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The Toro® Dingo® Compact Utility Loader.
Throw us at your toughest jobs, in your hardest conditions.
We'll come out on top every time. With the Dingo’s
ability to channel full power where it’s needed, when
it’s needed, it’s proven itself again and again, on every

kind of job. In every kind of environment.

So you think you've got a challenge? Bring it on.
Call 1-800-DIG-TORO for a demonstration.

USE READER SERVICE #78

TOBO_ www.toro.com




The first thing it cuts is

the time it takes to do a jobh.

Introducing the new Toro" ProLine Mid-Size Mower. Everything about it helps you get the job

done yesterday. Impn wed 6.5 m;vh _g_.'num{ \pcul. Faster 18,000 ft/min blade tip spec¢ d. Plus our

exclusive Super Flow System’ cutting decks. They have a unique airflow design for dischargi

clippings so you can cut faster in heavy conditions. And to ensure you can push the engine hard,

our hydro units come with Mobil 1* high performance oil. The Toro ProLine Mid-Size Mower.
o

Nothing’s better for cutting grass. Or time. See your Toro landscape contractor equipment dealer.

USE READER SERVICE #122

'IOBO, www.toro.com
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Extra Information
Available Online

lawnandlandscape.com

Watch for the icon above in every issue of Lawn &
Landscape for signals to visit our Web site for in-
formation available exclusively online. When you
spot the icon with a story, go to the specified URL
(Web page link) to find the supplemental informa-
tion. To locate these special features, visit our
homepage, click the “Magazine” link

(www lawnandlandscape.com/magazine) and
either choose “More Features and Departments” for
the current issue or "Back Issues” and the appropri-
ate issue to find a list of that month's articles. Then,
choose the name of the article or department to find
the additional online stories.

Daily Features

Lawn & Landscape Online offers daily
features on a vanety of topics. Our current
schedule is as follows:

Mon. - Contractor Talk: Profiles

www.lawnandlandscape.com

Find this month'’s features plus exclusive online stories, industry databases and more at www lawnandlandscape.com.

Add Your Business

=
Network with the rest of the E=
industry by adding your name to §_
the business card directory at ==
Lawn & Landscape Online. All you |8 '
...}

need to do is register for a free My
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Lawn & Landscape account to
expose your name to thousands of users each month. In the registration
process, you will want to include your full name, company name,
address, phone number, fax number, e-mail address and type of
company. Before saving your profile information, be sure to check the
box that states “Add my name to the business card directory.”

Register for your My Lawn & Landscape account and include your
name in the business card directory at www lawnandlandscape.com
my/adduser.asp

Search the directory at www lawnandlandscape.com/cards

industry professionals and discusses
common practices

Tues. - [irigation Issues: Releases product
updates and breaking irrigation news

Wed. - Lawn Care Roundup: Identifies problems
and solutions for the lawn care world

Thurs. - Landscape Issues: Offers informa-
tion to bolster landscape design, installation
and maintenance skills

Frl. - Business Management: Gathers
business advice from industry consultants
and management firms

First Sunday of each month - Plant Of
The Month: The August plant from author
Barbara Ellis is Brugmansia, a family of
South American shrubs and trees.

June Online

Online Contents

Check out these links to discover the tools available on Lawn & Landscape Online
to help you stay on top of the latest industry news and grow your business:

Daily News and Features - Catch breaking industry news and daily features.
www lawnandlandscape.com

E-newsletter - Receive weekly industry news via e-mail.
www.lawnandlandscape.conymy/customize_newsletter.asp

L&L Online LawnStore - Locate the best resources to help your business grow.
www lawnandlandscape.com/store

Message Boards - Discuss key issues with fellow industry professionals
www.lawnandlandscape.com/messageboard

Weekly Poll - Vote on industry-related topics and compare your answers.
www.lawnandlandscape.com

Events Calendar - Locate industry events across the country.
www.lawnandlandscape.com/events

Sweepstakes Winner

Congratulations to Chris Briscoe, National

Maintenance Services Corp., West Allis,
Wisc., for winning a Shindaiwa PowerBroom
PB230 in the June online sweepstakes. Be
sure to check www.lawnandlandscape.com
sweepstakes/ContestDetail asp for this

month's sweepstakes.

4 AucGusT 2001

Industry Research - Survey data and analysis of the industry as a whole.
www.lawnandlandscape.com/research

Magazine Archives - Years of Lawn & Landscape magazine back issues.
www . lawnandlandscape.com/magazine

Lawn & Landscape Online staff: Scott Hunsbherger, Intemet editor
(shunsberger@lawnandlandscape com), Cheryl Green, Internet project manager
{cgreen@lawnandiandscape.com) and Sydney Work, Web deparunent manager (swork@gie.net)
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Lawn & Landscape’s Business Strategies Conference Brochure, see page 103.
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Water is power.
~ California billboard

Water Works

I a little slow on the uptake at times, but even I'm starting to see just how big
ofan issue water consumption is becoming. The debate over how water gets used,
who uses it and its cost rages intensely in California right now, which I realized
during a three-day trip there last month. Billboards critical of government
involvement in water regulation are common along many state highways,
particularly those in the heart of the state where irrigation sustains one of the

nation’s largest agricultural areas.

As with other issues, however, irrigation matters outside of California as well,
and the turf industry has plenty at stake. A recent Time magazine article said
Arizona will pay residents up to $1,000 to rip up water-consuming turf in their
yard and replace it with native plants that require significantly less irrigation. A
relatively new law in Nevada limits the amount of turf that can be installed on
new properties. Florida's statewide water conservation committee held its first
meeting in June to explore ideas for more efficient water use, Contractors in
Georgia spent much of last year watching plants suffer through a seemingly
endless drought. The list goes on.

[f you install or maintain landscapes, then you're involved in the irrigation
industry even if you don’t know an irrigation controller from a garage door
opener. You would be wise to spend more time thinking about how the way you
design, install or care for properties influences water use. Is the landscape
designed so that plants are grouped together based on their irrigation needs? Is

turf minimized in areas where it’s not critical or doesn’t contribute to the

overall appearance of the property?

If you do design, install and / or maintain irrigation systems,

then you should realize the severity of this issue and take steps

to improve the efficiency of the systems you have in the

s ground and identify strategies and technology to make sure

new systems take care of the environment as well as the

property. For example, while only a handful of states have

laws requiring weather stations on all new irrigation instal-

lations, there is no reason not to install a wind or rain monitor

\ 4 # onevery job. | drive by a commercial shopping plaza on the

way to work in the mornings, and its irrigation system is often

_ on during the rain. That's more than just a waste of water - that's
ignorance and professional neglect.

You can and should be better than that.

e s/t
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“Our job is to give our customers a lawn
they're /ﬁ/’nlu/ to show 1_![).’ so we need every
tool available to combat troublesome
weeds. Millennium Ultra™ helps us do
just that. It gives us outstanding control
over clover as well as a wide range of
other weeds. Weeds are the last thing

our customers want to see, and with

Millennium Ultra, they don't have to

and neither do we.”

-

Vinnie Tummino Owner, Lawn Doctor”® of Sayreville/Edison

Sayreville, New Jersey

Millennium Ultra is a market leader in the

fight against the toughest broadleaf weeds

in turfgrass. Its state-of-the-art formulation
annihilates a broad spectrum of hard-to-control

4

weeds, including clover and oxalis. Since most

weeds are controlled in one application, you

save time and money. The result is happier

customers, fewer callbacks and a product

that's easier on the environment. With

Millennium Ultra on your side, you can
' win the battle against broadleaf weeds.

R iverdale

The Formulation Innovators

(800) 345 3330

i Millearium lra-

Millennium Ultra is a trademark of Riverdale Chemical Company. L/
Lawn Doctor is a registered trademark of Lawn Doctor, Inc. Always read and follow label directions.

USE READER SERVICE #105
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SEASONAL OUTIOOK
Bug Bites

This year, late summer may produce in-
creased insect activity in some parts of the
country, according to Rick Brandenburg,
professor of entomology, North Carolina
State University, Raleigh, N.C.

Due to sufficient rainfall, white grubs,
particularly, the Oriental beetle, Japanese
beetle and Masked Chafer beetle, will be
widespread and not isolated to irrigated
turfgrass areas, Brandenburg pointed out.
“Control of larger grubs in the late summer
and early fall is difficult and treatment of
areas that consistently see white grub prob-
lems should not be delayed,” he stressed.

Lawncareoperators (LCOs)need towatch
out forarmyworms the rest of the summeras
well, Brandenburg warned. “They havebeen
popping up here and there and when they
do, they cause serious problems,” he said.
“These worms generally do a good job of
hiding from us when we look for them. The
birds are much more successful and large
numbers of birds in a turf setting are often
an indicator of caterpillars.”

Brandenburg recommended LCOs use
soapy water to flush armyworms up outof
the soil and thatch to the surface. “Place
about 2 tablespoons of liquid dishwashing
detergent in 2 gallons of water and slowly
pour it over a 9-square-foot area,” he
explained. “Then observe the area care-
fully for about five minutes for the pres-
ence of worms.”

AUGUST 2001

et e d

¢ CLEVELAND - Lawn & Landscape and its sister pub-

Marber

According to a recent

Lawn & Landscape online
survey, most contractors
J Percent

—46 percent - set annual of Contractors

Response

marketing budgets. Always sets an annual budget

In addition to creat- for marketing promotions 46

ing a budget, contrac- Sometimes sets an annual budget

tors should institute for marketing promotions
strategies to ensure Never sets an annual budget for
they're getting the most marketing promotions
out of their marketing

dollars, pointed out Source: www lawnandlandscape.comipoll

John Graham, president, Graham Communications, Quincy, Mass.

Graham highlighted the following concepts, which are designed to benefit any
type of landscape company:

* Become a multi-niche marketer — Focus on the needs of each of your market niches.

* Save clients time - To have their needs satisfied quickly, clients are willing to pay
higher prices.

* Give the buyer permission to take control — Make clients feel like they are in charge
of their service.

* Portal the business - Make a variety of services available from one location.

* Give clients what they want — Become an informative resource for clients.

* Never stop recreating the company — Recreation must be constant and move with
clients’ changing needs.

* Get serious about change - Those who are savvy enough to see new opportunities
and seize them stay in business.

LAWN & LANDSCAPE NEWS

A Prize-Winning Report

lication, Interior Business, recently earned graphic
and editorial recognition, including a national prize
from the American Society of Business Publication
Editors (ASBPE), Naperville, 1ll,, and the honor of
being named the “Best Trade Magazine in Ohio” by
the Press Club of Cleveland.

Contest judges shared their views on many of
the winning publications, including Lawn & Land-
scape, calling it a “great looking magazine with great
graphs and charts and a lot of information; very
newsyand easy tonavigate the wholeissue,” pointed
out Press Club of Cleveland judges. “Good topics,
well written and attractively displayed. It makes you want to read it.”

ASBPE, which is an association for business and trade press, awarded Lawn
& Landscape a second place national award for its “How We Do It” department,
and regional awards, including first place for “How We Do It” and third place for
the 2000 State of the Industry Report. Inferior Business was awarded the prize for
outstanding new publication and received a third place award for its “IB
(contimued on page 12)

lawnandlandscape.com
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IFYOU'RE A
GARDEN CENTER,
NURSERY,
GREENHOUSE GROWER,
INTERIOR LANDSCAPER,
OR LANDSCAPE CONTRACTOR,

WE CAN INSURE YOU.

Florists’ Mutual Insurance (FMI) is the only insurance company that's exclusively committed to serving the
nceds of the entire horticultural industry. We've created custom insurance programs for horticultural businesses
like yours for over 110 years. You'll never find an insurance company better able to serve your growing business
than FML Call us at 1-800-851-7740 or visit us at www.fmi-insurance.com.

INSURANCE SPECIALISTS FOR THE HORTICULTURAL INDUSTRY'™

USE READER SERVICE #106
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Upfront” news department. ;_,
In addition to the Best Trade Magazine in l i 4 o e

Ohio honor, the Press Club of Cleveland

recognized Lawn & Landscape with two first TO EN AUG. 15 Ohio Turfgrass Foundation Research Field Day, Columbus
Dy - B U SURE Ohio. Contact: 888/683-3445
place writing awards, a second place award : :
for its 2000 State of the Industry Report and that your ;‘:dos' V7-19 ?\s:ocz‘aleg L.an@ c:pe‘ac(gméggz;ssozfs;;rznenca posa
i % s o s s = ) . uild Symposium, Atlanta, Georgia. Contact: :
a first place award for cover design. Interior meeting date is AUG. 17-19 Texas Association of Nurserymen Nursery and Landscape

Business’ State of the strv Re S e
Business” State of the Industry Report also published, send Expo, Dallas, Texas. Contact: 512/280-5182

took home a Press Club honorable mention.

: AUG. 19-25 Garden Centers of America International Garden Centre
Lawn & Landscape also received awards JEIRGHEII Congress and Tour, Westbury, N.Y. Contact: 202/789-5980
from the Turf and Ornamental Communica-  ENESNPtS T V] AUG 21 Comell University Field Day, Ithaca, N.Y. Contact

tors Association (TOCA), including a first
place prize for its 2000 Aventis Leadership

607/255-1792

AUG. 22 Michigan Turfgrass Field Day, Lansing, Mich, Contact: 517/

weeks in

Issue. Interior Business won TOCA merit JEAIEUEERTY 321-1660
awards for writing and overall design. Yarom & Land: AUG. 24-26 Farwest Show and Omamentals Northwest Seminars,

“Qur goal has always been to produce the Catena Portland, Ore. Contact: 800/342-6401 f
R g 3 3 A scape Calendar, UG. - 7S ' 4 i if. . -
finest business management publications for e 2‘276 A9-SBPT. 1 CaiScape Expo; San Diego, Celtt, Contact: 707/462

our readers,” affirmed Cindy Code, group [RAEER:IelCRALE
publisher, Lawn & Landscape Media Group. WeilS It
“One way we do that is by making sure we

SEPT. 9-11 ANLA Legislative Conference, Washington, D.C. Contact
202/789-2900

: - ‘ OH 44113 SEPT. 11-12 Plant Health Care Multi-Lakes Conservation Association
hire the most talented editors and designers. Camp, Walled Lake, Mich. Contact: 517/482-5530
These awards are just another indication of SEPY. 12 Virginia Tech Hampton Roads Agricultural Research and
how talented our staff is and our long-stand- Extension Center Field Day, Virginia Beach, Va. Contact: bapple@vt.edu

ing commitment to excellence.”

|

TEMPORARY/SEASONAL
LABOR VISAS

"5«\\

SIGN UP BEFORE FALL 2001 FOR

APPROVAL BY SPRING 2002*

Call now for information packet and a quote.

Austin (512) 282 3237

gOﬂQy gﬂfé/lp/ligeg fax (5/2) 2892 0958
Toll free (888) 623 7285

*Duration of permits is based on

USE READER SERVICE #10
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The leading
management
magazine
serving the
professional
landscape
contracting
marketplace.
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Interior

Business... for
landscape
professionals.
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(3 South America, Europe* 1 Year $35.00
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Q1. Interior Landscape Contractor
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O Horticulturist/Educator

O Sales Rep/Designer

Q1 Service Personnel,
Technician, Crew member

(3 Scientist, Researcher

@ Company, Library copy only

QOther (please specify)
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SEPT. 13 California State University Southwest Palm Seminar, Yorba Linda, Calif. Contact:
909/880-5977

SEPT. 13-14 Southwest Horticultural Trade Show & Conference, Tempe, Ariz. Contact
480/966-1610

SEPT. 14-15 WALP Certified Landscape Technician Testing, Spokane, Wash. Contact:
800/833-2186

SEPT. 15 CLP Interior and Exterior Exam, Cleveland, Ohio. Contact: 800/395-2522
SEPT. 18-19 Viginia Tech and Virginia Turfgrass Council Turfgrass and Landscape Field
Days, Blacksburg, Va. Contact: 540/231-5897

SEPT. 22-25 American Society of Landscape Architects Annual Meeting, Montreal,
Canada. Contact: 202/898-2444

OCT. 3 Washington Landscape Trade Show & Field Day, Puyallup, Wash. Contact: 800/833-2186
OCT. 3 CLP Interior and Exterior Exam, Austin, Texas. Contact: 800/395-2522

OCTY. 7-9 Lawn & Landscape Business Strategies, Phoenix. Contact: 800/456-0707

OCT. 10-1 1 Southern California Turfgrass Council Turfgrass Landscape and Equipment
Expo, Pomona, Calif. Contact: 800/500-7282

©OCT. 10-1 1 California Association of Nurserymen Western Nursery & Garden Expo, Las
Vegas, Nev. Contact: 800/748-6214

OCT. 11-13 Southern Nursery Association Southern Plant Conference, Athens, Ga
Contact: 770/953-3311

OCT. 12-13 Plant Health Care, Inc. Plant Biology Workshop, Frogmore, S.C. Contact:
888/290-2640.
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IN THE NEWS
Bayer Expected
to Buy Aventis
CropScience

FRANKFURT/PARIS- Aventis and Schering
announced that the negotiation process concern-

ing the potential sale of Aventis CropScience
will continue exclusively with Bayer.

Aventis said Bayer was the most promis-
ing partner “financially and socially” for
CropScience, in which it owns 76 percent
and Schering 24 percent. This acquisition,
which would be the largest in Bayer’s his-
tory, would more than double its existing
business, remarked Manfred Schneider,
Bayer’s chairman of the board of manage-
ment. “By merging the two businesses, we
would create one of the world’s leading com-
panies in this industry — headquartered in
Europe with global reach,” he said.

While no price details were revealed, ana-
lysts said the deal could value CropScience at
$6.8billion, positioning Bayer close toSyngenta,
the current market leader in annual sales.

ISU2U

TRUCK

2001 ISUZU NPR: gas,16’ landscape body, auto.,
ac, am/fm, weedeater racks, water cooler rack,
shovel rack, curbside gate folds down

or Greg Wellford

912-788-4601

1-800-899-8696
Middle GA. Freightliner-Isuzu
Fax: 912-781-0966

2001 ISUZU NPR, diesel, ac, am.fm cass.,

14’ stake body w/removeable sides

O ATTENTION Lo
LANDSCAPERS ==

Special Deals On All &

Landscape Trucks
Flatbeds, Dump Trucks, Super Lawn
Trucks, Stake Bodies...WE GOT IT!

2001 ISUZU NPR: diesel, auto., ac, am/fm, 16’
LANDSCAPE BODY, Weed Eater Racks, Water Cooler

Call Chris Fountain

e-mail: chrisfountain@mindspring.com

2002 ISUZU NPR HD, w/14’ steel dump, auto., ac,
am/fm cass., 14,500 GVWR

E/
ol et
£
r’-

%

Rack, Shovel Rack, Curbside, Gate Fold Down

USE READER SERVICE #12
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‘Market Trends

Investors say the deal is logical for all
parties, but some are concerned Bayer may
overpay, warning that since the farm chemi-
cals market is growing in low single-digits,
the prospects for agrochemicals are unexcit-
ing. “It's a slow-growth business,” said Reinhard
Pfingsten, fund manager, ADIG in Frankfurt,
who owns Aventis, Bayer and Schering stocks.
“We don’t know what synergies Bayer might
extract but the figures of $6 billion or more
look expensive, making it a better deal for
Aventis and Schering than Bayer.”

Duesseldorf-based analyst Andreas
Theisen of WestLB Panmure said acquiring
CropScience wasa “unique chance” for Bayer,
which has been frustrated in its past at-
tempts to build up its life sciences business.
It lost a bidding war for DuPong Pharma to
Bristol-Myers Squibb in June and was beaten
to Cyanamid, the agrochemicals unit of
American Home Products, by BASF last year.

As the deal progresses, industry watch-
ers believe Bayer might sell its insecticide
business to BASF to pre-empt anti-trust issues.

(continued on page 18)

Bill Klutho of John Deere and Demie Moore of Aquatrols joined the Evergreen
Foundation hoard of directors. The Foundation focuses on developing a national
greenway system and fostering an appreciation for green spaces.

The Ohlo Lawn Care Association reclected Joe Reynolds to president,
Fred Schillinger to vice president and Kim Kellog to secretary/treasurer. Mark
Grunkemeyer will continue his role as immediate past president. In addition, Jeff Bisker
will serve as membership services and events committee chair, Joe Duncan will chair
the bylaws committee and Glenn Scherzinger will chair the legislative committee.

Jim Mason was elected president of the lowa Nursery and Landscape
Association for 2001 at the lowa Nursery and Landscape Association Annual
Meeting and Trade Show. Mason is co-owner of Country Landscapes in Ames, lowa.

The Pennsylvania Turfgrass Cowncil awarded its Distinguished Service
Award to George Hamilton, a senior lecturer of turfgrass science in the Department of
Agronomy at Penn State University. The award is presented to individuals who
demonstrate outstanding service to the state's turfgrass industry.

The Ohio Turfgrass Foundation and The Ohio State University
held its annual OSU/OTF Turfgrass Research Field Day Aug. 15 on campus in Colum-
bus, Ohio. Green industry professionals viewed results and learned about current
research on active turfgrass and omamental studies conducted by OSU researchers.

1 \\U\‘ “’N'

= cascon e
s s A o

e (300 WS 708

i FOUR COMPANY NANE HERE
: lml' S T, ATt o T

= e L1R4NT

e

for your

16 AUGUST 2001

sintenance lmvosoe

ANY
ﬁ CASCADIA LANDSLARING
344%  ungan Snn

-----m-wuttvt

NEBS Co|| today L: Q_E Ldsca's

v - LANDSCAPING
“‘“‘,“*}'N-r

JER N

CASCADIA LANOSCAPING

4 G

AT\ AND, OBCEA
ot (303) uw.ua

1-800-367-6327

ext. 64175 www.nebs.com

= Sample Pack!

BFSP96

USE READER SERVICE #13

LAawN & LANDSCAPE



http://www.nebs.com

i

Superior, Trouble-Free Landscape |5ﬂlflll§ '

i\l

—

r’>' £l05 ; ..‘*"v,\\

3 ...; .\\- " 3
.- ¥''Beca

R

use it's a toug
» Y

CTG=N1vT= THOMAS GROUP, LLC

< oo Forafree Nigh?ﬁfe catalog call 717-359-7131
- or fok.717-359-9289 or see us ot www.hadcolighting.com
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(continued from page 15)

Aventis’ decision, stemming from its fo-
cus on the pharmaceutical business, does not
constitute any legally binding agreement be-
tween the two companies, but does move the
process forward in terms of evolving pur-
chasing dialogue and procedures.

IN THE NEWS
Syngenta, Bayer
Continue Patent
Dispute

BASEL, Switzerland, and LEVERKUSEN,
Germany - The legal battle between Syngenta

Crop Protection and Bayer over
thiamethoxam patents took asignificant turn
when the Board of Patent Appeals and Inter-
ferences of the U.S. Patent and Trademark
Office denied Bayer the right to claim prior-
ity of its initial U.S. patent, which covered
thiamethoxam. Bayer has since secured a
second patent, also covering thiamethoxam.

- _'
ProSource One added Jay Me€ord as turf seed development manager
and Jeff Schmalx as sales representative for the East Pennsylvania,
Philadelphia and New Jersey markets. Brad Borowghs joined the
company as turf representative in the Texas market, David Auchter
will serve as vegetation management representative in Minnesota and
Jennifer Smith is an oramental sales representative in the South
Central turf and ornamental market.

The Chipco Professional Products group of Aventis Environmental
Science appointed Scott Parker to sales representative for southemn
Indiana, northern Kentucky and central Illinois. The company named
Joseph Grippi sales representative for western Michigan and
northern Indiana.

Bob Jones rcjoined Ruppert Nurseries as director of landscape
operations.

Rain Bird Corp. promoted Kem Mills to vice president, turf division, Janet Reilly
to vice president, contractor division and Karl Altergott to director, commercial division.

William Baxter was named business manager for the turf, omamental and pest
control group at BASF. Richard Kalik is national accounts manager, Derek Miller
is marketing communications manager, Kyle Miller is senior technical specialist and

Kalik (top)
Grippi (bottom)

Thiamethoxam, a class of neonicotinoid William Strickland is marketing manager for the group.
(continued on page 22)

.
2-Year
Warranty!

—BioPlExx¢

Advanced growing solutions

TRANSPLANT...
SURVIVAL ESSENTIALS

BIO-STIMULANT TRANSPLANT COMPLEX
MYCORRHIZAE SOIL AND ROOT INOCULANT
PORTABLE, SOW DRIP WATERING DEVICES

3-IN-1 BAREROOT GEL-DIP

4-IN-1 PLANT SURVIVAL PLANTING GRANULES
FORTIFIED ORGANIC-BASED FERTILIZERS
NATURAL-BASED DEEP-ROOT FEEDING PROGRAM
FORTIFIED, NATURAL BASED PLANTING TABS
SYSTEMIC DEER & RABBIT CONTROLS

“BIO-PLEX”
Not just a GOOD choice...
the BEST choice!

Turfgrass Baldness

Get rid of bald spots and receding turf line with the Gandy
Overseeder, available in a 48-inch, 3-pt hitch, 540 PTO-
driven model or the new 20-inch power-driven walk-behind
unit. Both are the proven way to grow turf. Use them to
dethatch, too.

The tractor-mounted Gandy Overseeder has 24 outlets
seeding on 2-inch spacings. Sawtooth cutter blades prepare
the ground for seed. The walk-behind Gandy Overseeder
has 10 outlets seeding on 2-inch spacings. Itis an ideal unit
for contractors seeding smaller areas.

Gandy’s precise metering system evenly and accurately

distributes most types of turfgrass seed.
Separate disc or shoe openers help
postion seed for superior seed-to-soil ~

contact. Trailing gang rollers or fiber

4
v
v/
4
v
v
v
v
v

More Information & Ordering

brushes are optional. It's Gandy
1 -800-441 -3573 This year, f:)ure turfgrass Owatonna, MN 55060
baldness forever. 800/443-2476  507/451-5430
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State of Emergency - Is Your Facility Ready for the Challenge?

Lawn care operators who don't have an emer-
gency response plan in place for their facilities

should prepare one immediately, according to
the Professional Lawn Care Association of
America’s Safety & Regulatory Manual.

Setting up this plan can be easy, as long
as a few simple steps are followed.

First, select an emergency coordinator and
alternates. Then work up response agree-
ments with local emergency teams and con-
tractors (fire department, police, doctor, hos-
pital, clean-up contractor, etc.).

Second, evaluate the site's current emer-
gency response system, including the condi-
tion of the existing firefighting equipment,
such as extinguishers. This also involves
evaluating the facility's drainage pattern and

water movement offsite. The key here is to en-

sure that a major spill or water runoff from
firefighting activities can be contained. While
conducting this evaluation, check that pesticide
storage areas are properly marked as well.
After performing a site evaluation, certain

documents must be prepared to aid in emer-
gency response. These include:

« A detailed facility site plan showing the
pesticide storage area, all firefighting contain-

ment equipment, shut-off valves for gas, electric-

ity and water, a site drainage plan and evacua-
tion routes and a preselected staging area.

« A map of the surrounding area. Mark
routes of ingress/egress and also all neighbors
needing special attention during a crisis (i.e.
hospitals, nursing homes, schools, etc.).

« A list of emergency equipment located
on site, as well as a listing of other people
who can be contacted to obtain additional
equipment (backhoes, barricades, extra dirt or
other absorbent material) that may be needed
on short notice.

« A listing of the pesticides stored on site,
as well as an inven-
tory of approximate
quantities normally
present. For each
product on-site, a

lawnandlandscape.com &

Material Safety Data Sheet (MSDS) and asso-
ciated label should be kept. These docu-
ments will provide emergency personnel
with information that can be crucial to their
assistance during a crisis.

After an initial emergency response plan
is compiled, duplicate it and distribute cop-
ies to all individuals who are needed in an
emergency, including in-house emergency
coordinators and alternates and key contacts
outside of the company.

All this planning is only effective if it is
tested. Conduct varying drills on a regular
basis to see if the plan works and to better
acquaint all involved with the plan. The plan
should be updated annually and distributed.

For a sample “In-An-Emergency Check-
list,” visit...

i

YOUR BEST INVESTMENT
DOWN THE LINE

THE L-2 UNDERGROUND PIPE LAYER

Lays pipe or cable
Simple, efficient all mechanical drive

Rugged yet compact and highly
maneuverable

850 Ibs. on rubber tracks provide for
minimal lawn damage

Reliable, consistent performance in a
low maintenance machine

Operator training provided
16 hp. Kohler magnum engine

Boring attachment available

LINE. ©“WARD

CORPORATION

157 SENECA CREEK ROAD
BUFFALO, NY 14224 +» 716 675-7373
FAX 716 674-5334 «» 800 816-9621

USE READER SERVICE #70
LAwN & LANDSCAPE

SNOWPLOW OWNERS
FREE PARTS CATALOG!

Discounted parts for all major brands
of Snowplows and Salt Spreaders

CENTRAL PARTS WARENOUSE
pectalists*

New Plows Starting @ $2100.00
V-Box Spreaders $2895.00
“Mini” Salt Spreaders $795.00
Low Profile Headlight Kit $98.50
Pro-Wing Kits $169.50

CALL NOW to Reserve your FREE
copy of our 00/01 Parts Catalog

Central Parts Warehouse

1-800-761-1700

SOFTWARE

solutions.

i

dscape Management
st Control
~ Maintenance
 Mowing

%

We Can Help.

614-873-6706
www.pickscs.com
Service Communication Software, Inc.

USE READER SERVICE #71
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ittle as 24 hours after you apply DYLOX® Insecticide. your grub problems arent just
they're splattered. Because DYLOX is the fastest grub control around. And as everyone

speed kills. For more information, contact Bayer Corporation, Professional Care,
913, Kansas City, MO 64120. (800) 842-8020. BayerProCentral.com

>

Bayer ¢
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- Market Trends

(continued from page 19)

insecticides, is the active ingredient in
Syngenta’s agricultural seed treatment prod-
ucts, Adage and Helix, and also in two of
Syngenta’s products currently in development
—Meridian for lawn and golf applications and
Flagship for ornamental applications.

Bayer said its initial patent and its second
patent, which was granted May 15, both
cover the thiamethoxam class. Therefore, the
company has maintained that Syngenta

should not be allowed to use thiamethoxam
to directly compete against Bayer’s
imidacloprid-based product, Merit.
Imidacloprid is the active ingredient in
Merit, which is an insecticide used on turf
and ornamentals.

The Board of Patent Appeals and Inter-
ferences decision means that all claims con-
tained in Bayer’s initial patent are invalid
because the compounds claimed were differ-
entfrom those described. The ruling strength-

ens Syngenta Crop Protection’s claim that it
was the first to invent thiamethoxam, ac-
cording to Syngenta Communications Man-
ager Ken Gordon. “Now the company can
move forward and market its thiamethoxam-
based products,” he said. “The USPTO rul-
ing simply reinforces our position that the
Bayer patent was invalid.”

Although disappointed in the USPTO’s
ruling, Bayer believes it is still positioned
favorably for a legal victory because of the
second patent granted to the company, ac-
cording to Bayer Spokesperson Dr. Franz

Josef Placke, Leverkusen, Germany.
“Theinitial patenthad some formal weak-
nesses which were due to the practices used
to file patents in the United States,” Placke
said. “Our newest patent does not have the
formal weaknesses of the prior patent. From
an intellectual property point of view we are

| Ond] Y.\ j "4
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 Greenmark Landscaping - www.greenmarklandscaping.com
! JOBS in Horticulture - www.hortjobs.com

~ Bio-Green Automatic Fertilizing - www.bio-green.com
® Vinestream Solutions - www.vinestream.com

~ North American Green - www.vmax3.com at least in as good a position as before.”
Y Havener Enterprises - www.havenerenterprises.com Bayer AG and Syngenta Crop Protection
Nice Landscape - www.nicelandscape.com are also involved in a separate patent in-

- To announce a new Web site, e-mail nwisniewski@lawnandlandscape.com.

fringement lawsuit over thiamethoxam filed
in 1998 in the Louisiana District Court.

DEALERS WANTED

Trhe AMAZING Gate lifiing SYS'ell'I! US Patent #6183031

* Saves on workman comp. claims due to back injury.

Award

HD Spring, Polished Stainless Tube, Stainless

Cl | PRICED from:

$|59-s199

Technological &
Innovative Excellence

22 AUGUST 2001

Hardware & Polished Aluminum Roller Assembly.

i
.

* Reduces lifting by up to 80%.

* Increase crews productivity.

* Quality |-Year Warranty.

* Universal, easy 20 minute installation.
Fully assembled, no welding.

Note: Works on all utility trailers with side rails.

CALL for a DEALER Near You!
Toll Free: 1-877-965-0951

* |-Kit works on gates up to 180 Ibs.

(Al Major Credit Cards Accepted )

* DIRECT ORDERS STILL AVAILABLE IN SOME AREAS -

For More Information Contact:
Ballard, Inc. 6550 N.E. | 4th, Des Moines, IA 50313

(515) 289-3722

USE READER SERVICE #17

www.ez-gate.com
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VITAL STATISTICS

The Crane
Classifieds g

Crane flies or leather jackets are common names for large

mosquito-like flies and their tough-skinned larvae. Crane fly
larvae live in aquatic, semiaquatic and terrestrial habitats. The
European crane fly is considered a turfgrass pest in British
Columbia, Nova Scotia, Washington and Oregon. Other spe-
cies occur in the cool-season turf areas of North America and

are generally considered nuisances more than pests.

Adult crane flies are slender-bodied, brownish-tan, long-
legged, mosquito-like flies with two smoky-brown wings.
They are commonly seen flying singly or in swarms around
ponds, streams, meadows and golf courses at twilight. Euro-
pean crane fly adults emerge
after sunset in southwestern
British Columbia and west-
ern Washington, and can be-
come so numerous that they
cover the sides ofhouses over-
night. On golf courses, the
adults of other species become
nuisances as they fly in the
faces of golfers passing
through swarms.

DIAGNOSIS. Larvae feed on
roots and crowns below the
surface and on grass blades

Cranefly adult on turf (above ). Notice the
black head and characteristic fingerlike

projections around the tip of this crane fly

larva’s abdomen (right ). &.‘

Insect 1.D, features excerpts from Destructive
Turf Insects by The Ohio State University P
entomologists Harry Niemczyk and David
Shetlar. For more information on the book,

call Lori Skala at 800/456-0707.

LAwWN & LANDSCAPE
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and stems on the surface. The European crane fly causes bare
and/or sparse turf areas, which become evident from March
to April.

Unless extremely numerous, other species, apparently,
cause little damage. Native species also feed on decaying
thatch or may be associated with turf damaged during winter

months by diseases.

LIFE CYCLE & HABITS. The European crane fly seems to
require mild winter temperatures, cool summers and average
annual rainfall of at least 24 inches. Adult flies emerge from
lawns, golf courses, pastures and roadsides from late August
to mid-September. Mated females begin to lay black, oval eggs
within 24 hours after emerging. In about two weeks, the eggs
hatch into small, brownish maggots, which begin feeding by
using their rasping nmulhp.lrls on pl.mt roots, rhizomes and
foliage. By winter, the larva has molted twice and reached the
third instar. These larvae feed slowly during winter tempera-
tures and reach the fourth instar in April and May.

The leather jackets stay underground during the day
but come to the surface to feed on damp, warm nights.

Damage resembling that caused by black cutworms can occur

on golf course greens.

-
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SEASONAL OUTIOOK

Winterizin
Trees & Shrubs

Horticulture Forun

Have you started thinking about winterizing your trees
and shrubs yet? Fall is a time of change and reorganiza-
tion within a tree, and contractors can help trees survive

and thrive with proper fall care.

Trees sense changing seasons in three ways: via a
dormancy timer in the leaves; due to changing tempera-
tures; and by the amount of light they get. Old leaves,
buds and inner bark have a pigment that can tell the
seasons. As the days shorten in fall, this pigment, called
phytochrome, tells the tree to shutdown for the winter.

Trees prepare for winter through an organized pro-
cess called senescence. Thisincludes shutting down sum-
mer growth and conservation of valuable resources. A
message is sent from the tissues with phytochrome, which
signals senescence. Senescence brings both the fall colors
and leads to renewed spring growth.

Many of the materials a tree collected during the
growth season are withdrawn from soon-to-be dead
leaves. The last bit of tree food is stockpiled in the living
cells of the outer annual growth rings. Twigs, branches
and roots become the collection sites and warehouses of
materials needed for the next season. Within the tree,
biological doors and windowsare being closed and locked.
From the moment last spring’s green leaves expanded
and began to make food, winter dormancy has been
designed into the tree system. The process of spring and
summer growth reset and started a dormancy timer that
now hurries the tree preparations.

Most of the growing points in the tree are protected
inside overcoats called buds. During the winter, each
growing point waits for the correct message to signal a
new season of growth. Only then will it be apparent

(continued on page 26)

ALCA Presents Specialty Education...

ESSENTIAL

Two Concurrent Tracks, focusing on...

BUSINESS BOOT CAMP: Learn from one of the leaders

TECH KNOWLEDGE: Geared to interior landscape

in the industry the basics of operating a successful technicians and supervisors, this seminar will provide
exterior and/or interior landscape company. Business basics of indoor plant care, troubleshooting pest and
owners and managers will get cutting-edge advice and disease problems and tips on quality customer service.
tips of the trade on basic business knowledge. Speaker: Speaker: Virginia Powers, Editor of Tropical Plant
David Minor, Texas Christian University, Fort Worth, TX Technician, an interior training publication, and

— former owner of Minor’s Landscape Services Owner of Garden Tapestry, an interiorscape company

DATES AND LOCATIONS:
September 26, 2001 » Baltimore, MD October 6, 2001 » Chicago, IL

MAJOR SPONSOR: ; f MEDIA PARTNERS:
2 IRRIGATION

EEEs= 4 BUSINESS GREEN INDUSTRY

ASSOCIATED LANDSCAPE I amlm
CONTRACTORS OF AMERICA MANAGEMENT wm

For more information and registration details, contact ALCA at 1-800-395-2522 or visit the web site at www.alca.org.

€N, INSURANCE IN TOUCH WITH BUSINESS
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THERE’S NO .
RANGE OF CONTROL LIKE
THE DRIVE RANGE:

CRABGRASS
FOXTAIL
TORPEDOGRASS
DOLLARWEED
SPEEDWELL
GLOVER
DANDELION
BINDWEED
SIGNALGRASS

Drive” 75 DF postemergent herbicide is the shortest distance between broadleaf and grassy weed  \
control. From crabgrass and foxtall to clover and dandelion, Drive eliminates troublesome weeds

in a variety of turf species. In fact, you can even seed or overseed many varieties of turf
immediately after application. And Drive keeps weeds under control for 30 to 45 days, in some

cases for more than 3 months, with a single application. So join the Drive for turf protection today.
Call 1-800-545-9525 or visit www.turffacts.com. Always read and follow label directions.

75 DF HERBICIDE

Closing the distance between grassy and broadleaf weed control.
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Your future success
starts with one
phone call.

Give your business the boost it needs. Call the folks
at Allen’s All-Stars, and learn how you can be part of our
successful team of trade professionals,

« Allen’s All-Stars has the marketing sawy and advertising
dollars to grow your business.

« Customers are already pre-sold on Allen’s All-Stars.
We're known as top notch professionals. As part of
our team, you can put our reputation for quality and
reliability to work for you.

- When a customer calls, you get the referral. Then you
simply bid and complete the job.

« Territories are limited. That gives each team member
a solid customer base. But it also means you must act
now to lock in your territory!

In today's competitive marketplace, it takes a smart
business strateqgy to succeed. Allen’s All-Stars brings you the
customer, and that lets you do what you do best.

*yok

ALLEN'S ALL-STARS"

T H E P R O s

Call Today!

1-877-222-9232

USE READER SERVICE #76
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Horticulture Forum
(continued from page 24)

whether the tree has put aside and saved enough resources to respond

to the new season of growth.

Winter is a difficult time for trees. Trees must endure the drying and
cold winds, food reserves must be carefully conserved for the coming
needs of spring and water will be lost from the tree. Hungry animals will
feed on the resting buds and twigs.

Little things can help your trees effectively survive a long winter.
A few small investments now can payoff in a big way, yielding a
healthy and structurally sound tree. — Steve White gﬂl

The author is owner of Second Nature Lawn Care, Nashville, Tenn.

CARE TIPS
Winterizing Your Trees

Here are nine things you can do to winterize your tree

1. Remove or correct structural faults and deadwood that are
clearly visible. Try to make small pruning cuts that minimize the
exposure of the central heartwood core on branches

2. Properly prune branches that will hang too low when loaded
with rain and snow. Foliage and branches that are in contact
with soil can invite undesirable pests and problems

3. Remove damaged and declining twigs, branches and bark. Do
not leave pests food and shelter for the winter

4. Remove any new sprouts that have grown at the tree base or
along stems and branches. Pruning should conserve as many
living branches as possible with only a few selective cuts

5. Spread a thin layer of composted organic mulch to blanket
the soil. Cover an area at least as large as the branch spread
Mulch is nature’s way of recycling valuable materials, but be
careful of pests hitching a ride

6. Properly wrap new trees that have not developed a corky bark
and could be easily damaged. Mechanical injury from the
environment, including chewing and rubbing by animals, must be
prevented.

7 . Aerate soils if they are compacted and poorly drained. It is
critical not to damage tree roots in the soil. Saturated and dense
soil can suffocate roots.

8. Fertilize with all the essential elements, if they are in short
supply within the soil. Be sure to go lightly with nitrogen,
especially under large, mature trees and around newly planted
trees

9. Watering may be needed where soils are cool but not frozen,
and there has been little precipitation. Winter droughts need
treatment with water the same as summer droughts, except it is
much easier to over-water in winter

Trees are investments that require a small amount of care. For
the sake of your tree’s quality of life and your own, take a few
minutes to winterize your tree. Wonderful springs come from
well-tended winters. = Second Nature Lawn Care
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. from Turf-Seed, Inc.

Aurora Gold

'Kentucky bluegrass Hard fescue
Good summer survival, Kentucky biuegrass Glyphosate tolerant
excellent turf performance. Top NTEP variety. with proper management,

Dark blue-green color.  First Kentucky blue
better than Midnight. Pure Gold

» Tall fescue
Glyphosate tolerant
Kentucky bluegrass with proper management.
Good overall disease resistance. I;e'z:d(y bluegrass  Qutstanding turf quality.

1 ) ost aggressive

Googmf,t;’iﬁzf;im Kentucky blue. Performs Tomahawk RT
| Dark blue-green color. well at 1/2" cut. Tall fescue
1 Ideal for fairways. Glyphosate tolerant
1 : with proper management.

l Dark blue-green color.

Perennial ryegrass

> : Deschampsia caespitosa L.
Germinates in

Cold tolerant perennial.

) 10,000 ppm NaCl
=y " Excellent shade tolerance. .
( Lhellr sl i good traffic tolerance.
Citation Cynosurus cristatus L.

Excellent shade and wear
tolerance. Good winter
performance, Good in mixtures
with tall fescue and Kentucky blue.

| 2 Perennial ryegrass
{ The most salt tolerant ryegrass.
This next generation of perennial
ryes will set the new

erformance standard. u
g Alister
: " G'ory Colonial bentgrass
Perennial ryegrass Colonial Bentgrass Good year-round quality,
| New standard for ease  Goo4 spring and fall density ~ good resistance to dollar spot
h of transition in and good summer performance  and brown patch make this
winter overseeding.  yhere other colonials struggle. ideal for fairway use.

Supplies may be limited. Order NOW from your seed dealer for fall 2001 shipment.

PRODUCED AND

; MARKETED BY - 800-247-6910 - www.turf-seed.com - e-mail; info@turf-seed.com

©2001 Turf-Seed, Inc.
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A Bagful
of Benefits

The best things don’t always come in small packages.

Company owners who want to hold on to their
employees are wrapping up benefits bundles of insur-
ance; 401(k) and savings plans, and tying on perks like
vacation days, flex time and performance-based profit
sharing incentives.

Finding qualified labor is a strain in today’s market,
and benefits programs can attract and keep employees,
said Jeff Bowen, president, Images of Green, Hobe Sound,
Fla. “Anything that keeps my employees is worth it to
me,” he noted.

COVERING INSURANCE. Covering the costof medi-
cal, health and life insurance can burden a business’
bottom line. Some small businesses cannot afford to pay
100 percent of their employees’ benefits, especially with
rising insurance rates, explained Chris Raimondi,
Raimondi Horticultural Group, Ridgewood, N.J.

“The most difficult part is to manage the employees’
needs against competitive pricing,” he said. “I would
love to give all the employees all of the benefits possible
and then some, but that would affect our bottom line to
the point where we would have to increase our prices.”

28

« H2B » H2B » H2B » H2B » H2B * H2B « H2B « H2B » H2B

Short on Labor?
Let S.I.L.C. take care of the Labor part for you

After we looked at all the H2B Providers, we were thrilled to find
SILC (C. Scott, Inc.). You explained the process clearly & put
everything in writing, and then you delivered on time. We are
doing twice the work with our Mexican workers. We put our trust
in the right H2B provider & highly recommend SILC (C. Scott,
Inc.)” -Tim Clark, Executive Lawn & Landscape

America’s leading H2B provider
currently serving 212 GREEN INDUSTRY
companies in 38 states

» Green Industry Specific. Our president has 20 years
experience as a landscape and irrigation contractor

» Still 100% success rate

» Totally bilingual staff of 5 certified H2B case managers.

* One point accountability for total certification through
receiving your workers.

» SILC Lite for smaller companies (6 workers or less)

» Offices in Bay City, Texas & Monterey, Mexico

Please Call Us at 979-245-7577
to receive your no obligation
information packet.

www.SILC-H2B.com

Member National H2B Users Association
s H2B e+ H2B » H2B » » H2B » H2B » H2B » H2B » H2B
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AERA-vator®

The AERA-vator AE-40E

= e works great with ZTR mowers
h‘ Sl Open frame for better
: ; Tine and Rotor Visibility

New Rubber Roller for

quieter transport

& * Larger Honda Engine

4 from8HPr 11 HP

* Improved Electric/
Hydrauic Lift System

* New Fine Tine Rake and
Brush Attachment

* Requires Pull Vehicle

with 12 Volt Power

Source

An AERA-vator maneuvers in and out of the tightest
spots. The productivity when compared to a walk
behind is higher with less worker fatigue. The
AERA-vator also prepares great seed bed.

First Products Inc.

800-363-8780

E-mail: sales@1stproducts.com
See Our Web Page @ www.1stproducts.com
FREE PRODUCT VIDEO AVAILABLE

USE READER SERVICE #20
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Raimondi covers 100 percent of his em-
ployees’ long-term disability and group life
insurance — a $25,000 policy he offers those
who work more than 30 hours per week.
However, he covers only a portion of
healthcare costs, which he said are a “killer,
so we can’t pay much for a single rate.”

Inaddition, employees can participate in
a savings plan similar to a Roth IRA where
the company deducts money after taxes and
puts it into an account that can be invested in
stocks, bonds and aggressive money mar-
kets. And since Raimondi’s company be-
longs to the New Jersey Business and Indus-
try Association, his workers realize discounts
up to 20 percent on premiums for car, rent-
ers’ and homeowners’ insurance,

“Our program is fairly competitive and
we've added these other minor perks — the
discounts - and customized the benefits to
do as much as we can and still afford what
we have,” he noted, adding that the benefits

Want to know how other contractors handle a particular business challenge? Ask us, and we'll find out. Send
ideas for “Minding Your Business™ topics fo buwest@lawnandlandscape.com or via fax at 216/961-0364.

l

surpassanindividual’s term of employment.
“Even if an employee leaves we really try to
show we care, and they can continue their
life insurance through the company forever.
Same with the savings plan.”

Affording these benefitsis a concern with
escalating costs - constant changes, amend-
ments and extra fees add up to extra dollars,
Bowen added. But the value of benefits can-
not be taken lightly, he reminded. He covers
100 percent of his salaried employees’ den-
tal, medical and life insurance and offers a
401(k) program, long-term disability insur-
ance and simple IRAs, even though these
benefits are becoming a stretch, he said.

“The prices increase on a normal basis,
and the more this continues, the more I won-
der whether or not the employees should
contribute to the program,” he admitted. But
Bowen knows that his employees value his
full-coverage program, and he emphasizes
the importance of keeping it that way. “I try
todoeverythingIcanto
keep anemployee, from
offering benefits to

Minding Your Business

401(k) to the bonuses to training programs.”
SHOP AROUND. Choosing an insurance
provider that offers a comprehensive physi-
cian list, prescription coverage and bearable
premiums canbe achallenge. “Shop around,”
Raimondi advised
saw when we shopped were incredible.”

. “The swings in fees we

Raimondi suggested gathering informa-
tion from local and national trade organiza-
tions. “Thereis safety innumbers,” he noted.
“There s better costefficiency by gettinginto
larger groups.”

Bowen also comparison shopped before
instituting his benefits program, however he
looked at other businesses to see what they
offered employees. “I didn’t compare on com-
pany size, but on what I was seeing and
hearing about how larger companies were
keeping their employees,” he explained.
“Some of the things that fell into place are
because of following the example of others.”
- Kristen Hampshire
The author is Associate Editor of Lawn & Land-
scape magazine.

N GNC =,

Industries, Inc.

2 Year Warranty
“DARE TO COMPARE”

Call NOW &
SAVE $%%
All Year

RaIN I BIRD,SALE

(_CLOCKS

HEADS Buy The Box )

CKS _HEAT
cSpout S7700 MaxiPaw § 922

ESP-8si$70892/1804 4"Body $752

(100-DV Valves $1022

Buy The

ea. Box_/

1" #420
P.V.B.

$4200

BACKFLOW SALE

1" #950
Dbl.Chk.

$60%°

GNC specializes in building Custom Trucks
for Custom Lawn Care. Call our Engineers
Today to design your New Sprayer.

1-800-462-2005

or visit us at

www.gncindustries.com

=

ups

We Pay

Order By 1 p.m.
For U.P.S. SHIPS SAME DAY

800-600- TURF

CALL US AND SAVE! 7:00 am - 5 pm (8873)

Pacific Time

vn.a’d
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Stamping allows the precise spindle
placement necessary for industry-best
blade overlap (40 mm).

One guess why the discharge chute
is this wide.

7-gauge stamped steel.

X

We repeat: 7-gauge stamp

Even the edge has an edge: A rolled
lip and .75-inch steel reinforcing bar

SOMETIMES A BREA
FOUR MILLION POU

ﬁmm It's the perfect combination of brainpower, and simple power. Taking

a force that can move mountains, and applying it to grass.
There was no alternative in building a deck this good.
Only years of R&D, and a two-story machine press would do to create the world’s first

and only seven-gauge stamped steel deck. One with no weld failures. No blowouts. And no
comparison to anything else.

Available in 48-, 54-, 60- and 72-inch widths, on seven 20- to 31-horsepower mowers,
) the 7-Iron™ deck is not only the strongest, but best cutting deck on the planet.
f}
live with it

2081SLL4

www.JohnDeere.com



What types of equipment do
you use? (Please check all that apply)

Compact Utility Tractors
Front Mowers
Zero-Tumning-Radius Mowers
Walk-Behinds

Backpack Blowers

Trimmers

How many employees does
your company have?

1-3
4-6
7-10
11-15
16+

[[] Yes, please send me the 2001 John Deere Commercial Mowing Brochure.

DYes, I'd be interested in receiving e-mail about future John Deere

promotions and products.

PLEASE PRINT
Name

Title

Company

Street Address

ity

Phone

E-mail

What percentage of your business
is mowing vs. landscaping?

25|50 | 75| 100 Mowing

25| 50 75| 100 Landscaping

20815LL4

Call 1-877-230-4288
Please respond by 10/15/2001




NO POSTAGE
NECESSARY

IF MAILED
IN THE
UNITED STATES

BUSINESS REPLY MAIL

FIRST CLASS MAIL PERMIT NO. 1659 ARLINGTON HEIGHTS, IL
POSTAGE WILL BE PAID BY ADDRESSEE:

JOHN DEERE

COMMERCIAL AND CONSUMER EQUIPMENT
PO BOX 469001

CHICAGO IL 60646-9960




Unlike a welded deck, the 7-Iron shell
has no corners to catch material and
cause clumping.

Industry-best 5.75-inch maximum depth
creates a superior vacuum.

R
 These small depressions (whem the
~ spindles sit) are specially designed
to absorb additional stress.

-

. " A safe. ehowce' Design meets:
» ' Ansx 371.4 mssrsafety standards.

Unigue full’length front baffle brushes
grass upnm an ideal cutting position.

KTHROUGH CAN TAK
NDS OF FORCE. §

Its unparalleled depth, airflow and blade overlap give it unmatched capacity and superior

cut quality in lush, wet grass, and while turning.
You can read more, but why?

Call your John Deere dealer for a demonstration.

(For more information, or to locate a dealer near you, visit www.JohnDeere.com
or call 1-877-230-4288.)
The effort put into this deck?
Nothing compared to what we'll put towards you.

USE READER SERVICE #110 JOHN DEERE
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by Bob West

Despite a mercurial construction market, business
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Don Schlander, Dan Scholl, Tom Beckley and

Dale Micetic (left to right) hope to build

- Terrain Systems into a regional player in the
Southwest. Photo: Mike Eglin

trying to comb a bald man’s hair. That's what landscaping in the

ike to people from most of the country.

onstant shortage of water for irrigation means turf anchors just a
perties compared to what contractors in the Northeast,
the recently drought-stricken Sunshine State expect. Mow-
d fertilizing take backseat positions to irrigation and landscape
ation for a lot of Arizona companies, and Phoenix-based Terrain
Systems fits that bill.
Approximately three-quarters of the company’s 2000 sales came from
PR installation work, with the remainder resulting from the company’s three-
B year-old and growing maintenance division. And while Phoenix’s popula-
R ™ tion explosion for much of the last decade has fueled similar revenue growth
X " \ for the company, a hiccup in the local construction market last year left the
~ company 23 percent below its 1999 sales mark.
® Fortunately, the construction market returned by the
Terrain 115l end of last year. That, combined with Terrain System’s
2960 E. Elwood St. diversification and ongoing spirit of internal competi-
Phoenix, AZ 85040 tion, keeps the company optimistically looking forward.

PH: 602/304-0304 CRASH & LEARN. Dale Micetic may have gotten into
wwiw.terrainlandscape.com  thelandscape industry because of his life-long interestin
the environment and his entrepreneurial nature, but a
skiing accident that left him bed ridden foramonth may have been the
that drove him to succeed. Micetic founded his company as an
n firm in the mid-1970s, which he ran as a one-man operation, but
entioned accident opened his eyes to a significant flaw in his
izational plans.
rned that the company couldn’t be dependent on me to do all of the
herelated. “That's when I realized I needed to be amanager and I had
yent myself so I wasn’t just the technician anymore.”
ce he returned to work, Micetic gradually moved himself out of the

ore experience I spent less time with them,” he explained. Eventually,
joted a foreman to superintendent to manage the field personnel as
his “step-by-step” process.

can't just flip a switch and go from being the foreman to being the
overnight,” Micetic pointed out. “It doesn’t work that way."
more gradual transition did work, and the company steadily grew
h the 1980s and 1990s with its focus on commercial installation

TERRAIN SYSTEMS
HEADQUARTERS: Phoenix,
Ariz.

FOUNDED: 1974

SERVICES: Eighty percent of the
company’s revenue comes from
commercial accounts, with the re-
maining 20 percent derived from
residential customers. About 75
percent of the company’s work is
installation work with the remain-
ing 25 percent being maintenance
work.

2000 REVENUE: $10.5 million
2001 PROJECTED REVENUE:
$15 million

EMPLOYEES: 225 year-round
EQUIPMENT: 25 walk-behind
mowers and 6 riding mowers, 15
trimmers, 15 blowers, 15 edgers,
15 pruners, 3 chainsaws, 15
hedge trimmers, 18 maintenance

vehicles.

THE COMPANY

CORE VALUES: Continual im-
provement, Mutual respect, Team
effort and Repeat relationships.
CHALLENGES: Finding enough
people to staff projects properly
by actively recruiting through
trade schools, community colleges
and other industry related business

concerns.

THE OWNER

DALE MICETIC
BACKGROUND: Earned a de-
gree in biology. Founded Terrain
Systems as a sprinkler repair com-
pany in 1974.

Glance
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projects. Today, with more than 225 full-
timeemployees and a 2001 budget calling for
sales of $15 million, Micetic is a long way
from fixing sprinklers by himself as Dale’s
Sprinkler Service.

Today, he defines his role primarily as a
cheerleader. “I need to be the one offering
encouragement, pats on the back and letting

people know I'm glad to work with them,”
he said. “I also see myself as more of a
resource person — a consultant to our main-
tenance division, someone who can share
experience with our estimators and some-
one who can make sure we're getting the
rightinformation and reports into the hands
of the people who need it.”

Exclusively From Vista

=

1t’ll Help You Sell

or on expanding your business into
landscape lighting, contact us at Vista.

Vista Professional Outdoor Lighting

800-766-8478 « wwie.VistaPro.com

Energy-Efficient
Landscape Lighting

Today’s homeowners are more encrgy-conscious, Now you can show them
how low voltage landscape lighting is more efficient than standard incandescent
entry lighting - especially when you install Vista's new UltraBright

A Vista exclusive, UltraBright is the industry’s first 10-watt MR-16 36° wide
flood halogen lamp. It is also available as a 24° medium flood. UltraBright has an
intense, concentrated beam comparable to the illumination from 20-watt lamps.

Your clients will see energy savings, and you will trim installation and material
costs. With less wattage, you can use smaller
cable, run longer cable lines with more
fixtures, and reduce the size of the trans-
former. For more information on UltraBrights,

1625 No. Surveyor Ave., Simi Valley, CA 93063

N/

\/

"A
//I\
Where the

Spotlight is
on Energy Savings
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"You can't just flip a

switch and go from

being essentially the
foreman to being the

manager overnight.’

/1 *
»
- .

STRUCTURED FOR SUCCESS. Many com-
panies have different divisions to handle dif-
ferent types of work. Terrain Systems takes
that idea one step further by structuring its
landscape and maintenance divisions as en-
tirely separate companies. Terrain Systems
tried its hand at maintenance twice during its
first two decades using the traditional divi-
sional set up, but both of these efforts failed.

“I realized that we needed someone per-
sonable who can handle the marketing and
really drive the maintenance work with our
clients,” Micetic related, explaining that his
first foray into maintenance failed because it
wasn’t planned well enough, and the second
venture fell short due to people problems. “I
couldn’t do it all. So I had to either buy a
maintenance company or get the right person
to oversee maintenance because every job we
installed was a lost opportunity if we didn’t
offer maintenance work.”

In addition, most of the company’s ap-
proximately 100 annual installation jobs in-
clude a warranty for between 90 days and
one year, which often forced Terrain Systems
to subcontract this work. “Since we weren'’t
doing the maintenance ourselves, the jobs
weren’t showing well, which hurt us with
current customers as well as potential new
customers,” Micetic added.

Micetic broughton Don Schlander tohead
up the maintenance efforts in 1999. At the
same time, he used his maintenance work to
form the basis of a new company - Land-
scape Care, L.L.C. - which specializes in ex-
terior maintenance.

Landscape Care focuses on commercial
work because of the revenue these clients
provide per stop for the crews, and about
half of its clients are Terrain Systems’ instal-
lation accounts while the remaining clients
belong solely to Landscape Care.

Micetic learned to appreciate the recur-
ring nature of maintenance work when the
installation jobs disappeared early last year.

{continued on page 36)
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PICK UP SOME
EXTRA NMONEY.

Make up to

$363/day:

Make up to

$407 Iday!

42" Aerator
Make up to Make up to
$3631day: $6171day!

Make up to

$3631day:

20" Aerator

Power up your earnings with Turfco Direct. When you choose Turfco,

turfco.com a [ I"ect

save you time. And having less down time will increase your profitability. Flex your moneymaking muscle—call
Turfco Direct today at 1-800-679-8201.

you're getting tough, long-lasting equipment. Our factory-direct prices

save you money. Factory-direct parts, service and a 2-year warranty

TURFCO MANUFACTURING INC. » 1655 101stAve. NE ¢ Minneapolis, MN 55449-4420 ¢ Phone-763.785.1000 * Fax-763.785.0556 * www.turfco.com
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(continued from page 34)

L] 3
.Wel Sbur g er (continued on page 38)

Why

D an Scholl understands the frustration of not being
able to find quality plant material when you need it

As a landscape contractor in the Phoenix, Ariz., market,

Insurance?

Scholl's plant problems eventually prompted him to launch

4 7.';_-' Lo his own nursery growing operation, now known as South-
4 : : west Tree Growers. "I just got tired of not being able to get
,Y- P good plants or the right sized plants," he explained. “We
' e started out small, but now we've got about 10 acres of
i - j*; material that we either grow or buy from other growers and
A\ ) maintain until it goes to a job,"
= ‘? While Scholl was able to slowly but surely establish his
)| 8 nursery operation along with his landscape company, now
Michael Weisburger Mark Weisburger he benefits from greater financial resources since he sold his

company and the nursery to Terrain Systems so he could

focus full time on the nursery operation, “Now we've got the

A t B.&D.A. Weisburger, Inc., we work hard

every day to answer that question. Our cash behind us to grow the nursery, and that's critical

business has been family-run since 1915, and because growing a tree inventory isn't cheap,” he explained.
we've built our reputation by establishing a Dale Micetic, owner of Terrain Systems, explained that
strong tradition of customer service and reliability his company installs 76 percent of the nursery material that
unmatched in the lawn care industry. For those Southwest Tree Growers sells. “Those plants are sold to

of you who know us, we thank you for helping Terrain Systems at the lowest market price so that we have

us build that reputation and for your continued 2 1eal sense of the sconomics heliind both . compatics,

otherwise we'd have a false economy where we just shift
support. For those of you new to B.&D.A. y ]
profit from one division to another division," Micetic

Weisburger, we think our customers and valued »
explained. “But having the nursery helps us ensure that

industry partners are the experts. We:urge you we'll always have quality trees available to us.” The

to return to these pages dur s the conung ' nursery’s remaining plants are sold to area contractors.

months to hear what ‘h(’y have to say about the Owning a nursery with six to eight full-time employees
quality, value and service we deliver every day. for three years has taught Micetic about the challenges of

doing so profitably, and he admits that Southwest Tree

WEI RGERG reen Growers just recently became profitable. “Nurseries require a
Wm lot of up-front investment, so I don't think owning a nursery

makes sense for every contractor, but we think Southwest

5 Waller Avenue Tree Growers can be a profit center for us and provide

White Plains, NY 10601 Terrain Systems with a competitive advantage,” he related.
Tel (914) 428-2929 - Bob West
Fax (914) 428-0943
Toll Free (800) 431-2794

Fax-on-Demand (800) ASK-WEIS mtA Qrwm

www.weisburger.com

USE READER SERVICE #25
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~on products like Orthene” Turf, Tree & Orpamental Spray 97, a dust-free insecticide that :°

valentpro

The Valent Professional Products Web site is a great business partner for the turf professional. Links to the

Web sites of Valent distributors offer you the convenience of buying Valent professional products online:

Valentpro.com also gives you instant access to Valent Turf Talk and other industry news. It even includes -
a unique problem/solution feature that makes it simple to find the most effective control for Ry
any turf pest problem. Naturally, valentpro.com also has label and MSDS information i
eliminates 45 types of insects; Distance’ Fire Ant Bait, which stops the fire ant queen from
reproducing;. and new DiPel* PRO DF, a biological insecticide for worm control. To see it all, Qi
stop in now at the award-winning Web site www.valentpro.com.

Read and follow the label instructions before using. Distance is.a registered trademark of Valent U.S.A. Corporation. DiPel is 8 registered trademark of
Valent BioSciences Corporation. Orthene is a registered trademark of OMS Investments, Inc. Orthena 97 is U.S. Patent 6,013,272, ©2001 Valent U.S.A. Corp;
2001-PPG-PROADT
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(continued from page 36)

“Now we have a way to straddle slow con-  ents are commercial or industrial properties
struction cycles, not to mention a lot of help because they have a consistent agenda year
paying corporate overhead,” Micetic pointed in and year out. They want responsiveness
out. Plus, while the installation work nor- and service instead of just a low price.”

mally generates three times as much profit as

the maintenance work, both divisions con-  BONUSES GALORE. With more than 200
tributed equally to the company’s bottom employees in three operating areas, Micetic

line in 2000. “Most of our maintenance cli-  knows he has to motivate people throughout
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ATTENTION! Act now to request your

*FREE*=

Video Info Kit & fully-functional trial of
Cammelot Softaware

and discover a Fortress of Power even beginners can use!

"As a consultant to service businesses I've r———" . B
bought, used, and evaluated many different e N N N Q'ii-pl
programs since 1991. I'm very impressed by » T t ; y
the unique blend of power and simplicity in
this one. I now own 6 different service-
industry programs and none of them come
close to what Camelot Software can dol”

Don Randall, Presidem, Practical Computer Solwtions, 11

“This is a wonderful, powerful, simple to use

business tool. The only way it won't work is if
you don't furn on your computer! To those just [ I : !
getting started in this business, the very first g Scheduling is awesome! Match job colors for

item on your shopping list should be Camelot!” tight routes, and auto-schedule recurring jobs in a
fash! The look & content are highly customizable!

Mark Ziggas, (wrer/Operator, Jupiter, F1

“This is the most complete and progressive program I have seen.”

Beuce Jackson, President, Jackson, NJ

"Your program has been invaluable to my business and has helped increase my bottom line
by thousands of dollars!” payid Zack, , Owner. Las Vegas, NV
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the organization for the company to achieve
its potential. Performance-related bonuses
do this well, whether they reinforce the im-
portance of safety training or a crew’s perfor-
mance vs. budget.

Motivating employees about safety per-
plexes many companies, so Micetic devised
a bonus system that rewards his employees
for their attentiveness during safety train-
ing. “The program is set up so the employees
get their name entered in a drawing for each
safety session they complete,” he explained,
pointing out that there is a monthly drawing

(continued on page 40)

When Dale Micetic opened the
doors at Terrain Systems in

1978, he committed himself to creating a
company that exemplified professional-
ism. “Our performance would earn a lot
of people's respect, but we needed to
have the right image as well to be
considered on par with the other
trades,” he explained. Nearly 25 years
later, Micetic identified four keys that
will help any contractor show potential
customers they mean business.

1. Clean, accurate paperwork. “With
computers, there's no reason you
can't have present professional-
looking documents.”

2. See it from the client's perspective.
“Landscape contractors tend to take a
defensive posture and snap back
verbally when they feel criticized, but
most clients want someone who will
work with them.”

3. Dress appropriately. "People identify
with those most similar to them-
selves. Dress like the people you're
going to meet with will dress. If you'll
be in an architect's office, clean up
and wear a nice shirt or even a tie.
Don't come in with mud all over some
old boots. But if you're meeting on a
job site, wear jeans and work boots.”

4. Clean your equipment. “People want
to be proud of whoever is on their
property. They don‘t want you
lugging dirty, rusty machines around
their building.” - Bob West

A4
Professionalism
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(continued from page 38)

for free televisions, barbecues tools and so
forth. “Back strains and lacerations are the
most common injuries we see, so whoever
presents the sessions focuses on ways to
avoid these problems. After each session, the
employees have to immediately sign a sheet
indicating they were present for the session,
and the presenter may ask them a couple of
questions about what we discussed.”
Miceticalso noted that these “Safety Min-
utes” help demonstrate a company’s com-

-
lawnandlandscape.com "

e :
mitment to safety training to groups like the
Occupational Safety and Hazard Adminis-
tration or an insurance company in the event
ofacomplaintoranaudit. And while Terrain

Systems delivers employees’ paychecks to
the job sites since employees report directly
to the job and rarely show up at the office,
employees whodon’tturninany Safety Min-
utes in a month have to report to the office to
pick up their check.

The real savings, however, come from
performance bonuses given to crews. Micetic
realized he needed to offer his superinten-
dents and foremen a reason to control labor
hours once he discovered the company con-

sistently exceeded its labor budgets for jobs
by 15 to 20 percent. “The foreman can’t
control materials costs, but he determines
whether or not a job goes over on labor,”
Micetic maintained. “So we pay a bonus
based on how well the foreman controls the
labor costs vs. what was bid.”

The bonus isn’t figured until the client
acknowledges that the job is done, and then
the foreman is paid based on a formula
Miceticdevised. “The superintendent for that
job also gets a bonus equal to half of the

foreman’s bonus. This keeps the general su-
perintendent focused on helping his site fore-
men be successful. If a project foreman fails,
neither of them gets a bonus,” he added.

While the program has succeeded and
helped the company consistently complete
jobs with less labor than what was budgeted,
Micetic said an additional benefit has been
the foremen’s increased involvement with
the jobs. “Putting money in their pockets
really gets them to pay attention, and we
analyze each job with the foremen before and
after we do the work so they see where the
problems are at,” he said.

Such performance bonuses have helped
the company minimizeits overhead through-
out the year, dropping it by 3 percent. “The
goal is to keep overhead low and make the
adjustments at year end, based on the
company’s performance,” he explained.

The author is Editor of Lawn & Landscape
magazine.
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Ty this paradigm shift:

you don’t have to light the
landscape from ground
mounted fixtures. With select
Luma After-Sunset” low voltage
track fixtures, you can provide
light from above. They are
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imagination go wild...
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mount fixtures in the ground.
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Cutting Deck Designs

by Kristen Hampshire
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Choosing amower compares to ordering a meal at a
gourmet restaurant. Countless side dishes accom-
pany rows of entrees, their extravagant names could
stump a spelling bee champ, and the right side of the
menu can ruin the whole flavor.

However, translating Tarte au Pommes is like de-
coding equipment vernacular — what sounds like a
gobble of words is really just apple pie. Once contrac-
tors know what will fill their plates and satisfy their
application needs, they can select each course - each
mower component — and feed their appetite for pro-
ductivity, quality and profitability.

This means remembering the meatand potatoes: the
cutting deck. Without it, a dinner presentation is bland.

“The features and power of a mower are of little
value without a quality cutting deck,” pointed out
Gilbert Pena, manager of market development, com-
mercial mowing, John Deere Turf Care, Moline, Ill.
“You might want the most power you can get, but if
you don’t cover your bases on quality of cut, you will
not be productive because you will have too many
passes, your customer will not be satisfied or you will
have more maintenance and downtime.”

Cutting deck construction includes more than
metal, blades and pretty paint. Along with size, depth,

www.lawnandlandscape.com

Durable, versatile and efficient cutting

decks will polish off a mower’s power.
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blade tip speed and maintenance ease, contractors
also should consider features from floating decks to
anti-scalp rollers. And the fusion of these elements to
create a savory dish is, “almost more of an art than a
science,” described Art Evans, president, Dixie Chop-
per, Coatesville, Ind.

IMPECCABLE SERVICE. Efficiency yields produc-
tivity, which creates profit. Contractors wanta mower
thatwill return their investment time and again. “They
want to mow one pass at 8 to 10 mph, get a quality,
finished cut and leave the yard looking striped like a
ball diamond with no clippings,” Evans described.

However, mowing more means paying attention
to four key efficiency issues, Pena noted. “If you are
going to be efficient when running the machine, make
sure your maintenance is easy, you can quickly adjust
your cut height, and you have a good, quality cut and
trimability,” he listed.

First, accessibility allows for easy upkeep, Pena
explained. “If maintenance is easy, there is a higher
chance that it will get done on a regular schedule,” he
reasoned, noting that spindle and blade access are
common daily service points.

(continued on page 44)

Image: John
Deere
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(contimued from page 42)

Along those lines, the fewer tools required
to care for the mower, the more likely an
operator is to care for high-use parts, Pena
said. Insome cases, one wrench might loosen
the bottom of a blade while another hand
tool unscrews the top of the deck. A one-tool-
fits-all mower lessens daily maintenance
chores.

Dick Tegtmeier, president and chief ex-
ecutive officer, Encore Mfg., Beatrice, Neb.,
said some contractors are swaying toward
cutting decks that have blade spindles with-
out grease fittings on the bearings, which
require replacement rather than constant care.
These parts seldom are replaced, he added.

“If you break a seal on a bearing, that's

Millions of feet
installed Worldwide
since 1989.
We are the original
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NEEDED
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when dirt and debris get into the bearing and
your mower life is shortened,” he described.
“Some mowers have the bearings sealed and
no grease fittings and therefore the bearings
last longer.”

Simplicity extends beyond maintenance
to functions operators adjust on the job, such
as cutting height. If changing this measure-
mentisinconvenient, contractors mightavoid
catering the cutting height to soil and grass
conditions, which, ultimately, can sabotage
quality, Pena said. “Different customers in
different seasons will require different
heights of cut,” he noted.

Smaller increments deliver precision, so
Y%-inch increments are preferable, Pena ad-
vised. “Smaller increments are also more re-
sponsive to customers’ demands,” he added.

Quality — another efficiency key - is
trickier than tweaking a lever or tightening a
few screws, however. If a mower doesn’t cut
well on the first pass, contractors can spend
twice as long on a property retracing their
path to produce a finished look to please
clients. Trimability, or how well a mower
clips hard-to-reach spots, contributes to cut
quality and saves time, Pena noted.

Less time with a trimmer creates more
time for careful cutting. Combine trimability
with maximum tip speed, and contractors

(continued on page 46)

Cuttimgy
Deck Do’s

When examining a mower'’s deck for

high-performance features, don't cut

out these considerations.

+ 7- to 10-gauge steel construction

» Reinforcement plates

» Blade tip speed

« Availability of mulching kit or grass
catcher kit

« Ease of maintenance

» Deckpan deck

» Anti-scalp rollers

» Floating deck

= Airflow

« Discharge

» Belt- or shaft-powered drive

« Cutting height adjustment
increments

« Sufficient horsepower

+ Appropriate deck size for cutting
application - Kristen Hampshire
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(continued from page 44)

could save a bundle, Tegtmeier said. A slug-
gish or overzealous tip speed will not pro-
duce polished results. American National
Safety Institute (ANSI) standards limit speed
to 19,000 feet per minute, and the pulleys
that drive the blades should be sized to reach
that maximum speed, Tegtmeier explained.

“If you go too fast, you could be in jeop-
ardy with the courts if someone gets in-
jured,” he added. “Ask the dealer: What is
the blade tip speed of the mower?”

Contractors who opt for maximum tip
speed are choosing efficiency, added Tom
Benjamin, Mow’n Machine product man-
ager, Woods Equipment Co., Rockford, TlL
“The higher the speed, the better the cut and
the productivity,” he said.

MAIN INGREDIENTS. Without the nuts
and bolts, there is no bon apetit. Strong is the
staple for cutting deck construction so parts
can stand up to tough terrain and intensive

use. This strength starts with the steel.

“The thicker the gauge, the stronger and
the smaller the number, the thicker the steel,”
Pena said. “Sometimes people are misled
and think that a 13-gauge is thicker than 7-
gauge, and it is the opposite.”

Inaddition, material should beequally thick
on the top and sides of the deck, Pena said. “If
you have a lot of sandy soil, those blades are
throwing alot of sand along with the grass. The
skirtis notas thick as the top, and the soil could
blast a hole in the left side of the deck.”

To enhance strength, contractors also
should inspect high-impact areas, such as
the bottom edge of the deck, for reinforce-
ment, Benjamin suggested.

Justas stronger is better, deeper is duly so.
“With the deepest deck and highest lift blade,
the mower should do a tremendous job vacu-
uming and bagging,” Tegtmeier noted.

Pena added that deeper decks create a
tighter vacuum, the airflow trapping grass

underneath the deck and standing it up so
blades can clip grass neatly and evenly. “That
means in wet conditions, the mower can
handle the capacity of grass because of the

"

airflow,” he explained.

Accompanying a deep deck with a wide
discharge shoot disperses grass. “Imagine a
60-inch deck with three blades trying to send
the grass to the right side,” Pena described.
“Thatisa wide mower deck, so the wider the
discharge shoot and the better the airflow,
the better the grass dispersal will be.”

When examining cut necessities, contrac-
tors also need to tune into the blades - the
type, quantity and arrangement, Benjamin
said. Serrated cutting tip blades break up
grass if the operator is mulching the prop-
erty, and coated blades, such as tungsten
carbide blades, can triple the wear life. Re-
gardless of the material, changing blades
and sharpening them daily enhances the cut.

(continued on page 48)

GPS vehicle tracking that produces results.

with Shadow Tracker™ on your team...

-.YOU Can VERIFY

* Travel Routes + Job Times

* Mileage * Time Sheets
» Stop Locations * Stop Times

» and SPEED! * 24 hrs. a day

Only $395 *

perV/ehicle™ ==

With Shadow Tracker* ... you can reduce fuel costs,
increase productivity, eliminate time sheet fraud, decrease

Call 800-279-0035
www.advantrack.com

Professional Landscape The Retail

overtime, decrease insurance cost, save $$$ and makes $$$.

USE READER SERVICE #30
46  aucusr 2001

by offering the COMPLETE nneof
FABRISCAPE

Fabrics & Erosion Control Products

PERFECT FOR

Service Needs! Garden Center!

FABRICS CUT
EASY FOR QUICK
INSTALLATION
FABRIC FOR
YOUR EVERY NEED!

Bulk Rolis 3-15° Wice

Lan
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

;FABHISCAFE INC.

AA'U SCAPE FABRICS & EROSION CONTROL PRODUCTS
4800 S. CENTRAL AVE., CHICAGO, IL 60638
(708) 728-7180 » 1-800-992-0550 « FAX: (708) 728-0482

USE READER SERVICE #31
LAwN & LANDSCAPE



http://www.advantrack.com

Get it up fast with

Launch’® Biostimulant:

Fast establishment is critical when you're
planting steep, erosion-susceptible slopes.
That’s what hydroseeding is all about:
getting seed on the ground, up and estab-
lished — FAST.

Hydroseeding research has shown that the
addition of Launch Biostimulant to the
hydroseeding mixture can result in 40%
greater germination and establishment rates
in cool-season grass applications. Bermuda-
grass seed treated with Launch required
three days for germination compared to 11
days to germination in untreated plots —
less than half the time!

Turfgrass, native grasses or
wildflowers — Launch gets
them all up fast.

Call 800-821-7925 for your free copy of
“The Professional’s Guide to Biostimulants”
or visit us at
www.pbigordon.com/biostimulant_main.htm

‘ H

Get it up clean with

Tupersan® Herbicide:

A lot can interfere with seeding schedules.
And a late schedule runs into crabgrass,
foxtail and barnyardgrass germination
timing. These highly competitive weeds can
interfere with the establishment of your
hydroseeded turfgrass.

Tupersan Herbicide Wettable Powder is the
only pre-emergent EPA registered for use
through hydroseeders.

Tupersan has a high degree of selectivity
which reduces competition without injury
to germinating seedlings of most cool-season
grasses.

’ Call 800-821-7925 for your
free copy of “Gordon’s Pre-Emergent
Application Guide”.

G PbI /cordon
corporation

An Employee-Owned Company

USE READER SERVICE #98

© 2001 PBVGordon Corporation

Launch is a registered trademark ol PBI/Gordon Corporation

Tupersan is a registered frademark of Gowan Company.



http://www.pbigordon.com/biostimulant_main.htm

Ling DeCK _Design

(continued from page 46)

Furthermore, overlapping blades ensure
the user is not missing grass, Pena said.

Sound cutting deck constructionalso allows
mowers to level lawns, leaving little to trim.

“If you have a deck that’s warped, you
can tell,” Tegtmeier commented. “Picture
one side of the deck being up, and if you
mow around and around, it multiplies itself
and compounds, You cannoticeitrightaway
— it's just not a manicured lawn."”

HEARTY PORTIONS. Cutting decks come
in several sizes — some suitable for jobs like
large expanses and others designed for
squeezing into tight spaces. Adding more
inches requires characteristics to prevent
sloppy cutting, Pena pointed out.

“The large size has to be compensated
with features that give you a quality of cut,”
he noted, suggesting anti-scalp rollers or
floating decks, and reiterating the impor-
tance of overlapping blades. “When you get

efore investing in a mower, contractors need to consider various features - from

the engine to the blades - before putting a dent in their budgets. The cutting deck
is part of this package. pointed out Gilbert Pena, manager of market development for
commercial mowing, John Deere Turf Care, Moline, Ill. Here, some smart shopping tips

to keep in mind:

« Look for a full service dealer so repair services and acquiring
replacement parts is not inconvenient.
» Check for clear, concise operator decals that are bilingual.

« Ask for a demonstration.
- Consider ease of maintenance,

» Measure trimability - how clean is the cut?

» Compare various brands for quality.

» Ask about the warranty period.

» Obtain referrals. — Kristen Hampshire

Purchase Picks

to uneven terrain, the likelihood of scalping
or cutting down to the dirt is increased.”

Floating decks extend from chains or
bolts with springs on them so the mower
deck can hug terrain contours, he described.
Where a rigid deck, often found on smaller-
sized models, can cut through the ground
when climbing out of ruts or crossing berms,
the floating deck will skim over turf.

In addition, fully floating decks provide
contractors with optimum cut quality, Ben-
jaminsaid. “If the deck just floats fromside to
side and you are coming out of ditches and
you can’t float from front to rear, you may
end up scalping or leaving patches of tall
grass where the deck was not able to follow
the contour,” he described.

(continued on page 50)
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(continued from page 48)

Anti-scalp rollers also ensure minimal
scalping, Benjamin added. Depending on
the deck size, mowers will need rollers posi-
tioned on the left, right, frontand rear. Decks
larger than 50 inches also might have wheels
positioned in the center of the front and rear.

Despite extra features needed to bolster the
cutting capabilities of sizeable decks, contrac-
tors sway toward these models for productiv-
ity purposes, Pena said. “The wider the cut,
the quicker you get done,” he related.

Evans put it simply - “Yes, size matters.
You need the biggest deck you can practically
use with the most power you can get on it.”

Fifty-, 60- and 72-inch decks rank highest
in popularity among contractors, Benjamin
said. However, before running with the
masses when deciding on deck size, opera-
tors must consider their applications and the
machine’s horsepower, he said.

“Smaller decks are used in areas where
there is a lot of landscape hazards or tight

Totally self propelled, the
BedShaper Model 900 Walk-Behind
Edger works at up to 100' per
minute. With hydro static transmis-
sion for infinite speed control and
a powerful notched blade, this
commercial edger can't be beat!

* Make new beds

* Re-shape old beds

* Clean up sand traps
Work at speeds of up to 100' per
minute!

Video Available!

places the mower needs to get into,” he
noted, adding that grass type also dictates
deck size requirements. “In Florida, contrac-
tors go with asmaller deck because the grass
grows so quickly and the type of grass just
seems to tax the mower and the deck more.”

No matter the turf type, contractors can't
achieve a clean cut without power to move
the machine. Outfitting the mower with a
power pack to match the deck size ensures
efficiency, Benjamin said. “You can’t drive a
72-inchdeck with little horsepower,” he noted.

A LA CARTE. Several on-the-side options
complement cutting decks, and more manu-
facturers are catering new designs to please
their consumers’ palates. “Now, people are
looking for options,” Tegtmeier observed.
Evans agreed that versatility creates pro-
ductivity. “Mowers are kind of like a sprint
car - you should be able to set them up for
thetask athand,” he compared. “The cutting

Be@hqper
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Rexburg, 1D
208/656-0600

Pro Industries, Inc.
717/738-9990
Email:bedshaper@onemain.com

deck should have some flexibility in design.
Buying just a mulching deck to mow grass
365 days a year will work as well as using
your snowblower all year in Atlanta.”

This is why attachments allow contrac-
tors to tailor equipment to turf conditions -
add mulching kits to handle wet, heavy grass
or hook up a floating deck kit to lessen scalp-
ing. Also, operators gain more command over
the machine with extras like operator-con-
trolled discharge chutes, which allow users
toopen and close a gate on the end of the deck
to adjust the discharge, Evans said.

These extensions dress the full package -
operators truly need a combination platter of
features to achieve productivity, efficiency
and quality, Evans said. What is the most
important mower characteristic? “All of the
above,” he answered without a pause. &

The author is Associate Editor of Lawn & Land-
scape magazine.

Z-SPRAY

Stand-on, zero-turn
spray system.

*Patent Pending
= Covers 90,000 sq. ft. (30 gal. cap.)
* 3 section, 8" spray boom
* 120 Ibs. Electric Spreader
* Two 50 Ibs. fertilizer trays
* Rubber coated frame

L.T. Rich Products
920 Hendricks Dr. Lebanon, IN 46052
Phone: 765.482.2040
Fax: 765.482.2050
E-mail: z_cart@yahoo.com
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- ANYONE GOULD PUT IN A PICKUP: .

The new Duramax- Diesel engine with the Allison~ 1000 5-speed automatic transmission.
Both available only in Silverado’ 2500HD and 3500. 300 hp, 520 Ib.-ft. torque. 15,800-lb. maximum trailering capacity.'

From Chevy.” The most dependable, longest-lasting trucks on the road.* 877-THE TRUCK or chevy.com/silverado

SILVERADO HD

LIKE A ROCK

*Based on horsepower. 1When properly equipped, and using a fifth-wheel or gooseneck traller hitch. Maximum trailer weight ratings are calculated assuming standard equipped base vehicle plus driver. See The
Chevy Trailenng Guide for detals. **Dependability based on longevity. 19811999 full-ine hght-duty truck company registrations. All claims exclude other GM divisions. ©2001 GM Corp. Buckde up, Amenca!
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LCOs need

to understand

why fungicide
applications

can fall short

and learn how

they can minimize
these performance
problems to ensure
desirable outcomes.
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No lawn care operator (LCO) likes applying a fungicide and losing control of a
disease. Fungicide applications that don’t achieve the desired results are wasteful.
Yet,despﬁe valiant efforts to prevent diseases through sound cultural practices
M'mzaﬁon, aeration, thatch management, etc.), fungicides still are
needed to maintain high-quality turf. Strive to make every application count with

the following considerations.

WHAT CAUSES UNDESIRABLE RESULTS? Quite a few problems can derail
a fungicide application. Failure to carry out any of the preparatory steps properly
can thwart results. Determine the culprit of fungicide failure so steps can be taken
to prevent future problems. While reading through the following causes, think
back to a recent fungicide fiasco. One of these - or possibly even a combination of
them - could be responsible.

Incorrect Disease Identification - This is commonly overlooked because no one
likes to admit to mistakes. Diseases are probably the most difficult problems to
diagnose because of the size and vague nature of the indicators and the variability
from one season to the next. For instance, there are at least 10 different maladies that
cause identical symptoms in trees. In turf, the blighted area may look like melting
out, but closer inspection may reveal drought stress, irrigation system inefficien-
cies or bluegrass billbugs. Buy several turf and ornamental disease identification
books and place one in each company vehicle.

Formulation Choice — Most fungicides specify which part of the plant should be
(continued on page 54)
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- WALKER vs MiD-MOUNTY

A NOSE-TO-NOSE

COMPARISON

Make an honest appraisal
BEFORE.. . buying a Mid-Mount “Z”
— Riding Mower

‘ These days, to the point of |
confusion, the commercial riding mower
market is filled with Mid-Mount “Z"s.
Many of these machines are being sold
with empty points of price, ground speed
and overkill of horsepower—ignoring

. true value to the owner. |

To help the selection process, Walker |
has produced a Buyer’s Guide (hot off

. the press). While the Mid-Mount fits

. some mowing jobs, the Buyer’s Guide

shows 10 ways the Walker is the better

choice for many of today’s landscaped
properties. Pick up a copy of the Buyer’s |

' Guide at your Walker dealer or write or |

call for your copy today.
W Request New information 7 - Pl SRS i T
e <—| / Walker Buyer's Guide WALKER MAN UFACTURING CO.
l‘a* & v Walker Talk Magazine 5925 EF83’$A€8T$§?AC%°8%§§J L&L
v Walker A Catal = o
S e st S (800) 279-8537 * www.walkermowers.com
T T B ey Independent, Family Owned Company Designing and Producing

USE READER SERVICE #89 Commercial Riding Mowers since 1980
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(continued from page 52)

contacted with the spray tank mixture. Leaf
diseases, such as dollar spot and bipolaris
leaf spot, call for thorough foliage coverage.
Root and crown rot diseases, including sum-
mer patch and necrotic ring spot, are most
effectively controlled with applications that
move downward through thatchand protect
plants’ roots. As a result, liquid or water
dispersible granule formulations are most
effective for leaf diseases, while root and
crownmaladiesshould be treated with granu-
lar products.

Coverage Gaps — When applying fungi-
cides, don’tassume every square inch of turf
has the same product application rate. Dis-
eases on irregular and/ or linear turf patches
could be caused by the applicator leaving
gaps in the spreader coverage or spray pat-
tern. Reduce gapsin coverage by using spray
pattern indicators that help visualize the
delivery of the product (For more informa-
tion, see Spray Pattern Pointers on page 80).

(continued on page 79)

ungicide application timing is critical and varies for different diseases. Follow
these tips to achieve accurate timing.

Summer patch - Infection occurs when soil temperatures reach 65 to 67 F.
Symptom expression takes place when the turf becomes stressed in the heat of
summer, usually six to eight weeks later,

Pythium blight - Infection occurs when the relative humidity and the ovemnight air
temperature add up to 180 or 160. This is a hot and humid disease. Symptom
expression occurs just a few days after infection.

Bipolaris leaf spot/melting out — This 18 a two-phase disease - the leaf spot stage
occurs first. When purplish/brown spots are first visible, applications will help to
prevent progression to the melt-out stage, which usually takes a few weeks to
develop. If the leaf spot stage is overlooked, not much can be done to stop the
disease. Money is best spent at that point on immigation and renovation.

Powdery mildew - Cool, cloudy conditions often bring on an outbreak of powdery
mildew in areas of shade where air movement is poor, usually in late summer or early
fall. Advance treatment of these conditions is more effective than waiting until full-
blown symptoms are expressed.

Dollar spot - Warm days and cool nights that produce dew and high humidity in
the turf canopy are ideal conditions for dollar spot. Applications should be made at
first signs of the disease, as symptoms quickly follow infection.

Brown patch - This is a hot and humid disease. Apply fungicide as conditions for
brown patch become normal, especially where disease history ia present.

Rust - Rust usually occurs from midsummer to mid fall following hot, dry periods
with cool nights and heavy dews. — John Fech

.

DEER STOPPER™

A Safe, Clear Solution To Your Deer Problem!

After years of development and research, the makers of
DEER STOPPER are proud to finally announce its
availability. Completely safe and all natural,

DEER STOPPER is the best ally you can have in your fight
against deer damage. Call today to order, and mention
CODE LLM1 1o receive your special discounted price!

1-888-411-DEER

"Compare...
Before You Buy"

Hydro Seeding Systems - Industry Leading
' - Performance
- Minimal Maintenance
" - Holds More Mulch

: Al . o - > : g 2 .
Check out $ new \ * 350 G_allon .
and expanded line ' s Units

of supplies at Starting at
www.easylawn.com 5.

Price as Shown: $22.995.00

Visit us at SNA Booth 0569/0570
Nursery Landscape Expo Booth 2247/2350

FOR MORE INFORMATION ORTO SEE A DEMONSTRATION

CALL 800-638-1769
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MICRO-INTECTION

TECHNOLOGY
THE MOST EFFICIENT USE

]} e , of a TREES NATURAL

TRANSPORT SYSTEM
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SAFE, FAST & COST w0 J
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ENVIRONMENT.
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“MICRO-INJECTION” | ;
A PROFESSIONALS THINK
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2 FUNGICIDES
6 FERTILIZERS
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Wisconsin-based Lied's Landscape Design &
Development invested in specialized equip-
ment, such as light chainsaws, climbing ropes
and chippers, to establish an efficient and
profitable tree division. Photos: Lied’s

LIED'S LANDSCAPE Design & Development’s
sales team rarely took the opportunity to sell
free services 13 years ago.

“We had to individualize each tree to price
the seryice and it was such a lengthy process
that no one did it,” explained Ken Wentland,
production superintendent, Lied’s landscape
maintenance division, Sussex, Wis., pointing
out that, at this time, the company offered lim-
ited tree work and the division only drew in
$50,000 to $100,000 annually.

Today, Lied's tree care division offers spray-
ing, fertilization, micro and macro tree injec-
tions, cabling, bracing and full-range arborist
work from pruning to removal, and generates
$250,000 in spray work and $400,000 in arborist
work each year.

To become a profitable tree care service pro-
vider, Lied's streamlined its estimating and sell-
ing process and made substantial investments
in specialized equipment and people.

But contractorsinterested in following Lied’s
footsteps should proceed with caution - adding
tree care services can be a gamble. Contractors
need to consider startup costs, possible threats
and market potential before hurling themselves
at this wall of enterprise and risking a violent
rebound, advised Wayne Richards, president,
Cagwin & Dorward, Novato, Calif., who added
tree pruning and removal two years ago. “This is
not a business to be taken lightly,” he said.

ARBORBUSINESS

ADDING I BE!

BY NICOLE WISNIEWSKI

AT ANY COST. Many landscape contractors
add tree care to their service assortment because
it can be fairly profitable. In fact, many contrac-
tors boast near 33 percent profits, pointed out
Dick Bare, president, Arbor-Nomics, Norcross,
Ga., though he hasn’t experienced these earn-
ings yet from his 4-year-old tree division.

However, large initial investments needed
to pursue the tree business make reaching this
profit level challenging. A company’s primary
investment varies, depending on the tree ser-
vice being added.

For instance, Atwood Lawn Care added tree
and shrub fertilization, disease, insect and pre-
ventive weed control to its lawn care business
because “it was a natural extension of the services
we were offering,” said Tim Doppel, president of
the Sterling Heights, Mich.-based business. The
pick-up truck and 200-gallon spray tank that com-
prised this division’s start-up
required aminimalinvestment,
he said, adding that the divi-
sion has experienced double-
digit growth every year since
its inception in 1992. “The rev-
enue/ cost ratio is much better
than lawn care,” Doppel said.

“The trick was tomanage labor
costsaswe grew the division.”

But the costs and risks in-
tensify for contractors add-

Contractors can profit
if they plant solid
roots in their

tree care divisions

with qualified

personnel, specialized

equipment and

streamlined systems.
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ADDING THEE

ing other tree care services, such as arborist
work. While tree work was a good comple-
menttoCagwin & Dorward'slandscape main-
tenance services, the initial equipment ex-
pense was high. The cost to set up one crew
with a truck, chipper, hand tools and stump
grinder can be $100,000 or more, not in-
cluding personnel costs, marketing materi-
alsand training programs, Richards pointed
out. Wentland agreed, stating that an ar-
borist truck can cost approximately $25,000; a
chipper can costbetween$10,000and $15,000;
and climbing ropes, light chainsaws and other
smalltools can runbetween $3,000 and $5,000.

Contractors who add tree services also
must address insurance costs. Thisisdue to
the higher risk associated with climbing
trees and using more advanced equipment
with blades like chainsaws and chipper/
shredders, Bare said, adding that 25 per-
cent of his tree division’s total labor costs
go to workers’ compensation insurance vs.
the his lawn care group’s 5 to 7 percent total
labor burden.

As for marketing costs, Bareis constantly
searching for new tree clients because “once
you cut down a client’s 25 pine trees, addi-
tional work for that client is bare,” he said,
pointing out that his Yellow Pages budget
for tree care is $40,000 vs. zero dollars for
lawn care because clients on that side of the
business renew their contracts annually.

Like Bare, many contractors find add-
ing tree services is a big risk, albeit one
worth taking. Though Bare borrowed
$290,000 from his lawn care business to
incorporate his tree division, he’s getting
closer to those sought-after profits. Last
year, he realized his smallest loss-to-date of
between $10,000 and $15,000. “This year
we should make a profit,” Bare said. “I
stuck with it because I like the tree care
business and I had always planned to get
into it. If you're a smaller lawn care com-
pany with $500,000 to $3 million in revenue
and can’tdo the tree work yourself, I would
recommend not getting into it until you
have a good couple million on the turf side
of the business and have a healthy cash
flow and a bank account with capital.”

Bare said he has learned a great deal
these past four years about how to properly
add and grow a tree division. For example,
he said putting down half of the total equip-
ment costs and paying them off in two

T4  AUGUST 2001

years was a mistake. “This is too
fast for any business,” he said. “It
hurts profits. Instead, I'd put down
20 or 25 percent and then have a
five-year balance for the rest. This
will free up more cash.”

Despite the initial investment in-
volved, Richards said his tree divi-
sion was profitable one year after its
inception. Hisalready largelandscape
maintenance client base brought a
backlog of tree work in a short period
of time.

Wentland also boasted high tree
sales, particularly during the past
couple of years due to a gypsy moth
problemin Wisconsin. His sales sky-
rocketed once he streamlined his
selling process by figuring out spe-
cific time intervals and costs for
each type of tree task. A typical tree
care crew can generate $1,800 per
day, added Bare, who learned from con-
sultants that tree division production num-
bers should be 25 to 28 percent of labor
costs vs. lawn care’s 15 to 18 percent.

PEOPLE POINTERS. Finding the right
person to run a tree division proves the
most daunting task for many contractors,
particularly since they tend to be lawn care,
lawn maintenance or design/build experts
instead of tree care specialists. This is true
for Doppel, who calls himself a “strict
turfee,” who doesn’t know much about
ornamentals. “So finding someone who
knew the plants and related pests was im-
portant,” he said.

Atfirst, Doppel hired a college graduate
who had alawn care degree and prior back-
ground in ornamental maintenance. Even-
tually, he hired an arborist with a forestry
degree to manage the division. “Having
this resource available to train new hires is
invaluable,” he pointed out. “The person or
people doing this work can make it or break
it. The division requires specific expertise
to be run professionally.”

But while contractors search for tree care
professionals, Bare warned that breaking into
this “cliquey club” can be tough. “Tree main-
tenanceexperts, particularly climbers, arelike
pilots and roofers — risktakers, who can be
unreliable,” he explained.

To succeed at finding dependable, quali-

Due to the high risk associated with tree work, contractors must
tack on additional workers' compensation insurance. Photo: Lied’s

fied tree care managers, Bare suggested con-
tractors “network like crazy,” attending the
important tree trade shows and meeting as
many people as possible to spread the word
about their companies and learn who may be
in search of new opportunities.

Because contractors tend to rely heavily
on tree care division managers during ini-
tial start-up, finding someone trustworthy
is important. “It was not until we found the
rightleader and champion to head this opera-
tion that we decided to offer full tree ser-
vices,” Richards pointed out.

But finding the right person isn’t easy.
Bare, who has gone through two poor tree
care managers, cautioned that the tree man-
ager hiring pool is shark-infested. “They
took advantage of me because I was un-
knowledgeable about the business and de-
pended on them to get me through the
establishment phases,” Bare related.
“People realize immediately that you're
vulnerable. The initiation is unavoidable.”

When looking for a tree manager, Bare
said the person’s business vision should
mesh with the contractor’s goals to ensure
success. “I initially bought another guy’s tree
care company when I got into the business
because the manager, his employees and cli-
ents were a part of the deal,” he said. “The
problem was that his clientele wasn't used
to our higher quality services for higher
prices, so it dried up.”

ARBORBUSINESS
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Today, Bare has someone he trusts in
the position and said he has discovered
what type of person - regardless of tree
experience level - can develop a tree divi-
sion and train and manage its employees.

“What I learned is that the type of per-
son who's good at a start-up isn’t necessar-
ily a good manager,” he explained. “He
gets bored quickly and wants to start some-
thing new again. I also couldn’t rely on
good salesmen to be managers because a
bornsalesman typically won’t make a good
manager - he spends too much time selling
and too little time managing. The perfect
person should be a good manager that likes
tosellinaddition to managing people. He's
an accomplisher and gets things done.”

Richards agreed, stating that contrac-
tors need to find a leader. “Hiring an ar-
borist is no more difficult than hiring main-
tenance personnel or others,” he said. “Just
look for someone with leadership abilities,

proper management skills and the knowl-
edge to run a business and hire, recruit and
build top-notch people.”

Once contractors find a good manager
to run their tree divisions, these people
tend to bring in other, experienced employ-
ees, according to Wentland and Richards,
who both experienced positive division
growth as a result of their current employ-
ees’ network of fellow arborists and tree
care workers. “And the people they recom-
mend are good because our guys won't
bring in someone who's not going to do the
work,” Wentland enthused.

In addition to preliminary costs, con-
tractors who offer tree services may have to
make continual investments to ensure suc-
cess and retain key employees once they
find them. For instance, a skilled arborist or
high-end foreman will earn between 10and
20 percent more than an average landscape
foreman, Wentland said. Keeping tree em-

ployees educated and challenged also can
add up. A certification test can cost $100 per
person, and national conference registra-
tion can cost $350 per person before consid-
ering travel costs.

Without the right manager, training also
is a discouraging task. “Training lawn care
personnel to look off the lawn for ornamen-
tal problems and properly identify them is
an ongoing challenge,” Doppel related.

Cagwin & Dorward's training program
focuses on safety and customer relations.
“Compared to other landscape operations,
tree care is more dangerous, so safe prac-
tices are critical,” Richards said. “If you
don’t have a passion for tree care or don’t
have someonein the organization who does
and who you can trust, then you are a lot
better off subcontracting this work.” AB

The author is Managing Editor of Lawn &
Landscape magazine.

Alamo’-The Best Control for Ceratocystis

and Ophiostoma Diseases In Trees

From Tree Tech® Microinjection Systems comes a full line of nationally labeled insecticides,
fungicides, bactericides and fertilizers in leakproof microinjection units.

Insecticides - Acephate, Vivid®ll, and MetaSystox®R
Fungicides - Bayleton®, Aliette® and Alamo®
Fertilizers - Our proprietary Nutriject™ formulations
Bactericides - Oxytetracycline antibiotic
Herbicide - Dicamba
Deflowering Agent- Snipper®

Tree Tech®

Mmmn‘-

950 SE 215th Ave.
Morriston, FL 32668
1-800-622-2831

e-mail: info@treetech.net
Tree Teck® Enviromantally Sound Tree Heolth Care for the 215t century and beyond.

Labels, MSDS Sheets and Other Information Available at www.treetech.net
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INSTALLATION TIPS

BY NICOLE WISNIEWSKI

The proper depth

of muich, no more than
4 inches, is spread
around a tree trunk after
planting. The tree’s root
flare should not be
covered during this
procedure. Photo:

William Welch

A healthv, THEY ENDURE HOURS of children climbing into their upper branches to
7 hide or build secret forts. They stand tall through gusty windstorms and
hardy tree downpours. They serve as life-long memorials and their permanence symbol-
) izes heroic and historic efforts.
cannot b(” Trees have a reputation.

In the eyes of those who admire the dancing leaves on their branches or rest
beneath their shade, trees bear a cathedral-like stature and endurance.
of a n)agjcjan ‘s But despite their reputation, there is one moment when trees are the
underdog and can be defeated: during establishment. “Planting is one of
hat. Contractors the most important cultural practices that determines the success or failure
- of trees,” explained Davis Sydnor, professor of horticulture, The Ohio State
can CSfEIb[ISh University, Columbus, Ohio. “To get the most satisfactory performance
long- las “.ng fmnT1 trees, at-!ention should be gi\:en to planting detai‘ls." ~
rees must be planted at the right depth and receive the correct amount of water to
trees on clients’ flourish. Planting too deeply, using excessive mulch and forgetting to check for adequate
g soil drainage arejusta few of the common establishment errors that can be detrimental to a tree's
proper ‘ties on ly future health, causing decay, promoting root rot and fungus, and weakening or even killing the
: tree. And, often, no amount of proper maintenance can correct a faulty planting job.
b}/ using “Using quality plants and following good cultural practices, such as watering, pruning
proper p[an“-ng gnd icrtilizi[\g, willuno‘t com‘pensat'.e‘for poor pl:m‘ting technique§ or Vpoor plaﬁt %'elect‘ion,"
ydnor confirmed. “As the emphasis on and need forurban plantings increases, so does the
tcchnjq Les. need for a better understanding of the stresses trees encounter.”

pulled out

PLANTING SEASON. After selecting a healthy tree (see sidebar on page T7) and
working with the client to choose a proper location for that tree, a contractor can determine
an adequate planting time.

In Southern California, Ron Matranga, residential division manager, Atlas Environ-
mental Services, Spring Valley, Calif,, said the key to proper timing is to consider tree type,
regional weather conditions and the tree’s possible reactions to that area’s specific climate.

Typically, the best time for tree planting is in the fall after temperatures have cooled

ARBORBUSINESS
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down and before the soil freezes. “Spring

growth is stressful — the tree uses a lot of
energy to put out leaves and tissue,”
Matranga said. “Planting in fall allows the
tree a chance to acclimate to the site before
the rush of spring growth hits.”
Fallalsoisa particularly favorable plant-
ing time in southern states. For instance,
hot, dry summers in Austin, Texas, force
Scott Harris, urban orchard coordinator,
TreeFolks, to plant trees from November
until March so they can get established
before temperatures increase. “Trees have
a much higher survival rate when they are
planted during the dormant season,” he
said, adding that these cooler months also

are easier on his employees.

ARBORBUSINESS

INSTALLATION TIPS

A MATTER OF CHOIC

SELECTING THE RIGHT TREE can be just as important as planting it prop-
erly. When selecting a tree, keep in mind the following tips from Davis Sydnor,

professor of horticulture, Ohio State University, Columbus, Ohio, and Kevin

Peters, district manager for the Alpine division of the Care of Trees, New En-

gland area.

» Locate the root flare, which should be immediately beneath the soil of the

tree. This can determine whether or not the tree was planted too deep or has

girdling roots.

» Make sure there are no scars or damages along the trunk of the tree.

*» Check that the rootball is firm. It shouldn't feel loose or wiggle.

« Examine the tree's branching structure and make sure it looks strong.

» |dentify a tree that will fit appropriately at its mature height and structure

in the space in which it will be planted.

» Consider tree hardiness, maintenance requirements, availability, cleanli-

ness, root system, growth rate and type (deciduous or evergreen).

— Nicole Wisniewski

Tree species also dictate whether spring
or fall is more suitable for planting, added
Kevin Peters, district manager for the Al-
pine division of the Care of Trees, New
England area. For instance, birchand maple
trees have a better chance of recovery when
planted in the spring, while many ever-
greens are hardy and can be planted in the
fall, Peters offered.

THE DIRT. Contractors’ opinions vary on
the value of soil amendments. “Many con-
tractors feel that soil should be amended
and others feel they should use the existing
soil conditions so the tree learns to grow
into that environment,” Peters explained.
Matranga suggested contractors use
existing soil unless 50 percent or more of it
is in poor condition for planting, such as on
a construction site where much of the high-
quality loam or topsoil has been removed or
compacted by heavy machinery. “If you cre-
ate a different soil condition in the hole, the
tree roots will refuse to penetrate the native
soil and establish themselves,” he said.
Even more important than soil amend-
ment is soil excavation. Digging the correct
hole size is a crucial and commonly flawed
tree planting step.
Withballed-and-burlapped or container

trees, measure the height and diameter of
the rootball, Sydnor said. The hole should
be two to three inches shallower than the
rootball or container and 2 to 3 times as
wide, Matranga suggested, pointing out
that if the hole is too deep, the tree will
settle further into the soil and the root flare
won't receive the oxygen it needs, increas-
ing the amountof water building up around
the tree base and making the tree more
prone to root rot.

“Planting the tree too deep will cause
soil to hold moisture against the bark, thus
softening it and presenting an opportunity
for insects and diseases to enter,” Harris
added, using a swimming analogy to ex-
plain why trees should not be planted too
low. “Everybody loves to swim, but it's very
important that certain points on your body
are allowed to come up above the surface.”

The planting hole is wider than it is
deep so tree roots have loose, penetrable
material to grow into horizontally, whichiis
vital for the tree to establish itself in its new
environment, Matranga specified.

Though high planting is less severe than
low planting, it should still be avoided,
said David Chinery, Cornell Cooperative
Extension of Westchester County, N.Y.
“Plants are often planted high because the
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area is a wet site, the soil is of poor quality
or the contractor wants the plant to appear
." he indicated. “An
unmulched, uncovered, high rootball will

bigger and taller
dry outquickly and lead to drought stress.”

ROOT DOWN. Ready-to-planttrees come
in three forms: bare-root, container and
balled-and-burlapped. Each tree style re-
quires several specific considerations.

In Southern California, Matranga said he
only uses container trees. A contractorshould
never lift a container tree by the trunk,
Matranga stressed. Instead, a 15-gallon con-
tainer, for example, should be laid on its
side so a contractor can hit it softly with a
hammer to free the rootball.

Because container trees tend to have
slight circling or girdling roots, scoring the
rootball sides at three or four points around
theball withasharp knifeisimportant. “Stud-
iesongirdled and container-bound rootsshow

that roots will continue circling because they
weregrown todo that,” he explained, point-
ing out that scoring should be done with a
sharp instrument in swift, vertical motions
as not to rip or tear the roots. “Cutting the
circling roots prevents them from stran-
gling the tree to death later on.”

Since container tree roots are protected,
they are less vulnerable to damage during
transport. But contractors should keep bare-
rootand balled-and-burlapped trees’ exposed
roots moist prior to planting. These trees can
dry out quickly if they are sitting in a storage
yard and are not watered frequently.

For balled-and-burlapped tree planting
success, rest the rootball in the hole’s center
and reshape the soil at the bottom so the
tree stands straight, Harris instructed. “Af-
ter adjusting the tree, pull the burlap and
any other material away from the sides and
top of the rootball,” he continued. “Don’t
try to get the burlap material out of the hole

—just let it rest beneath the rootball. Expos-
ing the sides of the rootball to the soil will
enable the tree’s roots to grow in the most
importantdirections. Also, do not adjust or
lift the tree afterits ball hasbeenunwrapped,
or the rootball can be damaged.”

Toavoid tree strangulation, remove any
twine or wire used to tie the burlap around
the rootball or trunk of the plant, Chinery
said. “Twine rotting should not be relied
upon to prevent constriction,” he warned.
“A surprisingly large number of trees are
killed in this way.”

Bare-root trees require a slightly differ-
ent planting technique than container or
balled-and-burlapped trees. A wide hole is
still necessary, but soil should be mounded
up at the bottom of the hole and the tree
roots should be laid across that mound,
“This typically is a less
he said, pointing out

Peters explained.
expensive process,”

{continued on page 23)
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MICRO VERSUS VMIACRO

WISNIEWSKI

BY NICOLI

TREES ARE a lot like people.

Just as blood flows through human arteries carry-
ing oxygen, a substance called xylem moves through
trees’ vascular vessels circulating sap.

Tree and human circulatory systems also bear simi-
larities when it comes to treating infection or illness. As
intravenous injections are administered to people for
the purpose of conquering disease and promoting re-
covery, microinjection and macroinjection treatments
can be introduced into trees to combat insects and
diseases or add micronutrients.

Treeinjection treatments provide technicians with

7}(.’(? additional options when treating sick or malnour-
0. E ished trees. They also may be safer on the environ-
11?/0Ct1(.)17 ment and the operator administering the treatment

because the potential for drift and product exposure
treatINGrIfS is reduced, pointed out Nate Dodds, president, |.].

" Mauget, Arcadia, Calif.

offer But to choose the right treatment method and to

ensure that it works properly, technicians must un-
contractors derstand how these treatments work and learn how

. to accurately dispense them.

an alternative
A ) ARSENIC & OLD LACE. Though tree injection
for Inanag]ng treatments seem to be growing in popularity today as
suppliers develop pesticides available in injection formulations or produce new methods of
many infusing products into trees, they are actually mature procedures, dating back to the 16"
: : century. In fact, Leonardo da Vinci was the first person to utilize a tree’s veins to transport
pCSl\;\/ INSECLS  chemicals. “Da Vinci injected arsenic into the apple tree in his front yard to discourage

3 passersby from stealing its fruit,” Dodds explained.

and diseases. Despite the fact that they are called “injection” treatments, the process in treesis more like
an IV, where a balanced, slow-dripping bag of glucose solution, for instance, is introduced
into a person’s circulatory system, pointed out Roger Webb, president, Tree Tech, Morriston,
Fla. “Treeinjectionisn’t like in the doctor’s office where he is forcing a material into your body

N\/ficro |

iVviacro \/
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in a short period of time,” he explained. “It
is more like an infusion process where the
speed of evacuation isn’t the primary con-
cern. It’s about the proper access of fluid
into the tree’s circulatory system. The tree
will then uptake the product, and this can
occur with or without pressure.”

Injection treatments control a wide range
of vascular-feeding insects. “Even bugs
sucking on a leaf are tapping into a tree’s
sap stream and can be controlled this way,”
Dodds said.

These treatments also can manage dis-
eases that exist in the water-connecting tis-
sueof a tree, added Tom Prosser, president,
Rainbow Treecare Scientific Advancements,
St. Louis Park, Minn., stating that
macroinjection focuses on three major tree
diseases: Dutch elm disease, oak wilt and

ARBORBUISINESS

MICRO VERSUS VMIACRO

Jerry Naiser microin-

jects fertilizer into a

cedar elm.
Photo: Keith Brown,
Arbor Consulting.

Below, a large elm is
being macroinfused.
Photo: Rainbow

Treecare Scientific

Advancements

sycamore anthracnose. “Although sy-
camore anthracnose shows symptoms on
tree leaves, 95 percent of its lifecycle is in
tree twigs and stems, which is why injec-
tion treatments can control it.”

Certain products that are sprayed, but
risk breakdown due to sun and wind expo-
sure, also can be injected. Aslong as a tree's
vascular system functions properly, a
product’s residual increases due to this lack
of outside exposure, commented Chip
Doolittle, president, ArborSystems, Omaha,
Neb. “This could be a 10-day outside residual
vs. a 12-month residual with injection treat-
ments,” he said.

Contractors whouseinjection treatments
also claim that less product is misplaced.
“You're utilizing a tree’s own transport
system for distribution,” remarked Jerry
Naiser, president, Arbor Consulting, dba
Tree Masters, Austin, Texas. “Since each
injection point is independent, there is less
chance for waste due to leakage. No air, soil
or groundwater contamination occurs. No
overspray, no drift, no spill, no waste.”

But while there are benefits to using

injection treatments, Rex Bastian, vice presi-
dent of field education, Hendrickson - The
Care of Trees, Wheeling, Il stressed that
no one product or application method can
work every time, particularly with trees. “It
all depends on the tree,” he said. “A lot of
people want to make treating insects and
diseases on trees simple, but it’s not. You
have to figure out what works best based
on the specific tree and the specific prob-
lem. As contractors, we have to be familiar
with all techniques and know their advan-
tages and disadvantages. And we have to use
treatments in a responsible manner.”

MICRO & MACRO.
The size of the holes
used to administer
productsin treesis the
main factor that dis-
tinguishes microinjec-
tion from macro-
injection. Hole size is
typically at or below
% inch for microinjec-
tion and at or slightly above % inch for
macroinjection, according to Bastian, who
uses both methods in his tree care program.

In microinjection, each injection point
around the tree is independent and in
macroinjection, each injection point shares
a common product supply line, pointed out
Naiser, who also uses both treatments, but
prefers microinjection because in
macroinjection “the applicator is responsible
for mixing products and making sure that
no leaks develop,” he said. “With macro, it
is possible tolose all producton the ground,
if you are not carefully monitoring the tree.”

But macroinjection involves the distri-
bution of more product into the tree - 30 to
60 gallons, Prosser explained, while micro-
injection uses anywhere from 2 to 14 milli-
liters of product, Webb said.

Thereis some debate among contractors
about the amount of product injected into a
tree through injection and what it means in
terms of length of disease and insect con-
trol. Jim Rediker, owner, Scenic Hills Nurs-
ery, Kerrville, Texas, who specializes in
treatment and

oak wilt prefers
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macroinjection, said more product means
better distribution throughout the tree, be-
cause "how high up into the tree can that
small amount of chemical [in microinjec-
tion] reach?”

Bastian, on the other hand, said length
of control isn’t a result of the delivery ap-
proach. Instead of being a function of the
type of treatment or amount of product
used, he said product residual is a result of
the chemistry employed. “Some materials
can be injected and give a longer period of
control than others, regardless of whether
they are administered through micro or
macroinjection,” he said.

In terms of cost, most contractors agree
that macroinjection can cost less than mi-
croinjection, but more time is needed to
administer the product. A complete set of
reusable equipment, including 75 tees, a
pump and tubing, can cost approximately
$200. And treating an average tree can cost

Trees take in microinjection products
better on sunny spring mornings,
according to many users. Photo:
Jerry Naiser,

Arbor Consulting

between $50 to $130, depending on the
process and what disease is being con-
trolled, Prosser said.

To treat an 8-inch diameter tree for in-
sect control with microinjection, the pesti-
cide can cost between $8 to $12, and an
injection gun can range from $100 to $500,
Doolittle said. Dodds figured it differently,
stating that the cost of microinjection treat-
ments can be anywhere from $1.25 to $2 pera
tree’s diameter inch, plus the cost of labor.
While microinjection costs more, “a typical
20-inch diameter tree taking 10 capsules
can be treated inside of five minutes,” Dodd

said, pointing out time saved on the job.
“Although microinjection packaging
may cost a little more, money is saved on
labor and equipment because it does not
require the intense monitoring that
macroinjection does,” Naiser related.

TIPS OF THE TRADE. Many of the hot
and cold feelings contractors have about ei-
ther macro or microinjection may derive from
mistakes made duringapplication. Webbsaid
the mostcommon mistake is drilling too deep
ornotdrilling deep enough into the tree. “The
first movement you feel is the drill torque
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downat the outer xylem,” Webb explained.
“It will feel like a different substance. Once
you hit this change in drill torque, with-
draw from the tree and check to see how far
the wood fibers have come up through the
spirals of the drill bit. This is where the waste
wood is forced into and up behind the tip of
thedrillbit. If the waste wood hascome up the
drill bit channel a % inch, then stop. Ifit’s less,
go a little deeper. It's a technique that is
developed through experience.”

Poor timing also can negatively impact
injection treatments. Most contractors and
suppliers recommend injection treatments
in early spring just after bud break when a
tree becomes more active. Also, Naiser said
the best uptake of product will occur in the
morning on sunny days.

“We don’t recommend injections in hot
climates after 11 a.m. because a tree is expe-
riencing maximum water flow and floods
of resin will bleed out of the injection holes,”

Dodds warned. “Contractors should stop
doing injections before the heat of the day.”

Also, burn risk increases with some
products when applied in hot climates,
pointed out John Fishbach, Medi-Ject Tree
Injection System, Lincoln, Neb. “The tran-
spiration out of leaves is so great in the heat
that sometimes they will suck in the solu-
tion so fast that one or two branches will
burn,” he said. “There is less risk of burn
closer to fall. Even though the tree may be
shutting down, injections at this time en-
sure that iron and zinc will be there for the
tree next spring.”

Contractors and suppliers also recom-
mend the following injection tips:

* Heavy, thick orloose outerbark can be
carefully shaved to form a smoother injec-
tion point and to ensure that the drill pen-
etrates to the xylem

* A slight downward angle hole is rec-
ommended for complete product drainage.

¢ Use anew drill bitafter every 40 units. A
sharpbitwill cutcleaner, withnoheat, thereby
giving maximum product uptake.

» Disinfect the drill bit between trees
with Lysolora20 percentsolution ofbleach,
then rinse the bit with clean water.

Humans tend to put trees under a lot of
stress, so treating them correctly is crucial,
Doddssaid. Contractors should learn about
these treatments and add those they be-
come comfortable using to their insect and
disease control arsenal, Bastian said. “There
isn’t one perfect system for treating trees,”
he explained. “As long as you become edu-
cated on all your viable choices and can
present this information and all the risks
and benefits to your clients, then they can
make a final decision on the care of their
trees that they are comfortable with.” AB

The author is managing editor of Lawn &
Landscape magazine.
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TREE PRUNING

BY JOHN BALL

A healthy,
enduring tree
cannot be
pulled out

of a magician’s
hat. Contractors
can establish
long-lasting
trees on clients’
properties

only by using
proper planting
techniques.

Don
P
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TREE CARE AND CAR CARE have a lot in common.

You can drive a modern car for a long time - neglecting oil changes and
forgetting to replace filters and belts - and get away with it. But eventually the
time will come when repairs to a damaged engine or transmission will greatly
exceed the cost of the routine maintenance you neglected.

Tree care is the same. You can plant a tree and do nothing. If it lives (and
surprisingly, many do despite the neglect), years later you might find that the tree
may not flower as well as expected, its form is poor, or it drops limbs on buildings
or people. As with cars, a little routine maintenance can eliminate future big bills.

TRAINING YOUNG TREES. Pruning is the most neglected area of tree care.
Most people ignore the pruning needs of young trees and instead wait until the
tree reaches maturity before beginning to prune.

If the tree is trained properly, there is less need to
prune at maturity and less possibility of structural
defects that can result in tree failure. Training should be
performed within the first 10 years after planting. This
is the best time to establish the proper spacing and
arrangement of the scaffold limbs, which are the lower,
permanent, major limbs directly attached to the trunk.
Thinning out these limbs while they are small is much
less harmful to the tree and minimizes decay formation.

The branches located along the lower 5 or 6 feet of a
deciduous tree’s trunk are generally referred to as tem-
porary branches. These branches are eventually re-
moved to provide clearance and improve visibility as
the tree becomes taller, but they should be retained for
the first three to five years after planting because the
food they contribute is critical to lower trunk diameter
growth. The lower branches also provide young bark
protection against sunscald and splitting.

When removing the lower limbs (crown raising), do
not be too quick to “limb up” the tree. At least one-half
of the crown’s foliage should originate from branches
on the lower two-thirds of the tree.

Of course, there is no rule that says these lower
branches have to be removed. Whenever possible, leave
these branches on the tree. Trees, such as lindens, de-

The number of
live branches
removed from a
tree should
decrease as the
tree matures.
Photo: Lied's
Landscape
Design &
Development




TREE PRUNING

velop a very pleasing oval-shaped form if
allowed to retain their lower branches.

Most of young trees’ pruning needs are
referred to as thinning. Thinning is the
selective removal of branches throughout
the canopy to improve tree structure. The
first branches to evaluate for thinning are
the scaffold limbs - those limbs from 5to 15
feet that will become the lower permanent
limbs of the tree.

Scaffold limbs mustbe properly selected
to maintain good form. One of the most
persistent tree problems is the de-
velopment of two main leaders
rather than a single leader. This
problem is most common with
green ash, but it also occurs with
maplesand lindens. These double
leaders, also referred to as codomi-
nant stems, are weakly attached
and prone to splitting or break-
ing
codominant stems by eliminating

Avoid the formation of

one of the two upright stems as
soon as they are noticed, prefer-
ably when they arelessthan 1 inch
in diameter.

Once codominant stems reach
several inches in diameter, subor-
dinate pruning should be consid-
ered. Thisinvolvesshortening one
of the two stems so that it is subor-
dinate to the other rather than
eliminating one of the stems. How-
ever, avoid removing more than
one-fourth of the foliage from the
subordinated stem. If the codomi-
nant stems are not detected until
they are mature, attach tree sup-
port systems rather than remov-
ing one of the stems.

Branches should be properly

spaced along the trunk, and this
selection should also take place within five
years of planting. As the tree matures,
branches increase in diameter. If they are
too tightly spaced, they may interfere with
one another’s development. Close branch-
ing may also result in bark splits or crack-
ing. The spacing for scaffold branches for
trees with a mature height of less than 30

ARBORBUISINESS

feet is approximately 6 to 12 inches. Trees
with an anticipated mature height greater
than 30 feet should have a branch separa-
tion of approximately 12 to 18 inches.
There are several other types of branches
that should be watched carefully. Many
young trees will have sprouts coming up
around the base of the tree. These sprouts
come from the roots or root flares and are
referred to as suckers. Many ornamental
trees are cultivars that are grafted or bud-
ded ontoaseedling-grown rootstock. Thus,
the shoots that come from the roots don’t
have the same ornamental qualities as the
cultivar. For example, a crabapple cultivar
may have showy red flowers and small,
hard, yellow fruit while the suckers may
have small, white flowers and large, soft,
red fruit.
The
watersprouts. These are rapidly growing

other branches to thin are
upright shoots that form along the trunk or
scaffold branches and are most common on
crabapples and other small flowering trees.
Watersprouts should not be confused with
spurs. Spurs are slow-growing shoots that
form along the trunk and branches of some
trees, most notably crabapples. These can
be separated from watersprouts by their
numerous leaf scars that form on the short
shoots. Spurs form flowers and fruit for
many ornamental trees.

PRUNING MATURE TREES. As a tree
matures, the amount of live branches re-
moved should decrease. Mature trees es-
tablish a balance between their root system
and the canopy branches. Drastically alter-
ing this balance by either removing roots or
branches may stress the tree. If the tree has
been properly trained during the first 10
years, there should be little need for major
pruning beyond removing branches as they
naturally decline and die.

Oftentimes, people unnecessarily thin
out mature tree canopies (called crown
cleaning) in the belief that doing so will
benefit the tree by permitting more sun-
light to reach the interior leaves. However,
for most mature trees the interior leaves
have adapted to the shaded environment
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TREE PRUNING

and are often stressed by the sudden expo-
sure to full sunlight. The canopies of ma-
ture trees have also evolved so that the
individual branches provide mutual pro-
tection for wind and ice loads. Excessively
thinning the canopies can leave the remain-
ing branches more susceptible to breakage.
Unless the branches are structurally unsound

oradditional clearance frombuildingsorother
structures is needed, mature tree pruning
should be limited toremoving dead branches.

Pruning cuts used on mature trees
should always be thinning cuts, removing
a branch at its point of origin (or when
reducing the height of a tree, a lateral one-
half the diameter) rather than heading cuts.

On The Ground or In The Trees...

We Have Your
Clean Cut Ans .
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RedMax has a heavy duty chain saw for every
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Heading cuts involve cutting to a stub, a
practice that results in extensive decay.

Probably the most common form of
heading practiced on mature trees is top-
ping. This occurs when the entire top of the
tree is pruned back to a specific height.
Topping results in rapid formation of
weakly attached branches, extensive branch
decay and a decline in the root system.
While trees rarely immediately die from
this harsh treatment, it can result in decline
and death over time. Topping is not an
acceptable practice.

TIMING MATTERS. Pruning dead and
dying branches can be done at any time.
However, there are specific time periods
for the pruning live branches. The ideal
time to do this is during the late dormant
season —abouta month or two prior tobud-
break. During the late dormant period there
are minimal pests present and the pruning
wounds quickly begin to close with the
start of the growing season.

However, light pruning or removing a
few small branches— particularly those less
than 2 inches in diameter - can be per-
formed at any time of the year.

Heavy pruning should be avoided when
the tree’s leaves are first expanding in the
spring and when the leaves are falling in
autumn. In addition, the removal of large
branches (more than 8 inches in diameter)
should be avoided during autumn. Many of
the decay fungi are releasing spores during
this time period and there is a greater risk of
increasing decay.

And be aware that pruning birch, maples
and walnuts during the late dormant sea-
son will usually result in “bleeding.” This
refers to the flow of sap from the pruning
wounds during warm spring days. While
the sap may be unsightly and attract wasps
and other insects, it won’t harm the tree.

Suckers and watersprouts should notbe
pruned during the dormant season. Re-
moving them during this time usually re-
sults in excessive production the following
spring. Instead, they should be thinned in
early summer just after the tree has com-
pleted its spring growth. AB

The author is associate professor, department of
horticulture, forestry, landscape and parks,

South Dakota State University, Brookings, S.D.
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Need pruning tools? Arborist

insurance? Tree injection treat-

"
{

ments:

Thhis listing is designed
to help landscape contractors
track down all of their tree care

business needs.

e w e e A R

ADI TOOLS BY TOL
800/732-2142

www.tol-inc.com

hydraulically operated pruning tools,
Le. coppers, pole saws, circular saws,
efc.; S('!f'-pmp(‘lla! manlifts up to 35 feet

AMERICAN

ARBORIST SUPPLY
800/441-8381

www.arborist.com

hand pruner, prumatic and hydraulic
saddles, rope rigging devices, safety ap-
parel, sprayers, chemicals, injection
equipment, chain saws

AMERICAN EXPRESS
BUSINESS FINANCE
800/366-4228

equipment leases, loans and business
lines of credit

ARBORGUY/STAKING
SYSTEMS

888-782-5346
www.arborguy.com
tree staking equipment

ARBORIST SUPPLY CO.
403/240-3993
www.arboristsupplyco.com
hand tools and removal equipment -
chippers, stump grinders, saws, efc

ARBORIST SUPPLY HOUSE
800/749-9528

saws, pruners, pole saw heads, pole
pruners, saddles, climbers, safety equip-
ment: hardhats, chainsaw chaps, road
cones; books, root barners, mml protectors

ARBORSYSTEMS
800/698-4641
www.arborsystemsllc.com

tree injection device, tree insecticides,
tree fungicides, tree micronutrients

ARTISTIC ARBORIST
602/263-8889

www artistic-arborist.com

disease and insect control products/fer-
tilizer treatments, micro/macro injection
treatments, hand tools, climbing equip-
ment, including saws, pruners, shears,
gloves, safety equipment, boots

517/561-2270
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www.banditchippers.com
hand-fed tree and brush chippers in 6-,
9-, 12-, 14- and 18-inch diameter ca-
pacities; stump and log shear attach-
ment available

www,bartlett.com

BETHEL SALES

519/452-1006

www bethelsales.com

arborist supplies, landscaping supplies

BISHOP CO.
www.bishco.com
hand tools, climbing equipment

BOETHING TREELAND
FARMS

818/883-1222
www.boethingtreeland.com

more than 600 tree and shrub varieties
i 1-gallon container size to 60-inch box
size ~ throughout the western United
States, Texas and Florida

BORDER CITY TOOL &
MANUFACTURING €O.
810/758-5574

carbide stump cutter tecth

BRISCO

800/ 439-6834

www.briscoinc.com

powered shovels and digging equipment

BROWN
MANUFACTURING CORP.
800/633-8909
www.brownmfgcorp.com

tree cutter

BUFFALO TURBINE
716/532-2272
www.buffaloturbine.com

turbine spravers, dusters, debris blowers

CAL-LINE EQUIP
925/443-6571
www.cal-line.com

brush chippers, stump grinders, log
splitters, arborist supp?u'i climbing
gear, saddles, saws, pruners, ropes
slings and safety gear

CLC LABS
614 /888-1663

soil, plant tissue and irrigation water
testing; technical consulting services

CLEAVES CO.

877 /449-0833

www.cleaveco.com

skid-steers and attachments, tree spades
hand tools, removal equipment, com-
mercial mowing equipment, tree climb-
ing ropes, saddlers, cabling supplies,

fine wood processors, wood chippers,

stump cutters, grapples

COMPLETE GREEN CO.

800/ GREEN-99
www.bettersoils.com

micro/macre injection treatments, soil
amendments (P.AM.)

CONTREE SALES

800/433-3579

www.contree.com

professional spraying equipment for the
tree industry from sml]inxs to full-
grown — can build units specifically for
contractor

CRARY/BEAR CAT
800/247-7335

www .bearcatproducts.com

wood chippers/shredders, stump grind-
ers, lawn vacuums

CREATIVE AUTOMATION
800/49-ARBOR
www.creativeautomation.net
business software for the green industry

CREATIVE SALES
402/727-4800
www.acecap-medicap.com
systemic tree implants for insect control

C.R. DANIELS

800/933-2638
www.crdaniels.com

multi-purpose cart that can haul small
to nml{ium balled-and-burlapped trees

C.U.E.S.

603 /889-4071

www.cuesnet.com

tree removal equipment, specialized frucks

CUTLER-MALONE INDUSTRIES
954 /741-5888

fertilizer spreader for tree farms, nurser-
ies and citrus groves

DEEP ROOT PARTNERS
800/458-7668

www.deeproot.com

root barriers; staking and guying mate-
rial, truck protectors and water barrier

DIRECT EDGE

909/392-4648
www.directedgeusa.com

removal equipment, including stump
cutters, chippers, log splitters and truck
and tratler lifts

DRIWATER

707 /588-1444
www.driwater.com
mrnigation

DUECO

800/558-4004

www.dueco.com

aerial lifts and digger derricks - aerial
lift :'ympmz'nf with or without chipbox
capabilities from the Hi-Ranger product
lines. New equipment, used equipment,
parts, service and rental options

DUTHMASTER NURSERIES
905/683-8211

trees, skid-steers and attachments,
free spades

EFCO IMPORTED BY TILTON
EQUIPMENT CO.
800/447-1152
www.tiltonequipment.com
chainsaws, trimmers, brushcutters,
hedge trimmers and augers

ELVEX CORP.

203/743-2488

www.elvex.com

safety products, including glasses, hear-
ing protection, FM-radio earmuffs, log-
gers safety caps with hearing and face
pratection, chain saw chaps and vests

EXCEL INDUSTRIES
800/395-4757
www.excelhustler.com
stump cutters

FANNO SAW WORKS
530/895-1762
www.fannosaw.com
pruning tools (saws)

ARBORBUSINESS
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BUYERS’ GUIDE

FMC CORP.
800/321-1FMC
www.fmc-apgspec.com
insecticides

FORESTRY SUPPLIERS
800/647-5368
www.forestry-suppliers.com
disease and insect control products/
fertilizer treatments, hand tools

FRED MARVIN ASSOCIATES
800/540-6680

www.pruner.com

hand tools, including pole pruners, pole
saws, fiberglass poles, wood poles, saw
blades, hand saws, extension couplings
for poles, pruning packages

GRAVELY, AN ARIENS CO.
800/472-8359

www.gravely.com

skid-steers with attachments, including
4-in-1 bucket, augers, trencher, vibra-
tory plotw, blade and more; chipper!
shredders

GREEN GARDE
800/745-2392
www.hdhudson.com/ green-garde html

spray equipment

H&H SALES CO.

219/637-3177
www.gtesupersite.com/ hhequip
service vehicles for transportation of
lawn equipment, servicelcrane vehicles

HALL’S SAFETY

EQUIPMENT CORP.
www.hallssafety.com

hand tools, boots and safety equipment,
chaps, tree trimmer saddles, climbers,
peavies, first aid kits, rope, pruners,
clothing, ear and head protection

HAWK EQUIPMENT CORP.
877/591-5855
www.hawkstumpgrinder.com
stump grinders

HUSQVARNA

704 /597-5000
www.husgvarna.com

hand tools, including arborist chain
saws, helmet systems, roping gloves,
safety apparel

INDEPENDENT PROTECTION
219/533-4116

www.ipclp.com

lightning protection L'l[lllp"h'l” ~ full
lime of equipment used in lightning pro-
tection systems, including club houses,
shelters, etc., and equipment for trees

J.J. MAUGET
800/873-3779
www.mauget.com
nucromjection treatments

JAMESON

800/346-1956
WWW.jamesoncorp.com

hand tools, including pruners, saw
blades, boom mount tool holders

JARRAFF INDUSTRIES
800/767-7112

www jarraff.com

utility, right-of-way, maintenance, dis-
tribution ’zm\ brush mowers, ground
clearing site preparation

T20 AUGUST 2001

JOHN BROWN & SONS
888/ 227-6686
www.brownbronto.com

excavator-mounted brush and small tree

cutter/mulcher for land clearing, row
maintenance and roadsides

JRM CHEMICAL
800/962-4010
www.soilmoist.com

sease and insect control products/fer-
tilizer treatments, polymer, mycorrhizal
products

KARL KUEMMERLING
800/464-8227

www karlkuemmerling.com

hand tools, removal equipment, cloth-
ing, ropes, saddles, ;mnl splitters, hand
and hydraulic pruners, bean sprayers,
peaveys, pruner poles, loppers, chain
saws, chippers, efc

LESCO

800/321-5325

www.lesco.com

disease and insect control products/fer-
tilizer treatments, hand tools, 50- to
300-gallon spraver packages

LEWIS UTILITY

TRUCK SALES

800/856-2064

new and used aerial z'x;m;mmu. chip
trucks, dn;zws, cab chassies, m'rm[ lift
bucket trucks

LIFT-ALL DIVISION OF
HYDRA-TECH

219/747-0526

truck-mounted aerial lifts from 28 feet
to 75 feet and digger derricks from 42
feet to 47 feet

MAASDAM POW’R-PULL
888/797-7855
www.maasdam.com

rope pullers, come-alongs, jacks, trees,
hand tools, removal equipment

MACKISSIC

800/348-1117
www.mackissic.com

removal equipment, including stump
cutters, chippers/shredders, vacuum-
chipper-bagger, walk-behind blowers

MALCOLM & PARSONS
INSURANCE

800/FORTIFY
www.malcolmandparsons.com
total insurance programs for arborists —
auto, w-c, liability, equipment, em-
ployee health and benefits, association-
endorsed programs

MIDWEST ARBORIST
SUPPLIES

800/423-3789
www.treecaresupplies.com
disease and insect control products/fer-
tilizer treatments, micro/macro injec-
tion treatments, hand tools, climbing
and rigging rope, professional climbing

equipment, pruning tools and landscape

supplies

MORBARK
800/233-6065
www.morbark.com
brush chippers

MULTITEK

800/243-5438
www.multitekinc.com

skid-steers and attachments, tree spades,
tree removal equipment

NESCO

800/252-0043
www.nescosales.com

hand tools, removal equipment, special-
ized trucks - equipment rental/sales,
tools and parts

NEW ENGLAND ROPES
800/333-6679
WWW.neropes.com

rope for L'[i'l’gl(’lx and lowering

NORTH MOUNTAIN
ENTERPRISES /E-Z TREE
801-763-8488

www.eztree.com

;‘jn'(mll:nl skid-steer loader attachment

Jor trees

NU-ARBOR PRODUCTS
888/773-8777
www.nu-arbor.com

treelshrub fertilizers and soil injectors

NU-GRO TECHNOLOGIES
888/370-1874
www.nugrotech.com

fertilizer treatments

PACIFIC ARBORIST
SUPPLIES

604/929-6133
www.pacificarborist.com

orchard ladders, tree climbing equip-
ment: belts, lanyards, climbers, environ-
mentally safe otls and lubricants, rope;
climbing, rigging and cabling equip-
ment; root barrier carabiners, pulleys,
personal safety: clothing, hardhats, etc.

PEERLESS CORP.

870/236-7753
www.peerless-trailers.com

all types of wood residue handling
equipment, storage bins for chips, truck
and trailer dumpers, chip, imwoods, drop
center and live floor tratlers

PIGEON MOUNTAIN
800/282-7673
www.pmirope.com

vertical access equipment - life safety
rope, harnesses, u'/mrrs. gloves,
carabiners, pulleys, etc.

PLANT FOOD CO.
800/562-1291
www.plantfoodco.com
fertilizer treatments, organic soil
amendments, elc.

PLANT HEALTH CARE
412/826-5488
www.planthealthcare.com
fertilizer treatments — injectables,
vertimulch, wetting agents

PLASTIC COMPOSITES CORP.
800/747-9339
www.buckettruckparts.com
replacement parts for bucket trucks, in-
cluding fiberglass booms, buckets, cov-
ers mn} accessories, liners, saw scab-
bards, tool trays, bucket pumps, bucket
covers, etc.

POLECAT INDUSTRIES
800/876-5322
www.polecatindustries.com
self-propelled hightway towable aerial lift

PORTER-FERGUSON
508/835-2900
www.lowellcorp.com

hand tools - saws, pruners, etc.

PRAXIS ILLINOIS
888/316-8200
www.stumpmachine.com
stump cutters

RAYCO MFG.

800/392-2686
www.raycomfg.com

removal equipment, including stump
cutter machines, forestry mowing and
mulching machines, crawler/dozer,
power buggy

REDMAX KOMATSU
ZENOAH AMERICA
800/291-8251, ext. 228
www.redmax.com

hand tools, including chain saws, pole
saws, backpack and handheld blowers,
hedge clippers, reciprocating
brushcutters, string trimmers, edgers,
sweepers, drills, augers

REMKE ENTERPRISES
630/810-1662

Fe-26 tron chlorosis tablets and 20-10-5
planting tablets

ROOTS

800/342-6173
www.rootsinc.com

organic compounds and fertilizer

TECHNOLOGIES
800/227-7673
WWW.Samsonrope.com

rope and cordage, climbing lines, rig-
ging lines

SCANDINAVIAN

FORESTRY TECH

208/ 682-2002
www.forestindustry.com/
forestrytech

hand tools, remaval equipment, portable
post peelers, ATV and tractor forward-
ing trailers with radio remove, hand and
pole saws, hand tools, planting tools,
winches, etc.

SHARK CORP.

800/891-7855
www.sharkcorp.com

hand tools, loppers, pruning saws, efc.,

SHELTER TREE

800/720-8733
www.sheltertree.com

skid-steers and attachments, tree spades,
disease and insect control products/fer-
tilizer treatments, micro/macro injec-
tion treatments, hand tools and tree re-
moval equipment

SHERRILL ARBORIST SUPPLY
800/525-8873

www.wisherrill.com

trees, disease and insect control prod-
ucts/fertilizer treatments, micro/macro
injection treatments, hand tools, climb-
ing gear, arborist clothing

ARBORDBUISINESS
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FOR MORE INFORMATION
on advertised and featured products and services,
circle the appropriate number below.
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This is not a Lawn & Landscape subscription form. To continue
your subscription to Lawn & Landscape fill out the card below.

Date

Signature

13
128
143
158

117 118
133
148

163

Title 136

151

Company

Address
City

Phone

E-mail Address

Do you wish to receive industry related information by E-mail?

This section must be completed to process your subscription
1. What is your primary business 3. What services does your business

| would like to receive (continue to receive) Lawn & Landscape free of charge.
(Free to qualified contractors, U.S. only.) D Yes D No

Signature

Name
Title

Address

City

Phone

E-mail Address

(J Canada, Mexico* 1 Year $35.00
(1 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

ACheck Enclosed

QAMCNISA 2 Amex

(3 Novus/Discover

Exp. Signature

(prepayment required)

(9
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at this location? (choose only one)
CONTRACTOR or SERVICES

1. landscape Contractor

(maintenance & installation)

2. Chemical Lawn Care Company
(excluding mowing maintenance service)
3. Lown Maintenance Contractor

4. Ornamental Shrub & Tree Service

5. Irrigation Contractor

6. Landscape Architect

7. Other Contract Services (please
describe)

IN-HOUSE LAWN/CARE
MAINTENANCE

8. InHouse Maintenance including
Educational Facilities, Health Care
Facilities, Government Grounds, Parks
& Military Installations, Condominium
Complexes, Housing Developments
Private Estates, Commercial &
Industrial Parks

DISTRIBUTOR/MANUFACTURER
9. Deocler

10. Distributor

11. Formulator

12. Manufacturer

OTHERS ALLIED TO THE FIELD

13. Extension Agent (Federal, Siate,
County, City, Regulatory Agency)
14. School, College, University

15. Trade Association, Library
Others [please describe)

What best describes your title?
Owner, Pres., Vice Pres., Corp. Officer
Manager, Director, Supt., Foreman
Agronomist, Horficulturist
Entomologist, Plant Pathologist
Serviceman, Technician, Crew member
Scientist, Researcher

Company, Library copy only

Other (please specify)

offer? (please check all that apply)

S ARRRRRRRRRRAR
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Landscape Installation

Landscape Maintenance

Londscape Renovation

Mowing and related maintenance

Irrigation Installation

Irrigation Maintenance

Yur?pcs'mdu opplication
Ornamental/tree pesticide application
Turf fertilization

10. Ornamental/tree fertilization

11. Tree Pruning

12. Snow Removal

13. Interiorscape

14. Other,

How many full-time (year-round)
employees do you employ?

What year was your business
founded?

What were your company’s
gross revenues for 20007

1. Less than $50,000
$50,000 to $99,999
$100,000 to $199,999
$200,000 to $299,999
$300,000 to $499,999
$500,000 to $699,999
$700,000 to $999,999
$1,000,000 to $1,999,999
$2,000,000 to $3,999,999
$4,000,000 to $6,999,999
$7,000,000 or more

—~ = OD®NOLEWN

=3

Please indicate
approximate business mix:

1. Residential
2. Commercial ___ %

3. Other

— % Specify types _

Total 100%
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FREE CATALOG

Looking to get off the ground and into trees?
Take a look at Bishop Company's NEW cata-
log with 160 full color pages of arborist prun-
ing equipment,
climbing gear,
power equip-
ment, hand
tools and gar-
den tools. Pro-
fessional qual-
ity tools and
equipment for the Arborist and Landscape pro-
fessions. Call today for your free copy: 800/
421-4833 Ext. 100 or Email your request to
sales @bishco.com.

Circle 170 on reader service card

E-Z Tree, The
Ultimate Tree Tool

Introducing a breakthrough in the tree
handling process...
www.eztree.com

Specialized skid-steer loader attachment.
Now you can handle large trees safely, effi-
ciently and effectively. Lift, load, transport,
handle and plant 2,000-pound trees without
disturbing the Integrity of the rootball. Increase
your profits. Built by professionals, for profes-

American Fork, Utah
Phone: 801/763-8488
Fax: 801/763-8489

Circle 167 on reader service card

ARBORBUSINESS

Increase your profits
Decrease your headaches
by using the right tools!

ArborWare

The Business Solution
for Arborist, Landscape,
Pesticide and Lawn Care

Professionals

1-800-49-ARBOR

Industrial Strength software
and office automation systems
built by award winning Engineers.

Creative Automation Solutions

www.creativeautomation.net
Automation Experts since 1983

Celebrating over 10 years of
quality service to the green industry.

Circle 172 on reader service card

Tree Equipment
Design Tree Planters
Save Time and Money

Do you

want to

save time

and

money?

Tree

Equip-

ment De-

sign can

offer you

three

models of Tree Planters, 19 sizes of Tree
Spades; Standing Tree Baler/Tier — “Patent
Pending,” 30- to 102-inch Manual Tree Tier;
and two sizes of the Tree Boss. All equipment
is built for rugged use. Planters are designed
with a majority of the weight in front, so plant-
ers stay in the ground while planting. Spades
manufactured are stronger, and will outlast
and outdig any other brand of spade. Our
“one-man"” system Tree Boss is controlled
from the operator’s seat with electrical hand
switches, saving time, money and labor. Call
570/386-3515 for details or visit our Web site
at www.treeequip.com.

Circle 171 on reader service card

BUYERS’ VIARKET

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 sys-
temic tree care programs available. Implants
don't impact the environment and there are no
empty containers to dispose. ACECAPS con-
tain 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
micronu- » M"’ ]
U Easy To Use
CECE [ree Care Proaucts
of iron, 2;:“‘ ‘

manga-

nese and

zinc or as

a combi-

nation

tree food.

Results are fast acting and last for three sea-
sons. For more information, visit www.acecap-
medicap.com.

Circle 168 on reader service card

Universal Refiner
Corporation

Universal Refiner does not offer a tub or hori-
zontal grinder. The “contender” model is a top-
loading, horizontal cutter disc grinder, which
we refer to as a pan and disc refiner, Since
the material gets cut first, then goes through
the screens, our customers have never worn
out a screen. This is a huge savings in parts
as compared to typical grinders.

Safety is a sig-
nificant factor
while grinding.
Because of the
location of the
cutter disc,
contaminates
are not pro-
jected out of the top of the grinder as is com-
mon with a lot of other grinders. The “con-
tender” models operate efficiently with lower
horsepower, offering lower fuel cost and re-
duced emissions. Universal Refiner Corpora-
tion does not work through dealers, which
means the customer works directly with the
factory. For information and prices on the full
line of grinders available, contact us at 800/
277-8068, Universal Refiner, P.O. Box 151,
Montesano, Wash. 98563

Circle 169 on reader service card
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SHEYENNE TOOLING MFG.
800/797-1883
www.sheyennemfg.com
skid-steers, attachments, tree spades,
pruning saw

SHINDAIWA

800/521-7733
www.shindaiwa.com

sprayers, pole pruners, hedge trimmers,
backpack sprayers, chain saws

SHRED-VAC SYSTEMS
530/477-7240

www.shredvac.com

removal equipment; green waste collec-
tor/shredder; blower for recycling,
revegetation and erosion control

SKI LANDSCAPE EQUIPMENT
317/897-5885
tree pinchers

STRUCTURAL PLASTICS
CORP.

810/743-2800 ext. 217

www .planstictreegrates.com
plastic tree grates

SUNDANCE

970/339-9322

removal equipment - grinder for con-
verting waste wood and unsellable chip-
per chips into mulch and compost

TEREX TELELECT

605/882-1842

www.telelect.com

specialized trucks - tree trimmer aerials

TIME MANUFACTURING
254/399-2100
www.versalift.com

versalift aerial bucket trucks

TREE EQUIPMENT DESIGN
570-386-3515
www.treeequip.com

tree planters

TREE MANAGEMENT
SYSTEMS

812/876-7664

www.turftree.com

specialized database software for tree/
turf care companies

TREE PRO
800/875-8071
www.treepro.com
tree and truck protectors

TREESSENTIALS CO.
800/248-8239
www.treessentials.com

seedling establishment tools, including
treeshelters, tree mats, fertilizer packets
and deer repellent

TREE TECH MICROINJECTION
SYSTEMS

800-622-2831

micro injection treatments

TREE TOOLS

888/635-8733

www.treetools.com

disease and insect control products/fer-
tilizer treatments, arborist equipment

TRIPLE D
919/639-4295
tree spade

TRIMS SOFTWARE
800/608-7467
www.trims.com

tree inventory software

TRUCKCRAFT CORP.
800/755-3867
www.truckcraft.com

pick-up dumpers, combination service/
dump bodies, aluminum flatbeds, and
aluminum storage boxes, tool boxes and
salt spreaders

UNIVERSAL REFINER CORP.
360/249-4415
www.universalrefiner.com

tree removal equipment, portable wood
waste grinder, models ideal for orchard
waste, green waste, limbs, leaves, efc.

U.S. RIGGING
www.usrigging.com
tree anchors and staking systems

V&H

715/428-2238

www.vhtrucks.com

skid-steers, attachments, tree spades, spe-
cialized trucks, swinger uma}xm'd loaders

VILLA LANDSCAPE
PRODUCTS

800/ 654-4067
www.villarootbarrier.com

root control barriers, tree planting and
erosion control products

W. FEARNEHOUGH OF
AMERICA

800/327-3445

brush chipper, knives and bed knives

WALLACE LABORATORIES
www.bettersoils.com

soil, plant and water testing and con-
sulting for better growth and plant
health care

WESTHEFFER CO.
800/362-3110
www.westheffer.com

high pressure skid-mounted sprayers,
high pressure truck-mount sprayers and
root fertilization sprayers

Arborist Supplies
& Accessories

Pruning Supplies...including pruning
saws, hand pruners, loppers, pole

saws and more!

Chainsaw Parts & Accessories...
including saw chain, guide bars,
drive sprockets, safety wear and
accessories for all popular saws!

Climbing Supplies...including rope,
saddles, lanyards, fliplines, gaffs,
climbing pads and much more!

Z Lutter’s Cloice

1-888-288-8371

www.cutterschoice.com
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(continued from page 8)

that a tree requires one year of recovery after planting for every 1-
inch caliper of its size. “Bare-root trees are often younger as well, so
their chance of survivability is higher. For instance, a 6-inch caliper
tree will go through six years of transplant shock. The younger the
tree, the shorter its recovery time.”

Holes for all three tree forms should be backfilled with the site’s
original soil, Harris said, pointing out that the best soil for root
growth has space for both air and water. “To backfill correctly, fill
the hole untilitishalffull, flood the hole with aslow hose and then tamp
it gently with your foot to firm the soil,” he described. “Repeat this until
the holeis full. This method will remove any large air pockets in the soil
that can cause problems later on.”

Afteradding the restof the soil, build a small ridge of soil around
the planting hole to act as a water well, Chinery advised.

LIFE AT STAKE. While staking newly planted trees is common,
it can be unnecessary depending on the species, size and location of
the tree, Sydnor pointed out. “Small trees up to 2 inches in diameter
rarely require staking, while larger plants may or may not require
staking,” he said. “In research measuring the effect of rigid supports on
staked trees, unstaked trees were found to have greater trunk diameter
than their staked counterparts. Unstaked trees also were lower in
overall height while having bigger root systems and had greater trunk
taper, meaning that the trunk increased in diameter more rapidly.”

Harris typically won't stake trees unless he plants them in an area
withexcessive wind or traffic. Both Harris and Peters agreed thatif they
do stake trees, they do so only for the tree's first growing season.

On the other hand, because nursery-grown trees tend to lack
trunk strength, Matranga believes staking matters. He will keep
stakes on a maximum of three years, depending on the tree’s
stability, species and location. “If someone walks on crutches all his
life, his legs won't know what to do,” he explained. “If staking is
done properly, a tree should stand onits own after 12 to 18 months.”

Typically, two stakes and one set of ties should be used as low
as possible, while still supporting the top of the tree, Matranga
described. Rubber tree ties are better than hoses, wires, ropes or
other materials that can bite or cut into the tree, he pointed out.

The ties should fit securely around the tree, Sydnor added.
“Increasingly, people are trying to provide for flexibility and move-
ment at the tying point, not realizing that this increases the risk of
mechanical injury,” he pointed out.

Guying, another form of staking or supporting a tree, is done
with guy wires and normally is used with trees more than 4 inches
in diameter, Sydnor said. “They (guy wires) should be attached at
or above the lowest branches and then affixed to stakes driven 18
inches into undisturbed soil,” he indicated. “For trees more than 5
inches in diameter, guy wires should be anchored with earth
anchors or deadmen.”

Sydnor recommended removing guy wires after one growing
season to prevent girdling.

AFTER SHOCK. Trees have immediate needs after planting to
help ease the shock of being thrust into a new environment.

For at least one to two years after planting, trees should receive
about 1 inch of water per week during growing seasons, Sydnor

ARBORBUISINESS

stressed, pointing out that too much water also can be a problem.
“Excessive water probably kills more plants than water deficiency,”
he said. “To help determine when watering is needed, plant a
drought indicator plant in the rootball of the tree. Indicator plants,
such as impatiens, coleus and ajuga, wilt dramatically. The tree can
be watered whenever the indicator plant has been in shade for at
least one hour and is still wilted.”

In addition to infrequent and deep irrigation, mulch should be
immediately applied to the soil surrounding a freshly planted tree
to help retain moisture, enhance soil nutrients, prevent weeds and
protect the tree from mower damage.

Excessive mulching, or what Peters called “volcano mulching,” can
promote a wet environment for fungus and root decay, so he recom-
mended spreading a 2- to 4-inch depth of natural wood-chip generated
mulch sprinkled out 1 to 2 feet from the tree.

“A lot of people use pine bark or cedar mulch, but it doesn’t
decompose as quickly or have the organic matter qualities that
natural wood chip mulch has,” Peters pointed out. “Often times
we'll use wood chip mulch and then apply a small amount of cedar
mulch on top of that for the ‘look’ clients want but the benefits the
tree needs.” AB

The author is Managing Editor of Lawn & Landscape magazine.
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¢ High pressure spray hose
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Bak-Pak® sprayers
Flow control valves
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(continued from page 54)

Second Application Needs - When weather worn, nozzles get bent or crushed; even lop-
sided tires can cause inaccuracies.

Spray checks canalert LCOs of problems

conditions are favorable, diseases such as
brown patch or pythium may require addi-
tional fungicide applications at regular in- This is an honest look at the output of a
tervals after the initial application. Read pes- sprayer or spreader, and it can be very re-
ticide labels and check with suppliers to

determine if additional applications are nec-

vealing. For boom sprayers, attach glass jars
underneath each nozzle, let the sprayer run

essary, but most importantly, pay close at- for a minute, then measure the amounts in

tention to weather reports. Nighttime tem- each jar. In most cases, some will put out the
peratures, relative humidity and wind speeds right amount, some less than desired, some
more than desired, and some will be
=

- completely plugged. For dry spreaders,

mark off a 1,000-square-foot turf sec-

lawnandlandscape.com

tion. Weigh out the correct number of prod-
uct pounds and make the application. If there
isn’t enough to cover the area, or if a consid-

erable amount remains in the hopper after

influence disease management. Forinstance, the area is covered, then calibration, adjust-

higher temperatures, humidity and exces- ment or replacement is necessary

sive rainfall can lead to disease. Application Timing - Timing is critical.

Equipment Calibration — Don’t assume Following the integrated pest management

equipment applies the desired amount of philosophy, most fungicides are applied

herbicide every time. Orifices get plugged or when conditions favor the development of a

particular disease, and before the expression

of full-blown symptoms. If your client calls
you to look at a fungus in the lawn and you
arrive on-site to see a heavy summer patch
infection, control options are limited since
the roots and crowns are already rotten and
nonfunctional. However, if a client calls in
the spring and wants to prevent the demise
of his or her lawn, you can look in back
records to find a history of summer patch
problems and make a preventative applica-
tion for it during the infection phase, rather
thanthe “toolate” symptom expression stage.
(For timing on specific diseases, see Timing
Tips on page 54).

Drift - Drift is the physical movement of
the fungicide away from the intended target
site during the application. If the drift is too
great, the concentration is reduced and the
fungicide will fail. However, the larger con-
cern with drift is the negative effect the ap-
plication will have on plants or people adja-
cent to the sprayed area. Drift can be reduced

SNG
Equipment

Ptain City, OH

Then Call. ...

California
Landscape

The Spreader

- 180 Ib Capacity for Dry Fertilizer

- Up to 25 ft. Spread Pattern

- Adjustable Rate & Patterns

- Mounts to Virtually Anything

- The Best Front Mount Spreader
on the Market

Call Toll Free

Email Anytime

Tited of getting the run
around inctead of anewere 2

We have In-House Experts who have
the knowledge to help you with all
of your landscape lighting needs!

Fax 24 Hours
800-457-0710 800-457-0730
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Leaders
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38 Years!
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B-K Lighting
CopperMoon
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Electro-EIf
Focus
Greenlee
Hadco
Hanover Lantern
Kichler
Kim
Lumiére Design

sales@callite.com
or Visit Our Website at

Call Today for a Free Video

We Accept:

SE &

Nightscaping
Rockscapes
X-10

- plus -

Phone: 614-873-3719 www.callite.com

www.gosng.com

31260 Cedar Valley Drive » Westlake Village, CA 91362

Outdoor Speakers
Water Features
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if fungicide applications are made when

Application Error — This is one of those

wind speeds are 5 mph or less.
pray pattern indicators can help lawn care operators acheive uniform

unfortunate situations where the applicator
simply didn’tunderstand which area to treat
or which tree to spray at a customer’s home.
Communication skills can be enhanced

coverage. These products are temporary dying agents that are mixed with
the fungicide and water in the spray tank. When applied, the formerly “invisible"
fungicide and water combination becomes bright blue or green.

Using a spray pattem indicator has several advantages:

through simple techniques, such as restat-
ing the directive, drawing maps and writing
instructions in understandable terms.
Improper cultural practices — In some situ-
ations, LCOsinherit problems that stem from
previous, poor management regimes. These
involve fertilizer amount, formulation and
timing, lack of aeration, improper cutheight,
erratic irrigation and so on. For example,
consider mowing height, especially with
control of foliar turf diseases. The best con-
trol strategy calls for applying the fungicide
between mowings instead of beforehand, so
treated tissue isn't removed before the ac-
tive ingredients can get to work on the fun-

(contimued on page 82)

« It is effective for training new employees. At first, most applicators aren't
familiar with the equipment and need a visual cue to understand where the
product falls on the turf.

+ Indicators help identify womn or clogged nozzles. If the color of the pattern is
lighter in certain spots, or nonexistent in others, then the incorrect amount of
product i8 being delivered. Replace those that are nonfunctional.

« Indicators cost money, but they also save money. If not identified, gaps in

coverage leave turf areas unprotected and susceptible to disease infection.
- John Fech

Pattern

oy
MNADG Lm0

a e i e
Variety of Styles and Finishes
: Manufacturers:
Quality Curb Machinery and Sod Cutters

s CALL FOR FREE VIDEO
(888) 999-6641

Phone: (623) 939-8708
Fax: (623) 435-0626

www.borderlinestamp.com
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ARE YOU READY TO GROW
YOUR BUSINESS?

Join forces with the best known name in lawn care.

* Comp
 Exclusive territories
* Financing available

@Lawnservice

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

Scotts LawnService
14111 Scotts Lawn Road ® Marysville, OH 43041
www.scottslawnservice.com
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INTRODUCING LEBANON GRANULAR CONFRONT.
(SPREAD THE WORD.)

Have you heard? You can now Kkill

<3

weeds using just a spreader. Thats because Lebanon

Turf Products has, once again, developed a new

product innovation. Its called Lebanon Granular

Confront. And it’s the only straight Confront in

To receive a FREE copy

of our Broadleaf Weed

Control Booklet, simply go to

turf and fill out the
online request form. Coupon Code; LL5726

granular form on the market. Not only that, it’s a
more precise way to kill broadleaf weeds. And we
think that’s pretty big news. For more information,
call your nearest Lebanon Dealer or 1-800-233-0628.

Or visit our website at www.lebturf.com.

<@ Lebanon

IRF PRODUICTS
Our renmation is growing yours.
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gus, or just after a mowing when the turf has
a reduced foliar surface for the fungicide to
contact and work on.

Ignoring cultural practices stresses turf
and ornamentals, lowering their resistance to
fungal infections. Weather factors, such as
rain, sun and wind, also influence product
effectiveness, and must be considered.

Photodecomposition—This factor deals with
the sun’s effect on fungicides. In most cases,
liquid products are the primary concern, as
they have greater sun exposure than gran-
ules. When the applicator sprays them, the
active ingredients can be rendered inactive
or reduced due to the sun’s effects. Granular
applications also can be affected this way,

FOR DVER
VEARS

REXius
WER SERVI(E

BLO
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especially if particles are left on the turf.
Reduce photodecomposition for granular ap-
plications by applying a %-inch of water.

Volatilization — Somewhat related to pho-
todecomposition, volatilization involves up-
ward movement of the fungicide away from
the turf. This occurs when a large percent of
the applied product turns from a liquid state
to a vapor or gaseous state. This reduces the
active ingredient on the turf’s surface. Vola-
tilization can be limited by avoiding applica-
tions on hot, windy days.

Leaching - This occurs when active ingre-
dients move down through the soil profile,
below the roots of trees, flowers or turf. Leach-
ing causes the fungicide in the needed zone
to be diluted, and, in some cases, can pollute
the groundwater below plants’ root zones.
Leaching tends to be greater on extremely
sandy soils. Avoid excessive irrigation and
incorporate compost into the soil profile.

Adsorption - This occurs when the applied
fungicide becomes tightly bound to the soil
particles, rendering it ineffective for use as a
pest control agent. Adsorption becomes a
concern when too much product becomes
tied up, reducing its concentration. If thisis a
problem, consider topdressing with compost
and/or sand to moderate the soil makeup.
Actually, adsorption could be beneficial in
the case of a soil-applied fungicide for root
and crown diseases.

Microbial Degradation — Fungicides can
degrade after application. The microbial
population of the soil can induce this degra-
dation. Instead of the fungicide and the mi-
crobes co-existing in harmony, when degra-
dation occurs the microbes actually feed on
the product, reducing its concentration and
chemical state. The result is an ineffective
compound. If this occurs, some relief can be
achieved by selecting a different fungicide -
one that has not been used previously on the
site. The microbes may eventually feed on
new material as well, but not for a few years.

Understanding why fungicide applica-
tions fail in certain instances and the steps
that can be taken to minimize performance
problems makes sense. Environmental qual-
ity, reduced costs, enhanced public image
and the creation of a healthy landscape are
the desirable outcomes that result from at-
tention to fungicide application details.

The author is an extension educator at the Univer-
sity of Nebraska Extension, Omaha, Neb.
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NOT TO MENTION YOUR REPUTATION.

If you’re just maintaining turf, you're real-

ly missing out. With the Woodace line of products from
Lebanon, you could easily take care of the whole land-
scape. You see, Woodace products are specifically

designed to meet the special needs of trees and shrubs. All

wog’dace

You'll Never Look At Plants The Same Againm.

To leam more about how Woodace products can help you generate
new sources of income, go to www.lebturf.com/profits.

you do is put them down and watch them grow. It’s that
easy. So, what are you waiting for? Pick up Woodace
today and your business will really pick up. For more
information, contact your Lebanon Distributor, or call

1-800-233-0628. Or visit our website at www.lebturf.com

<@ | ebanon

TURF PRODUCTS

Our reputation is growing yours.”
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_Desion/Build Bloopers

by Kristen Hampshire

Bad timing? The crew is marooned on a property without
materials. Scheduling slip? The superintendent stirs on site
while subcontractors finish grading, paving or lighting. Com-
munication shutdown? Phone calls pour in, customers log

complaints and repeat business drops.
These design/build bloopers can accompany any project
even a seemingly flawless plan isn’t immune to minor
mishaps. Truth is, a client's perception and the project’s
reality don’t collide without a few casualties.

“When people buy what we sell, they are buying what
lht‘_\' see in Better Homes & Gardens,” related Gary Kinman,
president, Kinman & Associates, Columbus, Ohio. "Thc)' see
an environment and they visualize their family reunion or
their birthday party.”

There isn't a tried-and-true technique to accomplish this
ideal atmosphere or successfully execute a design/build
project, however. “Nothing that we do is really rocket sci-
ence,” noted Thomas Dunn, president, Dunn Lawn & Land,
St. Louis, Mo. “It's just making sure that everyone knows
what s going on and that everyone can bring that expectation
to reality.”

Steer clear of these common mishaps to turn
a landscape plan into a work-in-progress.

CROSSED COMMUNICATION WIRES. Expectations
fuel design plans - clients” mentally renovate their properties
and turn over the details to design/build firms. Then, a plan
is built on communication, coordination and delivery.

“You need to make sure that your customer is happy and
knows what to expect and is aware what they are going to get,”
Dunn stressed. “You also need to make sure that the crews are
aware of the customers’ expectations. The communication flow
between those two groups is extremely important.”

Dunn knows firsthand that when this communication is
foggy, a project’s completion date might indicate the start date
for many changes. While building a water feature, his company
misinterpreted the client’s stone choice for the structure. Dunn
asked the customer if the stone type was correct before placing
the materials order, and the selection was verified. But when the
stone arrived, it was not at all what the client visualized.

“Now, we make sure we have a picture of an actual sample
for the customer to see,” he said, noting the mistake cost the
company a couple thousand dollars even though the client
covered the labor and installation expenses for the change.
“Even through we had it all correct in writing, it wasn’t what
the customer wanted,” he said.

Now, when asked the most critical keys to design/build
success, Dunn lists communication and information. These

{continued on page 86)
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moving dirt. That's why the John
Deere 53- to 82-hp Skid Steers

can tackle any job. Armed with

a patented vertical lift and

unobstructed 360-degree view,
these task masters have the reach
and visibility to get the job done.

Add to that a full line of John J g I pra—m—
Deere-backed Worksite Pro® 3
attachments and you've got the _.
muscle of a whole work crew.

Arrive at every jobsite prepared.
See your John Deere dealer about

a 200 Series Skid Steer (call 1-800-

537-8223 for the dealer near you).

USE READER SERVICE #100 JOHN DEERE

www.skidsteer.com Expect a difference



(continued from page 84)

two elements harmonize to form the founda-
tion of a project. Contractors should discuss
in detail the price, timeframe, materials and
goal of the project, he said.

“You have to be detail-oriented,” Dunn
noted, which includes informing crews of
specifics so they can turn plans into proce-
dure. He also shares direct cost information

with project managers so they can make wise

Maruyama. Commercial Tools

From firefighting to landscaping
agricultural to industnal, in over
80 countries, we build tools
rugged, reliable and powerful
The sort professionals count on
to work as hard as they do
every day. True commercial tools

Our tools are built tough and

they're buit well. They're crafted
with an attention to detail and
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tractors might provide a client with drafts,
photographs and hardscape samples, but
that doesn’t mean the client comprehends the
project’s scope. Here, companies should pair
education with information so customers can
picture end results and approve the plan.

Kinman calls this process intimate client
communication. “Our interaction is really
on the front-end so people understand what
is going on,” he noted.

Involvement starts at the beginning of
the design process, he stressed, adding that
he discusses site work issues, such as drive-
ways, drainage, grading and hardscape, with
clients so they understand the fundamentals of
their property and why certain designs are not
feasible. Then, he moves on to plants, which
also require educating customers, he said.

“Ifyouhad ababy and you gotithome from
the hospital, would you set it in the yard and
leaveitforayear?” heasked. “You have to take
care of your baby. People end up with plant
material and then they never look at it.”

The horticultural portion of the landscape
installation process is often where clients
become the mostenthusiasticonce they learn
more about the plan, however. “That’s the
side they will be most involved in - what is
going to happen and how itis going to affect
their home,” Kinman described.

Kinman facilitates participation with a
design studio that s set up with examples so
clients immediately get involved. They also
pick out their own plant material, sometimes
visiting nurseries for a real-life plant pre-

"

view. “Wesay, ‘Thisis your home,”” Kinman
said. “Is it correct for me to pick up your
drapes and carpet? 1 don’t think so. Your
memories and experiences that make you
who you are will make you pick out a land-
scape symbolic of who you are. So, when a
client picks out their own materials, they get
into it a little more.”

Allowing clients to deliberate over de-
sign details reduces the likelihood of dealing
with mid-project miscommunications and
post-project problems, Kinman said. “We
walk side by side with the client to make sure
they are comfortable.”

PLAN PROBLEMS. “Call before you dig,”
advised Lynn Reeves, commercial project
manager and landscape architect, Frank Otte
Landscape and Design, Louisville, Ky. After

(continued on page 88)
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Design/Build Bloopers

(continued from page 86)

relying on inaccurate utility marks on one of
his construction projects, he realized the im-
portance of a subsurface lot survey.

Phone lines, cable wire, rocky soil - these
site implications can’t remain underground
during the planning process.

“Webid a project to install a large screen-
ing wall, and from the time it was designed
and we bid on it to the time we went to
implement the landscape, there was a change
and a large transformer was put in on the
property,” he described. “The plan was drawn
one way and the way the property was con-
structed was different, so we hit a line.”

Though these marks are accurate eight

Qui

CLIENTS WHO WANT to see instant results often will pressure
contractors during the scheduling process, pointed out Lynn
Reeves, commercial project manager and landscape architect,
Frank Otte Landscape and Design, Louisville, Ky. Rushing onto a
property can cause project problems, however.

“I won’t do anything until we know to the best of our ability
what is out there,” he said, adding that utility line locales and soil
conditions need to be examined before breaking ground. Also,
contractors need to coordinate their schedules around other sub-
contractors on a property, which can delay timing, he said.

“I won't go into a project and just start digging,” he said. “You
need to know as much of what is on the subsurface as possible.”

times out of 10, sometimes utility companies
paint the lines incorrectly, Reeves added.
“There isn’t a 100 percent chance that you
won't hit them.”

This is how Reeves learned that commu-
nicating extends beyond customer-contrac-
tor relations. It also means evaluating soil
conditions, identifying hidden rocks and
boulders and relaying this information to the
designer and the crew.

Attention to detail can eliminate design
discrepancies and is especially important
when the plans were not developed by anin-
house architect, Dunn added. Here, again,
discussion and understanding is key, as ar-
chitects must explain their vision to the con-
tractor, who must ensure the designer
combed the property for potential problems
before drafting a plan.

“Plans don’t always reflect the exact con-
dition in the field,” Dunn noted. “And if
someone is not here to help interpret or cor-

(continued on page 90)
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(continued from page 88)

rect the plan, the installation can be a little
different than the intention.”

Hashing out the particulars and pointing
out possible pitfalls mends the architect-
installation gap, he added.

“You have to go over the project so that
the designer understands what you are try-
ing to create — the overall picture, not just the
nuts and bolts,” Dunn stressed.

MATERIAL MISHAP. More than drafting
a design, the planning process includes co-
ordinating materialsfor the project, from plants
to pavers. Given the time constraints many jobs
present, contractors often have a narrow win-
dow of time to obtain the design dressings.
“One of our big challenges is that people
want the job turned around quickly,” said
Phillip Ring, president, Detailed Environ-
ments, Warrington, Pa. “They want the pool
by Memorial Day and they want it designed
and installed in a short amount of time.”
Though Ring can reassign employees from

maintenance crews to installation projects to
meet deadlines, he said acquiring materials
isn’t always so flexible. Without an on-site
nursery, advance planning is necessary so
materials can be direct shipped in time to finish
ajob, hesaid. He sticks to a basic plant palate,

avoiding anything “too bizarre,” and offers
clients substitutions if the ship time doesn't
correlate with client’s demands.

Then, there are plant quality concerns.
When contractors don’t hand-pick materi-
als, they might end up with a shoddy selec-
tion. “We learned that you have to goand tag
more, and make sure you see the plant mate-
rial before it shows up,” Ring said.

Also, a well-defined plant placement plan
will help contractors decide on appropriate
selections and possible substitutions if the
desired plant is not up to par or will not
arrive on time, Ring noted.

SCHEDULING SORE SPOTS. Coordi-

nating crews is the source of many system

errors. Contractors must match their sched-
ules with other subcontractors, consider the
job’s necessary man-hours, assess the pro-
ductivity of their work force and then assign
a schedule based on these variables.

“For each job, we have a typewritten for-
mat from the general contractor of when the
electricians are going to do their thing, when
the sidewalks are going to be poured and
when the sodding guy is going to come in,”
Reeves listed. “I take these schedules, put
them side to side and try to put them on a
master schedule to figure out when we need
to be there.”

Reeves considers the size, location and
site conditions of a job before scheduling his
crews, and he checks the job site on a daily
basis to note the subcontractors’ progress. “I
go out and look at the property to see what
the soil conditions are so when we sit down
to review itin the morning with the crew and
make the schedule, I share what I found out

(continued on page 92)
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(contimued from page 90)

and we decide if there is anything that needs
to be changed,” he said.

Touching base with contractors makes
these morning meetings less hectic, he said,
adding that he establishes a rapport with
regular subcontractors. “I guess it’s like a
member of the landscape crew, really,”
Reeves figured. “The trick is to establish a
relationship with a reputable and reliable
subcontractor and do enough business with
them so that you know that you can call them
and get a fairly quick response.”

However, the crew’s synergy solidifies
the schedule, turning paper to procedure,
Reeves said. His employees’ strengths and
weaknesses level one another, creating a pro-
ductive group - a necessity for completing
projectsefficiently. “These guys have worked
together to the point where they know what
to do without stopping and asking,” he said.

Essentially, the project’s success depends
on employees’ skills, which is why contrac-
tors must hire reliable workers. Dunn scans

applicants for a construction background.

“They have to like working with their hands,”
he commented. “Then, you can train them
and teach them and bring them up through
the ranks.”

Appointing a project manager to oversee
the quality, efficiency and details of these
hands-on jobs holds crewmembers account-
able for completing work within the sched-
uled time, Dunn added. He staffs crews with
two Umplu\'cv\ and one project manager,
who oversees the team, he explained

“If you empower the right person, it is
extremely rewarding for that person when he
or she knows they are in charge of it from the
relationship with the customer to making sure
that the project is built profitably and that it
looks great when it is finished,” he said.

FINAL TOUCHES. Despite design/build
blunders that crop up during a project, com-
panies that follow up with letters, phone
calls and walk-throughs to ensure client sat-
isfaction will finish the job on a high note.
“Follow-up is a very important step in

the overall completion of a job, because if
there is something that is not right, you
certainly want to know about it,” Reeves
said, adding that he drops clients a quick
thank-you note. “It's the biggest step to get-
ting repeat business.”

This post-project contact secures relation-
ships and serves as a sales tool for mainte-
nance services, Dunn recommended. “We
believe in personal contact,” he said. “They
can e-mail us and we'll call them regularly.
We stay in touch with them personally.”

Kinman accented the value of mending
mistakes, reviewing the project and receiv-
ing the client's approval, adding that a refer-
ence list of pleased customers builds com-
pany credibility. “The last person you work
for is your next life-time salesperson,” he
compared. “So, do your job right, and you'll
have them pushing your company and your

services forever.”

The author is Associate Editor of Lawn & Land-

scape magazine.
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When all signs point to complicated
irrigation installation, contractors
need to watch for warnings like
steep slopes and bending bedlines.

“Utility Line Crossing. Uneven Turf. Yield to Trees.
p up on properties, but their warnings all point to trouble during irrigation
s perform their work on “Privage Property,” they must install systems around
tructions, from steep slopes to peninsula-shaped planting beds. And after weaving
: ines and picking appropriate sprayheads, they still must please their clients with the
pm]ccts aesthetic results, reminded Rick Pate, president, Pdte Landscape, Montgomery, Ala.

“You love when the turf looks like a soccerfield,” he comented. “But when you get behind the house
and there’s a play set, a storage building, planters, thefhomeowner has a dog and there is an air
conditioning pad on the side of the house - that's when tlfe job gets difficult.”

This is where some contractors find a fork in the road. After stumbling across signs—potential problem
spots — they must proceed with caution, choosing anffinstallation path that won’t dead-end into a
maintenance manhole.

ROAD MAP. A property’s physical challenges canfprevent even water distribution, causing over-
irrigated turf sections, under-watered plants or over§pray on sidewalks, streets and buildings. Before
breaking ground, designers should survey the area forbstructions, such as trees, plant beds, sharp angles,
steep slopes and fences, advised Scott Fay, president§Treasure Coast Irrigation, Hobe Sound, Fla.

“You need to see the landscape plan,” he stresséd. “The most common things that block water are
landscape material or landscape features. If you just walk off a piece of property with a plot or site plan and
«design a system without paying attention to the landscape you could end up blocking sprayheads.

“We can’t make water turn corners,” he pointed ou

An effective installation plan, however, can manipulate the spray, even if it can’t make the water cuta
90-degree corner. Fay begins his installation journey on the ©ough road, determining how he will manage
‘challenges before arranging the rest of the system. “If you cgh work your system in such a way where you
are spraying away from the landscape feature, Sugh. tue or building, and not at it, that is the best,”
he noted, adding that often he suggests that clients install a mulch or stone bed around these areas to build
in an overspray buffer.

Next, Fay works systems on their visible order of importance, fine-tuning focal points before backyard

(continued on page 96)
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(continuied from page 94)

corners. “If the irrigation system is by the
front door, then we'll plan those areas first,”
he said.

Todd Ruggles, superintendent, Irrigation
Specialists, Indianapolis, Ind., avoids over-
looking complications witha checksheet that
covers key installation considerations. While
assessing the property, he reviews the ground
condition, water source, bed lines, and
backflow and box locations. Before begin-
ning the project, he calls the utility company
to verify line locales, which can get hairy on
compact properties, he noted.

“Lot size is playing a large role in our
planning because of all the utilities crammed
on these Y-acre lots,” he said. “And it’s not
really the lot size, but how it’s laid out util-
ity-wise. You have gas, electric, phone, cable
— all these different utilities going into a
house, and they are all crammed into the
same spot you need to go.”

Many times, fences also border these lots,
restricting installation methods, Fay added.

Their openings are too small to squeeze in
large, trenching equipment. “We end up
doing a lot of hand digging,” he explained.
“You invest money in new machines and
they become obsolete because you can’t uti-
lize them as well as you used to because of
lot size and fences.”

So, while contractors plan how they can
apply water evenly, work around utility
lines and avoid wasting water by sprinkling
sidewalks, they also must figure out how to
execute the project — and often more chal-
lenges mean more man-hours.

“A lot of these jobs double our time,”
Ruggles figured. “When you see these diffi-
cult things, you have to figure out who on
your staff will take these circumstances and
get them done the best and the quickest.”

TIGHT CORNERS. Most lawns don’temu-
late Pate’s ideal soccer field property. The
land can swoop and swell with slopes, and
plant beds can divide it into sharp-cornered

sections. Under these conditions, technicians
can run into water requirement discrepan-
cies, Pate noted.

“In the same plant bed you can have such
dramatically different water requirements,”
he said. “Annual beds need more watering
frequency -almost daily watering - whereas
you can water your shrubs less.”

Also, as plants grow and change, their
water needs fluctuate or diminish, he pointed
out. “Plantbeds are a dynamicsituation,” he
related. “Three years from now, they could
need more adjustments because the plants
are changing. Plus, people want to move
plants around. You don’t see people chang-
ing their turf areas, but people might plant
different varieties in theirbedsevery year, so
you get a different situation.”

These varying water needs demand spe-
cial zoning that separates plant species and
creates different zones for full-circle and part-
circlesprayheads, suggested John Ossa, busi-

(continued on page 98)
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(continued fromt page 96)

ness development, Jensen Landscape Ser-
vices, Cupertino, Calif. “Hydrozones, de-
fined as a plant grouping that has differing
waterrequirements, areirrigated separately,”
he explained, adding that environmental
conditions, such as sun exposure, also deter-
mine these parameters. “Ideally, you would
like to separate the different conditions so
that you can distribute the appropriate
amount of water.”

Some contractors turn to drip irrigation
tomanage high-maintenance situations, Ossa
said. This sub-surface option is ideal in
drought-ridden area as it does not produce
overspray, conserves water and ensures
proper dispersion. However, the method
comes with constraints; it doesn’t offer turf
coverage and can be difficult to monitor.

Besides beds, contractors tackle land
grade issues, which also can affect zoning.
Dramatic slopes cause water run-off, which
could leave a hill with a dried-out top and an
over-saturated bottom, Fay said. “If you have

an aggressive slope and are getting run-off,
you wantto run the spray times much shorter
but water more frequently,” he suggested.
“If you run the system too long, water will
just run off the slope.” Ideally, arrange el-
evated areas that require more frequent wa-
tering on different zones than their less-de-
manding low points.

Pairing zones entails calculation, Pate
said, noting that volume and pressure are
water’s two major variables. “If you have 10
feet of elevation change, you could have as
much as 5 pounds of pressure difference, so
thatcould make a difference inyoursystem'’s

"

performance,” he explained. “You need to
consider in your calculations that the higher
elevation has a lower pressure because you
lose pressure as you water the hill.”

While adjusting the system to accommo-
date land characteristics, contractors also
should take into account the height of the
spray stream, Pate added. “Sometimes you
need the water to throw under things and

sometimes you need it to throw over,” he
said, listing barriers like shrubs and trees.
Sprayhead streams that hit certain tree spe-
cies can damage the bark and disturb the
tree. “If the trunk of a tree is wide, we'll plan
the system to throw water past it,” he said.

WATCH FOR UNDERPASS. Contractors
can consult a site map or scan a property for
stand-out signs, but some quandaries lie
beneath the surface. For example, clients
might choose appearance over convenience
and prefer hidden valve boxes, Ruggles said.

“We've gone through hard times getting
boxes in little areas where if you could set
them in the yard, it would be more simple,”
he commented. “If you have to stick it in a
corner and run over 10 pipes to get to it, it
will be 10 times as hard.”

While looping through webs of electrical
lines, tip-toeing around delicate plants and
working around cumbersome tool sheds and

(continued on page 100)

FINANCING AVAILABLE

ARE YOU READY TO MEET THE PRODUCTIVITY DEMANDS OF THE NEW Mll.l.!lllllllﬂ’

Cut labor costs. Save time and money. Increase
your compeitive edge using one compact,
multi-functional machine. Attachments

) TRENCHER
3 TREE PLANTER
POST HOLES }%
i TILLER
FORKS w
RIPPER

let us show you how

-\( \ ANGLE BLADE

The world’s first & best mini loader siam 1981
Fax (918) 252- 7940 » Web site: http://www.kanga-loader.com

available for every job.

Phone for FREE VIDEO & INFORMATION
Phone 1-866-US-KANGA

—

98 AUGUSY 2001

USE READER SERVICE #54

LAwN & LANDSCAPE



http://www.kanga-loader.com

l

s

NOBODY DOES IT LIKE
MANPOWER INTERNATIONAL

SEASONAL WORKERS,
H-2B VISA PROGRAM

* We waive our fees for the first year.

» Employers pay INS & advertisement cost only.

» We can provide housing and transportation (optional).

* Help workers apply for their social security cards & driver licenses (optional).

*» Workers will stay to the end of the contract, and work for your company only.

* Qur workers are dependable, trustworthy, have high work ethics and are
eager to work.
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MANPOWER INTERNATIONAL

7109 Staples Mill Rd. * Richmend, VA 23228

PHONE (804) 908-7308
FAX (804) 934-9451

USE READER SERVICE #84



Irrigating Tricky Areas

(continued from page 98)

swing sets, contractors must evaluate the
soil. Rocky terrain or clay soil can inhibit the
installation process, Ruggles said. “Install-
ing sprinkler heads can be a feat,” he said.
“We have conditions where we are trying to
put in a 12-inch head and you can’t dig 4 to
5 inches. When you are expected to put a
head in every 10 to 15 minutes, it can defi-
nitely slow you down.”

Ruggles also compensates for hisregion’s
contrasting soil types, as properties in one
area of Indianapolis primarily are composed
of clay, while the downtown area generally
requires ripping up roads to install a system.
“Wego from digging through rock and pave-
ment to clay,” he said. “What ends up hap-
pening is we resort back to trenching, which
takes us twice as long. When you have to
trench and backfill as opposed to pulling
pipe, it costs more and takes time.” Also,
when Ruggles digs rugged terrain, he is left
with rocks to backfill the area.

Then, there are outside considerations

that affect installation — uncontrollable con-
struction implications. These incidences are
Ruggles’ pet peeve, or his “biggest beef.”
Since irrigation is the final touch on a con-
struction project, following the pavement,
thelighting and the landscape, he often waits
on others to begin installation or to deal with
last-minute changes that can alter the scope
of the project.

“You are competing with all these other
people,” he described. “The general con-
tractor gets down to the last week and they
want you to hurry up and get everything in
to finish the project.”

To avoid a rush job or conflicting sched-
ules with subcontractors, Ruggles suggested
obtaining a master schedule from the gen-
eral contractor and reviewing the timeframe
of the project when assessing a job. “Figure
out when everyone else is going to be out of
the way and when the landscape contractor
is coming in,” he advised. “That way, if you

(continued on page 102)

A n lrrigation system functions as
a whole based on the quality of
its parts. Skimping on hardware will
compromise {ts potential, noted John
Ossa, business development, Jensen
Landscape Services, Cupertino, Calif.
“Whether you're repairing a system
or going back in to upgrade a system,
it's not good enough to use the
hardware you have in your truck,” he
said. “If you do that, you may under-
mine the integrity of the system. You
should match the type of hardware that

is already on site.”

landica pers
Supp

Where the Pros Shop!

y&ncﬂso Corp. Suait Bus

THINKING OF YOUR FUTURE?

\ Landscapers Supply

INESS LENOwG Cons

Contacl: Robert Mytelka

| 800 222-4303 kX

www. landscapersupply.com

e VYow \Wvailable!

Financin
Loan commitment from proposal acceptance:
10-15 dayvs

> 1 5.640) ¢
I ToC essing time to close: -G davs
In st rale and qu:l; vment requirements based an credit and collateral
factors o a qualtlied borrower

Franchise Opportunily
is even closer to becoming a dream
come true!
Invest as little as 65 000!
Total package worth $215.,000

If you've got industry knowledge, and you're in
a prime market area, then...

IT°S TIME to THINK of
ALTERNATIVES!

Landscapers Supply can help you create
the perfect turn-key retail lawn and garden
products & services operation.

Take a closer look al this exciting new
business opportunity!
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2ND EDITION

by Harry D. Niemczyk, Ph.D.
and David J. Shetlar, Ph.D.

The newly revised, definitive, practical guide to destructive turf insects
for turfgrass owners, sports field managers, lawn service operators,
golf course superintendents, students, and others involved with
turfgrass management.
Basedon 50 years of collective experience from two of the foremost
authorities in turfgrass entomology.

148 pages written in easy-to-read language with 447 color photos
and 116 line illustrations.

Filled with accurate biological information and aids for diagnosis
and identification of cool and warm season turfgrass pests.

Offers multiple approaches for the control of turfgrass pests.
8Y2- x 11-inch durable plastic cover with heavy wire binding.

, | Over 440 full-color
g- photos inside!

To order, CALL the Lawn & Landscape Media Group
at 800/456-0707 or
VISIT www.lawnandlandscape.com.

Destructive Turf Insects, 2 Ed. is filled with useful This is an excellent book for the turfgrass
andpraclba!mmanmmiduwfbeﬁmdw manager. Ithasvaryclearptcturesfornsect
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Irrigating Tri Areas

(continued from page 96)

putinasystem, you won't have to rip it back
out if they rearrange a plant bed or move
back the sidewalk.”

Also, Ruggles checks up on new con-
struction projects several times before de-
signing a schedule for his crew. He notes the
progress on the site so he doesn’t arrive too
early or too late. “We never send our crew
out blind,” he said. “It’s a lot of planning,
and [ run to the jobs asking clients how they
are doing and when they want us on thejob.”

PRICING POTHOLES. Extra care takes
extra time and creates extra costs. Pricing
difficult irrigation jobs is a Catch 22 for
many contractors. They realize the impor-
tance of compensation for man-hours and
additional parts, however, they also know
that upcharging every challenge can result
in a sky-high estimate.

“We charge extra, but when you look at
these things you kind of think, ‘What is the
minimum we can charge to cover our costs?"”

Ruggles said. “You have to stay competitive.”

He uses a base price that covers the cost
to install a 4- or 5-valve assembly and then
figures the time involved in hand-digging
the system. He tacks on the man-hours for
this labor to the base price.

Pate estimates cost based on the number
of parts he uses, which each have assigned
labor costs. “Smaller, tighter, irregular areas
require more heads,” he said. “It's a by-
product of figuring more pipe and more
heads, and it will generate a higher price.
Each item has a labor cost associated with it
on our spreadsheet, so it automatically gen-
erates a higher bid.”

Most clients want an explanation for a
higher bid, however. Fay discusses his pric-
ing with each client, noting abare-minimum
installation, which would not effectively ir-
rigate some of the tricky areas, he said. He
offers the client upgrades, giving them the
decision to go with a less expensive bill or
install a quality, full-coverage system.

Ossa also uses communication as a ve-
hicle for pricing a project so it will match the
clients’ budgets. For example, if they do not
have the budget to separate the zones to
adequately irrigate the lawn he offers cus-
tomers the option of installing the system on
one valve, warning them of possible effects.
“You inform your client of the benefits and
the efficacy of the trade-off,” he noted.

Education is a key to customer communi-
cation - the more they understand their sys-
tem, the better choices they will make to
irrigate areas without wasting water.

“Nomatter where you are, water resources
are becoming more precious and it is up to
the landscape industry as the most visible
user of water in an urban setting to be the
most conscientious about its use,” Ossa
stressed. “In simple terms, it is putting down
what the plant needs - no more, no less.”

The author is Associate Editor of Lawn & Land-
scape magazine.

“Split Drive” Turf

1401 Logan Street Norfolk, NE 68701
Phone: (402) 371-2294
Toll Free: 1-888-252-7710 Fax: (402) 371

Real maneuvers ,
Classen TA-17D & TA-25D M—e

Turn left

All without

raising the
tines out of
the ground!

CLASSEN

MANUFACTURING, INC.

Aerators * Sod Cutters * Power Rakes * Seeders

-3602

Aerators

or right

AERATE
non-stop . . .

*P[IOM JB3I Y3 IO AJ1|

www.classen-mfg.com
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SNG '
Equipment
Plain City, OH

New Technology in Skid Sprayers
“No Rust"

225 Skid Sprayer

polyethelene base mount system
will eliminate any rust problems

- Optional pump and hose reel

- Mounts to virtually any truck or

van you want

- New molding technology keeps
your spray unit virtually rust free

- Purchase tank only if you wish

Tank uses:
Lawn spraying

Tree spraying
Pressure washing
Water transportation
Etc.

Phone: 614-873-3719
USE READER SERVICE #58
LawN & LANDSCAPE

Call Today for a Free Video



http://www.classen-mfg.com
http://www.gosng.com

VIanagmg B umaniseSourceSHnYOUrGOIIpany.

Are You Ilirlng
The Right People?

Do You Have A Plan
to Keep Your Best Employees?

Do Your Employees Want
to Stay and Grow with Your Company?
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CONFERENCE PROGRAM

B

INESS .
trategies

ONFERENCE

SUNDAY, OCTOBER 7
8:00 a.m.

1:00 — 4:00 p.m.

Golf Outing

Marriott Mountain Shadows Golf Club
Site Tour with Terrain Systems —

A Lawn & Landscape Top 100 Company
Phoenix, Arizona

10:30 — 10:50 a.m.
10:50 — 12:00 noon

4:00 - 6:00 p.m. Registration/Resource Center Open
6:00 — 7:30 p.m. Welcome Reception
MONDAY, OCTOBER 8
7:30 a.m. Registration & Continental Breakfast
8:00-9:15a.m. Putting People First:
Management'’s Role in Making It Work
Keynote Speaker: Scott Brickman, President,
The Brickman Group
9:15—-10:30 a.m. Winning the Recruiting Wars for Top Employees

Speaker: Larry Fish, President, GreenSearch,
Refreshment Break

Employment Regulations Affecting Employers
Speaker: Jean Seawright, President,

Seawright & Associates
12:00 — 1:15 p.m. Power Lunch Discussions
1:30 — 3:00 p.m. Creating Career Paths for Your Employees
Speakers: Laura Bird, Director, Human Resources;
Connie Brown, Training Manager, The Groundskeeper|
3:00 — 3:30 p.m. Refreshment Break
3:30 - 5:00 p.m. Speaker Roundtable Question & Answer Session
Moderator: Bob West, Editor, Lawn & Landscape
5:00 — 6:30 p.m. Networking Reception
TUESDAY, OCTOBER 9
7:30 a.m. Registration & Continental Breakfast
8:00 - 9:15a.m. Developing an Employee Management
Plan for Your Business
Speaker: Jean Seawright, President,
Seawright & Associates
9:15-10:30 a.m. Motivating the Troops:

10:30 - 10:50 a.m.
10:50 — 12:00 noon

Creating Excitement in the Workplace
Speaker: Marty Grunder, President,

The Winner's Circle

Refreshment Break

Communicating Total Rewards to Employees
Speaker: Larry Fish, President, GreenSearch,

What Do Industry
Professionals Value Most
About the Business
Strategies Conference?

“My partner and I attended your Business
Strategies Conference in Chicago last year
and we were at the point where if we didn’t
get anything out of the conference, the
doors were closing, Needless to say we are
still here and stronger because of it.”
Joe Morrison
Breakin’ Ground Landscaping
Middletown, Obio

“Finally, a
conference
that just
focuses on
the
business
manage-
ment
aspects of running a successful
landscape business. It was very
worthwhile.”

Bernard Naylor
Naylor Landscape Management
Kalamazoo, Michigan

“The chance to meet with the speakers
and ask questions one on one. I took
home some great tips from the
conference sessions.”
Pat Newman
Outside Services
Martinsville, Indiana

“The topics offered at the Lawn &
Landscape Business Strategies
Conference were exactly what we needed
to promote new ideas in our company.”
Rebekabh Beighle
Showplace Landscaping
Crittenden, Kentucky




Sunday, October 7

8:00 a.m.

Golf Outing

Marriott Mountain Shadows Golf Club
Sponsored by National Insurance

1:00 — 4:00 p.m.

Site Tour — Terrain Systems

Join fellow contractors from across the country for a site
tour with the management team Phoenix-based Terrain
Systems — a Lawn & Landscape Top 100 company. Tour
actual work sites with the management team of Terrain
Systems and see how things are done in the desert South-
west when it comes to landscape design and installation.
Bring your questions for the Terrain Systems management
team and see how your operation compares. This event is
free for registered conference attendees. Space is limited
and advance registration is required.

4:00 - 6:00 p.m.
Registration/Resource Center Open

6:00 — 7:30 p.m.
Welcome Reception

Reception Sponsored by Lawn & Landscape
magazine

Monday, October 8

7:30 a.m.
Registration & Continental Breakfast

8:00-9:15a.m.

Opening Session

Putting People First: Management’s Role
in Making It Work

When it comes to making a company
perform at peak efficiency, it certainly
helps to have the management team
on the same page as its employees.
Having buy in from management is a
vital step to making people believe in
the system and help develop a team :
attitude. Listen to Scott Brickman, Scott Brickman
president of The Brickman Group, one of the country’s larg-
est and most successful full-service contractors, share his
ideas on how you as a manager are the key influencer when
it comes to employee buy in. Hear about the commitment
The Brickman Group has made in putting people first, the
positive results it has yielded and how the concept can be
successfully implemented in your company.

Speaker: Scott Brickman, President, The Brickman Group

9:15-10:30 a.m.
Winning the Recruiting Wars for
Employees

Where do you find good employees? That

question is asked of every green industry

manager on a continual basis and the an-

swer will be provided in this informative

session. Review proven methods for at- Larry Fish
tracting a greater number of higher quality candidates to fill
your company's job openings. Identify strategies for mak-
ing your recruitment efforts more effective — where to find
the winners, how to get your message to them and what
you need to make your company attractive to prospective
employees. Recruiting a winning team takes time and re-
sources and in this informative session, you will learn how
to make the most of your recruiting efforts.

Speakers: Larry Fish, President, GreenSearch

10:50 — 12:00 noon
Employment Regulations
Affecting Employers

In today'’s litigious society, employers can-
not help but be overwhelmed by the po-
tential for something to go wrong when
handling an employment issue with a 2o S 1
worker. Furthermore, not keeping up with  Jean Seawright
the latest regulations can be costly to your company. In this
important session, hear Jean Seawright, an expert in ser-
vice industry human resources, discuss what employers
need to know about regulations affecting their company and
their employees. Learn how to set up a system in your com-
pany to make sure you are compliant with the latest govern-
ment regulations, how to respond to employees’ questions
regarding regulations and how to safeguard your company.
Speaker: Jean Seawright, President, Seawright & Associates

Morning General Session Sponsored by Shindaiwa

12:00 - 1:15 p.m.
Power Lunch
Discussions

At the 2001 Business

Strategies Conference,

you will sit down to a

delicious meal as well

a discussion of leading

employee management

issues presented in a

case study format that

you can take home with :

you for immediate use. The discussions, led by the award-
winning editorial staff of Lawn & Landscape, will allow you to
interact with fellow contractors, hear how they handle em-
ployee management issues and pick up valuable tips on how
to make your company a better place to work. The proceed-
ings from each Power Lunch Group Discussion will be ap-
pear exclusively in a feature story in Lawn & Landscape maga-
zine and on the green industry’s leading web site —
www.lawnandlandscape.com.
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1:30 - 3:00 p.m.
Creating Career Paths for Your Employees

Once you have recruited and hired a talented employee
the toughest part of managing is still to come — how do you
keep them with your company? Creating career paths for
talented employees is essential if you are to maintain the
best and the brightest crew leaders, foremen, designers
and crewmembers. This informative session will discuss the
procedures for establishing a system that will help you offer
career opportunities that benefit not only your employee
but your company as well. Understand what is important to
your employees and how to make career advancement a
reality for them and a benefit for you.

Speakers: Laura Bird, Director, Human Resources and
Connie Brown, Training Manager, The Groundskeeper

Afternoon General Session Sponsored by Echo

3:00 - 3:30 p.m.
Refreshment Break

3:30 - 5:00 p.m.
Speaker Roundtable
Question & Answer
Session

How often can you pick the
brains of leading green in-
dustry managers and hu-
man resource consultants
about the challenges you
face in managing employ-
ees? Atthe 2001 Business
Strategies Conference,
you will have direct access
to these valuable resources without having to spend a penny
more than your registration fee. Join fellow attendees for a
lively discussion of the most important issues in employee
management. Moderated by Lawn & Landscape Editor Bob
West, this session will provide you with the answers to help
improve your company’s ability to respond to employee man-
agement related issues.

Session Sponsored by Great Dane Power Equipment

7:30 a.m.
Registration & Continental Breakfast

8:00 -9:15a.m.
Developing an Employee Management
Plan for Your Business

Regardless of the size of your company, having a plan to
manage the numerous aspects of human resources is es-
sential. Without a plan, you have no basis to form policy or
keep employees in the loop. From developing an employee
handbook to understanding how to keep proper records,
staying on top of these basic yet often overlooked tasks is
essential if you are to properly grow and maintain your busi-
ness. Take home valuable tips that will help you develop the

framework needed to establish a employee management
program from scratch or enhance an existing system. Learn
how to create a system that will make employee manage-
ment easier, more productive and that will serve as an as-
set for your company.

Speaker: Jean Seawright, President, Seawright & Associates

9:15-10:30 a.m.
Motivating the Troops: Creating
Excitement in the Workplace

How do you get people to listen? Are
you as tired of talking to your employ-
ees as they are of listening to you? Once
your attend this fast-paced session you
will learn how to make your office a more
exciting and productive place. Motivat-  Marty Grunder
ing employees is one of the hardest tasks a manager has
to accomplish, and if you are not a Knute Rockne-type
speaker you may feel frustrated. This session will show you
how to motivate your employees to not only become more
productive in their jobs but how to get them to believe in
your systems and philosophies. A can-
not miss session for managers looking
to inspire themselves and their employ-
ees.

Speaker: Marty Grunder, President,
The Winner's Circle

10:30 - 10:50 a.m.
Refreshment Break

10:50 - 12:00 noon
Communicating Total Rewards to
Employees

Compensation is more than a paycheck. It is medical
benefits, life insurance, workers’ compensation, retire-
ment plans, vacation and personal time, vehicle allow-
ances, career opportunities, etc. The problem most
managers have is communicating these items to employ-
ees and helping them see the big picture when it comes
to their true level of compensation. In this informative
session, learn the methodology behind total rewards and
how to communicate it to your employees. Learn how to
demonstrate the true value of what you are offering and
how to use it as an effective recruitment and retention tool.
Speaker: Larry Fish, President, GreenSearch

Morning General Session Sponsored by Syngenta

EWING

CORPORATION

GREATQDANE

CENTURY RAIN AID

HECHDO

2001 Business Strategie




CONFERENCE REGISTRATION

Conference Registration $245 per person
(Includes all educational sessions, conference materials, receptions, lunch, breakfasts and refreshment breaks)

Group Conference Registration $195 per person (Two or more from same company)

SPECIAL EVENTS
Golf Outing $80
Sunday, October 7 (Includes greens fees, cart, lunch, prizes and transportation)

Site Tour Free
Advance registration is required; there are limited number of seats for this event and they are assigned on a first-come basis.
The site tour is only open to registered attendees of the Business Strategies Conference.

CANCELLATION/SUBSTITUTION/REFUND POLICY

All cancellations must be made in writing. A full refund will be accepted if received before September 21, 2001. No refunds
will be issued after September 21, 2001. Advance payment is required for the golf outing. No cancellations for golf outing
after September 28, 2001. No on-site refunds. Attendees can notify the Business Strategies Conference at any time that
another individual will attend the conference in their place.

CONFIRMATIONS

All registrations postmarked by September 21, 2001 will be acknowledged by mail. Registrations received after that date
should be picked up at the Business Strategies Registration Desk at the Marriott Mountain Shadows Resort starting Sunday,
October 7, 2001 at 4:00 p.m.

HOTEL INFORMATION
A block of rooms has been reserved for Lawn & Landscape Business Strategies attendees at the Marriott Mountain Shadows
Resort. Located at the foot of Camelback Mountain in the heart of Scottsdale, the award-winning Marriott Mountain Shadows
Resort is the ideal location for your trip to Arizona. Attendees should make their reservations directly with the hotel on or

before Friday, September 14, 2001 to receive the special conference room rate of $135 per night (single/double). Please ask
for the Lawn & Landscape Business Strategies rate. For reservations, call the Marriott Mountain Shadows Resort at 480/948-
7111 or 800/228-9290.

DISCOUNT TRAVEL INFORMATION GOLF OUTING
The Lawn & Landscape Business Strategies sunday OGtObOI' 7 2001
Conference has arranged for special discount 8'w a.m. .
airfares to the conference. To take advantage of the
discount rates, please contact AAA Business Travel Spend a morning testing your golf skills at S
at 800/999-0038 between the hours of 8:00 AM the 2001 Business Strategies Golf .uln’
and 5:00 PM Eastern. at the Marriott Mountain Shadows Gon
Club. Located right on the resort
the Marriott Mountain Shadows Golf Club is ranked one of the
s Sponsor Partners Top 10 Executive Courses in the country. The course offers a

unique challenge to both the experienced or weekend golfer

= g
—NIP| sSyngenta | it meoms nw g oo o
practice balls, lunch and prizes. Club rental is available at the

TeePro%  LandProV WEI T A G Gt course. Advance real;h'lllon and mkmﬂ'ﬂd
chindaiwa nourance (Please Note: The Marriott Mountain Shadows Golf Club is

an executive style course primarily made up of par 3 and 4

holes (3,081 yards).
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FORM ONFERENCE

October 7-9, 2001 » Marriott Mountain Shadows Resort * Scottsdale, Arizona

PHONE: Call 800/456-0707 and ask to register for the 2001 Lawn & Landscape Business Strategies
Conference (weekdays 9 a.m. — 5:00 p.m. EST)

MAIL: Conference Registration, 2001 Lawn & Landscape Business Strategies Conference, 4012
Bridge Ave., Cleveland, OH 44113

FAX: Complete form and fax, with credit card information, to 216/961-0364 (24 hours)

ON THE WEB: Register on-line at www.lawnandlandscape.com

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

First Name Last Name

Name As It Will Appear On Badge

Title
Company

Address
City Zip Code

Phone E-mail Address

PAYMENT INFORMATION
Checks: Make payable to GIE Media (drawn on a U.S. Bank, in U.S. dollars)
__lauthorize GIE Media to charge 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. There will be a $25 fee for returned
checks.

REGISTRATION INFORMATION

Conference Registration

Full Conference Registration
Group Conference Registration (two or more from same company)

Special Events
Golf Outing (Sunday, October 7)
Site Tour (Sunday, October 7)

TOTAL
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Prodigy eHog:;l ¢t Oly-Ola BRIC-EDG Paver Restraint
pa * Restraints are designed to ey (S

Loader restrain and support landscaping

bricks and pavers

* Streamlined version without

the back lip is ideal for installers

who prefer to butt the edging up

to the paver with the support leg

outside of the brickwork

* Streamline option is available

in standard and shallow sizes

¢ Original paver restraint is

constructed of rigid, black vinyl

* Original option is available in two sizes: standard 2 inches by 13 inches and shallow 1%

inches by 2% inches

* Paver restraints allow contractors can create clean, straight or curved lines that hold

bricks and pavers in place

* Restraints will not rust, corrode or lose their shape

* The 13-hp compact loader can trench,
auger, till and move materials

¢ Attachments include mulch buckets,
trenchers, auger power heads, 6- to 24-inch
augers, tillers, rippers and tow hitches

* Can be transported on a specially-
designed trailer

* Compact loader can haul up to 220
pounds of material

e Features a quick-fit attachment plate

¢ Hydraulic gear pump delivers 5.2 gpm
of power and has a hydraulic capacity of
15 gallons

* Machine’s self-leveling bucket capacity is
2.6 cubic feet

: 5 Circle 201 on reader service card
* Machine has an overall length of 72
inches with a height of 45 inches and
width of 30 inches ground ivy, oxalis, nutsedge, goosegrass, * Controller features a large LCD display
Circle 200 on reader service card crabgrass and other grassy weeds for easy programming
¢ Also labeled for use on Bermudagrass, » Controller offers three programs with

-
Rlverdale zoysiagrass, tall fescue turf type, ryegrass multiple start times, and independent
and established bluegrass programming handles various water
Wm conml Circle 202 on reader service card requirements

* Choose among the following indepen-

* Millenium Ultra Plus contains proven - i ;
SIS LR : l{unter PROC dent day scheduling options: days of the
herbicides for effective broadleaf and : :

week, odd /even, or 31-day interval

grassy weed control controuer : . :
S =l : - o » Operators can easily change run times of
¢ Uses a combination of herbicides MSMA, P y 8

all zones from 10 to 150 percent

2,4-D and Dicamba with new broadleaf * Versatile, modular design allows * The controller's non-volatile memory
herbicide clopyralid : ’

simplified inventory management

: ! 3 ) holds programs indefinitely, serving as
* Controls weeds like clover, spurge, *» Customize unit’s number of stations

. e
L more than jast pretly pic Lares!

\ Let HORTICOPIA Prefeseiscal meet your business needs.

Create winning landscape proposals, print eye-catching signage and enhance staff productivity. With over 8600 plants
complete with data and 21000 pictures. Use our super-fast graphical search to find the perfect plant for your customer.

Add your own plants, pictures and data to expand Horticopia's plant palette. Print or e-mail pictures, fact sheets, plant

lists and fully customized printouts. 1-800-560-6186
www. horticopia.com

HORTICOPIA Profession

Still the very best horticultural reference software for Windows® systems.

USE READER SERVICE #59
LAWN & LANDSCAPE aucust 2001 109
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(contnued on page 112)

insurance against unreliable power

* Microcircuits are protected from
electrical spikes and lack of fuses offers
surge protection and self-diagnostic short-
circuit protection

Circle 203 on reader service card

Tanaka Low
Emission
Backpack Blower

¢ Model TBL-4610 backpack blower
features a 43c¢, 2.5-hp engine and meets
CARB Tier Il standards

« Offers an air velocity of 200 mph and an
air volume of 500 ¢fm, measured at the end
of the blower tube

¢ Includes swivel/ flexible blower tubes, a
multi-point, anti-vibration frame and
comfortable front handle for added control

¢ Blower has a pivoting engine control arm

PYOOLUICLS

and a 68-ounce fuel tank

Circle 204 on reader service card

Ruud Lighting

Guide

* The 24-page

helpful strategies for achieving memorable
nightscapes on properties

* Lamp charts include lumen, beam
spread and Nadir candlepower data

« The guide is free and available in both
priced and non-priced versions

Cirdle 205 on reader service card

landscape lighting
design and
installation guide
ofters suggestions
on wl'll'tllng low
voltage and line-
voltage landscape
luminaries and
components

* Includes more

ESIGN AND
NSTALLATION

Brillion
Overseeder

« Machine is a three-point hitch mounted

( ik

with PTO-drive knife cutters

» Knives on the front cutter create a groove
into which the seed is directly placed, and
then the fully-aligned rear wheel closes the

cutter for ideal seed pldu'mk‘nt and seed-

than 130 color

photographs, illustrations and charts .
» Explains lighting techniques, installation
basics and luminaire details

* A special planning section discusses

to-soil contact

-inch high-carbon, heat-treated knives
are set on two /-inch spacings and
contractors can adjust them to cut grooves

at dl’Pth.\ up to 1% inches

¢ L ow maintenance
e Create various shapes, sizes and colors
e Self-propelled, electric or gas powered
e Residential, commercial and golf course uses
e Add to your services and bottom line

- material costs $.40 per foot
e Durable curbing is freeze thaw tolerant

Creatjve

1-800-292-34%%

Concrete Curb & Landscape Border Equipment
Fax 949.587-0680 * 049.587-8488 * 5 Chrysier= [rvine CA 92618

USE READER SERVICE #60
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NEW OLSON WaterWell™

Pre-Plumbed Irrigation Boxes

1" Automatic Valves Factory Built and

Pre-luehlell ina Ilea-ll Vialve Box

Take the Headaches Out of Automatic Irrigation Valve Installation.
Dison manufactures a complete line of irrigation equipment
For more information, please write or call

10910 Wheatlands Ave. * Santee, CA 82071

(619) 562-3100 * www.olsonirrigation.com

OLSON
IRRIGATION
SYSTEMS

USE READER SERVICE #61
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Tuflex says STOW |

itk otyle

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

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

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

THESE BOXES CAN EASILY ACCOMMODATE PUMPING SYSTEMS AS WELL AS

HOSE REELS PROVIDING SECURITY AS WELL AS CURB APPEAL AND CAN
ACCOMMODATE UP TO 30 BAGS OF DRY GOODS.

USE READER SERVICE #28




www.lawnandlandscape.com

THE POWER OF PERSONALIZATION

Using the power of database technology, My Lawn & Landscape allows lawn and landscape pro-
fessionals to personalize their Lawn & Landscape Online experience. Customize stocks, local
weather, news, your daily schedule, business cards and more. Even bookmark your favorite ar-

ticles that have appeared in Lawn & Landscape magazine.

Signing up for a My Lawn & Landscape account is easy and free of charge.
Simply go to www.lawnandlandscape.com. In the top right-hand corner,
you'll see the My Lawn & Landscape login area. Simply click on the icon,
register for an account and you're ready to customize your page. It's that

easy.

LANDSCAPE ONLINE:

§ NEWS
! YOU CAN USE...

The Lawn & Landscape Media Group prides itself on providing

the most comprehensive news coverage of the lawn and land-

scape industry. In fact, we're the only communications provider
that has a fully dedicated

lawnandlandscape.com Internet editor that covers late-

>

breaking industry news as it
happens. In addition, Lawn & Landscape Online provides “bo-
nus" coverage of a wide range of business and technical topics
of interest to professional contractors. Just look for the “For More
Information” boxes or the “Web Buttons” throughout Lawn &
Landscape magazine featuring the site addresses of manufactur-
ers, distributors and others affiliated with the industry. This full-
market news coverage is only available from
www.lawnandlandscape.com.

www.lawnandlandscape.com

www.shindaiwa.com

C’ SCHAEFF

The Profit Line.

www.schaeffusa.com

Pt Pt e |
e

vww. 1stproducts.com

SN
CORPORATION
www.finncorp.com

()fe=x

www.Iripled-enterprises.com

www:streetprint.com

WEI RGERGreen
weunance

www.weisburger.com

Swiss
Precision
Enterprises
WWw.Swissprecision.net
5
Enpress Blower
www.expressblower.com

2
VALEWT
2
:

J

€ -

www.silc-h2b.com

WWW.ISuzucv.com

Www.weed-man.com

www.magicgardenproducts.com

TopPro Specialties

www topprospeciatties.com
Oyl

www.olyola.com

COMMERCIAL

WWW.MarLyama.com

www.liibubba.com

STEINER
(TEXTRON __ |

Steiner Division of Textron Inc

www.steinerturf.com
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Wwww.grunderswinnerscircle.com www.husgvarna.com WWW.jrcoinc.com www.earthandturf.com
o i el ESCO
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www.unitedtruckparts.com www.textron.com www.rhomar-industries.com www.ferrisindustries.com
et () STIHL
TurfGold Software ¥—_.///
www.turftree.com www.carswelldist com www.turfbuddy.com www.stihl.com
CORC Cary CE KILLER B Visual Impact Imaging
An Employee-Ouned Company SPRA YERS“.
www.weedalert.com WWW.Ccna.com www.koisbrothers.com www.visualimpactimaging.com
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KOMATSU T ET7 ML oRTICOPIA
www_komatsuutility.com www.earthandturf.com www.rollrite.com www.horticopia.com
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www.landscapersupply.com
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www.readingbody.com
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www.cascadelighting.com

WWw.pickscs.com

www.cubcommercial.com

(TGanrr= THOMAS GROUP,LLC
www.hadcolighting.com
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TRAILERS

www.wellscargo.com
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www.aventischipco.com
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EYOOUCLS

¢ The 4-foot model uses a Category I hitch
that offsets the overseeder to the right for
close-in work

¢ The 6-foot model is centered behind the
tractor using either a Category I or
Category II hitch

* A 7-bushel hopper comes with the 4-foot
model and an 11-bushel hopper comes
with the 6-foot model

» Overseeder includes the Brillion seed
metering system

¢ Turfmaker II Micro-Meter feed cups
allow feed rolls to meter tall fescue seeds
at rates from 24 to 462 pounds per acre,
and up to 924 pounds per acre with
standard speed-up kit

* Seed agitator over feed cups prevents
seeds from bridging

* Bluegrass rates are 24 to 389 pounds per
acre, and up to 778 pounds per acre with and fitting
the speed-up kit

Circle 206 on reader service card

Caterpillar Augers

¢ Used for drilling holes for footings, fencing, signs,
trees and shrubs

¢ Chain drive system on the Cat A13 auger features a [}
variable speed, bi-directional, gerotor-style hydraulic [+
motor coupled to a sprocket/ chain reduction system 2
for moderate to heavy-duty applications

* Double-reduction planetary system on Cat A26
auger features a variable speed, bi-directional,
gerotor-syle hydraulic motor mounted to a planetary
gear box designed for extreme-duty and high-
performance drilling requirements

¢ All models feature a mounting bracket that incorporates a full-width torque tube,
an articulated joint, D-ring hose guide, cradle and stand feet

¢ Coupler interface is designed to match most skid-steer loader mechanical quick
coupler systems

* Hydraulic hose routing, hose length and quick disconnects ensure proper routing

* Auger bits and teeth are available for all three augers, customizing the machine for
specific drilling requirements
Circle 207 on reader service card

Scarify * Rip Vegetation ¢ Push/Pull Soil * Finish Grade * Prepare Seedbeds
Call for Free Video (877)7887253

3 TOO/S /n ONEI ‘burdd.a/lmhmw

(71 Scarifier
(1 Box Scraper
("1 Finish Rake

No matter what industry
you are in—if vou
have ground to
prepare—ou
need the
[l\'.“l M !

NOW, One Tool Does It All!
No More Changing Out Tools

No More Costly Maintenance

Significantly Red Hand Labor

www.tr3rake.com

(219)67425296 « (219)6

HydroSeed nnov; ab Inc. 1088(¢
7405902 (fax)  (877)7880725 ;4»‘: * hitp

USE READER SERVICE #62
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www.lawnandlandscape.com

The Power of the
Truly Nolen brand
in a protected
territory

T

——

TRULY _
NOLEN | Work with the

PEST CONTROL Top Team!

The ears is truly the best!

Chat confidentially with
Truly @ truly.com or
800-458-3664

Territories soon available in 96% of North America

USE READER SERVICE #63
LAwN & LANDSCAPE
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(continued from page 110)

Horticopia Harmonv Pmucts ¢ The fertilizer derives its nutrients from

composted poultry manure, feather meal,

E i L)
Reference CD BIODlverSIty cottonseed meal, blood meal and

molasses to help build a diverse microbial

* In its seventh volume, the CD provides ® The 8-2-4 all natural, organic fertilizer
21,000 high-quality, full-color photographs combines organic sources into a homog-
and data for 8,700 ornamental plants enous granular

¢ The Garden Workbench® allows users to
select plants by common and botanical

name or by one of more than 200 at- m‘suer Hvdm
tributes, such as hardiness, height, bloom H
time or growth rate wa]k-m

* New features include an integrated

¢ Designed to mount onto nearly any after-
market sulky

* H-bar steering makes mower easy to learn
and operate

* Can combine with a tow-behind sulky for maximum productivity

* A sulky can turn the mower into a front-mount, commercial-duty riding mower
¢ Available in 37-, 48- or 54-inch mowing widths

e Available with 15- or 17-hp Kawasaki engines

* Options include a side-mount catcher, mulch kits and Gator™ blades

Circle 209 on reader service card

woody and herbaceous library, a favorites
menu, botanical name synonyms and easy-
to-use toolbars

¢ Reference CD allows users to preview
and print plant lists, information sheets,
picture sheets or design a custom print
document for landscape proposals or

’ garden center signage

¢ Electronic documents in Adobe Acrobat
format can be created for e-mail

Circle 208 on reader service card I

I RaIN I BIRD, INY

SALE CHEMICALS COMPANY, INC.
OVER 30 YEARS OF RELIABILITY
TRY THE NEW

5004-PC

4" Pop-Up
Complete Turf Rotor
Top-Adjusting with
NEW Nozzle Tree

WE'VE GOT
THEM 0“\’$ 8 20

Buy The Box - Plenty in Stock

ES BEST BUY on a Turf Rotor
We Pay Order By 1 p.m.

@ For U.P.S. SHIPS SAME DAY '@

800-600-TURF

CALL US AND SAVE! 7:00 am - 5 pm (8873)
*WHILE SUPPLIES LAST Pacific Time

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

1-800 888-5502
PO BOX 18358

3701 NEW GETWELL ROAD MI
MEMPHIS, TN 38118 .

USE READER SERVICE #64 USE READER SERVICE #65
LAWN & LANDSCAPE AuGusT 2001 115




PYOC

population in the soil

» Formulated to provide fine turf with
natural plant nutrition

» Fertilizer helps soils build a wide variety
of soil organisms and increase the
microbial counts

* Provides nutrients slowly and evenly

¢ A low salt index makes the formulation
safe to apply to any plant material

* The C:N ratio is 5:1, providing more than
70 percent organic matter

* Granulation comes in two homogenous
sizes: greens grade (100 SGN) and mid
grade (150 SGN)

Circle 210 on reader service card

Gandy Core
Aerator/Slicer

* The 4-foot aerator can be ordered with
¥%-inch coring spoons or slicing knives

* Unit's 10 wheels with six spoons each
are paired on five segmented sections, each

s

Hi-Way Equipment Spreader

* MP pickup-mounted deicing spreader
includes a new spinner assembly, Screen-
N-Store™ and a new control panel

* Spinner assembly can be easily removed
for service

» Screen-N-Store serves as a heavy-duty
material screen that converts into a stand
to store the MP during the off-season

* The new control panel starts and stops
the engine and /or conveyor from the cab
* Control panel can be upgraded to

include an optional tach/hour-meter that displays engine RPM and accumulated

hours of usage

« MP is available in three packages: the Basic Pak, equipped with a 10-hp Tecumseh
engine; the Classic Pak, equipped with a 10.5-hp Briggs & Stratton engine; and the

Pro Pack, equipped with an 11-hp Honda engine
* Available in lengths from 6 to 10 feet

* Can be hydraulically driven

Gircle 211 on reader service card

(continued on page 118)

TURBO

HOW TO GROW SOD QUALITY
LAWNS AND GREAT PROF ITS!

S TORF

THE HYDROSEEDING EXPERTS

Turbo Turfs3wgallon hydro seeding system will seed 4000 sq. ft. perload 300 gallon systems
are priced from $ 3995.00 ready to run, or lease at § 99.00 a month with $ 198.00 down.

TURBO TURF H

-.iﬁ":'t'imdM' El

Tt

50 Gal, 650 sq/fViocad
3 1300 s d

. al, 2000 sq/t

300 Gal, 4000 sg/ftload

750 Gal

$
$
s
$

12
19
27
39

995.00 1500 Gal

500 Gal, 6600 sqMicad

Acrefload

! refload
1/2 Acrafload

For a free video and lt}/dro seedis
4210 @ ’
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The premiere educational event
for the landscape professional

held in conjunction with Green Industry Expo
November 9-13, 2001 ® Tampa, Florida

Who Should Attend:

e Exterior and Interior Landscape
Professionals

* Managers
* Foremen
e Interior Technicians

® Your entire staff — there’s something
for everyone!

Featured Educational Join your peers at this dynamic, information-packed confer-
Tracks: ence and trade show. This unique conference will equip you
with the tips, techniques, and “how to’s” you'll need to grow
. Business/Financial Management your landscape business and increase your success in this

. Sales & Customer Service fast-paced industry.

During this fast-paced conference, you and your colleagues

. Human Resources . v > \ &
will be immersed in the latest information in the landscape

learning sessions and chances to network with people you
can learn from. Six outstanding educational tracks are avail-
. Interior Landscape Specific able, each developed with special end results in mind.

. Exterior Landscape Specific

1
2
3
4. Leadership Development industry. There will be plenty of Q & A opportunities, applied
5
6

Photos: Tampa Bay (VB and Jeff Greenberg

eNIURTAG T R ST T oY " gy EBED |

' __.»‘_.:.b_‘ E -.;. ! _,
i == ASU Sl &

Special Addition for 2001:

BUSINESS BASICS — Solid education geared toward emerging
landscape companies to help provide basic business knowledge
in areas such as bidding/pricing, creating systems, human

resources, financial/accounting, and marketing.
USE READER SERVICE #85
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‘GREEN INDUSTRY
FWORKHORSE.

——
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- ' WELLS CARGO  2:3% »3isf &
- TRAILERS » 4 '
pre - ¢ W)

) D

SRt

Every Wells Cargo landscape
trailer is built with rugged durability
and hassle-free performance as standard
features. No shortcuts. No cutting corners. Just the @
best built trailer you can own and customized the way

you want it. Thousands of units on the road are our
proof. Our comprehensive 3-Year Warranty Program is
your protection. Call (800) 348-7553 for a FREE information
packet and nearest authorized Wells Cargo dealer.

2 WIEKAS CAKGD

www.wellscargo.com

USE READER SERVICE #67
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w%\@“ Rhino Lining
Digital Speedometer  Sprayed on the
F oround Spena. " Frame to Prevent Rustng

Sprays 100,000 st

USE READER SERVICE #68
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iTLNYNS

Spread AND Spray
AT THE SAME TIMEY

800.346.2001

USE READER SERVICE #69
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(continued from page 116)
having its own grease fitting to maintain
free-wheeling action

) i

¢ Coring or knifing action is enclosed by an
11-guage and %-inch steel shroud on a

welded frame of 2%-inch square tubing

* Weighs approximately 300 pounds

* Models are offered in three-point hitch or
towing packages, the tow model featuring
two manual lift arms for easy transport

* This model joins the 34-, 72- and 96-inch
core/slice aerators

Circle 212 on reader service card

InterGis
Software

* Visual Control Room software allows
contractors to increase productivity, control
costs and enhance customer service by
providing scheduling, dispatching and
routing technology
* Software program is real-time and
graphically-driven
* Can reduce manual dispatch and
scheduling time by 75 percent or more
while reducing miles driven and time on
the road
* Provides arrival time projections
* Can be configured as either a single-user
system for small businesses or in a client/
server mode for larger businesses that need
multi-user access
* Contractors can access the system over
the Internet
¢ Uses Microsoft Windows® 95/NT
technology with a graphical-user interface,
so it is easy for novice computer operators
¢ Scheduling, dispatching and communica-
tions functions can be accessed from the
main screen
Circle 213 on reader service card

(continued from page 121)
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FAX FORM 216/961-0594

| would like to receive (continue to receive) L&L free of charge
(Free to qualified contractors. U.S. only) Yes No

Signature

Date

E-mail Address

Do you wish to receive industry related information by E-mail?

D Yes

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

|. CONTRACTOR or SERVICES
(1. Landscape Contractor

(maintenance & installation)
J2. Chemical Lawn Care Company
g mowing mai service)
(3. Lawn Maintenance Contractor
(J4. Ornamental Shrub & Tree Service
(J5. Irrigation Contractor
(J6. Landscape Architect
(J7. Other Contract Services (please describe)

Il. IN-HOUSE LAWN/CARE
MAINTENANCE

(8. In-House Maintenance including:
Educational Facilities, Health Care Facilities,

Government Grounds, Parks & Military Installations,

C Comp Housing D P
Private Estates, Commercial & Industrial Parks

lll. DISTRIBUTOR/MANUFACTURER
Q9. Dealer

J10. Distributor

Q11. Formulator

12, Manufacturer

IV. OTHERS ALLIED TO THE FIELD:

O 13. Extension Agent (Federal, State, County, City,
Regulatory Agency)

O 14. School, College, University

O 15. Trade Association, Library

() Others (please describe)

2. What best describes your title?

(J Owner, Pres., Vice Pres., Corp. Officer
(J Manager, Director, Supt., Foreman

(J Agronomist, Horticulturist
QE Plant Pathologi
J Servi , Technician, Crew
() Scientist, Researcher

(J Company, Library copy only
( Other (please specify)

DNo

3. What services does your business offer?
(please check all that apply)
1. Landscape Installation

Landscape Maintenance
Landscape Renovation
Mowing and related maintenance
Irrigation Installation
Irrigation Maintenance
Turf pesticide application
0 id

uee p PP

9. Turf fertilization
10. Ormamental/tree fertilization
11. Tree Pruning

____12. Snow Removal

___13. Interiorscape

___14. Other

How many full-time (year-round) employees
do you employ?

What year was your business founded?

FOR MORE INFORMATION
on advertised and featured products and services,
circle the appropriate number below.

6 S g AL e e -
21 24 25 26 271 28 29 30
0 421 2
52 55 56 57
67 7 7172 7374
79 81 82 85 8 87 8 89 90
94 95 9 97 98 99 100 101 102 103 104 105
107 108 109 110 111 112 113 114 115 116 117 118 119 120
122 123 124 125 126 127 128 129 130 131 132 133 134 135
137 138 139 140 141 142 143 144 145 146 147 148 149 150
152 153 154 155 156 157 158 159 160 161 162 163 164 165
166 167 168 169 170 171 172 173 174 175 176 177 178 179 180
181 182 183 184 185 186 187 188 189 190 191 192 193 194 195
196 197 198 199 200 201 202 203 204 205 206 207 208 209 210
211 212 213 214 215 216 217 218 219 220 221 222 223 224 225
226 227 228 229 230 231 232 233 234 235 236 237 238 239 240
241 242 243 244 245 246 247 248 249 250 251 252 253 254 255
256 257 258 259 260 261 262 263 264 265 266 267 268 269 270
271 272 273 274 275 276 277 278 279 280 281 282 283 284 285

286 287 288 289 290 291 292 293 294 295 296 297 298 299 300

AUGUST.O1

What were your company’s
gross revenues for 2000?

. Less than $50,000

. $50,000 to $99,999

. $100,000 to $199,999

. $200,000 to $299,999

. $300,000 to $499,999

. $500,000 to $699,999

. $700,000 to $999,999

. $1,000,000 to $1,999,999

. $2,000,000 to $3,999,999
10. $4,000,000 to $6,999,999
11. $7,000,000 or more

Please indicate your
approximate business mix:
1. Residential __ %
2. Commercial __ %

— %Specifytypes________

[ Free subscription to qualified contractors.
U.S. subscriptions only.

[ Canada/Mexico 1 Year $35.00
(3 South America/Europe* 1 Year $98.00
(J Other International* 1 Year $218.00

*Payment must be in U.S. currency and drawn on a U.S. bank

(ACheck Enclosed
QMCNISA QO Amex [ Novus/Discover

Expiration Date
Signature

(prepayment required)

Total 100%

Publisher reserves the right to determine qualification for free subscription. Incomplete forms are automatically invalidated.

Do not staple.




Fold In Half. Affix with tape. Do not staple.

BUSINESS REPLY MAIL

FIRST CLASS MAIL PERMIT NO 1322 CLEVELAND OH
POSTAGE WILL BE PAID BY ADDRESSEE

PO BOX 5817
CLEVELAND OH 44101-9765

NO POSTAGE
NECESSARY
IF MAILED
IN THE
UNITED STATES




(continued from page 118)

John Deere Xtra
Armor Kit

* Armor kit protects tractor and tractor
loaders from hazardous falling debris and
unseen obstacles

o For use on the 4200, 4300, 4400, 4500,
4600 and 4700 compact utility tractors

« Increases durability of machines

o Kevlar™ covers protect hydraulic hoses
from damage and hood and grille guard

protects the top and front of the tractor

from impact and falling debris

* Steel guards around warning lights help
prevent accidental breakage

* Back-up alarm tells the operator and
bystanders when machine is in reverse

* Steel plate protects mid-mount hydraulic
lines from ground obstacles

e A roll pin locks the ROPS in the upright
position for increased operator protection
* Reversible/ replaceable cutting edge
strengthens the bucket bottom

» Front chain tie-downs aid in securing the
tractor to a trailer for transport

Circle 214 on reader service card

itch Witch _

* Subsite 950 R/T system is designed to
locate buried telephone, power, CATV,

PYOOUCLS

gas, sewer and
water lines on

most jobsite l
conditions :
e Receiver weighs B
4.5 pounds and is
ergonomically
designed to be
carried through-
out the day

« Controls are
positioned for
convenient one-
hand operation

* Offers simpli-
fied left/right
arrow configurations

* Locating modes include active, passive
and beacon for greater application
versatility

« Target identification feature helps
operator locate lines in congested areas
Circle 215 on reader service card

Better
Than Ever:

« Exhibits

¢ Education
Courses

¢ Technical
=~ Session

* Business
Séminars .

4

NOVEMBER 4-6, 2001

EVERYTRING'S BIGGER IN TEXAS;
AND BIGGER MEANS BETTER!

The Irrigation Association’s International Irrigation
Show is going to be better than ever in San Antonio

Henry B. Gonzalez Convention Center, San Antonio, Texas

Want information now?
Contact

The Irrigation Association
6540 Arlington Blvd

Falls Church, VA 22042
Phone: (703) 536-7080
emall expo@irrigation.org
Or fax this form to:

(708) 536-7019.

---------ﬁ

NAME:
COMPANY: ______ ~-
ADDRESS: ____
CITY
STATE
COUNTRY: __
PHONE

FAX:

EMAIL:

LAawN & LANDSCAPE
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Tired of
worrying

whether you'll
have enough
workers?

Worker quality
a problem?

id-Atlantic Resources Association

can fumish seasonal workers
through foreign H-2A/H-2B visa programs
as well as by recruitment of U.S. workers.

MARA is a full-service labor compliance
and supply company. Competent workers
are ovailable for a wide range of
orchard, greenhouse, nursery, landscape,
groundskeeper, and other jobs.

If you were short on workers and want
to find out more about how the federal
H-2A and H-2B programs can meet your
labor needs, please call Libby Whitley at
804-277-5800. Fax us at 804-277-9338.

= MARA

MID-ATLANTIC RESOURCES ASSOCIATION

A
SAUL LLIUIC 2

COMPANY NAME WEB ADDRESS PG# RS#
DT B IR ks ittt sosbivesvasssssiba ot i R
R s e Tl s crsermmbsindi iprodbe www.advantrack.com ..
Associated Landscape
Contractors of America
B. & D.A. Weisburger Insurance ..
Ballard Equipment ...
BASF ..

.. www.alca.org
www.weisburger.com ..
www.ez-gate.com .....
... www.spd.basf-corp.com ..

Bayer .. www.bayerprocentral.com ..
Bedshaper ..

BioPlex Organics ..

Borderline Stamp . www.borderlinestamp.com .

Brite Ideas .............
California Landscape Lighting .
Carswell Imports .
Caterpillar ........

Central Parts Warehouse
Chevy Trucks

www briteidea.com ..
www.callite.com ...
www.carswelldist.com .
www.cat.com ............
www.centralparts.com .
www.chevrolet.com ..

Classen ... www.classen-mfg.com .

CNA Insurance WWW.Cna.com ...

Creative Curb ... www.ccurb.com .

C&S Turfcare ... www.csturfequip.com ..

Dawn Industries .. www.dawnindustries.com ..

Deerstopper www.d(‘crs'mpix'r.mm ..... 5
Destructive Turf Insects . ... www.lawnandlandscape.com/store . 101
Dixie Chopper ...... www.d|\1cchoppcr.mm 3

Dow AgroSciences
Easy Lawn .

www.dowagro.com .
www.easylawn.com .

Echo ....... www.echo-usa.com .
Fabriscape . \\'wu.tabnsmpt,mm
Finn Corp.

www.finncorp.com

First Products \\'W\\:lstpn\g;ds.mm 4
| RS www. floristsmutual.com
FOIOY EOIRIDIIIEE i ioociconissiamsisiospimsmmecissiompoisehiossssssiasttBigsssioissmns

Gandy /.gandy.net
GNC Industries .gncindustries.com .
HADCO..... y.hadcolighting.com .

Horticopia
Hunter Indutrie
Hydroseed Innovation:

www.horticopia.com .......
www.hunterindustries.com
www.tr3rake.com .

KD s www.selecticd.com
Irrigation www.irrigation.org ...
John Deere www johndeere.com
Kanga......... www.kanga-loader.com ..

Kincaid Equipment .
Landscapers Supply
Lawn & Landscape Business Strategies
Lawn & Landscape Online ..................

Lawn & Landscape Online Marketplace
Lawn & Landscape Sweepstakes
Lawn Power & Equipment
Lebanon ...
LESCO ..
Line-Ward
LT Rich Products
Magic Garden Products
Man Power
Marsan Turf & Irrigation ..
Maruyama ..........ccooeerrene
Middle GA Freightliner

MARA ...
NEBS .....
Oldham Chemical Co.
Olson Irrigation ...
Oly-Ola Sales
PBI Gordon.......
Pendulum Awards .
Perma Green Supreme ..

www kincaidequipment.com .
.... www.landscapersupply.com ..
... www.lawnbusinessstrategies.com
www.lawnandlandscape.com ............ccco..ceeeruuin
www.lawnandlandscape.com
www.lawnandlandscape.com

yw.lebturf.com ..
www.lesco.com
www.lineward.com .
/. magicgardenproducts.com ..
/W.manpower.com ..
yw.marsanturf.com .
WWW.maruyama-us.com.
rw.middlegafreightliner.com

y.nebs.com .
.www.oldhamchem.com ..
.www.olsonirrigation.com ..
.www.olyola.com ......
.www.weedalert.com
.www.turffacts.com ..
.www.ride-onspreader.com

ProSource One .... . WWW.prosource.com ...

Rexius Express . www.expressblower.com
Riverdale ..... .www.riverdalecc.com.....
Ruud Lighting . . www.ruudlighting.com .

. www.scottslawnservice.com .
.www.pickscs.com
.www.silc-h2b.com
. WWW.ZOSng.com ..
. www.topprospecialties.com ..
.www.toro.com .....
www.toro.com .....
www.toro.com ............
.www.trulynolen.com .

Scotts Lawn Service
Service Communication Software
- | U o
SnG.

Top Pro Specialties
Toro Irrigation ........
Toro Landscape Contractor Equipment
Toro Sitework Systems ..
Truly Nolen .

Turbo Turf .www.turboturf.com.
Turfco ... .www.turfco.com ......
Tuflex ... . www.tuflexmfg.com
Turf Seed ..... .www.turfseed.com ..

.www.uhsonline.com
.www.valent.com ......

.www.camelotsoftware.com
. www.vistapro.com .....
',Suptﬂhn\ e.com
r.walkermowers.com ..
rw.wellscargo.com

United Horticulture Supply
Wi

Vanguard Computers
Vista Lighting .....
Vitamin Institute
Walker Mower ...
Wells Cargo

*Denotes regional advertising. This listing is provided as a courtesy to Lawn & Landscape advertisers.
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_Introducing the _
Lawn & Landscape
Sweepstakes

B vist www.lawnandlandscape.com
and be eligible to WIN free products.

CALL TODAY

to participate in our monthly online

sweepstakes. Your product will be
spotlighted in Lawn & Landscape
magazine and on our industry-leading

web site.

Your product here

=
www.lawnandlandscape.com offers:

M Chances to win new products

B Daily news

W Archived magazine articles

B Message boards

B Sign up for your My Lawn & Landscape account

Questions? Call 800/456-0707

check us out:

www.lawnandlandscape.com
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All classified advertising is $1 per word. For box
numbers, add $1.50 plus six words. Classified dis-

play ads$115.00 per column inch. Standard 2-color H'GH QUAL'TY SYNTHET'C PUTT'NG GREENS

available on classified display ads at $175.00 addi-
tional. All classified ads r}an be received by the EXCLU SlVE DEALERSH'PS AVA'LABLE
publisher before the first of the month preceding
publicationand beaccompanied by check ormoney
order covering full payment. Submit ads to: L&L,

NO Inventory Required Professional Support System

4012 Bridge Ave., Cleveland OH 44113, Fax: 216/ Low Investment Exclusive Territories
961-0364. Attract More Customers Onsite Training Available

Utilize Existing Equipment Utilize Existing Employees

Business Financing
CAPITAL SOLUTIONS
CAPITALREISOLUTIONS 3 > g

No’
Bank says ‘No’?
If access to more working capital is the

key for your company to make more
2 ‘ . Join th m ffers the most (£11] i re
money, we should talk...we are big in the team that offers the most realistic putting green

iy e 3 system in the world.Call now for more information before your competition does.
enough to satisfy your capital require-

ments, yet small‘cn'nu_v,h to provide you PRO TOUR GREENS lNTERNATlONAL
with prompt and personalized service. Ca“ Toll Free 866.896 7888
Visit us at www.4capitalsolutions.com WWW.prOtOUfgreenS.Com

Call Mr. Weil at (800) 499-6179 or
EXTRAINCOME N SELLING YOUR BUSINESS

888-505-7332 for recorded information.
Simple litter cleanup service

Business Opportunltles at commercial properties FREE NO BROKER

1-888-205-1929 ext.1 APPRAISAL FEES
p—— -
0
Mow-N-Go® 205/541-1900 MERGING COM N Professional Business Consultants
Contact ALCA, the national association for land- \3usmes,(\
scape contractors and take advantage of our ”\0 6
Start your own business. Use/ market, new tech- outstanding resources for emerging companies g‘? Z
> . -
nology liquid slow-release fertilizer, micro-nu- biz forms, estimating & pricing guides, training S ‘ 2
o »

trients, adjuvants, drift control, seed treatments, videos, customized marketing materials and 4.

etc. Buy direct from manufacturer. For free cata- more. Contact ALCA at www.alca.org or call
log. 800/832-9635, Fax 320/238-2390, E-mail: 1-800-395-2522
kfranke@clear.lakes.com

Back-Yard Putting Greens

Svnthetic putting greens are the fastest growing

Professional Business Consultants can obtain
purchase offers from qualified buyers without
disclosing their identities. Consultants’ fees
are paid by the buyer.

CALI

708/744-6715

FAX: 630/910-8100

seoment of the 20 Billion a year golf industry

COLOR BLENDS
z ]
Reasons to call us:

g e | GIII.IIIIBIENIIS
it FREE VIDEQ

(Cam \(llnum“u

Excellent Add-On Service

Wholesale Flowerbulbs

Residential & Commercial

L tlize Existing Equipment

Sales Aids Available:
Landscape Guide, Posters
Wholesale Catalog

800-334-9005 WWW.COLORBLENDS. COM
www.allprogreens.com

* Buy Manufacturer Direct

Many Extras

124 AUGUST 2001 www.lawnandlandscape.com LAawN & LANDSCAP! |
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BIDDING FOR PROFIT

Are you earning what you deserve? Learn
profitable techniques quickly & easily from our
22 years as an industry leader.
PROFITS UNLIMITED
Seminars & Consulting
“Your Key to Success”

BIDDING & CONTRACTS ($47.95)
Strategies on: Mowing, Landscaping, Mulching,
Snow Plowing and many more. This manual
shows you how to calculate cost based on your
overhead and then how to apply those costs to
your bidding process. Residential & commercial
examples. Sample contracts, selling techniques

and much more,

CONTRACTS & GOALS ($39.95)
Complete information on Service Agreements and
Sample Contracts. They can be used as they are or
as a framework to design your own. In depth in-
formation on what needs to be included in your
contracts, selling on contract, establishing realistic
goals to grow your company and much more.

MARKETING & SALES ($39.95)

Are you getting your market share? Let us help
you generate the calls & sales that you deserve.
Successful, time tested and proven strategies that
work. Learn the who, what, when, where and why's
of the lawn industry. Sales do not just happen!

LETTERS FOR SUCCESS ($29.95)

Set of 20 forms and letters ready to use as they
are or to be used as a framework to customize
your own. They include: “Introduction Letter,”
Bid Letter, Bid Proposals, Service Agreements,
Hand-Outs and much more, Please send to:

Mail check with your order,

Print name and address to:

#1 Profits Unlimited
3930-B Bardstown Road, Louisville, KY 40218
800/845-0499
Visa, MasterCard,
Discover, American Express
www.profitsareus.com

BUSINESS OPPORTUNITY

The Geneva Companies Inc. specializes in the
sale of private, middle market companies. A
sampling of our current opportunities include:

Full-Service Landscape Contractor
New Jersey
Revenue greater than $1.1 million
EBITDA greater than $0.179 million
Regarding Client 171461 contact
Mike Ryan.

Landscaping Company - Western U.S.
Sales greater than $1.76 million
EBIT greater than $0.163 million
Regarding Client 169215 contact
Rob Wagner.

Materials will be sent to qualified buyers.
(800) 854-4643 ext. 1536

G

e =
THE GENEVA gmrzwlﬁs

HYDRO
SEEDING
SYSTEMS
A FULL LINE OF

SUPPLIES FOR
YOUR HYDROSEEDING NEEDS

Introducing “The Blue Goo” the easiest
to use polyacrylimide tackifier
available on the market.
CALL 800/638-1769 or

For a complete listing of our supplies

visit www.easylawnsupplies.com

=
r
THE GENEVA COMPANIES

AVAILABLE FOR ACQUISITION

Member of NASD and SIPC

Businesses for Sale

MAINTENANCE
Commercial landscape maintenance business
includes tree trimming and installation. Orange
County, Calif, Established 20 years, $5.5 million
annual sales, 2.7M or equity partner. Great op-

portunity for out of state company to expand
into Southern California. 714/401-9128.

Well-established, 20-year landscape company
located in the Boston area. Annual volume $3.1
million+. Company breakdown: 70% construc-
tion, 20% maintenance and 10% snow opera-
tions. Well run and organized operation with a
meticulous fleet. Sale is with or without the real
estate, which has all the necessary provisions
for repairs and parking. The 2001 backlog to
date is $2.9 million.
Contact
Global Business Exchange
Mr. John F. Doye
781/380-4100.

BUSINESS FOR SALE

Established greenhouse business located in dy-
namic western community. Small but profitable.
Room to grow with landscaping business.
Residence included.
$315,000
westernlandoffice.com
Call Mary at Western Land Office
Livingston, Montana
406/222-8700

LANDSCAPE/

LAWN MAINTENANCE
Sunny Central Florida! Year-round business,
never a slow season. Established landscape/
lawn maintenance company with strong name
recognition. Sales in excess of $35K per month,
with excellent growth opportunity. 75% com-
mercial income, Selling accounts with all trucks,
all trailers and all equipment. Owner prepared
to stay on to train if necessary. Office 407 /292-
8712, evening 407/248-1272. Asking price
$350,000. Looking for quick sale.

IRRIGATION BUSINESS
FOR SALE IN CENTRAL FLORIDA
Come step into this successful business making
a great income, has a large clientele, a good repu-
tation with all equipment included. $299,000.
Call Sally LaClaire, The Keyes Company for
details 386/690-6347.

BUSINESS FOR SALE

LANDSCAPE/CONSTR/MAINT. & POOL
DESIGN/CONSTRUCTION

This 20-year, full-service design, construction
and maintenance company with sales $7,000,000
projected for 2002 and a growth rate of 33%,
working in an affluent, fast-growing area of
Texas. The sale will include accounts, designs,
equipment, trucks and trailers. The 14,000 s.f.
of buildings on three plots total 2.7 acres and
may be purchased or leased. Seller and techni-
cal/administrative staff will stay. Some owner
financing available.

Crestview Capital Corporation

M.L. Foster or Richard E. Brown

(713) 830-4645

BUSINESS FOR SALE

Beautiful Colorado! Landscape installation com-
pany: Design and Build. Gross over $300,000.00.
Easily expandable. Established 9 years. Moun-
tain acreage can be included. 1-800-450-6869.

LANDSCAPING

NW FL regional company projected at $4 mil-
lion in sales for 2001, Outstanding reputation
with quality staff and management in place.
Profits for 2001 should be $500K+. Excellent fi-
nancing available with 15% down. Priced firm
at $1.3M. Call Mike Goleno 850-864-2727.
Sunbelt Business Brokers.

BUSINESS FOR SALE

Award-winning North Carolina residential lawn
care business for sale. We are in our 10" year,
established as the premier firm in our commu-
nity, a turnkey operation with over 1,500 clients
and grossed well over $700,000 in 2000. Fully
equipped, staffed, and we work all year. Owner
prepared to train if necessary. Well prepared to
expand into maintenance or landscaping. Call
704-491-0991.

LAwN & LANDSCAPE

www.lawnandlandscape.com
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ORLANDO FLORIDA

Well-established, Lawn Maintenance Business.
Prestigious Bay Hill - Windermere area. Year-
round accounts with high profit and plenty of
opportunity for growth and add-on services.
Gross $115,000/ year. Asking $65,000 with equip-
ment and accounts. Owner willing to train or
help part-time. 407-654-0805 or 407-963-4317,
Keith.

BUSINESS FOR SALE

Well-established garden center - Retail / whole-
sale nursery - Lawn maintenance. Prime loca-
tion on busy highway close to many subdivi-
sions. Over $1,000,000 in sales last year — and
great potential for growth in one of the most his-
torical and fastest growing counties in North-
east Florida. Owner re-locating. Will assist for
90 days. Call Julie at Sunstate Realty 904 /825-
1911. Evenings 904/471-1813

For Sale

(Pl ANDSCAPE DESIONKITS,
i ¢

@‘;& shrubs, plants & more. 1/8° scale.

N
o, Stamp sizes from 1/4% 10 1 347,
A Pt 56| S87 + $6 M  VISA, MasterCard, and
-(’x - ra:!ﬁ £y MO's shippad next day. Check delays
(et S 2NN shipment 3 waoks. CA add 7.50%ax.

,ﬁrm:—e AMERICAN STAMP CO.

Free Brochure 12290 Rising R, LL1, Wilton, CA 95693

Local calls 9166877102 Voics or Fax TOLL FREE 877-687-7102

HYDROSEEDING
EQUIPMENT/SUPPLIES

— T - H-N-O-l-O-C-I-E-$

* EC3000 Tackifier *
* Hydro Seeders

* Straw Blowers * %
New & Used Equipment!!! o7

3380 Ree. 22 W., Unit JA, Bcanchburg, N) 08874
800-245-055190908-707-08000 Fax: 908-707-1445

www.ErosionControlTech.com

HYDROSEEDING/
HYDROMULCHING

EQUIPMENT AND SUPPLIES
Hyoro SeepinGg HELPER

FACTORY LIQUIDATION
! D% oFF

SUPER TOUGH
| HEAVY I-BEAM
BUILDINGS

Perfect for Use
as Equipment
Storage or

Repair Shop

« 20 Year Roof & Wall Warranty
* Plenty of Room for Storage
& a Workshop

Prime Steel

40 X 65 [JLEFY)
40 X 85 (1LEFT)
50 X 110 (2LEFT)
60 X 150 (1LEFT)

Some Othor
Models Avail.

1-800-291-6777 ext.108

HYDROMULCHERS

usedhydromulchers.com

GPS VEHICLE TRACKING

No Monthly Fees
Call 800/779-1905
www.mobiletimeclock.com

Finn B70 Straw Blower, Trailer mount, 35-hp
Kubota 450 hrs. $9,500. Ski Landscape Equip-
ment 317/897-5885.

Stainless Steel Hose Reels, manual and electric.
Titan Products. 800/345-9094 * titanprod.com

HYDRO-MULCHING
MACHINERY
Hydro-Mulching Machinery
For
Sod Quality Results
TurfMaker.com
800-551-2304

THE EASY SWITCH ONLY $85.00
Great tor odding valves. bypassing

broken wires. or adding new landscape
CALL NOW FOR MORE INFORMATION!

1-800-793-0312
Y s

WNW REEDSRRIGATION COM
In-ground Sprinkler System Supplies,

Many brands, Low pricing!
Hunter, Rain Bird and more...Order Online!
Open to public and contractors.

Rain Bird 4” popup Sprayheads at $2.32
www.onlinelandscaping.com

Tackle Tough Jobs with COMPACT POWER! |
PowerHouse Equipment offers compact loaders to fulfill
the needs of landscapers and contractors. The 31.5 hp
RC.30 and the 13 hp Prodigy operate a wide variety of
attachments including augers, trenchers, tillers, levelers
and much more. We also ship attachments direct to you

PowerHouse Equipment is dedicated to helping you do

“More Work” with “Less Labor." WER
i 1-800-476-9673 Efgyz,,f

Or reply to L&L, PO Box 407, 4012 Bridge Ave,,
Cleveland, Ohio 44113

1998-TORO DINGO
Only 241 hours
Full set of implements
Customer trailer
Only $23,000
Call 815-675-6766

3,000-gallon, industrial hydro-mulcher, 500 gal-
lon hydro-mulcher, straw mulcher, tree planters,
irrigation pipe trailer with various fittings and
pipe. Owner retiring.

Call collect 406-377-2474.

1999 Finn 816 Bark Blower with 750 hours
mounted on International chassis with DT 466
engine and six speed transmission. Blower fea-
tures remote control, 500-foot hose & hose reel,
automatic tarp system, advertising panels.
Excellent condition. 419/893-5296

Help Wanted

Florapersonnel, Inc. in our second decade of
performing confidential key employee searches
for the landscape industry and allied trades
worldwide. Retained basis only. Candidate con-
tact welcome, confidential and always free.
Florapersonnel Inc., 1740 Lake Markham Road,
Sanford, FL 32771. Phone 407/320-8177, Fax
407 /320-8083. Email: Hortsearch@aol.com
Website: http/ / www.florapersonnel.com

LANDSCAPE MANAGEMENT
THE BRICKMAN GROUP, LTD.
Careers in landscape management available in:
California, Colorado, Connecticut, Delaware,
Florida, Georgia, Illinois, Indiana, Maryland,
Massachusetts, Missouri, New Jersey, New York,
North Carolina, Ohio, Pennsylvania, Texas, Vir-

ginia, Wisconsin.

Slicky Sticky.com Fax: 301/987-1565.
800/527-2304 Email: jobs@brickmangroup.com
Web site: www.brickmangroup.com
126 AUGUST 2001 www.lawnandlandscape.com LAWN & LANDSCAPE
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HORTICULTURAL JOBS.COM

Search Jobs — Post Resumes
www.horticulturaljobs.com

MANAGEMENT SEARCH

MANAGEMENT CAREERS

Looking for a new challenge?
Visit our Web site for the latest
career opportunities.

It’s quick, convenient, confidential.

www.greensearch.com
E-mail: in arch.com
Toll free: 888-375-7787

| GreenSearch™ Y~

CAREER OPPORTUNITIES

‘5 CAREER OPPORTUNITIES

With Northern California’s Largest
Independently Owned Landscape Company

WWW.CAGWIN.COM

CAREER OPPORTUNITIES

HELP WANTED ON CAPE COD AND BOSTON, MASS.
The Lawn Company, one of Massachusetts’ larg-
est independent lawn and tree service compa-
nies, is adding experienced lawn and tree field
people to our staff. If you are interested in join-
ing a 21-year-old company operating on Cape
Cod and in southeastern Mass. and discussing
these field positions or management positions,
send your resume to:

Ed McGuire
P.O. Box 1430, South Dennis, MA 02660 or
email edm@thelawnco.com
To find out more about The Lawn Company
and the positions available, see our Web site at
www.thelawnco.com.

| GREENINDUSTRYJOBS.COM
www.landscapejobs.com

www.irrigationjobs.com
www.ireecarejobs.com
www.nurseryjobs.com
Search Jobs and Resumes
Questions? Call 888/818-JOBS

Landscape Construction Supervisor
Incredible opportunity for an organized, de-
tailed, enthusiastic person with a background
in high-end residential and commercial land-
scape projects including hardscapes and water
features with a progressive and aggressive com-
pany leading the way in design/build projects
in Collin County, Texas.

Fax or email your resume to:
Longhorn Maintenance Inc.
972-562-6265
abechtold@longhorn.ws

Teufel Landscape
Offering its services for 111 years, Teufel Nursery,
Inc. has become one of the largest green industry
companies in the Northwest employing over 460
people. The company is diversified into four major
areas consisting of Horticultural Supplies, Nursery
Production, Wholesale Plants and Commercial
Landscape Construction and Maintenance.
Teufel landscape is currently seeking an
experienced Senior Foreman for our Residential
Landscape Installation Department. This person
should be proficient in all areas of residential
landscape construction including: water features,
masonry, wood structures, detailed planting,
pavers. Compensation will be commensurate with
the individual’s ability and knowledge. Included in
our benefits package are excellent Medial/Dental/
Vision benefits, 401K,

Paid Time Off, Moving Expenses, Cafeteria
pre tax plan, and wholesale discounts.
Please apply or send resume to;

Attn. HR-1, Teufel Nursery, Inc., 12345 NW
Barnes Rd., Portland, OR 97229,

Fax: (503) 672-5009 - Phone: 1-800-483-8335
email: tylers@teufel.com - www.teufel.com
Equal Opportunity Employer

MANAGEMENT CAREERS

Mono%emem Careers - NOW!
Branch, Sales, Production Managers ~ NOW!

Who turned the clock back? Scotts LawnService is in the
inifial stages of the strongest growth plan since the 1970s!
Experienced managers are the only limifing foctor. We require
some outside management 1o round out the team. For an
experienced professional, the potential is limitless.

Since we are expanding in mojor cifies east of the Rockies,
n'lhvt‘xicmmoﬂmmmbuk‘ Join our team s a|
first-level sales or production supervisor or branch manager.

Your experience will be the key. Start o o first-level supervisor,
we'll provide o development program o help you grow.

Ad now. Training will be provided this foll. We'll teach you
our Scotts system and support you every step of the way.
Requirements:

 Quality oriented lawn or landscape professionals

with experience.

© Desire to build o real career with Scotts.

« High energy, positive person who enjoys the industry.

« Jeam builder, who sees people os the key resource.

© Experienced manoger oble to bolance multiple tasks.
Branch , assisted by trained Office Manager to
supervise IS and Customer Service operaions. Staff includes Sales|
and Production supervisors.
Sales and Production Managers supervise a feam of Sales Reps
of Lown Service Technicians, responsible for quality and results.
We offer:

* Negotiable compensation package, bosed on experience.

« Benefits package, includes 401K, medicol w/ dental, vision

options.

© Relocation when required.

If you are a ‘green industry’ pro, don’t wait. Contact us
. Website: Scottslawnservice.com. Fox 937-644-7422.

Phone 800-221-1760. Ask for our lown service recruiter. Email

bill. @scottsco.com, or % ondrews@scottsco.com. Scotts
is on EOF 10 a culturally diverse workforce. Drug

screen, drivers license check required.

LawnService
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SALES OPPORTUNITY
Landscape New Jersey equipment manufac-
turer is seeking a self-motivated, upbeat
sales leader to join our sales/marketing
team, Insurance package and 401K plan. Fax
resume to 908/755-6379.

SALESPEOPLE — CHECK IT OUY
Acres Employment Advantages
In recent surveys from 90 Acres Group employ-
ees, they rated the top three reasons Acres Beats

> Co o n:

1. Professionalism: Assuring customer
service, respect and satisfaction
2. Quality, experienced, passionate employ-
ees: Committed to doing the best job
possible
3. Superior results: Snow, landscape main-
tenance, construction, nursery
In recent customer surveys, 2 out of 3 custom-
ers rated Acres above peer companies in
both “WILL” & “SKILL"” while scoring Acres
as “meeting and frequently exceeding
expectations!”
FIND OUT WHY!
Acres Group, Northern Illinois’ largest indepen-
dent landscape contractor growing at +18%,
seeks additional salespeople to continue our
growth. Our construction department is look-
ing to expand in the design/build market. If
you're a landscape architect who is highly mo-
tivated to aggressively build a design team with
5 to 7 years of experience, Acres Group is look-
ing for you! Superior compensation and ben-
efit opportunities. Acres Group, 610 W. Liberty
St., Wauconda, IL. Contact Tom Balleto for im-
mediate confidential consideration.
Phone: 847/526-4554 x68; Fax: 847 /526-4587
email: Thomas.Balleto@acresgroup.com.

MANAGER, DISPLAY
GARDENS

The Chicago Botanic Garden, located 30 miles
north of Chicago in Glencoe, seeks an individual
to direct, coordinate and monitor the mainte-
nance programs for 25 display gardens to en-
sure proper care and development of collections.
Work with the horticulturists to develop and
support the highest maintenance standards and
maximize operational efficiencies. Serve on in-
terdepartmental teams and work groups, and
as a liaison with other program areas to provide
horticultural expertise and support. Write ar-
ticles and present lectures related to plants and
their care, Position requires a BS in horticulture
and related plant science with five years super-
visory experience. Strong interpersonal skills
and ability to excel in a team environment.
Please submit resume with cover letter to:
Carol Chaney
1000 Lake Cook Rd.
Glencoe, IL 60022
EOE. Position open until filled.
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| EMPLOYMENT OPPORTUNITIES [l LANDSCAPE PROFESSIONALS N HELP WANTED |
THE HIGHRIDGE CORPORATION LMI Landscape Designer/Salesperson / Technicians

Employment Opportunities

The Highridge Corporation is o Full-Service Design/Build
Landscape Firm recognized as one of the top 50 firms
nafionwide. We are seeking qualified professionals with at
least two years experience 10 join our staff in the Seattle and
Portland areas.
Landscape Architects/Designers
Exterior Carpentry
Hardscape Installers
Landscape Foreman
Irrigation Foreman
Irrigation Technicians
Maintenance Sales / Supervisors
Commercial Estimators
All positions are full-time yeor round, with complete benefit
packages including 401K. Please send your resume and cover
letter or apply on line.
The Highridge Corporation
PO Box 260
Issaquah, WA 98027

www.highridge.com

BAMBOO PIPELINE

Come join the premier supply, innovation and
value partner to the professional landscape con-
tractor. Bamboo Pipeline provides a new and
complete one-stop solution for landscape pro-
fessionals. We integrate traditional elements of
distribution, sales and service with today’s new-
est technologies to enable a complete range of
products and services. Our comprehensive sup-
ply offering includes “Market Best” plants, irri-
gation and lighting products, and many other
landscape materials.

We are looking for the best people in the green
industry to immediately fill the following posi-
tions for our Southern California operation
based in Ventura County.

- Qutside Sales

- Plant Procurement

- Field Service Delivery Reps

- Inside Sales
Deep knowledge of plants and two-plus years
experience working in a nursery environment
or wholesale/ retail green industry distribution
is required. Our compensation plan includes a
very competitive salary, great benefits and stock
options. Please submit your resume to:

Bamboo Pipeline, Inc. Attn: Matthew Fay
P.O. Box 23539, Santa Barbara, CA 93121
E-mail: mfay@bamboopipeline.com
Fax: 805-687-2118.

Jobs in Horticulture is the twice-a-month
national newspaper and Web site for Green
Industry employment. Employers and Job
Seekers contact: 800/428-2474 or visit
www.hortjobs.com. Since 1993,

Join the largest, full service, independent land-
scape company based in Dallas, Texas. We pride
ourselyes on our “Commitment to Excellence”
and work under our company’s mission:
* Excellent People
* Excellent Clients
¢ Excellent Results
We are incurring tremendous growth through
our satellite offices in Jacksonville, Florida, Aus-
tin, Texas and future cities. We need knowledge-
able people to insure success for future ventures
and acquisitions. When you become part of the
LMI team you can expect:
* A non-political work environment where if
you perform you succeed!
* We will not sell out - We love being indepen
dent and will remain so.
* Training is mandatory and paid by us!
* Make decisions independently - No
micromanaging.
¢ You will only work along other bright, intel
ligent strong skilled people.

Hiring landscape maintenance account manag-
ers, commercial installation project managers,
fleet manager, mulchscapes manager and irri-
gation experts. Please respond to LMI, 1437
Halsey Way, Carrollton Texas 75007 - (972)446-
0020 - Fax (972)446-0028

| HELP WANTED |
Heads Up Landscape

Get in gear for an exciting career!
Take advantage of this opportunity to join one
of the most dynamic landscape companies in the
beautiful Southwest. Our exciting and vibrant
company is looking for an individual who is
ready to make a mark in the industry and lead
our construction division. We are seeking a mo-
tivated individual with strong management and
leadership skills. Five years experience of up-
per level management is required. We offer out-
standing compensation and benefits package,
relocation allowance, and an excellent family-
working environment. If you are interested in a
career opportunity please send, fax or email re-
sume to:

Heads Up Landscape
PO Box 10597, Albuquerque NM 87184
Email Jdelarosa@hulc.com
Phone 505-898-9615, Fax 505-898-2105
To find out more information about

Heads Up Landscape please visit our website

at www.headsuplandscape.com

SUPERVISOR
A supervisor who is energetic, highly motivated
and a well-organized individual. Must have

proven leadership abilities, strong customer rela-
tions and interpersonal skills, Call 805/966-4518.

Design/build firm seeking high energy, entry
level landscapers to join our team, Direct all
inquires to
LandSery, Inc.
PO Box 787, Boalsburg, PA 16827
Ph: 8§14/466-9095, Fax: 814/466-9092

Insurance

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 Snow Removal
Renovation Right of Way
Fertilization Holiday Lighting
Herb./ Pest. App. Irrig. Install. /Serv
Tree & Shrub 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.

Powerful Profits

Holiday Lighting
/\u‘,h /H.'/ulrl‘,zu Year /\'/.

J W

il

Landscape Lighting
Offer High Mar,

Training « Marketing « Supplies
Over 350 Locations in 47 States & Canada

apma Qislire
DECOR
800-687-9551

www.ChristmasDecor.net

1 Services
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Network Ready! FREE Support!

FREE
1-800-724-7899 ext.2

www.wintacpro.com &

Dao

« Blazing-fast 32-bit Windows®

« Unlimited Customers/Job Sites
« Dispatch, Scheduling, Routing
« Job Costing, Estimating, Graphs
« Work History and P.M. Tracking  Design custom forms in Word®
« Multi-truck Inventory, Bar Coding
« T&M, Flat Rate, Phase Billing

« Letfer Writer w/Auto Mail Merge  Alpha-Paging, Street Mapping,

The #1 best-sellin
all-in-one software for
contractors

« Mobile Data Link/Transfer

« Print P; . Invoices, Work
Orders, Statements, Purchase
Orders, Change Orders, Flat
Rate Books, Reports, Labels,

links to QuickBooks®,
tree‘(,sAocPa‘g‘. MYOB®,

- GAL, AR, AP, Emailing, Caller ID, and more/
, Payroll, Financials « Includes printed Users Manual

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.
Website: www.jasper-inc.com

The Ultimate Tree Stake
* Reduces labor, cost and liability
* Reusable, attractive
* Promotes proper development

Visit us at www.treesupports.com

For price and order information, please call

DESTRUCTIVE
TURF

INSECTS

by Harry D. Niemczyk, Ph.D.
and David J. Shetlar, Ph.D.

Contains 148 pages written in easy-to-read lang

and 116 line drawings. Filled with accurate information for diagnosis
identification and control of cool and warm season turfgrass pests.

OO o iy e R $49.95
2-10 copies ... ... $44.95 each
11 or more copies $39.95 each

Based on 50 years of collective experience from two
of the foremost authorities in turfgrass

Turf Equipment

www.rittenhouseonline.com

Used Equipment

USED AERATOR

RYAN LA 28 AERATOR
* B&S 75 HP
* Vanguard engine
$3,450.00
330/571-3571

IT PAYS TO ADVERTISE
IN THE L&L CLASSIFIEDS.
CALLLORITO
ADVERTISETODAY.

800/456-0707

with 447 color photos

wtomology!

For more information or to order, call the
Lawn & Landscape Media Group at

TURF EQUIPMENT

LY o
il=0
L
—_— et s S e

USED EQUIPMENT

OUT OF BUSINESS!
GREAT Used Equipment Available
* 5-SDI Sprayers, Kohler Engines, 300-1,000
gallons - 2 to 4 years old - All frame mounted
tanks
* 1-200 Gallon Sprayer - D 30 Pump
3 years old - Frame mounted tank - LESCO
* 1-Smithco 160-Gallon Boom Sprayer
with flood jets - 5 years old
* 1999 F-550 V-8 Diesel 9,119 Miles
10-foot dump body with drop spreader and
10-foot Western snowplow
* 1999 Bobcat Model 873 234 Hours
Cab with heater - 72" Snow bucket - 8-foot
snowplow
* 2000 Redi Haul Trailer - 17 feet

MORE MISCELLANEOUS EQUIPMENT
For complete information call: Jim Hudmon

630/231-4040

Industry Web Site

LawnCareSucceoss.com
FREE Information - Marketing, Management,
Customers, Employees, Start-Up,
Questions Answered, New Weekly Tips,
Hundreds of Valuable Resources and
Contacts, Helpful Manufacturer Information.
This site exists for you.

Let us help you

get the word out.

Lawn & Landscape Media
Group Article Reprint Service

Our professionally designed article
reprints can be used as direct mail
pieces, sales literature, training aids
or trade show handouts. Add your
customized advertising message,
logo, mission statement or other
valuable company information for

high impact promotion!

Lanctasae

800/456-0707 or visit

ARTICLE REPRINT SERVICE
Call 800/456-0707 to learn more.
WYY, S5O
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Four-
a Philis

Mp& Environmental Services is a three-year-old land-

HOW YWe

_gseapeédesign /build and maintenance company with more

‘than 130 employees and offices in Clearwater and Sarasota,
Fla. We specialize in upscale residential and large commer-
cial maintenance accounts. As a full-service landscape
design/build and maintenance firm, we design, install and
maintain irrigation systems, lighting systems, hardscape

and large-scale plantings.

Shortly after we started the company, we had a problem
- hourly employees were working 10-hour days, five days
a week, and overtime pay became a significant issue. The
employees put in their time, and some were using overtime
to finish ahead of schedule so they could take Friday off.
This increased employee absences.

To resolve this issue, we devised a plan to get a 40-hour
workweek out of our crews with a hook or two to make it
advantageous for both the company and its workers. It
occurred to us that workers might respond to 10-hour days,
Monday through Thursday, because of the obvious benefit
of having a three-day weekend.

A little more research provided some revealing side
benefits as well. Since the summer peak season is the hot
season, especially in Florida, employees had an extra day to
recover from the exposure to heat and humidity common
during this time of year. And the three-day weekend pro-
vided a cushion of sorts in case the weather didn’t cooper-

- u

(0 74 T Y8 Ia-/ll'-’.'llll’d

ate and we
gotbehind on
our work.
The ben-
efits of going
to four days
justadded up.
We couldn’t
find anything negative about it. The employees jumped on
it, and they have responded by working harder and enjoy-
ing their work much more. Whenever we do have to work

less overtime,

on a Friday or Saturday to catch up for some reason,
employees understand — before this took their weekends
away entirely. The only employees who normally work
Monday through Friday are account managers, landscape
architects, office staff and mechanics.

Also, this workweek change improved our client im-
age. The way we come across to our clients is important to
us. We don't really need to discuss our program with our
maintenance customers, but we have noticed clients say
their service has improved since we have gone to four-day
workweeks. This is evident to them in the improved atti-
tude of our workers to the quality of the job performed.
That's significant, because we can’t afford to lose clients,
just as we can’t afford to lose good employees.

Since instituting the four-day workweek, we have had
an almost zero turnover ratio. When we do advertise an
opening, the applications are many, giving the company a
choice of the cream of the crop. With a full benefits pack-
age, competitive pay and, now, a four-day workweek, our
employment ads really stand out. Right now, we're the
only landscape design/build / maintenance company that
has a four-day workweek in this area, as far as we know,
and that gives us a competitive advantage in attracting
top-notch employees.

No additional manpower was needed to switch to the
four-day week, and, in fact, there were no start-up costs -
just start-up savings due to less overtime - approximately
80 percent. The only disadvantage to the program is that
when employees occasionally are needed on Fri-
day, there is never a 100 percent turnout. When an

employee has already made plans for the weekend,
sometimes they just can’t be changed at the last
minute. To us, that's a small price to pay for the

. Fewer employee absences

. A three-day weekend provides a cushion in case
weather doesn't cooperate and we get behind on work super work environment we have created here, and
we can understand how that is going to happen. All
in all, our employees have taken to the four-day
workweek, and it is working great for them and for

the company. — Chris Phillips

. Improved employee attitudes and job performance

. Overtime savings

The author is president, Phillips Environmental Ser-
vices, Clearwater and Sarasota, Fla.

. Low initial start-up costs
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Think about it. Why do
business with one supplier
for this and another for that
when there is one company
that offers everything you
need to run your landscape
maintenance operation. It
makes perfect sense. A full
line of equipment, fertilizer,

- [BSe r

LESCO "~
\ |
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turf grass seed, herbicides,
insecticides and fungicides
in one place. Plus replace-
ment parts, protective
clothing, wildflower seed,
safety equipment, hand
tools...and so much more.
All top quality and
intended specifically for
professional use.That’s
important.

Get used to it. Product
selection and convenience
like nothing you've ever
seen before.Only from
LESCO. Stop by one of the

USE READER SERVICE #123

If you buy equipment from one company,
fertilizer and control products from another
and seed from somehody else,
we may take a little getting used to.

over 225 LESCO Service
Centers® and see a LESCO
Professional or call us to speak
to a Customer Service Repre-
sentative at 800.321.5325.

[ ESCO

Grow Wian U s™




o |//HY D0 LEADERS CALL IT “GREATEST o BEST STUFF or PRODUCT in the WORLD?" o it orren

Abso I Ute I Oth e rWI se BILLIONS-PROVEN EXTRA-LIFE-MAKER

!VIMAIE))(I!SESII\%I\'{ES ® SupcrthriveB
by World #1 Plant Supply LZJQL.‘JJ".“.:LX‘Q%EL".Y:’:.%‘:

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.

»
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BRDGE <d 17 DRUMS PRE-PLANTED A

TOISNEVEANON <€ 400 HUGE SPECIMEN TREES
DUG IN HOT, DRY SOUTHERN WHOLE DESERT CITY, ZERO
B . CALIFORNIA' SUMMER. ZERO =y B (0SS, SPRING AND SUMMER,
LOSS. Disneyland.® (Enabled open- — AFTER FAILURE IN WINTER.
ing a year earlier). *Disneyland and Disney e o —eeweees Havasu City, Arizona
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 10000 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 US. Corps Of Engineers, FOR CAMOUFLAGE, WORLD WAR II.
@ TWO WEEKS DIFFERENCE IN HYDROMULCHED 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 CUURSES 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

<4 38 EXTRA INCHES <d TREE-SAVING
GROWTH ABOVE RECORD OF 1/2 CEN-
FERTILIZERS-ALONE. TURY. California Poly-
SEVEN MONTHLY USES. i iversi
Tucson, Arizona,

City Parks.

<4 SAVED GIANT CACTUS
TREES authorized moved
to desert botanic garden,
Reported planted all
famous and “world’s big-

est” Nevada hotels.
back Africa desert.

® Point with pride to ALL your jobs. ® Build demand for you.
T/P LANDSCAPERS ° ® Protect and save essentially 100% of all plant material.
. ® Predict healthy, active, uniform and beautiful “super-normal” plants.

VITAMIN INSTITUTE 12618 SATICOY ST. SOUTH NORTH HOLLYWOOD, CA 91605  (800) 441-8482, FAX (818) 766-8482
USE READER SERVICE #49

of Cal, Cal. State U.




