with docu-

ments that enabled us to fill 

out 1-9 forms, thus we felt cer-

tain that we had a legal 

workforce. T h e Immigrat ion 

Naturalization Service told us 

otherwise. W e quickly realized 

we had to find a solution. W e 

discovered the H 2 - B program 

and have successfully utilized it 

within our company for five 

consecutive years. Although 

complicated, bureaucratic and 

t ime consuming, we discovered 

a solution. 

T h e H 2 - B program 

allows us to recruit in-

dividuals from Mexico 

to work for what we 

can establish as our 

peak season. In the 

past, we found that we 

needed additional la-

borers from March 

through the middle o f 

December . M o s t o f our 

laborers want to return 

to Mexico for the 

Christmas holidays and 

are not ready to return until 

early spring. As a landscape 

contractor , that works great for 

us. From the Christmas season 

through February we are able 

to perform our contracted 

work with our full-t ime labor-

ers and do not feel the finan-

cial strain o f excess employees. 

N o only does this program al-

low us to employ legal laborers, 

it does not require that we em-

ploy them longer than 10 

months o f the year. T h e H 2 - B 

program is perfect for our busi-

ness. 

Soon , our business associ-

ates and competi t ion heard o f 

our labor solution and asked 

that we assist them in this en-

deavor. W i t h this, we started 

Foley Enterprises and have ob-

tained work visas for not only 

our own company but for 

many others. Any labor-ori-

ented industry with a seasonal 

need is eligible for H 2 - B visas. 

So little is known about this 

program that during our first 

year with work visas, the I N S 

5 Keys to Success 
1 «Allows you to employ legal laborers 

2 « Workers employed March to December 

3« Acts as a torm of labor insurance 

4 . No housing requirements to worry about 

5« Contractor must pay prevailing wages 

picked up one o f our 

landscape crews even 

though they had all 

o f their appropriate 

paperwork on 

them. W e 

then went to 

the station 

and informed 

the I N S agents they had incor-

rectly detained our employees. 

T h i s type o f visa was unfamil-

iar even to them. T h e y realized 

their mistake and quickly re-

leased our employees with an 

apology to our firm. 

D u e to the program's lack 

o f exposure in the industry, 

many contractors are confused 

by it or doubtful that it works. 

M a n y potential clients have 

gone to an immigration lawyer 

for a second opinion. T h e law-

yer, out o f his or her unaware-

ness o f the program, advised 

them that it couldn' t be done. 

M a n y clients are simply afraid 

o f being duped or that they 

somehow will divulge informa-

tion that could c o m e back to 

haunt them. 

W i t h the 

economy as it is 

now, the lack o f 

available labor is a 

frightening situa-

t ion. T h e I N S 

knows this and is 

ready to take action 

against any c o m -

pany hiring illegal 

laborers. T h e H 2 - B 

program is like a 

form o f labor insur-

ance. You can sleep 

at night knowing the 

next day's work can be 

completed without inter-

ruption. 

T h i s program allows con-

tractors to have legal, tempo-

rarily immigrant laborers for 

up to 10 months o f the year. 

W h e n the visa expires, the 

worker is required to return to 

their home but can return to 

the U . S . the next year i f the 

employee should be re-certi-

fied. I N S will not simply re-

new the visas but has to evalu-

ate the employing company's 

needs each year. 

T h e visas cost $ 7 5 0 each 

when purchasing three to 10, 

and $ 7 0 0 when purchasing 11 

to 2 0 . T h e cost decreases $ 5 0 

for every 2 0 visas bought. T h i s 

amount can be divided into 

three payments. Also, there are 

no housing requirements to 

worry about with this visa. T h e 

contractor does, however, have 

to pay prevailing wages, which 

are set by the U . S . Depar tment 

o f Labor and are based on 

what the industry as a whole is 

paying its laborers. 

T h e process is not an im-

mediate solution and can take 

up to 1 2 0 days to produce vi-

sas. Contractors considering 

using the H 2 - B program 

should begin this process as 

early as November to be as-

sured certification for the end 

o f February the following year. 

- Terry Foley IB 

The author is with Foley Enter-
prises, Austin, Texas. 
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Tacoma. 
The Tacoma knows the meaning of hard work. And working hard. With the 

T h e truck that 
highest standard payload of any truck in its class,* the Tacoma stands ready to do just 

mirrors your work ethic. 
about any job that comes its way. And isn't that a true reflection of yourself? 

Tacoma • Fleet 

TOYOTA 

1 - o O O - G O - T O Y O T A • w w w . t o y o t a . c o m 

© 1 9 9 8 Toyota Motor Sales, U.S.A., Inc. Buckle Up! Do it for those who love you. * Based on comparison of base 5-speed, regular-cab models. 

http://www.toyota.com


Today's professional grounds manager spends a lot of time thinking about his turf. 

New ways to oversee water management. New solutions to pest and weed control. 

New products that enhance field safety and payability. At Hunter we offer turf managers 

the widest range of irrigation solutions for parks, sports fields and all public areas. 

YourTurf, Your Job, Your Choice of Systems 

• • 1 

Hunter rotors lead the industry in reliability and safety standards, and the new, 

expandable Hunter ICC Controller is the key component in an advanced water 

management system. It's your field, your job -

choose Hunter as your system. 

Hunter 
Hunter ICC Controller, 1CV Valve, 1-20 Ultra, 
1-25 Plus and 1-40 Rotors. 

T h e I r r igat ion I n n o v a t o r s 
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