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IF YOU THINK RI 
CUTS GRASS WELL, 
YOU SI IOULD SEE IT CUT TIME. 

m Why choose between cutting quality and speed? 

^ ^ The Toro Z Master Mid-Mount Z R T gives you both. 

With other mowers, cut grass Hows from one cutting 

chamber to another before its discharged. So you have to slow down to avoid clumping. 

But the unique Toro Super Mow System deck is more efficient in three ways: the grass is 

only cut once, not in each chamber; there is a separate channel for discharging clippings; and 

the discharge chute is extra wide. All giving you a 

great cut at a faster pace. To learn more, see your 

Toro landscape contractor equipment dealer. 

Or visit us as www.toro.com. 

T n n n , T ' S A B 0 U T 

i u k u p r o d u c t i v i t y 
- - 7 < 4 
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USE READER SERVICE # 7 4 
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Reaching more than 71,000 subscribers monthly 

COVER STORY 

100 Steps to Success 
100 of the most successful and 

innovative companies in the 

industry have shared their 

business philosophies in our cover stories -

here are some of their ideas 38 
FEATURES 

www.lawnandlandscape.com 

Pursuing Perfection 
Spending quality time on 

maintenance jobs can 

ensure satisfied customers 

and flawless 

properties 69 

Regulating 
Growth 
As plant growth regulator use becomes 

more widespread, contractors need to understand 

what types of products are on the market 

and how they can be used correctly as 

beneficial management tools 4 8 

Under 
Cover 
Ornamental ground 

covers are low-

maintenance turf 

alternatives that 

disguise soil with 

color and 

texture.. 5 8 

Managing 
Major Equipment 

Large machines require a lot of 

thought, whether acquiring 

them, using them or 

caring for them. 7 4 

Words of Wisdom 
Industry experts offer their top 10 tips for 

irrigation success 82 

Business 
Strategies BUSINESS 

STRATEGIES 
CONFERENC 

Do you want to improve your company's bottom-line 

performance? If so, make plans to attend the Lawn & 

Landscape Business Strategies Conference: Financial 

Management For Your Company, October 8-10,2000, in 

Chicago. For complete registration and program 

information, turn to page 5 9 
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www.iawnandlandscape.com 
This month's features, plus exclusive online stones, industry databases and more are online at www.lawnandlandscape.com. 

ONLINE APPAREL 
STORE OPENS 

Crewmembers 

represent 

your 

company at 

the office or 

in the field, 

so it is 

important for them to look their best on 

the job. Now, employees easily can 

dress in coordinated attire to showcase 

your company's professional image. 

The new online apparel store - Lawn & 

Landscape Outfitter - features T-shirts, 

sweatshirts, denim shirts, jackets and 

more that can be embroidered with 

your company logo. 

Start your professional shopping spree 

at Lawn & Landscape Outfitter at 

www. lawnandlandscape. com/ 

outfitter, asp. 

Weekly Features 
Plant of t h e Month August fea-
tures Strobilanthes, a plant with 
clusters of tubular or funnel-shaped, 
two-lipped flowers, in this online 
exclusive by Barbara Ellis. 
Novartis TechNotes - Secure 
weekly tips, soil temperatures from 
around the U.S., bug activity maps, 
growing degree days and more in 
this weekly feature. 
GreenSearch PeopleSmarts -
"Is Your Company Growing Faster 
Than Your Managers?" is the topic 
of this month's GreenSearch feature. 
ALCA Driver Safety Toolbox 
Talks - Look for tips on dealing 
with flashing yellow lights and 
fighting driver fatigue. 
Find these features at 
www. lawnandlandscape. com/ 
weeklyindex.asp. 

Exclusive Online 
Features For August: 
The green industry's premier Web site introduces the following features in August: 

Organic Landscaping - Borrow some basics on implementing an organic land-

scaping program. 

Landscaping At Disneyland - See what goes into managing the park's incredible 

outdoor plant displays. 

Developing Successful Relation-

ships wi th H o m e o w n e r Associa-

t ions - Learn key practices to 

consider when dealing with home-

owner associations. 

C o n t r a c t o r Profile - This month's 

profile will feature a Bakersfield, Calif, 

company with more than 40 years of landscape experience. 

ONLINE Contents 
Check the following links to discover the tools available on Lawn & Landscape Online 
that will help you grow your business and stay on top of the latest industry news: 

Dally N e w s Catch the latest industry news each day. 
www. lawnandlandscape. com/news. asp 

E - n e w s l e t t e r Receive breaking industry news in your e-mail inbox. 
www. lawnandlandscape. com/signup. asp 

L&L Online L a w n S t o r e - Locate the best resources to help your business grow. 
www. lawnandlandscape. com/la wnstore. asp 

Bullet in B o a r d s - Check with fellow industry professionals about issues affecting 
your business, www.lawnandlandscape.com/bullframe.asp 

Online M a r k e t p l a c e - Obtain contact information and the latest products from 
industry suppliers, www.lawnandlandscape.com/marketplace.asp 

W e e k l y Poll - Vote on industry-related topics and compare your answers with others, 
www. lawnandlandscape. com 

E v e n t s C a l e n d a r - Find industry events across the country, 
www. lawnandlandscape. com/calendar. asp 

Please e-mail your comments to shunsberger@lawnandlandscape.com. Enjoy your visit 
to Lawn & Landscape Online! Lawn & Landscape Online is: Bill Cox. general manager. 
GIEMedia.Com (bcox@lawnandlandscape.com) and Scott Hunsberger. internet editor 
(shunsberger@lawnandlandscape. com). 

http://www.iawnandlandscape.com
http://www.lawnandlandscape.com
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http://www.lawnandlandscape.com/marketplace.asp
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C H O I « C U T S 
(USDC APPROVED) 

Kawasaki 
GO AHEAD, FEEL FREE TO CHOOSE 

Now more than ever you need to keep your options open as to what equipment you use and how much 
it costs you. Dixie Chopper can help by giving you the freedom of choice. Take your pick of a 42" or 50" 
cut with a 19 horsepower Kawasaki engine, the price is the same. All Dixie Chopper machines have a 
lifetime warranty on the frame and front caster bearings along with an available five year extended drive 
train warranty. You also get our promise of being the best mower available for the combination of Price, 
Performance, and Reliability, along with our 30 day money back guarantee. If within 30 days of purchas-
ing your new Dixie Chopper you find another machine of equal cut and horsepower that will outperform 
your Dixie Chopper for production mowing, we'll gladly refund your money. 

n / u i r n u n n o s o 
U l A l L . U l i u i l i - l i 

The World's Fastest Lawn Mower 
www.dixiechopper.com 

800-233-7596 

Kawasaki is a registered trademark of Kawasaki Motor Corp. Dixie Chopper is a registered trademark of Magic Circle Corporation and may 
not be used without permission. Pricing shown above is for models LX1901-42 and X1901-50 only. Model X1901-50 pictured. Extended 
drive train warranty available at additional cost. Prices subject to change without notice. Copyright 1999. All rights reserved. 

http://www.dixiechopper.com


Just a pine of the active ingredient DeltaGard® keeps every yard 

D e l t a K l 

in the town insect free. And there's no magic involved. Only science. DeltaGard' brand 

deltamethrin is the world's most active pyrethroid, which means it effectively 

controls a broad spectrum of insects at some of the lowest concentrations on 

the planet. Something that will make your customers very happy. 

To keep lawns and ornamentals free from ants, fleas, ticks and more than 50 other insect species, 

simply spray water based DeltaGard' T&O 5SC Insecticide at between 0.03 and 0.08 lb ai/A. That's so low 

only the insects will know it's there. 



Increase the dose, 0.08 to 0.13 lb ai/A and stop chinch bugs, adult billbugs and other hard to control 

species dead in their tracks. 

Need granules? DeltaGard T&O Granular Insecticide is in a class by itself. Low dose, water soluble 

and very low odor, it controls a broad spectrum of insects (including chinch bugs and fire ants) in 

lawns, flower beds and interior plantscapes, and around perimeters and ornamentals. Depending on 

conditions, it provides a long residual. 

As you see, it doesn't take much to keep Happy Valley, or your customers, happy. Just a little 

DeltaGard. Anything more is a whole lot less. Pest control everyone can feel good about. 

USE READER SERVICE # 9 6 

Aventis Environmental Science USA LP I Chipco Professional Products / 95 Chestnut Ridge Road I Montvale. NJ 07645 / 201-307-9700 
Remember to read and follow label directions carefully. DeltaGard is a registered trademark of the Aventis Group. © 2000 Aventis. 

DeltaGard T&O 
G R A N U L A R INSECTICIDE 



What Will 
Be Next? 

"If you're not part of the solution 

then you 're part of the problem. " 

- Martin Luther King Jr. 

I 've had quite a few conversations over the last month with various lawn care 

operators, manufacturer representatives, distributors and other industry 

personnel about the fate that befell chlorpyrifos (marketed by Dow 

AgroSciences as Dursban). 

For those of you who haven't heard by now, Dursban won't be available 
for lawn care applications under terms of an arrangement between Dow 
AgroSciences and the U.S. Environmental Protection Agency (EPA). In real-
ity, the term "agreement" is a bit of a stretch because the EPA didn't offer 
many options to Dow AgroSciences. 

What concerns me about the developments with Dursban is what this 
means for the industry going forward. The EPA will likely be emboldened by 
its success in this instance and the scads of praise it received from various 
media outlets for "saving children" and "protecting the environment." In fact, 
just a few days after the Dursban story moved off the front pages of newspa-
pers the EPA attacked atrazine, saying it's likely that the herbicide causes 
cancer. Now Novartis is scrambling to dispute the EPA's claims about one of 
its products, just as Dow AgroSciences did to little avail. Other possible 
victims in waiting include diazinon and malathion. 

But, regardless of the manufacturer and the product, one constant remains 
- a lack of defense from the professional end users. This industry did not come 
to its own defense as the Dursban issue escalated. Yes, contractors wrote 
letters to government officials, but with little effect. There was no wide-

spread concern or effort to mobilize the industry into one voice. 
Should we continue with this "it's not my problem" attitude, 

more pesticides will be lost. A recent survey by the Professional 
Lawn Care Association of America found that only 24 percent 
of its members encountered customer concerns or complaints 
regarding chlorpyrifos, and those likely stemmed from pub-
licity as opposed to unprompted concern. 

The industry's enemy isn't the general public. They don't 
know enough about the products we use to decide whether 
or not they should worry. We are battling a government 

agency driven to garner as much popularity and as many 
votes as possible, and that may come at the expense of small, 

quiet, non-responsive industries. If that's the case, then we should 
all start wondering what product we'll lose next. IS 
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Only a Month Lease 

Fully Loaded With Body! 
Introducing landscape trucks so 
advanced, so driver friendly—and 
so quiet—they deliver innovation 
at every turn: the Bering LD Series. 

Standard Features Include: 
• 6-Cylinder Detroit Diesel Engine 
• Allison Automatic Transmission 
• Air Conditioning 
• AM/FM Cassette Radio 
• Driver Suspension Seat 
• Power Windows/Power Door Locks 
• Cruise Control 
• Fog Lights 
• Fleated Mirrors 
• Extended Cab—8 Inches of Extra 

Behind-The-Seat Storage 

For the dealer nearest you, more 
details and a special $50 service 
discount offer, call 1-88&9-BERING. 
But hurry! Offer ends soon. 

Other body types available 

O AlllSOn BERING 
Transmission hhmc i« i kbv ic i s -

Unconverrtional. Uncompromising. 

1-888-9-BERING www.beringtruck.com 

"Price may vary slightly depending upon dealer location. See dealer for details. Terms: $399/month for 48 months, excluding taxes, registration 
and fees for a Bering MY2000 Model LD15 with a landscape body. A $495 non-refundable set-up fee. plus security deposit and first monthly 
lease charge due from customer at lease inception. Standard credit review processes apply. Offer good through September 30. 2000. 
Customers are responsible for excess mileage, wear and tear. Limit five units per customer. Terms subject to change. 

USE READER SERVICE # 3 0 

http://www.beringtruck.com


CLIMATE CONDITIONS 

Heatwave 
Most landscape contractors are familiar 
with the U.S. Department of Agriculture's 
Plant Hardiness Zone Map. By using 
the map to find the zone in which they 
live, contractors can determine what 
plants will winter over and survive. 

But cold isn't the only factor deter-
mining whether plants will thrive. Par-
ticularly during drought, heat can seri-
ously impact plants. 

The effects of heat damage are more 
subtle than those of extreme cold, which 
will kill a plant instantly. Heat damage 
first can appear in many different parts 
of the plant: Flower buds might wither, 
leaves might droop or become more at-
tractive to insects, chlorophyll might 
disappear so that leaves appear white 
or brown, or roots may cease growing. 
Plant death from heat is slow and linger-
ing. The plant might survive in a stunted 
or chlorotic state for several years. When 
dessication reaches a certain degree, 
growth enzymes deactivate and the 
plant dies. 

The American Horticultural Society 
(AHS) Heat-Zone Map can help contrac-

(continued on page 13) 

ch of the nation's 

MAINTAINED BY 
LANDSCAPE CONTRACTORS 
MAINTAINED BY 
LANDSCAPE CONTRACTORS 

AVERAGE 
ACRES 

Single Family Homes 110 acres 

Multi-family Structures 32 acres 

Commercial/Industrial Facilities 101 acres 

Government/Institutional Facilities 85 acres 

TOTAL 328 acres 

Acres that Include 
Chemical Applications 134 acres 

green acres are landscape 

contractors responsible 

for maintaining? 

According to a Sep-
tember 1999 Research 
USA survey conducted by 
Lawn & Landscape maga-
zine, 33.53 percent of the 
acres landscape contrac- Credit: Research USA September 1999 

tors maintain are residential, with commercial/industrial facilities not far behind 
at 30.79 percent. 

The green surrounding government/institutional facilities occupy 25.91 per-
cent of contractors' time, and only 9.75 percent of the area maintained by contractors 
are around multi-family structures. 

Among those 328 U.S. acres, approximately 40.85 
percent are treated with chemical applications. 

INDUSTRY NEWS 

Pesticide 
Bans Continue 
MARIETTA, Ga. - The U.S. Senate agreed to ban preventive 
applications of certain pesticides to areas owned or managed 
by the Department of Defense that may be used by children, including 

parks, base housing, recre-
ation centers, playgrounds or 
daycare facilities. 

Not naming specific pesti-
cides is a condition of the ban, 
which was approved by an 
84-14 vote and included in an 
amendment to the FY 2001 De-
partment of Defense appro-
priations bill (H.R. 4576). In-
stead, the bill contains a state-
ment that reads banned pesti-
cides include "those contain-
ing a known or probably car-
cinogen or an acute nerve toxin 
and those of organophos-
phate, carbamate or orga-

(continued on page 23) 

In September, EPA 

will welcome 

feedback from 

industry profes-

sionals on how 

pesticides should be 

limited. Illustra-

tion: Mark Harvey 

Credit: American Horticulture Society 



KEEP UP TO DATE! 
SUBSCRIBE TO 1AM & lANDSCAPEimV. 

u -

The leading 
management 
magazine 
serving the 
professional 
landscape 
contracting 
marketplace. 

Lawn̂LandsGape 
• Free one-year subscription to qualified contractors. 

U.S. subscriptions only. 
• North America* 1 Year $35.00 
• South America, Europe* 1 Year $98.00 
• Other International* 1 Year $218.00 
'Payment must be in U.S. currency and drawn on a U.S. bank 

•Check Enclosed 
• MCA/ISA • Amex • Novus/Discover 

This section must be completed to process your subscription 

Exp. Signature. 
(prepayment required) 

Date 

E-mail Address 

Name 

Title 

Phone_ Fax_ 

Company. 

Address, 

City State Zip, 

1 . What is your primary business 
at this location? (choose one) 

I.C0NTRACT0R or SERVICES 
• 1. Landscape Contractor 

(maintenance & installation) 
• 2 . Chemical Lawn Care Company 

(excluding mowing maintenance 
service) 

• 3 . Lawn Maintenance Contractor 
• 4 . Ornamental Shrub & Tree Service 
• 5 . Irrigation Contractor 
• 6 . Landscape Architect 
• 7 . Other Contract Services (please 

describe) 

II.IN-HOUSE LAWN/CARE 
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: 
• I.Extension Agent (Federal, State, 

County, City, Regulatory Aaency) 
•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 

member 
•Scientist, Researcher 
•Company, Library copy only 
•Other (please specify) 

8/00 

FINE-TUNE YOUR BUSINESS MANAGEMENT SKILLS. 
SUBSCRIBE TO 

INTERIOR BUSINESS 
TODAY! 

Interior 
Business... for 
landscape 
professionals. 
Brought to 
you by 
Lawn& 
Landscape. 

• Free one-year subscription to professional interior 
landscape contractors. U.S. subscriptions only. 
• North America* 1 Year $15.00 
• South America, Europe* 1 Year $35.00 
• Other International* 1 Year $100.00 
'Payment must be in U.S. currency and drawn on a U.S. bank 

•Check Enclosed 

• MCA/ISA • Amex • Novus/Discover 

Exp. Signature (prepayment required) 

Date 

E-mail Address 

Name 

Title 

This section must be completed to process your subscription 

1 . What is your primary business 
at this location? (choose one) 

I.C0NTRACT0R SERVICES 
• 1 . Interior Landscape Contractor 

(maintenance & installation) 
• 2 . Interior Landscape Contractor 

(installation only) 
• 3 . Interior Landscape Contractor 

(maintenance only) 
• 4 . Interior Landscape Design 
• 5 . In-house Interior Contractor 
• 6 . Grower 
•7.0ther Contract Services 
(please describe) 

Phone_ Fax_ 

Company, 

Address. 

City 

III.DISTRIBUTOR/ 
MANUFACTURER 
• 1. Dealer a2. Distributor 
• 3 . Formulator Q4. Manufacturer 

IV. OTHERS ALLIED 
TO THE FIELD: 
• 1.School, College. University 
• 2.Trade Association, Library 
•3.0thers (please describe) 

2 . What best describes 
your title? 

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

• Manager, Director, 
Supervisor 

• Horticulturist 
•Service Personnel, 

Technician, Crew member 
•Scientist, Researcher 
•Company, Library copy only 
• Other (please specify) 
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(continued from page 10) 

tors choose the appropriate plants for their 
zone based on heat. To use the map, contrac-
tors locate their town or city. Twelve map 
zones indicate the average number of days 
each year that a region experiences heat days 
- temperatures over 86 degrees Fahrenheit, 
the point at which plants begin to suffer 
physiological heat damage. 

The zones range from Zone 1 (less than one 
heat day) to Zone 12 (more than 210 heat days). 

The AHS Plant Heat-Zone Map ratings 
assume that adequate water is supplied to 
plant roots all times. Lack of water, even for a 
brief period in a plant's life, distorts the accu-
racy of the zone coding. 

Other factors, such as lack of oxygen, lack 
of or excessive light, day length, soil pH and 
insufficient nutrients, also can cause plant 
stress and skew the heat zone rating. 

For more information on the AHS Heat-
Zone Map, call 800/777-7931 or visit 
www.ahs.org. - AHS (continued on page 16) 

A U G . 1 1 - 1 2 Walker Mowers Family Reunion, Fort Collins, Colo. 
Contact: 877/925-5375. 
A U G . 1 2 Ohio Landscapers Association Landscape Facilities Tour, 
Novelty and Hinckley, Ohio. Contact: 440/717-0002. 
A U G . 1 3 - 1 5 Missouri Landscape and Nursery Association/KAN 
Joint Meeting and Trade Show, Kansas City, Mo. Contact: 816/369-3115. 
A U G . 1 4 - 1 6 Florida Turfgrass Association Conference and Show: 
Turfgrass 2000, Gainesville, Fla. Contact: 800/882-6721. 
A U G . 1 6 Virginia Nursery & Landscape Association Horticultural 
Field Day, Midlothian, Va. Contact: 540/382-0943. 
A U G . 1 8 - 2 1 Texas Association of Nurserymen Nursery/Landscape 
Expo, Houston, Texas. Contact: 512/280-5182. 
A U G . 1 9 Illinois Landscape Contractors Association Certified 
Landscape Technician Exterior Exam, Joliet, 111. Contact: 630/472-2851. 
A U G . 2 0 Certified Professional Landscape & Certified Landscape 
Technician Interior Exams, Houston, Texas. Contact: 800/395-2522. 
A U G . 2 3 Michigan Turfgrass Field Day, Lansing, Mich. Contact: 
517/321-1660. 
A U G . 2 5 Certified Landscape Technician Exterior Exam, Wooster, 
Ohio. Contact: 330/264-3911. 

TO ENSURE 
that your 

meeting date is 

published, send 

an announce-

ment at least 12 

weeks in 

advance to 

Lawn & Land-

scape Calendar, 

4012 Bridge Ave., 

Cleveland, 

OH 44113. 

T E M P O R A R Y / S E A S O N A L 
L A B O R V I S A S 

/ % /§ 
We Specialize in Work Permits for the: 

• Green Industry 
• Construction Industry 
• Hotel/ Resort Golf Course 

Mark your calendars for September/October, 2000 to begin the process for 2001! 

Receive work visas for your peak season and have a loyal, productive labor force that you 
personally choose! Every day you delay shortens the duration of your visa! 

Call now for information packet and a quote. 

Join us in our sixth year of obtaining and maintaining a legal work force. You can trust that our 
experience and motivation is sincere and our customer service is unbeatable! 

r / s-r , . <UollrJrcc (888) 623 728S 

C5 folep GLnterpnses Au!lm (S,2)2S2 s237 
Qf^our labor solution for the millennium and heron J -<fax (S12)282 0qS8 

* Other Industries are also eligible for this type of work permit...call us now to find out if your company is eligible. 

http://www.ahs.org


It's called "Maximum Effort" — giving everything you've got... 

and then some. We call it Echo Pro Performance! 

Inside every Echo power tool beats our world-class, two-stroke 

engine, delivering maximum performance and reliability when 

you need it most — every hard-working day 

Built by the team that knows exactly what professionals 

need: quality, durability and power. 

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

The Pro Performante Team™ 
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INDUSTRY NEWS 

Growth Initiative 
Gains Funding 
LA COSTA, Calif. — The Interior Growth 
Initiative Task Force, the Associated Land-
scape Contractors of America (ALCA) effort 
to grow the interiorscape industry, received 
its initial funding in two statements. 

First, ALCA pledged to provide the Task 
Force with $75,000 a year for the next three 
years. Then 11 members of ALCA's Interior 
Landscape Council and three other contribu-
tors made commitments of $28,533 per year 
for the next three years. 

Before securing the ALCA and individual 
commitments, Dick Ott, Task Force chair-
man, outlined a five-year-plan to ensure a 
successful program. Implementation of the 
program will not begin until the Task Force 
secures $250,000 in annual commitments for 
a three-year period. 

"If we are going to do this, we need to do 
this right, and that means more than just a 

Cto-tfo^jJ'Ajlj 
C&S Turf Care Equipment - www.csturfequip.com 
JRCO www.jrcoinc.com 
The Ohio Lawn Care Association • www.ohiolawncare.org 
Atlantic Landscape Co. - www.lawnboys.com 
Westheffer Co. - www.westheffer.com 
Green Meadows Landscape Contractors www.greenmeadowsinc.com 
Environmental Design Landscape Contractors - www.envirodesign.on.ca 
To announce a new Web site, e-mail nwisniewski@lawnandlandscape.com. 

one-year effort," Ott noted. "\ hope we'll 
have the funding commitments in place by 
Jan. 1, 2001, and I fully expect we'll exceed 
our minimum goal of $250,000." 

The plan calls for extensive public rela-
tions efforts, focusing on how plants help 
business owners, property managers and 
other potential customers, targeted at the 
key customer groups identified in the Task 
Force's April research. 

INDUSTRY NEWS 

MTD Acquires 
Ryobi Outdoor 
CLEVELAND, Ohio - MTD Products an-
nounced the acquisition of a manufacturer of 
commercial and consumer hand-held prod-
ucts in a move to its position in both markets. 
The acquisition of Ryobi North America 

(continued on page 18) 

HOLEY MOLEY 
Hydro Tools 

create PROFIT for you! 

HydroPlanter™ HP1000 

HydroPlanter™ 
Quickly plant annuals, perennials, ground cover and bulbs. Also plant 
one- and two-gallon containers. Eliminates tilling and saves time and 
labor. Waters where it counts - at the roots. Two models available. 

HydroDigger™ Post Hole Digger 
Fast and easy. Use for post and fence 
installation; post, shrub and tree 
removal; aeration; root feeding; and 
vertical mulching. Dig a 4-foot hole in 
40 seconds. Two models available. 

Holey Moley Hydro Tools™ hook up to 
your garden hose or portable water 
source. Only 15 psi pressure required. 

Visit our website at www.holey-moley.com 
for more information 

For more information, contact: S n a k e R i v e r Too l C o m p a n y 
P.O. Box 732 Lewiston, Idaho 83501 1.877.372.7782 Fax 1.208.743.5371 

ADDMOREITO 

YOUR BOTTOM LINE 
DECK • DOCK • PATIO & GARDEN LIGHTING 

MORE MODELS TO CHOOSE FROM 

Designed by Experienced Landscaper 
Cast Aluminum Body, Copper Vein Color, 
5 year warranty. Contact us for a catalog 

at 8 8 8 - 6 3 6 - 2 2 7 7 or on the Web at 
www.northoaksinc.com 

N°Kntes 
Lighting Your World 
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SOMETIMES YOU'VE GOT TO 
CHANGE YOUR NAME, IF YOU'RE 

GOING TO PLAY THE GAME. 

FLORISTS' MUTUAL IS CHANGING ITS NAME TO FMI. 
If your name doesn't describe what you do and how you approach your business, it's time to make a 
change. Today, the time has come for Florists' Mutual. When we founded our company more than a 
century ago, our name described us perfectly. But we've grown and changed since those early days. 
Today we still provide superior service to florists of all kinds, but we also serve landscape contractors, 
interior landscapers, growers, nurseries, garden centers—the entire horticultural industry. 

STARTING TODAY, IT'S A BRAND NEW BALLGAME. 
It's a new game, a bigger game, a better game. So we've changed our name. What hasn't 
changed, of course, is our commitment to meeting and exceeding the needs of each and 
every one of our customers. And we think you'll agree, that's a winning idea. 
Call 1-800-851-7740 or visit us on the web at www.fmi-insurance.com. 

FMI 
INSURANCE SPECIALISTS FOR THE H0R11CULTURAL INDUSTRY' S I N C E 1 8 8 7 

http://www.fmi-insurance.com


Shop Online! 
Lawn & Landscape's OnlineSlore is the 
place to go for your online shopping. 

• Books - from Lawn & Landscape 
and Industry Consultants Phil Nilsson 

and Jim Paluch 

• Computer Software - from drafix.com, 

Lawn AAonkey and Sensible Software 

• Videos and More! 

www.lawnandlandscape.com 

ARE YOU READY TO GROW 
YOUR BUSINESS? 

Join forces with the best known name in lawn care. 

Franchise Territories Now Available! 
• Strong brand awareness with Scotts products 
• Effective sales/marketing programs 
• Complete training and support 
• Exclusive territories 
• Financing available 

Scotts 
LawnService 

For a FREE OPPORTUNITY KIT call. 
937 /644 -7297 

Scotts LawnService 
14111 Scotts Lawn Road • Marysville, OH 43041 

www.scottslawnservice.com 

(continued from page 16) 
Outdoor Products adds more than 20 new string trimmers, blowers 
and hedge trimmers to MTD's product line. 

MTD declined to comment, but Ryobi's four-cycle engine technol-
ogy could become valuable as the industry moves toward U.S. Envi-
ronmental Protection Agency and California Air Resources Board 
engine emission regulations. The acquisition gives MTD the Ryobi 
brand name for outdoor products in North, Central and South America. 

Combining legislation and lawn care, industry players who 
attended Professional Lawn Care Association of 
A m e r i c a ' s 11th annual Legislative Day on the Hill in Washing-
ton, D.C., confronted small business issues and expressed 
"green" concerns during congressional appointments while 
networking with other landscape professionals. 

"We're training an army the slow way to be mobilized on 
legislative issues," said Tom Delaney, PLCAA executive vice 
president. "Day on the Hill is a total educational process for 
landscape contractors as citizens, people from particular states 
and people from an industry. They are seeing things on a 
national, state and local level all together." 

Speakers and sessions during the July 24-25 event highlighted 
hot-button legislation, and attendees generated a proactive, 
visual impact to build relationships in the political community 
and spark regulatory change, Delaney said. "Congressman David 
Hobson [R-Ohio] told attendees the way lobbying is done - not 
by sending e-mails or form letters," he added. "Legislators hardly 
pay attention to them." He said a personal appearance is a more 
effective way to lobby an issue. 

Attendees discussed and reacted to comments stemming 
from pesticide use issues heated by the Regulatory Fairness and 
Openness Act of 1999 H.R. 1592. Delaney commented that 
PLCAA members were appalled by the "misinterpretation and 
misinformation that can be given to the Senate to vote on." Many 
legislators question the safety of certain pesticide use near 
children, but these claims are not founded on sound scientific 
data, Delaney stressed. 

Attendees also donated their time and expertise by building 
on previous landscape enhancements at Arlington Cemetery and 
lending their talents in tree care and lime application at the 
Congressional Cemetery, Delaney noted. Despite wet weather 
conditions, more than 80 participants donated their expertise to 
the cause, he added. 

"Instead of making money," Delaney said, "contractors take 
this day to donate time, people and equipment." - Kristen 
Hampshire 

http://www.lawnandlandscape.com
http://www.scottslawnservice.com


CORRECTIONS 
The features listed for Lawn Monkey Software's products for the lawn and landscape industry 
in the Computer Software Buyers' Guide in the May issue of Lawn & Landscape should have 
included job costing. 

Bob Ottley, owner of One Step Tree & Lawncare, will not be changing his company into a 
Weed Man franchise, as was reported in our July issue, "Weed Man, Big Names Team Up." 

CLARIFICATION: In July's article about Dursban insecticide, Mike Shaw, global policy leader 
for chlorpyrifos for Dow AgroSciences, was reported to have said the Environmental Protection 
Agency's revised risk assessment results in residual risk of cancer among chlorpyrifos users in 
and around the home. Shaw made no correlation between chlorpyrifos and cancer. 

Chlorpyrifos shows no indication of causing cancer. Animal testing shows that chlorpyrifos 
is not harmful to DNA. Tests required by the U.S. Environmental Protection Agency for 
carcinogenic, mutagenic and teratogenic activities were all negative. Chlorpyrifos is not listed 
by the EPA as a human carcinogen. 

INDUSTRY NEWS 

LESCO to Sell 
Kawasaki Brand 
CLEVELAND - LESCO announced it will 
carry Kawasaki hand-held string trimmers, 
hedge trimmers, backpack blowers and other 
equipment as its exclusive hand-held power 
equipment line. 

Unlike private labeling ventures in which 
LESCO places its name on equipment from 
other manufacturers and uses the green LESCO 
color, the Kawasaki equipment will retain its 
name brand and colors at LESCO stores. 

LESCO cited the name recognition of 
Kawasaki as the reason to forgo a private 
labeling arrangement, according to Pete Th-
ompson, senior equipment product manager 
for LESCO. "LESCO is known for manufac-
turing larger pieces of equipment - spread-
ers, sprayers, walk-behind mowers - and we 
had been private labeling for the last couple 
of years from a couple of different companies 
for our hand-held product line. When we 
went and looked at it this time, we decided not 

to do a private label and look at the brand name 
recognition that we could pull from a big house 
like Kawasaki," he said. 

"Our customers have relied on Kawasaki 
engines for their mowers and associate the 
name with high quality and dependability," 
said William Foley, chairman, president and 
chief executive officer of LESCO. 

As far as future product lines to add to 
LESCO stores, Thompson said the company 
always looks at different brands of equipment. 
He also said the decision to use a specific 
name brand of a product or to use a product 
under a private label is determined on a case-
by-case basis. 

(continued on page 20) 

ARE YOU READY TO MEET THE PRODUCTIVITY DEMANDS OF THE NEW MILLENNIUM? we are 
We can show you how to save time and 

money and increase your competitive 

edge with one compact, multi functional 

machine with attachments 

available for every job 

s i / • C ; 

j 

Phone for FREE VIDEO & INFORMATION 

Phone (918 ) 6 2 9 7 2 3 0 Fax ( 9 18 ) 4 61 0 9 9 6 

1 LOADERS* 
The world's first & best mini loader since 1981 

Web S i t e : http://www.kanga-loader.com 

11219 S. Mingo, Bixby, OK 74008 • Dealer enquir ies invited 

L A W N & LANDSCAPE AUGUST 2 0 0 0 1 9 

http://www.kanga-loader.com


U P 
INDUSTRY NEWS 

Davey Acquires 
Tree Businesses 
KENT, OHIO - Keeping with its expansion 
schedule of an average of two to four acqui-
sitions or consolidations per year, The Davey 
Tree Expert Co. announced it acquired and 
combined two Westchester County, N.Y., 
businesses to form a new Davey facility. 

The acquisition of Forester Tree Service 
and Coffin Tree Service brings Davey back 
into the Westchester County market after a 
25-year absence, according to Gordon Ober, 
vice president of personnal recruiting and 
training for Davey. 

"These are two solid companies in a prime 
tree care market in the Northeast," noted 
Ober. "The acquisition was a perfect fit." 

The new operation will offer tree and 
lawn care services, including pest manage-
ment and fertilization. Both owners of the 
acquired companies and their 15 to 18 em-
ployees joined the Davey organization as a 
result of the deals. ID 

Irritrol Systems named K r i s t ina B e r g m a n category manager. 
LasTec hired R o g e r R e w as plant manager. 
Timofhy Driscoll retired from AgrEvo Environmental Health after 

serving as president/chief executive officer for several companies in the 
specialty chemical industry for more than 30 years. 

Simplot Turf and Horticulture named Bi l l W h l t a c r e president and 
successor to Doy le J a c k l i n 

U.S. Lawns, a division of Environmental Industries Inc., promoted 
K e n n e t h Hutcheson to vice president and director of marketing. 

Robert M c D o w e l l was promoted to executive vice president and 
chief operating officer of Mitsubishi Fuso Truck of America. 

Monrovia appointed J im P o o r b a u g h to vice president and 
government and industry relations officer and Russ W o j c l k to general 
manager of the southern California nursery. 

K a r l W a r n k e and W i l l a r d Hol land were elected to The Davey Tree Expert 
Co. board of directors. 

Growth Products added R a n d y O b e r l a n d as a technical sales representatives. 

Whit acre (top), 
Driscoll 
(bottom) 

SNOWPLOW OWNERS 
FREE PARTS CATALOG! 

Discounted parts for all major brands 
of Snowplows and Salt Spreaders 

- CPW 
'Sncwpiow Tans Specialists' • Since 19SO! 

New Plows Starting @ $2100.00 

V-Box Spreaders $2895.00 

"Mini" Salt Spreaders $749.00 

Low Profile Headlight Kit $89.95 

Pro-Wing Kits $166.50 

C A L L N O W to Reserve your FREE 
copy of our 99/00 Parts Catalog 

Central Parts Warehouse 
1-800-761-1700 

Who wants to do a MillionSQUARE 
or dozens of 5000 sq. ft. lawns with ease? 

S H U ^ ^ H / A-Your worke rs ^ V _ 

C-Your c u s t o m e r s 

k B-Other owners 

^ ^ Before you give your final answer 

phone a f r iend at Perma-Green 8 0 0 . 3 4 6 . 2 0 0 1 
F\ ^ - > m or www. ride-onspreader.com 

f o r a f ree video and Owners Repor t 

Because YOUR business is not a game 
USE READER SERVICE #1 5 

PINCHERS 
• Load and Unload 

Fastest 2" and up 
Tree Planter Ever! 

SKI LANDSCAPE 
317-897-5885 

USE READER SERVICE # 1 6 
USE READER SERVICE # 8 4 ^ 

LAWN & LANDSCAPE 



THE NEXT WAVE 
IN LIQUID-COOLED 
TECHNOLOGY. 

KOHLER AEGIS 1 7 , 2 0 , 2 3 HP LIQUID-COOLED 

VERTICAL SHAFT V-TWIN ENGINES 

• ADVANCED COOLING SYSTEM 

• PEAK POWER AND TORQUE 

• FUEL EFFICIENT 

• QUIET OPERATION 

• EASY TO MAINTAIN 

KOHLER. AEGIS'23 
^O^UQUD-CÖotfD 

JFf \ i \ 

j ' 
t 

! 

TO LEARN MORE: ABOUT THE LATEST INNOVATION FROM KOHLER ENGINES, 
CALL 1-800-544-2444 EXT. EG8 
www.kohlerengines.com/aegis/turf 

KOHLER 
fâïïîïâlilfnlfi§ 

X c-

http://www.kohlerengines.com/aegis/turf


KOHLER Aegis" 
1 7 ?0 and 93 HP 

ENGINE TYPE 4-cyde, twin cylinder, V-configuration, overhead volve, liquid-cooled, 
gasoline, pressure lubricated, with oil filter, vertical shaft, aluminum 
head and crankcase with cost-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 ) 1 1 0 ( 5 2 ) 110 (52 ) 
OIL CAPACITY W/FILTER U.S. quarts (litre) 2 ( 1 . 9 ) 2 ( 1 . 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 

Compact integrated package 

Easy-to-femove blower housing 
OHV design 

Hydraulic valve lifters 

Full pressure lubrication and full-flow filter 

Easy access service points 

Three-year limited warranty 

MODEL SPECIFICATIONS Innovative air filtration system 

KOHLER AEGIS" IS THE FUTURE 
OF LIQUID-COOLED. 

FEATURES 

Advanced parallel-flow liquid cooling system 

Larger displacement 

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 a 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. 

BENEFITS 
, Consistent running, lower oil 

and head temperatures, long life, 
and reliable, quiet operation 

. More power and torque 
than competition 

. Improved filtering and more 
capacity than competition 250%) 

. Easy to install, interchangeable 
footprint with Command" twin 

. Easy to inspect, service and maintain 

. Increased power, greater fuel 
economy, no carbon build-up 

. No lash adjustment, no power loss, 
maintenance free 

. Constant protection, even and 
continuous oil distribution, 
extended oil changes 

. Convenient access to engine components 
during routine maintenance 

. One of the best in the business 

KOHLER Aegis 23 HP 
liquid-cooled V-twin engine 

Certification # U S 9 7 / 0 9 7 7 

CALL TOLL FREE US AND CANADA 1-800-544-2444 EXT. EG8 

KOHLER CO., KOHLER, WISCONSIN 53044 
TEL 920-457-4441 FAX 920-459-1570 
www.kohlerengines.com/aegis/furf 

KOHLER 

©2000 by Kohler Co. All rights reserved. 
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Pesticide Bans Continue (continued from page 10) 

nochlorine class/' according to Tom Delaney, 
executive vice president, Professional Lawn 
Care Association of America (PLC A A). In June, 
chlorpy rifos, included in the organophosphate 
class, was voluntarily withdrawn from most 
uses in and around residences by Dow 
AgroSciences after the U.S. Environmental Pro-
tection Agency stated that uses of the chemical 
exceeded the agency's recommended expo-
sure limits. By banning only preventative use 
of the listed pesticide classes, this amendment 
permits their use for emergency purposes, such 
as an encephalitis outbreak. 

Since the House of Representatives version 
of the bill does not include a similar provision 
and varies in several other ways, the House 
and Senate will form a conference committee 
to reconcile their differences. 

PLCAA believes the amendment to the 
appropriations bill is a poor way to regulate 
pesticides because of the extensive registra-

tion process that is conducted by the EPA on 
all pesticides. "The amendment ... greatly 
undermines the system that has been estab-
lished to regulate the use of pesticides," 
PLCAA stated in a form letter to the confer-
ence committee members. "If the EPA ap-
proves a product for use in areas that may be 
used by children ... it has determined that is 
a safe and appropriate use of the product." 

Along with PLCAA, other professionals 
shared their views on the data EPA used to 
justify its recent actions. An editorial in The 
Detroit News stated: "EPA Administrator 
Carol Browner claims that hundreds of chil-
dren have been poisoned by chlorpyrifos ... 
But Dr. William Robertson, who has headed 
the Washington Poison Center for 30 years, 
says the EPA's action will expose children to 
greater health hazards. Insect-bit allergies 
outnumber pesticide poisonings 100 to 1." 

In September, EPA plans to hold a meet-

ing to collect feedback from the pesticide 
industry, academic experts, consumer groups 
and others on how regulators should limit 
pesticides linked to health risks. The EPA 
said that the public hearing aims to help the 
development of a production cap on active 
ingredients in certain pesticides. 

Industry representatives can submit sug-
gestions to the EPA by August 24 via e-mail 
to opp-docket+epa.gov. The EPA is solicit-
ing suggestions on the following issues: 

• How to apportion chemical production 
limits to maintain price competition and al-
low new competitors to enter the market. 

• How often manufacturers must report 
production to verify the limit is not exceeded. 

• Whether to use a calendar year or crop 
year basis for setting 12-month manufactur-
ing limits. 

• How exactly to define what should be 
capped - whether to restrict certain pesti-
cides by imposing caps on imports, domestic 
production or sales of end-use products. ID 

Summer 
Special 
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Pop-Up 
RAIN Turf Rotor 

• Easy To Use • 
BEST BUY ROTOR 

Hf—I We Pay D „ 
rOQsj for U.P.S. Buy The Box 
V T ^ Order by 1 p.m.SHIPS SAME DAY WW, 

800-600-TURF 
CALL US AND SA VE! 7:30 am - 5 pm (8873) 

Pacific Time 

I 

ttjlMnk About M 
Why Have Successful Turf Professionals Leveraged 

Their Experience And Chosen 'Y f lWM*«: ? Over l 3 0 
"W^odM^n: Dealers Opera t ing Fleets Between l And 

3 0 Trucks Have M a d e 'YYied M > * North America's 
Largest Franchised Lawn Care Company. 

• Turnkey Operation With Support Systems In Marketing, 
Technical, Administration & Financial Planning Facilitates 
Easy Start Up 

• Highly Respected, Recognized Leader In The Industry For 
i 1 3 0 Years 

• Large, Exclusive, Protected Territories Allow You To 
Develop Your Franchise To Its Full Potential 

• Repeat Sales Provide Solid Base To Grow Every Year 
• Custom Designed Applications And High "Quality" 
to Products Lower Maintenance And Improve Results 
• State Of The Art Custom Weed Man Software Increases 

Efficiency In Your Business 
• Excellent Return On Investment, High Profit Margins 

Contact Us For Oppor tuni t ies In Your Area 

( 4 1 Ó ) 2 6 9 - 5 7 5 4 ^ f i f e e d 

WWW.WEED-MAN.COM 
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In as little as 24 hours after you apply DYLOX9 Insecticide, your grub problems aren't just gone, 
they're splattered. Because DYLOX is the fastest grub control around. And as everyone knows, 
speed kills. For more information, contact Bayer Corporation, Qarden & Professional Care, 
Box 4913, Kansas City, MO 64120. (800) 842-8020. www.protect-your-turf.com 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS. 
© 2000 Bayer Corporation Printed in U.S.A. OOSI7AOOS6 

Bayer 
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THE EDITOR 
To the Editor, 
My teeth begin to grind when I read articles about leaf blowers 
that contain verbiage such as yours about landscape contractors 
that are not doing their part in the battle to prevent bans (Editor's 
Focus, February issue, Lawn & Landscape). 

I have personally spent, along with other members of my 
association, many months working on the prevention of bans on 
leaf blowers in the State of California. The California Landscape 
Contractors Association has dedicated the last two years to 
obtaining statewide legislation on leaf blowers. That means 
taking time - lots of time - away from our businesses to fight an 
issue that is important to us. Unfortunately, those that seem to 
portray the voice of the industry are not abreast of the current 
events that are taking place on a daily basis here in California. 

Fighting the battle for the leaf blower is not just a simple 
issue. There is more politics involved here than I ever thought 
possible. Those that speculate on this issue often have no idea 
about what is truly going on. 

We have a strong coalition in California, people that perhaps 
ordinarily wouldn't be on the same page, but have come together 
to fight for fair legislation on this tool. Whatever the results of our 

battle may be here, remember it so often determines its fate in 
other states. 

Barbara D. Alvarez 
Co-Chair, Legislation Committee, CLCA 
Pres., Golden State Landscaping, Inc. 

Bob West writes: My intent with the February Editor's Focus 
column was to encourage contractors to get more involved 
defending the industry against unnecessary legislation. There are 
obviously a number of individuals and groups, such as Ms. 
Alvarez and her allies in California, who are committed to 
supporting the entire industry, and they all deserve our thanks. 
They also deserve our help. 

If you would like to express your opinion in a Letter to the Editor, 

please send your letter along with your name, title, company name 

and location to Letter to the Editor, Lawn & Landscape, 4012 Bridge 

Ave., Cleveland, Ohio 44113. Or send your letter via e-mail to 

n wisniewski@la wnandlandscape. com. 

II ORT ICO PIA* 
a d d the w i n n i n g t o u c h to your l a n d s c a p e p r o p o s a l s 

• 11,500 pictures 
• complete with data, culture 

informat ion & more 
• expert search engine 

1-800-560-6186 

• 5,000 plants 
• export pictures in common 

Windows® formats 
• extensive pr int ing capabil i t ies 

www.ho r t i cop ia . com 

USE READER SERVICE #20 

Mower 
Sulky 
Available at these distributors: 
Beta Power Products 508-393-1624 
Moine, Vermont, N. Hampshire, 
Massachusetts, Rhode Island, Connecticut 
Gateway Power 314-429-6777 
Missouri 
Alamia 303-752-4652 
Colorado 
PACE, Inc. 800-686-3128 
Michigan, Ohio, Indiana, Illinois 

• Heavy welded steel construction 
• Large platform with extra foot space 
• 7 day return policy, 1 year warranty 
• Best valued sulky on the market 

Call 1 - 8 0 0 - 3 7 3 - 5 5 4 2 
for more information on Mower Sulky 

Roberts Supply, Inc. 800-373-5542 
Florida, Georgia, Alabama, Tennessee, 
N. Carolina, S. Carolina 
Blue Grass Lawn & Garden 502-933-1724 
Kentucky 
Smith South Central 318-539-2594 
Mississippi, Louisiana, Arkansas, East Texas 
Turf Equipment 
Idaho - 208-331-0074 
Utah - 800-566-8873 
Tri-State & Irrigation 319-332-6684 
Iowa 
Niemeyer Corporation 610-431-7200 
West Virginia, Virginia 
lawn Care - 717-445-8431 
Pennsylvania, New York, New Jersey; 
Delaware, Maryland 

http://www.horticopia.com


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

I live for work. 
When your business relies on the growing season, every day is a push for profit. 

The GMC* classic Sierra" 3500 HD can take the heat. It offers a base payload 
capacity of up to 9,232 lbs and is available in three wheelbases. Plus, flat frame rails 
mounted close to the ground make for easier body installation. 

Our choice of engines gives you power to burn. Both our standard 290 hp Vortec™ 
7400 gas engine and available 6.5L turbo diesel with 195 hp keep your business moving 
forward. And our standard four-wheel 
antilock brakes help you maintain steering 
control even during adverse conditions. 

The classic Sierra is relentless power and 
reliability at your command. Do one thing. Do it wellT 

USE READER SERVICE # 1 3 9 
Vehicles shown with equipment from an independent supplier. See owner's manual for information on alterations and warranties. 
36USC220506 © 2000 General Motors Corporation. All rights reserved. 
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AERATOR FOCUS 

The Underground Story 
More than 50 percent of North American lawns are at least 

10 years old, according to Shayne Newman, president, 

Yard Apes, New Milford, Conn. 

Due to their age, these lawns can benefit from aeration, 
which relieves soil compaction and thatch problems. This 
allows for better air, water and nutrient movement through 
the soil, resulting in healthier turf, Newman said. 

This fact might create the illusion of instant dollar signs 
in a contractor's eyes, according to Newman. But to suc-
cessfully add aeration to a service mix, a contractor must 
understand the types of machines available and the proper 
way to use them. 

AIR POCKETS . Aeration is the practice of creating small, 
evenly spaced 3-inch deep, V^-inch-wide holes in a lawn, 
getting air and nutrients into the roots and venting subsur-
face gases created by decomposing roots. The pulled soil 

QUICK TIPS 

Aeration Advantages 
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\ m Compact soil prevents turf from establishing a healthy root system. 

Adequate amounts of vital turf nutrients are unable to reach the roots. 

2 . Aerators relieve soil compaction by removing cores of turf up to 3 

inches in depth. 

3 . Once the soil is aerated, air exchange improves and the soil can 

easily absorb water, fertilizer and other nutrients. 

4 . Aeration promotes deeper root growth for a lush, healthy and 

drought-resistant lawn - BlueBird International 

Durability is a key 
trait in an aerator 
because of the 
nature of the work, 
but neiv machines 
to the market offer 
greater maneuver-
ability for more 
productivity. 
Photo: Classen 
Mfg. 

plugs are dispersed to 
spread soil nutrients over 
the turf surface. 

"Core aeration benefits a lawn by 
breaking through the dense thatch 
and speeding up its decomposition; 
opening up the soil to permit free 
movement of water, fertilizer and 
air; and relieving soil compaction 
and giving grass roots room to grow," 
Newman explained. 

The best time for aeration service 
depends on the turfgrass type and 
location. 

"In spring, aerate before applying preemergent herbi-
cides," said Jim Schweigert, president, JRCO, Minneapo-
lis, Minn. "In fall, aerate before late season fertilization. 
You can enhance root growth by aerating in conjunction 
with overseeding. Warm-season grasses are usually aer-
ated in mid-spring to summer, but not until after first 
spring mowing, during green-up or when dormant." 

With cool-season grasses, Bob Brophy, director of the 
lawn products division, Turfco Manufacturing, Minne-
apolis, Minn.said aeration is becoming primarily a fall 
practice. "If you aerate in the spring, the grass is already 
in its peak growing season, so by the time the soil is 
loosened up - which takes about two months - it's past its 
prime growth point," he said. "If you aerate from Septem-
ber to December 1, the holes loosen all winter and then 
next spring the soil is ready for the turf's prime growth. 
Plus, aerating in the fall keeps the crews busy during a 
down period and can extend a contractor's season another 
60 days." 

TOOLS OF THE TRADE. There are a number of aerators 
that can loosen soil and break-up thatch. Walk-behind 
aerators come in two families: rolling or drum aerators, 
where the tines are fixed to a disk and roll into the ground, 
and reciprocating or piston aerators, with tines that move 
up and down at a quick speed making holes in the ground. 

According to Brophy, rolling aerators have a key ad-
vantage over reciprocating aerators. "When rolling aera-
tors hit obstacles, they bounce over them and don't break 
because the tines are made out of heavier steel, which 
amounts to less machine downtime," he said. "Recipro-

(continued on page 30) 
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Designing and building 

awe-inspiring landscapes 

requires vision, skill and 

a world-class supply of 

rock & boulders 

Western Rock & Boulder, Inc. 
Toll-free 1-877-BUY-A-ROCK (1-877-289-2762) 

www.westernrock.com 
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(continued from page 28) 
eating aerators have tines that are tubes of 
steel instead of solid spikes. So they are 
made of thinner steel and are more suscep-
tible to breaking. The maintenance on a re-
ciprocating aerator will run 10 times more 
than on a rolling aerator. 

"However, with rolling aerators, contrac-
tors can't place as many holes per square foot 
in the turf as they can with reciprocating 
aerators; the lawn will need two or three 
passes with a rolling aerator," Brophy con-
tinued. "With a reciprocating aerator, only 
one pass is necessary." 

"Some cons of rolling aerators include 
the fact that they cannot be maneuvered 
around obstacles without first lifting the tines 
up out of the ground," noted Rose Mary 
Becker, sales manager, Classen Manufactur-
ing, Norfolk, Neb. "With reciprocating aera-
tors, however, the unit continues to aerate 
while steering around corners and obstacles, 
thereby offering greater productivity." 

Walk-behind rolling aerators are typi-
cally less expensive than reciprocating aera-

QUICK TIPS 

tors, Brophy said, but Newman pointed out 
that cost shouldn't be the only consideration 
when purchasing an aerator. "Contractors 
should look for durability above cost," he said. 
"Decide what machine you want based not 
on cost difference but on the one that is built 
better or will save you time. Any piece of 
equipment that can do the job in one-half or 
two-thirds the time is worth the cost." 

Carla Herrón, director of marketing and 
business development, BlueBird Interna-
tional, Denver, Colo., said looking for aera-
tor durability and operator comfort means 
checking out specific areas of the machine. 
"Height adjustment controls give contrac-
tors flexibility," Herrón said. "Removable 
weights can help simplify transport. Free-
wheeling tines can help an operator maneu-
ver in turns and in other tight areas, which 
can help increase productivity." 

An aerator that accommodates both solid 
and hollow core tines is also beneficial, noted 
Peter Whurr, vice president of product man-
agement, Textron Golf & Turf, Racine, Wis. 
"Contractors should look for equipment that 

Breaking Up 
While soil plugs pulled through aeration can be beneficial as they break apart on the turf 
and spread nutrients to the soil, some customers don't like the look of soil plugs on their 
lawns. Those customers will request that plugs be broken up to complete their aeration 
service. "Customers with pools who don't want soil plugs tracked into the pool typically 
ask for this additional service," stated Bob Brophy, director of the lawn products division, 
Turfco Manufacturing, Minneapolis, Minn. 

According to Brophy, there are three ways contractors can break up soil plugs. 
K e y s t o n e mat The least expensive way to break up soil plugs is to let them dry 

out and then pass over the lawn with a mower equipped with a keystone mat on the back, 
Brophy said. 

M o w e r - A mower can be used to break up soil plugs as well. But the lawn should 
be mowed y2-inch lower than normal when this is done, Brophy said. "Another option is 
you can scalp the lawn ahead of time by mowing it low, aerate and then mow over the 
area again on the same mower setting," Brophy offered. 

Vert icut or dethatcher - The most expensive way to break up soil plugs is by 
using a verticut or dethatching machine with vertical knives to break up the cores. Still, 
the plugs should be dry when this is done or they will gum up the machine. 

While breaking up the soil plugs completes the aeration service for some customers, Brophy 
suggested contractors charge extra for this service. "The cost of the service should be raised 50 
percent for breaking up plugs of soil," Brophy said. "If you charge $50 to aerate, you should 
charge $75 to aerate and break up the soil plugs. This will make up for the extra visit to the 
property and manhours spent to take care of the soil plugs." Nicole Wisniewski 

will stand up to the vibration and abuse 
demanded by the operation," he added. 

GETTING ATTACHED. According to 
Newman, walk-behind aerators are simple 
to use, but can be labor intensive, especially 
on larger properties. In addition to his 21-
inch walk-behind aerator, he uses an aerator 
attachment on the front of his mower to 
aerate a 48-inch wide path. "These attach-
ments are great if you have a flat property 
without gates to get through," he said. 

Aerator attachments, available for front 
or rear mount on a mower, operate off of the 
power of the mower, Schweigert said. "There 
are no other engines or belts for upkeep," he 
said. "Also, the attachment disconnects from 
the mower with two clevis pins, allowing the 
operator to proceed with mowing." 

Aerator attachments on riding mowers 
also produce little operator fatigue, Becker 
added, pointing out that these attachments 
also have some cons. "They rely 100 percent 
on weight for adequate tine penetration, they 
are too wide to fit through gates and are not 
maneuverable in tight areas." 

"Aerator attachments can also affect ease 
of maneuverability and the process of load-
ing and unloading a trailer - they tend to 
take up more room," Herron added. 

"Also, look for an attachment that aerates 
while turning," Schweigert said. "Because of 
the speed of the mower, we find most opera-
tors using the aerator will cross-aerate plac-
ing up to 12 holes per square foot." 

SELLING AERATION AS A SERVICE. 
Contractors can sell and price their aeration 
services profitably by including them in an 
annual service contract, Herron pointed out. 
"This keeps customers using one company 
instead of going to someone who only offers 
aeration and not a total service package," 
Herron said. 

Newman sells his aeration service with his 
mowing and fertilization service. "Of the lawns 
we mow, we were able to sell 60 to 70 percent 
of those customers an aeration and fertiliza-
tion service," Newman enthused. 

The charge for aeration service should be 
2Vi times the cost of mowing service, accord-
ing to Brophy. "For example, near the Chi-
cago area, contractors are getting $35 to mow 
a lawn and $100 to aerate it because of the 
additional benefits of aeration," he said. 
- Nicole Wisniewski I D 



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

/ 

Keith Macdonald's work crews at Bridgewater State College campus swear he's a master spy, or psychic. "He knows when 
we've sprayed off an area with Finale" Herbicide without us even telling him," said a crew member "sometimes only 24 
hours after the job's done." Keith laughs. "When it gets busy and I can't check with everyone, I simply drive around and see 
the results. It only takes a day or two for Finale to work. A month later, the area's still clear." But it wasn't always so easy. As 
assistant facilities director on the Massachusetts campus, Keith used to use the leading systemic herbicide. "It took 2 weeks 
before I knew I had a take," he says, "drove me crazy." Keith also likes Finale's ability to create perfectly clean edges around 
beds and baseball fields. "It's the no-creep feature," he says, "the one my crews apply to me." 

Pest control everyone can feel good about. 

Aventis Environmental Science USA LP I Chipco Professional Products I 95 Chestnut Ridge Road I Montvale. Nj 07645 I 201-307-9700 

Remember to read and follow label directions carefully. Finale is a registered trademark of the Aventis Group. © 2000 Aventis. 
Finale 

u\mmu 



FOR LATE SUMMER SIZZLE 

Dahlias Dazzle 

Offering long-lasting blooms and brilliant colors, dahlias 

add drama to a landscape from early summer until frost. 

Extensive hybridization has led to countless forms. 

Heights range from 8 inches to 7 feet, flower sizes are 2 to 

12 inches and colors cover the rainbow. 

DAHLIA CHOICES. Ball Floraplant offers three new 
colors in its 'Dahlietta' series. Each plant is crowned with 
double flowers. 'Dahlietta Mandy's' petals show a contrast 
of purple with a small, white, tubular floret in the middle 
and a yellow center in each bloom. 'Mandy' is naturally 
compact with mildew-sensitive, dark green leaves. 
'Dahlietta Anna' features a new scarlet color, and 'Dahlietta 
Susanne' has pale pink blooms that deepen in color when 
light intensity increases. Both have compact growth habits. 

GroLink Specialties offers 13 choices in its Gallery series 
and is developing several new ones. Bicolor choices from 
the series include 'Art Deco,' which is orange with a deep 
red heart and 4-inch flowers, and grows to 12 inches. 

Other options in the series are named after famous 
artists. 'Cezanne' is canary yellow with 3-inch flowers and 
grows to 10 inches. 'Salvador' is light pink with a darker 
heart, medium pink striped petals, 4V£-inch flowers and 
grows to 12 inches. 'Vincent' is orange with a darker heart, 
3-inch flowers and grows to 10 inches. 

PLANTING POINTERS . Follow this advice from North 
Carolina Cooperative Extension, Raleigh, N.C. 

• Plant in warm, well-drained soils in spring. 
• Select a location that receives at least six hours of 

direct sunlight. 
• Incorporate 2 to 4 inches of compost, pine bark or manure 

and 2 to 4 pounds of 8-8-8 or 10-10-10 fertilizer per 100 square 
feet before planting. 

• Dig a hole 8 to 10 inches 
deep and wide enough to fit 
tubers. Refill to a depth of 6 
inches. Set the root on its 
side with eyes facing up-
ward. Cover with 2 to 3 
inches of soil and gradually 
fill in around plants until 
the surface is level. 

Dahlia is a genus of 27 species of herbaceous, 

tuberous perennials with countless forms in bright 

colors.'Cezanne' is canary yellow, and scarlet 

'Dahlietta Anna' is compact. Photos: GroLink 

Specialties (right\ Ball 

Horticultural Co. (inset) 

ForBOora ^ 
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...on specific dahlia cultivars, visit the American Dahlia 
Society Web site: 

www,dahlia,org 

DAHLIA CARE. After plants 
are established, a deep water-
ing once or twice a week is nec-
essary during warm, dry 
weather. Watering too early 
will increase the chance of rot-
ting tubers. In drought condi-
tions, soak growing plants with 
at least 1 inch of water each 
week, wetting the soil to a 
depth of 1 foot. 

Use a water-soluble fertil-
izer monthly, or apply 2 to 3 
pounds of 5-10-10 or 10-10-10 fertilizer per 100 square feet 
in July. A second application may be needed on sandy soil 
or during rainy seasons. 

Dahlias' tuberous roots produce multiple shoots. While 
shoots can be left to grow, thinning produces higher qual-
ity flowers. Leave one to four of the strongest shoots. 

When plants are about a foot tall and the chosen stalks 
have grown three or four sets of leaves, pinch out the 
terminal shoot to encourage branching. This forces lateral 
shoots at each leaf node to grow and makes plants bushier. 

Disbudding increases flower size. When the three buds 
that form at the end of each branch reach the size of small 
peas, remove the two side buds. Small-flowering types 
should not be disbudded. 

Dahlias that reach more than 3 feet tall can topple in the 
wind. Placing a stake in the hole at planting time provides 
support without damaging tubers. 

PESTS AND DISEASES . The most common pests are 
aphids, spider mites, leafhoppers, thrips and European 
corn borer. Slugs, snails and earwigs are best controlled 
by trapping or hand picking. Likely disease problems 

include tuber rots, ring 
spot, vascular wilts, mosaic 
virus, powdery mildew 
and botrytis blight. Prob-
lems can be reduced by fol-
lowing recommended cul-
tural practices and provid-
ing good air circulation. 
-AliCybulski ID 



If you're contemplating a mower purchase - whether a single unit or a whole 
fleet - there are probably a lot of "what ifs" going through your mind. Grasshopper 
Mid-mount mowers incorporate Grasshopper's legendary design that is perfect 
where economy and performance are essential. 

HAT IF 
a lot was riding on your next mower? 

W h a t if . . . You could reduce downtime and routine maintenance associated with your mowing? 
Keeping the design simple takes R & D and Grasshopper's 30 years of experience 
has helped create the most dependable and service-friendly mid-mount design in 
the industry. 

W h a t if . . . You could book yourself or your operators to more jobs if their efficiency increased 
significantly? Or if getting done early meant more family time? From the Ultimate 
Operator Station with HydraSmooth™ steering, an operator on a Grasshopper can 
complete the job ahead of schedule and feel renewed for the rest of the day. 

. The quality of your work drew the attention of prospective customers? Many 
commercial operations are built on this kind of success. 

. You found a mid-mount mower that could outperform any other you've ever tried 
and add significantly to your bottom line? Is attaining that next level of 
performance everything to you? 

M1 Series Mid-mount mowers, 
with true zero-turn maneuverability, 
include both air-cooled and 
liquid-cooled diesel models, 
52" to 72" cutting widths. 

What i f . 

What i f . 

First to Finish...Built to Last Model 32ID 
Liquid-cooled diesel 

TM 

YOUR NEXT MOWER 

With Grasshopper, It's All Within Your Reach.1 

Finance or lease a Grasshopper. Ask for details. 

The Grasshopper Company I P.O. Box 637 I Moundridge, KS 67107 U.S.A. I Phone:316-345-8621 I Fax:316-345-2301 
www.grasshoppermower.com I Ask for free video. «7000, The Grasshopper Company 

http://www.grasshoppermower.com
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My insurance is getting out of hand. Can you give 

me some advice on reducing these costs? 

1 will address this question from two angles. One 
involves the management of your carrier or broker 
relationship. The other addresses the management 
of your people in regards to developing a safe 
workplace. 

First let's talk about getting the best prices for 
insurance, regardless of your safety record. Most 
important is the obvious - make sure you are 
shopping prices from broker to broker, and make 
sure they get a number of quotes from the insur-
ance carriers they represent. I do not subscribe to 
changing brokers each year, but shopping prices 
occasionally is important. 

Do not assume that your regular broker can 
always get the best price for you. Some have more 
carriers at their disposal as well as more leverage 
with their carriers than others might have. Also, 
check to make sure that the broker gets a quote 
from a carrier who has knowledge of the industry 
and will understand your needs and risks. Person-
ally, I only changed brokers once in 20 years, but it 
was a good change and I took advantage of the 
knowledge my new broker could offer. 

Second, and probably most important, is to 
evaluate the reasons why your premiums are go-

Editor's 

/WA 
David Minor was founder and former 

president of Minor's Landscape Ser-

vices, a $12-million company in Fort 

Worth, Texas, that he sold 

to TruGreen-ChemLawn in 1998. 

In addition to serving the industry 

as a consultant and speaker, 

Minor is professor and director of The 

Entrepreneurship Center at 

The M.J. Neeley School of Business at 

Texas Christian University. 

Readers with questions they 

would like to ask Minor can fax them to Lawn & Landscape 

at 216/961-0364 or e-mail them to hwest@lawnandlandscape.com. 

ing up. Determine whether your increase is just 
industry price increases or whether your loss ratio 
is such that a carrier perceives you as high risk. 

Your experience modifier is a good indicator of 
the latter. If your modifier is on the rise, the fre-
quency and / or severity of your claims is probably 
too high to justify the risk of writing your business 
or getting competitive pricing. Should that be the 
case, your only option is to begin improving your 
safety record to ensure reduce claims in the future. 

The financial benefits of reducing accidents can 
be significant, but how is this done? The most 
important aspect is the development of a written 
safety program. 

Awareness in your company about the value of 
a safe workplace is key. You and your managers 
must be committed. If your people know you view 
safety as a priority they, too, will make it theirs. 

Other ideas include: 
• Develop a safety manual and require em-

ployees and hew hires to learn it. Considering 
giving tests on the information it covers. 

• Investigate the accident histories of new em-
ployees through some of the services available. 

• Do pre-employment drug testing, and con-
sider random drug testing and post-accident drug 
testing. Make sure you have written policies and 
procedures that have been reviewed by a good 
labor attorney. 

• Include training for the proper use of equip-
ment, drivers training and the proper use of safety 
equipment. Weekly training meetings led by your 
foreman or a safety manager will keep the topic in 
front of your employees regularly. 

• Post signs to motivate your staff about the 
importance of a safe workplace. 

There are also many creative incentive pro-
grams being done around the country. Ask your 
peers what they are doing. I had a lot of luck 
paying a monthly bonus to our field staff for acci-
dent-free months. Our managers were also on 
annual incentive programs that were clearly af-
fected if our insurance premiums were too high. 

Last, there are some very good publications to 
help you create and manage an excellent safety 
program. The Associated Landscape Contractors 
of America, in conjunction with CNA Insurance, 
has created a management safety resource manual, 
a supervisor's safety handbook, and various train-
ing videos to mention a few. Take advantage of 
these resources, and remember a little investment 
of time can reap huge savings. ID 

mailto:hwest@lawnandlandscape.com
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The BOSS Poly Power-V 

FOR EVERY MINUTE YOU SLEEP IN, 
SIX MORE PENCIL PUSHERS 

ARE LATE FOR WORK. 

The city's frozen under a mountain of snow. And no one's going anywhere until you 
get down to work. Driveways... parking lots... they've all gotta be cleared before 
most nine-to-fivers can even start their day. Which is why you're out here at 3:00 
every morning. And why you should count on The BOSS to help you get the job 
done right. We offer a full line of snow-removal equipment - plows, spreaders and 
more - that's so tough, so reliable, so advanced, it can actually make you better at 
what you do. But then, that's what being The BOSS is all about. 

T H R O U G H IT ALL. 

Boss Snowp'ow p t ^ M 
are designed ana , r . , v 

manufactured in an 
I SO-9001 registered facility. 

€2000 Boss Products 



Stepping 
Up Service 

Like many savvy, smaller companies staking a claim in 

the industry, NatureWorks Landscape Services, Walpole, 

Mass., knows one of the secrets to success is superior 

customer service. Since the company's incorporation in 
1995, Matthew Gramer, president, has adhered to this 
principle by carefully catering to the every need of 
NatureWorks' high-end residential clients. Gramer built 
his company - which currently brings in about $1 mil-
lion in annual revenue - around the idea that residential 
customers are looking for more than just some random 
guy with a lawn mower to cut their grass. 

Gramer's intent has been to set NatureWorks apart 
from the competition by concentrating on customer 
service. "We've designed the business around the type 
of client who values what we provide," he said, noting 
that his customers pay a premium to have someone 
accessible during the day or to have short-notice re-
quests accommodated, for example. 

Similarly, Arlington Lawncare and Landscape, Erie, 
Pa., has found success by providing "the little extras" its 
competitors overlook, according to Richard Arlington 
III, president. "If the neighborhood kid can do the same 
job, they're not going to hire us," he pointed out. 

Pleasing a customer is not something that many con-
tractors know how to do well, according to Gramer. "A 
lot of companies are out there mowing the lawn but don't 
really understand the business of mowing the lawn," he 
observed. "They don't understand clients' needs." 

We want to know what 
smaller contractors 
are thinking. Send your 
comments and ideas 
for future "Mind Your 
Business" topics 
to cgreenleaf@ 
lawnandlandscape.com 

KNOW YOUR CUSTOMER. The key to learning 
about client needs is constant feedback, Gramer 
advised, adding that his company includes a re-
sponse card in every invoice "to get quick feedback 
on every little job we do," he said. 

Gramer also recommended sending out a well-
designed survey. In particular, ask customers pre-
cisely what services they value, what they can do 
without, what their overall expectations are, and 
get a sense of how much they are willing to pay for 
premium services, he suggested. 

Similarly, to get to know its customers, Arlington 
sends out surveys every few months, to gauge customer 
satisfaction with issues such as bed maintenance, clean-
ups, employee courtesy and overall service quality. 
"Find out exactly what the customer wants and what 
they expect," Arlington said. 

SERVICE SECRETS. There are a few obvious places to 
start when refining a customer service approach, ac-
cording to Gramer and Arlington. For one, customers 
like an immediate response. "When that call comes in, 
how quickly you can tend to it is very important," said 
Gramer, who even has a small crew devoted to land-
scape emergencies, such as replacing a dead shrub or 
filling a last minute order for 20 flats of flowers. 

Customers also appreciate speaking with a person 
on the phone. "Too many companies rely on voicemail 
and that's garbage," Arlington said. "If you're going to 
provide good customer service, you need to have some-
one answering the phone." 

Gramer added that having employees who have the 
ability to immediately access scheduling or billing in-
formation is essential. 

To stay on track financially, NatureWorks has care-
fully planned its customer service strategies to utilize 
resources responsibly throughout its stages of growth, 
Gramer said. Currently, the company is executing about 
40 percent of its customer service ideas, and in the 
future, would like to start a newsletter, an interactive 
Web site and referral or prepayment incentives tailored 
to its upscale customer base, such as a subscription to 
Boston magazine or a bottle of wine, according to Gramer. 

Despite the additional expense, NatureWorks' high 
level of customer service has proven worthwhile and 
done wonders for the company's referral business. "We 
want to grow organically through word-of-mouth. We 
want to be working at the home next door to the one 
we're working at now," Gramer said, noting that 
thanks to these referrals, his business has 
grown 30 to 40 percent annually the past several years. 
- Cynthia Greenleaf I D 



E V E N E M P T Y , I T ' S L O A D E D W I T H M O R E 
T E C H N O L O G Y THAN ANY OTHER B O D Y . 

Want to deliver more? Load-up a Morgan stake body. Its new Apitong flooring 

resists abrasion, cupping and shrinking. New positive engagement latches 

lock racks more securely and feature a push-button release. The bulkhead is 

strengthened for greater structural integrity. 

Want options? Morgan has an industry-leading selection. Plus, our electronic 

configurator system helps you spec the precise body and features you need. 

And nobody beats Morgan's quality, durability or nationwide customer support. 

Innovative engineering, technologies and customer focus. Just some of the 

ways we're thinking outside the box to serve you better. Speak with your 

Authorized Morgan Distributor, call us at 800-666-7426 and visit our web site: 

www.morgancorp.com 
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U V K 1 C O R P O R A T I O N 

USE READER SERVICE # 3 5 
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Wh«/ Co« 

100 of 

the most 

successful and 

innovative 

companies in the 

industry have 

shared their 

business 

philosophies in our 

cover stories. 

Solutions 

EDITOR'S NOTE: When a magazine shows up on your desk with a real person on the cover, you know 

you're looking at Lawn & Landscape. Since Jerry Faulring looked out at the industry from the first 

cover profile of ALA/Lawn & Landscape Maintenance in 1988,99 other profiles followed. In fact, 

only one company has ever been featured on our cover twice - do you know who it is? 

In recognition of hitting the century mark, we thought it was fitting that we revisit these 99 
companies and explore many of the thoughts, philosophies, programs and strategies they used to propel 
them to success. So, thank you to all of these companies for opening their doors to us (and thank you 
to Environmental Care for opening its doors to us twice, July 1992 and December 1997). - Bob West 

ON BIG JOBS... 
"On the large scale you have to know how a job should progress." - Andy Wright, 

Muellermist Lawn Sprinkler Systems, April 1992 
"We were also challenged (during the growth years) because we had to go back and try 

to develop processes for things we used to do by the seat of our pants, such as handling out-
of-town installations." - Cindy Peterson, McCaren Designs, Jan. 1998 



ON COMMERCIAL WORK... 
The commercial work helped balance the 

company's workload in the off-season since 
residential jobs tend to be more cyclical. 
- Dennis' 7 Dees Landscaping, June 1994 

"Commercial property managers may be 
willing to blame us for a problem to save 
themselves, so it's important to keep a paper 
trail of communication and make sure we 
know who the decision maker is." - Steve 
Anderson, Anderson Lawn Care, April 1997 

ON COMPETITION... 
"The more you do to help your competi-

tors be good contractors, the stronger a mar-
ket you build for everybody." - Rod Bailey, 
Evergreen Services, June 1991 

"Sometimes we even work for the smaller 
companies. In exchange for the work, we tell 
them we won't solicit the customer." - Todd 
Kennedy, Kennedy Nursery, July 1995 

ON CUSTOMER SERVICE... 
"You have to provide a service which stands 

out. It might cut your profits momentarily, but 
in the long run, it spells success." - Sam Russo, 
Sam S. Russo Lawn Maintenance, Jan. 1989 

Each crew is run by a foreman who is 
personally introduced to the customers on 
his route before the season begins. - Dan 
Pellegrino, J&D Landscape, March 1989 

"Make sure what you do is right, and if 
you don't have the knowledge, find some-
body who does." - Bob Kapp, Kapp's Green 

"Improving the quality of service is the No. 
1 objective to make more profit." - Tom Ruther-
ford, TruGreen-ChemLawn, June 1992 

When L&L bids on a new job, the cus-
tomer service representative asks the client 
what he or she didn't like about the previous 
company. - L&L Landscape, March 1995 

"A customer will jump around within 
three years if you haven't built a personal 
connection with him or her." - David Dickson, 
Swingle Tree & Landscape Care, June 1995 

"When we do an application we make 
sure we talk to that customer before we leave. 
If they aren't home, we leave an invoice and 
a note reminding them that if they have any 
questions they can call us." - Joe Duncan, 
Ever-Green Turf & Landscape, May 1999 

ON EDUCATION... 
"If they're not trained, then they're really 

just weed pullers." - Jim Gibbons, The Mirage, 
May 1993 

"If you're involved in growing a busi-
ness, associations are a critical avenue for 
learning. Small businesses tend to think, 'I 
won't participate while I'm small.' In reality, 
that the best time for them to learn." - Landon 
Reeve, Chapel Valley Landscape, Sept. 1994 

"I'd like to see more requirements for 
training by the state. It would improve the 
quality of the applications." - Sam Farison, 
Farison Lawn Care, April 1995 

"If we're going to have enough growth to 
provide opportunities for the people in our 
company, then we managers have to educate 
ourselves." - Don Jarratt, Ruppert Landscape, 
May 1995 

"The employees pay for the certification 

program up-front so 
they have a vested inter-
est in their education, but 
when they pass the exam 
the company reimburses 

them, gives them a bonus and may give them 
a raise." - Tom Pruett, LanArc, Aug. 1998 

"We've received some good information 
from people who have 'been there, done 
that.' Why should we start from ground zero 
when we don't have to?" - Steve Bednarz, 
Tovar's Landscape Contractors, March 2000 

ON EMPLOYEES... 
"We're leaning toward people without 

previous experience. We're looking for 
people with good characteristics and who 
seem responsible so we can train them our 
way." - Gerry Chauvin, Green Thumb 
Enterprises, April 1990 

Enthusiasm and commitment is reflected 
by awards adorning the desks and walls of 
employees. They read "Customer service rep-
resentative of the month," or "Foreman of 
the year." - Four Seasons Landscape & Mainte-
nance, Aug. 1990 

"Someone may say, 'I want to make more 
money, how do I do that?' Tell them exactly 
how they can do that." - Rich Akerman, North-
west Landscape Industries, Oct. 1990 

"One important factor for the success of 
the company was that the employees would 
be treated as I would want to be treated 
myself." - Charles Glossop, Green Masters In-
dustries, July 1991 

"I'll spend an hour and a half with a first 
interview, and if I have a good feeling about 
that person, I will bring him or her back for 
a second or third time and invite key staff to 
meet the person." - Rick Christensen, Teufel 
Nursery, Sept. 1996 

"A lot of our competitors view labor as a 
(continued on page 42) 



Training was never so easy. 

Order our books and videos 

today in three easy ways -

fax, moil and online. 

Order today tod free 



For 
faster 
service 
visit 
our 

at 
www.lawnandlandscape.com 

UNIT 
QUANTITY PRICE AMOUNT 

TECHNICAL BOOKS 
The Complete Irrigation Workbook, by Larry Keesen 
Turfgrass Ecology & Management, by Karl Danneberger 
I'd like to order both books for only $25.00 

$14.95 
$17.95 
$25.00 

TRAINING VIDEOS IN ENGLISH 
String Trimmers and Blowers 
Walk-Behind Mowers 
Riding Mowers 

$50.00 
$50.00 
$50.00 

TRAINING VIDEOS IN SPANISH 
String Trimmers ond Blowers 
Walk-Behind Mowers 
Riding Mowers 

$60.00 
$60.00 
$60.00 

Combination Order (English/Spanish) S100.00/set $100.00 

SUB-TOTAL ALL ITEMS 
(Ohio residents only add 7%) SALES TAX 

SAH 
TOTAL 

looks - add $2.50 for / book; 55.00 lor 2 books 

Videos - add 57.00 lor I video + 51.50 for each additional video 

TO ORDER TOLL FREE c a l l Amy at 800-456-0707 

METHOD OF PAYMENT 
• Payment Enclosed: 

Make check payable to: 
The Lawn & Landscape Media Group 
4012 Bridge Avenue, Cleveland, Ohio 44113 

• Charge my: 
• Visa • MasterCard 
• Discover/Novus — I American Express 

Name as printed on card:_ 

Credit Card number: 

Expiration date: 

Signature: 

I understand my purchase will be 

shipped upon payment. 1 also understand 

that I can return my product(s) within 

15 days for a lOO% refund if I am not 

totally satisfied. 

5 6 - 0 7 0 7 

http://www.lawnandlandscape.com


(continued from page 39) 

seasonal expense. That would allow us to 
capitalize financially, but then you get in a 
vicious cycle with a soft employee base." 
- foe Motz, The Motz Group, Aug. 1997 

McGilvray cited three principles that keep 
good employees around: consistency, respect 
and an equitable bonus program. - Scott 

McGilvray, Jensen, May 1998 
"Like marketing, you don't 

just decide to [recruit] one year 
and then look for that to be the 
hallmark year that you see the 
return. You have to invest in it.' 
Lifescapes, June 1998 

-Bill Killmer, 

When you're a professional, 

your reputation is on the line with every job you do.You have to be 

dependable, and so does the equipment you use. Our committment to 

quality means you can rely on our Multicutters, Line Trimmers, Brushcutters, 

Blowers, Hedge Trimmers and Sprayers. Give us a call or ask your dealer. 

Better yet, ask the people who use them. 

Maruyama U.S., Inc. 
15436 NE 95th Street • Redmond, Washington 98052 
(425)885-0811 fax:(425)885-0123 
email: maruyama@maruyama-us.com 

"That was a key point in our 
development, when we realized we 
were spending more time trying to 
figure out what was the best mower. 
We should have been spending a lot 

of time looking at people issues and trying to 
improve our hiring and recruiting efforts." -
Don Smith, The Morrell Group, Dec. 1999 

ON EQUIPMENT AND SUPPLIES... 
"When times are good, you buy a lot of 

equipment, you invest a lot of money, you get 
overextended and you have a few people go 
belly up on you and file for bankruptcy. It 
could very easily have cost us our business." -
John Byrne, Byrne Brothers Landscaping, Jan. 1994 

Kujawa has noticed an anomaly concern-
ing contractors' attitudes: "They sell their 
services one way and buy another. Many sell 
on value, but they buy on price." - Ron 
Kujawa, Kujawa Enterprises, July 1996 

"One advantage to keeping your fleet 
indoors is having the ability to ready it much 
more quickly. Plus, we don't have the depre-
ciation from vandalism, the weather or theft." 
- Mike Rorie, Groundmasters, Dec. 1998 

"Everyone is struggling to find good 
people, so if a machine is 10 percent more 
productive than what a contractor is cur-
rently using, the operator of that machine 
can earn 10 percent more money for the 
company each day." - Ron Weingartz, 
Weingartz Supply, July 1999 

"Without our vendors providing us with 
flexible terms, our cash position could have 
been much worse. We tried to single source 
and, in return, they gave us flexible terms." 
- Ed Schatz, Austin Outdoors, April 2000 

ON FRANCHISING... 
"The beauty of the franchising concept is 

... it allows customers to maintain personal 
contact with the company owner, a setup 
that, if managed correctly, helps the com-
pany convey the personality of a mom-and-
pop business intertwined with the profes-
sionalism of a large corporation." - Tom Oyler, 
U.S. Lawns, Aug. 1994 

ON GETTING BETTER... 
"We're not trying to reinvent the wheel. It's 

the little changes over time that reap big ben-
efits. And we talk about that constantly. If we 
did just this one thing, and did it day in and day 

(continued on page 44) 
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NEW, NO-DUST, LOWER-ODOR Orthene* Turf, Tree 
& Ornamental Spray 97 blows away any other turf insecticide. 

New ORTHENE 97 controls more than 40 pests 
(far more than Chipco Choice(B). 
ORTHENE 97 controls 
through both contact and local 
systemic activity (more than 
Talstar'). So ORTHENE 97 
is one of the most COST-EFFECTIVE 
turf insecticides you can buy. 

Best of all, its patented 
97 PERCENT PELLET I 
delivers genuine ORTHENE 
performance in a smooth- 1 
flowing formulation / 
that improves handling I 
convenience and / I f 
measuring accuracy I ! 
while it reduces odor and j j 
virtually eliminates dust. / 

Find out about new 
ORTHENE 97 from your distributor or through 
the Valent web site at www.valent.com. 

O r t h e n e 9 7 

YALEMT : Products That Work, From People Who Cart 

T U R I : , T R E E & O R N A M L N T A L S P R A Y 

http://www.valent.com
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top deer 
from browsing 

on valuable 
landscaping 

TREES 
SHRUBS 

O ORNAMENTALS 

BECKER 
UNDERWOOD,nc 

• • • • THE COLOR OF INNOVATION" 

1-800-232-5907 
www.treeguard-deer.com 

USE READER SERVICE #23 

Brisco 

Dig a T tree 
or shrub in 
less than 2 
minutes 

Save thousands 
in labor and 
equipment 

• Save money, 
time and 
increase 
productivity 

For more information and a free video 
1 - 800 - 439 - 6834 

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

(continued from page 42) 

out, look at what the end result would be." -]on 
Cundiff, Turfs Up Lawn Service, Feb. 1998 

"Our success comes from ownership's 
willingness to let the organization learn from 
its mistakes so people know that as long as 
they're putting forth the effort with good 
common sense, when a mistake does occur, 
they'll get the opportunity to correct it." 
- Kevin Killmer, The Groundskeeper, April 1998 

ON GETTING STARTED... 
Find a good lawyer, accountant and 

banker first, and then worry about what 
services you'll offer. - ProLawn ProScape, 
March 1990 

"If I had it to do over again, I would 
have majored in business and minored 
in horticulture." - Melanie Reinhold 
Sawka, Reinhold & Vidosh, May 1990 

"Develop a sales strategy: How 
you are going to sell 
your product and 
how you are going 
to promote your 
business. You have 
to convince potential 
customers they really 
need you." - Cynthia 
Harper, Color Burst, 
Sept. 1990 

"The most impor-
tant part of our suc-
cess has been the 
partnering approach we've taken with land-
scape contractors. We approach them and 
say, 'Let us do one project with you and earn 
the right to be a credible outsourcing func-
tion for you/" - Scott Fay, Treasure Coast 
Irrigation, April 1999 

"We started between 5 a.m. and 5:30 a.m. 
every morning. If we didn't have jobs that 
morning we handed out flyers. We never 
took a slow day off. If we didn't have work, 
we went out and created work and leads." -
Pieter Rossi, BP Landscapes, Feb. 2000 

"The most important decision I ever made 
in this business was to have a business plan 
and to stick to that plan as best I could." 
- Lance Schelhammer, Grass-Roots, May 2000. 

ON GROWTH... 
"Growing is fine if control and profits are 

what you use as your formula to guide your 
growth." - Ben Snyder, Arrowhead Landscap-
ing and Maintenance, May 1989 

"As I moved out of operating an aerator 
and put others in my place, I had to make 
sure the quality I expected was still there. 
That's been the biggest challenge." - Greg 
Schreiner, Aeration Consultants, Sept. 1989 

He'd reach [his growth goal] if he gave 
into the tremendous demand for his ser-
vices, but that would defeat the purpose of 
his company's creativeness. - Bob Barnes, 
Creative Annuals, October 1989. 

"The best advice I can give is to be conser-
vative. Don't get carried away with growth 
and debt." - David Minor, Minor's Landscape 
Services, June 1990 

Erbaugh and Wilkinson agree the top 
priority in moving into a 

new market is a ca-
pable, trustworthy 

branch manager. 
- Lawnmark, April 1991 

"Somebody once said 
that when companies 

move from the idea that 
more is better to better is 

more, then they're moving 
somewhere." - Steve Coffey, 

Scapes, March 1992 
"One of the things that al-

lowed us to grow is to take qualified 
people and make their span of control 
larger so they can control more work." 
- Bruce Wilson, Environmental Care, 
July 1992 

"We learned that it's very difficult to be 
profitable when you're not growing. Ex-
penses keep on growing faster than sales." 
- Ed McGuire, The Lawn Co., Feb. 1997 

"Not having a better balance of long-term 
and short-term funding was the most signifi-
cant growth obstacle we encountered." 
- Mike Scian, Scian's Landscaping, Sept. 1999 

ON MANAGEMENT... 
"The best thing I can do is replace myself 

with these people [by promoting from within] 
and give them the opportunity to do better 
and do more." - Dan Skinner, Landscape 
Services, Feb. 1993 

"When you look at your business as pro-
viding for the futures of [your employees'] 
families vs. just your own, then you treat it 
different." - Lebo Newman, Redwood 
Landscaping, July 1993 

"My goal from day one has been to de-
velop self-replicating systems so the com-

http://www.treeguard-deer.com


pany can run without me." - Skip Gerber, 
Gerber Landscape Solutions, ]an. 1995 

[The consultant] first met with Stephen 
and Chris to get them to focus totally on the 
company's direction and to commit to that 
direction. "It sounds pretty simple, but it's 
amazing how that doesn't happen with a lot 
of companies." - Chris Hillenmeyer, Hillen-
meyer Nurseries, May 1996 

"Everyone wants things to change for the 
better, on one hand. On the other hand, they 
are more comfortable with everything re-
maining the same." - Rick Winnestaffer, 
WinnScapes, July 2000 

ON MANAGING CASH... 
"Debt is too big of a risk, so we pay cash 

every time." In order to do this, GroGreen 
offers an 8 percent discount for customers 
who prepay for an upcoming year's service. 
- Gary LaScalea, GroGreen, Sept. 1998 

ON MARKETING... 
Most of [Connelly Landscaping's] new 

accounts are based on referrals, and new 
prospects are also culled from their exten-
sive exposure at home and flower shows. 
- Connelly Landscaping, Aug. 1992 

"I believe a good marketing campaign 
builds upon itself. Most sales are made on 
the seventh challenge but most salespeople 
stop trying around the third call." - Tom Lied, 
Lied's Nursery Co., April 1994 

"Big corporations are going through radi-
cal changes in their buying habits - cutting 
the number of suppliers, expecting more 
from those they keep. That translates into a 
whole new philosophy of consumer buy-
ing." - Doug Cowan, Davey Tree, May 1994 

Simple things such as cleaning trucks 
every day and insisting on clean uniforms 
every day made a big difference. - Lawn 
Master, Feb. 1996 

"Telemarketing is one of the more success-
ful and easier ways of getting customers. It's 
controllable like a water faucet and it's predict-
able." - Roger Albrecht, All Green Corp., Aug. 1996 

"We decided we needed more of an iden-
tity to differentiate ourselves from the com-
petition." - Bruce Wilson, Environmental Care, 
Dec. 1997 

"Once we have trained people in place 
and we know we can deliver quality, then we 
push those services." - Dennis Dougherty, 
Cagwin & Dorward, March 1999 
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What your customers 
really need: 

9 Organic-based fertilizer 
9 Slow-release Nitrogen 
9 Soil Microbes 
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"We target young couples who are trans-
ferred to the area. They are both working and 
they want their lawn taken care of right 
away." - Dick Bare, Arbor-Nomics, Aug. 1999 

"I asked my 16-year-old nephew to draw 
me a picture of a happy dog. We make sure 
that logo is prominently displayed on every-
thing. People know that dog, and they know 
us." - Jim Campanella, The Lawn Dawg, June 2000 

ON PEST MANAGEMENT— 
"We don't want to use any pesticides 

unless doing so is necessary." - Russ Frith, 
Lawn Doctor, March 1993 

"We moved from a very customized to a 
program-oriented service." - Chris Senske, 
Senske Lawn & Tree Care, April 1996. 

"The scout does not regularly work on 
the specific job site they are scouting." - Don 
Moore, Turf Masters, June 1997 

ON PLANNING... 
With involvement from [design, build 

and maintain] at the concep-
tual level, problems and op-
portunities can be identified 
and addressed, eliminating 
the need to backtrack at a 
later stage. - Smallwood De-
sign Group, April 1993 

"Every year we 
meet as a company 
and we tear the 
company down 
and go over every 
department." - Jon 
Ewing, Landtrends, 
Sept. 1997 

"We had a pretty 
thorough business 
plan. I would encour-
age any new business 
to... outline their goals 
for the business and a method to 
reach them." - Tom Fochtman, CoCal Land-
scape, Feb. 1999. 

ON PRICING... 
"People put 

themselves in pricing 
categories. We make a 

presentation offering 
three different levels of 

service." - Jerry Faulring, Hy-
dro Lawn, Nov. 1988 

"We offer a prorated price 
over an eight-month period, 
which is better for us because 
we can collect that April through 

November. Then we can bill just for the 
services that we perform." - Dave Fuller, 
Fullcare, July 1989 

"Quality wins in the end the major-
ity of the time, but you always have 
those clients who will go for better 
prices." - Bill Davids, Clarence Davids & 
Co., May 1991 

His most decisive move was to restructure 
the company's existing accounts toward a pre-

(continued on page 105) 
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Safely and effectively.. 
Dig, transplant and install trees and shrubs even 

under harsh and undesirable environmental conditions. 

Advanced growing solutions 

Toll Free: ( 8 0 0 ) 4 4 1 - 3 5 7 3 

Plant Survival Essentials 
BIO-PLEX TECHNICAL CONCENTRATE and PLANT ENHANCER 
• Reduced Transplant Stress • Reduced Wilt & Flagging • Speeds Root 
Establishment • Improved Moisture Retention • Decreased Plant Mortality 
i ^ t i t i d l V i i M ^ 1 ' 1fcir M M H M 
BIO-PLEX MYCORRHIZAE SOIL and ROOT INOCULANT 
• Improves Transplant Survival • Improves Nutrients Water Uptake 

Decreases Plant Mortality • Five Formulations to Choose From 

BIO-PLEX TREE RING™ 
| • 100% Deep Soil Moisture Penetration • No Run 

Targets Water to Root Zone • Reduces Water Frequency 
by 50% Y Makes Every Drop of Water Count 
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I 
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[ENHANCER 
lax 1/2gat/a • — lal/cs m minhdrum v case lot 72 Col. 

TREERINC" 
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Don 't Gamble with your Waterlngl 



To make the f a s t e s t 
plement attaching s y s t e m s , we set 

our standards a little higher. 

4:00 
minutes 

John Deere 4000 Series Tractors zoom from zero attachments to dozens in 

minutes. That's because our implement designers 

and our tractor engineers worked very closely together J 

before the first tractor ever rolled off the line. 

John Deere loaders have an integrated parking stand that folds up, while hydraulics 

l i f t the entire loader onto solid supports in seconds. John Deere backhoes were 

integrated with the tractor's rockshaft arms to raise the backhoe 

onto the tractor frame for a fast, and stable, connection. Both 

take fewer than four minutes to attach and detach. 

Rest assured, every one of the over 40 attachments available 

was designed with the same step-to-it mindset. 

For a quick demonstration, just visit your local John Deere dealer 

(call 1-800-537-8233 or visit www.deere.com for one near you). 

Please, on your way there, follow all applicable speed limits. 

USE READER SERVICE # 9 3 

minutes 

4:00 
minutes 

N o t h i n g R u n s L i k e A D e e r e 

http://www.deere.com


PGRs 

As plant gimvth regulator use becomes more 

widespi'ead, cmtmctorsmeed to undei'stand 
I ' 

what types of products ate on the market 

** i and how they can be used conectly as 

beneficial management tools. 

Using plant growth 

regulators can reduce 

landscape contractors' 

time spent mowing 

and collecting grass 

clippings on properties. 

The largest turf area Lawnscape Systems has applied a plant 

growth regulator (PGR) on was Leisure Village, a retirement 

community in Camarillo, Calif. 

The company used a turf grass growth regulator on all 186 

acres of the property for more than one year, according to Richard 

Wills, vice president of the Ontario, Calif.-based company. 

"The product cut the turf's growth rate in half for the entire 
year," Wills said. "We reduced their clipping yield and dump 
costs by almost 60 percent. We cut the wear and tear on their 
equipment - their gas, oil and maintenance dropped a little more 
than 50 percent - and they were able to reduce their water 
consumption by about 21 percent." 

While all these numbers, Wills explained, were impressive on 
their own, the real savings were in manpower. "This PGR re-
duced the need for mowing crews by 26 weeks," Wills said. 
"Their entire mowing staff had an extra 26 weeks to spend on 
other maintenance improvements around the property." 

The experiment was an overwhelming success, except for an 
odor issue that existed with the PGR he used, Wills said. "The 
product had an odor at that time and many people who lived in 
the retirement community found it offensive, so for a short period 
of time the applications were stopped until a solution could be 
found," he explained. "Now that new, odor-free products are on 
the market, there is a renewed interest in restarting the use of a 
turf growth regulator on the property." 

Just as Wills' experience proved, PGRs are considered man-
agement tools for landscape contractors because of their ability to 
reduce mowing and clippings and save contractors time and 
labor, according to Jim Davis, northern region manager, Aventis 
Environmental Science, Montvale, N.J. 

(continued on page 50) 
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The most effective waste reducer and mulch 
fj producer available - p r o c e s s s t u m p s , logs , b r u s h , 
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Walker completed {he job 
fast u$in^a balance of 
consistent ground speed, 
quick maneuvering, and 
trimming ability. In many 
applications, Walker wins 
the job time race, even in 
comparison to larger 
mowers with faster 
ground speed (it is job 
time that counts). 

EASY 
Walker takes care of 
the operator with 
comfortable seating, 
good visibility, and 
easy-to-operate, 
responsive controls 
providing full productivity 
and best use of labor. 

BEAUTIFUL 
While "mow and blow" 
may be an acceptable 
standard for some 
mowing jobs, Walker 
offers beautiful mowing, 
vacuuming, mulching, 
and manicuring for 
discriminating customers. 
Some of the most 
beautiful grounds in the 
world are mowed by 
Walker. 
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We invite you to see a 
demonstration of Walker's 
"Fast, Easy, Beautiful" 
mowing on your property. 

WALKER MANUFACTURING CO. 
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(800) 279-8537 • www.walkermowers.com 

Independent. Family Owned Company Designing and Producing 
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PGRs 
(continued from page 48) 

"From the chemical standpoint, this is the fastest growing segment 
in the turf industry," Davis said. "In the last decade, the PGR market 
has grown four to five times in size from single digit millions to 
approximately $25 million." 

As PGRs become more widespread in the landscape industry, 
lawn care company owners must understand the product's purpose, 
learn about the different types of PGRs on the market and train their 
employees how to use PGRs properly in the landscape. 

THE PURPOSE OF PGRs. Plant growth regulators impact the 
growth cycle of plants. "Generally, people think of growth retardant 
activity in connection with PGRs," pointed out Laylah VanBibber, 
advertising manager, PBI Gordon, Kansas City, Mo. "But there are 

(continued on page 52) 

• Do make sure plants to be treated are in optimum condition. 
• Don't apply PGRs to grass that shows signs of insect infes-
tation or disease. Insect and disease damage will be more ob-
vious in PGR-treated turf. 
• Don't apply PGRs to grass in areas subject to concentrated 
traffic from people, animals or vehicles. The only defense 
grass has against traffic wear is to grow. 
• Don't apply PGRs on scalped grass, or on ornamentals that 
do not have sufficient leaf tissue for absorption. 
• Don't waste your PGR treatment on dormant plants; wait 
until green-up is complete. 
• Do delay initial spring PGR applications in mixed species 
turf to make sure the slowest recovering species have 
greened up sufficiently to be sprayed. 
• Do make weed control applications prior to or with PGR 
treatments. 
• Do mow grass to be treated with a PGR at a summer mow-
ing setting so that there remains sufficient green and foliage 
to mask aging grass blades and thatch. 
• Do remove strewn grass clippings or tree leaves before ap-
plying a PGR to assure contact with grass foliage. 
• Do apply PGRs at least eight hours before irrigation or rain 
is expected. 
• Do read all label directions prior to application. 
• Do apply PGRs evenly; skips will result in an uneven appear-
ance; overlaps may cause discoloration. 
• Don't make your PGR application when there are high 
winds that could cause the spray pattern to be uneven. 
• Don't allow a plugged spray tip to create coverage gaps. 
• Don't mow turf for at least three days after applying PGRs; 
mowing will remove PGRs that have not fully translocated. 
• Do monitor and adjust irrigation. PGR treated plants 
require less water during the suppression period; too much 
water may damage treated plants. - PBI Gordon 

PGR Arjailc-firjon 

Dos & Don'ts 
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the Posi-Track keeps you working where other machines simply cannot. Add in 
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customers—and your bottom line. 

See the Posi-Track All-Purpose Crawlers at 
any ASV and many Caterpillar dealerships. 
For the dealer nearest you, call 800-346-5954. 



(continued from page 50) 

also growth regulator products used in nurs-
ery and floral production that enhance the 
growth cycle of plants. In the landscape, 
PGRs are generally used to decrease plant 
growth, including turfgrass growth regula-
tors that minimize mowing requirements, 
clippings or eliminate seed heads and orna-

mental growth regulators that reduce trim-
ming labor or clean-up requirements, increase 
or decrease bloom or decrease fruit-set on 
shrubs, ground covers or trees." 

There are several different types of PGRs, 
VanBibber explained, and a product's mode 
of action varies based on the chemistry used 

www.uhsonline.com 

Three sure signs of weed control 

Featuring Chaser® Ultra, the newest member of the 
latest generation of three-way herbicides 

A family of superior cool or warm 
season performers that controls all 
common broadleaf weeds including 
dandelion, chickweed, plantain, 
oxalis and spurge 
Chaser® Ultra also is effective on a 
broad spectrum of other broadleaf 
weeds that are much harder to 
control such as ground ivy and 
Canada thistle 
Chaser and Chaser 2 Amine are 
economical triclopyr formulations 
with excellent turf safety 

Chaser® Ultra is not made with 
2,4-D and because it does not 
contain Dicamba, it's better for use 
around shallow-rooted ornamental 
plants and trees. 
Mixes well with most pesticides 
and fertilizers 

M United 
• T VT Horticultural Supply 

to produce it. "Some PGRs are weaker ver-
sions of weed control products," VanBibber 
said. "The herbicidal activity has been light-
ened so that the plant is just stunted instead 
of killed. Other types of PGRs interfere with 
the growth and/or reproductive cycle of the 
plant. And some PGRs inhibit certain plant 
hormones, creating smaller, miniature plants." 

PGR products that slow the growth of 
trees and shrubs have limited use in the 
residential landscape, said Dennis Shepard, 
research director, Novartis, Overland Park, 
Kan. "However, the key use of PGRs in the 
landscape is on turfgrass," he noted. 

PGRs for turfgrass developed prior to the 
1980s slow turf growth by slowing cell divi-
sion, according to Shepard. "These products 
are taken up by the foliage and do a good job 
of inhibiting seed head production," Shepard 
said. "PGRs developed in the 1980s slow turf 
growth by slowing the production of gibber-
ellic acid (GA), a plant hormone that aids cell 
elongation. These products are taken up by 
the roots and must be watered into the turf. 

"Newer PGRs registered in the mid-1990s 
slow turf growth by slowing the production 
of GA1, the primary form of GA in plants that 
affects cell elongation, while allowing the other 
forms of plant G A to carry on with their respec-
tive plant processes," Shepard continued. 
"Other newer PGRs slow turf growth by en-
hancing ethylene production." 

While PGRs affect plants' growth cycles, 
their long-term use has not been detrimental 
to plant health, according to Rich Hanrahan, 
senior technical development manager for 
the Chipco professional products division of 
Aventis Environmental Science. "In fact, re-
cent research indicates that the PGR use actu-
ally might improve plant vigor and health." 

However, VanBibber said long-term ef-
fects on plants depend on the PGR and how 
it is used. "Some PGRs cannot be used in 
back-to-back applications," she explained. 
"Other PGRs actually benefit root growth as 
a result of redirecting energy normally used 
for top growth. Turfgrasses treated with an-
other type of PGR experience a rebound ef-
fect when the growth regulation wears off 
during which the turf becomes intensely green 
and increases shoots growing from the base 
of the stem of the plant." 

When applied at label rate, Shepard said the 
foliar growth of a PGR-treated plant slows 

(continued on page 54) 
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(continued from page 52) 

approximately 50 percent for up to four weeks. 
During this time, the turf is still carrying on 
photosynthesis and other growth and devel-
opment processes, while energy is redirected 
to lateral and below-ground stems and roots. 
Change promotes growth, so turf will become 
denser and more tolerant to wear when PGRs 
are used long term, Shepard pointed out. "The 
turf also becomes a darker green because 
chlorophyll is more concentrated," he said. 

PGR USE IN LANDSCAPES. Lawn care 
operators are using PGRs in a few different 
ways. Wills applies regulators on a daily 
basis to many sites to prevent trees from 
fruiting and to slow down shrub growth. 
Not too long ago, this was the primary use 
for PGRs, Wills said. 

Today, the most common use of PGRs is 
for turfgrass growth reduction to decrease 
mowing and clippings during peak growth 
seasons - April to June and September to 
October, VanBibber pointed out. 

When used on turf, PGRs are beneficial to 
landscape contractors, Davis said, but this 
depends on the type of job the contractor 
does. "If contractors are getting paid by the 
number of times they mow, the last thing they 
want to do is use a PGR," he said. "Some 
contractors, however, have a contract to main-
tain a property and they will spend money on 
a PGR to make money saving time on one area 
of a property and taking care of another." 

Scott Hall, president, Classic Landscape, 
Frederick, Md., gets paid to mow his clients' 
properties every week, but he still uses a 
PGR to control turf. 

"I am not interested in reducing our mow-
ing; our clients pay to see us do the job every 
week," Hall said. "What interests me is re-
ducing our mowing problems. Wet weather, 
excessive top growth and clipping problems, 
which often occur around May or Septem-
ber, can handicap the schedule and interfere 
with herbicide applications, bedding instal-
lations, pruning, trimming and other tasks." 

PGRs are considered 

management tools for 

landscape contractors 

because of their ability to 

r e d u c e turf mowing and 

clippings and save contrac-

tors time and labor. 

Other contractors, who still may not sell 
PGR applications, use PGRs to decrease time 
spent on a job so they can expand services 
beyond mowing without having to hire ad-
ditional employees, VanBibber remarked. 

"A straight lawn care company might sell 
PGRs as ways to control costs, reduce man-
power needs, save water or simply to en-
hance the appearance of properties," Wills 

(continued on page 56) 
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added. "A landscape maintenance company 
may view PGR use as an internal cost that 
increases staff productivity, reduces dump 
fees and equipment costs and acts as a cus-
tomer retention tool." 

Most contractors do not charge clients for 
PGR applications. 

"We may or may not mention the PGR to 
the client, but we don't charge for it or reduce 
mowings," Hall said. "PGRs increase our effi-
ciency in getting the job done right." 

So for contractors who spend anywhere 
from $20 to $80 per acre on a PGR, depend-
ing on the type of product used, how are 

their costs warranted? Davis said seeing this 
cost justification might be easier for a full-
service maintenance contractor than a con-
tractor who strictly mows lawns. "If you're 
spending $50 or $80 an acre and you are 
maintaining a residential facility on a con-
tract, you may absorb the cost or put it in the 
contract," Davis said. "If maintaining the 
facility on the contract was $100,000 last 
year, that cost certainly won't come under 
$100,000 this year. Using a PGR on the 
property will help you lower your costs. 
So, if you had $50,000 in labor costs, now it 
will be cut to $30,000 and you only spent 
$5,000 on the PGR. Contractors are using 
this product to save costs, and, therefore, 
make money." 

COST CONCERNS. As Davis mentioned, 
$20 to $80 per acre is a wide cost range for 
PGRs. The reason for this considerable gap is 
that "older compounds might be 25 percent 
of the cost of newer compounds," he said. 
"But the residual might be to spray every 
week vs. four or five weeks. So, some prod-
ucts are more expensive, but those are the 
ones that tend to have a longer residual." 

Because of the wide variety of products 
on the market, Davis said evaluating the 
length of control in relation to cost per thou-
sand is important when lawn care operators 
are evaluating the cost of PGRs. "Don't look 
at the cost per thousand alone, look at the cost 
per day of control," he said. "This will give 
you the true cost of the product. If you buy a 
cheaper product that has to be sprayed 
weekly, you are going to have to buy more of 
that product to do the same job as a newer 
product that only has to be sprayed every 
four weeks." 

"Turfgrass PGRs have been a little expen-
sive in the past," added Wills, who has used 
PGRs in one form or another for almost 15 
years, "but costs are coming down." 

This is why PGR history and product 
types are important for contractors to re-
search, Davis said. 

For example, early turfgrass regulators 
caused yellowing turf and made turf more 
susceptible to insect and disease problems, 
Wills said. 

Older compounds typically stressed the 
plant by stunting its growth. "Older prod-
ucts thinned the plant," Davis explained. 

(continued on page 111) 
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Ornamental 

ground 

covers are 

low-

maintenance 

turf 

alternatives 

that 

disguise soil 

with color 

and texture. 

by Nicole Wisniewski 

There are various ways to cover soil and add 

dimension to a landscape, whether doing so by 

using turf, gravel, hardscapes, mulch or land-

scape plantings. However, making sure vibrant 

and layered color is seen throughout the sea-

sons is becoming more of a trend in landscape 

design, pointed out Chris Miracle, landscape 

architect, LaRosa Landscape, Mequon, Wis. This 

means traditional ground covers aren't always 

the solution for a majority of the landscape. 

Because of this trend, low, dense-growing 
ornamental ground covers are becoming more 
popular. They provide an interesting landscape 
texture and help contractors solve functional 
challenges on properties, such as excessively 
shady areas, steep slopes and unusually small 
sites. The right ground cover can even satisfy a 
client's need for a low-maintenance landscape. 

"From a design standpoint, ground covers 
are nice alternatives to turf or excessively mulched 
areas," Miracle said. "While ground covers re-
quire a fair amount of nurturing in the first one or 
two years after planting, they are low mainte-
nance in the long run and work well under trees 
or as overplantings for bulbs. They also pro-
vide a fair amount of weed control." 

After a few years of adequate growth, how-
ever, the spreading nature of some ground 
covers can be considered invasive. Certain 
ground covers also can require perfect site con-
ditions, ongoing fertility and winter protection 
to grow, which means they aren't ideal for 
some clients. 

P L A N T P I C K S . Many 
people refer to ground cov-
ers as a type of plant, but by 
definition a ground cover is 
actually the use of a particular plant, pointed 
out Anthony Woodyard, director of academic 
development, Horticopia, Purcellville, Va. "Most 
any plant, depending on how it grows, can be 
used as a ground cover," Woodyard said. "For 
example, in most contexts, I wouldn't classify a 
daylily as a ground cover, but used en masse it 
can work very effectively." 

Ground covers with rhizomatous or stolonif-
erous qualities, meaning their roots spread and 
propogate quickly, are useful in areas where 
soil is compact and plants won't grow, 
Woodyard said. 

Ground covers can be used in landscapes 
solely for aesthetic reasons, such as adding 
layers, color and texture to a design. "Ground 
covers add a living floor to an outdoor room," 
explained Kurt Kluznik, president, Yardmas-
ter, Painesville, Ohio. "Many bloom, such as 
periwinkle (evergreen ground cover plants with 
blue flowers), Ajuga (a plant that has square 
stems and blue, white or rose flowers), sweet 
woodruff (a low-growing perennial herb with 
small, white flowers), Liriope (evergreen pe-
rennial ground covers with grass-like leaves 
and spikes of white or lilac-blue flowers) and 
fragrant honeysuckle. Many ground covers have 
attractive foliage, like the glossy green leaves of 
ivy, wintercreeper and periwinkle. Others have 
colorful foliage like the variegated leaves on 

(continued on page 60) 

Ground covers 

can be an 

aesthetic 

addition to a 

landscape, 

prevent erosion 

on a steep slope 

or cover rocky 

areas where turf 

won't thrive. 

Photo: 
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Ground Cover 
(continued from page 58) 

Hosta and St.-John's-wort. Cotoneaster has a 
weeping effect and prostrate junipers offer a 
mass of fine needles in various shades of 
greens and blues." 

FUNCTION FACTORS. Ground covers 
are useful in small backyard gardens left 
with nominal turf space. "You wouldn't want 

to mow back there," Miracle said. 
Many contractors also install ground cov-

ers around large trees to protection them 
from mower damage, Woodyard added. "In-
stead of mowing turf right up to the trunk of 
the tree and possibly damaging its root sys-
tem, ground covers can offer defense by 

(continued on page 62) 
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Getting full coverage from 
ground covers can be difficult 

when they aren't installed at the spacing 
required to achieve that lush look. 

To plant ground covers so they will 
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required by the type of ground cover 
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Once those two steps are complete, 
contractors should multiply the square 
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right hand column that coincides with 
the plant spacing requirements. This, 
according to Tokar's Nursery, will 
provide contractors with the approxi-
mate number of plants needed to obtain 
full coverage in an area. 
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Ground Cover 
(continued from page 60) 

keeping equipment away from the tree." 
Ornamental ground covers also can pre-

vent erosion along stream banks and slopes 
because the leafy plant greens slow water 
down instantly and tend to have deep root 
systems to keep soil stable. Crown vetch is 
one example of a functional ground cover, 
Kluznik offered. The plant, which has leaves 
that divide into many oval leaflets and lav-
ender-pink flower clusters, is too invasive 
for cultivated areas, but excellent on banks 
and slopes where erosion control is impor-
tant, Kluznik said. "Crown vetch roots can 
go 10 feet deep and thrive in soil conditions 
unsuitable for anything else," he said. 

Turf won't thrive in excessively shady, 
wet or dry areas, remarked Bruce Hoskins, 
owner Tokar's Nursery, Canby, Ore. Yet 
ground covers can flourish in these areas. 

But Hoskins warned that not all ground 
covers are perfect in every situation. "Pach-
ysandra - four or five species of hardy ever-
green shrubs - is widely used as a ground 

cover in shady situations or areas that get a 
little morning sun," Hoskins explained. "But in 
afternoon sun or areas that get all-day sun, 
Pachysandra will turn yellow, not green. Plant 
ivy, persistant Vinca and St.-John's-wort in 
areas that get all-day sunshine instead." 

For thirsty areas, drought-tolerant ground 
covers, such as succulents and junipers -
durable plants that thrive in many soil vari-
eties - work well, Woodyard remarked. 

INSTALLATION INSIGHTS. Even though 
some ground covers will grow in compact or 
chemically imbalanced soil, preparation is 
still critical for proper growth. "Poor soil 
preparation can turn an intended mainte-
nance problem-solver into a major mainte-
nance headache and an eyesore," Kluznik 
commented. "Don't save money on the soil 
preparation. Use a non-selective herbicide 
and preemergents to control weeds." 

Then, the soil should be tilled to a 9- to 12-
inch depth. "Drainage issues should also be 

dealt with prior to installation," Miracle said. 
"If you are trying to evenly blanket an area 
with ground covers, and drainage problems 
exist in different variations of the terrain, 
you could end up with inconsistencies." 

However, when planting ground covers 
on a slope, "working up the soil is not prac-
tical," Hoskins said. "You should dig up 
your planting holes and plant your ground 
covers in pockets to avoid erosion problems." 

Due to the potential for erosion on slopes, 
even invasive ground covers, which are rec-
ommended on steep hills, may need the help 
of a fiber mat to get rooted. 

When planting, contractors shouldn't 
"skimp on plant spacing," Kluznik said. "The 
goal is to create a dense monolithic appearance. 
Excessive gaps can fill with weeds if plants 
aren't spaced close enough together. Con-
tractors should select plants that have a fight-
ing chance of growing - peat pots are better 
than rooted cuttings, quarts are better than 

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

peat pots and gallons are even better yet. Size 
does matter in this instance, but be prepared 
to pay for big-sizing." 

To compensate in an area of compact soil, 
Woodyard said ground covers can be spaced 
closer together because they won't get the 
same degree of growth. 

COST CONCERNS. Ground cover installa-
tion can cost anywhere from 5 to 20 times 
more compared to turf costs, according to 
Kluznik. The reasons for this wide range of 
cost are that different ground covers cost 
more than others, and the square footage of 
the space being planted must be considered 
because more plants are needed if they are 
being used to fill an area. 

"The cost of ground covers is a function 
of the area and type of material being used," 
Woodyard confirmed. "Ornamental ground 
covers may not be the best choice price-wise 
compared to turf or other plants, but they 
may still be the best option. This is where 

Good site preparation is essential to succeed in planting a groundcover bed, 
according to Bruce Hoskins, owner, Tokar's Nursery, Canby, Ore. Hoskins 

recommended the following steps in planting groundcovers; 
1 . Remove all existing grass, weeds and other vegetation. 
2. Work the soil to a depth of 6 to 8 inches, incorporating in additional organic 
matter (peat moss, compost, etc.) if needed. 
3. If you are using mulch, apply 1 to 2 inches before planting. 
4 . Using a trowel, open a planting hole, place the plant in the hole and firm soil 
around to the level of the crown of the plant. Then fill mulch around the plant. 
5 . Water the plants in when you are finished planting the bed. 

Getting 
Under the Covers 

you have to know your plants. Planting 
1,000 square feet of an extravagant ground 
cover wouldn't be cost effective - it might be 
more cost effective to plant junipers instead. 
But for a small area, you may be able to plant 
the extravagant ground cover." 

The spreading tendency of the plant also 
should be taken into consideration when fig-
uring the cost of a job, Woodyard said. "Puttingin 
a large area of spreading juniper may not be cost 

effective, but filling the same area with English 
ivy may be cost effective because fewer plants 
are needed to fill the area," he explained. 

But when maintenance is factored in, 
Kluznik said ground covers can be less ex-
pensive in the long run, even though their 
installation is more expensive. ID 

The author is Associate Editor of Lawn & Land-
scape magazine. 
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Program Benefits 
• In-Depth Sessions Focusing Solely On 

Financial Management 

• Speaker Q&A Roundtable Sessions -
Ask The Experts Your Questions 

• Networking Opportunities - Share 
Success Stories With Fellow Contractors 

• Affordable Registration - $195 per 
person - Bring Your Management Team 

• Great Location - Chicago - Easy To 
Get To, Plenty To Do 
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Call 

800/456-0707 
Visit Us On The Web At 
«miiw.lawnandlandscape.com 

or 
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SCHEDULE-AT-A-GLAIUCE 
Sunday, October 8 Tuesday, October 10 

8:30 AM 

5 : 0 0 - 7 : 0 0 PM 
5 : 0 0 - 7 : 0 0 PM 

Monday, October 9 

Business Strategies Golf Tournament 
(Buses depart hotel) 
Registration Desk 
Attendee Welcome Center 

7:00 AM 
7:30 A M - 9 : 0 0 AM 

9:10 A M - 1 0 : 3 0 AM 

10:50 A M - 12:00 noon 

12 :00 -1 :00 PM 
1:15 P M - 2 : 3 0 PM 
2:45 - 5:00 PM 
5 : 0 0 - 6 : 3 0 PM 

Registration Desk 
General Session 
Jerry Gaeta, VanderKooi& Associates 
10 Rules for Financial Success 
General Session 
George Koziarz, Koziarz & Associates 
Effective Budgeting Techniques in 
the Real World 
General Session 
Robert West, Sr., West & Co. 
Organizing Your Business to Take 
Advantage of Tax Savings Opportunities 
Networking Lunch 
Speaker Roundtable Session 
Sponsor Product Showcase 
Welcome Reception 

7:00 AM 
7:30 A M - 9 : 0 0 AM 

9 : 1 0 - 1 0 : 3 0 AM 

10:50 A M - 1 2 : 0 0 noon 

12 :00 - 1:15 PM 
1:30 PM - 3:00 PM 

3 : 2 0 - 4 : 3 0 PM 

SUNDAY, OCTOBER 8 
8:30 AM 
Business Strategies Golf Tournament 
Golf Club of Illinois 
(Buses depart hotel promptly at 8:30 AM) 
Sponsored by Woods Equipment 

5:00 - 7:00 PM 
Registration Desk 

5:00 - 7:00 PM 
Attendee Welcome Center 
Sponsored By Hunter Industries 

MONDAY, OCTOBER 9 
7:00 AM - 5:00 PM 
Registration Desk 

7:00 - 8:00 AM 
Continental Breakfast 
Sponsored By U.S. Lawns 
Morning General Session Sponsored By Irritrol 

7:30 - 9:00 AM 
Opening Session 

10 Rules for Financial Success 
Jerry Gaeta 
Vander Kooi & Associates 

Every successful business has in place a set of rules for operating at maximum 
efficiency. These rules allow a company to function consistently and to re-
main on the right track. These rules are rooted in day-to-day operations and 
if not properly followed, can have a significant impact on a company's finan-
cial well-being. In this valuable session, you'll review 10 valuable rules for 
financial success. You will learn how to prepare your operations to maximize 
results and how to manage your company's financial future so it doesn't 
manage you. 

Registration Desk 
General Session 
Robert West, Sr., West & Co. 
Planning for the Financial Future -
Yours and Your Company's 
General Session 
George Koziarz, Koziarz & Associates 
Structuring Effective Employee 
Compensation Packages 
General Session 
John McCarty, KeyBank 
Building Beneficial Banking Relationships 
Lunch On Your Own 
General Session 
Pam Jordan, Acquisition Strategies 
How to Properly Value Your Business 
General Session 
Tom Oyier, U.S. Lawns 
Balance Sheet Management: 
Don't Eat Your Seed Corn 

9 : 1 0 - 1 0 : 3 0 AM 
General Session 

Effective Budgeting Techniques 
In the Real World 
George Koziarz 
Koziarz & Associates 

Effective budgeting is a critical skill for any lawn and landscape contractor 
looking to keep a company moving forward. An accurate budget helps man-
agers properly forecast labor and material costs, develop realistic sales num-
bers, determine compensation packages, maintain positive cash flow year 
round and build a foundation for future growth. In this information packed 
session, you'll review the steps required to effectively prepare a budget for 
your company or business division. You'll learn how to identify weak spots 
on a balance sheet and what steps to take to turn those areas into positives. 

1 0 : 3 0 - 1 0 : 5 0 AM 
Refreshment Break 

10:50 - 12:00 noon 
General Session 

Organizing Your Business to Take 
Advantage of Tax Savings Opportunities 
Bob West, Sr. 
West & Company 

The success of your business will require you to pay several forms of tax. 
Three of those taxes - payroll taxes, income taxes, and estate taxes - can 
be effectively reduced with timely and continual tax planning. The op-
portunity for such tax planning begins with selecting the best form of 
organization for your business and exists throughout each year as you 
continue to decide how to withdraw the income that your business is generat-
ing. You have options and effective tax planning requires that you under-
stand those options. Should you be incorporated? What is the difference 
between a limited liability company and a corporation or a partnership? 
How can you withdraw earnings from your business so as to minimize 
your payroll tax and income tax liabilities? This program will discuss 
questions such as these and will also present some simple ideas for de-
signing a financial reporting system for your business that can provide 
you with the information you need to make these decisions. 

1 2 : 0 0 - 1 : 0 0 PM 
Contractor Networking Lunch 
Sponsored By Aventis 



CALL 800/456-0707 TO REGISTER 
1 : 1 5 - 2 : 3 0 PM 
Speaker Roundtable Session 
Join the speaker faculty of Business Strategies 2000 for a series of infor-
mal roundtables designed to answer your important financial manage-
ment questions. This is a great opportunity to tap into the expertise of 
our speaker faculty and network with other contractors. 
Sponsored By Century Rain Aid 

2:45 - 5:00 PM 
Sponsor Product Showcase 

Kick the tires, look under the hood and fire up the engine at the Business 
Strategies Sponsor Product Showcase. Join fellow attendees and take a 
look at the latest equipment, product and service offerings from the spon-
sor partners of Business Strategies. 

3:00 - 3:30 PM 
Refreshment Break 
Sponsored By Ewing Irrigation 

5:00 - 6:30 PM 
Welcome Reception 
Sponsored By John Deere, Aquascape Designs and Lawn & 
Landscape magazine 

TUESDAY, OCTOBER 9 
7:00 - 4:00 PM 
Registration Desk 

7:00 - 8:00 AM 
Continental Breakfast 
Sponsored By Super Lawn Trucks 

Morning General Session Sponsored By Shindaiwa 

7:30 - 9:00 AM 
General Session 

Planning for the Financial Future -
Yours and Your Company's 
Bob West, Sr. 
West & Company 

You will devote much of your adult life to the task of building a business -
a source of financial security for your family. But, without effective plan-
ning, at your death, much of that financial security may go to the govern-
ment and not to your family. This program will explain, in simple terms, 
how the federal estate tax is computed as well as some steps that you might 
take now to significantly reduce the amount of your assets that will pass to 
the government. You will learn why all of your assets should NOT be owned 
"jointly1' with your spouse, and how you might use trusts to properly struc-
ture your estate. This program will discuss "living trusts' and how the rela-
tively simple task of creating a family limited partnership might save your 
family hundreds of thousands of dollars in estate and income taxes. 

9 : 1 0 - 1 0 : 3 0 AM 
General Session 

Structuring Effective Employee 
Compensation Packages 
George Koziarz 
Koziarz & Associates 

In todays tight labor market, comprehensive and innovative compen-
sation packages are a selling point for retaining current or attracting 
new employees. Companies in all areas of business are becoming more 
creative in the compensation packages they offer employees. And while 
most compensation programs are still geared toward providing employ-
ees with additional income, items such as health care benefits, flex time, 
day care and tuition reimbursement are rapidly appearing as a standard 
part of employee compensation packages. All of these items carry with 
them a price tag that employers must fit into the company budget. In 
this session, learn how to determine the best methods for structuring 
compensation programs that benefit your employees and stay in line 
with your budget. 

10:30 - 10:50 AM 
Refreshment Break 
Sponsored By John Deere 

10:50 - 12:00 noon 
General Session 

Building Beneficial Banking Relationships 
John McCarty 
KeyBank 

Establishing a strong relationship with a bank is essential for any business 
hoping to expand its operations and its revenue base. Whether seeking 
financing to purchase new equipment or build a new company headquar-
ters or looking for capital to acquire another company, you need a bank-
ing partner who knows your business. But how do you establish such a 
relationship? This session will take the mystery out of how to build a 
beneficial relationship with your banking partner. Learn the steps you 
need to take before approaching your banking partner to properly posi-
tion your company's financial status. And discover what services a bank 
can offer you to help drive your company's growth. 

1 2 : 0 0 - 1 : 1 5 PM 
Lunch On Your Own 

Afternoon General Session Sponsored By Echo 

1:30 - 3:00 PM 
How To Properly Value Your Business 
Pamela Jordan 
Acquisition Strategies 

Whether you're in the market to buy or sell, determining the true worth 
of your business is paramount to your success. In this helpful, hands-on 
session, you'll be presented with the tools to work through the process of 
valuing your business. If you're exploring acquisition, discover what re-
sources you bring to the table. If you're selling, learn how to accurately 
present your business's potential to possible buyers and how to negotiate 
for the best price. No matter what your business goals, you can't afford to 
miss this informative and practical session. 

3:00 - 3:20 PM 
Refreshment Break 

3:20 - 4:30 PM 
Closing Session 

Balance Sheet Management: 
Don't Eat Your Seed Corn 
Tom Oyler 
U.S. Lawns 

Solid financial management and close control of the balance sheet are at 
the top of the list of challenges experienced by business owners. In deal-
ing with these elements, owners must make decisions daily which impact 
both the short-term and long-term growth of a company. For advice on 
making the right choices for your business, join us as we examine the 
three phases of business development (the Growth stage, the Mainte-
nance stage, and the Mature stage) and the owner behavior that guaran-
tees a bountiful return. 

Business Strategies Golf Tournament 
Sunday, October 8 
8:30 AM (Buses depart hotel) 
Sponsored by Woods Equipment 
Test your golf skills at the Lawn & Landscape Business Strategies Golf Tourna-
ment at the challenging 6,511 yard, par 71 Golf Club of Illinois - rated as one of 
Chicago's Top 10 Public Courses by Chicago/and Golf Magazine. The tourna-
ment format is a scramble with the winning team taking home special prizes. 
Cost for the outing is $80 and includes greens fees, cart rental, practice balls, 
lunch, prizes and transportation to and from the course. Advance registra-
tion and payment is required - no on-site registrations accepted Regis-
tration deadline is September 28, 2000. 



Conference Registration Form 
Lawn & Landscape Business Strategies Conference 
October 8-10, 2000 
Wyndham Northwest 
Chicago, Illinois 

(Please print or type. Form may be photocopied for additional registrants: one form per person) 

First Name_ . Last Name_ 

First Name On Badge. 

Company 

_Title_ 

Address. 

City State. .Zip Code. 

Phone. .Fax. 

E-mail Address. 

Payment Information 

. Check Enclosed (payable to GIE Media) 

. Bill My: VISA MasterCard American Express Discover 

Card Number. .Expiration Date. 

Billing Address. 

Name On Card_ .Signature. 

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

Emergency Contact Information 

Name .Relation. 

Discount Travel Information 
Lawn & Landscape has arranged for special dis-
count airfares for the attendees of the Business 
Strategies Conference. To take advantage of these 
discounts please contact AAA Business Travel at 
800/999-0038 between the hours of 8:00 AM -
5:30 PM EST. 

Hotel Information 
A block of rooms has been reserved for Business 
Strategies Conference attendees at the Wyndham 
Northwest Chicago. Attendees should make their 
reservations directly with the hotel on or before 
September 14, 2000 to receive the special con-
ference room rate of $118 per night (single/ 
double). Please ask for the Lawn & Landscape Busi-
ness Strategies conference rate. For reservations 
call the Wyndham Northwest Chicago at 630/ 
773-4000 or 800/996-3426 

Airport Transportation 
Shuttle service is available from O'Hare International 
from My Chauffeur Limousine Service. Reservations 
are required and can be made by calling 800/244-
6200. Rates are $18 per person, each way. Prices 
are subject to change without notice. 

Cancellation/Substitution/ 
Refund Policy 
All cancellations must be made in writing. A full re-
fund will be accepted if postmarked by September 
22, 2000. Those received seven to 14 days be-
fore the conference are subject to a $50 cancella-
tion fee. No refund less than seven days before 
conference. Attendees can notify Lawn & Land-
scape at any time that another individual will at-
tend the conference or social events in their place. 

Phone Number. 

Registration Information 

Educational Sessions 
Full Conference Registration.. ...$195 
Special Events 
Golf Outing $80 

TOTAL 

Number Total 

SPONSOR PARTNERS 

¡CENTURY RAIN AIDI mtors 

shindaiwa 
By Mail: Complete form and mail, with payment, to Lawn & Landscape Business 
Strategies Conference, 4012 Bridge Ave., Cleveland, OH 44113 
By Fax: Complete form and fax, with credit card information, to 216 /961 -0364 
On-Line: At www.lawnandlandscapeconferences.com 
Confirmations 
All registrations postmarked by September 22, 2000 will be acknowledged by mail. 

For Office Use Only 
Date Received 
Registration # 
Amount 

Hunter WOODS 

EUJMG 

8/00 

http://www.lawnandlandscapeconferences.com
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by Cynthia Gremleaf 

quality time on 

maintenance jobs can 

ensure satisfied 

customers and 

flawless properties. 

Since time is always money, as the cliche goes, ensur-

ing high quality on a maintenance job every time can 

be a real challenge for contractors. With constant 

pressure to get as much done as quickly as possible, 

quality often competes with quantity on a daily basis. 

Contractors are always walking this fine line, accord-

ing to Michael Malleck, owner and area manager, 

Clintar Groundskeeping Services, London, Ontario. 

"Quality control is a balancing act," he observed. 

QUALITY DEFINED. Before quality control can be 
ensured in a maintenance program, the concept of 
"quality" must clearly be defined. Defining quality 
for your employees and finding out how customers 
determine a quality job is essential. For Carl Rantzow, 
owner, Selkirk Lawn & Landscape, Spokane, Wash., a 
good job has three key components. "Quality is a job 
that meets my customer's expectations, my expecta-
tions and, at the same time, is profitable," he ob-
served, adding that quality control is always a proac-
tive, rather than reactive, measure. 

Micheaux Brandau, president, Timely Lawn 
Care, Baltimore, Md., sees quality as an aesthetic 

issue. For Brandau, a quality job is one that "makes a 
good first impression and looks pleasing to the eye, 
where everything looks top notch and nothing is 
out of place." 

George Moore, president, Green Acres Services, 
Saint George, S.C., agreed. A quality job has "good 
curb appeal with a well-groomed lawn, weedless 
beds and healthy and thriving plants," he described. 

To make sure customer expectations are being 
met, however, contractors should know exactly how 
their customers define quality. "Get customer expec-
tations first," advised Pat Strohman, general man-
ager, CLS Landscape Management, Chino, Calif. "Our 
expectations matter, but our clients may have differ-
ent expectations." 

Get to know customers' likes and dislikes. Lam-
bert Landscaping Company, Dallas, Texas, for ex-
ample, employs full-time "garden managers" whose 
only responsibility is to serve as customer advocates, 
making sure their every desire and need is addressed, 
according to Sue Allen, Lambert's training and re-
cruiting coordinator. These managers visit their as-
signed properties on a regular basis and get to know 
absolutely everything the client wants - from how the 
shrubs should be pruned to where the flower pots 
should be placed, Allen said. While having garden 
managers on staff is an additional expense, this extra 



Quality Control 
management layer is well worth it for Lam-
bert, helping the company provide a consis-
tent level of quality service to its high-end 
residential clients, she noted. 

And lastly, always keep an open line of 
communication with customers to make sure 
they're satisfied with their service. "Keep 
in constant contact with the customer," ad-
vised Brandau, who said he's always trying 
to "get into his customers' heads" so he 
can serve them better. "If you don't, your 
competition will." 

C R E W C O N S I D E R A T I O N S . Properly 
training employees is a critical aspect of qual-
ity control. Lambert Landscaping, for one, 
has an ongoing training program that in-
cludes weekly classroom sessions on main-
taining quality as well as in-the-field, hands-
on training on clients' properties, according 
to Allen. The company tries to instill a sense 
of ownership into employees, conveying to 
them that "this is your garden and the qual-
ity of the product you're producing is one 

you should be proud of," she related. 
Since Akehurst Landscape Service, Joppa, 

Md., has a number of Hispanic employees, 
the company often will use visual aids such 
as pictures or equipment demonstrations to 
make sure the staff understands how to do 
the best job possible. The company also will 

"If you expect and you d o n ' t 

inspect, then don't expect." 

- George Moore 

provide one-on-one, on-site instruction if 
certain employees need extra guidance. 
"We'll go out to a job and work with the 
individual to get the problem area corrected," 
said Brian Akehurst, the company's vice 
president and grounds maintenance 
division manager. 

As part of his training approach, Rantzo w 
relies on written protocol (see "Setting Stan-
dards" on page 72) for all the services his 

company offers - from mowing and refuse 
removal to weeding and bed maintenance. 
This series of quality control guidelines, which 
are short, easy to understand and outline 
service goals, serve as "an anchor to hold 
employees accountable," Rantzow said. He 
noted that the slower winter months are the 

perfect time to put together these 
checklists and review them with staff 
members. 

Maintaining ongoing communi-
cation with employees is another es-
sential quality control tool. Having 
staff meetings on a regular basis is a 

good way to do this, many contractors have 
found. Selkirk Lawn and Landscape has in-
formal gatherings once a week to keep an 
open line of communication with staff and 
discuss areas that need improvement. Dur-
ing these meetings, Rantzow relies on a writ-
ten agenda, filled with notes made through-
out the week identifying problem areas he 
encountered during property inspections. He 

(continued on page 71) 

KWIKREPAIR™ 
A WHOLE NEW CONCEPT IN PVC 

PIPE REPAIR & FITTING REPLACEMENT 

If Your Last Repair Wasn't A KwikRepair 
You Weren't KWIK Enough ! 

AVAILABLE IN 1/2" THROUGH 
1-1/4" COUPLINGS, 

ELBOWS & TEES 
1-1/2" & 2" COMING SOON 
ORDINARY FITTINGS KWIKREPAIR 

Number of fittings required 4 
Number of solvent welds required 
Pipe movement restraint required YES 
Possible O-Ring failure YES 
Minimum space required to install 1" Tee 21"x5-1/2" 
Approximate minutes to install 1 5 - 4 5 minutes 

1 
3 

NO 
NO 

9-3/4"x5-1/2" 
5 - 1 5 minutes 

U 
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DAWN INDUSTRIES, INC. 
4410 N. Washington Street Denver. CO 80216 

(800) 321-7246 Fax (303) 295-6604 
www.dawnindustries.com 

Made In U.S.A. Patent Pending 
'Available to Wholesalers & Distributors only 

TS H2B, Or Not to H2B 
wTtl9t is ÏÎ16 QlifSUCII)] 

i r t i 

{ 
"Are you having a difficult time 
finding minim urn o r low w age 
legal workers? Let me help you 
get the low wage labor force that 
you need, just as I did for scores 
of other companies last year." 

Legal and low wage Mexican workers 
with H2 B visas may be the answer 

to your labor needs! 

*sliWM$fflr itrvisa 
("Based on a quantity of 100 eisas or more. Does md include bus fare. 

Mexican processing and consulate fees, or Mexican recruiting fees.) 
Call toll free for more information 

1-000-764-5570 
The Law Office Of Robert Kershaw 

1825 FortvievSuite 101. Austin.Texas 7870i (512) 385-0007. Fax: (512) 383-0009 

Licensed by the Texas Supreme Court 
Not certified by the Texas Board Of Legal Specialization 

http://www.dawnindustries.com


But no one has to know how easy... 
Sure, you had to cut around a lot of obstacles, but you did it in record time! And if 
the customer's turf looks better than ever? You did it all on a Grasshopper, and it's 
never been easier. The secret is in the equipment. 

No one has to know how easy mowing is with Grasshopper's front-mounted deck, 
where you have the visibility to trim and mow. Or the advantages of HydraSmooth™ 
steering that eliminate all footwork. By all means keep mum about how you stay 
comfortably in control with the U l t imate Operator Stat ion. You complete your job 
ahead of schedule and still feel renewed for the rest of the day. 

YOUR NEXT MOWER 

It's easy to finance or lease a Grasshopper! Ask for details. 

If you're lucky maybe they won't notice all the comfortable legroom 
you enjoy while reaching the deck under shrubs and 

trees. You'll be the envy of every other 
contractor if anyone finds out. . . 

You can't even break a sweat with 
maintenance so accessible and easy. 

| So keep these secrets low-profile -
much like the terrain-hugging 
Grasshopper design - and let your 
quality of work speak for itself. 

Give us a call or visit our website for details on Grasshopper's complete 
line of true zero-turn (True ZT) mowers and large capacity leaf/grass 

collection systems. 

Ask for our free video on the Quick Converter Implement System, which transforms 
your air-cooled or liquid-cooled Grasshopper True ZT power unit into a compact turf 
renovation and snow removal system. 

DuraMax™ 90° FlipUp™ Deck 

(44" to 61"). Bag, mulch or discharge 

using the same (44M to 72") deck. 

Snow removal & turf renovation 

systems, PTO-driven, for no-slip RPM. 

First to Finish...Built to Last 

The Gras shopper C o m p a n y I P.O. B o x 637 I M o u n d r i d g e , K S 67107 U.S.A. I P h o n e : 3 1 6 - 3 4 5 - 8 6 2 1 I F a x : 3 1 6 - 3 4 5 - 2 3 0 1 

www.g ra s shoppermower . com I Ask for free video. ©2000, The Grasshopper Company 

http://www.grasshoppermower.com


_ Model P Deicing Spreader for _ 
winter salt and sand application 

For more information on our complete 
line of Hi-Way leaf vacuums and deicing 
spreaders call 800/363-1771 or visit our 
website at www.HighwayEquipment.com. 

Huildintj the best since 

G-750 Gold Leaf Vacuum 
for fall and spring cleanup 

G - 7 3 6 
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tv Control 

even leaves voicemails to himself to make sure even the smallest 
quality control issue isn't overlooked, he admitted. 

Similarly, during weekly Thursday morning meetings, CLS Land-
scape Management addresses quality issues that have surfaced 
throughout the past week that foremen and management have made 
note of, according to Strohman. 

These meetings don't always have to happen at the office. Since 
weekly gatherings sometimes can be tough to schedule, Malleck relies 
on "bumper chats" between jobs to let his crew members know what 
they're doing right and what needs improvement, he said. 

Having set service guidelines is vital for maintaining a 

high level of quality on maintenance jobs, according 

to Carl Rantzow, president, Selkirk Lawn and Landscape, 

Spokane, Wash. As part of his management approach, he 

uses checklists to keep track of all tasks to be addressed on a 

property. He also uses them as a reference, to make sure em-

ployees are consistently doing a quality job. To convey his 

company's dedication to quality, Rantzow gives these guide-

lines to all employees the minute they walk through the door, 

he said. 

Selkirk's official mowing and bed maintenance protocol, 

for example, details each service's goals, individual tasks to 

accomplish and additional points to consider. Some of these 

specifications include: 

• Control the height of the grass 

• Give the yard a manicured look 

• Vacuum leaves and debris off the yard 

• Clean off concrete surfaces 

• Monitor select landscapes for irrigation problems 

• Keep the beds looking neat and clean 

• Control weeds 

• Do preventive plant maintenance to reduce chances of 

insects and disease 

• Alert customer to any plant problems 

• Keep trash picked up and keep sidewalks blow off 

• Fix problems on property before the customer does 

Setting 
Standards 

http://www.HighwayEquipment.com


Maintaining ongoing 

communication with 

employees is an 

essential quality 

control tool. 

Qualitv Control 

E N S U R I N G THE BEST. Beyond effective employee training, con-
tractors have a range of innovative, ongoing ways to control mainte-
nance job quality. In addition to having a crew strictly devoted to 
detail work such as weeding and watering, Akehurst, for example, 
has a full-time troubleshooter on staff to take care of any quality 
control emergencies that might surface. With the title of "enhance-

ment supervisor," he 
keeps the company's 
high-end residential 
customers happy and in 
turn, saves the company 
money by keeping fore-
men and crew members 
on their production 
schedule. "Every once 
in a while, a crew mem-
ber might run over a 
sprinkler head and our 

enhancement supervisor will go back to fix it," said Akehurst, adding 
that the fact that the troubleshooter is a "people person" helps smooth 
out any problems that might occur. "We can get the biggest complaint 
and he can handle it." 

Frequent property inspections are another invaluable quality 
control tool. Moore learned this from his years of experience. "If you 
expect and you don't inspect, then don't expect," he advised, noting 
that he constantly conveys this point to his management team. 

Akehurst also realizes how vital inspections are and often will use 
other crews to inspect maintenance jobs, to bring "another set of eyes" 
to the property, he said. "Someone not on the job can often more 
readily pick out problem areas, since maintenance guys can get into 
the routine and not notice things." 

Maintenance crews also are carefully supervised, "to make sure 
every thing is being done the way it's supposed to be done," Akehurst 
said. Supervisors are sure to let crew members know where the higher 
priority areas are. "When we're behind the eight ball, we try to 
impress the importance of high visibility areas, like making sure 
entrance ways are picture perfect," he noted. 

Inspection frequency depends on the property size. Larger jobs 
might be inspected weekly, while smaller ones might be evaluated 
every other week or just once a month - it all depends, Akehurst said. 
"If there's a day we're caught up, supervisors might take a foreman 
out and drive through the job and point out problems," he noted, 
adding that they periodically walk through jobs with property man-
agers to ensure that expectations are being met. 

And rather than just doing a drive-by inspection, Brandau advised 
contractors to get a good, up-front look at a property. Otherwise, 
unpleasant surprises can lurk in the background. "Some jobs can look 
great from far away. But you get close up and notice that someone 
scalped the lawn," he said. 

Rantzow agreed with the importance of walking a property dur-
ing an inspection. "A drive-by isn't as good as when you get out on 
the property. You're always really surprised at how much you see 
when you're out there," he said. ID 

The author is Associate Editor of Lawn & Landscape magazine. 
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2 
Three EASY 
Steps to... 
apply for seasonal labor in the 
green industry throughout Canada 
and the United States. Current 
applications are being processed for 
the upcoming season. For more 
information regarding seasonal 
labor solutions please contact 
GTO representatives by any of 
the following: 

TEL: 810-797-4422 
FAX: 810-797-4429 

Email: info@gtoint.com 

3www.gtoint.com 

. © 

P . O . B o x 8 2 4 7 4 R o c h e s t e r , M i c h i g a n 4 8 3 0 8 - 2 4 7 4 

USE READER SERVICE # 4 6 

«®E2Reacher 
EZ on your hands • EZ on your back • EZ on your time 

Don't get off your mower to pick up debris 

Easily pick up bottles, trash, rocks 
1 Protect your equipment 

• Don't mow trash 

Toll Free 
(877) 84-ARCOA 

(877) 842-7262 

You need an 4¡m>£ZReacher 
Dealer Inquiries Welcome! 

Simplifying Everyday Chores" 

Made in the U.S.A. 

mailto:info@gtoint.com
http://www.gtoint.com
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Large 

machines 

require a lot 

of thought, 

whether 

acquiring 

them, using 

them or caring 

for them. 

by Bob West 

vast majority of landscape 

k is labor intensive. But very 

ly can landscape employees 

be found in the field without 

some piece of equipment in their 

hands. And, quite often, putting 

that piece of equipment in the 

field requires a major investment 

by a landscape company. 

How does that piece of equipment - that trencher or tractor or skid-steer loader - end 
up in the field? What is the best way for companies to select and pay for these big-ticket items? 
After all, contractors can easily spend in excess of $20,000 on some machines today. And 
many manufacturers have done a great job of increasing the versatility and functionality 
of their machines in order to help contractors become less dependent on hand labor, but that 
doesn't make the machines any more affordable. Instead, contractors now need the machine 
and three or four attachments to get the most value for their purchasing dollar. 

Contractors who have gone down this road, however, seem to be in some agreement as 
to the best paths to take to get to the final destination. Owning is better than renting. Buying 
is preferred over leasing. New is preferred over used. And, above all else, equipment is 
preferred over employees. 

WHAT'S MINE IS MINE. Obviously, there are many advantages associated with 
owning a machine as opposed to renting it from a local dealer or rental yard. Owning a 
machine means that piece of equipment is almost always available when you need it. 
Owning a machine also means not spending a lot of time driving back and forth to pick up 

(continued on page 76) 

To buy or to rent, 

that is the question 

for most landscape 

contractors faced 

with equipment 

needs. Photo: CNH 

,axiyp 
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Are contractors better off 

b u y i n g a product and 

paying more but 

eventually owning 

the equipment, or are they 

better served by s p e n d -

ing less via • lease that 

ultimately leaves them 

with nothing at the 

end of the deal? 

Maior Equipment 
(continued from page 74) 

or drop off a rental. But owning a piece of 
major equipment also usually means spend-
ing a lot of money to acquire it, whereas 
renting requires less capital. 

"We buy everything because we get a 
better deal buying vs. renting," explained 
Mary Ann McKnight, general manager, 
Clearwater/Summit Group, Spokane, Wash. 
"Then we resell all of our equipment when 
each piece gets to a certain point in terms of 
hours of use. For example, we sell skid-
steers at 1,500 hours, but we'll try to get more 
out of our backhoes before selling them. 

"Add-on work is where you find yourself 
renting more because buying a machine is 
less beneficial," noted Richard Raley, presi-
dent, Ultimate Landscapes by Interra, 
Gambrills, Md. "The rule of thumb for us to 
buy a machine is that we have to have the 
work contracted first that will keep that ma-
chine busy after we buy it. For example, you 
may have one piece of equipment, like a 
trencher, and then you find that it is getting 

used so much that scheduling its 
use is a challenge. We've had situa-
tions where we've had to rent as 
many as three trenchers at a time to 
keep the crews moving, so then we 
know we probably need to buy at 
least one more trencher." 

"My controller does a cost analy-
sis based on the usable hours for a 
piece of equipment," explained 
Michael Sweeney, president, 
Sweeney Landscaping, Stamford, 
Conn. "We want to know how much 
out of a 40-hour work week or how 
many hours out of a whole year that 
machine is going to be used. If the 
machine is going to be used enough, 
then buying will be more affordable 
than renting." 

"Renting is normally done to fill an occa-
sional need for us," related Kris Parker, 
owner, K.P. Landscape Design & Installa-
tion, Layton, Utah. "When we get to the 

point that we can set up a full crew and equip 
that crew with enough work to use a ma-
chine, we'll buy a new machine." 

Sweeney also noted that buying equip-
ment can pay off indirectly in methods than 

(continued on page 78) 
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r-M^di-

My first job with the Ramrod was pulling tiles around a 
swimming pool. I needed to maneuver in tight spaces 
that I would not have been able to do with my larger 
equipment. In the first week, the Ramrod Mini-Skid 
Loader saved me a significant dollar amount in labor 
alone! The machine is built strong and my crew is im-
pressed with what it can lift. It truly can lift 900 lbs. 

I have my Ramrod mini-skids working on job sites on 
a daily basis. The machine can easily maneuver 
through narrow walkways and backyards. My crew had 
never used a Ramrod Mini-Skid before, but with the 
easy operating controls and smooth hydraulic system, 
they learned quickly and easily. The quick attach sys-
tem enabled the operator to interchange the Ramrod 
attachments in no time at all. I could not believe how 
many jobs the Ramrod mini-skid could do! The wide 
assortment of versatile attachments let my crew do 
anything - with ONE machine. 

My Ramrod Mini-Skids paid for themselves after only 
two jobs. I saved on labor costs and most importantly, 
increased my productivity. It is one of the best capital 
investments I have made to my growing business. 

Ramrod Equipment 1.800.667.1581 www.ramrodequip.com 

http://www.ramrodequip.com


© Stop Report available, you can 
verify departure and arrival times, all 
stops and length of stay at job sites.. 

O G P S satellite signals let you know 
exactly, to the minute, where all your.. 

© Vehicles have been, their speed 
and... 

© Location and time of all their 
stops. Using the most accurate... 

Driver's Name 
2000, (»MC C1500. Wednesday Marth 8,2000 

6:06AM 6:21AM 00:22 
L m l k i M m 

la Ttansit 
6:21AM 11:11AM 04:30 S-Yoar Coopaoy Office 0.00 
11:19AM II 22AM 00:03 hltaMk 1.10 
11:22AM 11:27AM 00:05 L-Eixon Gas Station 000 
11:21AM 1I3IAM 00*13 I- TV...U 1.10 
n-?:**»« 4 14PM 04 43 S-You» Compaay Office 

^4:14PM 4:17PM 00:03 In Tran til 1.11 
4:1/»..: < lOPM 00:02 L-Grtnd £ Hwy 90 « IJUU 
4:19PM 4 36PM 00:17 ""^fflBr 15.01 
4:36PM 6:30PM 02 14 E-Home. Employee U. 0.00 
6:30PM 6 54PM 0004 Ia Transit 141 
6 34PM 6 55PM 00 01 L-Stop Light m 1654 Ptac 000 

Advanced Tracking Technologies, Inc. 

www.advantrack.com 

RO. Box 168 
Sugar Land, TX 77487 
E-mail: sales@advantrack.com 

Ph: 800-279-0035 
281-494-3636 

Fax: 281-494-3644 

© wi th No Monthly Fees 
our affordable, reliable, real-
time and historical systems 
will help make your operation 
more efficient and profitable. 

http://www.advantrack.com
mailto:sales@advantrack.com
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(continued from page 76) 

Can you envision this scenario? 

A machine is rented with in-
creasing regularity to the point where 
the decision is made to purchase one. 
The purchase will cost in excess of 
S20.000. A few weeks are spent dem-
onstrating different models and hag-
gling over price. Finally, terms are 
agreed upon and the plunge is taken: 
the machine is bought. 

Oh, by the way, you'll need a new 
trailer to get the machine from job to 
job as well, right? 

Are you going to go through the en-
tire process all over again for the 
trailer, or would you rather just take 
the most affordable model available 
from whoever just sold you the ma-

P u t t i n g t l k e 
Back End 

chine that got you into this mess in the first 
place? "Too often, trailers end up just being 
packaged into the purchase of some other 
machine like a skid steer or a tractor be-
cause the buyer is out of patience and has 
already spent a lot of money," according to 
Chris Anderson, sales manager, Foster 
Trailers, Waynesborough, Pa. "You never 
get a chance to demo a trailer, so you don't 
learn about poor towing characteristics un-
til you own it. There is a vast difference in 
quality and price points from manufacturer 
to manufacturer when it comes to trailers, 
so this decision shouldn't be made quickly." 

Anderson said trailers for most major 
equipment should have 18 feet of loadable 
space and a gross vehicle weight of ap-
proximately 12,000 pounds, which allows 
for about 9,500 pounds of actual payload. 

First 

"Many contractors buy their first 
trailer without understanding the 
significant safety issues associated with 
them, and they don't realize that one of 
the biggest liabilities a landscape 
company can assume is to send a truck 
trailing a skid steer or some other large 
machine on the road," Anderson pointed 
out. "There are also unique maintenance 
requirements for trailers, like torquing the 
wheels' lug nuts and servicing the 
trailer's breaks more frequently." 

Anderson also noted that there is a 
correct way to load a machine on a 
trailer. "You want the load to be balanced 
slightly in front of the axles and wheels," 
he said. "If you think of a trailer as a 
seesaw and the axles and wheels are 
the fulcrum then you'll see that more of 
the length of that fulcrum is forward of 
the axles." Bob West 

Specialized forms just for Landscapers. 
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IT TAKES JUST 
MINUTES 
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^ Most utility loaders come with an additional price you ^ ¿ ^ Q P P P ^ 

have to pay: the time it takes to learn how to use them. 

Not the new Toro00 Dingo10 TX . Just 3 easy-to-operate controls and a comfortable 

walk-behind operator position, means anyone on your crew can step right up 

and get at the toughest jobs in minutes. With a dedicated track drive, the Dingo T X 

provides full ground contact to power through the most demanding tasks. And separate, independent 

hydraulic circuits puts full power where it's needed - to the tracks, loader arms or any of 

the over 4 0 available Dingo attachments - using all available horsepower at all times. 

^ m m m ^ * ' For more information call 1-800-476-9673 
r m D A I T ' S A B O U T ... . . 
l U I t U P R O D U C T I V I T Y o r c o n t a c t y ° u r * o r o Vingo dealer. 

© 1999 The Toro Company 



Maior Eauioment 
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many contractors don't notice. "We ware-
house bulk mulch, so we need to be able to 
load our own trucks," he explained. "We use 
our skid steers to do that, and we end up 
using those machines probably 80 percent 
of the year. Hands down, that makes them 
a cost-effective purchase. Then, instead of 
buying wholesale bark mulch from warehouse 
and paying $20 per yard, we buy mulch 
in 100-yard tractors and pay $10 per 
yard. We couldn't do that if we didn't own 
our machines." 

Raley said he often will rent a piece of 
equipment or a couple of models of the same 
machine before making a purchase in order to 
test the various products. But he prefers 
to avoid renting machines for an extended 
period of time, if possible. 

"If we're going to rent a machine for 
one week each month, then we might as 
well buy the equipment because the 
rental fee is practically as much as the 
monthly payment," Parker agreed. 

TO LEASE OR NOT TO LEASE. 
Cars, boats or skid-steer loaders, the 
question remains the same. Are con-
tractors better off buying the prod-
uct and paying more but eventually 
owning the equipment, or are they 
better served by spending less via a 
lease that ultimately leaves them 
with nothing at the end of the deal? 

"We always buy our machines, al-
though I don't necessarily know why," 
Raley admitted. "We have competi-
tors who we know prefer to lease and 
that may not tie up their credit like 
buying can, but we like to buy equip-
ment and then we'll run it until it's decrepit." 

Parker, however, is more open minded 
about leasing equipment. "We lease, but 
that's more for tax purposes," he explained. 
"We'll set up a lease for anywhere from a 
three- to five-year period, and then we 
can write the lease off whereas if we buy the 
equipment, we have to depreciate it." 

Owning a machine means 

that piece of equipment is 

almost always avail-

able when you need it. 

Owning a machine also 

means not spending a 

lot of time driving bock 

and forth to pick the 

machine up or drop it off. 

Parker also noted that most of his leases in-
clude a buy-out clause that gives him the op-
tion to purchase the machine once the lease is 
complete, for an agreed upon price, which he 
said is typically $1. ID 

The author is Editor of Lawn & Landscape 
magazine. 
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SPRING SPECIAL 
Buy 5 jugs, cases, or drums of RAZOR™ and get one FREE! 
This offer is in effect between March 30 and May 1,2000. 

Also Available from Moyer & Son, Inc.: 
• M.O.S.T. Organic Fertilizer 
• GreenGro Custom Dry 

Fertilizer Blends 
• Landscape Protection Products 

• Turflo Custom Blended 
Liquid Fertilizers 

• Gregson-Clark 
Spraying Equipment 

Call 800.345.0419 ext. 2268 to order any Moyer & Son product 

113 E. Reliance Rd. Souderton, PA 18964-0198 • (215) 72^6000 • FAX (215) 721-2800 
RAZOR is a registered trademark and is manufactured by Riverdale, Inc. 

RAZOR™ is a highly-efficient non-selective herbicide containing 
Glyphosate. It assures you rapid response and exceptional 
effectiveness against a wide variety of annual weeds. It's the most 
advanced non-selective, post-emergent herbicide you can get and 
it's available now from Moyer & Son. 



these lights look as good as 
/ 

i f r s *; 

* V ' i g t 

, * ä " a ô w a ; ' 

- V - ' - r - Y . : 

- * ' -

I 

K • 1 

They will if you bought them 
from Ruud Lighting. Our finish 

p is guaranteed against peelings * 
cracking or fading for seven years. 

^Call today for a free copy of our 
Design & Installation Guide. 
It will help you plan your next 
project and show you our entire 
line of path, directional and 
outdoor track lighting. 

(800) 236-7000 
In Canada phone (800) 250-4888 
www.ruudlighting.com 
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Quality for Less...^uy Factory Direct 

RUUD 
LIGHTING 

An Advanced Lighting Technologies Company 
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http://www.ruudlighting.com
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From technical advice to just plain common sense, here are a 

few bits of irrigation wisdom from those in the know. 

EXCEED CUSTOMERS1 EXPECTATIONS. Go above 

Industry experts 

offer their top 

10 tips for 

irrigation 

success. m 

and beyond what your customers expect from you, advised 

Scott Fay, president, Treasure Coast Irrigation, Hobe Sound, 

Fla. In everything from the proposal and installation to 

service and follow-up communications, the customer should 

get more than they expect, according to Fay. "If we do this 

from the start all the way through, the benefits are huge." 
During the proposal process, for example, Treasure Coast 

shows potential residential customers actual irrigation sys-
tem components, such as controllers and sprinkler heads. 
This way, customers can learn exactly how a system works 
and know precisely what they're paying for. 

Otherwise, "the system just goes below the ground and 
the customer never actually gets to see it," Fay said. "With 
irrigation, there are a lot of terms that a homeowner doesn't 
understand," he added, pointing out that informed custom-
ers take a pride of ownership in their systems. Along the same 
lines, on commercial jobs, Treasure Coast will use a more 
technical approach to selling a system, such as demonstrating 
the latest system components to a potential client. 

Another way to exceed customer expectations is to pro-
vide a top-notch installation in a highly efficient manner. 
"Anyone can deliver quality if given enough time," Fay said. 
"The real value is if you can do it in a few hours." 

SELL THE WHOLE VALUE OF A SYSTEM. Emphasize 
the whole picture when selling an irrigation system, so the 
customer realizes the value of their investment, according to 
Joe Goetz, president, Goetz Landscape and Irrigation, 
Centerville, Minn. "A system isn't just the components but 

(continued on page 84) 



YOU W O N T FIND. 
ANOTHER GUARANTEE 

LIKE IT ON EARTH. 
(OR ANYWHERE ELSE!) 

AMETEK is leading the industry witTi our N E W 10 YEAR LID 

GUARANTEE. We're so sure our access box lids are the 

strongest, most long-lasting on the planet, we're offering you a 

guarantee that's out of .this wop Id! 

Available through your Visit our web site to view 

local distributor, the wide variety of 

so you wont _ J T ^ 

have to go to r •„- >v; 

the ends of the 

access boxes we 

offer to meet 

your needs, or 

earth to find them. call us today. 

Jtw , y t \ 

- uß r f i f ^ i 
J ß r 7 r 

-b - » 

tSi.i • • • 

m • 
S .r: ' M..< 

VMETEK 
ACCESS B O X E S 

Plymouth Products 

502 Indiana Avenue. Sheboygan. W l 53081 
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how it's put in and serviced," he noted. 
"Contractors need to emphasize this overall 
value to customers so they can keep their 
prices up, make a good living for themselves 
and in turn, help keep the irrigation industry 
at a professional level." 

With "weekend warriors" attempting ir-
rigation on the rise, contractors must keep 
the proverbial bar raised and not give in to 
pressure from those undercutting prices, 
Goetz advised. 

Dave Daniell, vice president, Heads Up 
Landscape Contractors, Albuquerque, N.M., 
agreed. "Establish your own standard of 
quality of materials and workmanship and 
don't compromise them just to be the low 
bidder," he urged. 

USE A HIGH QUALITY DESIGN. A 
design's quality can determine the success or 
failure of a system, according to Scott Hall, 
president, Classic Landscaping, Woodsboro, 
Md. Hall advised to always have a design done 

by a professional. While a certified irrigation 
designer is not always necessary, "use some-
one who is experienced and who knows 
what irrigation needs to do in the field/' 
Hall said. "In the design process, we stick 
with people we've used before, who are 
reliable and know what they're doing." 

Not sure if you've got a good plan? Com-
mon design flaws to look for include inconsis-
tent coverage, improper zoning, head selec-
tion and pipe size, to name a few, Hall said. 

ALWAYS EVALUATE AN EXISTING 
IRRIGATION SYSTEM. This is critical, 
according to Randy Newhard, president, 
New Way Landscape and Tree Services, San 
Diego, Calif. "Whenever we get a new job 
with an existing system, we do an evalua-
tion," he said. "We look at every head, turn 
on every valve and tell the customer 'Here's 
where your system stands' and any improve-
ments that need to be done." 

The company includes this "official" as-

sessment in the customer's contract. While 
this evaluation is an enormous expense for 
New Way, it often saves the company future 
maintenance headaches while informing the 
customer about the state of their system, 
Newhard said. 

BE AS PRECISE AS POSSIBLE. System 
efficiency is paramount in irrigation. Irriga-
tion scheduling, in particular, can help achieve 
this necessary accuracy, according to 
Newhard. He generates an irrigation sched-
ule using a computer program for all of his 
clients. Based on such variables as flow rate, 
évapotranspiration rate, range of plant mate-
rial, and sun or shade exposure, the schedule 
tells exactly how much water the property 
needs. This schedule provides valuable guid-
ance, especially for a new account. "It gives 
you something to come out of the gate with," 
Newhard said, noting that as time goes on, 
the schedule is adjusted when necessary. 

(continued on page 86) 

Spring Is The Time For 
Tree Tech® Microinjections! 

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

bactericides and fertilizers in leakproof microinjection units. 

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

Fertilizers - Our proprietary Nutriject" formulations 
Bactericides - Oxytetracydine antibiotic 

1879 SW 18th Ave 
Williston, FL 3 2 6 9 6 

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

Tree Tech® Environmentally Sound Tree Health Care for the 21st century and beyond. 

labels, MSGS Sheets and Other Information Available at www.treetech.net 

mailto:info@treetech.net
http://www.treetech.net
http://www.treetech.net


Proscape® 17-2-17 with Confront is the only choice when it comes to postemergence combination products. 
It is a superior granulated product that can be applied wet or dry and it eliminates weeds gradually without 

affecting the surrounding turf. So, if you don't want unsightly shriveled weeds, Proscape with Confront is your 
best choice for postemergence elimination. See your Lebanon Distributor or call 1-800-233-0628 to learn more. 

^^ Lebanon 
TURF PRODUCTS 

lebturf.com 
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Based on the irrigation schedule, 
Newhard also comes up with a water bud-
get, "which tells the customer exactly how 
many gallons of water they can anticipate 
using," he said, adding that this degree of 
meticulousness has saved impressive quan-
tities of water and money. Newhard saved 
one client who had been using the wrong 
water meter about $60,000, he recalled. 

DO THE JOB RIGHT THE FIRST TIME. 
With constant time constraints, the pressure 
to get an installation done quickly can prove 
harmful to a system's quality and ultimately, 
a contractor's reputation, Daniell noted. 
"If you feel you don't have time now, when 
will you have the time to fix it the second 
time?" he asked. 

In Daniell's experience, the most common 

mistakes caused by rushing through a job 
include improperly flushed lines, which can 
result in clogged nozzles or emitters, and 
settling around heads from not compacting 
and tapping the soil properly, Daniell said. 

Other frequent errors include using the 
wrong size nozzle or incorrectly setting up 
the timer, both of which can result in "dry 
spots and mad customers," he warned. 

Daniell pointed out that the issue of qual-
ity control is an ongoing one. "This never 
goes away," he observed, adding that he 
frequently sits down with his crew to talk 
about maintaining quality. 

"You need to send a strong message that 
it's important to take extra time," he said, 
noting that he often asks employees to put 
themselves in the customer's place and do a 
job that they themselves would be willing to 
pay for, since "customers are spending 
good money and entrusting us with their 
business." 

FIX DAMAGE IMMEDIATELY. Promptly 
repairing system damage is of prime impor-
tance, according to Hall. Otherwise, "you're 
wasting water and resources," he said, add-
ing that damage, such as a broken head, can 
cause soil erosion and kill plant material. To 
stay on top of all maintenance matters, 
systems should be inspected frequently 
to ensure everything is in working order, 
Hall advised. 

He said that his company inspects its 
commercial sites at least once a week, "to 
make sure nothing's wrong," and always 
has its irrigation subcontractor on-call to 
address any emergency maintenance issues. 

ONLY WORK WITH THE BEST. Con-
tractors should try mightily to use the best, 
most reliable subcontractors possible, ac-
cording to Eric Cross, president, Duke's 
Landscape Management, Hackettstown, N.J. 
"We look for a subcontractor that isn't 
overbooked," he said. "There are a lot of 
guys out there taking on too much work." 

To find a good prospect, "We ask them 
point blank: 'We have 10 properties. Can you 
service these systems? What can you guaran-
tee as far as response time?'" Cross said. He 
also recommended asking around to see if a 
potential subcontractor has a good reputa-
tion. "Talk to suppliers and clients they've 

(continued on page 88) 

AND THEN S O M E . . . 
T h e new Rain Dial Plus hybrid controllers take Irritrol Systems popular 

Rain Dial to the next level. These advanced products give you everything 

you could want in residential irrigation control—and then some! 

Rain Dial Plus is full o f outstanding features including: 

• Advanced surge protection 

• Non-volatile memory 

• Water budgeting 

• 365-day programmable calendar 

• Three independent programs with concurrent operation capability 

• "Anywhere programming" feature for convenient remote 

programming while under battery power 

Rain Dial Plus—exceeding your expectations. 

Rain D l a f P l u s 
S e r i e s 

irritrol 
— TysTTMS 

B E Y O N D T H E E X P E C T E D 

Irritrol Systems, 5825 Jasmine Street, Riverside, CA 92504-1183 
(909) 785-3623 Fax: (909) 785-3795 www.irritrolsystems.com 

http://www.irritrolsystems.com


Olson Irrigation 
Systems Offers 
Control Valves 

Olson Irrigation Systems now offers a new low-cost 
utility series of pre-ossembled control valve systems. The 
MVA Utility Series offers many of the same conve-
niences as the MVA Pro Series at extremely attractive 
prices. Systems are available with 3 , 4 , 5 or 6 valves, 
pre-ossembled 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 225 on reader service card 

Kanga Terminator 
KT-20 is Easy 
to Handle 
Originally being designed as a low-powered hydraulic 
handy man's tool, the KT-20 is the result of working with 
professional tree care trades people and maintenance 
companies. Coupled with our Kanga G-420 Loader, the 

Terminator is 
an easy-to-
handle, 20-hp 
gas engine 
driven stump 
grinder. The 
Terminator also 
uses a direct-
drive, twin V-

belt with a centrifugal clutch (to absorb shock loads and 
make engine starting easy), heavy-duty spherical roller 
cutter rotor bearings and 12 Tungsten Carbide cutters. 
Attachment of the Terminator to the Kanga Loader takes 
about two to three minutes. 

Kanga G-420 loader and Terminator KT-20, an 
unbeatable combination. You'll never leave home 
without it. Kanga since 1981. 
Circle 228 on reader service card 

ICD Stackable 
Retaining Walls 
ICD's StoneWall Select retaining walls provide the 

natural look of hewn stone in a stackable, mortar-free 

system of unparalleled versatility. Stems, 90-degree 

corners and landscape lighting can be easily 

incorporated into wall designs. Provides superior 

connection to soil reinforcing geogrids for walls to 40 

feet high. Free downloads, including CAD details, 

installation 

manual, 

grid chart 

and 

brochures 

are 

available on our Web site at www.selecticd.com. 

Circle 226 on reader service card 

No Need to Follow 
the Straight 
and Narrow 
The new, innovative TurfVent CoreCaster Model CTV-52 
core plug aerator allows a front-mount commercial 
mower to aerate while turning in any direction, no 
matter how sharp the turns, following any turf contour. 
The machine: 
• Fits a wide number of popular commercial front-mount 
mowers and all Category 1 three-point hitches; 
• Features heavy-duty caster assemblies with 360-
degree, dual-quad TurfVent Ejector tine clusters; and 
• Core aerates up to a 3.5-inch depth in any path or 
pattern with a 52-inch effective coring swath. 
Circle 229 on reader service card 

ACECAPS, 
MEDICAPS 
Provide 
Full 
Tree 
Care 
Keep your customers' 
trees healthy and insect 
free, and add more green to your bottom line using 
ACECAPS and MEDICAPS. They are truly the industry's 
lowest cost-per-unit systemic tree care programs 
available. Implants don't impact the environment and 
there are no empty containers to dispose. ACECAPS 
contains 97 percent acephate for season-long, broad-
spectrum insect control. MEDICAPS are backed by major 
university research and more than 25 years of 
commercial success treating micro-nutrient deficiencies of 
iron, manganese and zinc or as a combination tree food. 
Results are fast-acting and last for three seasons. 

For more information, visit www.acecap-
medicap.com. 
Circle 227 on reader service card 

Introducing the 
New Business 
Strategies 
Conference 
Brought to you by the 

Lawn& BUSINESS 
Landscape STRATEGIES 

CONFERENCE 
Media 

Group. This new conference will focus on 

financial management issues; helping owners 

of landscape contracting companies better 

operate their businesses. See the registration 

brochure on page 65 for more information. 
Circle 230 on reader service card 

http://www.selecticd.com


(continued from page 86) 

worked with, to make sure they're respon-
sive," he said. "Do a complete check-out." 

While many agreements are still sealed 
with a handshake, working under contract 
with subcontractors can be a smart business 
move. As is a "can be terminated with cause" 
clause, which can function as a safety net, 

just in case, Cross noted. "If you need to 
make a change, you can't have a '30-day 
termination' clause. You're the one who's 
responsible and you need to have control of 
the situation." 

COMMUNICATE WITH SUBS. Since 
many landscape contractors depend com-

pletely on subcontractors for their irrigation 
work, setting up a clear line of communica-
tion is essential. 

You need to be able to call a subcontrac-
tor and get an immediate response, accord-
ing to Bill Davids, president, Clarence Davids 
& Company, Matteson, 111. "A lot of subcon-

tractors are small and always in the field 
with no office personnel," he observed. "We 
changed subs for that very reason." Davids' 
method for establishing good communication 
includes talking frequently to his subs, even in 
the off-season, "to let them know what's hap-
pening at the office," he said, noting that a 
good rapport can help negotiate better pricing. 

NETWORK TO GROW. Acquiring new irri-
gation accounts is often a matter of network-
ing, according to Fay, who notes that 
his company, Treasure Coast Irrigation, 
has grown by 65 percent in the past 4Vi years 
because of this. "As we build relationships, 
the work just comes in," he said. "People 
work with people they like." 

Fay advises networking with leaders in 
the green industry and beyond. He 
has befriended property managers, 
bankers, lawyers and even people at his 
local chamber of commerce, he said. 

In addition, contractors should be visible 
in their local community in a variety of ways. 
Donations to local causes, sponsoring a local 
sports team or volunteering are good places 
to start. This community visibility does won-
ders for a company's image and increases 
business, Fay noted. ID 

The author is Associate Editor of Lawn & 
Landscape magazine. 

DON'T JUST POWER MULCH. 

iFOMIC. 
Introducing the explosive new 
Toro* Atomic Mulching Blade. 
Its tough, aggressive teeth chop clippings 

into a fine mulch. Engineered for Toro 

equipment, the Atomic blade fits 21-inch 

heavy-duty decks, and the 3 6 , 4 4 , 5 2 , 

and 62- inch Super Flow System (SFS) 

decks. See your Toro landscape contractor 

equipment dealer or visit www.toro.com. 

TORO 
e 2000 The Toro Company 

IT'S ABOUT 
PRODUCTIVITY 

'Anyone can deliver quality if given enough 

time. The real value is if you can do it 

in a few hours." - Scott Fay 

http://www.toro.com
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• Increases irrigation efficiency 
• Machine can carry out revegetation 
activities 
• Hydrator allows customers to stock dry 
ingredients and blend the product when 
and where it is needed 
• Features additional capabilities, includ-
ing hydroseeding and hydromulching 
Circle 202 on reader service card 

Little Wonder Swivel Wheel Kit 
• Front wheel rotates 360 degrees in swivel mode for easy 
turns without lifting the front end on turf and pavement 
• Can be used locked in a straight position, or unlocked to 
rotate 360 degrees 
• Promotes longer tire life on asphalt surfaces 
• Ensures less operator fatigue on turf and paved surfaces 
and is easy to install and use 
• Kit can be used on any of the seven High-Output Blowers, 
from 5 hp model 9500 to the 13 hp model 9130 
Circle 201 on reader service card 

I 

DRiWATER 
Hydrator 
• Users can utilize DRiWATER time-re-
lease water for plant irrigation at project 
location 
• Offers added irrigation control and flex-
ibility for technicians 

Weathermatic 
Lawn 
Mate 
Controllers 
• 3 independent pro-
grams, each with 3 
different daily start times, 
allow for different water-
ing schedules for every 
station 
• Test program runs all programmed sta-
tions for a 2-minute cycle, cutting down on 
time and labor 
• Short sensor omits shorted station, con-
tinues to water other stations and exhibits 
the shorted station in the display 
• Non-Volatile Memory allows LMC to re-
tain all user programs during a power 
shortage 
Circle 203 on reader service card 

GjtfËM DOf/l Li 
The Galbreath U9 Hook Hoist lets one truck do the 

work of several. It offers a cost-efficient way 

of transporting equipment and materials to 

multiple job sites and for 

countless other applications, 

• 9,000-lb. capacity 

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

• Equips one truck to 
perform multiple functions 

• Containers and equipment 
platforms also available 

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

INCREASE Y O U R PROFIT MARGIN WITH THE U 9 H O O K H O I S T 

HOOK HOIST 
DOES IT ALL! 

L U j / J j j j : 

CALL 1-877-
TOLL FREE or visit our web site at www.galbreath-inc.com 

©1999 Galbreath. Inc. 

http://www.galbreath-inc.com
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N e w Products 
Fill the Flooi 

Through print, 

Internet, 

industry 

conferences 
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publishing, no 

one covers the 

professional 

lawn and 

landscape 

market like the 

L&L Media 

Group. 

4 * 

Cindy Code, Kevin Gilbride, Maureen 
Mertz, Carl Hammer and Vince Ricci are 
available to address all of your 
advertising needs. 

Call tollfree today. 

» « 4 5 6 - 0 7 0 7 
Leadership is Measurable. 

4012 Bridge Avenue, Cleveland, Ohio 44113 



Hunter Industries 
PGV Family of 
Valves 
• Available in range of models in various 
sizes and configurations to accommodate 
irrigation needs of most job sites 
• Flexibility offers more solutions when 
planning complex irrigation systems 
•Available in both globe and angel models 
•Optional flow control on 1-inch models 
•Optional flow control standard on 1 1/2-
inch and 2-inch valves 
•Optional Accu-Set pressure regulator for 
precise system control 
• High-grade composite construction and 
durable diaphragm support prevent stress 
failure 
•INcludes captive bonnet bolts and sole-
noid plunger to ensure "no lost parts" 
Circle 204 on reader service card 

Selbro Blower for 
Walk-Behind Mowers 
• Full cable control for left or right discharge 
• Aerodynamic impeller 
• High velocity, high volume output 
• With several models to choose from, the blower 
features efficient debris removal with smooth, 
quiet operation 
• Use with riding attachment to increase productivity 
Circle 205 on reader service card 

Ballard Equipment 
EZ GATE Gate 
Lifting System 
• Gate features universal, 20-minute 
installation 

• Functions as a trailer attachment 
• Gate lifting system works on all utility 
trailers with side rails 
• Can save on workman compensation 
claims due to back injury and increase 
crew productivity 
Circle 206 on reader service card 

For 37 Years - the Foremost in 
Experience & Knowledge 

LANDSCAPE LIGHTING 
Acclaimed Distributor of the Industry Leaders: 
Nightscaping 
B-K Lighting 
Kichler 
Greenlee 
Hadco Lighting 

Kim Lighting 
Lumière Design 

Focus 
Rockscapes 

Hanover Lantern 

Call TOLL FREE for Catalogs & Price Lists 
1-800-457-0710 

Go online to our website 
View our catalogs, place an order at 

www.callite.com 

Unequaled Stock 
CALIFORNIA SERIES transformers • Complete selection of lamps 

All gauges of low voltage cable • Fixture accessories • Installation materials 

California 
A Division of Kina Enterprises, Inc. 

31260 Cedar Valley Dr. 
Westlake Village. CA 91362 

Phone: 1-800-457-0710 
FAX: 1-800-457-0730 

Email: callite@pacbell.net 

Landscape 
Lighting 

IntrodyciÊk 
Gator Mulcher 

The Gator Mulcher" 
Magnum blade from 

Silver Streak® is more 
Gator tor the toughest 

mowing jobs Available for 
the most popular commercial 

applications the Gator 
Mulcher"4 Magnum gives you 

even more ot what you expect 
from a Gator Mulcher"4 blade: 
• 25% Ihicker than standard 

Gator Mulcher"4 blades tor 
longer life in sandy conditions 
and heavy grass 

• 40% more lift for an even 
cleaner cut and better bagging 

• 90% less ftexing 
For information on blade availability for your 

mowing needs, contact your local Silver Streak® 
dealer or distributor. 

http://www.callite.com
mailto:callite@pacbell.net


Rohm and Haas 
CONFIRM® T/O 
Insecticide 
• Acts only on lepidoptera larvae, such as 
gypsy moth, tent caterpillars, pine tip 
moth and army worms 

• Accelerates molting process so larvae 
stop eating and die within days 
• EPA classified as a reduced risk pesticide 
• Alternative to organophosphates and 
carbamates 
• Offers long residual control to target 
pests 
• Not susceptible to U.V. degradation 
• Will not harm beneficial insects, such as 

honeybees, ladybug beetles, spiders, 
lacewings, beetles and predatory mites 
• Low leaching potential, degrades quickly 
in soil, non-toxic to mammals, birds, fish 
and aquatic organisms 
• Can be used on trees, shrubs, foliage 
plants and flowers, outdoor landscape ar-
eas and interior plantscapes 
Circle 208 on reader service card 

Front-Mounted 
JRCO Hooker Aerator 
• Features new design with cast iron heads and one-piece 
greaseable tine / rotor bearing 
• Fits commercial zero-turn and riding mowers 
• Aerates 66,000 square feet per hour at 5 mph 
• 5-inch by 6-inch hole pattern with 6 holes per square feet, up 
to 3-inch hole depth 
• Heat-treated tines pull up loose plugs of soil without hard 
core plugs 

• 38 inches wide with six 
floating heads, machine can 
aerate while turning 
• No subsurface soil com-
paction around or at bottom 
of holes allowing for better 
water and air filtration 
• Electric lift raises caster 
heads for transporting and 
quick attaching to JRCO mounting bar with two clevis pins 
Circle 207 on reader service card 

Lawn 
UNITS FROM 

100 TO 1500 GALLONS 

Easy Lawn Advantages 
• Best Agitation 
• Best Performance 

• Best Control 
• Longest Warranty 
• Lowest Maintenance 

HD9003PT 
with turret, 
electric reel 

ONLY 
$439/mo* 

Model shown: 
HD9003PT 

FOR M O R E INFORMATION OR S K I D 0 R TRAILER 
TO SEE A DEMONSTRATION AVAIJ-ABLE 

IN ALL SIZES 

CALL 800-638-1769 
1 lur 4b months 

IÈ-Z SCOOP 
CONVERT YOUR SNOW PLOW... 

TO: 
E-Z SCOOP I 

THE "E-Z" WAY 
IN MINUTES! 

FITS MOST SNOW PLOW ATTACHMENTS 

WITH NO PLOW OR FRAME MODIFICATION 

CALL FOR MORE INFORMATION 
800-773-6511 or 908-354-3535 

Proudly Made in USA by: 
B & G Equipment Co. 
Clifton, NJ 
Ph.: 800-773-6511 
Fax: 908-354-1485 

Auth. Dist. for E-Z Scoop/Meyer Plows 
Industrial Truck Body Corp. 
251 North Ave. East • Elizabeth, NJ 072011 
Ph.: 908-354-3535 
Fax: 908-354-3545 

AUGUST 2 0 0 0 9 3 



Reading Body Works Platform Bodies 
• Lectro-Life" immersion priming allows for full rust protection 
• Top-coated with high-gloss, black urethane paint 
• Available in lengths from 8 feet to 24 feet in smooth steel, deckplate steel or wood floor 
• Choose from regular duty, heavy duty or extra heavy duty platforms 
• Features reinforced steel girder understructure, one-piece roll-formed side and end plat-
form rails with reinforced stake pockets 
• Platform options include stake racks, contractor sides, underbody boxes and Rev-Pac stor-
age compartments, among others 
Circle 209 on reader service card 

Reemay 
Garden Blankets 
• Effective on lawns, flower beds and veg-
etable gardens 
• Formerly marketed as The Germinator 
• Reemay garden blankets deliver early 
germination, accelerated plant growth, 

frost protection and reduced insect 
infestation 
• Constructed of Reemay spunbonded 
polyester 
• Lightweight fabric provides minimal 
pressure to plants so they can continue to 
grow while covered 
• Sunlight, water, air and nutrients easily 
pass through blankets to reach plants 

• Warm environment from blankets 
allows flowers, turfgrass and other plants 
to thrive 
• Additional warmth protects plants 
during cold weather and humidity 
creates a greenhouse environment 
• Slows water evaporation rates from 
the soil 
Circle 210 on reader service card 
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Scarify • Rip Vegetation • Push/Pull Soil • Finish Grade • Prepare Seedbeds 
w 1 HydroSeed Innovations. Inc 

http://www.tr3rake.com


For more information on our 21st Annual 
International Irrigation Show, please visit 

our home page at http://www.irrigation.org 
or return this form to the IA. 

THE IRRIGATION ASSOCIATION 
8260 Willow Oaks Corporate Drive, Suite 120 

Fairfax, Virginia 22031 USA 
(703) 573-3551 • FAX (703) 573-1913 

NAME 

COMPANY . 

ADDRESS _ 

CITY STATE Z I P . 

COUNTRY, 

PHONE. 

_ E-mail 

FAX 

http://www.irrigation.org


i T M ASVRC30 
All-Surface Loader 
• Powered by a Caterpillar 3013 engine 
with 31.5 hp, machine weighs 2,850 

Ditch Witch® 
T18D Trafler 
• General-purpose, tandem-
axle, equipment trailer for 
transporting trenching and 
horizontal directional drilling equipment 
• Features a sturdy frame constructed of struc-
tural steel 
• Tandem torsion axles provide independent 
suspension of each wheel for stability and 
smooth towing 
• Sized at 101.5 inces by 272 inches with a 80.5-
inch by 210-inch wooden deck 

pounds is 4 feet by 6 feet 
• ASV's rubber-tracked technology track-
ing system allows RC.30 to dig, grade, 
backfill and remove snow, along with 
working on sensitive terrain like turf, sod 
or pavement 

• Empty weight is 3,870 
pounds with a gross vehicle 
weight rating of 18,000 pounds 
and 14,130-pound maximum 
hauling capacity 
• Swing-up ramps allow for 
easy loading and stowing 

• Features include bolt-on fenders, adjustable 
coupler, drop leg jack, radial tires and sealed/ 
shock-mounted lights 
• Wire end plugs eliminate cutting and splicing 
for light replacement 
• Deep storage box in tongue can be fitted with 
an optional locking cover 
Circle 211 on reader service card 

• 24-wheeled 
contact points lo-
cated on inside 
portion of rubber 
tracks spread 
machine's weight 

evenly 
over 
ground 
• Undercarriage attached to frame 
with two suspended heavy-duty 
rubber-torsion axles; all bearings 
sealed 
• Easy-to-use, pilot-operated 
control system 
• Features Posi-Track™ all-pur-
pose crawlers 
• Comes standard as a loader or 
with quick-attach system for oper-
ating backhoes, augers, dozer 
blades, trenchers and mowers 
• Fits in back of pick-up truck 
Circle 212 on reader service card 

GOT QUESTIONS? 
Visit us on the web: 

WWW.WEISBURGER.COM 

E-mail us: 

W E I S I N S U R E @ W E I S B U R G E R . C O M 

Call us direct: 

1-800-431-2794 

Fax-on-demand: 

1-800-ASK-Weis 

Serving the Industry over 65 years 
Ask around. 

¿M 
WEISMJRGERGreen 

wéatattce 

EXPAND YOUR BUSINESS 
by offering the COMPLETE line of 

Fabrics & Erosion Control Products 

PERFECT FOR 
Professional Landscape 

Service Needs! 
The Retail 

Garden Center! 

FABRIC FOR 
YOUR EVERY NEED! 

Bulk Rolls 3-15' Wide 
Available 

3' » 25' - 3' » 50' - 3' » M 
4 * 5 0 - 4 ' * 100-6'»'. 

Landscape Fabrics 
Weed Control • Woven Ground Covers 

Filter Fabric • Paver/Patio Underliner • Soil Separators 

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

Construction 
Road / Driveway / Recreation Park Underliners & Fences 

Accessories 
Plastic & Steel Securing Pins • Knives • Fabriscape Drainage System 

^ ^ ^ ^ LANDSCAPE FABRICS ft EROSION CONTROL PRODUCTS 

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

http://WWW.WEISBURGER.COM
mailto:WEISINSURE@WEISBURGER.COM


r 
MID Pro Large 
Capacity Tank 
Sprayers 
• Includes the SY100, SY200 and SY300 
models, all powered by 4-hp Kawasaki 
engines 
• 200-gallon capacity 
• High-impact polyethylene or fiberglass 
tank with steel tank frames 
• 14 GPM, 550 PSI for professional power 
pressure 
• Twin diaphragm pumps allow for versa-
tility in application 
• Bypass, triple-jet agitation keeps spray 
solution equally blended 
• In-line suction strainer adds protection 
for pump and prevents clogging 
• Two wheel trailer available 
• Optional accessories include spray gun, 
hose reel kit and guide 
Circle 213 on reader service card 

I 

Solo Multi-Use 
Portable Spreader 
• Spreads a range of materials including 
ice melters, oil absorbers, sand, fertilizer, 
seed and cleaning agents 
• Offers operator increased efficiency over 
uneven or 
sloped 
terrain 
• Built-in 
agitator 
and pro-
peller op-
eration 
• Adjust-
able direc-
tional 
spreading with fingertip controls 
•20-pound capacity and weighs 5.5 
pounds 
• Screw top prevents spillage 
Circle 214 on reader service card 

AA-Tach PU11 
Sweeping System 
• Designed for clean up of parking lots and 
other hard surfaces 
• Heavy-duty stands allow full access for 
maintenance and cleaning 
• Slides into most pickup truck beds 
• Picks up debris, including paper, bottles, 
cans, cigarette butts, plastic cups, bottle 
tops and broken glass 
• Hopper is constructed of impact- and 
abrasion-resistant polyethylene 
• Hopper holds 2 cubic yards and unloads 
manualy from rear 
• 14-hp engine 
• 78-inch sweeping head with 10-inch 
intake tube and 10-inch pressure tube 
• 2 flap arrangements - 1/4-inch in front 
and 3/8-inch in rear 
• Tank holds 25 gallons of water 
• Storage stands manually lift and lower 
Circle 215 on reader service card 

ATTENTION LANDSCAPERS 

_ / J - — - -

2̂001 model' ; "̂ $3» ~ 4y 

PV© - * 

i.sT/mo"̂  
r. lease 

ĵ FFIJ 
2000 ISUZU NPR: gas, auto., ac, am/fm, 16' landscape body SUZU NPR: diesel, auto., ac, am/fm, 16' landscape body 

Special Deals On All Landscape Trucks 
Call Chris Fountain or Greg Wellford 

, S«« 912-788-4601 • 1800-899-8696 
Middle GA. Freightliner-lsuzu 

Fax: 912-781-0966 

e-mail: chrisfountain@mindspring.com 

<S> 
ISUZU 

TRUCK 

L A W N & LANDSCAPE AUGUST 2 0 0 0 9 7 

mailto:chrisfountain@mindspring.com


Otterbine Barebo 
Synthetic 
Biodegradable Oil 
• Designed for Otterbine aerators, it 
matches performance capability of original 

aerator oil and is 99 percent biodegradable 
• Vendor tested and approved for safety 
without sacrificing function 
• Can replace original aerator oil in the 
following increments: Vi gallon for 1 / 6HP 
units, 2 gallons for Concept2 units and 6 
gallons for 10-hp units 
Circle 217 on reader service card 

Hustlei® Hog™ Mower 
• Ideal for vacant lots, roadsides and other high turf areas 
• 48" single-blade, no-discharge deck constructed for heavy-duty op-
eration 
• Features W x 1" bar stock with reinforced side walls 
• 5/16"-thick blade with swinging blade tips for added safety and a 
hazard-jumper™ center section 
• Tires filled with SuperFlex™ foam 
• Hog deck is mounted on Hustler ShortCut® tractor, so decks can be changed over to a finish 
• Features H-Bar™ Steering and can be operated from a sitting or standing position 
Circle 216 on reader service card 

mower 

Oregon™ Cutting 
Systems Intenz™ 
Guide Bar 
• Now standard with Echo CS-3000, CS-
3400 and CS-3450 chain saws 
• Bar features foolproof, side-access chain 

tensioning 
• Chain tightens by loosening two 
bar nuts, adjusting tightener with 
screwdriver and retightening bar 
nuts; unnecessary to fiddle with ad-
juster screw at base of bar or to lift 
bar tip during tightening process 
• Facilitates guide bar changing, 
eliminating need to align an 
adjuster pin with a slot in the 
guide bar 
• Intenz™ guide bar now also stan-
dard on all Echo Power Pruner 
models 
Circle 218 on reader service card 

Creative 

• Low maintenance 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
• Residential, commercial and golf course uses 
• Add to your services and bottom line 

- material costs $.40 per foot 
• Durable curbing is freeze thaw tolerant 

1-200-212-im 
Concrete Curb & Landscape Border Equipment 

Fax 949-587-9680 • 949-587-8488 • 5 Chrysler - Irvine CA 92618 

l\IEW OLSOm WaterWell 
Pre-Plumbed Irrigation Boxes Take the Headaches 

Out of Automatic Irrigation Valve Installation 

1" Automatic Valves 
F a c t o l v ^ i P ^ 



Cure for Turfgrass Baldness 
When your course or commercial turfgrass suffers from 

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

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

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

It's Gandy 

USE READER SERVICE #71 

OLDHAM 
C H E M I C A L S COMPANY, INC. 

O V E R 30 Y E A R S O F RELIABIL ITY 

200 GALLON LAWN RIG 
• 200 GALLON OLDHAM TANK WITH BAFFLE. 
• HYPRO D30 TWIN DIAPHRAGM PUMP. 
• 5.5 HP HONDA ENGINE. 
• HANNAY ELECTRIC REEL WITH 300' 1/2" HOSE. 

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

I 1-800 888-5502 r 
PO BOX 18358 

3701 NEW GETWELL ROAD 
Si MEMPHIS, TN 38118 lüfe 

USE READER SERVICE # 7 2 

We Are Not Just Tanks 
PARTS S 3 * FITTINGS 

S 3 TANKS S 3 STORAGE CHESTS 
S 3 ACCESSORIES S 3 PUMPS 
S 3 SPRAY GUNS S 3 HOSE 

Stock Orders Placed A.M.- Shipped P.M. 

Since 1968 
Street 

Pompano Beach, FL 33060 
(305) 785-6402 • 1(800)327-9005 

Fla. Residents Call Collect 



Alitec Tillers for 
New Holland Skid-Steer 
Attachment Line 
• Ideal for breaking up clumps, prepar-
ing seedbeds, mixing compost into ex-
isting soil and tilling home sites before 
landscaping 
• Features bi-directional tine rotation so 
unit can operate with skid steer moving 
forward or backward 
• Offset mounting allows for tilling 
next to curbs, sidewalks and buildings 
• Right skid steer tracks are covered 
when operating in reverse for finish till-
ing operation 
• Drive motors are recessed in the chassis so unit can operate near obstacles 
• 6-inch working depth 
• Available in 52-, 73- and 84-inch cutting widths 
Circle 219 on reader service card 

FLEETBOSS™ 
The Boss™ GPS 
Tracking System 
• Uses individual vehicle units, precision 
mapping programs and computer software 
to track vehicle data 
• Tracks start and stop times, number of 
stops by address per day, vehile speed, ser-
vice equipment used and routes traveled 
• FLEETBOSS' Autographies® software 
presents data in chart formats, so compa-
nies can compare a vehicle's weekly 
monthly activities or compare a fleet 
against established benchmarks 
• System uses re-usable memory chips and 
simple antennas in each vehicle that are 
linked to a GPS satellite system 
• Chips can be downloaded to a 
company's master database to provide a 
permanent history of the fleet operation 
Circle 220 on reader service card 

"Since I added a HS-500-E, 
my business has grown 

boom $1100 per week 
to$11,000 per week." 

You can be 
Hydro Seeding 
for only * 198 
down and just 

* 9 Q f t a M » 
with our HS-300E. 

t 5 
'The equipment paid 
far itself in the first 
few weeks and Turbo 
Turf ® is simple to run. 
I even sent my wife 
to run it" 

Bob Jerszyk, 
Millbury, MA 

» 1500 First Ave., Beaver Falls, PA 15010 
1 - 8 0 0 - 8 2 2 - 3 4 3 7 

fit, 

isr 
www.turboturf.com 

J-\topdresser that can 
green up your bottom line! 

There's nothing else like it for 
COMPOST and other 

topdressings. 
• Capture profits in the exploding Green Trend market by 

spreading environmentally friendly turf care materials. 
• Unique narrow design permits access to previously 

inaccessible areas, yet provides spread pattern up to 66 

• Affordable! One-person operation. No-tools adjustment. 

^ • ^ S / m p / e , WoU-buift Products 

TOLL FREE 1*888*693*2638 
www.earthandturf.com 

http://www.turboturf.com
http://www.earthandturf.com


RotaDairon® 
Pneumatic 
Grass Seeder 
• RMA300 and RMA400 are combination 
soil renovators and pneumatic seeders 
• SMA305 and SMA405 are primary pneu-
matic seeders 
• Seeding units are interchangeable with 
new RotaDairon units 
• Designed for large seeding areas 
• Air-assited seed delivery system saves 
labor and enhances precision performance 
• 10-foot or 13-foot-wide versions 
Circle 221 on reader service card 

Brillion Seedbed 
Mulch Tucker 
• Covers straw or hay in place as newly 
seeded crop grows 
• Notched "tucker blades" push straw or 
hay mulch into soil on newly seeded areas 
• Rear roller firms seedbed and locks 

mulch in place so cover won't blow or 
wash away 
• 6- and 8-foot models constructed on 4-
inch by 4-inch steel tubing frames 
• Notched, 20" diameter abrasion-resis-
tant steel tucker blades are set 8" apart on 
axle mounted by triple-sealed, self-align-
ing flanged bearings 
• Rear roller uses 16-inch cat iron notched 
pulverizer wheels on 4V£-inch axles 
• Category I, 3-point hitch with floating 
lower linkage arms allows tucker to follow 
ground contours 
• 6-foot model is 80 inches wide with a 72-
inch working width, 41-inch height and 
1,340-pound shipping weight 
Circle 222 on reader service card 

ARE YOU 
MAKING AS 
MUCH MONEY 
AS YOU WANT 
TO MAKE? 
Probably not. 

i Want to learn how to be more profitable? 
Then get your name on the mailing list for j 
the next Lawn & Landscape School of 
Management! 

Learn from the brightest minds in the | 
industry at this informative seminar. 

i Call Maria Miller at: 
800/456-0707 or e-mail 1 
ber at mmiller@giemedia.com 

i 
USE READER SERVICE # 7 7 

TURN WHILE AERATING? 

Classen's new "split dr ive" 
aerators combine two unique 
features no other roll type 
coring machines offer. 
First, with two user-friendly 
controls on the main handle, you 
can steer and aerate around trees, 
corners, etc. Either control can be 
used, depending on the direction, to 
ensure aerator remains in a straight line 
on side hills. Second, because all of the 
tines propel the machine, they penetrate 
deeper in all soils (like other conventional type, but 
unlike free wheel ing type, aerators). pat. pending 

MANUFACTURING, INC. 

BUILDING EQUIPMENT FOR OVER 20 YEARS 
1403 S. Pine Industrial Road, Norfolk, NE 68701 
Telephone (402) 371-2294 • Fax (402) 371-3602 

TOLL FREE 888-252-7710 
SOD CUTTERS • TURF RAKES • TURF SEEDERS • TOW & 3 PT. AERATORS 

mailto:mmiller@giemedia.com


Ruud Lighting 
Rectangular 
Series Low Profile 
Luminaires 
• Choose between six optical systems, in-
cluding flood or area distribution types, 
for a number of lighting effects 

• UL wet listed luminaries offer choice of 
Uni-Form® pulse start metal halide, probe 
start metal halide or high pressure sodium 
lamps 
• 5.1 inces by 9.25 inches by 16 inchees 
• Die cast aluminum construction pro-
vides rugged, ground-hugging landscape 
and security lighting 
• DeltaGuard® finish features seven-year 
warranty against corrosion, UV degrada-

tion and abrasion 
• Optional accesso-
ries include poly-
carbonate vandal 
shields, glare 
shields and back-
light shields, pho-
tocells and fusing and tamperproof lens 
fasteners 
Circle 224 on reader service card 03 

Delavan Spray Technologies 
Raindrop® Spiay Nozzles 
• Provides precise application of liquid pesticides, herbicides, fungi-
cides and fertilizers 
• Well-suited for use in landscaping, maintenance and agricultural 
applications 
• Produces large droplets, with 72 percent less driftable fines than 
conventional nozzles 
• Droplets fall where directed with minimal drift, protecting neigh-

boring vegetation and the environment 
• Penetrates to inner foliage layers, applying maximum chemical to 
the target 
• Large-droplet spray patterns also make possible application under 
otherwise marginally high wind conditions 
• Wide 110-degree spray angle allows coverage in tight spots with-
out hand spraying 
• All materials in nozzle are chemical-resistant 
• Seven nozzle sizes include 1.5-inch to 8-inch options, ISO color 
coded and fit in standard nozzle bodies 
Circle 223 on reader service card 

^ USE YOUR 

M O S T VALUABLE TOOL 

FOR CUSTOMER 

SATISFACTION AND 

RETENTION — 
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CLC LABS SOIL 
TESTING! 

Call 614/888-1663 
and Start Todayl 

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

Exclusive Laboratory Services for the 
Turf & Ornamental Professional. 

C & S TURF CARE EQUIPMENT, INC. 
TURF TRACKER 

SS8030 

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 (800) 872-7050 
FAX: (330) 966-0956 

www.csturfequip.com 

http://www.csturfequip.com
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mm® 
For even faster service, fax this card to us at 

2 1 6 - 9 6 1 - 0 3 6 4 

Please Print 

Name. 

Title. 

F O R M O R E I N F O R M A T I O N 
on advertised and featured products and 

services, circle the appropriate number below. 

E-mail Address. 

Company 

Address 

City 

State Zip. 

Phone. 

Fax 

Do you w ish to subscr ibe to Interior 
Business? YES NO 

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 8/00 through 11/00 

LawncrLandscape 
T 

A l l H i l j A A M A A A I A A Lawman 
For even faster service, fax this card to us at 

2 1 6 - 9 6 1 - 0 3 6 4 

Please Print 

Name_ 

Title 

F O F i M O R E I N F O R M A T I O N 
on advertised and featured products and 

services, circle the appropriate number below. 

E-mail Address. 

Company 

Address 

City 

State, Zip_ 

Phone_ 

Fax 

Do you w ish to subscr ibe to Interior 
Business? YES NO 

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 8/00 through 11/00 

L&ifldscape 
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(continued from page 46) 

payment system and to use a ... preemergent 
broadleaf herbicide that would enable him to 
avoid costly callbacks. - Shrub & Turf, Feb. 1995 

"If we can hit our sales projections and 
control our costs for labor, then everything 
else should fall into place. I haven't seen too 
many jobs that go over budget on material 
purchases. It's always the labor costs the 
cause the problems." - Drew St. John, St. John 
& Associates, June 1999 

ON REGULATION... 
"We were probably like many other com-

panies, just waiting to see what was going to 
happen and feeling like we couldn't influ-
ence regulation. Now, we've decided to get 
involved and try to help the situation." - Pat 
Norton, Barefoot Grass, Jan. 1990 

"I have to be willing to put money into a 
state or national fund and take my own time 
to fight these battles." - Neal De Angelo, Lawn 
Specialties, Aug. 1991 

"What you can do, as an industry, is put 
forth a platform; an effective operating tenet 
which most responsible companies are prac-
ticing already." - David Siegfried, ChetnLawn, 
Sept. 1991 

ON ROUTES... 
Crews can be at any of their accounts in 

about 20 minutes. - Clean Cut, Feb. 1991 
Reech said the system of using one fore-

man and a crew sets up unneeded animosity, 
and that properly trained, equal individuals 
are happier and more productive workers. -
Couhig Enviornmental, Aug. 1995 

"We feel it's more productive with less 
people under a foreman and also more flex-
ible for different kinds of work." - Georgia 
Fisher, Southern Tree & Landscape, May 1997 

ON SAFETY... 
Safety glasses are required for using trim-

mers, blowers and edgers. It's a dismissable 
offense not to wear the proper uniform." -
MarkMcClanahan, Thornton Gardens, Dec. 1996 

The training coordinator is responsible 
for bringing in vendors to train employees 
on products and processes and to coordinate 
courses in safety, first aid, CPR and defen-
sive driving. - ISS Landscape Management 
Services, Jan. 1997 

ON SALES... 
"We did learn you don't want to hang 

that much [work] with one company." - Buel 
Messer, Messer Landscape, Jan. 1993 

"I also want to emphasize that no matter 
who you are going to call on, first impres-
sions always last. If your attitude is not there, 
you better forget it." - Cathy Thrash, Inner 
Gardens Landscape, Aug. 1993 

Bevil specified a three-year contract, bas-
ing annual costs on the hour unit price per 
worker, per site, rather than a fixed sum. 
- Conoco Worldwide Headquarters, Feb. 1994 

"I'm offering the same thing that some of 
the larger companies offer - the only differ-
ence I can offer you is the personal contact 
and the responsiveness to your needs." 
- Dale Amstutz, Northern Lawns, March 1994 

"We've always marketed to interior de-
signers." - Jeffrey Zindel, Livingreen Interiors, 
Sept. 1995 

When choosing work, Maxwell-Miller 
first considers the level of professionalism 
on the other side of the fence. "Our first 
choice is negotiated work with clients and 
architects that we have a good relationship 
with." - Thorn Maxwell-Miller, Ecosystems 
Imagery, March 1996 

"The question of management becomes 
one from a sales standpoint - 'How much 
can we afford to sell and service and do it 
well?'" - Bob Slingluff, Yardmaster, March 1997 

"Our customers sign up for one year at a 
time and have to be re-signed up each win-
ter. This approach holds our feet to the fire in 
terms of doing the job and gives us tremendous 
feedback when customers don't renew." - Bob 
Ottley, One Step Tree & Jjiwncare, Jan. 1999 

"Before we take any job, we look at it and 
ask ourselves three questions: 'Can we per-
form quality work on that job? Do we have 

the personnel to do the job? Does the client's 
schedule fit our schedule?'" - Tony DeSantis, 
DeSantis Landscapes, Jan. 2000 

ON SERVICES... 
"I got to thinking how ridiculous it was 

that we didn't offer maintenance services. 
Even if we didn't make money on it, it would 
prevent the spin-off of those accounts." - Ron 
Hutt, Green Scape, Feb. 1990 

"The more diversified you are with com-
mercial accounts, the more likely you'll be 
that one call they want to make." - JJOU 

Wierichs, ServiceMaster Lawn Care, Jan. 1992 

ON SLOW TIMES... 
"We have tried to get a backlog of projects 

to take us as far into next year as possible." -
Mark Yahn, Ground Control, Jan. 1991 

"I knew that I couldn't go out and grow 
the business right away after taking over. 
The main thing I focused on was developing 
a strong relationship with the clients I had." 
- Sandra Weaver, Albuquerque Grounds Main-
tenance, Jan. 1996 

ON TRACKING... 
Monthly records are sent to a CPA, and 

monthly gross income and per man-hour 
expenses are tracked internally. That way, 
the company knows its net income on a 
monthly basis per man-hour. - Greater Texas 
Landscape, Sept. 1992 

Each technician works alone and uses a 
card system that contains all the information 
from previous visits to a client. Notes on 
problems or treatments, customers' requests 
and other information are recorded for easy 
reference. - J.C. Ehrlich, June 1996 ID 

Turn your skid steer into a 
more productive unit. 

Turn cost into profit. 

Turn to Brown Bear the 
original and still the best. 

641-322-4220 
Fax 641-322-3527 

P.O. Box 29, Corning IA 50841 
www.brownbearcorp.com 

riHnnwni® COMPOST 
Turn your leaves and grass 
clippings into rich organic 
fertilizer. 

http://www.brownbearcorp.com


FOCUS ON PRIMO 

Hassle-Free Grass 
ProGrass, a lawn care company based in Wilsonville, Ore., 

has found a way to capitalize on its residential customers' 

dislike of frequent lawn mowing. The company has incor-

porated a turf growth regulator, Primo, from Novartis 

Crop Protection, Turf and Ornamental Products, Greens-

boro, N.C., into its premium residential lawn care pro-

gram, "SupremeCare." The product has yielded excellent 

results since the program began earlier this year, according 

to A1 Borgen, branch operations manager, ProGrass. 

GET WITH THE P R O G R A M . The SupremeCare program 
uses a turf growth regulator in combination with a slow-
release fertilizer and a herbicide to provide residential cus-
tomers with attractive, low maintenance lawns, Borgen said. 

As part of the program, Primo is applied approximately 
every five or six weeks in the spring, since lawn growth 

slows down on its own dur-
ing the summer in the Pa-
cific Northwest, Borgen 
said. He added that the com-
pany is still waiting to de-
termine if applications will 
be needed in the fall. 

Just as its premise prom-
ises, a turf growth regulator 
slows grass growth, reduc-
ing the need to mow and 
minimizing the amount of 
clippings to dispose. This 
appeals to residential cus-

tomers tired of mowing their seemingly ever-sprouting 
lawns, Borgen observed. Displeasure with these high main-
tenance requirements has been one of ProGrass's biggest 
complaints from residential lawn care customers, he said. 
With a turf growth regulator, however, mowing is substan-
tially reduced, he predicted. "It's much less cumbersome 
and less of a hassle to mow." 

With such slogans as "Twice the growing, half the 
mowing," and "A lawn care program that cuts your mowing 
and your lawn clippings in half," the SupremeCare program 
is a marketer's dream and has received positive response 

ProGrass' 

customers don't 

seem to mind 

paying more for 

the privilege of 
mowing their 

lawns less." 

from residential customers, 
Borgen commented. "We've only 
had two complaints from custom-
ers saying that their lawn is grow-
ing too fast," he said. The major-
ity, however, are pleased with the 
results. 

In fact, since the program's 
launch early this year, residential 
customers have signed up for the 
program in droves, according to 
Borgen, who added that ProGrass 
is one of the few companies cur-
rently using a turf growth regula-
tor in a residential lawn care program. 

While Primo effectively slows turf growth, it also im-
proves a lawn's overall quality and appearance, Borgen 
pointed out. "It allows the plant to take in more chloro-
phyll," he observed. "The lawns look better." 

A turf growth regulator also promises to conserve wa-
ter. "We're hoping that the need to use less water will be 
one of the benefits we can talk about," he said, pointing out 
the misconception that the Pacific Northwest always gets 
enough rain. Summers there are actually dryer than in the 
Midwest, he said. 

USE WITH CARE. Generally, using Primo successfully 
is "just a matter of reading the label carefully," Borgen said, 
warning that the product can have a phytotoxic effect on 
certain grass varieties. 

Borgen advised against using a turf growth regulator 
on what he termed a "Heinz 57" lawn - a patchwork 
comprised of many different grass varieties. If a product 
like Primo is used in this case, "you get a lot of different 
reactions and a mottled look," Borgen said. Conversely, a 
lawn with consistent grass coverage would be the best 
candidate for a turf growth regulator, he pointed out. 

At about $340 a gallon, the cost is one of the product's 
possible drawbacks. Thus far, however, customers don't 
seem to mind paying more to mow their lawns less. 

Borgen hopes that, ultimately, the turf growth regulator's 
benefits on the turf and for customers will outweigh its 
drawbacks. In the long run, "(Primo) will probably be 
worth it," he predicted. - Cynthia Greenleaf I D 

Circle 200 on reader service card 

When applying 

turf growth 

regulators, proper 

spray calibration 

is critical to 

ensure an 

accurate, even 

application. 
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Rates 
All classified advertising is$l per word. For box 
numbers, add $1.50 plus six words. Classified 
display ads $115.00 per column inch. Standard 
2-color available on classified display ads at 
$175.00 additional. All classified ads must be 
received by the publisher before the first of the 
month preceding publication and be accompa-
nied by check or money order covering full 
payment. Submit ads to: L&L, 4012 Bridge Ave., 
Cleveland OH 44113. Fax: 216/961-0364. 

Business Opportunities 
SELLING Y O U R BUSINESS? 

FREE 
APPRAISAL 

NO BROKER 
FEES 

Professional Business Consultants 

Merger & Acquisition Specialists 
Professional Business Consultants can obtain 

purchase offers from Qualified Buyers without 
disclosing their identities. Consultants' fees are 

paid by the buyer. 
CALL: 

708/744-6715 
FAX: 

630/910-8100 

CONKLIN PRODUCTS 
Energetic person needed to market environmentally 
friendly liquid slow-release fertilizer and 0-0-25-17S, 
chelated micro-nutrients, drift control, surfactants 
and many other products to turf and landscape in-
dustry. Buy direct from manufacturer. Free Catalog 
800/832-9635, Fax 320/238-2390. 
E-mail: kfranke@clear.lakes.com 

PUTTING GREENS 

FRANCHISE OPPORTUNITY 
Mow-N-Go® Landscape Maintenance Company has 
licensing agreement opportunities, (205)879-5357 

BIDDING FOR PROFIT 
Grow Your Company and Accounts 

with Tips and Techniques from 
PROFITS UNLIMITED 

a Division of Wayne's Lawn Service 

BIDDING & CONTRACTS ($47.95) 
Examples on bidding and contracts (residential and 
commercial markets). How-to's on: Determining 
your cost of operation; Applying these costs to your 
bidding process; Calculating your cost. Bidding Strat-
egies on: Mowing, Landscaping, Mulching, Power 
Seeding, Snow Removal and many more. 

CONTRACTS & GOALS ($34.95) 
Lawn and Snow Removal Sample Contracts; Advan-
tages and disadvantages of using contracts; Responses 
to common customer objections to signing contracts. 

MARKETING & SALES ($39.95) 
Aspects of marketing and selling your service. Con-
tains many forms of marketing found to be success-
ful and those found to be ineffective. 

LETTERS FOR SUCCESS 
(set of 13 - $24.95) 

"Cold Call" introduction, bid proposals and cover 
letters, contracts, collections and several others for 
use as they are or as a framework to write your own. 

Mail check with your order, 
Print name and address to: 

#1 Profits Unlimited 
3930-B Bardstown Road 

Louisville, KY 40218 
800/845-0499 

WaynesLawnl@aol.com 
Visa, MasterCard,Discover, 

American Express 

LANDSCAPERSUPPLY 

Professional Synthetic 
Golf Greens 

IÌ ' « Bjjy 

m ' m-R e a s o n s t o ca l l u s : 
* Huge Profit Center 
* Easy Install Process 
* Carry NO Inventory 
* Residential & Commercial 
* Excellent add on service 
* Utilize Existing Equipment 
* Fastest Growing Segment 

Of Golf 
* Many Extras 

Businesses for Sale 
BUSINESS OPPORTUNITY 

INVEST IN YOUR OWN TURF! 
Excellent local Business Opportunities For: 

Experienced, Motivated & People-Oriented 
• Landscape Garden Center Owners, 

Landscape Contractors, 
• Landscape Architects and Designers 

and Landscape Construction Professionals. 

Lets Landscape (together) Inc. a Franchiser of Com-
munity Based Landscape Services for more than 5 
years, is now aggressively expanding Field and Busi-
ness Operations into the United States with a target 
to achieve 200 units in the next five years. Be a par-
ticipant not a bystander. 

Visit our web page www.letslandscapetogether.com 
and find out what we are all about and why you 
should consider becoming a member of our growing 
family. Lets Landscape offers a proven system of 
value added services to consumers unmatched by 
existing horticultural and landscape service provid-

Lets Landscape is looking to secure exclusive com-
munity and or State distribution agreements with 
existing Garden Center owners to join our Nation 
Wide Dealer Network specializing in e-commerce 
network fulfillment. With media attention being di-
rected to over 100 million American homes we are 
sure the economic returns will be substantial for 
members. 

We are also looking for professional Landscape Con-
struction Companies having a minimum of 3 - 5 years 
experience, looking to dramatically expand on their 
existing local business community identity aware-
ness and assure a long-term larger business income. 

Successful candidates will be provided with an ex-
clusive territory, a proven system of local, regional 
and national marketing, participation in national 
buying group rates and a national web page featur-
ing an exclusive Green Industry Home and Garden 
shopping cart. Included with our web page service 
is an exclusive member networking support system. 

. • Prime territory locations are available. Please re-
spond giving existing business details. 

By email to letsland@idirect.com 
Attention: Charles Vickers 

1 -800-334-9005 
www.allprogreens.com 

mailto:kfranke@clear.lakes.com
mailto:WaynesLawnl@aol.com
http://www.letslandscapetogether.com
mailto:letsland@idirect.com
http://www.allprogreens.com


C O L O R A D O LAWN 
CARE CORPORATION 

Colorado is BOOMING! 10-year lawn care company 
with sales of $157,000 (March-October). Selling all -
includes equipment, trucks, trailers and solid cus-
tomer base for $65,000. Great opportunity! Great in-
come! Owner will consult. Colorado Springs, CO 
719/227-9727 

BUSINESS FOR SALE 
Established Pest Control Route and Equipment For 
Sale in Northern California. Reply to Lawn & Land-
scape, Box 401, 4012 Bridge Ave., Cleveland, OH 
44113.Will Certify your California Company. 

COMMERCIAL LANDSCAPE 
MAINTENANCE 

Commercial landscape maintenance business in-
cludes tree trimming and installation. Orange 
County California. Established 20 years, $3.5 mil-
lion annual sales, 2.7M or equity partner. Great op-
portunity for out of state company to expand into 
Southern California. 714/401-9128. 

LANDSCAPE INSTALLATION 
Design and installation in robust San Diego area. 
Over $300K gross with consistent multi-month book-
ings. Trucks, tractors, rototillers, trencher, etc. Owner 
retiring will assist for one year. Phone 619-445-9169 

Education/Instruction 
LANDSCAPE DESIGN 

BE A SKILLED 
I LANDSCAPE 
I DESIGNER 

For Sale 

Home study course. Cre- '«*• 
ate beautiful lawns, gar- ™ 
dens, courtyards, plantings, 
and walkways. Start a reward-
ing business of your own. 
Send or call 24 hours a day. 
FREE CAREER LITERATURE: 8 0 0 - 2 2 3 - 4 5 4 2 
Name Aar 
Address Phone ( ) 

I The School of Landscape Design, Dept. GTJ668 I 
^PCDI , 430 Technology Pkwy., Norcross, GA 3 0 0 9 2 j 

LANDSCAPE DESIGN 

LANDSCAPE DESIGN KIT 3 
LANDSCAPE DESIGN KIT 3 

48 rubber stamp symbols of trees, 
shrubs, plants & more. 1/8* scale. 

Stamp sizes from 1/4* to 1 3/4". 
$84 + $6 s/h VISA, MasterCard, and 
MO's shipped next day. Check delays 
shipment 3 weeks. CA add 7.75%tax. 

„ A M E R I C A N S T A M P C O . 
V Free Brochure 12290 Rising Rd. LL. Wilton. CA 95693 

I Local calls 916-687-7102 Voles or Fax TOLL FREE 877-687-7102 

STOP SIDE W O R K / S P E E D I N G 
No Monthly Fees 

800/779-1905 
www.mobiletimeclock.com 

TURF SEED 

wwwegrass-seed.com 
HYDRO-MULCHERS 

HYDRO-MULCHERS® 
HYDRO-SEEDERS 
STRAWBL0WERS 

Most Brands & Sizes - N e w & Used 

800/551-2304 
www.jameslincoln.com 

RADIOS HALF PRICE 

MOTOROLA & KENWOOD 
from $225 with warranty 

escape NEXTEL go 900 w/us 

can 800/779-1905 
www.aatwoway.com 

HYDROSEEDING 

-T — E - C - H - N - O - l - O - O — l - I — S -

• EC3000 Tackifier * 
• Hydro Seeders • 
• Straw Blowers • 

New 81 Used Equipment!" 

One-Stop Shopping 
3380 Rte. 22 W., Unk 3A. Brenthburf, N) 08876 

800-245-0551 • 908-707-0«00*Fm: 908-707 1445 
www.ErosionControlTech.com 

P A R T S / T O O L S / S U P P L I E S 
LANDSCAPERS: 

Why burn daylight shopping? 
We'll deliver blades, filters etc. for less! 

Huge searchable database: http:/ / M-and-D.com 

STEEL BUILDINGS 

FACTORY LIQUIDATION 

• 20 Year Roof & Wall Warranty 
• Plenty of Room for Storage 

& a Workshop 

Prime Steel Some Other 
Models Avail. 

%OFF 
SUPER TOUGH 
HEAVY I-BEAM 

BUILDINGS 

Perfect for Use 
as Equipment 

Storage or 
Repair Shop 

40 X 65 (3LEFT) 
40 X 85 (1 LEFT) 
50 X 110(2LEFT) 
60 X 150 (1 LEFT) 

1-800-291-6777 ext.108 

TOPSOIL SHREDDERS 

Topsoil Shredders 
THE SCREEN MACHINE® 

800-837-3344 

7001 Amer icana Parkway 
Reynoldsburg, O H 43068 

HYDRO-MULCHING/ 
HYDROSEEDING EQUIPMENT 

HYDRO MULCHING 
* hurry' 

Apply up 
to two tons 
of wood 
mutch per 
day & never 
miss a beat. 

» Four Minute Loading & Mixing 
» Thick Mulch. Long Hoses. No Clogs 
• Clear Water Hose Flushing System 
• Powerful Mechanical Paddle Agitation 
» Positive Displacement Pump Power 
»Self-filling From Auxiliary Tank 

TurfMaker® Ot ScmfiOf TOonAd Settel 
James Lincoln Corp. 

4931 Grisham St., Roulett, TX 75088 

1-800-551-2304 
www. t u rf ma ke r. com 

Be a home ¡nspectorH 
Home study. Start an exciting home inspec- I 

tion business. Leam what the pros know. • 
Free literature: 800 223 4542 I 

I 
Sch. of Home Inspection, Dept. PPJ668 
PCDI, 430 Tech. Pky., Norcross. GA 3009^J 

It p a y s to a d v e r t i s e in L&L 
c lass i f ieds ! 

Cal l 

800/456-0707 
today ! 

http://www.mobiletimeclock.com
http://www.jameslincoln.com
http://www.aatwoway.com
http://www.ErosionControlTech.com


HYDROSEEDING/ 
HYDROMULCHING EQUIPMENT 

HYDRO SEEDING HELPER 

Slicky Sticky 
slickysticky.com 

800/527-2304 

1 9 9 8 FINN BARK BLOWER 
80HP, 4-cyl, water-cooled 4039D diesel John Deere 
engine, 22cuyd hopper for truck mounting. 
Includes 150' x 4" flex discharge hose, 3 function re-
mote control, & auto tap system. 1400 hrs. 

Phone: 508.384.7140 or email: 
john@groundscapesexpress.com 

FOR SALE 
1998 RED GMC TOPKICK 7500 SERIES 

with 
1999 FINN BARK BLOWER 

TRUCK: 6-Cyl 210HP CAT diesel engine, 6sp stan-
dard trans, A/C, AM/FM stereo, bucket seats. GVW 
33,000.16,000 miles. 

BLOWER: 80HP, 4-Cyl, water-cooled 4039D diesel 
John Deere engine, 22cuyd hopper for truck mount-
ing. Includes 150'x4" flex discharge hose, 3 function 
remote control, & auto tap system. Red aluminum 
side panels with doors (12'x50") for logo. 800 HRS. 

Package: $85,000 
Phone: 508.384.7140 or email: 

john@groundscapesexpress.com 

FOR SALE 
Residential landscaping company on beautiful Nan-
tucket Island Massachusetts. Gross sales approxi-
mately $900,000 in 1999. Client list comes with all 
equipment, trucks, and supplies. Long term lease 
for employee housing, garage space, and office space 
possible. H2-B certified. Asking $399,000. Services 
include lawn maintenance, landscape maintenance, 
landscape installation, and masonry. This is a great 
opportunity to relocate to a highly lucrative resort 
area. Please fax name, background, and other par-
ticulars to: 508-374-0260. 

FOR SALE 
Ditch Witch 255SX Pipe Puller (1995) 

Like New - 440 Hours - $10,000.00 o.b.o 
(810-736-3214 or 1-800-570-3313 

FOR SALE 
1997 WHITE CHEVY T-6500 TRUCK WITH AT-
TACHED FINN BARK BLOWER TRUCK: 3116 CAT 
diesel engine with 185HP, 5SP.2sp standard trans., A / 
C, AM/FM stereo, bucket seats, extended sleeper cab, 
newly painted, new 11R 22.5 tires, GVW 25,950. 89,600 
miles. BLOWER: 80HP,4-Cyl, water-cooled 4039D die-
sel John Deere engine, 8cuyd hopper. Includes 150'x4" 
flex discharge hose, multi-function remote control. 
Like new-only 35 hrs. Package: $75,000 Phone 937-
645-9550 or e-mail: sherb@midohio.net 

FOR SALE 
30" Track-Sod Installer 

and 
30" Sod Harvester 

Both in Working Condition! 
10,000 For Both 

For More Information Call Kenny 817-253-2309 

Help Wanted 
KEY EMPLOYEE SEARCHES 

Florapersonnel, Inc. in our second decade of per-
forming confidential key employee searches for the 
landscape industry and allied trades worldwide. 
Retained basis only. Candidate contact welcome, con-
fidential and always free. Florapersonnel Inc., 1740 
Lake Markham Road, Sanford, FL 32771. Phone 407/ 
320-8177, Fax 407/320-8083. 
Email: Hortsearch@aol.com 
Website: http/ / www.florapersonnel.com 

LOCATE IN ONE OF 
FIVE GREAT CITIES! 

Tell us what city you prefer! We are a leading lawn 
care company that has been in business for 30 years 
with locations in Cleveland, Fort Wayne, Indianapo-
lis, Pittsburgh, and St. Louis. We are accepting re-
sumes for branch managers and branch manager 
trainees. Our trainee packages average $35,000 to 
$40,000 per year and our branch manager packages 
average $75,000 to $80,000 per year. Both trainee and 
branch manager benefits include generous salaries, 
health benefits, new personal vehicles and a large 
year end bonus. Join a fast growing company that 
"really cares" about its employees! Branch manager 
applicants should have managerial experience, and 
trainee applicants should have assistant manager 
experience. All inquiries kept strictly confidential. 
Send or fax resume to: Kapp's Lawn Specialists, 
Michael Markovich, 4124 Clubview Dr., Fort Wayne, 
IN 46804. Fax: 219/432-7892; or call Mike at 219/436-
4336 for more information. 

LANDSCAPE MANAGEMENT 
James Martin Associates, Inc., a well-established 
commercial and residential landscape maintenance 
firm, is seeking a team-oriented person with 3-5 years 
experience in maintenance project management to 
join the landscape maintenance department. The suc-
cessful candidate will possess experience in project 
and client management, contract negotiations, client 
prospecting, estimating, and a solid understanding 
of the grounds management industry. For immedi-
ate confidential consideration, please send or fax re-
sume and salary requirements to: 

JAMES MARTIN ASSOCIATES, INC. 
Attn: Chris Keenan 
59 East US Hwy. 45 

Vernon Hills, IL 60061 
E-mail: MARTINASSOC@ATT.NET 

Fax 847/634-8298 
Phone: 847/634-1660 

GREENINDUSTRYJOBS.COM 
www.irrigationjobs.com 
www.treecarejobs.com 
www.nurseryjobs.com 

www.landscapingcareers.com 
Search Jobs and Resumes 

LANDSCAPE MANAGEMENT 
THE BRICKMAN GROUP, LTD. 

Careers in landscape management available in: Colo-
rado, Connecticut; Delaware, Florida, Georgia, Illi-
nois, Indiana, Maryland, Missouri, New Jersey, New 
York, North Carolina, Ohio, Pennsylvania, Texas, 
Virginia, Wisconsin. Fax: 301/987-1565. 

Email: jobs@brickmangroup.com 
Web site: www.brickmangroup.com 

EXCITING CAREER 
OPPORTUNITIES FOR SERVICE 
INDUSTRY MANAGERS 

Come Join One of the Largest Vegetation Management 
Companies in the United States 

DeAngelo Brothers, Inc. is experiencing tremendous 
growth throughout the country, creating the follow-
ing openings: 

Branch Managers 
(Various locations throughout the USA) 
(Immediate openings in the Virginia area) 

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 green industry. 

Qualified applicants must have proven leadership 
abilities, strong customer relations and interpersonal 
skills. We offer excellent salary, bonus, and benefits 
packages, including 401k and company-paid medical 
coverage. For career opportunity and confidential con-
sideration, send or fax resume, including geographic 
preferences and willingness to relocate to: DeAngelo 
Brothers, Inc., Attention: Paul D. DeAngelo, 100 
North Conahan Drive, Hazleton, PA 18201. Phone: 
800/360-9333, Fax: 570/459-5500. EOE/AAP, M-F. 

CAREER OPPORTUNITIES 

CAREER OPPORTUNITIES 

With Northern California's Largest 
Independently Owned Landscape Company 

WWW.CAGW1N.COM 

MANAGEMENT SEARCH 
GREENSEARCH 

What are you doing Monday night to 
improve your career? 

Visit our updated GreenSearch Web Site at 
ivww.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, complete our online application and see if one 
of our current career opportunities might be just right 
for you. 

OrMRfMrch 
6690 Roswell Road, Suite # 310-157 

Atlanta, GA 30328-3161 
Toll Free 888/375-7787 

Fax 770/392-1772 
E-Mail: info@greensearch.com 

www.greensearch.com 

mailto:john@groundscapesexpress.com
mailto:john@groundscapesexpress.com
mailto:sherb@midohio.net
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
mailto:MARTINASSOC@ATT.NET
http://www.irrigationjobs.com
http://www.treecarejobs.com
http://www.nurseryjobs.com
http://www.landscapingcareers.com
mailto:jobs@brickmangroup.com
http://www.brickmangroup.com
http://WWW.CAGW1N.COM
mailto:info@greensearch.com
http://www.greensearch.com


HEYSER LANDSCAPING 
A DIVISION OF OMNI FACILITY RESOURCES, 
INC., THE FASTEST GROWING SERVICE COM-
PANY IN THE INDUSTRY; has career opportunities 
available to join our full-service landscape team. 
Offices located throughout the East Coast and the 
Midwest 

Sales Management 
Production Management 

Construction Management 
Field Positions 

SALARY COMMENSURATE WITH EXPERIENCE, 
FULL CORPORATE BENEFITS PACKAGE. CALL 
800/462-0343, FAX 610/630-1288 (EOE). 

BRANCH M A N A G E R 
Exciting career opportunities for experience lawn 
care managers in Philadelphia Region. Our rapidly 
expanding company is looking for branch mangers 
to open expansion locations in Southeast PA and 
South Jersey. Must have a minimum 2 years opera-
tions management within lawn care industry with 
excellent communications skills. Position offers ex-
cellent salary, benefits, 401k, company vehicle, relo-
cation allowance and year end bonus. Send resume 
and salary history to: Dean Pilquist, NaturaLawn of 
America, PO Box 160 Southampton, PA 18966 or fax 
to (215) 368-3565 or email to mdpl009@erols.com 

Ferrell's Jobs in Horticulture is the twice-a-month 
national newspaper and website for Green Industry 
employment. Employers and Job Seekers contact: 
800/428-2474 or visit www.giantads.com. Since 1993. 

LANDSCAPEJOBS .COM 
8 8 8 / 7 29-LAND 

National Search 
We are presently searching for the following: 

• Maintenance Supervisors 
• Maintenance Foremen 
• Irrigation Technicians 
• Construction Foremen 
• Operations Manager 
•Branch Manager Trainees 
Call or visit www.landsçflpgjobs.çpm 

COLOR BLENDS 

F l o w e r b u l b s Direct , 
W h o l e s a l e 

Sales Aids Avai lable: 
M a r k e t i n g Flyers, Posters 

Wholesale Catalog 

WWW.COLORBLENDS.COM 
1 888 TIP TOES 

NETAFIM IRRIGATION INC. 
Winner of The 2000 Excellence 

in Business Award - Manufacturing 

PROFESSIONAL SALES OPPORTUNITIES 

NETAFIM IRRIGATION, INC. is a rapidly grow-
ing, customer driven manufacturer of highly ad-
vanced computerized irrigation systems, committed 
to be the industry leader. As a result of our tremen-
dous growth, we are seeking professionals to join our 
expanding sales team. 

Professional opportunities available: 
District Sales Managers Landscape & Turf Division 

• Northern California 
• Southern California 
• Midwest 

If you are a talented professional ready to partici-
pate in a fast-paced team environment and be instru-
mental in the success of a growth and quality-ori-
ented company, please contact us today and begin 
working with a dynamic team. 

Mail or Fax resume with salary history to: 
Cori Winn, H.R. Manager, Netafim Irrigation, Inc. 

5470 E. Home Ave., Fresno, CA 93727 
Fax (559)454-0257; email: cwinn@pacbell.net 

Tree Stakes 
TREE STAKES 

Doweled Lodgepole Pine 
CCA Pressure-Treated 

2" Diameter, Various Lengths 
Economical, Strong and Attractive 

Phone: 800/238-6540 
Fax: 509/238-4695 

JASPER ENTERPRISES, INC. 
We ship nationwide. 

Web site: www.jasper-inc.com 

Lighting 

Insurance 
COMMERCIAL INSURANCE 
FOR THE G R E E N INDUSTRY 

Start-Ups and Franchises are our Specialty! 

Competitive rates, comprehensive coverage 
and payment plans designed for your 

specific business needs. 

If you provide any of the following services, we 
can design a program for your company: 

Installation 
Renovation 
Fertilization 
Herb./Pest. A] 
Tree & Shrub 

ipp. 
Serv. 

Snow Removal 
Right of Way 
Holiday Lighting 
Irrig. Install./Serv. 
Mowing & Maint. 

Spill Clean Up 

Contact one of our Green Industry 
Specialists for a quote at 

1-800-886-2398 or by fax at 
1-614-221-2203 

M.F.P. INSURANCE AGENCY, INC. 

Used Equipment 
USED EQUIPMENT 

Billy Goat Truck Loader Vacuum for $2400.00 
• 16 HP B&S Twin-Cyl. OHV Vanguard 
• 10" Intake Hose 
• 7" Exhaust Hose 
• 1.3 Cubic Yard Bag 

Ryan Lawn Air Riding Aerator $800.00 
Call Mark Middleton (512)834-9072 
View on web address: mccoyslawn.com 

It p a y s to a d v e r t i s e in L&L 
c lass i f ieds ! 

Cal l 
800 /456 -0707 

t o d a y ! 

L IGHTING FOR THE G R E E N INDUSTRY 

Powerful Profits 

« T V 
f-s ! 1 W* 

Holiday Lighting 
Keep Employees Year Round• 

Offset Fixed Costs 
High Margin, Repeat Services 

« i t s ! 
Landscape Lighting 

High Margin Niche Market 
Explosive Growth 

Cross-sell to Customers 

Design & Installation Training, Marketing, Quality Lighting Products 
Over 300 Locations in 46 States & Canada. 

1-800-687-9551 ÎNÎteTÎme 
umniKCbristniasDecor.net £ ^ ^ 

We 're Lighting The Way! Elegant Landscape Lighting 

mailto:mdpl009@erols.com
http://www.giantads.com
http://WWW.COLORBLENDS.COM
mailto:cwinn@pacbell.net
http://www.jasper-inc.com


ADVERTISER PG# RS# 
Ametek 83 36 
Arcoa Industries 73 47 
ASV 51 125 
ATTI 77 63 
Aventis 6-7,31 96,49 
B. & D.A. Weisburger 96 61 
Bandit 49 120 
Bayer 24-25 32 
Becker Underwood 44 23 
Bering Trucks 9 30 
BioPlex Organics 46 26 
Boss Snow Plow 35 34 
Brisco 44 24 
Brown Bear 105 78 
California Landscape 

Lighting 92 59 
Cascade Lighting 54 29 
Central Parts 

Warehouse 20 17 
Classen 101 76 
CLC Labs 102 80 
Creative Curb ,98 68 
Creative Sales 87 227 
C&S Turfcare 102 79 
Dawn Industries 70 43 
Dixie Chopper 5 89 
Earth & Turf 100 75 
Easy Lawn 93 81 
Echo 14-15 51 
EZ Scoop 93 83 
Fabriscape 96 62 
Feldmann Engineering 87 229 
Finn Corp 56 37 
FMI 17 31 
Foley Enterprises 13 10 

Frederick Manufacturing... 92 58 
FX Luminaire 75* 143 
Galbreath 90 57 
Gandy 99 71 
GMC Commercial 

Vehicles 27 139 
Grasshopper 33,71 134,142 
Green2Go.com 40-41* 64 
GTO International 73 46 
Highway Equipment 72 45 
Horticopia 26 20 
Hunter Industries 113 100 
Hydroseed Innovations 94 60 
ICD 87 226 
Irrigation Association 95 
Irritrol 57,86 116,55 
Isuzu of Ga 97 67 
John Deere 47 93 
JRCO 87 
K-Rain 53 126 
Kanga 19,87 14,228 
Kohler 21-22 84 
Lawn & Landscape 

Business Strategies 65-68,87 230 
Lawn & Landscape 

Online 4,91 
Lawn & Landscape Tech-

nical Resource Guide 40-41* 
Lawn & Landscape 

Online Marketplace 89 
Lebanon Turf 85 99 
Leon's Manufacturing 76 48 
Longhorn 101 77 
MarsanTurf 23,62 19, 39 
Maruyama 42 22 
Mitsubishi Fuso 55 127 

Morgan Corp 37 35 
Moyer & Son 80* 53 
NEBS 78 52 
North Oaks 16 12 
Old Century Forge 64 41 
Oldham Chemical 99 72 
Olson Irrigation 87,98 225,69 
Oly Ola Sales 60 38 
Perma-Green 20 15 
Plant Health Care 59 128 
Robert Kershaw 70 44 
Robert's Supply 26 21 
Roots 45 25 
Ruud 81 132 
Scotts Lawn Service 18 13 
Shindaiwa 61 124 
Silc 62 40 
Ski Landscape 20 16 
Snake River Tool 16 11 
Toro Sitework Systems 79 88 
Toro Landscape Contrac-

tor Group 2,88 74,56 
Tree Tech 84 54 
Tuflex 99 70 
Turbo Turf 100 73 
UHS 52 28 
Valent 43 65 
Versa-Lok 64 42 
Vitamin Institute 114 82 
Walker 50 27 
Weed Man 23 18 
Western Rock & Boulder ... 29 33 
Wilkens 63 98 

* Denotes regional ad 

(continued from page 56) 
PGRs 

"These older products are fine on areas where 
aesthetics aren't important, such as near air-
ports and warehouses. 

"Newer PGR products, however, com-
bine growth reduction with stress condition-
ing to increase root growth and enhance the 
plant," Davis continued. "After all, most 
landscape contractors are getting paid to 
mow green grass." 

ACCURATE APPL ICATION. While road-
sides and other low-maintenance turf areas 
can stand a higher application rate while 
sacrificing some aesthetics, residential turf 
cannot. "Some PGRs can be used to hold top 
growth for up to eight weeks at a high rate, 
but at this rate, the turf will have some dis-
coloration," VanBibber said. "Some PGRs 
are very rate sensitive and the rate of product 
used affects the rate of growth control." 

Tom Watchke, turfgrass science professor, 
The Pennsylvania State University, State Col-
lege, Pa., recommended that iron be used with 
PGR applications to prevent discoloration. 

"Landscape contractors have found it 

valuable to slow growth with lower rates 
during peak growth seasons to allow more 
flexibility in scheduling, especially during 
periods of heavy rain when mowing is not 
possible," VanBibber explained. 

Also, the length of control varies based 
on what type of grass is being treated. Some 
PGRs work better with certain turf types, 
such as bluegrass or ryegrass. Other products 
might work better on a transition zone or warm-
season grass like Bermudagrass. Contractors 
need to evaluate their needs and then choose 
a product that works the best to meet those 
needs, Davis said. 

"Warm-season grasses require such high 
rates, which can make the product too ex-
pensive for broadcast treatments," VanBibber 
said. "As a result, many landscape contractors 
use the product primarily on perimeters and 
along curbs and sidewalks to avoid labor-
intensive edging and trimming in both cool-
season and warm-season grasses." 

Landscape contractors need to remember 
that PGR applications inhibit plants' ability 
to outgrow the effects of insect damage, dis-

ease and wear from traffic. So, other product 
applications mightbe worthwhile to use when 
applying PGRs. 

"Turfgrass areas treated with PGRs, es-
pecially at higher rates, should be monitored 
closely for disease and insects," VanBibber 
commented. "Also, weeds, which are not 
controlled by turf PGRs, are a greater con-
cern in PGR-treated turfgrass areas during 
the regulation period. An herbicide treat-
ment is always recommended in conjunction 
with the use of PGR products." 

Some manufacturers recommend that 
PGRs only be used on high-quality turf so 
contractors are paying for a product they can 
get the most benefit from without having to 
battle other concerns, such as poor turf or 
other disease and weed stresses. "PGRs are 
not magic bullets for turf," Shepard said. 
"They are landscape tools that should be 
used in conjunction with other cultural prac-
tices in lawn maintenance." ID 

The author is Associate Editor of Lawn & 
Landscape magazine. 



Creating a Web Site at 
Allentuck Landscaping 

2 a : 
Creating a Web site sounded easy -

after all, everyone has one these days, 

and there are many design programs 

readily available to help. We looked at 

a few of these programs and quickly 

realized that we did not have the exper-

tise to create a professional Web site 

that would properly represent 

Allentuck Landscaping Co. in the way we wanted. 
The first step to creating a Web site was examining why 

we wanted one and what we wanted it to accomplish. 
Before creating a Web site, understanding your company's 
assets and whom you are trying to reach is important. The 
purpose of our Web site is to present our company to 
current and prospective clients and employees. The goal 
became simple: To attract customers and, hopefully, re-
cruit quality employees. 

Once people tuned into our site, we wanted to "wow" 
them. We also wanted to display our services and quality 
in a format that would make people want to contact us. We 
knew we could write the information, and we had many 
pictures that would show off our work, but we didn't know 
how to put it all together in a creative, polished format. 

We found an experienced web designer, and we traded 
a landscape design for the site design work. 

We wanted the site to be educational, attractive and fun. 
We believed that people would be more inclined to pursue 

Â& 2 * z- ?. 

Allentuck 
Landscaping Co, 

1. Examine why a Web site is important and what you want to 
accomplish by creating one. 

2. Make sure you can provide visual and written information 
about your company to support the site. 

3. For a professional look, find a Web site designer you can 
work with to create and maintain your site. 

4. Publicize your Web site. 

5. Make sure to frequently update your Web site with new 
information to keep it fresh. 

our landscape services or em-
ployment with us if our site gave 
them positive feelings. 

Entering our Web site 
(www.allentucklandscaping.com), 
there is an introduction to our 
company and its history, our 
mission statement and company 
values. There are also "buttons" 
to access information on a par-

ticular service, such as commercial maintenance, commer-
cial installation, residential services, etc. Each section briefly 
describes services available and features pictures of prop-
erties we designed, installed or maintained. Such pictures 
and graphics are mandatory on our Web site - how else can 
existing or potential clients see what we can accomplish? 

Our Web site has links to the local weather, the Associ-
ated Landscape Contractors of America and the Landscape 
Contractors Association. We also have links to the local 
Chamber of Commerce and the Corporate Volunteer Coun-
cil. The commercial maintenance section even features a 
falling snow graphic to emphasize our snow removal ser-
vice. An employment application and a direct e-mail for 
customer comments is available for anyone to use. 

Publicizing the site's launch is the key to its success. We 
sent press releases to local newspapers, newsletters and 
landscape magazines. We included announcement cards 
with invoices and our promotional materials, and the Web 
site address is included as we print new letterhead, busi-
ness cards and truck signage. 

So far, we have received some good feedback, but it's 
too soon to tell whether the site has brought us customers. 

We are sure that it will be a sales tool and a morale 
booster for our employees. We recently displayed 
the site at a company meeting and our employees 
felt good about seeing themselves in the pictures 
and seeing their accomplishments. 

Our Web site is good, but we realize we can't get 
lazy when it comes to updating the site and keeping 
it fresh. We also plan to add information about and 
photos of the volunteer work we have done and 
seasonal landscape articles to our Web site soon. 
- Louise Allentuck ID 

The author is business manager of Allentuck Landscap-
ing, Gaithersburg, Md. 

http://www.allentucklandscaping.com


Sign Up Now to Earn Points 
0 Open to all professional contractors 

0 Earn points with every Hunter purchase 
0 See your Hunter distributor for details 

0 Or call Hunter at 800-733-2823 

'referred 
Contractor Program 

Earn Great 

Every Time roe Buy Hunter 

You must enroll in Hunter's Preferred 

Contractor Program before you can start 

earning points. Call Hunter today to sign up 

and to receive the Member's Catalog, a 

32-page full-color booklet showing program 

prizes and business opportunities. 

Earn New Tools 
To Boost Your 

Business 
Join the Hunter 

Preferred Contractor 
Program Today 

How about o new set of tools, o 
trencher or o truck? You con pick up 

valuable equipment to improve your 
productivity and boost profits when you 

join the Hunter Preferred Contractor 
Program. You 7/ earn points with every 

Hunter product purchase - and con 
use these points for tools, training, 

business equipment, even leisure 
prizes, like o big screen TV, fishing 

boot or holiday trip. Join the Program 
today...you7/ win with the industry's 

most reliable products, plus earn points 
with every purchase! 



• WH Y 0 0 LEADERS CALL IT "GREATEST or BEST STUFF or PRODUCT in the WORLD?" nwLwnn 

Absolutely Otherwise . B(tU0NS.Pfl0 

IMPOSSIBLES i WimrivA 
¡ f i f i § DhnK?nI 5 1 7 of typical worldwide by World ffl Plant Supply B massive impossibilities' 
1800 SALVAGED OLD TREES: "NONE SICK OR DEAD" 
SUPERthrive™ unique extra life:—TRANSPLANTING, MAINTENANCE, SALVAGING. "IMPOSSIBLES" MADE 
EASY. 1,800 60 to 75 year-old trees dug from grounds of 20th Century Fox Studios, stock-piled in weather for 
2 years, replanted along streets of Century City. Landscape architect and contractor reported "not one sick or 
dead tree at any time." Only SUPERthrive" could have done this—or even approached it. 

DISNEYLAND LONDON BRIDGE 

|'M»j»islMsj 

17 DRUMS PRE-PLANTED A 
WHOLE DESERT CITY, ZERO 
LOSS, SPRING AND SUMMER, 
AFTER FAILURE IN WINTER. 
Havasu City, Arizona. 

^ 400 HUGE SPECIMEN TREES 
DUG IN HOT, DRY SOUTHERN 
CALIFORNIA SUMMER. ZERO 
LOSS. Disneyland.® (Enabled open-
ing a year earlier). 'Disneyland and Disney 

World are registered trade marks of The Walt Disney Co. 

• ZERO LOSS IN 3000-ACRE PROJECT FOR USDA, VERSUS 3% SURVIVAL: NEXT BEST. - California Polytechnic State University. 
• PLANTED 10,000 TREES, Seattle World's Fair, WITH ZERO LOSS. 
• SAVED ALL OF HUGE SHIPMENT OF PALMS FROM FLORIDA TO 48 Taiwan GOLF COURSES. LOSE OVER HALF WITHOUT. 
• PUSHES BACK DESERTS, LANDSCAPES SHEIKS' PALACES, Saudi Arabia. 
• PLANTED OVER 600,000 BARE-ROOT ROSES, 16 YEARS, LOSS FEWER THAN 1 IN 1,000, Albuquerque, New Mexico. 
• SAVED ALL TREES TRANSPLANTED by U.S. Corps Of Engineers, FOR CAMOUFLAGE, WORLD WAR II. 
• TWO WEEKS DIFFERENCE IN HYDR0MULCHED GRASS STAND, ALONG FREEWAY BANK FOR EROSION CONTROL. - Maryland. 
• SAVED ALL CELERY TRANSPLANTED IN 17 LARGE HOUSES, before and after one without, IN WHICH ALL LOST. - California. 
• 1200 TREES WTIH 4" CALIPER TRUNKS BARE-ROOTED IN DESERT JUNE. NO LOSS. - Tucson, Arizona, City Parks Department. 
• BIGGEST TRANSPORTATION OF LANDSCAPE MATERIALS. CALIFORNIA TO FLORIDA, TO PLANT Disney World.® NO LOSS. 
• KEPT ALL PALM SPRINGS DESERT GOLF COURSE'S GREENS PERFECT, SUMMER WHEN ALL OTHER CUUHSES WITH BENT GRASS 

GREENS IN AREA LOST 6 TO 14 GREENS. 
• HIGHLY COST-EFFECTIVE EARLIER, INCREASED YIELD - ABOVE THE BEST - FROM SEED, TRANSPLANTING, DRIP IRRIGATION, 

SPRAYING YOUNG CROP PLANTS: Recent EXAMPLE: ONE GALLON ON DRIP RAISED 25 ACRES OF GRAPE TONNAGE 26%, SWEETER, 
LARGER - WHILE EACH NEARBY GROWER LOST HALF OF CROP TO SHATTERING STORMS. - California 

38 EXTRA INCHES 
GROWTH ABOVE 

FERTILIZERS-ALONE. 
SEVEN MONTHLY USES 
Tucson, Arizona, 
City Parks. 

TREE-SAVING 
RECORD OF 1/2 CEN-
TURY. California Poly-
technic State University, 
Cal. Capitol, Cal Tech, U. 
of Cal., Cal. State U. 

-4SAVED GIANT CACTUS 
TREES authorized moved 
to desert botanic garden, 
Reported planted all 
famous and "world's big-
gest" Nevada hotels. 
Pushes back Africa desert 

TIP LANDSCAPERS: • Point with pride to ALL your jobs. • Build demand for you. 
• Protect and save essentially 100% of all plant material. 
• Predict healthy active, uniform and beautiful "super normal" plants. 

VITAMIN INSTITUTE 12618SATICOY ST. SOUTH NORTH HOLLYWOOD, CA 91605 (800) 441-8482, FAX (818) 766-8482 
USE READER SERVICE # 8 2 


