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Explore your options. 

Introducing OP/tions. 
Your custom plan for replacing organophosphates. 
Crossing over f r o m organophosphates can be d i f f i cu l t and confus ing. But it doesn' t have to be. At Chipco, we 
unders tand tha t there 's not just one p roduc t tha t can a c c o m m o d a t e al l your insect cont ro l needs. That 's why we 
o f fe r you OPtions: a un ique , in tegrated insect m a n a g e m e n t p rog ram tha t of fers a fu l l l ine of h igh per fo rmance 
products and experts to gu ide you. We'l l w o r k closely w i t h you to deve lop a cus tomized p rogram that considers 
your target pests, app l i ca t ion t i m i n g , cont ro l per fo rmance , f o r m u l a t i o n , and the need for resistance management . 

D e l t a g H H The w o r l d ' s mos t p o p u l a r p y r e t h r o i d . 
DeltaGard w i t h d e l t a m e t h r i n of fers qu ick knockdown , b road-spec t rum cont ro l , and good residual of mo re than 50 
tu r f and o r n a m e n t a l pests, i nc lud ing ants, ch inch bugs, mo le crickets, and f i re ants. And you get th is cont ro l at low 
rates and at an a f fo rdab le price, too. 

Bayer Environmental Science / Chipco Professional Products / 95 Chestnut Ridge Road / Montvale, NJ 07645 / 201-307-9700 / www.aventischipco.com 
Chipco. Sevin, and DeltaGard are registered trademarks and TopChoice is a trademark of the Aventis Group. Chipco TopChoice registration is pending in California 
and Virginia. Always remember to read and follow label directions carefully. <D 2002 Aventis 

http://www.aventischipco.com


chipco 
Professional Products 
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Sevin 
Periodical Reading Room 

DO NOT CIRCULATE 
The world's most popular carbamate. 

Versatile, dependable Sevin w i th carbaryl controls more than 130 pests, inc luding bil lbugs, armyworms, cutworms, sod 
webworms, June beetles, chinch bugs, and whi te grubs. Sevin also offers quick knockdown and residual activity of 7 to 
14 days. No wonder professionals have depended on the performance of Sevin for 35 years. 

CINICO' 

t O P c h o i c e Fire ant control with fipronil. 
This outstanding new granular fo rmula t ion controls and then prevents f ire ants. And you' l l get this superior long-term 
control for up to a ful l year w i th a single low-dose broadcast appl icat ion. 

To start exploring your options, contact your Chipco representative today; or visit us online at www.aventischipco.com. 

The Chipco family of professional products includes: 

tODchoice fire^st ar Pro Star 
MM ANT BAIT H H 

DeltaS3E Sevin' Acclaim Extra Finale RONSTAR' Prograss 
•"I I i'j'.'j errami * * nnumEi 
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Cover photo: 
Terry Pommett, 

Nantucket, Mass. 

C O V E R S T O R Y 

Covering 
the Cape 
lan McCarthy built a company 

that offers multiple services 

to a growing customer base 
on Cape Cod 3 4 

F E A T U R E S 

Opportunity Knocks 
Bob Grover and the Pacific Landscape Management 

partners are opening doors in the Portland 

commercial market 42 

Label Lingo 
Here, university researchers identify the whats, 

whens and whys of pesticide labeling 72 

Cracking 
through 
Drought 
Irrigation, maintenance 

and installation all require special consideration 

during dry times 7 8 

Hands on Maintenance 
Handle two-cycle equipment with care and the 
engines will run long and lean 86 
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Service 
Accessories 
Without the right 

add-on features, 

a mower is only 

half as effective. Attachments allow contractors to expand 

their options and offer more services 

to their customers 5 0 
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The shortest distance between broadleaf and grassy weed control. 
Drive 75 DF herbicide effectively raises the bar for postemergent weed control. A single, convenient 

application of Drive quickly eliminates a broad spectrum of both broadleaf and grassy weeds—from 

crabgrass and foxtail to clover and dandelion—in a wide variety of turf species. Then Drive keeps weeds 

under control for 30 to 45 days—in some cases for more than 3 months. Drive also offers exceptional 

seeding and overseeding flexibility—allowing you to seed many varieties of turf immediately before or 

after application. To learn more about how Drive 75 DF can help you in your drive for turf perfection, 

call 1-800-545-9525 or visit www.turffacts.com. Always read and follow label directions. 

BASF PfíOFESSIONAL TURF — 
We don't make the turf. 
We make it better. 

USE READER SERVICE # 1 0 

http://www.turffacts.com
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Nursery Market Report, page 28 
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E v e r y d a y is d i f f e r e n t . E v e r y j o b h a s i t s 
c h a l l e n g e s . B u t no m a t t e r w h a t t h e d a y m i g h t 
b r ing . . . you c a n c o u n t on T h e Cat Ren ta l S t o r e 
t o h a v e w h a t y o u n e e d t o m e e t t h o s e c h a l l e n g e s . 

You ' l l f i n d a b r o a d r a n g e of r e n t a l m a c h i n e s , p lus 
C a f W o r k Too ls a n d o t h e r e q u i p m e n t t o h e l p y o u 
t a c k l e y o u r t o u g h e s t w o r k e v e r y day. B e s t of 
al l , i t 's al l in o n e p lace . . .The Cat Ren ta l S to re . 

To l o c a t e T h e Cat Ren ta l S t o r e n e a r e s t 
y o u , ca l l 1 -800-RENTCAT. Or v i s i t us a t 
w w w . T h e C a t R e n t a l S t o r e . c o m . 

4 Radial Lift Models 
Skid Steer Loaders 
Operating Capacity: 

1.400 - 2.000 lb 
30+ Work tool Types* 

4 High Lift Models 
Skid Steer Loaders 
Operating Capacity: 

1.750 - 2.500 lb 
30+ Work Tool Types' 

2 High Row Models 
Skid Steer Loaders 
Operating Capacity: 

1.500 - 2.000 lb 
35+ Work Tool Types* • 

4 Models 
Mutti Terrain Loaders 
Operating Capacity: 

1.933 - 2.950 lb 
30+ Work Tool Types' 

8 Models 
Mini Hydraulic Excavators 
17.4-42 hp 
7+ Work lool Types' 

4 

3 Models 
Compact Wheel Loaders 
48 - 86 hp 
11 + Work Tool Types' 

You can f ind more in format ion on Cat Products and Serv ices at www.ca tp roduc t i n fo . com. 

USE READER SERVICE # 1 1 

* Cat Work Tools also fit on other-make machines. 

© 2002 Caterpillar 

http://www.TheCatRentalStore.com
http://www.catproductinfo.com
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Lawn & Landscape 
Online Launches Redesigned Site 
In its continuing efforts to be the leading green industry 

Web presence, Lawn & Landscape Online unveiled its 

redesigned site, more effectively serving as the portal 

to the professional 

lawn and land-

scape industry. 

Brand-new fea-

tures and updated 

sections allow 

users to access a 

variety of industry 

information quickly 

and efficiently, 

while popular tools, such as the message board and 

issue archives, remain familiar favorites. Log on today 

and check out Lawn & Landscape Online's new look! 

Extra! DON'T 

M». 

Visit Lawn & Landscape 
Online for more info 
on this issue's articles: 
•Caledonian Cover Profile 

• Pacific Landscape Management 

• Reading Pesticide Labels 

• Mower Attachments 

•Tree Care Guide 

Don't miss original 

features, like our 

industry news and 

new products 

e-newsletters, found 

only on Lawn & 

Landscape Online! 
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Rawson Manufacturing Inc. 
Screening and Materials Handling Equipment 

The model 3618 is great for screening topsoil, processed gravel, 
sand and any other product to meet your needs. Powered by 
Honda gas engine. Can be fed with a skid steer loader. Very 
compact for use directly on jobsite. Any size screen opening is 
available. Quick and easy setup. Features: Remote controlled 
dumping grizzly, belt feeder, 3' x 6' vibrating screen deck. 

A number of other products are also available: 
Double Deck Vibrating screening plants 

Trommel screening plants 
Radial stacking conveyors 

Screening units 

860-928-4458 
99 Canal Street • Putnam, CT 06260 

www.rawsonscreens.com 
USE READER SERVICE #41 
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Beware of 
Big Boxes 

There has been an interesting conversation going on 

at the Lawn & Landscape Online Message Boards 

pertaining to the role of "Big Box Stores," such as 

Home Depot and Lowe's, in the landscape industry. 

The consensus seems to be that these companies are 

great retailers, but they don't know anything about 

providing services like landscaping, so there's no 

real reason for contractors to fear them. 

I disagree 100 percent. 
Lowe's and Home Depot, in particular, are huge 

corporations that have one master - their stock price. 
If the stock falls, so does the company. And there's 
one key way to keep the stock climbing and the 

company healthy - grow. 
When you have more than 
1,400 stores, as Home Depot 
does, opening new stores in 
growth markets gets to be 
nearly impossible. So, how 
does a company in this situa-
tion keep growing? Interna-
tional markets don't carry the 
same DIY characteristics as 
the U.S., so mass merchandis-
ers now have to figure out 
how to increase the revenue 
generated by each store. 

That would be easy to do 
if there were home improve-
ment products you couldn't 
find inside the walls of Home 
Depot or Lowe's, but that's 
not the case. Doesn't offering 
service seem like a logical ex-

tension then? If you can go into a Home Depot, buy 
flooring for your kitchen and have it installed by a 
subcontractor hired by Home Depot, why can't the 
same happen with a landscape? 

And don't tell me that this won't work because 
landscapes have to be designed, whereas the new 
floor simply goes where the old one was. If that was 

"Do-it-yourself is shifting to 

do-it-for-me." - Bob Nardelli, 

CEO of Home Depot 

a real obstacle then you wouldn't see dozens of 
kitchen and bathroom arrangements set up, ready 
for tweaking and installation in these stores. 

I'll be honest - 1 don't see a reason why this can't 
work, and I'm not alone. TruGreen spent this spring 
and summer providing lawn care and landscape 
services to consumers through Home Depot stores 
in a trial program, and while the initiative was 
cancelled in July, sales were strong enough for 
ServiceMaster CEO Jon Ward to tell investors, "We're 
convinced there's a future in the retail channel for 
ServiceMaster." 

The key to these stores entering this industry 
successfully is what they want to do. If they try to 
actually do the work, they're making a huge mistake. 
But why can't someone walk into a Lowe's store and 
purchase mowing services? The reality is that most 
consumers don't see landscape services as anything 
other than a commodity anyway, especially mainte-
nance and lawn care, and the big box stores have 
names homeowners clearly trust. 

Bob Nardelli thinks this model can work as well. 
Why does his opinion matter? Because he's Home 
Depot's CEO. He told Fortune magazine that, "Do-it-
yourself is shifting to do-it-for-me." He wants to 
boost a stock that has slid about 40 percent this year 
alone, and he sees Home Depot's new At-Home 
Services initiative as the way to do this, calling it a 
$10-billion market five years from now. 

Ultimately, whether or not what some other com-
pany does matters to your business is up to you and 
your employees. This is a message you've heard 
before, but that's because it rings so true. If you 
identify a market to target, price your work intelli-
gently and provide quality service, you'll be fine. 
But if you wander off from those keys to success, you 
may find yourself swallowed up by a big box store 
looking for easy growth opportunities. B1 
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W n r k m o b i l e s 

For the name of your nearest Polaris Professional Series Workmobiles dealer, call us at I -8OO-POLARIS or visit our web site at polarisindustries.com. Vehicles shown with optional accessories. 

USE READER SERVICE #12 



Preventing 
Woikplace Violence 

Nobody likes to think about it, yet violence is a fact of our 

business lives. From hotheaded employees who throw tan-

trums to devastating shoot-outs, the threat of violence in the 

workplace is real. The possibility of such incidents has 

encouraged employers to implement and enforce policies 

addressing violence and weapons on work premises. 
What can employers do to help reduce the costs and 

potential tragedies related to violence in the workplace? 
Although it cannot be completely eliminated, there are im-
portant precautionary measures that reduce the risk of work-
place violence: 

Establish a "zero tolerance" policy toward violence. The Wild 
West died a long time ago, so include a complete ban against 
firearms or weapons anywhere on company property (in-

cluding company or private vehicles). Prohibit hitting, shov-
ing, threatening or harassing employees. Require and en-
courage employees to report suspicious behavior. 

Implement anti-harassment, grievance, and security policies. 
Ensure these policies are updated periodically and provide 
multiple channels for reporting inappropriate behavior. In-
clude a statement prohibiting retaliation against employees 
who report such behavior. 

Carefully examine and improve your hiring practices. Look for 
clues on applications that suggest potentially violent behavior. 
If a candidate writes "Absolutely hated my boss" under the 
"reason for leaving" section of your application, dig deeper. 
Create interview questions that help reveal patterns of an-
ger, threats or hostility. For example, you could include 
carefully constructed questions about guns and weapons. 

Conduct criminal background checks. Especially in the lawn 
care industry, employers should conduct criminal back-
ground checks on potential employees. Additionally, your 
application for employment should ask about any criminal 
convictions (not arrests). 

If a candidate indicates that he or she has been convicted 
of a crime, ask about it. You have the right to use job-related 
criminal information to make an employment decision. (Note: 
Most convictions are job-related!) 

$ I I ! 

I • Wm 
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Variety of Styles and Finishes 
Manufacturers: 

Quality Curb Machinery and Sod Cutters 
ft CALL FOR FREE VIDEO« 

(888) 999-6641 
Phone: (623) 939-8708 

Fax: (623) 915-1327 
www.borderlinestamp.com 

B A * OLDHAM 
CHEMICALS COMPANY, INC. 

OVER 30 YEARS OF RELIABILITY 

12 
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INSECTICIDES • FUNGICIDES • HERBICIDES 
SAFETY EQUIPMENT • SPRAY RIGS AND ACCESSORIES 

1 1-800 888-5502 r 
PO BOX 18358 

3701 NEW GETWELL ROAD 
il MEMPHIS, TN 38118 lü* 

USE READER SERVICE #77 
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2 0 0 G A L L O N L A W N 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. 

http://www.borderlinestamp.com


Consider pre-employment personality profil-
ing or other testing. Some profiles can identify 
dominant or aggressive behaviors and ten-
dencies. (Verify the profile or pre-employ-
ment test is legal and non-discriminatory.) 

Conduct in-depth reference checks. No excuses 
here. Take the time to contact former employ-
ers. Many states have regulations that protect 
employers who provide truthful, accurate 
reference information. Make an effort to ob-
tain and document reference information. 

Train employees to recognize the warning 
signs of aggressive, violent behavior and to deal 
effectively with conflict. Don't just train man-
agers - include all employees. By noticing 
radical changes in an individual's behavior, 
employees can help prevent conflicts from 
escalating into violent or aggressive acts. 

Review your termination procedures to en-
sure separations are handled in a dignified way. 
Provide post-termination counseling, if nec-
essary, to help potentially violent individu-
als feel they were cared for while employed. 

If you terminate a potentially violent em-
ployee, take proper precautions. If necessary, 
increase the security around your building 

for a period of time after the termination. 
Also, seek advice before providing a refer-
ence for an employee who was terminated 
for threatening or violent behavior. If the 
individual is hired elsewhere and is involved 
in an act of violence, you may be at risk for 
not providing information that would have 
stopped the individual from being hired. 

Examine your culture. If your culture en-
courages behavior like yelling or screaming 
at each other, you could be inviting a prob-
lem. As people move through the stages of 
aggression (which often start 
with rising tempers), they be-
gin to lose their judgment. A 
loss in judgment can lead to a 
crisis. Don't accept unprofes-
sional, abusive behavior. 

Consider ADA. In some 
situations, a potentially vio-
lent employee may be classi-
fied as "disabled" under the 
American With Disabilities 
Act. The disability would fall 
under "mental impairments" 
and may call for a "reason-

able accommodation," which could include 
time off for counseling, a leave of absence, or 
some other accommodation. 

Develop crisis procedures for responding to 
workplace violence. Every business should have 
a plan in place to address a crisis. It should 
include the chain of command to notify in 
case of an emergency, how employees can 
protect themselves, and where they can turn 
for help when violence becomes a reality. 

Although the focus should always be on 
training and prevention efforts, every em-

ployer should be prepared for 
violence. Don't assume it 
won't occur because, unfor-
tunately, this problem is not 
going to disappear. [fl 

The author is president of Seawright & 
Associates, Inc., an H.R. management 
consulting firm located in Winter Park, 
Fla. She can be reached via e-mail at 
jpileggiitiseawrigh t. com or at 
407/645-2433. 

Dream Come 

Call for a FREE InfoPafc! 
8 0 0 3 4 6 . 2 0 0 1 
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IN THE BUDGET 

The Great Outdoors 
When Americans want to enhance their homes, they focus on the outdoors. 

And why not? In a recent Gallup research project, homebuyers revealed they think 
landscaping adds 14.87 percent to a home's selling price. In another survey, Money 
magazine reported that landscaping as a home-improvement project has a recovery 
value of 100 to 200 percent if it is well done and harmonizes with nearby foliage. 
This compares to a kitchen overhaul recovery value of 75 to 125 percent or a 
bathroom redesign of 80 to 120 percent, the magazine pointed out. 

Real estate agents agree. Ninety-five percent of the members of the Society of 
Real Estate Appraisers concur that landscaping adds to the dollar value of real 
estate, while 99 percent said that landscaping enhances a property's "sales 
appeal," increasing the actual speed of the sale. 

When it comes to specific areas, water features and decks top the list of enhancement projects Americans desire, 
followed by pools and patios. Gardens and porches round out Americans' want list. 

Source: The Taunton Press/USA Today 
Washington State Nursery & Landscape Association 

POINT/COUNTERPOINT 
Front-mount vs. Mid-mount Mowers 

Regardless of the issue at hand, there are always at least two opinions. So Lawn & Landscape invited two mower manufac-
turers to share their thoughts about the benefits of front-mount vs. mid-mount mower designs. 

Bob Walker, president, Walker Manufacturing, Fort Collins, Colo., is obviously committed to front-mount machines, as 
that's his company's focus. Meanwhile, Dane Scag, who founded Bobcat Manufacturing, Scag Power Equipment and Great 
Dane Power Equipment, has made mowers in all shapes and sizes. Today, he's a clear proponent of mid-mount machines. 

Obviously, neither of these two manufacturers is right or wrong. Depending on your perspective and applications, you'll 
find reasons to agree or disagree with both. And this debate will hopefully serve as a resource when you buy your next mower. 

Bob Walker 

IN FAVOR OF: FRONT-MOUNT RIDING MOWERS. 
The front-mount arrangement has operating 
benefits due to better weight distribution 
than the mid-mount design. The front-mount 
has less weight on the front wheels and more 
weight concentrated on the drive wheels, 
offering better traction and handling. Steer-
ing response is more crisp and precise and 
there is less of a tendency to scuff the turf 
with tight turns (drive wheels slipping). 

Another significant handling difference 
and safety concern is going downhill. The front-mount bal-
ance maintains traction, steering and braking going downhill 
while the mid-mount tends to shift weight away from the 
drive tires, potentially causing loss of steering and braking. 

The front-mount design also offers a smoother, higher 
quality cut in two ways. The mower deck and tractor move 
independently, allowing the deck to "float" and follow con-
tour, while the mid-mount deck is more rigidly suspended 
from the tractor frame. Secondly, less weight on the front deck 
wheels of a front-mount do not mash the grass before cutting 
like the heavily loaded front wheels on the mid-mount. 

Next, mounting the mower deck in front of the tractor 
offers a lower profile so the deck has more "reach" for trim-

(continued on page 16) 

Datte Scag 

IN FAVOR OF: MID-MOUNT MOWERS 
There certainly are some benefits to using a 
front-mount mower, but I think the average 
contractor will be better off using a mid-
mount design for a number of reasons. 

For starters, front-mount units are longer, 
which means they take up more trailer space. 
That may require contractors to purchase 
larger trailers or possibly even send two trucks 
and trailers to a property to get all of their 
mowers to the job. 

Next, try to trim around a tree with a front-mount mower. You 
can't do it well even with a zero-turn machine because the turning 
axis (the imaginary point around which the mower turns while 
making a true zero turn) is too far to the rear of the deck. The closer 
the mowing deck is to the turning axis, the easier it is to make a 
circle, and this is the key to mid-mount mowers. The closest 
you can get to making a circle with a front-mount mower is to 
create a teardrop pattern, so that means you'll have to make 
two passes around the tree to mow it adequately. 

The argument for a front-mount deck in this situation is that 
you always have the work out in front of you and you'll be able 
to get under tree limbs more easily. But how important is 
accessing areas under tree limbs vs. maximizing productivity? 

(continued on page 17) 
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STILL 
MOWING CIRCLES 

AROUND THE 
COMPETITION. 

• • • • • • • • 

Kawasaki engines have 

long been the preferred choice 

for commercial mowers. 

Why? Because professionals 

don't have time or money to 

waste on an inferior product. 

They need an engine that 

delivers industry-leading power, 

quality and reliability. 

To keep their machines going 

strong, year after year. 

And circle after circle. 

K a w a s a k i b u i l d s a f u l l l i ne o f p r o f e s s i o n a l e n g i n e s , g e n e r a t o r s , p u m p s a n d h a n d h e l d p o w e r p r o d u c t s . 
To l e a r n m o r e a b o u t K a w a s a k i p r o d u c t s , o r t o l o c a t e a d e a l e r n e a r e s t y o u , v i s i t www.kawpowr.com. 

Kawasaki 
Engines/Power Products 
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BOB WALKER (continued from page 14) 
ming. Also, the operator seating position 
behind the deck gives excellent visibility for 
close-in handling and trimming. By con-
trast, the mid-mount design does not allow 
the same favorable trimming geometry. 

If grass collection capability is needed, 
the front-mount configuration offers better 
geometry for mounting the grass catcher on 
the tractor instead of hanging on the back of 
the mid-mount. With the mid-mount, the 
extra weight and bulk of the grass catcher 
significantly compromises the machine's 
balance and handling. 

Versatility of attachments is inherent to the 
front-mount tractor design. The front-mount 
platform is ideal for mounting other attach-
ments and quickly interchange different sizes 
and styles of mower decks. The balance and 
traction of the front-mount works better for 
attachments than the mid-mount layout. 

Lastly, deck maintenance and cleaning on 
the front-mount is easy with the "industry 
standard" tilt-up feature. Access to the mid-
mount deck is not that convenient. - Bob Walker 

B H p P P P P I WT 

TO ENSURE 
that your 

meeting date 

is published, 

send an an-

nouncement at 

least 12 weeks 

in advance to 

Lawn & Land-

scape Calendar, 

4012 Bridge Ave., 

Cleveland, 

Ohio 44113. 

AUG. 1 6 Virginia Nursery & Landscape Association Annual Field Day, 
Gloucester, Va. Contact: 540/382-0943. 
A U G . 1 6 - 1 8 Texas Nursery & Landscape Association 2002 Nursery/ 
Landscape Expo, Houston, Texas. Contact 800/880-0343. 
AUG. 1 7 CLT Exterior Exam, Joliet, 111. Contact: 630/472-2851. 
AUG. 1 8 - 2 8 American Society of Landscape Architects Expo, San 
Jose, Calif. Contact: 888/999-ASLA. 
AUG. 2 2 CLT Exterior Exam, Wooster, Ohio. Contact: 330/287-0100 
AUG. 2 2 - 2 4 2002 Farwest Show, Portland, Ore. Contact: 800/342-6401. 
AUG. 2 4 CLT Exterior Exam, Mich. Contact: 248/646-4992 
AUG. 2 5 New York State Turf Association Annual University of Rhode 
Island Field Trip, Kingston, R.I. Contact: 914/948-6468. 
AUG. 2 8 Interior/Exterior CLP and CLT Interior Exam, San Francisco, 
Calif. Contact: 800/395-2522. 
AUG. 2 8 - 3 0 CalScape Expo, San Francisco, Calif Contact: 
707/462-2276. 
SEPT. 5 Kentucky Nursery & Landscape Association Annual Summer 
Outing, Clermont, Ky. Contact: 502/848-0055. 
SEPT. 1 O Clemson University Turf grass Field Day, Clemson, SC. 
Contact: 864/656-2545. 
SEPT. 1 2 - 1 3 Southwest Horticultural Trade Show & Conference, 
Phoenix, Ariz. Contact: 480/966-1610. 

ARE YOU READY TO GROW 
YOUR BUSINESS? 

Join forces with the best known name in lawn care. 

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

Scotts 
mB LawnService 

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

Scotts LawnService 
14111 Scotts Lawn Road • Marysville, OH 43041 

www.scottslawnservice.com 

EXPAND YOUR BUSINESS 
by offering the COMPLETE line of 

Fabrics & Erosion Control Products 

PERFECT FOR 
Professional Landscape The Retail 

Service Needs! _ Garden Center! 

FABRIC FOR 
YOUR EVERY NEED! 

Bulk Rolls 3-15' Wide 
Available 

3' X 25' • 3' * SO' - 3' M 100' 
4'M 50 -4 M 100' -6'M 50' 

Landscape Fabrics 
Weed Control • Woven Ground Covers 

Filter Fabric • Paver/Patio Underliner • Soil Separators 

Erosion Control 
Burlap • Jute • FabriJute™ Erosion Control Netting • Silt Fence 

Construction 
Road / Driveway / Recreation Park Underliners & Fences 

Accessories 
Plastic & Steel Securing Pins • Knives • Fabriscape Drainage System 

^ ^ ^ ^ LANDSCAPE FABRICS A EROSION CONTROL PRODUCTS 

4800 S. C E N T R A L AVE., CHICAGO, IL 60638 

(708) 728-7180 • 1-800-992-0550 • FAX: (708) 728-0482 
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SEPT. 1 2 - 1 5 American Nursery & Landscape Association Landscape Distribution Tour, 
Atlanta, Ga. Contact: 202/789-2900. 
SEPT. 1 5 Nursery and Landscape Field Day of the Virginia Tech's Hampton Roads 
Agricultural Research and Extension Center, Virginia Beach, Va. Contact: 757/363-3906. 
SEPT. 1 8 - 2 0 23rd CanWest Hort Show, Vancouver, B.C. Contact: 604/574-7772. 
SEPT. 1 9 Lawn & Landscape/Snow Business Snow Management Seminar, Detroit, Mich. 
Contact: 800/456-0707. 
SEPT. 1 9-21 Florida Nursery & Allied Trade Show, Orlando Fla. Contact: 800/375-3642. 
SEPT. 20-21 CLT Exterior Exam, Milton, Ontario, Canada. Contact: 905/875-1805. 
SEPT. 21 Lawn & Landscape/Snow Business Snow Management Seminar, Chicago, 111. 
Contact. 800/456-0707. 
SEPT. 21 CLT Exterior Exam, Mequon Wis., and Spokane, Wash. Contact: 800/933-9522 
(Mequon), 425/385-3333 (Spokane). 
SEPT. 2 4 University of California, Riverside Cooperative Extension Turfgrass and Landscape 
Management Field Day, Riverside, Calif. Contact: 909/787-3320. 
SEPT. 2 6 Lawn & Landscape/Snow Business Snow Management Seminar, Philadelphia, Pa. 
Contact: 800/456-0707. 
SEPT. 2 8 Lawn & Landscape/Snow Business Snow Management Seminar, Boston, Mass. 
Contact: 800/456-0707. 
SEPT. 2 8 CLT Exterior Exam, Boise, Idaho, White Plains, N.Y., and New Brunswick, N.J. 
(written) Contact: 800/462-4679 (Boise), 914/788-9704 (White Plains), 201/703-3600 (New 
Brunswick). 

DANE SCAG (continued from page 14) 
Landscape designs today are getting more 

and more complicated with trees, beds and so 
forth. That means operators have to do more 
trim work and be able to make a series of tight 
turns on many properties. Mid-mount mow-
ers do this better than any other type of mower. 

Another factor contributing to mid-mount 
mowers' productivity is their faster ground 
speed compared to front-mount mowers. 
On a mid-mount mower, the front wheels 
carry quite a bit of weight. By comparison, 
front-mount mowers carry less weight, so 
the deck on a front-mount mower is more 
likely to bounce as you mow faster, unless 
the ground is particularly smooth. 

If you're doing long stretches of straight 
mowing, such as along a highway or on a 
football field, a front-mount mower offers 
better visibility. And front-mount mowers 
generally take attachments better than mid-
mount mowers. But if maneuverability mat-
ters, and it does if your mowers work six or 
seven hours a day, then mid-mount mowers 
are the best choice. - Dane Scag 

I K E R 

_L D I f l i 
TM 

1HINIKER) 

Get the performance of a conventional 
plow and the added versatility of a 

backdrag plow in a single unit. 
PUSH . Compare Speed 

and efficiency. The 
C-Plow moves more 
snow in less time. 

• Convert from 
conventional to backdrag 
plowing with the touch 
of a button. 

• Complete snow 
removal without a 
separate backdrag 
plow or loader. 

HINIKER COMPANY 
Mankato, MN • 1-800-433-5620 • FAX 1-507-625-5883 • www.hiniker.com 
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LOOKING FOR A NEW SOURCE OF INCOME? 

Justput it on your truck. New COMPASS™ Fungicide controls brown patch, 
leaf spot, red thread and rust on lawns. Plus scab and powdery mildew on 
ornamentals. Up to 28 days at the lowest rates ever. That's added income 

without scheduling additional customer visits. COMPASS. Add a new line 
to your bottom line. For more information, contact Bayer Corporation, 
Professional Care, Box 4913, Kansas City, MO 64120. (800) 842-8020. D 3 y 6 l ^ j ) 
BayerProCentral.com 
; > • 'v t . • > ' • ' ' >v x 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS. 01S13A0003 © 2001 Bayer Corporation Printed in U.S.A. 
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M a t t o * . T r e n d s 
(continued from page 17) 

OPE I NEWS 
2002 Show 
Results Mixed 
LOUISVILLE, Ky. - Next year represents 
the 20th year of the International Lawn, Gar-
den & Power Equipment Expo. But exhibi-
tors at this year's edition openly questioned 
the show's future amid disappointing atten-
dance and a shrinking trade show. As a 
result, the Outdoor Power Equipment Insti-
tute (OPEI), which runs the show in con-
junction with Sellers Expositions, has in-
creased its efforts to strengthen the show 
under the leadership of Bill Harley, OPEI 
president and chief executive officer. 

Attendance at the 2002 show was 21,579, 
which was comparable to last year's turnout 
of 21,100. Landscape contractor attendance 
climbed about 6 percent while the dealer/ 
distributor attendance dropped 7 percent. 

Harley termed the show a "solid suc-
cess," given the overall economic climate. 

(continued on page 22) 

EDITORS 
NOTE: Every 
month, 
industry 
consultant 
Jack 
Mattingly 
offers 
suggestions 
on key 
tasks for 
contractors 
to focus on. 
Here are his 
August 
thoughts. 

I would estimate that the average true profit of most companies I work with is 
around 9 percent. I know of companies with $4 million in volume producing 25 
percent net profit and many companies of all sizes producing double-digit profits. 
If you are a contractor doing residential or commercial work in the maintenance 
and/or installation arena, and you are not making approximately 10 percent profit 
while at the same time paying yourself well, you could be ignoring labor costs. 

As you look at successful companies you find one common ingredient - they 
watch their labor hours like hawks. Here are a few questions to ask yourself: 
• Do you have budgeted man-hours for projects and do you share them with foremen? 
• Do you have a budget for the amount of unproductive time, i.e. fueling, etc.? 
• Do you provide each foreman the budgeted non-productive hours? 
• Do you track and report weekly the non-productive hours? 
• Do you budget, track and report the amount of overtime hours weekly? 
• Do you provide some type of incentive for meeting the budgeted hours? 

If you answered "yes" to all of the above and are not making great profits, then you 
probably have an estimating or pricing problem. For those of you who are making money 
and not doing all of the above, I suggest that you manage labor to increase your profit 
percentage. Labor is the single biggest expense on your income statement. 

Jack Mattingly is a green industry consultant with Mattingly Consulting and can be reached 
at www.mattinglyconsulting.com or 770/517-9476. 

HOW TO BUILD THE 
LONGEST LASTING TRAILER 

IN THE GREEN INDUSTRY 
(Wells Cargo's comprehensive 6-year warranty is proof positive!) 

VERSATILITY 
( d E n n s n a n i 

QUALITY 

STRENGTH 

DEPENDABILITY 
ALL-SEASON 

PERFORMANCE 

For More Information Call 
1-800-715-5313 

www.sweepster.com 

Heavy-Duty Anodized 
Aluminum Roof Cove 

Side Entry Door with Aluminum 
"Anti-Rack" Cam Lock 

3/4" 
MarineTech™ PTP 

Ramp Deck 
& Interior Floor 

(20 year warranty) 

<§> 
(800) 348-7553 

3/8" 
Exterior Grade 

Plywood 
Sidewalls 

Radius Steel 
Corner Posts 
(Front & Rear) 

Stop/Tail/Turn 
Lights for 

Improved Safety 

Chassis Built with 
SmartFrame 
Technology™ 

includingTubular 
Steel Main Rails 

www.wellscargo.com 

Rear Ramp 
Door with 

Dual Spring 
Assist 

/ 
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But we can tell you what makes o u r new K w i k D i a l ' h y b r i d cont ro l le r the best on the block. 

Things like an easy-to-use dial and four large push buttons that ensure simple program-

ming. A remote control capability that makes system maintenance a breeze. Add automatic, 

semiautomatic and manual operation and three fully independent programs with three start 

times per program, and youve got the ideal residential controller — without a high price tag. 

You may not be able to see our best feature, but i ts easy to recognize. Available in four-, 
six-, nine- and 12-station models, the KwikDial controller combines sophisticated features 
with the affordability you've come to expect from Irritrol. 

Irritrol S y s t e m s — a name synonymous with value. 

Irritrol 
SYSTCMS 

Irr i trol Systems, 5 8 2 5 Jasmine Street, Riverside, CA 9 2 5 0 4 - 1 1 8 3 ( 9 0 9 ) 7 8 5 - 3 6 2 3 

w w w . i r r i t r o l s y s t e m s . c o m 
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Fax: ( 9 0 9 ) 7 8 5 - 3 7 9 5 
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Protect your landscape with 
the most effective animal repellent. 

1 Repel deer, rabbits, tree squirrels, voles, 
and moles. 
Natural formula is safe for use on food 
crops, trees, plants, and bulbs. 

1 Dual barrier system repels animals 
through taste and smell. 

www.havahart.com 

Havahami Now part of the Havahart® 
family of products. 

For more information visit our web site or call 1(800)800-1819 ext 386 
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Since 1910 

PANUSER 
Int roducing 

NEW Earth Augers 
for sk id-steers 

TEL: (573) 642-2246 
www.danuser .com 

FAX: (573) 642-2240 
sa les@danuser .com 
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Market I ï î T Ï T Ï 
(continued from page 20) 
Still, paid exhibit space dropped about 10 per-
cent as key manufacturers, such as Encore and 
LESCO, pulled out of the show. Meanwhile, a 
number of exhibitors talked about downsizing 
their booth for 2003, if they exhibit at all. None 
of these companies wanted to comment about 
their future show plans publicly, they gener-
ally questioned the show's value. 

Most of the unhappy exhibitors' concerns 
centered on old gripes - the show remains in 
the same location year after year and fails to 
attract new attendees. OPEI hired a veteran 

(continued on page 24) 

Peo 

Daniel 
Carrothers (top\ 
Nicholas Hamon 

LESCO hired Jeffrey 
Rutherford as senior 
vice president, chief 
financial officer, Bruce 
Thorn as senior vice 
president, logistics and 
operations, and 
Steven Cochran as 
senior vice president, 
marketing and strategic 
sourcing. 

Bayer Environmental 
Science appointed 
Daniel Carrothers 
to head of U.S. green 
industry business and 
Nicholas Hamon 
to head of development 
and technical services. 

Emily Thomp-
son joined Symbiot 
Business Group as national sales manager, 
developing contract opportunities for the 
Symbiot Landscape Network. 

Valley Crest promoted J. Wickham 
Zimmerman to branch manager for the 
themed construction group in Orange County; 
Ed Mouser-Cloassen to branch 
manager, Valley Crest Orlando Patrick 
Luzier to branch manager, Valley Crest 
Atlanta; and Peter Hunn to branch 
manager, Valley Crest North Carolina. 

M i k e Robinson has stepped down 
as president of Seed Research of Oregon 
to become Director of International Sales 
and Marketing. 

Becker Underwood named Brian 
Buckal lew product manager for its 
distribution sales business unit. 
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Yes. the p o w e r of a Sh inda iwa does m a k e the i m a g i n a t i o n r u n w i l d . W e ' r e t a l k i n g p o w e r that can move a 
b r i ck across asphal t . Or. pract ica l ly speak ing, reduce c leanup t imes up to 50%. Plus. Sh inda iwa puts a l l 
that p u n c h in c o m f o r t a b l e packages, w i t h stay coo l b a c k p a d s a n d p a d d e d , a d j u s t a b l e harnesses. Check 
out the en t i re l i n e u p today. F ind you r dea le r at S h i n d a i w a . c o m or 800 .521 .7733 . And let the cows beware . FIRST TO START. LAST TO QUIT. 

shindaiwa 
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Market Trends 
(continued from page 22) 
trade show consultant to conduct surveys 
and focus groups with attendees and exhibi-
tors at this year's show. 

"About 79 percent of the attendees said 
they would recommend the show as a 'must 
attend/" Harley reported, adding that he's 
confident in the show's future. "Yes, we've 
got some problems, but they're problems 
that we can solve." 

Ultimately, the show's future hangs on 
its ability to sell exhibit space, and OPEI 
Secretary/Treasurer Dave Zerfoss from 
Husqvarna expects the exhibitor count to 
climb in 2003. "I think you'll see a number of 
credible manufacturers return to the show," 
he reported, noting that OPEI absorbed the 
Portable Power Equipment Manufacturers 
Association this year, but too late for those 
hand-held equipment suppliers to exhibit. 
"We also continue seeing new equipment, 
such as construction machines, and I think 
that will continue, which is positive since 
that equipment requires more floor space." 

Warren Sellers, president of Sellers Ex-
positions, said that the 173,000 square feet of 
paid exhibit space at this year's show is 
down about 15 percent from the show's all-
time high of more than 200,000 square feet. 
"Hopefully, we've bottomed out," he added. 

Contractors test out equipment at OPEL 
Photo: Lawn & Landscape Staff 

The Richest Man in Babylon 
by George Clason 
Reported by Mark Himmelreich, owner, 
Bill's Nursery, Littlestown, Pa. 

George Clason's The Richest Man in 
Babylon is a collection of interrelated 
short stories revolving around the basic 
principles of financial health and wealth. 

I suggest that anyone reading this 
book turn to the last chapter first. It puts 
a sense of reality into the whole book 
and once you understand the phenom-
enal characteristics of the prosperous, 
ancient city of Babylon, which existed 
thousands of years before the Egyptians 
built their pyramids, you will see how the 
simple teachings of each chapter are rel-
evant to your company. 

IN THE NEWS 
Toro, Clip Partner 
LOUISVILLE - "Contractors' biggest head-
aches are the billing, routing and estimating 
parts of business," maintained Randy Har-
ris, marketing manager, Toro, Bloomington, 
Minn. "Toro can't effect that or help con-
tractors in that area, but Clip can." 

As a result, more companies are trying 
to address these business education needs, 
as Toro did with its unique partnership 
with Clip, Ijamsville, Md. 

According to the exclusive agreement, 
Toro's 700-plus Five Star dealers will dis-
tribute free software demos to contractors. 

In my case, it highlighted the importance 
of finding a balance to achieve personal pros-
perity. My father and I have been to many 
business liquidations where every dollar from 
decades of profits was spent on the acquisition 
of "shiny new equipment," now worth only 
pennies. I cannot stress enough the applica-
tion of the minimalist approach to business 
management. By blending limited equipment 
ownership with leasing, back-charged rentals, 
subcontracting and the use of temporary labor-
ers, we both significantly improved our per-
sonal portfolios instead of the size of our 
equipment storage yard. 

The stories in this 160-page book illustrate 
the importance of this minimalist approach, 
which I was also able to apply in my own 
business. As a business owner, I'm sure you 
have heard the expression, "Pay yourself first." 
This book will give you an insightful plan to 
fulfill your dreams of financial freedom. 

Harris thinks this gives these dealers an 
advantage because they can be their clients' 
true "partners" in business, he pointed out. 
"They already offer the equipment, parts 
and service, and now we help them offer 
something on the other side of the business," 
he said. "The dealers are excited because as 
contractors learn how to run their businesses 
better, they will grow, profit and buy more 
equipment - it's a win-win situation." 

"If dealers show they can be a resource 
for contractors, then contractors won't go 
anywhere else for their purchases," added 
Dave Tucker, Clip president. 

(continued on page 26) 

Get more, than postpretty pictures/ 

Let H O R T I C O P 1 A ® ^ W m e e t your business needs. 

Create w i n n i n g landscape proposa ls a n d e n h a n c e staf f p r o d u c t i v i t y w i t h d a t a a n d 21 ,000+ p ic tures fo r 

m o r e t h a n 8 6 0 0 plants. Use o u r super-fast g r a p h i c a l search t o f i n d t h e per fec t p l an t fo r y o u r cus tomer . 

A d d y o u r o w n plants, p ic tures a n d da ta t o e x p a n d Hor t i cop ia 's p l an t pa le t te . Pr int o r e-mai l p ictures, 

fac t sheets, p l a n t lists a n d fu l ly cus tom ized p r in tou ts . 

1 -800-560-6186 www.horticopia.com 

The very best horticultural reference software 
I 1 0 R T 1 C 0 P 1 A ® P r - o h s 

For Windows® systems ^ 

2 4 AUGUST 2002 

USE READER SERVICE #1 1 
LAWN & LANDSCAPE 

http://www.horticopia.com


The fact that Talstar 
controls over 75 different 

pests influenced my 

The only things smarter than our 
products ate the people who use them. 
Lawn Doctor is the largest f ranch ise l awn-ca re c o m p a n y in the 
Un i ted States. John Buechner , D i rec tor o f Technica l Serv ices, 
has been w i t h them for 18 years . " W i t h 4 1 5 f ranch ises in 
th i r ty-eight states, I need a n insect ic ide I c a n coun t on . The fact 
that Talstar cont ro ls over 7 5 d i f fe ren t pests i n f l uenced m y 
dec is ion , but I selected Talstar because it w o n ' t h a r m sensit ive 
turf a n d o r n a m e n t a l s . " 

The Talstar fami ly of insecticides has the longest p roven res idual 
in the industry. These insect ic ides a r e easy to hand le , a n d a re 
o d o r free at labe l rates. Use Talstar o n l awns a n d l a n d s c a p e 
ornamenta ls , a n d even for per imeter t reatments. O u r n e w 
Talstar* EZ G r a n u l a r Insect ic ide is easy to s p r e a d a n d t ough 
o n pests. W e a re so cer ta in that Talstar w i l l p r o v i d e long- last ing 
pe r f o rmance aga ins t a b r o a d spect rum of insects that w e b a c k 
it up w i t h a money -back g u a r a n t e e . * 

John Buechner has r e c o m m e n d e d the n e w g r a n u l a r f o rmu la t i on 
for use at a l l Lawn Doctors. "Talstar EZ w i l l be p o p u l a r w i t h the 

f ranchisees, because it enab les us to of fer services w e c a n be 
p r o u d of a n d helps us de l iver o n our p romise of qua l i t y . " Lawn 
Doctor ' s t r a i ned a n d l i censed staff c a r e for m o r e than a b i l l i on 
squa re feet o f A m e r i c a ' s turf. They a r e a p r o u d suppor te r o f 
the Profess ional Lawn C a r e Assoc ia t i on of A m e r i c a (PLCAA), 
a n d w e at F M C cou ldn ' t be p r o u d e r to suppo r t their g r e a t 
w o r k w i t h our g rea t p roduc ts . 

For more informat ion, contact your F M C author ized distributor. 
Ca l l 8 0 0 - 3 2 1 - 1 F M C , or visit us at www. fmc -apgspec . com. 

TALSTAR. Lasts longer. Guaranteed. 

•FMC © 2002 FMC Corporation The FMC* logo & Talstar are registered trademarks of FMC Corporation 
'See Guarantee Program Guidelines for details This guarantee does not apply to termitode products 
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Why 
Weisburger 
Insurance? 

7t t WeisburgerGreen, Inc., we work hard 

JL A every day to answer that question. Our 

business has been family-run since 1915, and 

we've built our reputation by establishing a 

strong tradition of customer service and reliability 

unmatched in the lawn care industry. For those 

of you who know us, we thank you for helping 

us build that reputation and for your continued 

support. For those of you new to WeisburgerGreen, 

we think our customers and valued industry 

partners are the experts. We urge you to return 

to these pages during the coming months to hear 

what they have to say about the quality, value 

and service we deliver every day. 

WEIS^RGERGreen 
ywuvKzttce 

5 Waller Avenue 
White Plains, NY 10601 

Tel (914) 4 2 8 - 2 9 2 9 
Fax (914) 4 2 8 - 0 9 4 3 

Toll Free (800) 4 3 1 - 2 7 9 4 
Fax-on-Demand (800) ASK-WE1S 

www.weisburger.com 

(continued from page 24) 
IN THE NEWS 
TruGreen, Home Depot End 
Marketing Venture 
ServiceMaster and Home Depot are two publicly traded companies 
that must always grow to thrive. These massive firms joined forces at 
the outset of 2002 with hopes of identifying a way each could help the 
other drive revenue. Apparently, that plan failed. 

The companies announced the end of their test program, which 
featured kiosks touting ServiceMaster's lawn care, landscape, pest 
control and other home-oriented services in 28 Home Depot stores in 
three cities: Orlando, Memphis and Sacramento. 

This news came at the same time that ServiceMaster announced 
its new deal with Internet portal Yahoo!, where customers can 
schedule and purchase home services through the newly created 
Home Service Center on Yahoo! Real Estate, but no one will comment 
on how this new strategy influenced the Home Depot arrangement. 

Without divulging specifics, the companies said the program 
yielded positive results but still failed to meet expectations. 

"We have learned a tremendous amount about our potential and 
existing customers from exploring this retail channel," related Ernest 
Mrozek, ServiceMaster's president and chief operating officer. "We 
believe that select retail channels remain a strategic fit for 
ServiceMaster, and we will continue to explore other in-store market-
ing opportunities with a variety of partners in the future." 

Meanwhile, Home Depot also noted that it still sees home services 
as a growth opportunity, and it will continue to seek strategic 
partners in that area. The services they offered "are still viable 
candidates for Home Depot to look at," possibly with other provid-
ers, noted Home Depot spokesman Don Harrison. Home Depot 
stores already offer a range of home services through its At-Home 
Services brand, such as installing cabinets, flooring and windows. 

"We continue to believe that home services represents a great 
opportunity," said Frank Blake, Executive Vice President, Business 
Development and Corporate Operations for Home Depot. "That's 
why pilot programs are so effective. They allow you to explore new 
ideas. If a program doesn't meet expectations, the partners still benefit 
from the experience, which can be applied to the next similar venture. 
In the area of home services, Home Depot will continue to develop 
strategic partnership opportunities." 

At presstime, ServiceMaster's stock was trading at $11.50 a share, com-
pared with its 52-week high of $15.50 a share, which it enjoyed in May. 

On ihe\j V ^ 
Stens - www.stens.com 
Barnard's Irrigation - http://iesuspage.ezhoster.com/ 

& Sprinklers Barnard s.html 
Textron Golf, Turf & 

Specialty Products - www.textron.com 
Cut-N-Edge Lawn 

Care Services - http://cutnedge.freeyellow.com 
Berns Landscaping 

Services - vrww.bernslandscape.com 
To announce a new Web site, e-mail nwisniewski@lawnandlandscape.com. 
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The Landscape Contractors Association (LCA), 
Md.-D.C.-Va., is pleased to announce that Landscape Specifica-
tion Guidelines, 5th Edition, is now available in Spanish. The 
114-page book includes sections on landscape installation, 
landscape maintenance, seeding and sodding, soils, tree 
preservation, nontidal wetland planting, interior landscape 
installation and maintenance, and irrigation. Order forms can be 
found under publications on the LCA website: http:// 
www.lcamddcva.org. 

The International Landscape Technician 
Council presented Peter Dervin, executive director of the 
Washington Association of Landscape Professionals, a service 
award for the development of the Advanced Endorsement in 
Horticultural Management for the nationally recognized ALCA 
Certified Landscape Technician program. 

At its annual business meeting, the Texas Nursery & 
Landscape Association granted honorary lifetime 
membership status to four individuals: George Wechsler of Wolfe 
Nursery, Sam Cotner of Texas A&M University, Frank Milsap of 
Richland College and Charlie Hall of Texas A&M University. 

The following individuals were recently inducted into the 
Wisconsin Landscape Federation Hall of 
Fame Marshall Scheibe, Bliss Nicholson, Dave Damitz and 
Matthew Stano. 

RESIDENTIAL MARKET NEWS 
Housing Affordability Rises 
WASHINGTON - Favorable financing conditions and higher in-
comes helped make it considerably easier for American families to 
afford homeownership in this year's first quarter compared to the 
same period one year ago, according to the National Association of 
Home Builders' Housing Opportunity Index (HOI). 

"Nearly 65 percent of all new and existing homes sold in this 
country in January through March were affordable to families 
earning the national median income of $54,400," said Gary 
Garczynski, NAHB president and a builder/developer from 
Woodbridge, Va. "That's up substantially from 56.9 percent in last 
year's first quarter, and up a notch from the 64.1 percent of homes 
affordable at the end of 2001." 

"Clearly, this improvement opened the door to homeownership 
for thousands more Americans, boosting housing's contribution 
to Gross Domestic Product at a crucial time for the nation's economy," 
Garczynski noted. "Every home that is sold generates thousands 
of dollars in home-related purchases during the first year 
of ownership." 

The HOI is a measure of the percentage of new and existing homes 
sold that a family earning the median income can afford to buy. The 
latest index, with a reading of 64.8, was based on an analysis of more 
than 580,000 completed home sales in 191 metro markets nationwide. 
This was up from a 64.1 reading in last year's final quarter and from 
a 56.9 reading in the first quarter of 2001. ID 

Our brand 
fits your brand! 

Now-more attachment choices 
for more brands of loaders! 
Many Bobcat at tachments are designed and engineered 
to fit a variety of loader brands for top job performance, 
dependability and durability. Additional approved attachments: 
auger, Brushcat rotary cutter, buckets, dumping hopper, 
industr ial grapple, pallet fork, planer, snow blade, scraper, 
sweeper, til ler, Tilt-Tatch, util ity fork, util ity grapple. 

Visit our website or call for a FREE"Bobcat: One Tough Animal" 
Video Catalog and 2002 Buyer's Guide. 

www.attachmentsplus.com • 701-241-8700 

Bobcat 
An ( I R ) I n g e r s o l l f l a n d business 

Bobcat Company • P.O. Box 6000 • West Fargo, ND 58078 
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SUMMER PIANTINGS 

Beat the Heat 
The dog days of summer have arrived, complete 

with heat and humidity. As a result, many annual 

flowers that thrived in May and June may be 

looking a little wilted by now. 

When air temperatures exceed 86F, many plants begin to 
suffer. Flower buds may wither, leaves may droop and 
become more attractive to insects, chlorophyll may disap-
pear so leaves appear white or brown, and roots may cease 
growing, according to Marc Cathey, president emeritus of 
the American Horticultural Society (AHS), Alexandria, Va. 

Selecting heat-tolerant plants is the best way to ensure the 
summer landscape looks fresh through the whole season. The 
following selections can take the summer heat and humidity, 
growing particularly well in AHS heat zones 9 to 12. 

Abelmochus moschatua, or annual hibiscus. Hardy to U.S. 
Department of Agriculture zones 10 to 11, this plant is covered 
in blooms all season and can grow into a knee-high hedge. 

Celosia plumosa, or plumed celosia. Versatile in color, size 
and shape, this plant features long-lasting flowers and is hardy 
to USDA zone 9. 
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Daybreak 

Orange 

Cream 

gazania, 

featuring 

splashy cit-

rus coloring, 

adapts well 

to heat. 

Photo: 

Pan American 

Seed 

The magenta flowers of hardy 

Vinca 'Big Ruby' contrast with 

dark foliage for visual impact. 

Photo: PanAmerican Seed 

Dyssodia tenuiloba, or 
Dahlberg daisy. Appropriate for 
AHS zones 1 to 11, this plant 
grows well as a low ground 
cover, producing many yellow 

flowers with a soft lemon fragrance. This plant thrives in heat, 
drought and coastal conditions, but do not overfertilize. 

Gazania. Hardy through USDA zones 8 to 11 and AHS heat 
zones 3 to 12, this multicolor, daisy-like flower blooms year 
round. Excellent as a low border, flowers close up at night and 
open again in the morning sun. Gazania grows well in sunny, 
dry locations and tolerates wind and coastal conditions. 

Nierembergia, or cupflower. Profuse white flowers, hardy 
to USDA zones 6 to 9, are suitable as a low ground cover or 
in flower boxes. 

Ornamental pepper. Appropriate as a low-maintenance 
border for walkways, this showy fruit, hardy to USDA zones 
6 to 9, features bright orange and yellow peppers. 

Basil. A vigorous grower in heat, basil likes organically 
enriched soil and is perennial in zones 6 to 9. Some have 
purple flowers and foliage. 

Portulaca grandiflora, or moss rose. Hardy in USDA zone 
11 and heat zones 1 to 12, this colorful carpet ground cover 
holds its flowers throughout the day. It actually prefers 
poor, dry, unfertilized soil. 

Rudbeckia, or black-eyed Susan. Hardy through USDA zones 
4 to 9 and heat zones 2 to 9, this plant grows well in sun to light 
shade and likes moist, well-drained soil with organic matter. 

Salvia, or mealycup. Hardy through USDA zones 4 to 10 and 
heat zones 1 to 12, few plants take heat better. Blue-flowered 
varieties are now joined by white and scarlet flowering. The 
plant grows well in sandy soil in sun to partial shade. 

Torenia fournieri, or wishbone flower. Available in several 
colors, this plant offers excellent coverage for walkways, bor-
ders and confined areas. It adapts to full sun or partial shade but 
needs regular watering and is hardy to USDA zones 1 to 11. 

Vinca. Prolific, bright-colored flowers contrast with dark, 
glossy foliage for visual impact. Vinca performs well in raised 
beds, when not overwatered, and is hardy to USDA zones 6 to 9. 

Fancy-leaved caladium. These large-leaved plants come in 
pink, rose, white and bicolor. Preferring shade, some varieties 
can be grown in pots and are hardy to USDA zones 9 to 11. 

Other heat-loving plants to try are coleus, cosmos, verbena, 
melampodium and Zinnia angustifblia. - Ali Cybulski B! 

The author is Contributing Editor of Lawn & Landscape 
magazine and can be reached at acybulski@gie.net. 
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doesn't solve the problem. 
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When you use a product that only kills adult midge 

flies, you're not getting rid of them at the source. You're 

just biding time until a new generation becomes adults. 

Unlike products that only kill adult midge flies, 

Strike" Professional Midge Control is an insect growth 

regulator (IGR). It targets the midge fly larvae missed by 

other treatments and prevents them from becoming 

problem-causing adults. Speaking of eliminating hassles, 

Strike's convenient pellet formulation can easily be 

applied to the ditches, streams 

and ponds that midge flies call 

home. O n e treatment lasts up 

to 3 0 days. And Strike is target 

specific, so it won't affect fish, waterfowl, mammals 

or beneficial predatory insects. It's control that you 

can feel good about. And learn more about by 

calling 1 - 8 0 0 - 9 2 0 - 1 0 0 1 or 

visiting www.pct-strike.com. STRIKE 
^^^ Anfesonmf Mate Cmtmf 
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Always read and follow label directions Strike is a registered trademark of Wellmark International. Wellmark International. Schaumhurg. IL. © 2 0 0 2 Wcllmark International. 
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Merrier with More? 

Growing your client base shouldn't resemble a game of 
duck-duck-goose - an unpredictable, unmeasured, tag-
you're-it sport. Contractors who want to widen their 
client ring need a strategy, more like a precisely executed 
game of chess. 

"If you go after work on a hit-or-miss basis, you may 
have to take a look at reinvesting in equipment and 
adding more capital to your business, and if you aren't 
in the position to do that you will want to think twice 
about growth," advised Paul Wolbert, franchise devel-
opment, U.S. Lawns, Orlando, Fla. 

In other words, unorganized growth can send a com-
pany running around the circle, chasing after accounts. 
"What kind of customers do you want in your portfo-
lio?" Wolbert asked. "You go through different phases. 
When you first start cutting grass, you might go any-
where, but then you start getting more specific with 
what you want to do." 

An internal inventory can help contractors gauge 
which customers fit their company profile - and how 
many of them the business can add and still operate 
efficiently and profitably. "The very first thing is to make 

Can't Find The Right 
Container Design? 

We Make Custom 
Planters To Your Specs. 

Call Us For Your Next 
Conta iner Project! 
'OSE CALL DOES IT ALL' 

When sub-irrigation is your only option... 
We have the solution!!! 

Let us help you choose the right system for your job 

THE PROFESSIONAL LANDSCAPERS CHOICE FOR 
PLANTERS, SUB-IRRIGATION & INSTALLATION SUPPLIES 

Scape Supply Co. 
800-888-7063 
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w u i m i i T « [ Y o u r B u s i n e s s 
sure the company knows its numbers," 
stressed Rick Carver, president, Carver's 
Lawn & Landscape, New Castle, Del. "A lot 
of contractors get hungry - it's addicting -
and they get in a constant mode of adding on 
to their customer base. But how many times 
can you mow that lawn without getting a 
complaint and losing a customer?" 

First, figure out if your current customer 
base is pleased, Carver advised. Then, think 
about your capital: Can your employees man-
age more properties? Do you have the staff to 
field more phone calls? Do you have the time to 
schedule more work? Do you have the equip-
ment to dedicate to new accounts? 

If you deliver quality service and still 
have room to grow, then perhaps the good 
words of current clients will pass your com-
pany name onto prospective customers, like 
in Stacey Werner's case. 

The owner of Portland, Ore.-based Tryon 
Creek Landscape sampled various market-
ing methods - from Yellow Pages to a Web 
site to direct mail. But none was as success-
ful as simply delivering a job well done. 

"We're going back to the basics, which is to 
do a good job, have great customer service 
and follow up with clients - all that leads to 
referrals," he said. "If you're not getting 
referrals it doesn't matter what other mar-
keting you are doing. If you do something 
well, the word spreads a little. If you do 
something bad, it spreads ten-fold." 

Sounds simple enough, but how can con-
tractors "do it right" the first time? Company 
logos on vehicles, clean uniforms and a profes-
sional attitude go a long way, Wolbert men-
tioned. "Let the people out there know you are 
proud of what you are doing," he said. "One 
franchisee told me about a customer that ap-
proached them at the bank drive-thru while 
they were servicing the property. The woman 
said she had been going to the bank for years, 
and she sees the company there every Tues-
day making the property look good. The 
customer wouldn't have known who to talk 

lawnandlandscape.com 
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to if the company didn't have the name on 
the side of the truck." 

Contractors can simply ask current cus-
tomers for referrals, or they can nab the neigh-
bors' business with a little creativity. Carver 
gives coffee mugs with sample-size bags of 
java to his clients' neighbors. A note attached 
reads, "This is courtesy of your neighbor so-
and-so," he said. "You know you are at least 
making an impact." fl| 

The author is Managing Editor - Special Projects 
for Lawn & Landscape magazine and can be 
reached at khampshire@laumandlandscape.com. 

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 to khampshire@lawnandlandscape.com or via fax at 216/961-0364. 

INSTALL C U S T O M L A N D S C A P E BORDERS ! EAST, EASY, & 
I \ I R E M E I Y P R O F I T A B L E ! F O R F R E E V I D E O ( \ l A L O G 

( IL L The ( oserete Edge ( <>. (800)314-9984 or 
(407) 658-2788wHw.lilbubba.com 

Hydro Seeding Systems 

Register on-line 
to receive 

FREE sample 
bottle of 

m i E m 

"Compare... 
Before You Buy" 

- Industry Leading 
Performance 

- Minimal Maintenance 
- Holds More Mulch 
- Easy to Operate 

-

Model Shown: 
L90 

Price as 
Shown: 

$23,495.00 

350 Gallon Units 
Starting at 

. $3995 . 

Model Shown: 
TM35-SR 

Price as Shown: 
$3,995.00 

VISIT easylawn.com 
FOR A LISTING OF OUR 

UPCOMING TRADE SHOWS 

FOR MORE INFORMATION OR TO SEE A DEMONSTRATK 
CALL 800-638-1769 
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CLIET: 
ADDRESS:. 

DATE TO BE REMOVED:. 

Headache-Free 
Holidays 

Plantscape, Pittsburgh, Pa., is a company that knows a 
thing or two about planning ahead. As preparation for the 
holiday decoration season begins for this interior/exterior 
company, the sales and installation staffs are already one 
step ahead of the competition, thanks to the company's 
paperwork system. 

Dave O'Connor, Plantscape's director of business de-
velopment, explained how a simple cover sheet for holiday 
takedowns saved a great deal of time when 
the next decoration season came around. 

On the initial set-up of a new job, sales-
people would fill out a client sheet for cus-
tomer information, services ordered, project 
dates and projected man-hours, he said. The 
client information and projected man-hours 
for takedown would then be recorded to the 
takedown form. 

Then, each crew member's actual hours 
are totaled and compared to the projected 
takedown hours. 

"When the sheet was filed away into a 
client folder, we could pull it out next season 
to determine a better estimate of man-
hours," O'Connor stated. "Not only that, 
but we'd know what crew members worked 
on this project so that in the next year, we 
could get a familiar crew out there." 

O'Connor pointed out that the bottom 
portion of the five-year-old form is a project 
inventory. A space to keep track of trees and 
decoration boxes taken in and out ensures all 
supplies are accounted for in concluded 
projects. Missing, damaged and aging items 
are recorded to plan ordering and budgeting 
when the project resumes the next season. 

"We can pull out a client's file in summer 
and see what is missing or what is damaged 
before we even need it," O'Connor explained. 

Another benefit, he added, is the ability 
to keep track of where items are stored. 

Although it may someday be replaced, 
O'Connor said the form has worked well. 

"I think the crew members liked how it 

was a quick summary of the entire client's package," 
O'Connor noted. "That way they didn't have to read all of the 
paperwork to find the information they needed." 

And who doesn't like saving a little bit of time around 
the holidays? - Mandy Jenkins OB 

The author is a contributing editor to Lawn & Landscape magazine 
and can be reached at mjenkins@lawnandlandscape.com. 

TAKEDOWN COVER SHEET 
CREW LEADSER:_ 
SALESPERSON: 

RX#_ 
PROJECTED MAN HOURS: 
TOTAL ACTUAL MAN HOURS:. 

CREW 
1. 

START TIME: END TIME: TRAVEL TIME: TOTAL TIME: 

2. 
3. 
4. 
5. 
6 
7. 
8. 
9. 
10. 

TOTAL # TREES: 
Multi-Construction Trees:. 
TOTAL # BOXES: 
Wreath Boxes: 
Misc. Boxes: 

MISC:_ 

ITEMS MISSING . 

ITEMS DAMAGED . 

ITEMS NEEDING REFURBISHING . 

RENTAL ITEMS REMOVED: 
OTHER NOTES: 

O 'YES a 'NO 

If to be stored on client s property, client agrees that all material is received in good condition 

CLIENT'S NAME: DATE:. 

DATE. COMPLETED MAN HOURS:. SIGNED:. 
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R E S E A R C H P R O D U C T S P E O P L E I S T E W A R D S H I P syngenta 

Wel l -kep t lawns look like carpet. Wel l -kep t lawns t reated w i t h 

Barricade* Primo M A X X * and Her i tage" are o f t e n mis taken fo r 

carpet . W h e n app l ied as di rected, these tu r f con t ro l p roducts help 

g r o w grass tha t ' s as lush, as th ick, and as u n i f o r m as the f loor in 

your l iving room. For more i n f o r m a t i o n on their usage, or t o learn 

abou t other innovat ive ideas f r o m Syngenta, cal l 1 - 8 0 0 - 3 9 5 - 8 8 7 3 . 

W Primo MAXX 
Plant Growth Regulator 

www.syngentaprofessionalproducts.com 

Important: Always read and follow label instructions before buying or using these products. 
©2002 Syngenta Syngenta Professional Products, Greensboro, NC 27419. Barricade*, Heritage*, MAXX*, Pnmo*, and the Syngenta logo are trademarks of a Syngenta Group Company. 
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by Bob West 

Ian McCarthy wasn't supposed to own a landscape business. He was 

supposed to help find someone else to own it. In 1996, the owner of what 

was then Nantucket Reserve decided to sell, and he enlisted the help of his 

accountant to value the business. That accountant was McCarthy. 
When a deal to sell the $350,000 business fell through at the last minute, 

the owner asked McCarthy if he knew anyone interested in the business for 
$50,000. McCarthy and two of his accounting firm coworkers jumped at the 
opportunity. None of the three had any landscape experience, and McCarthy 
describes those early days as "a joke," adding that they were forced to learn 
as they went along. 

Still, the landscaping experience satisfied the 
entrepreneur in McCarthy in ways bookkeeping 
couldn't, and he immersed himself in learning what 
he needed to know to make the business work. 
Ultimately, he found that the right mix of hiring 
the right people and sound business practices 
created a venture anyone would want to own. 

Caledonian 
Stonework & 
Landscape 
Services 

P.O. Box 3303 

Nantucket, Mass. 02584 

508/825-6565 

www. nantuckethg. com 

nrl@nantucket.net 

THE COST OF EDUCATION. The company's 
sales slid by about 20 percent during that first year 
to $285,000, but that was the price of learning for 
McCarthy and his partners. "We didn't know what 
we were doing," he noted, adding that the land-
scape business was still a part-time effort for the group. "We'd do a cleanup on 
one property, and then we'd send that crew to fertilize another yard and follow 
that by mowing another yard. We had no concept of routing and such." 

The company showed modest growth in 1997, but the key event in its 
history occurred in 1998 when it started working with a Scottish mason. 
"We started pushing stonework, and suddenly we were in the landscape 
construction business," McCarthy recalled. 

At the time, the company was working on Nantucket Island, but 
McCarthy spent a lot of time on nearby Cape Cod, and he saw great 
potential there. So, in January 2000, he started pursuing customers "on the 
Cape." "Nantucket is a small island, and there are larger homes on Cape 

At a 
Glance 

CALEDONIAN 
STONEWORK & 
LANDSCAPE 
SERVICES 
HEADQUARTERS: C a p e C o d , 
M a s s . 
FOUNDED: 1 9 9 6 
BRANCHES: N a n t u c k e t Is land, 
M a s s . 
2 0 0 1 REVENUE: $ 1 5 m i l l i on 
2 0 0 2 PROJECTED REVENUE: 
$ 2 m i l l i on 
SERVICE M I X : 5 5 pe rcen t o f the 
c o m p a n y ' s sales c o m e s f r o m 
l a n d s c a p e cons t ruc t ion , w h i l e 
2 0 pe rcen t a r e f r o m m a i n t e n a n c e , 
1 0 pe rcen t f r o m l a w n c a r e , a n d 
5 pe rcen t e a c h f r om i r r i g a t i o n , 
pest con t ro l a n d trees a n d shrubs 
CLIENT MIX: 8 5 percent resident ia l , 
1 0 percent commerc ia l a n d 5 percent 
governmen t 
EMPLOYEES: 12 y e a r r o u n d , 
2 2 seasona l 
EQUIPMENT: 1 0 t r immers , 
6 b l o w e r s , 2 0 e d g e r s , 2 0 p runers , 
6 c h a i n s a w s , 2 brushcut ters , 
1 0 h e d g e t r immers , 7 m a i n t e n a n c e 
veh ic les , 2 w a l k - b e h i n d m o w e r s 
a n d 3 r i d i n g m o w e r s 

THE PHILOSOPHY 
MISSION STATEMENT: C r e a t e 
a n d m a i n t a i n beau t i fu l l a n d s c a p e s , 
b u i l d trust w i t h ou r c l ients a n d the 
c o m m u n i t y , a n d c o n t i n u a l l y i m p r o v e 
ourse lves a n d our c o m p a n y . 

KEY CHALLENGES: M a n a g i n g 
c l ients a n d the 30 -p lus e m p l o y e e s 
s e p a r a t e d b y 3 5 mi les o f o c e a n , 
f i n d i n g a n d r e t a i n i n g q u a l i t y 
l e a d e r s h i p , a n d n a v i g a t i n g the 
c o m p a n y t o w a r d c o n t r o l l e d g r o w t h . 

THE OWNER 
IAN MCCARTHY 
M c C a r t h y a n d t w o pa r tne rs b o u g h t 
N a n t u c k e t Reserve in 1 9 9 6 . H e 
b o u g h t ou t the pa r tne rs in 2 0 0 0 to 
f o r m C a l e d o n i a n S t o n e w o r k & 
L a n d s c a p e Serv ices. 

3 4 AUGUST 2002 

mailto:nrl@nantucket.net


Ian 

McCarthy 

built a 

company 

that offers 

multiple 

services 

to a 

growing 

customer 

base on 

Cape Cod. 

Caledonian Stone-
work & Landscape 
Services President 
Ian McCarthy (left) 
and Paul Iverson, 
the company's 
construction supervi-
sor, steer the business 
toward slow and 
steady growth. 
Photo: Terry Pommett 
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Cod/' he reasoned. "We sent mailings with 
color pictures to the architects and builders, 
and we had about $1 million in contracts 
lined up without laying a stone." 

Unfortunately, what seemed like a break-
through was nearly a breaking point for the 
company, as too much work came too fast. 
"We were still a by-the-seat-of-our-pants 

operation without a local manager or shop," 
McCarthy said. "It's a 35-mile commute by 
plane from Nantucket to Cape Cod, and we 
would fly over while sending the trucks on 
a ferry, and we had a couple of employees 
living in hotels. In July of that year, I shut 
the operation down because of the stress." 

McCarthy decided to refocus his efforts 

on Nantucket, where he grew both the main-
tenance and construction business. Still, 
McCarthy held firm to his vision for expand-
ing onto Cape Cod. So when a call for a stone 
stairway installation came from a Cape Cod 
homeowner who didn't realize the firm had 
closed its operation there, McCarthy went to 
meet with him. "I was able to upsell her from 
a $4,000 project to a $22,000 project, and it 
went smoothly," he said. "That got us a 
referral that led to a $40,000 project, and we 
were back doing walls on Cape Cod, only 
this time it was more organized and our 
employees knew what they were doing." 

Buoyed by this success, McCarthy was 
ready to ramp up the company's presence on 
Cape Cod. But his partners weren't. McCarthy 
explained that the pair preferred a more con-
servative approach to growing the business. 
Ultimately, he bought them out. "I went 
against everyone's advice," he noted. "People 
told me [Cape Cod] would be too much to 
manage and there was no reason to expand 
when we were growing on Nantucket, but 
this was the vision I had." 

Finding himself at a crossroads, McCarthy 
enlisted the help of industry consultant Marty 
Grunder of The Winner's Circle, Miamisburg, 
Ohio. "I wanted to use him because I wanted 
to understand how he can always be so far 
from his business and keep it working," 
McCarthy noted. "I thought that if I could do 
what he does, I'd be set." 

Like his previous partners, Grunder cau-
tioned the one-time accountant about expan-
sion, but he believed McCarthy's plan could 
work if he had a permanent shop and a full-
time manager in both locations. McCarthy 
hired the employees quickly, but finding a 
suitable shop was more challenging. Instead, 
he bought a small landscape maintenance 
firm on Cape Cod by using that contractor's 
prepayments he had already received from 
clients for the upcoming year's work as the 
down payment. This deal provided him with 
a 1-acre office and property at a key intersec-
tion and an easy way to boost the company's 
maintenance work in the new market. 

As spring 2001 broke, business was good 
in both locations for McCarthy. But launch-
ing a construction business presents chal-
lenges, such as keeping employees consis-
tently busy. McCarthy made sure his em-
ployees stayed productive by having them 
create a 200-foot-long, 5-foot-high wall in 

IT'S ALL ABOUT TIME! 
WWW. ti e . c o m OR CALL FOR FREE VIDEO 

USE READER SERVICE #1 1 

SCARIFY • RIP VEGETATION • PUSH/PULL SOIL • FINISH GRADE • PREFARE SLEDBED 

The TR3™ Rake 

Patent No. 5,806,605 

3 Tools-in-ONE 
IN THE LANDSCAPE BUSINESS, TIME IS AT A 

PREMIUM! SWITCHING OUT TOOLS, HAND 
RAKING, AND DOWN TIME FOR REFAIRS 

IS NOT WHAT YOU NEED. YOU DO 
NEED THE TR3™ RAKE! THE 

TR3™ RAKE'S RUGGED DESIGN 
AND TIME-SAVING FEATURES 

WILL CUT YOUR GROUND 
PREP TIME BY AT LEAST 

ONE-THIRD—WE 
GUARANTEE IT! 

Now, ONE 
TOOL DOES 

IT ALL! 

EVEN YOUR 

TOUGHEST SOIL 

GRADES-
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REQUIRED 

RAKES-
BEAUTIFUL 

FINISH 
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INTRODUCING THE ALL-NEW GMC® TOPKICK."" 
ENGINEERED BEYOND EXPECTATIONS. 

Every day, you're challenged to do more — better, faster. Now there's a truck that can more than 

keep up. The all-new GMC TopKick. Engineered to perform beyond the call of medium duty. If you're 

in need of a truck that is heavy on attitude and backed by superior engineering, the GMC TopKick will 

surely exceed your expectations. 

The all-new GMC TopKick offers the kind of best-in-class features and engineering innovations only 

a company with more than 100 years of truck experience could deliver. Like a choice of diesel and 

gas powertrains, as well as an impressive range of GVWRs — from 16,000 to 61,000 lbs* Equally 

important, the GMC TopKick surrounds your drivers in a quiet, highly functional environment so they 

can focus on what the road has in store. And they'll be well equipped to handle any situation with 

increased visibility and maneuverability. Clearly, this incredibly powerful truck has what it takes to 

get the job done. On time. On budget. 

The all-new GMC TopKick. It's what happens when professional engineering is driven by heavy 

duty attitude. 

i * When properly equipped; includes weight of vehicle, passengers, cargo, and body equipment. 



STRONG, SILENT TYPE. 
Sometimes actions speak louder than words. That's why the all-new GMC TopKick offers a choice of powerful diesel engines, 
including the Cat® 3126E, the DURAMAX™ 6600, and the DURAMAX 7800. You can also choose the Vortec™ 8100MD V8 
gasoline, the only gas engine available on class 6 and 7 medium duty trucks.* Together they deliver an impressive range of 
GVWRs from 16,000 to 61,000 lbs.+ And they match up with a full complement of Allison,® ZF,™ TTC,® or Eaton" Fuller® 
transmissions. Amazingly, with its improved cab mountings and body sealing, the GMC TopKick remains incredibly 
quiet — whether you're idling or hauling. Once you experience the all-new GMC TopKick, you won't be able to keep quiet about it. 

* Excludes other GM vehicles. 
+ When properly equipped: includes weight of vehicle, passengers, cargo, and body equipment. 
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SEE WHAT YOU'RE MISSING. 
Take a look at the all-new professional grade GMC TopKick. Engineered with a dramatically sloped hood and larger windshield, 
it gives your drivers an impressive view of what lies ahead, like people and equipment. In fact, the GMC TopKick provides a 
forward field of vision as near as 13 feet from the front bumper. That's twice as close as its nearest competitor* Smartly 
designed with larger fold-in mirrors providing 126 square inches of surface area (including a 6" x 7" convex section), the new 
GMC TopKick offers a remarkable view all around. Add to that the tightest turning diameter in its class,* and your drivers can 
safely maneuver around things like loading docks and garbage dumpsters. Not to mention the competition. 

* Based on comparison of 2003 GMC TopKick C4500/C5500 to 2002 Ford F-450/F-550. Excludes other GM vehicles. 

E INFORMATION, VISIT US AT GMC.COM OR CALL 1-800-G 



— 

^^m 1 I 

1 J 

I 

WIDE LOAD, MEET TIGHT TURN 
You never know what the road has in store for you. That's why the professionals at GMC engineered the all-new GMC TopKick 
with the best turning diameter in its c lass* With a setback axle and a wheel cut of up to 54 degrees, it helps give your drivers 
an edge on things like unexpected road work and poorly parked cars. Our engineers also designed the GMC TopKick with 
significantly reduced engine noise, vibration, and road harshness. That, along with a choice of powerful engines, makes the new 
GMC TopKick 100% professional grade. The road will always have its obstacles. But with the all-new GMC TopKick, your drivers 
will be equipped to meet them head on. 

Based on comparison of 2003 GMC TopKick C4500/C5500 to 2002 Ford F-450/F-550. Excludes other GM vehicles. 
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THE ALL-NEW GMC TOPKICK. 
THE RIGHT TRUCK FOR YOU. 
Professional grade engineering is the 

foundation on which every GMC truck is 

built. And the all-new GMC TopKick 

continues that tradition by delivering 

what you want and need in a medium 

duty truck: strength, reliability, durability, 

and versatility. With frames ranging 

from 50,000-110,000 psi, there is a 

GMC TopKick for every use. And with its 

straight frame from front to rear with 

no protrusions, the GMC TopKick makes 

upfitting easy. So no matter what the job 

calls for, you can call on the GMC TopKick. 

Discover how the GMC TopKick can fit your 

business needs now and in the future. 

Fast, easy, and safe 
deliveries are a real 
advantage in the real 
world, where tight alleys 
and cramped loading 
docks are often the norm. 
Added maneuverability 
minimizes hazards and 
increases efficiency. 

GMC TOPKICK C4500 
Regular C a b — 3 5 ' 

Nearest Competitor*—52' 

54° Wheelcut 
A couple of degrees 
might not seem like 
much, but every driver 
knows—especially 
when backing u p — 
that those degrees can 
be the difference between 
hitting or missing that 
badly placed dumpster. 

For the inevitable tight squeezes, 
both driver and passenger sides 
feature cowl-mounted mirrors (for 
less vibration) that fold inward 90 
degrees in either direction to be 
flush with the body of the truck. 

* Based on comparison of 2003 GMC TopKick C4500/C5500 60' CA 
to 2002 Ford F-450/F-550 60' CA. Excludes other GM' vehicles. 

A driver can't avoid what can't be seen. The 
TopKick's dramatically sloped hood helps increase 
forward visibil i ty—and margins of safety. 

F-450/F-550: 26' GMC TopKick C4500/C5500:13' 

WE ARE P R O F E S S I O N A L G R A D E ] 
80 0 • GMC • 8 7 8 2 ® WWW.GHC.COM 

Vehicles throughout this brochure shown with optional equipment. See dealer for details. 
© 2002 GM Corp. All rights reserved. Buckle Up, America! GM, GMC and the GMC logo are registered trademarks of General Motors Corporation. 
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Í front of his Cape Cod office in between jobs. 
Little did he realize what a marketing tool 
that wall would become. "We get two to 
three bid requests each week because of that 
wall," he related. 

By the end of last year, the business had 
added about $600,000 in revenue to its books, 

$ or 70 percent growth, to reach the $1.7-mil-
lion mark. "That sort of growth is almost a 
no-no because it can be so difficult to handle, 
but we were fortunate enough to do a lot of 
high-end work because of our market," 

^ McCarthy explained. "That let us do the 
^ dollar volume on relatively few jobs." 

ONE FOR ALL. McCarthy, still just 32 
V years old, continues to rely on his business 

background, regularly formulating a busi-
ness plan and outlining his future goals. 
During some planning last winter, he saw a 

^ problem - the company had too many names. 
What started out as Nantucket Reserve Land-
scaping was known as Fairwinds on Cape 

Cod (the name of the acquired company) 
and also Caledonian when doing stonework. 
"Customers didn't know who we were," he 
acknowledged. Thus, Caledonian Stonework 
& Landscape Services was born. 

Properly named and sufficiently grow-
ing, McCarthy knew he had other challenges 
to address. For starters, he needed help. 
Ninety-hour weeks weren't uncommon for 
him last year, but he refused to repeat that 
experience. So he hired a business manager, 
an office secretary and a landscape designer/ 
salesperson this winter. These new hires 
boosted the company's overhead dramati-
cally, but McCarthy views these moves as 
investments in Caledonian's future. 

"Now that we have the designer, the con-
struction foreman can stay in the field and 
manage the work instead of leaving jobs to 
meet with potential clients," he pointed out. 

Still, adding these employees drives the 
company's costs skyward, and McCarthy 
also wants to hire a controller. But McCarthy's 

continuing education helps him see how he 
can afford these additional hires. "This win-
ter I really went through our numbers and 
our budgets, and I realized that our problem 
was we had too many unproductive hours," 
he asserted. "It wasn't the cost of equipment 
or the overhead. If you're billing out $45 an 
hour and your labor burden is $18 an hour, 
then you should have gross margins in ex-
cess of 50 percent. If that's not the case, then 
you're probably spread too thin, you're too 
disorganized and you're paying for too many 
hours that you're not billing. 

"I brought in more employees to show 
the builders that we were the biggest, so I 
had to right size that," he continued, adding 
that he eliminated seven field positions this 
year. "We've done more volume this year, 
making our overhead increase minimal." 

SERVICES GALORE. A high-end clien-
tele equals service consumers. While Nan-

(continued on page 40) 

I or many landscape professionals, consultants seem to be 
little more than high-priced theorists. But Ian McCarthy, 

3 J f c president, Caledonian Stonework & Landscape Services, 
Nantucket, Mass., sees them as investments. In addition to 
attending various industry conferences, McCarthy has hired 
Vander Kooi & Associates, The Winner's Circle and COMPASS 

«Systems in the last few years. 

"Initially, going to these conferences was good because we 
were getting exposed to ideas that weren't getting to us in 

i Nantucket and we were talking to people we could learn from," 
* ' I he noted. "I felt like this business was a long-term proposition, 

so if we could learn one or two things from each event then it 
was worthwhile." 

Bringing in consultants takes the issue to another level, «however, with some costing as much as $2,500 per day. That 
didn't faze McCarthy. "I literally look at consultants as an 

t investment," he maintained. "If a consultant costs me $5,000 for 
' I f two days, my alternative is saving that money. Maybe I can get 

a 5 percent return off of it, which is $250 a year. But if a 
consultant can teach me one idea that can save me or make me 
$10,000 a year, then it's money well spent." 

McCarthy recognizes that few contractors share this belief, 
especially smaller firms. "I think that other companies think they 

* have all the answers already," he remarked. "This can be an ego 
jĵ  J< business. Everyone is concerned about gross volume, who has the 

biggest dump truck or the newest mower. It's hard for people to 
admit they don't know everything. Because I don't have a 
background in this industry, I know I don't know everything so 

*I'm happy to have people help me." - Bob West 

wThe Consultant Question 

YOUR OFF-SEASON 
IS LOOKING BRIGHTER! 

GIVE YOURSELF A CHRISTMAS 

BONUS THIS YEAR. We're proud 
to introduce a new line of prod-
ucts—Holiday Presence com-
mercial grade seasonal lighting. 
These quality high-end products 
will give you an opportunity to 
expand your services to current 

clients, keep your quality 
employees working year round 
and expand your client base. 
Become a Holiday Presence 
Authorized Dealer and we will 
give you all the training you 
will need to create a lucrative 
off-season business. 

HOLIDAY H PRESENCE 
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(continued from page 37) 

tucket and Cape Cod aren't huge markets, 
they certainly offer thousands of affluent 
potential customers. Combined, the two 
communities have more than 220,000 resi-
dents during peak season. So a key to 
McCarthy's strategy is to maximize revenue 
per customer by offering multiple services. 
In 1998, McCarthy purchased a window 
cleaning company, and last year his wife 
started a residential cleaning business. While 
McCarthy strived to get all of the businesses 
working together, he quickly identified one 
key to successfully operating such different 
services - dedicated management. 

"Each of the services is a separate busi-
ness with its own employees and legal enti-
ties," he said, adding that cross-selling ser-
vices can work. "I wouldn't hire a contractor 
to clean my house, so Caledonian can't mar-
ket that service. But when we're maintain-
ing someone's landscape we can offer them 
10 percent off their first cleaning service if 
they go through our cleaning company." 

Four years after buying the window 
cleaning operation, it's annual sales have 
grown from $40,000 to nearly $250,000. 

Still, the managers make the model work. 
"If you don't have good people to manage 
each business part, it's a waste of time," 
McCarthy said, adding that creative incen-
tive plans help managers see the bigger 
picture. "I incentivize my window cleaners 
by paying them a percentage of the work 
they do. The same is true with my landscape 
designer who is on salary plus commission. 
I want to make them into mini-owners." 

Spending time reviewing historical num-
bers helped McCarthy see the value to this 
approach. "We haven't perfected our bonus 
system for landscape crews yet. Last year 
they were rewarded for working slower 
because they got overtime sooner, and that's 
counterproductive for us," he maintained. 

ISLAND HOPPING. With a renewed fo-
cus on managing the business efficiently, 

McCarthy has identified the next key moves 
for Caledonian. "In the next three years, I'd 
like to have the Nantucket and Cape Cod 
branches be more independent," he shared, 
adding that he spends three days a week in 
Nantucket since the lack of a formal office 
there means the operation needs more atten-
tion. "Our office is on the Cape, and we've 
still got some employees flying to work each 
day. That's an expense we could avoid by 
putting an office in both places." 

Ultimately, he envisions a $4-million com-
pany with revenue evenly split between the 
two locales. "If I could get the operation 
systematized like a McDonald's, then I might 
start another location," he related. "I want to 
iron out the kinks and choose key people to 
start up a new location with the added ben-
efit of what we already know." ID 

The author is Editor of Lawn & Landscape 
magazine and can be reached at 
bwest@lawnandlandscape.com. 

• Low maintenance, dependable 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
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New Version 8! 
The Landscaping Industry's 

BEST Library of High 
Quality Images. $50om 

details below 

Landscape 
The Standard Design Software for Landscape Professionals! H 'SfW' 
SELL IT! 
Start with a simple photograph, then add new landscaping 
by dropping in trees, shrubs, flowers, ground cover and 
other materials. 
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Now compatible with Clip software. 

PLAN IT! 
No CAD experience necessary! 
Create detailed 2D plan views 

that show precise placement of 
plantings, sprinkler sytems and 

hardscapes. Eliminate confu-
sion for your installation 

crew with PRO Landscape 
Planner. 
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easier than any previous version of PRO Landscape. BID IT! 
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*To take advantage of your Lawn & Landscape 
discount, have the promotional code ready 
when you call to order. 
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by Kristen Hampshire 

Bob Grover and the Pacific 

Landscape Management partners are 

opening doors in the Portland 

commercial market 

Pacific Landscape 
Management 
P.O. Box 1155 

Hillsboro, Ore. 97123 

PH: 503/648-3900 

FX: 503/642-2369 

www.pacscape.com 

Entrepreneurial spirit never nagged at Bob Grover like a 
dull, day-long headache or shook him from a sound sleep. 
It never distracted him like the blinking red light on an 
answering machine. 

"\ was not someone that necessarily ever had this ach-
ing desire to be an entrepreneur or to have my own com-
pany," admitted the president of Pacific Landscape Man-
agement, a one-year-old, full-service commercial opera-
tion based in Hillsboro, Ore. "I think there are some great 
companies in this industry with great management posi-
tions for people, and I don't believe that owning your own 
business has to be the ultimate goal." 

Don't be mistaken - Grover certainly had the spirit, he 
just never considered channeling his enthusi-
asm into something to call his own. 

Though Grover had never worked outside 
the industry, starting with his first high school 
job at the nursery across the street from his 
parents' home, he was happy simply working 
in it. He earned a horticulture degree from 
Oregon State University in Corvallis, and went 
to work for Northwest Landscape Industries-
a $16-million landscape operation with sig-

nificant marketshare in Portland. He moved up through 
the ranks in 15 years, eventually serving as vice president 
of the landscape management division. He was content. 

Then, TruGreen bought Northwest in 1998 - the first in 
its acquisition spree. Grover spent more than two years 

n 

PACIFÍC 

Grover might surprise clients with hags of oranges, Reeses 

Peanut Butter Cups - orange momentos to increase company 

visibility in a competitive market. Photo: Pacific Landscape 

overseeing eight branches as regional manager for Oregon 
and Washington, and initially enjoyed his expanded re-
sponsibilities. Corporate change lagged at first while the 
landscape giant continued consolidating companies across 
the country, so things weren't all that different. 

But once policy kicked in, Grover winced at the loss of 
local decision-making control and tired of the frequent 
travel. "I didn't feel as enriched and plugged into the 
company once it became a national organization," he re-
marked. "I got into the industry because I loved plants and 
I flourished because I loved people. [At TruGreen] I sat 
behind a desk, I sat on a plane, I didn't get to see employees or 
customers. It wasn't fun to get up in the morning anymore." 

Grover left TruGreen in September of 2000 and spent 
the following five months mentally regrouping. Then, he 
felt a little bit of an ache - caught a glimpse of that blinking 
red light - and he shook hands with his two partners and 
long-time Northwest colleagues Ron Knesal and Elias 
Godinez in January 2001. 

(continued on page 44) 

4 2 AUGUST 2002 www.lawnandlandscape.com 

http://www.pacscape.com
http://www.lawnandlandscape.com


The economics of doing it right the first time. 
• • • I A .1 

i H i - a * A n i i i i i i i i ] 

• Learn from pond profes- ffv ^ 
sionals with thousands of 
ponds worth of experience! 

• Build-A-Ponds arc built by ^ P ^ - ^ 
the participants the SAME ^ ^ 
DAY FROM SCRATCH! So 
you can jump right in there and f ? 
dig it out, rock it in, fill it up and 
watch it flow! We know that J&S 
hands on is the only way learn! 

• Get all your questions answered, 
all your pond construction fears 
eliminated! ^ ^ 

A n i l / $ i 9 Q - 0 0 p e r ^ 
W n i y person 
$109.00 per person for 3 or more people from same company -

CALL NOW or REGISTER ON-LINE " 
for a Build-A-Pond Day closc to you! 

rates 

- « S i - -
Ot/ay 

July ing! 

eliminated! 

Only $ I29 

1-800-306-6227.1 1343 L l L c u n i i u ] 
LlCU'V lúU££ I t i l ? 

ft a ^ f e i-llHKil- uulcllyí 
L L L i U C / a U J l ^ L CLH'CLLIUULTY ! 

jjllS: L¿illL¿-/;A-CLL(¿ LIzS' SeLiediiLe 
Portland, ME Area Sept. 9 
Rochester, NY Area Sept. 10 
Boston, MA Area Sept. 10 
NY/NJ/PA Tri-State Area 
(Warwick, NY) Sept. 12 
Hartford, CT Area Sept. 12 
Long Island, NY Area Sept. 13 
Danbury, CT Area Sept. 13 
Chatham, Ontario, 
Canada Area Sept. 16 
Cincinnati, OH Area Sept. 16 
Milwaukee, Wl Area Sept. 16 
Detroit, Ml Area... Sept. 17 
Columbus, OH Area Sept. 17 
Green Bay, Wl Area Sept. 18 
Traverse City, Ml Area Sept. 19 
Cleveland, OH Area Sept. 19 
Grand Rapids, Ml Area Sept. 20 
Pittsburgh, PA Area Sept. 20 
Madison, Wl Area Sept. 20 
Minneapolis, MN Area Sept. 23 

Peoria, IL Area Sept. 23 
Missoula, MT Area Sept. 25 
Des Moines, IA Area Sept. 25 
Lincoln, NE Area Sept. 26 
Salt Lake City, UT Area Sept. 27 
Kansas City/Topeka, KS Area Sept. 27 
Philadelphia, PA Area Sept. 30 
Boise, ID Area Sept. 30 
Selinsgrove, PA Area Oct. I 
Baltimore/Washington DC Area Oct. 2 
Portland, OR Area Oct. 2 
Seattle, WA Area Oct. 3 
Savannah, GA Area Oct. 4 
Vancouver, BC Canada Area Oct. 4 
Memphis, TN Area Oct. 7 
Indianapolis, IN Area Oct. 7 
Tulsa, OK Area Oct. 9 
Louisville, KY Area Oct. 9 
St. Louis, MO Area Oct. II 
Nashville, TN Area Oct. II 

Denver, CO Area Oct. 14 
Greenville, SC Area Oct. 16 
Albuquerque, NM Area Oct. 16 
Montgomery, AL Area Oct. 18 
Phoenix, AZ Area Oct. 18 
Orlando, FL Area ...Oct. 21 
Atlanta, GA Area Oct. 21 
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Partners Ron Knesal and Elias Godinez (left 

to right)provide operations and training 

expertise. Photo: Pacific Landscape 

DOING IT DIFFERENTLY. Grover doesn't 
want Pacific to reach gargantuan proportions -
he's not looking to recreate the size or structure 
of his former employer. This might contradict 
Pacific Landscape's first year success, with 
$650,000 in revenues and projections to de-
feat the $1.5-million mark in 2002. But Grover 
and his two partners know their size and 
owner-client communication carves a niche 
in an area where TruGreen consumes 40 to 50 
percent of the "Class A" commercial market. 

"I don't know that we want to be a huge 
company," he mused. "One of the things we 
offer is being different by being a smaller- to 
medium-sized company. We are going to have 
to be careful in making sure that we don't 
change who we are in the name of growth." 

Who is Pacific Landscape? A full-time 
staff of 20 along with 10 seasonal employees 
- 90 percent Hispanic - who comprise eight 
maintenance crews and three renovation 
crews. An irrigation technician and mechanic 
support the staff and a satellite office in nearby 
Vancouver, Wash., allows dedicated crews 
to reach clients quickly. "I think people 
thought I was crazy that we're not even a year 
old and we already have a satellite location," 
Grover admitted. "But it's amazing what re-
sponse time means to a customer, and if we 
have someone 10 minutes away, they are 
blown away by our ability to get there fast." 

Grover surrendered some control when 
he launched the satellite location this year -
entrusting another long-time colleague, Mike 
Rice - but he recognized that branching out 
was the company's key to reaching the Port-
land metropolitan market. 

Back at the office, Grover handles the sales and 
turns over the clients to Knesal, who serves as the 

(continued on page 46) 
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operations manager and is "probably the best 
maintenance customer manager that I've ever 
met," Grover said. Godinez takes care of 
training, coaching new employees in the field 
during the day and conducting "night classes" 
at 5 p.m. two nights a week, where 90 percent 
of the employees voluntarily study to earn 
certification like applicators' licenses or learn 
irrigation repair basics. 

"What we have to offer is our experience 
in the industry and market, and what makes 
us so different is that we are locally owned 
and managed by the owners," Grover stated. 

And since Pacific targets many of the same 
customers its larger competitor goes after, 
building this rapport is important - and so is 
developing brand recognition. "I know a lot of 
the customers, and that is a barrier to entry for 
most new companies," he identified. "There is 
a period of time that it takes you to establish 
yourself, and we had a fairly short period of 
getting up to speed because people were 
familiar with us." 

A one-year non-compete agreement after 
parting with TruGreen kept Pacific Land-
scape from approaching these clients, how-
ever. So when that contract expired, the com-
pany painted the market orange with a clever 
marketing campaign. "My school colors were 
orange and black, so our trucks are orange 
and our uniforms are orange," Grover ex-
plained. "When our non-compete agreement 
ran out, we took bags of oranges with little 
stickers with our logo on them to major prop-
erty management companies in Portland. That 
was our first marketing gimmick to reac-
quaint ourselves with the marketplace we 
couldn't talk to for a year." 

And it worked. Now the company contin-
ues its orange marketing streak by handing 
out Reeses Peanut Butter Cups, orange Hal-
loween candy - anything and everything or-
ange. "We have 12 trucks on the road, and I 
already hear people say, 'You're the guys in 
the orange trucks,'" Grover noted. 

MAKING SENSE. Since service is the core 
of Pacific's philosophy, Grover recognized 
this deficit in his former employer and cap-
tured its importance in Pacific's mission: "The 
phrase we like to use is, 'If you do things 
right, the money will follow,'" he said. 

But Grover realizes that making financial 
strides helps his company offer optimum 
service to its customers. "I feel like being at 
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$1.5 million, we are at the first stages of 
critical mass where we can justify support-
ing the basic specialties that we need to have 
to be that full-service operator." 

Generating "critical mass" presents an 
issue many small business owners confront 
when growing their businesses: cash flow. 
Grover's goal was to be cash flow positive in 
the company's second year, but conservative 
capital spending and healthy sales allowed 
Pacific Landscape to reach this goal in six 
months. Many owners make the mistake of 
"dwindling their capital to feed their opera-
tions," which is risky business, he warned. 

Grover and his partners approached capi-
tal expenditures like a tight-rope act, walk-
ing carefully as not to upset the company's 
financial balance. While he knows the office 
space is a little cramped, purchasing a new 
facility didn't seem logical over opening a 
new location in Vancouver where he could 
reach more customers - more sales. And he 
realizes he and his partners take on a hefty 
workload, but hiring another manager to 
oversee renovation projects is a long-term 
financial decision, he explained. 

Even as the company farms out more 
responsibility to its employees and hires new 
managers, Grover doesn't see himself step-
ping out of his sales role. "That is part of 
what our market niche is - being served by 
the owner," he defined. "I know when I walk 
into a customer's office and I say, 'This is my 
company and you have my personal com-
mitment,' that is very effective.'" 

Ask Grover for a snapshot of Pacific Land-
scape in five years and he'll tell you one is not 
yet developed. Opportunity, he said, will shape 
the organization's landscape in coming years. 

For now, Grover and his Pacific partners 
are quite satisfied, coming up on their second 
birthday. "We are happy doing what we're 
doing," Grover said matter-of-factly. "We're 
growing opportunistically." ID 

The author is Managing Editor - Special Projects 
for Lawn & Landscape magazine and can be 

lawnandlandscape.com 
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by Kristin Mohn 

Imagine, for a moment, your car without its accesso-

ries. The cruise control and four-wheel drive? Gone. 

Without the right add-on features, a mower is 

only half as effective. Attachments allow 

contractors to expand their options and offer more 

services to their customers. 

The high-tech stereo system with subwoofer? Nonex-

istent. Air conditioning? Start rolling down your win-

dows. Without accessories, the car becomes a shell of 

its former self - still delivering its basic functions, but 

missing a beat in terms of efficiency. 

Consumers purchase vehicle add-on functions 
such as cruise control, stereos and air conditioning 
because a journey with controlled speed, good 
tunes and comfortable temperatures is much more 
effective than one with speeding tickets, boredom 
and overheating. True, none of these features are 
mandatory, but they help the driver get the job 
done in a more productive fashion. 

In the same vein, mower attachments allow 
landscape contractors to perform better in the field. 
By simply sliding or snapping on an attachment, 

contractors avoid overwhelming financial invest-
ments and save time - both leading to a more 
efficient work day. And, attachments such as snow 
plows - the proverbial four-wheel drive of lawn 
mowers - allow contractors to expand their service 
offerings year-round. When labor and finances are 
tight, as they often are, mower attachments exist as 
must-have landscape accessories. "The biggest ben-
efit to an attachment user is the fact that you can use 
the mower all year long - all 365 days," said Celeste 
Policastro, product manager, Woods Equipment, 
Oregon, 111. 

THE EXTRA ADVANTAGE. Clearly, just as a 
convertible can be customized for open-air drives in 
the summer and enclosed, heated rides in the win-
ter, attachments enable contractors to improve their 
mower versatility. Even when the snow lies 6 inches 

(continued on page 52) 

Broom attachments 

like this one enable 

contractors to offer 

spring and fall 

clean-up as add-on 

services. 

Photo: Walker 
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Mower Attachments 
(continued from page 50) 

thick on the ground in mid-January, mower 
accessories such as snow plows bring dor-
mant mowers out of hiding, stated Jim 
Hilburn, national service manager, Dixie 
Chopper, Coatesville, Ind. "The advantage 
of the snow plow lies here: In the off months 
of cutting grass, the contractor can still use 
the equipment," he said. Companies can then 

pull in additional revenue by plowing side-
walks or driveways - without the large-
scale investment in a full-size plow, he added. 

Of course, attachment options exist in 
other seasons, particularly with spring and 
fall cleanup, pointed out Bob Walker, presi-
dent, Walker Manufacturing, Fort Collins, 
Colo. "There's a time of year when the main 
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thing you're doing with your mower is mow-
ing," he noted. "But during other times of the 
year, rather than allowing the mower to just 
sit there, it can easily be configured to sea-
sonal work for fall and spring cleanup." 

For example, dethatcher and rotary broom 
attachments freshen the turf as it recovers from 
winter dormancy, so contractors who use these 
accessories can offer the spring cleanup as a 
profitable add-on service, he continued. "Spring 
dethatchers are very effective tools for espe-
cially vertical-type grasses," Walker identified, 
adding that aeration can be folded into spring 
cleanup services with an aerator attachment. 

"And, if you also have a rotary broom, it 
can be used to sweep hard surfaces such as 
walking paths or sidewalks, sweeping where 
ice control, gravel or sand were put down in 
the winter," he continued. "That material 
has a way of working itself into the turf and 
the rotary broom easily cleans that up." 

Some attachments, such as collection sys-
tems, are purely customer-driven, since many 
clients dislike the appearance of clippings on 
their freshly-cut lawns, Hilburn said. "It's 
advantageous for contractors to be able to 
offer removal and get into markets they 
wouldn't ordinarily be able to," he said. Other 
attachments cater solely to contractors' needs 
for efficiency and heightened productivity 
on the job, he continued. 

(continued on page 69) 

0till wondering if attachments are 

right for your business? Celeste 

Policastro, product manager, Woods 

Equipment, Oregon, 111., outlined five 

justifications for contractors' purchase of 

mower accessories: 

1 • Increased productivity 

2. Improved operator comfort 

3 . More reliability 

4 « Equipment versatility 

5 • Heightened cut quality 

Why 
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TREE FERTILIZATION 
B Y N I C O L E W I S N I E W S K I 

Done properly, soil injection is the best way contractors 

can get fertilizer directly to a tree s roots, without having to lose 

the product to turf roots and soil particles. Photos: The Care of Trees 

Contractors 
can ensure 
healthy, long-
lasting trees by 
conducting 
regular 
examinations 
and following 
proper tree 
fertilization 
techniques. 

Vitamins provide the body with a boost of daily nutrients. 
But each person, based on specific needs, requires a different set of vitamins -

a child may take children's vitamins, for instance, or someone who's active may 
take vitamins for an energetic lifestyle. 

"We take vitamins with baseline levels of nutrients to make sure we're covering 
all the bases, but our bodies use only the materials we need," pointed out Rex 
Bastian, vice president of field education and development, The Care of Trees, 
Wheeling, 111. "However, we wouldn't have to take a vitamin supplement if we 
watched what we ate." 

One could compare a human's vitamin intake to tree fertilization. Not all trees need 
fertilization, and those that do will take what they need from what's available. But, since 
trees can't tell contractors how they're feeling, contractors should conduct thorough 
examinations of soil texture, pH, nutrient levels and tree species, age and health before 
determining trees' fertilization needs. 

"Just because you put it in the ground doesn't mean the tree can use it to its advantage 
or that it will solve all of the tree's problems," Bastian said. "Fertilization is much more than 
that - it's complex, yet it is only one piece of a bigger picture." 

FERTILIZATION FACTS. Examining trees' natural growth processes helps contractors 
determine fertilization requirements. "Trees drop their leaves in fall and those leaves break 
down over the course of an entire season or several years in a slow-release form," Bastian 
explained, adding that this is how trees receive nutrients naturally. 

However, most ornamental trees live outside of their natural environment, whether in 
a client's landscape or lining a suburban street, so their surroundings may not provide the 
proper nutrients available for them to remain healthy, pointed out Kevin Allen, operations 
manager, Pro Care Lawn & Tree Care Services, Meridian, Idaho. "We typically have to 
fertilize trees because a landscape designer has installed trees that just don't belong in our 
area or a homeowner has put them in a stressful environment," he said. "I almost never 
fertilize a tree that is native and properly installed because it almost never needs it." 
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Bartlett Tree Care Experts also fertilizes 
urban trees annually due to lost nutrients. 
"The leaves and fallen twigs removed from 
the site affect nutrient cycling - we found 
that an average 2 to 3 pounds of nitrogen 
per 1,000 square feet per year is removed 
through the raking away of these leaves 
and twigs," explained Tom Smiley, 
arboriculture research, Bartlett Tree Re-
search Lab, and adjunct professor, Clemson 
University, Charlotte, N.C. "We're trying 
to make up for that loss. You can look for 
symptoms of nutrient deficiency, such as 
pale green foliage, to help determine if 
these nutrients are being lost." 

Soil injection is the fertilization method 
contractors use most because this is the best 
way to get a measured dose of nutrients 
directly to tree roots without passing 
through turf roots and soil particle filters, 
commented Wes Culwell, arborist and hor-

ticulturist, Green Lawn & Trees, Fort Worth, 
Texas. This is particularly important with 
phosphorus, which is a key element in root 
production and has difficulty moving ver-
tically through soil, Culwell said. 

Contractors can find most tree feeder 
roots in the top 12 to 18 soil inches, with 
support and stabilizing roots found deeper, 
Culwell remarked. "Therefore, feeding at 
levels much deeper than 8 inches risks the 
possibility of bypassing many of the feeder 
roots with the fertilizer," he said. 

Soil injection, formerly called deep root 
feeding, has evolved over the years be-
cause of the realization that the bulk of tree 
roots that benefit from fertilization lay close 
to the surface, Smiley said. "This process 
puts the fertilizer close to the fine roots 
where the majority of absorption takes 
place," he said. 

Fertilization's advantages are on a site-
by-site basis - the result can be increased 
growth, vitality and plant health, depend-
ing on the tree's condition, soil compaction 
level and the fertilizer used, Bastian said. 
Contractors should evaluate each tree sepa-
rately. An old tree, for instance, should be 
treated differently than a young tree, even 
though the raw materials they work with 
are the same. "Ask yourself, 'Would you 
take an 80-year-old person and put them in 
football training?' No. It's the same with 
trees," he said. "Another example is a tree 
in a parking lot. You may not want to 
fertilize it too much to force growth. In-
stead, you may want to keep it pruned 
back so it doesn't produce as much foliage 
and use a mild fertilizer to make sure it 
doesn't run short of things it needs, but yet 
you've still manipulated its growth rate so 
it doesn't get out of control." 

ALL ABOUT APPLICATION. Contrac-
tors should apply fertilizer to a tree's entire 
root system, which generally radiates from 
the trunk past the drip line, pointed out 
Patricia Thomson, certified arborist, Kelly's 
Tree Care, Toronto, Canada. "Usually, con-
tractors can expect to find the majority of 
the nonwoody roots close to the drip line," 
she said. "A grid pattern of fertilizer holes 
should be created over this rooting area at 
2Vi-foot intervals." 

Culwell recommends soil injections be-
gin about one-third of the way out to the 

tree's drip line from the trunk. Injections 
should continue around the tree and radi-
ate out to a few feet past the drip line, with 
injections made 30 to 36 inches apart, he 
said. "The amount of nutrients to provide 
should be determined and pump flow and 
pressure should be calibrated to deliver 
proper distribution of nutrients," he said. 

And don't forget that a large number of 
fine roots rest close to the trunk, Smiley 
said. "People used to avoid the area close 
to the tree," he explained. "The old tale was 
that the fine roots were out at the drip line, 
and there are some there, but we're finding 
that a higher density of fine roots are half-
way to the drip line and closer. When you 
fertilize, get as close as you can to the trunk 
without injuring the buttress roots." 

Fertilizer recommendations, which are 
frequently based on trunk diameter inches, 
are made in pounds or gallons of fertilizer 
per diameter inch, Culwell explained. Rec-
ommendations also are made on the num-
ber of square feet in the growing areas of 
the tree's branch spread, he added. "In this 
method, trees growing in a restricted root 
zone, such as in a parking lot, would re-
quire less fertilizer than a tree of equal 
trunk diameter growing in an area with no 
root zone restrictions," he said. 

Soil texture and pH also can affect how 
much, what kind and how often contrac-
tors should fertilize a tree. "Clay soils will 
retain nutrients longer with slow nutrient 
movement through the soil, while sandy 
soils will only retain nutrients for a short 
time before quickly leaching through the 
soil," Culwell said. 

According to Thomson, research sug-
gests fertilizing trees with 1 to 4 pounds of 
nitrogen per 1,000 square feet. "The hy-
draulic sprayer needs to be calibrated so 
that enough liquid is applied per hole to 
obtain this level of nitrogen and the tree is 
not over or under fertilized," she said. 

Of course, this job also takes the proper 
piece of equipment - a pump that will put 
out about 150 pounds per square inch, Smiley 
advised. And calibrating the equipment 
before doing the job is crucial. "You need 
to know how long it takes to put out a given 
quantity of solution," he said. "We usually 
test that by putting the soil injector in a bucket 
and turning it on for a certain amount of 
time to see how much product comes out." 
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TREE FERTILIZATION 

The injector also needs to have a means 
of regulating the soil depth a contractor 
intends to reach. "Typically, you should try 
not to put it in the ground lower than 8 
inches because, from our research, we know 
that if you start at 8 inches, you'll end up 2 
inches shallower where the majority of the 
roots are - between 4 and 6 inches deep," 
Smiley said. "You end up shallower be-
cause after the pressure pushes the mate-
rial out, it always moves horizontally and 
then the pressure pushes it up." 

In addition to a pump and soil probe, 
fertilizer is another ingredient needed to 
provide trees with nutrients, and various 
types of fertilizer will act differently. 
"There's natural organic, fast-release inor-
ganic, slow-release man-made organic - a 
zillion different kinds," Bastian pointed 
out. "We know that fast-re-
lease inorganic doesn't last 
more than two to four weeks 
before it's converted to leach-
able forms - especially the 
nitrogen - and lost in the sys-
tem. They all work differ-
ently, so the process will 
change based on what you 
use. If you use a fast-release 
form, you know you'll have 
to pay more attention to tim-
ing since it lasts less time than 
a slow-release fertilizer." 

"A fertilizer should be 
chosen that has nitrogen in 
slow-release form, otherwise 
the available nitrogen may be 
quickly leached from the soil 
prior to pickup by the tree," Thomson 
added. "Products that we use have two- to 
three-year expected release times and we 
suggest that people wait that interval be-
fore fertilizing again." 

Smiley advised that contractors use fer-
tilizer that is at least 50 percent water-

"You can use this type of fertilizer any time 
of year except in severe drought or if the 
ground is frozen," he said. "With soluble 
fertilizer, there's less of a time window and 
the greatest degree of nutrient uptake is 
during the growing season." 

Contractors must be mindful of tree age 
and nitrogen content in the fertilizer as 
well. "Young trees that are established and 
vigorously growing can take advantage of 
high nitrogen rates," Bastian explained, 
"while older, mature trees shouldn't be 
heavily fertilized. But this doesn't mean 
you can't use a fertilizer high in nitrogen -
you just have to use a lower rate." 

Contractors also should be careful if 
they detect insect or disease problems be-
fore fertilization, Smiley warned. "Fertiliz-
ing at this time can increase the pest popu-

lation," he said. "If a tree has 
sucking insects like aphids, 
for instance, we may want to 
treat the insect at the same 
time we fertilize or fertilize 
after we treat the insect." 

Soil health, such as texture 

and pM, can affect how 

contractors fertilize trees. 

Photo: The Care of Trees 

TIMING TACTICS. Fertili-
zation is best done when soil 
temperatures are optimal for 
root growth and adequate 
moisture is readily available, 
Thomson remarked. 

This typically occurs in the 
spring and the fall when turf 
and shrubs are dormant and 
less likely to absorb the fertil-
izer before the tree gets it, 
Culwell said. "Also, the tree 

roots are actively absorbing and storing 
nutrients in preparation for the spring flush 
of growth," he said. "Fertilization should 
be done when the soil temperature is 40 
degrees or above. Roots are not active at 
lesser temperatures." 

And contractors can apply water-in-
insoluble nitrogen because it lasts longer. soluble nitrogen fertilizer at any time of 

FOR MORE INFORMATION 
T h e In ternat iona l Soc ie ty of A rbor i cu l tu re d e v e l o p e d c o m p a n i o n pub l i ca t ions (Best 
M a n a g e m e n t Prac t i ces) to a id in t he in te rpre ta t ion a n d imp lemen ta t i on of A N S I A 3 0 0 
s tandards . Inc luded in th is packe t is a Tree Fertilization pub l ica t ion . T h e ful l text c a n be 
o r d e r e d at w w w 2 . c h a m p a i g n . i s a - a r b o r . c o m / w e l c o m e . h t m l or by ca l l ing 2 1 7 / 3 5 5 - 9 5 1 6 . 
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year because it lasts, so "if you apply it in 
spring, it's still there in the fall and vice-
versa," Bastian explained. 

However, contractors must be cautious 
when it comes to young trees. "They can be 
fed lightly throughout the growing season, 
being cautious of hot temperatures, whereas 
feeding a large, established tree even once a 
year may be too much," Culwell suggested. 

"Fertilization should not be done when 
the plant is in stress or in the process of 
hardening off for winter, as this may force 
plant growth and cause damage from frost 
and freeze," added Tim Doppel, president, 
Atwood Lawn Care, Sterling Heights, Mich. 

Two common mistakes used when 
choosing fertilizer are using a turf grade 
fertilizer for trees - "not all fertilizers are 
meant to treat underground roots," Doppel 
said - and using a fertilizer with high salt 
content. "It is very important to use a low-
salt fertilizer that is meant for trees, other-
wise root damage can occur," he added. 

Smiley agreed. "A high salt index - not 
sodium chloride, but salts that make up the 
fertilizer - can draw water away from the 
roots and actually burn the trunk," he said. 

And fertilizing a tree won't get a con-
tractor anywhere if other problems are 
present, which is why contractors must 
conduct thorough tree checkups. "It hap-
pens with people too - they get a lot of tests 
and treatments, but their health still de-
clines," Bastian explained, adding that for 
further recommendations contractors can 
look at the American National Standards 
Institute's A300 standards on tree fertiliza-
tion at www.ansi.org. "Trees are the same 
way. Sometimes no matter what you do, 
they still decline. You have to make a judg-
ment and decision that is your best and 
know what kind of results to expect. The 
only way you can do that is by making sure 
you check out all aspects of the tree's health 
before you fertilize." I D 

The author is Managing Editor of Lawn & 
Landscape magazine and can be reached at 
nwisniewski@lawnandlandscape.com. 
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Y o u ' r e a l r e a d y t r e a t i n g t h e t u r f . . . 
Now add value to your visit and 

$ to your bottom line by treating trees. 
ArborSystems offers an easy, simple 

injection system. It takes less than 
three minutes to treat an average 
tree, without drilling, spraying, or 
chemical mixing. Most products 

offer season-long results! 

ArborSystems start-up kits provide everything needed to 
begin treating trees. A typical start-up kit retails for under 

$1,000 and can generate up to $3,500 in income. 

For complete details, visit our website or 
call to receive a FREE CD-ROM. 
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Toll Free: 1-800-698-4641 • www.arborsystems.com 
USE READER SERVICE #1 55 

Just like turf, many trees need regular 
pest and disease control as well as 
nutrient supplements. Now you can 
expand service to your customers and 
increase your profits with ArborSystems. 

http://www.arborsystems.com


COMMON T R E E P E S T S 
C O M P I L E D B V N I C O L E W I S N I E W S K I 

we identity their notable characteristi 

MENACES 
These tree insects and diseases have bored, chewed and 

sucked their way onto many contractors' most wanted lists. Here, 

characteristics. 

BARK BEETLES 
Notable Characteristics: Once a pioneer beetle has 
found a suitable host, it bores in and begins to 
release a chemical that attracts mates. 

Once inside the tree, mating occurs in a 
mating or nuptial chamber, and the females 
chew through the inner bark making long tun-
nels called galleries. Females construct their 
egg galleries in the inner bark tissue of the tree. 
Wanted For: The most destructive members of the bark beetle family 
(Scolytidae) can kill trees, but most bark beetles live and reproduce in 
weakened or dead trees. In the United States, tree-killing bark beetles 
are responsible for 60 percent of all tree deaths. 
Last Seen: There are more than 6,000 species of bark beetles worldwide. 
Most bark beetles feed and reproduce in a single species of tree. 

Information provided try: The Michigan Entomological Society 

BRONZE BIRCH BORER 
Notable Characteristics: The bronze birch 
borer is a small, slender beetle, less than 
V^-inch long. The larval stage feeds just 
under the bark of birch trees. Newly 
hatched larvae are '/ur-inch long while 
mature larvae may be VA- to lU-inch long and 3/a-inch wide. 
Wanted For: Initial damage is usually discovered when the top part of 
a birch tree suddenly wilts and dies. This happens when a larva girdles 
one of the upper branches. Heavy attacks and continued reinfestation 
results in most of the branches dying from the top down. Eventually 
the trunk is girdled and the entire tree dies. 
Last Seen: This native North American insect occurs on birch from 
Newfoundland to British Columbia and south to West Virginia, Ohio, 
Colorado, Idaho and Oregon. 

Information provided by: David Shrtlar, entomologist. The Ohio Slair University. Columbus. Ohto 

GYPSY MOTH 
Notable Characteristics: The gypsy moth is known 
to feed on the foliage of hundreds of species of 
North American plants, but is most common on 
oaks and aspen. 
Wanted For: When densities of gypsy moth 
populations reach very high levels, trees may 
become completely defoliated. Several succes-
sive years of defoliation may ultimately result 
in tree mortality. 
Last Seen: The gypsy moth is an example of an experiment gone 
horribly wrong. The moth was brought to the United States in 1869 in 
a failed attempt to start a silkworm industry. Escaping soon after, the 
gypsy moth has become, over the past century, a major pest in the 
northeastern United States and southeastern Canada. 

Information provided by: The USD A Fore*! Service and Michigan's Cypty Moth Education Program. Michigan State University, East Lansing, Mich. 
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HEMLOCK WOOLLY ADELGID 
Notable Characteristics: An aphid-like insect, hem-
lock woolly adelgids can be observed at the 
base of individual Easter or Carolina hemlock 
needles, covering themselves with fluffy white, 
cottony wax, resembling cotton swab tips. 
Wanted For: These insects feed on sap and inject 
toxic saliva into new twig growth. Damage first appears as needle 
discoloration, followed by premature needle drop, branch desiccation 
and loss of vigor. Gradual limb dieback, beginning at the bottom of the 
tree, occurs in two years. Eventual tree death occurs in four to eight years. 
Last Seen: Although originally introduced into the U.S. (Oregon) from 
Asia, it has since spread throughout the East to Virginia, Pennsylvania, 
Connecticut and Massachusetts, killing trees from New England to 
North Carolina. 

Information provided by: Deborah Smith-Fida. agent-agnculturrfpest management. Rutgers Cooperative Extension. New Brunswick. N./. 

LERP PSYLLID 
Notable Characteristics: These psyllids form 
a lerp, which is a secretionary structure 
produced by the nymphs from honey-
dew as a protective cover. 
Wanted For: The psyllids, small insects 
that suck sap from leaves, are, like the eucalyptus, native to Australia. 
They cause leaf damage and drop, which may stress trees and make 
them susceptible to fatal attack by other insects. Psyllids also produce 
a sticky substance called honeydew that drops to the ground on 
sidewalks and cars. 
Last Seen: The red gum lerp psyllid, a new pest on California's red gum 
eucalyptus trees, was discovered in 1998 in Los Angeles County, and 
has currently spread through much of the state. 

Information provided by: Donald Dahlsten. University of California. Berkeley. Calif. 
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SCALES 
Notable Characteristics: Scales are broken into two 
categories: soft scales, which secrete an attached, 
thin, waxy layer over themselves that cannot be 
separated from their bodies; and hard scales, 
which use shed skins and wax that is unat-
tached to their bodies to form a hard cover. 
Wanted For: Scales cause damage by removing 
vital plant fluids from their hosts using their 
sucking mouthparts. Leaf and needle stunting and yellowing, twig 
and branch dieback and plant death are possible in numbers. 
Last Seen: Scales are inconspicuous pests of many evergreen and 
deciduous plants. They can occur on leaves, twigs, branches or trunks. 
Their small size and general lack of mobility makes them difficult to 
notice by the casual observer. 

I University of Minnesota Extension Service 
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OVER 31 
DISEASES CONTROLLED 

INCLUDING: 

Anthracnose 
Oak Wilt 
Elm Wilt 

Fusarium Wilt 
Oak Decline 

Dutch Elm Disease 
Pink Bud Rot (palm) 
Pine Pitch Canker 
Verticillium Wilt 

Cedar Branch Canker 
DiplodiaTip Blight 
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FULL SEASON 
INSECT CONTROL 

BRONZE BIRCH BORERS 
APHIDS 

SCALE INSECTS 
MEALYBUGS 
ADELGIDS 

LEAFHOPPERS 
THRIPS 

LACEBUGS 
PSYLLIDS 

EUC. LERP PSYLLIDS 
EUC. LONGHORNED BORER 

COTTONWOOD BORER 
FLATHEADED BORERS 
PINE TIP MOTH LARVAE 

JAPANESE BEETLE 
MITES 

ELM LEAF BEETLE 
WHITE FLIES 
LEAFMINER 

SYCAMORE LACE BUG 
FALL WEB WORM 
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BACTERIAL LEAF SCORCH 
Notable Characteristics: These bacteria are 
small, do not form a spore, have a thick, 
rippled cell wall, and do not grow on 
conventional bacteriological media. 
Wanted For: Leaf scorch, sometimes called 
marginal leaf burn, describes the death of tissue along leaf edges. This 
symptom develops when sufficient water needed by the plant cells does 
not reach the leaf margin cells. This can occur: 1) if there is insufficient 
moisture in the soil, 2) weather conditions are such that water is lost too 
quickly to be replaced adequately, 3) roots have been killed by plant 
pathogens, excavation, compaction or other factors, or 4) fungi or 
bacteria invade and plug the water-conducting vessels in the plant. 
Last Seen: This bacteria has been associated with leaf scorch on oak, 
elm, sycamore, mulberry, red maple and sweetgum. 

Information prorideJ fry: Gary Moorman, plant pathologist. The Pennsylvania Stale University Li tension, University Park. Pa. 

OAK WILT 
Notable Characteristics: Symptoms in recently in-
fected trees include the following: browning 
from the leaf tips to the leaf bases, wilting leaves, 
defoliation and vascular sap discoloration. Fun-
gal mats develop beneath the bark by the fol-
lowing spring and serve as sources of infection 
for transmission by picnic beetles to healthy 
trees, thus completing the cycle. 
Wanted For: Once a red oak becomes infected 
with the oak wilt fungus, it usually dies within several months. Once 
established in a tree, the oak wilt fungus becomes systemic within the 
tree. Hence, neighboring trees, which happen to be root grafted to the 
diseased trees are at risk. 
Last Seen: Oak wilt can be found in areas where oaks grow. 

Information provided fry: David Roberts, Michigan State University Citension. East Lansing, Mich. 
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DUTCH ELM 
DISEASE (DED) 
Notable Characteristics: DED symptoms 
include leaves that wilt and then turn 
yellow and brown. If the fungus enters 
the tree through roots grafted to in-
fected trees, symptoms begin in the 
lower crown on the side nearest the graft and then the entire crown. If 
infection begins in the upper crown, symptoms appear at the end of an 
individual branch and progress downward in the crown. 
Wanted For: DED symptoms are the result of a fungus infecting a tree's 
vascular system. Infection results in clogged vascular tissues, lack of 
water movement and visual symptoms as the tree wilts and dies. 
Last Seen: At one time, the American elm was considered to be an ideal 
street tree. Then DED began devastating the elm population. 

Information provided fry: USDA Forest Service. Northeastern Area Slate and Private Forestry. St. Paul. Minn 
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SYCAMORE ANTHRACNOSE 
Notable Characteristics: Anthracnose is a group of 
fungal pathogens that cause dark, sunken le-
sions on leaves, stems or fruits. The sycamore 
anthracnose fungi attack sycamore trees early 
in the spring, causing a rapid wilt of newly 
emerging leaves. Larger leaves develop a brown 
growth along the main veins. Infected leaves 
often curl and eventually fall. 
Wanted For: Anthracnose is a destructive fungal 
disease that disfigures and defoliates shade trees, such as sycamore, 
white oak, elm, dogwood and maple. Besides being unsightly, the 
disease increases a tree's susceptibility to additional destructive agents. 
Last Seen: Anthracnose is common in the Northeast and mid-Atlantic 
area where it causes sycamore blighting from mid-May through June. 

Infoematwnpmndedly: RmnbowTrmareScientifk Advancements. the Cohmado Stale Umversdy Lxkmam. Fort Calms. CtbK and the Unwersdy of DelaamrLitrnsum 
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From Tree Tech9 Microinjection Systems comes o 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 Nutrijecf formulations 
Bactericides - Oxytetracycline antibiotic 

Herbicide - Dicamba 
Deflowering Agent- Snipper® 

Tree Tech9 
microinjection syttems 

950 SE 215th Ave. 
Morriston, FL 32668 

1 - 8 0 0 - 6 2 2 - 2 8 3 1 
e-mail: ¡nfo@treetech.net 

Tree Tedi* Environmentally Sound Tret Health Cote for the 21st century and beyond. 

Labels, MSDS Sheets and other information Available at wnvw.treetech.net 
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Self-propelled and tow-behind stump-grinding units can cost 

anywhere from $ 1 0 , 0 0 0 to $ 4 0 , 0 0 0 , depending on equipment size 

and horsepower. Photo: Vermeer 

While driving down any suburban street, con-
tractors may notice tree stumps. They stick out 
like fashion don'ts - bulky, unattractive sore 
spots requiring cover. Some clients even mask 
them with flowers or use them as short tables 
for lawn decor, figuring they'll just blend in. 

But the fact is that most of these stumps are 
nuisances, hindering clients' landscape layouts. 
For this reason, stumps provide contractors with 
a profitable add-on service since the biggest cost 
in stump grinding is machinery, and labor is 
minimal since it is a one-man operation with 
little clean up. 

However, like every add-on service, stump 
grinding also has its challenges. Contractors 
venturing into this niche have to explore all of 
their options to ensure success. 

CLEAR UP CLUTTER, First of all, to clarify the 
terminology, stump grinding isn't 
stump removal. "Stump grinding is 
chipping away at the stump to a level 
somewhere below grade or below 
ground level - it leaves the roots in 
tact but removes the surface material 

large amount of the tree's root system using 
heavy excavating equipment and ending up 
with a hole the size of the family car. Both 
require backfill and cover-up, one just requires 
much more than the other." 

With stump grinding, tree roots deep in the 
ground won't regenerate and can be covered up 
with turf- as if the stump were never there. Clients 
prefer stump grinding over removal because the 
landscape needs less site repairs after job comple-
tion, said Evan Saylor, president, Hurst Land-
scaping, Richland, Pa. Clients tend to get these 
terms confused, which is an issue Saylor uses to 
his advantage to gain jobs. "A lot of people think 
the job is so expensive, so the trick is to drive 
around looking for stumps," he said. "Once you 
find one, stick a survey flag on the stump and put 
a sticker with the estimated price for the stump in 
it and your number. That works very well in 

building clients." 
The level to which a 

stump must be removed 
below ground typically 
extends from 6 to 30 
inches, depending on 

Stump 
grinding 
can be a 
profitable 
service for 
contractors 
who know 
how to 
price jobs 
accordingly,; 

up to 1 foot below ground," explained 
Ronald Grimstad, chief engineer, CE 
Attachments, Cedarburg, Wis. "Then 
sod is typically laid over this spot 
and the job is done. Stump removal, 
on the other hand, is extracting a 

B Y N I C O L E W I S N I E W S K I 

Stump-grinding attachments are made for skid-steer 

loaders and cost between $ 5 , 0 0 0 to $ 7 , 3 0 0 . 

Photo: CE Attachments 
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STUMP GRINDING 

the size of the tree, and twice the diameter 
of the stump, Say lor compared. For in-
stance, a 25-inch-caliper stump will require 
grinding an approximate 50-inch diameter 
because a stump's main roots extend out-
ward underground, Saylor explained. 
"Think of a tree stump like a tooth - the 
roots go down a little and then out to the 
sides," he pointed out. "The roots close to 

WHEN THE CHIPS ARE DOWN 
Af ter g r ind ing a s tump, smal l w o o d ch ips are left. Mos t c l ients keep the ch ips a n d con t rac -
tors pre fer it that w a y , said Evan Saylor, president, Hurst Landscaping, R ich land , Pa. 

"We will raise our pr ices f rom $2 to $6 per cal iper inch of s tump if w e have to carry away 
the ch ips as a way to get cl ients to keep them," Saylor said. "It costs too much for us to carry 
a t ruck load of ch ips away and d u m p them at the day 's end. Gr ind ing 1 inch takes 30 seconds 
and a 60- inch s tump takes one-hal f hour. T h e n loading ch ips is 30 to 45 minutes - that 's a 
was te of t ime and takes longer than the actual job. If c l ients want it, they have to pay for it." 

Con t rac to rs shou ld rem ind c l ien ts that ch ips shou ld not be u s e d to m u l c h beds wi th-
out a fer t i l izer b e c a u s e they n e e d n i t rogen to de te r io ra te w i thou t s tea l ing n i t rogen f rom 
the p lants , Say lo r adv i sed . - Nicole Wisniewski 

The Evolution Continues... 
With an exciting line-up of machines from the pioneer of modern brush chipping technology. 
Backed by Morbark's exclusive two-year warranty and supported by a world-class network of 
equipment dealers. 

Celebrating our 4 5 t h year of uncompromising dedication to innovation and quality. 
1-800-831-0042 • 989-866-2381 • www.morbark.com 
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the surface always need to be removed to 
ensure the tree won't come back, but most 
of the time the tree is dead before this 
process anyway. Still, it's good to get rid of 
the roots at the surface because you don't 
want insects coming in and boring into the 
wood, infesting the area." 

Since some of the larger tree care con-
tractors prefer subcontracting stump re-
moval work to doing it themselves due to 
the size and expense of lugging around 
additional equipment for the work, smaller 
companies are starting to specialize in this 
niche market, according to Mark Rieckhoff, 
environmental product specialist, Vermeer 
Manufacturing Co., Pella, Iowa. One example 
is Galin Haaven, owner, Haaven's Stump 
Removal, Center City, Minn., who recog-
nized this trend while working at a tree care 
company and started his own stump grind-
ing business to fill the void. He picked up 
work subcontracting with larger tree compa-
nies and then quickly built new business 
because of a Dutch Elm Disease outbreak 
in Minneapolis. "We picked up contracts to 
grind stumps after the trees were removed," 
he said, adding that he brings a self-pro-
pelled unit with him to bid on residential 
jobs. "About 95 percent of the time, I do the 
job at the same time - this saves me a trip." 

Pricing work accordingly can make or 
break stump grinding's profitability. In 
Wisconsin, Grimstad said contractors 
charge a $50 minimum and $1 to $4 per 
caliper inch at the widest spot, including 
the area underground where the roots ex-
tend (for example, 25-inch caliper tree will 
need a 50-inch diameter area cleaned out). 
In Pennsylvania, Saylor charges a $55 mini-
mum and then $3 per caliper inch at the 
stump's widest spot, so a 30-inch total 
stump would cost $90. 

MACHINE MATTERS. Contractors do-
ing this work have a variety of equiment 
choices - tow-behind units, self-propelled 
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units and stump grinding attachments for 
skid-steer loaders. A contractor's choice is 
based on tree size, work amount and de-
sired speed. 

"A towable unit is better situated for 
wide open access to stumps, whereas a self-
propelled unit is for areas with tighter ac-
cess," Rieckhoff said. "Towables won't get 
through 36-inch backyard gates, but self-
propelled units will." 

Attachments come in handy for contrac-
tors who already have a skid-steer loader 
and want to add stump grinding without 
buying a separate machine, Grimstad said. 

Stump grinding attachments cost be-
tween $5,000 to $7,300, Grimstad estimated, 
while self-propelled and tow-behind units 
cost from $10,000 up to $40,000, depending 
on size and horsepower, Rieckhoff said. 

If contractors want to try out this work 
or don't have as many stumps to remove, 
they also can rent this equipment at a lesser 
cost before making a serious investment. A 
half-day rental for a stump grinding attach-
ment can cost about $100, Grimstad said. 

Since these machines work hard and 
require regular maintenance, some rental 
stores notice that small- to medium-sized 
firms rent machines more often than buy 
them. "We believe that it comes down to 
them not wanting to do the maintenance 
and bear the costs of employing mechan-
ics," commented Brad Coverdale, regional 
manager, NationsRent, central and south-
ern Indiana. "By shifting the upfront pur-
chase price and maintenance to a store like 
us, they have a greater sense of certainty 
about the daily cost of their operation." 

All in all, stump grinding can make a fine 
service addition to any business. "It's a good 
service and can be profitable, but you have 
to learn the machine and educate yourself 
and your customers on it," Saylor said. 
"There's certainly a trick to the trade." 

The author is Managing Editor of Lawn & 
Landscape magazine and can be reached at 
nwisniewski@lawnandlandscape.com. 
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Arborist Supply 

www.blueridgearboristsupply.com 

W e c a r r y : R o p e , A s c e n d e r s / D e s c e n d e r s , 
T r e e C l i m b e r s / S p u r s / S p i k e s , H a n d P r u n i n g 

T o o l s & A c c e s s o r i e s , P o l e s , P r u n e r s 
& A c c e s s o r i e s a n d m o r e 

Secure Online Shopping 

Blue Ridge Arborist Supply 
P O B o x 1 6 2 6 • 1 7 2 7 7 P o o r F a r m R d . • C u l p e p e r , V A 2 2 7 0 1 

1-540-829-6889 • 1-800-577-TREE 

USE READER SERVICE #161 

CAN YOU TRIPLE YOUR 
TREE INSTALLATIONS 

PER DAY??? 
Our Customers Do!! 
- "Arborguys are all we use." 

Florida 
- "3 to 1 Over Wire & Stakes" 

Colorado 

ARBORGUY™ SUPPLY 
L A N D S C A P E S O L U T I O N S 

www.arborguy.com 

1 - 8 6 6 - A R B O R S - l 
( 8 6 6 - 2 7 2 - 6 7 7 1 ) 

TIME & LABOR ARE MONEY. 
OUR TREE ANCHOR KITS WORK 

FASTER, LOOK BETTER AND HELP YOU 
MAKE MORE $$$. PERIOD. 

Try us out with a FREE sample. 
Seeing is Believing. 

Arborguy Pro 40 Profiled. For up 
to 4" Caliper Trees. Typical 

install time: 5-10 minutes per 
tree. Larger kits available. 

Check out Arborguy™ Tie and 
all of our products on the web! 
www.arborguy.com 

l o Ott * * * ^ , 

• Dig a 7 ' tree 
or shrub in 
less than 2 
minutes 

Save thousands 
in labor and 
equipment 

Save money, 
time and 
increase 
productivity 

For more i n fo rma t i on and a free v ideo 
1 - 800 - 439 - 6834 

BRISCO 
251 Buckeye Cove • Swannanoa, N.C. 28778 
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NEW VARIETIES 
B Y N I C O L E W I S N I E W S K I 

Need some 

inspiration 

for your next 

design? 

Check out 

the latest 

tree trends 

piquing 

contractors' 

interests. 

Hook up with the right tree and it can be a joyful partnership - one filled with years of cooling 
shade, delicate spring blossoms and vivid fall color. 

And that's just what this year's tree trends offer - certain principles, if you will, that add 
definition to a landscape - be they natural, functional, horticultural, architectural, philosophi-
cal or aesthetic, and maybe more than one at the same time. 

Here, growers share the top tree trends designers and consumers currently fancy 
and point out which ones will endure beyond the current growing season. 

SOMETIMES, SMALLER IS BETTER. Ah, the pleasures of having a tree that 
understands boundaries. No more tangles with power lines, no more straying into the skies 
and neighbors' yards, no more dwarfing houses. Instead, diminutive trees grace land-
scapes, not overwhelm them. Some soften the corners of a house and make it seem larger, 
while others provide year-round interest with colorful bark, flowers, leaves or fruit. 

Because the average building lot is getting smaller, one of the biggest trends now 
is toward smaller trees to fit the shrinking landscape, pointed out Martin Hanni, 
grower, Monrovia, Dayton, Ore. "They are running out of land to build, so instead of 
a 10,000-squre-foot lot, they have a 7,500-square-foot lot - there is less room for a 
garden," he said. "Dwarf trees have a much smaller footprint, so instead of a 60-foot 
ash tree, people are looking for trees that mature at 30 feet." 

Clients' desire for low-maintenance foundation plants is another reason dwarf 
varieties like Malus, which is a genus of about 25 species of 
small, hardy, deciduous trees that grow to less than 50 feet with 
soft, toothed leaves, masses of white flower clusters and red, 
yellow or green edible apples, are on the rise, added Mark 
Brinsky, sales manager, Moon Nurseries, Chesapeake City, Md. 
"They want foundation plants that add interest, but they also 
want them to stay small and require little maintenance." 

According to Brinsky, dwarf trees have many shape options 
- from rounded to oval to pyramidal - and color ranges - from 
medium green foliage with white flowers in summer to fall 
colors ranging in oranges, reds and yellows. Despite their 
shrunken size, dwarf trees can offer weeping forms as well as 
provide year-round interest, Hanni added. 

HE LOVES ME, HE LOVES ME NOT. Not every fashion 
trend sticks. Take a look at bellbottoms or beehive hairdos, for 
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NEW VARIETIES 

market is now flooded with them/' he ex-
plained. "A couple of years ago, everyone 
wanted them, so growers increased pro-
duction of them and now people are get-
ting bored with them." 

With fashion, sometimes the reason a 
trend booms is because a popular movie 
star sports the style, but with trees, Mother 
Nature is the V.I.P. who pushes certain 
plants in and out of the limelight. The rea-
son flowering plum, cherry and weeping 
cherry trees became trendy is because they 
bloomed during the hot selling season, 
which is typically spring for garden cen-
ters, Brinsky said. However, this year, 
spring was late, so when garden centers 
picked up business, summer-flowering 
trees were blooming in June and July -
stealing the scene while their usually showy 
spring counterparts took a backseat to sales. 

"Sometimes weather greatly affects a 
certain tree's popularity - and now it's the 
summer-flowering series," Brinsky said, 
listing a couple: Styrax, which is a genus of 
about 100 species of tender trees that grow 
to 30 feet, have roundish-oval leaves and 
drooping white, fragrant flower clusters, 
and include species that are native to both 
the East and West Coasts; and Magnolia, a 
genus of 85 or more species of deciduous 
trees native to Asia and the Americas with 
alternate, often leathery leaves, large soli-
tary white, pink, purple or yellow showy 
fragrant flowers and a cone-like fruit with 
shiny red or orange seeds. 

Though spring was once the hot time for 
flowering trees, summer interest has be-
come vital, Hanni observed, pointing out 
two of his favorite, hardier varieties of 
Lagerstroemia Crape Myrtles, which are 
perfect for zones 6 though 9: 'Pecos' that 
grows to 8 feet tall and shows pink summer 
flowers, and 'Zuni' that grows to 9 feet tall 
and shows dark lavender summer flowers. 
Both varieties offer attractive peeling bark 
and resist mildew, Hanni added. 

GOTTA WEAR SHADE. In the hot sum-
mer months, clients are always looking to 
escape to a shady spot even for a brief 
moment to hide from the sun. But in newer 
developments, builders are constructing 
homes in basic farmland, so more clients 
are asking contractors to install some shady 
aspects into their landscapes, Brinsky said. 

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

"This is really gaining in popularity - we 
have been sold out since last fall of red maple 
and sugar maple, two classic shade trees," he 
said. Red maple is native from Newfound-
land to Florida, west to Minnesota and Texas, 
can grow to 120 feet and has three- to five-
lobed leaves that turn brilliant scarlet in the 
fall. Sugar maple is native to the United 
Sates and Canada east of the Rocky Moun-
tains, can grow to 130 feet and has five-
lobed, hand-shaped leaves that turn shades 
of gold, orange, scarlet or crimson in the 
fall. 

Also, clients are searching for energy-
savers, and strategically planted shade trees 
can do the trick. "If you plant a shade tree in 
the southwest corner of a house, the roof will 
be shaded in the summer time and cut down 
on clients' air conditioning bills," he said. 
"With electricity rates continually going up, 
this has become more important to clients." 

A LITTLE RESISTANCE. In addition to 
the main show stealers, certain trees, like the 
little black dress, will never go out of style. 

With drought lasting for more than three 
years in some areas, drought-resistant variet-
ies will continue to sell. "But, a tree is only 
drought-resistant once it's established, so it 
has to grow for a year or two and get good 
roots down before it can be drought-resis-
tant," Hanni pointed out, stressing that con-
tractors must communicate this to clients. 

Also, old favorites, like crabapples and 
dogwoods, are back on the scene in dis-
ease-resistant selections, Hanni said. 

And, low-maintenance varieties will 
never drop in sales due to clients' increas-
ingly busy lives, Hanni mentioned. 

While nurseries always offer recom-
mendations, they tend to base production 
needs on the trends contractors set, Brinsky 
said. "Landscape architects and design-
ers," he said, "are always trying out new 
varieties and making a statement." I D 

The author is Managing Editor of Lawn & 
Landscape magazine and can be reached at 
nwisniewski@laivnandlatidscape.com. 

instance. Some things just lose their flair 
faster than expected. Like these hot topics, 
once everyone embraces the style, some-
one always wants to step off of the band-
wagon and show originality. 

The landscape market's bellbottom of 
late is flowering plum, cherry and weeping 
cherry trees, Brinsky said. "Due to the popu-
larity of these plants a few years ago, the 

Summer-f lowering Magnol ia (above and left) 

produces large, showy, white, fragrant flowers; 

leathery leaves and cone-like fruit. 

Photos: Moon Nurseries 
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BUYERS' GUIDE 

GUIDE 
ADI TOOLS BY TOL 
P.O. Box 1498 
Tulare, Calif. 93274 
800/732-2142 
www.tol-inc.com 

AMERICAN ARBORIST SUPPLY 
882 S. Matlack St. 
West Chester, Pa. 19382 
800/441-8381 
www.arborist.com 

AMERICAN EXPRESS 
BUSINESS FINANCE 
20220 Center Ridge Road 
Cleveland, Ohio 44116 
800/366-4228 

ARBORBRACE 
9380 S.W. 125 Terrace 
Miami, Fla. 33176 
305/992-4104 
www.treestaking.com 

ARBORGUY/STAKING SYSTEMS 
1232 Rock Springs, Bldg. 2 
Apopka, Fla. 32712 
888-782-5346 
www.arborguy.com 

ARBORIST SUPPLY CO. 
17 Garrick Dr., S.W. 
Calgary, Alberta, 
Canada T3E 5B4 
403/240-3993 
www.arboristsupplyco.com 

ARBORIST SUPPLY HOUSE 
566 N.E. 42nd Ct. 
Fort Lauderdale, Fla. 33334 
800/749-9528 

ARBORSYSTEMS 
P.O. Box 34645 
Omaha, Neb. 68134 
800/698-4641 
www.arborsystemsllc.com 

ARTISTIC ARBORIST 
4519 N. 7th Ave. 
Phoenix, Ariz. 85013 
602/263-8889 
www.artistic-arborist.com 

BANDIT INDUSTRIES 
6750 Millbrook Road 
Remus, Mich. 49340 
517/561-2270 
www.banditchippers.com 

BARTLETT TREE EXPERTS 
1290 E. Main St. 
Stamford, Conn. 06902 
203/323-1131 
www.bartlett.com 

BISHOP CO. 
P.O. Box 870 
Whittier, Calif. 90602 
www.bishco.com 

BLUE RIDGE ARBORIST SUPPLY 
17277 Poor Farm Rd. 
Culpeper, Va. 
540/829-6889 

BOETHING TREELAND FARMS 
23475 Long Valley Road 
Woodland Hills, Calif. 91367 
818/883-1222 

BORDER CITY TOOL CO. 
23325 Blackstone Ave. 
Warren, Mich. 48089 
810/758-5574 

BRISCO 
251 Buckeye Cove Road 
Swannanoa, N.C. 28778 
800/439-6834 
www.briscoinc.com 

BROWN MANUFACTURING CORP. 
Route 3, Box 339 
Ozark, Ala. 36360 
800/633-8909 
www.brownmfgcorp.com 

BUFFALO TURBINE 
20 Industrial Place 
Gowanda, N.Y. 14057 
716/532-2272 
www.buffaloturbine.com 

CAL-LINE EQUIP 
6010 S. Front Road 
Livermore, Calif. 94550 
925/443-6571 
www.cal-line.com 

THE CARE OF TREES 
406 Swedeland Road 
King of Prussia, Pa. 19406 
610/279-9999 
www.careoftrees.com 

CLC U B S 
325 Venture Drive 
Westerville, Ohio 43081 
614/888-1663 

CLEAVES CO. 
300 Reservoir St. 
Needham, Mass. 02494 
877/449-0833 

COMPLETE GREEN CO. 
365 Coral Circle 
El Segundo, Calif. 90245 
800/GREEN-99 
www.bettersoils.com 

CONTREE SALES 
N2614 River Road 
Columbus, Ohio 53925 
800/433-3579 
www.contree.com 

CRARY/BEAR CAT 
237 N.W. 12th St., Box 849 
West Fargo, N.D. 58078-0849 
800/247-7335 

www.bearcatproducts.com 

CR . DANIELS 
3451 Ellicott Center Drive 
Ellicott City, Md. 21043 
800/933-2638 
www.crdaniels.com 
C.U.E.S. 
14 Caldwell Drive 
Amherst, N.H. 03031 
603/889-4071 
www.cuesnet.com 

CUTLER-MALONE INDUSTRIES 
10774 N.W. 53 St. 
Sunrise, Fla. 33351 
954/741-5888 

CUTTERS CHOICE 
2008 E. 33rd St. 
Erie, Pa. 16511 
519/452-1006 

DEEP ROOT PARTNERS 
81 Langton St., Suite 4 
San Francisco, Calif. 94103 
800/458-7668 
www.deeproot.com 

DIRECT EDGE 
1480 Arrow Highway 
La Verne, Calif. 91750 
909/392-4648 
www.directedgeusa.com 

DRIWATER 
600 E. Todd Road 
Santa Rosa, Calif. 95407 
707/588-1444 
www.driwater.com 

DUECO 
N4 W22610 Bluemount Road 
Waukesha, Wis. 53186 
800/558-4004 
www.dueco.com 

DUTHMASTER NURSERIES 
3735 Sideline 16 
Brougham, Ontario LOH IAO 
905/683-8211 

EFCO IMPORTED BY TILTON CO. 
P.O. Box 68 
Rye, N.H. 03870 
800/447-1152 
www.tiltonequipment.com 

ELVEX CORP. 
13 Trowbridge Drive, 
P.O. Box 850 
Bethel, Conn. 06801 
203/743-2488 
www.elvex.com 

FANNO SAW WORKS 
Box 628 
Chico, Calif. 95427 
530/895-1762 
www.fannosaw.com 

FMC CORP. 
1735 Market St. 
Philadelphia, Pa. 19103 
800/321-1FMC 
w w w. fmc-a pgspec.com 

FORESTRY SUPPLIERS 
205 W. Rawkin St. 
Jackson, Miss. 39201 
800/647-5368 
www.forestry-suppliers.com 

FRED MARV IN ASSOCIATES 
1970 Englewood Ave. 
Akron, Ohio 44312 
800/540-6680 
www.pruner.com 

GRAVELY, AN ARIENS CO. 
655 W. Ryan 
Brillion, Wis. 54110 
800/472-8359 
www.gravely.com 

H&H SALES CO. 
P.O. Box 686 
Huntertown, Ind. 46748-0686 
219/637-3177 
www.gtesupersite.com / hhequip 

HALL'S SAFETY EQUIPMENT CORP. 
Route 173 N., P.O. Box 230 
Grove City, Pa. 16127-0230 
www.hallssafety.com 

HAWK EQUIPMENT CORP. 
14118 Fairgate Blvd. 
Newbury, Ohio 44065 
877/591-5855 
www.hawkstumpgrinder.com 

HUSOVARNA 
7349 Statesville Road 
Charlotte, N.C. 28269 
704/597-5000 
www.husqvarna.com 

INDEPENDENT PROTECTION 
P.O. Box 537 
Goshen, Ind. 46527 
219/533-4116 
www.ipclp.com 

JAMESON 
P.O. Box 1030 
Clover, S.C. 29710 
800/346-1956 
www.jamesoncorp.com 

JARRAFF INDUSTRIES 
1730 Gault St. 
St. Peter, Minn. 56082 
800/767-7112 
www.jarraff.com 

JOHN BROWN & SONS 
14 B&B Lane 
Wehre, N.H. 03281 
888/227-6686 
www.brownbronto.com 

J.P. CARLTON CO. 
121 John Dodd Road 
Spartanburg, S.C. 29303 
864-578-9335 

JRM CHEMICAL 
15663 Neo Parkway 
Cleveland, Ohio 44128 
800/962-4010 
www.soilmoist.com 

KARL KUEMMERLING 
129 Edgewater Ave., N.W. 
Massillon, Ohio 44646 
800/464-8227 

www.karlkuemmerling.com 

LESCO 
15885 Sprague Road 
Strongsville, Ohio 44136 
800/321-5325 
www.lesco.com 
LEWIS UTILITY TRUCK SALES 
626 N. Portland St. 
Ridgeville, Ind. 47380 
800/856-2064 

LIFT-ALL DIVISION OF HYDRA-TECH 
3020 Commercial Road 
Fort Wayne, Ind. 46809 
219/747-0526 

MAASDAM POW'R-PULL 
2212 Kenmere Ave. 
P.O. Box 6130 
Burbank, Calif. 91510-6130 
888/797-7855 
www.maasdam.com 
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MACKISSK 
P.O. Box 111 
Parker Ford, Pa. 19457 
800/348-1117 
www.mackissic.com 

MALCOLM & PARSONS INSURANCE 
6 Freeman, P.O. Box 527 
Stoughton, Mass. 02072-0527 
800/FORTIFY 
www.malcolmandparsons.com 

MIDWEST ARBORIST SUPPLIES 
1730 Olson N.E., Suite A 
Grand Rapids, Mich. 49503 
800/423-3789 
www.treecaresupplies.com 

MONROVIA NURSERY 
P.O. Box 1385 
Azusa, Calif. 91702 
888/752-6848 
www.monrovia.com 

MOON NURSERIES 
145 Moon Drive 
P. O. Box 672 
Chesapeake City, Md. 21915 
410/755-6600 

MORBARK 
8507 S. Winn Road 
Winn, Mich. 48896 
800/233-6065 
www.morbark.com 

MULTITEK 
700 Main St., P.O. Box 170 
Prentice, Wis. 54556-0170 
800/243-5438 
www.multitekinc.com 

NESCO 
3112 E. State Road 124 
Bluffton, Ind. 46714 
800/252-0043 
www.nescosales.com 

NEW ENGLAND ROPES 
848 Airport Road 
Fall River, Mass. 02720 
800/333-6679 
www.neropes.com 

NORTHEASTERN ARBORIST SUPPLY 
50 Notch Road 
Little Falls, N.J. 07424 
973/837-1390 
www.northeasternarborist.com 

NU-ARBOR PRODUCTS 
1730 Olson N.E., Suite A 
Grand Rapids, Mich. 49503 
888/773-8777 
www.nu-arbor.com 

NU-GRO TECHNOLOGIES 
2680 Horizon Drive, Suite F-5 
Grand Rapids, Mich. 49546 
888/370-1874 
www.nugrotech.com 

PACIFIC ARBORIST SUPPLIES 
154 Riverside Drive 
N. Vancouver, B.C. V7H 1T9 
604/929-6133 
www.pacificarborist.com 

PEERLESS CORP. 
P.O. Box 760 
Paragould, Ark. 72451 
870/236-7753 
www.peerless-trailers.com 

PIGEON MOUNTAIN 
P.O. Box 803 
Lafayette, Ga. 30728 
800/282-7673 
www.pmirope.com 

PLANT FOOD CO. 
38 Hightstown-Cranbury 
Cranbury, N.J. 08512 
800/562-1291 
www.plantfoodco.com 

PLANT HEALTH CARE 
440 William Pittwav 
Pittsburgh, Pa. 15238 
412/826-5488 
www.planthealthcare.com 

PLASTIC COMPOSITES CORP. 
8301 N. Clinton Park Drive 
Fort Wayne, Ind. 46825 
800/747-9339 
www.buckettruckparts.com 

POLECAT INDUSTRIES 
14141 S.W. 142 St. 
Miami, Fla. 33186 
800/876-5322 
www.polecatindustries.com 

PORTER-FERGUSON 
P.O. Box 158 
Worcester, Mass. 01613-0158 
508/835-2900 
www.lowellcorp.com 

RAYCO MFG. 
4255 Lincoln Way E. 
Wooster, Ohio 44691-8601 
800/392-2686 
www.raycomfg.com 

REDMAX KOMATSU ZENOAH 
AMERICA 
4344 Shackleford, Suite 500 
Norcross, Ga. 30093-2912 
800/291-8251, ext. 228 
www.redmax.com 

REMKE ENTERPRISES 
P.O. Box 9357 
Downers Grove, 111. 60515 
630/810-1662 

SAMSON ROPE TECHNOLOGIES 
2090 Thornton St. 
Ferndale, Wash. 98248 
800/227-7673 
www.samsonrope.com 

SAVATREE 
550 Bedford Road 
Bedford Hills, N.Y. 10507 
914/241-4999 
www.savatree.com 

SCANDINAVIAN FORESTRY TECH 
P.O. Box 427 
Kingston, Idaho 83839 
208/682-2002 
www.forestindustry.com / 

SHARK CORP. 
337-A Figueroa St. 
Wilmington, Calif. 90744 
800/891-7855 
www.sharkcorp.com 

SHELTER TREE 
60 John Dietsch Blvd. 
N. Attleboro, Mass. 02763 
800/720-8733 
www.sheltertree.com 

SHEMIN 
42 Old Ridgebury Parkway 
Danburv, Conn. 06810 
203/207-5000 
www.shemin.net 

SHERRILL ARBORIST SUPPLY 
200 E. Senera Road 
Greensboro, N.C. 27406 
800/525-8873 
www.wtsherrill.com 
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BUYERS' GUIDE 

SHEYENNE TOOLING MFG. 
Box 647 
Cooperstown, N.D. 58425 
800/797-1883 
www.sheyennemfg.com 

SHINDAIWA 
11975 SW Herman Road 
Tualatin, Ore. 97062 
800/521-7733 
www.shindaiwa.com 

SHRED-VAC SYSTEMS 
15501 Little Valley Road 
Grass Valley, Calif. 95949-6873 
530/477-7240 
www.shredvac.com 

SOLO 
5100 Chestnut Ave. 
Newport News, Va. 23605 
757/245-4228 
www.solousa.com 

STIHL 
536 Viking Drive 
Virginia Beach, Va. 23452 
800/467-8445 
www.stihlusa.com 

STRUCTURAL PLASTICS CORP. 
2750 Lippincett Blvd. 
Flint, Mich. 48507-2081 
810/743-2800, ext. 217 
www.planstictreegrates.com 

SUNDANCE 
P.O. Box 336459 
Greelev, Colo. 80633 
970/339-9322 

TEREX TELELECT 
600 Oakwood Road 
Watertown, S.D. 57201 
605/882-1842 
www.telelect.com 

TIME MANUFACTURING 
P.O. Box 20368 
Waco, Texas 76702-0368 
254/399-2100 
www.versalift.com 

TREE EQUIPMENT DESIGN 
P.O. Box 104 
New Ringgold, Pa. 17960 
570/386-3515 

TREE MANAGEMENT SYSTEMS 
4257 W. Delap Road 
Elletsville, Ind. 47429 
812/876-7664 
www.turftree.com 

TREE PRO 
3180 W. 250 N. 
W. Lafayette, Ind. 47906 
800/875-8071 
www.treepro.com 

TREESSENTIALS CO. 
2371 Waters Drive 
Mendota Heights, Minn. 55120 
800/248-8239 
www.treessentials.com 

TREE TECH MICROINJECTION 
SYSTEMS 
950 215th Avenue 
Morriston, Fla. 32688 
800-622-2831 

TREE TOOLS 
P.O. Box 1627 
Lake Oswego, Ore. 97035 
888/635-8733 
www.treetools.com 

TRIPLE D 
4590 Buies Creek Rd. 
Angier, NC 27501 
919/639-4295 

TRIMS SOFTWARE 
3110 N. 19,h Ave. #190 
Phoenix, Ariz. 85015 
800/608-7467 
www.trims.com 

TRUCKCRAFT CORP. 
5751 Molly Pitcher Highway 5 
Chambersburg, Pa. 17201 
800/755-3867 
www.truckcraft.com 

UNIVERSAL REFINER CORP. 
P.O. Box 151 
Montesano, Wash. 98563 
360/249-4415 

www.universalrefiner.com 

U.S. RIGGING 
4001 W. Carriage Drive 
Santa Ana, Calif. 92704 
www.usrigging.com 
V&H 
406 Air Park Drive 
Prentice, Wis. 54451 
715/428-2238 
www.vhtrucks.com 

VILLA LANDSCAPE PRODUCTS 
700 S. VanBuren, Suite B 
Placentia, Calif. 92870 
800/654-4067 
www.villarootbarrier.com 

W. FEARNEHOUGH OF AMERICA 
511 Young Lane 
Brunswick, Ga. 51520 
800/327-3445 

WALLACE LABORATORIES 
365 Coral Circle 
El Segundo, Calif. 90245 
www.bettersoils.com 

WESTHEFFER CO. 
P.O. Box 363 
Lawrence, Kan. 66044 
800/362-3110 
www.westheffer.com 

l a v s m a n d l a n d s c a p e . c o m ^ y 

If you care for shrubs and 
ornamentals, we have the 
tools you w a n t . . . when 

you want them . . . at the 
lowest possible 
price. sO 

c ttorv-y/u-

C h e c k o u r c a t a l o g o r 
w e b s i t e f o r a l l t h e 
e q u i p m e n t a n d s u p p l i e s 

y o u ' l l n e e d t o c a r e f o r 
w o o d y p l a n t s . 

D e p e n d o n u s f o r . . . 
• 9 2 % S a m e d a y s h i p p i n g 
• S p a r e p a r t s f o r e v e r t h i n g s o l d 
• L o w , c o m p e t i t i v e p r i c i n g 
• F r i e n d l y , c o u r t e o u s s e r v i c e 

f r o m o u r k n o w l e d g e a b l e s t a f f 
• L a r g e s t p r o d u c t s e l e c t i o n 

Call 800-441-8381 
Fax 888-441-8382 
www.arborist.com 

AMERICAN ARBORIST 

All Phases of Tree Care: 
Residential and Commercial 

BAPTLETT BARTLETT 
TREE EXPERTS 

www.bartlctt.com 

1290 E. Main St. 

Stamford, C T 0 6 9 0 2 

877-BARTLETT 
877-227-8538 
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P R O T E C T I O N G U I D E 

Your Customers Depend 

On You hor 1 he Beauty 

Of I heir Trees And 

Ornamentais — You Can 

Depend On Compass 

COMPASS 



D S H R U B 

They depend on you for protection — Depend on COMPASS. 

Your cus tomers probab ly didn' t hire y o u 

because they have m o n e y to burn. T h e y h i red 

you to m a k e their lawn a n d landscape as 

heal thy a n d beaut i fu l as possib le. They ' ve 

p laced their turf, t rees a n d o rnamenta l s in your 

hands , a n d y o u need dependab le d isease 

control . You n e e d C O M P A S S ™ Fungic ide 

f rom Bayer Corporat ion. 

C O M P A S S is a b r o a d - s p e c t r u m s t rob i lu r in 

f u n g i c i d e tha t o f fe rs a u n i q u e a n d p o w e r f u l 

m o d e of ac t ion , de l i ve r i ng h igh e f f i cacy at 

l ow ra tes . It g i ves y o u exce l l en t con t ro l of 

t h e w o r s t d i s e a s e s tha t t h r e a t e n y o u r 

c u s t o m e r s ' t r e e s a n d o r n a m e n t a l s . In fac t , 

C O M P A S S is t he f i rst too l tha t g i ves y o u 

t h e l ong - te rm , b r o a d - s p e c t r u m d i s e a s e m a n -

a g e m e n t y o u need . 

COMPASS Gives You: 

• Long-lasting, rain-resistant 

disease control 

• Excellent control of apple scab, 

black spot and powdery mildew 

• Low use rates 

COMPASS provides broad-spectrum 
disease management. 

COMPASS delivers excellent control 
of these diseases: 

• Anthracnose 

• Black spot 

• Botrytis 

• Downy mildew 

• Leaf spot 

• Powdery mildew 

• Rust 

• Apple scab 



P R 0 T E C T 1 0 N G U I D E 

COMPASS delivers protection from the most damaging diseases. 

Not Just Innovative: Revolutionary 

C O M P A S S h a s a n i nnova t i ve m o d e of 

ac t ion that secu re l y locks t he f ung i c i de into 

the p lant su r face , w h e r e it is t h e n a b s o r b e d 

in the w a x y layer of t he p lant , resu l t ing in a 

p ro tec t i ve reservo i r of s t rob i lu r in f ung i c i de 

for ra in- res is tant d i s e a s e con t ro l tha t c a n 

last up to 2 8 days . 

High Efficacy at Low Rates 

C O M P A S S de l ivers h igh e f f icacy aga ins t a 

b road s p e c t r u m of d i s e a s e s at t he lowes t 

rates of a n y fung ic ide o n the marke t . 

The Disease Control You and Your 
Customers Need 

W h e n it c o m e s to their t rees a n d o rnamenta ls , 

your cus tomers rely o n you to be o n the cut t ing 

e d g e of the industry. Any th ing less cou ld cost 

t h e m their lawn a n d landscape, a n d cost y o u 

their bus iness. Rely o n C O M P A S S : the first 

tool that fits your cus tomers ' needs for long-

term, b road-spec t rum d isease m a n a g e m e n t . 



COMPASS Delivers the Highest Efficacy Against a Broad Spectrum of Diseases at the Lowest Rates of Any Disease Control Product Bayer -t" 



Disease Foliar Spray Rate Intervals 

A n t h r a c n o s e 
C o l l e t o t r i c h u m 

B lack spo t 
D i p l o c a r p o n 

2 - 4 o z / 1 0 0 ga l 

2 - 4 o z / 1 0 0 ga l 

7 - to 14 -day in te rva ls 
unt i l t h e th rea t of d i s e a s e 
is o v e r 

7 - to 1 4 - d a y in te rva ls 
unt i l t h e th rea t of d i s e a s e 
is o v e r 

Bo t ry t i s 
Bo t ry t i s 

2 - 4 o z / 1 0 0 ga l 7 - to 14 -day in te rva ls 
unt i l t h e th rea t of d i s e a s e 
is o v e r 

Leaf spo t 
S e p t o r i a 

Rus t 
G y m n o s p o r a n g i u m 
P h r a g m i d i u m 

S c a b 
C l a d o s p o r i u m 

2 - 4 o z / 1 0 0 ga l 

2 - 4 o z / 1 0 0 ga l 

2 - 4 o z / 1 0 0 ga l 

7 - to 1 4 - d a y in te rva ls 
unt i l t h e th rea t of d i s e a s e 
is o v e r 

7 - to 14 -day in te rva ls 
unt i l t h e th rea t of d i s e a s e 
is o v e r 

7 - to 14 -day in te rva ls 
unt i l t h e th rea t of d i s e a s e 
is o v e r 

S c a b 2 - 4 o z / 1 0 0 ga l 
Ven tu r i a i naequa l i s 

7 - to 14 -day in te rva ls 
unt i l t he th rea t of d i s e a s e 
is o v e r 

D o w n e y m i l d e w 
P e r o n o s p o r a 

1 - 2 o z / 1 0 0 ga l 7 - to 14 -day in te rva ls 
unt i l t he th rea t of d i s e a s e 
is o v e r 

P o w d e r y m i l d e w 
E r y s i p h e 
M i c r o s p h a e r a 
O i d i u m 
P o d o s p h a e r a 
S p h a e r o t h e c a 

1 - 2 o z / 1 0 0 ga l 7 - to 14 -day in te rva ls 
unt i l t he th rea t of d i s e a s e 
is o v e r 

C O M P A S S F u n g i c i d e is c lass i f i ed a s a R e d u c e d R isk c o m p o u n d by t he U .S . E n v i r o n m e n t a l P ro tec t i on A g e n c y . 

For m o r e i n fo rma t ion , c o n t a c t y o u r a u t h o r i z e d B a y e r a g e n t or d is t r ibutor , 
v is i t on l i ne at w w w . B a y e r P r o C e n t r a l . c o m or cal l ( 800 ) 8 4 2 - 8 0 2 0 . 

COMPASS 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS 

Bayer Corporation Professional Care 
P.O. Box 4913 Kansas City, MO 64120 

B a y e r ® 
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(continued from page 52) 

Mower attachments also assist contrac-
tors with jobs that normally require larger, 
more expensive equipment, such as skid-
steer loaders, Policastro explained. Attach-
ments like dozer blades help contractors 
offer irrigation services and other landscape 
construction services without the over-
whelming investment, she said. "We have a 
photo of some contractors in Florida who 
were grading an area," she noted. "That 60-
inch blade did the work of a skid-steer loader 
in 15 minutes and filled in all those holes." 

Part of the attachment appeal lies in bet-
ter organization when sending employees 
out for the day, noted Jim Doring, product 
manager, JRCO, Minneapolis, Minn. "The 
advantage is saving space on the vehicle or 
trailer because they don't have as many indi-
vidual pieces of equipment," he related. 

Policastro agreed. "The trend is to send 
one guy to the job with all the equipment 
that person needs for the job: the mower, the 
grader, the trencher, the post hole digger, 
etc.," she said. "The operator would be haul-
ing around a lot of equipment and several 
different power units, but this way you have 
the mower and several attachments." 

However, the cost savings posed by 
mower attachments appeals to contractors 
looking to enhance their financial statements 
- especially when budgeting labor, Policastro 
said. "Before, a lot of contractors would 
have to get the cheapest labor they could 
find," she said. "But with attachments, they 
can invest more in labor." 

And, for smaller companies that cannot 
justify a large construction equipment pur-
chase like a skid-steer loader, attachments 
help them specialize services without tight-
ening their purse strings, Doring said, not-
ing that many attachments fall in the reason-
able $1,500 to $3,000 price range. "Rather 
than investing in very expensive, single-use 
pieces of equipment, we try to find uses for 
the equipment they have already pur-
chased," he remarked. 

Further, since universal attachments can 
be used on many different types of equip-
ment, their versatility justifies a higher price 
tag, while attachments designed specifically 
for one manufacturer's mower are less ex-
pensive and usually packaged with the 
mower itself. For example, Walker said his 
dethatcher attachment costs $200, while the 
dozer blade comes in at $400. 

New equipment investments drive pro-
duction, and if that can be done economi-
cally, the contractor wins on both fronts, 
Walker pointed out. Yet, if the contractor's 
business demands call for the larger equip-
ment, mower attachments might not live up 
to the company's service standards. "If you 
have the wrong tool, you spend a lot of 

Mower Attachments 

money keeping it working or not getting the 
productivity you want out of it," he said. 
"You don't want to use a 1-pound hammer 
where you need a 10-pound hammer." 

INCREASE YOUR OPTIONS. Theeasy-
on, easy-off characteristics of most mower 
attachments further position them as an at-

o RedMax® 
Suber Summer Sizzler 

EBZ4800 
• Strato Charged™ Clean Air Engine 
• Beat Stihl & Echo in fuel economy test 

o RedMax 

BC225DL 
• Our most economical trimmer 

is now even more economical! 

Check out these super sale prices 
now at your participating RedMax 
dealer. While supplies last! 

<g> Komatsu Zenoah America, Inc. 
4344 Shackleford Road, Suite 500 • Norcross, GA 30093 
800-291-8251 Ext 213 • Fax:770-381-5150 
www.redmax.com 
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Mower Attachments 

tractive way to make the basic mower more 
resourceful. Some attachments, such as col-
lection systems, can be mounted in the spring 
and then left on all season, Policastro said. 
Others that must come on and off the ma-
chine usually do so easily, Hilburn added. 

Installation varies from manufacturer to 
manufacturer, especially if the attachments 
are designed specifically for mowers under 
the same brand. Universal attachment manu-
facturers such as JRCO offer front-mounting 
equipment that, once installed on the front 
of any mower, can accommodate a JRCO 
attachment, Doring stated. "There's some 
modification of the universal mount to fit, 
depending on if you're dealing with a 36- or 
72-inch mower, but once attached, all of our 
front-mount equipment attaches to the uni-
versal mount," he said. 

Some accessories feature sockets or re-
ceptacles that then slide on "arms" located 
on the mower deck and lock in place, Walker 
related. "You can literally change from mow-

ing to snowblowing in just a few minutes," 
he said. Once the attachment locks in with 
the drive shaft on the mower, the attachment 
is then powered by the mower itself. 

Manufacturers such as Walker maintain 
that custom-built accessories alleviate any 
discrepancies in speed between manufac-
turers and provide contractors with the best 
fit available. And, some manufacturers find 
greater success in packaging attachments 
and mowers together, making it easier for 
dealers to buy equipment and contractors to 
specify what they need, Policastro main-
tained. "We try to offer equipment combina-
tions that make sense for the job," she said. 

However, Policastro insisted that 
whether attachments are universal or spe-
cifically designed for the mower, contrac-
tors can rest easy that their crews will be able 
to easily install attachments and use them to 
their full capacity without a great deal of 
training. "If you have an operator who knows 
the power unit and the system, they know 

lawnandlandscape.com 
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that machine, its driving characteristics and 
how to control it," she listed. 

Accessories may not be necessary, but 
they allow for a smoother ride, whether 
they're for cars or landscape equipment. 
When the name of the game is efficient ser-
vice, lower costs and the ability to concen-
trate on labor and productivity, accessorizing 
simply makes sense, Doring said. "What 
contractors are trying to do is find a better 
way to do their job," he said. "Attachments 
help them simplify their job, get a better 
return on their investment and get the job 
done faster." |fl 

The author is Assistant Editor- Internet o/Lawn 
& Landscape magazine and can be reached at 
kmohn@lawnandlandscape.com. 
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LABOR VISAS 

N E W F L A T R A T E ! 
BRAND NEW PRICE STRUCTURE 

OPTION I 
$3,500 FOR 1-20 PERMITS 

OPTION II 
$5,000 FOR 25-100 PERMITS 

BE SURE TO SIGN UP BEFORE FALL 

Foley Enterprises 
The H-2B Specialist 

Austin (512) 282-3237 Fax (512) 282-0958 
E-mail: FoieyEnt@evl.net 

Toll Free (888) 623-7285 

SAVE 
MORESS 

ALL YEAR MTI 
$prinkler$ 4 LeSS 
National Brand SprayHeads 
4" Pop-Ups with Nozzle 

As LowAs<t% "450 
V g ^ J Buy The BOX " 
W W |||T' Your Choice J 
I H ^ I f f l M $1.90,$1.80 

. k M $1.60 or Less 
RAIN^BIRD 

I sft | And Others 
Save More On 
Large Orders 

Order By 1 p.m. MuKI 
SHIPS SAME DAY MM) 

UDS we Pay 
VL^ ForU.P.S. 

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

Pacific Time 
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Ly LAS SIC M O W I N G BY 
WALKER FOR OVER 22 YEARS 
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You need a beautiful mowing 
job (you are a landscape artist). 

You need to do the job fast 
(time is money). 

You need to be easy on the 
operator (the operator may 
be you). 

You need a Walker Mower. 
If you do not own a Walker, 
we invite you to see a Walker 
demonstrated on your property. 

It's time to move 
into classic mowing 

by Walker. 
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4 L A -"J 

WALKER MANUFACTURING CO. 
5925 E. HARMONY ROAD • DEPT. L&L 

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

USE READER SERVICE #26 
Independent, Family Owned Company Designing and Producing 

http://www.walkermowers.com
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by Jim Crisivell, 
Melinda Crocket and 

Sandy Wells 
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University researchers 

identify the whats, whens 

and whys of 

pesticide labeling. 

"ÔWPS uses Aoofĉ  

by t. WPS ««Sì* (40 
• GTOV* 
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This /abe/ is one 
of thousands 

produced annually 

for lawn care use. 

Label: Dow 

AgroSciences 

CAUTION* ' * 0 ' 

The information on pestiride labels is often described as the most 

expensive words in literature. Why? The research, development and 

registration procedures behind the label frequently cost the 

manufacturer six to 10 years and $10 to $20 million. 
Before a label is approved, its wording is reviewed by several 

people in the Registration Division of the Office of Pesticide 
Programs in the U.S. Environmental Protection Agency (EPA). 
No other type of product is more thoroughly tested before use. 

LABELS & LABELING. Whenever a lawn care operator (LCO) 
purchases a pesticide, he or she receives written instructions on 
how to use it. This information is referred to as the label, or 
labeling - two similar words with different meanings. 

The label is the information printed on or attached to the 
container of pesticides. It does the following: 

• To the manufacturer, the label is a license to sell. 
• To the state or federal government, the label is a way to control 

the distribution, storage, sale, use and disposal of the product. 
• To the LCO, the label is the main source of facts on how 
to use the product correctly and legally. 
• To users, the label is a way to describe safety measures. 
Labeling is all the information the end user receives from 

the company or its agent about the product. Labeling includes 
the label on the product and the brochures, fliers and informa-
tion accompanying the product or handed out by the dealer. 

WHY READ AND FOLLOW THE LABEL? The most 
important time spent in pest control is the time spent reading 
the label. A pesticide is registered for use on specific sites for 
control of specific pests. The pesticide application is more 
likely to be successful in controlling the insect, weed or plant 
disease if the directions are read and followed. Following 
label instructions decreases possibilities for accidents. 

Amendments to the 1972 Federal Insecticide, Fungicide 
and Rodenticide Act (FIFRA) make it illegal to use any regis-
tered pesticide in a manner inconsistent with its labeling. 
People found guilty of misuse may be subject to fines, impris-
onment or both. These amendments have elevated the status 
of the pesticide label to that of a legal document. 

LABEL CONTENTS. A pesticide label must contain certain 
information, including: 

Trade (brand) name - Each pesticide manufacturer has a 
trade (brand) name for its product. If more than one company 

(continued on page 74) 
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Bob Reeds 
Blue Horizon Lawn Sprinklers, Inc. 

The Rewards Go Right 
Back Into Your Business 
I joined the Hunter Preferred Contractor 
Program a couple years ago. 

Td been using Hunter rotors for a long 
time and thought - what the heck -
might as well pick up a few Hunter 
Points with my purchases. Now I feel 
it was one of the best business moves 
I've made. 

I became actively involved in the 
Program and discovered that Hunter 
offers a great line of products - and 
an outstanding choice of Preferred 

Contractor Program rewards that I 
can invest right back into my business. 

For example, every time we install a 
complete Hunter system, we earn a 
stack of Points on purchases of rotors, 
sprays, valves and controllers. I then 
turn these Points into valuable business 
development tools. This year, my Hunter 
Points are helping me lease new trucks. 
And I also use the Points for promo-
tional materials and to attend Hunter 
irrigation workshops. 

My relationship with Hunter has been a 
real asset - and the Preferred Contractor 
Program deserves a lot of the credit! 

FOR MORE INFORMATION 

• VISIT THE WEBSITE AT 
WWW.HUNTERPREFERRED.COM 

• CALL 8 0 0 - 7 3 3 - 2 8 2 3 FOR A BROCHURE 

• FREE MEMBERSHIP FOR 
PROFESSIONAL CONTRACTORS 

• EARN POINTS WITH EVERY HUNTER PURCHASE 

Hunter 
Preferred 
Contractor Propram 

USE READER SERVICE #25 
1 9 4 0 DIAMOND STREET, SAN MARCOS, CA 9 2 0 6 9 USA • WWW.HUNTERINDUSTRIES.COM 

http://WWW.HUNTERPREFERRED.COM
http://WWW.HUNTERINDUSTRIES.COM


(continued from page 72) 

markets the same product, there may be 
several trade names for a pesticide. 

Common and chemical names - In addition to 
a trade name, most pesticides have an official 
common name. It is an agreed-upon name 
for the product's active ingredient. A pesti-
cide sold under several trade names will 
always have the same common name. 

The chemical name indicates the chemi-
cal composition of the active ingredient. Like 
the common name, it will be always the same 
for a particular pesticide. 

Ingredient statement -Every label must list 
the product's contents. The chemical toxic to 
the pest is referred to as the active ingredient 
and is given as a percentage of the formula-
tion. It may be listed by either the common 
or chemical name. The inert ingredients (emul-
sifiers, solvents, carriers, etc.) presently do 
not need to be identified except by the per-
cent of the formulation they constitute. 

Net contents - The net contents indicate 
how much pesticide is in the container. The 

number will be expressed in gallons, pints, 
quarts or other units of measure. 

Name and address of manufacturer - The 
manufacturer is required by law to list its 
name and address on the label so the appli-
cator will know where to write for informa-
tion in case of an emergency. 

Registration and establishment numbers -Two 
numbers must appear on every pesticide con-
tainer: the registration number and the estab-
lishment number. The EPA registration num-
ber indicates that the product has been regis-
tered. The number is a code that identifies 
the manufacturer and the specific product 
label. The EPA establishment number ap-
pears either on the label or the container. It 
identifies the facility that formulated the 
product. This allows the product to be traced 
to the production facility. 

Use classification - EPA is required by the 
amended FIFRA to classify pesticides for 
either general use or restricted use. In classi-
fying a pesticide EPA considers: 

• The toxicity of the pesticide; 
• The way the pesticide will be used; 
• The pesticide's environmental effect. 
A general use pesticide is defined as one 

that will not harm the applicator or the envi-
ronment to an unreasonable degree when 
used according to label directions. Pesticides 
classified for general use will be identified by 
the words "General Classification" appear-
ing immediately below the heading "Direc-
tions for Use" on the label. General use pes-
ticides are available to the general public for 
use according to label directions. 

A restricted use pesticide is one that could 
harm the applicator or the environment even 
when used as directed by the label. Pesti-
cides classified for restricted use will be iden-
tified by the words "Restricted Use Pesti-
cide" at the top of the front panel of the label 
followed by the statement: "For retail sale to 
and application only by certified applicators 
or people under their direct supervision and 

(continued on page 76) 
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I/MIL UMMUM M L MM 
The World's Fastest Lawn Mower 

X2001-50F 

XW2500-60 
SALE P R I C E 

$8,999.00 
MONTHLY PAYMENT 

$325.00 

2 5 H P KOHLER ENGINE 

6 0 " DECK 

ENGINE & HYDRAULIC COOLER 

DELUKE SEAT 

10-GAL FUEL CAPACITY 

juixjto: 
ft M 

ft A 

• 2 5 H P KOHLER ENGINE • 6 0 " DEC« • STAINLESS STEEL BOOT • 10-GAL FUEL CAPACITY 
• STANDAM PAMON MAKE • E M M A M NYMANUC C M B 

K W K 2 5 0 3 - 6 0 
Sau PRICÌ 
$8,199.00 
MOHTHIY PAYMENT 
$296 .00 

r «39 fi 

11 Wih •— 
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y f ' zsssrrs: 

I -
I 
I k A 
| • 2 5 H P KAWASAKI ENGINE • 6 0 " DECK • ENGINE GUARD • 6-GAL FUEL CAPACITY 

• STAINLESS STEEL BODY 

• 4 
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T\ 

To locate Your Local Dealer visit www.diKiechopper.com 
or call 765-chopper 

* Financing available through American Financing Inc. 

http://www.diKiechopper.com
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only for those uses covered by the Certified 
Applicator's Certification." Restricted use 
pesticides must be applied by or under the 
direct supervision of a certified applicator. 
Through certification, an applicator demon-
strates that he/she knows how to safely and 
properly apply restricted use pesticides. 

Pesticide products that have not gone 
through the classification process are un-
classified and will have no general use or 
restricted use designation on their labels. 
They may be purchased and used according 
to label directions by anyone. Amended 
FIFRA calls for the reregistration of all cur-
rently registered pesticides. These products 
will be classified when they are reregistered. 

Directions for use - Here, the manufac-
turer indicates the use classification, which 
is followed by: "It is a violation of federal 
law to use this pesticide in a manner incon-
sistent with its labeling." The label lists only 
registered (legal) pesticide uses. The direc-
tions for use also include the following: 

• Areas to be treated 
• Amount to use (per acre, per gallon 

of water, per 1,000 square feet, etc.) 
• Application method and equipment type 
• Application timing and frequency 
• Limitations on reentry to treated areas 
• Limitations or restrictions on use to 

prevent any unreasonable adverse ef-
fects on the environment. 

Precautionary Statement - The label con-
tains precautionary statements to alert the 
applicator to hazards to self, children, do-
mestic animals, wildlife and the environment. 

Signal words or symbols - Signal words are 
used to indicate approximately how toxic 
the pesticide is to people. "Danger" means 
highly toxic, "warning" means moderately 
toxic and "caution" means low toxicity. 

Statement of practical treatment- The labels 
for all highly toxic pesticides must give in-
structions for first-aid treatment in case of 
poisoning. Often, labels for less toxic pesti-
cides also provide first-aid instructions. 

Hazards to the environment and humans -
When a pesticide is hazardous to bees, fish 
or wildlife, the label will indicate the nature 
of the hazard and the precautions to take to 
prevent injury or damage to non-target spe-
cies or to the environment. 

The label also contains a statement of the 
human hazards and the routes of exposure 
together with a list of precautions and protec-
tive equipment to prevent accidents or injury. 

Physical or chemical hazards - The label pro-
vides information about any fire, explosion or 
chemical hazards the product may have. 

Reentry statement - Some product labels 
will specify how much time must pass before 
a pesticide-treated area is safe for entry by a 
person without protective clothing. 

Storage and disposal - This section details 
proper storage and disposal procedures. 

Category of applicator - Some pesticide 
products may be limited for use to certain 
categories of commercial applicators. 

(continued on page 117) 
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rountain Lrlo 
Lighting System ^ 

from Otterbine 

T R A N S F O R M your 
fountain into a spectacular, 
nighttime water display 
with the Fountain Glo™ 
l i g h t i n g s y s t e m . T h i s 
must-have accessory also 
adds value and security to 
the surrounding property. 

Options include: 
• Low or High Voltage 

Systems 
Colored Lenses 
Light Sequencers 

Call NOW & 
SAVE $$$ 
All Year 

PA/N*B/RDSALE 
MTI 

CLOCKS HEADS B u y T t e B o ^ 

ESP-4s\..$720ß 

ESP-6si . . $ 7 7 ° ° 

ESP-8si $ 1 0 8 ° ° 

Maxi Paw $ 9 g 
1804 4 "Body $ 1 

B u y T h e 
B o x y 100-DV Valves $10*|g 

BACKFLOW SALE 
1" #950 
Dbl.Chk. 

For U.P.S. 
Order By 1 p.m. 

SHIPS SAME DAY 

800-600-TURF 
CALL US AND SA VE! 7:00 am - 5 pm (8873) 

Pacific Time 

8 0 0 - A E R S T E R 
6 1 0 - 9 6 5 - 6 0 1 8 

www.otterbine.com 
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by Kristen Hampshire 
Landscape maintenance, installation and 

irrigation require special consideration 

and care during dry times. 

Contractors could use a sixth sense if it came in the form of a Doppler weather radar - nothing is 

more unpredictable than Mother Nature's mood swings. 

"If I could predict that, I'd be on TV," joked Bruce Allentuck, president, Allentuck Landscap-
ing, Gaithersburg, Md. 

Surely, a meteorological streak would be a complimentary quality for contractors, whose daily 
schedules can depend on the nightly forecast. And considering the severely dry conditions parts 
of the country faced earlier this spring and summer, a little weather guesswork can prepare 
contractors for drought damage control so clients' properties look less parched. 

"We kind of have to be weathermen, in a sense," said Larry Brinkley, president, BLT Landscape 
Services, Dallas, Texas. "We need to constantly watch the forecast and, if we see future problems 
cropping up, we need to try to do all that we can before they get here - the mulching, watering deep 
and getting water into the ground - so that when we do get into a drought situation, we've done 
everything humanly possible to help the client keep their plants alive." 

HURRY WITH H 2 0 . Landscapes dehydrate quickly and drought signs are rather noticeable. 
Green color disappears from turf and footsteps leave prints on properties. "Trees really take a 
beating," pointed out Bobby Byrd. "You'll see the leaves curl up, which indicates they are under 
a lot of stress, and later on you will see limbs start to die back." 

(continued on page 80) 



I l I hate peanut shells." 
Leaves a n d g r a s s c l i p p i n g s are n o t h i n g . Y o u w a n t 
t o u g h ? C lean u p t h e 10 t o n s o f t r a s h a n d p e a n u t 
shel ls that 75,000 sc ream ing fans leave b e h i n d - a n d 
d o it in jus t 13 hours . Tha t ' s w h a t Ga ry M a s o n a n d 
his c r e w d o every th ree days , m o r e t h a n 100 t i m e s a 

year . S o t h e y re ly o n t h e BR 420C M a g n u m - 1 6 o f 
t h e m , a c t u a l l y . G a r y s a y s , " T h e y ' r e l i g h t w e i g h t , 

power fu l , a n d run longer t h a n any o ther b lower . " It's 
t he best a l l -a round b l o w e r he's used. A n d after 6,000 

t i m e s a r o u n d t h e s t a d i u m a year , he s h o u l d k n o w . 
1 800 GO STIHL www.stihlusa.com 

Do you have a STIHL Story? Call 1 800 586 4717 STIHL 
USE READER SERVICE # 2 9 

http://www.stihlusa.com


Dealing with Drought 
(continued from page 78) 

What's more, properties can shrivel in a 
hurry, added Byrd, president, Byrd's Lawn 
& Landscape, Charlotte, N.C. "In this part of 
the country, we don't have loamy topsoil, so 
you can go a week or 10 days without rain 
and the ground gets hard quickly," he noted, 
noting that cool-season grasses on his jobs 
go dormant and grassy weeds crop up. 

Insect activity also increases in times of 
drought, identified Michael Hornung, presi-
dent, Valley Green, St. Cloud, Minn. He 
noticed grub and sod webworm activity on 
dry properties and expects to see more pests 
this year than usual. 

Hornung also received calls for irriga-
tion systems much earlier this spring. "Usu-

The revolutionary and patented seeding system on the 
Express Blower* is unlike anything you have ever experi-
enced. Seed a lawn, a slope, a berm, a rooftop terrace, 
or even a riverbank - all in one easy, calibrated process. 
Call us today and ask how an Express Blower truck can 
increase the profitability of your business. 

800-285-7227 
www. expressblo wer. com 

MX 
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ally you don't get that until July or August, 
but this year we [got calls] right out of the 
gate," he said. 

Irrigation is even more important when 
rain clouds aren't gathering over a region, 
Brinkley added. While areas with water re-
strictions must watch their water consump-
tion, making sure lawns don't dip into condi-
tions beyond repair will ensure the property 
revives once the dry spell ends, he said. Effi-
cient irrigation systems will cover the ground 
without wasting water. 

"Try to fine-tune the heads so they are 
getting the maximum gallons of water on turf 
and not on the sidewalks and driveways," 
Brinkley advised, adding that the city of Dal-
las enforces this practice and will fine con-
tractors up to $1,000 for systems that water 
more pavement than turf. 

Sprinkler run times should allow water to 
sink into the ground as well, Brinkley added. 
"A lot of people will set their irrigation sys-
tem to run 30 to 40 minutes at a time, and 
sometimes you are better off if you run it for 
10 to 15 minutes and let it rest and then run it 
again for 10 to 15 minutes," he said. "With 
our clay soil, water has a tendency to run off." 

Hornung said dry times call for irrigation 
system redesign in some cases. After all, when 
raindrops take care of areas where sprinkler 
heads don't reach, clients are unaware of a 
poor set-up. When heat dries up their land-
scape, they notice patches the water stream 
misses. "You really get to see the value of an 
irrigation system," he noted. "We might talk 
to clients about upgrading the sprinkler heads 
or adding zones to cover areas. We want to 
make sure that we have head-to-head cover-
age. When we put a system in, we replace 
rain, we don't just sprinkle the lawn." 

Besides irrigation systems, contractors 
must also consider feeding thirsty plantings 
- especially new installations, Byrd added. 
Young plant material that isn't properly cared 
for in early stages will not last past a dry 
spell. "You almost need a watering provision 
with the clients on new construction," he 
said. "It can be very expensive not to have a 
full-fledge irrigation system when you are 
planting material at this time of year under 
these conditions because of the warranties 
you have to provide," he said. 

He suggested establishing a water agree-
ment with clients who do not have irrigation 

(continued on page 82) 
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First to Finish ... Built to Last. 
Real control w i t h Comfor tR ide™ is s tandard - w i t h no g immicks t h a t sacr i f ice qua l i t y o f 
cu t - p rov id ing a r ide so s m o o t h t h a t p u t t i n g in a day's wo rk is no t much wo rk at all. 
Real liquid-cooled engines - t he k ind t h a t inc lude th ree cy l inders and sol id cas t - i ron 
cons t ruc t i on - prov ide m a x i m u m power t o m o w i n g decks and imp lements . DuraMax™ 
decks let you mu lch , bag or side discharge using the same deck. Grasshopper gives you a 
qua l i t y cu t every t ime . 

Get the real facts on why Grasshopper is 
"First to Finish ... Built to Last." Send for 

literature, ask your Grasshopper dealer 
or visit our Web site for details. 

www.grasshoppermower.com/LL 
The Grasshopper Company • P.O. Box 637 • Moundridge, KS 67107 U.S.A. • Phone: (620) 345-8621 • FAX: (620) 345-2301 

USE READER SERVICE #30 
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Dealina with Drouaht 
(continued from page 80) 

systems and working the watering costs into 
the estimate. He doesn't leave it up to the 
clients to water plants - they often don't give 
new installations the weekly attention they 
need. And, he will not warranty plant mate-
rial without a watering agreement. 

"We like to put things on paper," Byrd 
noted. "The vast majority of the times when 
plants die it is because of a lack of water. High 
humidity and heat complicates things as well." 

Allentuck works out a similar plan with 
customers and generally guarantees plants 
for one year, provided clients turn watering 
responsibilities over to the company. "If cli-
ents spend a lot of money with you and you 
tell them the plants weren't watered so you 
won't guarantee them, you do more damage 
for yourself than just replacing a plant or 
two," he decided. "If we water the plants, we 
can make sure that losses will be minimal 
and that there will be no one to blame but 
ourselves and there will be no finger point-
ing and hard feelings." 

This is the first year Allentuck paired 
watering contracts with annual 
plantings, and few customers question 
this requirement. "They view it as they 
are paying a lot of money for their 
annual rotations and they want them 
to look good as well," he commented. 

B R E A K I N G GROUND. Allentuck 
didn't want the nursery to dig plant 
materials for him in July - it was just 
.too dry in Maryland to successfully 
install the trees, he said. "We worked 
on a job where the trees [from the nursery] 
didn't make it and we didn't plant them," he 
recalled. "We used container items instead." 

On another property, a client constructed 
an elaborate new building and wanted the 
landscape installed immediately to polish 
the look. However, Allentuck knows sum-
mer installations present complications with 
plant root establishment and he didn't want 
the material to fail. "Since it was a design/ 

Insect activity a lso i n c r e a s e s 

in times of drought, ident i f ied 

Michael Hornung. He not iced 

grub a n d s o d w e b w o r m 

act iv i ty on dry properties 

a n d expects to see more pests 

this yea r than usua l . 

build project and we knew his desire upfront 
was a summer install, we changed our plant 
selection to mostly container plants so they 
would do well," he said. 

On the other hand, he postponed a project 
for a shopping center. "We're going to do the 
prep work now and have it ready to go in the 
fall," Allentuck said. 

The bottom line: Know when to say no -
(continued on page 84) 
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Call For Our Color Catalog 

region 
l l o r k 

SPRAYING 
EQUIPMENT 

PO Box 8 , Le Roy, N Y 1 4 4 8 2 
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Financing Available 
www.gregsondark.com 
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^ KWIKREPAIR™ 
A TOTALLY N E W C O N C E P T 

IN P V C P I P E R E P A I R & F I T T I N G R E P L A C E M E N T 

D O T H E J O B W I T H J U S T 
O N E F I T T I N G ! 

• Fas ter - Easier - More Economica l 
• Insta l l in j us t 5-15 m inu tes 
• P rov ides a to ta l so l ven t we ld seal 
• No O- r i ngs to leak or fa i l 

Sleeves telescope onto the pipe; eliminates bending or 
flexing of the pipe for in-line repair or replacement 

L Tees and Elbows are available in sizes 1/2" - 2" 
Couplers are available in sizes 1/2" - 4" 

Cal l For Deta i l s /Sample 
800-321-7246 

D A W N I N D U S T R I E S , INC. 
5055 W. 58th Ave. Arvada, C O 80002 

www.dawnindus t r ies .com 
Fax 303 -295 -6604 
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Smooth, Easy Controls 
• L o w - e f f o r t j o y s t i c k c o n t r o l s tha t 

reduce fa t i gue 
• Le f t -hand c o n t r o l f o r d i r e c t i o n and 

speed; r i g h t - h a n d c o n t r o l t o ra ise, 
l ower and t i l t the t o o l 

Exceptional Versatility 
• Un iversa l qu i ck coup le r 
• Opt iona l hyd rau l i c c o u p l e r ava i lab le on 

s o m e m o d e l s 
• M o r e t h a n 3 0 p e r f o r m a n c e - m a t c h e d 

Cat W o r k Too ls 
• Ex tended ver t i ca l l i f t and reach on the 2 3 2 , 

242 , 2 5 2 and 2 6 2 f o r expanded d u m p i n g 
and p lac ing capab i l i t i es 

Top Performance 
• Rel iab le Cat® Eng ines 
• Exc lus ive an t i - s ta l l f ea tu re t o de l i ver m a x i -

m u m t o r q u e w i t h o u t s ta l l i ng 
• Cat h i g h f l o w s y s t e m on 2 2 8 and 248 , 

w i t h l o a d - s e n s i n g h y d r a u l i c s f o r m a x i m u m 
p o w e r t o w o r k t o o l at any eng ine speed 

• H igh hyd rau l i c h o r s e p o w e r t o a l l ow 
u n m a t c h e d p e r f o r m a n c e of c o m p l e x 
h y d r o - m e c h a n i c a l w o r k t o o l s 

Industry's Best Support 
• Fast pa r t s ava i lab i l i t y 
• Excel lent w a r r a n t y p r o g r a m s 
• Flexible rent , lease o r o w n o p t i o n s 

For p r o d u c t l i te ra tu re , cal l 1 - 8 0 0 - 8 8 2 - 4 2 2 8 
o r v is i t y o u r Cat Dealer. For The Cat Renta l 
S to re neares t y o u , cal l 1 -800 -RENT-CAT. 

Cat Skid Steer Loaders. They're Ail You 
Expect from Cat...Only Smaller. 

CATERPILLAR 
I SPECIFICATIONS 216* 226* 228* 232* 2 3 6 * * 242 * 2 4 6 * * 2 4 8 * * 252* 262t 

Rated Operating Capacity (lb/kg) 1,400/635 1,500/680 1,500/680 1,750/793 1,750/793 2,000/907 2.000/907 2,000/907 2,250/1020 2,500/1134 

(with optional counterweights)! lb/kg) 1,500/680 1,600/726 1,600/726 1,795/813 1,850/839 2.047/928 2,100/952 2,100/952 2,300/1043 2,550/1156 

Operating Weight (lb/kg) 5.490/2490 5.645/2560 5.843/2650 6,459/2930 6.860/3111 6.481/2940 7,036/3191 7.338/3328 7,615/3454 7,655/3472 

Flywheel Power (hp/kW) 48/36 54/41 54/41 48/36 59/44 54/41 74/55 74/55 59/44 74/55 

Hinge Pin Height @ Maximum Lift (ft/mm) 9372845 9372845 9372845 10 073046 10 273099 10 073046 10 273099 10273099 10*773244 10*773244 

Width Over Tires (in/mm) 54', 60", 667 607667 607 667 607 667 607 667 727 607 66*/ 667 727 667 727 667 721/ 66', 727 

1372,1524,1676 1524,1676 1524,1676 1524,1676 1524,1676,1829 I 1524,1676 1676.1829 1676,1829 1676,1829 1676,1829 

© 2002 Caterpillar 
www.CAT.com 

t Standard machine with 12 x 16.5 10 PR tires and 7271829 mm Dirt Bucket. 
4 Standard machine with optional 10 x 16.5 8 PR tires and 6671676 m m Dirt Bucket. 
• • Standard machine with optional 12 x 16.5 10 PR tires and 6071525 m m Dirt Bucket. 

' Standard machine with optional 10 x 16.5 6 PR tires and 6071525 m m Dirt Bucket. 
* • Standard machine with optional 12 x 16.5 10 PR tires and 6671676 m m Dirt Bucket. 
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Dealina with Drouaht 
(continued from page 82) 

and when to explore alternate installation op-
tions if dry conditions will cramp plant root 
establishment and scar the new landscape. 

"If the temperature is above 90 degrees 
and the ground is dry 8 inches down and it's 
coming up in dust, or if you are digging for 
trees and you find it's dry 30 inches down 

and you're still planting, you're a fool," 
remarked Mark Himmelreich, president, 
Bill's Nursery, Littlestown, Pa. "You're the 
one standing there with a warranty." 

Flexibility is key during a drought, and 
contractors simply need to push back projects 
if weather won't allow for a successful in-

.{lïOUyitf «pJijOiUUlOiVîd, 

Brown grass, wilted plants and insect-eaten lawns aren't what clients have in mind 
when they hire a landscape contractor. So, when weather conditions don't allow 

for lush, green grass, communication becomes even more important to retain accounts 
and satisfy customers. 

"You have to educate them on the fact that they may not get exactly what they 
want," said Larry Brinkley, president, BLT Landscape Services, Dallas, Texas. For ex-
ample, municipal restrictions might allow for only weekly watering and straw-like grass 
might simply be dormant. But it will revive when weather allows. These are keys con-
tractors need to pass on to their customers. 

Be honest, Brinkley stressed. "Don't tell them that there are not going to be problems 
- tell them if the city cuts off the water that you may have this and this happen," he 
said. "They need to know that." 

Michael Hornung, president, Valley Green, St. Cloud, Minn., tells clients to increase 
their mowing height to 3 inches in dry conditions and warns them to water their proper-
ties to get through dry times. He suggests certain pesticide and fertilizer applications for 
turf so it remains healthy and can combat dry spells. And, if he recommends reseeding or 
aeration, he sends an employee to follow up with the client so they don't risk their turf 
by sidestepping the company's advice. 

"He calls on the clients to see what has been done about the [problem]," Hornung 
said. "We tell them if they overseed they will have less activity later on and their lawn 
will thrive once the weather evens out." 

Offering solutions for suffering turf shows concern, and despite some clients' initial, 
dissatisfied reactions to their dehydrated landscapes, contractors who are proactive will 
calm customers' nerves, Hornung said. "Most of the time the client is not mad at you, 
but because their lawn doesn't look good," he remarked. "If you've taken the time in ad-
vance to explain what they need to do, they won't be in that situation." 

Meanwhile, training employees to deal with drought situations will ensure they are 
prescribing the right cure for the property, Hornung added. "Make sure your technicians 
can answer questions when customers stop them on a lawn, and make sure when a 
technician sees a problem he can tell the customer," he said. "It's all about training." 

Brown turf and footprints in the grass, leaf curling and tree die-back, and increased 
insect or weed activity alerts technicians of potential long-term damage. Passing these 
warnings on to clients will ensure that both parties understand the situation at hand and 
remedy the problem. 

"If you can educate one customer, they will educate their neighbor, who may or may 
not be a customer of your's, while they are sitting around having pizza or talking in the 
yard," Hornung said. "When you tell your customers how to handle their watering and 
mowing during a drought, they usually tell a friend." - Kristen Hampshire 

Communication Keys 

stallation, he stressed. What determines the 
"right time?" "I let Mother Nature tell me/' 
Himmelreich said. "When the grass is green 
enough to grow again, then there is enough 
moisture to begin planting again." 

Actually, Himmelreich does not warranty 
his plants - weather is just too risky. He deals 
with customers on an individual basis and 
finds that this communication is more effec-
tive. This contact also allows him to exercise 
flexibility and reschedule installations if nec-
essary. "I believe that clients respect you 
when you say, 'Let's hold off and do this at a 
later date,'" he confirmed. 

In cases like Allentuck's, choosing alter-
nate plant selections allows the project to 
continue as scheduled. Contractors might 
explore drought-tolerant varieties or native 
plants instead of high-maintenance material 
that calls for heavy watering. Brinkley said 
dwarf wax myrtle and native grasses are 
successful in the Dallas area, and a particular 
Bermudagrass strain can stand a little water 
deprivation. "I would say that on a property 
that has some drought-tolerant plants, you 
probably could get away with almost half of 
the watering," he estimated. 

With proper bed preparation, plants can 
make it with less moisture, Brinkley added. 
He tills and loosens soil so water can sink 
deep into the soil and adds compost for a 
nutrition supplement. "This gives fibrous 
roots a chance to grow," he explained, accent-
ing the importance of these cultural practices 
- especially in drought situations. 

Otherwise, plants will sit in the ground like 
they're in a vase, he compared. "If you put a 
plant in a vase, it has a hard surface all the way 
around it," he illustrated. "The plant doesn't 
have a chance to grow deep or out into the soil, 
and that is what plants do if you just stick them 
in a hole in the Dallas area. We have to work 
with hard clay." 

Special attention during initial growth 
stages rewards clients with properties they 

(continued on page 117) 

8 4 AUGUST 2 0 0 2 www.lawnandlandscape.com LAWN & LANDSCAPE 

http://www.lawnandlandscape.com


Engine technology that increases power and fuel efficiency 
while reducing emissions. Now that's smart. 

Wi th P o w e r Boos t T o r n a d o ™ Techno logy , our 2 - s t r oke e n g i n e I.Q. is off t he char ts . B e s i d e s g iv ing y o u m o r e 
p o w e r t h r o u g h o u t the Ft.P.M. range , P o w e r Boos t T o r n a d o ™ E n g i n e s bu rn fue l m o r e ef f ic ient ly — k e e p i n g 
e m i s s i o n s we l l b e l o w al l EPA a n d C a l i f o r n i a r e q u i r e m e n t s . T h a t m a k e s t h e m a n in te l l i gen t c h o i c e fo r 
l andscap ing p ro fess iona ls . A n d the super io r c r a n k c a s e d e s i g n de l i ve rs bet ter lubr ica t ion for longer e n g i n e 
life! To ha rness the To rnado a n d e n h a n c e you r b o t t o m l ine, v is i t you r E c h o 
dea le r or cal l 1 - 8 0 0 - 4 3 2 - E C H O (3246) . O n t he W e b , w w w . e c h o - u s a . c o m . 

© 2002 Echo, Inc. 
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Handle two-cycle 

equipment with 

care for lasting 

engines that will 

run long and lean. 

Today's lean, mean hand-held machines require careful 

attention to basic maintenance. Evolution in engine 

technology offers the industry clean-burning, regula-

tion compliant equipment, but these hot-burning mod-

els need care to keep them running cool all season. 

"Contractors could get away with laxing on cleaning 
the engine - now, they don't have that luxury," noted 
Jay Larsen, marketing communication manager, 
Shindaiwa, Tualatin, Ore. "They have to be more aware 
that because of the way today's engines are set up -
leaner running for cleaner emissions - they run hotter." 

However, these new master-minded engines don't 
require master minds to maintain them. Attention to the 
base elements - fuel, oil and filters - will afford equip-
ment a longer life, Larsen pointed out. 

8 6 AUGUST 2 0 0 2 w w w . l a w n a n d l a n d 

ENGINE FOOD. The ingredients that keep two-cycle 
engines humming - gas and oil - are the same sub-
stances that can stall an engine mid-field. Poor-quality 
oil and gas inevitably lead to problems, Larsen noted. 

"If you get good quality oil and stick with it, the 
equipment will be a little more forgiving," he said. "If 
you miss some basic maintenance you still will prob-
ably be okay. But, if you use bad oil from the get-go, you 
will have problems, especially with today's engines." 

Larsen recommends top-shelf oil designed for air-
cooled engines and gas with an alcohol content that 
doesn't exceed 10 percent. Make sure gasoline has not 
expired past its 30-day limit, otherwise a gummy var-
nish will form in the engine, clogging it and affecting 
the carburetor parts, he added. 

"If someone is going to store their equipment for longer 
than 30 days, we recommend that they drain out the fuel 

(continued on page 88) 
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More choices. 
The broadest selection of value-priced 
tractors in the industry. 

You can select a NEW 30-hp TC30 compact 
tractor with the features that match your specific 

needs. Choose rugged 
2WD or the superior 
pulling of FWD... then 
choose the tires that 
suit your traction 
needs. And, here's 
something you won't 
find on other economy 

compact tractors — a choice of transmissions. 

No one else offers the time-saving convenience 
of a hydrostatic transmission. Or choose the 
New Holland 9x3 mechanical transmission 
that gives you more gear choices and versatility 
than competitive 8x2 transmissions. 

And, the TC30 lets you 
handle wider, heavier imple-
ments thanks to an impres-
sive 1,635-pound three-point 
lift capacity. It's a tractor 
that's tough on work, but easy 
on your wallet. See your 
New Holland dealer. 

l\EW HOLLAI\D 

Your success - Our specialty 

1 -888 -290 -7377 www.newho l l and .com/na 
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(continued from page 86) 

in an environmentally safe way and run the 
engine dry/' Larsen advised, adding that a 
fuel stabilizer will prevent gasoline from 
turning into varnish and some oil packages 
already include this formula. 

In addition, contractors should check that 
gasoline is designed for two-cycle engines and 

is mixed with oil in a 50-to-I ratio, noted Chris 
Brown, warranty coordinator, Kawasaki, 
Grand Rapids, Mich. Car gas and string trim-
mer gas aren't one in the same and, sometimes, 
inexperienced technicians mistake the two. 

"The owners of the equipment are care-
ful," he said. "The problem is, you go out in 

the field and you have people who aren't 
familiar with the equipment and they might 
grab the wrong gas can to fill up their blowers 
or hand-held equipment, and they end up 
putting in regular gas without oil. It will run 
for a while, but over time, the bearings start 

(continued on page 90) 

The BT 4 0 Pneumatic Del ivery System, the 
most powerful blower system on the market . 
• Deliver landscape products faster, smoother, and with less 

frustration. 
• No-hassle hose system; no internal restriction at the hose 

joints, less joints to drag across your customer's lawn, no leakage 
to clean up. 

• "One-Touch" remote control gives the 
operator precise control of the entire 
system. 

When you want the best 
there's really only one choice... 

ic Corp. 

PO Box 40490 • Eugene, OR 97404 U.S.A. • 800/269-6520 • www.petersonpacific.com 
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Today's fuel-lean engines call for 
extra care to prevent failure due to 

seizing and cylinder scoring, noted Jay 
Larsen, marketing communication man-
ager, Shindaiwa, Tualatin, Ore. Here are 
some basic maintenance tips to keep 
hand-held equipment tops. 
F U E L S - Oxygenated fuels are man-
dated for many metropolitan areas, but 
they can contribute to a hotter-running 
engine. Though there is much more con-
trol in place to prevent excessive levels 
of alcohol, you should still check to see if 
alcohol is present when you encounter a 
seized or scored piston. Gasoline should 
be stored for no longer than 30 days and 
contractors should avoid gas with alcohol 
in it if at all possible. 
FUEL FILTER - A partially-blocked fuel 
filter can cause the engine to run too lean, 
leading to overheating - a major factor con-
tributing to engine failure. Fuel filters should 
be replaced periodically. Carry extra filters 
to facilitate frequent filter replacement. 
M I X I N G O I L - Oil should be of supe-
rior quality and at the proper ratio. Avoid 
high-ratio oils as they may provide less 
protection under severe conditions. 
A I R I N T A K E - Fuel spills on an en-
gine - especially in a dusty or debris-
filled environment - can quickly reduce 
the air intake. The air intake area has fins 
that should be cleaned. Also, inspect the 
flywheel and clean it to remove any de-
bris buildup. Deflectors or enlarged gas-
kets designed to channel the flow of 
cooling air across the cylinder should be 
inspected for damage and positioning. 
CYLINDER FINS - Inspect and clean 
fins every time the unit is serviced. 
A I R F ILTER - A partially-clogged air 
filter can cause the engine to run too 
rich. Carry replacement air filters and re-
place them periodically. - Shindaiwa 

Check 
Points 

LAWN & LANDSCAPE 
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Our fertilizer 
comes with 
a built-in 

insurance policy. 

UHS Signature Brand Fertilizers with Prospect Plus 
not only provide quality nutrients, they also work to: PROSPECT PLUS 

Help turf establish or withstand 
environmental stresses 
Develop a more fibrous, extensive 
root system 
Enhance early plant growth and vigor 

• Build greater shoot mass 
• Increase uptake of soil nutrients 

and moisture 
• Increase photosynthesis 

UHS Signature Brand Fertilizers with Prospect' Plus have been impregnated with a proprietary nutrient solution that 
has shown a remarkable ability to improve vigor, quality and stress tolerance in turf, trees and ornamentals. The patented 
additive in Prospect ' Plus has been tested extensively on many crops, including turf, in laboratory, greenhouse and field 
studies in the U.S. and several other countries. 

Those studies have consistently shown a 
positive effect on early plant growth and 
development and with mature plants under 
stress. Sod farms results show that turf can be 
harvested earlier due to increased root mass 
and quicker establishment from seed or sprigs. 
Mature turf has greater root mass with a noted 
"tighter" visual appearance and less 
susceptibility to stress. 

The same benefits can be found in 
Prospect " a liquid micronutrient for foliar 
application or for use in fertigation systems. 

Effect of Fertilizer w i th Prospect Plus on 
Creeping Bentgrass Density 

Ohio Turfgrass Foundation Research and Educational Center - 2000 

Treatment Rate 
% Turf 
Density 

Check 60.00 
Fertilizer (46-0-0) 0.014 lb. N/1000 sq. ft. 72.00 

Fertilizer (46-0-0) + Prospect Plus 0.014 lb. N/1000 sq. ft. + 48 oz./acre 77.00 

Seeded on August 4, 2000 with G-2 creeping bentgrass at a rate of 2 lbs. per 1000 sq. ft. 
Density measurements were based on % cover taken visually on 10/4 (8 weeks after treatment) 

Study Results: "... a significant increase in creeping bentgrass establishment two 
months after seeding with the application of fertilizer and Prospect Plus compared to 
the untreated control." A 22% improvement over check and more than a 12% 
increase over fertilizer alone! 

For more information, contact your local UHS representative 

www.uhsonline.com H United 
Wá W Horticultural Supply 

USE READER SERVICE #29 
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heating up and finally the equipment dies or 
shuts down." 

Sounds basic - pour in the right mix. But 
Brown said this is the most common mainte-
nance issue he comes across in the field. The 
solution to this misunderstanding can be as 
simple as clearly labeling gasoline cans so 
employees fill mowers with gas and two-
cycle equipment with a mix. 

Besides engine nutrients, a machine that 
breathes well will run efficiently. In other 
words, clean out air and fuel filters and 
cooling fins on a regular basis, Larsen sug-
gested. "It's not a bad idea to pull out the 
filter and shake out the dust from the engine 
cover at the end of the day," he said. Also, 
spraying off cylinder fins with some com-
pressed air will ensure they don't clog and 
overheat the engine, he added. 

These often overlooked cleaning steps 
can break down buildup that causes engine 
issues. "If you forget to clean an air filter for 
weeks or months, all of a sudden, you don't 

Contractors can prepare for unplanned engine 

problems in the field by taking along extra supplies 

like filters and spark plugs for a quick fix that won't 

hamper crew productivity. Photo: Husqvama 

have clean air getting into the engine and 
you could have problems," Larsen described. 

Brown advised watching out for fuel and 
oil leaks, which can cause dirt and dust to 
collect on cooling fins. In addition, periodi-
cally checking the spark plug will ensure a 
snappy start. "It should have a nice, brown 
color to it to make sure it is burning the fuel 
correctly," he illustrated. 

Besides these basics, two-cycle engines 
are fairly worry-free, he remarked. "There 
really isn't a whole lot else you have to do." 

IN THE ROUGH. Mark Lambert admits he 
doesn't invest much time on maintaining his 
hand-held equipment. They are some of the 
least expensive components on his trailers, 
and if he can get a good two to three years 

out of a trimmer, he's satisfied. 
"I have to believe there are other contrac-

tors who have the same philosophy," said the 
president of Lawnmaster, Green Bay, Wis. 
"We don't have a regular maintenance sched-
ule for the hand-held equipment because I 
don't think the pay-back on your labor is 
there. If they cost $250 a piece and the labor is 
going to add up to maintain them..." 

He purchases the same brand of string trim-
mers and blowers so he can use retired equip-
ment for replacement parts, and he changes 
filters monthly and makes sure his gas and 
oil is a high-quality mix. But other than that, 
he let's them run - and then run out. 

1 

i 
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We Cater To Landscape Contractors Needs! TRUCK 

2002 ISUZU NPR: EFI, V8, gasoline, 
16' landscape body 

BLOWOUT SPECIAL! 

L a n d s c a p e r s 

MIDDLE GA FREIGHTLINER - ISUZU 
800-899-8696 

A t t e n t i o n 

Flatbeds, Dump Trucks, 
Super Lawn Trucks, 

Stake Bodies...WE GOT IT! 

We Deliver Anywhere 
www.GATRUCKS.com 

Call Isuzu Sales 
478-788-4601 

1-800-899-8696 

2003 ISUZU NPR: diesel, auto., ac, am/fm, 
16' LANDSCAPE BODY, Weed Eater Racks, Water 

Cooler Rack, Shovel Racks, Fold Down Side 

GNC INDUSTRIES: Call for details, 8 0 0 4 6 2 - 2 0 0 5 
Middle GA. Freightliner-lsuzu 

Fax: 478-781-0966 
e-mail: chrisfountain@mindspring.com 4 

2003 ISUZU NPR-HD DIESEL: Crew Cab, 
14' Dump Body, 48" Tool Box, Hitch, Tarp, 

auto., ac, am/fm cassette. 
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"Parts are expensive for carburetors or en-
gine shafts, so if you get a few years out of a 
string trimmer, you're lucky," Lambert noted. 

However, as Lambert knows, most hand-
held equipment troubleshooting starts in the 
field. While maintenance on these machines 
requires little attention, some technicians 
don't care quite enough on the job, Brown 
pointed out. 

"The problems with hand-held equip-
ment are more related to operator error," 
Brown identified. "They will throw it on a 
truck, they will put the wrong gas in it - there 
is abuse. They might hit a string trimmer on 
the side of a tree really hard or a part might 
come loose over time from the equipment 
bouncing on a truck." 

Lambert sees this happen, and he assigns 
each technician to a specific piece of equip-
ment so employees are responsible for its 
condition at the end of the day. "Before they 
leave for a job, they are instructed to make 
sure that all equipment is tied down on the 

trucks and trailers," he said. "It is better for 
maintenance if technicians are accountable 
for a particular piece of equipment and you 
don't have to track down [broken] equip-
ment and hear a 'he said, she said - no, I 
didn't do that.' It's their piece of equipment 
and they are accountable for it." 

This system works for Lambert, and many 
other contractors who see hand-held equip-
ment return to their shops in scrappy condi-
tion. And there's no hiding in-field neglect, 
Chris added. 

"If components start breaking - engine 
shrouds or pieces of plastic - usually it's 
because someone stepped on it or threw it 
too hard into the truck or trailer." 

Besides rough wear and tear, some op-
erators run into problems with hand-held 
maintenance when they use the wrong prod-
uct in the wrong place, Larsen said. For 
example, contractors might substitute a 
hedge trimmer for a chainsa w when pruning 
a small tree. Or, a technician might install a 
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brushcutter blade on a string trimmer, which 
can cause safety issues since trimmers don't 
have handlebar controls to manage kick-
back, he noted. 

These considerations aside, and with care 
to the basics, contractors shouldn't have to 
replace their hand-held equipment for at 
least 1,000 hours, Larsen said, adding that 
this figure is a rather conservative estimate. 
"I've seen them used for 2,000 to 3,000 hours 
and much higher than that," Larsen com-
mented. "That depends on the user." D 

The author is Managing Editor - Special Projects 
for Lawn & Landscape magazine and can be 
reached at khampshire@lawnandlandscape.com. 

If you care for shrubs and 
I^MDL ornamentals, we have the 

tools you w a n t . . . when 
you want them . . . at the 

lowest possible 
price. 

You have my 
Check our catalog or 
website for all the 
equipment and supplies 

you'll need to care for 
woody plants. 

D e p e n d o n u s f o r . . . 
• 9 2 % S o m e d a y s h i p p i n g 
• S p a r e p a r t s fo r e v e r f h i n g s o l d 
• L o w , c o m p e f i f i v e p r i c i n g 
• F r i end l y , c o u r f e o u s s e r v i c e 

f r o m o u r k n o w l e d g e a b l e s taf f 
• L a r g e s t p r o d u c t s e l e c t i o n 

Call 800-441-8381 
Fax 888-441-8382 
www.arborist.com 

AMERICAN ARRORIST 
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C & S TURF CARE EQUIPMENT, INC. 

S S 8 0 1 0 TURF TRACKER J R . 

Increase Productivity! Increase Profits! 
*SPECIAL PRICING! $ 5 , 9 9 5 . 0 0 ! 

Spreads and sprays over 4 0 0 0 sq. ft. per minute! 
All stainless steel chassis. Full hydrostatic drive. 
Only 3 4 . 5 inches wide. Zero-turning radius. 
* While supplies last. Dealer participation may vary. 

(330) 9 6 6 - 4 5 1 1 8 0 0 - 8 7 2 - 7 0 5 0 
fax (330) 9 6 6 - 0 9 5 6 

www.csturfequip.com 

mailto:khampshire@lawnandlandscape.com
http://www.arborist.com
http://www.csturfequip.com


Destmäive % 
.TURF 
Insects 

Order today toll free 8 



For 
PRICE AMOUNT 

S14.95 

at 
Jawiraitdlandscape.com 

QUANTITY 

TECHNICAL BOOKS & SOFTWARE 

The Complete Irrigation Workbook by Larry Keesen 

Jurfgrass Ecology & Management by Karl Danneberger 

Destructive Turf Insects, 2nd ed. by Harry D. Niemczyk, 

Ph.D. & Dr. David J. Shetlar, Ph.D. 
Turf & Ornamental Insect Identification Series CD-ROM 

Volume I: The Grubs 

Managing Snow & Ice: A Practical Guide to Operating 

a Profitable Snow and Ice Removal Business by John A. Allin 

(Special introductory price - expires 8 / 3 1 / 0 2 ! ) 
Snow Removal Business Forms on CD-ROM 
COMBO SPECIAL - Managing Snow & Ice book plus 

Snow Removal Business Forms on CD-ROM 

$17 .95 
$49 .95 

$59 .95 

$39 .95 

$24 .95 
$59 .95 

SUB-TOTAL ALL ITEMS 

(Ohio residents only odd 7%) SALES TAX 

Add appropriate shipping charges: 

US - $5.00 first item; $1.00 each additional item Sit H 

International - $10.00 first item; $3.00 each additional item T O T A L 

Name 

Company 

Address City State 

Zip Phone E-mail 

FOUR EASY WAYS TO ORDER 
PHONE Order toll free 8 0 0 - 4 5 6 - 0 7 0 7 
FAX Fax this form to 2 1 6 - 9 6 1 - 0 3 6 4 
ONLINE Visitwww.lawnandlandscope.com/store 
MAIL Lawn & Landscape Medio Group, 

4 0 1 2 Bridge Ave, Cleveland, OH 4 4 1 1 3 

METHOD OF PAYMENT 
• Check Enclosed: 

Make payable to Lown & Landscape Medio Group 
Charge my: 
• Visa • MasterCard 
• Discover/Novus • American Express 

Name as printed on card:_ 

Credit Card number: 

Expiration date: 

Signature: 

I understand my purchase will be shipped 

upon receipt of payment. I also 

understand that I can return my 

product(s) within 15 days for a 100% 

refund if I am not totally satisfied. 

i 

LLTRC0802 

0707 

http://www.lawnandlandscope.com/store


You can now request product information 

online an J receive a response immediately! 

Just visit www.lawnandlandscape.com and 

click on the "free product information " logo on 

the front page. There, you can submit your 

product information requests directly to 

manufacturers. Or, simply circle the numbers 

on page 111 of this montb's issue an d fax the 

form to 216/961-0594. 

Compliance 
Safety Reduran 
• Available in convenient, easy-to-carry 3-
ounce squeeze tubes 

• Hand cleaner specially formulated to re-
move stains caused by pattern indicators, 
pond dyes and pesticides 
• Reduran effectively removes dyes and 
spray colorants 
Circle 200 on reader service form 

Nature Safe Landscape 
Grade Fertilizer 
• New formulation delivers a balanced fertility package with 
primary and secondary nutrients ideal for lawns and landscapes 
• Nature Safe Fertilizer is listed in the Organic Materials Re-
view Institute (OMRI) 
• Larger particle size packaged in 50-pound bags 
• Blend of various plant and animal meals that are a balance of 
proteins, fats, yeasts, sugars, starches and carbohydrates 
• Fertilizer provides the basic nutrients needed for healthy plant growth, improving 
overall turf quality 
Circle 201 on reader service form 

Now Two Options Available! 
• Illuminated Holiday Decorating 
• High Quality - Low Startup 
• Distributorships Available 
• The Perfect Add-On Business 
• 2 Days of Training -

On Going Support 
• Secure Your Area Today 
• Highly Functional and 

Fully Equipped Trailer IDEAS 
decorating www.briteidea.com 

CALL TODAY 1-888-200-5131 

flexibility 

94 

USE READER SERVICE #81 
AUGUST 2 0 0 2 

USE READER SERVICE #82 
LAWN & LANDSCAPE 

http://www.lawnandlandscape.com
http://www.briteidea.com


Make plans now to attend.... 

1 3 T H A N N U A L 

GREEN INDUSTRY EXPO 2002 
T h e N a t i o n a l E x p o f o r L a w n , L a n d s c a p e a n d G r o u n d s P r o f e s s i o n a l s 

November 14-16, 2 0 0 2 • Opryland Resort & Convention Center • Nashville, Tennessee 

• Over 300 Indoor Exhibits 
• Product Field Day Featuring Over 100 Exhibits 

• Over 6,000 Industry Professionals 
• Conference Option Featuring Over 60 Educational Sessions 

CLIP & SEND TO: 
Green Industry Expo 
1000 Johnson Ferry Road, NE 
Suite C-135 
Marietta, GA 30068-2112 
Fax (770) 579-3835 

QUESTIONS? 
(888) 303-3685 
info@gieonline.com 
www.gieonline.com 

Yes! I w a n t to l ea rn m o r e a b o u t G I E / 2 0 0 2 . 
S e n d i n f o r m a t i o n o n a t t e n d i n g the c o n f e r e n c e a n d s h o w . 
S e n d i n f o r m a t i o n o n e x h i b i t i n g m y p r o d u c t s . 

N a m e 
C o m p a n y 
A d d r e s s 
C i t y / S t a t e / Z i p 
Phone 
Fax 
Ema i l 

Sponsored by: 

f/PLCAA 
ASSOCIATED LANDSCAPE Professional Lawn Care Professional Grounds 

CONTRACTORS OF AMERICA Association of America Management Society 
(800) 395-2522 (800) 458-3466 (800) 609-7467 

mailto:info@gieonline.com
http://www.gieonline.com


Caterpillar 
Smaller Frame 
Vertical-Lift 
Skid Steers 
• 232 and 242 skid steers feature a linkage 
that provides a lift height of more than 9 
feet, 11 inches and a reach of 30 inches at a 
bucket angle of 45 degrees 
• Offers rated capacity of 1,750 pounds for 
the 232 model and 1,900 pounds for the 
242 model 
• Ideal for stacking materials higher 
• Wheelbase of 42.9 inches makes the mod-
els ideal for grading and provides opera-
tors with a comfortable ride 
• Complete line of Cat Work Tools helps 
complete tasks - more than 30 tools avail-
able for both models 
Circle 202 on reader service form 

Kanga 
Tyre Tracks 
• Rubber over tyre tracks provide in-
creased traction 
• For use with 13-hp Kanga Kid 
• Offers improved performance 
when used with the Kanga Kid 
Circle 203 on reader service form 

MLK Hansen 
Soil Moisture 
Data Logger 
• Features built-in graphic display 
• Logger enables operator to identify soil 
moisture trends at selected locations and 
soil depths without downloading the data 
to another computer 
• M.K. Hansen soil moisture data logger 
automatically records soil moisture read-
ings every eight hours from six soil mois-
ture sensors 
• Ten months of soil moisture and tem-
perature readings can be downloaded to a 
laptop computer or PDA 
• Downloaded data from the logger can be 
imported onto a PC spreadsheet program 
or graphed using the optional chart graph-
ing software 
Circle 204 on reader service form 

J \ J 1 • \ 

We Are Not Just Tanks 1 1 v PARTS 2 5 FITTINGS j 
S I TANKS 2 5 STORAGE CHESTS 
2 5 ACCESSORIES 2 5 PUMPS j 
2 5 SPRAY GUNS CT-HOSE | 

Stock Orders Placed A.M.- Shipped P.M. 

^ ^ ^ ^ ^ ^ Since 1968 

V 1406 S.W 8th Street 
Pompano Beach, FL 33060 

(305) 785-6402 • 1(800)327-9005 
Fla. Residents Call Collect 

m m 
1 1 

9 6 AUGUST 2 0 0 2 
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2002 Lawn & Landscape 
November 1-2,2002 

Cleveland Marriott 
Cleveland, Ohio Business 

Strategies 
'erence 

Featured Speakers 

MIKE F o n 

Leadership Builders 
"Seeing The Forest 
From The Trees" 

KEN HOCHKOEPPEL 

Enterprise Analysis 
(Formerly of Ruppert 
Landscape Co.) 
"Strategic Planning: 
A Blueprint for 
Success" 

Strategic Planning 
For Your Company 
Why You Should Register 
Variety of expert speakers and topics all focused on helping you 
develop a successful business plan for your company. 

An opportunity to network with fellow industry professionals and 
trade ideas on how to grow your business. 

Leave the conference ready to apply what you have learned in your 
business - see the results of your investment sooner! 

Unmatched value - the depth of the material presented at the 
conference will have you ahead of the competition. 

Easy to attend - the conference is scheduled for Friday and Saturday 
so you have less time out of the office. 

TOM OYLER 

Wilson Oyler 
"Building Your 
Business Plan 
Workshop" 

MARTY GRUNDER 

The Winners Circle 
"Where To Find 
Customers" and 
"Implementing Your 
Strategic Plan" 

D O N SCHLANDER 

Landscape Care 
"Setting Priorities: 
Finding The Right 
Business Mix" 



2002 Lawn & Landscape Business Strategies 

Conference Program 
FRIDAY, NOVEMBER 1 

10:00 - 6:00 p.m. 
8 : 0 0 - 1 1 : 0 0 a.m. 

1 : 0 0 - 2 : 0 0 p.m. 

2 : 1 0 - 4 : 0 0 p.m. 

4:00-
4:15-

4:15 p.m. 
5:30 p.m. 

5:30 — 6:30 p.m. 

Registration 
Facility Tour 
Yardmaster, Painesville, OH 
(Separate admission required) 
Opening Session 
"Seeing The Forest From The Trees" 
Speaker: Mike Foti, Leadership Builiiers 
"Strategic Planning: A Blueprint for Success" 
Speaker: Ken Hochkoeppel, Enterprise Analysis 
Break 
"Workshop: Building Your Business Plan" 
Speaker: Tom Oyler, Oyler Wilson 
Welcome Reception 

Outstanding Speaker Faculty, A Topic Every 
Company Needs To Know More About, Great 
Networking Opportunities, Information You 
Can Use Right Now In Your Business 

YOU CANNOT AFFORD TO 
MISS THIS CONFERENCE! 

SATURDAY, NOVEMBER 2 

7:00 a.m. Registration & Continental Breakfast 
7:00 - 8:00 a.m. Contractor Roundtables 
8:00 - 9:15 p.m. "Setting Priorities: Finding the Right Business Mix" 

Speaker: Don Schlander, Terrain Systems!Landscape Care 
9:20 - 10:30 a.m. "Dollars and Sense: Planning for Your Financial Success" 

Speaker: Tom Grandy Grandy & Associates 
10:30 - 10:50 a.m. Refreshment Break 
10:50 - 12:00 p.m. "Business Development: Where to Find Customers" 

Speaker: Marty Grander, The Winners Circle 
12:00 - 1:00 p.m. Networking Lunch 
1:15 — 2:45 p.m. "Building From Within: Investing in Your People" 

Speaker: Frank Crandal! Wood River Evergreens 
2:45 - 3:00 p.m. Refreshment Break 
3:00 - 5:00 p.m. "Implementing Your Strategic Plan" 

Speaker: Marty Grunder, The Winners Circle 

Hotel & Travel Information 
Hotel Information 
Rooms have been reserved for conference attendees at the Cleveland Marriott 
Downtown at Key Center. Reservations can be made directly with the hotel at 
216/696-9200 or 800/228-9290 on or before Thursday, October 3, 2 0 0 2 , to 
receive the special conference rate o f $ 1 0 9 per night single/double. Please ask 
for the Lawn & Landscape Business Strategies Conference rate. 

Discount Travel Information 
The Lawn & Landscape Business Strategies has arranged for special discount 
airfares to Cleveland for the conference. To take advantage o f the discount rates, 
please contact Traveline Travel, the official travel agency for the conference at 
888/743-8747 between the hours o f 8 :30 a.m. and 6 :00 p.m. Eastern. 

Tom Grandy 

Grandy & Associates 
Basic Business Boot Camp: 
October 2 9 - 3 1 , 2 0 0 2 
Cleveland, Ohio 
Are you ready to commit three days to 
make a positive difference in your com-
pany that could last for years? If so, then 
consider signing up for Grandy & Associ-
ates' Basic Business Boot Camp. Join small 
business consultant Tom Grandy as he walks you through three 
days of intensive business training that is guaranteed to improve 
your company's financial management systems. You will learn 
how to: 

• Create month-by-month cash flow budgets and track your 
progress on a monthly basis. 

• Create a computer model of your company and learn the 
"what if" process of maximizing your profitability. 

• Find out what pricing structure is right for your company 
and develop effective collection methods. 

• Develop a program for properly estimating hourly rates. 

Your registration to the Basic Business Boot Camp will include 
more than $1,000 worth of educational materials including 
Grandy & Associates' financial software programs, educational 
tapes and customized marketing materials. As a bonus, each 
company attending the boot camp will receive one complimen-
tary registration the 2002 Business Strategies Conference. For 
registration information, please call 800/432-7963 or online at 
www.GrandyAssociates.com. You can e-mail your request to 
grandyasso@aol.com. Space is limited to 20 companies - call 
today! Co-sponsored by the Lawn & Landscape Media Group. 

Business Strategies Conference Special Events 

Facility Tour Information 
YARDMASTER 

FRIDAY, NOVEMBER 1, 2 0 0 2 

8 : 0 0 A.M. - 1 1 : 0 0 A.M. 
Take a tour of Yardmaster, one of Ohio's leading landscape contractors 
and a 2001 Lawn & Landscape Top 100 Company, when you sign up for 
the facility tour. Yardmaster is a suburban Cleveland full-service company 
with more than 150 full-time employees. You will tour the company's facil-
ity and have the opportunity to talk and ask questions of the Yardmaster 
management team. It is a great way to pick up new ideas for your business 
and compare notes with fellow contractors. The cost is $ 2 0 per person. 
Advance registration and payment is required. 

Contractor Roundtables 
SATURDAY, NOVEMBER 2 , 2 0 0 2 

7 : 0 0 A.M. - 8 : 0 0 A.M. 

Participate in a real eye-opener of an event as you join fellow contractors 
for a series of roundtable discussions on today's industry "hot" topics 
including how to delegate responsibility, how to give performance re-
views, "real world" marketing ideas, open book management, how to 
find the right employees and many more. The roundtables are included 
in your conference registration and you will sign up for the topic you are 
interested when you arrive at the conference. 

http://www.GrandyAssociates.com
mailto:grandyasso@aol.com
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REGISTRATION FORM Business 
November 1 -2 , 2 0 0 2 • Cleveland Marriott • Cleveland, Ohio Strategies 

Lonje\ Terence 
B Y P H O N E : Ca l l 8 0 0 / 4 5 6 - 0 7 0 7 a n d a s k t o reg i s te r fo r t h e L a w n & L a n d s c a p e B u s i n e s s S t r a t e g i e s C o n f e r e n c e ( w e e k d a y s 9 a . m . - 5 : 0 0 p .m. E S T ) 
B Y M A I L : C o n f e r e n c e R e g i s t r a t i o n , L a w n & L a n d s c a p e B u s i n e s s S t r a t e g i e s , 4 0 1 2 B r i d g e Ave . , C l e v e l a n d , O H 4 4 1 1 3 
B Y F A X : C o m p l e t e f o r m a n d fax , w i t h c red i t c a r d i n f o r m a t i o n , t o 2 1 6 / 9 6 1 - 0 3 6 4 ( 2 4 h o u r s ) 
O N T H E W E B : R e g i s t e r o n - l i n e a t w w w . l a w n a n d l a n d s c a p e . c o m a n d c l i ck o n " E v e n t s " 

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

Fi rs t N a m e L a s t N a m e 

N a m e a s It W i l l A p p e a r O n B a d g e 

T i t l e C o m p a n y 

A d d r e s s C i t y S t a t e Z i p C o d e 

P h o n e Fax E - m a i l A d d r e s s 

PAYMENT INFORMATION 

C h e c k s : M a k e p a y a b l e t o G I E M e d i a ( d r a w n o n a U .S . B a n k , in U .S . d o l l a r s ) 
I a u t h o r i z e G I E M e d i a to c h a r g e m y : V I S A M a s t e r C a r d A m e r i c a n E x p r e s s D i s c o v e r 

C a r d N u m b e r E x p i r a t i o n D a t e 

B i l l i ng A d d r e s s 

N a m e o n C a r d S i g n a t u r e 

P l e a s e N o t e : R e g i s t r a t i o n s w i l l n o t b e p r o c e s s e d unt i l p a y m e n t i n f o r m a t i o n is r e c e i v e d . A l l f a x e d a n d p h o n e r e g i s t r a t i o n s M U S T i n c l u d e c red i t c a r d 
i n f o r m a t i o n . T h e r e wi l l b e a $ 2 5 fee for r e t u r n e d c h e c k s . 

REGISTRATION INFORMATION 
Number Total 

Ful l C o n f e r e n c e R e g i s t r a t i o n @ $ 2 4 5 = 

G r o u p R e g i s t r a t i o n (3 or more same company) @ $ 1 9 5 = 

O n e - D a y R e g i s t r a t i o n @ $ 1 4 5 = 

Fac i l i ty Tou r @ $ 2 0 = 
You must be registered for the conference to participate in the facility tour. 

T h e L a w n & L a n d s c a p e B u s i n e s s S t r a t e g i e s C o n f e r e n c e is a b u s i n e s s - t o - b u s i n e s s e v e n t o p e n t o t r a d e p r o f e s s i o n a l s on ly . P e r s o n s u n d e r t h e a g e of 18 
( i n c l u d i n g in fan ts ) a r e no t p e r m i t t e d in t h e e d u c a t i o n a l s e s s i o n s . 

CANCELLATION/SURSTITUTION/REFUND POLICY/CONFIRMATIONS 

Al l c a n c e l l a t i o n s m u s t b e m a d e in w r i t i n g a n d f a x e d o r m a i l e d - v o i c e m a i l s a n d e - m a i l s w i l l no t b e a c c e p t e d . A fu l l r e f u n d wi l l b e i s s u e d if t h e c a n c e l l a t i o n 
n o t i c e is r e c e i v e d b e f o r e O c t o b e r 1 8 , 2 0 0 2 . N o r e f u n d s wi l l b e i s s u e d a f te r O c t o b e r 18 , 2 0 0 2 . A d v a n c e p a y m e n t is r e q u i r e d for t h e fac i l i ty t o u r a n d 
e v e n i n g r e c e p t i o n . A t t e n d e e s c a n no t i f y Lawn & Landscape at a n y t i m e tha t a n o t h e r i n d i v i d u a l w i l l a t t e n d t h e c o n f e r e n c e in the i r p l ace . A l l r eg i s t ra t i ons 
p o s t m a r k e d by O c t o b e r 18, 2 0 0 2 , wi l l b e a c k n o w l e d g e d by ma i l . Lawn & Landscape r e s e r v e s t h e r igh t t o c a n c e l t h e c o n f e r e n c e in t h e e v e n t of i nsu f f i c ien t 
r eg i s t r a t i on a n d wi l l m a k e fu l l r e f u n d if t h i s o c c u r s . Lawn & Landscape's l iab i l i ty sha l l b e l im i t ed t o t h e reg i s t r a t i on f ee a m o u n t . 

2002 Business Strategies Conference Sponsors 

HJÊËiSL B 1 « 7 # ™ ' , N C ' f!NN relizoh G r e e n S e a r c h ^ 

http://www.lawnandlandscape.com


Textron Ryan 
Lawnaire 
• Self-propelled, high-speed, core-type 
Lawnaire aerators offer updated styling, re-
fined ergonomics, easier servicing and in-
creased reliability 
• Improvements for 2002 include a fold-
ing handle for lower transport height and 
lift grabs on the IV Plus 
• Both models feature a handle-mount 
throttle and comfortable rubber grips 
• Drivetrain uses a single, heavy-duty 
chain driving a solid-steel axle mounted 
on construction-grade ball bearings 
• IV model covers up to 28,975 square 
feet per hour 
• V model features a 26.5-inch path, al-
lowing it to aerate more than 40,400 
square feet per hour 
Circle 205 on reader service form 

Grasshopper 
725A 
Mower 
• Features 25-hp 
Kohler AEGIS, liq-
uid-cooled engine 
• Operator station I 
offers all-day comfort, with controls in 
easy reach 
• Accepts 48-, 52-, 61- and 72-inch 
DuraMax Decks, which let operators 
mulch, collect or discharge clippings with 
the same deck 
• Grasshopper's QuickConverter Imple-
ment system allows operators to change 
decks sizes or add a complete line of year-
round implements 
• PowerVac collection systems available 
from 8 to 25 cubic feet 
Circle 206 on reader service form 

Finn/Cat Eagle 
Compact Skid 
Steer 
• Skid steer 
features 
CAT 3003 
diesel with 
23.5 hp 
• Weighs 
1,940 pounds 
with stan-
dard bucket 
• Unit offers 13.25-gallons-per-minute 
flow rate 
• Parallel hydraulic system operates at 
3,000 psi 
• Four-cubic-foot bucket comes standard 
• Choose from more than 40 different 
available attachments 
Circle 207 on reader service form 

Contest categories include 
test residential, commercial 
and public service projects 
in warm-season and cool-
season grasses. Besides na-
tional recognition, eacb of 
the six winners will also re-
ceive a $ 2 0 0 Travel 
WorldWide Network travel 
voucher to the 2 0 0 3 
P L C A A Conference and 
Green Industry Expo in St. 
Louis, MO. 

Winners will be cbosen 
by P L C A A members wbo 
view 8 -by-10 site pbotos and 
vote for tbe best-looking 
lawn in eacb category at tbe 
Association's annual dinner 
at tbe GIESbow Nov. 1 3 - 1 6 
in Nasbville, TN. 

Are you proud of a site you currently maintain? Even if 

you're no Ansel Adams — take a snapshot of the lush, 

green grasses you care for. I hat photo could get you national 

recognition in the Picture Perfect Lawn Contest sponsored hy 

Lawn & Landscape magazine and the Professional Lawn Care 

Association of America (PLCAA). 

Interested in entering the contest? Call Lawn & Landscape s 

Nicole Wisniewshi at 8 0 0 / 4 5 6 - 0 7 0 7 or PLCAA's Jessica 

Veronneau at 8 0 0 / 4 5 8 - 3 4 6 6 for an official entry form and to 

receive contest rules. Don't delay, the contest deadline is Sept. 3 0 ! 

l a w r-d 
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WE. Chapps Grass Handler 
• Sliding mulch plate allows the operator to control when, where and 
the amount of grass that will be discharged at any given time on mid-
size walk-behind, zero-turn, riding and stand-on mowers with a rect-
angular discharge opening 
• Fits all discharge openings where the back of the opening is no more than 15 inches from the front of 
the deck 
• Attaches to a special 2V£-inch, heavy-duty chute that secures to the posts for the discharge shield on 
the side of the deck 
• Sixteen different positions allow the operator to control the amount of grass the mower discharges 
• Three-piece handle adjusts to fit the reach of all mower operators 
Circle 208 on reader service form 

Footage 
Tools 
Pneumatic 
Piercing 
Tools 

Prime Line 
2002 Catalog 
• Includes 249 new part numbers 
• Catalog arranged by product 
categories such as air filters, engine parts, 
blades, etc. 

• Within categories, products are arranged 
by manufacturer 
• Many product groups have detailed ap-
plication charts by model numbers to en-
sure that dealers can quickly find the cor-
rect part 
Circle 209 on reader service form 

• Piercing tools are ideal 
for sprinkler and lighting 
installation 
• Offer a valuable, 
trenchless alternative to 
digging up a 

driveway, walkway or sidewalk 
• Simple, one-man operation allows for 
quick and easy use on all jobs 
• Footage Tools pneumatic piercing tools 
are available in 2-, 2.5-, 3- and 4-inch diam-
eter sizes 
Circle 210 on reader service form 

Providing The 
Tools To Grow 
Your Business 
Larger easy to read signs 
can generate new business 
• Large custom lawn posting signs 
• Custom die shapes available 
• A great marketing tool 
• Doorknob bags also available 

/ S i r i k 

r f 
u v 

1-mUNOK 

L" 

Call Toil-Free 800-422-7478 today 
to design your custom lawn posting sign. 

CALL TOLL-FREE 800-422-7478 TODAY 

SAVE UP TO $2,000 
FOR SWITCHING FROM YOUR CURRENT 

LAWNCARE SOFTWARE* TO OUR 
LAWN AND PEST ASSISTANT III 

' LIMITED > TIME h OFFER' A 

*Real Green Systems will discount your software up to 
$2,000 when you upgrade from Service Solutions, Clip, 

Service Pro or any other major package to the... 

# 1 
SERVICE INDUSTRY 

SOFTWARE SINCE 1984 

1 0 2 AUGUST 2 0 0 2 

USE READER SERVICE # 8 9 
LAWN & LANDSCAPE 



The Most 
Comprehensive 

One-Day 
Educational Event 

For Snow Management 
Professionals! 

SNOW MANAGEMENT 
SEMINARS 

FEATURING JOHN ALLIN, AUTHOR OF MANAGING SNOW & ICE 

FIVE REASONS WHY 
YOU SHOULD REGISTER 
# Learn how to improve operational efficiencies - routing, 

dispatching and working with subcontractors. 

# Sharpen your financial management practices and add 
more to your bottom line. 

# Identify strategies for improving your marketing efforts to 
secure additional contracts or how to add snow manage-
ment to your existing service offerings. 

# Take home tips on estimating, contract structure and how 
to value a piece of business. 

sfc Return to work ready to apply what you have learned and 
raise the quality and effectiveness of your snow manage-
ment services. 

SEMINAR REGISTRATION 
IS ONLY $145 PER ATTENDEE! 

A Great Value For A Seminar 
With So Much To Offer Your Business 

HOW TO REGISTER? 
Call 800/456-0707 

For Registration Information 

SEMINAR DATES 
& LOCATIONS 
DETROIT, MICHIGAN 
September 19,2002 

CHICAGO, ILLINOIS 
September 21, 2002 

PHILADELPHIA, PENNSYLVANIA 
September 26,2002 

BOSTON, MASSACHUSETTS 
September 28,2002 

Seminar Time: 8:00 a.m. - 4:00 p.m. 
Registration Opens at 7:30 a.m. 



Real maneuver^ 
Classen TA-17D &TA-25D 
"Split Drive" Turf Aerators 
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Turn left 
or right 

AERATE 
non-stop . . • 

All without 
raising the 

tines out of 
the ground! 

CLASSEn 
MANUFACTURING. INC. 

Aerators • Sod Cutters • Power Rakes • Seeders 

O 
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3 
o 
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C u 

1401 Logan Street Norfolk, NE 68701 
Phone: (402) 371-2294 

Toll Free: I -888-252-7710 Fax: (402) 371-3602 www.classen-mfg.com 

USE READER SERVICE # 9 0 

PROGRESSIVE 
ELECTRONICS INC. 
Wire Tracking & 
Valve Locating 

Troubleshooting 
For LESS !! 

800-600-TURF 
We Pay 

for U.P.S. 
Order by 1 p.m. CALL US AND SA VE! 7:30 am - 5 pm 

SHIPS SAME DAY Contractor's Choice for SPRINKLERS P S T 

(8873) 

USE READER SERVICE # 9 1 

ONE "BUTTON ELECTRONIC AUTOMATIC GATE OPENING //1 
' Stainless Steel Construction 
1 Sealed Motor • Debris Shield 
1 One button/foot operation 
' Quick detach on & off. 

•800-847-8958' 
2 COMBINED MFG. INC. 

www. 4mowerproducts. com 

Ken-Bar Planters 
Landscape Paper 
• Landscape paper offers weed control 
without synthetic material 
• Environmental alternative to polypropy-
lene fabrics 

• Made of recycled wood fibers that are 
porous, strong and flexible 
• Can be rolled out for temporary weed con-
trol or erosion control without mulch layer 

• When mulch is applied, it adheres to the 
paper, even on slopes 
Circle 211 on reader service form 

Power Trac 
Bucketloader/ 
Backhoe 
• Features a 
25-hp gaso-
line engine 
• Offers an 
800-pound 
lift capacity 
and lift 
height of 84 inches 
• Backhoe features breakout force of 2,500 
pounds, an 8-foot, 4-inch reach, and a dig-
ging depth of 6 feet 
• Remains turf-friendly thanks to the 4-
wheel-drive articulated steering 

• Machine is designed to run the same 
40+ attachments as the PT-400 series 
Circle 212 on reader service form 

Robin 4-Stioke 
Trimmer 
• Includes an ergonomic handle anti-vi-
bration feature 

• Feature 4-stroke engine technology 
• Weighs 15.9 pounds 
• Fuel tank holds 22 ounces 
• Solid steel shaft is 59 inches 
• Offers displacement carburetor with 
33.5-cc diaphragm 
Circle 213 on reader service form 

USE READER SERVICE #89 
1 0 4 AUGUST 2002 L A W N & L A N D S C A P E 

http://www.classen-mfg.com


John Deere 
Extended Reach 
Hedge Trimmer 

• Includes a 59-inch boom, providing op-
erators with the ability to reach further 
and higher than with a conventional 
hedge trimmer 
• 22-inch, double-sided, double-recipro-
cating blade allows for trimming up to 12 
feet high 
• 1.4-hp Deere M-Series engine provides 
enough power to cut through branches 1 
inch in diameter 
• Hedge trimmer includes a 20.2-ounce 
fuel capacity, easy adjustment points and 
weight of 13.7 pounds cuts down on op-
erator fatigue 
• Extended reach hedge trimmer adds 
productivity to both hedge-trimming and 
tree-pruning needs 
Circle 214 on reader service form 

Classen 
Compact Aerator 
• Compact aerator features folding 
handle and lift/tie-down handles for 
easy transportation 
• Aerator is full-time self-propelled 
with easy-reach controls 
• Heavy-duty, sealed bearings never 
need regreasing 
• Offers 17.5-inch aerating width and 
fits through 30-inch gate 
• Includes choice of 4-hp Honda or 3.5-
hp IC Briggs & Stratton engine 
Circle 215 on reader service form 

f > 
AMERICA'S PREMIER PAVER® 

800-334-8689 
www.americaspremierpaver.com 

USE READER SERVICE #59 

USE READER SERVICE #60 

HOW TO BUILD THE 
LONGEST LASTING TRAILER 

IN THE GREEN INDUSTRY 
(Wells Cargo's comprehensive 6-year warranty is proof positive!) 

• New High Tech Plant • Full Clay Paver Line 
Heavy Traffic Pavers • Trained Paving Specialists 
• A l l pavers exceed A S T M C902 SX Type-1 PX 

O l d Towne 

Pine Hall Brick 

FALL C L E A N - U P W I T H 

£ Heavy-duty At tachments 

Leaf Blade Plow Blower Buggy Carrier 
Call for dealer 8 0 0 . 9 6 6 . 8 4 4 2 www.j rcoinc.com 

a/4" 
MarineTech™ PTP 

Ramp Deck 
& Interior Floor 

(20 year warranty) 

<§> 
(800) 348-7553 

Heavy-Duty Anodized 
Aluminum Roof Cove 

Side Entry Door with Aluminum 
"Anti-Rack" Cam Lock 

Chassis Built with 
SmartFrame 

Technology™ 
including Tubular 
Steel Main Rails 

www.wellscargo.com 

a/8" 
Exterior Grade 

Plywood 
Sidewalls 

Rear Ramp 
Door with 

Dual Spring 
Assist 

Radius Steel 
Corner Posts 
(Front & Rear) 

LED 
Stop/Tail/Turn 

Lights for 
Improved Safety 

LAWN & LANDSCAPE 
USE READER SERVICE # 9 2 
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www.lawnandlandscape.comwww.lawnandlandscape.co 

THE POWER OF PERSONALIZATION 
Using the power of database technology, My Lawn & Landscape al lows lawn and 
landscape professionals to personal ize their Lawn & Landscape Onl ine experience. 
Customize stocks, local weather, news, your daily schedule, business cards and 
more. Even bookmark your favorite articles 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 r ight-hand corner, you'l l 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. 

.com 
LAWN & LANDSCAPE ONLINE: 
NEWS YOU CAN USE. 

Iawnandlandscape.com ^ J 

T h e L a w n & Landscape Med ia Group pr ides itself on prov id ing the mos t c o m -

prehens ive news cove rage of the lawn and landscape industry . In fact , we ' re the 

only c o m m u n i c a t i o n s prov ider that has a ful ly 

ded ica ted Internet edi tor that covers la te-break ing 

industry news as it happens. In addi t ion, L a w n & Landscape On l ine p rov ides 

"bonus" cove rage of a w ide range of bus iness a n d techn ica l top ics of interest to 

p ro fess iona l cont rac tors . Just look for the "For More In format ion" boxes or the 

" W e b But tons" th roughou t Lawn & Landscape magaz ine fea tur ing the site 

add resses of manufac tu re rs , d is t r ibutors a n d o thers af f i l ia ted wi th the industry. 

Th i s fu l l -market news cove rage is on ly ava i lab le f rom 

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

JOHN DEERE 
www. johndeere .com 

f Masada Consisting 

www.masadaconsu l t i ng .com 

TopPra Specialties 

www.topprospecia l t ies.com 

(Oluf/a 
¿rtALM.WC. 

www.o lyo la .com 

www. isuzucv.com 

www. l i l bubba.com 

STEINER 
TEXTRON 

Steiner Division of Textron Ine 

www.ste iner tur i .com 

www.lawnandlandscape.comwww.lawnandlandscape.con 

http://www.lawnandlandscape.comwww.lawnandlandscape.co
http://www.lawnandlandscape.com
http://www.lawnandlandscape.com
http://www.johndeere.com
http://www.masadaconsulting.com
http://www.topprospecialties.com
http://www.olyola.com
http://www.isuzucv.com
http://www.lilbubba.com
http://www.steinerturi.com
http://www.lawnandlandscape.comwww.lawnandlandscape.con


www.lawnandlandscape.com 

www.silc-h2b.com 

ÍA.M. Leonardi 
r TOOLS/THAT WORK! j 

www.amleo.com 

PROSOURCE^ 

www.prosourceone.com 

NORTH 
AMERICAN 

GREEN* 

www.nagreen.com 

BROUWER 
TEXTRON 

Brouwer Division of Textron Inc. 

www.brouwerturf.com 

The - -

W w ï . R t 
QRCLEO 

www.grunderswinnerscircle.com 

ride-onspreader.com 
Perma-Green Supreme, Inc. 

Q*^800.346.2001 
www.ride-onspreader.com 

FOLEY ENTERPRISES 

MaugeV 
www.mauget.com 

MiPiverdale 
M.m* I \„/artn tympany GOLF, TURF & SPECIALTY PRODUCTS 

www.camelotsoftware.com 

( y j H u s q v a r n a 

www.husqvama.com 

Kawasaki 
www.kawpowr.com 

TEXTRON 
www.riverdalecc.com 

TurfGold Software 

www.turttree.com 

www.textron.com 

R o b i n 

www.carswelldist.com 

G 
p h i / ^cjriöun 

An Employee-Owned Company 

www.weedalert.com 

Swiss 
Precision 
Enterprises 

www.swissprecision.net 

www.asvi.com 

WALKERflÄMOWERS 

www.walkermowers.com 

drafix com 
www.drafix.com 

www.exmark.com 

www.commtruck.ford.com 

syngenta 
www.syngentaprofessionalproducts.com 

I L 
www.power-trac.com 

Lebanon 
TURF P R O D U C T S 

www.lebturf.com 

www.ez-gate.com 

Bayer 
www.bayerprocentral.com 

www.mge-dairon.com 

A/ocet 
www.alocet.com 

Jrco vsnrtbmuff Reading 
www.earthandturt.com 

r e z 

www.jrcoinc.com 

PINN 
C O R P O R A T I O N 

www.finncorp.com 

I THple D 
' Enterprises 

www.tr ipled-enterprises.comwww.ferr isindustr ies.com 

www.readingbody.com 

i r e e 

www.eztree.com 

EISfÎJR 
çytuu 

WEISrtuJRGERGrcen 
/ttàunaKce 

www.weisburger.com 

CE KILLER 
SPRAYERS^ 

www.koisbrothers.com 

I N e e í W í a n " i Ü J 3 2 S S T ™ * o o i K B i 

w w w . w e e d - m a n . c o m w w w . e a r t h a n d t u r f . c o m w w w . y a z o o k e e s . c o m 

S T Í H L 
www.stihl.com 

^ Visual Impact Imaging 

www.visualimpactimaging.com 

H 0 R T I C 0 P 1 À * 

www.horticopia.com 

Lighting Inc. 

www.cascadelighting.com 

CService ^ ^ ^ v 
Communication 3 

__ Software 

www.pickscs.com 

HUSTLER 
Turf Equipment 

www.excelhustler.com 

shindaiwa 
www.shindaiwa.com 

[ W I I J . S l 
It IKf.ol 

BASF 
w w w . t u r f t a c t s . c o m w w w . e x p r e s s b l o w e r . c o m 

www.lawnandlandscape.com \ 

C O M M E R C I A L M O W E R S 

www.scag.com 

T E C H N O L O G I E S 

www.adkad.com 

www.wellscargo.com 

chipco 
Professional Products 

www.aventischipco.com 

http://www.lawnandlandscape.com
http://www.silc-h2b.com
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http://www.mauget.com
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http://www.husqvama.com
http://www.kawpowr.com
http://www.riverdalecc.com
http://www.turttree.com
http://www.textron.com
http://www.carswelldist.com
http://www.weedalert.com
http://www.swissprecision.net
http://www.asvi.com
http://www.walkermowers.com
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http://www.exmark.com
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http://www.weed-man.comwww.earthandturf.comwww.yazookees.com
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http://www.horticopia.com
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Pressure Pro 
Eagle Series Belt 
Drive Washer 
• 3-V belt drive unit comes standard with 
a 13-hp Honda engine and Cat, General or 
AR industrial pump 

JCB Robot 
Skid-Steer 
Loaders 
• 190T has an operating capacity of 1,985 
pounds and the 1110T has a rated operat-
ing capacity of 2,250 pounds 
• High drive rubber track systems pro-
vide increased flotation, reduced ground 

• Features 4.0 gpm at 
3,500 psi or 3.5 gpm at 
4,000 psi 
• Comes with accessories 
including pneumatic tires, 
adjustable pressure capa-
bility, low oil shut-down, 
34-inch steel axle, and more 
• Three-belt design offers increased secu-

rity against 
downtime from 
belt failures 
• Unpainted 
aluminum 
frame dissipates 
heat build-up to 

keep the unit running cooler 
Circle 216 on reader service form 

bearing pressure, increased lift capac-
ity and stability over rubber tires 
• 190T offers 4.5-psi flotation; 1110T 
has a 4.8-psi flotation 
• 190T equipped with 12.6-inch-wide 
rubber tracks for working in narrow, 
confined work environments 
• Both models available with 17.7-
inch-wide rubber tracks 
Circle 217 on reader service form 
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U S E YOUR 

M O S T VALUABLE TOOL 

FOR CUSTOMER 

SATISFACTION AND 

RETENTION — 

CLC LABS SOIL 
TESTING! 

Call 614/888-1663 
and Start Todayl 

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

Exclusive Laboratory Services for the 
Turf & Ornamental Professional. 

topdresser that can 
green up your bottom line! 

j l / J S j J ' J i J C z ^ j 

There's nothing else like it for 
COMPOST and other 

topdressings. 
• Capture profits in the exploding Green Trend market by 

spreading environmentally friendly turf care materials. 
• Unique narrow design permits access to previously 

inaccessible areas, yet provides spread pattern up to 66". 
• Affordable! One-person operation. No-tools adjustment. 

S / m p / e , Woii-buHt Products 

TOLL FREE 1*888*693*2638 
www.earthandturf.com 

1 0 8 AUGUST 
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2002 

USE READER SERVICE #82 
LAWN & LANDSCAPE 
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With The Lawn & Landscape Sweepstakes 

Visit www.lawnandlandscape.com to be eligible to win free products! 

LITTLE 
WONDER 

This month, win the High-Output 
Blower from Little Wonder. 

• 10- inch d i a m e t e r s tee l -hubbed pneumat i c w h e e l s des igned t o last 
longer than sol id r u b b e r w h e e l s 

• C o m f o r t a b l e cush ion -g r i pped he ight -ad jus tab le e rgonomica l l y -des igned 
handle t o ensure fa t igue- f ree o p e r a t i o n 

• Pa ten ted de f l ec to r spli ts t h e air s t r eam t o m a k e use o f t h e fastest 
m o v i n g air 

• Cen t r i f uga l b l o w e r design w o r k s t o g e t h e r w i t h a reverse- inc l ined b lade 
impe l l e r , c rea t ing a g rea te r v o l u m e o f air t ha t moves at increased 
ve loc i t y (as c o m p a r e d t o t rad i t i ona l f la t -b lade designs) 

• C u r v e d , ae rodynam ic in let d r a w s air in s m o o t h l y a r o u n d t h e en t i r e in let 
area, ensur ing adequa te air in take even if par t o f t h e in take area is 
b l ocked by debr is 

• 12-gauge steel hous ing w i t h a r c - w e l d e d seams f o r m a x i m u m s t reng th 
and durab i l i t y 

L i t t le W o n d e r H i g h - O u t p u t B l o w e r s are ideal f o r m o v i n g s t u b b o r n ya rd 
debr is , r e m o v i n g s tanding w a t e r , p repa r i ng asphalt f o r resur fac ing and 
p repa r i ng f lat r oo fs f o r repa i r . 

www.lawnandlandscape.com offers 
• Chances t o w i n n e w p r o d u c t s 
• Da i l y n e w s 
• A r c h i v e d magaz ine ar t ic les 
• Message b o a r d s 
• T h e ab i l i t y t o sign up f o r a pe rsona l i zed M y L a w n & Landscape a c c o u n t 

questions? Call 800/4564)707 

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


THE LANDSCAPER IS PERFECT FOR 
Horse R id ing A r e n a 

Publ ic W o r k s D e p a r t m e n t s 
C o m m e r c i a l & Res ident ia l Landscape rs 

• Avai lable W id ths : 48" , 60" , 72" , 
78" , 84" , 90" , and 96 " 

• Harrow, Ripper & Seeder are 
Optional 

• Ti l t ing & Stat ionary Skid Steer 
M o u n t Avai lable 

www.re is t .on.ca 

D e a l e r I n q u i r i e s W e l c o m e 
For Your Local Dealer 

Call Toll Free 888 -565 -5587 
USE READER SERVICE # 1 0 0 

SNOWPLOW OWNERS 

FREE PARTS CATALOG! 
Discounted parts for all major brands 

of Snowplows and Salt Spreaders 

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 01/02 Parts Catalog 

Central Parts Warehouse 
1-800-761-1700 

USE READER SERVICE # 9 5 
110 AUGUST 2002 

TO INQUIRE ABOUT OUR ADVERTISERS' PRODUCTS, PLEASE TURN 
TO PAGE 1 1 1 . 

COMPANY NAME WEB ADDRESS PG# 
American Arborist Supply www.arborist.com 91 
Aquascape Designs www.aquascapedesigns.com 43 
Aventis www.aventischipco.com 2-3,92-93* 
BASF www.turffacts.com 5 
B. k D. A. Weisburger www.weisburger.com 26 
Bayer « — www.bayerprocentral.com 18-19 
Bobcat w w w boocat.com „ 27 

RS# 
.... 81 
.... 22 

Borderline Stamp www.borderlinestamp.com 12,84 
Brite Ideas — — www.briteidea.com ........ 94 
CLCLabs ,.. 100 
Caterpillar www.cat.com 7,83* 11,31,32 
Cascade Lighting 
Central Parts Warehouse 
Classen 

. www.cascadelighting.com .. 

www.classen-mfg.com 
Combined Manufacturing 104 
Concrete Edge www.concreteedge.com 31 
Creative Curb www.ccurb.com 40 .. 
C&S Turf Care www.csturfequip.com 91 .. 
Daimler Chrysler ... www.daimlerchrysler.com 45 
Danuser www.danuser.com 22 .. 
Dawn Industries www.dawnindustries.com 40,82 .. 
Deer-Off www.deer-off.com 22 .. 
Dixie Chopper www.dixiechopper.com 75 .. 
Drafix www.drafix.com ........... 41.. 

46 .. 
110 
104 

. 61 

. 95 

. 90 

. 64 

. 54 

. 20 

. 48 

Earth k Turf www.earthandturf.com 
Easy Lawn — www.easylawn.com............... 31 . 
Echo .... www.echo-usa.com 85 
Express Blowers www.expressblower.com 80 
FMC Corp. www.fmc-apgspec.com 25 
Fabriscape www.fabriscape.com 16 
Foley Products 70 
Glenmac www.glenmac.com 47 
CMC Truck www.gmc.com 37a,b,c,d 
Grasshopper www.grasshoppermower.com 81 
Green Industry Expo www.gieonline.com 95 
GreenIndustryYellowPages.com www.greenindustryyellowpages.com 74 
Gregson Clark www.eregsonclark.com 82 
Hendrickson Brothers www.hendricksonbros.com 44 

57,75 
47 
27 

100 ZZZZZZZZI 87 
94 

ZZZZZZZZ 73 
17 
43 
68 
63 

Hiniker www.hiniker.com 17 
Holiday Presence www.britenites.com 37 .. 
Horticopia ....— www.horticopia.com „. 24 
Hunter www.hunterindustries.com 73 
Husqvarna www.husqvarna.com 38-39 
Hydroseed Innovations www.tr3rake.com 36 
ICD www.selecticd.com 94 
Irritrol Systems www.irritrol.com 21 
John Deere www.johndeere.com 48-49 
JRCO www.jrcoinc.com 105 
Kawasaki www.kawpower.com 15 
Lawn k Landscape Business Strategies www.lawnbusinessstrategies.com 98-100 
Lawn k Landscape Online Marketplace www.lawnandlandscape.com 106-107 
Lawn & Landscape Online Sweepstakes www.lawnandlandscape.com 109 
Lawn k Landscape Free Product Information www.lawnandlandscape.com Ill 
Lawn k Landscape Managing Snow k Ice Book www.lawnandlandscape.com/store .. 103* 
Lawn k Landscape Snow Business Seminars 103* 
Lebanon Turf Products www.lebturf.com 51.. 
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. 74 
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. 53 

. 49 

. 25 

. 20 

. 55 

. 84 

. 15 

. 23 

. 60 

. 13 

Little Wonder www.littlewonder.com 46 62 
Marsan Turf www.marsanturf.com 70,76,104 69,72,91 
McNamara .. 97* .. 

90.. 
87 .. 
12.. . 97 

. 77 

. 71 

. 28 

. 78 

. 79 

Middle Georgia Freightliner www.middlegafreightliner.com 
New Holland www.newholTand.com/na/ 
Oldham Chemical ; .............. www.oldhamchem.com 
Otterbine Barebo www.otterbine.com 76 
PBI Gordon www.weedalert.com 77 
Perma-Green Supreme ........... www.ride-onspreader.com ... 13 
Peterson Pacific www.petersonpacific.com 88 
Pinehall Brick www.pinehallbrick.com 105 59 
PlantFind.com www.plantfind.com 97* .. 
Polaris www.polarisindustries.com 11.. 
Rawson Manufacturing www.rawsonscreens.com 9 .. 
Real Green Systems www.realgreen.com 102 .. 
Red Max Power Equipment www.redmax.com 69 
Reist www.reist.on.ca 110 .. 
Scape Supply T „ „„„,,„, 
Scotts LawnService ... www.scottslawnservice.com 
Shindaiwa www.shindaiwa.com 23 
Side Hitcher 44 
J.R. Simplot Co www.simplot.com 9 
Skinner Nurseries www.skinnernurseries.com 101* 
Stihl —...................... .................. www.stihlusa.com ................. 79 
Stonebrooke Equipment 83* 
Sweepster www.sweepster.com 20 
Syngenta www.syngentaprofessionalproducts.com 33 
Toyota www.toyota.com 119 
Tuflex Manufacturing www.tuflexmfg.com 96 
United Horticultural Supply www.uhsonline.com 52,89 
Vitamin Institute - ................................. www.superthrive.com 
Walker — www.walkermowers.com 71 
Wellmark International www.zoecon.com 29 
Wells Cargo www.wellscargo.com 20,105 
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. % 
... 12 
... 41 
... 89 
... 67 
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19 
38 

66,35 
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26 
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T16.. 
Til .. 

T5.. 
... T16 

T16 

TRIE CARE GUIDE 
American Arborist Supply www.arborist.com 
Arborguy/ Staking Systems www.arborguy.com 
ArborSystems www.arborsystemsllc.com 
Bartlett Tree Experts www.bartlett.com 
Bayer ..... www.bayerprocentral.com 
Blue Ridge Arborist .. T11 
Brisco — . . — www.briscoinc.com Til 
J.J. Mauget .. www.mauget.com T7 
Morbark www.morbark.com T10 
Northeastern Arborist Supply www.northeasternarborist.com T15 
Tree Tech Microinjection www.tree-tech.com T8 
*Denotes regional advertising. This listing is provided as a courtesy to Lawn & landscape advertisers. 
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Looking for 

PRODUCT INFORMATION 
When you want information on a new you 
product, you want it now! That's why Lawn 
& Landscape uses this innovative reader 

service program that gets you the product 

information you need faster. 

It's simple: 

For immediate 

response go to 

www.lawnandlandscape.com 

and click here... 

• G o t o w w w . l a w n a n d l a n d s c a p e . c o m a n d c l i c k o n 

• C h e c k t h e r e a d e r s e r v i c e n u m b e r o f t h e p r o d u c t ( s ) y o u ' r e i n t e r e s t e d in . 

• R e c e i v e a n e - m a i l o r p h o n e c a l l f r o m a c o m p a n y r e p r e s e n t a t i v e in t i m e 

t o m a k e a n i n f o r m e d d e c i s i o n . 

• If y o u p r e f e r y o u r c u r r e n t m e t h o d o f p r o d u c t i n q u i r y , j u s t c o p y t h e p a g e 

a t r i g h t , c i r c l e t h e n u m b e r o f t h e p r o d u c t ( s ) y o u ' r e i n t e r e s t e d in a n d f a x 

it t o d a y t o 2 1 6 / 9 6 1 - 0 5 9 4 , a t t e n t i o n R e a d e r S e r v i c e D e p a r t m e n t . 

Or... simply fill out the product inquiry form below with the reader service numbers found on each advert isement. 
Mail the form back to us at Lawn & Landscape, 4012 Bridge Ave., Cleveland, OH 44113 or fax it to 216/961-0594. 

I would like to receive (continue to receive) L&L free of charge 
(Free to qualified contractors. U.S. only) 
CJ Yes C3 No 

Signature, 
Date 
Name_ 
Title 
Company, 
Address^ 
City 
Phone 
Fax 

State -Zip-

E-mail Address 

Do you wish to receive industry related information by E-mail? 
C J Yes • No 

TO SUB 

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 

16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 

31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 

46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 

61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 

76 77 78 79 80 81 82 83 84 85 86 87 88 89 90 

91 92 93 94 95 96 97 98 99 100 101 102 103 104 105 

106 107 108 109 110 111 112 113 114 115 116 117 118 119 120 

121 122 123 124 125 126 127 128 129 130 131 132 133 134 135 

136 137 138 139 140 141 142 143 144 145 146 147 148 149 150 

151 152 153 154 155 156 157 158 159 160 161 162 163 164 165 

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 

A U G U S T . 0 2 

/pages/subscriptions, asp 

http://www.lawnandlandscape.com
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Rates P U T T I N G G R E E N S 
All classified advertising is $1 per word. For box 
numbers, add $1.50 plus six words. Classified display 
ads $115.00 per column inch. Standard 2-color avail-
able on classified display ads at $175.00 additional. All 
classified ads must be received by the publisher before 
the first of the month preceding publication and be 
accompanied by check or money order covering full 
payment. Submit ads to: Lawn & Landscape, 4012 Bridge 
Ave., Cleveland, Ohio 44113. Fax: 216/961-0364. 

Advertising 
D R E A M S T R E E T G R A P H I C S 

EYE CATCHING DESIGNS 
What impression 

would you like to give, 
4 million times 

this year? 

Is/ness Cards 

wvfw.DreamStrettGraphics.com 

EZZ2EZZ 
Business Opportunities 
S E L L I N G Y O U R B U S I N E S S ? 

FREE 
A P P R A I S A L 

N O BROKER 
FEES 

P r o f e s s i o n a l B u s i n e s s C o n s u l t a n t s 

V Business 

f Mix S a . 
Merger & Acquisition Specialists 

Professional Business Consultants can obtain 
purchase offers from qualified buyers without 

disclosing their identities. Consultants' fees 
are paid by the buyer. 

CALL: 

708/744-6715 
FAX: 630 /910-8100 

C O N K L I N P R O D U C T S 

O P P O R T U N I T Y ! 
U s e / m a r k e t , new technology liquid slow-
release fertilizer, micro-nutients adjuvants, 

drift control, seed treatments, etc. 
BUY D I R E C T F R O M M A N U F A C T U R E R 

Free Catalog - 8 0 0 / 8 3 2 - 9 6 3 5 
Fax: 3 2 0 / 2 3 8 - 2 3 9 0 

Email: kmfranke@hutchel.net 

Back-Yard Putting Greens 
Synthetic putting greens are the fastest growing 
segment of the S20 Billion a year golf industry 

Reasons to call us: 
* H u g e P r o f i t C e n t e r 

FREE VIDEO 
r C a r n N O I m e n t o n 

* E x c e l l e n t A d d - O n S e n i c e 

r R e s i d e n t i a l i C o m m e r c i a l 

* L t i l i / e E x i s t i n g E q u i p m e n t 

* B u \ M a n u f a c t u r e r D i r e c t 

* M a n \ E x t r a s 

800-334-9005 
www.allDr02reens.c0m 

B U S I N E S S O P P O R T U N I T Y 

INDUSTRIAL 
STRENGTH 

DEER REPELLENT 

t s k y d d 
A N I M A L R E P E L L E N T 

DEER • RABBITS • ELK 
Take their word for it... 
"We've tried everything from deer damage hunting 

permits to FIVE other types of spray deterrents and 

nothing works as well as Plantskydd." 
— S k i p Ku ch en b u ch , F a r m M a n a g e r 

Willow Spring Tree F a r m , Radford, VA 

"We've been using Plantskydd for almost two years 

now with 95% efficacy. We've even started to replant 

species we had given up on." 

— S t e v e Sandeen, H e a d G a r d e n e r 
Col lege of the R e d w o o d s , Eureka, C A 

P R O V E N E F F E C T I V E 
F O R U P T O S I X M O N T H S 

o n o v e r 1 0 0 m i l l i o n 
c o m m e r c i a l l y p l a n t e d c o n i f e r s 

in N o r t h A m e r i c a . 

E q u a l l y e f f e c t i v e o n 
o r n a m e n t a l p l a n t s . 

For testimonials, field trial results, 
FAQ's and location of the dealer 
nearest you, visit our website: 
w w w . t r e e w o r l d . c o m or 
w w w . p l a n t s k y d d . c o m 

SUBSCRIBE TO 
OUR FREE 

NEWSLETTER 

CALL TOLL FREE 

1-800-252-6051 
Emai l : info@treeworld.com 

* Primary Agent 

R E E W O R L D 
10 N. Gates Ave., Lackawanna (Buffalo) NY, 14218 USA 
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TURBO TECHNOLOGIES INC. 

X T R B O I U R F 
HYDRO SEEDING SYSTEMS 

ÏOR FREE NYD ROSEEDI NR INFO S VIDEO, CALL 

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

1-800-822-3437 
WWW.TURBOTURF.COM 

FRANCHISE OPPORTUNITY 

Mow-N-Go® 2 0 5 / 5 4 1 - 1 9 0 0 

BIDDING FOR PROFIT 
PROFITS UNLIMITED 
Seminars & Consulting 

"Your Key to Success" 

BIDDING & CONTRACTS ($47.95) 
CONTRACTS & GOALS ($39.95) 
MARKETING & SALES ($39.95) 

LETTERS FOR SUCCESS ($29.95) 
DE-ICING & SNOW REMOVAL ($39.95) 

ESTIMATING GUIDE ($34.95) 
SELLING & REFERRALS ($44.95) 

TELEPHONE TECHNIQUES ($24.95) 

This is not a telemarketing manual 
SELLING & REFERRALS ($44.95) 

You can see a full explanation of these 
manuals on our Web site, or give us a call on 

our toll-free number. The techniques shared in 
these manuals are being used by hundreds of 
your peers throughout the United States and 

Canada. They have taken our lawn service 
from nine to over 700 accounts. 

Profits Unlimited 
800/845-0499 

www.profitsareus.com 
Visa, MasterCard, 

Discover, American Express 

BUSINESS OPPORTUNITY 
Attention: Lawn & Landscape Professionals 

Two established product lines now available 
with exclusive territories. Offer FREEDOM 
FENCE™ & DRIVEWAY ALERT™ to all your 
customers and watch your bottom line soar!! 
Call us today at 800/828-9089. Made in the USA. 

AUTOMATED DEICING SYSTEM 
!!! Attention!!! 

Irrigation Contractors 
Expand your business with Automated Anti-

Icing Systems for residential & commercial 
applications such as: sidewalks, driveways, 
parking lots, etc. For more information call 

Meltdown Technology, Inc. 
(subsidiary of Water Works, Inc.) 

Phone: 815/385-5599 • Fax: 815/385-5699 

BUSINESS OPPORTUNITY 

L poking 
for a job? 

Great. We'll start 
you at CEO. 

Tired of struggling in the 
landscape industry? We'll give 

you a promotion. Call us 
today and learn how to start 

your very own franchise. 

Businesses for Sale 
COMMERCIAL 
LANDSCAPE MAINTENANCE 

Commercial landscape maintenance business in-
cludes tree trimming and installation. Orange 
County, California. Established 20 years, $5.5 
million annual sales, $2.7M or equity partner. 
Great opportunity for out-of-state company to 
expand into Southern California. 714/401-9128. 

BUSINESS FOR SALE 
Commercial lawn maintenance company serv-
ing Las Vegas, Nev., for over 15 years. Grosses 
over $750,000 a year. All trucks, equipment & 
tools included. All commercial accounts. Started 
business overseas! Priced for quick sale. Turn-
key ready to take over today. Call George at 702/ 
364-2530. 

BUSINESS FOR SALE 
LONG ESTABLISHED NURSERY IN 

AFFLUENT COMMUNITY 
Features Include: 
Approximately 6 acres with 

• Building & Facilities 
• Nursery Equipment 
• Shade Houses 
• Wholesale Annuals /Flowers Nursery 
• Contract Growers 

Asking $695,000 
Please reply by e-mail: 

jschwiering@norrisandcompany.net 

LANDSCAPE 
CONSTRUCTION C O M P A N Y 
Well-established, 20-year landscape company 

Boston, Mass., area. 
Annual volume $3.1 million PLUS! 

Company breakdown: 
• 70% Construction 
• 20% Maintenance 
• 10% Snow Operations 

Well-managed and organized operation with a 
meticulous fleet. Will sell with or without the 
real estate, which has all the necessary provisions 
for repairs and parking. 

The 2002 backlog to date is over $2 million! 
Contact Winokur Associated 

Mr. Robert R. Meara 508/747-3004 ext. 228 

BUSINESS FOR SALE 
RIO GRANDE VALLEY BUSINESS 

Long-established landscaping & maintenance 
business located in greater Albuquerque area. 
$636,000 in sales, priced at $359,000. Home avail-
able for sale or rent. Call Wayne Unze at The 
Vaughan Company 800/876-5503. 

For Sale 
LANDSCAPE DESIGN KIT 3 

^ L A N D S C A P E DESIGN KIT 3 
48 rubber stamp symbols of trees, 
shrubs, plants & mors. 1/8" seals. 

Stamp sizss from 1/4" to 1 3/4". 
^ $89 • $6 50 s/h. VISA MasterCard. & 
| MO's shipped next day. Check delays 
•shipment 3 weeks. CA add 7.75%tax. 

J AMERICAN STAMP CO. 
^ FREE BROCHURE 12290 Rising Rd. LL22. Wilton. CA 95693 

Local 5-667-7102 TOIL FREE 877-687-7102 

HYDROSEEDING/ 
HYDROMULCHING 
EQUIPMENT AND SUPPLIES 

HYDRO SEEDING HELPER 

Slicky Sticky, com 
8 0 0 / 5 2 7 - 2 3 0 4 

G P S VEHICLE TRACKING 
No Monthly Fees 

Call 800/779-1905 
www.mobiletimeclock.com 

HYDROMULCHERS 

Usedhydromulchers . com 

LAWN & LANDSCAPE w w w . l a w n a n d l a n d s c a p e . c o m AUGUST 2 0 0 2 1 1 3 

http://WWW.TURBOTURF.COM
http://www.profitsareus.com
mailto:jschwiering@norrisandcompany.net
http://www.mobiletimeclock.com
http://www.lawnandlandscape.com


EQUIPMENT FOR SALE 

CYBERSPRINKLER 

CYBERSPRINKLER 
Sprinkler Parts O n Line For 
The Professional Cont rac tor 

HUNTER-RAINBIRD 
& 

Al l Related Components 
Best On-L ine Pricing 

SAME DAY UPS 
Visit Us On-L ine A t 

www.cybersprinkler.com 

FOR SALE 
The Best 

Watering 
Machines Machines 

tanksalot 
1-800-948-2657 
www.tanks-a-lot.net 

FOR SALE 
2001 C&S TURF TRACKER 

Zero-turn, ride-on sprayer /spreader. Spreads 
and sprays over 4,000 square feet per minute. 
Designed for residential and commercial prop-
erties. 87 hours on unit. Price new $13,495, sell-
ing for $11,000.513/697-9090 sschloss@cind.rr.com. 

INFORMATION FOR SALE 
HELPFUL INFORMATION 

TO GROW YOUR BUSINESS 

20 Successful Letters, Proposal Example, 
and much more. 

Easy To Use, Effective, Simple To Order, & 
Very Inexpensive! 

Visa, MC, Check, Money Order 
Go To www.lawncaresuccess.com 

Or call 412/734-4528 

FOR SALE 
'88 International bucket truck with Asplundh 50-
foot lift - $12,000, '88 Promark chipper (12" limb) 
- $8,000, '97 Chevy 1-ton, 4-wheel-drive chip-
per truck with dump - $15,000, '88 Promark 
stump grinder - $5,000. Don Campbell 903/893-
6700 or Judy 903/868-7636. 

FOR SALE 
UNER - FOR SALE 

22' sprinkler pipe trandam trailer lots of bins fit-
tings and pipe - 406-377-2474. 

FOR SALE 
1999 BB816 Finn Bark Blower 16 yd. Mounted 
on 1990 International 4900 truck. E-mail : 
sales@nationalmulch.com. Phone: 614/799-8505 

COVER IT 

COVERÎÎà 
S A N D / S A L T B I N S • W O R K S H O P S 

E Q U I P M E N T S T O R A G E 
Authorized Dealer 

S H E L T E R S O F N E W E N G L A N D INC. 
251 Wes t Hol l is St. • Nashua , N H 0 3 0 6 0 
1-800-663-2701 • (603) 886-2701 
w w w . s h e l t e r s o f n e w e n g l a n d . c o m 

FOR SALE 
For sale, large white pines 18-20 feet, 43-inch 
balls, located in northern Maryland. Please call 
410/357-5836. 

Help Wanted 
KEY EMPLOYEE SEARCHES 

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 Web 
site: 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, Minnesota, Missouri, New Jer-
sey, New York, North Carolina, Ohio, Pennsyl-
vania, South Carolina, Tennessee, Texas, Vir-
ginia, Wisconsin. Fax: 301/987-1565. 

E-mail: jobs@brickmangroup.com 
Web site: www.brickmangroup.com 

HORICULTURAL JOBS.COM 
Search Jobs - Post Resumes 

www.horticulturaljobs.com 

GREENMATCHMAKER.COM 
The fastest, easiest way to find great jobs 

in the Green Industry nationwide. 
Where job seekers and industry leaders meet! 

www.greenmatchmaker.com 

EXCITING CAREER 
OPPORTUNITIES FOR SERVICE 
INDUSTRY MANAGERS 

Come Join One of the Largest Vegetation 
Management Companies in North America 

DeAngelo Brothers, Inc. is experiencing tremen-
dous growth throughout the country creating 
the following openings: 

Division Managers 
Branch Managers 

We have immediate openings in: 
MO, GA, IL, FL, LA 

We have immediate openings in various 
Provinces in Canada: 

BRITISH COLUMBIA, ALBERTA & 
SASKATCHEWAN 

Responsible for managing day-to-day opera-
tions, including the supervision of field person-
nel. Business/Horticultural degree desired with 
a minimum of 2 years experience working in the 
green industry. Qualified applicants must have 
proven leadership abilities, strong customer re-
lations and interpersonal skills. We offer excel-
lent salary, bonus and benefits packages, includ-
ing 401k and company paid medical coverage. 

For career opportunity and confidential consid-
eration, send or fax resume, including geo-
graphic preferences and willingness to relocate 
to: DeAngelo Brothers, Inc., Attention: Paul D. 
DeAngelo, 100 North Conahan Drive, Hazleton, 
PA 18201. Phone: 800/360-9333, Fax: 570 /459-
2690. EOE/AAP, M / F / D / D V 

HELP WANTED 
BOZZUTO LANDSCAPING COMPANY 

Serving Maryland & Virginia 
BLC is a stable, profitable, award-winning 
firm, seeking career-minded individuals. 

Positions Available in: 
Field 
Sales 

Management 
E-mail: tdavis@land.bozzuto.com 

Web Site: www.bozzuto.com 
Phone: 301/497-3900 

H i H t i H f . m i 
GreenSearch is recognized as the premier pro-
vider of professional executive search, human 
resource consulting and Web-based job posting 
services for exterior and interior landscape com-
panies and allied horticultural trades throughout 
the United States. Companies and job seekers are 
invited to check us out on the Web at 
www.greensearch.com or call toll free 888/375-
7787 or via Email info@greensearch.com 

Call Jennifer Halas at 

to advertise in the Lawn A Landscape classifieds. 
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MIDWEST BRANCH MANAGER H LANDSCAPE MANAGEMENT 
SPECIALISTS Immediate openings in our Midwest branch lo-

cations. Work for an established, 35-year-old 
company that is employee oriented & rapidly 
growing! Successful experience in managing 10 
to 20 people required. 

We offer: 
• Salary package: $50-70,000 
• Health insurance 
• New company vehicle 
• 3 weeks vacation 
• Flexible personal time off 
• Office & outdoor work 
• Great bonus package! 

All inquiries are kept strictly confidential. 
Submit your resume to: 

Michael Markovich, Gen. Mgr. 
Kapp's Lawn Specialists 

4124 Clubview Drive 
Ft. Wayne, IN 46804 
Or apply in person 

MANAGEMENT 
Chicago & Suburbs, NW Indiana, SE Wisconsin 

Regional, growth-oriented service company 
seeks individuals with strong interpersonal and 
customer service skills. The position requires ex-
perience in management of supervisors, field 
personnel and office staff. A college degree is 
preferred. 

We offer an excellent incentive and benefit pack-
age including: Matching 401 (k), health, life, den-
tal, vision, company vehicle and paid vacations. 

For immediate consideration, fax or Email re-
sume, salary history and cover letter to: 

Human Resources 
E-mail: hr@anderpest.com 

Fax: 630/834-9298 
EOE-Drug Free 

JOBS IN HORTICULTURE 
JOBS In Horticulture, Inc. 

www.hortjobs.com 
800/428-2474 

Fax: 800/884-5198 

HELP WANTED 
Landscaping management and related 

openings in Mid-Atlantic and Northeast. 
www.careercompanyofamerica.com 

717/625-0922 

SALES/MARKETING 
No. Virginia Company based in Manassas, VA 
seeks highly motivated individual to manage 
our sales dept. and market new clients in No. 
Virginia and MD area. 
Please fax resume to 703/368-4028, Attn: Jenny 

or email to jfriend@commercialscapes.com 
Commercial Scapes, Inc. 

Post Office Box 0808 
Bristow, Virginia 20136 

Phone: 703/393-7310 Metro: 551-2202 
Fax: 703/368-4028 

Award-winning company is now hiring enthusi-
astic people to continue current growth pattern 
and maintain excellent customer satisfaction. 

CAREER OPPORTUNITIES 
OPERATIONS 

SALES 
LICENSED PESTICIDE OPERATOR 

Must be self-motivated, knowledgeable about 
green industry, good communication skills, and 
understand what team member means. 

SALARY AND BENEFITS 
Will depend on experience, work ethic and attitude. 

ENDLESS OPPORTUNITIES!!!! 

LANDSCAPE MANAGEMENT SPECIALISTS 
11008 U.S. 41 NORTH 

PALMETTO, FLORIDA 34221 
941/729-3355 • FAX: 941 / 723-3598 

LMI LANDSCAPES 
LMI Landscapes is a 15-year, commercial-only 
installation and maintenance company based in 
Dallas, with branches in Jacksonville, Denver 
and Austin. We are a quality-oriented firm with 
an emphasis on our core corporate values. Due 
to client demand, we are expanding and require 
the following positions: 

DIRECTOR OF LANDSCAPE INSTALLATION 
Responsible for all aspects of landscape instal-
lation on commercial projects. Direction of mul-
tiple Landscape Project Managers, training of all 
installation personnel, interaction with other 
departments. Qualifications include extensive 
industry experience in similar position, ability 
to direct and train multiple personnel, and "get-
it-done" type of attitude. Bilingual (Spanish) and 
industry-related degree a plus. 

DIRECTOR OF IRRIGATION 
Responsible for all aspects of irrigation installa-
tion including material purchasing, training, 
direction and accountability of Irrigation Project 
Managers, and site inspections. Requires sub-
stantial experience in similar position and abil-
ity to obtain TX Licensed Irrigator status. Col-
lege degree and Spanish a plus. 

BRANCH GENERAL MANAGER 
Responsible for all aspects of running branch 
location including sales, landscape and irriga-
tion installation, and maintenance departments. 
Requires extensive experience in similar or com-
parable position. Industry-related degree a plus. 

LANDSCAPE INSTALLATION 
PROJECT MANAGER 
IRRIGATION INSTALLATION 
PROJECT MANAGER 
Responsible for all coordination, scheduling, 
training and oversight of installation field per-
sonnel. Industry experience required. Degree 
and bilingual ability a plus. 

FOREMAN - LANDSCAPE 
FOREMAN - IRRIGATION 
Position oversees single site crew and operates 
all required equipment. Experience and clean 
drivers license or the ability to obtain one re-
quired. Bilingual ability a plus. 

PRODUCTION MANAGER 
Established landscape contractor in Chicago's 
Western suburbs seeks motivated team player 
to join management team as Production Man-
ager. Responsibilities include managing, coor-
dinating, and monitoring the production capa-
bilities of 5 maintenance/construction crews in 
all aspects of the project. Manager will support/ 
train crew foreman. In addition, this candidate 
is responsible for monitoring the visual and hor-
ticultural quality of the site as well as making 
recommendations to clients for improvements. 
The ideal candidate will be able to manage mul-
tiple priorities, projects and staff members. Must 
have a minimum of 5 years landscaping indus-
try exp. And bachelor's degree preferred. Abil-
ity to speak in Spanish is a plus. Please forward 
resume /salary history to: Premier Landscape 
Contractors via fax @ 312/455-8634 or e-mail to 
precom01@aol.com. 

HELP WANTED 
Large landscape nursery seeks manager for 
Charlotte, NC, area. Competitive salary with 
good benefits. Send resume to PBS, PO Box 246, 
Terrell, NC 28682. 

CAREER OPPORTUNITIES 

- M KHJ n Career opportunities with one of 

ÀRBAN Colorado's largest landscape 
construction and maintenance 
firms. Urban Farmer, Inc., has 

been serving Colorado's construction and main-
tenance industry for 19 years. 

• Lead Estimator 
• Estimator 
• Construction Project Manager 
• Maintenance Supervisor 

Large commercial experience, a plus. Pay com-
mensurate with experience. Must have a good 
driving record. Health and 401K provided. Fax 
resume to 303/853-8584. Urban Farmer, Inc., is 
an EOE. 

ACCOUNT MANAGER 
Experienced Account Manager Wanted. Re-
sponsible for quality control, direction of work 
crews and up-sales. Full-time/year-round with 
benefits. Salary commensurate with experience. 
Fax resume to Wingren's Landscape Mainte-
nance, Inc. Bolingbrook, IL 630-759-8155. Atten-
tion: JB. 

INDUSTRY WEB SITE 
LAWNCARESUCCESS.COM 

Free Business Information on marketing, manage-
ment, customer service, employees, start-up. 
Weekly tips, advice from experts, monthly news-
letter, information for sale, hundreds of links. 

L&L CLASSIFIEDS 

CALL 
800-456-0707 

TO ADVERTISE TODAY! 
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EVERYTHINGGREEN.COM 
EVERYTHINGGREEN.COM 

Find everything for the Green Industry in one 
place: Machinery, mowers, hand-held equipment, 
parts, irrigation, lighting, landscape supplies, fer-
tilizers, business services, snow plows, software, 
hand tools, trucks, trailers and more. 

Insurance 
COMMERCIAL INSURANCE 
FOR THE GREEN INDUSTRY 

Start-Ups and Franchises are our Specialty! 
Competitive rates, comprehensive coverage 

and payment plans designed for your 
specific business needs. 

If you provide any of the following services 
we can design a program for your company: 

Installation Snow Removal 
Renovation Right of Way 
Fertilization Holiday Lighting 
Herb. / Pest. App. Irhg- Install. /Serv. 
Tree & Shrub Serv. Mowing & Maint. 

Spill Clean Up 
Contact one of our Green Industry 

Specialists for a quote at 
800/886-2398 or by fax at 614/221-2203 

M.F.P. INSURANCE AGENCY, INC. 

Landscape Equipment 
TREE STAKES 

Doweled Lodgepole Pine 
CCA Pressure Treated 

2" Diameter, Various Lengths 
Economical, Strong and Attractive 

Phone: 800/238-6540 
Fax: 509/238-4695 

JASPER ENTERPRISES, INC. 
We ship nationwide. 

Web site: www.jasper-inc.com 

Software 
SOFTWARE 

Lighting 
LIGHTING 

Powerful Profits 

É & U L 1 r W » 

Holiday Lighting 
Keep Employees Year Round 

W f f i» ' \ 

W W ñ 

L a n d s c a p e T ^ í ^ g ' 

Offer High Margin Services 

Training • Marketing • Supplies 
Over 350 Locations in 47 States & Canada 

»¿feEf fSSf ( N î t e T î m e 
A c t a * V -^ D E C O R 

Elegant Landscape I ghting 

800-687-9551 
www.ChristmasDecor.net 

Membership 
Opportunity 
GREEN INDUSTRY LEADERS 
Become a member and receive gift package 

valued at nearly $2,000 in the mail! 
Become instantly registered for the Green 

Industry Give Away valued at nearly $25,000. 
Gain access to information and advice not 

available to the Green Industry public! 
Have access to the members only web site! 

www.greenindustryleaders.com 
or call Sean at 412/734-4528 

Services 
NEED A COACH? 

Get the answers you're looking for... 
Jeffrey W. Zindel, Business Consultant 

20 years experience in the Green Industry 
Exterior. 888/425-0421 

HOLIDAY BUSINESS 
Holiday division consulting A-Z 

Exterior 
Jeffrey W. Zindel, Business Consultants 

888/425-0421 

Software 
ROUTE RITE SOFTWARE 

"Route Rite" Legend desktop routing and ac-
counting software for lawn and irrigation ser-
vices companies. Customer history, routing & 
scheduling, accounts receivable, inventory, dia-
gramming and links to Quickbooks round out 
this easy-to-use, 32-bit dynamo. Free Demo at 
www.gopst.com or call 800/624-8244. 

Supplies 
POSTING SIGNS 

Promotional yet economical 
800/328-4009 • www.RNDSigns.com 

DOOR HANGER BAGS 
4 stock sizes. 800/328-4009 

www.RNDSigns.com 

Training 

Interactive software empowers your 
employees with knowledge. 

800/328-4009 • www.RNDSigns.com 

Turf Equipment 
TURF EQUIPMENT 

w w w . r l t t e n h o u s e o n l i n e . c o m 

^ G r e e l i ^ e a ^ n ' o n e 

edition s o f t w a r e f o r 
* l a n d s c a p e r s 

True 32-bit Windows* Design, Unlimited Data Capacity 
• Visual Job Scheduler, Job Costing, Street Mapping 
• Automatic Maintenance Scheduling and Routing 
• Automatic Invoicing, Phase Billing, Profit Tracking 
• Track Work History, Material, Labor, Productivity 
• Attach your own Photos to Customers, Job Sites 
• Full Accounting GA, A/R, A/P, Payroll, Checking, 

Inventory. Or link to QuickBooks \ Paachtree \ MS Office ® 
• Print Proposals, Invoices, Work Orders, Statements, 

Purchase Orders, Reports, Letters, Labels Send Email! 

Only $799 complete. 
Includes Free Support! 

For a FREE demo, call 24 hours 

1 - 8 0 0 - 7 2 4 - 7 8 9 9 ext .2 
or visit us at: 

w w w . w i n t a c . n e t 

Call 
Jennifer Halas 

at 
8 0 0 / 4 5 6 - 0 7 0 7 

to advertise 
in the 

l u w n & J j c m d s c a f M 

elassifieds. 
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Dealing with Drought 
(continued from page 84) 

can be proud of - even if they view them 
from inside their air-conditioned homes. "Do 
the right thing upfront," Brinkley said sim-
ply. "I'm a firm believer that you have to 
prepare and mulch the plant beds and use a 
root stimulator to get the plants started, and 
if you do these things upfront, you will have 
less of a chance of plant loss in the long run." 

THE MOW DOWN. Maintenance crews 
are most visible - clients expect to see a crew 
on their property once every week, cutting, 
trimming and taking care of clean-up. But 
when grass is dormant and sunny spots are 
dying out, a weekly cut is the last thing turf 
needs to stay strong. 

"Every property will have certain areas 
that get full sun and will not grow at all and 
other areas that are shaded, and those areas 
will continue to grow," Byrd described. "You 
have to cut the lawn - but you may not have 
to cut everything." 

Byrd tells customers to expect less fre-
quent mowing and explains that dry condi-
tions slow down growth. "You need to tell 
them that running over the turf for the sake 
of running over it does more damage than 
good," he said. "But explain to them that you 
will still be on the property doing bed work, 
policing areas and blowing." 

Typically, mowing time decreases when 
grass is dry, so crews can finish more prop-
erties in a day, Byrd added. He uses this 
opportunity to slim down overtime hours 
and he moves cross-trained employees to 
other projects. While mowing needs decrease, 
shrubs still require pruning and beds need 
weeding, he pointed out. This allows his 
crews the weekly appearance on a property 
to maintain the client relationship. 

When crews do mow properties, they 
should adjust cutting height so they are not 
scalping the lawn and tearing away the turf's 
sun protection, Hornung said. He suggests 
setting mowers at a 3- to 3V£-inch cutting 
height so turf will not require as much water. 

"As tall as your grass grows, your roots 
will go that deep, too," he noted. "Deeper 
roots, taller grass, and watering every other 
day or every third day with deep watering is 
better for a lawn in a drought situation. And 
then you pray for rain." 

Allentuck also stretches out mowing days 
during drought, and said this gives his crews 
a chance to catch up on other detail work. "I 

think it's important to be in the clients' eyes 
so they know they are getting value for what 
they are paying for," he pointed out. 

"Our account managers talk to the cli-
ents and say, 'We are not going to mow this 
week, but we'll be there to do pruning,'" 
he added. "If the grass hasn't grown and 
it's a drought, there isn't a benefit to roll-
ing a lawn mower over a turf besides get-
ting the lines and turf patterns." 

In addition to mowing schedule adjust-
ments, Himmelreich eliminates fertilizer 
applications. Overheated turf won't benefit 
from applications - it isn't ready to absorb 
the additional vitamins, he explained. "Fer-
tilizer to a lawn is kind of like a vitamin to a 
human body - it is a chemical stimulant. If a 
human body is frozen in an iceberg, it doesn't 
matter what kind of stimulant you give it, it 
won't react because it is dormant." 

Hornung leaves dormant lawns alone, 
but for turf in "danger zone" stages, he 
switches from liquid to granular applica-
tions, which are less likely to burn the lawn 
if they are not watered in the turf, he ex-
plained. For properties that die out and show 
little sign of rejuvenation, he recommends 
overseeding and, in drastic cases, resodding 
or reseeding the property in the fall. 

"If the property is brown, we recommend 
clients wait until August and start on a regu-
lar watering plan every other day for a half 
hour to 40 minutes to get the lawn to come 
out of the drought," Hornung suggested. 
"Then, they should aerate or slit-seed the 
yard if there are areas that don't come back." 

Old-fashioned T.L.C. - and preventive 
care like pesticide and fertilizer applications, 
adequate watering and maintenance - will 
ensure properties that slip into a sleep in hot, 
dry weeks will wake up when weather turns 
around, Brinkley noted. 

And keeping clients in the loop with 
mowing and installation project changes will 
help maintain healthy relationships as well. 
"Tell them the situation upfront and be hon-
est with them," he emphasized. "Down the 
road, they will respect you more for it and 
buy more plants." 

But when that "sixth sense" fails and 
properties take a turn for a worst, informed 
clients are more understanding clients, Byrd 
added. "We tell them that we can't control 
Mother Nature." ID 

The author is Managing Editor - Special Projects 
for Lawn & Landscape magazine and can be 
reached at khampshire@lawnandlandscape.com. 

(continued from page 76) 

Worker protection standard - The worker pro-
tection standard contains requirements for the 
protection of agricultural workers and han-
dlers on farms, forests, nurseries and green-
houses, who use agricultural pesticides. This 
section contains requirements for training, de-
contamination, notification and emergency 
assistance. It also contains specific instructions 
and exemptions pertaining to the statement on 
the label about personal protective equipment 
and restricted-entry interval. 

WHEN TO READ A LABEL. A pesticide 
label should be read at least four times by the 
person using it. 

1. Before purchase, read the label to see: 
• If it is the right one for the pest problem; 
• If the site is on the label; 
• If it is too hazardous for the conditions; 
• If you have the right equipment to 

apply the pesticide; 
• If you need to be a certified applicator 

to purchase and use the pesticide. 
2. Before mixing, read the label to see: 
• What protective equipment is needed; 
• What the pesticide can be mixed with 

(compatibility); 
• How much to use; 
• How to mix the pesticide. 
3. Before application, read the label to see: 
• Safety measures to follow; 
• Where it can be used; 
• Application timing and waiting periods; 
• How to apply and the rate of application; 
• Any special restrictions on its use. 
4. Before storing or disposing pesticides 

containers, read the label to see: 
• Where and how to store; 
• How to clean or decontaminate and 

dispose of the pesticide container; 
• Where and how to dispose of surplus 

pesticides. 
The pesticide label is an LCO's single 

most important source of information about 
the product. If an LCO doesn't understand 
the information and the directions for use on 
the label, he or she should ask the manufac-
turer or a university extension specialist for 
assistance in correct interpretation. m 

The authors are extension pesticide coordinator, 
agriculturist and Oklahoma Department of Agri-
culture program manager, respectively, Okla-
homa Cooperative Extension Service, Oklahoma 
State University, Stillwater, Okla. 
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Managing Aitoor Services 
at Stiles Landscape 

South Florida experienced growth in commercial and 

residential construction, as a result of the expanding 

tourist and hospitality industries. 
This growth gave Stiles Landscape, Pompano Beach, 

the opportunity to introduce arbor services to the South 
Florida market. With proper management, staffing and 
equipment, what at first seemed a daunting challenge, 
turned into a highly efficient and profitable operation. 

Large tourist attractions draw crowds 12 hours a day, 
seven days a week, so tree work is impossible during the 
day. Upscale business park property managers are more 
receptive to tree jobs when their clients are not inconve-
nienced by traffic disruptions and noise. So, we decided 
to offer these services at night. 

Since night tree operations are less supervised, staff 
should be well-trained self-starters with proven track 
records. Although lighting is provided, night work in-
creases injury and property damage risks, so weekly re-
views reinforce safety consciousness and limit accidents. 

For safety, all crewmembers must be currently certi-
fied in CPR and first aid because in the evening public 
emergency services are more thinly staffed and help 
may not arrive quickly. All trucks must have fully stocked 
first aid kits and a clear, well-posted list of emergency 
phone numbers. The foreman is provided with a cell 
phone - a link to 911. Arrow boards, along with normal 
signage and cones, are necessary when operating on 
roadways and in empty business parks, and the Depart-
ment of Transportation requires reflective safety vests 
when working near roadways. Strategically placed ve-
hicle strobes clearly mark our location for traffic, work-
ers and pedestrians. 

1. Require that crewmembers be certified in CPR 
and first aid and follow safety rules at all times. 

2. Incorporate a noise control program that includes 
the use of quieter equipment. 

3. Employ a foreman who can supervise crews closely. 

4. Use of on-site dumping, an outside hauling contractor 
and self-contained aerial lifts is the key to higher profits. 

5. Use wide-track lights with 6,000 watts to adequately 
illuminate work areas. 

Efficiency is another issue. After 1 or 2 a.m., the human 
body wants to shut down. Foremen must supervise 
crews closely. Developing systems to reduce paperwork 
for foremen ensures time can be spent monitoring crews. 

We schedule jobs monthly. Crew room boards keep 
personnel up to date on jobs and reinforce safety issues. 
Property lines are hard to see at night, making daily site 
inspections necessary. Workers use monthly meetings to 
discuss any special equipment needs or pruning require-
ments and to review the next 20 days' assignments. 

We use a noise control program when operating 
during off-hours because local police are quick to shut 
down any operation causing complaints. We stack brush 
and chip it at the end of the shift. We also use disc 
chippers, which are quieter than drum-style units, and 
handsaws when in earshot of residential areas. 

An adjacent empty lot or the corner of a back parking 
lot can serve as temporary dumpsites. Stiles' hauling 
contractor sends a 50-yard clamshell to the site the next 
day for cleanup. 

Most commercial properties are easily accessible by 
self-propelled lifts, and there are several models with 
light footprints that give a 27- to 40-foot reach. Putting 
the worker in the basket with a lanyard is far less risky 
than using a rope and saddle. Sixty-foot bucket trucks, 
though expensive, are usually mandatory on large com-
mercial work. Smaller units usually cannot reach 
entryways and large feature trees. 

State-of-the-art lighting equipment is a must for off-
hours work. Many narrow track models are prone to 
rollover when towed, so we use light towers with wider 
tracks and 6,000 watts to illuminate large areas. When 
powered by a small diesel engine, these machines run 12 
hours on one fill-up and make little noise. Should the 
lighting system fail, operations stop immediately. 

Nothing shuts down night work faster than break-
downs. If a lift goes down, nightly production can drop 
by 20 to 30 percent. A strict preventive maintenance 
program ensures long stretches of trouble-free produc-
tion. Night crews must report equipment irregularities 
immediately, so repairs are made before the next shift. 

As our customers needs evolve, so must our service. 
With proper staffing and the right equipment this new 
'off hours' service is a win-win situation for both our 
clients and Stiles Arbor Services. ID 

The author is Claude Brigante, manager of Stiles Landscape 
Co.'s arbor services division, Pompano Beach, Fla. 
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A FIELD GUIDE 
TO GATCHING A 1512LB. BLACK MARLIN 

USING TOYOTA TRUCKS. 

THE WATERS OFF THE COAST OF PERU ARE ICY, BUT HAVE NO FEAR - YOU'RE ON THE DECK OF THE SHIP WITH A TUNA MELT 

A RELIABLE FLEET OF TRUCKS FROM 
US MEANS MORE FREE TIME FOR YOU. 

BUT BAD NEWS FOR FISH. 

YOU'VE got your f leet of Toyota t rucks 
and you haven' t heard a word about 
t h e m in weeks w h e n it d a w n s on you 
t h a t t h i s f r e e 
t i m e c o u l d be 
cashed in on that 
m a r l i n f i s h i n g 
t r ip you've always 
d r e a m e d a b o u t . 
A l i t t le research 
on Thursday and 
y o u ' v e b o o k e d 
a f l i g h t s o u t h . 
Friday you take an hour and cal l Uncle 
Al who's been there twice. He's got the 
name of some guy in L ima, Peru, who 
sets you up r ight. Monday 
comes and you t a k e you r 
first "personal day" in years. 
Just so you can fami l iar ize 
yourself w i th al l the i tems 
in the equ ipment sect ion 
at Fishing World. 

MOUNT HIM NEXT TO YOUR PHYSICS PH D 
GUESS WHICH ONE PEOPLE WILL TALK ABOUT? 

snaps taut . Time freezes as you reach 
for the pole. A wh i r lw ind of al l the 
dec is ions tha t got you here races 
through your m ind . And at th is precise 
moment you're real iz ing, if you 'd had 
Toyota t rucks in your f leet years ago, 
th is might be your th i rd or four th t r ip 
to South Amer ica. When suddenly the 

l ine wh ips to the 
le f t and you ' re 
b a c k t o t h e 
moment at hand. 

T H E TECHNICAL 

name for mar l in 
is Makaira indica 
but for now we ' l l 
j u s t c a l l h i m . . . 

l e t ' s s e e . . . h o w a b o u t . . . S t a n . S t a n ' s 
come al l the way f rom the Galapagos 
Islands and he's do ing his best to 

dec l ine your inv i tat ion to the backyard 
f ish fry that 's been p lanned for your 
return. He breaks the water and you 
see h i m s t a r i n g you in t h e f a c e . 
Wink ing as if to say, "How strong are 
your arms? How sturdy your back? My 
pul l on th is l ine is that of six strong 
men, so how's about you come in here 
w i th me in the water?" 

STAN THE MARLIN S FAVORITE DISH. THE SLANT-FACED 
KONA LURE YUM YUM YUMMY YUM 

BUT NO, you say. " M y choice of a 
rel iable f leet of t rucks f rom Toyota 
(b latant sponsor plug) has put me here 
today and I 'm going to stay on the nice 
boat w i th my sandwiches and sodas. 
With my support crew who'l l get whatever 
I need on a wh im . Enjoying the sweet 
salt air and the crystal-clear blue cobal t 
waters." And so the conversat ion goes 
between you and Stan from the Galapagos 
Islands. Minutes go by. A half hour. 
Forty-f ive minu tes later you're total ly 
spent and you're t h i nk in ' th is Stan is 
qu i te an arguer, when he f ina l ly agrees 
to jo in you on the boat. And whi le you 
know the ache in your arms wi l l go 
away someday, you' l l always be grateful 
that your f leet of Toyotas freed you up 
to spend some qua l i t y t i m e w i t h Stan. 

A WEEK l a t e r y o u ' r e 
strapped into the " f i gh t ing 
cha i r " on the back of a 
boat just about 2 5 mi les 
off the coast when the l ine 

THE RELIABILITY AND TOUGHNESS of Tacoma and Tundra mean you'll have 
some free time on your hands. Time not spent dealing with hassles. 
Just the ticket for anyone who wants a fleet they can count on. Our 
proof? The Tundra received the highest overall safety rating of any 
full-size pickup by the Insurance Institute for Highway Safety.' And 
to rid you of even more angst, we've assigned field fleet managers to 
your part of the country to ensure more personal, timely service. To 

get started, visit fleet.etoyota.com. 
You'll find competitive comparison 
links to other industry Web sites, and 
once you've qualified, you can order 
your vehicles online. 

'Tundra test date 4/36/01 • Trucks evaluated to date 4 (40-mph 40% frontal offset crash test). Ratings are onfy meaningful when comparing 
vehicles in the same weight class © 2 0 0 1 Toyota Motor Sales. U SA., Inc Buckle Up! Do it for those who love you. 
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WHY DO LEADERS CALL IT "GREATESTor BEST STUFF or PRODUCT in the WORLD?" FREETRIAL0FF1 

FREE SEE FAR-HIGHEST-SCIENCE LIFT YOUR* 
NURSERY AND CUSTOMER PLANTS TO NEW LIFE* 
NOTHING Else • IS REMOTELY "LIKE" SUPERthrivem. 

• MAKES SUCH A DIFFERENCE. 
• HAS SUCH CREDENTIALS. 

TOP HAUT SUMY 

• "The ultimate application of plant physiology.'' — Top U.S.D.A. scientist 
• "Much more growth above and below ground than when fertilizers used alone '' 

- Another leading U.S.D.A. scientist tenh8°aVdh^ 
BILLIONS-PROVEN o n b i l l i o n s o f p l an t s , by m i l l i o n s o f g rowers , 
by h u n d r e d s o f t h o u s a n d s o f p r o f e s s i o n a l s , by thousands of government agencies 
and universities, by "impossible" great landscape jobs "everywhere," by great 
proportion of winners of the national flowering plant societies' competitions. 

FREE TRIAL TO SEE FOR YOURSELF 
many thousands of garden center operators - some now third generation - know that 
you really cannot operate at so high a level without SUPERthrive™. 

Since SUPERthrivem has not had salesmen - and many retailers have not come 
to national trade shows - this is a try to reach some of you whose distributors 
have SUPERthrive™ for you without your knowing why, and others of you whose 
distributors have not yet responded to your need for SUPERthrive.m 

Af te r a ha l f c e n t u r y of u n c h a l l e n g e d $ 5 0 0 0 , - G u a r a n t e e d bes t , 5 w a y s - it is m o r e 
t h a n t i m e fo r every g a r d e n cen te r t o have SUPERthr ive's™ bene f i t s . 
Ask about NEW liberal ad allowances, for fair ads featuring merit, rather than price reductions. 

rCHOOSE 0NE~FREE TRIAL MAILTHTS ^ 1 

(One ounce makes 500 cups or gal lons. 1/4 teaspoonfu l per gal lon, 3 ounces 
per 100 ga l lons , (or, cons tan t l y , a d rop a ga l lon , 1 ounce per 500 gal lons.) 
• F R E E $6 .20 2 - o u n c e bott le, w i th 16-ounce $29 .40 s ize purchase. ( R E T U R N pint for 

ful l R E F U N D if not de l igh ted w i th 2 -ounce bott le ef fects.) 
F R E E $9 .98 4 -ounce bott le, w i th 32 -ounce $51 .60 purchase. ( R E T U R N quar t for ful l 
R E F U N D if not happy w i th f ree 4 -ounce bott le new life.) 
F R E E $1.69 1 /10-ounce samp le D r o p a c T M - S e n d 5 5 0 s tamped , add ressed enve lope . 
128-ounce $148 .75 s ize, ( re fundable, there fore F R E E only to es tab l i shed bus iness or 
publ ic agency, if, af ter us ing 4 2 0 0 to 64 ,000 ga l lons f rom gal lon, y o u w ish y o u had not 
bought it.) 

• 
• 
• 

• D E A L E R resa le t r ia l , F R E E bo t t l e w i t h e a c h d o z e n : D E D U C T 4 0 % IN C H E C K F O R D O Z E N ( S ) 

dozen Vfe-ounce $3.30 sellers; HftTAn 1-n i inrA %A RR sellers; 
dozen 2-ounce $6.20 sellers; dozen 2-ounce $9.98 sellers; 

F i rm N a m e Phone 
Delivery Address for UPS ENCLOSED CHECK $ 
Ci ty State Z ip 
Your N a m e (Print, p lease) Posi t ion 

If you r d i s t r i b u t o r s a l ready have SUPERthr ive™ fo r you , buy t r ia l gallon a n d dozen(s), e tc . 
f r o m t h e m . S a m e o f fe rs . S e n d c o p y o f i nvo i ce or d a t e a n d n u m b e r fo r " b a k e r ' s 
d o z e n " a n d o t h e r f ree bo t t l es , d i rec t . OTHERWISE, 

VITAMIN INSTITUTE • 12610 Saticoy St. South, North Hollywood, CA 91605, U.S.A 
Phone (800) 441-VITA FAX (818) 766-VITA (8482) www.superthrive.com MAILTO 

USE READER SERVICE #39 

Hundreds of 
thousand» of t 

THE 
WORLD 'S 
S C I E N C E 

DISCOVERIES DISTILLED by 
Vitamin 

Institute 
Genius 

CAN LIFT 
YOUR WORLD 

M i d t in U .S .A . by V I T A M I N I N S T I T U 
12610 Saticoy St South 

North Hollywood, California 916C5 
Phone. (323) 877-6186 

X x x 

http://www.superthrive.com

